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EGRITY HOMES

- REAL ESTATE GROUP

INTEGRITY HOMES REAL ESTATE GROUP

ABOUT US

Integrity unlocks the enormous potential of Maine Homeownership for buyers, sellers,
tenants, landlords, and the area’s communities. With access to a remarkable inventory of
real property for sale, and a proven track record of selling and representing thousands
of properties since its inception in 2022, our feams goal is to be the premier choice and
a ftrusted pipeline for unique real property finds and successfully closed sales

transactions and even more happy families whose lives we have changed.

Backed by a 10+ member team of real estate agents with unmatched customer service
skills, an in-house design and staging knowledge, a group with backgrounds from
marketing, lending, electrical tech, web design professionals, Integrity is a brokerage
committed to excellence through exemplary ethics, hard work and professional integrity.
Integrity is located in Fairfield and Manchester Maine and travels all over the state and
is a proud member of Kennebec Valley Board of Realtors, Mountains To Shores Board of

Realtors and Kennebec Valley Chamber of Commerce.
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IMPORTANT
CONTACTS/INFO

MLS/ ZIP FORM LOGIN:
EMAIL LOGIN:
FOREWARN LOGIN:

CONTACT EMAIL:

MANCHESTER PHONE:
FAIRFIELD PHONE:

MAINE LISTING NUMBER
REAL ESTATE COMMISSION LICENSE#:

LOCAL COUNTY BOARD LOGIN:

MAR LOGIN:

NAR LOGIN:

INTEGRITY HOMES

REAL ESTATE GROUP
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CONGRATULATION

On your decision to join our team at Integrity Homes Real Estate Group, PC.
We look forward to sharing with you the roadmap we have all used to find
success in the extremely competitive and inspiring world of selling real estate
in Maine. It is very exciting for us to be able to share a business model and
tools that will turn you into a successful real estate professional.

We hope you make a commitment to genuinely apply this blueprint to your
daily work both in the field and in your life, 360 degrees. We also hope that
the many years of our work and experience that helped shape these tools -
make you a real estate superstar.

LET'S START BY YOU ASKING YOURSELF ONE THING: AS A REAL ESTATE
PROFESSIONAL - HOW DO | BEGIN AND WHO DO | WANT TO BE IN THIS FIELD FULL OF
GREAT ROADS TO TRAVEL?

Mountains to Shore
Board of REALTORS®

Kennebec Valley ( "‘ Your Local Experts

Board of REALTORS*

EQUAL HOUSING

opporTuNiTY REALTOR




NEW AGENT

check - list

INTEGRITY HOMES
REAL ESTATE GROUP

@mmt

Pearson VUE Result Print Out
Course Completion Cert

Apply to The State Of Maine Real Estate Commission
https://licensing.web.maine.gov/cgi-bin/online/licensing/begin.pl?
board_number=4060 click on Apply Term: 2 years

Search for License for verification--
https://www.pfr.maine.gov/almsonline /almsquery/searchindividual.aspx

Realtor Association affiliations required 1. State 2.National

1. https://members.kvbr.org/reator-join
$497 Annually + $150 One-Time Fee Covers National and Maine

Contact DB to activate New Agent on the MLS (N User Authorization). MLS will then
send the agent user credentials

Annual Training Code of Ethics Training
Possible Training Resources: Term: Annual Fee: $25-$50
The learning group  https://trelg.com/
New England of RE  https://www.reiofne.com/
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INTEGRITY HOMES
REAL ESTATE GROUP

@ muls

https://www.maine.gov/pfr/professionallicensing[professions/real-
estate-commission/licensing/individual-licenses#4

Click On Maine Sales Agent and it will bring you down to below and click Apply

How to apply
Fees Term Apply Now
« Application/License fee: $100 + 2 Years (non-renewable) « Apply online

« Criminal Records Check Fee:. $21

Requirements

General Requirements

« Completed License Application
« Hold a high school diploma or equivalent.
« Be at least 18 at time of application for the license

How to qualify for the license

» Complete the Sales Agent course with a minimum final grade of 75%.

AND
» Pass the sales agent licensing examination, administered by Pearson VUE, with a minimum final grade of 75% within one year of
passing the Sales Agent course,

IMPORTANT NOTE - Application for the sales agent license must be made within one (1) year of passing the licensing examination.

Click Candidate Handbook for more detailed information about licensing requirements and instructions for scheduling an examination
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INTEGRITY HOMES
REAL ESTATE GROUP

The Real Estale
Specialist

*
75% S16K 95%

cap

No Hidden Fees
(i.e trans. fee/ office/
monthly, website)

Community

We take pride in the culture we

have created at Integrity Homes
Real Estate Group. While the Real

Estate Specialist may not have a

“team”, they are a part of our

Integrity family and receives the
support, the celebrations and the
teachable moments alongside the

fun we have here at Integrity!

[

r

*

Whaltis a cap?

“Once an agent reaches the set amount of production
(cap), they are no longer required to pay the office a
split, meaning the agent is at a 95% commission until

their anniversary year starts again.”

After Cap for the year is reach, the % for Real Estate

Leader totals 95%.

JOIN OUR TEAM

In a world that changes daily much like technology, marketing and financial trends,
it's so very important to be part of a company that adapts to market changes and
innovate when needed in support of agents and clients, alike..

At Integrity, we have built a brand that encourages our culture to be adaptable,
business knowledge shared environment, and actively connecting with the highest

level of INTEGRITY.

Loty (it

The Real Eslatle
Leader

75% *$16K 95%

cap
5% R.E Co-Op Bonus until Co-op Agent
reaches Cap
Until their cap is reached

No Hidden Fees
(i.e trans. fee/ office/
monthly, website)

Community,

The Real Estate Leader's
mission and passion is to grow
strong, business-minded,
solution oriented Real Estate
Agents towards the common
goal of servicing their clients
and fellow agents through
“servanthood”. Each teamis
comprised of real estate
agents that grow together,
work together while
supporting one another &
celebrating one another’'s wins.

8 o 0 o

r ™ML
Included
Website

Real Estate Landing Page

Agent Email Address
Office Space
Errors & Omissions
MLS Monthly Fee

The Real Estatle
Co-Op

X
75%  S16K  95%

cap

No Hidden Fees
(i.e trans. fee/ office/
monthly, website)

Community
When you become The Real Estate
Co-op. you become part of a team
that works together (much like a
sports team) with an excitement
and fire to want to learn and know
more. You are trained, supported,
cheered with, guided through
teachable moments, work
alongside fellow agents and your
Real Estate Leader to achieve the
goal of becoming a highly
successful specialist in the real
estate market.

AR
Not Included
Listing Signs
Business Cards
Docu-Sign Account

Head Shot
Annual MAR Fee

Graphics for Signage, Business Cards

Weekly Training Included

A family culture that has zero tolerance

for anything less!

LET'S WORK TOGETHER!

www.integrityhomesrealestategroup.com | Buffy@integrityhomesregroup.com | 207-213-6650

11 Violette Way Suite #2 Manchester, Maine
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INDEPENDENT CONTRACTOR AGREEMENT

This AGREEMENT is made this day of , 20 , (the “Effective Date™) by and
between

(hereinafter referred to as Agency)

and { hereinafter referred to as Licensee).

WITNESSETH

WHEREAS, Agency is doing business as a Real Estate Agency in the City/Town of

County of , State of Maine, and is duly licensed, and

WHEREAS, Agency procures the listings of real estate for sale, lease or rental, and/or finds prospective purchasers, lessees,
and renters, and has and does enjoy the good will of, and a reputation for fair dealing with the public, and

WHEREAS, Agency maintains an office which is properly equipped with furnishings and other equipment necessary and
incidental to the proper operation of said business, and

WHEREAS, Licensee is arcal estate licensee licensed by the State of Maine, and enjoys a good reputation for dealing fairly
and honestly with the public as such a licensee, and

WHEREAS, it is deemed to be to the mutual advantage of Agency and Licensee to do business with each other in the manner
hercinafter agreed to under the terms and conditions hercinafter set forth;

NOW THEREFORE, in consideration of the mutual promises and agreements herein contained,
IT ISHEREBY AGREED AS FOLLOWS:

1. The parties to the Agreement intend that Licensee be an independent contractor, and not an employee of Agency, so that
Licensee retains abso lute discretion and judgment inthe way in which Licensee camries out listing and selling activities, but Licensee
agrees to carry out those activities in compliance with State and Federal law, rules and regulations (including applicable Fair Housing
laws and rules and regulations of the Maine Real Estate Commission), as both may be modified from time to time, and accordingto
Agency ‘s policies and procedures, including such requirements adopted by the Agency to meet obligations under Maine Law and the
rules and regulations of the Maine Real Estate Commission. Agency has control over Licensee only to the extent necessary to comply
with Maine state law, Maine Real Estate Commission rules and regulations and the provisions of this Agreement, Licensee shall notbe
treated as an employee with respect to services and activities performed pursuant to this Agreement for Federal or state tax purposes,
social security, unemployment, workers' compensation insurance, wage and hour laws, discrimination laws, entitlement to benefits, or
under any other federal or state laws or regulations which govern the employer-employee relationship not applicable to independent
contractors, Additionally, Licensee hereby acknowledges that substantially all compensation for services performed by Licensee shall
be directly related to sales or other output, and performance of services in connection with the same, and not related to number of hours
worked by Licensee. With the exceptionof Listing Agreements and/or Buyer Representation Agreements, Licensee shall have no
authority to enter into contracts binding on the Agency and Agency shall not be liable for any obligations incurred by Licensee,

2. Agencyagreesto make available to Licensee all of its current listings and other information relating to prospective
purchasers, lessees or renters and to assist Licensee in his or her work by rendering full cooperation in every way possible. Nothing in
this Agreement shall be construed to require that Licensee be appointed to any particularlisting or prospective listing on behalfof
Agency, nor shall Agency have the right or authority to direct Licensee to work with particular parties or restrict Licensee "sactivities to
particular parties or particular arcas.

3. Licensee agrees to use Licensee’s best efforts to sell, lease, or rent any and all real estate listed with Agency, to solicit
additional customers/clients and listings, and otherwise promote Agency 's business to the end that Agency and Licensee may derive
profit from their respective professional activities.

4, Licensee agrees to conduct business so as to maintain and to increase the good will and reputation of Licensee and
Agency and to work diligently and use best efforts to sell, lease and/or rent any and all real estate listed with the Agency and made
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available to Licensee, and to solicit additional listings. Licensee further agrees to comply with all applicable laws and
regulations relating to the licensing and conduct of real estate brokers and salespeople in the State of Maine.

5. Licensee agrees to follow Agency’s policy manual, as the same may be amended from time to time, which
is incorporated herein by reference,

6. Agency may make available to Licensee, with or without charge, office space, certain business aids and/or office support
personnel for Licensee 's use 1o assist Licensee in connection with activities contemplated hereunder, including without limitation
secretanal staff, computers, telephones, fax machine and copiers. If Agency elects to charge fees to Licensee in connection with the

provision of such business tools and staffing support, charges for specific services provided, and details regarding Licensee payment
obligations in connection with those services shall be found as follows: (Check appropriate box below) :

[ In Agency's Policy Manual
[ In Schedule ___entitled “Business Aid Cost Schedule” attached hereto and made a part hereof,

[OJ Other (Please describe)

Licensee may choose to utilize office space, business aids, and support personnel provided by Agency but is not required to do so.

7.
{a) The total commissionto be charged for any service performed hereunder shall be determined by Agency and Agency
shall advise Licensee in advance of any special contract relating to any particular transaction which Licensee undertakes to handle or
of any special arrangement with any client of Agency to which a special division of commission may apply. Specific information
pertaining to commissions to be charged, including without limitation the percentage to be eamed by Licensee, the percentage to be
retained by Agency, and any other charges of Agency to be deducted from the total commission earned, can be found as follows (the
“Commission Schedule™): {Check appropriate boxes below)

[ In Agency's Policy Manual
[Jin Schedule ___ entitled “Commission Schedule attached hereto and made a part hereof,

() Other (Please describe)

When Licensee performs any service hereunder whereby a commission is earned, the entire amount of said commission shall be
collected by Licensee and deposited with Agency and then divided between Agency and Licensee in accordance withthe
Commission Schedule,

{(b) Inno case shall Agency be personally liable to Licensee for any commission, but when a commission has been
collected from the party or parties for whom the service was performed, upon receipt of such commission Agency shall hold the same
for Licensee and itself to be divided according to the terms of this Agreement.

8. The divisionand distribution of the eamed commissions as set out in Paragraph 7 shall take place as soon as
practicable after collection of such commissions from the party or parties for whom the services may have been performed and after
receipt by Agency of the same,

9. Agencyshall not be liable to Licensee for any expenses incurred by Licensee in the course of Licensee's professional
activities or for any of Licensee’s acts or omissions. Licensee shall not be liable to Agency for general office expenses or for any
of Agency’sacts or omissions.

10.

{a) Except to the extent modified by the terms of Section 6 above, Licensee shall be responsible for all personal expenses,
including but not limited to costs associated with maintaining its real estate license, business cards, professional association dues,
auto, travel, entertainment, food, insurance, income and withholding taxes, and such other business costs as Licensee shall, in itssole
discretion, deem appropriate,
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{b) Notwithstanding the foregoing, Agency and Licensee agree to coordinate advertising and A zency agrees to bear the
expense of all advertising found by it to be necessary. If the Licensee wishes to utilize advertising over and above that determined
necessary by Agency, thenan arrangement with respect to payment for said advertising will be determined by mutual agreement. In
all cases, advertising is to be submitted in content, design and format in compliance with all applicable law, including without
limitation all Rules and Regulations of the Maine Real Estate Commission, and isto be preapproved by Agency.

11, Licensee agrees to become, or maintainstatus as, a REALTOR® in a local REALTOR® Board,

12, Licensee shall have no authority to bind Agency by any promise or representation, unless specifically authorized in
advance and in writing in a particular transaction. Licensee shall have no authority to enter into scttlement or release agreements on
behalf of Agency, and all decisions to compromise or settle any claim or suit by or against Agency asagainst any third party shall be
made by Agency at Agency’s sole discretion, Moreover, expenses such as attorney 's fees, costs, transfer tax, title abstracts, costs of
sale, and the like which must, by reason of some necessity as Agency shall in its sole discretion decide, be paid from the commission,
or are incurred in the collection of, or the attempt to collect the commission, shall be paid by the parties in the same proportion as
provided for herein in the division of the commissions, Fromtime to time, claims, complaints or litigation involving Agency may
arise directly from the activities of Licensee. Licensee agreesto pay all costs and expenses incurred by the Agency in defending or
satisfing any claim or judgment claimed against the Agency which anses from the conduct of Licensee, ncluding without limitation
the full amount of any errors and omissions insurance deductible assessed against or incurred by Agency and reasonable attorney s
fees of Agency in connection with the same, Licensee hereby agrees to release, indemnify and hold harmless Agency from and
against any and all liability, loss, costs, damages, fines, suits, proceedings, claims, actions or causes of action of any kind, including
but not limited to all costs, litigation expenses, and reasonable attorney fees arising from or related to the conduct or activities of
Licensee, except to the extent it arises directly from the conduct, acts or omissions of Agency and is not covered by Paragraph 13 below,

13. Licensee acknowledges that because of Licensee’s Independent Contractor status Licensee is not entitled to be
compensated under Maine State Worker’s Compensation law for any work related injuries, and expressly waives any right to such
compensation, Licensee further acknowledges that Licensee is aware of Worker's Compensation coverage available to Licenseesas a
sell-employed contractor directly froman insurance carrier and that Licensee is free to choose whether or not to obtain such
insurance. In the event that Licensee employs anyone to assist Licensee in the conduct of Licensee’s business, Licensee agrees to
obtain Workers' Compensation coverage for Licensee's assistant(s). Licensee further agrees to waive the mmunity provided to
Licensee by the Workers' Compensation statute with respect to any claim for contribution or indemnification that may be brought by
Agency against Licensee.

14. Licensece shall use his or her own automobile to transport clients and customers of Agency. Licensee will be solely
responsible for all costs related to the operation of said automobile and, before transporting any clients or customers, Licensee
shall supply satisfactory evidence of automobile liability insurance in an amount acceptable to Agency.

15. Except as otherwise set forth herein, this contract shall extend for a periodof one (1) year from the Effective Date set
forth above and shall be deemed to be renewed for additional one year periods unless otherwise terminated as provided herein,
This contract may be terminated at any time by either party upon written notice to the other. The rights of the parties to any
commissions whichaccrued prior to said termination shall be as follows:

Licensee shall recetve its commission share pursuant to the terms of Section 7(a) of this Agreement, minus % for listings
under contract in which Licensee was the listing or selling agent. Licensee shall receive its commission pursuant to the terms of
Section 7(a) of this Agreement share minus % for sales of properties listed by Licensee which are sold during the original
listing period. The reduction is in recognition of the additional services provided by Agency after Licensee's departure in closing
said transactions,

16. Licensee covenants with Agency, its successors and assigns, that Licensee will not, at any time hereafter, by any
means, disclose to any firm, person or corporation, any confidential or proprictary information concerning the business of Agency or
its affiliates, with the exception of those persons to whom discl osure is expressly authonzed in writing by Agency. For the purposes
of this Agreement, the following matters are understood to be confidential and of a proprietary nature to the Agency: all
information relating to any "client" of the Agency; all contracts and legally binding documents between the Agency and its "clients;"
all documents relating to inquiries and responses to or from govemmental agencies; all financial informaton of the Agency; all
financial projections of the business of the Agency; any aspect of the Agency's compensation structure o its employees; all
information relating to any advertisements or public relations or other documents produced by or on beha f of the Agency for the
purposes of soliciting clients; all hardware and software of the Agency whichis configured for processing the Agency s business; all
vendor lists; all Agency budgets; all Agency procedure manuals; all copyrighted, registered and unregistered materials; and all
information or documents, plans or materials prepared by the Agency for the purpose of furthering the Agency ‘s business, Upon
termimation of independent contractor relationship between Licensee and Agency for any reason, Licensee shall deliver to Agency
copies of any documents in Licensee’s possession containing such confidential information.
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For the purposes of this Agreement, the term "client” shall meanany personor entity that has engaged the Agency or has
purchased or has inquired about any product or service advertised by the Agency or any person or entity with whom the Agency
is preparing to do business with in this manner.

17. In the event of termination or expiration of this Agreement, Licensee agrees to comply with the requirements of Maine
license law and the Maine Real Estate Commission rules and regulations regarding confidentiality of information. Additionally,
Licensee shall not, after termination or expiration of this Agreement, for any reason, use or permit, suffer or tolerate the use, to his
or her own advantage or the advantage of any other person or entity, any information, including without limitation, confidential
matters, trade secrets, techniques, accounting procedures and the like, gained from the files or business of Agency, and Licensee
further agrees that the sales plans, programs, materials, manuals, rosters, forms, contracts, agreements, brochures and other training,
listing and sales matenials provided hercunder by Agency are the exclusive property of Agency and shall not be utilized in
connection with any business hereafter carried on by Licensee or in any way divulged to third parties.

18, Other:
OPTIONAL PROVISIONS [OMIT THOSE PROVISIONS WHICH DO NOT APPLY]:

A) Employces of Licensce. Notwithstanding the provisions of Paragraph 6 above, the Agency may permit Licensee to
hire assistants, [f the Agency permits Licensee to hire assistants pursuant to this Section 18(A), Licensee shall be solely
responsible for the hiring, employment, payment, and supervision of any such assistants (whether or not such assistants are
Maine real estate licensees), and shall release, indemnify and hold harmless Agency, its Designated Broker, and any of
Agency’s Officers and/or Directors from and against any and all liability for damages, losses, expenses, claims and suits
(including reasonable attomeys” fees) arising out of or in connection with the employment, conduct, acts, or omissionsof
Licensee’s assistants, Any and all liability which shall arise out of or in connection with such employment, conduct, acts, or
omissions shall be solely the responsibility of Licensee. There shall be no legal or employment relationship of any kind
between Agency and the assistants and’or employees of Licensee hired pursuant to this Section 18(A).

B) Ancillary Business Services [SELECT ONLY ONE OF THE FOLLOWING).

(i) It is the policy of this Agency that our Licensees NQT engage in or perform ancillary business services
{e.g. title services, mortgage brokerage services, building and construction, property management, etc,) for our
clients, without the express written consent of the Designated Broker onbehalf of the Agency.

{i1) It isthe policy of this Agency that if our Licensees engage in or perform ancillary business services (e.g.
title services, mortgage brokerage services, building and construction, property management, etc.) for our clients,
that they fully comply withall laws, rules, and regulations (including licensing and reporting regulations) for the
provision of such services, Furthermore, Licensee is advised that the Agency considers any such services to be
performed outside of the relationship that the Licensee may have with the Agency and/or the Designated Broker, If
Licensee does provide such ancillary business services, Licensee hereby agrees to indemnify and hold harmless the
Agency, its Designated Broker, and any of Agency s Officers and/or Directors from and against any and all damages,
liabilities, losses, expenses, claims and suits (including reasonable attorneys” fees) claimed by anyone as a result of
the provision of any such ancillary business services. Additionally, the Agency expects that Licensees providing
such services shall maintain suitable liability insurance to protect the Agency and Designated Broker against any
such claims or losses. Licensees are also advised that they must comply fully with the requirements of federal law
and regulations goveming affiliated business arrangements for the purposes of settlement statement reporting
requirements and anti- ‘kickback ' provisions,

C) Paymentsto a Corporation. Licensee acknowledges that if Licensee forms or operates a corporation or other business
entity which shall receive payment of any commissions paid under this or any other agreement by and between Agency and
Licensee, those commission payments will be paid to the corporation or other business entity for tax purposes only and not as
an attempt to circumvent licensing law. Licensee also acknowledges that corporations or other business entities may not
themselves be, act as, or hold themselves out to be licensed real estate agents or brokerages under the Maine Real Estate
Commission Rules and Regulations, and that Licensee 's decision to formsuch a corporation or business entity and to direct
payment of commission or otherwise o such corporation or business entity is being done at Licensee 's own risk upon the
exercise of Licensee’s sole discretion, and that such action is neither approved, reviewed or sanctioned by Agency.

D) Mediation and Arbitration of Disputes, Except as otherwise set forth in Paragraph 7 above, Licensee and Agency
agree that any controversy or dispute that may anse under this Agreement shall be submitted to mediation, to be conducted
by a mediator mutually agreeable o Licensee and Agency. The parties will equally divide the mediation fee, if any. In the
event that Licensee and Agency are unable or unwilling to agree upon a mediator, or otherwise fail to resolve their dispute
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through mediation, then either Licensee or Agency may demand arbitration pursuant to the Maine Arbitration Act, 14
M.RS.A. §§ 5927-5949, to be conducted by a single arbitrator mutually agreeable to Licensee and Agency, and cach party o
any arbitration shall pay its own fees, costs and expenses, including attorneys” fees, and will equally split the arbitrator’s
fees. All issues which may in any manner relate to the controversy or dispute shall be resolved in the arbitration, except that
either party may seck security from an appropriate court for any award or judgment which that party may obtain in
arbitration, whether that security is sought through a motion for approval of attachment, an attachment on trustee process,
injunction, or otherwise, If either party refuses to mediate or arbitrate pursuant to the terms hereof, and the other party is
forced to file judicial suit, the party refusing to engage in such mediation or arbitration shall be responsible for the attorneys”
fees of the panty forced to file suit.

E) Additional Matters (Attach an addendum if necessary),

19. This Agreement contains all of the matenial terms and agreements of the parties relative to the subject matter hereofand
may not be changed except by subsequent writien agreement signed by both parties. If any provision of this agreement is found by a
court of law to be invalid or unenforceable, the other provisions shall remain in full force and effect.

20, No waiver or breach of any covenant herein shall constitute a waiver of any subsequent breach,

21. This Agreement shall be govemed by Maine law.

IN WITNESS WHEREOF, the parties hereby have executed this Agreement on the date first written above

Witness For Agency

Witness Licensee
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Real Estate Cooperation and Compensation Policy

Purpose
The purpose of this Cooperation and Compensation Policy is to define the terms ensures that Integrity Homes Real Estate Group
cooperates with other real estate agents, brokers, and agencies, and to establish the compensation structure for agents involved in
real estate transactions. This policy aims to ensure fairness, transparency, and compliance with industry standards.
Scope
This policy applies to all transactions, listings, and agreements facilitated by the Agency, including but not limited to:
- Residential and commercial property sales and leases
- Buyer and seller representation
- Cross-agency referrals
Cooperation Principles
The Agency values cooperative relationships with other licensed real estate professionals to maximize opportunities for clients and

ensure a smooth, efficient process. The key principles guiding our cooperation are:
« Respect for Agency Relationships: The Agency respects the client-agent relationship and strives for transparency in all dealings.
o Shared Commitment to Clients: The Agency works collaboratively with external agents and brokers, ensuring clients receive the
best possible service throughout their transaction.
« Fairness and Transparency: Compensation and agreements should be clearly communicated to all parties involved, and both
buyers and sellers should understand how the compensation structure works.
Compensation Structure
The Agency operates on a tiered commission-based compensation model. The specifics of the commission are typically defined in
the listing agreement or buyer representation agreement and are agreed upon between the client and the Agency.

Commission Split for Sales (see graphic)
The standard commission is a percentage of the final sale price of the property. This commission is typically split between the
listing agent/broker and the buyer’s agent/broker. The exact percentage of commission will vary depending on the agreement with
the client and market conditions. In the event we represent the seller, we require Direct payment compensation from Seller to

Buyer.

Referral Fees
The Agency may offer referral fees to other agents or brokers who refer clients to our agency. Referral fees are typically paid
when a transaction is successfully completed. These fees are agreed upon in writing prior to any referral being made and are
usually a percentage of the commission earned by the Agency on the referred transaction.

Tracking Commissions
Commission structures is located in your protected google drive. Each transaction must be documented by the agent. This
also serves as tracking for the Annual Cap. EACH CLOSING MUST BE DOCUMENTED IN COMMISSIONS PRIOR to PAYMENT

Cooperation Between Agents

Inter-Agency Cooperation
The Agency is committed to fostering cooperative relationships with other real estate agencies. In the case of transactions
where another agent or broker represents the buyer or seller, the following guidelines apply:
Equal Professional Treatment:
All cooperating agents are entitled to the same level of professionalism and respect. The Agency will not engage in
discriminatory practices with respect to commission arrangements.
Commission Splits
Commissions will be split in a manner that reflects the Client Agreements of each party involved in the transaction. In cases of
dual representation (i.e., where the Agency represents both the buyer and the seller), the commission split will be disclosed
and agreed upon upfront in the agreement with the buyer and the sellers.

Dual Agency

If an agent from Integrity Homes Real Estate Group represents both the buyer and the seller (dual agency), the agent must
obtain written consent from both parties acknowledging the dual agency relationship and agreeing to the compensation
structure. The commission structure in a dual agency scenario will be clearly outlined, with full transparency about any
potential conflicts of interest.
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Real Estate Cooperation and Compensation Policy Continued

Conflicts of Interest

To avoid conflicts of interest:
Agents must disclose any potential conflicts to their clients and cooperating agents.
The Agency will make all efforts to ensure that compensation agreements are transparent and equitable for all
parties involved.
In cases of conflict over commission splits or referral fees, the Agency will mediate and seek to reach a fair resolution
for all parties involved.

Ethical Guidelines
The Agency is committed to maintaining the highest ethical standards in all transactions. All agents and brokers
involved in the transaction must adhere to the following:

Full disclosure of any fees, commissions, or compensation structures.
No kickbacks, undisclosed payments, or hidden compensation arrangements.
The fair treatment of all parties involved in the transaction.

Policy Review and Adjustments

This Cooperation and Compensation Policy will be reviewed annually or as needed to ensure compliance with
industry standards, market conditions, and legal regulations. Adjustments will be made as required.

*¥*xxkk*Payment of Compensation
Timing of Payment-
1.24 hours prior to closing: forward the Settlement Sheet to buffy@integrityhomesregroup.com.
2. After closing, check must be deposited (or give closing check to Buffy Dumont)
3.ALL Closing documents must be downloaded into the file in SKYSLOPE
4.0nce the above is completed, your commission will be deposited via Bank ACH.
5.Payment is generally made within 1-2 days after closing.

INTEGRITY HOMES
REAL ESTATE GROUP
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Real Estate Agency Confidentiality Policy

Purpose

This Confidentiality Policy outlines the commitment of Integrity Homes Real Estate to protect the privacy and
confidentiality of sensitive information related to our clients, transactions, employees, and business operations. This policy
applies to all employees, agents, contractors, and third-party service providers involved in or associated with the Agency.

Scope
This policy governs the handling, storage, sharing, and protection of confidential information, including but not limited to:
» Client personal details (names, addresses, contact information, financial information)
« Transaction details (purchase or sale agreements, terms, pricing)
» Property information (property listings, inspections, valuations)
« Marketing strategies, proprietary data, and business plans
 Internal communications or business-related discussions

Confidential Information
Confidential information refers to all non-public information related to:
» Real estate transactions involving the Agency, whether completed or pending
» Personal information about clients, employees, or other business partners
« Business and marketing strategies, including potential or ongoing negotiations
« Financial information, including but not limited to payment details, loans, or mortgages
« Any other information designated as confidential or proprietary by the Agency or by law

Obligations of Employees, Agents, and Contractors
Non-Disclosure:
All employees, agents, and contractors must not disclose any confidential information to unauthorized individuals or third
parties, either during or after their employment or engagement with the Agency. This includes verbal, written, and
electronic communication.

Safeguarding Information:

Confidential information must be stored securely in both physical and electronic formats, including access to your Skyslope
account.. Employees and agents are required to use encryption or other security measures when handling sensitive client
information.

Limitation of Use:
Confidential information should only be used for the purposes of carrying out duties for the Agency. Information should
not be used for personal gain or shared for any purpose outside the scope of the Agency's business activities.
Client Consent:

The Agency will obtain the client’s written consent before disclosing any personal or confidential information to third
parties, except as required by law or to facilitate the transaction (e.g., sharing details with financial institutions or
attorneys).

Exceptions to Confidentiality
Confidential information may be disclosed in the following circumstances:
With Client Consent: When the client explicitly authorizes disclosure in writing.
Legal Requirements: When required by law, court order, or regulatory authorities.
Business Operations: To third-party service providers necessary for carrying out real estate transactions (e.g., appraisers,
inspectors, mortgage lenders) but only when such parties are bound by confidentiality agreements.

Security Measures

The Agents will implement reasonable and appropriate measures to protect confidential information, including:
Secure storage for physical documents.

Access controls to limit who can view and handle confidential information.

Access To SKYSLOPE in a SECURE AREA

Breach of Confidentiality

Any breach of confidentiality, intentional or accidental, will be taken seriously and may result in disciplinary action, up to
and including termination of employment or termination of the agent-client relationship. Legal action may also be pursued
in the event of a breach that causes harm to the Agency or its clients
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FAIR HOUSING

Fair Housing in real estate refers to the Fair Housing Act (FHA), a federal law in the U.S. that
prohibits discrimination in housing-related activities, including real estate transactions,
advertising, sales, and rentals. Real estate agents and agencies must comply with this law to
ensure equal housing opportunities for all individuals.

Key Principles of Fair Housing in Real Estate

1.Protected Classes — The Fair Housing Act prohibits discrimination based on:
e Race

e Color

e Religion

e National Origin

e Sex (including gender identity and sexual orientation)

e Disability

e Familial Status (e.g., having children, being pregnant)

2. Advertising Compliance - Real estate advertising must be inclusive and avoid discriminatory
language.
e DO: Use neutral terms like "Great family home" instead of "Perfect for young couples."
e DON'T: Indicate preference for a certain race, religion, or other protected class (e.g., "No
children allowed").

3. Steering & Redlining Prohibition -

e Steering: Guiding buyers or renters toward or away from certain neighborhoods based on their
background.

e Redlining: Denying loans or insurance based on a neighborhood’s racial or ethnic composition.

4. Reasonable Accommodations for Disabilities -
Landlords and agents must make reasonable modifications to properties for individuals with
disabilities, such as allowing service animals in no-pet housing.

5. Equal Service to All Clients — Agents must provide the same level of service to all clients,
regardless of background.

Consequences of Violations

Violating the Fair Housing Act can lead to:
e Lawsuits

Fines and penalties

Loss of real estate license

Reputational damage
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Real Estate Agency Antitrust Compliance Policy

1. Purpose

This policy ensures that all employees, agents, and brokers comply with federal and state antitrust laws, including the
Sherman Act, the Federal Trade Commission Act, and state-specific regulations, to promote fair competition in the real
estate industry.

2. Prohibited Conduct

The agency and its personnel shall not engage in the following anti-competitive practices:

Price-Fixing: Agents and brokers must not discuss or agree on commission rates, fees, or pricing structures with
competing agencies. All commission rates must be independently determined.

Market Allocation: No agreement shall be made with competitors to divide or allocate geographic territories, clients, or
property types.

Boycotts: Employees and agents must not engage in group boycotts, such as collectively refusing to work with a specific
brokerage, MLS, or service provider.

Tying Arrangements: The agency must not require clients to use a specific service (e.g., mortgage lender, title company)

as a condition of doing business.
Bid-Rigging: No coordination with other agencies to manipulate competitive bidding for properties.

3. Commission and Fee Practices

Independent Determination: All commission rates and fees must be set independently, based on market conditions and
the agency's policies.

No Fixed Rates: Agents must never imply that commissions are "standard" or "non-negotiable." Clients must be made

aware that commissions are always negotiable.
Clear Disclosure: All commission structures must be clearly disclosed in written agreements with clients.

4. Communication Guidelines

Avoid Sensitive Topics: Employees and agents should not discuss commission rates, business strategies, or client
allocations with competitors.
Written Agreements: All agreements with clients, service providers, or other brokers must be in writing and comply

with legal standards.
MLS Participation: Agents must comply with Multiple Listing Service (MLS) rules while ensuring independent business

decisions.

5. Training & Compliance

Annual Training; All employees and agents must undergo annual antitrust compliance training to understand the latest
legal requirements.

Reporting Violations: Any suspected antitrust violations must be reported immediately to the agency's compliance

officer or legal counsel.

6. Enforcement & Penalties
Strict Enforcement: Violations of this policy may result in disciplinary action, including termination.

Legal Consequences: Engaging in antitrust violations can result in fines, lawsuits, and even criminal penalties.
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ADVERTISING

Chapter 410: MINIMUM STANDARDS OF PRACTICE

Summary:This chapter clarifies and establishes standards for practicing real estate brokerage.
1. Advertising

1. Definitions

As used in the Commission’s rules, unlessthe context otherwise indicates, the following terms havethe following meanings:

A.
Advertise. As used in this Section, theterms* advertise,” “ Advertise,” “ advertising” and *“ advertisement”

include all forms of representation, promotion and solicitation disseminated in any manner and by any meansof
communication for any purposerelated to real estatebrokerageactivity, including, at a minimum, advertising the sale
or purchase of real estate or promotion of real estate brokerage services conducted by mail, telephone, the Internet (
including but not limited to the world wide web, electronic mail and social media), business cards, signs, television,
radio, magazines, newspapers, and telephonic greetings or answering machinemessages.

B. Deleted

[T N1

C. Prominent. “Prominent” means standing out so as to be seen easily; conspicuous; particularly noticeable.

Deleted

Deleted

Deleted

Advertising by Real Estate BrokerageAgencies Real estate brokerage advertisements must contain the trade name as

licensed by the commission of the real estate

brokerage agency that placed the advertisement. The trade name of the agency must be prominently displayed or
presented. In an advertisement that appears on or is sent via the Internet, the trade name of the agency that
placed the advertisement must prominently appear or be readily accessible.

In addition, the designated broker may authorize an advertisement that includes the name, telephone number, slogan,

logotype or photo of an affiliated licensee or group or team of affiliated licensees as part of the brokerage services
being offered by the real estate brokerage agency. The affiliated licensee or group or team of affiliated licensees may
not independently engage in real estate brokerage.

Written Permission of Owner Required to Advertise

Areal estate brokerage agency or its affiliated licensees shall not advertise any real estate for sale without first
obtaining the written permission of the owner or the owner’s authorized representative.
Advertising of Exclusive Listing Held by Another Agency

Areal estate brokerage agency or its affiliated licensees shall not publish or cause to be published an advertisement

that makes reference to the availability of real estate which is exclusively listed for sale by another real estate
brokerage agency unless the licensee obtains the prior written consent of the designated broker who has been
authorized by the owner to provide consent.

7. Deception and Misrepresentation Prohibited

Advertising must be free from deception and shall not misrepresent the condition of the real estate, terms of the sale
or purchase, real estate brokerage agency policies, or real estate brokerage services.

49
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WEBSITE
DIRECTORY

Go to: hitps://integrityhomesrealestategroup.co

'AGENT LANDING PAGE

1. Review your biography
2. Review your contact information
3. Review your listings

4. Submit any closed deal testimonies

AGENT RESOURGES FOR CEU CLASSES

1. hitps://trleg.com
2. https://reiofne.com

3. https://mainelistings.com

4. https://canva.com




PN

INTEGRITY HOMES
REAL ESTATE GROUP

Agent Resources Training:

SKYSLOPE

ME LISTINGS

FLEX MLS

REALIST

PROPERTY PANORAMA
SHOWING TIME
DOMUS ANALYTICS
ZIPFORMS

FOREWARN

RENTAL BEAST
RE-TECHNOLOGY

REALTORS PROPERTY RESOURCE (RPR)
CREATING A CMA

© ®©® © @ ®©® ®©® @ ®©® © @ © @ @

ROADMAP TO SUCCESS

Page
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SKYSLOPE & Record Retention

Record Retention for Listing File — Sample List

Submitted to Designated Broker with 5 days of execution of the original or true copies of:

Real Estate Brokerage Relationship Form

Listing Representation Agreement — appointed agent and disclosed dual agent as appropriate)
Lead base paint disclosure — if applicable

Purchase and Sale Agreement

Rejected offers and counteroffers

Flyers

Sample Ads

Property Disclosure form

MLS Data Sheet if applicable

Other property information prepared by agency to promote property
Copy of Deed

Copy of Earnest Money Deposit

Company Forms as applicable

Record Retention for Buyer File — Sample List

Submitted to Designated Broker with 5 days of execution of the original or true copies of:

Real Estate Brokerage Relationship Form

Buyer Representation Agreement - appointed agent and disclosed dual agent as appropriate)
Lead base paint disclosure — if applicable

Purchase and Sale Agreement

Rejected offers and counteroffers

Copy of Pre-qualification or approval letter

Property Disclosure form

MLS Data Sheet if applicable

Other property information prepared by agency to promote property
Copy of Deed

Copy of Earnest Money Deposit

Company Forms as applicable

Record Retention of Trust Accounts

Real Estate Trust Account Ledger Records

The date the earnest money deposit is received

The date the earnest money is received by the banking institution (up to 5 days)

The purpose of the earnest money deposit

The purpose of the withdrawal and to whom paid

The amount of the earnest money deposit

The closing date of the transaction or the date the earnest money deposit was disbursed
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SKYSLOPE WALKTHROUGH

STARTING PAGE:

OPEN SKYSLOPE & LOG IN. THIS WILL BRING YOU TO THE START PAGE.

Hey there, rockstar. & A'"’5“3‘?:"':"

259 US-202

Let's start by selecting who you are STEP UNE
representing o this Hansactiont ONCE ON THE START PAGE, SELECT CREATE NEW. IT WILL THEN HAVE
YOU SELECT LISTING OR TRANSACTION
| Q
o STEP TWO:

ONCE YOU HAVE SELECTED YOUR OPTION, IT WILL PROMPT YOU
T0 CHOOSE A REPRESENTATION TYPE, SELECT PURCHASE

(FOR BUYER REP)
Let's start by selecting who you are
representing in this transaction!
STEP THREE:
Purchase ﬁR SELECTING YOUR REPRESENTATION TYPE, IT WILL ASK
What stage is this transaction in? IF YOUR FILE IS PRE-CONTRACT OR UNDER-CONTRACT
(SELECT WHAT APPLIES)
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SKYSLOPE WALKTHROUGH

Is there an existing Forms file?,

File owner Search by file name or file owner

Q Q
PrTE STEP FOUR:
O Buyer Agreement...  Buyer Paige Fogg 2/312025 SKYSLOPE WILL THEN ASK IF THERE ARE EXISTING FORMS FOR
O 250 Us-202 Seller Peige Fogg 118/2024 YOUR FILE. SELECT THE FORM IF YOU HAVE ALREADY
] m——— — P— CREATED ONE FOR YOUR TRANSACTION
O Listing Agreemen t..  Seller Paige Fogg 11712024

Property information
Which office is this for?

Integrity Homes

Select a checklist for this property

Suyes Reprosenttr| Q STEP FIVE:
YOU WILL THEN NEED TO ENTER THE OFFICE (ALWAYS IHREG)
AND SELECT A CHECKLIST FOR YOUR FILES
(BUYER REP. FOR THIS EXAMPLE)

Condominium Under Contract

Under Contract
Dead Files

Single Property Buyer Agreement

Buyers

Buyer

K‘\ STEP SIX:

FILL IN'YOUR CLIENT'S INFORMATION: FIRST & LAST NAME,

é Phon smont EMAIL & PHONE NUMBER.

(NAME OR COMPANY NAME IS REQUIRED, EMAIL & PHONE
0 o o NUMBER IS OPTIONAL)
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SKYSLOPE WALKTHROUGH

Traini ng File  precontnct Transaction Actions v

Exclusive Buyer Representation m

Agreement
3. Arsenic Treated Wood
4. Arsenic In Well WAter

Prequalification or Proof of Funds
Letter

THERE ARE THREE STAGES IN YOUR
CHECKLIST:
BUYER AGREEMENT DOCS, SALES DOCS &

Docs

1 Purchase and Sale Agreement m

2. Additional I Addenda

3 Extension CLOS'NG DUCS
4. Property Disclosure

5 Lead Paint Disclosure/Addendum

6 Compensation Addendum /

Agency Agreement
7. EwD [ Required |
8. Application Letter

9 Buyer Initialled Deed

10.  Appraiser documented in text Attach

D Commen t
T { /

P ALTA Settlement Statement [iRequia] Atach
HUD

2 New Deed Attach
Copy of Commission Check and

3. Attach
or Deposit Slip m

STEP SEVEN: CHECKLIST

ONGE ALL INFORMATION AND PROMPTS ARE FILLED, IT WILL BRING YOU TO YOUR CHECKLIST. THERE ARE
REQUIRED ITEMS AND IF APPLICABLE ITEMS. ALL REQUIRED ITEMS MUST BE IN YOUR CHECKLIST.
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SKYSLOPE WALKTHRUOGH

Training File  eecoi: ~—~ Transaction Actions -

AAAAA SS CLOSE OF ESCROW
ggggggggg
CCEPTAN SCROW MA
YEAR 1 TYPE  CHECKLIST TYPE
Purchase Buyer Representation

Documentation ~  Status = Docs Comments

eeeeeeeeeeeeeeeeeee m
nnnnnnnnnnnnnn
Exclusive Buyer Representation m
greement
rsenic Treated Wood . Attach
enicinWellWAter ... Atach
Prequalification or Proof of Funds
iiiiii
eeeeee
ORI NT  CLOSEOFESC ROW SALE PRICE
PPPPPP 099
ACCEPTANCE DATE ESCROW NUMBER SELLER REVIEWER
uuuuuuuuuu
EAR BUILT TYPE  CHECKLISTTYPE OFFICE
Purc Buyer Representation Integrit;

STEP EIGHT: FILLING YOUR CHECKLIST:
CLICK THE ATTACH BUTTON NEXT TO THE CHECKLIST ITEM YOU WANT TO ADD. IT WILL THEN
BRING YOU TO YOUR UPLOAD PAGE, WHERE YOU CAN DRAG & DROP FILES OR UPLOAD THEM BY
GLICKING THE UPLOAD DOCUMENTS BUTTON AND SELECTING THE DOCUMENT YOU WANT TO
UPLOAD.
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MAINE LISTINGS

MAINE @senss

Listings

STEP ONE:
DIRECT YOURSELF TO THE MEMBER PORTAL BUTTON
AND CLICK IT. THEN, ENTER YOUR LOGIN INFORMATION.
THIS WILL BRING YOU TO THE MAINE LISTINGS PAGE.

STEP TWO:
m[}E YOU'RE IN THE MEMBER PORTAL, YOU'LL SEE A

N WIDE VARIETY OF ICONS THAT ARE DIRECT LINKS T0

BENEFICIAL WEBSITES.
e 0EE &
2 st STEP THREE:
MAINE ﬂwﬂ HAVE OPTIONS AT THE TOP OF YOUR SCREEN
7"Listings  Home Education’ Cevents D HERE YOU CAN VIEW UPCOMING EDUCATION
B ’ - COURSES, EVENTS AND HAVE ACCESS TO EDIT AND

MANAGE YOUR PROFILE

STEP FOUR:
NOW THAT YOU'RE COMFORTABLE WITH THE HOME
PAGE, LET'S START PLAYING AROUND! START BY
GLICKING ON THE FLEXMLS BUTTON

= o
MyFloodStatus f; FOREWARN » Rental Beast

—— anoses

REféchnology g
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https://www.mainelistings.com/

FLEX MLS

| AGent oaswooaso - | _ _ G )

— STEP ONE: |
AT : i T WELCOME TO FLEXMLS, WHERE YOU'LL GAIN
e [ T — FULL ACCESS TO PROPERTIES ON THE MARKET.
s ONCE ON THE LANDING PAGE, YOU CAN RUN A
SEARCH ON A SPECIFIC PROPERTY, LOOK IN
................. MORE OF A BROAD RANGE, REVIEW NEW
— LISTINGS WITH THE HOT SHEET, AND REVIEW

= | 2T YOUR OWN LISTINGS.

STEP TWO: RUNNING A SEARCH ON A

SPECIFIC PROPERTY:
| START TYPING IN THE PROPERTY ADDRESS YOU
e | \WISH TO SEARCH; IT WILL MOST LIKELY POP UP
IN'THE DROP DOWN BAR AS YOU'RE TYPING.
S | CLICK ON THE PROPERTY YOU WISH O VIEW.

1571277 (Active)
1611906 (Pending)
1596728 (Closed) |

1541358 (Closed)

STEP THREE: RUNNING A BROAD SEARCH
START BY CLICKING ONE OF THE OPTIONS
UNDER NEW SEARCH, FOR THIS PURPOSE IT
WILL BE RESIDENTIAL

..................
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https://me.flexmls.com/

FLEX MLS

1 - Residential Wekeabehatol_ | S | Emal | Swve | Prmt
Change Search Template -

i STEP FOUR: RUNNING A BROAD SEARCH
YOU CAN THEN NARROW DOWN YOUR SEARCH
BY EDITING THE SEARCH ITEMS. FOR EXAMPLE,
IF YOUR CLIENT IS LOOKING FOR A 2 BED 1BATH
HOME IN MONMOUTH WITH A MINIMUM OF 2
ACRES, ADD THOSE DETAILS INTO THE SEARCH
ENGINE, AND IT WILL NARROW YOUR SEARCH
DOWN TO WHAT YOU'RE LOOKING FOR.

STEP FIVE: OFFICE LISTINGS:
YOU CAN ALSO SEARCH OUR OFFICE LISTINGS
BY CLICKING ON OFFICE LISTINGS IN THE DROP-
DOWN BAR ON THE HOME PAGE.

STEP SIX: HOT SHEET:

YOU PULL THE HOT SHEET BY EITHER CLICKING
THE HOT SHEET BUTTON ON THE MAIN PAGE OR
ON THE TOP BAR WHERE IT SAYS HOT SHEET.
THIS WILL SHOW YOU THE MOST REGENT
LISTINGS. YOU CAN SET IT TO AS FAR BACK AS
A WEEK OR AS CLOSE TO THE PAST 24 HOURS

TEP SEVEN: REVIEWING A LISTING:
ONGE YOU HAVE A LISTING YOU WOULD LIKE TO
REVIEW, IT'S TIME TO NAVIGATE! THE LISTING
REPORT WILL HAVE ALL KEY DETAILS, SUCH AS
THE NUMBER OF BEDS, BATHS, SQUARE FEET,

ACRES, ZONING, ETC.
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https://me.flexmls.com/

FLEX MLS

STEP EIGHT: REVIEWING A LISTING:
AT THE TOP OF EVERY LISTING IS A BAR OF
LINKS. YOU CAN VIEW THE DOCUMENTS
ATTACHED TO THE PROPERTY, SCHEDULE A
SHOWING, REVIEW THE NEIGHBORHOOD
PROFILE, GET TAX INFORMATION ON THE

ERTY & SEARCH COMPARABLES.

REALIST

Quick Links

s e NAVIGATING BACK TO THE MEMBER
W@””’e Domus Analytics Zipform Plus PURTAL, CLICK ON THE LINK TU
REALIST.
ﬁqodf?:?s stOREWARN b Rental Beast
Rl:féchnology'

MAINE  Rreaust a PaigeFogg> | ® B & © © |=

Listings

Good Morning, Paige

ON REALIST, YOU CAN ACCESS MARKET
INSIGHTS, GET QUICK STATS, AND RUN
REPORTS FOR A SPECIFIC PROPERTY BY
NAVIGATING THE SEARCH BUTTON AT
THE TOP OF THE SITE.

MLS Average Sales Price 0 Select County Change in MLS Sales Activity © Select County
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https://me.flexmls.com/
https://prd.realist.com/dashboard

REALIST

CCCCCCCCCCCCC

(U @ U I MY SEARCH

® STEP ONE: HOW TO RUN A SEARCH:
L) © " IMPUT THE PROPERTY ADDRESS INTO THE
Sl _ ADDRESS LINE. ADDING THE OWNER'S NAME,

C Parcli ¥ | %m @M@ ~ - i
Gomes) e p—— e LS #, AND ACCOUNT # WILL HELP NARROW

e e * YOUR SEARCH EVEN FURTHER, THEN HIT THE
SEARCH BUTTON ON THE BOTTOM.

133 Cemetery Rd, Monmouth, ME 04259-7636, Kennebec County ¢

APN MONM-000012-000000-000021 CUP 8437777903

ILS COMPARABLES MARKET TRENDS NEIGHBORS NEIGHBORHOOD PROFIL

by araie (st {tukoy e STEP TWWO: HOW TO RUN A SEARCH
Gl el ONGE YOU'VE DONE YOUR SEARCH, ALL OF THE
PROPERTIES' INFORMATION WILL POP UP. YOU

ey CAN FURTHER YOUR SEARGH BY CLICKING

COMPARABLES, MARKET TRENDS, NEIGHBORS,
FLOOD MAP, AND MORE. YOU CAN EVEN PRINT
THIS REPORT OUT FOR YOURSELF OR YOUR
CLIENTS.

2022 2021 et e "
$122, 122 Total Units he Sq Ft 640
$32,200 $32,200 Sofes T ] CopeC od Heat Type Forced A
$90,000 s%0000 stores Open Por
0 Year o0 patieTy pe Deck
o% Building Sq Garage Type Attached Ga
Total Roo oof Type Gable
talTax ~ Change($) ange (%) Bedroom: oof Material ~ Asphalt Shingle
2.297 TotalBaths  +  Exterlor Wood S
2,383 86 0 e ] I Y e RO 1
s Basement : Othes 43,560
2,543 $160
o
1 MONM-000012-000000-  Total Assessment 40,500 Amo ute
000021
0.00
2 sms&1r Improved Assessme nt ,500 04259 wi 50 Feet
3 000572581 ssme: $37,000 pood
% Improve 74%
ea 46405 54.
sme 2023
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https://prd.realist.com/dashboard

PRUPERTY PANORAMA

Quick Links

@flexmis | |Realist

; rﬁf/me Domus Analytics Zipform Plus

STEP ONE:

ONCE YOU'VE LOGGED IN TO PROPERTY
PANORAMA YOU CAN CREATE VIRTUAL TOURS,

-—
MyFloodstatus <7 FOREWARN k Rental Beast

- RrEféchnology’
R e Comre X o GET DIGITAL MARKETING, AND PRINT
Digital Portfolio

MATERIALS. AT THE TOP, YOU CAN ALSO

T - ACCESS EDUCATIONAL VIDEOS AND NEWS
T - UPDATES AND CREATE CAMPAIGNS

hitps: 3852ed

View More Listings

Sharing & Social Media Custom Tour Account Activity
TT e T View recent/upcoming payments,
I transactions, and announcements

Set Up Syndication Create Tour

- InstaView ADtensify I
Ay T

g\j i L)!.) = B Inst.{View Inst-|\iew
— LF At 3 s

_ Member Dashboard A E - ADtensify
- Navigation Linking Page [ous nager

Maximize Your Open House Buzz with
Digital Ads

Agent Campaigns

isting Campaigns
ﬁwd‘ lk‘w va
ADtensify+

Dominate the
New Year

Enterprise Solutions

ing Property Panorama’s New Year, New Strategies: Marketing
citin ngr Pt Webinar Series! Tips for Real Estate Agents in 2025

? ccccccccc Road More Here

Advanced
Analytics That

Automated Target Likely

Design

Buyers and
Sellers
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https://propertypanorama.com/dashboard/home

SHOWING TIME

@ flexmls 7 =2
TIME FOR SHOWINGS!:
s WHEN YOU GO DIRECTLY TO THE
Fiseamares| | Sronewsn | | Jgp s SHOWING TIME APP, T WILL BRING YOU
T T0 YOUR MAIN DASHBOARD.
M AIII‘\II - —
= IN YOUR DASHBOARD:
= _ YOU CAN VIEW YOUR SCHEDULED SHOWINGS,
MAINE 8 samnsimns e MESSAGES, FEEDBACK REQUESTS, AND YOUR
s ’ | SHOWING REQUESTS.

‘‘‘‘‘‘‘‘

tvent Type
Appoien
/]
@ @ Report+~ History @ Realist Tax Info @ Neighborhood Profile Documents Calculator (@8 ShowingTime)Search Comparables @ Cartofront s Domus Analytics more v
Private Detail Report
County: Kennebec . NEgl List Price: $239,000
Property Type: Commercial Original List Price: $250,000
de Town Office.

SCHEDULING A SHOWING THROUGH TﬁLS:
T0 SCHEDULE A SHOWING ON THE MLS, SIMPLY GO TO THE TOP
BAR, SELECT THE SHOWING TIME BUTTON, OR CLICK THE LITTLE
ICON IN THE CORNER. THIS WILL DIRECT YOU TO THE SHOWING
TIME WEBSITE
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https://schedulingsso.showingtime.com/

SHOWING TIME

Welcome Paige Fogg Welcome Paige Fogg

Property: 991 AUGUSTA ROAD, BELGRADE Povwetty  Yeoeos sesces Property: 991 AUGUSTA ROAD, BELGRADE P
R s Submit © Return to listings Week of: Feb6-Feb 12 | Showmoiime o 1o

' Listing Detalls Ce="find the time you're looking for?
m—— oin the . witlist to be notified when a new time siot opens up.
X 991 Augusta Road

Belgrade, ME 04917 Fri7 Sat8 Sun 9 Mon 10 Tue 11
Listing ID: | 1606301 -

Price: | $239,000
Status: | ACTIVE
Appt Type: | Go and Show: Instantly confirmed with

appointment request

Min Appt Length: | None

Max Appt Length: | 1 hour 30 mnutes

Appt Overlaps: | This listing does not accept appointment

overlaps.

Address:

Send Message 1o Listing Agent(s) >

First Name:

Paige Not Paige Fogg?
Fogg

Integrity Homes Real Estate Group, PC

Last Name:

Company:
" Ploase send me appointment confrmations for this listing by

Email: ‘ paige@integrityhomesregroup.com
Phone Call: ‘ (207) 461-0129

By providing your phone number here and enabling Text
Messaging, you agree to receive text messages from
ShowingTime

Text Msg: ‘

COVID-19: Due to concems about COVID-19 and as a courtesy to all #fies, please do not schedule or
attond showings if anyone in your party exhibits coldMu-like sympto Or has been oxposed o the virus.

lick hert view Term: i

Agree to the Terms and Conditions above for using this serfice.

—
m ‘ Schedule Single Showing ] Add to ShowingCart®

ick here to schedule in tRETTEXTgeneration >>

Verify your appointment details x

Address: | 991 Augusta Road
Belgrade, ME 04
Listing ID: | 1606301
Price: | $239,000
Status: | ACTIVE
Appointment | Go and Show;
Type: | confirmed wilg
request

SCHEDULING A SHOWING THROUGH THE MLS

STEP 1:
et ppnr T ONCE ON THE SHOWING TIME WEBSITE, IT WILL PULL UP

e e YOUR PROFILE, CLICK SCHEDULE SINGLE SHOWING.
SCHEDULING A SHOWING THROUGH THE MLS

: STEP 2:
Appointment End Time: e
Buyer's Name (optonal): selectOne - SELECT AN AVAILABLE DAY AND TIME THAT YOU & YOUR

Optionally add a note for the listing representative below: GLIENT HAVE AGREED TO
,, SCHEDULING A SHOWING THROUGH THE MLS

o T ————_STEP3

SELECT YOUR APPOINTMENT TYPE (SHOWING) AND YOUR
APPOINTMENT END TIME (AT LEAST 30 MIN) AND HIT
REQUEST APPOINTMENT. THIS WILL SEND AN EMAIL TO
THE LISTING AGENT FOR APPROVAL.

Appointment Date & Time:

Appointment Type:*
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Quick Links

@ flexmis

Showinglime

Pretty, Printable, and
Postable!

High-level one month
summary

Print, share, and publish
online

Post Domus Market
Infographic to social media
to generate interest and

Domus Analytics

3(‘("‘:“\1

<5 FOREWARN

lu-:féchnology

CMarket Revie

Domus Analytics

local market!
Current month results
13-month trend lines
Prior period comparisons
Easily print to PDF

Send to your dlients or

” Rental Beast

Aone-page summary of the

Property Panorama

Weekly Trends

Domus‘Analytics

A more granular view of
the market than monthly
stats

Filter down to unique
market segments (areas,
property types and price)

Quickly identify week-
over-week trends

Easily drill-through to

Market Insight

Domus Analytics

statistics dashboard

Compare trends across
areas and property types

Filter down to unique
market segments (price,
size, etc)

Create price distributions

DOMUS ANALYTIGS

DOMUS ANALYTICS:

WHEN YOU GO TO DOMUS ANALYTICS, YOU ARE
BROUGHT TO A MARKET STATS PAGE. THIS APP

PROVIDES MARKET STATISTICS, PRICE STATISTICS,

AND MARKET TRENDS.

listing is priced relative to
the rest of the market

A different yet compatible
view of pricing compared to
CMA or AVM

Easily drill-through to the

1
e prospects, or bring to an underlying MLS listings Easily drill-through to underlying MLS listings
Open House! Domus Weekly Trends underlying MLS listings < .
supports current needs in omus Pricing Insights is
Domus Market Review a rapidly changing market Domus Market Insights the tool agents have been
provides detailed info for provides everything you asking for, and the one that
data hungry consumers. need to know to be a market every listing needs!
statistics expert in minutes
Member Dashboards
>
Simplest dashboard Most Complex dashboard

MAINE

Listings

Need help? Contact Maine Listings Member

Support at help@mainelistings.com.

Domus Analytics dashboards are provided as a

member benefit for active members only.

Double Click the icon to Follow Domus Analvticson I t I Nin
Pricing Insights

| =

Select at least 1
Status

Show Filters:

o
1 Current Month

1th To Date

Single O Select All O Select Al
Condominium & Androscoggin B Auburn B Active Last 3 Months To Date
Manufactured Home 0 Durham © Closed
Land O Greene O Expired
O Leeds & Pending
O Lewiston O withdrawn
Waterfront = e
Select Al Price Range
B Yes ° 40004 om 10004
@ No Living Area Acres I
= . 4470
N Tistings besow 3 131/seft
‘Y e ° . = ¢
T v
L]
L ‘0
LI .
.
27 LowPriced Volue fatings 27 Wigh Priced Vikue Bitings
. .

1) By using 1N deshocend, you agree 1o the
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Listings

Single Fornily Residence in muitiple Counties and multiple Towns.

all price r

 Time Series

| I

Mo Breakeut

Based on i

s, in all living area ranges, ond g all ot size ranges.
E S

8y Preperty Type

semation from e Mane Aeo! Estote inf

HEN YOU CLICK ON ONE OF
THE LINKS BELOW, IT WILL
BRING YOU TO AN INSIGHTS
PAGE. WHERE YOU CAN GET

AN IN DEPTH UNDERSTANDING
OF MARKET TRENDS, PRICING
( TRENDS, ETC.

Market Insights

Sales Price
e

January 2025

& $388,000
© -3.0% $400,000
9.9% $353,000

Sales Price is the mid-point (median)
value where the price for half of the
losed sales is higher and half is lower.,

&y Ceunty By Town By Meath By Quarter By Year

manion System, Inc (S Mave LATAES) By wsing s deshboent, you agree 19 the ©2025 Maine Ustings &
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ZIPFORM PLUS

- T TRANSACTIONS
@fiomis | Realist| |52 nzappmm Editon START BY ENTERING YOUR LOGIN
cneryourusermame na passwora INFORMATION, YOU WILL BE BROUGHT TO
THE MAIN PAGE.

S anoraiia
Showinglime Domus Analytics |\ | Zipform Plus
MyFloodStatus fs FOREWARN g Rental Beast

R;:fé'chnology

ONCE YOU'RE ON ZIPFORMS, YOU WILL
SEE ALL OF YOUR CURRENT FILES
(ACTIVE/INACTIVE/PENDING & CLOSED)

oard 46 agetann  Tamsiman o fasshas Taie Paseme fesnee it o
T0 START ANEW FILE, CLICK THE NEW
Select a transaction type to get started. (® Click here for help with creating a new transaction. BUTTUN THEN, SELECT YUUR
A TRANSACTION TYPE (NEW

LISTING/PURCHASE OR OFFER/NEW
LEASE/NEW LEASE-LISTING/QUICK E-
SIGN)

YOU WILL THEN BE PROMPTED TO FILL IN THE FILE NAME &
. e PROPERTY INFORMATION. ONGE YOURE INYOUR FILE, YOU
' CAN ADD ALL NECESSARY DOCUMENTS. YOU CAN ALSO

o € ASSONATEMPLATETOYOUR FLETHAT WL
= . AUTOMATICALLY BRING UP ALL OF THE DOCUMENTS NEEDED.

sssssssssssss

Manufactured Home

Comments
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ZIPFORM PLUS

n"!’ﬂA’NVS‘ACTIONS Dashbosrd  Forms  Transactions ( Templates v) Docibor  Tasks  Contacts w0 ® 0§
——
$ 4 © 1:3 /4
- HOW TO CREATE A TEMPLATE ON
Vv My Tasks Due this Week ivity

ZIPFORMS:
START BY CLICKING THE TEMPLATES TAB AT
THE TOP. THEN SELECT FORMS AND
= CHECKLISTS

. ;. . ' - Nanink

Dashboard o=
New Template

Select a template type to get started

EliteA

YOU WILL THEN BE BROUGHT TO YOUR
TEMPLATES PAGE. YOU CREATE THE
TEMPLATE BY SELECTING “NEW" AT THE TOP
OF THE PAGE. IT WILL THEN PROMPT YOU TO
FILL OUT THE SAME INFORMATION PAGE AS

HEN YOU CREATE A FILE.

llllllllllllllllllll

LASTLY, FILL OUT THE INFORMATION PAGE. ONCE YOU HAVE DONE THAT, YOUR TEMPLATE
WILL OPEN. THEN, CLICK THE “ALL FORMS™ BUTTON AT THE TOP RIGHT CORNER TO ADD ALL
NECESSARY FORMS TO THE TEMPLATE. WHEN YOU GO TO ADD A NEW FOLDER LATER ON, YOU
GAN THEN SELECT YOUR TEMPLATE TYPE, AND EVERYTHING YOU NEED WILL FILL IN FOR YOU!
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FOREWARN

& ool = FOREWARN IS YOUR SAFETY NET.
ANYTIME YOU HAVE A NEW CLIENT OR ARE
MEETING WITH SOMEONE YOU HAVE NOT
MET YET, I RECOMMEND YOU USE

fichnology FOREWARN TO LOOK THEM UP.

-~
\%
FOREWARN

cuthetication.Pleassselect method of ONGE YOU LOG IN, AN AUTHENTICATION
’ CODE WILL BE SENT TO YOUR VIA TEXT OR

@H EMAIL.

ONCE YOU ENTER YOUR CODE,

SSSSS T T T YOU CAN ENTER THE PHONE
‘@/ NUMBER BELONGING TO THE
PERSON YOU ARE MEETING
WITH. THIS WILL THEN PULL UP
ANY PRIORS THAT THE PERSON

MAY HAVE. WHEN IN DOUBT,
LOOK THEM UP!
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RENTAL BEAST

@noms| Realist] [ RENTAL BEAST IS GREAT IF YOU
= R HAVE CLIENTS THAT NEED HELP

o B FINDING A RENTAL OR IF YOU
==l HAVE RENTAL PROPERTIES OF

=F=SN YOUR OWN
Unleash your rental
superpowers.
) YOU CAN SEARCH FOR RENTALS. ORGANIZE
Apply Now by Rental Beas YOUR CLIENTS/ RENTERS, AND HAVE
faSt' FHEnd P roAgen g ACCESS TO THEIR EDUCATIONAL PORTION
mirieeive O OF THE WEBSITE, WHERE IT WILL TEACH

YOU HOW TO MANAGE YOUR RENTAL
PROPERTIES

N
.. [ = @
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RE-TECHNOLOGY

@®flexmls | [Realist’| |[..<&2...

Quick Links

Showinglime | Bomushnaiytics | zipform Pus 2

fSFOREWAnN g Rental Beast

RE I'échnology

RrEféchnology

BROKER TECHNOLOGY

S] 1R T E TSV INENT ‘( o

Success Guide: Broker Technology

Welcome to RE Technology's second Success Guide for Spring. You will learn how to become THE

expert in vour market with industry-leading ideas and solutions. We have hand-picked our favorite

———

TINGS = TEAMSEDIES

RETECHNOLOGY IS

o [l Yol ESSENTIALLY A LEARNING

Welcome to RE Technology's second Success
Guide for MLS. You w

ORE >

11 learn how to become TH]

T - ARTICLES, PRODUCTS,

CRM nenducte You will learn how 1o necome e

ADVANCED ¢
VIRTUAL TOURS

Success Guide: Advanced Virtual Tours
Welcome to RE Technology's Success Guide for
Advanced Virtual Taure You will learn how to

RE‘f‘échnology'

e e NEWS, GUIDES, AND

RETECHNOLOGY PREMIUM MARKETPLACE RELATED PRODUCTS | WEBINARS | SPECIAL OFFERS

=W % COMPANIES. USE THIS AS

SUCCESS

el L AN EDUCATIONAL TOOL.

O!‘ e W, e LY

Move-in Ready or Move Along: What Today's Homebuyers Really Want
| 94% of Homebuyers Say No to Fixer-Uppers A recent nationwide survey by Bright MLS reveals that
despite challenging market conditions. prospective homebuvers have clear priorities heading into I

~

MORE >

Sneak Peek: Be the First to See the New,
Enhanced Rayse Platform

Since Rayse was launched in Q3 2024 to
combat the August 17th changes resulting
fram tha NAR Settlamant tha camnanv hac

Q4 2024 Market Report: Did real estate
cool off?

1t's Al HOW YO wve cimios \
year couldn't t
for manu rear ecrare nm< ana hom
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/\
MSBOR |

N K

GPBR

Bl o REALTORS'

ﬁ“

GBAR

RPR IS ANOTHER TOOL YOU
HAVE ACCESS T0. ON RPR,
YOU CAN CREATE CMAS,

MAINES!
REALTORS'

MAINE
Listings

CREATE REPORTS, GET

Residentiat  LOCation Trparieates pury v s
g Sales, Leases 3 Selected Any
Guided Tours GANVA TEMPLATES
’
@ 59 & & B
Property Search Prospecting Market Trends Map Search Create CMA it i S PRO S P E GT FU R C L | E NTS
’

My Markets

g W

"~ Information
Vie've updated our Terms of Use and Privacy Policy and added a Privacy Notice for California Residents.

Research v Marketing ~

Prospecting for Residential Clients

) Prospecting for Commercial Clients

Create a Residential Property Flyer

Create a Commercial Property Report

~  (® RPR Marketing Tips

X

) |

Reports v

ol

AND DO MARKETING &
MARKET RESEARCH

O ®

M A I N E jom Q Research v Marketing v Reports v Help v Learn v My Work v v
~ Listings
Guided Tours
Y = A/ @
@ & 5 ) (B &
Property Search Prospecting Market Trends Map Search Create CMA Create Reports RPR Mobile™

X

8 l Prospect for Clients

(® ADD & eoiIT 8,
te(_
a list of mailing labels for prospecting.

3 Roady to get started? Choose which
type of clients you are prospecting for

below:

Y My Markets
y
Here's how to refine your search and run

O ®

|
|
oy v

No markets yet

Please add a market above to view
recent market activity on the map.

oo
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RPR

8 Morrill St, suckrietd, me 04220 Oswe S Print

Property Information Map/Location Market Trends Refined Value CMA Neighborhood My Updates

~—— —
62 pHoTos &, sTREET ) SATELLITE O HisToRICAL @ Pending / For Sale - pending as of 1/28/2025
List Price e L Ea B
3109'900 38eds 28aths 2,110sqkt 0.5 Acres
Pending Date  Listing ID
1/28/2025 1610311
RVM* RVM?* Est. Range RVM* Confidence
$1069K  $111.3K
$109,110
3 RVM® Updated
] ;'F\“} i e = 1/26/2025 RVM* Month Change
Wit s . [ ——— T $210
i View Details J
Basic Facts
Type Price by SqFt Land Use
Single Family §52 persq ft Single Family Residential
Days in RPR Price to Est. Value APN/TaxID
14 101% BUCD M014 B:2L:16
11 Photos 2 3 45 n > ()
Pricing Tools :
Pricing Tools
—-— -— .
UST PRICE CMA VALUE REFINED VALUE SELLER'S NET SHEET Home Research ~ Markeﬂng N
$109,900 Estimate the price of this Estimate the price based on the Calculate the Seller's Net Sheet
roperty using comps. market and i f the 1 ]
o - — — earn v /My Work ~
$109,110 Croato CMA > Refine Vaiue > Create Seller's Net Sheet
- Property Search 3
Description / Map Search as
Step into history with this charming. large old home nestied in the heart of a picturesque small town. Burst Click 1o open i MY Ma rkets
Moo poermees 1o you GUrac eve, B k-l S s & o sy b et Smeitubind Residential Market Trends
You €nvision 8 workshop, art stucho, gues? Guarlers, o s10rage foF your next big project, s barm is ready My Listi
10 transform your dreams into reaklty. Set 0n 8 Generous ot with mature rees and just a 5100e's theow from - ls In s
iy chaem, this property is 3 blank (45\?) foe you rlj‘wv!y‘ ﬂr’f’ 0 -n:m- Nelghborhood Search y g
s s chapter. Secze this rare opportunity
and uniock the potential of a peoperty that promises 10 be anything but ordinary!
e School Search My Saved Properties
" Additionsl R . Residential Market Activity Search .
Property Facts : ftions! Resoirces : My Recent Properties
@ : Commercial Site Selection
orts Helg g Work . . M Re Ol’ts
0 X Commercial Map Insights yRep
p
LEARN ABOUT THIS PAGE @ How to Research My Notes

Repors ALTHOUGH RPR IS VERY SIMILAR TO MLS. Wy saved searches
RPR CAN PROVIDE MORE INSIGHTS TO A M ecertoeerches

(®) Intro to My Work

Next Gen Reports on the

| it PROPERTY AND HELP YOU GREATE CLIENT

v o HANDOUTS, CANVA TEMPLATES, MARKET

Step by Step Directions (Printables) 1:30 [

s oo RESEARCH, AND OFFERS WEBINARS, AND

RPR’s Al-powered Market Trends

)
ScriptWriter S1©
Top Questions EDUCATIUNAI— VIDEUS-
How do | access the RPR Mobile app? 3

i Canva Templates ‘

[ o s ROADMAP TO SUCCESS Page 42




HOW TO CREATE A CMA

Creating a Comparative Market Analysis (CMA) in real estate is an essential process for determining

the market value of a property based on the prices of similar properties that have recently sold, are
currently listed, or were listed but didn't sell. Here's a step-by-step guide to help you create a solid
CMA:

1. Gather Property Information

Property details: Start by collecting key details about the property you're evaluating (e.g., square
footage, number of bedrooms/bathrooms, lot size, location, age of the home, condition, and any
upgrades or unique features).

Subject property: Make sure to get comprehensive data on the subject property, since your CMA will be
based around this.

2. Define Comparable Properties (Comps).

Find recently sold homes: Look for homes that have sold in the last 3-6 months, depending on the
market conditions (a shorter window is typically preferred for more accurate results). Aim for
properties that are as similar as possible to the subject property in terms of:

Location: Ideally, the comps should be in the same neighborhood or a similar area.

Size: Find homes with similar square footage, both for the living space and lot size.

Type and condition: The comps should be of the same type (e.g., single-family home, townhouse, condo)
and have similar conditions (e.g., newly renovated vs. needing repairs).

Age and style: Homes of similar age or architectural style are more relevant.

Active listings: These give you a sense of current market competition but should be used with caution
since they reflect asking prices, not actual sale prices.

Expired or withdrawn listings: These can help you understand where overpricing has occurred, as these
properties didn't sell.

3. Adjust for Differences
Once you've selected your comps, make adjustments to account for differences between the subject
property and each comp. This can include:

Square footage: If the comp is larger or smaller than the subject property, adjust the price per square
foot accordingly.
Lot size: Adjust if the lot size differs significantly.

Condition: If the subject property is in better or worse condition, you may need to adjust the price. For
instance, a newly renovated home might be worth more than a similar home needing repairs.
Upgrades: If the subject property has special features like a pool, upgraded kitchen, or energy-efficient
appliances, account for these when adjusting the price.

Common adjustment values:

Price per square foot for living space
Price per square foot for lot size
Value for specific upgrades (e.g., a pool may add $10,000-$50,000 depending on location)

Tip: If you're unsure about adjustment amounts, you can consult with a local real estate agent for better
insight.

4. Calculate Estimated Value
After adjusting the comps’ sale prices based on the differences, you'll have an adjusted price for each
property. Here's how you can proceed:

Average the adjusted values: Take the adjusted sale prices of all the comps and find the average or
median price. This will give you a rough estimate of what the subject property is worth in the current
market.

Trend analysis: Consider market trends if home prices in the area are appreciating or depreciating, you
might want to adjust your final price estimate accordingly.
5. Include a CMA Report
Summary of findings: Your CMA should include a breakdown of the properties used, with details like

address, sale price, square footage, and any notable features.

Visual aids: A map showing the location of the subject property and its comps can help provide context.
Market trends: If applicable, include data on how the overall market is performing (e.g., average days
on market, price per square foot, etc.).

Price range: Provide a price range for the property, which takes into account the differences and

adjustments from the comps. Page 43



ROADMAP TO SUCCESS

MARKETING

® How to market yourself
@® Creating your brand

@® Canva

® Leads

@® SO

PN

INTEGRITY HOMES
REAL ESTATE GROUP

Qmﬂl!




MARKETING YOURSELF

MARKETING YOURSELF AS A REAL ESTATE AGENT CAN BE BOTH EXCITING AND CHALLENGING. IT’S ALL
ABOUT STANDING OUT IN A COMPETITIVE FIELD AND BUILDING A REPUTATION THAT RESONATES WITH
CLIENTS. HERE ARE SOME STRATEGIES YOU CAN USE TO MARKET YOURSELF EFFECTIVELY:

1. BUILD YOUR BRAND WITH YOUR NAME
CREATE A PERSONAL BRAND WITH EXACTLY WHAT YOUR NAME IS: BECOME UNFORGETTABLE. WHAT MAKES
YOU DIFFERENT FROM OTHER AGENTS? ARE YOU THE GO-TO PERSON FOR FIRST-TIME HOMEBUYERS,

LUXURY PROPERTIES, STAGING, AN EXCELLENT RESPONSE TIME OR INVESTMENT PROPERTIES? DEVELOP A

BRAND AROUND YOUR EXPERTISE AND PERSONALITY. THIS CAN GUIDE YOUR MARKETING EFFORTS AND MAKE
YOU MORE MEMORABLE. WHEN AN AGENTS MOTIVE IS GIVING VALUE TO EACH OF YOUR CLIENTS,
REFERRALS AND BRANDING COMES NATURALLY.

COMPANY LOGO AND NAME: AS REQUIRED UNDER THE MREC RULES HAVING YOUR NAME AND BROKERAGE

LOGO PREDOMINANTLY DISPLAYED IN ALL OUTGOING GRAPHICS, LITERATURE AND ANY OTHER ADVERTISING.

2. LEVERAGE SOCIAL MEDIA
INSTAGRAM AND FACEBOOK: THESE ARE KEY PLATFORMS FOR SHOWCASING LISTINGS, ENGAGING WITH
POTENTIAL CLIENTS, AND SHARING YOUR KNOWLEDGE. YOU CAN USE INSTAGRAM FOR QUICK, VISUAL POSTS
AND STORIES, WHILE FACEBOOK IS GREAT FOR LONGER-FORM CONTENT. SUGGESTED POSTS ARE NO MORE
THAN 3 A WEEK
LINKEDIN: PERFECT FOR NETWORKING WITH OTHER PROFESSIONALS AND ESTABLISHING YOUR CREDIBILITY.
SHARE YOUR SUCCESS STORIES, INDUSTRY INSIGHTS, AND ANY PARTNERSHIPS WITH OTHER BUSINESSES.
YOUTUBE OR TIKTOK: THESE PLATFORMS ARE GROWING IN POPULARITY FOR REAL ESTATE AGENTS. POSTING
VIRTUAL TOURS OF PROPERTIES, OFFERING MARKET TIPS, OR SHOWCASING BEHIND-THE-SCENES CONTENT
CAN HELP BUILD TRUST WITH YOUR AUDIENCE.

3. USE YOUR PROFESSIONAL WEBSITE
A WEBSITE SHOULD BE YOUR DIGITAL BUSINESS CARD.FIND YOUR LISTING AND LINK THE URL FROM YOUR
WEBSITE TO ANY OUT GOING ADVERTISEMENT. SEND YOUR TESTIMONIES TO HOME OFFICE! WE WANT TO
POST THESE TO YOUR LANDING PAGE

4. LEVERAGE CLIENT TESTIMONIALS AND REVIEWS
POSITIVE REVIEWS ARE HUGE IN REAL ESTATE. ASK SATISFIED CLIENTS TO LEAVE TESTIMONIALS ON GOOGLE,
ZILLOW, OR EVEN YOUR WEBSITE. (SEE ABOVE)
CASE STUDIES OR SUCCESS STORIES WHERE YOU SHOWCASE HOW YOU HELPED CLIENTS ACHIEVE THEIR
GOALS CAN ALSO HELP BUILD TRUST.

5. NETWORK AND BUILD RELATIONSHIPS

ATTEND LOCAL EVENTS, REAL ESTATE CONVENTIONS, AND WORKSHOPS. IT IS PROVEN THAT JOINING SOME

SORT OF LOCAL GROUP NOT AFFILIATED WITH YOUR INDUSTRY CAN BE A VITAL PART OF A REFERRAL
SYSTEM.YOU NEVER KNOW WHO YOU'LL MEET, AND BUILDING A PERSONAL CONNECTION CAN BE A GAME-

CHANGER.
PARTNER WITH LOCAL BUSINESSES: COLLABORATE WITH LOCAL BUSINESSES TO OFFER DEALS OR CO-
MARKET IN YOUR AREA. FOR EXAMPLE, PARTNER WITH A LOCAL BANK, MORTGAGE BROKERS, OR MOVING
COMPANIES.
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6. HOST EVENTS OR WEBINARS
HOME BUYER SEMINARS: HOSTING FREE SEMINARS (OR WEBINARS) ON TOPICS LIKE “HOW TO BUY YOUR
FIRST HOME"” OR “NAVIGATING THE MARKET IN [YOUR AREA]” CAN POSITION YOU AS A KNOWLEDGEABLE
RESOURCE.

OPEN HOUSES: HOSTING CREATIVE OPEN HOUSES AND INVITING YOUR COMMUNITY TO THEM CAN ALSO
BOOST YOUR VISIBILITY. YOU CAN MAKE THESE EVENTS FUN OR OFFER INCENTIVES LIKE FREE HOME
CONSULTATIONS OR DOOR PRIZES.

7. CONTENT MARKETING
SHARE INSIGHTFUL ARTICLES OR MARKET TRENDS ON SOCIAL MEDIA OR CHANNELS ABOUT THE LOCAL
MARKET, HOW TO PREPARE A HOUSE FOR SALE, STAGING TIPS, AND MORE. OFFERING VALUE IS A KEY PART
OF ATTRACTING AND RETAINING CLIENTS.

8. PAID ADVERTISING
GOOGLE ADS: RUNNING TARGETED CAMPAIGNS BASED ON LOCAL SEARCH TERMS CAN HELP YOU GET
NOTICED BY PEOPLE SEARCHING FOR HOMES IN YOUR AREA.

FACEBOOK AND INSTAGRAM ADS: THESE PLATFORMS ALLOW FOR HIGHLY TARGETED ADS BASED ON
INTERESTS, LOCATION, AND DEMOGRAPHICS, WHICH CAN BE GREAT FOR REACHING POTENTIAL BUYERS
AND SELLERS.

9. EMAIL MARKETING
CREATE A NEWSLETTER TO KEEP YOUR CLIENTS UPDATED ON MARKET TRENDS, NEW LISTINGS, OR GENERAL
ADVICE. IT KEEPS YOU TOP OF MIND WITHOUT BEING OVERLY INTRUSIVE.

10. OFFER EXCEPTIONAL SERVICE
WORD OF MOUTH IS A POWERFUL MARKETING TOOL. BY PROVIDING GREAT CUSTOMER SERVICE, BEING
AVAILABLE, AND GOING THE EXTRA MILE FOR YOUR CLIENTS, THEY'LL NOT ONLY COME BACK BUT ALSO
REFER YOU TO OTHERS.

11. OPTIMIZE FOR SEO

WE HAVE INCLUDED RELEVANT KEYWORDS (E.G., “REAL ESTATE AGENT IN MAINE) IN OUR

WEBSITE CONTENT AND SOCIAL MEDIA. THIS HELPS POTENTIAL CLIENTS FIND YOU WHEN
THEY SEARCH FOR REAL ESTATE SERVICES ONLINE.
12. KEEP LEARNING & STAY UPDATED
THE MORE KNOWLEDGE YOU HAVE ABOUT THE INDUSTRY, MARKET TRENDS, AND LOCAL
AREA, THE BETTER YOU CAN SERVE YOUR CLIENTS AND MARKET YOURSELF AS AN
EXPERT.DO NOT HESITATE TO INTENTIONAL START UP CONVERSATIONS BASED AROUND
YOUR KNOWLEDGE.
13. CONSISTENCY IS KEY
STAY CONSISTENT IN YOUR MESSAGING, BRANDING, AND CONTENT. A STEADY PRESENCE
WILL KEEP YOU IN FRONT OF POTENTIAL CLIENTS, AND OVER TIME, IT WILL HELP YOU BUILD
RECOGNITION.

ULTIMATELY, MARKETING YOURSELF AS A REAL ESTATE AGENT IS ABOUT BUILDING TRUST,
PROVIDING VALUE, AND STAYING CONSISTENT IN YOUR EFFORTS. OVER TIME, YOU'LL
DEVELOP A STRONG REPUTATION AND A NETWORK OF LOYAL CLIENTS. WHAT’'S YOUR

CURRENT STRATEGY LIKE? WOULD YOU LIKE TO DIVE DEEPER INTO ANY OF THESE AREAS?
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CREATING YOUR BRAND .

Do you have a short
slogan/motto/phrase y
to use to describe your
business? If you had to
describe yourself with ¢
popular motto or slogan
would it be?

2

What is uniquely you? W
makes you stand out fro

), what

What achievements would you
like to share with your clients?
Think of personal, professional
and even socially? Tell us about
YOUR “ta das”.

hat
m others

in your field? How would

your last

supervisor or employer describe

your strengths?

6

What type of feeling would you like
to convey to your clients and to the
public through your marketing? (E.g.
formal/corporate, energetic,
sophisticated, fun, hi-tech, casual,
artistic...) How do YOU want to be
perceived and viewed and talked
about and referred to?

= ROADMAP TO SUCCESS

i IN REAL ESTATE

Do you have any previous client
or business partner testimonials
or references? If so, share them
at this time.

In describing yourself, and your
business to a client - what words
would you use? Three strong
words that you can follow up
with actions.




CANVA

1. Choose Your Design Type

When you log in, you'll be on the Canva home page. You can choose from a variety of
templates depending on what you want to create:

Social Media Posts (Instagram, Facebook, etc.)

Presentations (for slides)

Flyers, Posters, and Business Cards

Documents (for resumes, reports, etc.)

Videos and Animations

Simply type what you're looking to create into the search bar (e.g., "Instagram post") or
browse through the categories.

2. Explore the Canva Interface

Once you select your design type, you'll be taken to the design editor, which consists of:
Canvas (Center Area): This is where you'll work on your design.

Left Sidebar: This is your toolkit. Here you can find templates, elements (icons, shapes,
etc.), uploads, text options, and more.

Top Bar: This is where you'll find options for undo, redo, saving, and downloading.

3. Choose and Customize a Template

Template Selection: You can start from scratch or select a template. Canva has thousands
of pre-designed templates, so you don't need to be a professional designer to make
something look great.

Editing Text:

Click on any text box to edit the text. Change the font, size, color, or spacing.

You can also add new text boxes by clicking the Text option in the left sidebar.

Editing Images:

If you're working with a template that has an image, click on it to replace it with your own
photo or use Canva's built-in stock images.

Drag and drop your own images into the upload section on the left, and then click on them
to add them to your design.

Resize and crop images easily by clicking and dragging the corners of the image.

4. Use Design Elements (Shapes, Icons, Illustrations)

Adding Elements: On the left sidebar, you'll find a tab called Elements. Here, you can search
for and add things like:

lcons

Shapes (circles, squares, etc.)

Lines

Frames (for images)

Drag and Drop: Simply click on an element you want and drag it to your canvas.

5. Customize the Background

Color: You can change the background color by selecting the Background tab on the left or
clicking on the canvas and using the color box in the top toolbar.

Images or Patterns: You can also use an image as a background by uploading your own or
selecting from Canva's free photo library.
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CANVA

6. Add Text to Your Design
Text Boxes: To add text, click on Text in the left sidebar. You'll see options like heading,

subheading, and body text.

Fonts: Canva offers a wide variety of fonts. You can adjust font size, color, spacing, and
alignment using the toolbar at the top once your text is selected.

Text Effects (Pro Feature): You can add effects to your text, such as shadows, lifts, and
glows. Some of these are only available with Canva Pro.

7. Arrange, Align, and Layer Elements

Moving Elements: Click on any element or text box and drag it to where you want it to
go.

Aligning Items: Canva has built-in alignment tools that will show up when you drag
elements around to help you center things or space them evenly.

Layers: You can layer elements by selecting the item, right-clicking, and choosing Send to

back or Bring forward.
8. Use Canva’'’s Advanced Features (Pro Version)

If you're using Canva Pro, you have access to several advanced features:

Brand Kit: Store your brand colors, fonts, and logos for quick access.

Magic Resize: Resize your design for different platforms in one click (e.g., resizing from an
Instagram post to a Facebook cover photo).

Background Remover: Automatically remove the background of images (perfect for logos or
creating clean, professional designs).

Premium Templates & Photos: Get access to exclusive templates and stock photos.

9. Collaborate with Others (Optional)

Share Your Design: You can invite others to collaborate by clicking on the Share button in
the top right corner. You can either send them a link to edit or just to view.

Leave Comments: If you're working with a team, you can leave comments directly on the
design by clicking the Comment button at the top right.

10. Save and Download Your Design

Saving: Canva saves your design automatically to your account. You don't need to worry
about losing your work.

Downloading: When you're ready to download, click the Download button in the top right
corner. You can choose from different file formats such as PNG, JPG, PDF, or even MP4 for
videos.

Sharing Directly: You can also share your design directly to social media platforms like
Instagram, Facebook, and Twitter right from Canva.

Pro Tips for Using Canva Efficiently:

Keyboard Shortcuts: Learn Canva's keyboard shortcuts to speed up your workflow. For
example, Ctrl + Z (Windows) or Cmd + Z (Mac) to undo actions.

Custom Dimensions: If you need a specific size that's not listed, click on Custom
Dimensions in the top right and input your desired size.

Templates & Consistency: Use templates to maintain consistency, especially for social
media posts or presentations. You can always tweak them to fit your needs.
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6. Expired Listings and For Sale by Owner (FSBO)

Expired Listings: Listings that didn’t sell for whatever reason can be a great opportunity to
connect with sellers who still want to move. Reach out and offer your services, maybe with
a new strategy that could get their property sold.

FSBO: Sellers who choose to go the FSBO route might not know what they're doing or might
struggle with the process. If you approach them with a valuable offer to assist, you can
win their business.

7. Client Retention and Repeat Business
Stay in Touch: Keep in regular contact with your past clients. Use email marketing, phone
calls, and personalized notes. You can offer seasonal check-ins or market updates, so they
think of you when they need to buy or sell again or refer someone else.
Also, use a monthly newsletter to aid as a follow up. for example of an agents newsletter

DISCOVER [/ [&ine

—— YOUR LOCAL REAL ESTATE INBIDER

v T
ce e o

MAINTENANCE CHECKLIST

. ' ( ‘ [ & ?/JM (gﬂwbyy February

Location: 33 Lawson Bintliff’s Corner Brew

ISTING | *ecus™rRchmongiME 153 Water St. Gardiner ME A VY

Price: $85,000 3 :
Tues- Fri: 7am-2pm Check gutters for ice blockage
Sat & Sun: 8am-2pm Service heating system
g Vacuum & dust HVAC systems
Test carbon monoxide & smoke
detectors

Welcome to your own private oasis at 33 Lawson Ridge Lane in Richmond.

This stunning property boasts a generous lot size of 1.38 acres, providing

pe——— @ ample space for all your outdoor activities and relaxation needs. Situated

B just minutes from the picturesque Kennebec River and Pleasant Pond, this

location offers the perfect blend of tranquility and convenience. With its

prime location and natural beauty, 35 Lawson Ridge Lane is truly a rare find.

Don't miss out on this opportunity to own a piece of paradise in Richmond.

%«&\I‘()E'l REVIEW

Ingredients:
+ % cup fresh raspberries
* 1TBSP granulated sugar
* 1TBSP lemon juice, freshly squeezed

90 Doy Trend: Figures below represent the monthly average over the past 90 days preferable
Total Closed Sales Count Total Pending Sales Count  Total Active Listings Count * 1pint raspberry shorbet
(Monthly Average) (Monthly Average) (Monthly Average) * 3 cups sparkling berry lemonade
33 -12% 5 7% I.OS 6 1.Combine the fresh raspberries, granulated sugar, and lemon juice in a bowl, and
Months of Inventory Days On Market Sale Price to List Price mash them together with a fork until you have a berry puree.
(Monthly Average) (Monthly Averags) (Monthly Average) 2.Place a generous spoonful of puree at the bottom of 6 glasses. (I used 7 oz French
2 30 Avg -3% 96% Ratio

champagne glasses). Top with @ small scoop of raspberry sherbet, and fill the cups
to the brim with sparkling berry lemonade. Garnish with a few more fresh berries, if
desired, then enjoy!

YOUR MARKET ANALYSIS IS
on e fange/

Kayla Maines
Associate Broker
207,580.5069 0 facebook.com/kaylamaines,realtor

> Kayl vh group.com @ grom.com/realtor_kayl Page 50
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LEADS

Finding quality leads is one of the most crucial aspects of being a successful real estate

agent. The more targeted and consistent your approach, the more likely you are to build a

solid pipeline of potential clients. Here are some effective strategies for generating real
estate leads:

l. Leverage Your Sphere of Influence

Personal Network: Your friends, family, neighbors, and acquaintances are a goldmine for
potential leads. Keep in touch regularly and let them know you're in real estate. You can
send out a simple email or text letting them know what you do, and ask for referrals if they
hear of anyone looking to buy or sell.

Social Media Connections: Utilize your personal social media accounts (Facebook,
Instagram, LinkedIn) to let your network know you're a real estate agent. Post content about
the market, helpful tips, and local updates to remind people that you're in the business.

2. Utilize Real Estate Platforms
Zillow, Realtor.com, Redfin, etc.: These sites allow agents to claim their profiles, and many

buyers and sellers search these platforms regularly. Make sure your profile is complete, up-
to-date, and full of positive reviews. Be very cautious where you invest your monies. Its not
about the amount you spend but the way you nurture your leads.

3. Partner with Local Businesses
Cross-Promotions: Form strategic alliances with local businesses like home improvement
stores, mortgage brokers, and moving companies. You can exchange referrals or co-market in
a way that benefits both businesses. For example, a home staging business could refer clients
to you, and you can send buyers their way.
Sponsor Local Events: Sponsor events like charity auctions, school functions, or sports teams.
This gives you visibility in the community and allows you to network in an organic, low-

pressure way.

4. Open Houses

Host Open Houses: Open houses aren’t just for showcasing homes—they’re also great
opportunities to meet potential buyers and sellers. Even if someone isn’t interested in the

specific home, you can still create connections for future business.

Advertise Open Houses: Make sure you advertise them well through social media, local
listings, and email campaigns. The more exposure you get, the more leads you'll generate.
5. Farm a Neighborhood (Geo-Farming)

Direct Mail Campaigns: Send postcards, newsletters, or market updates to a specific
neighborhood you want to target. You could share information about home values, recent
sales, or community events. By consistently providing value, you’ll become the go-to agent
for that area.

Door Knocking: Drop off your card to your local insurance agencies, mortgage agents, local
lenders at the banks and. somany more companies that would and could be a lead source to
your pipeline.
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8. Offer Free Resources
Market Reports and Guides: Offering free downloadable guides, such as “The Ultimate Homebuyer's Guide”
or "How to Stage Your Home to Sell Faster,” can attract potential leads looking for help. You can promote
these on social media.
Free Home Valuation: Offer free home valuations on your website. Many homeowners will be curious about
their property’s value, and you can offer to follow up with more tailored advice.
9. Cold Calling and Prospecting
Cold Calling: While it might feel old-fashioned, cold calling can still be a powerful lead generation strategy
If you're reaching out to people who are likely to be thinking about buying or selling, such as renters or
homeowners in transition, it can be very effective.

Expired Listings and Just Listed/Just Sold Calls: These are two great types of calls to make. Call owners of
homes that just came on the market, and call people whose homes were recently sold to offer your services
for their next move.

10. Attend Networking Events
Whether it's local business meetups, real estate conferences, or community gatherings, getting out there and
building relationships is key. Relationships are often what lead to referrals and new business.

1. Create Content Around Your Local Market
Local Expertise: Position yourself as an expert in your local market by creating content about local
attractions, schools, events, or market trends. People often search for information about a specific area
before moving, and showing that you know your market will attract more leads.

12. Invest in a Real Estate Lead Generation System
If you feel overwhelmed by all the methods out there, you can invest in a real estate automated lead
generation system that helps guide you through the process. They can provide valuable insights and
accountability as you build your business.

By diversifying your lead generation strategies and staying consistent, you'll build a pipeline that works for
you. The key is to keep your methods consistent and to focus on relationships, because at the end of the day,
real estate is all about trust.

Are any of these strategies standing out to you? Or do you have any specific challenges you're dealing with
in generating leads?
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SPHERE OF INFLUENCGE

ATAPAG

Name Name

Address Address

City Zip City Zip

Phone Phone

Email Email

Entered into Database Announcement E-mail Sent Entered into Database Announcement E-mail Sent
Name

Address

City Zip

Phone

Email

Entered into Database Announcement E-mail Sent

Name Name

Address Address

City Zip City Zip

Phone Phone

Email Email

Entered into Database Announcement E-mail Sent Entered into Database Announcement E-mail Sent
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SAMPLE SCRIPT:

SOI INTRODUCTIO

It is time to send out announcements to all of your friends and relatives in
your Sphere of Influence. First, enter your SOI into a database (including
email and phone contacts). Once you've sent your announcement email,
pick up the phone and give all of your SOl a call.

NEW TEAM MEMBER INTRODUCTION CALL
Hi, (name). This is (your name). How are you?/How's the family?
How are things going? (Pause, wait for a response)

| am calling to let you know about my new career. | am now in real estate,
and have affiliated with the Integrity Homes Real Estate Group here at the
(Manchester or Fairfield) office. | am really excited about the transition.
Integrity has a training and coaching program and I'm getting off to a
good start.

| would like to ask for your help. | am thinking of mailing you a few of my
business cards - or | could give you a few next time we meet. If you know
of anyone who currently needs real estate help, or will soon need a real
estate professional, please give them one of my cards. If you have a
chance, give me a call, or better yet ask that person if | can call them to
introduce myself.

(Wait for a response, if no response, close the conversation)

Possible responses - Sure I'd be happy to do that. Reply - Thanks | really
appreciate your support.

_Or-

INTEGRITY HOMES

REAL ESTATE GROUP

&0




Response - Well actually | already have a friend/relative in real estate.
Reply - Well | certainly understand. | just wanted to let you know what | am doing
in case | can ever be of help.

_Or-

Response - I'm not sure | would be comfortable referring you at this time. Reply
- Well I know | am new to Real Estate, but | have joined a great company and
work alongside a great team who collaborates with one another, daily. My goal
is to earn your trust and respect so that | may be of service to you and your
friends in the future.

Conversation close - It's good to talk to you again, let's stay in touch.
Then address your mailing by hand, and add to your business cards a

small hand-written note that ties into the conversation you've had with this
individual, and add 3-5 business cards.

COMMUNICATION CONTENT

PASSIVELY
SEARCHING BUYERS

New Listing Alerts
Neighborhood and
Market Information
Information about the
home buying process

SO1 / PAST CLIENTS

Send thank you notes
Requests for referrals
Birthday or
Anniversary Cards
Holiday Greetings
Information about the
housing market

TARGET MARKET?

ROADMAP T0 SUCCESS

ACTIVELY
SEARCHING BUYERS

Content
geared toward
their requests
Financing
information
Information on
schools or local
areas

CONSIDER YOUR TARGET MARKET(S), COMMUNICATION CHANNELS, AND
FREQUENCY. WHAT TYPES OF CONTENT WOULD BE BEST SUITED FOR EACH
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CREATING A SPHERE OF INFLUENCE TO LEADS

Having made a commitment to developing your real estate business, it's time to take your first step: make your list!

Your first clients will almost always come from your SOI, a simple fact behind the crucial importance of your list. Don't
worry! Once you actually sit down and start creating a list of EVERYONE you know, you will be surprised to see how many
friends and contacts you have. Put down on a piece of paper virtually everyone you can think of. Don't edit, don't scratch
any names out after you've jotted them down. The goal at this moment is simply for you to make the list.
Down the road, you can qualify people on your list. Writing everyone down will also help you in the near future to make a

commitment to talk to that person.

1. THE MEMBERS OF YOUR FAMILY

A. Father/mother
B. In-laws

C. Children

D. Brothers/sisters
E. Aunts/uncles

F. Nieces/nephews
G. Cousins

H. Grandparents

2. CLOSE FRIENDS/DAILY ASSOCIATES

A. Friends/neighbors

B. People you work(ed) with

C. People your spouse/partner/roommate works with

3. THOSE YOU MET IN ORGANIZATIONS/CLUBS
A. Religious group members, if applicable
B. Civic groups (Rotary, Exchange, etc.)

C. Political clubs

D. Missionary societies, brotherhoods

E. School groups, boosters, PTA, etc.

4. THOSE YOU HAVE BEEN ASSOCIATED WITH IN THE PAST

A. School mates (use school yearbook)

B. Former job associates

C. People in your former town

D. College mates

E. Army buddies

5. LIST OF ACQUAINTANCES ALREADY AVAILABLE
A. Holiday card list

B. Civic Club

C. Fellow employees

D. Personal Phone Book

6. THOSE YOU DO BUSINESS WITH C(WHO YOU BUY FROM)

1.Who does your hair?
2.If married - Who was the best man/maid of honor at
your wedding?

3.Who takes care of your animals?

4.Who is your nurse/doctor

5.Who is your lawyer?

6.Who is your jeweler?

7.Who fixes your laptop?

8.Where do you buy your outfits?

9.Who processed your latest family photos?
10.Who do you know through your children?
1.Who are the local store owners in your area?
12.Who is the principal of your local high school?
13.Who works at your bank?
14. Who owns the bowling alley where you bowl?
15. Who sells you hardware supplies?
16. Who sold you your furniture?

17. Who does your dry cleaning?

You get the idea. The questions above are just a guideline, naturally - we're positive you'll come

19. Who sells you golf balls?

20. Who repairs your electronics?

21. Who is expecting a baby?

22. Who is your florist?

23. Who is your postmaster?

24. Who is your barber/ hairdresser?
25. Who is your painter and decorator?
26. Who sold you your pet?

27. Who heads the local PTA?

28. Who owns the local grocery store?
29. Who has a business that is successful?
30. Who sold you your car?

31. Who sells you gas?

32. Who is your car repair person?

33. Who does your nails?

34. Who washes your car?

35. Who owns the hardware store?

36. Who is your butcher?

37. Who sold you your appliances?

38. Who does your taxes?

39. What restaurants do you go to and who works there?

40. Who manages your local theater?
41. Who is your optometrist?

42. Who is your dentist?

43. Who is your sports coach?

44. Who sells you shoes?

45. Who is your local printer?

46. Who are your neighbors?

47. Who is a server at your favorite restaurant?
48. Who runs the local gym?

49. With whom do you play sports with?
50. Who is your landscaper?

51. Where do you buy clothes?

52. From whom do you rent?

53. Who are your friends on Facebook or any other social

media site?
54. Who is your bank teller?
55. Who owns the bakery you frequent?

up with many other people you've come across - all potential future clients and customers.

ROADMAP T0 SUCCESS
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Loan Programs

Portfolio Mortgage Loans
203K Eligible Repairs
Maine Housing First Home Advantage program
Maine Housing First Generation Loan program
ReverseMortgages
Bridge Loans
ARM (adjustable rate mrtge)
Construction Loans
Jumbo Loans

Loan Programs

Conventional

* 5% minimum down payment requirement is typical
+ Seller concessions are limited to 3-9% of sales price
* PMI required over 80% LTV

* Additional options are available

FHA

* 3.5% minimum down payment requirement
* Upfront mortgage insurance premium financed into the loan

* Condominiums must be on FHA approved list or meel single-unit spot

approval requirements
* No income limits
+ Seller concessions up to 6% of sales price
» Gifts for down payment are allowed

USDA

* Property must be in a USDA approved area

* No down payment required - 100% to 102% LTV financing based on
appraised value

* Possible financed closing costs

* Reduced monthly mortgage insurance premiums

* New and existing homes eligible

+ Seller concessions up to 6% of sales price

* Condominiums may be eligible for financing

* Not restricted to first time homebuyers

* USDA income limits are subject to change and need Lo be accounted fo

different counties. Visit www.rd.usda.gov for more information.

VA

* 0% down payment requirement”

* Must meelt VA eligibility

* No Mortgage Insurance

* VA up front funding fee financed into loan
* Disabled veterans can waive funding fee

ROADMAP TO SUCCESS
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MORTGAGE DOS & DON'TS
DO’S

DO STAY CURRENT ON ALL EXISTING ACCOUNTS
Late payments on your existing mortgage, car payment, rent or anything else that can be
reported to a credit reporting agency and can cost you dearly. One 30 day late payment can
cost you 30-75 points on your credit score.
DO CONTINUE TO USE YOUR CREDIT AS YOU NORMALLY WOULD
Red flags are easily raised within the scoring system. If it appears you are diverting from your
normal spending patterns, it could cause your score to go down. For example, if you've had a
monthly service for Internet access billed to the same credit card for the past three years
DO NOT DEPOSIT LARGE SUMS OF CASH
Do not deposit large sums of cash into your accounts unless you can provide documentation and a
complete paper trail. If you have any deposits that are not related to payroll, tell your mortgage loan
originator right away.
GETTING GIFT MONEY
Make sure you speak to your mortgage loan originator before receiving, depositing or using any gift
money. It is very important to follow the proper procedures.
DO CALL YOUR MORTGAGE LOAN ORIGINATOR
If you receive notification from a collection agency or creditor that could potentially have an adverse
effect on your credit score call me so we can try to direct you to the right resources and prevent any
derogatory reporting to credit bureaus.

DONT'S

DON'T APPLY FOR NEW CREDIT
You will receive invitations to apply for new lines of credit, do not respond. If you do, the company will
pull your credit report and this could have an adverse effect on your credit score. Likewise, don't
establish new lines of credit for furniture, appliances, computers, fences, etc.

DON'T PAY OFF COLLECTIONS OR CHARGE OFFS
Once your loan application has been submitted, don't pay off collection unless the lender specifically
asks you to in order to secure your loan. Often times, paying off old collections will cause a drop in your

credit score.
DON'T CLOSE CREDIT CARD ACCOUNTS
If you close a credit card account, it can affect your ratio of debt to available credit which has a 30%
impact on your credit score. If you really want to close and account, do it after you close your mortgage.
DON'T MAX OUT OR OVER CHARGE EXISTING CREDIT CARDS
Running up your credit cards is the fastest way to bring your score down and it could drop up to 100
points overnight. Once you are engaged in the loan process, try to keep your credit cards below 50% of
the available credit limit.

DON'T CONSOLIDATE DEBT TO ONE OR TWO CARDS

Once again, we do not want you to change your ratio of debt to available credit. Likewise, you want to
keep beneficial credit history on the books.
DON'T RAISE RED FLAGS TO THE UNDERWRITER
Don’t co-sign on another person’s loan, or change your name or address. The less activity that occurs
while your loan is in process, the better it is for you.
DON'T CHANGE ANYTHING ABOUT YOUR CURRENT EMPLOYMENT
Changing jobs, being laid-off or taking medical leave can adversely affect your mortgage. Lenders verify
your employment on the day of closing. If your employment status changes, please consult your mortgage
loan originator right away.
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PRODUCTION

GOALS WORKSHEET

INCOME PROJECTION FOR THE YEAR

FILL IN THE BLANKS TO SET YOUR INCOME GOALS.

1 My income goal for next year.

2 My average commission per transaction last year.

3 EurElQ))er of transactions needed to reach your income goal (divide #1
Y

PROSPECT CALCULATOR (INCLUDING DAYS OFF)

FILL IN THE BLANKS TO SET YOUR INCOME GOALS.

Number of closings desired from above (Net closed transactions)

Divide by 0.9 (Gross transactions)

Multiply by 2.2 (Appointments)

Multiply by 8 (Prospects)

Divide by 50 (Contacts per week)

Divide by 5 (Contacts per day)

“IF YOU DON'T KNOW WHERE YOU ARE GOING, YOU MIGHT END UP SOMEPLACE ELSE.”
-YOGI BERRA
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PRODUCTION
GOALS WORKSHEET

ADDRESS SAES | LSTORBUY | SOURCE CLIENT NAME

1

2

3

4

5

6

1

8

9

10

1

12
SOURCE TYPES AND TALLES:
A REFERRAL P FAMILY . EVENT P FACEBOOKLEADS  |U___ EXPIRED LISTING
B PAST CLIENT G______CLOSEFRIEND L______FSBO a_____ o D00R KNOCKING
C___ POSTCARDS Ho__ sol M FARMING R OTHER RESOURCE
o SOCIAL MEDIA o WALK-IN N LEAD $ LISTTOLEADS s COMMUNITY GROUP
e NETWORKING ) OPEN HOUSE 0 WEBSITE T BIZ AFFILIATE T OTHER
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YOUR 18T
TRANSACTION

The first step in the Mortgage Process is getting prequalified for a

Step 1. Loan Application & Pre-qualification

mortgage loan. Prequalifying determines how much the client can afford
to spend on a home based on where they stand financially,
considering their income, debt, and savings. They will fill out an
application, and their Mortgage Loan Originator will help them
determine the purchase price they can be prequalified for, and a loan
program that is best suited for their goals.
Step 2 Documentation

When filling out your application, make sure to tell the client to have these
documents available:
* Drivers License
* 30 days paycheck stubs
* 2 months bank statements
* 2 years W2s

Step 3 Home Shopping
Now that you have a pre-qualification letter and a price range, we will help the client
with their home search! Discuss their
home preferences and location with the client. We
will schedule showings of properties that fit their desires. When the
perfect home is located, we will present their
offer to the seller.
Begin the Loan Process

When your client and the sellers have agreed to the terms of the sales
contract, send an email to the Lender and the Seller agent congratulating everyone for
being Under Contract with a timeline that matches the Purchase and Sales. You will
attached all documents to this email so everyone is not only on the same page but
everyone is in a communication alignment.
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Begin the Loan Process

Once all parties have agreed to the terms of the sales contract, the mortgage loan originator will request additional documents
and information from the client to begin their official loan process. A “Loan Estimate” will be provided within the next couple
days to detail the loan specifics such as the interest rate, monthly payment and total
closing costs.

Inspection and Appraisal

Its common to recommend up to 3 preferred Inspectors if your client doesn't have an inspector preference.
If an inspection has been listed as a contingency on the contract its vital to order this right away to meet the days of the Due
diligence. The inspector will check for any structural and/or material defect, items
the client will want to know about before the purchase, and provide a detailed report. After the inspection is complete, the
mortgage loan originator will order the appraisal. A licensed appraiser will assess the
property’s size, condition, and location to determine its current market
value. They will also return a detailed report back to the buyers mortgage lender for full review and approval.

Underwriting
A Mortgage Underwriter’s job is to confirm that you are qualified to receive a mortgage loan. They consider factors such as
credit history, employment history, and income when determining whether to officially approve the loan. At this point, they will
likely request further documentation and information from you to ensure you will be able
repay a mortgage loan for 30 years.

Conditional Approval

Once the underwriter has reviewed all the documentation, and it meet the requirements, they will issue a “conditional
approval.” However, this approval will still have a few items needed to get a final approval.

Final Approval and Closing

Once the additional items from the conditional approval have been cleared, the underwriter signs off, giving a “clear to
close”. The file will now move into closing. This is where we get the paperwork ready for
you to sign and move the money to the title company to pay for the
home.
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SAMPLE FLYERS

House Hunting Checklist- Buyer
Buyer Closing Checklist

Buyers Roadmap

Buyers Agent Compliance Checklist

Sellers Roadmap

Sellers Agent Compliance Checklist
OPEN House To do Checklist
Residential Input Form: Found on FLEX MLS in your Dashboard

UNDER CONTRACT Timeline for Client & Opposing Party

©® ®©® @ ©® ®©® ®©® @ @ @ @

Utility Provider Worksheet Prior to close for Clients
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HOUSE H TIN Date:

Time:
Property Address: Neighborhood:
#Bedrooms  #Bathrooms ~~ Total Square Feet Living Area:
Price: Lot Size: Year Built:
HATE OKAY LOVE HATE OKAY LOVE
Curb Appeal OO0 OO Master Bedroom £ € @y ©)
Exterior Condition GO0 O O © Master Bathroom () ) Q) O 2
YardCondition/Size O O O O O Bedroom #1 () ©) O )0
Garage S0 OO Bedroom #2 ) €)Y ) )
Floor Plan ) O 0 O 0 Bedroom #3 ) ©) ) O O
Living Room OO O O Bathroom #1 C1 € ) C) £)
Dining Room S0 0 0O Bathroom #2 sfafefcta
Kitchen &I 60 Bathroom #3 ) O O Q) O
-Appliances &G0 6O Closet Space O 0000
Laundry Room OO O © Storage Space L O O O 0
--Appliances OO0 00 Hidily/ oo 0 O Q) Q)
A/C and Heating O 0 O 6 Security SEIEGRCES
ADDITIONAL NOTES & HOUSE VIBES
THE NEIGHBORHOOD
Are the surrounding homes well maintained? O YES (O NO
Does the street & neighborhood feel safe? O YES () NO
What is the vehicle traffic level? O BAD (O OKAY (O GOOD
What is the noise level like? (O BAD (O OKAY (O GOOD
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BUYER CLOSING CHECKLIST

rOWO QK

KEEP IN CONTINGENCIES MOVING GET NEW CHANGE OF TRANSFER
CONTACT W/ COMPLETED. COMPANY. HOMEOWNER ADDRESS. UTILITIES.
INSURANCE. Change your address  Begin to think

REALTOR. The most common Reserve a moving
My job is to help contingencies are  truck or schedule oialt o at USPS & forward  about Setting up
Homeinspection, YOUr friends and N mail. Notify work, electric, gas,
t):\:uhson:embt "i‘:‘t ‘{ ety olp families about le::?r:s\z':;:::d school, bank, DMV, phone, internet,
'Zh g ! | Financing. helping move! biiideriod etc. of your new  water, etc. to be
P'°C:55 wi (= Start filling b"; s | S0 address. turned on Day of
c:r; (;::l:sus A efore closing. estimated closing
% I |
m 0 - ] ] ]
TITLE FINALMORTGAGE ~ FINAL WALK- CLOSING CLOSING DOCUMENT-
CLEARED. APPROVAL, THROUGH. DISCLOSURE. PACKAGE. ATION FOR
Your mortgage  Your creditscore  The homeshould  This lists the final  You may want CLOSING.
lender will & finances will be in the condition terms of your loan, to request the Hoire oariers
require a title  be checked by an stated on the final closing costs, closing package insurance
search. Purchase underwriter. DO  contract. Repairs & the details of who in advance if tintiack with' the
title insurance. NOT apply if any, should have pays & who receives you prefer to seller
ext_end any been completed.  money at closing. read each_ home inspection
credit cards or document in report, loan
loans. detail. documents, a
government-

issued photo ID.

b
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HOME TOURING ,ZO/W

ROADMAP TO SUCCESS

Property Address: Neighborhood:
#Bedrooms  #Bathrooms ~ Total Square Feet Living Area:
Price: Lot Size: Year Built:

HATE OKAY LOVE HATE OKAY
Curb Appeal Y i 0 O © Master Bedroom O O O
Exterior Condition 06 O € Master Bathroom ) £ Q)
Yard Condition/Size () () () () O Bedroom #1 ] 610
Garage S O 0 Bedroom #2 C) ©) ¢
Floor Plan OO0 O OO Bedroom #3 O O O
Living Room € it ) O ‘@ Bathroom #1 O O O
Dining Room @6 6 60 Bathroom #2 ¢ © ©
Kitchen e leNeE® Bathroom #3 SRIES
--Appliances OO0 O O Closet Space O O O
Laundry Room O 00 O © Storage Space O O O
--Appliances O 00 00 Utility Room G O ©
A/C and Heating O C O O Security O O O

ADDITIONAL NOTES & HOUSE VIBES

LOVE

) O

-/

)

./

O O @ OO0 @ © O O ©)

@ @ O O O QY

THE NEIGHBORHOOD

Are the surrounding homes well maintained? O YES

Does the street & neighborhood feel safe? O YES
What is the vehicle traffic level? (O BAD () OKAY
What is the noise level like? O BAD (O OKAY

INTEGRITYHOMESREALESTATEGROUP.COM

~
/

BIERE O

NO
NO

GOOD
GOOD
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INTEGRITY HOMES

REAL ESTATE GROUP

@ l-:-gm.s

WAHOO!
PRE-APPROVED

Meet with a lender,

prepare your credit and

set a budget.

APPRASIAL

Professional appraiser
ensures the property is
worth the loan and

purchase price you agreed

o p:l\'.

HOME OF
YOUR
DREAMS

Meet with you to discuss my

responsibilities to help sell

your home and Make a

INSPECTIONS

"Dream Home" List

OFFER ACCEPTED

Schedule inspections and All negotiations are
negotiate any repairs
requests and issues from have sngncd the
inspections. contract.

DOCS TO LENDER
Make sure all requested
docs are sent to your
lender prior to closing,

MOVING DAY

Woohoo! You
bought a house!
(S

N

SEEEEEEEEENEEEEN G&E@ LR N N NN NNENERSERNRSESHSES.H;

"
4
CLOSING
Receive keys
and celebrate!

S

TITL

u

=

|

o

123

=

. . . n
lll'l(l review [l[IC msurance =}
a

-

-

"

u

"

THE BUYERS

4

Most sellers dream of a stress-free sale. For this to happen, you'll want to be prepared and control the
factors that could significantly impact you. Here are nine steps to help you prepare.

immmyg
=

n

HOME TOURS =

o

=

L X u
I'ime to Tour homes . u

n

n

n

n

"

5

"

o

EEEEEm |

lll

MAKE OFFER

Research comps in the

finished. Both parties  area. Keep in touch with

your l'k‘llll’()l' Lo secup ll\L‘

best offer.

E COMMITMENT

Sign deed title company

policy docs
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OO0 oodobboddogobdd

CHECK: ELST
BUYER: REPRESENTATION

EXCLUSIVE BUYER REPRESENTATION

DISCLOSED DUAL AGENCY CONSENT

REAL ESTATE BROKERAGE RELATIONSHIPS FORM
ARSENIC WOOD

ARSENIC WATER

LEAD BASED PAINT ADDENDUM (IF APPLICABLE)
PURCHASE AND SALE AGREEMENT

EMD

SIGNED/INITIALED DISCLOSURES FROM MLS OFFER
DEED/TAX MAP/ PROPERTY CARD

MLS REPORT SHEET

PROOF OF FUNDS OR PRE-APPROVAL LETTER
MADE APPLICATION LETTER FROM LENDER

BUYER QUESTIONNAIRE (FROM TITLE CO)
ADDITIONAL ADDENDUMS (IF APPLICABLE)

TITLE CLOSING DOCS

AGENCY COOPERATIVE COMPENSATION OR SELLER

COMPENSATION ADDENDUM (WHICHEVER IS APPLICABLE)

INTEGRITY HOMES
REAL ESTATE GROUP

@@
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THE SELLERS

e

Most sellers dream of a stress-free sale. For this to happen, you'll want to be prepared and
control the factors that could significantly impact you. Here are 12 steps to help you prepare.

foh . a
.-.-.---ﬁa I.l..-.-.-. m ° l-..l
\’ “ n
P u A a
n
INTERVIEW PRICING STAGING :
Meet with you to discuss my A FULL in person review of  Assist in Staging your ~ ®
A Glilirioe ¢ | o | " . . AR AR P : 5 L]
responsibilities to help sell your your home to establish home to make it's debur g
home. comparable homes and decide on the market. .
on a price for your home. "
|}
(o L2 = r s
o 3 .
ol ] - o ]
~-EEEEN lllllllln—lllllllll [éllllllllll Emmn
o
= L= tl
o - PPINT/NO - P TSPV T4 oy ~ ,
. SHOWINGS MLS MARKETING PHOTOGRAPHY
: We will arrange an open ] wwillie 2 ; ) Airanse o havevaiir
" }o e our home will go We will devise a strategic Pl ]
ouse event to potentia e i : § TS L T
: S ulin L live on MLS and be marketing plan to reach home professionally
rers while cre: 2kinds . 4 s it ey
- f_. { e I E“ [ i VICW Jblt o l)u} ers maximum exposure. Plll)[()gl .lph( ({ W |[l1 Drone
m OF auc I('nu.\ WhHho are pu CCt on l‘C:lll‘Ol‘, 7.i||0\\'.ctc
: for your home
0 OFFER
- OFFER P
0 - —
..... l......'....".l;— EEEEEEERER |......'..=
— :
n
OFFERS UNDER CONTRACT NEGOTIATIONS :
. R After choosing an offer I . : =
Review all offers & accepr, ALEr ChoosIng an orier, Negotiate any repairs o
deny or counter any offers. your home will be under requests from the buyer =
- contract after terms That inspections IF ANY or if .
% ) 7 YOU have agreed upon. vorchonss to: =
¥ . Ed
o
o
B

=
Q % CLOSING TITLE COMMITMENT

[ ‘\ Woohoo! Hand over your Sign and review title
/ keys and celebrate the documents.

selling of your home!
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W

CHECK LIST
SELLER. REPRESENTATITON

EXCLUSIVE RIGHT TO SELL AGREEMENT
DISCLOSED DUAL AGENCY CONSENT
REAL ESTATE BROKERAGE RELATIONSHIPS FORM
ARSENIC WOOD
ARSENIC WATER
LEAD BASED PAINT ADDENDUM (IF APPLICABLE)
PURCHASE AND SALE AGREEMENT
COPY OF EMD
SIGNED/INITIALED DISCLOSURES
DEED/TAX MAP/ PROPERTY CARD/ SURVEY (IF APPLICABLE)
PROOF OF FUNDS OR PRE APPROVAL LETTER
MADE APPLICATION
SELLER QUESTIONNAIRE (FROM TITLE CO)
ADDITIONAL ADDENDUMS (IF APPLICABLE)

TITLE CLOSING DOCS

AGENCY COOPERATIVE COMPENSATION OR SELLER COMPENSATION

ADDENDUM (WHICHEVER IS APPLICABLE)

INTEGRITY HOMES
REAL ESTATE GROUP

@H.
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SET UP LISTING ON MLS

EDIT LISTING, GO TO ENABLE SHOKWING TIME

EDIT LISTING, ADD OPEN HOUSE
SIGN ON PROPERTY ATTACH BALLOONS DAY OF

POST 3 DAYS PRIOR, SOCIAL MEDIA ANNOUNCED

SIGN IN SHEET
(] 7TPACKETS OF. PROP DC, TAX MAP, DEED & MLS REPORT

(] SNACKS. SWEET, SALTY & MINTY

[J _BUSINESS CARDS
[J__ PpENS
(_J MORNING OF HAVE CLIENT LIGHT BAKED APPLE PIE SCENT
] OR SIMILAR TO GIVE HOME A COZY FEEL

(J IF HOUSE HAS YUCKY SCENT HAVE CLIENT PURCHASE 2
() FEBREEZE OR GLADES DAYS BEFORE IN BATHROOM OR
(] HALLWAY

() SUGGEST CLIENT COMPLETELY THINS OUT ALL OPEN
() AREAS WHERE ITS WHITE, IT NEEDS TO BE ESP. CLEANED
(] AND MADE WHITER.

0 A e A ) )
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Residential Input Form: Maine Listings Page 1046
[General nformation |
Latin g Mo ber Colatng Mavber
[Adar ess information J
Lo peay Sub-Type'
Sued ¥ Im Directice? Skeel Name Sueet Type* Sweet Drection’ Uit ¥ County®
Tomn® StateProvinee” 2 Code’ 2p 4 Amn's Langth TaxiD
Transaction
|Locason Information |
Leasad Land” Book Page Map
Bleck Lot Zonlog Zonlog Oxeday”
Neighbomood fa sod ation Asoclation® AsmccltionF e FeeFrequncy Paa'
Envarce Fee School Davct” Eull Tax Amount § TaxYeu
HERS Cerlified”
Contract inform ation J
Comp Lsting” st Date Showing Date Explation Date
st Price
(Property inform ation |
Suneyed Seasanal® Short Sake Continue to Show' DeedComeyance Type Ofered’
Other DeedCommpance Type Ofered Daea* Deed Resviciona* Bank Owed REQ"
2 Dotac had Mouses on 1Lot* ERooms S Bediooms S Eeplaces
EEUL Bath s Basement HHal Baths Bassment EEU Battis Level 1 CHallBathsLevel 1
CEW Baths Level 2 el Baths Lewel 2 EEU Batis Level 3 CHallBaths Lewel 3
AU Bath s Up per el Baths Upper Cokor Yoar Bulk
SoFLFlnished Above Oeade SoF L Flnlshed Below Orade SofLSowee” Othar Source of Square Foolge
Gacage’ Ganage Spaces Lot S2e Acres +/. Source of Aceage*
Acreage Other Source Road Fravage* Road F rontage /- Source of Road Frontage'
Road Front Other Sarce
[Misc info ]
Owner Name ntemal List ¥ Lstiog Agresment®
|Remarks |
Directicns
Remanks
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Residential Input Form: Maine Listings

Page 1ef5

(S 1o 5 reqd ] (e | (ot 10 35 req'd
[ Aglatnre [T Cte S [ s [ o [T AFrame MM A
[ Comur lat [ PastreFunt [ Mswrsdos) [ Tes'Wna [T oue s Beatan [ Marsant
[[:cuo.a- ;uouvan 0 > Conda ~N If‘.-.- [ tiewt
r‘::-u.. [ Sewaks T wwCommneana [T Temusur ECC: fr:::n
pnm.-unn ;uuuu-.c [ Pamemd pa_. L
L Moxtat |p“ Cdaval [ Fanas
M Open [ Caelt T — J [T Camtampucary [ Rucming Mouse
Lesafion 110 23 mq'd | [T Osvashe [~ R gueata [[:c..“ r‘:"’“
[~ Abts Gormav @i [ e Town [ Ospeanat [ Trash Compacne [ Owpten [ Sethee
[T Busionss Duris [ hae Tumpbumtwsae | O [~ Wt Oven [(rantam [~ Snge Siye
[ Mmnre Ouret [ Mghtnrmand [ Eatie Runge [ Wb [ Fotant [ Snghe Wite
[ et Pk [ oo Park [ G Rarge [ one ' — (o8 By
[ e L [~ Cttae Location [ Ot spgturcns g [ Tomteue
s Bt [condomnnm ] [ b [ ewsan
[ New Camey OB [ Shapging st [ unt Tww r
[ Mew Gof Course [ 5% Resent LSty 8 | Constaucton. 110 10 mqd
[ M Pubte Baach [ Suttvaian Feas [ o Bam [ Pest s Buam
[ ewr Rboad [ Sutrtan [ FHA Cantic dion M [ Shest Frame
[ Mo Shegping | VA Certication [ Massney [ Srvusl walded
(Baas. 1% 0 reqd L oo
= = T M Metie [ Wand Frame
Cheine Cre Al Llate
[ Gramion [ Pubtie Nt Mantanet FI:%':. |Basament. 1 % 13 reqd
[~ Ot Rt [~ Rt of Way — [ ik Abatar [ hane
[iPane 2 Banutastuwed Home j Cifuhnas L Cer
] [ ke r[‘_cus.. I'l:hﬂ
b. Oayight EWS
[T Mae Roat Acowss [ Al aian [T Fisine [ Unfinabed
[N Mgt [ Rl SpunSiang [Manwfactured Home Addmonal info | Fra [~ Wathout Accas
Water nt%o | [ e [ swe [ O Dmarption
ry—— B P UC g 0w ST Pt T gy
%'::“O-.‘ f'?.u—u- [(:a.»-u [ nowier
[ Wate Frentge Sharwt M n She ViedeAna ne f—m I'r:.. TRl
~ | She Lacdion
[“Vite Besy Rane [ s e Ml Mo vad e s 1 ine Foundation Materials
Fee e [ oen [ PP P
1 [ o Manar [ Powsd Conr it
[Source of Water Frontage | Kixchen Courteriop [ Grante e
i T— [ At Recods [ Buniee Ban [ et [ GraveiPed [ e
[ Oves Ciate rr:o-—- g: M one
P Famea L
l[::moa-s“ W [ G [~ St Suface l'_-ﬂ-um =
Camprator Aol S Mo
(W 800y Type ] taren Emstuntens | [ o e
o [~ Conan CRewn Extubm [Fa [~ Sute
[ Bk [ Pord [ Mamtrars [ TaGrawt
MCow [ e [ Mt [ ™.
[ oarer [~ Srean [ o [ wome
Cise [ Pt
(Recreationaiwater |
[MBaafigs [ rary
[T BestMedeng [ Oosantrant
[T Bensip [ Aue
[ Commun [ AwrBedSran
[ Owatet [ ROW e Water
[ Den [ Waterrort Duvp
[T LS rash Water [ Waterrert Tind
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Residential Input Form: Maine Listings Page 4008
[Exmasac: 110 19 reqd | [Amenmes | (Energy Eficiency )
[~ Admwrum Samg [l [ wtFlow Budoem [ wigation Systen M. sEeRac [ ewE Windsa
[ Asmsten [ eg Sung [ wtFiose Priosey [ Lamey - 14 Fue [T 14 sEERAC [ ObanBuee veamal
[ Ashar [ Mt Crae Batrnm wBah [ Loty - 2nd Flser [T 908 Emdet Fumace  Remaia
o [ Otwe f::‘“""“ CLamey - Coin [ Ceteg Fane [ Pogammaie
[T asn [T Shnge Seng ( r— [ Landy - Medup [ Owwmittie I"I '"'"m
[T 8k Ve [ e r [ e Pl Lving [ Dautie Panve Wintows - o
[ Cuptmare [ Vertionl Sdng I‘M-—m [ Other Amiten [ Oatie Watt (12 % f‘m.:-
Canstna o
[ Conpatitn [ Viny Sitng [ Conpest Todat CiPasy [~ Sarm Ouees
[T Conre [ W Suting - [~ P ot Al Gr awrt [ Enany S Apphances S
[ Fier Camant Bwwatr Fraght [P esbin Grasnd [ regh Efcuney Water ™ Windows
T Bty P o e g Mo T Tahbein Wate Mader
| Mmat Sysmax 1% 18 reqd ] [ EsosttorStar “:m:"‘“ [ wsdited Founduainn [ Trphe Glase Wintova
[ Basbad [ Mot Water [P r o [TLED ugnFivr - [ Varatie Spuat MWAC
[ B [ s 2eve [ Foe Sptem [ Saehinr T Y] ]
[~ Ovet Vart Fumuos [ Mo posst St [ Furduee et [Fsame r [ Ober
r‘:“‘*"""" rf:av g'-::.-" [ T Coun [ Canarete [~ Puvat
€ war i Muatoyg Paee Aactaart tut
S g P [t Qs F:.-l [ Audamed
[ Cwaramu [ Soae o [Patio and Porch Features |
[ty [ S i Cron [Baing. 1107 mqa ]
[ e e [ Sove Fa P [CPens . M1.4pae [T Ontise
1012 J [ Pute 75 . 1080 [~ On Sreat
[NCes Co [ 11. 20 Specm [ Otar Pating
= o o — [Ac cosspamy Amenmes | C2v paa [ Puvet
e r [ 22 . 5% neh Osems Miwd Enry [ asme [ Tatem
I"'a-“. r."" [ % mah Doars [ O Accusbitin [T nePaning [ Bearie Whide Orangeg
(‘u.u:“ r-'.."""" [ % . @ s vt [T O BanMatiotions [ OF e Famens)
- ro— [ voud [T e vats [T Rampnd Man Lowd [T On St
[ hoe et At [T BewtaCrairlit [T Rds v Sruwe [ Reervat Pasing
1% 12
[Equpment J 19 16 ]
?:::. r[:?,.:u — [~ e Radun Mitpatan [~ Gurmestr 1w [~ OmaEnry oiiving
r—.uM r— S pan r“h.‘w r)@ ruand
Fhtems ot o [~ Ot Eqipenet 2 G [ Mo Vehicie Sty age
- - [~ Cunt d Vauum [~ Saetite O [C4eCar [~ Oher Velie Sy age
el b - [Coaue [ Watw Ratin Mgl [~ Asadwd [~ Swage Aow
cm | L o8 Smem [ Avte Do Cpaner [ Totom
Graan Cacttication. up to & j LlCama Lt
& 104 - lr-. ———y e [~ Owadvat
AL Uns Mire [~ Mo Energy Autt [ Paminan Structures
[T Cartrat Ne [ Otee Avslatie [ Zors Enaryy Ruaty ‘;_-L = ]
[ v e [ LEED for Mums i - r_o.""‘""
T ] [~ CtwerSee veema Quifhiting et
[ Camt [ Over [ a Enparge Aurarta F':‘: F"“"‘
[ Convrae [ vy [ Lowfies Foaue [ Wihate Mo Fan [[3Pas E"'
Dhar oy Civae i B’ (aeomay
- (MRS Rating ) [0 Dags Mot
i [Elcaic. 190 11 req'd ]
[T Vew o HERS Rutivg e
[ Camtioation T g agtacs That Pamy
[oeeny Stvags Daien  Owmd
[ uses [ Thvee Pruse
[~ Gerarstw Masiup [ Undegrownd
[ e Enare [ Unirnaun
[Con ow e
[ On the
g — [ Wit Turtine Tt Pusty
[~ Pronwtaons S
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Page 5ol

(s ) (atac 1208 mqa | Special Usting Conmom
Mree [ ke Oawn [ Seasornt [ Awtian r““".‘
[ Ut On rl:m ‘l:m [’:“M rr:ma—-o-u
Otbwr Wl Endrgae Se Corwmrmtiraig W S
(s tt08 mad ]l‘m. [t Mttt on St [ D Owenet [~ sdae
[ e [ Cte G [ e [ Fomdnne [ ™t P ary sppen s
r[:nu-u.u.n rr:m 1 [ setion of Oetiact [ Taat
Mot - On Ske Y |Showing nssic soss. 1 % 19 req'd
e Cus [ Cat inting B dhar [ty Ofoetiat  (Uisting Terms
[ ot Unting O A am ey [T 1201 Enpange L
1to 10 J [ Gt Owner [ Maranonl Lot [~ Asmmatie [ Owrver My Cany
™ [T Segtic Onign Avalite [~ Gl Tt [ Ntion Requied [Ccan
[ o [ Segtic BdungenSte [ Barenic Lackine [~ v Shaving
[ Pivate Sewer [ Segtic Mvated [ Gl Usting B dher [T Pe o Pumins
[ Pt Sewae [ 0l Tost At [~ Gl Usiing Ofos [ Srow Wit N o
[ CumsPunte [ Unirann [~ My @ Usting Ofce [~ SruweyTime
[ eneCantignn [~ S an Progany
[ Usting Agert Must [ Tast Unting Agurt
Asnevay
[Roam w¢ormason
B Samar Femam o Jami

N Ot | Baivam 1| Beaivaam 3 | Beateoan ) | Beatnaan 4 | Bairoan § | Bedrosm § | Bairam 7 | Bedran § | Bedrasn § | Dedeosn 10 Buieoan 11 | Bedvasm 1]
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YOU'RE UNDER CONTRACT!

DATES & INFORMATION TO REMEMBER

57 Dexter Pond Road
ADPRESS Winthrop, Maine

i Twin Lights
COMBEANY Settlement
PURCHASE )

PRICE $2)0,000
CONTRACT

EXECUTED Nov 10, 2024
ESCROW

DEPOSIT $3,000
ESCROW

DEPOSIT DUE Nov 15, 2024

APPLY FOR
LOAN BY Nov 14, 2024

INSPECTION _
PERIOD ENDS Nov 15, 2024

EST. CLOSING
DATE Dec 13, 2024
Integrity Homes Real Estate Group Rizzo Matson, Realtors
Buffy Dumont Mark Michaud

Suzannah Hinton

United Veterans
Bill Musick Page 77
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INTEGRITY HOMES
REAL ESTATE GROUP

@ B

UTILITY & SERVICE PROVIDER INFO

Property Address:
Electric Company: Account #:
Gas Company: Account #:
Fuel Company: Account #:
Internet Provider: Account #:
Satellite/ Cable: Account #:
Water: Public Private
Sewer: Public Private
If Public, Provider: Accounttt:
Trash/ Recycling Provided: Yes No
Bags Can Be Purchased At: Pickup Day:
If Private, Trash Company: Location:

PLEASE PROVIDE ANY OTHER INFORMATION IF APPLICABLE

Pool Service Company:

Landscaping Company:

Snow Removal Company:

Alarm Company:

IrrigaQon Company:

Plumber:

Electrician:

Other:

UTILITY / SERVICE

Page /8
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Buyers Transactions

ME REAL ESTATE COMMISSION FORM

EXCLUSIVE BUYER REP. AGREEMENT COMBO
DISCLOSED DUAL AGREEMENT

ARSENIC WOOD DISCLOSURE (IF APP)

ARSENIC WATER DISCLOSURE (IF APP)
RESIDENTIAL PROPERTY TRANSACTION BOOKLET

ROADMAP TO SUCCESS Page 79
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Dept. of Professional & Financial Regulation
Office of Professional & Occupational Regulation

MAINE REAL ESTATE COMMISSION

35 State House Station Augusta ME 04333-0035

REAL ESTATE BROKERAGE RELATIONSHIPS FORM

Are you interested in buying or selling resi-
dential real estate in Maine? Before you

begin working with a real estate licensee it is
important for you to understand that Maine

Law provides for different levels of brokerage
service to buyers and sellers. You should
decide whether you want to be represented in

a transaction (as a client) or not (as a customer). To assist you in deciding
which option is in your best interest, please review the following information
about real estate brokerage relationships:

Maine law requires all real estate brokerage companies and their affiliated
licensees (‘licensee”) to perform certain basic duties when dealing with a
buyer or seller. You can expect a real estate licensee you deal with to pro-
vide the following customer-level services:

# 'l_'o disclose all material defects pertaining to the physical condi-
tion of the real estate that are known by the licensee;

# Totreat both the buyer and seller honestly and not knowingly give
false information;

#  Toaccount for all money and property received from or on behalf
of the buyer or seller; and
# To comply with all state and federal laws related to real estate
brokerage activity.
Until you enter into a written brokerage agreement with the licensee for
client-leve! representation you are considered a “customer” and the licen-
see is not your agent. As a customer, you should not expect the licen-

Right Now
You Are A

Customer

see to promote your best interest, or to keep any information you give
to the licensee confidential, including your bargaining position.
If you want a licensee to represent you, you will
Yo 17 M ay need to enter into a written listing agreement or
a written buyer representation agreement. The-
B E€COIN € seagreements create a client-agent relation-
. ship between you and the licensee. As a client
A Clle AT you can expect the licensee to provide the fol-
lowing services, in addition to the basic ser-
vices required of all licensees listed above:
#  To perform the terms of the written agreement with skill and care;
#  To promote your best interests;

e For seller clients this means the agent will put the
seller’s interests first and negotiate the best price and
terms for the seller;

e For buyer clients this means the agent will put the buy-
er's interests first and negotiate for the best prices and
terms for the buyer; and

# To maintain the confidentiality of specific client information, in-
cluding bargaining information.

COMPANY POLICY ON CLIENT-LEVEL SERVICES -
WHAT YOU NEED TO KNOW

The real estate brokerage company’s policy on client-level services deter-
mines which of the three types of agent-client relationships permitted in
Maine may be offered to you. The agent-client relationships permitted in
Maine are as follows:

# The company and all of its affiliated licensees represent you
as a client (called “single agency”);

# The company appoints, with your written consent, one or
more of the affiliated licensees to represent you as an
agent(s) (called “appointed agency”);

# The company may offer limited agent level services as a
disclosed dual agent.

WHAT IS A DISCLOSED DUAL AGENT?

In certain situations a licensee may act as an agent for and
represent both the buyer and the seller in the same ftransaction. This
is called disclosed dual agency. Both the buyer and the seller must
consent to this type of representation in writing.

Working with a dual agent is not the same as having your own exclu-
sive agent as a single or appointed agent. For instance, when representing
both a buyer and a seller, the dual agent must not disclose to one party any
confidential information obtained from the other party.

Jfor agency representation, you are
a customer—not a client.
THIS IS NOT A CONTRACT

Itis important for you to know that this form is not a contract. The licensee's
completion of the statement below acknowledges that you have been given
the information required by Maine law regarding brokerage relationships so
that you may make an informed decision as to the relationship you wish to
establish with the licensee/company.

Remember!
Unless you enter into a written agreement

To check on the license status of the real estate brokerage company or affiliated licensee go to www.maine.gov/professionallicensing.
Inactive licensees may not practice real estate brokerage.

To Be Completed By Licensee
This form was presented on (date) June 5, 2023
T oeusignod nesDavid Bennett
{ A2 ame of Buyel(s) or Seller(s) . ¢ />3 |
by 1A20E3250A11482 /Kayla Ma]rh f
icensee's Na
on behalf of Integr state Group, PC
ompany/Agen
MREC Form#3 Revised 07/2006
Office Title Changed 09/2011
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EXCLUSIVE BUYER REPRESENTATION AGREEMENT

umty Homes Real Estate Group

et Combo form

Agency has a policy of appointing a specific agent(s) (hereinafier * inted Agent™) within the Agency 10 represent you. This
peactice is auhorized wnder Maine Staie Bw and is mulﬁ’%ﬂﬂjl Fatate Commission. The Appointed Agent(s)
; your Name Here and holds a
Assoclate Broker ™ Maine real extate liconse. The Appiwiad Agcniaref owe you. the client, fiduciary dutses, which include
wwhnmwhmedmﬁdwnl informatson obtainad fram you 10 other beensees, except the designatad
broker of ignased beoker's designee for the purpose of secking advice or assastance for your benefit. Thes Agency may be
reprosenting both the Scller and the Buyer m connection with the sale or purchase of real estate. Should the sppomied agent named
above be unable 1o fulfill the terms of the brokerage contract, or by agreement between you and the designased broker, another agent
from thas Agency may be appoanied during the term of your brokerage contract with this agency. Appomntment of another agent as a
new or sdditional agent does not relieve the agent named above of any Nduckry duties owed o you
If a replacement or temporary appointed agest is appointed 10 represent you either o replace the onigimal appoinied agent, or while
theat agent is lemporarily unavailable, 2 new Dischksure and Agreoment willl be entered imto with you by the Agency. Owce the ariginal
appoinied agest mgrecment is lcmmnated, or the temporary appointed agent agreement & terminatad by expiration, the onginal agent
or tempocary agent will no longer be representing you and will owe you no further duties or obligations excopt the dutics to account
for money and property sad % mantan confidentiality of information as set forth in 32 MRS A, Sec 13251 (2),

mnnu‘Amhn‘Apm imte & brokerage comtract with Agency, and hereby consents to
X

the appointment to the Agent(s).
DISCLOSED DUAL AGENT:
Chiont(s) acknowledge they have been informed by Agency that the Agoncy has a policy that permits Disclosed Dual Agency. This
practice 18 authonzed under Mane Stale low and s regulsted by the Maine Real Estate Commmissaon. In a transaction where & Buyer
Clicnt desares to purchase a Seller Claent's listing, Disclosed Dual Agency may arisc. In serving as a Disclosed Duaal Agent, Agency:
. ropresents two cheonts, the Buyer and the Sclller, whose micrests are adverse and the agency dutes are lsmitod;
2. may dsclose o Buyer any infonmatson provided by Seller and may disclose 10 Seller any mformation provided by Buyer
except:
® the willingness or abilaty of Seller 10 accept less thas the asking price;
® the willingness or ability of Buyer 1o pay more than has been offered;
® confidential negotiating strategy not disclosed in the sales offer as torms of the sake;
® the motivation of Seller for selling and the motivation of Buyer for buywng

a&-aumu-mmw Clent understands they may choose to consent, or nof comsent, to Agency servimg
repend, (Ticnt herehy voluntarily comsents to the Agency and Appeinted Agent acting 25 2 Dischosed Dual

(heremafier *Buyer”) Buyer hereby retans Integrity Homes Real Estate Group (Agency)
on an exclusive basis and in consideration of its cfforts to locate and/or assist in the acquisation of real property suitable to Buyer by

way of purchase, exchange, ophion, lease or atherwise, comsistont with the terms A
I. Thas Agreement begins on m and will expire on  Oateof agreed estragy (“Expiration Datc”). If ot such
expuration dole Buver has ploced o property under any type of contract 15 sull pendmg, the expiratson date of

this Agreement shall be extendod untl completion of that trassaction by either closing/wansfer of tithe or tenmination/expiration
of the contract. This Agreement is specific 1o propertaes located m the folle zeas; Place area or preperty address agreed
vo This Agreement will lenminase wpon

2. Agency responsibilities:
4. Make svailable w the Buyer the Agency’s professional skills and sesources in locating, segotiating sad closing on peoperty
determined by Buyer 10 be suitable to Buyer's neads;
b Amk&mwmcmmtdvdntfmdhyﬂum
<. Ilaumulanﬂ&mulnmmmmﬁm&wbo‘uhmcuqnmlhenew&dumﬂt
Designated Brokor's desagnec for purposes of socking adviog g - _
d. Asuist Buyer, 1f roguested, 10 locale prope L ggiTCas0na mmn«te.g mcy.u\.
and/or systcms) o other arcas that Buyer indi

Page 1 of 3 Buyer's Inmtaals

Larg iy Mo Boral Knkide Grwagp, FU. 15 Vil Wiy Sabie £ Mamsbesier MK 0008
Wty tememi OTIOne i | re MO 1 EAIONE IgEOr

mspectxom of buildeg
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3

Buyer respossabilities:

3
£

Compensation:
Agency commuassions are not st by law and are fully negotiable.

b

Work exclusively with Agency; Refer all propertics of mterest snd coaduct all aegotiations through Agency for any peoperty
of interest to Buyer;

Fumnish Agency with necessary personal and financal mformation 1o verify Buyer's ability 1o purchase properny,

Coasalt with Agency before visiting open houses, contacting any other agency or “For Sale by Owner” properties 10 avoid
confusion over the agency relationship or misundentanding about Fabdity for commission,

To make an independent mvestigation and determination that ncsghborhood, amenities, and son-property relased tssucs meet
Buyer's noeds;

Request in witing that Ageacy mvestignic or venly specific ssucs and receive Agency’s agreement 10 do 0,

Retain sole and oxclusive respomsibilaty to evaluate the qualificatioms and make the final sclection of any property-relatod
professiomals (¢ g bualders, contractors, surveyors, buildmg mspectons, tax advisors, attomeys, closimg agents ).

Retainer Foe: Upon sigmang of this Agreement, Buyer shall ___dolnbuhmhgndsmm
amupmnum-arusummmu SIned 1o th Buyer at closing.

Fi agrees o pay, or cause % be paid, 1o Agency a commission of §
Agreed % here %) of the purchase price, whichever is grester, ermapulma.uormamemmuw
listing agency’s commission, Buyer will only be required 10 pay the difference, if any. Agency shall not

recaive compensation for brokerage services from any sowrce that excoods the amount or rase agroed 10 in this Agreoment.
The payment of any of the above commission by the Scller(s) or Rsting agency will not make Agency cither the agemt or
Mof&cSella(s)
porsy, Huver agrees 10 pay, or cause %0 be pand, 10 Agency a commissson of $ or
of the purchase prce, whachever is greater. If the Seller pays some or all of the above amount
Aodyhmndbuybom:fmy Agency shall not receive comperssshion for brokerage sences
from any source that exceods the amount or mate agreed 1o in this Agreement. The payment of any of the above commuission by
the Seller will not make Agency an agent of the Seller.
If, wighin 6 moadhs of the expiestion of this Agreement, Buyer recaives an interest in property by way of purchase, exchange,
option, lease or otherwise, whchplq!nyuumu&oetwmtkmo(ﬂthamwﬁlbc
due Agency unless Buyer in good Gith has esscrad into a sebsequont Buyer Reproscotass most with another agency.
Introdacton 10 the property includes recerving any information concermng the ffoperty, b the property of presen
ting offers on the property. All nghts under this paragraph shall expire on ("Camryover Datc™).
The commussion will be carnad when a contract has boen accepied by a Seller and all comtingoncies have been satisfied. The
commission will be camed cvea when Buyer pursacs the acquisiion of property on their own without the involvement or

Compensation Policses

is Agency’s policy is to compensate all other real estate brokerage agencies in the same manner. If no,
this policy sy lmit the participation of other agencies in the marketplice,

This Agency's policy on paying commissions o its affiliated licensees is 10 provide a grealer commission
i~ house sale vorsus sales involving a cooperating real ostate brokerage agency.

Other Conditions:

This agroement incledes property for sale by owner, property not carrostly for sale, unlistod new construction and property
lested for salle by thes or other real estale agencics.

All propertacs are acceptable at the sole and absobete discretion of Buyer.

Buyer agroes that Apeacy and 185 agents may present the same proporty 10 other prospective buyers and may represent other
buyers m the acquasition of the same property.

Agency will cooperate and compensate other agencics if appropriate in locating property for Buyer under thes Agroement.
Ageacy will not be responsible for independently investigating or vendying specific mformation not related o the property
1telf.

Agency will not be responsible for independenily verifying infosmsation supplicd by other licensees, outside professsomals or
government agencics, third party advice, data or specific information unless agreed in writing by both parties.

Agoncy will not be rosponsible for descrmining the applicabillity of, or compliance with, any fodoral, stase or municipal
codes, mcluding., but not limited %0, fire, life safety, clectncal and plumbing.

Buyer acknowlodges Agency’s advice 1o seck legal, tax and other professsomal advice as nocessary relating %o proposod
transachion,

Page20f 3 Buyers Iniials 4 Q
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i.  Buyer authorizes the disclosure of information herein to Maine Listings, closing agent, and lender, if any, upon request for
verification and complance purposes.

) Fot propertics mot ksied i the MLS, Buyer ssthonzes peblication of peoperty and applicable disclosure stachments in the

= nd ysc of mformation for marketing, appeaisal, and statsstical purposcs.

Bayer(s) acknowledges roceipt of a copy of the Resadential Property Transactson Boo

Bayer(s) acknowlodges that properties shown 10 Buyen(s) may be monitored by audso andior video survedllance equipment and aavy
discussion beld at the property mary not be confidential

Agency and Buyer agree that Agency shall represent Buyer and that this Agreement creates an agency/client relationship as defimed in
the Real Fstase Brokorage Licomse Act.

Propertics shall be presented without regard %0 race. color, religion, sex, physical or mental desabality, familsal status, ancostry, scxual
onentation, gender wenthity, or national onpm a8 defined m Maine stase law or becasse the person sought and recerved an order of
protoctzon under Title 19-A, section 4007,

1 herebyy consent 10 recesve fax or other elecronic transmissions fram Agency 10 fax numbern(s) and'or emall address(es) provided
herein.

This agreement may be signed on any number of identical counterparts with the same binding effect as if the signatures were on one
imstremcnt. Oviginal or faxed or other clectronically tramsmiticd sigratures are binding.

Purssant 1o the Maine Uniform Electronic Transactions Act and Digital Signature Act, the partics authorize and agree to the wse of
dmmmupmcumahdohmmdmdm;u Aamnv.w:idualm The partxcs bereby agree that ather party

BUYER

BUYER(S) Fax Number(s):

Accepiad by AGENCY on (Daie)
w.
Nanc

hs Authorized Signer

Signed & dated by client

Page 3 of 3

Maine Association of REALTORSE/ Copyright © 2024,
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Becauseweare appainted/ Risglased Dual agency, this form is triggered in the event you becone a

UL LT 02D

DD agent transaction
DISCLOSED DUAL AGENCY CONSENT ACKNOWLEDGEMENT

Buyer/Seller acknowledge they have been informed by\Integrity Homes Real Estate Group, PC

__(hereinafier "Agency") tha Agency has a policy that permj sclosed Dual
Agency. This practice is authorized under Maine State ; aine Real Estate
Commission. In a transaction where a Buyer Client desires to purchase a Seller Client's listing, Disclosed Dual
Agency may arise. In serving as a Disclosed Dual Agent, Agency:

1. represents two clients, the Buyer and the Seller, whose interests are adverse and the agency duties are
limited;

2. may disclose to Buyer any information provided by Seller and may disclose to Seller any information
provided by Buyer except:

A. the willingness or ability of Seller to accept less than the asking price;

B. the willingness or ability of Buyer to pay more than has been offered;

C. confidential negotiating strategy not disclosed in the sales offer as terms of the sale;

D. the motivation of Seller for selling and the motivation of Buyer for buying.
By signing this form, Buyer/Seller acknowledge that they have read and understand this Agreement.
Buyer/SelIer understand they may choose to consent, or not consent, to Agency serving as a Disclosed

Dual _Agent=and greby voluntarily consents to the Agency and Appointed Agent, if any, acting as a
. sclosed Dual Agent.

Xl ¥Yes [] No

6/5/2023
Date Seller Date
James David Bennett
Buyer Date Seller ~ Date
Buyer Date Seller Date
Buyer ' Date Seller Date
Maine Association of REALTORS®/Copyright © 2023. @
All Rights Reserved. Revised 2021, L —}
REALTOR®
Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259 Phone: 2073803069 Fax 223 Lake St
Kayla Maines Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201  www.hwolf.com
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IF YOU WORK
WITH CCA WOOD

« NEVER bum CCA
wood.

« Wear gloves when
handling CCA
wood

« Wear a dust mask
when sanding or
cutting CCA wood

« Don't work with
CCA wood in an
enclosed area (like a
garage)

Apply a coating to seal
the wood every 1-2
years

TO LEARN MORE

Eric Frohmberg
Environmental and
Occupational Health
Program

Maine CDC

Toll-free in Maine 866-

FaKSliéet:

Does Your New Home Have Arsenic (CCA) Treated Wood?

About half of all Maine homes have a deck, or
playground or some other structure that is made
of wood treated with arsenic. This wood is
called “CCA pressure-treated wood” or just
“pressure-treated” wood. The wood was treated
with arsenic to protect against rot and insects.

Too much arsenic can cause cancer. So it is
good to prevent arsenic getting into your body
when you can. When you touch wood treated
with arsenic, you can get arsenic on your hands.
The arsenic on your hands can get into your
mouth if you are not careful about washing be-
fore eating. Young children are most at risk be-
cause they are more likely to put their hands in
their mouths. The good news is that there are
simple things you can do to protect yourself and
your family from arsenic treated wood. This
fact sheet will tell you how.

Departmant of Health and
Human Services

11 State House Station
Augusta, ME 04333

Maine CDC

Environmental and
Occupational Health Program
Toll Free in Maine: 866-292-3474
Fax: 207-287-3981

TTY: 207-287-8066

Email: ehu@maine.gov

.

Be o

Children touching unsealed treated wood, and
then putting their hands in their mouths is the

biggest concem.

First: Does your house have arsenic treated (CCA) wood? “

When arsenic treated wood is new, it tends to have a greenish tint. When CCA wood is older, it
is harder to tell. Ask your realtor if the seller knows whether CCA wood was used. You can also
test the wood to find out if it contains arsenic. Call us to find out how.

Second: If so, reduce contact with the arsenic.

292-3474
TTY: 207-287-8066
www.maine.gov/dhhs/

. eohp CCA wood.

You can lower the amount of arsenic on the surface of the wood by applying a coating on the | |
wood every 1-2 years. Oil-based sealants, varnishes, or polyurethane work best for sealing
arsenic in the wood. Be sure to wash your children's hands when they finish playing on or near

Third: If you have any questions, call us toll-free in Maine: 866-292-3474

Common Questions

What is CCA wood?

CCA wood is made by dipping the wood in a mixture of
chemicals. These chemicals include chromium, copper, and
arsenic. This protects the wood against insects and rot.
This wood is known as CCA wood or “pressure treated”
wood. Most pressure treated wood in the U.S. is CCA
wood. After December 31, 2003, no more CCA wood will
be made for use around homes. CCA wood may still be
sold for home use until April 1, 2004 in the state of Maine.

What is Arsenic?

Arsenic is found in soil and rocks. Most people get a little
arsenic every day from the food they eat. Also, some
people have arsenic in their private wells, which is why it is
important that anyone with a well have it tested for arsenic.
People who are exposed to too much arsenic over many
years are more likely to get cancer.

Page 85
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Have you tested your well water for arsenic?

parts of Maine.

How to Test Your Well Water

1. Call a lab.

e Call a certified lab and ask for an arsenic test
kit for your well water. You can find a lab at this
website: wellwater.maine.gov. Or call the Maine
Lab Certification Officer at 207-287-1929.

o If you have never tested your well water for
bacteria, nitrites and nitrates, or other chemicals
like radon, uranium and flouride, ask your lab
for a test kit for all of these.

2. Do the test.
e Your test kit will arrive in the mail. It will have
empty bottles, directions and forms to fill out.

e Follow the directions and mail the bottles back
to the lab with the forms.

3. Get your results.
¢ Your test results will come to you in the mail.

¢ Ifyou have too much arsenic in your water, or if
you are not sure you understand your test results,
call 866-292-3474 (toll-free in Maine) or 207-287-
4311 to speak to an expert.

Your water looks, smells and tastes fine.
So why do you need to test it?

It is hard to believe that water that looks, smells and tastes fine may
not be safe to drink. But the truth is that 1 in 10 wells in Maine has
water that is high in arsenic. There are wells high in arsenic in all

Protect your family.
Test your well for arsenic every 3 to S years.

Why Arsenic is Bad

People who drink water with too much arsenic for
many years are more likely to get cancer. Arsenic can
cause skin, bladder and lung cancers.

It may cause low birthweight and affect brain
development in babies if pregnant women drink water
with too much arsenic in it. Arsenic can also affect
brain development in young children. Other problems
from drinking water with very high arsenic levels
include: stomach pain, nausea, diarrhea, numbness or
tingling in the hands and feet and changes in skin.

Your chance of having any of these health problems
depends on:

e how much arsenic is in your water;

e how much water you drink;

e how long you have been drinking the water.

Solving Arsenic Problems

There are actions you can take to protect your family if
your water has too much arsenic. First, you can switch
to bottled water for drinking and making drinks. This
will allow you time to decide if you want to install a
water treatment system.

Call us at 866-292-3474 (toll-free in Maine) or 207-
287-4311 if you have high arsenic. We can help you
decide how to solve the problem.

y. Test your well.
n: wellwater.maine.gov

Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259
Kayla Malnes

2-3474 « TTY: Call Maine Relay 711

Phone: 2073803069 Fax:

Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Sulte 2200, Dallas, TX 75201  www.Iwolf.com



a FAIRWAY

INDEPENDENT MORTGAGE CORPORATION

“Your actual rate, payment, and costs could be higher. Get an official Loan Estimate
before choosing a loan.”

July 8, 2024

Congratulations! | am pleased to inform you that you are pre-qualified for a home loan based on the
following terms:

Monthly payment of: $2,722.80*

Purchase price of: $370,000.00** Down payment of: $12,950.00
Program: FHA First Lien Mortgage
Loan type: Fixed Term: 360 months

Property type & use: 2 Family - Primary Residence

*How much you are pre-qualified to borrow is calculated based on the maximum total monthly

payment you can afford, which includes: Principal, Interest, Taxes, Insurance, Mortgage Insurance, if
applicable, and any other dues or fees associated with home ownership. You may elect to waive your
escrow based on program selection and qualification requirements.

**“Purchase Price” is only a rough estimate of the total cost of the home you can afford and does not

take into account other influences on your monthly payment, such as taxes or insurance; your pre-
qualification amount is based solely on the maximum total monthly payment.

This pre-qualification is valid for 60 days from July 8, 2024 assuming that there are no changes in
your financial situation.

Thank you for your business! | am here to make your purchasing experience a pleasant one and

welcome your calls at any time.
Johnny Wolfington

Sincerely,

John C Wolfington

NMLS #2511421
johnny.wolfington@fairwaymc.com

§
L

g
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ROADMAP T0O SUCCESS

WRITING AN OFFER
FOR YOUR
BUYER GLIENT

PURCHASE & SALES AGREEMENT

PROPERTY DISCLOSURE

DEED

TAX MAP

LEAD BASED PAINT ADDENDUM

ARSENIC WOOD DISCLOSURE (IF APP)

ARSENIC WATER DISCLOSURE (IF APP)
ESCALATION CLAUSE (IF APP)

SELLER TO BUYER COMPENSATION AGREEMENT

© ®©® @ ®©® ®©® ® @ @ @

INTEGRITY HOMES

REAL ESTATE GROUP
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TRANSACTIONS Dashboard Favane R LT Tawawladan «» LA Y AP Taaton Fanbmaba L T

zipForm Edition

|

Zipforms:
Use this platform to create buying/listing packets to send your

Create New

Select a transaction type to get started. @ Click here for help with creating a new transaction.

O =E p

New Lease New Lease-Listing Quick E-Sign

New Listing New Purchase
or Offer

—

clients for signatures. This is where all your documents come from.

For this example we are creating a folder for a new buyer.
-Click New
-Click New Purchase or Offer

i

Dashboard 1

£Y MLS-Connect O

7 Unit/Apartment Number

. SONSSSI — s
State | Zip Code

~ Record-Connect'>
Cavegory™
Qﬂhal 7 Farm and Ranch
D Industrial 0 Manufactured Home L
D Multiunit > Co-Op

% Condominium €™ Unlisted Add Image
T Commercial D Other
) Vacant Land

Status
Active <70 Pending ) Prospect
T Inactive 77 Fell Through
Comments

Transaction Comments

Choose a name for the folder. | use the name of my buyer for my folders.
Enter the property address that your buyer would like to make an offer on

For this example we are making an offer on a Residential property.
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Maine Association of REALTORS

€ 2 C & delomphncom
TRANSACTIONS Toeam Tewplater v Dochabox

roFoemteren

-

Aandim 10 Agreersece 91123
Addendum 1 Agreement #10 1/23
Addendm 1o Agreerent #7 . 1123
Addaediom 10 Agreemect #3 .- 1123
Adderdum 10 Agreeart #4 1173
Adderdim v Agreement #5123
Addendum 1o MgrerTent #6 1123
Addendue 1o Apreement #7 - 1123
AOSerur 10 Agreement #8 1723
AdGerdum o Mreement 99 - 1123
2a0encum %0 Buyer Agreerment - 1123
Adcencum w Lasng Agreement | 1133
Afernamon of Cfter Sutreiswon - 1/23
Appoted Agent Clsclovre and Agree
Appourned Agent DEcioras and Agree.
Agpories Agent Disciowure and Agree
Aesers Treated Wood Fact Sheet - 2006
Arsenc 1 Wel Waner - 220

Search for the needed documents. If this is a new customer you will need to add
the Buyers Rep documents as well as the documents needed to make an offer.

6 o @ o O @Cmd)

e s> ¢C .M : '
i o R s [ e e R R e s e o
- @m 2}

L4 4 b b ®
t9gn WSConiea MecordConsect™ Apphyremplate  AddDoc  AddfoMer  Onclosures
- FOLDTRS — —— ——————————————— S
- Select IV fers P || search | sort s ro:;mm% .- O

-g{:.;;:

Arseric v Well Wister Euckrve Buper

Archive Purchace and Sale Driclosed Dadl Agency Argenic Treated Vihood Fact
Agreemerd - 1/2) Conern Sheet - 2005 - PRATS] 220 [ARAWE) Fepresentaton Agresrent
SETDUE DATE v SETOUE DATT v SETOUS DATE v SET DUF DATE
o e Ty |
B T ==
St | —
-
She = | ==
&= b |a
Mane Real (stae Load Pt Resideraul Progecty
Comemitven Rest fstate [ [ w2
SETOUL ONIE v SETDUE DATE v SETOUE DATE v
e Acoe by Prve: Sugpont TN 02023 Lane Wt ien Do Gascied Help

Now that you have added the needed documents, you may click on one and fill out
the necessary information.
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TRANSACTIONS

et orm Forwn

Oushyr-o - vome - NI o

i
Documents To Sign

Q Browse for Document
{8 cocument

B

Purchase and Sale Agreement - 123 - [PAN]

A

Click here to add external documents.

@Flexmls o %= v
B Mew Quich Seanch Mot Sheet  Contact Manapement Ny Mesagn
Search Results

Resitn | Selecred O « gae

- =

s v =
96 Tim Street
”u—iw- A b N
Barwnt Orangw Sack o Marbs
T 1ot G
St Sommnnne W Lo S e
ELe
.
LN
-
e
Vo o 195
- -
o=

Save all to your desktop to bring into

zipforms.

Cuides Melp e

Mokt Summary

€ * C & meforhon
@Flexmls a %efv Or A
B Merw ot Shert Mkt Sumemary

e € W13 Sawncn Bty

Listings to Print or Emall
® Currees Ustimg (V)

Ceioane )
AR s (1)

* for 2000 AR ety 11 7 S
maay e privtnd

o ¢t O @)

et your documents for
the listing here
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S 5 SN
nnmnrm- Forms | Tewpltes v Docnbor  Twks  Contacts  Parteas  Eitedgect v owa .
< ™
o) PSS T )

Signing Service: DocuSign®

Return folder (oprionaly.  ® Choose a folder for returned signed documents (0 go into nomaticaly
What i this?

G

O e e ———————— m

lled out the needed information, click Esign. It will take you to this

Once you have fi
t documents to include so you can add in all of the documents.

page. Click selec

« 2 C e rplomphscom
o & vt O @)

nmgnous O [ o Y
o [

Documents To Sign
Sedect the forma of dOOIMEntS to sign or Use Upload 10 add from an external source

B poCUMENT

and Sale Agreement - 1723 - [PANDS]

oifliosed Dual Agency Conment Acknomiedgement - 1/23 - [DOACA]

Treated Wood Fact Sheet - 2006 - [ARWFS)

0 Well Water - 3/20 - (ARWWE)

are added you can click, add external documents, sO
ou should have saved on your desktop from the

deed, mls sheet etc.

Now that all the documents
you can bring in the documents y
mils, ie. property disclosures, tax map,

Page 92



6 o v 2t O l‘l(tml D

€ 2 C 8 dplomphscomnie
owio @

nrnn‘msncnons DR — st
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Now that all the documents are uploaded, click next to bring you to docusign. This screen will
popup. Enter your buyers name and email address. You will also need to add your name and email

-dmcc Click the check mark to make sure you add them as a signer on docusign.

2@ '
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€ 2 C @ zplormpluscom® G o & fr Ulﬂ\Ml)

SELECT TORMS SELECT PARTIS ADD QGMATURS S

Kayls Mainas v b W e o 160% v (%] suomrcurs (B
T o OF SATISTACTOTY W) POTATIONZ ocvusssconssesssssasssssossssssesssssssssasssssssssssssssasssssnsssss LJ ves (x| o " g——
If Yes, are test results available? ... spmemicmspiiisenisian || Y68 110:NO 5
What steps were taken to remedy Ihc pmblun" N/A g
[V Pequirsd Fleis
—~ s » e x

B, . £ " PR v 5T}
DoTssystenrsuppiy-water-formore thamrone g9 [ ;—Vv:r-_x—Nu-; ;-b‘nhmwn

B

W com Source of Section | info Yurrent Owner, Public Records
l ﬂ§
& Te Buyer Initiaks / i pes Page 1 of 7 Scller Initials RC =
Furwley O Carwng - Compan, S15 Sabattan Srent | eninion ME 60240 YT e T -~

T Text Masrten M cands. Podaed wi e Woll Vrarsachons (ref omm (oo ) uuwummu— ™R wsdeotion
8 Nomber NEW SAVE AS CUSTOM FIELD

S

2 o oLLETE
B Crecide: R et T AR PR NP S N P

e R e A L R SRR AT MO R N A s e

AR e e et e ¢ M

Drag the initial box to the needed spot for initials.

96 Elm St ghan’

L )

BACK

Once all the signatures are in place click send to send to your clients to sign.

**You will receive an email from Docusign with the documents
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Dept. of Professional & Financial Regulation
Office of Professional & Occupational Regulation

MAINE REAL ESTATE COMMISSION

35 State House Station Augusta ME 04333-0035

REAL ESTATE BROKERAGE RELATIONSHIPS FORM

& Are you interested in buying or selling resi- COMPANY POLICY ON CLIENT-LEVEL SERVICES -
Ri g Jit Now dential real estate in Maine? Before you WHAT YOU NEED TO KNOW
YO U A re A ibn‘:gpgg:‘ﬁg:g Wl"t\oa r:da| eftat: :ﬁn&eg itis Tr?e real estate brokerage company’s policy on client-level services deter-
Y X );0” 0 understand that Maine mines which of the three types of agent-ciient relationships permitted in
Customer 2w provides for different levels of brokerage Maine may be offered to you. The agent-client relationships permitted in
service to buyers and sellers. You should Maine are as follows:
decide whether you want to be represented in
a transaction (as  client) or not (as a customer). To assist you in deciding # The company and all of ts affiiated licensees represent you
which option is in your best interest, please review the following information as a client (called “single agency”);
about real estate brokerage relationships: # The company appoints, with your written consent, one or

more of the affiliated licensees to represent you as an
agent(s) (called “appointed agency”);

# The company may offer limited agent level services as a
disclosed dual agent.

Maine law requires all real estate brokerage companies and their affiliated
licensees (“licensee”) to perform certain basic duties when dealing with a
buyer or seller. You can expect a real estate licensee you deal with to pro-
vide the following customer-level services:

# Todisclose all material defects pertaining to the physical condi- WHAT IS A DISCLOSED DUAL AGENT?
tion of the real estate that are known by the licensee; In certain situations a licensee may act as an agent for and
# To tngat both the buyer and seller honestly and not knowingly give represent both the buyer and the seller in the same transaction. This
false information; is called disclosed dual agency. Both the buyer and the seller must
#  Toaccount for all money and property received from or on behalf consent to this type of representation in writing.
of the buyer or seller; and Working with a dual agent is not the same as having your own exclu-

#  To comply with all stat sive agent as a single or appointed agent. For instance, when representing
bmkerag eyactivity state and federal laws related to real estate both a buyer and a saller, he dual agent must not disclose fo one party any

. s = . ) confidential information obtained from the other party.
Until you enter into a written brokerage agreement with the licensee for -
client-level representation you are considered a “customer” and the licen- Remember!

see is not your agent. As a customer, you should not expect the licen- Unless vo eri - -
see to promote your best interest, or to keep any information you give ‘ o z 83 o r’; ;;;:g :!t ';::::Z” agr ar“"eu’u |

to the licensee confidential, including your bargaining position. ;
: : a customer—not a client.
If you want a licensee to represent you, you will = :

You M, QLY need toenterinto a writen ising agreement or © THISISNOTACONTRACT

a written buyer representation agreement. The- . : .
B ECOINE€ seagreements create a client-agent relation- Itis important for you to know that this form is not a contract. The licensee’s
ship between you and the licensee. As a client completion of the statement below acknowledges that you have been given

A C I ie nt you can expect the licensee to provide the fol- the information required by Maine law regarding brokerage relationships so
lowing services, in addition to the basic ser- that you may make an informed decision as to the relationship you wish to

vices required of all licensees listed above: establish with the licensee/company.

#  To perform the terms of the writien agreement with skill and care; To Be Completed By Licensee
# To promote your best interests; This form was presented on (date) June 5, 2023
e  For seller clients this means the agent will put the Wms%iq Bennett
seller’s interests first and negotiate the best price and 23 Name of Buyer(s) or Seller(s)
terms for the seller, CE L 6/5/2023 |
e For buyer clients this means the agent will put the buy- L Lig::s':e’f‘sak"aﬁe |
er's interests first and negotiate for the best prices and on behalf of Integrity Homes Real Estate Group, PC
terms for the buyer; and ompany/Agency
# Tomaintain the confidentiality of specific client information,in- o :
cluding bargaining information. Magg ;om:scl;ea:gs:g g;gg??

To check on the license status of the real estate brokerage company or affiliated licensee go to www.maine.gov/professionallicensing.
Inactive licensees may not practice real estate brokerage.
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PURCHASE AND SALE AGREEMENT

("days" means business days unless otherwise noted, see paragraph 23)

September 1 , 2023 s ) Effective Date
Offer Date Effective Date is defined in Paragraph 23 of this Agreement.

1. PARTIES: This Agreement is made between James David Bennett

i ("Buyer") and
Ryan Crane ("Seller").

2. DESCRIPTION: Subject to the terms and conditions hereinafter set forth, Seller agrees to sell and Buyer agrees to buy [x]all
[Jpart of (if "part of" see para. 26 for explanation) the property situated in municipality of Mechanic Falls :
County of Androscoggin , State of Maine, located at 96 Elm St and
described in deed(s) recorded at said County's Registry of Deeds Book(s) 9492 , ,Page(s) 183

3. FIXTURES: The Buyer and Seller agrec that all fixtures, including but not limited to existing storm windows, screens, shades and/or
blinds, shutters, curtain rods, built-in appliances, heating sources/systems including gas and/or kerosene-fired heaters and wood/pellet
stoves, sump pump, electrical fixtures, hard-wired generators, landscaping, and n/a are
included with the sale except for the following: n/a

Seller represents that all mechanical components of fixtures will be operational at the time of closing except: n/a

4. PERSONA.L PROPERTY: The following items of personal property as viewedon __ September 1,2023 _ are included with the
sale at no additional cost, in "as is" condition with no warranties: Property features, bar stools

5. PURCHASE PRICE/EARNEST MONEY: For such Deed and conveyance Buyer agrees to pay the total purchase price of

$350.000.00 .Buyer [ ]hasdelivered; or (X] will deliver to the Agency within 5 days of the Effective Date,
a deposit of earnest money in the amount $ 1,000.00 . Buyer agrees that an additional deposit of earnest money
in the amount of $ n/a will be delivered n/a

If Buyer fails to deliver the initial or additional deposit in compliance with the above terms Seller may terminate this Agreement. This
right to terminate ends once Buyer has delivered said deposit(s). The remainder of the purchase price shall be paid by wire, certified,
cashier's or trust account check upon delivery of the Deed.

This Purchase and Sale Agreement is subject to the following conditions:

Trust Accoont
6. ESCROW AGENT/ACCEPTANCE: Integrity Homes Real Estate GR@R@@@» ("Agency") shall hold
said earnest money and act as escrow agent until closing; this offer shall be valid until September 2, 2023 (date)
12:00 [[JAM [X]PM; and, in the event of non-acceptance, this earnest money shall be returned

promptly to Buyer.

7. TITLE AND CLOSING: A deed, conveying good and merchantable title in accordance with the Standards of Title adopted by
the Maine Bar Association shall be delivered to Buyer and this transaction shall be closed and Buyer shall pay the balance due and
execute all necessary papers on October 6, 2023 (closing date) or before, if agreed in writing by both parties. If
Seller is unable to convey in accordance with the provisions of this paragraph, then Seller shall have a reasonable time period, not to
exceed 30 calendar days, from the time Seller is notified of the defect, unless otherwise agreed to in writing by both Buyer and Seller,
to remedy the title. Seller hereby agrees to make a good-faith effort to cure any title defect during such period. If, at the later of the
closing date set forth above or the expiration of such reasonable time period, Seller is unable to remedy the title, Buyer may close and
accept the deed with the title defect or may terminate this Agreement in which case the parties shall be relieved of any further obligations
hereunder and any earnest money shall be returned to the Buyer.

8. DEED: The property shall be conveyed by a Warranty deed, and shall be free and clear of all

encumbrances except covenants, conditions, easements and restrictions of record which do not materially and adversely affect the
continued current use of the property.

Page 1 of 5 Buyer(s) Initials Seller(s) Initials
Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259 Phone: 2073803069 Fax: 96 Elm St
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9. POSSESSION, OCCUPANCY, AND CONDITION: Unless otherwise agreed in writing, possession and occupancy of premises,
free of tenants and occupants, shall be given to Buyer immediately at closing. Said premises shall then be broom clean, free of all
possessions and debris, and in substantially the same condition as at present, excepting reasonable use and wear. Buyer shall have the
right to view the property within 24 hours prior to closing.

10. RISK OF LOSS, DAMAGE, DESTRUCTION AND INSURANCE: Prior to closing, risk of loss, damage, or destruction of
premises shall be assumed solely by the Seller. Seller shall keep the premises insured against fire and other extended casualty risks
prior to closing. If the premises are damaged or destroyed prior to closing, Buyer may either terminate this Agreement and be
refunded the earnest money, or close this transaction and accept the premises "as-is" together with an assignment of the insurance
proceeds relating thereto.

11. FUEL/UTILITIES/PRORATIONS: Buyer I:Ishall [Z]shall not pay Seller at closing for all fuel in any tanks remaining on the property
calculated as of the closing date or such earlier date as required to comply with lender requirements, if any. The amount owed, if any, shall be
determined using the most recently available cash price of the company that last delivered the fuel. Metered utilities such as electricity, water
and sewer will be paid through the date of closing by Seller. The following items, where applicable, shall be prorated as of the date of
closing: collected rent, association fees, (other) none . The day of closing is counted as a Seller day. Real
estate taxes shall be prorated as of the date of closing (based on municipality's fiscal year). Seller is responsible for any unpaid taxes for prior
years. If the amount of said taxes is not known at the time of closing, they shall be apportioned on the basis of the taxes assessed for the
preceding year with a reapportionment as soon as the new tax rate and valuation can be ascertained, which latter provision shall survive
closing. Buyer and Seller will each pay their transfer tax as required by State of Maine.

12. DUE DILIGENCE: Neither Seller nor Licensee makes any warranties regarding the condition, permitted use or value of Sellers' real or
personal property, or any representations as to compliance with any federal, state or municipal codes, including, but not limited to, fire, life
safety, electrical and plumbing. Buyer is encouraged to seek information from professionals regarding any specific issue or concern.

mmg—completely

X/ Buyers obligation to close under this Agreement is subject to Buyer's satisfaction with the results of any due diligence
investigations undertaken. Buyer shall have 10 days from the Effective Date of this Agreement to perform such due diligence
investigations as Buyer deems necessary which may include, but are not limited to, any or all of the following:

General Building Square Footage Zoning Survey/MLI Habitat Review/Waterfowl
Sewage Disposal Code Conformance Pests Lead Paint Shoreland Septic

Water Quality Registered Farmland Pool Flood Plain Energy Audit

Water Quantity Environmental Scan Insurance Chimney Lot Size/Acreage

Air Quality Smoke/CO Detectors Mold Tax Status* Arsenic Wood/Water (see par. 13)

All investigations will be done at Buyer's expense by persons chosen by Buyer in Buyer's sole discretion. Seller agrees to cooperate
with Buyer and shall give Buyer and Buyer's agents and consultants reasonable access to the property and its systems and fixtures in
order to undertake the above investigations. Buyer agrees to take reasonable steps to return the property to its pre-inspection condition. If the
result of any investigation is unsatisfactory to Buyer in Buyer's sole discretion, Buyer may terminate this Agreement by notifying Seller in
writing within the specified number of days, and any earnest money shall be returned to Buyer. If the result of any investigation is
unsatisfactory to Buyer, and Buyer wishes to pursue remedies other than voiding the Agreement, Buyer must do so to full resolution within
the time period set forth above; otherwise this contingency is waived. If Buyer does not notify Seller that an investigation is unsatisfactory within
the time period set forth above, or if any investigation under this paragraph is not performed or completed during the period specified in this
paragraph, this contingency and the right to conduct an investigation are waived by Buyer.

* If the property is enrolled in the Maine Tree Growth Tax program, Seller agrees to provide Buyer with the current Forest Management and
Harvest Plan within __ 0 days. [ |Yes [X/No

13. PROPERTY DISCLOSURE FORM: Buyer acknowledges receipt of Property Disclosure Form and the information developed by the
Maine Center for Disease Control and Prevention regarding arsenic in private water supplies and arsenic in treated wood.

Page 2 of 5 Buyer(s) Initials
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14. FINANCING: Buyer's obligation to close:
Not Subject to Financing

t subject to the sale of another property. See addendum [] Yes ] No.

[X] Buyer's ability to purchase |_|is [x]is no

Subject to Financing .

[E Buyer's obligation to close is subject to financing as fo.ll(?ws: :

a. Buyer's obligation to close is subject to Buyer obtaining a Conv___ loan of _ 95.000 % of the
: % and amortized over a period of 30 years.

purchase price, at an interest rate not to exceed p revailing
Buyer is under a good faith obligation to seek and obtain financing on
as of the closing date, Buyer is not obligated to close and may term

shall be returned to Buyer. i ) : :
b. Buyer to provide Seller with letter from lender showing that Buyer has made application for loan specified in (a) and, subject

to verification of information, is qualified for the loan requested within 5 days from {he Effe_ctive Date of the
Agreement. If Buyer fails to provide Seller with such letter within said time period, Sellgr may terminate this Agreement and
the earnest money shall be returned to Buyer. This right to terminate ends once Buyer's letter is received. s

¢. Buyer hereby authorizes, instructs and directs its lender to communicate the status of the Buyer's loan application to Seller,
Seller's licensee and Buyer's licensee. ; ) ’ y

4. After (b) is met, if the lender notifies Buyer that it is unable or unwilling to provide said financing, 'Buyer is obligated to
provide Seller with the written documentation of the loan denial within two days of receipt. After notifying Sel!er, _Buyer shall
have 5§ days to provide Seller with a letter from another lender showing that Buyer has made 'apphcanon. for loan
specified in (a) and, subject to verification of information, is qualified for the loan requested. If Buyer fails to provide Seller
with such letter within said time period, Seller may terminate this Agreement and the earnest money shall be returned to
Buyer. This right to terminate ends once Buyer's letter is received.

e. Buyer agrees to pay no more than 0 points. Seller agrees to pay up to $ _zero

actual pre-paids, points and/or closing costs, but no more than allowable by Buyer's lender.

Buyer's ability to obtain financing | |is (] is not subject to the sale of another property. See addendum [Jyes [X]No.

g Buyer may choose to pay cash instead of obtaining financing. If so, Buyer shall notify Seller in writing including providing
proof of funds and the Agreement shall no longer be subject to financing, and Seller's right to terminate pursuant to the
provisions of this paragraph shall be void and Seller's obligations pursuant to 14e shall remain in full force and effect.

these terms. If such financing is not available to Buyer
inate this Agreement in which case the earnest money

toward Buyer's

™

15. BROKERAGE DISCLOSURE: Buyer and Seller acknowledge they have been advised of the following relationships:

Matthew {Matt} Mocciola (021036 ) of Realty ONE Group - Compass (3148 )
Licensee MLS ID Agency MLS ID
isa [X]Seller Agent [ |Buyer Agent [ |Disc Dual Agent [ "] Transaction Broker
Kayla Maines ( 021607 ) of __ Integrity Homes Real Estate Group, PC__ (__3382 _3)
Licensee MLS ID Agency MLS ID

isa D Seller Agent @ Buyer Agent [j Disc Dual Agent D Transaction Broker

If this transaction involves Disclosed Dual Agency, the Buyer and Seller acknowledge the limited fiduciary duties of the agents and
hereby consent to this arrangement. In addition, the Buyer and Seller acknowledge prior receipt and signing of a Disclosed Dual

Agency Consent Agreement.

16. DEFAULT/RETURN OF EARNEST MONEY: Buyer's failure to fulfill any of Buyer's obligations hereunder shall constitute a
default and Seller may employ all legal and equitable remedies, including without limitation, termination of this Agreement and
forfeiture by Buyer of the earnest money. Seller's failure to fulfill any of Seller's obligations hereunder shall constitute a default and
Buyer may employ all legal and equitable remedies, including without limitation, termination of this Agreement and return to Buyer
of the eamest money. Agency acting as escrow agent has the option to require written releases from both parties prior to disbursing
the earnest money to either Buyer or Seller. In the event that the Agency is made a party to any lawsuit by virtue of acting as escrow
agent, Agency shall be entitled to recover reasonable attorney's fees and costs which shall be assessed as court costs in favor of the

prevailing party.

17. MEDL/_\‘I'ION: Eam&ct money or other disputes within the jurisdictional limit of small claims court will be handled in that forum.
Aﬂ_oqwrd.nspmes_orclmnmaﬁsingomoforrelaﬁngtoﬂﬁsAgreement or the property addressed in this Agreement (other than requests
for injunctive relief) shall be submitted to mediation in accordance with generally accepted mediation practices. Buyer and Seller are
bound to mediate in good faith and to each pay half of the mediation fees. If a party fails to submit a dispute or claim to mediation prior
to initiating litigation (other than requests for injunctive relief), then that party will be liable for the other party's legal fees in any
subsequent litigation regarding that same matter in which the party who failed to first submit the dispute or claim to mediation loses in
that subsequent litigation. rvive the closing of the transaction.

Page 3 of 5

Buyer(s) Initials
luced with Lone Wolf T

Seller(s) Initials
(zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201  www.lwolf.com 96 Elm St

Page 98



18. PRIOR STATEMENTS: Any representations, statements and agreements are not valid unless contained herein. This Agreement
completely expresses the obligations of the parties and may only be amended in writing, signed by both parties.

19. HEIRS/ASSIGNS: This Agreement shall extend to and be obligatory upon heirs, personal representatives, successors, and assigns
of the Seller and the assigns of the Buyer.

20. COUNTERPARTS: This Agreement may be signed on any number of identical counterparts with the same binding effect as if the
signatures were on one instrument. Original or faxed or other electronically transmitted signatures are binding.

21. SHORELAND ZONE SEPTIC SYSTEM: Seller represents that the property []does Edoes not contain a septic system within
the Shoreland Zone. If the property does contain a septic system located in the Shoreland Zone, Seller agrees to provide certification at
closing indicating whether the system has/has not malfunctioned within 180 calendar days prior to closing.

22. NOTICE: A'ny notice, communication or document delivery requirements hereunder may be satisfied by providing the required
notice, communication or documentation to or from the parties or their Licensee. Only withdrawals of offers and withdrawals of
counteroffers will be effective upon communication, verbally or in writing.

23. EFFECTIVE DATE/BUSINESS DAYS: This Agreement is a binding contract when the last party signing has caused a paper or
electronic copy of the fully executed agreement to be delivered to the other party which shall be the Effective Date. Licensee is
authorized to fill in the Effective Date on Page 1 hereof. Except as expressly set forth to the contrary, the use of the term "days" in this
Agreement, including all addenda made a part hereof, shall mean business days defined as excluding Saturdays, Sundays and any
observed Maine State/Federal holidays. Deadlines in this Agreement, including all addenda, expressed as "within x days" shall be
counted from the Effective Date, unless another starting date is expressly set forth, beginning with the first day after the Effective
Date, or such other established starting date, and ending at 5:00 p.m. Eastern Time on the last day counted. Unless expressly stated to the

contrary, deadlines in this Agreement, including all addenda, expressed as a specific date shall end at 5:00 p.m. Eastern Time on such
date.

24. CONFIDENTIALITY: Buyer and Seller authorize the disclosure of the information herein to the real estate licensees, attorneys,
lenders, appraisers, inspectors, investigators and others involved in the transaction necessary for the purpose of closing this transaction.
Buyer and Seller authorize the lender and/or closing agent preparing the closing disclosure and/or settlement statement to release a
copy of the closing disclosure and/or settlement statement to the parties and their licensees prior to, at and after the closing.

25. ADDENDA: Lead Paint - [X] Yes [ JNo; Other-[ | Yes [X|No Explain:

The Property Disclosure Form is not an addendum and not part of this Agreement.
26. OTHER CONDITIONS: None

27. GENERAL PROVISIONS:

a. A copy of this Agreement is to be received by all parties and, by signature, receipt of a copy is hereby acknowledged. 1f not
fully understood, contact an attorney. This is a Maine contract and shall be construed according to the laws of Maine.

b. Seller acknowledges that State of Maine law requires buyers of property owned by non-resident sellers to withhold a
prepayment of capital gains tax unless a waiver has been obtained by Seller from the State of Maine Revenue Services.

c. Buyer and Seller acknowledge that under Maine law payment of property taxes is the legal responsibility of the person who
owns the property on April 1, even if the property is sold before payment is due. If any part of the taxes is not paid when due,
the lien will be filed in the name of the owner as of April 1 which could have a negative impact on their credit rating. Buyer
and Seller shall agree at closing on their respective obligations regarding actual payment of taxes after closing. Buyer and Seller
should make sure they understand their obligations agreed to at closing and what may happen if taxes are not paid as agreed.

d. Buyer acknowledges that Maine law requires continuing interest in the property and any back up offers to be communicated by
the listing agent to the Seller.

e. Whenever this Agreement provides for earnest money to be returned or released, agency acting as escrow agent must comply
with the Maine Real Estate Commission rules which may require written notices or obtaining written releases from both parties.

Page 4 of 5 Buyer(s) Initials Seller(s) Initials
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28. EL!:?CTRONIC SIGNATURES: Pursuant to the Maine Uniform Electronic Transactions Act and Digital Signature Act
parties authorize and agree to the use of electronic signatures as a method of signing/initialing this Agreement includ? A
addenda. The parties hereby agree that either party may sign electronically by utilizing an electronic signature service e

29. Upon acceptance of the offer or counteroffer, Seller agrees to deliver the above-described property at the price and u;;on the terms

and conditions_get forth and agrees to pay agency a commission for services as specified in the listing agreement.

T \_'DATB BUYER DATE

uyer's Mailing address 1}

UYER James David Bennett

BUYER DATE BUYER ' DATE

Seller hereby accepts the offer set forth above.

Seller's Mailing address is

SELLER Ryan Crane DATE SELLER : DATE

SELLER DATE SELLER DATE
COUNTER-OFFER

Seller agrees to sell on the terms and conditions as detailed herein with the following changes and/or conditions:

The parties acknowledge that until signed by Buyer, Seller's signature constitutes only an offer to sell on the above terms and the offer
will expire unless accepted by Buyer's signature with communication of such signature to Seller by (date)

(time) []am []p™m.
SELLER DATE SELLER DATE
SELLER DATE SELLER DATE

The Buyer hereby accepts the counter offer set forth above.

BUYER DATE BUYER DATE
BUYER DATE BUYER DATE
EXTENSION
The closing date of this Agreement is extended until
DATE
SELLER DATE SELLER DATE
SELLER DATE SELLER DATE
BUYER DATE BUYER DATE
BUYER DATE BUYER DATE
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LEAD PAINT DISCLOSURE/ADDENDUM

AGREEMENT BETWEEN Ryan Crane i
—_—
. (hercinafter “Seller")

AND James David Bennett
e e s j T T e
_____(hereinafter "Buyer")

FOR PROPERTY LOCATED AT 96 Elm St, Mechanic Falls, ME 04256 A RSy
: 3 ————— — g — —_K
Said contract is further subject to the following terms:

y .

Every purchaser of any interest in residential real property on which a residential dwelling was built prior to 1978 is notified that such
property may present exposure to lead from lead-based paint that may place young children at risk of developing lead poisoning. Lead
poisoning in young children may produce permanent neurological damage, including learning disabilities, reduced intelligence
quotient, betfavxoral problems, and impaired memory. Lead poisoning also poses a particular risk to pregnant women. The seller of
any interest in t.midcn?ial real property is required to provide the buyer with any information on lead-based paint hazards from risk
assessments or inspections in the seller's possession and notify the buyer of any known lead-based paint hazards. A risk assessment or
inspection for possible lead-based paint hazards is recommended prior to purchase.

Seller's Disclosure
(a) Presence of lead-based pai_m and/or lead-based paint hazards (check one below):
Known lead-based paint and/or lead-based paint hazards are present in the housing (explain).

Seller has no knowledge of lead-based paint and/or lead-based paint hazards in the housing.

(b) Records and reports available to the Seller (check one below):
Seller hgs provided the Buyer with all available records and reports pertaining to lead-based paint and/or lead-based paint
hazards in the housing (list documents below).

Seller has no reports or records pertaining to lead-based paint and/or lead-based paint hazards in the housing.

lead-based paint and/or lead-based paint hazards; or
aived the opportunity to conduct a risk assessment or inspection for the presence of lead-based paint and/or lead-based

t hazards.

ent has informed the Seller of the Seller's obligations under 42 U.S.C. 4852(d) and is aware of his/her responsibility to ensure

compliance.
Certification of Accuracy
The followi i ve reviewed the information above and certify, to the best of their knowledge, that the information they have

Buyer James David Be Dat Seller Ryan Crane Date
Buyer Date Seller Date
Buyer Date Seller Date
Buyer Date  Seller Date
Agent Kayla Maines Date Agent Matthew {Matt} Mocciola Date
Maine Association of REALTORS®/Copyright © 2023,
All Rights Reserved. Revised 2023. =
REALTOR® .
Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259 Phone: 2073803069 Fax: 96 Elm St
Kayla Maines Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201 wwew iwolf.com

Page 101
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Bk 9492 pgi1s3 #204¢
11-10-2016 @ 11:36:;

NOT WARRANTYDREﬁAo;r

AN
OEFrRFIGC I AL UFF L CI &L

KNOW KL MEN BY THESE PRESEN®: @h#t Fouglas G. Lowell of 73 Linton
Street, South Portland, ME 04106, for consideration paid grant(s) to Ryan Jay Crane, of P.O.
Box 149, West Poland, ME M1, with WARRANTY COV EI;IJ'ANT S:

A N A

A certain lot or paded! of landCtogethewith any bidlding® (Her€onl sAudied in Mechanic Falls in
Androscoggin County, MathePbaing house lots numbere@ ofe Endthree (1 and 3) as shown by
the plat drawn by S.F. Waterman dated November I1st, 1867, and bounded and described as
follows:

BEGINNING at the corner of Elm and Myrtle Streets, running thence North nineteen and one-
half (19 1/2) degrees West, sixty-seven (67) feet, more or less, to the corner of land formerly
owned by Henry Sawyer; thence North sixty-two and one-half (62 1/2) degrees East, on the line
of said Sawyer's land one hundred and eighty-five and one-half (185 1/2) feet, more or less, to a
stake and stone; thence South nineteen and one-half (19 1/2) degrees East, eighty-seven (87) feet,
more or less, to the line of said Myrtle Street; thence South seventy and one-half (70 1/2) degrees
West, on the line of said Myrtle Street one hundred and eighty (180) feet, more or less, to the
point begun at. Containing fourteen thousand two hundred and thirty (14,230) square feet, more
or less.

Reference is hereby made to a deed to Douglas G. Lowell by virtue of a warranty deed from
Benjamin M. Mosher et al. dated 08/22/2006 and recorded at the Androscoggin County Registry
of Deeds in Book 6874, Page 314.

Executed this 7th day of November, 2016.

e o o,

Douglas G” Lowel}

State of Maine
County of Androscoggin November 7, 2016

Then personally appeared before me on this 7th da
Lowell and acknowledged the foregoing to be his

otary Public/Justice of the Peace
Commission expiration:

RE: 2016-44271 Maine Real Estate Transfer Tax Paid
TINA M. CHOUINARD, REGISTER

ANNMDACAARSTAY COATTNIMY MATNT T_DERIANDNETN
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IF YOU WORK
WITH CCA WOOD

« NEVER burn CCA
wood.

« Wear gloves when
handling CCA
wood

« Wear a dust mask
when sanding or
cutting CCA wood

« Don't work with
CCA wood in an
enclosed area (like a
garage)

Apply a coating to seal
the wood every 1-2
years

- TO LEARN MORE

. Eric Frohmberg
Environmental and
Occupational Health
Program
. Maine CDC

Toll-free in Maine 866-
292-3474
TTY: 207-287-8066
www.maine.gov/dhhs/

eohp
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Fact ShCEt: anirmm;ﬁfafgmcd
=senic Treated Wood

Occupational Health Program

Toll Free in Maine: 866-292-3474
Fax: 207-287.3981

TTY: 207-287-8066

Email: ehu@maine.gov

i ——— - ——

Does Your New Home Have Arsenic (CCA) Treated Wood?

Dapartment of Health and
Human Services

11 State House Station
Augusta, ME 04333

About half of all Maine homes have a deck, or
playground or some other structure that is made
of wood treated with arsenic. This wood is
called “CCA pressure-treated wood” or just
“pressure-treated” wood. The wood was treated
with arsenic to protect against rot and insects.

Too much arsenic can cause cancer. So it is
good to prevent arsenic getting into your body
when you can. When you touch wood treated
with arsenic, you can get arsenic on your hands.
The arsenic on your hands can get into your
mouth if you are not careful about washing be-
fore eating. Young children are most at risk be-
cause they are more likely to put their hands in
their mouths. The good news is that there are
simple things you can do to protect yourself and
your family from arsenic treated wood. This
fact sheet will tell you how.

Children touching unsealed treated wood, and
then putting their hands in their mouths is the
biggest concem.

First: Does your house have arsenic treated (CCA) wood?

When arsenic treated wood is new, it tends to have a greenish tint. When CCA wood is older, it
is harder to tell. Ask your realtor if the seller knows whether CCA wood was used. You can also
test the wood to find out if it contains arsenic. Call us to find out how.

Second: If so, reduce contact with the arsenic.

You can lower the amount of arsenic on the surface of the wood by applying a coating on the |
wood every 1-2 years. Oil-based sealants, varnishes, or polyurethane work best for sealing
arsenic in the wood. Be sure to wash your children's hands when they finish playing on or near
CCA wood.

Third: If you have any questions, call us toll-free in Maine: 866-292-3474

What is CCA wood?

CCA wood is made by dipping the wood in a mixture of
chemicals. These chemicals include chromium, copper, and
arsenic. This protects the wood against insects and rot.

This wood is known as CCA wood or “pressure treated”
wood. Most pressure treated wood in the U.S. is CCA
wood. After December 31, 2003, no more CCA wood will
be made for use around homes. CCA wood may still be
sold for home use until April 1, 2004 in the state of Maine.

Common Questions

What is Arsenic?

Arsenic is found in soil and rocks. Most people get a little
arsenic every day from the food they eat. Also, some
people have arsenic in their private wells, which is why it is
important that anyone with a well have it tested for arsenic.
People who are exposed to too much arsenic over many
years are more likely to get cancer.
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Have you tested your well water for arsenic?

parts of Maine.

How to Test Youl:’VeE Water

1. Call a lab.

e Call a certified lab and ask for an arsenic test
kit for your well water. You can find a lab at this
website: wellwater.maine.gov. Or call the Maine
Lab Certification Officer at 207-287-1929.

e Ifyou have never tested your well water for
bacteria, nitrites and nitrates, or other chemicals
like radon, uranium and flouride, ask your lab
for a test kit for all of these.

2. Do the test.
e Your test kit will arrive in the mail. It will have
empty bottles, directions and forms to fill out.

e Follow the directions and mail the bottles back
to the lab with the forms.

3. Get your results.
e Your test results will come to you in the mail.

¢ If you have too much arsenic in your water, or if
you are not sure you understand your test results,
call 866-292-3474 (toll-free in Maine) or 207-287-
4311 to speak to an expert.

Your watcr looks, smells and tastes f ine.
So why do you need to test it?

It is hard to believe that water that looks, smells and tastes fifeTms
not be safe to drink. But the truth is that 1 in 10 wells in Maine has
water that is high in arsenic. There are wells high in arsenic in all

Protect your family.
Test your well for arsenic every 3 to 5 years.

Why Arsenic is Bad

People who drink water with too much arsenic for
many years are more likely to get cancer. Arsenic can
cause skin, bladder and lung cancers.

It may cause low birthweight and affect brain
development in babies if pregnant women drink water
with too much arsenic in it. Arsenic can also affect
brain development in young children. Other problems
from drinking water with very high arsenic levels
include: stomach pain, nausea, diarrhea, numbness or
tingling in the hands and feet and changes in skin.

Your chance of having any of these health problems
depends on:

e how much arsenic is in your water;

e how much water you drink;

e how long you have been drinking the water.

Solving Arsenic Problems

There are actions you can take to protect your family if
your water has too much arsenic. First, you can switch
to bottled water for drinking and making drinks. This
will allow you time to decide if you want to install a
water treatment system.

Call us at 866-292-3474 (toll-free in Maine) or 207-
287-4311 if you have high arsenic. We can help you
decide how to solve the problem.

. your family. Test your well.

h—\.ry... ~to

) mFor”m information: wellwater.maine.gov
o ;all for advice: 866-292-3474 « TTY: Call Maine Relay 711

IMHQMMMGM;,PC,‘MMM“M&M!MI”
Kayla Maines

Phone: 2073803069 Fax.

Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Sulte 2200, Dallas, TX 75201  www.lwolf.com
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PROPERTY LOCATED AT: 96 Elm St, Mechanic Falls, ME 04256

PROPERTY DISCLOSURE

Under Maine Law, certain information must be made available to buyers prior to or during preparation of an offer.
This statement has been prepared to assist prospective buyers in evaluating this property. This disclosure is not a
warranty of the condition of the property and is not part of any contract between Seller and any Buyer. Seller
authorizes the disclosure of the information in this statement to real estate licensees and to prospective buyers of
this property. The Seller agrees to provide prompt notice of any changes in the information and this form will
be appropriately changed with an amendment date. Inspections are highly recommended.

DO NOT LEAVE ANY QUESTIONS BLANK. STRIKE, WRITE N/A OR UNKNOWN IF NEEDED.

SECTION I — WATER SUPPLY

TYPE OF SYSTEM: X/ Public [ | Private [ | Seasonal N/A [] Unknown
(] Drilled [ ] Dug [ ] Other N/A

MALFUNCTIONS: Are you aware of or have you experienced any malfunctions with the
(public/private/other) water system?

T L 1) AT S S Yo SN | D N/A [:] Yes No D Unknown
& LT T SR 0 N R S TR D Yes No [j Unknown
QUADEY « coxsssmsencsmumsuarimssmssssmimmmmumssamyveanss s [] Yes [X] No [ ] Unknown
If Yes to any question, please explain in the comment section below or with attachment.
WATER TEST: Have you had the water 1ested?. .civsmmasmismsssimsinsmasisissorssiirssvesenss [] Yes No
If Yes, Date of most recent test: N/A Are test results available? .. [ | Yes [X] No
To your knowledge, have any test results ever been reported as unsatisfacto
or satisfactory With NOTAHONT. ...cumeuseasessimsussssssussenssesasessossivisasssusvssssanssmssnsns Yes No
If Vs, arcitest requltaavailaBlel ...t ] Yes No

What steps were taken to remedy the problem? N/A
H-PRIVATFE—(Strike-SeotiorH:NotAppticabe:

“Frstatted-by—
“Pateoffrstattatiomn-

Page 1 of 7 Seller Initials rC
Realty One Group - Compass, 513 Sab Street Lewd ME 04240 Phone: (207)346-4900 Fax: 96 Fim St
Matikaw Naceloh Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Suile 2200, Dallas, TX 75201  www.bwolf.com
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PROPERTY LOCATED AT: 96 Elm St, Mechanic Falls, ME 04256

SECTION Il — WASTE WATER DISPOSAL

TYPE OF SYSTEM: [X] Public [ | Private | | Quasi-Public _NA [ Unknown

IF PUBLIC OR QUASI-PUBLIC (Strike Section if Not Applicable):
Have you had the sewer line INBPEOLEL D iunscsinninidusssissnsmmnssssmsansisssssitsstisisassssisssssisisasissans E\ Yes No
If Yes, what results: N/A
Have you experienced any problems such as line or other malfunctions? ........cciicueaee. [] Yes X No

What steps were taken to remedy the problem? N/A

Haveyowexperienced-any matfarrctions {}"l‘cs—@—ﬁv

>t t —N/A

c o\ BT B
i:cafhrxcxu. ...................................................................................................
H¥esFocation-

Page 2 of 7 Seller Initials RC

Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201  www.iwolf.com 96 Eim St
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PROPERTY LOCATED AT: 96 El St, Mechanic Falls, ME 04256

Are there any tax exemptions or reductions for this property for any reason including but not limited to:
Tree Growth, Open Space and Farmland, Veteran's, Homestead Exemption, Blind, Working Waterfront?......... .
........................................................................................................................ [ ] Yes [x] No [] Unknown
If Yes, explain: ety
Is a Forest Management and Harvest Plan available?.............cc..cc..couunee.. [ ] Yes (X No D Unknown
Is house now covered by flood insurance policy (not a determination of flood zone) E] Yes @ No D Unknown
Equipment leased or not owned (including but not limited to, propane tank, hot water heater, satellite dish,
water filtration system, photovoltaics, wind turbines): Type: N/A
Year Principal Structure Built: 1860
What year did Seller acquire property? 2016
Roof: Year Shingles/Other Installed: 2018
Water, moisture or leakage: None

Comments: N/A
Foundation/Basement:
Is there @ Sump Pump? ...............oooveeveeeeeeeeeeeeeeeessceeeeeeeseoeee oo |:| Yes IX] No E] Unknown
Water, moisture or leakage since you owned the Property: ............... [] Yes IZ] No [:] Unknown
Prior water, MOIStUre or Ieakage? ......uiusisissinmsssnsisoiisnsassissnss |Z] Yes [:l No D Unknown
Comments: Gets a little wet by the back door when left open
Mold: Has the property ever been tested for mold? ...........oooveveoooooo. []Yes []No [X] Unknown
If Yes, are test results available? ................co.oveeeeeeeereeeeeeeeseeeennn. []Yes [X] No
Comments: N/A
Electrical: | | Fuses [X] Circuit Breaker [ ] Other: N/A [ ] Unknown
Comments: N/A
Has all or a portion of the property been surveyed? .............ccoeuevvvreceenennee [] Yes [X]No [] Unknown
BE Wes, ds the sorvey aVailable?. .cuimiiimmmmeasisssnsnaissisissssssionesiss [] Yes [X] No [] Unknown
Manufactured Housing — Is the residence a:
WIOBTETIIOR . ososccomocsuspsisrivmmissolsmiiomtin s A s o [] Yes [X] No [] Unknown
B i R T []Yes [X| No [] Unknown
Known defects or hazardous materials caused by insect or animal infestation inside or on the residential structure
......................................................................................................................... [] Yes X| No [ ] Unknown
Comments: N/A

KNOWN MATERIAL DEFECTS about Physical Condition and/or value of Property, including those that may
have an adverse impact on health/safety: None

P Page 6 of 7 Seller Initials RC
oduced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201  wwewwolf.com 96 Elm St
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PROPERTY LOCATED AT: 96 Elm St, Mcchanic Falls, ME 04256

SECTION VI = ADDITIONAL INFORMATION

Kick Plate for Stove is ordered and will be installed before closing

ATTACHMENTS EXPLAINING CURRENT PROBLEMS, PAST REPAIRS OR ADDITIONAL
INFORMATION IN ANY SECTION IN DISCLOSURE: ...........covmuusrenesesusscssssesssesssssassssssssaness [] Yes [x] No

Seller shall be responsible and liable for any failure to provide known information regarding known material
defects to the Buyer.

Neither Seller nor any Broker makes any representations as to the applicability of, or compliance with, any codes

of any sort, whether state, municipal, federal or any other, including but not limited to fire, life safety, building,
electrical or plumbing.

As Sellers, we have provided the above information and represent that all information is correct. To the best of
our knowledge, all systems and equipment, unless otherwise noted on this form, are in operational condition.

2?“”’ Crane 08/23/2023
SELLER DATE SELLER DATE
Ryan Crane
SELLER DATE SELLER DATE

I/We have read and received a copy of this disclosure, the arsenic in wood fact sheet, the arsenic in water
brochure, and understand that I/we should seek information from qualified professionals if I/we have questions

\___DAPE

BUYER DATE
BUYER DATE BUYER DATE
Page 7 of 7
I dl Maine Association of REALTORS®/Copyright © 2023. (=]
s All Rights Reserved, Revised 2022. b
REALTOR®
Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Sulte 2200, Dallas, TX 75201  www.lwolf.com 96 Elm St
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ESCALATION ADDENDUM
To Agreement dated d&’(l Q(; OQQQ’( , between S e

and . — - PICPVORIPRRPRRE. (“Buyer”)
for property located at "~ abeachrd,monmouth,me  (“Property”)
i er: By including this Addendum as part of the Agreement, Buyer agrees to have the purchase price set forth

: o e Q “eive her buyer (“Competing Offer”). This
in h S of the Agreement increased if Seller receives a higher offe'r from anot : npe

Ad‘:iacr:gznp does not assure that the Competing Offer used to establish .thc .pt'xrchase price will in all respects bc
comparable to this offer. Buyer is cautioned to offer no more than Buyer is w-lllm.g to pay for t!\e Prgperty. Buyer is
further advised that Seller or Seller's agent may disclose the terms of this offer (if rejected), including this Addendum, to
others when it is used as a Competing Offer.

1. If, prior to accepting this offer, Seller receives a Competing Offer for the Property with a Net Price greater than the

Net Price of this offer, the Net Price of this offer shall be increased to $ 5]])”} more than _the Net Price of
the Compctin%Oﬁ‘er (“Escalation Amount”). In no event shall the new purchase price of this offer exceed

$ éOO,QQ (“Maximum Offer”). The term “Net Price” means the stated purchase.price (or rpaximum price if
the Competing Offer contains an escalation clause) less any price adjustments such as credits for closing costs.

2. A Competing Offer must be a bona fide, arm's length, unexpired, written offer containing al! material terms necessary
for an enforceable agreement which: a) requires the full purchase price to t?e paid at clqsmg (no 'seller
financing); b) provides for closing no later than days from the closing date of this offer; and c) is not contingent
on the sale of the buyer's property (unless this offer is contingent on the sale of Buyer's property).

3. Seller's acceptance and escalation of this offer shall not be effective unless it is accompanied by a complete copy of
the Competing Offer used to escalate the purchase price, including any escalation provision.

4. The following formula is provided to assist the parties in calculating the new purchase price. Tbe accuracy or
completeness of the calculation shall not render this Agreement unenforceable. To the extent the following calculations
are inconsistent with the escalation provisions above, the escalation provisions shall control.

(a) Purchase Price of Competing Offer (or the
maximum offer if contains an escalation clause):
(b) Less Credits to Buyer in Competing Offer: (
(c) Equals Competing Offer Net Price:
(d) Plus Escalation Amount (this offer):
(e) Plus Any Credits to Buyer (this offer):
(f) New Purchase Price (this offer):

5. If this offer is contingent on Buyer obtaining financing, the % of the purchase price set forth in paragraph 14,
sub-paragraph a. of the Agreement, shall be calculated on (check one): [ ] the original purchase price in paragraph 5 of
the Agreement; or Dthe New Purchase Price set forth above. (If neither box is checked, it will be calculated on the

original price in paragraph 5 of the Agreement.)

P AH A LR

Buyer Date Seller Date
Buyer Date Seller = Date
Buyer Date Seller Date
Buyer Date Seller Date
Maing Association of REALTORS®/Copyright © 2023, @
Ao All Rights Reserved. Revised 2023. Bosaronr.
Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259 : 4
Kayla Matnes Produced with Lone Wolf Transactions (zipForm Edition) 747 N Harwood St, su:gnod. ’o'lﬁ’ i.:(’ 75201 m;.;m!.m o
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ESCALATION ADDENDUM
(Summary and Instructions)

DILIGENCE: The Escalation Addendum commits the Buyer to increase their offered price to a specified
amount higher than the highest competing offer received by the seller, up to a maximum amount. An escalation
addendum is legal but can present potential pitfalls. No matter who you represent, use of this form presents
risks and requires utmost care and diligence in order to protect your client.

GENERAL ADVICE: Because of the risks inherent in the use of the Escalation Addendum, you and your
clients are strongly encouraged to seek the advice of the agency designated broker or legal counsel when
drafting or responding to an offer using this Addendum.

WARNING TO BUYERS: When the Escalation Addendum is included, the Buyer will have informed the
seller of the highest price they are willing to pay. The seller is not obligated to accept the escalation mechanism.
They can choose to negotiate with the Buyer or any other buyers, counter-offer at the stated Maximum Offer or
demand that all interested parties make their highest and best offers without escalation. Buyers also need to
understand that when they include the Addendum and the offer is properly accepted by the seller, they are under
contract. They will not have the right to reconsider once they see the New Purchase Price other than making
sure the acceptance was done properly (no mathematical errors, the Competing Offer satisfies the requirements
and the New Purchase Price does not exceed the Maximum Offer).

COMPETING OFFER: The Competing Offer being used to escalate does not have to be identical to the Buyer’s
offer. The Competing Offer must be unexpired at the time of the escalated offer's acceptance. As written, the
Addendum requires it to have a closing deadline within the timeframe indicated and it
has to require full payment at closing (it can be subject to a financing contingency, just not seller financing). It
cannot be subject to the sale of buyer's property unless the Buyer's offer has that contingency. If the Buyer is
willing to accept these possible variations in the Competing Offer, they can line out any of a), b) and/or ¢) in
paragraph 2 of the Addendum. While it is required to be a bona fide, arm's length, unexpired, written offer,
there is very little the Buyer can do to ensure that the Competing Offer is a genuine offer. While fabricating an
offer for this purpose would be fraudulent, it will be very difficult for the Buyer to know that it has occurred.

COPY OF COMPETING OFFER: The Addendum requires that when the offer is accepted it must be
accompanied by a complete (unredacted) copy of the Competing Offer used to calculate the New Purchase
Price. A seller is free to disclose the Competing Offer at any time, but a listing agent can only provide that copy
if the seller has first formally rejected the Competing Offer (in writing) in order for the listing agent to comply
with Chapter 410, Section 12 of the Maine Real Estate Commission rules (See Rejection of Offer form in MAR
forms library).

FINANCING CONTINGENCY: If the Buyer's offer is subject to financing based on a % of the purchase
price, they have to indicate by checking the appropriate box in paragraph 5 whether that % will continue to be
based on the original price or be based on the New Purchase Price in the event of escalation. In other words, are
they agreeing to make up the amount of the escalation in cash at closing or will the loan they are applying for
have to be increased accordingly. This raises the issue of whether the property will appraise at the escalated

price in order to support the financing which the seller needs to take into consideration when deciding whether
to accept the offer.

P Phone: 2073803069 Fax: jane doe
roduced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201  www.iwolf.com

Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259
Kayla Maines
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CALCULATION OF PRICE: The Addendum includes a calculation section (paragraph 4) to be filled in by
the seller to determine the New Purchase Price based on the Competing Offer. The calculation has to be done in
compliance with paragraphs 1 through 3. If there are any math errors in the calculation, the terms of paragraphs
1 through 3 control the determination of the New Purchase Price. The instructions for completing the

calculation are as follows:

4(a) Enter the purchase price of the Competing Offer. If the Competing Offer also contains an escalation
addendum. enter the maximum offer amount in the Competing Offer.

4(b) Enter any buyer credits or price adjustments in the Competing Offer.

4(c)  Subtract the buyer credits in (b) from the purchase price in (a) and enter the Competing Offer Net Price.
4(d) Enter the Escalation Amount set forth in paragraph 1.

4(e)  Enter any buyer credits or price adjustments in the Buyer's offer.

4(f)  Add the amounts in lines (c), (d) and (e) and if the total is equal to or less than the Maximum Offer set
forth in paragraph 1, enter that amount as the New Purchase Price. If the total of lines (c), (d) and ()
exceeds the Maximum Offer set forth in paragraph 1, enter the Maximum Offer amount as the New
Purchase Price.

EXAMPLE #1: Buyer offers $315,000 contingent on seller paying $5,000 towards closing costs. The
Escalation Addendum has an Escalation Amount of $5,000 and a Maximum Offer of $350,000. The Competing
Offer is $325,000 contingent on seller paying $3,000 towards closing costs. The calculation would be as
follows:

4(a) $ 325,000
4b) (S 3,000
4(c) $ 322,000
4(d) $ 5,000
4(e) $ 5,000
4(9) $ 332,000

EXAMPLE #2: Same as #1 except the Competing Offer has an Escalation Addendum with an Escalation
Amount of $3,000 and a Maximum Offer of $340,000. The calculation would be as follows:

4(a) $ 340,000
4(b) (¢ 3,000
4(c) $ 337,000
4d $ 5000
4(e) $ 5,000
4(f) $ 347,000

2

m Maine Association of REALTORS®/Copyright © 2023.

All Rights Reserved. Revised 2023.
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Docusign Envelope ID: B985B52FFC8D0ODB09219C--BF8FD18BA70B--4-45C7C75ADE--B9A61BF70DC4-75408F651DCE3BFAC1E3110A7A876B95A87D

SELLER COMPENSATION ADDENDUM

Addendum to the Purchase and Sale Agreement dated January 24, 2025 , between

(“Seller”)

and (“Buyel‘")

(“Agreement”).

forpropertylocatedat

The Agreementisfurther subject toth

SelleragreestopayBuyerAgency
%ofthepurchasepriceatthetimeofc
payment to Buyer Agency shall be made in a
Agency to Buyer Agency.

All other termsandconditionsof theAgreement shall remaininfull force andeffect.

Ition to cooperative compensation, if any, offered by the Listing

,~—DocuSigned by: Stanedby: 1/2 5/202 5
y 1/24/2025
- 24 oo P
\— 1A1026C765864ED DATE DATE
,_s.gmby 1/24/2025 » kiou)o 1/25/2025
\,gw‘/\‘ 154FDAD4172444C
;cooewzvsecum DATE DATE
BUYER DATE SELLER DATE
BUYER DATE SELLER DATE

m MaineAssociationofREALTORS®/Copyright © 2025. @
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ROADMAP T0O SUCCESS

v

WRITING AN OFFER SUMMARY

o YOU WILL NEED TO SAVE ALL THE DOCUMENTS

THAT ARE ATTACHED IN THE MLS ON TO YOUR

COMPUTER, ADD INTO ZIP FORMS AND BRING
THROUGH TO DOCUSIGN.

o SEE HIGHLIGHTS ON WHERE TO ADD INITIALS
AND SIGNATURES.

o REMEMBER THAT EACH PAGE OF THE DEED, TAX
MAP, ETC NEEDS

o TOBE INITIALED BY THE BUYER

o AFTER ALL DOCUMENTS ARE SIGNED BY BOTHE
PARTIES ALWAYS PLACE IN SKYSLOPE

INTEGRITY HOMES

REAL ESTATE GROUP
S Page 114
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ROADMAP T0O SUCCESS

LISTING DOGUMENTS

Maine Real Estate Commission FORM
EXCLUSIVE Right to Sell Agreement combo
DUAL DISCLOSED AGREEMENT
Arsenic Wood DISCLOSURE (If App)
Arsenic Water DISCLOSURE (if app)
Property Disclosure

Lead Base Addendum (if App)

Tax Map

Deed

Septic Design (If app)

Survey (if completed)

INTEGRITY HOMES

REAL ESTATE GROUP

j 0 21 N
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T TO SELL LISTING AGREEMENT
Combo form

Agency has a policy , ¢ ageni(s) (heremafier "Appointed Agent™) within the Agency to represent you.
i ! and s regulated by the Maine Real Estate Commussion. The Appomnted

Place posifion hery Maine real estate license. The Appointed Agent(s) will
owe you, the client, fiduciary~dutics _beefl include among other things, the obligation not to reveal confidential
information obtained from you to other licensees, except the designated broker or the designated broker's designee for the
purpose of secking advice or assistance for your benefit. This Agency may be representing both the  Seller and the Buyer in
connection with the sale or purchase of real estate. Should the appointed agent named above be unable to fulfill the terms of
the brokerage contract, or by agreement between you and the designated broker, another agent from this Agency may be
appointed during the term of your brokerage contract with this agency. Appointment of another agent as a new or
additional agent does not relieve the agent named above of any fiduciary dutics owed to you.

If a replacement or temporary appointed agent is appointed to represent you cither 1o replace the original appointed agent,
or while that agent is temporanly unavailable, a new Disclosure and Agreement will be entered into with you by the
Agency. Once the original appointed agent agreement is terminated, or the temporary appointed agent agreement is
terminated by expiration, the onginal agent or temporary agent will no longer be representing you and will owe you no
further duties or obligations except the duties to account for money and property and to maintasin confidentiality of
information as set forth in 32 MLR.S.A. Sec 13281 (2).

Client has read Appointed Agent Disclosure to entering into a brokerage contract with Agency, and hereby
consents to the appointment of the Agent(s). X Yes | No

DISCLOSED DUAL AGENT:

Client(s) acknowledge they have been informed by Agency that the Agency has a policy that permits Disclosed Dual
Agency. This practice is authorized under Maine State law and is regulated by the Maine Real Estate Commussion. In a
transaction where a Buyer Chient desires to purchase a Seller Client's listing, Disclosed Dual Agency may arise. In serving
as a Disclosed Dual Agent, Agency:

I. represents two chients, the Buyer and the Seller, whose interests are adverse and the agency duties are limited:
2. may disclose to Buyer any mformation provided by Seller and may disclose to Seller any mmformation provided by
Buyer except:
e the willingness or ability of Seller to accept less than the asking price;
e the willingness or ability of Buyer to pay more than has been offered;
e confidential negotiating strategy not disclosed in the sales offer as terms of the sale;
e the motivation of Seller for selling and the motivation of Buyer for buying.

Client has read and understood the Agreement. Client understands they may choose to consent, or not consent, to

Agency serving as a Disclosed Dual Agent. Clieat hereby voluntarily consents to the Agency and Appointed Agent
acting as a Disclosed Dual Agent. Yes | | Ne
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Combo form

EXCLUSIVE RIGHT TO SELL LISTING AGREEMENT

AGENCY Integrity Homes Real Estate Group, P.C

COMPENSATION:
Agency commissions are not set by law and are fully negotiable.

In consideration of Agency's agreement 1o list and promote the sale of ( mdleﬂoflfmofmaplmmorm
attached hereto) Seller's property  situated in  mumicipality of isney World , County of
Androscoggin . State of Maine, located at 259
and described in deed(s) recorded at ssid County Registry of Deeds in Book(s) 123 "Page(s) 23 e
: a%WthhaMwhbwﬂwaMadmaamof
$342.000.00 , and on the terms herein stated, or at any other price or terms %0 which Seller may authorize or consent.
If. during the term of this agreement, a Buyer s produced who is ready, willing and able to purchase at said price, or any other price or
terms 1o which the Seller may agree, or if the propenty is sold or exchanged by anyone, including the Seller, then Seller agrees to pay
this Agency a listing commussion of $ or % of the purchase price, whichever is greater,

Agency has disclosed its policies regarding cooperation and compensation so as 10 inform Seller of any policy that would limit the
participation of any other Agency. Agency and Seller select the following:
CUSTOMER !t is the agency’s policy o let the agent determine if they want 10 work with customers. if s0, customer disclosure applies

[] Yes X No If Buyer is a customer of Listing Agent and is not working with any other Agent or Agency, Seller agrees to
pay this Agency an additional $ or % of the purchase price, whichever is greater

BUYER'S AGENCY Itis our policy 10 cooperate but we are NOT agency 10 agency compensalion so the second section s NO
Xvyes [1No This Agency's policy is to cooperate with other agencies acting as Buyer's agents.
[ 1Yes X No This Agency's policy is to share compensation with Buyer agencies.
[7] Yes [X] No If Yes, Seller consents to this Agency's policy of offering
cooperative compensation 10 Buyer agencies for this transaction
in the range of "% to % of the purchasc price,

TRANSACTION BROKERS U is ouwr paolicy 10 cooperate bul we are NOT agency 10 agency compensation $o the second section is NO
X Yes No This Agency's policy is to cooperate with other agencies acting as transaction brokers,
This Agency's policy is to share compensation with transaction brokers.
[] Yes X] No If Yes, Seller consents to this Agency’s policy of offering
cooperative compensation to transaction brokers for this transaction
in the range of %o %6 of the contract price.

DIRECT PAYMENT TO BUYER AGENCY
X Yes [ No In addition 10 the listing commission above, Seller agrees o offer a direct payment 1o a Buyer agency
in the amount of § or % of the purchase price, unless otherwise agreed to in a
purchase and s:lt is our policy to have seflers compensation buyers direct so the second section is yes if seller agrees o
pay a buyers agent fee. Answer No if the seller wants to pay nothing.

BUYER CONCESSIONS
[]Yes [INo In addition 10 the listing commission above, Scller agrees 1o offer § or % of the purchase price
sowards Buyer's pre-paids. points and/or closing costs, unless otherwise agreed to in a purchase and sake

sgreement |f seller agrees to pay closing costs, this area applies

DISCLOSURE OF AGENCY COMPENSATION POLICIES
@Yes DNo This Agency’s policy 18 to compensate all other real estate brokerage agencies n the same manner, If no, Seller
acknowledges this policy may limit the participation of other agencies in the marketplace.
[JYes X No This Agency's policy on paying commissions o its affilated licensees is 1o provide a greater commassion for an
m-house sale versus sales mvolving a cooperating real estate brokerage agency.
A Yes on the same manner because we have the rules above for every client on how we accept and
recieve payment. Always Direct. 5. No because we do not offer a greater commussion intemally.
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TRAY : Start date here o End date here
This Agreement begins on and will expire on
("Expiration Date"). If at such expiration aae-Seter has placed the property under any type of contractamng the transaction is

still pending, the expiration date of this Agreement shall be extended until completion of that transaction by either
closing/transfer of title or termination/expiration of the contract.

The commission as provided above shall be due if the property is sold, conveyed, exchanged, optioned or otherwise
transferred within 6 months after the expiration of this Agreement to anyone with whom Agency has negotiated unless

listed in good faith with another real estate broker:
property, showing the property, or pre

ency. Negotiation shall include providing information about the
erty. All rights under this paragraph shall expire on

("Carryover Date").

’

Seller acknowledges and/or agrees:

A continuing duty between the signing of this listing agreement and the final closing to disclose to Agency all
information about the property, adverse or otherwise, and understands that all such information shall be disclosed by
Agency to Buyer.

To hold Agency harmless for any claim which may result from the Seller's failure to disclose information about the
property.

To refer all inquiries to Agency.
To convey property by
To authorize a "For Sale" sign on the property.

To authorize the advertising of the property.

To authorize use of a key and/or a lock box on the property.

To authorize Agency to divulge the existence of offers on or interest in the property.
To authorize publication of property and applicable disclosure attachments in the MLS
and use of Information for marketing, appraisal and statistical purposes.

To authorize the Agency to use and make exterior and interior photographs and video of said ] Yes[ | No
property in promoting its sale.
To authorize inclusion of street address of the property on Internet display to the public. [] Yes[ | No

To authorize inclusion of automated estimate of market value (AVM) on the property shown

on virtual office websites. Yes| | No
To authorize inclusion of allowing comments or reviews about the listing on virtual office websites. Yes| | No
This property is monitored by audio and/or video surveillance equipment. . | Yes| | No
That Agency has discussed with Seller safeguarding of personal property and valuables located within the Property.
Seller releases and indemnifies Agency and licensees against any liability which may occur due to damage or loss.

Seller acknowledges that buyers and licensees may engage in activities such as, but not limited to, photography,
videography and videotelephony.

That the State of Maine law requires Buyers of property owned by non-resident Sellers to withhold a prepayment of
capital gains tax unless a waiver has been obtained by Seller from the State of Maine Revenue Service.

That the State of Maine law says that the owner of property as of April 1 is legally responsible to pay the property
taxes even if the property is later sold and any tax lien filed for non-payment will be in the name of the owner as of April 1
which could have a negative effect on their credit rating.

To seek legal, tax, and other professional advice as necessary in connection with sale of property.

Receipt of a copy of this agreement.

That Agency has informed Seller of his/her obligation to provide buyers with information developed by the
Department of Health and Human Services (Bureau of Health) regarding what homeowners should know about
arsenic in private water supplies and arsenic in treated wood.

That Agency has informed Seller of his/her disclosure and certification obligations regarding the presence of lead-based paint
and lead-based paint hazards and a Buyer's right to conduct a risk assessment or inspection of the property to determine the
presence of lead-based paint or lead-based paint hazards.

Any property management services are only provided by Agency if agreed to by separate written agreement.

If any earnest money is forfeited by a Buyer, it shall be distributed one half to Seller, and one half to Agency. In no event
shall the Agency portion exceed the agreed upon commission set forth above.

Seller authorizes the disclosure of information herein to Maine Listings, closing agent, and lender, if any, upon
request for verification and compliance purposes.

Page 3 of 4 Seller’s Initials
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Seller agrees to hold Agency harmbess from any loss or damage that might result from authorizations provided in the

agrees that all fixtures, ncluding but not limited 1o existing storm windows, screens, shades
curtain rods, buili-in appliances, heating sources/systems including gas andlor kerosene-fired heaters

and wwd/pdlel stoves, sump pump, electrical fixures, hard-wired generators, kandscaping, and
are included with the sale except for the following: Normally this is NA but can include additional items

Seller acknowledges receipt of 2 copy of the Residentzal Property Transaction Booklet Z]ch DNo

Agency and Seller agree that Agency shall represent Seller and that this Agreement creates an agency/cClient relationship
as defined in the Real Estate Brokerage License Act

Agency and Seller cach agree that this property 1s 10 be offered without regard to race, color, religion, sex, physacal or mental
disability, familial statws, ancestry, sexual orientation, gender sdentity, or national origin as defined in Maine state law or
because the person sought and recerved an order of protection under Title 19-A, sectson 4007.

This agreement may be signed on any number of identical counterparts with the same binding cffect as if the signatures
were on one instrument, Original or faxed or other clectronically transmitted signatures are binding.

I hereby consent 1o receive fax or other clectronic transmissions from Agency %0 fax numberis) and‘or email address(es)
provided herem. Pursuant 1o the Mame Uniform Electronse Transactions Act and Digital Signature Act, the parties authorize
and agree to the use of clectronic signaturcs as a method of signing/imtialing this Agreement, including all addenda. The
partics hereby agree that either party may sign electronically by utilizing an electronic signature service.

( Seller NAme ley Seller

Seller Seller

SELLER(S) Mailing Address:

SELLER(S) Phone Number(s): (ﬁﬁ
SELLER(S) E-mail Address: INfo here

\ e
SELLER(S) Fax Number(s):
Accepted by AGENCY on (Date)
By:
Name:
Its Authonzed Signer
Pagedold
Maine Association of REALTORSE/ Cepyright © 2025, @

- All Rights Reserved, Revised July 2024,



i~
Because we are appointed/ Disclosed Dual agency, this form is triggered in the event you becone a

DD agent transaction
DISCLOSED DUAL AGENCY CONSENT ACKNOWLEDGEMENT

Integrity Homes Real Estate Group, P
t the Agency has a policy that permitgdisclosed Dual
aw and is regulated b aine Real Estate
nt's listing, Disclosed Dual

Buyer/Seller acknowledge they have been informed b
(hereinafier "Agency") t
Agency. This practice is authorized under Maine S
Commission. In a transaction where a Buyer Client desires to
Agency may arise. In serving as a Disclosed Dual Agent, Agency:

1. represents two clients, the Buyer and the Seller, whose interests are adverse and the agency duties are
limited;

2. may disclose to Buyer any information provided by Seller and may disclose to Seller any information
provided by Buyer except:

A. the willingness or ability of Seller to accept less than the asking price;

B. the willingness or ability of Buyer to pay more than has been offered;

C. confidential negotiating strategy not disclosed in the sales offer as terms of the sale;

D. the motivation of Seller for selling and the motivation of Buyer for buying.
By signing this form, Buyer/Seller acknowledge that they have read and understand this Agreement.
Buyer/Seller understand they may choose to consent, or not consent, to Agency serving as a Disclosed

Dual Agent and hereby voluntarily consents to the Agency and Appointed Agent, if any, acting as a
Disclesst=Fax .

Buyer Date Seller Date
Tmac & Sons
Buyer Date Seller Date
Buyer Date Seller 7 Date
Buyer Date Seller Date
Maine Association of REALTORS®/Copyright © 2023. .@
All Rights Reserved. Revised 2021, e
REALTOR® Swcaroe
Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259 Phone: 2073803069 Fax: jane doe
Kayla Maines Produced with Lone Wolf Transactions (ZipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201  wwaw.iwolf.com



Dept. of Professional & Financial Regulation
Office of Professional & Occupational Regulation

MAINE REAL ESTATE COMMISSION

35 State House Station Augusta ME 04333-0035

REAL ESTATE BROKERAGE RELATIONSHIPS FORM

S y Are you interested in buying or selling resi-
Rl g ht A OW dential real estate in Maine? Before you
e begin working with a real estate licensee it is
) ou A re A important for you to understand that Maine
Cl istomer Law‘provides for different levels of brokerage
service to buyers and sellers. You should
decide whether you want to be represented in
a transaction (as a client) or not (as a customer). To assist you in deciding
which option is in your best interest, please review the following information
about real estate brokerage relationships:
Maine law requires all real estate brokerage companies and their affiliated
licensees (“licensee”) to perform certain basic duties when dealing with a
buyer or seller. You can expect a real estate licensee you deal with to pro-
vide the following customer-level services:

# Todisclose all material defects pertaining to the physical condi-
tion of the real estate that are known by the licensee;

# Totreat both the buyer and seller honestly and not knowingly give
false information;

#  Toaccount for all money and property received from or on behalf
of the buyer or seller; and
# To comply with all state and federal laws related to real estate
brokerage activity.
Until you enter into a written brokerage agreement with the licensee for
client-leve! representation you are considered a “customer” and the licen-
see is not your agent. As a customer, you should not expect the licen-
see to promote your best interest, or to keep any information you give
to the licensee confidential, including your bargaining position.

If you want a licensee to represent you, you will

YO H M ay need to enter into a written listing agreement or

a written buyer representation agreement. The-
B €COIE seagreements create a client-agent relation-

- ship between you and the licensee. As a client
A Cl 1€  you can expect the licensee to provide the fol-
lowing services, in addition to the basic ser-
vices required of all licensees listed above:
# To perform the terms of the written agreement with skill and care;
# To promote your best interests;
e For seller clients this means the agent will put the

seller's interests first and negotiate the best price and
terms for the seller;

e  For buyer clients this means the agent will put the buy-
er's interests first and negotiate for the best prices and
terms for the buyer; and

# To maintain the confidentiality of specific client information, in-
cluding bargaining information.

COMPANY POLICY ON CLIENT-LEVEL SERVICES -
WHAT YOU NEED TO KNOW

The real estate brokerage company's policy on client-level services deter-
mines which of the three types of agent-client relationships permitted in
Maine may be offered to you. The agent-client relationships permitted in
Maine are as follows:

# The company and all of its affiliated licensees represent you
as a client (called “single agency”);

# The company appoints, with your written consent, one or
more of the affiliated licensees to represent you as an
agent(s) (called “appointed agency”);

# The company may offer limited agent level services as a
disclosed dual agent.

WHAT IS A DISCLOSED DUAL AGENT?

In certain situations a licensee may act as an agent for and
represent both the buyer and the seller in the same transaction. This
is called disclosed dual agency. Both the buyer and the seller must
consent to this type of representation in writing.

Working with a dual agent s not the same as having your own exclu-
sive agent as a single or appointed agent. For instance, when representing
both a buyer and a seller, the dual agent must not disclose to one party any
confidential information obtained from the other party.

Remember!
Unless you enter into a written agreement

for agency representation, You are |
a customer—not a client.

THIS IS NOT A CONTRACT

It is important for you to know that this form is not a contract. The licensee's
completion of the statement below acknowledges that you have been given
the information required by Maine law regarding brokerage relationships so
that you may make an informed decision as to the relationship you wish to
establish with the licensee/company.

To Be Completed By Licensee
This form was presented o
To

Tmac & Sons

by P < KaylaManes >
~~Licenses's-ame

Integrity Homes Real Estate Group, PC
EompanylAgency

MREC Form#3 Revised 07/2006
Office Title Changed 09/2011

on behalf of

- e

To check on the license status of the real estate brokerage combx:iny or afﬂ%ted licensee go to www.maine.gov/professionallicensing.
Inactive licensees may not practice real estate brokerage.
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PROPERTY LOCATED AT: 4 beach rd , monmouth, me

PROPERTY DISCLOSURE

Under Maine Law, certain information must be made available to buyers prior to or during preparation of an offer.
This statement has been prepared to assist prospective buyers in evaluating this property. This disclosure is not a
warranty of the condition of the property and is not part of any contract between Seller and any Buyer. Seller
authorizes the disclosure of the information in this statement to real estate licensees and to prospective buyers of
this property. The Seller agrees to provide prompt notice of any changes in the information and this form will
be appropriately changed with an amendment date. Inspections are highly recommended.

DO NOT LEAVE ANY QUESTIONS BLANK. STRIKE, WRITE N/A OR UNKNOWN IF NEEDED,

SECTION 1 — WATER SUPPLY

TYPEOF SYSTEM:  [X] Public [ ] Private [ ] Seasonal _[[] Unknown
[ ] Drilled [] Dug [ ] Other - S

MALFUNCTIONS: Are you aware of or have you experienced any malfunctions with the
(public/private/other) water system?

Pomp GEaBY): it i b m [X| N/A [] Yes [] No[ ] Unknown
L1 e LSS, [] Yes [ ] No[] Unknown
8L I [] Yes [ ] No[] Unknown

If Yes to any question, please explain in the comment section below or with attachment.

WATER TEST: Have you had the Water teSted? ...........couevvveervemsrooseseoesososeoeoeoess oo [] Yes X No
If Yes, Date of most recent test: Are test results available? .. [ ] Yes [] No

To your knowledge, have any test results ever been reported as unsatisfacto
of Satisfactory With DOBHONT /iiseusessssssnssnssesssssmsonsssssassinssssasonsssosscssomsisdsi Yes []No

If Yes, are test results available? ...............ccuummnmmisssssssmssmsesnsesasesssessesnes []Yes []No
What steps were taken to remedy the problem? n/a

FF-PRIVATE(Strike-SectionH-NotApplicablc)
“Frstattedby—
-Batcoffrstattation—

Source of Section I information: Seller

Buyer Initials o — Page 1 of 7 Seller Initials e =

Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259 Phone: 2073803069 Fax: Jane doe
Kayla Malnes Produced with Lone Wolf T, (dpForm Edition) 717 N + S\, Suite 2200, Dallas, TX 75201 www.twolf.com

Comments: n/a
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PROPERTY LOCATED AT: 4 beach rd , monmouth, me

SECTION 11 = WASTE WATER DISPOSAL

TYPE OF SYSTEM: [X] Public [ | Private [ | Quasi-Public [ ] Unknown
IF PUBLIC OR QUASI-PUBLIC (Strike Section if Not Applicable):
Have you had the SeWer line inSPECted?.......wurimiiiiumisisirismssmissmssssssssssssssssssnssssssssse [] Yes [X] No
If Yes, what results:
Have you experienced any problems such as line or other malfunctions? .......ccvenenenesenenes [] Yes No

What steps were taken to remedy the problem?

FF-PREVATE (Strike-Scction it : :
Fark-Size:| [500-Gatton [ H066-Gatton [ Fonkmown | [Other-
?arrk-’prc’ [ Feomerete [ Pvfetat [ Fomkmowm [ [Other-

—OR— Homkmown
Batcmstzﬁcd—-Batc-}asrpumpcd——N-amruf-pumpmg'mmpmy—

Haveyouexperiencedany matfumctions e { }'-‘t‘cs-{ l—NU

Comments: n/a

Source of Section II information: Seller

Buyer Initials Page 2 of 7 Seller Initials
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PROPERTY LOCATED AT:4 beach rd , monmouth, me

SECTION 111 = HEATING SYSTEM(S)/HEATING SOURCES(S)

Heating Systemy(s) or Source(s) SYSTEML | | SYSTEM2 SYSTEM 3 SYSTEM 4
Jm(ﬁ_) | HWBB N | Heat Pump [
|_Age of system(s) or source(s) unk L | P e D CRETL e,
Name of company that services
|_system(s) or source(s) | Main St Fuel n/a B
| Date of most recent service call unk 09/19/2023
Annual consumption per system ] B =
or source (i.¢., gallons, kilowatt unk n/a
| hours, cords) |
| Malfunction per system(s) or [
| source(s) within past 2 years none none
| Other pertinent information none none
|
i T o | T T —— [j Yes D No Unknown
T A ————— []Yes []No Unknown
ATC AL SIBEVEAT . cuovmrsarrorsuvsresssusasssonasssusassarseovasesnesnspsnsnanssatssssennsasnsassnsssasponsonasas D Yes I:] No Unknown
T (BT [:] Yes I:] No
g R i1 (s T mos—— E] Yes [:] No @ Unknown
Is more than one heat source vented through one flue? ..........ccceveiuininnnene. D Yes [:I No Unknown
Had 2 chImney fIFe: ...odussnssissssstishonsonsasaionssassasssssrasorssssarsusssssinenssnsanics []Yes []No Unknown
Has chimney(s) been inSpected? ... isivimisinisssisismsmsissainsasaos [I Yes [:] No E Unknown
If Yes, date:
Date chimney(s) last cleaned:
e e ot ) R IR R —— [] Yes [ ] No [X] Unknown
EIE VEBH(E) BB AHEDECIEAD" ccvossserswsmsismanssuimssvmissssivisssnn s onssimosovsn i [] Yes [] No [X| Unknown
If Yes, date:

Comments: none

Source of Section III information: Seller

SECTION IV — HAZARDOUS MATERIAL
The licensee is disclosing that the Seller is making representations contained herein.

A. UNDERGROUND STORAGE TANKS - Are there now, or have there ever been, any underground

storage tanks On the PrOPEILY? ......cvsessseeussesesssssnsarorsssssssasassssasasasassssasssnssasasases [:] Yes [X] No [ ] Unknown
If Yeg, are tanks i1 COTTCHE UBLY ivuicivsrivssisrsssisvvetivsstonsesssoisiussenssasisnnsessassssssisnss [] Yes [X] No [ ] Unknown
If no longer in use, how long have they been out of service? ,
If tanks are no longer in use, have tanks been abandoned according to DEP? [] Yes [] No [ ] Unknown
Avennnls ropiterad Wil DBV, cuusinminisimimiinaarnissi (e ] Yes [ ] No [] Unknown
Age of tank(s): - Size of tank(s):
Location:

Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201  www iwolf.com Jane doe
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PROPERTY LOCATED AT: 4 beach rd , monmouth, me P MO ’

What materials are, or were, stored in the tank(s)?

Have you experienced any problems such as leakage: ... [] Yes [X| No [ | Unknown
Comments: none

Source of information: Seller
B. ASBESTOS — Is there now or has there been asbestos:

As insulation on the heating system pipes or duct Work? .......ccoeieiniiiinins [] Yes No [ ] Unknown
T R0 TR DB oo s n LA v RAA S ARSI AR SRR AR RSSO AT [] Yes No [ ] Unknown
R PR SR — [] Yes No [ ] Unknown
R NES DUOTIRE BRIBDICEY ccovsunscntsntismsemsiiuso s s G Nasiassassarssss [] Yes [X] No [ ] Unknown
ERRROUTRREIHOBY oot v ot o is AP S B avaved sk s s s [] Yes [X] No [ ] Unknown
Other: [] Yes [X] No [ | Unknown
Comments: none
Source of information: Seller
C. RADON/AIR - Current or previously existing:
B R e PrODeTty DEEIABSIEAY ..o consassirascsisiibmassss snsstisissinstinabinassndasnsnsssasonsii [] Yes No [ | Unknown
HYes—Date: By-
Resuits—

T 5 ?
Hasthreproperty-beemr tested-simeerenmedtatsteps > [res [[¥o- [ Fomkmown

Hablet [Prs (Yo

Resuits’Commrents:
Source of information: Seller
D. RADON/WATER - Current or previously existing:
Eis Thn ety BEBIIACIIET s vesssvisssainesssteisassanstsssass s rasiaasams [] Yes No [_] Unknown
H—Yes—Date: By
Resuits—
N —-— it _—
Has the-property-beemr tested-smeeremediatsteps [ Fres [ R¥o- [ Fonkmown

Source of information: Seller o ,
E. METHAMPHETAMINE - Current or previously existing: [] Yes [X| No [ ] Unknown
Comments: none

Source of information: Seller

Buyer Initials Page 4 of 7 eller Initials
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Page 125




PROPERTY LOCATED AT: 4 beach rd , monmonth, me

F. LEAD-BASED PAINT/PAINT HAZARDS — (Note: Lead-hased paint is most commonly found in homes
constructed prior to 1978)

Is there now or has there ever been lead-based paint and/or lead-based paint hazards on the property? ..............
................................................ | ] Yes [XINo [ ] Unknown | | Unknown (but possible due to age)
H—Yes—deseribe:

ATeyouraware o any Crackimg; PO R E P ... eseeeseees e []Yes [:]No

Comments:none

Source of information: Seller
G. OTHER HAZARDOUS MATERIALS - Current or previously existing:

DOXIC WIATEIRTALciivesscssssssesssnsivensssomssssanssresoecibon oashssomsossesmsitiombions [] Yes [X] No [ ] Unknown
AU TE R AR PN TN e N el []Yes [X| No [ ] Unknown
RADIOACTIVE MATERTALY . ..ccccconiiosisiosssisisiiisismiistses i et [] Yes [X] No [ ] Unknown
Other: none

Source of information: Seller

Buyers are encouraged to seek information from professionals regarding any specific issue or concern.

SECTION V — GENERAL INFORMATION

Is the property subject to or have the benefit of any encroachments, easements, rights-of-way, leases, rights of

first refusal, life estates, private ways, trails, homeowner associations (including condominiums

and PUD'S) or 1estticive COVEDAMEY . cowumsusssmmssssisssesmssassssavsssessssesssissisig Yes [ ] No [ ] Unknown
If Yes, explain: Side walk easement

Source of information: Seller

Is access by means of a way owned and maintained by the State, a county, or a municipality

over which the public has a right t0 Pass? .................coovvveveeereeesseseeseeeesseeseesseen. []Yes [X No[] Unknown
If No, who is responsible for maintenance? owner
Road Association Name (if known):

Buyer Initials Page 5 of 7 Seller Initials
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PROPERTY LOCATED AT: 4 beach rd , monmouth, me

Are there any tax exemptions or reductions for this property for any reason including but not limited to:
Tree Growth, Open Space and Farmland, Veteran's, Homestead Exemption, Blind, Working Waterfront?...................

........................................................................................................................ [] Yes X| No [ | Unknown

If Yes, explain:
s Forest Mamgenentamd-Harvest Plamravaitable = [[Pres [ No{ Htnkmown
MMMWWUWWW i i T - " - ite dish,
t N T s 1 f . C:
Year Principal Structure Built: unk

What year did Seller acquire property? 2016

Roof: Year Shingles/Other Installed:  unk
Water, moisture or leakage:
Comments: none

Foundation/Basement:
ofi R U111 RSO S — [] Yes IZ] No |:] Unknown
Water, moisture or leakage since you owned the property: ............... [___I Yes |Z] No |:] Unknown
DNIOr WHler, OISR OF 1BAKRFET .. ccuiuinssissossmsssunnisivsomonssnvhssassssunnsanssy [:| Yes |X| No D Unknown
Comments: on a slab
Mold: Has the property ever been tested for mold? .........cccocevurniueicncinuenens [:] Yes &] No D Unknown
I Yies, are testresults available? .....cisamsasisessnsianiivonusmaasse [] Yes %] No
Comments: none
Electrical: [ | Fuses [X] Circuit Breaker [ ] Other: [ ] Unknown
Comments: none
Has all or a portion of the property been surveyed? ...........ccoeoveninenininincnne []Yes []No [X| Unknown
If Yes, is the survey available? ..........ooiieccninncsvcasisesssnnsesiascsnssnsensoss []Yes []No [X] Unknown
Manufactured Housing — Is the residence a:
BAODIIE BHOINIE s vsinsdi ioninsmmasimaionsumd sai s soaon o ousomsab s dami s spsassesinnson []Yes [X] No [] Unknown
P R T SR R— [] Yes [X| No [] Unknown
Known defects or hazardous materials caused by insect or animal infestation inside or on the residential structure

......................................................................................................................... []Yes [X] No [] Unknown
Comments: seller

KNOWN MATERIAL DEFECTS about Physical Condition and/or value of Property, including those that may
have an adverse impact on health/safety: none

Comments: none

Source of Section V information: Seller

Buyer Initials Page 6 of 7 Seller Initials
Produced with Lone Wolf Ti ions (zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TR TSSmmmrrrriiT foom jane




PROPERTY LOCATED AT: 4 beach rd , monmouth, me

none

ATTACHMENTS EXPLAINING CURRENT PROBLEMS, PAST REPAIRS OR ADDITIONAL
INFORMATION IN ANY SECTION IN DISCLOSURE: .....oveovemeiveseeeeesesesasessasssssesssssssassssssssess [] Yes [x] No

Seller shall be responsible and liable for any failure to provide known information regarding known material
defects to the Buyer.

Neither Seller nor any Broker makes any representations as to the applicability of, or compliapce with, any ches
of any sort, whether state, municipal, federal or any other, including but not limited to fire, life safety, building,
electrical or plumbing.

As Sellers, we have provided the above information and represent that all information is correct. To th'e.best of
our knowledge, all systems and equipment, unless otherwise noted on this form, are in operational condition.

SELLER ( DATE )SELLER DATE
Tmac & Sons

SELLER DATE SELLER DATE

I/We have read and received a copy of this disclosure, the arsenic in wood fact sheet, the arsenic in water
brochure, and understand that I/we should seek information from qualified professionals if I/we have questions
Oor concerns.

BUYER DATE BUYER DATE
BUYER DATE BUYER ) DATE
Page 7 of 7

Maine Association of REALTORS®/Copyright © 2023, @
All Rights Reserved. Revised 2022. e
REALTOR®
Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Sulte 2200, Dallas, TX 75201  www.hwolf.com jane doe
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Have you tested your well water for arsenic?

Your water looks, smells and tastes fine.
So why do you need to test it?

It is hard to believe that water that looks, smells and tastes fine may
not be safe to drink. But the truth is that 1 in 10 wells in Maine has
water that is high in arsenic. There are wells high in arsenic in all
parts of Maine. =

Protect your family.
Test your well for arsenic every 3 to 5 years.

How to Test Yoﬁr -Wiell —{Vater
1. Call a lab.

e Call a certified lab and ask for an arsenic test
kit for your well water. You can find a lab at this
website: wellwater.maine.gov. Or call the Maine
Lab Certification Officer at 207-287-1929.

e If'you have never tested your well water for
bacteria, nitrites and nitrates, or other chemicals
like radon, uranium and flouride, ask your lab
for a test kit for all of these.

Why Arsenic is Bad

People who drink water with too much arsenic for
many years are more likely to get cancer. Arsenic can
cause skin, bladder and lung cancers.

It may cause low birthweight and affect brain
development in babies if pregnant women drink water
with too much arsenic in it. Arsenic can also affect
brain development in young children. Other problems
from drinking water with very high arsenic levels
include: stomach pain, nausea, diarrhea, numbness or
tingling in the hands and feet and changes in skin.

2. Do the test.
e Your test kit will arrive in the mail. It will have
empty bottles, directions and forms to fill out.

e Follow the directions and mail the bottles back
to the lab with the forms.

3. Get your results.
e Your test results will come to you in the mail.

¢ If'you have too much arsenic in your water, or if
you are not sure you understand your test results,
call 866-292-3474 (toll-free in Maine) or 207-287-
4311 to speak to an expert.

Your chance of having any of these health problems
depends on:

e how much arsenic is in your water;

e how much water you drink;

e how long you have been drinking the water.

Solving Arsenic Problems

There are actions you can take to protect your family if
your water has too much arsenic. First, you can switch
to bottled water for drinking and making drinks. This
will allow you time to decide if you want to install a
water treatment system.

Call us at 866-292-3474 (toll-free in Maine) or 207-
287-4311 if you have high arsenic. We can help you
decide how to solve the problem.

Protect your family. Test your well.
» For more information: wellwater.maine.gov

 Call for advice: 866-292-3474 « TTY: Call Maine Relay 711

Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259
Kayla Maines

Phone: 2073803069 Fax

Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201  www.Iwoif com
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Fact Sheet:
Arsenic Treated Wood

IF YOU WORK
WITH CCA WOOD

« NEVER bum CCA
wood

« Wear gloves when
handling CCA
wood

« Wear a dust mask
when sanding or
cutting CCA wood

« Don't work with
CCA wood in an
enclosed area (like a
garage)

Apply a coating to seal

the wood every 1-2

years

TO LEARN MORE

Eric Frohmberg
Environmental and
Occupational Health
Program

Maine CDC

Toll-free in Maine 866-
292-3474

TTY: 207-287-8066

Maine CDC

Environmental and
Occupational Health Program
Toll Fraa In Maino: 866-292-3474
Fax: 207-287-3981

TTY: 207-287-8066

Email: ehu@maine.gov

Dapartmant of Health and
Human Services

11 State House Station
Augusta, ME 04333

Does Your New Home Have Arsenic (CCA) Treated Wood?

About half of all Maine homes have a deck, or
playground or some other structure that is made
of wood treated with arsenic. This wood is
called “CCA pressure-treated wood” or just
“pressure-treated” wood. The wood was treated
with arsenic to protect against rot and insects.

Too much arsenic can cause cancer. So it is
£0od to prevent arsenic getting into your body
when you can. When you touch wood treated
with arsenic, you can get arsenic on your hands.
The arsenic on your hands can get into your
mouth if you are not careful about washing be-
fore eating. Young children are most at risk be-
cause they are more likely to put their hands in
their mouths. The good news is that there are
simple things you can do to protect yourself and
your family from arsenic treated wood. This
fact sheet will tell you how.

Chi . .
then putting their hands in
biggest concem.

ted wood, and
mouths is the

First: Does your house have arsenic treated (CCA) wood?

When arsenic treated wood is new, it tends to have a greenish tint. When CCA wood is older, it
is harder to tell. Ask your realtor if the seller knows whether CCA wood was used. You can also
test the wood to find out if it contains arsenic. Call us to find out how.

Second: If so, reduce contact with the arsenic.

You can lower the amount of arsenic on the surface of the wood by applying a coating on the
wood every 1-2 years. Oil-based sealants, varnishes, or polyurethane work best for sealing

| www.maine.gov/dhhs/ arsenic in the wood. Be sure to wash your children's hands when they finish playing on or near
| eohp CCA wood.
| Third: If you have any questions, call us toll-free in Maine: 866-292-3474
Common Questions
What is CCA wood? What is Arsenic?

CCA wood is made by dipping the wood in a mixture of
chemicals. These chemicals include chromium, copper, and
arsenic. This protects the wood against insects and rot.
This wood is known as CCA wood or “pressure treated”
wood. Most pressure treated wood in the U.S. is CCA
wood. Afier December 31, 2003, no more CCA wood will
be made for use around homes. CCA wood may still be
sold for home use until April 1, 2004 in the state of Maine.

Arsenic is found in soil and rocks. Most people get a little
arsenic every day from the food they eat. Also, some
people have arsenic in their private wells, which is why it is
important that anyone with a well have it tested for arsenic.
People who are exposed to too much arsenic over many
years are more likely to get cancer.
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AGREEMENT BETWELN Tmac & Sons

~ (hercinafter “Seller")
AND

- (hercinafter "Buyer")

FOR PROPERTY LOCATED AT 4 beach rd , monmouth, me_

Said contract is further subject to the following terms:
Lead Warning Statement

Every purchaser of any interest in residential real property on which a residential dwelling was built prior to 1978 is notified that such
property may present exposure to lead from lead-based paint that may place young children at risk of developing lead poisoning. Lead
poisoning in young children may produce permanent neurological damage, including learning disabilities, reduced intelligence
quotient, behavioral problems, and impaired memory. Lead poisoning also poses a particular risk to pregnant women. The seller of
any interest in residential real property is required to provide the buyer with any information on lead-based paint hazards from risk
assessments or inspections in the seller’s possession and notify the buyer of any known lead-based paint hazards. A risk assessment or
igspgction for possible lead-based paint hazards is recommended prior to purchase.

ce of lead-based paint and/or lead-based pajps hazards (check one below): " Select what app lies
nown lead-based paint and/or lead-b nt hazards are present in the housing (explain).

beller has no knowledge of lead-bas d/or lead-based paint hazards in the housing.

ds and reports available to the Seller (check one below):

eller has provided the Buyer with all available records and reports pertaining to lead-based paint and/or lead-based paint
hazards in the housing (list documents below).

Seller has no reports or records pertaining to lead-based paint and/or lead-based paint hazards in the housing.

Buyver's Acknowledgment
(c) Buyer has received copies of all information listed above.

(d) Buyer has received the pamphlet Protect Your Family from Lead in Your Home.
(e) Buyer has (check one below):

Received a 10-day opportunity (or mutually agreed upon period) to conduct a risk assessment or inspection for the presence
of lead-based paint and/or lead-based paint hazards; or

Waived the opportunity to conduct a risk assessment or inspection for the presence of lead-based paint and/or lead-based
paint hazards.

Agent's wledgmen

(f) Agent has informed the Seller of the Seller's obligations under 42 U.S.C. 4852(d) and is aware of his/her responsibility to ensure
compliance.

Certificati f A

The following parties have reviewed the information above and certify, to the best of their knowledge, that the information they have

provided is true and accurate.
Buyer Date Dat
Buyer Date Date
Buyer Date Seller Date
Buyer Date  Seller Date
Agent Date Agent Kayla Maines Date
Maine Association of REALTORS®/Copyright © 2023.
All Rights Reserved. Revised 2023. 1
REALTOR® e
Integrity Homes Real Estate Group, PC, 4 Beach Rd Monmouth ME 04259 Phone: 2073803069 Fax: jane doe
Kayla Malnes

Produced with Lone Wolf Transactions (zipForm Edition) 717 N Harwood St, Suite 2200, Dallas, TX 75201  wwyv.twolf.com
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ROADMAP TO SUCCESS

Finding:
The Deed, Tax Map
Town Card

Tax Commitment and adding to the
MLS

INTEGRITY HOMES

REAL ESTATE GROUP
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-2 C

@ gisvgsicom/monmouthme/

Welcome

Welcome to the Monmouth, ME Online Assessment Databa

Monmouth, ME does not require a username an
the Assessor's Database. Simply click the li
database.

6 2« O@(

OVISION

GOVERNMENT SOLUTIONS

Enter Online Database

You may be prompted to install Sitverlight (a free product from
Microsoft) after you enter. Follow all the prompts (o run the
plug-in installer. In some cases, you may need to rafrash or
restart your browser. If you have any questions please call

Vision customer support at 800-628-1013 x2.

(c) 2023 Vislon Government Solutions, Inc. All rights reserved.

First you're going to need to get the town card information. This will also give you the book and
page number for the deed and the owners name so you can search for the deed on the registry.

> C & ghwploomyimanmmouthme Varcel apn P « 1685
Search  SteetUstng  Sakes Soarch

4 BEACH ROAD

Location 4 BEACH ROAD
Acct¥
Assessment  $54.

PID 1685

Current Volue

07

o

Owner of Record

Owner

CoOwner

Address PO BOX M4
MONMOUTH. ME 04259

TMAC & SON

Feodback  Back  Home

Appraisal

Building Count 1
Appraisal
Impeovements Land Toae
%
Avsecement
Imgrocerseets Land Toast
s x0 24 00 34 500

Sale Price. $18 000
Certficate
Book 8 Page 17304/ 262
Sale Date 08312015

strument N

Once you have the town card pulled up you will want to save to your desktop so

you can add it to the mis later.
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Home Commissioners.  Departments.  Budget. Employment Opportunities  Calendar  Local Government .

Click here to search

Kennebec County
Registry of Deeds

77 Winthrop Street
Augusta, ME 04330

Directions
(207) 622-0431

Office Hours:
8:00 AM 10 400 PM

Matthew Boucher
Realister of Deeds

Depending on the county, you will need to visit the county’s registry of deeds to obtain the deed.

For this example our subject property is in Monmouth so we will need to visit the Kennebec
County Registry of Deeds. *Search public records*

Home | Search Public Records | Search Guide | Preferences | Print Queve | Print Iistory

Nood Help? | Log Out
Welcome to Kennebec County Online Services

Vhat would you like to do tod®

Q Search Public Records

Announcements

OFFICE HOURS MONDAY-FRIDAY 8:00 AM TO 4:00 PM
LAST RECORDING TAKEN AT 3:30 PM
© Dischomer LAST E-RECORDING TAKEN AT 3:00 PM

@ Need Help? A CONVENIENCE FEE PER TRANSACTION OF $2.00 WILL BE APPLIED WHEN PAYING WITH A CREDIT CARD

YOU CAN VISIT THE kENNEBEC REGISTRY OF DEEDS AT 77 WINTHROP STREET, AUGUSTA, ME 04330, AND
(% Log out PAY BY CHECK OR CASH TO AVOID THE CONVENIENCE FEE.

FOR THE 500 FREE COPIES YOU NEED TO CREATE AN ACCOUNT USING THE “CREATE NEW USER ACCOUNT"
BUTTON ON THE HOME PAGE.

AS OF JANUARY 27, 2020, ALL AFFIDAVITS WILL BE INDEXED AS AN AFFIDAVIT - PRIOR TO THAT THEY ARE
IN AS A MISCELLANEOUS.

Searching by Plans
WHEN SEARCHING PLANS THAT START WITH A LETTER AND FOLLOWED BY 2 NUMBERS CHANGE THE LETTER

*Search public records*
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tome | Soarch Public Records | Search Guide | Preferences | Print Queue | Print History

sarch Criteria - Verified Through: 09/15/2023

Display: 200 Vv Records per page | Recent

Secarch Types Specific Criteria

fuvenes | el

Document Number / Instrume...
Book Page

Municipabty:
ded Date From:

Enter the owners name

& Crvnetec Conty X O Vistn Govsermient Sohtion. X

¢ > C & countyfusond koletechus/countywob/declames do

Search Details - Verified Through: 09/15/2023

S'ﬂ Wistory: BK 13950 PG 0222 MANSCELUWEOUS. v ED W U» M 10 Q Q ~ | 1

ies; Alpha-Numeric Only (Click to Select)

Bastrument Type: MMISCELLANEOUS
Document «: 2021008175
ook 13980/ 222 ey  Neat
Document Date: 03222021
Recorded Date: 04701/2021 10.05.17 AM
Returned Date:
Loaton. MONMOUTH
Comments.

Grantor:
TMAC & SON

Gramtee:
MONMOUTH TOWN OF

Marginal Rrfcremors =

usessmmm GovOSsY

S Clowr [0 Senrch

Document Types »
[ At Docoment Types

© AFFIOAVIT
- ASSIGNMENT -
p J ? BOND FOR DEED
g
4

BM Inc or Last Name then First Name) 2 covrT

v DEATH AFFIDAVIT
0
o W UserDefined v T ::“m“
DIVORCE
F ARIDaIT
FORECLOSURE
LEASE
uen
M AFFIDAVIT
@ MISCELLANEOUS
MORTGAGE
E PARTIAL RELEASE

- L
o @ O

yistry of Deeds

Image (3] ide/show Ostuils "] Back o Meste  F Back o Cotarte

coo0onno ?

OPR BX 13990 PGS 222 724 DAOIR021 100517 AM
IGSYIO 2021008175 SOFPAGES 3
BEVERLY BUSTINHATHEWAY
SIDEWALK mmmnor DEEDS KENNEBEC COUNTY. ME

KNOW ALL PERSONS BY THESE PRESENTS, that TMAC & Son, with a mailing
address of PO Box 34, Monmouth, ME 04259 (the “Grantor™), for £1.00 & other valuable
3 consideration, hereby GRANTS to the TOWN OF MONMO' /T H, a Maine bo ‘wpommd
politic, with a mailing address of 859 Main Street, Monmouth, Maine 04259 (the ¢ m").ln
for the p described below, over portions of CGrantor's Land at 4 Beocl Road in
Mounwlh.l(emtbecc«my Maine, as depicted in Exhitit A attached hereto (the  ©asement
Arca"”) and as more particularly described a= follows:

Description of Sidew:!’; Easement
JTaxMap 51 ot 12

OPR B 12070 Pege 222 INSTRY 2029008179

D @m0 0o {§

Review and save the deed to your desktop.
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= 2022COMMITBOOK pat

The total tax
amount for the year
is on top. The other

numbers are what
they pay for the
first and second
half of the year

Land miiding Fraspt Total s o
238,400 250,990 452,400 1,021.00
177,520,000 29, 318, 200 192,345,493 1,460,421.10

Tage Tetals:
Pubrotale:

Moemouth

Real Estate Tax Commitment Book - 19.500
9 Y 22/23 Tax Commitment - 29
t Name & Address Land Building Exemption Assessment =
W L & 30K 15,350 YL (] W15 @
O MOX M cEen n =

MODOUTH MK 34238

The top numbers
are your map and
lot numbers, the
bottom ones are
your book and page
numbers

TESEITRS WiLLIA X T3, 300 19,55 L2 7R3
221 PEASE MILL BOAD Asves WORESTEAD

MERRSITH M 04239

21 PTAST RILL ACAD

024-119

#71329306

TCOTMAXER MICHELEEN X Acres
0 Luey DAIvE

MONMOUTE MR 0425

T8 LAY ORIVE
936-24¢

To get the tax commitment, visit the towns website, click tax commitment and the current year,
ctrl ‘f to search the rd name. This will give you the map and lot number to find the tax map.

@ Crvetertt

X G rcung YoenctVowouwr x [ 4

¢ 2 C & monmouthmaine govindecasp SECHBHCEAIG TSAA4E17-AD0S BEAATEA 36E

Assessing Agont

Monmouth Town Office

859 Main Surect

Although he Assessing Agent is a municipally appointed position, ha or she s roquired fo abide by
State lw whon assossing propoctios. This mnciudes valung all Laxable property according 16 “just
value® o¢ fair market value and assessing each lavpayor thelr equal proporfion of State, county, and
municipal taxes

The A ‘s Ofico providos Laxpayers and all persons with accurate assossment and tax
Information Inf jon for any and al P allowod by Stato law is also availablo in this
offico. AN records in the Assessor’s Office are available 1o the public and may be inspected during
regular businoss hours

% VISION APPRAISAL

On the towns website, click tax maps.

~

6 @« O i)

-

Property Valuation
Information
2023 - 2024 MM Rate: $18 10
Certified Ratio: 005 of market valun
Fiscal year: July 1 - June 30
Assessment Date: April
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R MAP 30
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D MAP 32
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X MAP 36
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X MAP 40
R MAR 41
R nap 42
R MAP43
R MAP 4
R MaP 45
[ MaP 46

% G WS Mg lowne X
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Monmouth Town Office

+

Select the correct map number.

CONENAGCN
LAKE

& mormouthenaing ovAvetical/y ey % TRSAS 11869, 2319 41 E25 1081 790
' .
we 1! ’
4 » i " . "
. e 2 has] T
. v’ 45 o » .}N
— - wie |
};4' &\ a—ls B
s P » L
o I N4
o { F 4
»
o~
- »
- o4
1 b y
“1 a | 3
-’—\_ l . "’L"‘ :, .L Sy
, et | e
; 3 5
»
\. v
\

o v« O@si)

7

¢ a o @ e 1)
|
MILOTY M
POATYID PO AFRRL ‘.
PROPERTY MAP

TOWN OF MONMOUTH

KEXNEBEC COUNTY. MAINE

Highlight the correct lot number and save to your desktop.
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> C & zipformplus.com

TRANSACT'ONS Dashboard FCann Tenmmmobions Tawmaalabon s [ T P R Taalia b b [
zipForm Edition
Create New

Select a transaction type to get started. ® click here for help with creating a new transaction.

O Va
ew Purchase New Lease New Lease-Listing Quick E-Sign

or Offer

Cancel x |

Zipforms: Select new, select listing.

€ S C 8 siplormphscom

R NS Doshbowd

€) MLS Connet ®

Urut/Apartment Nurrber

CEaE
) Farm and Ranch

) Industrial ) Manufactured Home ; lLA
) Multiunit O coop

) Condomwnium ) Unlisted Adg yoege
) Commercial (™ Other

) Vacant Land
Status

O Active ) Pending ) Prospect

) inactive ) Fell Through

Comments

Name your folder: | prefer to name the folder using my clients name.
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TRANSACTIONS
ipForm Edition

i

& <

Dashboard

L m

ESgn MUS-Connect  RecordConnect™  Apply template
@ FOLDERS
W Archive | Selecarv

Select the documents tab.

«

N

Forms

Archive

C & siplosmplun com/s

TRANSACTIONS

Tiptorm [dtien

Secord

Transactions Templates v Docinbox Tasks Contacts Partners EliteAgent v (/20 s ‘

—

&} 2]
Add Doc Add folder Disclosures
| Fiters P c:v-.mh M ] - e
L | Sort =
-
6 & @ LU
Dushbosrd  forms Trieaictions  Templates v Docinbox  Tasks  Contaets  Partners  Eitedgent v oW ‘

= ® & B 7 e ) B L) 12

Nilscreen  Pints  Sende  Save s PDF faudd NARE  SickyNotes Preview  Addends v neiwag

EXCLUSIVE RIGHT 1O SELL LISTING AGREEMENT
AGENCY Integrity Bosees Roal Estate Gronp, PC DATE Seplember 16, 2023

COMPENSATION:

s commaderation of Apercy's greemnmt & It wd proemets e sade of { X st Tpurt of 1 part of sor explanation ce descnption
wahed bhente) Sellery propaty wheted & memorally ol mramiech Cousty of
_ Kemmcbe  Sute of Mawe, Icated st 4 beachrd . x

nd Sescrdad m danio) revonded 2t aad Conmty Regatry of Deeds in Bock(s) 1394 Paar(n) Pl [~
wderuned s Seller harely gries e Apecy Be enclouve nght to sll or enchange and propaty M 3 prce of
$250,000.00 ) on the tevmie heorem satad or ot sy cfer prace o et 1o whach Seller may authorise ¢ consent
1, duareng e teres of thit Apteereet, 3 Buyer s prodaced who w ready. wiling and able 1o perchase ot ansd peice o any olier prce o¢
sermmt 85 nbach Bhe Seller may atree. of 1f the pooparty it sold o exzhanped by segoos, mchodmg Be Seller thom Seller sprees 2 poy
Agerey A comamsan of _ L % of comtraet prce

Apency hat deschonad rts policies repardimp cooperation and compeation 3 21 95 eafem Seller of say policy Bat wceld luee B
parbogation of sy oOer Apency ichading, wboot hrmtaton. B following

BUVER'S AGENCY
E\'« No Thes Agency's pocy i 10 cocperate nalh other agencies aching 24 Duyer's apests
ver [INe Thet Agency’s pobey 18 1 dhire compeniation wh Dayer's apears

If Yes Asencvs poliey for ths Sasexctwn 1 8 offer compemastoa 1o Bayers apents i e ranpe of
2000 aign D00 v, afthe contrct poe

Teemn  Aewtity  Pinaty  Suspat

weeleopy  Waghight  Drkeout  Urds  Mare

Once you have added the necessary information, click ‘esign’
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otteed  tom [PEBRRL Vebin c feste N e i g v omo &

= L AR gm Selectall docs to include.

S g x LTI
s .

PRSP T . . e Pt e i —— e wao ‘
' Documents To Sign =

Sabect e forma OF doCUTES 1 W o0 wrie Ukt i 2 from an extermal soure

o E‘ﬁi Mane Real [state Commivson Pel Cstate Broberage Relatiormiugs Form . OW11 . (MPECT]
|

1] Agercy Cormere sl 1723 - [DOACAY

A

a - Propenty Dadosure - 1720 - PROPDY

»elect all docs. Then click
dd external docs to bring in
1e deed, town card, tax map,
tc.

€ 2 C & splomphncom'e G o @ & & O
nwm Dohbowd  Foems | Wnchioms| femplites v Dockebex  fwks  Contacts  Padners  ElteAgeet © o wo @
ey o Ll ek

ESign Packet Naene: by sohe Right to Sedt Listing Agreement - 1123
SEVESOVE pocusigns
Return folder (optiony ® Choose a lolder for retirned signed documents 10 g0 into automancally
What is ths?
D 1 Select documents 1o inchude
+
OOCUMENT COMPLETION DUt
T Dxchusive R 10 Sell Listing Agreement - 1723 - [ERTS)
E‘:E Mane Real Estate C Real Estate a8y 4 Form - 0V - [MRECT)
Desciosed Dual Agercy Consent Acknowfedgement - 1723 - [DOACA)
Terms  Accewbaty  Pruacy  wppen VREIED ine ot hos s Tcrnmgon e et [

Once everything is added, click next to bring you to docusign.
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“ 2 C & zphoempluscoms G o @ a &L AP

TRANSACTIONS Aetteied o posas - SIS

Hofors Fdron

vpFor

Tramamtion
Parves

Sredhcor

Search

LAST NAME* ROLE*

Maimes Untiog Ageen

Saller Ore

oler One Ygrng
Regraserdative

Sefer Two

Sefer Two Sigring.
Representative

Salier Theee

Selier Theee Signing
Pegeererdstve

Catlas Eae

Add applicable emails, close, next.

_A;MIGW. | @ Moo | @ Copye | © homic | M imosa | @ @Fac |0 Ueetls ) 70 % @ peopess | @ awor [ @ mone | @ exchi | B 00 | Q0 wtss | & vores | 4 » o #
¢ 2 C & dplormplscom/* G o v tr & O

SILECT romas SOLECT PAATHS ADO DGMATURES

AL ADD RECIPIENTS b Bl o no 100% ¥ [ SHORTCUTS L]
AP MRS AT A s I\’I\KII“I ARANT DR CAINISY Wi AN U VANRELIUN by S LRSI G A ey LU R ) P
Q Seorch Fields >4 termination/expiration of the contract, Oocumants a |
k]
© | Standard Fieids - The commission as provided above shall be due if the property is sold, d, exchanged, optioncd or otherwise transferred within Exchiahie R 165, . A !
' 6 months after the expiration of this Agreement to anyone with whom Ag:my has negotinted unlt« Inl«l in good faith with another
G B sownn reol estate brokerage agency. Negotiation shall include providing infe ion about the prop g the property, or presenting Pagesc 4
’ offers on the property. All rights under this paragraph shall expire on meer 19 2024 (“Carryover ‘I
; i it Date”).
& s Seller acknowledges and/or agrees:
B oo e . Atmkwmgd\lyhemmﬂnmh‘ of this listing agreement and the final closing to disclase to Agency all information about 1
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Initial and sign each doc. When done, select send!
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To retrieve the signed documents, go to Esign, then open the folder. Download
and save to your desktop.
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Now that you have all the signed documents and you have pictures of the listing,
go to the MLS and select add listing.
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o through each tab and add the necessary information.
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Uisting Information
Map Location
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Price
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Now that you have gone through all the listing information you can add your external docs (deed, tax map,
etc) and add photos. Once that is done you can ‘add listing’ to the mis! Congratulations on your new

listing!
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	REAL ESTATE START UP GUIDE
	Your ROADMAP TO SUCCESS
	INtegrity Homes Real Estate Group

	ABOUT US
	IMPORTANT CONTACTS/INFO
	MAR LOGIN:
	NAR LOGIN:

	Congratulations
	On your decision to join our team at Integrity Homes Real Estate Group, PC. We look forward to sharing with you the roadmap we have all used to find success in the extremely competitive and inspiring world of selling real estate in Maine. It is very exciting for us to be able to share a business model and tools that will turn you into a successful real estate professional.
	We hope you make a commitment to genuinely apply this blueprint to your daily work both in the field and in your life, 360 degrees. We also hope that the many years of our work and experience that helped shape these tools – make you a real estate superstar.

	Cooperation & Compensation
	Policies On Confidentiality
	FAIR Housing
	ANTI-TRUST
	SKYSLOPE and Record Keeping
	ADVERTISING
	ROADMAP TO SUCCESS
	Real Estate Cooperation and Compensation Policy

	Real Estate Cooperation and Compensation Policy Continued
	*******Payment of Compensation Timing of Payment-
	Real Estate Agency Confidentiality Policy

	FAIR HOUSING
	Fair Housing in real estate refers to the Fair Housing Act (FHA), a federal law in the U.S. that prohibits discrimination in housing-related activities, including real estate transactions, advertising, sales, and rentals. Real estate agents and agencies must comply with this law to ensure equal housing opportunities for all individuals.
	Key Principles of Fair Housing in Real Estate
	3. Steering & Redlining Prohibition –
	Consequences of Violations Violating the Fair Housing Act can lead to:

	Real Estate Agency Antitrust Compliance Policy

	ADVERTISING
	Chapter 410: MINIMUM STANDARDS OF PRACTICE
	Advertising
	A.

	LOGO

	WEBSITE DIRECTORY
	AGENT landing PAGE
	Go to: https://integrityhomesrealestategroup.com/your name

	AGENT RESOURCES For CEU Classes
	1.  https://trleg.com 2. https://reiofne.com 3. https://mainelistings.com 4. https://canva.com


	Agent Resources Training:
	SKYSLOPE
	ME LISTINGS
	FLEX MLS
	REALIST
	PROPERTY PANORAMA
	SHOWING TIME
	DOMUS ANALYTICS
	ZIPFORMS
	FOREWARN
	RENTAL BEAST
	RE-TECHNOLOGY
	REALTORS PROPERTY RESOURCE (RPR)
	CREATING A CMA
	ROADMAP TO SUCCESS

	SKYSLOPE & Record Retention
	SKYSLOPE WALKTHROUGH
	Starting Page: Open Skyslope & Log in. This will bring you to the start page.
	Step one: Once on the start page, select Create New. It will then have you select Listing or Transaction
	Step Two: Once you have selected your option, it will prompt you to choose a representation type, select Purchase  (for Buyer Rep)
	Step Three: After selecting your Representation type, It will ask if your file is pre-contract or Under-Contract  (Select what applies)


	ROADMAP TO SUCCESS
	SKYSLOPE WALKTHROUGH
	Step Four: Skyslope will then ask if there are existing forms for your file. Select the form if you have already  created one for your transaction
	Step Five: You will then need to enter the office (Always IHREG) and select a checklist for your files  (buyer Rep. for this example)
	Step Six: Fill in your client’s Information: First & Last name, Email & Phone number.  (Name or company name is required, email & phone number is optional)


	ROADMAP TO SUCCESS
	SKYSLOPE WALKTHROUGH
	There are three stages in your checklist:  Buyer Agreement Docs, Sales Docs & Closing Docs

	Step Seven: Checklist Once all information and prompts are filled, it will bring you to your checklist. There are Required Items and If applicable items. All Required items MUST be in your checklist.

	ROADMAP TO SUCCESS
	SKYSLOPE WALKTHRUOGH
	Step Eight: Filling your checklist: Click the attach button next to the checklist item you want to add. It will then bring you to your upload page, where you can drag & Drop files or upload them by clicking the upload documents button and selecting the document you want to upload.

	ROADMAP TO SUCCESS
	Maine listings
	Step one: Direct yourself to the member portal button and click it. Then, enter your login information. This will bring you to the Maine Listings page.
	Step Two: Once you're in the member portal, you’ll see a wide variety of icons that are direct links to beneficial websites.
	Step Three: You also have options at the top of your screen where you can view upcoming education courses, events and have access to edit and manage your profile
	Step Four: Now that you're comfortable with the home page, let’s start playing around! Start by clicking on the FlexMLS button
	ROADMAP TO SUCCESS

	Flex MLS
	Step One: Welcome to Flexmls, where you’ll gain full access to properties on the market. Once on the landing page, you can run a search on a specific property, look in more of a broad range, review new listings with the Hot sheet, and review your own listings.
	Step Two: Running a search on a specific property: Start typing in the property address you wish to search; it will most likely pop up in the drop down bar as you’re typing.  Click on the property you wish to view.
	Step Three: Running a broad search Start by clicking one of the options under new search, for this purpose it will be residential
	ROADMAP TO SUCCESS

	Flex MLS
	Step four: Running a broad search You can then narrow down your search by editing the search items. For example, if your client is looking for a 2 bed 1 bath home in Monmouth with a minimum of 2 acres, add those details into the search engine, and it will narrow your search down to what you’re looking for.
	Step five: office listings: You can also search our office listings by clicking on office listings in the drop-down bar on the home page.
	Step six: Hot Sheet: You pull the hot sheet by either clicking the hot sheet button on the main page or on the top bar where it says hot sheet. This will show you the most recent listings. You can set it to as far back as a week or as close to the past 24 hours
	Step seven: Reviewing a listing: Once you have a listing you would like to review, it's time to navigate! The listing report will have all key details, such as the number of beds, baths, square feet, Acres, Zoning, etc.
	ROADMAP TO SUCCESS

	Flex MLS
	Step eight: Reviewing a listing: At the top of every listing is a bar of links. You can view the documents attached to the property, schedule a showing, review the neighborhood profile, get tax information on the property & search comparables.

	REalist
	Navigating back to the member portal, click on the link to Realist.
	On Realist, you can access market insights, get quick stats, and run reports for a specific property by navigating the search button at the top of the site.
	ROADMAP TO SUCCESS

	REalist
	Step one: How to run a search: imput the property address into the address line. Adding the owner’s name, MLS #, and Account # will help narrow your search even further, then hit the search button on the bottom.
	Step two: How to run a search: Once you’ve done your search, all of the properties’ information will pop up. You can further your search by clicking comparables, market trends, neighbors,  flood map, and more. You can even print this report out for yourself or your clients.
	ROADMAP TO SUCCESS

	property Panorama
	Step one:  Once you’ve logged in to Property panorama you can create virtual tours, get digital marketing, and print materials. At the top, you can also access educational videos and news updates and create campaigns
	ROADMAP TO SUCCESS

	showing Time
	Time for showings!: When you go directly to the showing time app, it will bring you to your main dashboard.
	In your dashboard: You can view your scheduled showings, messages, feedback requests, and your showing requests.
	Scheduling a showing through the MLS: To schedule a showing on the MLS, simply go to the top bar, select the showing time button, or click the little icon in the corner. This will direct you to the showing time website

	ROADMAP TO SUCCESS

	showing Time
	Scheduling a Showing Through the MLS  Step 1: Once on the showing time website, it will pull up your profile, click schedule single showing.
	Scheduling a Showing Through the MLS  Step 2: Select an available day and time that you & your client have agreed to
	Scheduling a Showing Through the MLS  Step 3: Select your appointment type (showing) and your appointment end time (at least 30 Min) and hit request appointment. This will send an email to the listing agent for approval.
	ROADMAP TO SUCCESS

	domus Analytics
	Domus Analytics: When you go to Domus Analytics, you are brought to a market stats page. This app provides market statistics, price statistics, and market trends.
	When you click on one of the links below, it will bring you to an insights page. Where you can get an in depth understanding of market trends, pricing trends, etc.
	ROADMAP TO SUCCESS

	Zipform plus
	Start by entering your login information, you will be brought to the main page.
	Once you’re on Zipforms, you will see all of your current files (Active/Inactive/Pending & closed)
	To start a new file, click the new button. Then, select your transaction type (New Listing/Purchase or Offer/new lease/new lease-listing/quick e-sign)
	You will then be prompted to fill in the file name & property information. ONCE YOU’RE IN YOUR FILE, YOU CAN ADD ALL NECESSARY DOCUMENTS. You can also assign a template to your file that will automatically bring up all of the documents needed.
	ROADMAP TO SUCCESS

	Zipform plus
	How to Create a Template on Zipforms: start by clicking the templates tab at the top. Then select forms and checklists
	You will then be brought to your templates page. You create the template by selecting “new” at the top of the page. It will then prompt you to fill out the same information page as when you create a file.
	Lastly, fill out the information page. Once you have done that, your template will open. Then, click the “all forms” button at the top right corner to add all necessary forms to the template. When you go to add a new folder later on, you can then select your template type, and everything you need will fill in for you!
	ROADMAP TO SUCCESS

	Forewarn
	Forewarn is your safety net. Anytime you have a new client or are meeting with someone you have not met yet, I recommend you use forewarn to look them up.
	Once you log in, an authentication code will be sent to your via text or email.
	Once you enter your code, you can enter the phone number belonging to the person you are meeting with. This will then pull up any priors that the person may have. When in doubt, look them up!
	ROADMAP TO SUCCESS


	Rental Beast
	Rental Beast is great if you have clients that need help finding a rental or if you have rental properties of your own
	You can search for rentals, organize your clients/ renters, and have access to their educational portion of the website, where it will teach you how to manage your rental properties
	ROADMAP TO SUCCESS


	RE-technology
	Retechnology is essentially a learning hub. You can find articles, products, news, guides, and companies. use this as an educational tool.
	ROADMAP TO SUCCESS


	Rpr
	RPR is another tool you have access to. On RPR, you can create CMAs, create reports, get canva templates, prospect for clients, and do marketing & market research
	ROADMAP TO SUCCESS


	Rpr
	although RPR is very similar to MLS. RPR can provide more insights to a property and help you create client handouts, Canva templates, market research, and offers webinars, and educational videos.
	ROADMAP TO SUCCESS


	How to create a CMA
	ROADMAP TO SUCCESS
	MARKETING
	How to market yourself
	Creating your brand
	Canva
	Leads

	SOI
	ROADMAP TO SUCCESS

	Marketing Yourself
	MARKETING YOURSELF AS A REAL ESTATE AGENT CAN BE BOTH EXCITING AND CHALLENGING. IT’S ALL ABOUT STANDING OUT IN A COMPETITIVE FIELD AND BUILDING A REPUTATION THAT RESONATES WITH CLIENTS. HERE ARE SOME STRATEGIES YOU CAN USE TO MARKET YOURSELF EFFECTIVELY:
	ROADMAP TO SUCCESS

	ROADMAP TO SUCCESS
	CREATING YOUR BRAND
	IN REAL ESTATE
	ROADMAP TO SUCCESS
	Canva

	ROADMAP TO SUCCESS
	Canva

	ROADMAP TO SUCCESS
	Leads
	Leads
	ROADMAP TO SUCCESS

	Leads
	ROADMAP TO SUCCESS
	SPHERE OF INFLUENCE

	DATA PAGE
	SAMPLE SCRIPT:

	SOI INTRODUCTION
	NEW TEAM MEMBER INTRODUCTION CALL
	Then address your mailing by hand, and add to your business cards a small hand-written note that ties into the conversation you’ve had with this individual, and add 3-5 business cards.


	COMMUNICATION CONTENT
	NEW LEADS
	PASSIVELY SEARCHING BUYERS
	New Listing Alerts Neighborhood and Market Information Information about the home buying process

	SOI / PAST CLIENTS
	ACTIVELY SEARCHING BUYERS
	Content geared toward their requests Financing information Information on schools or local areas
	CONSIDER YOUR TARGET MARKET(S), COMMUNICATION CHANNELS, AND FREQUENCY. WHAT TYPES OF CONTENT WOULD BE BEST SUITED FOR EACH TARGET MARKET?

	ROADMAP TO SUCCESS
	SOI
	Creating a Sphere of Influence to LEADS
	Having made a commitment to developing your real estate business, it’s time to take your �first step: make your list!  Your �first clients will almost always come from your SOI, a simple fact behind the crucial importance of your list. Don’t worry! Once you actually sit down and start creating a list of EVERYONE you know, you will be surprised to see how many friends and contacts you have. Put down on a piece of paper virtually everyone you can think of. Don’t edit, don’t scratch any names out after you’ve jotted them down. The goal at this moment is simply for you to make the list.  Down the road, you can qualify people on your list. Writing everyone down will also help you in the near future to make a commitment to talk to that person.
	1. THE MEMBERS OF YOUR FAMILY
	19. Who sells you golf balls? 20. Who repairs your electronics? 21. Who is expecting a baby? 22. Who is your florist? 23. Who is your postmaster? 24. Who is your barber/ hairdresser? 25. Who is your painter and decorator? 26. Who sold you your pet? 27. Who heads the local PTA? 28. Who owns the local grocery store? 29. Who has a business that is successful? 30. Who sold you your car? 31. Who sells you gas? 32. Who is your car repair person? 33. Who does your nails? 34. Who washes your car? 35. Who owns the hardware store? 36. Who is your butcher? 37. Who sold you your appliances? 38. Who does your taxes? 39. What restaurants do you go to and who works there? 40. Who manages your local theater? 41. Who is your optometrist? 42. Who is your dentist? 43. Who is your sports coach? 44. Who sells you shoes? 45. Who is your local printer? 46. Who are your neighbors? 47. Who is a server at your favorite restaurant? 48. Who runs the local gym? 49. With whom do you play sports with? 50. Who is your landscaper? 51. Where do you buy clothes? 52. From whom do you rent? 53. Who are your friends on Facebook or any other social media site? 54. Who is your bank teller? 55. Who owns the bakery you frequent?

	2. CLOSE FRIENDS/DAILY ASSOCIATES
	3. THOSE YOU MET IN ORGANIZATIONS/CLUBS
	4. THOSE YOU HAVE BEEN ASSOCIATED WITH IN THE PAST
	5. LIST OF ACQUAINTANCES ALREADY AVAILABLE
	6. THOSE YOU DO BUSINESS WITH (WHO YOU BUY FROM)



	ROADMAP TO SUCCESS
	Loan Programs
	Portfolio Mortgage Loans 203K Eligible Repairs Maine Housing First Home Advantage program Maine Housing First Generation Loan program ReverseMortgages Bridge Loans ARM (adjustable rate mrtge) Construction Loans Jumbo Loans
	ROADMAP TO SUCCESS
	MORTGAGE DOs & DON’Ts
	Do’s
	DoNt’s

	ROADMAP TO SUCCESS
	PRODUCTION GOALS WORKSHEET
	INCOME PROJECTION FOR THE YEAR _____________________
	Fill in the blanks to set your income goals.
	PROSPECT CALCULATOR (including days off)
	Fill in the blanks to set your income goals.

	“If you don’t know where you are going, you might end up someplace else.” -Yogi Berra



	ROADMAP TO SUCCESS
	PRODUCTION GOALS WORKSHEET
	Address
	Sales Price
	List or Buy
	Source
	Client Name
	SOURCE TYPES AND TALLIES:
	H ______ SOI
	Q _____
	R ______ OTHER RESOURCE
	N ______ LEAD


	ROADMAP TO SUCCESS

	your 1st Transaction
	ROADMAP TO SUCCESS

	The Transaction with the
	ROADMAP TO SUCCESS

	Recommended Vendors
	Inspectors
	Lenders
	Title Companies
	Plumbers/ HVAC
	Electricians
	Surveyors
	ROADMAP TO SUCCESS


	ROADMAP TO SUCCESS
	SAMPLE FLYERS
	House Hunting Checklist- Buyer
	Buyer Closing Checklist
	Buyers Roadmap
	Buyers Agent Compliance Checklist
	Sellers Roadmap
	Sellers Agent Compliance Checklist
	OPEN House To do Checklist
	Residential Input Form: Found on FLEX MLS in your Dashboard
	UNDER CONTRACT Timeline for Client & Opposing Party
	Utility Provider Worksheet Prior to close for Clients

	ROADMAP TO SUCCESS
	ROADMAP TO SUCCESS
	ROADMAP TO SUCCESS
	UTILITY & SERVICE PROVIDER INFO

	UTILITY / SERVICE
	PLEASE PROVIDE ANY OTHER INFORMATION IF APPLICABLE

	Buyers Transactions
	ME REAL ESTATE COMMISSION FORM
	EXCLUSIVE BUYER REP. AGREEMENT COMBO
	DISCLOSED DUAL AGREEMENT
	ARSENIC WOOD DISCLOSURE (IF APP)
	ARSENIC WATER DISCLOSURE (IF APP)
	RESIDENTIAL PROPERTY TRANSACTION BOOKLET
	ROADMAP TO SUCCESS


	Combo form
	Signed & dated by client
	“Your actual rate, payment, and costs could be higher. Get an official Loan Estimate before choosing a loan.”
	ROADMAP TO SUCCESS


	Writing an offer for your buyer client
	PURCHASE & SALES AGREEMENT
	PROPERTY DISCLOSURE
	DEED
	TAX MAP
	LEAD BASED PAINT ADDENDUM
	ARSENIC WOOD DISCLOSURE (IF APP)
	ARSENIC WATER DISCLOSURE (IF APP)
	ESCALATION CLAUSE (IF APP)
	SELLER TO BUYER COMPENSATION AGREEMENT
	Docusign Envelope ID: B985B52FFC8D0DB09219C--BF8FD18BA70B--4-45C7C75ADE--B9A61BF70DC4-75408F651DCE3BFAC1E3110A7A876B95A87D


	SELLER COMPENSATION ADDENDUM
	January 24, 2025
	Addendum to the Purchase and Sale Agreement dated
	, between
	(“Seller”)
	and forpropertylocatedat
	(“Buyer”)  (“Agreement”).
	N/A
	or
	2% 3.000
	The Agreementisfurther subject tothefollowingterms:
	SelleragreestopayBuyerAgency$
	%ofthepurchasepriceatthetimeofclosing.The payment to Buyer Agency shall be made in addition to cooperative compensation, if any, offered by the Listing Agency to Buyer Agency.
	All other termsandconditionsof theAgreement shall remaininfull force andeffect.
	1/24/2025


	DATE
	1/24/2025

	DATE
	1/25/2025

	DATE
	1/25/2025

	DATE
	BUYER
	DATE
	SELLER
	DATE
	BUYER
	DATE
	SELLER
	DATE
	MaineAssociationofREALTORS®/Copyright © 2025.
	All Rights Reserved. Published July 2024.

	ROADMAP TO SUCCESS

	Writing an offer Summary
	you will need to save all the documents that are attached in the MLS on to your computer, add into zip forms and bring through to docusign.
	See highlights on where to add initials and signatures.
	remember that each page of the deed, tax map, etc needs
	to be initialed by the buyer
	After all documents are signed by bothe parties ALWAYS place in skyslope
	ROADMAP TO SUCCESS


	LISTING DOCUMENTS
	Maine Real Estate Commission FORM EXCLUSIVE Right to Sell Agreement combo DUAL DISCLOSED AGREEMENT Arsenic Wood DISCLOSURE (If App) Arsenic Water DISCLOSURE (if app) Property Disclosure Lead Base Addendum (if App) Tax Map Deed Septic Design (If app) Survey (if completed)

	Combo form
	Combo form
	Start date here
	End date here
	Initials here
	Initials here
	Select what applies
	ROADMAP TO SUCCESS

	Finding:  The Deed, Tax Map  Town Card Tax Commitment and adding to the MLS
	The top numbers are your map and lot numbers, the bottom ones are your book and page numbers

	Notes

