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Selling a home or property is a complex process. By law, only a real estate attorney can provide you with 
legal advice during the home sale process, not a real estate agent, loan officer, or title company. Seller’s 
need a real estate attorney to protect their interests. FrontLaw, PLLC is available to address all of your 
questions and concerns.  
 
FrontLaw, PLLC represents sellers in residential, commercial and vacant land real estate transactions. If 
considering selling property; 
 

PRE-CLOSING DAY Checklist for Sellers  
 

• Acceptance of the offer 
• Prepare for Home Inspection  
• Provide Condominium Disclosures 
• Respond to Inspection Repair Requests 
• Order Well Water Test 
• Order Septic Test 
• Respond to Testing Repair Request 
• Order survey 
• Order Title Insurance* 
• Prepare the Deed or Conveyance Documents 
• Review Transaction paperwork and legal documents 
• Clean the House 
• Transfer Utilities 

 
 

FrontLaw, PLLC Helps Real Estate Sellers Throughout The Whole CLOSING Process



Please note that above list is not all inclusive nor intended to be specific to your situation. It is highly 
recommended that sellers contact a real estate attorney to ensure that the legal documents and closing 
criteria are met within the laws of your jurisdiction. 
 

 
PRE-CLOSING DAY - Title Work* 

 
 A complete title review is a necessary step to ensure that the property is able to be sold to a buyer. Title 
preparation is a necessary part of the real estate closing process for both buyers and sellers. A legal title to 
a house is the ownership record of a property that shows who currently owns the property, contains the 
legal description of the property, and shows any liens encumbering the property. A property owner may 
need to fix the title before selling the property. A common situation, for example, if there is a lien against 
the property that prevents property owner from possessing a ‘clean’ title. 
 
In practice, typically a title commitment is ordered, and a title search is conducted to review any existing 
records including deeds, mortgages, municipal assessments, liens, and other public documents that may 
impact the owners ability to sell the property. Once the title search and examination are complete, the title 
company prepares a title commitment and provides a copy to the buyer, seller and attorney. 

 
PRE-CLOSING DAY Lessons Learned 

 
• Contingencies - A seller needs to meet every contract contingency requirement and deadline or 

request an extension to the Offer.  
• Financing Issues - The most common reason for a delay in a closing is a financing issue on the 

buyer’s side. In these situations, buyers may have submitted an Offer without loan pre-approval 
or offered a price outside their budget. In other cases, it may not be within the buyers control, but 
the lender is simply unable to meet the deadline and needs an extension to finalize the financing. 

• Appraisal Issues – Albeit issues during the appraisal process occur with less frequency, it is 
important to be prepared should it happen. If a home’s appraisal value is lower than the price in 
the Offer to Purchase, undoubtably sellers will benefit from having an already constructed and 
prepared alternate course of action. For example, discrepancies in the appraisal value can lead to 
lender financing issues and may require re-negotiating the sale price. Another, more common, 
issue is that the appraiser is unable to finish the appraisal by the contract deadline and requires an 
extension. 

• Inspection Issues - An official home inspection may reveal unexpected issues. Depending on the 
severity of the charged inspection defects, a licensed contractor may be required to make repairs 
or a discount to the sale price should be considered. While these problems can be frustrating and 
delay the closing process, an attorney can resolve most of these issues. Talk to your real estate 
attorney to develop a plan of action if any of these problems arise. 

 
CLOSING DAY Checklist for Sellers  

 
On the date of closing it is time to complete the sale (contract contingencies presumably have been met 
and Title checked). 
 



1) Sellers may be required to sign multiple documents, including, but not limited to: 
• Closing statement 
• Closing disclosure 
• Deed 
• Bill of Sale 
• Foreign investment in Real Property Tax Act (FIRTA) 
• Guaranteed Asset Protection (GAP) Insurance 
• Disclosure statement 
• Tenant/Work Affidavit 

 
          

           
      

 
2) Considerations for Sellers:       
• House keys and access codes 
• Lean waivers from contractors 
• Government issued photo ID for all sellers listed on the contract 
• Payment arrangement for incidentals 

 
Ask your attorney if any additional documents or items are needed, such as property tax statements, utility 
bills, proof of home warranty, or homeowners insurance documents. 
 

Closing Costs   
 
Sellers may be responsible for paying a variety of expenses involved with the closing. In addition to the 
remaining mortgage balance (if applicable), sellers can expect to pay a % of the home sale price in 
closing costs. If the sale of the property is less than the total balance due, the remainder may be deposited 
into an escrow account by the seller prior to the closing. Below are some closing expenses that sellers 
may expect: 
 

• State Transfer Taxes 
• Loan Payoff Costs 
• Outstanding Homeowner Association Dues 
• Real Estate Agent Commission 
• Property Taxes 
• Title Insurance Fees 
• Title Company Closing Fees 
• Real Estate Attorney Fees 

 
POST-CLOSING DAY Checklist for Sellers  

 
After signing the closing paperwork, the title is transferred and the keys are provided to the buyer-- the 
remaining balance of the sale proceeds are then finally received by the seller. In conjunction with or 
shortly thereafter, seller should expect to: 
 

When sellers obtain an attorney, on the CLOSING DAY, your attorney may assist with unanticipated 
problems that arise on CLOSING DAY, review documents, provide legal advice, answer questions, 
and most importantly; protect your interests.



• Verify that the proceeds of the sale are correctly deposited into your account. 
• Cancel your homeowners insurance policy 
• Safeguard your closing paperwork 
• Change your address with the USPS and forward your mail 

 
Hiring a Real Estate Attorney 

  
In addition to receiving the aforementioned benefits, for reasons listed below, it is recommended for 
sellers to contact a real estate attorney at the listing stage of the process. Contact during this stage allows 
your attorney to help with pre-offer tasks such as addressing contract negotiations and reviewing offer 
contingencies when you have an interested buyer.  
 
Ways your real estate attorney can be a force multiplier commencing during listing stage: 

• Write or review the listing agreement with the seller’s real estate agent 
• Review the buyer’s Offer to Purchase 
• Draft or review the seller’s counter-offer and/or amendments 
• Ensure contingencies to the Offer are satisfied 
• Draft the deed and other legal documents required to close the sale 
• Advise the seller at closing to ensure all documents, including financial arrangements are 

prepared for immediate execution 
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