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BUYING
1. Contract (Offer/Acceptance)
2. Attorney Review
3. Inspection Contingency
4. Financing Contingency
5. Closing

Below is a timeline of each step
and where it takes place in the
home-buying process.

Decide to Buy

Tour

Acceptance (1)

Completion of
(2) and (3)

(4)

Closing (5)

Offer (1)

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

A buyer's typical closing costs include lender's title policy premium, loan charges,
transfer tax (municipality, county and state) if any, and attorneys fees, etc.
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1. CONTRACT
(OFFER/ACCEPTANCE)
The contract formation begins with a buyer sending an offer to the seller. As a
buyer, your real estate agent will typically assist in filling out the standard
contract form. The most common form you will see the Multi-Board Residential
Real Estate Contract 7.0. This will contain the buyer’s name, seller’s name,
property address and most importantly, the purchase price. When a buyer
completes this form and sends it to the seller, that is officially an “offer.” When
a seller receives the offer and signs the contract, that is an “acceptance.” The
date the seller accepts the offer is the date of acceptance. This is an important
date because you have five (5) business days for “Attorney Review” and
“Professional Inspection” from this date.

Decide to Buy

Tour

Acceptance (1)

Completion of
(2) and (3)

Offer (1)

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)
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2. ATTORNEY REVIEW
This is when an attorney typically gets involved. Attorneys for both buyer and
seller will fill in any gaps in the contract and suggests different terms such as
tax proration rate and other terms depending on the specific circumstances of
the deal. This is more important to a buyer than a seller. A seller only needs to
make certain disclosures about the property. Therefore, a buyer should use this
contract formation process and the attorney review period as an investigation
tool and ask for more information about the property. As a buyer, you will have
to do some investigative work before you fully commit yourself to the purchase
because you are not as familiar with the property as your seller is.

Decide to Buy

Tour

Acceptance (1)

Completion of
(2) and (3)

Offer (1)

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)

W W W . M A U C K B A K E R . C O M

|

3 1 2 - 7 2 6 - 1 2 4 3

5

3. PROFESSIONAL INSPECTION
This is the most important process of all. After closing, the seller will walk away
with the purchase money and the buyer will be stuck with any faults the property
has. Therefore, it is always on the buyer to be diligent and learn about any
problems ahead of time. The investigation process starts with the attorney review
above, but the real work begins with the buyer hiring a professional home
inspector for a thorough home inspection. After this inspection, the buyer can
come back to the seller and request that the seller repair certain items based on
the result of the professional inspection. Typically, a buyer can anticipate the
response from a seller to be that i) the seller rejects the buyer’s repair requests,
ii) the seller agrees to repair, or iii) the seller offers closing credit in lieu of
repairs. This is usually a matter of negotiation between the parties. Attorney
review and inspection contingency usually run concurrently. Once you resolve all
the inspection and other attorney review items, then your contract becomes firm,
subject only to the buyer’s financing contingency.

The inspection contingency clause (paragraph 12) of the Multi-Board Residential
Real Estate Contract 7.0 provides that only the major components of the Real
Estate, limited to central heating and cooling system(s), plumbing and well
system, electrical system, roof, walls, windows, doors, ceilings, floors, appliances
and foundation are covered. Minor repairs, routine maintenance items and
painting, decorating or other items of a cosmetic nature, no matter the cost to
remedy same, do not constitute defects, and thus are not a part of the inspection
contingency. Sometimes it would be a good idea to obtain an estimate to remedy
a certain defect in order to negotiate a reasonable amount of closing credit.

Decide to Buy

Tour

Acceptance (1)

Completion of
(2) and (3)

Offer (1)

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)
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4. FINANCING CONTINGENCY
The contract remains contingent until the buyer secures a loan for the purchase.
This is the last hurdle before a closing. If the buyer cannot secure a loan during
this period of time, the buyer can still cancel the transaction and receive his full
earnest money. In reality, this contingency may be extended by mutual
agreement of the parties in the event the buyer’s loan is still in the works.

Decide to Buy

Tour

Acceptance (1)

Completion of
(2) and (3)

Offer (1)

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)
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5. CLOSING
Closing will occur at a title company. The title company provides closing
services such as receiving the funds from the buyer’s lender, wiring payoff funds
to the seller’s mortgage lender, and handling recording deeds and other
important closing documents. On the closing day, the seller will receive the
sales proceeds, sign a deed that transfers the legal ownership of the property
to the buyer, and the buyer pays the full purchase price in combination of
earnest money, loan, and/or their own funds.

Decide to Buy

Tour

Acceptance (1)

Completion of
(2) and (3)

Offer (1)

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)
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KEY PROVISIONS
Below are some of the key provisions from the Multi-Board Residential Real Estate
Contract 7.0. As a buyer, you will review the following items closely.

4. Purchase Price/Earnest Money: This contains the total purchase price as well as
the earnest money the buyer is depositing. The earnest money is usually held by the
seller’s real estate agent until the closing.

5. Closing: You will see the proposed closing date here. This date is subject to
change depending on the negotiation of the parties or in the event the buyer needs
an extension of the financing contingency.

7. Financing: 7(a) Loan Contingency: This clause has details about the buyer’s loan
(such as the type of loan, the interest rate the buyer is willing to take, etc.) and the
general timeline of this contingency.
Multi-board contract 7.0 sets the default
timeline as forty-five (45) days after the
date of acceptance or five (5) business
days before the closing. This clause also
requires the buyer to act promptly to
apply for a loan. This contingency gets
extended by mutual agreement of the
parties in the event the buyer’s loan is
still in the works.

7(b) Cash Transaction: If the buyer does
not need any loan, it is a cash
transaction and the buyer will check off
this clause.
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9. Proration: 9(a) Tax: Tax bills come a
year later, which means that the final tax
bill is not available at the time of closing.
Therefore, real estate taxes are prorated
at the time of closing. The most common
tax proration rate is 105% of the last full
tax bill but it could be lower or higher
depending on the specifics of the
property.

10. Attorney Review: It is five (5)
business days after the date of
acceptance. Therefore, it is important to
send the signed contract to an attorney
for review right away. Also, it is important
to bring to the attorney’s attention
immediately any items you’d like to find
out more or confirm.

12. Professional inspections: Inspection contingency is also five (5) business days.
Most attorneys would like to keep the Attorney Review and the Inspection Contingency
run concurrently so as to keep all contingent items open for the same time period.

30. Sale of Buyer’s Real Estate: If you have to sell your home first before you can
buy, you will check off this clause. However, you may decide not to have this
contingency depending on your circumstances.

36. “As Is” Condition: Sometimes the seller is selling the property as-is. You will
check off this clause if you are in fact buying the property in as-is condition. Buying
as-is does not mean that you are waiving the professional inspection. Even if you are
buying as-is, it is recommended to do a professional inspection to make sure all the
repairs or risks are acceptable to you and that there is no other unacceptable
condition in the property. It just means that you will not request the seller to make
repairs pursuant to the Professional inspection clause.
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SELLING
1. Acceptance of Offer
2. Attorney Review
3. Inspection Contingency
4. Financing Contingency
5. Closing

Decide to Sell

List

Acceptance (1)

Completion of
(2) and (3)

(4)

Offer

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

In addition to broker's commission, seller's typical closing costs include
owner's title policy premium, plat of survey, Homeowner's Association
documents, transfer tax (municipality, county and state), attorneys fees, etc.

Closing (5)
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1. ACCEPTANCE OF OFFER
When a potential buyer makes an offer, they will send you a contract with the
amount of purchase price they are willing to pay for the property. Whether or
not it is a cash or financed transaction will determine the speed and certainty
of a sale. If there are some unusual terms, your real estate agent will point them
out for your consideration. However, you do not have to understand all the terms
of the contract at this time (that will be done in the next step). For now, if you
like the basic business terms (purchase price, earnest money, closing date,
financing/cash transaction, existence of other contingency), you will accept the
offer. This is the moment that you will send the contract to an attorney for the
next step forward.

The date you sign this contract and accept the offer is the date of acceptance.
This is an important date because you only have five (5) business days for
“Attorney Review” and “Professional Inspection” from this date.

Decide to Sell

List

Acceptance (1)

Completion of
(2) and (3)

Offer

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)
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2. ATTORNEY REVIEW
For the next five (5) business days, attorneys for both the buyer and seller will
fill in any gaps in the contract and suggest different terms such as tax proration
rate and other terms depending on the specific circumstances of the deal. This
is called attorney review period. If there is any missing term, the attorneys for
both parties will fill in and tie any loose ends left. This is accomplished by each
attorney sending to each other an “attorney review” letter. The attorney review
letter contains modifications to the contract that the attorneys would like to
propose. Also during this time, your attorney will go over the contract with you
and discuss the specifics. The contract is not yet firm and is subject to
cancellation or being declared void should the parties not be able to reach an
agreement on attorney review items.

This is an area the attorneys at Mauck & Baker can certainly help you with.

Decide to Sell

List

Acceptance (1)

Completion of
(2) and (3)

Offer

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)
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3. INSPECTION CONTINGENCY
During the same five (5) business days, the buyer will hire a professional home
inspector and perform a thorough home inspection. Typically, the buyer will
come back to the seller and request that the seller repair certain items based
on the result of the professional inspection. The seller has the choice to either i)
reject the buyer’s repair requests, ii) agree to repair, or iii) offer closing credit
in lieu of repairs. This is usually a matter of negotiation between the parties.

Attorney review and inspection contingency usually run concurrently. Sometimes,
attorney review and inspection period gets extended by mutual agreement of
the buyer and the seller in order to resolve all outstanding issues. Once you
resolve all the inspection and other attorney review items, then your contract
becomes firm, subject only to the buyer’s financing contingency.

Decide to Sell

List

Acceptance (1)

Completion of
(2) and (3)

Offer

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)
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4. FINANCING CONTINGENCY
The contract remains contingent until the buyer secures a loan for the purchase.
This is the last hurdle before a closing. If the buyer cannot secure a loan during
this period of time, the buyer can still cancel the transaction and receive his full
earnest money. For this reason, many sellers would like to see buyer’s preapproval letter from lenders before they accept the offer in order to minimize
the risk of the buyer not being able to obtain financing.

Decide to Sell

List

Acceptance (1)

Completion of
(2) and (3)

Offer

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)
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5. CLOSING
Once the buyer successfully obtains a loan, closing will be confirmed. Typically,
the closing will occur at a title company. The title company provides closing
services such as receiving the funds from the buyer’s lender, wiring payoff funds
to the seller’s mortgage lender, and handling recording deeds and other
important closing documents. On the closing day, the seller will receive the
sales proceeds, sign a deed that transfers the legal ownership of the property
to the buyer, and the buyer pays the full purchase price in combination of
earnest money, loan, and/or his own funds.

The COVID-19 pandemic pushed the industry to go remote and many closings
now occur remotely. The seller’s side can easily go completely remote with a
little bit of advance planning (such as pre-signing the deed as the original deed
is required for recording with the county recorder’s office).

Decide to Sell

List

Acceptance (1)

Completion of
(2) and (3)

Offer

Hire a Real Estate Agent

5 business days to be extended by
mutual agreement of buyer and seller

(4)

Closing (5)
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KEY PROVISIONS
Below are some of the key provisions from the Multi-Board Residential Real Estate
Contract 7.0. As a seller, you will want to review the following items closely.

4. Purchase Price/Earnest Money: This contains the total purchase price as well as
the earnest money the buyer is depositing. The earnest money is usually held by the
seller’s real estate agent until the closing.

5. Closing: You will see the proposed closing date here. This date is subject to
change depending on the negotiation of the parties or in the event the buyer needs
an extension of the financing contingency.

7. Financing: 7(a) Loan Contingency: This clause has details about the buyer’s loan
(such as the type of loan, the interest rate the buyer is willing to take, etc.) and the
general timeline of this contingency.
Multi-board contract 7.0 sets the default
timeline as forty-five (45) days after the
date of acceptance or five (5) business
days before the closing. This clause also
requires the buyer to act promptly to
apply for a loan. This contingency gets
extended by mutual agreement of the
parties in the event the buyer’s loan is
still in the works.

7(b) Cash Transaction: If the buyer does
not need any loan, it is a cash
transaction and the buyer will check off
this clause.
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9. Proration: 9(a) Tax: Tax bills come a
year later, which means that the final tax
bill is not available at the time of closing.
Therefore, real estate taxes are prorated
at the time of closing. The most common
tax proration rate is 105% of the last full
tax bill but it could be lower or higher
depending on the specifics of the
property.

10. Attorney Review: It is five (5)
business days after the date of
acceptance. Therefore, it is important to
send the signed contract to an attorney
for review right away. Also, it is important
to bring to the attorney’s attention
immediately any items you’d like to find
out more or confirm.

12. Professional inspections: Inspection contingency is also five (5) business days.
Most attorneys would like to keep the Attorney Review and the Inspection Contingency
run concurrently so as to keep all contingent items open for the same time period.

15. Condominium association: If the real estate is a condominium unit, the seller has
to provide various condominium documents such as the bylaws, meeting minutes,
budgets, and paid assessment letter. Seller’s attorney generally orders from the
association or the management company directly so the seller does not have to worry
about putting them together.

18. Title: In exchange for the purchase money, the seller has to transfer a good title to
the buyer. The seller obtains and pays for the title insurance policy for the buyer as
part of the seller’s assurance. This is generally taken care of by the seller’s attorney
and most real estate attorneys also act as title agents.
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19. Plat of Survey: A plat of survey is a document that shows the exact boundary lines
of the property. This is another item that the seller has to provide at his expense. Like
the title insurance, the seller’s attorney handles ordering a survey. If you are selling a
condominium unit, you do not need to provide a survey.

30. Sale of Buyer’s Real Estate: If your buyer has to sell their home first before they
can buy, they will have checked off this clause.

36. “As Is” Condition: Sometimes the seller is selling the property as-is. The buyer
should have checked off this clause if they are in fact buying the property in as-is
condition. Buying as-is does not mean that the buyer is waiving the professional
inspection. It just means that they will not request the seller to make repairs pursuant
to the Professional Inspection clause.

The information contained here has been prepared for informational purposes only and is not legal advice.
This material describes issues in general terms, and good legal advice required detailed analysis of
particular facts and circumstances.

If you have any questions, please don't hesitate to contact us by phone, email, or through our website. Visit
mauckbaker.com to find more information about our attorneys, services and other helpful articles that
address your legal issues and concerns.

Mauck & Baker, LLC
1 N LaSalle St
Suite 600
Chicago, IL 60602
www.MauckBaker.com
312-726-1243
info@mauckbaker.com
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