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Real Estate
HOMEBUYING FOUNDATIONS 



Real Estate Vocabulary 
Addendum - Documents included with a purchase and sale agreement that list additional information 

and/or requests made by the buyer to the seller for other items not stated in the agreement. 

Buyer’s Agent - The buyer's agent is the individual that represents buyers when they purchase a home. This 

agent negotiates with the seller's agent (the listing agent) to come to a final price agreed upon by the buyer 

and seller. The seller pays the buyer’s agent, typically 3% of the sales price. 

Buyer’s Market - A buyer's market is one in which there are more sellers and homes for sale than buyers. 

Since supply is greater than demand, homes will be lower priced, making them more attractive to buyers 

Back-Up Offer - A backup offer is when a home seller has accepted an offer from a buyer, but is still 

accepting offers from other buyers. 

Community Land Trust (CLT) - Community land trusts are nonprofit, community-based organizations 

designed to ensure community stewardship of land. Community land trusts are primarily used to ensure 

long-term housing affordability. CLTs provide low and moderate income households with the opportunity to 

build equity through homeownership. 

Comparative Market Analysis (CMA) - An evaluation of similar, recently sold homes (called comparables) 

that are near a home intended to be bought or sold. Comparative market analyses establish the current 

market value of the home and are prepared by real estate agents 

Concessions - A benefit or discount to help sell a home and close a deal. Usually specified during 

negotiations, concessions are made by both buyers and sellers. Examples include covering the costs of new 

appliances, moving expenses, or repairs to the home. Concessions are usually included in the closing costs.  

Contingency - Conditions included with an offer on a home that must be fulfilled before the deal can close. If 

a buyer or seller is unable to satisfy a contingency, then the offer on a home may become void. Common 

contingencies include: financing, inspection, buyer’s home sale, title, and appraisal. 

For-Sale-By-Owner (FSBO) - (pronounced FIZZ-BO) Homeowners who sell without the services of a 

licensed real estate agent. A FSBO may not appear in MLS or brokerage websites. 

Homeowners Association (HOA) - A group that manages a shared housing complex. Condos will usually 

have an HOA board that enforces the community rules and provides building maintenance. 

Inventory – Months of inventory reflects an estimate of the amount of time it would take to sell all of the 

current listings in a given area if no new listings became available. This is used to determine if it’s a buyers’ 

or sellers’ market. Inventory less than six months is a sellers’ market. 
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Listing Price - The price of a home for sale set by the sellers and their listing agent. The list price can be 

reduced multiple times throughout the life of the listing in the MLS. The ratio of the final sale to list price 

indicates the discount that a buyer gets off of the last listing price when a home is sold. This helps you set 

an offer price for a comparable home on the market. 

Multi-Family - A type of home or building with multiple units owned by one or more parties, like a duplex. 

Pending - A home that is set to close and all contingencies have been waived. This is when the lender, the 

escrow agent or attorney will process the loan and title documents to make sure the deal will close on time. 

Purchase and Sales Agreement - The official document received after mutual acceptance on an offer 

stating the final sale price and all terms of the agreement. The document will include: the final sales price, 

earnest money, closing date, title company information, title condition, contingencies, and addendums. 

Realtor - is a federally registered collective membership mark which identifies a real estate professional who 

is member of the NATIONAL ASSOCIATION OF REALTORS® and subscribes to its strict Code of Ethics. 

REO - Short for "real estate owned," REOs are foreclosed homes owned by banks and lenders. Banks either 

withhold from releasing these properties on the market because they don't want to take a loss or list them in 

the Multiple Listing Service (MLS) represented by an agent. 

Short Sale - A home that is listed for sale at a price lower than the amount owed on the mortgage. 

Homeowners hope to sell their home as a short sale to avoid going into foreclosure. 

Single Family Residence (SFR) - A home that is listed for sale at a price lower than the amount owed on the 

mortgage. Homeowners hope to sell their home as a short sale to avoid going into foreclosure. 

Under Contract - a buyer has made an offer on a home but the sale is not final. In order for a home to close 

and no longer be under contract, all contingencies must be met (inspection, financing). When the home 

successfully closes, the home will be listed as sold rather than under contract. 

Walkthrough - The final inspection of a home by the buyers before it's sold. Buyers will complete a final 

walkthrough of the home to make sure any requests for repairs or appliances have been fulfilled before the 

closing papers are signed. A walkthrough happens anywhere from a few days to a few hours before closing. 

Withdrawn - When the seller contracts with an agent to sell her home, the listing agreement will have a set 

expiration date. When a listing is withdrawn, the seller has canceled the listing contract with her agent 

before the contract's agreed-upon expiration date. 

Sources: Adapted from Redfin and Realtor.org 
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QUESTIONS TO CONSIDER WHEN VETTING YOUR BUYERS AGENT 

Hiring a Realtor 
 

 

 
 
 
 
 
 
 

How do you find a Realtor? 
National Association of Realtors; Referrals from Friends, Family, DevNW, Co-Workers 
 
What should you look for in a Realtor? 
Integrity, Availability, Good Communicator, Good Listener, Thorough, Analytical, Friendly, Reputable Firm 
 
Realtor Interview Questions 

Do you belong to the National Association of Realtors? What other credentials do you have? 

Do you have any specialties? Do you specialize with first-time homebuyers? 

How long have you been in the business? Do you do this full-time or part-time? 

How many transactions have you closed in the past year? How many with first-time buyers? 

Will I be working directly with you or someone on your team?  

Will you provide me with some comparable analysis (comps) for properties I like?  

What’s your approach and philosophy to negociation with the seller’s agent?  

Can you provide references and contacts from buyers you worked with? 

Will you help me obtain financing? How many lenders did you work with in the last year? 

Do you require a buyer-broker agreement? Why or why not? 

Will you attend the closing with me? Will you be available for questions after closing? 

What are your observations of the current market conditions? Where are there opportunities? 

How often will you be in touch with me? How will we communicate?  

There are hundreds of good realtors out there, why should I choose you? 

 

Who pays your Realtor? 

In almost all cases, the seller pays the commission. The amount is negotiated with the listing agent and 
then the listing agent splits that amount with the buyer’s agent. Generally, they split about 6% of the sale 
price. 
 

For Sale by Owners 

These sellers are trying to save money but will almost always agree to the buyers’ agent fee when 
presented with a solid offer. Less than 10% of FSBO’s make it through closing without an agent 
involved. 
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Community Land Trusts 
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