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(707) 486-2481

email: brendan@sonic.net

Professional Experience

Realtor Sales Associate
Frank Howard Allen Realtors, Guerneville, California — July 2004 — Present
Assist buyers and sellers complete transactions on residential, commercial, and land properties.

System Administrator

Frank Howard Allen Realtors, Guerneville, California — 1992 — 2004

Program applications for streamlining administrative function; troubleshoot computer, network,
and communications problems. Train agents on new equipment and software. Assist the Broker
in special projects. Interface with a diverse group of agents, clients and public, in a fast-paced
sales environment.

Education

Sonoma State University — B.S. Computer Science in December 2003 (Dean’s List)
Santa Rosa Junior College — A.A. Science and A.A. Arts in 2001

Professional Associations

Council of Residential Specialists

National Association of Realtors

California Association of Realtors

North Bay Association of Realtors (Russian River Director 2006-2009)
Bay Area Real Estate Information Service (MLS)

National Notary Association

Community Involvement

Russian River Rotary (Treasurer)

River to Coast Children’s Services (Treasurer 2006-2011)
Russian River Historical Society (Treasurer)
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FRANK HOWARD
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REALTORS

FRANK HOWARD ALLEN REALTORS Russian River Office
16203A First Street, PO. Box 105, Guerneville, California 95446
(707) 869-3865 Fax (707) 869-9110 www.russianriverhomes.com ”*2?'
Love where you five /O @

, 0
" J " 20/0
How Do You Really Feel About Our Service?

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.
Would you please complete the followmg questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you.

1. Please use the following numbered scale:
1 - Dissatisfied 2 — Somewhat dissatisfied 3 —Somewhat satisfied 4 — Very Satisfied 5 — Highly satisfied
How would you rate us?

/A Level of professional knowledge

5 Availability

A _ Reliability

5~ Consistency

A~ Ability to communicate

4~ Ability to listen and comprehend your needs

45~ How was our overall service
2. Why did you choose Frank Howard Allen Realtors?

Referral  Reputation_ Sign  Open house__ Sales associate__ Newspaper__ Magazine_ Frank Howard Allen Magazine

Other ¥ wvends

37-How do‘yourate the overall service sirrounding your recent transaction?
Poor : Good Excellen

4 Would you utlhze professmnal Real Estate serv1ces agam‘7 YES / NO -

5. How would you grade the participating Sales Associate (s)?

Courtesy: Excellent . ¥ Good Poor
Helpfulness: . Excellent i = Good : Poor
Honesty: Excellent )~  Good Poor
Knowledgeability: Excellent 3y  Good Poor

6. Which aspect of your involvement with the Sales Associate(s) and/or Frank Howard Allen, did you find most beneficial?
V\/t”/?"k’s:nj/ wilh  Branden C(oen.

Least beneficial?:
7. Do future plans include additional Purchase or Sale of Real Estate? Yes v. No . If yes, would it be:

Commercial Investment  Residential .~ Vacation .

-8. Suggestions & Comments: .+ " "

F R T T e P A e T N S P S AN S P TP § e T
SRR P R Pl ;"‘f“""‘ L DT T e G A

9. May we have your authorlzatlon to use your responses for promotlonal pmposes‘7 Yes 7 No__

e

AR

1668 Stirtup: Loop, Healdsburg Brendan Coen I T A

Trust Takes Time — Realtors Since 1910°

An independently owned and operated brokerage office
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FRANK HOWARD ALLEN REALTORS Russian River Office
16203A First Street, P.O. Box 105, Guerneville, California 95446 62})
(707) 869-3865 ' Fax (707) 869-9110 www.russianriverhomes.com V4 9

() , _.
= Love where you live ) . 2 0/&

"How Do You Really Feel About Our Service?"

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.
Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you.

1. Please use the following numbered scale: :
1 - Dissatisfied 2 — Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied 5 — Highly satisfied
How would you rate us?

'7 Level of professional knowledge

& Availability

¢ Reliability

5 _Consistency

& Ability te communicate

G Ability to listen and comprehend your needs

5 How was our overall service
2. Why did you choose Frank Howard Allen Realtors?

Referral _ Reputation  Sign  Openhouse__ Sales associatef Newspaper __ Magazine _ Frank Howard Allen Magazine

Other

3. How do you rate the overall serv1ce surroundmg your recent transact10n‘7

' O DR <Poor ; “Good Excellen

_/ _ 1 2 3 _"4 5 6 7 8 9. L
4 .WOuld.y,o_u utili “;‘_).r:(ifés.smﬁeﬁ_ﬁéaiEstqiéi_é—érylgg'_sééainf’ _YES? . ] _
5 How would you grade the partlmpat )g SalesAsso<nate(s)’7

Courtesy: 3 - Excellent Good Poor

Helpfulness: Excellent X Good Poor

Honesty: -+ Excellent ?(, - Good - - Poor

Knowledgeability: - Excellent . X -~ Good Poor

6. Which aspect of your involvement with the Sales Assocmte%) and/or Frank Howard Allqn did you find most beneficial?

Qe we Vived [ hvs- amom am depd with eehng lvspeotvs  (and There were.
ol ﬂ" mwe&hovﬁd' G\IJV{«H&AM mw,/HmS‘ ired bJ e Al ) v himeatl . He had b topdiete
Testpameiyial:_amd. e owr m.t,e;huem’f)%m rel m a/vw\ W\hud Al tion / Hrdsz

7. Do future plans include additional Purchase or Sale of Real Estaté? Yes_ _ No X . If yes, would it be:
Commercial _~ Investment ‘Residential Vacation -

Sug estlons&Co ents:
W hite amd v welye) when tealivy wﬂ’la owy Veeds £ Ahe sollevs biek of-
S wag A vb liel IAAWM ‘Mmmn relighie ‘amd had owv-
\m&\’ mm%' de Wit DA S
9. May we have your authonzatlbn to use y6ur1esponses for promotlonal purposes‘7 Yes X No__

3

. ~—1729 Darby Rd., Seb: - Brendan Coen;_ .

Trust Takes Time - Realtors Since 1910°

An independently owned and operated brokerage office
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FRANK HOWARD ALLEN REALTORS Russian River Office
16203A First Street, PO. Box 105, Guerneville, California 95446
(707) 869-3865 Fax (707) 869-9110 www.russianriverhomes.com ' N
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Love where you live

"How Do You Really Feel About Our Service?" 20,(?

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.
Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you.

1. Please use the following numbered scale:

1 - Dissatisfied 2 -~ Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied = 5 — Highly satisfied

How would you rate us?
__Level of professional knowledge
__Availability
__Reliability

5 __Consistency
___ Ability to communicate
__Ability to listen and comprehend your needs

___How was our overall service
2. Why did you choose Frank Howard Allen Realtors? = b.ﬂ, auQe 0’[ @m Q%Md_am CO‘Q‘-'
Referral  Reputation  Sign  Openhouse _ Sales associate  Newspaper_ Magazine  Frank Howard Allen zine

Other

3. How do you rate the overall service surrounding your recent transaction?
Poor Good Excellent

O 12 3 T4 5 6 7 8 9 @

4, Would you ut11176 profcssmnal Real Estate services again? _YES_ X NO

5. How would you grade the part1c1pat1ng Sales Associate (s)?

Courtesy: Excellent % Good Poor
Helpfulness: = = Excellent ¥ Good Poor
Honesty: Excellent ¥ Good Poor
Knowledgeability: Excellent :( Good Poor

6. ﬂhich aspect of your involvement with the Sales Associate(s) and/or Frank Howard Allen, did you find most beneficial?
[ OIS

- :
Least beneficial?: /\fam, -——/‘hm(: o, Qom —/‘fz_"uA(L_ o—/’

7. Do future plans include additional Purchase or Sale of Real Estate? Yes ’ No If yes, woul‘kz it be:

Com_mercml ' Investment Residential Vacation 7/0& _@0 m o.QoOadaa LDDK;’ \j’”

8. Suggestions & Comments: ‘

9. May we have your authorization to use your responses for promotional purposes? Yes No _Z/
© 10610 River Drive Frstvl - Brendan Coen
) .
S

Trust Takes Time - Realtors Smce 191 0"’

An independently owned and operated brokerage office
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FRANK HOWARD ALLEN REALTORS Russian River Office
16203 A First Street, PO. Box 105, Guerneville, California 95446
(707) 869-3865 Fax (707) 869-9110 www.russianriverhomes.com

"How Do You Really Feel About Our Service?"

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.
Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you. '

1. Please use the following numbered scale:
1 - Dissatisfied 2 — Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied 5 — Highly satisfied
How would you rate us?
£ Level of professional knowledge
5’ Availability
5 Reliability
& Consistency
5~ Ability to communicate
£ Ability to listen and comprehend your needs
25 How was our overall service
2. Why did you choose Frank Howard Allen Realtors?

Referral _ Reputation _ Sign _ Openhouse _ Sales associate Newspaper_Magazine__ Frank Howard Allen Magazine _
Other_ /NYERNET Flelinry IYFeAins
3. How do you rate the overall service surrounding your recent transaction?

= .- Poor. . Good Excellent
\) 1 27 3 g 56 7 8 9

4 Would you ut1]1ze professmnal Real Estate services again?.. YES X NO

5. How would you grade the partlclpatmg Sales Associate’ (s)‘7

Courtesy: Excellent & Good Poor
Helpfulness: Excellent %5  Good Poor
Honesty: Excellent 5 Good Poor
Knowledgeability: Excellent %~ Good - Poor

6. Which aspect of your involvement W1th the Sales Associate(s) and/or Frank Howard Allen, did you find most beneficial?

Love where you live ‘ ( ' MAR 1 5 2070

MEr Kilow/1ed g 2 s MpiksT b Senrvicss

Least beneficial?: AZPNVE

7. Do future plans include additional Purchase or Sale of Real Estate? Yes No_ X . Ifyes, would it be:
Commercial Investment Residential Vacation

8. Suggestions & Comments:

Fone fecess 70 Koot Vi Pdowic / Bl s W&WFML W g W/AMS

v/ Wmv/ flrco sy A0lsls oF g5

9. May we have your authorization to use your responses for promotional purposes? Yes X, No__

67 Montgomery Dr., Camp Meeker Brendan Coen

Trust Takes Time — Realtors Since 1910°

An independently owned and operated brokerage office
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FRANK HOWARD ALLEN REALTORS Russian River Office ’\/
16203A First Street, PO. Box 105, Guerneville, California 95446 ‘

m (707) 869-3865 Fax (707) 869-9110 www.russianriverhomes.com

— Love where you live

"How Do You Really Feel About Our Service?"

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.

Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you.

1. Please use the following numbered scale: .
1 - Dissatisfied 2 — Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied § ighly satisfied

How wouyld you rate us?
Level of professional knowledge
. Availability
Rehablhty
Consistency
’5(4— Ability to communicate
Ability to listen and comprehend your needs
How was our overall service
2. Why did you choose Frank Howard Allen Realtors?

Referral _ Reputation__ Sign__ Open house__ Sales associate Newspaper_Magazine_ Frank Howard Allen Magazine

Other :I/\A'QA A{/Q' -

" 3. How do you rate the overall service surrounding your recent transaction?

Q . .. Poor Good Excellen ’
D R S U PR St ) B

4. Would you utilize professional Real Estate services-again? YES K NO ... ..

5. How would you grade the participating Sales Associate (s)?

Courtesy: Excellent X~ Good Poor
Helpfulness: Excellent X Good Poor
Honesty: Excellent XC  Good Poor
Knowledgeability: Excellent X Good Poor

6.« Which aspect of your involvement W‘ﬂ] the Sales Assomate(s) and/or Frank Howard Allen, did you find most beneﬁmal‘?

fevden. Was Ryoc TLLSL i’ —S\'.rhda_ckcom—-u Vs
Jery & peoddar

Least beneﬁcia]?:ﬂ_

7. Do future plans include additional Purchase or Sale of Real Estate? Yes No_ . If yes, would it be:
Commercial Investment Residential  ¥C Vacation X

e, 3l g off i e ot oS

a(NQ-fmwaL/%'o V\“. ‘4‘/0\) ;be Vt((\

9. May we have your authorization to use your responses for promotxonal purposes? Yes K No
22900 Sylvan Way, #F Brendan Coen

Trust Takes Time - Realtors Since 1910°

An independently owned and operated brokerage office
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: Love where you live

FRANK HOWARD

ALLEN

REALTORS

FRANK HOWARD ALLEN REALTORS Russian River Office : \/
16203 A First Street, PO. Box 105, Guerneville, California 95446 ¢

"How Do You Really'Feel About Our Service?" gne%

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable tifie. ‘ E % '

Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you.

1. Please use the following numbered scale:

1 - Dissatisfied 2 —Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied 5 — Highly satisfied
How would you rate us?

& Level of professional knowledge
5 Availability
% Reliability
X, Consistency
5 Ability to communicate
Ability to listen and comprehend your needs
How was our overall service

2. Why did you choose Frank Howard Allen Realtors? /\a‘m (\ypfj\ \\&\L ﬁbb\,&i)

Referral__ Reputation__ Sign__ Open house _ Sales associate__ Newspaper__Magazine  Frank Howard Allen Magazine

Other

3. How do you rate the overall serv1ce burroundmg your recent trancactlon‘7 i
() © - v Poor - o - YGood - . . Excelle
. -T2 3 4 5 6 7 .8 9

4. Wbuld you utilize professional Real Estate services again? YES 1; __NO

.‘,

5. How would you grade the participating Sales Associate (s)?

Courtesy: Excellent '\/ Good Poor

Helpfulness: " Excellent_ .~ Good Poor L WHML é“&@yb@"d“i :‘!
Honesty: Excellent .~ Good Poor_ =0

Knowledgeability: Excellent [~ Good - Poor /@W

6. Which aspect of your inyolvement with the Sales Associate(s) and/or Frank Howard Allen, did you find most beneficial?
L Wrs_ (Doeeied lrad Bromdon Wis A Gpunes Sy 190 (oo ddAt B, hgiﬁw(?
Puk 4 ot een (eolws, tor pupole £t 4 onohal UL ErD LW Senohdll
“beasthenefisialde i a8 dnd Beorden! Bund ML A o] #He ione Away ause
By Prong. OR. R3O N calls Peovptly s mobo(szoP\anm WA= Yeey Mol py

7. Do future plans include additional Purchase or Sale of Real Estate? Yes_  No_ V. Ifyes, would it be: ﬂ—>
Commercial Investment Remden’qal Vacation

-

8. Suggestions & Comments: / /

e he 15 ’Pa.mé\ wel baé‘_awu, (WL)(UA“S Wed et THE‘_MDNSM[

9. May we have your authonzatlon to use your responses for promotional pu1poses‘7 Yes L/ No__

*655 Bohemlan Hwy BAMM/ &M\/

Trust Takes Time - Realtors Since 1910°

An independently owned and operated brokerage office
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FRANK HOWARD

ALLEN

REALTORS

16203A First Street, PO. Box 105, Guerneville, California 95446 y
(707) 869-3865 Fax (707) 869-9110 www.russianriverhomes.com &
= Love where you live e@
| | &

"How Do You Really Feel About Our Service?"

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.
Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you.

FRANK HOWARD ALLEN REALTORS Russian River Office e./0(

1. Please use the following numbered scale:
1 - Dissatisfied 2 — Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied 5 — Highly satisfied
How would you rate us? '
< Level of professional knowledge
Availability
Reliability
Consistency
Ability to communicate
Ability to listen and comprehend your needs
How was our overall service
2. Why did you choose Frank Howard Allen Realtors?

Referral _ Reputation__ Sign_ Open house__ Sales associate)y Newspaper Magazine _ Frank Howard Allen Magazine___

Other
3. How do you rate the overall service surrounding your recent transaction?
Poor Good Excellent
~ 1 2 3 "4 5 6 7 8 9 ( 10,

4. Would you utilize professional Real Estate services again? YES X' NO

5. How would you grade the participating Sales Associate (s)?

Courtesy: Excellent X Good Poor
Helpfulness: Excellent_ X Good Poor
Honesty: : Excellent X Good Poor
Knowledgeability: Excellent X Good Poor

6. Which aspect of your involvement with the Sales Assogiate(s) and/or Frank Howard Allen, did yo find most beneficial?

quashivs_Via. e il - Usc OF F((nlogge g cledlng dihn

ey ehies
Least beneficial?: 0

7. Do future plans include additional Purchase or Sale of Real Estate? Yes No g . Ifyes, would it be:
Commercial Investment Residential Vacation

8. Suggestions & Comments:

9. May we have your authorization to use your responses for promotional purposes? Yes_)__ No__

‘,0650 Mirable Rd., Frstvl

" Trust Takes Time - Realtors Since 191 0°

An independently owned and operated brokerage office



FRANK HOWARD

ALLEN

REALTORS

FRANK HOWARD ALLEN REALTORS Russian River Office
16203A First Street, P.O. Box 105, Guerneville, California 95446
(707) 869-3865 Fax (707) 869-9110 www.russianriverhomes.com AU@ ,
¥ 2009

Love where you live

""How Do You Really Feel About Our Service?"

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.
Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you.

I. Please use the following numbered scale:
1 - Dissatisfied 2 — Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied
How would you rate us?
Level of professional knowledge
= Availability
X Reliability

Consistency
Ability to communicaie

&5 Ability to listen and comprehend your needs
How was our overall service
2. Whydid you choose Frank Howard Allen Realtors?
N

_ Highly satisfied

Referral _ \Reputation / Sign__ Open house _ Sales associate _ Newspaper__Magazine  Frank Howard Allen Magazine

Other

3. How do you rate the overall service surrounding your recent transaction?

P " Poor Good Excellen,
() 1. 2.3 4.5, 6.7.8 9 @

4. Would you utilize professional Real Estate services again? { YES_- /. _NO

5. How would you grade the participating Sales Associate (s)?
Courtesy: Excellent \/ Good Poor
Helpfulness: Excellent 4/ Good Poor
Honesty: - Excellent ._{ / Good Poor
Knowledgeability: Excellent ‘v / Good Poor

b

6. Which aspect of your involvemgeqt with the Sales Associate( ) and/or FranlyHoward Allen, did you find most benz)t:v;ial?
ney _oktMely  Dretess opel Pt geicovial-piv we
GAad _gllent sﬁ%s% alk al. H#I1.

ot

Least beneficial?: M [

7. Do future plans include additional Purchase or Sale of Real Estate? Yes No . Ifyes, would it be:
Commercial Investment Residential Vacation
8. Suggestions & Comments: -
il seon
. . SR =
9. May we have your authorization to use your responses for promotional purposes( Yes> No
092 Anderson Roéd, Frstvl | - Brendan Coen .

\

Trust Takes Time - Realtors Since 1910°

An independently owned and operated brokerage office



FRANK HOWARD

FRANK HOWARD ALLEN REALTORS Russian River Office [/

ALLEN 16203A First Street, P.O. Box 105, Guerneville, California 95446 , %
Q : - (707) 869-3865 Fax (707) 869-9110 www.russianriverhomes.com f_,
R Love where you live . ) . /
» "How Do You Really Feel About Our Service?" 2
(-

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.

Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you.

1. Please use the following numbered scale: » :
1 - Dissatisfied 2 —Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied 5 — Highly satisfied
How would you rate us?
Level of professional knowledge
§Availability
Reliability
Consistency ,
Y Ability to communicate : , ’ 1
ﬁbi‘xity‘to iisten and comprehend your needs
__ How was our overall service
2. Why did you choose Frank Howard Allen Realtors?

Referral _ Reputation Sign_".X’Open house__ Sales associate_ Newspaper  Magazine  Frank Howard Allen Magazine

Other
3. How do you rate the overall service surrounding your recent transaction?
Poor Good Excelleng;
@ 1 23 4 5 6 7 8 9 @
>\.// ’ . f
4. Would you utilize professional Real Estate services again? YES | NO
5. How would you grade the participating Sales Associate-(s)2
Courtesy: "~ Excellent /’?ﬁ Good Poor
Helpfulness: Excellent )( Good___ Poor
Honesty: Excellent_ X~ Good Poor
Knowledgeability: Excellent ~ v/ Good Poor
7
6.

Which aspect of your ifvolvement with the Sales Assotiate(s) and/or Frank Howard Allen, did you find most beneficial?
EUP\*{ hwg  was goo -

[ / | - !

Least beneficiai?:

7. Do future plans include additional Purchase or Sale of Real Estate? Yes @ . Ifyes, would it be:
Commercial Investment Residential Vacation

8. Suggestions & Comments: . , '
Mgk you  Kor  pyed thing [ UEry [\G Ly
"oln Lihe NedSe 7 / C v

9. May we have your authorization to use your responses for promotional purposes? Yes X No

2820 Liscum St., Santa Rosa Brendan Coen
i

Trust Takes Time - Realtors Since 1910°

An independently owned and operated brokerage office



FRANK HOWARD

162034 First Street, PO. Box 105, Guerneville, California 95446
(707) 869-3865 * Fax (707) 869-9110 www.russianriverhomes.com

"How Do You Really Feel About Our Service?"

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.
Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you.

| c
FRANK HOWARD ALLEN REALTORS Russian River Office /:-;, /

‘R:E-ALT-0 R S
T

P

1. Please use the following numbered scale: , 3
1 - Dissatisfied 2 — Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied < 5 —)Highly satisfied
How would you rate us? : _
5 Level of professional knowledge
gvAvailability
Reliability
Consistency
O Ability to communicate
&_ Ability to listen and comprehend your needs

& How was our overall service
2. Why did you choose Frank Howard Allen Realtors?

Referral _ Reputation__ Sign__ Open house__ Sales associate  Newspaper__ Magazine _ Frank Howard Allen Magazine__

Other' fwf&sv»?:(v ‘

3. How do you rate the overall service surrounding your recent transaction?
Poor Good Excellent
1 2 3 4 5 6 7 8 9 (10

4. Would you utilize prc_>fessfona1 Real Estate services again? YESX( NO
5._How wo_uldvou grade the participating Salés Associate (s)‘7 o

Courtesy: Excellent = >¢ Good Poor _
Helpfulness: " " Excellent . \  Good - "~ - Poor
Honesty: ' Excellent Good : Poor
Knowledgeability: Excellent Good X Poor

6. _Which aspect of your involvement with the Sales‘Associate(s) and/or Frank Howard Allen, did you find most beneficial?

2,

2010l in naS OO Qo (e =B 0 inSied inny @21 E5%i0n8 O) COLCEAY
04 220 L Re0lcun~© T 7

7. Do future plans include additional Purchase or Sale of Real Estate? Yes  No Y . If yes, would it be:
Comumercial Investment Residential Vacation

8. 'Suggestions_&Comments: WA ‘ N ) . ; o7
137 PleaseH _QMOLS&A)&Q@(XV L0t 413 Cla((CinQinG ounseeion

9. May we have your authorization to use your responses for promotional purposes? Yes X No__

21480Highland'fen'. Breﬁdaﬁ B IR

Trust Takes Time — Realtors Since 1910°

An independently owned and operated brokerage office
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FRANK HOWARD

FRANK HOWARD ALLEN REALTORS Russian River Office
162034 First Street, PO. Box 105, Guerneville, California 95446
(707) 869-3865 Fax (707) 869-9110 www.russianriverhomes.com

%
2z
"How Do You Really Feel About Our Service?" %‘a
2

R E“AL'T O'R §
T

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.
Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.
-Thank you. ' :

Zs

1. Please use the following numbered scale: _
1 - Dissatisfied’ 2 — Somewhat dissatisfied 3 — Somewhat satisfied 4 — Very Satisfied 5 — Highly satisfied
How would you rate us?

5 Level of professional knowledge

“$ Availability

S Reliability

jConsistency

£ Ability to communicate

?Ability to listen and comprehend your needs

5 How was our overall service
2. Why did you choose Frank Howard Allen Realtors?

Referral~ne Reputation  Sign_ Open house__ Sales associate_ Newspaper_ Magazine  Frank Howard Allen Magazine__

Other

3. How do you rate the overall service surrounding your recent transaction?
Poor Good Excellent
12 3 4 5 6 7 8 9 @

4. Would you utilize professional Real Estate services again? YES l'/NO

5. How would you grade the participating Sales Associate {5)?

Courtesy: Excellent ~_Good Poor
Helpfulness: Excellent  +/  Good Poor
Honesty: Excellent 1/ Good Poor
Knowledgeability: Excellent L~ Good _ Poor:

6. ich agpect of your involvement with the Sales Associate(s) and/or Frank Howard Allen, did yoﬁ find most beneficial?
(gany Was alweys ponlibl. and hendlef 14,5 +ramsactipie iz

a MQ/‘% prlo fessiph o/ Minser =z Al fn, e, ey et s
Least beneficial?:__"vfen  Frgn 4 40 w/“y’ )4/54 7l The Ltosrd

7. Do future plans include additional Purchase or Sale of Real Estate? Yes No__X_ . Ifyes, would it be:
Commercial Investment Residential Vacation

8. Suggestions & Comments:

9. May we have your authorization to use your responses for promotional purposes? Yes No__

21075 River Blvd., Monte Rio Brendan

Trust Takes Time — Realtors Since 1910°

An independently owned and operated brokerage office



FRANK HOWARD

ALLEN

REALTORS

-Thank you.

FRANK HOWARD ALLEN REALTORS Russian River Office
16203A First Street, PO. Box 105, Guerneville, California 95446

(707) 869-3865 Fax (707) 869-9110 www.russianriverhomes.com 'L% 1%“%
ewtereyuive 1 ow Do You Really Feel About Our Service?" W

Because our most valuable assets are our clients and our agents we would like to ask for a few minutes of your valuable time.
Would you please complete the following questionnaire and return it to us in the enclosed self addressed stamped envelope.

1. Please use the following numbered scale:

1 - Dissatisfied 2 — Somewhat dissatisfied 3 — Somewhat satisfied -4 — Very Satisfied =~ 5 —Highly satisfied

How would you rate us?

) Level of professional knowledge

Availability
eliability
Congistency -

Ability to cominunicate - -

How was our overall service

2. Why did you choose Frank

’?Ability to listen and comprehend your needs

Howard Allen Realtors?

Referralﬁ Reputation  Sign _ Open house  Sales associate _ Newspaper_ Magazine__ Frank Howard Allen Magazine__

Other

3. How do you rate the overall service surrounding your recent transaction?

Poor

Good Excellepts

12003 4 s 6. 1 8 9\

4. Would youA utilize profes_sidhaLReal E,sféte sé,ivices again‘?/(.' YES > ‘ NOl
N R

5. How would you grade the partici}lﬁtiggﬁales Associate (5)?

Courtesy: Excellent - Good Poor _.
Helpfulness: Excellent — Good Poor
Honesty: Excellent &~ - Good Poor -
Knowledgeability: Excellent \_~~ Good Poor

6. g;ﬁch aspect of your involvement with the Sales Associate(s) and/or Frank Howard Allen, did you find most beneficidl?

\lQ__Q.L_ L&LL_Q’ AN & X s al o, © NS exf ¢ —
LonCL Ll Le. g '~ ‘;:‘b 00 s L Rt o

Least beneficial?:__ywy_| %
i
7. Do future plans mclu&g additional Purchase or Sale of Real Estate? Yes No . Ifyes, would it be:

{

W\_W Y-

Commercial Investment Residential 7 Vacation

8. Suggestions & Comments:

- e
Caent Bt M

9. May we have your authorization to use your responses for promotional purposes?

480 Pearl St:;Caz -

i . YesX No__
BC o ,

Trust Takes Time - Realtors Since 1910°

An independently owned and operated brokerage office



C{%RLAND{;EEGIONAL The Critical Role of the Realtor®
FALTORTASSOCATION i the Real Estate Transaction

Why Was This List Prepared?

Surveys show that many homeowners and homebuyers are not aware of the true value a REALTOR®
provides during the course of a real estate transaction.

At the same time, regrettably, REALTORS® have generally assumed that the expertise, professional
knowledge and just plain hard work that go into bringing about a successful transaction were understood
and appreciated.

Many of the most important services and steps are performed behind the scenes by either the REALTOR®
or the brokerage staff and traditionally have been viewed simply as part of their professional responsibilities
to the client. But, without them, the transaction could be placed in jeopardy.

This publication seeks to close that gap.

Listed on the following pages are nearly 200 typical actions, research steps, processes and review stages
necessary for a successful residential real estate transaction and normally provided by a full service real
estate brokerage and for which they are entitled to fair compensation.

Comprehensiveness

The list is by no means an attempt to set forth a complete list of services as these may vary within each
brokerage and each market. Many REALTORS® routinely provide a wide variety of additional services that
are as varied as the nature of each transaction.

By the same token, some transactions may not require some of these steps to be equally successful.
However, most would agree that given the unexpected complications that can arise, it's far better to know
about a step and make an intelligent, informed decision to skip it, than to not know the possibility even
existed.

The REALTOR® Commitment

Through it all, the personal and professional commitment of the REALTOR® is to ensure that a seller and
buyer are brought together in an agreement that provides each with a “win” that is fair and equitable.

The motivation is easy to understand. For most full-service brokerages, they receive no compensation
unless and until the sale closes.

By contrast, there are firms that offer “limited services” in exchange for an up-front flat fee, or perhaps offer
a menu of pay-as-you-go or “a la’ carte” options. Some even offer a sliding scale ranging from limited to full
service. In these cases, the compensation of the REALTOR® is based on these reduced service levels
with the seller bearing full responsibility for all the other steps and procedures in the selling process. In
short, the marketplace truism is that “you get what you pay for.”

A Variety of Choices

The variety of brokerage business models in today’s real estate industry affords the homeowner a greater
range of options than ever before.



But no matter which option is chosen, before signing a Listing Agreement or otherwise engaging the
services of a REALTOR® and agreeing to compensate them, homeowners should understand exactly what
services will, or will not, be provided.

Why Use A REALTOR®?

Not every real estate agent or broker is a REALTOR®. That term and the familiar Block “R” logo are
trademarked by the National Association of REALTORS® and can only be used by those are REALTOR®
members through their local association of REALTORS®.

While all REALTORS® are state-issued licensees as agents or brokers, the major difference between a “real
estate licensee” and a REALTOR® is that REALTORS® have taken an oath to subscribe to a stringent,
enforceable Code of Ethics with Standards of Practice that promote the fair, ethical and honest treatment of
all parties in a transaction. Non-member licensees have taken no such oath and are not morally bound to
the ethical practices and principles set for in the REALTOR® Code.

For that extra measure of peace of mind, ensure the individual seeking to represent you is both a real estate
licensee and a REALTOR®. Visit the Orlando Regional REALTOR® Association’s website, orlrealtor.com,
for a searchable list of our REALTOR® members.

The Critical Role of the REALTOR®

Listed here are nearly 200 typical actions, research steps, procedures, processes and review stages in a
successful residential real estate transaction that are normally provided by full service real estate
brokerages in return for their sales commission. Depending on the transaction, some may take minutes,
hours, or even days to complete, while some may not be needed.

More importantly, they reflect the level of skill, knowledge and attention to detail required in today’s real
estate transaction, underscoring the importance of having help and guidance from someone who fully
understands the process — a REALTOR®.

And never forget that REALTORS® are pledged to uphold the stringent, enforceable tenets of the
REALTOR® Code of Ethics in their professional dealings with the public. Not every real estate licensee
holds REALTOR® membership. Make sure yours does!

Pre-Listing Activities

1 Make appointment with seller for listing presentation

2 Send seller a written or e-mail confirmation of listing appointment and call to confirm
3 Review pre-appointment questions

4 Research all comparable currently listed properties

5 Research sales activity for past 18 months from MLS and public records databases
6 Research "Average Days on Market" for this property of this type, price range and location
7 Download and review property tax roll information

8 Prepare "Comparable Market Analysis" (CMA) to establish fair market value

9 Obtain copy of subdivision plat/complex lay-out

10  Research property's ownership & deed type

11 Research property's public record information for lot size & dimensions

12  Research and verify legal description

13  Research property's land use coding and deed restrictions

14  Research property's current use and zoning

15  Verify legal names of owner(s) in county's public property records

16  Prepare listing presentation package with above materials

17  Perform exterior "Curb Appeal Assessment" of subject property



18
19
20

21
22
23
24
25
26
27
28
29

30

31
32
33

34
35
36
37
38
39
40
41
42
43
44
45
46
47
48
49
50
51
52
53
54
55
56
57
58
59
60
61
62

Compile and assemble formal file on property
Confirm current public schools and explain impact of schools on market value
Review listing appointment checklist to ensure all steps and actions have been completed

Listing Appointment Presentation

Give seller an overview of current market conditions and projections

Review agent's and company's credentials and accomplishments in the market

Present company's profile and position or "niche" in the marketplace

Present CMA Results To Seller, including Comparables, Solds, Current Listings & Expireds

Offer pricing strategy based on professional judgment and interpretation of current market conditions
Discuss Goals With Seller To Market Effectively

Explain market power and benefits of Multiple Listing Service

Explain market power of web marketing, IDX and REALTOR.com

Explain the work the brokerage and agent do "behind the scenes" and agent's availability on
weekends

Explain agent's role in taking calls to screen for qualified buyers and protect seller from curiosity
seekers

Present and discuss strategic master marketing plan

Explain different agency relationships and determine seller's preference
Review and explain all clauses in Listing Contract & Addendum and obtain seller's signature

Once Property is Under Listing Agreement

Review current title information

Measure overall and heated square footage

Measure interior room sizes

Confirm lot size via owner's copy of certified survey, if available

Note any and all unrecorded property lines, agreements, easements

Obtain house plans, if applicable and available

Review house plans and make copy

Order plat map for retention in property's listing file

Prepare showing instructions for buyers' agents and agree on showing time window with seller
Obtain current mortgage loan(s) information: companies and & loan account numbers
Verify current loan information with lender(s)

Check assumability of loan(s) and any special requirements

Discuss possible buyer financing alternatives and options with seller

Review current appraisal if available

Identify Home Owner Association manager if applicable

Verify Home Owner Association Fees with manager - mandatory or optional and current annual fee
Order copy of Homeowner Association bylaws, if applicable

Research electricity availability and supplier's name and phone number

Calculate average utility usage from last 12 months of bills

Research and verify city sewer/septic tank system

Water System: Calculate average water fees or rates from last 12 months of bills )
Well Water: Confirm well status, depth and output from Well Report

Natural Gas: Research/verify availability and supplier's name and phone number
Verify security system, current term of service and whether owned or leased

Verify if seller has transferable Termite Bond

Ascertain need for lead-based paint disclosure

Prepare detailed list of property amenities and assess market impact

Prepare detailed list of property's "Inclusions & Conveyances with Sale"

Compile list of completed repairs and maintenance items



63
64
65
66
67
68
69
70
71
72
73
74
75
76
77

78
79
80
81
82

83

84
85

86
87
88
89
90
91

92
93
94
95
96
97
98
99
100
101
102
103
104
105

Send "Vacancy Checklist" to seller if property is vacant
Explain benefits of Home Owner Warranty to seller
Assist sellers with completion and submission of Home Owner Warranty Application
When received, place Home Owner Warranty in property file for conveyance at time of sale
Have extra key made for lockbox
Verify if property has rental units involved. And if so:
= Make copies of all leases for retention in listing file
= Verify all rents & deposits
= Inform tenants of listing and discuss how showings will be handled
Arrange for installation of yard sign
Assist seller with completion of Seller's Disclosure form
"New Listing Checklist" Completed
Review results of Curb Appeal Assessment with seller and provide suggestions to improve salability
Review results of Interior Décor Assessment and suggest changes to shorten time on market
Load listing into transaction management software program

Entering Property in Multiple Listing Service Database

Prepare MLS Profile Sheet -- Agents is responsible for "quality control" and accuracy of listing data
Enter property data from Profile Sheet into MLS Listing Database

Proofread MLS database listing for accuracy - including proper placement in mapping function
Add property to company's Active Listings list

Provide seller with signed copies of Listing Agreement and MLS Profile Sheet Data Form within 48
hours

Take additional photos for upload into MLS and use in flyers. Discuss efficacy of panoramic
photography

Marketing The Listing

Create print and Internet ads with seller's input

Coordinate showings with owners, tenants, and other Realtors®. Return all calls - weekends
included

Install electronic lock box if authorized by owner. Program with agreed-upon showing time windows
Prepare mailing and contact list

Generate mail-merge letters to contact list

Order “Just Listed” labels & reports

Prepare flyers & feedback faxes

Review comparable MLS listings regularly to ensure property remains competitive in price, terms,
conditions and availability
Prepare property marketing brochure for seller's review

Arrange for printing or copying of supply of marketing brochures or fliers
Place marketing brochures in all company agent mail boxes

Upload listing to company and agent Internet site, if applicable

Mail Out "Just Listed" notice to all neighborhood residents

Advise Network Referral Program of listing

Provide marketing data to buyers coming through international relocation networks
Provide marketing data to buyers coming from referral network

Provide "Special Feature" cards for marketing, if applicable

Submit ads to company's participating Internet real estate sites

Price changes conveyed promptly to all Internet groups

Reprint/supply brochures promptly as needed

Loan information reviewed and updated in MLS as required

Feedback e-mails/faxes sent to buyers' agents after showings



106 Review weekly Market Study

107 Discuss feedback from showing agents with seller to determine if changes will accelerate the sale
108 Place regular weekly update calls to seller to discuss marketing & pricing

109 Promptly enter price changes in MLS listing database

The Offer and Contract
109 Receive and review all Offer to Purchase contracts submitted by buyers or buyers' agents.
110 Evaluate offer(s) and prepare a "net sheet" on each for the owner for comparison purposes
111 Counsel seller on offers. Explain merits and weakness of each component of each offer
112 Contact buyers' agents to review buyer's qualifications and discuss offer
113 Fax/deliver Seller's Disclosure to buyer's agent or buyer upon request and prior to offer if possible
114 Confirm buyer is pre-qualified by calling Loan Officer
115 Obtain pre-qualification letter on buyer from Loan Officer
116 Negotiate all offers on seller's behalf, setting time limit for loan approval and closing date
117 Prepare and convey any counteroffers, acceptance or amendments to buyer's agent
118 Fax copies of contract and all addendums to closing attorney or title company
119 When Offer to Purchase Contract is accepted and signed by seller, deliver to buyer's agent
120 Record and promptly deposit buyer's earnest money in escrow account.
121 Disseminate "Under-Contract Showing Restrictions" as seller requests
122 Deliver copies of fully signed Offer to Purchase contract to seller
123 Fax/deliver copies of Offer to Purchase contract to Selling Agent
133 Fax copies of Offer to Purchase contract to lender
124 Provide copies of signed Offer to Purchase contract for office file
125 Advise seller in handling additional offers to purchase submitted between contract and closing
126 Change status in MLS to "Sale Pending"
127 Update transaction management program to show "Sale Pending"
128 Review buyer's credit report results -- Advise seller of worst and best case scenarios
129 Provide credit report information to seller if property will be seller-financed
130 Assist buyer with obtaining financing, if applicable and follow-up as necessary
131 Coordinate with lender on Discount Points being locked in with dates
132 Deliver unrecorded property information to buyer
133 Order septic system inspection, if applicable
134 Receive and review septic system report and assess any possible impact on sale
135 Deliver copy of septic system inspection report lender & buyer
136 Deliver Well Flow Test Report copies to lender & buyer and property listing file
137 Verify termite inspection ordered
138 Verify mold inspection ordered, if required

Tracking the Loan Process
139 Confirm Verifications Of Deposit & Buyer's Employment Have Been Returned
140 Follow Loan Processing Through To The Underwriter
141 Add lender and other vendors to transaction management program so agents, buyer and seller can

track progress of sale
142 Contact lender weekly to ensure processing is on track

143 Relay final approval of buyer's loan application to seller

Home Inspection
144 Coordinate buyer's professional home inspection with seller
145 Review home inspector's report
146 Enter completion into transaction management tracking software program



147 Explain seller's responsibilities with respect to loan limits and interpret any clauses in the contract
148 Ensure seller's compliance with Home Inspection Clause requirements

149 Recommend or assist seller with identifying and negotiating with trustworthy contractors to perform
any required repairs
150 Negotiate payment and oversee completion of all required repairs on seller's behalf, if needed

The Appraisal
151 Schedule Appraisal
154 Provide comparable sales used in market pricing to Appraiser
152 Follow-Up On Appraisal
151 Enter completion into transaction management program
153 Assist seller in questioning appraisal report if it seems too low

Closing Preparations and Duties
154 Contract Is Signed By All Parties
155 Coordinate closing process with buyer's agent and lender
156 Update closing forms & files
157 Ensure all parties have all forms and information needed to close the sale
158 Select location where closing will be held
159 Confirm closing date and time and notify all parties

160 Assist in solving any title problems (boundary disputes, easements, etc) or in obtaining Death
Certificates
161 Work with buyer's agent in scheduling and conducting buyer's Final Walk-Thru prior to closing

172 Research all tax, HOA, utility and other applicable prorations

162 Request final closing figures from closing agent (attorney or title company)

163 Receive & carefully review closing figures to ensure accuracy of preparation

164 Forward verified closing figures to buyer's agent

165 Request copy of closing documents from closing agent

166 Confirm buyer and buyer's agent have received title insurance commitment

167 Provide "Home Owners Warranty" for availability at closing

168 Review all closing documents carefully for errors

169 Forward closing documents to absentee seller as requested

170 Review documents with closing agent (attorney)

171 Provide earnest money deposit check from escrow account to closing agent

173 Coordinate this closing with seller's next purchase and resolve any timing problems
174 Have a "no surprises" closing so that seller receives a net proceeds check at closing
175 Refer sellers to one of the best agents at their destination, if applicable

176 Change MLS status to Sold. Enter sale date, price, selling broker and agent's ID numbers, etc.
177 Close out listing in transaction management program

Follow Up After Closing
178 Answer questions about filing claims with Home Owner Warranty company if requested
179 Attempt to clarify and resolve any conflicts about repairs if buyer is not satisfied
180 Respond to any follow-on calls and provide any additional information required from office files.



Typical Offer Terms

Single Family Homes:

I’ ve created thislist to inform buyers and sellers up front what the typical breakdown is for
which party pays for certain itemsin apurchase. Thisisin the hopes of preventing surprise or
frustration when an offer is made.

Items the seller typically paysfor:

A natural hazard report (approximately $99): This report tells the buyers what natural
hazard zones the property may bein (flood, earthquake, wildfire, etc.). A seller may
prepare this themselves if the buyer does not request a specific company to prepareit.
However, having a3 party prepare the report removes liability from the seller for the
accuracy of the report.

County transfer tax ($1.10 per $1000 of purchase price): Thisisafeethat the seller of a
property pays to Sonoma County when transferring a property in most cases. For
example, if ahomeis selling for $300,000 the transfer tax would be $330 (1.1 X 300).
Agents commissions: In most cases the seller pays the commission for their and the
buyer’s agent. Thisisusually split 50/50 between the two agent’s companies (e.g. if the
commission is 6%, 3% would go to each the buyer’s agent and seller’ s agent companies.

Items the buyer typically paysfor:

Any inspections the buyer would like to have. A prudent buyer will typically have
several ingpections done such as a pest inspection and a home inspection. Unless
otherwise agreed, the buyer will pay to have their inspections performed by a
professional.

Escrow fees and title insurance (approximately 2% of purchase price): The buyer usually
pays for the escrow company to handle the transfer of monies and also to provide a policy
of titleinsurance to protect their purchase.



Sample Residential Contract




CALIFORNIA

£ CALIFORNIA RESIDENTIAL PURCHASE AGREEMENT
< ASSOCIATION AND JOINT ESCROW INSTRUCTIONS
OF REALTORSH® For Use With Single Family Residential Property — Attached or Detached
(C.A.R. Form RPA-CA, Revised 4/10)
Date January 17, 2011
1. OFFER:
A. THIS IS AN OFFER FROM John Doe, Jane Doe ("Buyer").
B. THE REAL PROPERTY TO BE ACQUIRED is described as 123 Fake Street, Guerneville CA 95446
, Assessor's Parcel No. 072-010-001 , situated in
Guerneville , County of Sonoma , California, ("Property").
C. THE PURCHASE PRICE offered is Two Hundred Twenty-Five Thousand
(Dollars $ 225.000.00 ).
D. CLOSE OF ESCROW shall occur on (date) (or K] 30 Days After Acceptance).
2. AGENCY:

A. DISCLOSURE: Buyer and Seller each acknowledge prior receipt of a "Disclosure Regarding Real Estate Agency Relationships"
(C.A.R. Form AD).

B. POTENTIALLY COMPETING BUYERS AND SELLERS: Buyer and Seller each acknowledge receipt of a disclosure of the possibility of
multiple representation by the Broker representing that principal. This disclosure may be part of a listing agreement, buyer representation
agreement or separate document (C.A.R. Form DA). Buyer understands that Broker representing Buyer may also represent other potential
buyers, who may consider, make offers on or ultimately acquire the Property. Seller understands that Broker representing Seller may also
represent other sellers with competing properties of interest to this Buyer.

C. CONFIRMATION: The following agency relationships are hereby confirmed for this transaction:

Listing Agent Frank Howard Allen - Russian River (Print Firm Name) is the agent
of (check one): [X] the Seller exclusively; or [7] both the Buyer and Seller.
Selling Agent ABC Realty (Print Firm Name) (if not the same as the

Listing Agent) is the agent of (check one): [X] the Buyer exclusively; or [] the Seller exclusively; or [] both the Buyer and Seller. Real Estate
Brokers are not parties to the Agreement between Buyer and Seller.

3. FINANCE TERMS: Buyer represents that funds will be good when deposited with Escrow Holder.

A.

OR

Buyer's

INITIAL DEPOSIT: Deposit shall be inthe amount of .. ... ... . . . . e e $ 1.000.00
(1) Buyer shall deliver deposit directly to Escrow Holder by personal check, [] electronic funds transfer, [] Other
within 3 business days after acceptance (or [] Other );
(2) (If checked) [X] Buyer has given the deposit by personal check (or [] )
to the agent submitting the offer (or to [] ),

made payable to Fidelity National Title Company . The deposit shall be held

uncashed until Acceptance and then deposited with Escrow Holder (or [] into Broker's trust account) within 3
business days after Acceptance (or [] Other ).
INCREASED DEPOSIT: Buyer shall deposit with Escrow Holder an increased deposit in the amountof ........... $ 5.750.00

within Days After Acceptance, or [] on_removal of inspection contingency

If a liquidated damages clause is incorporated into this Agreement, Buyer and Seller shall sign a separate

liquidated damages clause (C.A.R. Form RID) for any increased deposit at the time it is deposited.

LOAN(S):

(1) FIRST LOAN: inthe amount Of . . . . ..ottt e e e e e e e e e e $ 180,000.00

This loan will be conventional financing or, if checked, [J FHA, [J VA, [] Seller (C.A.R. Form SFA),
[ assumed financing (C.A.R. Form PAA), [] Other . This loan shall be at a fixed
rate not to exceed _5.000 _ % or, [] an adjustable rate loan with initial rate not to exceed %.
Regardless of the type of loan, Buyer shall pay points not to exceed 1.00 % of the loan amount.
(2) [ SECOND LOAN: inthe amount Of . . . .. ..ottt e e $

This loan will be conventional financing or, if checked, [ Seller (C.A.R. Form SFA), [] assumed financing
(C.A.R. Form PAA), [] Other . This loan shall be at a fixed rate not to exceed

% or, [] an adjustable rate loan with initial rate not to exceed %. Regardless of
the type of loan, Buyer shall pay points not to exceed % of the loan amount.

(3) FHA/VA: For any FHA or VA loan specified above, Buyer has 17 (or ] ) Days After Acceptance
to Deliver to Seller written notice (C.A.R. Form FVA) of any lender-required repairs or costs that Buyer
requests Seller to pay for or repair. Seller has no obligation to pay for repairs or satisfy lender requirements
unless otherwise agreed in writing.

ADDITIONAL FINANCING TERMS:

BALANCE OF PURCHASE PRICE OR DOWN PAYMENT: intheamountof .. ................ .. ... ... ...... $ 38.250.00
to be deposited with Escrow Holder within sufficient time to close escrow.

PURCHASE PRICE (TOT A L) ottt ittt e et e e e e et e e e e e e e e e e e $ 225,000.00
Initials ( ) ( ) Seller's Initials ( ) ( )

The copyright laws of the United States (Title 17 U.S. Code) forbid the unauthorized reproduction of this form, or
any portion thereof, by photocopy machine or any other means, including facsimile or computerized formats. EQUAL HOUSING

Copyright © 1991-2010, CALIFORNIA ASSOCIATION OF REALTORS®, INC. ALL RIGHTS RESERVED.

OPPORTUNITY

RPA-CA REVISED 4/10 (PAGE 1 OF 8) Reviewed by Date

CALIFORNIA RESIDENTIAL PURCHASE AGREEMENT (RPA-CA PAGE 1 OF 8)

Agent:
Broker: Frank Howard Allen/Hernandez R P.O. Box 105Guerneville , CA 95446

Brendan Coen Phone: (707) 869 - 3865 23 Fax: (707) 922 - 0200 Prepared using zipForm® software




123 Fake Street

Property Address: Guerneville, CA 95446 Date: January 17, 2011
G. VERIFICATION OF DOWN PAYMENT AND CLOSING COSTS: Buyer (or Buyer's lender or loan broker pursuant to 3H(1)) shall, within 7 (or
O ) Days After Acceptance, Deliver to Seller written verification of Buyer's down payment and closing costs. (If checked, []
verification attached.)
LOAN TERMS:
(1) LOAN APPLICATIONS: Within 7 (or [J ) Days After Acceptance, Buyer shall Deliver to Seller a letter from lender or loan

J.

K.

broker stating that, based on a review of Buyer's written application and credit report, Buyer is prequalified or preapproved for any NEW loan
specified in 3C above. (If checked, [] letter attached.)

(2) LOAN CONTINGENCY: Buyer shall act diligently and in good faith to obtain the designated loan(s). Obtaining the loan(s) specified above
is a contingency of this Agreement unless otherwise agreed in writing. Buyer's contractual obligations to obtain and provide deposit, balance
of down payment and closing costs are not contingencies of this Agreement.

(3) LOAN CONTINGENCY REMOVAL:

(i) Within 17 (or [ ) Days After Acceptance, Buyer shall, as specified in paragraph 14, in writing remove the loan contingency
or cancel this Agreement;
OR (ii) (if checked) [] the loan contingency shall remain in effect until the designated loans are funded.

(4) [J NO LOAN CONTINGENCY (If checked): Obtaining any loan specified above is NOT a contingency of this Agreement. If Buyer does not
obtain the loan and as a result Buyer does not purchase the Property, Seller may be entitled to Buyer's deposit or other legal remedies.

APPRAISAL CONTINGENCY AND REMOVAL: This Agreement is (or, if checked, [] is NOT) contingent upon a written appraisal of the Property

by a licensed or certified appraiser at no less than the specified purchase price. If there is a loan contingency, Buyer's removal of the loan

contingency shall be deemed removal of this appraisal contingency (or, [] if checked, Buyer shall, as specified in paragraph 14B(3), in writing

remove the appraisal contingency or cancel this Agreement within 17 (or ) Days After Acceptance). If there is no loan contingency,
Buyer shall, as specified in paragraph 14B(3), in writing remove the appraisal contingency or cancel this Agreement within 17 (or )
Days After Acceptance.

[0 ALL CASH OFFER (If checked): Buyer shall, within 7 (or [] ) Days After Acceptance, Deliver to Seller written verification of

sufficient funds to close this transaction. (If checked, [] verification attached.)

BUYER STATED FINANCING: Seller has relied on Buyer's representation of the type of financing specified (including but not limited to, as
applicable, amount of down payment, contingent or non contingent loan, or all cash). If Buyer seeks alternate financing, (i) Seller has no obligation
to cooperate with Buyer's efforts to obtain such financing, and (ii) Buyer shall also pursue the financing method specified in this Agreement.
Buyer's failure to secure alternate financing does not excuse Buyer from the obligation to purchase the Property and close escrow as specified in
this Agreement.

4. ALLOCATION OF COSTS (If checked): Unless otherwise specified in writing, this paragraph only determines who is to pay for the inspection, test or
service ("Report") mentioned; it does not determine who is to pay for any work recommended or identified in the Report.

A.

INSPECTIONS AND REPORTS:
(1) [ Buyer [ Seller shall pay for an inspection and report for wood destroying pests and organisms ("Wood Pest Report") prepared by
a registered structural pest control company.
(2) [ Buyer [ Seller shall pay to have septic or private sewage disposal systems pumped and inspected
(3) [ Buyer [] Seller shall pay to have domestic wells tested for water potability and productivity
(4) O Buyer [X] Seller shall pay for a natural hazard zone disclosure report prepared by Seller”s Choice
(5) [ Buyer [] Seller shall pay for the following inspection or report
(6) [0 Buyer [ Seller shall pay for the following inspection or report
GOVERNMENT REQUIREMENTS AND RETROFIT:
(1) [ Buyer [X] Seller shall pay for smoke detector installation and/or water heater bracing, if required by Law. Prior to Close Of Escrow, Seller
shall provide Buyer written statement(s) of compliance in accordance with state and local Law, unless exempt.
(2) [J Buyer [] Seller shall pay the cost of compliance with any other minimum mandatory government retrofit standards, inspections and
reports if required as a condition of closing escrow under any Law.
ESCROW AND TITLE:
(1) ] Buyer [] Seller shall pay escrow fee
Escrow Holder shall be Fidelity National Title Company
(2) [X] Buyer [] Seller shall pay for owner's title insurance policy specified in paragraph 12E
Owner's title policy to be issued by
(Buyer shall pay for any title insurance policy insuring Buyer’s lender, unless otherwise agreed in writing.)
OTHER COSTS:
(1) O Buyer [X] Seller shall pay County transfer tax or fee
(2) [ Buyer [ Seller shall pay City transfer tax or fee
(3) [ Buyer [] Seller shall pay Homeowner's Association ("HOA") transfer fee
(4) [ Buyer [] Seller shall pay HOA document preparation fees
(5) |:| Buyer |:| Seller shall pay for any private transfer fee .
(6) [X] Buyer [] Seller shall pay the cost, not to exceed $ 355.00 , of a one-year home warranty plan,
issued by paid by buyer®s agent , with the following optional coverages:
[ Air Conditioner [] Pool/Spa [] Code and Permit upgrade [] Other:
Buyer is informed that home warranty plans have many optional coverages in addition to those listed above. Buyer is advised to mvestlgate
these coverages to determine those that may be suitable for Buyer.
(7) [ Buyer [ Seller shall pay for
(8) [J Buyer [] Seller shall pay for
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5. CLOSING AND POSSESSION:
A. Buyer intends (or [] does not intend) to occupy the Property as Buyer's primary residence.
B. Seller-occupied or vacant property: Possession shall be delivered to Buyer at 5 PM or ([] [ AM [J PM),on the date of Close
Of Escrow; [] on ; or [ no later than Days After Close Of Escrow. If transfer of title
and possession do not occur at the same time, Buyer and Seller are advised to: (i) enter into a written occupancy agreement (C.A.R. Form PAA,
paragraph 2); and (ii) consult with their insurance and legal advisors.
C. Tenant-occupied property:
(i) Property shall be vacant at least 5 (or [] ) Days Prior to Close Of Escrow, unless otherwise agreed in writing. Note to Seller:
If you are unable to deliver Property vacant in accordance with rent control and other applicable Law, you may be in breach of this
Agreement.
OR (ii) (if checked) [] Tenant to remain in possession. (C.A.R. Form PAA, paragraph 3)
D. At Close Of Escrow, (i) Seller assigns to Buyer any assignable warranty rights for items included in the sale, and (ii) Seller shall Deliver to Buyer
available Copies of warranties. Brokers cannot and will not determine the assignability of any warranties.
E. At Close Of Escrow, unless otherwise agreed in writing, Seller shall provide keys and/or means to operate all locks, mailboxes, security systems,

6.

alarms and garage door openers. If Property is a condominium or located in a common interest subdivision, Buyer may be required to pay a
deposit to the Homeowners' Association ("HOA") to obtain keys to accessible HOA facilities.

STATUTORY DISCLOSURES (INCLUDING LEAD-BASED PAINT HAZARD DISCLOSURES) AND CANCELLATION RIGHTS:

A.

(1) Seller shall, within the time specified in paragraph 14A, Deliver to Buyer, if required by Law: (i) Federal Lead-Based Paint Disclosures (C.A.R.
Form FLD) and pamphlet ("Lead Disclosures"); and (ii) disclosures or notices required by sections 1102 et. seq. and 1103 et. seq. of the Civil
Code ("Statutory Disclosures"). Statutory Disclosures include, but are not limited to, a Real Estate Transfer Disclosure Statement ("TDS"),
Natural Hazard Disclosure Statement (“NHD"), notice or actual knowledge of release of illegal controlled substance, notice of special tax
and/or assessments (or, if allowed, substantially equivalent notice regarding the Mello-Roos Community Facilities Act and Improvement Bond
Act of 1915) and, if Seller has actual knowledge, of industrial use and military ordinance location (C.A.R. Form SPQ or SSD).

(2) Buyer shall, within the time specified in paragraph 14B(1), return Signed Copies of the Statutory and Lead Disclosures to Seller.

(3) In the event Seller, prior to Close Of Escrow, becomes aware of adverse conditions materially affecting the Property, or any material
inaccuracy in disclosures, information or representations previously provided to Buyer, Seller shall promptly provide a subsequent or
amended disclosure or notice, in writing, covering those items. However, a subsequent or amended disclosure shall not be required for
conditions and material inaccuracies of which Buyer is otherwise aware, or which are disclosed in reports provided to or obtained by
Buyer or ordered and paid for by Buyer.

(4) If any disclosure or notice specified in 6A(1), or subsequent or amended disclosure or notice is Delivered to Buyer after the offer is Signed,
Buyer shall have the right to cancel this Agreement within 3 Days After Delivery in person, or 5 Days After Delivery by deposit in the mail, by
giving written notice of cancellation to Seller or Seller's agent.

(5) Note to Buyer and Seller: Waiver of Statutory and Lead Disclosures is prohibited by Law.

NATURAL AND ENVIRONMENTAL HAZARDS: Within the time specified in paragraph 14A, Seller shall, if required by Law: (i) Deliver to Buyer

earthquake guides (and questionnaire) and environmental hazards booklet; (ii) even if exempt from the obligation to provide a NHD, disclose if

the Property is located in a Special Flood Hazard Area; Potential Flooding (Inundation) Area; Very High Fire Hazard Zone; State Fire

Responsibility Area; Earthquake Fault Zone; Seismic Hazard Zone; and (iii) disclose any other zone as required by Law and provide any other

information required for those zones.

WITHHOLDING TAXES: Within the time specified in paragraph 14A, to avoid required withholding, Seller shall Deliver to Buyer or qualified

substitute, an affidavit sufficient to comply with federal (FIRPTA) and California withholding Law, (C.A.R. Form AS or QS).

MEGAN'S LAW DATABASE DISCLOSURE: Notice: Pursuant to Section 290.46 of the Penal Code, information about specified registered sex

offenders is made available to the public via an Internet Web site maintained by the Department of Justice at www.meganslaw.ca.gov. Depending

on an offender's criminal history, this information will include either the address at which the offender resides or the community of residence and

ZIP Code in which he or she resides. (Neither Seller nor Brokers are required to check this website. If Buyer wants further information, Broker

recommends that Buyer obtain information from this website during Buyer's inspection contingency period. Brokers do not have expertise in this

area.)

CONDOMINIUM/PLANNED DEVELOPMENT DISCLOSURES:

A.

B.

SELLER HAS: 7 (or [J ) Days After Acceptance to disclose to Buyer whether the Property is a condominium, or is located in a
planned development or other common interest subdivision (C.A.R. Form SPQ or SSD).

If the Property is a condominium or is located in a planned development or other common interest subdivision, Seller has 3 (or [] )
Days After Acceptance to request from the HOA (C.A.R. Form HOA): (i) Copies of any documents required by Law; (ii) disclosure of any pending
or anticipated claim or litigation by or against the HOA,; (iii) a statement containing the location and number of designated parking and storage
spaces; (iv) Copies of the most recent 12 months of HOA minutes for regular and special meetings; and (v) the names and contact information of
all HOAs governing the Property (collectively, "Cl Disclosures"). Seller shall itemize and Deliver to Buyer all Cl Disclosures received from the HOA
and any CI Disclosures in Seller's possession. Buyer's approval of ClI Disclosures is a contingency of this Agreement as specified in paragraph
14B(3).

ITEMS INCLUDED IN AND EXCLUDED FROM PURCHASE PRICE:

A.

B.

NOTE TO BUYER AND SELLER: Items listed as included or excluded in the MLS, flyers or marketing materials are not included in the purchase

price or excluded from the sale unless specified in 8B or C.

ITEMS INCLUDED IN SALE:

(1) All EXISTING fixtures and fittings that are attached to the Property;

(2) EXISTING electrical, mechanical, lighting, plumbing and heating fixtures, ceiling fans, fireplace inserts, gas logs and grates, solar systems,
built-in appliances, window and door screens, awnings, shutters, window coverings, attached floor coverings, television antennas, satellite
dishes, private integrated telephone systems, air coolers/conditioners, pool/spa equipment, garage door openers/remote controls, mailbox,
in-ground landscaping, trees/shrubs, water softeners, water purifiers, security systems/alarms; (If checked [] stove(s), [X] refrigerator(s); and

(3) The following additional items: hot tub

(4) Seller represents that all items included in the purchase price, unless otherwise specified, are owned by Seller.

(5) Allitems included shall be transferred free of liens and without Seller warranty.

ITEMS EXCLUDED FROM SALE: Unless otherwise specified, audio and video components (such as flat screen TVs and speakers) are excluded

if any such item is not itself attached to the Property, even if a bracket or other mechanism attached to the component is attached to the Property;

and .

Buyer's Initials ( ) ( ) Seller's Initials ( ) ( )

Copyright © 1991-2010, CALIFORNIA ASSOCIATION OF REALTORS®, INC.
RPA-CA REVISED 4/10 (PAGE 3 OF 8)

- EOUAL HOUSING
| Reviewed by Date | OPPORTUNITY

CALIFORNIA RESIDENTIAL PURCHASE AGREEMENT (RPA-CA PAGE 3 OF 8) 123 Fake Street



123 Fake Street
Property Address: Guerneville, CA 95446 Date: January 17, 2011

9. CONDITION OF PROPERTY: Unless otherwise agreed: (i) the Property is sold (a) in its PRESENT physical ("as-is") condition as of the date of
Acceptance and (b) subject to Buyer’s Investigation rights; (ii) the Property, including pool, spa, landscaping and grounds, is to be maintained in
substantially the same condition as on the date of Acceptance; and (iii) all debris and personal property not included in the sale shall be removed by
Seller by Close Of Escrow.

A. Seller shall, within the time specified in paragraph 14A, DISCLOSE KNOWN MATERIAL FACTS AND DEFECTS affecting the Property, including
known insurance claims within the past five years, and make any and all other disclosures required by law.

B. Buyer has the right to inspect the Property and, as specified in paragraph 14B, based upon information discovered in those inspections: (i) cancel
this Agreement; or (ii) request that Seller make Repairs or take other action.

C. Buyer is strongly advised to conduct investigations of the entire Property in order to determine its present condition. Seller may not be
aware of all defects affecting the Property or other factors that Buyer considers important. Property improvements may not be built
according to code, in compliance with current Law, or have had permits issued.

10. BUYER'S INVESTIGATION OF PROPERTY AND MATTERS AFFECTING PROPERTY:

A. Buyer's acceptance of the condition of, and any other matter affecting the Property, is a contingency of this Agreement as specified in this
paragraph and paragraph 14B. Within the time specified in paragraph 14B(1), Buyer shall have the right, at Buyer's expense unless otherwise
agreed, to conduct inspections, investigations, tests, surveys and other studies ("Buyer Investigations"), including, but not limited to, the right to:
(i) inspect for lead-based paint and other lead-based paint hazards; (ii) inspect for wood destroying pests and organisms; (iii) review the
registered sex offender database; (iv) confirm the insurability of Buyer and the Property; and (v) satisfy Buyer as to any matter specified in the
attached Buyer's Inspection Advisory (C.A.R. Form BIA). Without Seller’s prior written consent, Buyer shall neither make nor cause to be made: (i)
invasive or destructive Buyer Investigations; or (ii) inspections by any governmental building or zoning inspector or government employee, unless
required by Law.

B. Seller shall make the Property available for all Buyer Investigations. Buyer shall (i) as specified in paragraph 14B, complete Buyer Investigations
and, either remove the contingency or cancel this Agreement, and (ii) give Seller, at no cost, complete Copies of all Investigation reports obtained
by Buyer, which obligation shall survive the termination of this Agreement.

C. Seller shall have water, gas, electricity and all operable pilot lights on for Buyer's Investigations and through the date possession is made
available to Buyer.

D. Buyer indemnity and Seller protection for entry upon property: Buyer shall: (i) keep the Property free and clear of liens; (ii) repair all damage
arising from Buyer Investigations; and (iii) indemnify and hold Seller harmless from all resulting liability, claims, demands, damages and costs of
Buyer's investigations. Buyer shall carry, or Buyer shall require anyone acting on Buyer's behalf to carry, policies of liability, workers'
compensation and other applicable insurance, defending and protecting Seller from liability for any injuries to persons or property occurring during
any Buyer Investigations or work done on the Property at Buyer's direction prior to Close Of Escrow. Seller is advised that certain protections may
be afforded Seller by recording a "Notice of Non-responsibility" (C.A.R. Form NNR) for Buyer Investigations and work done on the Property at
Buyer's direction. Buyer's obligations under this paragraph shall survive the termination or cancellation of this Agreement and Close of Escrow.

11. SELLER DISCLOSURES; ADDENDA; ADVISORIES; OTHER TERMS:

A. Seller Disclosures (if checked): Seller shall, within the time specified in paragraph 14A, complete and provide Buyer with a:

K] Seller Property Questionnaire (C.A.R. Form SPQ) OR [J Supplemental Contractual and Statutory Disclosure (C.A.R. Form SSD)
B. Addenda (if checked): [ Addendum # (C.A.R. Form ADM)

[J Wood Destroying Pest Inspection and Allocation of Cost Addendum (C.A.R. Form WPA)

[ Purchase Agreement Addendum (C.A.R Form PAA) [ Septic, Well and Property Monument Addendum (C.A.R. Form SWPI)

[ short Sale Addendum (C.A.R. Form SSA) [ other
C. Advisories (if checked): Buyer's Inspection Advisory (C.A.R. Form BIA)

[ Probate Advisory (C.A.R. Form PAK) [ Statewide Buyer and Seller Advisory (C.A.R. Form SBSA)

[ Trust Advisory (C.A.R. Form TA) [ REO Advisory (C.A.R. Form REQ)

D. Other Terms:

12. TITLE AND VESTING:

A. Within the time specified in paragraph 14, Buyer shall be provided a current preliminary title report, which shall include a search of the General
Index. Seller shall within 7 Days After Acceptance give Escrow Holder a completed Statement of Information. The preliminary report is only an
offer by the title insurer to issue a policy of title insurance and may not contain every item affecting title. Buyer's review of the preliminary report
and any other matters which may affect title are a contingency of this Agreement as specified in paragraph 14B.

B. Title is taken in its present condition subject to all encumbrances, easements, covenants, conditions, restrictions, rights and other matters,
whether of record or not, as of the date of Acceptance except: (i) monetary liens of record unless Buyer is assuming those obligations or taking
the Property subject to those obligations; and (ii) those matters which Seller has agreed to remove in writing.

C. Within the time specified in paragraph 14A, Seller has a duty to disclose to Buyer all matters known to Seller affecting title, whether of record or
not.

D. At Close Of Escrow, Buyer shall receive a grant deed conveying title (or, for stock cooperative or long-term lease, an assignment of stock
certificate or of Seller's leasehold interest), including oil, mineral and water rights if currently owned by Seller. Title shall vest as designated in
Buyer's supplemental escrow instructions. THE MANNER OF TAKING TITLE MAY HAVE SIGNIFICANT LEGAL AND TAX CONSEQUENCES.
CONSULT AN APPROPRIATE PROFESSIONAL.

E. Buyer shall receive a CLTA/ALTA Homeowner’s Policy of Title Insurance. A title company, at Buyer's request, can provide information about the
availability, desirability, coverage, survey requirements, and cost of various title insurance coverages and endorsements. If Buyer desires title
coverage other than that required by this paragraph, Buyer shall instruct Escrow Holder in writing and pay any increase in cost.

13. SALE OF BUYER'S PROPERTY:

A. This Agreement is NOT contingent upon the sale of any property owned by Buyer.

OR B. [ (If checked): The attached addendum (C.A.R. Form COP) regarding the contingency for the sale of property owned by Buyer is incorporated
into this Agreement.
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14.

15.

16.

17.

TIME PERIODS; REMOVAL OF CONTINGENCIES; CANCELLATION RIGHTS: The following time periods may only be extended, altered,
modified or changed by mutual written agreement. Any removal of contingencies or cancellation under this paragraph by either Buyer or
Seller must be exercised in good faith and in writing (C.A.R. Form CR or CC).

A. SELLER HAS: 7 (or [J ) Days After Acceptance to Deliver to Buyer all Reports, disclosures and information for which Seller is
responsible under paragraphs 4, 6A, B and C, 7A, 9A, 11A and B, and 12. Buyer may give Seller a Notice to Seller to Perform (C.A.R. Form NSP)
if Seller has not Delivered the items within the time specified.

B. (1) BUYER HAS: 17 (or [ ) Days After Acceptance, unless otherwise agreed in writing, to:

(i) complete all Buyer Investigations; approve all disclosures, reports and other applicable information, which Buyer receives from Seller; and
approve all other matters affecting the Property; and
(ii) Deliver to Seller Signed Copies of Statutory and Lead Disclosures Delivered by Seller in accordance with paragraph 6A.
(2) Within the time specified in 14B(1), Buyer may request that Seller make repairs or take any other action regarding the Property (C.A.R. Form
RR). Seller has no obligation to agree to or respond to Buyer’s requests.

(3) Within the time specified in 14B(1) (or as otherwise specified in this Agreement), Buyer shall Deliver to Seller either (i) a removal of the
applicable contingency (C.A.R. Form CR), or (ii) a cancellation (C.A.R. Form CC) of this Agreement based upon a contingency or Seller's
failure to Deliver the specified items. However, if any report, disclosure or information for which Seller is responsible is not Delivered within the
time specified in 14A, then Buyer has 5 (or [] ) Days After Delivery of any such items, or the time specified in 14B(1), whichever
is later, to Deliver to Seller a removal of the applicable contingency or cancellation of this Agreement.

Continuation of Contingency: Even after the end of the time specified in 14B(1) and before Seller cancels this Agreement, if at all, pursuant

to 14C, Buyer retains the right to either (i) in writing remove remaining contingencies, or (ii) cancel this Agreement based upon a remaining

contingency or Seller's failure to Deliver the specified terms. Once Buyer's written removal of all contingencies is Delivered to Seller, Seller
may not cancel this Agreement pursuant to 14C(1).

C. SELLER RIGHT TO CANCEL:

(1) Seller right to Cancel; Buyer Contingencies: If, within time specified in this Agreement, Buyer does not, in writing, Deliver to Seller a
removal of the applicable contingency or cancellation of this Agreement then Seller, after first Delivering to Buyer a Notice to Buyer to Perform
(C.A.R. Form NBP) may cancel this Agreement. In such event, Seller shall authorize return of Buyer's deposit.

Seller right to Cancel; Buyer Contract Obligations: Seller, after first Delivering to Buyer a NBP may cancel this Agreement for any of the

following reasons: (i) if Buyer fails to deposit funds as required by 3A or 3B; (ii) if the funds deposited pursuant to 3A or 3B are not good when

deposited; (iii) if Buyer fails to Deliver a notice of FHA or VA costs or terms as required by 3C(3) (C.A.R. Form FVA); (iv) if Buyer fails to

Deliver a letter as required by 3H; (v) if Buyer fails to Deliver verification as required by 3G or 3J; (vi) if Seller reasonably disapproves of the

verification provided by 3G or 3J; (vii) if Buyer fails to return Statutory and Lead Disclosures as required by paragraph 6A(2); or (viii) if Buyer

fails to sign or initial a separate liquidated damage form for an increased deposit as required by paragraphs 3B and 25. In such event, Seller
shall authorize return of Buyer's deposit.

(3) Notice To Buyer To Perform: The NBP shall: (i) be in writing; (ii) be signed by Seller; and (iii) give Buyer at least 2 (or [] ) Days
After Delivery (or until the time specified in the applicable paragraph, whichever occurs last) to take the applicable action. A NBP may not be
Delivered any earlier than 2 Days Prior to the expiration of the applicable time for Buyer to remove a contingency or cancel this Agreement or
meet an obligation specified in 14C(2).

D. EFFECT OF BUYER'S REMOVAL OF CONTINGENCIES: If Buyer removes, in writing, any contingency or cancellation rights, unless otherwise
specified in a separate written agreement between Buyer and Seller, Buyer shall with regard to that contingency or cancellation right conclusively
be deemed to have: (i) completed all Buyer Investigations, and review of reports and other applicable information and disclosures; (ii) elected to
proceed with the transaction; and (iii) assumed all liability, responsibility and expense for Repairs or corrections or for inability to obtain financing.

E. CLOSE OF ESCROW: Before Seller or Buyer may cancel this Agreement for failure of the other party to close escrow pursuant to this
Agreement, Seller or Buyer must first give the other a demand to close escrow (C.A.R. Form DCE).

F. EFFECT OF CANCELLATION ON DEPOSITS: If Buyer or Seller gives written notice of cancellation pursuant to rights duly exercised under the
terms of this Agreement, Buyer and Seller agree to Sign mutual instructions to cancel the sale and escrow and release deposits, if any, to the
party entitled to the funds, less fees and costs incurred by that party. Fees and costs may be payable to service providers and vendors for
services and products provided during escrow. Release of funds will require mutual Signed release instructions from Buyer and Seller,
judicial decision or arbitration award. A Buyer or Seller may be subject to a civil penalty of up to $1,000 for refusal to sign such
instructions if no good faith dispute exists as to who is entitled to the deposited funds (Civil Code §1057.3).

REPAIRS: Repairs shall be completed prior to final verification of condition unless otherwise agreed in writing. Repairs to be performed at Seller's
expense may be performed by Seller or through others, provided that the work complies with applicable Law, including governmental permit,
inspection and approval requirements. Repairs shall be performed in a good, skillful manner with materials of quality and appearance comparable to
existing materials. It is understood that exact restoration of appearance or cosmetic items following all Repairs may not be possible. Seller shall: (i)
obtain receipts for Repairs performed by others; (ii) prepare a written statement indicating the Repairs performed by Seller and the date of such
Repairs; and (iii) provide Copies of receipts and statements to Buyer prior to final verification of condition.

FINAL VERIFICATION OF CONDITION: Buyer shall have the right to make a final inspection of the Property within 5 (or ) Days Prior
to Close Of Escrow, NOT AS A CONTINGENCY OF THE SALE, but solely to confirm: (i) the Property is maintained pursuant to paragraph 9; (ii)
Repairs have been completed as agreed; and (iii) Seller has complied with Seller's other obligations under this Agreement (C.A.R. Form VP).

PRORATIONS OF PROPERTY TAXES AND OTHER ITEMS: Unless otherwise agreed in writing, the following items shall be PAID CURRENT and
prorated between Buyer and Seller as of Close Of Escrow: real property taxes and assessments, interest, rents, HOA regular, special, and emergency
dues and assessments imposed prior to Close Of Escrow, premiums on insurance assumed by Buyer, payments on bonds and assessments
assumed by Buyer, and payments on Mello-Roos and other Special Assessment District bonds and assessments that are a current lien. The following
items shall be assumed by Buyer WITHOUT CREDIT toward the purchase price: prorated payments on Mello-Roos and other Special Assessment
District bonds and assessments and HOA special assessments that are a current lien but not yet due. Property will be reassessed upon change of
ownership. Any supplemental tax bills shall be paid as follows: (i) for periods after Close Of Escrow, by Buyer; and (ii) for periods prior to Close Of
Escrow, by Seller (see C.A.R. Form SPT or SBSA for further information). TAX BILLS ISSUED AFTER CLOSE OF ESCROW SHALL BE HANDLED
DIRECTLY BETWEEN BUYER AND SELLER. Prorations shall be made based on a 30-day month.
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18.

19.

20.

21.

22,

23.

24.

SELECTION OF SERVICE PROVIDERS: Brokers do not guarantee the performance of any vendors, service or product providers (“Providers"),

whether referred by Broker or selected by Buyer, Seller or other person. Buyer and Seller may select ANY Providers of their own choosing.

MULTIPLE LISTING SERVICE ("MLS"): Brokers are authorized to report to the MLS a pending sale and, upon Close Of Escrow, the sales price and

other terms of this transaction shall be provided to the MLS to be published and disseminated to persons and entities authorized to use the

information on terms approved by the MLS.

EQUAL HOUSING OPPORTUNITY: The Property is sold in compliance with federal, state and local anti-discrimination Laws.

ATTORNEY FEES: In any action, proceeding, or arbitration between Buyer and Seller arising out of this Agreement, the prevailing Buyer or Seller

shall be entitled to reasonable attorney fees and costs from the non-prevailing Buyer or Seller, except as provided in paragraph 26A.

DEFINITIONS: As used in this Agreement:

A. "Acceptance" means the time the offer or final counter offer is accepted in writing by a party and is delivered to and personally received by the

other party or that party's authorized agent in accordance with the terms of this offer or a final counter offer.

"C.A.R. Form" means the specific form referenced or another comparable form agreed to by the parties.

"Close Of Escrow" means the date the grant deed, or other evidence of transfer of title, is recorded.

"Copy" means copy by any means including photocopy, NCR, facsimile and electronic.

"Days" means calendar days. However, After Acceptance, the last Day for performance of any act required by this Agreement (including Close

Of Escrow) shall not include any Saturday, Sunday, or legal holiday and shall instead be the next Day.

"Days After" means the specified number of calendar days after the occurrence of the event specified, not counting the calendar date on which

the specified event occurs, and ending at 11:59PM on the final day.

G. "Days Prior" means the specified number of calendar days before the occurrence of the event specified, not counting the calendar date on which
the specified event is scheduled to occur.

H. "Deliver", "Delivered" or "Delivery", regardless of the method used (i.e. messenger, mail, email, fax, other), means and shall be effective upon
(i) personal receipt by Buyer or Seller or the individual Real Estate Licensee for that principal as specified in paragraph D of the section titled Real
Estate Brokers on page 8; OR (ii) if checked, [] per the attached addendum (C.A.R. Form RDN).

I. "Electronic Copy" or "Electronic Signature" means, as applicable, an electronic copy or signature complying with California Law. Buyer and
Seller agree that electronic means will not be used by either party to modify or alter the content or integrity of this Agreement without the
knowledge and consent of the other party.

J. "Law" means any law, code, statute, ordinance, regulation, rule or order, which is adopted by a controlling city, county, state or federal legislative,
judicial or executive body or agency.

K. "Repairs" means any repairs (including pest control), alterations, replacements, modifications or retrofitting of the Property provided for under this
Agreement.

L. "Signed" means either a handwritten or electronic signature on an original document, Copy or any counterpart.

BROKER COMPENSATION: Seller or Buyer, or both, as applicable, agrees to pay compensation to Broker as specified in a separate written

agreement between Broker and that Seller or Buyer. Compensation is payable upon Close Of Escrow, or if escrow does not close, as otherwise

specified in the agreement between Broker and that Seller or Buyer.

JOINT ESCROW INSTRUCTIONS TO ESCROW HOLDER:

A. The following paragraphs, or applicable portions thereof, of this Agreement constitute the joint escrow instructions of Buyer and Seller
to Escrow Holder, which Escrow Holder is to use along with any related counter offers and addenda, and any additional mutual instructions to
close the escrow: 1, 3, 4, 6C, 11B and D, 12, 13B, 14F, 17, 22, 23, 24, 28, 30, and paragraph D of the section titled Real Estate Brokers on page
8. If a Copy of the separate compensation agreement(s) provided for in paragraph 23, or paragraph D of the section titled Real Estate Brokers on
page 8 is deposited with Escrow Holder by Broker, Escrow Holder shall accept such agreement(s) and pay out of Buyer's or Seller’s funds, or
both, as applicable, the respective Broker's compensation provided for in such agreement(s). The terms and conditions of this Agreement not
specifically referenced above, in the specified paragraphs are additional matters for the information of Escrow Holder, but about which Escrow
Holder need not be concerned. Buyer and Seller will receive Escrow Holder's general provisions directly from Escrow Holder and will execute
such provisions upon Escrow Holder’s request. To the extent the general provisions are inconsistent or conflict with this Agreement, the general
provisions will control as to the duties and obligations of Escrow Holder only. Buyer and Seller will execute additional instructions, documents and
forms provided by Escrow Holder that are reasonably necessary to close the escrow.

B. A Copy of this Agreement shall be delivered to Escrow Holder within 3 business days after Acceptance (or []

). Escrow Holder shall provide Seller's Statement of
Information to Title company when received from Seller. Buyer and Seller authorize Escrow Holder to accept and rely on Copies and Signatures
as defined in this Agreement as originals, to open escrow and for other purposes of escrow. The validity of this Agreement as between Buyer and
Seller is not affected by whether or when Escrow Holder Signs this Agreement.

C. Brokers are a party to the escrow for the sole purpose of compensation pursuant to paragraphs 23 and paragraph D of the section titled Real
Estate Brokers on page 8. Buyer and Seller irrevocably assign to Brokers compensation specified in paragraphs 23, respectively, and irrevocably
instruct Escrow Holder to disburse those funds to Brokers at Close Of Escrow or pursuant to any other mutually executed cancellation agreement.
Compensation instructions can be amended or revoked only with the written consent of Brokers. Buyer and Seller shall release and hold harmless
Escrow Holder from any liability resulting from Escrow Holder’s payment to Broker(s) of compensation pursuant to this Agreement. Escrow Holder
shall immediately notify Brokers: (i) if Buyer’s initial or any additional deposit is not made pursuant to this Agreement, or is not good at time of
deposit with Escrow Holder; or (ii) if either Buyer or Seller instruct Escrow Holder to cancel escrow.

D. A Copy of any amendment that affects any paragraph of this Agreement for which Escrow Holder is responsible shall be delivered to Escrow
Holder within 2 business days after mutual execution of the amendment.

moow

m

Buyer's Initials ( ) ( ) Seller's Initials ( ) ( ) @
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123 Fake Street
Property Address: Guerneville, CA 95446 Date: January 17, 2011

25.LIQUIDATED DAMAGES: If Buyer fails to complete this purchase because of Buyer's default, Seller shall retain, as
liqguidated damages, the deposit actually paid. If the Property is a dwelling with no more than four units, one of which Buyer
intends to occupy, then the amount retained shall be no more than 3% of the purchase price. Any excess shall be returned
to Buyer. Release of funds will require mutual, Signed release instructions from both Buyer and Seller, judicial decision or
arbitration award. AT TIME OF THE INCREASED DEPOSIT BUYER AND SELLER SHALL SIGN A SEPARATE LIQUIDATED
DAMAGES PROVISION FOR ANY INCREASED DEPOSIT. (C.A.R. FORM RID).

| Buyer's Initials / Seller's Initials / |

26. DISPUTE RESOLUTION:
A. MEDIATION: Buyer and Seller agree to mediate any dispute or claim arising between them out of this Agreement, or any resulting transaction,
before resorting to arbitration or court action. Buyer and Seller also agree to mediate any disputes or claims with Broker(s), who, in writing,
agree to such mediation prior to, or within a reasonable time after, the dispute or claim is presented to the Broker. Mediation fees, if any,
shall be divided equally among the parties involved. If, for any dispute or claim to which this paragraph applies, any party (i) commences an action
without first attempting to resolve the matter through mediation, or (ii) before commencement of an action, refuses to mediate after a request has
been made, then that party shall not be entitled to recover attorney fees, even if they would otherwise be available to that party in any such action.
THIS MEDIATION PROVISION APPLIES WHETHER OR NOT THE ARBITRATION PROVISION IS INITIALED. Exclusions from this mediation
agreement are specified in paragraph 26C.
B. ARBITRATION OF DISPUTES:
Buyer and Seller agree that any dispute or claim in Law or equity arising between them out of this Agreement or any
resulting transaction, which is not settled through mediation, shall be decided by neutral, binding arbitration. Buyer and
Seller also agree to arbitrate any disputes or claims with Broker(s), who, in writing, agree to such arbitration prior to, or
within a reasonable time after, the dispute or claim is presented to the Broker. The arbitrator shall be a retired judge or
justice, or an attorney with at least 5 years of residential real estate Law experience, unless the parties mutually agree to
a different arbitrator. The parties shall have the right to discovery in accordance with Code of Civil Procedure §1283.05.
In all other respects, the arbitration shall be conducted in accordance with Title 9 of Part 3 of the Code of Civil
Procedure. Judgment upon the award of the arbitrator(s) may be entered into any court having jurisdiction. Enforcement
of this agreement to arbitrate shall be governed by the Federal Arbitration Act. Exclusions from this arbitration
agreement are specified in paragraph 26C.
"NOTICE: BY INITIALING IN THE SPACE BELOW YOU ARE AGREEING TO HAVE ANY DISPUTE ARISING OUT
OF THE MATTERS INCLUDED IN THE 'ARBITRATION OF DISPUTES' PROVISION DECIDED BY NEUTRAL ARBITRATION
AS PROVIDED BY CALIFORNIA LAW AND YOU ARE GIVING UP ANY RIGHTS YOU MIGHT POSSESS TO HAVE THE
DISPUTE LITIGATED IN A COURT OR JURY TRIAL. BY INITIALING IN THE SPACE BELOW YOU ARE GIVING UP YOUR
JUDICIAL RIGHTS TO DISCOVERY AND APPEAL, UNLESS THOSE RIGHTS ARE SPECIFICALLY INCLUDED IN THE
'ARBITRATION OF DISPUTES' PROVISION. IF YOU REFUSE TO SUBMIT TO ARBITRATION AFTER AGREEING TO THIS
PROVISION, YOU MAY BE COMPELLED TO ARBITRATE UNDER THE AUTHORITY OF THE CALIFORNIA CODE OF CIVIL
PROCEDURE. YOUR AGREEMENT TO THIS ARBITRATION PROVISION IS VOLUNTARY."
"WE HAVE READ AND UNDERSTAND THE FOREGOING AND AGREE TO SUBMIT DISPUTES ARISING OUT
OF THE MATTERS INCLUDED IN THE 'ARBITRATION OF DISPUTES' PROVISION TO NEUTRAL ARBITRATION."

| Buyer's Initials / Seller's Initials / |

C. ADDITIONAL MEDIATION AND ARBITRATION TERMS:

(1) EXCLUSIONS: The following matters shall be excluded from mediation and arbitration: (i) a judicial or non-judicial foreclosure or
other action or proceeding to enforce a deed of trust, mortgage or installment land sale contract as defined in Civil Code §2985; (ii)
an unlawful detainer action; (iii) the filing or enforcement of a mechanic's lien; and (iv) any matter that is within the jurisdiction of a
probate, small claims or bankruptcy court. The filing of a court action to enable the recording of a notice of pending action, for
order of attachment, receivership, injunction, or other provisional remedies, shall not constitute a waiver or violation of the
mediation and arbitration provisions.

(2) BROKERS: Brokers shall not be obligated or compelled to mediate or arbitrate unless they agree to do so in writing. Any Broker(s)
participating in mediation or arbitration shall not be deemed a party to the Agreement.

27. TERMS AND CONDITIONS OF OFFER:

This is an offer to purchase the Property on the above terms and conditions. The liquidated damages paragraph or the arbitration of disputes
paragraph is incorporated in this Agreement if initialed by all parties or if incorporated by mutual agreement in a counter offer or addendum. If at least
one but not all parties initial such paragraph(s), a counter offer is required until agreement is reached. Seller has the right to continue to offer the
Property for sale and to accept any other offer at any time prior to notification of Acceptance. If this offer is accepted and Buyer subsequently defaults,
Buyer may be responsible for payment of Brokers' compensation. This Agreement and any supplement, addendum or modification, including any
Copy, may be Signed in two or more counterparts, all of which shall constitute one and the same writing.

28. TIME OF ESSENCE; ENTIRE CONTRACT; CHANGES: Time is of the essence. All understandings between the parties are incorporated in this
Agreement. Its terms are intended by the parties as a final, complete and exclusive expression of their Agreement with respect to its subject matter,
and may not be contradicted by evidence of any prior agreement or contemporaneous oral agreement. If any provision of this Agreement is held to be
ineffective or invalid, the remaining provisions will nevertheless be given full force and effect. Except as otherwise specified, this Agreement shall be
interpreted and disputes shall be resolved in accordance with the laws of the State of California. Neither this Agreement nor any provision in it
may be extended, amended, modified, altered or changed, except in writing Signed by Buyer and Seller.

Buyer's Initials ( ) ( ) Seller's Initials ( ) ( )
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123 Fake Street

Property Address: Guerneville, CA 95446 Date: January 17, 2011

29. EXPIRATION OF OFFER: This offer shall be deemed revoked and the deposit shall be returned unless the offer is Signed by Seller and a Copy of the
Signed offer is personally received by Buyer, or by Brendan Coen , who is
authorized to receive it, by 500 PM on the third Day after this offer is signed by Buyer (or, if checked, [X] by

5:00 O AM[K] PM, on 01/19/2011 (date)).

Buyer has read and acknowledges receipt of a Copy of the offer and agrees to the above confirmation of agency relationships.

Date 01/17/2011 Date 01/17/2011

BUYER BUYER

John Doe Jane Doe

(Print name) (Print name)

(Address)

O Additional Signature Addendum attached (C.A.R. Form ASA).

30. ACCEPTANCE OF OFFER: Seller warrants that Seller is the owner of the Property, or has the authority to execute this Agreement. Seller accepts the
above offer, agrees to sell the Property on the above terms and conditions, and agrees to the above confirmation of agency relationships. Seller has
read and acknowledges receipt of a Copy of this Agreement, and authorizes Broker to Deliver a Signed Copy to Buyer.

O (If checked) SUBJECT TO ATTACHED COUNTER OFFER (C.A.R. Form CO) DATED:

Date Date
SELLER SELLER
(Print name) (Print name)
(Address)
O Additional Signature Addendum attached (C.A.R. Form ASA).
( / ) CONFIRMATION OF ACCEPTANCE: A Copy of Slgned Acceptance was personally received by Buyer or Buyer's authorized
(Initials) agent on (date) [ AM [J PM. A binding Agreement is created when

a Copy of Signed Acceptance is personally recelved by Buyer or Buyer’s authorized agent whether or not confirmed in
this document. Completion of this confirmation is not legally required in order to create a binding Agreement. It is solely
intended to evidence the date that Confirmation of Acceptance has occurred.

REAL ESTATE BROKERS:

A. Real Estate Brokers are not parties to the Agreement between Buyer and Seller.

B. Agency relationships are confirmed as stated in paragraph 2.

C. If specified in paragraph 3A(2), Agent who submitted the offer for Buyer acknowledges receipt of deposit.

D. COOPERATING BROKER COMPENSATION: Listing Broker agrees to pay Cooperating Broker (Selling Firm) and Cooperating Broker agrees to
accept, out of Listing Broker’s proceeds in escrow: (i) the amount specified in the MLS, provided Cooperating Broker is a Participant of the MLS in
which the Property is offered for sale or a reciprocal MLS; or (ii) [] (if checked) the amount specified in a separate written agreement (C.A.R. Form
CBC) between Listing Broker and Cooperating Broker. Declaration of License and Tax (C.A.R. Form DLT) may be used to document that tax reporting
will be required or that an exemption exits.

Real Estate Broker (Selling Firm) ABC Realty DRE Lic. #

By DRE Lic. # Date

Address City State Zip
Telephone Fax E-mail

Real Estate Broker (Listing Firm) Frank Howard Allen - Russian River DRE Lic. #00455770
By Brendan Coen DRE Lic. #01441515 Date 01/17/2011
Address City State Zip
Telephone Fax E-mail

ESCROW HOLDER ACKNOWLEDGMENT:
Escrow Holder acknowledges receipt of a Copy of this Agreement, (if checked, [] a deposit in the amount of $ ):
counter offer numbered , O Seller's Statement of Information and [] Other
, and agrees to act as Escrow Holder subject to paragraph 24 of this Agreement, any
supplemental escrow instructions and the terms of Escrow Holder's general provisions if any.

Escrow Holder is advised that the date of Confirmation of Acceptance of the Agreement as between Buyer and Seller is

Escrow Holder Escrow #
By Date
Address

Phone/Fax/E-mail
Escrow Holder is licensed by the California Department of [] Corporations, [] Insurance, ] Real Estate. License #

PRESENTATION OF OFFER: ( ) Listing Broker presented this offer to Seller on (date).
Broker or Designee Initials

REJECTION OF OFFER: ( ) ( ) No counter offer is being made. This offer was rejected by Seller on (date).
Seller's Initials
THIS FORM HAS BEEN APPROVED BY THE CALIFORNIA ASSOCIATION OF REALTORS® (C.A.R.). NO REPRESENTATION IS MADE AS TO THE LEGAL VALIDITY OR ADEQUACY OF ANY
PROVISION IN ANY SPECIFIC TRANSACTION. A REAL ESTATE BROKER IS THE PERSON QUALIFIED TO ADVISE ON REAL ESTATE TRANSACTIONS. IF YOU DESIRE LEGAL OR TAX ADVICE,
CONSULT AN APPROPRIATE PROFESSIONAL.

This form is available for use by the entire real estate industry. It is not intended to identify the user as a REALTOR®. REALTOR® is a registered collective membership mark which may be used only by
members of the NATIONAL ASSOCIATION OF REALTORS® who subscribe to its Code of Ethics.

R Published and Distributed by:

5 REAL ESTATE BUSINESS SERVICES, INC.

: a subsidiary of the California Association of REALTORS® )
» 525 South Virgil Avenue, Los Angeles, California 90020 Broker or Designee Date e
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Vs CALIFORNIA
“ ASSOCIATION BUYER'S INSPECTION ADVISORY
v

Property Address: 123 Fake Street, Guerneville CA 95446 ("Property”).

A. IMPORTANCE OF PROPERTY INVESTIGATION: The physical condition of the land and improvements being purchased is not
guaranteed by either Seller or Brokers. For this reason, you should conduct thorough investigations of the Property personally and with
professionals who should provide written reports of their investigations. A general physical inspection typically does not cover all aspects
of the Property nor items affecting the Property that are not physically located on the Property. If the professionals recommend further
investigations, including a recommendation by a pest control operator to inspect inaccessible areas of the Property, you should contact
qualified experts to conduct such additional investigations.

B. BUYER RIGHTS AND DUTIES: You have an affirmative duty to exercise reasonable care to protect yourself, including discovery of
the legal, practical and technical implications of disclosed facts, and the investigation and verification of information and facts that you
know or that are within your diligent attention and observation. The purchase agreement gives you the right to investigate the Property. If
you exercise this right, and you should, you must do so in accordance with the terms of that agreement. This is the best way for you to
protect yourself. It is extremely important for you to read all written reports provided by professionals and to discuss the results of
inspections with the professional who conducted the inspection. You have the right to request that Seller make repairs, corrections or
take other action based upon items discovered in your investigations or disclosed by Seller. If Seller is unwilling or unable to satisfy your
requests, or you do not want to purchase the Property in its disclosed and discovered condition, you have the right to cancel the
agreement if you act within specific time periods. If you do not cancel the agreement in a timely and proper manner, you may be in
breach of contract.

C. SELLER RIGHTS AND DUTIES: Seller is required to disclose to you material facts known to him/her that affect the value or
desirability of the Property. However, Seller may not be aware of some Property defects or conditions. Seller does not have an obligation
to inspect the Property for your benefit nor is Seller obligated to repair, correct or otherwise cure known defects that are disclosed to you
or previously unknown defects that are discovered by you or your inspectors during escrow. The purchase agreement obligates Seller to
make the Property available to you for investigations.

D. BROKER OBLIGATIONS: Brokers do not have expertise in all areas and therefore cannot advise you on many items, such as soil
stability, geologic or environmental conditions, hazardous or illegal controlled substances, structural conditions of the foundation or other
improvements, or the condition of the roof, plumbing, heating, air conditioning, electrical, sewer, septic, waste disposal, or other system.
The only way to accurately determine the condition of the Property is through an inspection by an appropriate professional selected by
you. If Broker gives you referrals to such professionals, Broker does not guarantee their performance. You may select any professional
of your choosing. In sales involving residential dwellings with no more than four units, Brokers have a duty to make a diligent visual
inspection of the accessible areas of the Property and to disclose the results of that inspection. However, as some Property defects or
conditions may not be discoverable from a visual inspection, it is possible Brokers are not aware of them. If you have entered into a
written agreement with a Broker, the specific terms of that agreement will determine the nature and extent of that Broker’'s duty to you.
YOU ARE STRONGLY ADVISED TO INVESTIGATE THE CONDITION AND SUITABILITY OF ALL ASPECTS OF THE PROPERTY. IF
YOU DO NOT DO SO, YOU ARE ACTING AGAINST THE ADVICE OF BROKERS.

E. YOU ARE ADVISED TO CONDUCT INVESTIGATIONS OF THE ENTIRE PROPERTY, INCLUDING, BUT NOT LIMITED TO THE

FOLLOWING:

1. GENERAL CONDITION OF THE PROPERTY, ITS SYSTEMS AND COMPONENTS: Foundation, roof, plumbing, heating, air
conditioning, electrical, mechanical, security, pool/spa, other structural and non-structural systems and components, fixtures,
built-in appliances, any personal property included in the sale, and energy efficiency of the Property. (Structural engineers are best
suited to determine possible design or construction defects, and whether improvements are structurally sound.)

2. SQUARE FOOTAGE, AGE, BOUNDARIES: Square footage, room dimensions, lot size, age of improvements and boundaries. Any
numerical statements regarding these items are APPROXIMATIONS ONLY and have not been verified by Seller and cannot be
verified by Brokers. Fences, hedges, walls, retaining walls and other natural or constructed barriers or markers do not necessarily
identify true Property boundaries. (Professionals such as appraisers, architects, surveyors and civil engineers are best suited to
determine square footage, dimensions and boundaries of the Property.)

3. WOOD DESTROYING PESTS: Presence of, or conditions likely to lead to the presence of wood destroying pests and organisms
and other infestation or infection. Inspection reports covering these items can be separated into two sections: Section 1 identifies
areas where infestation or infection is evident. Section 2 identifies areas where there are conditions likely to lead to infestation or
infection. A registered structural pest control company is best suited to perform these inspections.

4. SOIL STABILITY: Existence of fill or compacted soil, expansive or contracting soil, susceptibility to slippage, settling or movement,
and the adequacy of drainage. (Geotechnical engineers are best suited to determine such conditions, causes and remedies.)

The copyright laws of the United States (Title 17 U.S. Code) forbid the

unauthorized reproduction of this form, or any portion thereof, by photocopy Buyer's Initials ( ) ( )

machine or any other means, including facsimile or computerized formats. Seller's Initials ( ) ( )
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Property Address: 123 Fake Street, Guerneville CA 95446 Date: January 17, 2011

ROOF: Present condition, age, leaks, and remaining useful life. (Roofing contractors are best suited to determine these conditions.)

POOL/SPA: Cracks, leaks or operational problems. (Pool contractors are best suited to determine these conditions.)

WASTE DISPOSAL: Type, size, adequacy, capacity and condition of sewer and septic systems and components, connection to

sewer, and applicable fees.

WATER AND UTILITES; WELL SYSTEMS AND COMPONENTS: Water and utility availability, use restrictions and costs. Water

quality, adequacy, condition, and performance of well systems and components.

9. ENVIRONMENTAL HAZARDS: Potential environmental hazards, including, but not limited to, asbestos, lead-based paint and other
lead contamination, radon, methane, other gases, fuel oil or chemical storage tanks, contaminated soil or water, hazardous waste,
waste disposal sites, electromagnetic fields, nuclear sources, and other substances, materials, products, or conditions (including
mold (airborne, toxic or otherwise), fungus or similar contaminants). (For more information on these items, you may consult an
appropriate professional or read the booklets “Environmental Hazards: A Guide for Homeowners, Buyers, Landlords and Tenants,”
“Protect Your Family From Lead in Your Home” or both.)

10. EARTHQUAKES AND FLOODING: Susceptibility of the Property to earthquake/seismic hazards and propensity of the Property to
flood. (A Geologist or Geotechnical Engineer is best suited to provide information on these conditions.)

11. FIRE, HAZARD AND OTHER INSURANCE: The availability and cost of necessary or desired insurance may vary. The location of
the Property in a seismic, flood or fire hazard zone, and other conditions, such as the age of the Property and the claims history of
the Property and Buyer, may affect the availability and need for certain types of insurance. Buyer should explore insurance options
early as this information may affect other decisions, including the removal of loan and inspection contingencies. (An insurance agent
is best suited to provide information on these conditions.)

12. BUILDING PERMITS, ZONING AND GOVERNMENTAL REQUIREMENTS: Permits, inspections, certificates, zoning, other
governmental limitations, restrictions, and requirements affecting the current or future use of the Property, its development or size.
(Such information is available from appropriate governmental agencies and private information providers. Brokers are not qualified to
review or interpret any such information.)

13. RENTAL PROPERTY RESTRICTIONS: Some cities and counties impose restrictions that limit the amount of rent that can be
charged, the maximum number of occupants; and the right of a landlord to terminate a tenancy. Deadbolt or other locks and security
systems for doors and windows, including window bars, should be examined to determine whether they satisfy legal requirements.
(Government agencies can provide information about these restrictions and other requirements.)

14. SECURITY AND SAFETY: State and local Law may require the installation of barriers, access alarms, self-latching mechanisms
and/or other measures to decrease the risk to children and other persons of existing swimming pools and hot tubs, as well as various
fire safety and other measures concerning other features of the Property. Compliance requirements differ from city to city and county
to county. Unless specifically agreed, the Property may not be in compliance with these requirements. (Local government agencies
can provide information about these restrictions and other requirements.)

15. NEIGHBORHOOD, AREA, SUBDIVISION CONDITIONS; PERSONAL FACTORS: Neighborhood or area conditions, including
schools, proximity and adequacy of law enforcement, crime statistics, the proximity of registered felons or offenders, fire protection,
other government services, availability, adequacy and cost of any speed-wired, wireless internet connections or other
telecommunications or other technology services and installations, proximity to commercial, industrial or agricultural activities,
existing and proposed transportation, construction and development that may affect noise, view, or traffic, airport noise, noise or odor
from any source, wild and domestic animals, other nuisances, hazards, or circumstances, protected species, wetland properties,
botanical diseases, historic or other governmentally protected sites or improvements, cemeteries, facilities and condition of common
areas of common interest subdivisions, and possible lack of compliance with any governing documents or Homeowners' Association
requirements, conditions and influences of significance to certain cultures and/or religions, and personal needs, requirements and
preferences of Buyer.

5
6.
7.
8

Buyer and Seller acknowledge and agree that Broker: (i) Does not decide what price Buyer should pay or Seller should accept; (ii) Does not
guarantee the condition of the Property; (iii) Does not guarantee the performance, adequacy or completeness of inspections, services, products or
repairs provided or made by Seller or others; (iv) Does not have an obligation to conduct an inspection of common areas or areas off the site of the
Property; (v) Shall not be responsible for identifying defects on the Property, in common areas, or offsite unless such defects are visually observable
by an inspection of reasonably accessible areas of the Property or are known to Broker; (vi) Shall not be responsible for inspecting public records or
permits concerning the title or use of Property; (vii) Shall not be responsible for identifying the location of boundary lines or other items affecting title;
(viii) Shall not be responsible for verifying square footage, representations of others or information contained in Investigation reports, Multiple Listing
Service, advertisements, flyers or other promotional material; (ix) Shall not be responsible for providing legal or tax advice regarding any aspect of a
transaction entered into by Buyer or Seller; and (x) Shall not be responsible for providing other advice or information that exceeds the knowledge,
education and experience required to perform real estate licensed activity. Buyer and Seller agree to seek legal, tax, insurance, title and other
desired assistance from appropriate professionals.

By signing below, Buyer and Seller each acknowledge that they have read, understand, accept and have received a Copy of
this Advisory. Buyer is encouraged to read it carefully.

Buyer Signature Date Buyer Signature Date
John Doe Jane Doe
Seller Signature Date Seller Signature Date

THIS FORM HAS BEEN APPROVED BY THE CALIFORNIA ASSOCIATION OF REALTORS® (C.A.R.). NO REPRESENTATION IS MADE AS TO THE LEGAL VALIDITY OR
ADEQUACY OF ANY PROVISION IN ANY SPECIFIC TRANSACTION. A REAL ESTATE BROKER IS THE PERSON QUALIFIED TO ADVISE ON REAL ESTATE
TRANSACTIONS. IF YOU DESIRE LEGAL OR TAX ADVICE, CONSULT AN APPROPRIATE PROFESSIONAL.

This form is available for use by the entire real estate industry. It is not intended to identify the user as a REALTOR®. REALTOR® is a registered collective membership mark
which may be used only by members of the NATIONAL ASSOCIATION OF REALTORS® who subscribe to its Code of Ethics. :

R Published and Distributed by:
E REAL ESTATE BUSINESS SERVICES, INC. -
B a subsidiary of the California Association of REALTORS® | Reviewed by Date | e
s » 525 South Virgil Avenue, Los Angeles, California 90020
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Brendan Coen

For Sale Properties by Month

Mar-10 vs. Mar-12: The number of For Sale properties is down 14%
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MLS: BAREIS Period: 2 years (monthly) Price: All

Construction Type: All Bedrooms: All Bathrooms: All

Property Types: Residential: (Single Family, Condo/Coop, Farms/Ranches)

MLS Areas: Russian River

Clarus MarketMetrics®
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Information not guaranteed. © 2012 - 2013 Terradatum and its suppliers and licensors (www.terradatum.com/about/licensors.td).

Lot Size: All

Sq Ft:  All
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Brendan Coen BAREIS MLS®
Months Supply of Inventory

Mar-10 vs. Mar-12: The average months supply of inventory is down 48%

‘Mar-10 ~ May-10 | Jul-10 = Sep-10 | Nov-10  Jan-11 = Mar-11 = May-11 | Jul-11  Sep-11  Nov-11 | Jan-12  Mar-12 |

Mar-10 vs. Mar-12
Mar-10 Mar-12 Change %
4.9 2.0 -2.4 -4 8%
MLS: BAREIS Period: 2 years (monthly) Price: All Construction Type: All Bedrooms: All Bathrooms: All Lot Size: All
Property Types: Residential: (Single Family, Condo/Coop, Farms/Ranches) Sq Ft:  All
MLS Areas: Russian River
Clarus MarketMetrics® 1 of 2 04/03/2012

Information not guaranteed. © 2012 - 2013 Terradatum and its suppliers and licensors (www.terradatum.com/about/licensors.td).









Properties I’ve Sold Recently




Listings as of 02/02/12 at 10:11am

Property Type: Residential

One Line Report

Approx
DOM/ Status Lot Square
Status CDOM Date Listing# Price Address City Area BD BA Size Feet
Sold 46/46 11/12/10 21026850 35,000 81 Sylvania Heights Rd Camp Meeker Sebastopol 2 1(10)0.120 1000
Sold 128/381 06/04/10 21002084 60,500 10140 Canyon Rd Forestville Russian River 2 1(10)0.083 720
Sold 84/127 02/26/10 20930198 71,900 67 Montgomery Dr Camp Meeker Sebastopol 2 1(10)0.096 802
Sold  100/100 11/04/11 21119658 140,000 143 Magic Mountain Rd Cazadero Russian River 2 2(20)1.160 1248
Sold 73/73 10/05/10 21020441 155,000 21517 Highland Ter Monte Rio Russian River 2 1(10)0.225 837
Sold  164/164 03/14/07 20633543 160,000 14049 Armstrong Woods Rd Guerneville Russian River 2 1(10)0.048 1216
Sold 58/58 10/12/07 20728355 175,000 72 Montgomery St Camp Meeker Sebastopol 1 1(10)0.069 672
Sold 69/69 12/22/10 21029111 185,000 19399 Pine Glade Guerneville Russian River 3 1(10)0.110 1429
Sold 141/141 11/19/08 20821234 199,000 16318 5th St Guerneville Russian River 3 2(20)0.050 1404
Sold 166/166 11/07/07 20717059 200,000 21480 Highland Ter Monte Rio Russian River 2 1(10)0.092
Sold 139/139 11/01/07 20717548 205,000 16875 Neeley Rd Guerneville Russian River 1 1(10)0.448
Sold 41/676 08/09/10 21016052 219,600 16185 Neeley Rd Guerneville Russian River 3 1(10)0.236 1090
Sold 144/144 09/18/08 20812369 223,500 21949 San Jose Rd Monte Rio Russian River 1 1(10)0.090
Sold 128/128 07/26/07 20708698 225,000 14646 Rio Nido Rd Guerneville Russian River 2 1(10)0.115 582
Sold 41/138 09/23/09 20921359 237,650 17507 Neeley Rd Guerneville Russian River 3 2(20)0.125 1154
Sold 23/23 06/11/09 20912147 241,000 8650 Mirabel Rd Forestville Russian River 3 2(20)0.199 1280
Sold 37/37 10/23/09 20923891 245,000 5655 Bohemian Hwy Camp Meeker Sebastopol 1 1(10)2.400 750
Sold 54/54 08/14/09 20915246 252,000 18986 Upper Terrace Rd Guerneville Russian River 2 1(10)0.362 696
Sold 54/54 11/14/11 21123674 278,000 2680 Cazadero Hwy Cazadero Russian River 2 2(20)0.526 950
Sold 73/73 05/29/07 20707251 280,000 17680 Neeley Rd Guerneville Russian River 2 1(10)0.178 1200
Sold 86/86 03/01/07 20639266 289,000 16630 Center Way Guerneville Russian River 2 1(10)0.124 732
Sold 39/39 06/05/07 20712716 290,000 15319 Willow Rd Guerneville Russian River 2 1(10)0.072 770
Sold 31/31 06/08/11 21111705 299,000 200 Wright Ct Guerneville Russian River 2 1(10)0.258 764
Sold 41/223 10/20/09 20923927 300,000 15105 Old Cazadero Rd Guerneville Russian River 2 1(10)0.161 840
Sold 161/240 08/23/11 21105696 300,000 17993 Lark Dr Guerneville Russian River 4 2(20)0.142 1720
Sold 84/84 08/31/11 21115694 310,000 10834 Buena Vista Ln Forestville Russian River 2 1(10)0.170 768
Sold 84/84 01/28/08 20737476 310,000 571 Norlee St Sebastopol Sebastopol 2 2(20)0.020 1030
Sold 713/713 10/19/10 20835221 321,000 16012 Fern Way Guerneville Russian River 3 3(30)0.336 2630
Sold 72/72 10/31/08 20822152 330,000 2820 Liscum St Santa Rosa Santa Rosa-Southwest 3 3(30)0.090 1560
Sold 98/98 11/24/09 20922140 355,000 6051 Van Keppel Rd Forestville Russian River 1 1(10)0.731 1268
Sold 99/99 06/30/09 20906471 360,000 10839 Rio Vista Rd Forestville Russian River 2 2(11) 7935 2063
Sold 66/66 08/30/07 20720766 415,000 16070 Brookdale Dr Guerneville Russian River 2 2(20)0.468 1606
Sold 23/23 07/13/07 20716871 420,000 2245 Cazadero Hwy Cazadero Russian River 2 2(11)2.100 1034
Sold 30/30 09/07/07 20726903 440,250 14615 Drake Rd Guerneville Russian River 2 1(10)0.422 996
Sold 37/37 08/17/11 21118597 445,000 17660 Orchard Ave Guerneville Russian River 3 3(21) 6534 1700
Sold 183/183 09/21/09 20907391 475,000 14290 Woodland Dr Guerneville Russian River 4 3(30)0.358 1790
Sold 51/51 08/24/10 21019071 480,000 15986 Riverlands Rd Guerneville Russian River 3 2(20)0.770 1624
Sold 33/33 06/24/08 20814366 530,000 5915 Vine Hill Rd Sebastopol Sebastopol 2 1(10)1.750 1152
Sold 197/197 05/08/08 20735463 532,500 2053 Rolling Hill Dr Santa Rosa Santa Rosa-Northeast 3 2(20)0.176 1621
Sold 113/113 09/21/11 21113724 565,000 515 Country Club Dr Santa Rosa Santa Rosa-Northwest 4 3(30)0.450 2536
Sold  287/287 06/05/09 20821541 575,000 7235 Bohemian Hwy Monte Rio Russian River 2 2(20)8.000 3888
Sold 51/51 08/31/07 20722853 630,000 22729 Sylvan Way Monte Rio Russian River 3 2(20)0.278 1432
Sold 90/90 08/25/10 21014245 709,000 1729 Darby Rd Sebastopol Sebastopol 4 3(30)3.550 3300
Sold 97/97 05/24/07 20642949 890,000 15015 Armstrong Woods Rd Guerneville Russian River 3 3(30)9.540 1878
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One Line Report

Listings as of 10/01/11 at 12:11pm

Property Type: Mobile/Floating Home

Approx
DOM/ Status Lot Square
Status CDOM Date Listing# Price Address City BD BA Size Feet
Sold 49/49 11/13/09 20925037 16,000 22900 Sylvan Way #F Monte Rio Russian River 1 1(10) 360
Property Type: Lots & Land
DOM/ Status Lot
Status CDOM Date Listing# Price Address City Area Size Acres
Sold 1006/1006 05/17/10 20728665 30,000 McPeak Rd Forestville Russian River ~ 1.320 1.320
Sold 48/48 12/29/10 21031526 45,000 Drake Rd Guerneville Russian River 22.460 22.460
Sold 296/296 07/25/08 20730587 55,000 15971 Laurel PI Guerneville Russian River 42990 0.987
Sold 45/45 (09/30/08 20824881 57,000 15701 Drake Rd Guerneville Russian River  0.200 0.200
Sold 203/203 08/30/10 21000494 61,904 1668 Stirrup Loop Healdsburg Healdsburg 2.490 2.490
Sold 214/214 03/21/08 20728642 125,000 16745 Watson Rd Guerneville Russian River 11.500 11.500
Sold 442/442 07/20/07 20614796 175,000 16208 Laughlin Rd Guerneville Russian River 9537 0.219
Sold 271/271 04/27/07 20622908 749,000  Southern Ave Guerneville Russian River  9.460 9.460
Sold 54/54 12/15/06 20638063 829,950 501 Donald St Sonoma Sonoma 4.520 4.520
Property Type: Multi Unit 2-4
DOM/ Status Lot Sq Ft
Status CDOM Date Listing# Price Address City Area Size (aprx)
Sold 361/361 10/23/07 20637827 250,000 21075 River Blvd Monte Rio Russian River 0.429
Sold 195/195 05/11/07 20637840 349,000 20701 River Blvd Monte Rio Russian River 0.551
Property Type: Multi Unit 5+
DOM/ Status Lot Sq Ft
Status CDOM Date Listing# Price Address City Area Size (aprx)
Sold 0/0 03/01/08 20806332 1,010,000 14119 Mill St Guerneville Russian River 0.820 4224
Property Type: Commercial
DOM/ Status Lot Sq Ft
Status CDOM Date Listing# Price Address City Area Size (aprx)
Sold 99/99 01/03/08 20733526 215,000 6145 Cazadero Hwy Cazadero Russian River 0.173 1175
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How Agents Get Paid
By John Adams

Most home buyers enlist the services of areal estate professional when buying a house. It only makes sense -
agents have experience in dealing with the myriad issues surrounding the process, and they usually have the
homes listed for sale. But the question often comes up: "How do agents get paid and who is responsible for that
payment?' It's agood gquestion and worthy of an answer.

First, we need to state that every agent must work for a broker. Usually the name of the broker can be found on
the agent's business card or "for sale" sign. That broker is the one licensed with the state to do business. If itisa
franchised broker, the name may be a familiar one, such as Coldwell Banker or Century 21. But it may be a
local concern, or even aprivate individual. In any case, the broker is licensed to list and sell homes in that
particular state.

The broker determines how its own agents will be compensated. Agents are usually compensated on what is
called a"commission split," meaning that a broker will get a percentage of the commissions that an agent brings
in the door.

In addition, brokers set the commissions they will accept on homes listed for sale with their firm. In many
markets across the nation, brokers charge 6% of the eventual selling price if the property sells during the listing
period. Agents then receive a portion of the 6%, essentially a sales commission paid by the broker.

Most often, brokers require that sellers sign an "exclusive right to sell" listing agreement. That means that the
seller will pay afull commission to the broker if the home goes under contract during the listing period, usually
90-180 days. Regardless of who or what caused the house to sell, the broker earns full commission.

In afurther effort to make the property sell quickly, most brokers agree to cooperate with other brokersin the
sale of their listed property. That means that if the buyer is working with one company and the property islisted
with another, the listing broker will share half the commission with the other broker making the sale. That
broker is called the selling broker, and the agent who actually works with the buyer is called the "selling agent.”
Aswe said earlier, the selling agent is probably on a commission split with his or her own broker as well.

Hereis the important thing to remember:

In almost every case, the entire real estate commission isbeing paid by the seller. That is true even if the agent
you are working with has signed a buyer brokerage agreement with you. However, areal estate transaction can
be negotiated any number of ways, and that includes the possibility that the buyer could end up paying some or
all of the sales commission.

So, to give atypical example:

Y ou decide you want to buy a house. Y ou hire Susie at "Acme Realty” to represent you in the purchase of your
next home. Shefinds areally cute house currently listed with Joe at "Forthright Realtors'. Y ou make an offer of
$100,000 and it is accepted by the seller. Typically, the money would flow like this: At closing, Mr. Seller hasa
commission of $6,000 deducted from his proceeds. Half that goes to Acme, while half goes to Forthright.

John Adamsis a broker, investor and author on the subject of real estate. He is also afounder and Director of
the Decatur First Bank, afull service community bank recently chartered in Georgia.



Marketing Plan of Action

First Week on the Market

Enter listing into MLS system.

Put up "For Sale" sign.

Schedule property photos.

Prepare property flyer.

Create Virtual Tour.

Create a YouTube walkthrough video.
Notify agents of new listing.

Place property on weekly broker’s tour.
Enter listing on craigslist.org.

Enter listing on zillow.com.

Enter listing on trulia.com.

Enter listing on Realtor.com.

Post home information to Facebook page.
Mail "just listed" postcards to area.

Second Week on the Market

Review status with clients.
First Open House

Third Week on the Market

Show property to prospects.
Evaluate number of showings and feedback.

On-going
e Report weekly to clients.
e Show property to prospects.
e Review price based on agent input & market conditions.
e Second Open House

ASAP

Obtain an acceptable contract on your property!





