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Cartus A Team Agent Marketing Training — Level 2

Cartus partners with TRG to provide a highly experienced network of title
and closing professionals to manage the corporate departure and
destination closings.

Cartus’ closing network is
+ Represented in every market and the providers possess a

strong knowledge base of the unique relocation closing
needs to ensure a successful closing.

% Each provider is selected for providing exceptional service and meeting
the high Quality standards required by Cartus and their Clients.

Your relocation department or Cartus’
! III="' (it Contract Specialist will provide you with
il ‘the name of the local closing office in your
narket that manages the Cartus transactions.
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Cartus A Team Agent Marketing Training — Level 2

Cartus Network Marketing Referrals ™ &
bane ™ Identify the Cartus performance

metrics for the Marketing Referral

cost to a Client when a property

= - is sold during the Customer’s
marketing period vs The Client's
inventory period

OBJECHVES & Identify the average home sale

Recognize the different home
sale types available for a
Corporate Relocation

Describe the Amended Sale
process and financial impact to
the Customer, Client and your
Broker when that process is not
followed

Navigate the Corporate
Relocation home sale process
including required paperwork for
homes sold in the home
marketing phase



Cartus A Team Agent Marketing Training — Level 2

Performance Metrics

* BMA Variance 4% or less
* BMA Timeliness

* Days on Market (DOM)

* Amended Sale Rate

* Relocation Service

* Initial Contact Attempt

* Pending Sale

* Final Sale
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BMA
Variance
- 87%

Amended Sale
10% Rate

TDOE
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Cartus A Team Agent Marketing Training — Level 2

Costs - Home Marketing vs. Inventory

The higher the amended sale rate, the more savings we can deliver to our Corporate Clients,

demonstrating our value.

$31,012

Sold During Customer’s
Marketing

When a property sold during the
Customer's marketing period
the Client's cost was approx.

7.8% of that homes value.

$74,949

Sold During Client
Inventory Marketing

If that same property was sold
after it was taken into inventory
that cost jumped to 17.27%.



Cartus A Team Agent Marketing Training — Level 2

SURVEY WHAT'S ASKED WHEN SURVEY IS SENT

Cartus Interim Survey “Pulse check” to gauge how we are  Approximately one month after the
doing thus far for the move still in start of the process depending upon

process. the complexity of the move.
Follow Up Survey Feedback on all services completed Up to three months after the Interim
to date. Survey is sent depending upon the
complexity of the move.
Final Survey (if needed)  Sentif there are additional services Up to two months after the Follow Up
that have been completed since Survey is sent, if needed
the Follow Up Survey was sent.
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Cartus A Team Agent Marketing Training — Level 2

Home Sale Agent

Excellent Good Fair Poor
F 150 i " AG T o
Would you recommend your agent A colleagu
Yes
o

Please provide your comments regarding your overall e

nce with AGENT

Home Sale Agent Drill Down Ques

e tell us more about yvour experience with A

ated 1 finat mann
f the local market
7y as discusse

Please prov

de your

Wwould you recommend your agen

commer

Home Purchase Agent Drill Down Questions:

Excellent Good Fair Poor

1S regarding \

overall experience with AGENT

Home Purchase Agent

Please tell us more

requirer

Excellent Good Fair Poor
n a timely manner o
e of the local market L
°

o
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Program Types

* Buyer’s Value Option

* Amended Sale

* Direct Reimbursement
* Closing Services Only



Cartus A Team Agent Marketing Training — Level 2

Program Types

Buyer Value Option-BVO Closing Services Only-CSO
oNo Guaranteed Buyout Offer oNo Guaranteed Buyout Offer
* oCustomer markets property and verbally negotiates sale oCustomer markets property and negotiates sale
terms terms
oCartus signs contract with the outside buyer oCustomer signs contract with the outside buyer
Amended Sale oCartus facilitates closing
oGuaranteed Buyout Offer is offered Regular
* oCustomer markets property and verbally negotiates sale oCustomer accepts Guaranteed Buyout Offer
terms oHome goes into inventory

oCartus signs contract with the outside buyer
oCartus “amends” their Guaranteed Buyout offer to the
outside sale price

Direct Reimbursement-DR
oNo Guaranteed Buyout Offer
oCustomer markets property and negotiates sale terms
oCustomer signs contract and attends closing
oCustomer submits for reimbursement of closing costs
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The Internal Revenue Services says Sso...




Cartus A Team Agent Marketing Training — Level 2

IRS Revenue Ruling 72-339

Transaction 1 Transaction 2
b ot b, v
1 |
X W ;
Customer Cartus Carztus e Earty
SEﬁer . u_yer Seller Buyer
No closing cost incurred or paid Closing cost incurred and paid

No taxable income to the Customer A Business Expense to the Employer
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Broker Liability — Tax Gross Up

Consequences

Amended Sale Transaction

$400,000 (Sales price)
X 8% (Closing costs)
$32,000

Total paid on behalf of the Customer,
but not taxable income. This is
considered a business expense for the
Corporate Client

S

Taxable Sale Transaction

$400,000 (Sales price)
X 8% (Closing costs)
$32,000 (Taxable income)
X 60% (Tax reimbursement)
$19,200

Broker pays to cover tax burden




Cartus A Team Agent Marketing Training — Level 2

Home Marketing Process

* Welcome Center contacts customer, introduces and

promotes the many benefits of utilizing the Cartus
Broker Network!

* Welcome Center places the departure and
destination referrals for the customer with Broker

* BMA instructions are electronically sent to the
Relocation Department within 24 hours of referral
placement (excludes weekends)
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Cartus A Team Agent Marketing Training — Level 2
Home Marketing Process

* The Relocation Department assigns a
trained and certified A-Team agent,
sends referral information and
Instructions to agent

* Agent contacts customer within 24
hours from receipt of referral to
schedule listing appointment
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Home Marketing Process

* Complete BMA within 2 days of
appointment date

* Relocation Department reviews BMA for
accuracy, marketing plan, completeness
and signs document

T

P
e

ne BMA must include interior and exterior
hotos, and is submitted electronically to

ectronicbma@cartus.com
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Cartus A Team Agent Marketing Training — Level 2
Home Marketing Process

* The Cartus Client Services Consultant (CSC) is
the main point of contact for the Customer and
is responsible for delivering the relocation
benefits package

* The customer is the decision maker until
Cartus purchases the home from them

* The Customer verbally negotiates all offers and
DOES NOT sign any paperwork related to the

sale including -Cartus signs all contract
related documents™
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BMA

The BMA is the analysis of the home through
the agent’s eyes and experience. The goal is to
tell a complete “story” of the subject property
and how it relates to the current housing

market.
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Broker Market Analysis Tips

A Team Agents should never send a Broker Market Analysis directly to Cartus!

Follow Cartus Requiremenis!

01 The BMA must be completed and submitted to your Relocation Department
within 2 days of viewing the property. This gives your Relocation e —
Department 1 day to review the report for thoroughness and accuracy,
and then submit it to Cartus in order to meet the 3 day goal.

02 1vs extremely important that BMAs are done in a professional manner.

03 The BMA must be typed, spell checked and completed in its entirety.

04 Prior to submitting your report, please be sure all photos of the interior
and exterior of the property have been included in the photomount
document and all questions have been answered.

05 All BMAs need to be submitted by your Relocation Department .
to a specific mailbox at Cartus. This mailbox has no size restrictions and
your BMA will be time stamped upon receipt.

06 Please DO NOT email the BMA to Cartus yourself. The photomount
document creates too large a file size and your email will be blocked by
Cartus servers. Cartus will not be aware you attempted to send the BMA
and received date will be effected.

07 Make sure you follow your internal process for BMA review and submission.
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L}
Broker Market Analysis CARTUS
Triverend guilidaieia - fosr sory dume poi b
s formy in being compléted Fors joe s 80 Doy
Home Marketing 1 .
T _a nwanbory it
File @ Horimal Marketing Time
Carbes Contacs |_ Cartus Office Phars #-
E+mail Addresa: Faat 1
Carmat addrssn!
Hameowrer
Address
Chty/StateTip |
Prepared by jcomposy namr) |
Agent Name: | | Retocation Direcior Name: |
Agent Offics Addraii:
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Aper Phood 8 Fanm | Email |
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Securty Sysbem
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Photo Mount Tutorial

Need help? Click or Press
CTEL and chick here. !"!!“".y'
CARTUS

SubjectProperty
Photo Mounts

Propertyhddress R —

Cartus File#: | Date: |

| . Remaove paper & paint |
. ! Paint All '

| CleanCarpet . .
| Replace Carpet | Click to Play Video
| Other |

' Comments:

Place Photo Here
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T s st
== H
S

You Won the Listing!

Your hard work, attention to the local
market and suggested marketing
strategies have paid off
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Relocation
Department

A Team Agent
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4 Contacts Customer within 24 hours from
receipt of referral

4 Thorocughly completes the BMA within 2
days of the listing appocintment and submits
to your Relocation Department

Submits Marketing Update Reports to
Relocation Department timely (Due to
Cartus every 12 days from list date)

4 Promptly communicates all status updates

to Customer, Relocation Department and
Cartus

o

A Team Agent
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Cartus — Responsibilities

Single point of coordination for the
Customer during their relocation

Educates the Customer on their relocation
benefits and Employer's home sale process
Partners with the Listing Agent to ensure the
Customer is educated on their local market
“ 1Is an advocate for the Agent and Relocation
Department. Partners with you to get the
strategies and recommendations
implemented by the Customer with the goal
of helping you get the property sold

A

o
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Listing the Property

@ Execute the Listing Agreement

@ Begin Marketing the Property

: ”,\_-" _
. Complete your Marketing Update %‘ \_
. -

Report

. Submit your Marketing Update
Report




Cartus A Team Agent Marketing Training — Level 2

Listing the Property — Required Paperwork

The Agent Contract Tool
Blank State Disclosure
Completed State Disclosure
Cartus Standard Addendum
Cartus State Contract
Customized Marketing Matenal
Broker's Exclusion Clause
Most Recent Cartus SRED
Signed Listing Agreement
MLS Listing with Spht

Signed Lead Paint Disclosure
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Cartus A Team Agent Marketing Training — Level 2
Protecting the Customer, Agent & Property
* Ask permission to include photos of children’s
rooms in listing material

* During showings recommend the Homeowner
secure:

RX drugs, jewelry, house & car keys, garage
door openers, firearms, hunting gear,
ammunition, financial documents/cards,
electronic devices, high value items

* Pets should not be left unattended during showings

2018 Cartus Broker Network
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Protecting the Customer, Agent & Property

* Request temporary password from security
company for alarm

* “Hide a Keys” should be removed during marketing
period

* Shred all financial & personal documents before
disposing, do not leave unopened mail visible
during showings

* Remind agents to secure home after showings
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Marketing Update Report Tips

A Team Agents should never send a Marketing Update directly to Cartus!

Follow Caritus Requiremenis!

01 The Marketing Update Report is due to Cartus:
< Every 19 days for Marketing Properties
< Every 14 days for Inventory Properties

02 It's extremely important that Marketing Update Reports are done in a
professional manner.

03 1t must be typed, spell checked and completed in it's entirety.

04 You will submit your Marketing Update Report to your Relocation
Department via email.

05 Your Relocation Department will review the report and place a
summary note in Broker Center and then forward the report to Cartus.

06 All Marketing Updates must be sent to Cartus in their electronic format.
Not scanned, pdf, or hand written versions.

07 Cartus realizes not all markets change within a 14-19 day period. It's
important you use your expertise and think outside of the box and
explore all marketing options.

08 Remember communication is key!
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Closing




Cartus A Team Agent Marketing Training — Level 2

Offer Negotiations

@ Your Customer verbally negotiates
with the Buyer(s)

@ cCartus will sign the contract
with the Buyer(s)

@ Cartus will buy the property from
your Customer

@ Cartus will take the property to
closing with the Buyer(s)

Transaction 2

Seller Buyer
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Contract Specialist — Responsibilities

Contact for the Listing Agent from receipt
of an offer until offer signing

Notifies Agent of outstanding items
required before Cartus can sign the offer
Reviews the contract and provide terms to
the Consultant who reviews it with the
Customer

Signs the contract on behalf of Cartus
Notifies Agents of outstanding documents
not submitted with the contract and the
assigned Cartus Closing Specialist

< Notifies Agents of outstanding documents
not submitted with the contract and the
assigned Cartus Closing Specialist

L

oo

Contract Specialist
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Cartus A Team Agent Marketing Training — Level 2
Local Closing Team — Responsibilities

% Reports all information received from
Buyer's Agent, Attorney or Escrow Agent to
the Regional Closing Office (RCO) for
approval/response from Cartus

4 Communication channel: LCT < RCO «
Cartus

< Works with Agent to identify final figures
and approved expenses for the Closing
Disclosure

< Facilitates the local closings on behalf of
Cartus

Local Closing Team
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Cartus A Team Agent Marketing Training — Level 2

< Legal representative for Cartus from title
search to close of transaction

Completes title search, prepares

& forwards deed package to Customer
Calculates the Customer's equity
Coordinates the closing with Listing Agent,
Cartus, and the (LCT) Local Closing Team
(aka "escrow/attorney representative”)
Follows up on mortgage contingency
Approves final Closing Disclosure,
processes sale proceeds and records deed

&

Ll

B

Regional Closing
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Receipt of Offer

* Notify the CSC-Client Service Consultant that you are
negotiating an offer

* Customer to verbally negotiate sale terms

* Agent to carefully READ and REVIEW the contract
with the customer prior to submission to Cartus

*  Only submit one contract (State or Cartus Contract)

*  Submit fully negotiated contract to

rescontractspecialist@cartus.com
Do not send Cartus the contract until fully negotiated
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Offer Negotiation Tips
Follow Cartus Requiremenis!

01 When you know an offer is coming, make sure the Buyer's Agent has the most
recent SRED package and instructions.

02 All offers should be presented on a Cartus State Contract.

03 When a Cartus State Contract is not available in the area, the Cartus Standard
Addendum must be included.

04 Once the written offer is received, carefully review the terms with your Customer
for their verbal approval prior to submitting it to Cartus.

05 Please remember DO NOT let your Customer sign the offer, any counter offers or
repair requests.

06 Only fully verbally negotiated, complete contract packages should be forwarded to
your Relocation Director. Your Relocation Director will review for completeness and
forward to Cartus.

07 A Contract Specialist will be assigned to work with you to get the offer signed.
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Offer Negotiation Tips

&ducaie the Buyer’s figent!

01 All offers are contingent upon the review and approval of Cartus.

02 Cartus will sign the offer on behalf of our Corporate Client.

03 Cartus is only available Monday through Friday to sign offers.

04 All offers should be written to close with the Cartus Regional Closing Office.
05 Cartus will not accept an offer contingent on the sale of the Buyer’'s property.

06 Cartus will accept an offer contingent on the closing of the Buyer’s property,
subject to the Cartus review of the Buyer’'s sale documentation.

07 Cartus does not allow early occupancy.
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Electronic Signature

Accepted on all listing and offer
documents via:

DocuSign

Dotloop

Authentisign

Skyslope

Zipogix Digitallnk (aka Signix)
eSignOnline

CTMeContracts
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Seller’s Real Estate Disclosure (S.R.E.D)

Affiliated Business Arrangement

Lead Paint Addendum

Non-occupant Disclosure

Cartus COS

Standard Addendum

i Rt e o sl i ety S, v
P g S

Earnest Money —

T i R A e b ) e LT
e

L e e

b R g el el i
A P — | T

Proof of Funds

o — S o e — e
e o B B e e T bt b

Morigage Pre-Approval e

Agent Contract Tool

Submit a complete contract package from the start!
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Agent Contract Tool and Contract Checklist -
Required

TleAulommiiarme Corun Eromil Shma
amate® (=TT T T
Cormpiniad by - dgert Narm [ LB
T s Bl i 50 & wtbne ol i b orm & wol oo nd s o o 0 Tha oo wimct wels dind = 0 n conbw ol ot el
Saba Price: F]
mghl
[xtabre: ° Outlines terms of the deal
|| rn prctio 4 be corapleted by bugen
i £
tarmt Mo ey Da pri dvme wradra "Ful 7 s ;
T A — e Facilitates Cartus review

® Facilitates Cartus review
and approval with the
Customer

O1twer € - A by o Bar [n By paypal T ey '--'-_Im

L LT
3 Vs
$ fad N
k] forl

s
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it e apo s Aty of e Ba {1 i Agen t 0 A0 By Cortunin e iag f willer s dlssag coul o B con e fof sale
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Agent Contract Tool and Contract Checklist-

Required

2018 Cartus Broker Network
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Standard Addendnum Special Provisions: PAGE 4

To the Buyeris): This document contains important information conceming the 1y Mot NREEang aninsing o e 0oRE 1o I Al
You are urged o review His conlents carehally. {a The Effectve Date of the Agreement and tha Addendum shall be the dale (hat the Seller sigms thia
Addendum;

(1] Selery comect. legal name for al pumpoles realed 10 The Agreement i as thown on T sgnature line
of ihin Addendum:

{e) All personal propery that cofmeys with e Propery 3 5oid “as i° | “whene i°, and has no value;

[L.13 Any sssignment of the Agreemant by Buyer (via sther an asignment of naming & nomines induded
but not Emited b s Cuslified Intermediary) requires Sellers coasent, whech Selé: may with hold n B sols
discrebon. Even @ Sebers content a given the Bupsr mamed beren shall remain fully oblgates under the
Agreemant uniess and untl e Agreamant has been Ly parformed by or on bshall of Buyes,

(] Salier shall net make any payment related 1o sny closing date delays; and

(L] MLS inform U ffor ple, but not eaed . L school digiricts, Duyesr
inCenines, Incusans, mmmmwmwmwnmmmmmd
the Agresment unkess expreasly SUIbed in the Agreement of fus Addendum.

The terms and conditions of the Agresment and this Addendum which apply o Seler
Saler becOming owner

Earmest Money, Defaul; Brokers:

in T svent of 3 cefaul by the Buyens) it & agresd that any eamest money or depost
SeSer as bousdated d Arvy p L of the Agresment (i) with respact o any B

Insurance premiums shall not be prorsted. AR #xiatng msurance poboies will be canosled at
Tazes | Assessments | Bonds | Homestead Exemplions:

Tlu.luummmmmﬂhhuﬂmuhuhmﬂﬁmﬂﬂ_

PAGES 5-T REQUIRED ONLY FOR HOMES LOCATED IN: HI, KS, NC, OK, TN.
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Cartus A Team Agent Marketing Training — Level 2
Offer Package
Sellers Real Estate Disclosure Package

Seller’s Real Estare Disclosure Package “SRED™ Instructions
Carfay Confract & Divwlewirs Signafures MADE EASY

PLEASE SHARE THIS INFORMATION WITH THE SELLING AGENT

STOP! PLEASE READ ALL OF THE FOLLOWING INSTRUCTIONS WHICH ARE
NECESSARY TO PROPERLY PROCESS THE PURCHASE AGREEMENT:

Catus ool process the agroasment o "Seller™ urdess (P follomang requiremeaents e Doan Salefeesd ard e
Borms Merve Deaissn OOMfimed willh our Haoftsossriar

= AfMiiated Buss " = it Dk Beat i
mgﬂ“hw%mm“mm m!mmw'ﬁlhmmm
page

=  The OfferContract MU ST show apprognaie Carus Company as the seller i@ Cartus Fenancial Corporaton, Carues
Ralocabon Comporaten Catus Corparalion (ask your contact ot Cartus)

= The Standard Addend Teuan A iation of Reafors Relocat ddendum (TAR):
We recomumend you use our Stwte Contract of aviilabbe mwmhﬂmhmmmm
sl s and what Stete requined addencles iy alEo B neeced. Tha buyer(s) s abeo Ul Pase plorse rumibsees o
e sighehse Dege  Adcersiams muy HOT be afdted an ey way

= Seller's Real Estate Disclosurs (SRED page)-
Thes document sts all of the dsclosures, receipls and if applicable any inspechors compleied or pendng  This document
MU S T b sniialed on Sve Taes o e kel of EACH lsted ilem {Dy a8l Duyers) AND ssgreed AN dabed by buyern(s) af the

nfiosm Of docuemsend The docurmesnits Sisbed o B page mesd i B o schosesd 1o e bupers, bu Nt nouimyed o Cortus

= The Lesd Paint Addendum
This docurmend was filled oul s sigred By A e Seller This needs o Be it ared ssgmesd By He Buyer{s]AND
hae Lestineg Aguerd Thae Baaydor(s o rmursd il et 1o Doty arross s wescles 84 AN D chock edter Aor B The bunpor(s) MUST
e St arsd date T bofiom The LSeng Agent et eital 5 s segn and oty B botiorm am wedl

«  The Biank Non-Occupant Seller's Property Discl eiz) (if applicable)
Thies o5 o Blank cofry OF your Fecuined Stake Propaery Desclos e stamped ind sapred By Canis s 8 Non-Ooougsant O red
This t5 ot o reskaksr the DBlank copy meods o be Sagred and dated by The bayens)

lencies s acdaioss DEsore e and ekt Combect naamss
. pnmrnrruuussm:lzn-entmsamumunnhmmumnumuw—mm
- Wihmmmd % Baspers Dre-qualicabion of pre-approval bether wilh koan miormnbon if sade is conmoerd
o Buryers Fuormee closing Tohetp ensure & limely chosing, Camus enNCOoursces & menenurm of 3 days betwesn e
Buyer s hvoirse choseng and the Canus Choseng
=  Nochanges or strikecuts o any Cartus forms Docwments MU ST be legible

MNOTE Carus will acoegll elecionc spnanres from DocuSion. Dotoop, Auherimsion. and SkySope  Adl numibers assockabed
W T bR SO Ehure et an T CerBRoabon (DORoog & AUt e S e kegpbie
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SELLER'S PROPERTY DISCLOSURE STATEMENT M
EXHBIT* " ' L

>, N ey |
— Gungie EALTORS
2004 Printing o
This Selier's Propesty Disclosare Stabement (Slalemert) & an sxhil © the Purchisse and Saio Agreomont weh an Offer Date of
fior Property known &5 of lacated ol

1108 Featherston M SW _Marietta
Georga J0064  Tres Sisterment contans Seber's discionures 1o Buyer regarding ihe sresent congsaned e Propany, cenmn past

ropns and tha Fatory of the Propary.
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mem Seller is non-occupant owner and
has no knowledge of this property.
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Affiliated Business Arrangement

Disclosure Statement
To: Consumer
From Cartus Corporation ("Cartus”)

This is to give you nolice that Carlus
kisted in thes Stalement. in that each of the
Cartus or by Realogy Corporation, Realogy
company of ceran Coldwell Banker®, Coldwell
throughout the nation. Realogy Corporation also
Commercial®, Century 218, ERAS, Sotheby's
addition, Cantus and Realogy have a joint ven
Home Loans, and InstaMorigage com, where
these relationships, the referral of business to
parties noted harein a financial or other benefit
result of any refemal to the above histed real ¢

you pay to purchase or sell a propery.

We forth balow the full range of servi
rangs s generally made forthese seni
condi purchase or sale of your
SERVI AVAILABLE WITH

DETERMINE THAT YOU ARE RECEIVING
SERVICES.

HRT LLC Real Estate Brokerage Companies and Other
Franchisees

In certain markets other NRT LLC subsidianes provide a
full range of residential real estate brokerspe services
under Coldwell Banker, Corcoran, CitiHahitats, Sotheby's
International Realty, and JipRealty trade names.

In other markets, franchisees of Realogy subsidiaries
provide a full range of residential real estate

services as Better Homes & Gardens & Real Estate,
Coldwell Banker &, Century 21 €, ERA © and Sotheby's
Internaticnal Realty €.

3 - 10% of sales price of the property depending on multiple facions
intluding type of property, transaction side, serices. (egion snd
transaction structure. Howewver, commissions vady per agreement
with each customer and may be negotialed, in whole of in part, a3
fxed amounts, suth sa a foed amount in Beu of all or part of &
percentage, of an amount suzh as 5100 - 51000 in addiion 1o &

percentage

in addition, reterral commissions vary, but are genarally paid by a
real astate brokes 8% & percentage (approximately 25% - S0%) of
the real estale broker's commission on 8 Iansachon side,

2018 Cartus Broker Network

PHH Home Loans, alao doing business as Cartus Home
Loans

Frovides a full rangs of ressdential first morigage lcan
products and senices

Losn Ongination Changs $0.00 - $210.00

Loan Discount Fee/painis’ 0-5% of loan amount

ApphcationProcessing Fee®  $0-5510.00 (nciuded in Loan
erigination charge above)

Actunl charges may vary BECOnding 1o the partcular circumalances

uhdarkying the ransacton

" The loan dscount fesipoints are affected by the nots mats

i There e olher charges imposed in connechon with morigage
ioans. In addion, & lander may reguins the use of oiher service
providers, ncluding bt nol limited to any atiomey, credit reporting
sgency o real estale appraiser chosen 1o represant ihe lender's
interest. o you apply to any of those companies Tor a loan, you will

BROMAC Title Services LLC dba EQUITY CLOSING,
BROMAC Title Services LLC dba PLATINUM TITLE (JV)
(Loutsiana)

Provsdes searches of public records that bring to your
aftention any known problems with the property’s bile befors
closing, and provides bitle insurance
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Offer Package -
Mortgage Pre-approval

Mortgage Company Name

Datehere

To'Whom it May Concemn:
Please be advisedthat Mark and Lynn Kemmer have been pre-qualifiedfor a

conventional mongage in an amount notto exceed $389,000.00, to purchase the
property located at 6 Rodeo Drive inthe city of Beverly Hills, CA.

Please do not hesitate to contact me at (408) 555-8956 if you have any
questions,

Sincerely,

Mortgage Broker Name
Titie
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Offer Package -
Proof of Funds

ToWhom It May Concern:

Please be advisedthal Mark and Lynn Kemmer have several bank accounts with
X¥Z bank. They enough funds to purchase the house located at 6 Rodeo Drive
in Beverly Hills, CA for $389,000.00.

Please do not hesitate to contact me at (408)555-8956 if you have any
questions.

Sincerely,

Bank Associates Name
Title
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Offer Package -
Earnest Money Check

Pk of Moo

ru Eruest Mouey Deposit _m.
SOL2ILSET78C *"RETESL A2

Copy of the Earnest Money Check - Earnest money requirements are as
follows:

e Purchase price of $0 up to $300,000 = minimum of $1,000

e Purchase price of $300,001 up to $500,000 = minimum of $5,000

e Purchase price of $500,001 up to $750,000 = minimum of $10,000

e Purchase price of $750,001 and above = minimum of 5%

*If this is not reasonable and customary in your area, notify Cartus of
standard practices when submitting the offer
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I \D

\ Top three contributors to a delayed contract
Delay? signing

ry

1. Missing Cartus State Contract or Cartus
Standard Addendum when a Cartus State
Contract is not available

2. Submission of an expired contract

v _ae

3. Insufficient Lender Letter

1 AL DEU“/ ,L-A«Y//\
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Contingency Removal

* Manage to Contingency Due Dates!!!

* Pro-Active Contingency Follow-Up

e Cartus emails the Relocation Department and agent a contingency
report every Tuesday and Friday

* Do not wait to be contacted by the Contract Specialist to prompt
your follow up

* Timely contingency management is critical as it impacts:
* Customer Financial Risk
* Destination Closings
 The 11 Step Program
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Automated Agent/Relocation Email

Congratulations! You have a signed contract.

In order to assure a smooth sales transaction for our customer and the buyer, your assistance is needed with the timely completion of open contract contingencies. Some of these contingencies are due,
past due, not due at this time or have unknown due dates. Please review each contingency and provide an update to your Cartus representative or Regional Closing Office within 48 hours of receipt of
this notification. Timely contingency removal is critical to the Amending process and often directly impacts the Customer's benefits. Your role in driving contingencies to completion as quickly as
possible is essential to the success of our program.

You will receive this report twice a week to assist you with monitoring the timely submission of outstanding items. As a result of the frequency of this report, you may experience some system updating
delays (i.e. you notified us of a contingency due date but it is still showing no date on your next report). In these cases in is NOT necessary for you to recommunicate your response.

As always, if you have a question or concern, please reach out to your Cartus contact. Thank you for partnership.

File # Customer Name Cartus Contact Cartus Contact Email Address Agent Name Close Date

Mortensen, Melanie Melanie Mortensen @ cartus.com 8/16/2016

Customer Name Other Contingency Description Due Date
File Number-1234567 Mold Inspection Results 7/28/2016
Contract Signed: 7/28/2016 | 200N INspection Results 7/28/2016
Closing Date: 8/16/2016 [Septic - Full Inspection Results 7/28/2016
Euyer Termite Inspection Results 7/28/2016
|General Home Inspection completed by Buyer 7/28/2016
lall Inspections Completed? IB/7/2016
Euyer inspection report(s) I8/7/2016
|4l termite repairs and treatements at cost of seller. I8/8/2016
Earnest money check cleared IB/8/2016
Negotiated Repair Addendum /5 /2016
IMortzage Commitment IB/10/2016
Euyer approval of all repairs IBf12/2016
IConfirm ALL repairs completed IB/12/20186
Please direct all responses, guestions and required submissions to Melanie.Mortensen@cartus.com.
Please direct all responses, questions and required submissions to MardanContracts@MardanSves.com.

Thank you for your attention to these items!

Contract Specialist Team | Cartus
40 Apple Ridge Road, Danbury, CT 06810

Trusted guidance — for every move you make.
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Property Maintenance
* Transfer utilities to your company’s name upon notification

® Order lawn, pool and/or other maintenance items necessary

* Alert Cartus to any unique property utility/maintenance needs
(solar panels, smart homes?.

* If the property has been winterized, de-winterize prior to buyer’s
final walk through

* Listing agent is to be present at the walk through which is to be
completed 3 days prior to closing
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I

Successful Closings are the
#1 Cartus Goal!

= iy T :_.:.,_l—q:rq. z
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o |
Questions and Answers

Trusted guidance - for every move you make.



Thank You!



