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E Buying a home is one of the biggest decisions you?ll ever make, and 

having the right real estate professional by your side makes all the 

difference. As an experienced and dedicated Real Estate Agent, I am 

committed to helping you navigate the home-buying process with 

confidence and ease.

I understand that every buyer has unique needs, whether you?re a 

first-time homebuyer, upgrading to your dream home, or looking for 

an investment property. My goal is to simplify the process, provide 

expert guidance, and negotiate the best deal for you. With my in-depth 

knowledge of the local market, a keen eye for value, and a passion for 

helping people, I ensure that you not only find a house? but a place to 

truly call home.

My approach is built on trust, transparency, and a commitment to your 

success. I take the time to listen to your goals, answer your questions, 

and walk you through every step, from house hunting to closing day. 

Whether you need advice on financing, market trends, or the best 

neighborhoods, I am here to provide expert insights and make your 

experience smooth and stress-free.

Let?s make your dreams a reality! Contact me today, and let?s find the 

perfect home for you.

GAYLE QUI LL

M: 210-126-8080

E: Gayle@GQ.com

4937 Telegraph Ave. Suite A Oakland, CA 
94609

Each office is independently 
owned and operated.
LIC #20290399

Real Estate Agent

LI C #12345678



ABOUT KELLER WILLIAMS
A  company culture that nurtures excellence

It?s not the brokerage that helps you to find your ideal hom e, it?s the agent .

Keller William s has consciously created a com pany culture that att racts, t rains, and 
nurtures the best real estate agents in the world so they w ill be able to better serve 
you.

Our com pany culture has been studied in depth by Stanford University and they 
found that:
?Keller William s is?a com pany w ith a unique econom ic and cultural m odel, 
em bracing organizat ional concepts such as profit  sharing, shared decision m aking, 
open books, and extensive em ployee training.?

Training Magazine recognized Keller William s as the w orld leader in t rain ing for 
th ird consecut ive year.

Keller William s is proud to be a client focused organizat ion that fosters integrity and 
team work, rewards innovat ion and works to create w in-w in outcom es.

We are thrilled that you are considering Keller William s as your choice to help you 
buy what m ay be your biggest , and m ost im portant asset , your new hom e.



WHY BUY WITH KELLER WILLIAMS?
We help you reach your goals

The largest  independent  real estate franchise

A network of over 191,000 real estate consultants                        
w ith a projected growth of 300,000

1,100 off ices in the United States and Canada 
(50)major markets

Excellence in cut t ing-edge real estate t raining,      
real estate coaching and real estate educat ion

Named ?Most  I nnovat ive Real Estate Company?      
by I nman News

Technology:

Lead in g -ed g e t ech  t ools an d  t rain in g               

g ive u s t h e ad van t ag e in  ef fect ively            

f in d in g  t h e p erfect  h om e for  you .

Teamwork:

Keller  W il l iam s Realt y m od el w as   

d esig n ed  t o rew ard  ag en t s for  w ork in g  

t og et h er w it h  t h e id ea t h at  w e are all   

m ore su ccessfu l i f  w e st r ive t ow ard  a 

com m on  g oal, rat h er t h an  in d ivid u al 

in t erest s. I?m  con f id en t  t h at  every Keller  

W il l iam s p rofession al w il l  serve you  in  t h e 

b est  w ay p ossib le.

Knowledge:

Keller  W il l iam s Realt y su p p or t s every ag en t  

in  st ayin g  ah ead  of real est at e in d u st ry 

t ren d s t h rou g h  it s com p reh en sive, cu t t in g  

ed g e t rain in g  cu rr icu lu m  an d  research  

resou rces

Reliabilit y:

Fou n d ed  on  t h e p r in cip les of t ru st  an d  

h on est y, Keller  W il l iam s Realt y em p h asizes 

t h e im p or t an ce of in t eg rit y an d  p u t t in g  t h e 

clien t ?s n eed s f irst . M y su ccess is u lt im at ely 

d et erm in ed  b y t h e leg acy I leave w it h  each  

clien t  I h ave t h e op p or t u n it y t o  serve.

Track Record:

I?m  p rou d  t o w ork  w it h  t h e larg est  real 

est at e com p an y in  t h e w orld  b y ag en t  

cou n t . W h en  service is con sist en t ly 

su p erior, w ord  sp read s fast
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BUYING
Our winning strategy

Lifest yle Analysis

Fin d in g  you r id eal h om e is a p rocess of 

m at ch in g  you r l i fest yle an d  f in an cial 

ob ject ives w it h  t h e r ig h t  n eig h b orh ood . As 

a Realt or® w it h  exp erien ce sell in g  in  t h is 

m arket , I h ave t h e exp er t ise t o m at ch  you  

w it h  t h e h om e t h at  f i t s you r l i fest yle. 

W h et h er you  w an t  a p iece of t h e cit y, or  a 

q u iet  n eig h b orh ood  w it h  t h e b est  sch ools 

for  you r ch ild ren , I h ave t h e area in sig h t  

an d  kn ow led g e you  n eed .

Search Analysis

Beyon d  t h e M LS an d  p review in g  h om es 

on lin e, f in d in g  you r id eal h om e is also 

ab ou t  leverag in g  relat ion sh ip s. As you r 

Realt or®, I u t i l ize m y ext en sive n et w ork  an d  

access t o of f-M LS (p ocket ) l ist in g s on  you r 

b eh alf. To st ream lin e t h e p rocess, I p review  

h om es on  you r b eh alf, in  ad d it ion  t o 

t ou r in g  h om es an d  n eig h b orh ood s w it h  

you . I w il l  alw ays keep  you  w ell in form ed  of 

n ew  h om es t h at  com e on  t h e m arket .

Negot iat e

Neg ot iat in g  t erm s for  t h e p u rch ase of w h at  

m ay b e you r larg est  p erson al asset  req u ires 

a p rofession al w h o h as you r b est  in t erest s 

in  m in d . Aft er  l ist en in g  t o you r n eed s, I w il l  

vig orou sly n eg ot iat e t h e p r ice, 

con t in g en cies su ch  as in sp ect ion s, 

ap p raisals an d  f in an cin g , as w ell as t h e b est  

t im e t o close escrow .

Make a Winning Offer

Th e Bay Area h ou sin g  m arket  is 

u lt racom p et it ive w h ich  is w h y you  n eed  a 

season ed  p rofession al t o  g ive you  a 

com p et it ive ad van t ag e an d  h elp  you  t o w in  

t h e b id  on  you r id eal h om e. W e w il l  

carefu lly con sid er if  t h e h om e is accu rat ely 

p r iced  for  t h e size, locat ion , an d  

n eig h b orh ood  com p arat ive sales. As you r 

con su lt an t , I w il l  ad vise you  on  h ow  t o b est  

p osit ion  you r of fer  for  q u ick  accep t an ce, 

t h e am ou n t  of  you r d ow n  p aym en t  an d  

w h et h er you  b e sh ou ld  b e fu lly 

p re-ap p roved  p r ior  t o  b id d in g .

Coordinat e

Con g rat u lat ion s! You r of fer  w as accep t ed  

an d  n ow  t h e race b eg in s. Th e closin g  of 

you r h om e is u rg en t  an d  t im e sen sit ive 

w it h  m an y st ep s t o com p let ion .

A u n iq u e feat u re of Keller  W il l iam s is t h at  

ou r cu lt u re p rom ot es t eam w ork . Everyon e 

at  t h e KW  off ice h as a vest ed  in t erest  in  

h elp in g  you  close t h e p u rch ase of you r 

h om e as sm oot h ly an d  ef f icien t ly as 

p ossib le. As you r ag en t  an d  p ro ject  

m an ag er, m y t eam  an d  I w il l  b e t h ere w it h  

you  t h rou g h  t h e en d  of t h e closin g  p rocess. 

W e w il l  coord in at e t h e in sp ect ion s, escrow , 

an d  t it le search , h elp in g  you  p rep are for  

t h e closin g  of you r n ew  h om e.



PRE-QUALIFICATION VS. PRE-APPROVAL
There is a difference

Pre-Qualificat ion or Pre-Approval:
Kn ow in g  h ow  m u ch  you  q u alify for is an  im p or t an t  f irst  st ep  b efore st ar t in g  you r    

h om e search . Un d erst an d in g  t h e p rice ran g e you  an d  you r ag en t  sh ou ld  focu s on ,    

you r d ow n  p aym en t  op t ion s, as w ell as m on t h ly m or t g ag e p aym en t s ah ead  of t im e,   

w ill h elp  you  t o f in d  an d  close on  you r id eal h om e q u ick ly

Pre-qualificat ion
Provid es you  w it h  a g en eral est im ate of h ow  m u ch  you  can  exp ect  t o b orrow . It ?s easy 

an d  can  b e d on e over t h e p h on e or on lin e. You  p rovid e t h e m or t g ag e com p an y or b an k  

w it h  in form at ion  su ch  as you r in com e, d eb t , an d  em p loym en t  in form at ion . In  ret u rn  

you  w ill b e g iven  a loan  est im ate.

Pre-Approval
w ill g ive you  t h e exact  am ou n t  you  q u alify for an d  p rovid es ot h er ad van t ag es for 

m ak in g  offers in  a com p et it ive m arket .

W it h  a p re-ap p roval, t h e len d er t akes an  exten sive look  at  you r f in an cial p ict u re, 

in clu d in g  t w o years of you r W -2s an d  t ax ret u rn s, a cred it  ch eck , d eb t / in com e rat io an d  

h ow  m u ch  you  h ave for a d ow n  p aym en t .

Bein g  a p re-ap p roved  b u yer let s t h e seller kn ow  t h at  you  are in  a p osit ion  t o b u y n ow , 

w h ich  can  g ive you  a d ist in ct  ad van t ag e w h en  t h ere are m u lt ip le offers on  a h om e.

Not  all loan  p ackag es are t h e sam e. Goin g  t h rou g h  t h e p re-ap p roval p rocess is a w in - 

w in  sit u at ion  t h at  h elp s t h e len d er create a loan  p ackag e t h at  f it s you r n eed s



THE LOAN PROCESS
A  series of steps to reach the finish line

01 02 03 04

PRE-A PPROVA L FULL
A PPLICATION

PROCESSIN G LOA N
SUB M ISSION

05 06 07 08

LOA N
A PPROVA L

TITLE FUN D IN G RECORD ATION

1.Pre-Ap p roval: You  w ill b e asked  t o 
p rovid e p erson al in form at ion  su ch  as 
you r Social Secu rit y n u m b er, in com e, 
asset s, d eb t s, cred it  in form at ion  an d  
t h e sp ecif ics on  t h e t yp e of p rop er t y you  
w ish  t o p u rch ase.

2.Fu l l  Ap p l icat ion : Du rin g  t h e 
ap p licat ion  p rocess t h e len d er w ill 
u p d ate an y in form at ion  an d  
d ocu m en t at ion  t h at  h as alread y b een  
su b m it t ed .

3.Processin g : You r m or t g ag e p ackag e 
w ill b e review ed  an d  com p leted  by t h e 
p rocessor.

4 .Loan  Su b m ission : On ce t h e p rocessor 
h as com p leted  t h e loan  p ackag e, it  is 
su b m it t ed  t o t h e u n d erw rit er for 
ap p roval.

5.Loan  Ap p roval: All p ar t ies are n ot if ied  
of t h e ap p roval an d  loan  d ocu m en t s are 
com p leted  an d  sen t  t o b ot h  t h e t it le 
an d  escrow  com p an ies.

6.Ti t le: Th e t it le com p an y en su res t h at  
t h e p rop er t y t it le is clear an d   
leg it im ate. On ce t h is p rocess is 
com p lete, t it le in su ran ce is issu ed  for 
t h e p rop er t y.

7.Fu n d in g : On ce you  h ave sig n ed  t h e 
loan  d ocu m en t at ion , you r len d er 
review s t h e loan  p ackag e, an d  u p on  
ap p roval, fu n d s are w ire-t ran sferred  t o 
t h e t it le com p an y.

8 .Record at ion : W h en  t h e t it le com p an y 
receives t h e fu n d s, t h ey are released  t o 
t h e seller, less t axes an d  fees an d  you  
are record ed  as t h e ow n er of you r n ew  
h om e.



WRITING AN OFFER
What it takes to win

Here are som e general guidelines for writ ing a 

strong offer:

1.Review the relevant sales and m arket 

condit ions prior to m aking an offer. Factors to 

consider include the condit ion of the hom e, 

length of t im e on the m arket , com pet it ion and 

urgency of the seller.

2.Give yourself room  to com pete. Ideally, you 

w ill want to find hom es that are below your 

m axim um  so you have room  to negot iate on 

price, the need should arise.

3.While it  is im portant to offer a price that is 

att ract ive to the seller, they w ill often consider 

other elem ents before acceptance. How m uch 

m oney you put down on the property, and any 

cont ingencies or financing term s are just  a few 

factors that m ay m ake the difference.

4.After your offer has been written, your agent 

w ill m eet w ith the seller?s agent to negot iate 

on your behalf. The seller m ay accept , reject  or 

counter the offer w ith changes.

5.You w ill be not ified im m ediately of the 

outcom e. Should the seller counter, your agent 

w ill work w ith you to review each specific 

request and m ove the contract forward to 

closure.



KNOW WHAT YOU ARE BUYING
Your opportunity to find out exactly what you're buying

Inspect ions are an  im portan t  part  of t he buying  

p rocess and  allow  you  to fu lly understand  any     

issues

or challenges w it h  t he p roperty before closing          

t he t ransact ion .

If t he seller has not  p rovided  an  inspect ion  ahead       

of t im e, you  m ay decide to w rite your offer w it h          

an  inspect ion  con t ingency. Th is is one of t he          

m ore com m on con t ingencies t hat  buyers use.

A con t ingency m eans that  you  w ill on ly go       

t h rough  w it h  t he purchase if certain  cond it ions         

are m et .

Hom e inspect ions shou ld  be on ly done by a    

cert ified  hom e inspector, and  they are usually        

paid  for by t he buyer.

Often , a seller w ill have inspect ions com p leted       

p rior to p lacing  t heir hom e on  the m arket  to    

rem ove the ?con t ingency? from  the buyers b id . 

Ult im ately, it  is t he buyer?s responsib ilit y to assess  

t he cond it ion  of t he p roperty.

Pest  Inspect ions

Pest  inspect ions are also done by a licensed  inspector 

w ho w ill look for w ood-dest roying  organ ism s, 

includ ing  term ites and  fung i (?d ry rot?). Pest  report s 

classify cond it ions as Sect ion  1 or Sect ion  2 item s.

As w it h  t he hom e inspect ion , t he buyer pays for t he

pest  inspect ion , how ever t he inspector is responsib le

to deliver an  unb iased  report , regard less of w hether

they favor t he buyer or t he seller.

Sect ion  1:

Cond it ions dem onst rat ing  act ive in fect ions or

cond it ions dam ag ing  the p roperty. Act ive term ites,

beet les, or w ood  rot  are exam p les of Sect ion  1 item s.

Sect ion  2:

Cond it ions not  curren t ly causing  dam age bu t  likely

too, if left  unat tended . A typ ical Sect ion  2 item  is a

p lum b ing  leak w here m oistu re has not  yet  caused

fungus decay.

If dam age is found  in  t he p roperty, such  as a crack in

the foundat ion  or a roof t hat  needs to be rep laced ,

you  m ay be ab le to negot iate w it h  t he seller on

rem ed iat ion  op t ions.



THE ESCROW PROCESS
Prepare and present your property

In  a real estate t ransact ion , escrow  is an  independen t  t h ird  party t hat  holds

im portan t  docum ents and  funds. W hen open ing  escrow, t he buyer and  seller

determ ine the term s and  cond it ions for t he t ransfer of ow nersh ip  of t he

property via t he purchase con t ract . Escrow  ensures t hat  all m utually ag reed

upon  term s and  cond it ions are m et  p rior to t he t ransfer of ow nersh ip  and

d ist ribu t ion  of funds.

Escrow  p rotect s bot h  you  and  t he seller by m anag ing  t he follow ing  t asks:

- Hold ing  buyer?s good-fait h  deposit  (t yp ically 

3% of t he purchase p rice).

- Disclosing  escrow  and  t it le fees to t he 

buyer?s lender.

- Calcu lat ing  p rorated  t axes and  HOA fees.

- Provid ing  a t it le report  and  t it le insurance.

- Ensuring  t hat  state and  local t ransact ion  

law s and  ru les are follow ed .

- Ob tain ing  all necessary and  notarized  

signatu res from  all part ies.

- Ensuring  t he paperw ork is legal and  b ind ing .

- Record ing  t he t ransfer docum ents and  

insuring  t heir accuracy.

- Receiving  t he dow n paym ent  from  the     

buyer.

- Receiving  funds from  the buyer?s lender.

- Paying  liens, overdue tax, and  HOA dues.

- Dist ribu t ing  p roceeds to t he seller.



ESCROW FAQS

When do we need to
open escrow?

We w ill open  escrow  on  your behalf after

t he con t ract  has been  signed  by both  you

and  the seller. After escrow  is opened , you

have th ree days to w ire your 3% deposit

m oney in to escrow.

Why do propert ies
fall out  of escrow?

Often , t here is a p rob lem  w ith  t he loan

w here t he appraisal com es back low er t han

the offer p rice, or a st ructu ral p rob lem  is

d iscovered  during  an  inspect ion .

How long does
escrow take?

Your escrow  officer w ill oversee all aspects

of your real estate t ransact ion , such  as

sign ing  paper-w ork , com p let ing  a t it le

search  and  ob tain ing  hazard  and  t it le

insurance.

What  does an escrow
officer do?

Your escrow  officer w ill oversee all aspects

of your real estate t ransact ion , such  as

sign ing  paper-w ork , com p let ing  a t it le

search  and  ob tain ing  hazard  and  t it le

insurance.



WHO PAYS WHAT?
Buyer and seller fee

Many fees are negot iab le; how ever, t here are som e fees t hat  you  and  the seller are 

requ ired  to pay.

- Inspect ions

- Their share of escrow  fees from  the

- t it le com pany

- Loan  fees requ ired  by your lender

- Tit le insurance p rem ium

- Fire and  hazard  insurance p rem ium

Buyer t yp ically pays:

- Real Estate com m issions

- Any judgm ents or t ax liens

- Any unpaid  hom eow ner?s dues

- Transfer t axes

- Delinquen t  p roperty t axes

- Their share of escrow  fees from  the 

t it le com pany

Seller t yp ically pays:



CLOSING COST
What you need to know

Closing  cost s are fees paid  by t he buyer and  the seller at  t he close of your hom e. 

During  t he escrow  p rocess you  w ill have received  a Good  Fait h  Est im ate w h ich  

includes your closing  cost s and  set t lem ent  charges.

Typ ically, closing  cost s are 1-2% of t he purchase p rice of your hom e. A few  days  

p rior to closing , your lender w ill g ive you  a detailed  b reakdow n in  t he Closing  

Disclosure Statem ent .

W hat ?s Included?

Closing  cost s include loan  orig inat ion  fees, d iscoun t  poin t s, appraisal fees, t it le 

searches, t it le insurance, surveys, t axes, deed-record ing  fees, in it ial deposit  for your 

escrow  accoun t , hom e ow ners insurance and  cred it  report  charges.

In  add it ion , t here are nonrecurring  cost s and  p re-paid  cost s. Nonrecurring  cost s  

are one-t im e fees associated  w it h  buying  a p roperty or get t ing  a loan . Prepaid  cost s 

are t hose that  recur over t im e, such  as p roperty t axes and  hom eow ner?s

insurance.



ABOUT PROPERTY TAXES
A n overview

How  is real p roper t y assessed?
Real p roperty is assessed  upon  change of ow nersh ip  and , in  certain  circum stances, t he 
const ruct ion  of im provem ents. The new  assessed  value is equ ivalen t  to t he purchase 
p rice and  is sub ject  to being  increased  by as m uch  as 2% each  year.

How  are p roper t y t axes b illed?
Property t axes are b illed  annually and  paid  in  tw o equal installm en ts. You can  also have 
your t axes im pounded  m onth ly. An  im pound  accoun t  is m anaged  by your m ortgage 
com pany. As t he hom eow ner you  pay for p roperty t axes and  insurance along  w it h  your 
m ortgage paym ent . W hen your p roperty t axes are due, t he m ortgage com pany sends 
the m oney to t he t ax collector or insurance com pany.

W hen  are p roper t y t axes due?
The fiscal year runs from  Ju ly 1 t h ru  June 30.
The first  installm en t  is due Novem ber 1 and  it  is late Decem ber 10. The second
installm en t  is due February 1 and  it ?s late April 10. You can  rem em ber t hese dates w it h
th is m nem on ic device: No Darn  Fooling  Around  = Novem ber it ?s due, Decem ber it ?s late.
February it ?s due, April it ?s late.

W hen  do I st ar t  paying  m y p roper t y t axes?
After change of ow nersh ip , a supp lem ental t ax b ill m ay be issued  to collect  t axes ow ing
for t he curren t  t ax year based  on  the d ifference betw een  the p revious and  the new
assessed  values of t he real p roperty. The seller is responsib le for t he paym ent  of t axes
due p rior to close of escrow, and  the buyer is responsib le for t he paym ent  of t axes due
after close of escrow, includ ing  any supp lem ental t ax b ill.

How  is t he base p roper t y t ax rate set?
Under Proposit ion  13, passed  by Californ ia voters in  1976, t he base p roperty t ax rate is set
at  1% of t he fu ll cash  (or assessed) value of real p roperty.

W hat  are Mello-Roos?
Real p roperty can  be sub ject  to con t inu ing  t ax levies under t he Mello-Roos Act . Such
levies are used  to finance certain  designated  pub lic services and  cap it al facilit ies. Am ong
the services and  facilit ies t yp ically financed  th rough  ?Mello-Roos d ist rict s? are police and
fire p rotect ion  services, am bu lance and  param ed ic services, parks, elem entary and
secondary schools, lib raries, m useum s, and  cu lt u ral facilit ies.

MARK YOUR CALENDARS!  Propert y Taxes: Due Dates

FEBRUARY 1st  - 2nd Installm ent  Due

MARCH 1st  - Assessm ent  Date

APRIL 10 t h  - 2nd Installm ent  Delinquent  at  5pm

JULY 1st  - Beg inning of Fiscal Year

NOVEMBER 1st  - 1st  Installm ent  Due

DECEMBER 10t h  - 1st  Installm ent  Delinquent  at  5pm



COMMON FORMS OF OWNERSHIP
Titles mater

How  you  hold  t it le has im p ort an t  t ax and

inherit ance im p licat ions. If you  are unsu re

w h ich  is t he b est  for you , p lease consu lt  you r

At torney, CPA or Financial Planner.

The com parison  chart  b elow  is p rovid ed  for

in form at ion  on ly.

It  shou ld  not  b e used  to d eterm ine how  you  

hold  t it le. We st rong ly recom m end  t hat  you  

seek  p rofessional counsel to d eterm ine t he 

leg al and  t ax conseq uences of how  t it le is 

vested .

Community
Property

Joint
Tenancy

Tenancy
I n Common

Tenancy
I n Partnership

Tit le
Holding Trust

Community Property
Right  of Survivorship

Part ies Only husband and        
wife

Any number of persons 
(can be husband and 
wife)

Any number of persons 
(can be husband and 
wife)

Only partners (any number) Individuals, groups of 
persons, partnership or 
corporations, a living trust

Only husband and     
wife

Division Ownership and 
managerial interests are 
equal (except control of 
business is solely with 
managing spouse) 

Ownership interest   
must be equal

Ownership can be 
divided into any number 
of interests equal or 
unequal

Ownership interest is in 
relation to interest in 
partnership

Ownership is a personal 
property interest and      
can be divided into any 
number of interests

Ownership and 
managerial interests  
are equal

Tit le Title is in the 
?community.? Each 
interest is separate but 
management is unified

Sale or encumbrance   
by joint tenant servers 
joint tenancy

Each co-owner has a 
separate legal title to 
his/her undivided 
interest

Title is in the ?partnership? Legal and equitable title is 
held by the trustee

Title is in the 
?community,? 
management is unified

Possession Both co-owners have 
equal management and 
control

Equal right of  
possession

Equal right of  
possession

Equal right of possession but 
only for partnership purposes

Right of possession as 
specified in the trust 
provisions

Both co-owners have 
equal management    
and control

Conveyance Requires written consent 
of other spouse or actual 
conveyance by deed. 
Separate interest is 
devisable by will

Conveyance by one 
co-owner without the 
others breaks the joint 
tenancy

Each co-owner?s  
interest may be 
conveyed separately by 
its owner 

Purchaser acquires interest 
that partnership owned

Designated parties with   
the trust agreement 
authorize the trustee to 
convey property. Also a 
beneficiary?s interest in the 
trust may be transferred

Right of survivorship 
may be terminated 
pursuant to the same 
procedures by which a 
joint tenancy may be 
severed

Purchaser?s 
Status

Purchaser can only 
acquire whole title                  
of community;                     
cannot acquire a           
part of it

Purchaser will become a 
tenant in common with 
other co-owners in the 
property as to the 
purchaser?s interest. 
Other owners may 
remain joint tenants

Purchaser will become   
a tenant in common  
with other co-owners    
in the property

Purchaser acquires interest 
that partnership owned

A purchaser may obtain a 
beneficial interest by 
assignment or may obtain 
legal and equitable title 
from the trust

Purchaser can only 
acquire whole title of 
community; cannot 
acquire a part of it

Death On co-owner?s death     
1/2 belongs to survivor   
in severalty. 1/2 goes     
by will to descendant?s 
devisee or by succession 
to survivor

On co-owner?s death 
his/her interest ends   
and cannot be disposed 
of by will. Survivor    
owns the property by 
survivorship

On co-owner?s death 
his/her interest      
passes by will to   
devisee or heirs. No 
survivorship right

On partner?s death his/          
her partnership interest 
passes to the surviving 
partner pending liquidation   
of the partnership. Share of 
deceased partner then goes 
to his/her estate

Successor beneficiaries 
may be named in the trust 
agreement, eliminating the 
need for probate

Upon the death of a 
spouse, his/her interest 
passes to the surviving 
spouse, without 
administration, subject 
to the same procedures 
as property held in joint 
tenancy

Successor?s 
Status

I f passing by will,  
tenancy in common 
between devisee and 
surviving results

Last survivor owns 
property

Devisee or heirs  
become tenants in 
common

Heirs or devisee have rights   
in partnership interest but  
not specific property

Defined by the trust 
agreement, generally the 
successor becomes the 
beneficiary and the trust 
continues

Surviving spouse     
owns property

Creditor?s 
Rights

Property of community is 
liable for debts of either 
spouse which are made 
before or after marriage. 
Whole property may be 
sold on execution sale to 
satisfy creditor

Co-owner?s interest   
may be sold on 
execution sale to satisfy 
creditor. Joint tenancy   
is broken, creditor 
becomes a tenant in 
common

Co-owner?s interest   
may be sold on 
execution sale to satisfy 
his/her creditor.   
Creditor becomes a 
tenant in common

Partner?s interest cannot be 
seized or sold separately by 
his/her personal creditor but 
his/her share of profits may 
be obtained by a personal 
creditor. Whole property may 
be sold on execution sale to 
satisfy partnership creditor

Creditor may seek an    
order for execution sale of 
the beneficial interest or 
ma seek an order that the 
trust estate be liquidated 
and the proceeds 
distributed

Property of community 
is liable for debts           
of either which are 
made before or after 
marriage; whole 
property may be sold  
on execution sale to 
satisfy creditor

Presumpt ion Strong presumption     
that property acquired   
by husband and wife is 
community

Must be expressly  
stated

Favored in doubtful 
cases except husband 
and wife cases

Arise only by virtue of 
partnership status in  
property                               
placed in partnership

A trust is expressly    
created by an executed 
trust agreement

Must be expressly 
stated

Chart courtesy of Fidelity National Title Insurance Company



FREQUENTLY ASKED QUESTIONS
A nswered

How will you tell me about  the                  
newest  homes available?
Th e M u lt ip le List in g  Service W eb sit e p rovid es 

u p -t o- d at e in form at ion  for  n early every h om e 

on  t h e m arket .

I con st an t ly ch eck  t h e New  on  M arket  l ist  an d  

w il l  sen d  you  t h e lat est  l ist in g s via em ail at  a 

freq u en cy t h at ?s m ost  h elp fu l for  you , d aily or  

in  real t im e.

Will you inform me of homes from            
all Bay Area real estate companies or      
only Keller Williams Realty?
I w il l  keep  you  in form ed  of all h om es t h at  

com e availab le, in clu d in g  of f-m arket  d eals, t o  

h elp  you  f in d  you r id eal h om e.

Can you help me find new        
const ruct ion homes?
Yes, I h ave access t o all t h e n ew  con st ru ct ion  

op p or t u n it ies in  t h e cit y an d  can  g et  you  t h e 

in form at ion  you  n eed  t o m ake a d ecision . I w il l  

accom p an y you  on  you r f irst  visit  w it h  t h e 

b u ild er. By u sin g  m y services w it h  a n ew  

con st ru ct ion  h om e p u rch ase, you  w il l  receive 

t h e services I o f fer, as w ell as t h ose p rovid ed  

b y t h e b u ild er, at  n o ad d it ion al cost .

How does For Sale By Owner 
(FSBO) work?
Hom eow n ers t ryin g  t o sell t h eir  h om e w it h ou t  ag en t  

rep resen t at ion  are u su ally d oin g  so in  t h e h op es of 

savin g  t h e com m ission . If  you  see a FSBO an d  w an t  t h e 

ad van t ag es of m y services, let  m e con t act  t h e ow n er 

for  you  an d  m ake an  ap p oin t m en t . Oft en , t h e 

h om eow n er w il l  w ork  w it h  an  ag en t , even  t h ou g h  t h eir  

h om e is n ot  l ist ed  sin ce t h e ag en t  is in t rod u cin g  a 

p ot en t ial b u yer t o t h eir  p rop er t y. W h ile you  m ay g et  a 

d eal b u yin g  d irect ly f rom  t h e seller, i f  t h ey are n ot  a 

l icen sed  ag en t , i t  m ay b e a ch allen g in g  exp erien ce.

Can we go back through our property
again once an offer is made but  before
possession?
Hom eow n ers t ryin g  t o sell t h eir  h om e w it h ou t  ag en t  

rep resen t at ion  are u su ally d oin g  so in  t h e h op es of 

savin g  t h e com m ission . If  you  see a FSBO an d  w an t  t h e 

ad van t ag es of m y services, let  m e con t act  t h e ow n er 

for  you  an d  m ake an  ap p oin t m en t . Oft en , t h e 

h om eow n er w il l  w ork  w it h  an  ag en t , even  t h ou g h  t h eir  

h om e is n ot  l ist ed  sin ce t h e ag en t  is in t rod u cin g  a 

p ot en t ial b u yer t o t h eir  p rop er t y. W h ile you  m ay g et  a 

d eal b u yin g  d irect ly f rom  t h e seller, i f  t h ey are n ot  a 

l icen sed  ag en t , i t  m ay b e a ch allen g in g  exp erien ce.

What  happens after close of escrow?
You  can  celeb rat e an d  sh if t  you r focu s t o m ovin g  in t o 

you r n ew  h om e. You  w il l  w an t  t o  sch ed u le you r m ove, 

p ack  it em s an d  n ot ify b u sin esses of you r ad d ress 

ch an g e. I can  p rovid e you  w it h  a m ovin g  ch eck list  t o  

h elp  you  rem em b er all t h e d et ails.





THANK YOU
Lets get started

GAYLE
QUILL

210-126-8080

GAYLE@GQ.COM

GAYLE.GQ.COM

4937 TELEGRAPH AVE. SUITE A OAKLAND, CA 94609

LIC # 12345678
REAL ESTATE AGENT

EACH OFFICE IS INDEPENDENTLY OWNED AND 
OPERATED. LIC #20290399
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