A Sdllers guide prepared and packed with
Information for you the seller.

*Helping Homes Find Families and Families Find
Homes.”

Day & Night — Rain or Shine - | will be there for you!
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By being in constant contact with you and the market place, we will be able

to:
A) Achieve our goals

B) Get the best possible price
C) Try for the shortest marketing time and

D) Cause the least inconvenience.

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt
Realtorswill not be liable for any loss suffered by any person dueto any error in the article.
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Sole Mandate Versus CNL M andate

|’M SURE THERE ISPLACE FOR 90 DAY SOLE MANDATESIN THE
REAL ESTATE INDUSTRY,
BUT | PERSONALLY FEEL THAT AGENTSWHO TAKE SOLE MANDATES ARE WORKING
IN THEIROWN INTEREST AND NOT THEIR SELLERS.
I TISTO EASY TO TAKE A SOLEMNDATE PUT UP A FOR SALE BOARD
AND THEN WAIT FOR THE BUYER TO COME ALONG AND BUY THE PROPERTY

ON THE OTHER HAND A PROPERTY PUT ONTO CNL, WHERE ALL THE AGENTS CAN WORK
TOGETHER ON GETTING THE PROPERTY SOLD, WILL BE INTRODUCED TO ALOT MORE
BUYERSAND THE SELLERHASA LOT BETTER CHANCE OF GETTING FULL ASKING PRICE.

SOME SELLERSASK WHY WOULD AGENTS WORK HARDER ON A CNL PROPERTY IF
THEY ONLY STAND A CHANCE OF EARNING 50% OF THE COMMITTION.
ASFOR THE LISTING AGENT IF HE REALLY WANTSTO EARN 100% OF THE
COMMITTION HE CAN'T SIT BACK AND WAIT FOR A BUYER TO PHONE IN ON THE
FOR SALE BOARD.

THE LISTING AGENT ISFORCED INTO BEING PROACTIVE AND GOING QUT OF
HISWAY TO FIND THE RIGHT BUYER BEFORE ONE OF HISFELLOW CNL MEMBERS.
IN THE PAST THERE WASA LOT OF BACK STABBING BETWEEN AGENTSIN THE
SAME AREA AND THE SELLER WAS REGUARLY CAUGHT IN THE MIDDLE.

HOWEVER IN THE AREA’ SWHERE AGENTS WORK TOGETHER IN SOME FORM
OF LISTING SERVICE THERE ISA MUCH BETTER VIBE AND SELLERS SEEM TO GET
MUCH BETTER PRICES FOR THEIR PROPERTIES.
INABOTHASIG, RicHWOOD, SUMMER GREENSAND TABLE VIEWUPTO 87% OF HOUSES
ARE SOLD THROUGH A LISTING SERVICE.

UNLESSTHE SELLER HA ASA REASON FOR NOT WANTING TO HAVE TO MANY AGENTS
THROUGH HISHQUSE, MY ADVICE GIVE YOUR AGENT OF CHOICE A SOLE MANDATE FOR
A WEEK SO HE CAN GET HISBUYERS ON HISBOOKS THROUGH AND GET HISMARKETING

UP AND RUNNING, AFTER THAT INSIST ON A CNL MANDATE.

Goob Luck!

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt
Realtorswill not be liable for any loss suffered by any person dueto any error in the article.



Setting The Price

Thethreefactorsto consider in selling your home are location, condition and price...and they're
all related.

L ocation
Y our home's location and stting, influencesits vaue. A homeingde a quiet subdivison sdisfor
more than the identical home on a busy street. Remote areas typicdly, sdl for lessthan closed in aress.
Views, streams and trees usualy enhance vaue. Y ou obvioudy have no control over location.

Condition
New homes enjoy a marketing edge over re-sae homes because they are shiny and clean. Builders
enhance their apped by offering model homes (clean, bright, decorated in current colours and
amenities) for buyersto examine,
Y ou have nearly complete control over condition and you can increase va ue and decrease marketing
time by being in the best possible condition.

Pricing

If IBM stock is trading between 104 and 108, it does no good to insist on 112. Likewise, your home
must be priced within the gppropriate range. Y ou must actudly “sdll” your property twice: to a buyer
and then to a bank vauator. The buyer is more subjective and compares the amenities you offer to

what other sdlersin the same price range are offering. The gppraiser is more objective and compares
age, size and cogt-identifiable features in your home againgt other properties that have sold.

Questions to ask when interviewing an Agent!
a) AreyouaCRS Agent (Certified Red Estate Specidist)?
b) How long have you been an agent in the area?
¢) Do you have a marketing plan?
d) What isyour “liging to sdling” days average?
€) Wha isyour liging price to sdlling price ratio?
f)  How will you communicate with me during the ligting period?
g How will my property be advertised?
h) What “home sdlling process’ do you follow?
i) What do | need to do to assist in getting the property sold?
j) How many other homes have you sold over the past 3 months?
k) How does my property compare to the other homes on the market?
[) How will you report back to me after a show house?
m) Do you do virtud tours of the homes you market?

n) Do you have apersona brochure?

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt
Realtorswill not be liable for any loss suffered by any person dueto any error in the article.
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The following checklist sets a good example— without getting you involved in major renovations
or full scale redecorating projects. Since first impressions are formed from the street, thelist
starts outside your home:

The front door greets the prospective client — make sure that it is clean

Keep lawns and hedges nestly trimmed, weed flowerbeds.

Clean out your garage or carport to show off it'sfull size.

Clean the outside of the windows.

Oil gate hinges and latches, repair fenceif necessary.

Remove dead limbs and branches from trees — especidly from evergreens.

Check your verandalights, are house numbers faded?

Touch up outdoor paintwork if necessary.

Don't let anything obstruct the Street’ s view of your “For Sde’ sgn — and keep it shining
clean and upright.

3IIIIIIIS

Oncethey enter your home, prospective buyers are most interested in checking itemsthat will
help them assessits overall condition. That’swhy it’svery important to remember jobslike
these:

Wash down entry walls or give them a coat of paint.

Repair drawer and cupboard doors that stick, squeak or won't close properly.

Free up hard to open windows.

Repair leaky taps and any toilet that runs, replace loose tiles.

Y ou are going move anyway — S0 clear out the clutter from every room.

Wash kitchen walls, if necessary and shine up sink, knobs etc.

Make sure your closets are clear of everything except clothes that are neatly hung or folded.

3IIIIIN

Hereareafew pointersto remember when you know that prospective buyersare going to call:

?? Open curtainsto let sunshinefill your home.

?? Try to avoid cooking amed that might cause a lingering odour (kippers, cabbage, curry, etc.)
?? Put large pets outsde. Keep dl pets away from prospects.

?? Get the children settled quietly in one room. Leave the prospective buyers aone with the agent.

Don't let theradio or TV compete with the salesper son’svoice.

?? Let the sdesperson do the talking — and the walking. Unless asked, do not join the tour of the
home.

?? Aboveadl, do not discuss price or terms. Give polite answers to direct questions and let your
agent negotiate the sale.

?? Findly do not apologize for the appearance of your home.

Asamatter of fact if you follow the checklist, you won't feel it is necessary!

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt
Realtorswill not be liable for any loss suffered by any person dueto any error in the article.



The Agreement Of Sale

Accepting an offer
Accepting an offer to purchaseisthefirs sep in alega contract and should contain very clearly
everything you can or intend to do, and exactly what you expect to recaive.. .thisis where we can be of
assigtance. We will ensure the offer accurately reflects your intentions, dl details are correct, correctly
identified property, mortgage information properly stated.

We have a standard offer form, which contains pre-printed standard clauses as well as the inserted
information. Once you understand the offer and are certain it Sates everything you wanted
dated...then it can be Sgned. Once signed you have taken the first step to selling ahome. (A copy of
the agreement of saleis attached. Kindly read through the contract and familiarise yoursdf with the
contract, once a contract has been signed it is abinding agreement and subject to the laws governing
it.)

Extras
When the Agreement is being presented — be specific! Make sure that you understand dl clauses and
addendums added to the contract. Avoid misunderstandings. If you wish subgtitutions or/and any
unusua extras include them in detail. Being clear and specific at the outset can save time and possible
complications later.

Explaining 72-hour clause
A 72-hour clause is added to a deed of sale when there are suspensive conditions these can be:

a) 100% bond plus costs — this means that the buyer wishes to include the cogts in the purchase
price. Bank approva hasto be gained first should the bank not approve the cogts the client
either has to pay cash for the costs or the sale becomes null and void.

b) Successful sale of property — the deed of sdeis subject to the successful sale of the buyer’s
property.

c) Should there be a 72-hour clause on an offer that has been accepted by the sdller, the sdler is
entitled to accept other offers on the property. Should any of other offers (thet is any offer
received after theinitid offer) become find (bond approva is received) the previous purchaser
(thefirg offer) is given 72 hours to meet dl suspensive conditions

Addendums
Any other addendums should be gven in writing and not done verbally. Addendums can cover awide
range of clauses. The most common addendum being the one that refers to fixtures and fittings or any
work or repairs that needs to be done.

What to expect from buyers
Sellers please be patient: Buyerswill check that lights work, toilets flush, cupboard doors are
digned, they are not being nosy or rude. Thereis a voetstoots clause in the deed of sale which means
asis. The buyer has the right to check what he is purchasng and to request that certain items be
repaired before sdleisfind, thisis not dways the case but it can happen.
Buyers coming through the property may make up their mind on the firgt visit as to whether they will
make an offer to purchase or not. The old saying “First impressons are normdly the mogt lagting” is
very true here. Sometimes a buyer will come back with different family membersto view the
property.

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt

Realtorswill not be liable for any loss suffered by any person dueto any error in the article.



Help to make thetransition an easy and pleasant experience
When ligting your house with an agent please make known al defects and what you are prepared to fix
and what you are not going to do. If you have plans for an extension or any additions please keep
them handy as the purchaser may want to view what you had in mind.

Handy Moving Checklist

®

Just areminder of some items that you should take care of before you move out of your house and into
you new home.

?? Preparealidt of friends, rdatives, companies, etc. with whom you have done business, use
“Change of Address’ cards supplied and malil to al addresses on your list. (If you need
more giveusacal.)

?? Arrange with you eectrica company to have the meters read on the appropriate date and to
turn off your eectricity on the date the new owner takes occupation.

?? Advise your Telkom and satellite suppliers regarding the sale arrangements. Cancel pre-

authorized chequesissued for contracted services. Inform gardening and dry cleaning

sarvices, trash pick up, newspaper deliveries and other home services.

Arrange sarvicing of al home appliances for the move.

Notify magazine, record / book club, insurance, credit card companies, department store

charge accounts, licence bureaus, finance companies, stockbrokers and accountants.

?? Trander trust or banking accounts, securities; establish new accounts with aletter of

introduction.

Cancd or trandfer socid, athletic, civic, religious, business afiliations or memberships.

Arrange transfer of medical and denta records, prescriptions and optical records.

? Collect dl items, for cleaning, storage or repair. Fur coats, dry cleaning, laundry, watches,

shoes or smdl gppliances, for example.

Arrange access to the keys for your new home.

Insure safety and care of pets during the move.

Obtain a supply of boxes for moving and devise a colour code system for the various room

designations.

?? Discard dl flammable liquids including gasoline used in gardening and recreetiond
motors.

I3 33
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For Sde Board:
Window Display:

Just Listed Drop:

Business Card:

Property Profile:

Property Portfolio:

I nternet:
Virtud Tour:

Show house Invites:

Show Houses:

Newspaper Adds:

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt

5 Star Marketing

An excdlent way to get buyers who are driving the areato see if they
would like to stay there.

A large number of our buyers come from people waking past our
window display.

A drop that describes the property is dropped at al the housesin your
road, S0 if any neighbours know of any friends that might want to buy in
the areathey can let them know about your home.

Y ou will be supplied with 20 business cards with your homes picture and
details on. These are for you to hand out to any prospective buyers you
should mest.

A profile of your property is put together so if a prospective buyer wants
more information on your home it is available for him.

Y our home will be entered onto the COMPUTERIZED PROPERTY
PORTFOLIO where buyers can view propertiesthat are for sdein the
areain the comfort of their own home.

Within 24 Hrs your home will be advertised on the World Wide Web.

A Virtud tour will be made up of your home where the buyer will be
able to take awak through your home on his computer. Virtud tours can
aso be sent viae-mail or put onto CD.

Show house invites are dropped in neighbouring areas in the boxes of
properties that are on the market as those sdllers might be looking to buy
in your area.

1 to 2 show houses a month otherwise the property could become over
exposed.

Only 5% of our buyers come from Newspaper Advertisements.

Realtorswill not be liable for any loss suffered by any person dueto any error in the article.



Private Sellers

Under what conditions will strangers be permitted to enter into your home?

Who will show the home?

How much will you budget for advertisng?

Who will write the advertisements for the property?

Will you hire, buy or meke sgns?

When will you advertise and how often?

How much deposit do you ask the buyer for?

Who holds onto the deposit until transfer has taken place?

At what point will you use alawyer?

10. How will you qudify the buyers financidly?

11. Does the buyer have a pre-approved bond?

12. What do you do if the buyer has ahometo sl first?

13. Legdly, how isthe property described?

14. How much will the buyer need for transfer duty?

15. What will the buyers monthly repayments be?

16. How long will you give the buyer to secure financing?

17. Should we leave thisto a professond?

18. Do you know how to objectively compare the price, condition and festures of dl homes on the
market now or that have been sold in the past Sx months, to arrive at a competitive and fair
price

19. Do you know how to caculate the net profits (losses) resulting from the sde?

20. Can you provide buyers with an accurate estimate of their buying costs?

21. Do you know and understand the numerous documents and procedures associated with selling
your home?

22. Do you know which improvements will redise maximum returns?

23. Do you have timeto: (a) market your home (b) write adverts (c) hold show houses and (d)
contact buyers?

24. Areyou available around the clock to answer telephone cals and conduct viewing at the
buyer’ s convenience?

25. Areyou in apogtion to answer questions and follow up on enquiries?

26. Do you have access to municipa vauations, registrations of trandfers, plans, zoning sheets,
etc?

27. Areyou aware of the total costs of the sdlling process?

28. Do you know how to show your hometo its best advantage without becoming defengve about
negative comments?

29. Are you aufficiently skilled to negotiate the best possible price with buyers?

30. Are you adequately familiar with the pros and cons of different types of financing and are you
in apogtion to assg the buyer with obtaining such finance?

31. Areyou ableto explain the lega contract to the buyer, respond to objections, cometo an
agreement on price, terms, date of possesson aswdll asto draft contract amendments?

32. Rigid legidation gpplies to the erection of sgnboardsin your area, are you aware of it and the

goplicable fines?

WO No O~ wWNE

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt
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Building through a devel oper

Y ou may have seen advertisements by companies who are building a complete new resdential area.
The property developers arrange fir the roads, electricity, water and other services and divide the land
into building gands.

They can offer you astand and a choice of building plans. Sometimes the developer will agree to
change the plans to suit your exact needs. Y ou will dso be able to decide what fittings or finishes you
like best such astiles, carpeting, and light fittings.

The developer will aso offer dl the finance you need to buy the stand and build your new home.
Before you decide to buy from a property developer check on their previous developments. Are they

(developments) attractive and well built? Have the homeowners had any problems with their homes or
with the development?

LOOK AROUND AND ASK AROUND BEFORE YOU SIGN ANYTHING

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt
Realtorswill not be liable for any loss suffered by any person dueto any error in the article.



Information Guide to Conveyancing

1. What is conveyancing?
Conveyancing describes the lega procedure whereby ownership of immovable property is changed
(i.e. ownership is“conveyed’ from the existing owner to the purchaser)

2. Conveyancer’s actions on receipt of the deed of sde
1. ItissHf-explanatory that the Conveyancer in performing his duty will be guided by the
contents of the Agreement concluded between the buyer and the sdller as recorded in the Deed
of Sde. The Conveyancer istherefore, is compelled to “Bake the Cake’ in accordance with
the “Recipe’ prepared for usin advance!
2. Onreceipt of the Deed of Sde, the Conveyancer will immediately conduct a Deeds Office
Search. This search will reved the following:

A) Thefull Deeds Office decription of the property being sold
B) Thefull details of the current registered owner

C) Thefull details of any bonds held over the property

D) Thefull details of any interdicts recorded againgt the property.

3. Exigting Bond on the property

1. The Conveyancer will smultaneoudy with the above, address aletter to the current bondholder
advising the bondholder of the fact that the property has been sold and caling upon the
bondholder to forward the Deed to the Conveyancer. He will smultaneoudy ask the
bondholder to advise the Conveyancer of the amount required to pay off the existing bond on
the regigtration of transfer and request the bondholder to ingtruct his own attorneys to prepare
an appropriate Consent to Cancdllation of the existing bond. This latter form will be prepared
by the bondholder’ s attorneys, sgned by the bondholder and returned to his atorneys for
purpose of subsequent lodgement at the Deeds Office. Asmogt financid inditutions are
unable to trace the file in which the Title Deed and Bond are retained without an account
number, it isimportant that the particulars if the bond account number be reflected in the
information section of the Deed of Sdle.

2. The Conveyancing Attorney will in due course receive aresponse to his|etter to the existing
bondholder. Thisletter should have enclosed the Title Deed and would have stated the amount
required by the bondholder on cancellation of the bond. Should the purchase price be
aufficient the Conveyancing Attorney will address aletter to the attorneys representing the
bondholder promising payment of the amount required on date of registration at the Deeds
Office.

4. Therole of the Municipality
The Conveyancer will smultaneoudy write to the Municipdity Authority having jurisdiction over the
areain which the property is Stuated and will request from them the following information /
documentation.

1. A vduation certificate in which the Municipd Vduation of the property is dated, this
document is required for the purposes of obtaining a Transfer Duty Receipt from the Receiver
of Revenue.

2. Theamount, which the Municipa Authority requires payment of as aprerequisite to the
issuing of arates clearance certificate — in terms of the law, no transfer of any property may be
registered in the Deeds Office unless the relevant Municipa Authority has provided
permission. This permissonistermed “Rates Clearance.” It isimportant to note that in
obtaining a Rates Clearance, one is compdlled (regardless of any arrangements which the sdller
might otherwise have had with the municipa authority) to pay the full amount of rates payable
on the property to the end of the current rates year. Municipa Authorities furthermore demand
various other categories of payment in advance e.g. water and service charges. Part of the

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt
Realtorswill not be liable for any loss suffered by any person dueto any error in the article.




amount payable to the Municipa Authority will be for the account of the sdler and part for the
account of the purchaser.

5.Preparation of preliminary documents
On receipt of the Deeds Office particulars and subject to al suspendve conditions having been
fulfilled, the Conveyancing Attorney will proceed to prepare his*“ preiminary documentation.” These
documents comprises the following:

1. Power of Attorney - in which the sdller authorises the Conveyancing Attorney to act on his
behaf and to appear at the Deeds Office for purposes of registering the transfer of ownership at
the end of theday. This document will have to be sgned by the sdller persondly, or by
somebody authorised in terms of awritten Power of Attorney to sign such adocument on
behdf of the Sdler. It istherefore sdf-explanatory that if the sdller is going to be away during
the relevant period the transfer will be delayed unless adequate arrangements are made before
his departure.

2. Dedarations by the purchaser and sdller to the Receiver of Revenue. Asyou are no doubt
aware, transfer duty is payable to the Receiver of Revenue arisng from sdes of Immovable
property. Thistransfer duty is a percentage of the purchase price. The Recelver of Revenueis
therefore quite anxious to ensure that he is fully advised of the actud purchase price and that
such purchase price furthermore amounts to afair and market related price. The declarations
that the buyer and sdler will therefore have to sign serve to confirm dl of the above facts.
Should the purchase and the seller therefore have reached some “private agreement” in terms
of which the purchase price as stated in the Deed of Sdeisnot aproper reflection of the actua
purchase price then these declarations will serve to frusirate the endeavours of the parties as
stated above.

3. Affidavitsto be sgned by the purchaser and the sdler confirming their correct names, identity
numbers, marital status and solvency.

6. Signature and Costs
When these documents are ready the parties will be contacted by the Conveyancing Attorney with a
view to arranging an gppointment for the sgnature of the documents. On signature of the documents,
the Conveyancing Attorney will ask the purchaser to settle the transfer cogts. The account which the
Conveyancer will present will comprise four ssgments being the following:

The Conveyancer’s own fee plus Vat thereon.

The cost of the valuation certificate (see paragraph 4.2.)
The transfer duty.

Deeds office fee.

ER AN

It isimportant that the purchaser settle these costs at least one month before scheduled date of transfer
as the Conveyancer is required to pay the trandfer duty due to the Receiver of Revenue before one may
approach the Deeds Office. The Conveyancer will Smultaneoudy recover from the Purchaser his pro
rata share of rates and taxesin order that a Rates Clearance can aso be obtained. As soon asthese
costs have been paid, the Conveyancer will forward his chegue plus supporting documentation to the
Receiver of Revenue for theissue of atransfer duty receipt. A cheque will Smultaneoudy be sent to
the Municipa Authority for the purposes of theissue of a Rates Clearance Certificate.

7. Purchaser’s Bond
In the interim the Conveyancing Attorney will recaive natification from Attorneys ingructed by the
financid indtitution who will be granting the purchaser abond advisng of ther identity and of the
nature and extent of thelr ingructions. The Conveyancing Attorney will immediately send to these
“bond attorneys’ a draft copy of the new title deed of the property. This document is termed the
“flysheet.” This document enables the bond attorneys to determine the description of the property

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt
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which isto be bonded and furthermore to determine the full details of the purchaser. The bond
attorneys will then prepare their own documentation and arrange for the purchaser to cal a their
officesto sgn their papers and pay their costs.

8. Find Phase
When everybody is ready (i.e. the bond attorney’ s documents are signed, the bond cancellations
attorneys consent to the cancdlation isin their possesson and duly signed by the bond holder, the
transfer duty receipt and rates clearance have been received,) the Conveyancing Attorney will contact
al the other Attorneys involved and arrange a Smultaneous “lodgement” at the deeds Office. On the
pre- aranged date dl the attorneys smultaneoudy hand their folders of paper into the Deeds Office.
These papers are collated by the Deeds Office and allocated to a specific examiner. The Deeds Office
examiner ingpects dl the documents and if found to be in order, approves the documents for
regigration. This procedure in the Deeds Office takes gpproximately ten (10) days. If any difficulties
are discovered in any of the papers the documents are “rejected.” I the documents are approved for
regidtration, the Conveyancing Attorney after ensuring that al the finances for the transaction have
either been paid or dternatively secured will arrange with al the attorneys concerned for actud
registration to take place. At the moment of regidtration ownership passes from the sdller to the
purchaser and the transaction is complete.

9. How long doesiit take
It is sdf-explanatory from the above that it is very difficult to estimate precisely how long atransfer
should take place from the time that the Conveyancing Attorney receives hisingructions. If oneis
forced to make an estimate, then one can assume that if dl the parties involved in the transaction,
perform their functions timeoudy, that the entire transaction could be completed within aperiod of Sx
to eight weeks from the time of receipt of theinitid Deed of Sale.

We thank you for making use of our services and should you require any further assstance, we invite
you to contact any of our property Department Partners namely:
Miltons Matsemea - Attorneys— Notaries - Conveyancers

FRED 021-521-1307 Direct Line

083-450-1122 24 Hour Property Hotline
MILTON 021-521-1308 Direct Line

082-555-9090 24 Hour Property Hotline
ANDREW 021-521-1310 Direct Line

082-448-8902 24 Hour Property Hotline
WILLIE 021-976-3824 Home

083-261-4222 24 Hour Property Hotline
NIGEL 021-671-4963 Home

082-568-5848 24 Hour Property Hotline
DEON 021-521-1306 Direct Line

Caution: While every effort has been made to ensure that the information contained in this article is correct, Sean Britt
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082-451-0576

24 Hour Property Hotline



