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The contents of the enclosed folder are intended to help you understand the
mechanics of the home buying process in Massachusetts. I have included a detailed
explanation of the events that take place, various forms that you will use and some
helpful hints. 

Knowing in advance what is expected always makes the process easier. I hope this
package proves helpful to you.

My commitment to you is to work with you from house hunting to moving day and
to make the entire process easy and enjoyable. I have assisted many families in their
search for their ideal home, and appreciate the opportunity to help you find your
dream home. 

If you have any questions, please ask at any time.

Betsy Wilson
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Effective August 17, 2024 the law requires that when you work with a buyer agent you are
required to enter into a contract with the real estate agent you have agreed to work with.  

The new NAR (National Association of Realtors) rules impacting buyer’s agents mainly focus
on transparency and compensation. 

Commission Transparency: Buyer’s agents now need to clearly disclose their commission
rates to clients upfront. Buyers will know exactly how much the agent is being paid and
who is paying them.  It can be either the seller or you (the buyer).

1.

Negotiability: The commission paid to a buyer’s agent is now negotiable, meaning the buyer
and seller can discuss and agree on the amount, rather than it being a fixed percentage.

2.

Uncoupling services:  In the past the home seller would include the commission to the
buyers agent in the amount they paid to the sellers agent.  Moving forward both of the fees
will be broken down.

3.

These changes aim to provide more clarity and flexibility for buyers and agents in real estate
transactions.

See the Consumer Guide on the next page for some frequently asked questions.

The House Hunting Process



REALTORS® are members of the National Association of REALTORS® 

CONSUMERGUIDE: 
WHY AM I BEING ASKED TO SIGN A WRITTEN BUYER AGREEMENT?  

If you’re a homebuyer working with an agent who is a REALTOR®, it means you are working with a 
professional who is ethically obligated to act in your best interest. As of August 17, 2024, you will be 
asked to sign a written buyer agreement after you’ve chosen the professional you want to work 
with. Here’s what you should know about these agreements: 

What is a “written buyer agreement?” What does it do? A written buyer agreement is an 
agreement between you and your real estate professional outlining the services your real estate 
professional will provide you, and what they will be paid for those services. 

Why am I being asked to sign an agreement? Written buyer agreements became a nationwide 
requirement for many real estate professionals as a part of the National Association of 
REALTORS®’ proposed settlement of litigation related to broker commissions. The requirement 
went into effect on August 17, 2024. 

Are these agreements new? In some places, yes. Many states have required them for years, while 
some have not. As a result, it is entirely possible you or others you know have not used them in the 
recent past. Regardless, they are now a nationwide requirement for many real estate professionals. 

Are these agreements negotiable? Yes! You should feel empowered to negotiate any aspect of 
the agreement with your real estate professional, such as the services you want to receive, the 
length of the agreement, and the compensation, if any. Compensation between you and your real 
estate professional is negotiable and not set by law. In the written agreement, the compensation 
must be clearly defined (e.g., $0, X flat fee, X percent, X hourly rate)—and not open-ended or a 
range. Only sign an agreement that reflects what you have agreed to with your real estate 
professional. 

How do I benefit from these agreements? These agreements clearly lay out what services you 
(as a homebuyer) expect your real estate professional to provide, and what your real estate 
professional will be paid. These agreements make things clear and reduce any potential confusion 
at the outset of your relationship with your real estate professional. 
When do I need to sign an agreement? You will be asked to enter into a written buyer 
agreement with your real estate professional before “touring” a home with them, either in-person 
or virtually. If you are simply visiting an open house on your own or asking a real estate 
professional about their services, you do not need to sign a written buyer agreement. 
Does this mean I have to pay my real estate professional out of pocket? Not necessarily. While 
you are responsible for paying your real estate professional as outlined by your agreement, you 
can still request, negotiate for, and receive compensation for your real estate professional from the 
seller or their agent. 
Do agreements dictate a specific type of relationship I need to have with my real estate 
professional? No—you are allowed to enter into any type of business relationship with your real 
estate professional allowed by state law where you are purchasing a home. 

Can I change or exit an agreement? Yes. You and your real estate professional can mutually 
agree to change your agreement. Agreements may have specific conditions under which they can 
be exited, so read the text of the agreement and speak with your real estate professional if you 
would like to change or exit your agreement. 

Please visit facts.realtor for more information, and consult your real estate professional or 
attorney for details about state law where you are purchasing a home. 
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You are about to take on the task of finding the right home for you and your family. It is an
important job that could become laborious and chaotic or, with a little planning, be organized
and enjoyable.

• Don’t “squeeze in” house hunting. Leave enough time to properly inspect the homes that we 
have scheduled.

• If a home is out of the question, don’t linger. Move on to the next one that may deserve more 
of your attention.

• If convenient, bring the children. You may want to bring them if you are taking a second look 
at a home. Remember, it could become their home too!

• Please, after seeing a home, share with me all of your impressions. I will be providing you 
with a printout of each home you see so that you can make notes if you like. Let me know if 
it’s too big or too small, good or poor floor plan, good or poor location, feels right, etc. The 
more you share your impressions with me, the better I will be able to spot the right home for 
you and save you valuable time.

• Whenever you see a home advertised by another company that sounds interesting, please 
let me know. I can tell you about it and show it to you if you like. 

• As you see homes, try to eliminate and keep only two or three as serious possibilities. The 
more homes you try to keep track of, the more difficult it becomes to make a final decision.

• Whenever you see an open house advertised that you might like to see, please mention to 
the agent at the home that you are working with me. Feel free to sign in with my name and 
cell number.

• Give some thought to hiring a real estate attorney to represent you. If you need one, I can 
suggest some names to you. You will need your attorney when your office is accepted.

• Finally, please call me with any questions you may have or whatever information you may 
need. I am available at your convenience.

Some helpful hints:

The House Hunting Process



Unless you are in a position to pay all cash for your home, you will need to obtain a home
loan (mortgage) to complete the purchase. I will assist you in this process to help ensure
that you obtain the financing that meets your needs.
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• Being approved for a loan before you submit an offer will put you in a stronger 
negotiating position and can save time in the loan approval process.

• I can put you in touch with experienced loan officers at leading mortgage companies. 
Your loan office will be your principal guide through the financing process.

• Various financing options may be available to you, including:

 - Fixed Rate Mortgage

 - Adjustable Rate Mortgage (ARM)

 - Government assisted (FHA or VA) financing

 - Seller assisted financing

• You can expect the lender to ask for standard information regarding your income, 
expenses and obligations.

Financing Your Home Purchase



Step 2: Monthly Non-Housing Expenses
Food/clothing
Medical (including insurance premiums and prescriptions)
Life Insurance
Child Care
Automobile expenses (loan, insurance, maintenance)
Education/student loans
Travel/recreation
Monthly credit care payments
Monthly bank loan payments (other than a mortgage)
Alimony or child support you owe
Savings and investments
Income taxes
Total Monthly Non-Housing Expenses (Step 2) 

Step 4: Monthly Estimated Housing Expense
Mortgage loan payment (principal and interest see chart)
Property taxes
Mortgage Insurance
Homeowner’s insurance (liability, flood, fire)
Utilities (heat, water, electricity, gas, trash removal)
Maintenance and repairs
Other (assessments, homeowners association due)
Total Monthly Estimated Housing Expenses (Step 4) 

Step 3: Amount Available for Monthly Housing Expenses
Total Monthly Income (Step 1)
Minus Total Non-Housing Expenses (Step 2)
Equals Amount Available for Monthly Housing Expenses (Step 3) 

Realistically assessing your finances up front will streamline the homefinding process.

Step 1: Monthly Income

Wages, salaries, business income after expenses
Interest, dividends or rental income
Other income (alimony, child support, pensions, or Social Security)
Total Monthly Income (Step 1) 

Compare Step 3 & Step 4 totals. The Total Monthly Estimated
Housing Expenses (Step 4) should not exceed the Amount
Available for Monthly Estimated Housing Expenses (Step 3).

__________________
__________________
__________________
__________________
__________________
__________________
__________________
$_________________

 __________________  
__________________
$_________________

 __________________  
__________________  
__________________  
__________________  
__________________  
__________________  
__________________  
__________________  
__________________  
__________________  
__________________

$_________________

 __________________  
__________________  
__________________  
$_________________

What Can You Afford?



Now that you have selected the home you wish to own, it is time to go through the process of
buying it. Initially, there is a two-document process. First, there is the document that puts forth the
“Offer” and is in essence the tool for negotiating. Negotiating an “Offer” may take a few hours or
many days. However, when all parties have reached a verbal agreement and the appropriate changes
are made, initialed and signed by everyone, the “Offer” is then, and only then, fully executed. Once an
agreement has been reached, the second document, the “Purchase and Sale Agreement”, is signed
by all parties. This generally occurs about two weeks after the “Offer” is accepted. This is the binding
document that spells out in detail what everyone has agreed to in the “Offer”.

The Offer:

When the offer is prepared, you will need a $1,000 check payable to the listing office. The offer will 
contain:

• Your offer price

•   Projected date for signing the Purchase and Sale Agreement

     (Additional deposit to be paid when signing a Purchase and Sale Agreement)

•    • 

• 

• 

Projected closing date

Inspection contingency

Pest contingency

• Mortgage contingency

• Any other contingencies that may be appropriate for the particular transaction.

Some helpful things to remember when preparing an offer:

• When a very low offer is made, a seller’s willingness to negotiate may stiffen. They may get 
insulted and refuse to make a counter offer. A stronger opening offer will often get the seller’s 
attention and encourage the willingness to negotiate.

• At the time of signing a Purchase and Sale Agreement, a seller is usually looking for the balance 
of 5% to10% deposit. This money is held in an escrow account and brought to the closing.

• Inspections are intended to uncover any major problems or defects in a home that you might not 
have seen in an ordinary viewing of the home. It is not meant to gather a list of minor repairs that 
most any home will need. Major items usually are resolved to everyone’s satisfaction. Minor items 
usually get in the way of a smooth transaction.

• Financing often is a critical issue. Sellers need to be reasonably assured that they are taking their 
home off the market for a strong buyer. Spending some time with a loan officer ahead of time 
can produce a pre-qualification letter. This can generally make a seller feel quite comfortable 
about your ability to buy. If you don’t obtain such a letter, proof of funds would be presented in 
place of the pre-qualification letter.

The Home Buying Process



Submitting an Offer

- Items of personal property you want included with the house.
- Warranty, inspections, repairs or other home enhancements by the seller.
- Closing date and possession.

Once you have found the right property, the next step is to make a purchase offer
to the seller.
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- We will review together the status of your loan pre-approval.
- We will work together with your loan officer to explain financing options and help 

you determine the mortgage plan that best fits your requirements.

- The seller will have three choices: accept your offer as it is presented; reject it 
completely; or propose adjustments to your offer (counteroffer).

- If there is a counteroffer you can choose whether to accept it, reject it or counter it. 

- The price the seller is asking may or may not reflect realistic market value.
- The best way to determine market value is with a Comparative Market Analysis 

(CMA) showing similar properties that sold recently, those that are currently active
on the market and those that failed to sell.

- I will discuss with you an estimate of costs associated with purchasing this property.

• 

• Decide on financing.

I will present your offer.

• Determine the price you want to offer.

• Decide on other issues that are important to you, such as:

• Once you have reached agreement with the seller, you will have a firm contract to 
purchase the home.



Historically...

The Closing:
The closing is generally held at the office of the bank’s attorney or the Registry of Deeds. It
may also be held anywhere else that is mutually agreed upon. At the closing you will need,
in certified funds payable to yourself, the difference between your total down payment and
your escrow deposit. You will also need your personal checkbook for additional amounts due
because of adjustments. There will be many documents for you to sign. Your attorney will
review them, explain them and approve them for your signatures. After approximately 60 to
90 minutes, you will be declared the proud owners of your new home!

The Inspections:
Inspections should be done within seven days of the accepted offer. Remember that the date
included in the offer for the inspection contingency is the deadline by which you must put in
writing any objection, request for adjustment or rejection of the property. If the date passes
without anything in writing from you, it is assumed that all inspection contingencies are
satisfied. Your earnest money deposit may be retained by the seller if you have not met these
deadlines.

The Mortgage Application: Historically, within one or two days after the “Offer is Signed” byall
parties involved, you should apply for your mortgage. Receiving a mortgage commitment may
take several weeks from the date of application depending on the type of mortgage for which
you are applying, how quickly you supply the lending institution with the documents they
require and how backed-up they are. Usually, there is an application fee. In some cases, you
may be required to make more than one application so the seller knows you are making every
effort to secure a mortgage. I strongly recommend that you work with a reputable mortgage
broker or bank prior to beginning your home search. Have a pre-approval letter in hand to
accompany any offers and to help you precisely define your price range.

The Purchase and Sale Agreement:
The Purchase and Sale Agreement formalizes in more detail the original offer. It expands
upon what has already been agreed. It does not change the original terms unless both parties
agree. It is usually prepared by the seller’s attorney and should be reviewed by your attorney.
I always recommend having all contingencies satisfied by Purchase and Sale if possible. The
date for signing a Purchase and Sale Agreement is customarily about fourteen days after the
acceptance of the offer. Remember, this is when the balance of the 5% or 10% deposit is due.
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Estimate of Costs

Total estimated closing costs: 

Estimated monthly payment:

Principal and interest
Property tax
Homeowners insurance
Private Mortgage Insurance (PMI)
Homeowners association dues 

Total estimated monthly payment:

Home Purchase Summary*

Purchase price of home
Down payment
Amount financed
Estimated closing costs
Estimated monthly payment 

It is helpful to have an estimate of costs associated with purchasing a home.*

Costs required to close the transaction:

Title insurance Settlement fees Recording fees Property tax
(pro-rated) Loan origination fee Appraisal Credit report
Other loan fees Interest on new loan (pro-rated) Home
warranty Termite inspection Other inspections (roof, property
inspection, geological, etc) Homeowners insurance Other:
Other: 

__________
__________
__________
__________
__________

__________
__________
__________
__________
__________
$_________

__________
__________
__________
__________
__________
__________
__________
__________
__________
__________
__________
__________
__________
__________
__________
$_________

*This is a preliminary estimate only. Actual costs will vary depending on the property, the lender and

other factors. You will receive a detailed breakdown of costs prior to closing of the transaction.



The Home Buying Process

The time periods shown on this chart are fairly typical but may differ in your
situation depending on various needs and negotiations between the buyer and
seller. Most successful buyers are pre-approved prior to making an offer. Have a
letter from your lender available. 

Select Home
Prepare Offer
Check $1000
Negotiate Offer

Offer 
Accepted

Submit Mortgage
Application Inspections

Done

Sign P&S
Check for Balance

of Deposit

Lender should issue
Mortgage

Commitment

Buyer gets
Insurance
Binder for

Closing

CLOSING



The Home Buying Process
Start to Finish: The Mortgage Process

1. Pre-approval

 -Credit review, assets, income

2. Accepted Offer

 -Property identified and verified commitment and closing dates

3. Home Inspection

 -Any issues identified and changes to offer if needed

4. Loan Submission

 -Documents received, Purchase and Sale negotiated, rate lock

5. Appraisal Ordered

 -Scheduled, returned to processing and sent to borrower

6. Processor Review

 -Work with my TEAM to make sure all items are in and ready to go

7. Underwriter Review

 -Full review of borrower’s profile and property.

8. Borrower Conditions

 -Processor verifies receipt of appraisal and any additional needed items.

9. Back to Underwriter to Clear the Conditions Received

 -File goes back to processor to finish any outstanding internal items

10. Commitment Letter

 -Condo approval if applicable, mortgage insurance approval if needed.

11. Cleared to close

 -File goes to closing dept, docs issued to attorney get approved HUD

12. Closing Table

 -Wire to attorney, sign papers and pay check to you.
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Commonly Used Real Estate Forms

Agency Disclosure

Offer to Purchase Real Estate  w/contingencies

 Seller’s Description of Property 

Standard Purchase and Sale

Lead Paint

Exclusive Right to Represent Buyers Agreement
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Check one: Seller's agent Buyer's agent Facilitator

BOARD OF REGISTRATION OF REAL ESTATE BROKERS AND SALESPERSONS

The real estate firm or business listed below and
all other affiliated agents are also working as the
agentofthe  Seller  Buyer

www.mass.gov/dpl/boards/re

Only the licensee named herein represents the
 Seller  Buyer(designatedselleragencyordesignated

buyeragency). Inthissituationanyotheragentsaffiliated
with the firm or business listed below do not represent you
and may represent another party in your real estate
transaction.

All real estate licensees must present this form to you at the first personal meeting with you to discuss a specific property. In the event this
relationship changes, an additional disclosure must be provided and completed at that time.
CONSUMER INFORMATION AND RESPONSIBILITY:
If you are a buyer or seller, you can engage a real estate licensee to provide advice, assistance and representation to you as your agent. The
real estate licensee can represent you as the seller (Seller's Agent) or represent you as the buyer (Buyer's Agent), or can assist you as a
Facilitator.

All real estate licensees, regardless of the working relationship with a consumer must, by law, present properties honestly and
accurately, and disclose known material defects in the real estate.
The duties of a real estate licensee do not relieve consumers of the responsibility to protect their own interests. If you need advice for

legal, tax, insurance, zoning, permitted use, or land survey matters, it is your responsibility to consult a professional in those areas. Real
estate licensees do not and cannot perform home, lead paint, or insect inspections, nor do they perform septic system, wetlands or
environmental evaluations.
Do not assume that a real estate licensee works solely for you unless you have an agreement for that relationship.

For more detailed definitions and descriptions about real estate relationships, please see page 2 of this

disclosure. THE SELLER OR BUYER RECEIVING THIS DISCLOSURE IS HEREBY ADVISED THAT THE REAL
ESTATE LICENSEE NAMED BELOW IS WORKING AS A:

Check one:  Non-DesignatedAgency  DesignatedAgency

MASSACHUSETTS MANDATORY REAL ESTATE LICENSEE-CONSUMER RELATIONSHIP DISCLOSURE
THIS ISNOTACONTRACT

THETIME WHEN THEREALESTATELICENSEE MUST PROVIDE THIS NOTICE TO THE CONSUMER:

This disclosure is provided to you, the consumer, by the real estate licensee listed in this disclosure.

If seller's or buyer's agent is checked above, the real estate licensee must complete the following section:

Bysigningbelow,I,therealestatelicensee,acknowledgethat this disclosurehas beenprovidedtotheconsumer namedherein:
 Broker  

 Buyer  

Buyer

Seller

Seller

Salesperson
 SignatureofRealEstateLicensee

 NameofRealEstateBrokerageFirm

 SignatureofConsumer

 SignatureofConsumer

 PrintedNameofRealEstateLicensee License#

 BrokerageFirmRealEstateLicense#

 PrintedNameofConsumer

 PrintedNameofConsumer

 TodaysDate

 TodaysDate

 TodaysDate

LastRevised: January24,2017

 Checkhereiftheconsumerdeclinestosignthisnotice.

Copyright Date 2017
FormID:RA400 3/17

 Phone:(508) 655-4141  Fax:
 ProducedwithzipForm®byzipLogix 18070FifteenMileRoad,Fraser,Michigan48026 www.zipLogix.com

William Raveis Real Estate - Natick, 15 West Central St. Natick, MA 01760
Betsy Wilson

(508) 655-4692
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TYPES OF AGENCY REPRESENTATION
SELLER'S AGENT

A seller can engage the services of a real estate licensee to act as the seller's agent in the sale of the seller's property. This means
that the real estate agent represents the seller, who is a client. The agent owes the seller client undivided loyalty, reasonable care,

disclosure, obedience to lawful instruction, confidentiality and accounting. The agent must put the seller's interests first and
attempt to negotiate price and terms acceptable to their seller client. The seller may authorize sub-agents to represent him/her in
marketing its property to buyers, however the seller should be aware that wrongful action by the real estate agent or sub-agents

may subject the seller to legal liability for those wrongful actions.

DUAL AGENT
 Arealestatelicenseemayactasadualagentrepresentingboththesellerandthebuyerinatransactionbutonlywiththeexpress
and informed written consent of both the seller and the buyer. A dual agent shall be neutral with regard to any conflicting interest
of the seller and buyer. Consequently, a dual agent cannot satisfy fully the duties of loyalty, full disclosure, obedience to lawful
instructions, which is required of a seller or buyer agent. A dual agent does, however, still owe a duty of confidentiality of
material information and accounting for funds. Written consent for dual agency must be provided before a potential transaction is
identified, but in any event, no later than prior to the execution of a written agreement for purchase or sale of residential property.
The consent must contain the information provided for in the regulations of the Massachusetts Board of Registration of Real
Estate Brokers and Salespeople (Board). A sample consent to dual agency is available at the Board's website at
www.mass.gov/dpl/re.
Copyright Date 2017
FormID:RA400 3/17
LastRevised: January24,2017

BUYER'S AGENT
A buyer can engage the services of a real estate licensee to act as the buyer's agent in the purchase of a property. This means that
the real estate agent represents the buyer, who is a client. The agent owes the buyer client undivided loyalty, reasonable care,
disclosure, obedience to lawful instruction, confidentiality and accounting. The agent must put the buyer's interests first and
attempt to negotiate price and terms acceptable to their buyer client. The buyer may also authorize sub-agents to represent
him/her in purchasing property, however the buyer should be aware that wrongful action by the real estate agent or sub-agents
may subject the buyer to legal liability for those wrongful actions.

(NON-AGENT) FACILITATOR
When a real estate licensee works as a facilitator that licensee assists the seller and/or buyer in reaching an agreement but does

not represent either the seller or buyer in the transaction. The facilitator and the broker with whom the facilitator is affiliated, owe
the seller and buyer a duty to present all real property honestly and accurately by disclosing known material defects and owe a

duty to account for funds. Unless otherwise agreed, the facilitator has no duty to keep information received from a seller or buyer

DESIGNATED SELLER'S AND BUYER'S AGENT
A real estate licensee can be designated by another real estate licensee (the appointing or designating agent) to represent a buyer
or seller, provided the buyer or seller expressly agrees to such designation. The real estate licensee once so designated is then the
agent for that buyer or seller who becomes the agent's client. The designated agent owes the buyer client or seller client,
undivided loyalty, reasonable care, disclosure, obedience to lawful instruction, confidentiality and accounting. The agent must put
their client's interests first, and attempt to negotiate price and terms acceptable to their client. No other licensees affiliated with the
same firm represent the client unless otherwise agreed upon by the client. In situations where the appointing agent designates
another agent to represent the seller and an agent to represent the buyer in the same transaction, then the appointing agent
becomes a dual agent. Consequently, a dual agent cannot fully satisfy the duties of loyalty, full disclosure, obedience to lawful
instructions,whichisrequiredofasellerorbuyeragent.Onlyyourdesignatedagentrepresentsyourinterests. Writtenconsent
for designated agency must be provided before a potential transaction is identified, but in any event, no later than prior to the
execution of a written agreement for purchase or sale of residential property. The consent must contain the information provided
for in the regulations of the Massachusetts Board of Registration of Real Estate Brokers and Salespeople (Board). A sample
consenttodesignatedagencyis available atthe Board's websiteat www.mass.gov/dpl/re.

confidential. Should the seller and/or buyer expressly agree, a facilitator relationship can be changed to a seller or buyer client
relationship with the written agreement of the person so represented.

 ProducedwithzipForm®byzipLogix 18070FifteenMileRoad,Fraser,Michigan48026 www.zipLogix.com 
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