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Instructors: A copy of the syllabus and the course material must be provided for each student in each of your classes.  You must modify to include your personal qualifications and background and vendor information.

Instructor Qualifications and Background

(Insert instructor qualifications and background information)











Course Material
All materials needed for this course are included in this manual. The materials include: 
· Timed Course Outline
· Learning Objectives
· Course Content Material (Instructor and Student Manuals)
· PowerPoint Presentation
· Digital versions of all course materials can be found on the LREC website under Current Licensees  Vendor  Mandatory Course Materials or by visiting this link:
[bookmark: _Hlk20739173]https://lrec.gov/current-licensees/vendor/mandatory-course-materials/


Course Completion Requirements
Students must be present for the full four (4) hours of a live presentation.  Students taking Internet based presentations must complete all quizzes and exams with a score of at least 70%.  An identity affidavit attesting to the fact that the student has personally completed the course without assistance must be submitted before a certificate of completion is granted.   


Vendor Policies and Regulations:
Prerequisites: There are no educational prerequisites for this course.
Registration: Any attempt to take this course under an assumed identity will forfeit your right to receive a certificate of completion and may result in sanctions by the Louisiana Real Estate Commission.
Attendance: Students attending a live presentation must sign in before the course and sign out after the course; this course is a four (4) hour presentation, and 100% attendance is required to receive credit for completion.   Credit shall not be granted for partial attendance.   No exceptions!   
Tardiness/Absences: Credit shall not be granted for late arrivals, excessive absences, and/or early departures.   Students are not allowed to make up missed portions of a course.
Course Participation: Instructors may not, in any venue, answer questions of a personal or legal nature, and students should not interpret any information received from instructors or course content as being legal advice.  
Classroom Rules of Conduct: To provide an atmosphere conducive to learning, students must turn off all electronic devices prior to the start of class.  Newspapers, books, magazines, or any other reading materials are not permitted during class presentation.  Violations may result in loss of continuing education credit.  

ADA Compliance: Upon request, reasonable accommodations will be provided for individuals with a documented disability to assure that an equal opportunity to participate in this course is provided. For further information, contact our office.  
Vendor Contact Information: (insert your contact information below)

Vendor Name: Any Real Estate Vendor
Phone: (555) 555·5555, weekdays between 8 a.m. and 5 p.m. central time.
E-mail:  anyschool@yourschool.com 
Address: any town USA






Disclaimer
These materials are to be used for informational purposes and should not be construed as specific legal advice, nor are they designed to cover every aspect of a legal situation or every factual circumstance that may arise regarding the subject matter included. 

This publication is for reference purposes only and readers are responsible for contacting their own attorneys or other professional advisors for legal or contract advice. The comments provided herein solely represent the opinions of the authors and are not a guarantee of interpretation of the law or contracts by any court or by the Louisiana Real Estate Commission. 

































[bookmark: _Toc213830421]Learning Objectives

LREC Mandatory Forms Updates
Identify recent changes in the Residential Agreement to Buy/Sell and explain their significance for licensee practice. 
Examine updates to the Residential Property Disclosure and analyze how they affect disclosure obligations. 
Apply the revised forms in transaction scenarios to ensure compliance with LREC requirements. 
Evaluate potential risk of incomplete or incorrect use of the updated forms and formulate strategies to mitigate liability. 
Buyer Brokerage Agreements/Related Developments
Analyze the four required clauses in buyer brokerage agreements under the NAR settlement and evaluate how they impact client relationships and compensation practices.
Interpret Louisiana statutes R.S. 37:1431 and R.S. 37:1448.4 and apply them to ensure compliance in drafting and executing buyer brokerage agreements. 
Formulate appropriate questions to ask their broker to clarify brokerage policies, risk management strategies, and consumer protection. 
Assess scenarios involving potential steering and demonstrate strategies to maintain compliance with Fair Housing laws and ethical obligations.
Technology in Real Estate
Define AI and technology advancements in the real estate context.
Understand current and emerging technologies in real estate. 
Identify appropriate and ethical uses of AI.
Recognize compliance, consumer protections, and risk management considerations. 
Fraud Awareness
Define fraud in the real estate context.
Stress the importance of due diligence to protect consumers, clients, and licensees. 
Identify common types of fraud in real estate transactions and recognize the red flags.
Apply due diligence practices to reduce liability and maintain compliance.
[bookmark: _Toc213830422]TIMED COURSE OUTLINE

I. 	LREC MANDATORY FORMS UPDATES					30 minutes

  	 A. Residential Agreement to Buy/Sell
  	 B. Residential Property Disclosure
	

II. 	BUYER BROKERAGE AGREEMENTS/RELATED DEVELOPMENTS		30 minutes

	A. Recap national updates
	B. Review of four required clauses in Buyer Brokerage Agreements
	C. State Law considerations
	D. Practical applications

BREAK											10 minutes

III.	TECHNOLOGY IN REAL ESTATE						90 minutes
	
	A. Understanding Artificial Intelligence in Real Estate
	B. Technology Advancements Transforming Real Estate
	C. Proper Use, Ethics, and Compliance
	D. Practical Applications & Agent Productivity
	E. Recap and Key Takeaways
	
BREAK											10 minutes

IV.	FRAUD AWARENESS								60 minutes

	A. Fraud
	B. Types of Fraud in Real Estate
	C. Red Flags and Warning Signs
	D. Licensees Responsibilities 
	E. Best Practices and Risk Mitigation
	F. Case Study	
	G. Licensee’s Due Diligence 
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Added a check box




New Paragraph






























Added paragraph regarding buyer brokerage compensation.

























Removed due to duplication.






Added year purchased.










Added question regarding insurance claims.





Added question regarding age of hot water heaters.






























Separated this sentence out to notify sellers that they need to update the form if they become aware of defects.
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The buyer representation agreement is no longer a niche form used by a handful of agents—it has become a core document in modern real estate practice. With the changes brought by national litigation settlements, evolving state laws, and shifting consumer expectations, written buyer agreements are now central to ensuring clarity, professionalism, and protection for both clients and licensees.

This chapter explores not only what these agreements are and how they function, but also the practical implications, compliance requirements, and—most importantly—the safety considerations that must be woven into their use.

The Purpose of a Buyer Representation Agreement
At its foundation, a buyer representation agreement is a contractual relationship between a licensed real estate professional and a consumer who is purchasing property. Much like a listing agreement with a seller, it spells out rights, obligations, and expectations.
What the agreement does
· Defines services, term/territory, duties, and compensation.
· Formalizes fiduciary duties and expectations.



A well-drafted agreement should:

· Define the scope of services the agent will provide.
· Clarify how and when compensation is earned.
· Establish the duration and geographic area of the relationship.
· Protect both parties with clear disclosures.
These agreements also formalize fiduciary duties—loyalty, confidentiality, disclosure, obedience, reasonable care, and accounting—that the agent owes the buyer. In an era of increased consumer education and heightened legal scrutiny, formality isn’t optional; it is essential.




Industry Shifts Shaping Buyer Agreements
Post-settlement reality
MLS no longer displays offers of compensation.
Written buyer agreements before residential showings (note enumerated exceptions).
Required compensation clarity, caps, and negotiability language.



1. The NAR Settlement and Compensation Transparency

The Sitzer/Burnett and Moehrl class actions forced the industry to re-examine how buyer brokers are paid. No longer can offers of compensation be within a Multiple Listing Service. Instead, buyers must agree in writing how their agent will be compensated before touring homes.

Key required provisions include:

· Clear disclosure of the amount or rate of compensation.
· Objective, non-open-ended description of how that compensation is determined.
· Caps to ensure no more compensation is accepted than the buyer agreed to.
· Bold statement that commissions are negotiable and not set by law.
These provisions transform the conversation. What once might have been a background assumption is now a front-and-center negotiation point.

2. Shifts in MLS Rules

· The “offer of compensation” box has been removed from Multiple Listing Services. 
· Mandatory written buyer agreements are now required before property showings (with exceptions for open houses, raw land, leases, and commercial transactions).
This not only adds paperwork—it reshapes consumer interactions, compelling agents to practice full disclosure from the outset.

2. Consumer Awareness at an All-Time High

Buyers are more educated, more skeptical, and more protective of their financial interests than ever. The agreement, therefore, must not feel like a “trap,” but rather like a roadmap for partnership.


State Law ConsiderationsState-law anchor (Louisiana examples)
Buyer agreement must state amount/method of compensation and may identify multiple pay sources (buyer, seller, listing broker).
Definitions of “buyer” and “home” (1–4 units) for when these requirements apply.




While the national settlement imposed uniform clauses, state-specific laws also govern brokerage agreements. For instance, Louisiana Revised Statute 37:1448.4 requires that written brokerage agreements contain specific terms, aligning with but also expanding upon national standards.

R.S. 37:1448.4 Buyer Agreements; Requirements; Authorization; Exceptions 

A.  (1) A buyer agreement shall be executed between a broker and a buyer. 

(2) The buyer agreement shall include the amount of compensation payable to the broker or the manner in which the amount of compensation payable to the broker shall be calculated. 

(3) The buyer agreement may provide that sources of broker compensation may include but is not limited to funds from a buyer, a seller, a listing agent, or any combination thereof. 

B. This Section shall not apply in the following circumstances: 

(1) When a person leases or seeks to lease a home with the services of a real estate licensee. 

(2) When a person leases or purchases, or seeks to lease or purchase, property other than a home with the services of a real estate licensee. 

R.S. 37:1431(35)

(35)	(a)"Buyer agreement” means a written document signed by a broker and a buyer detailing the services to be provided by the broker to the buyer. 

(b) For the purposes of this Paragraph and R.S. 37:1448.4, the following terms shall mean: 

(i) "Buyer" means a person who utilizes the services of a real estate licensee in connection with the purchase, or the submission of an offer to purchase, a home, or who utilizes, or seeks to utilize, the services of a real estate licensee with the objective or purported objective or entering into a contract to purchase a home. 

(ii) "Home" means residential real property consisting of one or not more than four residential dwelling units, which are buildings or structures each of which is occupied or intended for occupancy as a single-family residence.

Agents must understand both sets of rules:

· National settlement terms (compensation disclosures, negotiability, caps).
· State-specific agency laws (definitions of relationships, duties, enforcement mechanisms).
Compliance is not optional—it is a condition of license.

The Department of Justice’s Role and Its Impact

The Department of Justice (DOJ) has been a driving force in reshaping the buyer-broker compensation model. While the National Association of REALTORS® (NAR) settlement set the stage, the DOJ’s oversight and ongoing investigations signaled to the industry that change was not optional but mandatory. The DOJ has made clear that anticompetitive practices—such as steering buyers toward higher-commission properties or obscuring compensation structures—erode consumer choice and inflate costs. Their interventions pushed the industry to adopt clearer rules, including mandatory written agreements and transparent disclosure of compensation. This external pressure ensures that compliance is not just about professional ethics but about federal enforcement, with the clear message that regulators will continue to monitor how brokers, associations, and MLSs adapt to the new landscape.

Practical Applications in the Field

Transparency in Compensation
Agents must discuss compensation proactively, documenting terms before showings. If a listing offers no buyer-side compensation, the buyer must decide whether to pay their agent directly or negotiate a seller’s credit.

Steering ConcernsDOJ & Steering
Steering = influencing inventory shown based on payout rather than client criteria.

Best practices: show all suitable homes; document search criteria and options; never condition service on third-party payouts.

Use neutral scripts: “I’ll show you every qualifying home; if a listing doesn’t cover my fee, we’ll discuss your options, so you’re never surprised.”


Steering—showing only homes that pay higher commissions—was central to the lawsuits and remains a serious ethical violation. Agents must:

· Present all qualifying properties, regardless of offered compensation.
· Disclose and document discussions about compensation.
· Avoid even the appearance of financial bias.
Steering: What It Is, What’s Alleged, and How to Avoid It

What “steering” means:

In this context, steering is when a buyer’s agent subtly or overtly influences which homes a client sees—or how those homes are framed—based on how much the listing would pay the buyer’s agent, rather than the buyer’s needs. The concern is that agents might discourage tours or offers on properties with lower or zero offered compensation, skewing the buyer’s options and potentially harming sellers by shrinking the buyer pool. Lawsuits and regulators describe this as an anticompetitive conflict of interest that can distort market outcomes. 

What Sitzer/Burnett and Moehrl say agents did:

In Sitzer/Burnett (Missouri) and Moehrl (Chicago), home sellers alleged NAR rules and major brokerages fixed the structure of buyer-broker pay via a blanket, mandatory offer of compensation in the MLS, which (they argue) inflated commissions and enabled steering—because buyer agents could see compensation offers and purportedly favored listings paying “typical” rates. Courts allowed these claims to proceed, and NAR ultimately reached a nationwide settlement that removed the public MLS “offer of compensation” field and required written buyer agreements before showings. The plaintiffs’ theory centered on a coordinated “buyer-broker commission rule” that restrained price competition and encouraged steering. 

How the DOJ Frames the Risk

The U.S. Department of Justice has repeatedly argued that legacy practices—blanket offers to buyer brokers and related rules—can harm sellers and buyers by dulling price competition and pressuring sellers to make “customary” offers out of fear of steering. While NAR’s settlement curtails MLS display of offers, DOJ filings and statements suggest regulators are not satisfied that market incentives to steer have been eliminated; they’ve warned that some proposed changes could still stifle competition or preserve steering pressures if not implemented carefully. 

Best Practices to Avoid Steering 

Treat steering as both an ethical and antitrust risk: Show all suitable homes, decouple recommendations from compensation, and paper the file (search criteria, options discussed, and buyer consent).

Expect continuing regulatory scrutiny: DOJ has signaled it will keep pressure on the industry’s incentives around buyer-broker pay and potential steering effects.

Policy-Level Safeguards

· Written buyer agreements before showings, with clear, conspicuous compensation terms (amount/rate, who pays, caps, and negotiability). Ensure the agreement states commission is not set by law and is fully negotiable. Keep compensation objectively ascertainable (no open-ended ranges).
· Brokerage policy that prohibits filtering searches by compensation and requires staff to log the objective criteria (price, beds, location, schools, etc.) used to select/show homes.
Agent-Level Behaviors

· Show everything that fits the buyer’s criteria—even if the listing offers zero or below your agreed compensation. If the buyer’s agreement calls for X and a listing offers less, disclose the gap and discuss options (buyer pays the difference, negotiate seller credit, or adjust scope).
· Document: Save search parameters, portal share activity, and tour lists. Note when a buyer declines a property and why. Keep a brief, factual record of compensation conversations.
· Language discipline: Never imply a property is “not worth seeing” because “it doesn’t pay.” Discuss property merits and total cost to the buyer, not what the brokerage collects.
· Fair Housing lens: Regularly audit your recommendations for disparate impact. Never let compensation (or any non-permitted factor) drive which neighborhoods or listings you surface.
· Transparency scripts: “I’ll show you every home that fits your criteria. If a listing doesn’t cover my fee, we’ll talk through your options, so you’re never surprised.”
These habits align with post-settlement expectations that buyers see all relevant homes regardless of offered compensation and that agents do not condition service on third-party payouts. 
What the Bright MLS Says About Steering (and what it does not say)

Bright MLS analyzed 1 million sales (2020–2023) and reports no evidence that lower buyer-broker compensation correlates with slower sales. In fact, they found a weak positive relationship between compensation percent and days on market (higher compensation was associated with slightly longer DOM after controls) and no evidence that higher compensation drives prices up. They argue today’s search environment (buyers seeing everything online) makes systematic commission-based steering impractical, and they also highlight equity risks from off-MLS “office exclusive/pocket” listings. This is important empirical counterweight to steering claims but keep scope in mind: it’s one region (Mid-Atlantic) and one period (2020–2023). Use it to inform practice—not to dismiss compliance. 

Handling Buyer Resistance

If a buyer balks at signing, the agent should explain:

· This is required under MLS policy and law.
· It provides clarity and protection for both parties.
· It ensures transparency about costs.
If refusal persists, the brokerage’s policy should dictate next steps—some firms may choose not to engage without a signed agreement.

Safety in the Buyer Representation Process
Safety woven into the process
Meet in public first; verify ID; log showings/check-ins; broker oversight once the agreement is signed.



One of the often-overlooked strengths of a buyer representation agreement is how it contributes to safety—for both agents and clients.

1. Verification of Serious Intent

Requiring a written agreement filters out unqualified or unserious buyers. This reduces wasted time but also minimizes exposure to individuals who may not have genuine intentions, thereby improving agent safety.

2. Establishing Professional Boundaries

The agreement formalizes the relationship. It shifts the interaction from casual to professional, which discourages inappropriate behavior. This is particularly important when agents are meeting clients in private settings, such as homes or vehicles.


3. Traceability and Accountability

Because the agreement documents the relationship, it creates a record of who the agent is working with. This protects the buyer’s interests (preventing dual claims from multiple agents) and creates a paper trail that increases overall accountability—deterring fraudulent or unsafe behavior.

4. Brokerage Oversight

Once an agreement is signed, the brokerage is officially tied to the client relationship. This means brokers can implement safety protocols such as:

· Requiring office meet-ups before showings.
· Collecting copies of identification.
· Logging showing schedules and check-ins.
5. Consumer Safety

Safety is not just about the agent. Buyers benefit from knowing their representative is bound to ethical duties and fiduciary care. It helps prevent steering, hidden conflicts, or being pressured into transactions without clarity.

Best Practices for Incorporating Safety into Agreements

· Meet first in a neutral, public place (office, coffee shop) before touring homes.
· Verify buyer identity—request ID before signing.
· Outline safety expectations directly in the brokerage policy and discuss them at signing.
· Document showing schedules and share with a colleague or office staff.
· Use technology tools such as showing apps, GPS tracking, or digital check-ins to add an additional layer of safety.
By weaving these practices into the buyer representation process, licensees create an environment where trust and safety reinforce professionalism.

Looking Ahead: The Role of Buyer Agreements in the Future

The industry is in a moment of transformation. The buyer representation agreement has evolved from a useful but optional tool into a non-negotiable element of professional real estate practice.
Moving forward, agents who thrive will be those who:

· Embrace transparency and treat the agreement as a tool for trust.
· Build consumer education into every step of the process.
· Elevate professionalism by embedding safety, compliance, and fiduciary duty.
Far from being just “another form,” the buyer representation agreement represents a new contract of trust between real estate professionals and the public.

Conclusion

The buyer representation agreement is both a shield and a compass. It shields consumers and agents through clarity, compliance, and accountability. It guides the transaction by aligning expectations, protecting interests, and ensuring safety.

In today’s landscape—reshaped by litigation, legal reform, and consumer demand—the agreement is no longer background paperwork. It is the centerpiece of ethical, transparent, and safe practice. Agents who recognize this will not only reduce risk but also elevate their standing as trusted professionals in a complex and rapidly changing market.


Instructor Notes & Scripts
Explaining compensation: “Your agreement with me spells out exactly how I’m paid, from whom, and any cap. It’s negotiable and not set by law.
If buyer resists signing: “Written agreements protect both of us and are required. Without one, I can’t show homes. Let’s review the term and scope so you’re comfortable”
Activities
Role-play (15 min): Compensation talk using an agreement with a fee cap and a listing offering zero buyer-side pay—walk through buyer options.
Paper the file (10 min): Draft a one-paragraph note memorializing search criteria, listings presented, and the fee conversation.
Assessment Quick Check
List the four compensation elements that must be conspicuous in a compliant buyer agreement.
Explain how you’d avoid the appearance of steering when using a client portal.
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Framing Message:
AI isn't replacing agents—it's removing busywork so you can focus on the human elements: trust, expertise, and guidance. The agents who succeed will be those who use AI for the repetitive tasks while maintaining their professional judgment.



NAR’s most recent Technology Survey shows that 41% of agents are already using AI tools like ChatGPT and Gemini to streamline their businesses. Nearly 20% rely on them daily, and a third report measurable improvements in productivity and client service.

AI isn’t a replacement for agents - it’s a resource. It helps eliminate busy work, saves time, and enhances client experiences. While algorithms can refine listing descriptions and simplify paperwork, trust, expertise, and guidance clients rely on will always come from you.

The agents who succeed in this new era won’t be the ones resisting change. They’ll be the ones embracing AI as a tool for handling the repetitive tasks—so they can focus on the real value: human connection and professional insight.

Artificial intelligence (AI) and modern real estate tech can help Louisiana licensees communicate more clearly, reduce clerical friction, and keep files clean—if we pair speed with compliance and human judgment. This module translates national best practices into Louisiana rules on buyer agreements, escrow/trust accounts, recordkeeping, advertising identifiers, and fair housing. 

What AI is—and what it is not What AI is / isn’t
Tools: ML, LLMs, automation; helpful drafts, not legal/appraisal opinions.
Risks: Errors (“hallucinations”), bias, data leakage—why human oversight is mandatory.


Plain-English definition:

AI is a family of techniques that recognize patterns and generate outputs (text, images, decisions). Most real estate-friendly AI falls into:

· Machine learning (ML): predicts outcomes (lead scoring, trend detection).
· Natural language (LLMs/NLP): drafts or summarizes human-readable text (remarks, emails).
· Automation: if-this-then-that tools that move data and trigger reminders. 

What AI is not:

· Not a license, and not a substitute for fiduciary duties or professional judgment.
· Not error-free; can “hallucinate”—confidently wrong information—so human verification is mandatory. 
· Not an appraisal or legal advice; treat outputs as draft inputs you confirm against authoritative sources (MLS, assessor, FEMA, governing documents). 

Key DefinitionsThese are terms students must understand.  Spend as much time here as you need.


Artificial Intelligence (AI) is software designed to mimic human thinking so computers can do tasks like understanding language, recognizing patterns, making predictions, and solving problems.

Chatbot - A chatbot is a computer program that talks with people by text or voice, using AI to understand questions and provide answers.

A Generative Pre-Trained Transformer (GPT) is an AI program that writes human-like text by guessing the next word in a sentence. It’s trained on large amounts of text so it can answer questions, translate, summarize, and draft content based on your prompt.

Machine Learning (ML) is a way of teaching computers to learn from data so they can recognize patterns and make predictions or decisions without being explicitly programmed for each task.

Narrow AI (ANI) describes models optimized for a single domain: they learn patterns to perform targeted tasks—speech recognition, fraud detection, routing leads—without the ability to transfer that competence broadly across unrelated problems.  Examples include language translation apps, recommendation systems, and voice assistants like Siri or Alexa. 

Predictive Analytics refers to applying statistical methods and machine learning to historical data to forecast future events or behavior - such as lead conversion, pricing trends, or churn risk.

A prompt is what you type or say to an AI to tell it what you want that guides the response it produces.  Prompts supply the task and context—e.g., “summarize this paragraph,” “draft a listing description,” or “analyze these bullet points”—so the model can generate a targeted, relevant answer. Better prompts yield better results.


Real Estate Use Cases 
High leverage use cases
Drafting/condensing (remarks, emails, checklists), inspection summaries, timeline building, status updates.
Marketing boosts: scripts, captions, schedules—paired with Article 12 “true picture” and fair housing filters.



Automated valuations (AVMs, pricing models).

· Use: as a starting point for CMA.
· Limits: missing condition, lot premiums, recent private sales.
· Your role: disclose AVMs are informational, show comps/adjustments transparently, and document your independent analysis. 
AI-driven marketing (targeting, chatbots, lead gen).

· Upside: faster response, consistent FAQs, better testing.
· Risks: proxy discrimination (ZIP, school ratings, language) and unreviewed statements. 
Predictive analytics (trends/behavior).

· Upside: earlier signal on pricing/inventory shifts.
· Guardrail: treat predictions as probabilities; confirm locally before advising clients. 

Examples Of AI In Everyday Agent Tasks 

· First-pass listing remarks you localize and verify.
· Summaries of long inspection or title documents (keep full docs in file).
· Turning notes into checklists and timelines.
· Drafting client emails in plain language; you finalize voice/tone. 
· Role play objections

Technology Advancements Transforming Real Estate 

Virtual Tours, AR, and 3D Modeling 

Value: expands reach, sets expectations, clarifies layout/flow with floor plans.

Compliance: verify dimensions/labels; disclose virtual staging; don’t add/remove material features; provide an unaltered photo set for key spaces. 

Blockchain and Smart Contracts 

Concept: tamper-evident ledgers; code-based conditions.

Reality check: adoption depends on title/lender/state requirements; treat as add-ons, not replacements, and keep traditional proofs. 

Digital Signatures, e-closing, Secure Document Management 

Use platforms with audit trails/MFA; verify signer identity; follow broker policy and Louisiana retention (5 years). 

Mobile-First Client Tools 

Status trackers, push notifications, and on-demand info are great—just avoid burying material facts. Mirror critical items via the client’s preferred reliable channel. 

Proper Use, Ethics, And Compliance Compliance anchors
Fair housing: no lifestyle targeting or proxies; focus on features, not people.
Advertising identifiers/team names: clear brokerage ID.
Recordkeeping: retain the final, human-approved version (5 years).
AI disclosure: simple notices when bots/AVMs inform communications.


Fair Housing Concerns: Bias Risks in AI Tools 

Where bias surfaces: ad targeting, copy that implies preference (“ideal for…”) or steering, lead-scoring tied to proxies.

Guardrails: property-feature focus; inclusive language; avoid demographic or proxy filters; maintain an ad-review log with audience settings and rationale. 

Best practices: adopt federal classes, keep scripts neutral, target by features/geography—not demographics or proxies. Apply the same standards on social/digital ads; identify the brokerage clearly (no blind ads; team names cannot suggest a separate brokerage). 

Code of Ethics Alignment:

· Article 10 (equal professional services, no discrimination); 
Client Confidentiality and Data Security

· Minimize PII in external tools (use “Buyer A,” redact account numbers).
· Use broker-approved platforms; secure storage; MFA; standard wire-fraud warnings; call-back verification on wiring using known numbers.
· Retain final, human-approved versions in the file (5-year rule). 

Transparency: Disclosing AI Use to Consumers Critical Reminder:  AI can draft content, but YOU are responsible for compliance. Always review, verify, and document.



When your bot answers FAQs or an AVM informs a number, a simple notice builds trust:

“We use technology tools, including AI, to draft and summarize information. A licensed agent reviews and approves all materials. Automated estimates are informational and not an appraisal.”

Fit disclosures to broker policy, Code Article 12’s “true picture,” and any MLS/broker guidance. 





Avoiding “over-reliance” on AI 

· Trust but verify. Confirm laws/data from the primary source.
· Local nuance still wins: condition, micro-location, and flood considerations require human judgment. 
Aligning with Professional Standards 

· Article 1: client interests first, honesty to all.
· Article 11: competence—don’t exceed expertise because a tool formats nicely.
· Article 12: true picture in advertising; avoid misleading images/claims.
· Article 13: no unauthorized practice of law; use attorney/state-approved forms. 
Louisiana-Specific Compliance Anchors

· Buyer agreements: required in specified circumstances before touring residential property; must state services/term/compensation and negotiability.
· Advertising identifiers/team names: brokerage identification and phone number required; teams can’t imply separate brokerage.
· Recordkeeping: retain required documents, including ads and AI output used to create public content, for 5 years.
· Escrow/Trust accounts: exact account naming on checks/statements (“Sales Escrow Account,” etc.); associate brokers may not open/maintain. 
Sample Disclosure Language:
Website/chatbot: "Some answers are generated with AI and reviewed by a licensed agent."
AVM emails: "Computer-generated estimate—not an appraisal—paired with a CMA reviewed by a Louisiana licensee."
Virtual staging: "Image digitally staged. Actual property sold unfurnished."




Practical Applications & Agent Productivity

Time-Saving Strategies 

Assistants & scheduling

· Auto-summaries of calls with action items; convert critical dates into checklists keyed to contract.
Email drafting
· First-pass templates for earnest money reminders, inspection prep, and financing milestones—then you personalize/approve. 
Template tip: Save broker-approved versions and reuse; archive in the file (5 years). 

Marketing Optimization: Images/Video/Copy 

· Generate scripts/shot lists and virtually staged images (properly labeled); never remove material defects.
· Use feature-benefit bullets (“metal roof = longevity”) rather than lifestyle targeting.
· Social media topics and schedules for posting.
· A/B test subject lines to see what performs best; keep the results log in your records.

Transaction Management 

· Automated reminders: deposit deadlines, inspection windows, title commitments, loan milestones.
· Workflow tracking: timelines visible to team; optional client view with plain-language updates.
· Doc Q&A: flag missing initials/signatures; route to the right party to fix; preserve audit trails. 
Keep human: negotiation strategy, compensation conversations, material‐fact analysis, and any advice you deliver. 





Case Examples—Efficiency with Compliance 

Listing at Scale

AI drafts three remark variants for a Baton Rouge bungalow. You remove lifestyle signals, disclose virtual staging, add broker ID, and confirm room dimensions before publishing. Outcome: fast launch, no fair-housing/advertising flags. 

Buyer Education

AI summarizes market statistics; you verify and add flood-zone context. You execute the required buyer agreement before showings and file all docs for 5 years. 

Post-Inspection Clarity

AI condenses a long report into a prioritized list; you separate safety vs. cosmetics and draft a professional, non-adversarial proposal. 

Discussion & Scenario Practice 

Recap: AI enhances—does not replace—the agent 

· AI’s advantage: speed/consistency.
· Your advantage: context/judgment/ethics.
· Consumer protection improves when you use both and document verification. 
Key takeaways

1. Draft with AI → verify → localize → disclose as appropriate.
2. Inclusive marketing with a “true picture” standard.
3. Privacy discipline; broker-approved tools.
4. Louisiana rules: buyer agreements, 5-year retention, escrow/trust naming, broker ID in ads. 




Case Studies

Scenario A: Client questions your CMA vs. an AI estimate

Your move:

· Acknowledge AVM as a helpful starting point.
· Explain its blind spots (condition, micro-location, off-market comps).
· Present your comps, adjustments, and sub-market metrics; document your recommendation.
· Offer a test window (e.g., 10 showings/14 days) and revisit pricing based on actual feedback. 

Scenario B: Chatbot misstates short-term rental rules

Pause bot replies on that topic, verify municipal/HOA rules, correct the prospect in writing, update bot scripts, and document changes for your file (5-year retention). 


Reference Checklists, Templates & Prompts 

Office AI Usage Quick Policy (one page to adapt)

· Approved tools/vendors (security reviewed); prohibit personal identifiable information in unapproved tools.
· Use cases: drafting/summarizing/scheduling only with human review.
· Fair housing checklist for ads; “true picture” image policy (label virtual staging, no defect removal).
· Louisiana anchors: buyer agreement checkpoints before touring where required; escrow/trust naming; 5-year retention; broker ID on all ads; team-name clarity.
· Incident response (who to notify, corrective steps). 





Fair Housing Language Guardrails

· Use: “single-level living; 36-inch doorways.”
· Avoid: “perfect for…”
· Use: “0.3 mi to streetcar.”
· Avoid: “safest neighborhood.” 
AI Disclosure Snippets (adapt per broker)

· Website/chatbot: “Some answers are generated with AI and reviewed by a licensed agent.”
· AVM email: “Computer-generated estimate—not an appraisal—paired with a CMA reviewed by a Louisiana licensee.” 
Image & Virtual Staging “Do/Don’t”

Do: label virtual staging; keep windows/views/walls honest; post one unaltered photo of each key space.

Don’t: add features that don’t exist, remove material defects, or mislead through angles/filters. 

Reusable Prompts (edit for your facts)

· Listing Remarks (first draft):
“Draft 150–175 words using MLS features only for a [beds/baths/sq ft] home in [parish/neighborhood]. Neutral, property centric. Include brokerage identifiers per Louisiana ad rules. Provide 3 variants + 5 bullet features.” 
· Inspection Timeline Email:
“Summarize key dates and next steps; no legal advice; two subject lines; attach placeholder for LREC agency disclosure and buyer agreement.” 
· Broker AI Policy one-pager:
“Create policy for a Louisiana brokerage: approved tools; personal information prohibition; fair-housing checklist; Article 12 ‘true picture’ guardrails; buyer agreement checkpoint; escrow/trust naming; 5-year retention; signature block.” 
Put It All TogetherWhat Stays Human:
· Negotiation strategy
· Compensation conversations
· Material fact analysis
· Professional advice




AI helps you communicate faster and manage complexity; your judgment protects consumers and your license. The winning formula for Louisiana agents:

· Tool mastery for throughput,
· Compliance discipline (buyer agreements, escrow/trust, retention, identifiers), and
· Human judgment (pricing, negotiation)Activities
Prompt lab (10 min): Draft a listing blurb from bullet facts; then “compliance-edit” it (remove lifestyle signals, add brokerage ID).
Triage drill (10 min): Students receive a chatbot error scenario about short-term rental rules; they write the correction + file note.
Instructor reminders
Always say “verify → localize → disclose.”
Reinforce that AI is an enhancer; professional judgment is the value proposition


























[bookmark: _Toc213830426]MODULE 4: FRAUD AWARENESS
Framing Message:
Protect consumers, your business, and your license by spotting fraud early, stopping it fast, and documenting correctly.


How Due Diligence Protects Everyone
Fraud in real estate isn’t always a Hollywood-style scheme. More often, it’s a quiet misstatement on a form, a strategically omitted fact on a disclosure, or a deceptive email that reroutes a buyer’s life savings. 

In real estate, fraud is an intentional misrepresentation, concealment, or deceptive act that induces another person to rely on it and suffer harm. That can include:

· False statements (e.g., claiming a roof is “new” when you know it isn’t).
· Material omissions (e.g., failing to disclose a known foundation repair with no permit).
· Document deception (e.g., altered proof of funds or fake approval letters).
· Impersonation/identity theft (e.g., a fraudster posing as a seller of vacant land).
Fraud harms consumers, triggers civil/criminal exposure for wrongdoers, and can result in license discipline for those who aid, abet, or fail to exercise reasonable care. A tight workflow—verify, document, disclose—protects your client, your brokerage, and your license.

How Fraud Shows Up Day-to-Day

· Affirmative misrepresentation: Stating something false as if it were true (e.g., “the foundation has no issues” when the seller has a report saying otherwise).
· Fraud by omission: Leaving out a material fact that would reasonably affect a decision (e.g., failing to disclose chronic flooding, prior termite damage, or an unpermitted addition).
· Document deception: Altered pay stubs, false employment letters, forged signatures on addenda, manipulated proof of funds.
· Identity and payment fraud: Spoofed email domains, look-alike wiring instructions, fake “settlement statements,” or a “seller” who is not the owner of record.
· Value manipulation: Collusion to inflate price (or kickbacks) to extract larger loans, or steering appraisers with misleading data.
Importantly, puffery (“charming bungalow,” “best view in town”) is opinion and generally not fraud; material facts are. The line is intent: fraud requires knowing the statement (or omission) is false or misleading and intending another to rely on it. Negligent errors still create risk, but intentional deception creates liability that can be civil, criminal, and professional.

Why Due Diligence Is Your First—and Best—Defense
Definition: Fraud = intentional misrepresentation, omission, or deception for gain.
Your duty: Verify, disclose, and document; escalate when in doubt.
Key risk: Even unintentional facilitation can create liability and license discipline.
Teaching tip: Open with a 60-second story (wire scam, deed impersonation, or occupancy fib) to make it real.



Due diligence is the disciplined process of verifying before trusting. It protects consumers from costly mistakes, clients from legal exposure and financial loss, and licensees from ethics complaints, lawsuits, and license discipline. Think of it as a three-layer shield:

1. Consumer Protection: Buyers and tenants make life-shaping decisions with imperfect information. Due diligence—inspections, title review, HOA research, flood/zoning checks—helps them see the full picture. Transparent facts lead to better choices.
2. Client Protection: Sellers and landlords face post-closing claims when facts are hidden or misstated. A strong disclosure process, supported by evidence (receipts, reports, permits), reduces the chance a “surprise” becomes a courtroom exhibit.
3. Licensee Protection: A paper trail of reasonable inquiry and disclosure is your receipts. If something later proves wrong, you can show what you asked, what you verified, what you disclosed, and when. That’s how you demonstrate competency and good faith.

Practical Due Diligence You Can Do on Every Transaction

Identity & Authority

· Confirm government-issued IDs and match legal names to the title record.
· Verify signing authority for entities, estates, and powers of attorney; collect the underlying documents (operating agreement, letters testamentary, POA).
Money Movement

· Educate clients early—before any money moves—about how wire fraud works and your exact process to prevent it.
· Call a known, verified number; never rely on email alone).
Property Condition & Disclosures

· Encourage complete, written seller disclosures; ask follow-up questions on any “yes” answers.
· Recommend appropriate inspections (general, roof, sewer, septic, termite, foundation, pool), and specialty reports if red flags appear.
· Cross-check MLS remarks, public records, permits, and prior listings for inconsistencies.
Title, Boundaries & Use

· Order a preliminary title commitment early, review exceptions and requirements with the title professional.
· Confirm HOA/condo documents, assessments, rental or pet restrictions, right-of-first-refusal rules, and pending special assessments.
· Validate surveys, encroachments, easements, flood zones, wetlands, and zoning compliance for the client’s intended use.
Valuation & Financing Integrity

· When representing a buyer, provide accurate market data and comps; avoid pressure tactics that could be construed as value manipulation.
· Remind all parties that falsifying documents—even “just to qualify”—is illegal and can unwind the deal and the loan.
Communication Hygiene

· Use brokerage email and transaction platforms (not personal accounts), activate multi-factor authentication, and avoid public Wi-Fi for sensitive information.
· Keep a clean transaction log: who said what, when, and how it was verified.
Documentation & Candor

· Put material facts in writing; memorialize oral disclosures in follow-up emails.
· When you don’t know, say so—and direct clients to the appropriate expert (licensed contractor, structural engineer, attorney, CPA, title officer, floodplain administrator).
· Never draft custom legal language; use approved forms and addenda and refer legal questions to counsel.
Fraud thrives on urgency and social pressure: “We have another offer,” “Wire today or lose the rate,” “Don’t bother the board—this is routine.” Set expectations in your first meeting: “We follow a verification checklist to protect your money, your property, and your options. It may feel meticulous—that’s by design.” Clients respect that. Good actors welcome scrutiny, bad actors often disappear when the questions begin.


Red Flags Worth Slowing Down For:

· Last-minute changes to wiring instructions, especially via email.
· Inconsistent names, addresses, or signatures across documents.
· Sellers are reluctant to provide IDs, entity documents, or payoff information.
· “Too perfect” pay stubs or bank statements; numbers that don’t reconcile.
· Properties with dramatic price changes and thin documentation or flips with substantial work but no permits.
· Pressure to skip inspections, waive disclosures, or close unusually fast.
Bottom Line

Fraud is intentional deception; due diligence is intentional protection. The first corrodes trust and invites liability; the second preserves trust and creates defensible files. As a real estate professional, your role is not to guarantee perfection—but to build a process that makes fraud harder, facts clearer, and decisions wiser. When you do, consumers are safer, your clients are better served, and your license and reputation remain intact.Highlight red flags and the agent need to slow down.


Types of Fraud in Real Estate

Fraud in real estate isn’t an abstract risk; it’s an evolving playbook aimed at the moments when clients are the most distracted, emotional, and financially exposed. As licensees, we sit at the junction of money, property, identity, and trust—exactly the junction bad actors target. This course helps you to spot the patterns, interrupt the schemes, and document your diligence. You are not the lender’s underwriter or the title company’s investigator, but you are a fiduciary and a frontline risk manager. Your job is to recognize red flags early, slow the process when something feels off, and escalate to the right professionals.

Below, we explore five major fraud categories you’re likely to encounter, the specific mechanics used by fraudsters, real-world red flags, and practical workflows you can adopt immediately. Louisiana-specific practice notes are included where they heighten your responsibility to disclose and avoid misrepresentation.

Mortgage Fraud

Mortgage fraud happens when a party intentionally misrepresents or omits material information to obtain a loan or better terms. Rates, program eligibility, and cash requirements all hinge on truthfulness. When facts are stretched, everyone involved—from buyers and sellers to lenders and licensees—can be pulled into civil liability, rescission, or worse. Common subtypes:

Income/Asset Misrepresentation

How it works. Applicants submit fabricated pay stubs, doctored W-2s, inflated bank statements, or unverifiable “gift funds.” Sometimes the documents look professional; other times, routing and account numbers don’t match, or the “employer” can’t be reached at a legitimate business line.

Red flags you can see:

· Sudden, last-minute requests that you “just write a letter” confirming income, hours worked, or the buyer’s “great character” for the lender—especially when outside your knowledge.
· Bank statements with mismatched logos, odd fonts, inconsistent balances, or repeated micro-deposits that don’t make sense.
· “Gift funds” that arrive from unrelated parties without a clear paper trail or gift letter, or that circle back to the buyer after closing.
Your move. Don’t draft or sign letters about facts you don’t personally know and verify. Redirect the request to the lender. Keep your communication factual, narrow, and documented in your file. If the buyer pushes for a “creative” explanation, slow the process, alert your broker, and let the lender handle verification.

Occupancy Fraud

How it works. A borrower claims “primary residence” to obtain lower rates and down-payment options when the property is actually a second home or investment.

Red flags you can see:

· Inconsistent stories about where the buyer will live, especially when they already have a long-term lease or own a nearby home they don’t plan to sell.
· Leases drafted pre-closing, or property marketing language that touts rent projections before the buyer closes as an “owner-occupant.”
· “Please don’t mention short-term rental plans to the lender.”
Your move. Never coach occupancy answers. If you learn facts inconsistent with owner-occupancy, do not remain silent. Refer questions to the lender and document that you did so. Your role is to avoid facilitating a misrepresentation—not to prove the buyer’s intent.

Straw Buyer Schemes

How it works. A qualified borrower is recruited (paid or duped) to buy on behalf of someone who can’t qualify. Title and funds move in odd patterns; the “real” beneficiary appears off-stage until after closing.

Red flags you can see:

· Buyer is strangely disengaged from showings and inspections; another “partner” attends and directs every decision.
· Funds for EMD or closing arrive from third parties with no disclosed relationship or from newly opened business accounts unrelated to the buyer.
· Post-closing instructions to immediately add someone to title, lease back to the seller, or transfer proceeds in convoluted ways.
Your move. Push all funding and title questions to the closing attorney/title company and lender. Keep your lane: don’t accept or transmit client funds outside normal escrow channels; don’t create side agreements that shift beneficial ownership.


Common schemes:
· Income/asset misrepresentation: fake pay stubs, unverifiable “gift” funds.
· Occupancy fraud: saying “primary residence” to get terms, planning STR.
· Straw buyers: Qualified buyer fronts for the real beneficiary.
Critical teaching points
· You are not the lender’s underwriter—don’t create “comfort letters.”
· If a client’s stated use contradicts the loan app, pause, notify the lender, document the discrepancy.
· Keep communications factual; never “coach” around program rules.
What to do / say / document
· Do: “Let’s get your lender on a three-way call to clarify.”
· Say: “Loan terms are tied to truthful use. We need to align your file.”
· Document: Dated note summarizing the discrepancy + lender contact.


Wire Fraud & Email Phishing (BEC: Business Email Compromise)

The pattern. Criminals monitor email threads (often after a single compromised mailbox in the chain) and wait for the moment of maximum pressure—then send “updated” wiring instructions from a spoofed or compromised account. The new instructions route funds to an out-of-state or newly opened account. The tone is urgent, authoritative, and time sensitive.

Where licensees get pulled in. If a client wires to the wrong place after “instructions” appeared to come from the agent or title company, the client will look to everyone in the chain for restitution. You can’t eliminate BEC, but you can install a safety culture that dramatically reduces risk.

Your Wire-Safe Workflow:

1. Educate Early (in writing). At first contact, give clients a one-page wire safety advisory: We will never change wiring instructions by email. Always verify by phone using a known, independently verified number. Have them initial it.
2. Call-Back Protocol. Before any wire, the sender must call the title company/attorney using a number obtained from the purchase agreement, their website, or a business card picked up weeks earlier—not from the email containing instructions.
3. No “Forwarding” Wires. Don’t forward wiring instructions. Instead, direct clients to retrieve instructions in a secure portal or to call the closer directly.
4. When in Doubt, Stop. Any last-minute “update,” bank change, or urgency language is a stop sign. Escalate to your broker and the title company immediately.
5. After-Action Plan. If a client is duped, seconds count. Instruct them to contact their bank’s fraud department immediately and file reports with law enforcement; notify the closing attorney/title company.The Pattern:
· Criminals monitor email, wait for pressure moment
· Send "updated" wiring instructions from spoofed/compromised account
· Urgent, authoritative, time-sensitive tone
Wire-Safe Workflow - TEACH THIS STEP-BY-STEP:
1. Educate Early: Wire safety advisory at first contact (in writing, initialed)
2. Call-Back Protocol: Sender must call title company using known number (not from email)
3. No Forwarding: Direct clients to retrieve instructions via secure portal or call closer
4. Stop When in Doubt: Last-minute changes = stop sign; escalate immediately
5. After-Action: If duped, contact bank fraud department immediately; file reports
Sample Client Script:
"Before you send a wire, call the closing office at the number on their website or your engagement letter—not a number in an email. We will never email you a change to wiring instructions. If you receive one, stop and call me immediately."



Title Fraud & Deed Scams

Two especially risky profiles: (1) Vacant land (no tenants to notice activity) and (2) rentals/second homes (owners live elsewhere and check mail sporadically). Fraudsters pose as owners, furnish high-quality fake IDs, hire remote notaries, and push for quick, all-cash closings—often at a modest discount to entice speed.
How the scam unfolds:

· The “seller” contacts a listing agent online, insists on handling everything remotely, and resists video calls (“I’m overseas”).
· The notary is unknown and unvetted; the “seller” pushes e-notarization at odd hours.
· Proceeds are directed to new accounts with names slightly different from the seller’s legal name.
Red flags you can see:

· Reluctance to provide a live video ID check that matches the government ID and a second factor (tax bill, utility, or insurance in name).
· Title records show out-of-state owner with no HOA involvement and a long period of inactivity—prime conditions for impersonation.
· In a trust/LLC sale, the person can’t produce operating agreements, trust certificates, or corporate resolutions that grant authority.
Your move. Coordinate identity verification with the closing attorney/title company (enhanced ID checks, live video verification, and additional KBA—knowledge-based authentication). For entities, collect and route formation documents, resolutions, and proof of authority early. Be skeptical of any insistence on speed that bypasses routine controls. If anything feels off, recommend the title company require in-person notarization at a verified facility—or pause the deal.
Tells: Out-of-country “owner,” refuses video call, wants fast cash sale, notarization through an unknown mobile notary.
Controls:
· Live identity verification (video call with ID held next to face).
· Title company notarization or vetted notaries; enhanced KBA (knowledge-based authentication).
· Demand authority docs for entities (operating agreement, resolutions).
· Confirm tax bill address and historical contact paths with public records.
Stop rule: Any ID mismatch or refusal → escalate to title and broker immediately.


Rental/Listing Fraud

Two common plays:

Scraped Photos, Fake Ads, Bogus Landlords

Scammers copy MLS photos and descriptions, post the “rental” at an irresistible price, and collect deposits and application fees from multiple victims. They avoid showings (“I’m out of the country”), pressure quick decisions, and ask for payment via wire, gift cards, or crypto.
How you reduce victimization:

· Watermarks select key photos or use subtle image markers unique to your brand so copycats are easier to spot.
· Set up periodic searches for your address/unique lines from your descriptions to find duplicates on major portals.
· Remind consumers publicly: No legitimate landlord requires non-refundable funds before a physical showing and identity verification.
Bait-and-Switch by Impostor “Agents”

A genuine property is advertised with altered rent, terms, or incentives. The impostor meets prospects at the door or creates a parallel application funnel to collect fees, then vanishes.

Your move. Add application instructions inside the property (QR code to brokerage site) and include a public note on your listings warning that applications and fees are only accepted through your firm’s official channels.
Tactics: Scraped photos, duplicate ads, impostor “agent,” application fees sent via P2P apps.
Countermeasures:
· Watermark listing photos; publish official application links only.
· In remarks: “Applications accepted only through [platform]; no cash app payments.”
· Encourage prospects to confirm brokerage license and office phone.
Teach the consumer message: “If you didn’t tour with a licensed agent and apply through an official link, assume it’s a scam.”



Disclosure Fraud

What it is. Concealment or misrepresentation of material facts that affect value or safety: prior flooding, active roof leaks, mold, foundation movement, unpermitted work, or environmental conditions. Cosmetic cover-ups—fresh paint over water intrusion, strategic staging to hide damage—are part of the same story.

Louisiana’s residential property disclosure law requires sellers to disclose known defects using a form with at least the minimum language prescribed by the Louisiana Real Estate Commission.   This is the Property Disclosure Document.  If the seller knows of a defect that materially affects the property, it belongs on the form. 

Here is the definition of a defect according to the Property Disclosure Document:

“Known defect” or “defect” is a condition found within the property that was actually known by the SELLER and that results in one or all of the following: 

a) It has a substantial adverse effect on the value of the property. 

b) It significantly impairs the health or safety of future occupants of the property. 

c) If not repaired, removed, or replaced, significantly shortens the expected normal life of the property. 

As a licensee, you must not misrepresent or remain silent when you know a material fact; your advertising must be truthful, and your conduct should reflect a bias toward disclosure rather than concealment.

Where licensees get in trouble:

· Soft-pedaling issues you directly observed (“probably just normal settling”) instead of urging inspection.
· Editing descriptions to omit known problems after you learn new facts.
· Enabling “as-is” to morph into “as-if-nothing-is-wrong.” “As-is” never absolves a seller from disclosing known defects.
Your move. Encourage sellers to over-disclose, not under-disclose. If you personally observe something material (water stains, suspicious odors, active leaks), document that you advised further evaluation and that you directed the seller to update the form. Keep your own notes and time-stamped photos. When in doubt, route technical questions to licensed inspectors, engineers, or attorneys.

Core idea: “As-is” ≠ “no disclosure.” Known, material defects must be disclosed; advise sellers to update when facts change.

Agent duties:
· Bias toward disclosure; never edit seller statements—facilitate, don’t author.
· Recommend licensed evaluations (roof, foundation, moisture) when red flags appear.
· Keep an advice memo: “On [date], I recommended [inspection]; seller elected [action].”

Teaching line: “If you know it, disclose it. If you suspect it, investigate or recommend a pro.”


Universal Red Flags Across All Fraud Types

· Unusual Urgency. “Funds must be in today,” “We need to close by Friday,” or “Don’t involve others.” Fraud loves compressed timelines.
· Identity Avoidance. Refusal to meet by live video, no willingness to provide government ID securely, or insistence on unknown notaries.
· Payment Anomalies. Third-party wires, new accounts, mismatched names, or requests for unconventional methods (gift cards, crypto).
· Story Drift. Inconsistent narratives about occupancy, source of funds, or authority to sign.
· Too-Good-to-Be-True Pricing. Below-market rent or an all-cash “seller” who undercuts comps to accelerate closing with minimal scrutiny.

Your Fraud-Prevention Playbook

Educate
· Implement a Wire Safety Disclosure at first contact; have clients initial receipt.
· Share a Fraud Awareness Handout covering rental scams, seller impersonation, and deed fraud for absentee owners.
· Train your team with a 15-minute monthly huddle on fraud headlines and local patterns. Make it routine, not reactive.
Verify
· Call-Back Protocols to known numbers for any wire or instruction changes.
· Enhanced ID for absentee sellers: secure ID uploads, live video matches, and, when appropriate, in-person notarization at vetted offices.
· Entity Sales. Collect formation docs and written resolutions early; have the title company confirm authority.
Document
· Keep contemporaneous notes of what you saw, said, and advised.
· Save screenshots of spoofed emails or duplicate listings you reported.
· Maintain a disclosure trail: when you learned of an issue, whom you told, and that you urged proper repairs or professional evaluations.
Escalate
· If something doesn’t add up, slow the deal. Alert your broker, the closing attorney/title company, and the lender (when appropriate).
· Do not “work around” controls to keep momentum. Momentum is what fraudsters weaponize.
Cybersecurity Basics

· Strong, unique passwords + multi-factor authentication (MFA) on email, eSignature, MLS, and transaction platforms.
· Device hygiene: OS/browser updates, reputable antivirus, automatic screen-lock, encrypted drives, and separate work/personal profiles.
· Wi-Fi discipline: Avoid public Wi-Fi for sensitive work; if necessary, use your phone’s hotspot or a trusted VPN.
· Email awareness: Hover over links, confirm sender domains, and beware of look-alike addresses.
· Data minimization: Don’t store SSNs or full account numbers in your personal email. Use approved, secure file portals.
Educate your clients (wire fraud script you can use)

“Before you send a wire, call the closing office at the number on their official website or your engagement letter—not a number in an email. We will never email you a change to wiring instructions. If you receive one, stop and call me immediately.”

Choose reputable partners
· Lenders: Direct lines to processors/underwriters for verification; guard against “letters” that can’t be corroborated.
· Title/closing attorneys: Confirm their ID protocols for absentee owners, RON/notary, and suspicious payoff accounts.
· Inspectors/contractors: Licensed, insured, and willing to put findings in writing.
Use secure, approved platforms

· Transaction management: Centralize documents, signatures, and task tracking.
· No personal email for business where your brokerage provides a secure alternative.
· Access controls: Principle of least privilege—only those who need a document can see it.

Brokerage Policies that Protect Everyone

1. Standard Fraud Disclosures. Include wire and fraud advisories with listing and buyer packets. Require initials.
2. Communication Guardrails
· Never email wiring instructions; clients obtain them from title directly.
· No staff member discusses wiring changes by email—ever.
3. ID & Authority Playbook
· Absentee sellers: enhanced ID + known notary or in-person notarization at a vetted location.
· Entity sellers: capture EIN, formation docs, and board/manager resolutions early.
4. Photo & Listing Controls
· Watermark or embed subtle identifiers in hero photos.
· Use consistent, official application/payment portals only.
· Publish a fraud notice on your website explaining how your firm handles wires, applications, and showings.
5. Escalation Path
· A written decision tree for agents: who to call (broker, attorney, title) and when to pause.

6. After-Incident Checklist.
· Immediate client bank contact, notify title/lender, preserve evidence, and file appropriate reports. Debrief as a team to improve controls.
Communication Scripts 

Wire Safety (Buyer/Seller):

“For your protection, we will never change wiring instructions by email. Before you send any funds, call the title attorney at the number on your engagement letter or their official website. If you receive any email about new instructions, stop and call me—we’ll verify together.”

Occupancy Integrity (Buyer):

“Your loan terms depend on how you’ll actually use the property. I can’t advise you on what to say, but the lender needs the real plan. Let’s loop them in now so you’re on the right program.”

Absentee Seller ID (Listing):

“Because of impersonation scams, our policy requires a live ID verification and notarization through vetted channels. It protects you, the buyer, and us.”

Disclosure Coaching (Seller):

“In Louisiana, sellers must disclose known defects. Disclosing early builds trust and avoids post-closing disputes. If you’re unsure, let’s get a licensed inspector to document it.”

Checklists: Quick Reference

Buyer Agent – Mortgage & Wire

· Provide wire safety advisory at first contact; obtain initials.
· Confirm lender has all documentation; don’t write “character” letters beyond your knowledge.
· Watch for occupancy inconsistencies; route to lender promptly.
· Before any wire, require client call-back to a known number for verification.
Listing Agent – Title & Disclosure

· For absentee or entity sellers: enhanced ID + authority docs to title early.
· Require vetted notarization; avoid unknown remote notaries.
· Encourage over-disclosure, update forms when new facts surface.
· Watermark photos; post a fraud notice on listing page; monitor for copycats.
Property Manager/Leasing

· Accept applications and fees only via official brokerage channels.
· In-person or verified live video showings before any payments.
· Train staff to spot duplicate ads and to report impostors quickly.

Culture Beats Crime

Fraud thrives where people are rushed, embarrassed to ask questions, or worried about being “difficult.” The fix isn’t paranoia; it’s process. When your office normalizes verification - “this is how we always do it” - real clients feel safer, and criminals look for softer targets. The decisions you make about disclosures, identity verification, wire protocols, and documentation aren’t just “CYA” exercises; they are consumer-protection measures that uphold the profession’s credibility.

Set the tone in your first meeting with any client: we take your money, your identity, and your home seriously. 

Case Studies
Scenario A: The “Primary Residence” that Isn’t

A Baton Rouge buyer gushes about converting a Mid-City home into a 30-day rental after closing—yet their loan application states owner-occupancy.

Your response. “Occupancy is a lender determination, and I can’t advise you to represent something that’s not true. I’m going to copy your loan officer so you can confirm the program that fits your plans.” Then document the hand-off. If they press you to stay silent, step back and inform your broker.

Scenario B: The Vacant Lot “Owner” in a Hurry

An out-of-state “owner” wants you to list a Red River Parish lot immediately, won’t do video, and insists on a remote notary they “always use.”

Your response. “Our brokerage uses enhanced ID procedures on absentee sales. The title attorney will schedule a live video ID check and handle notarization with a vetted notary.” If they balk, that is your red flag—do not proceed.
Scenario C: Duplicate Rental Ad

Your New Orleans listing appears on a generic classifieds site at half price with a Gmail contact.

Your response. Flag the post, notify your MLS and the major portals, post a fraud alert note on your listing page, and email your database a PSA with “how to spot a fake listing.” Track and save your takedown requests for your file.

Scenario D: Disclosure Games

A seller in Lafayette paints over a ceiling stain 48 hours before photos, insisting, “It’s fine now—don’t mention it.”

Your response. “Fresh paint doesn’t resolve cause. We need a licensed roofer or inspector to determine if the leak is active and update the disclosure accordingly. I can’t market it as if it’s resolved without documentation”. Document the conversation. If the seller refuses, revisit whether you can continue the listing consistent with your duties.

Micro-Drills 
Run two of these 5-minute drills (or all four if time allows):
1. Spoofed email: Class identifies 5 verification steps before a buyer wires.
2. Occupancy contradiction: Draft the 3-sentence email to lender documenting the conflict.
3. Vacant-land seller: Create a 4-item ID proof checklist.
4. Fresh paint over leak: Decide: disclose, investigate, or both? Write the file note.

 What to Say / What to Do / What to Document 
· Say: “We slow down when money moves or facts don’t match.”
· Do: Verify identities and instructions off-channel every time.
· Document: Time-stamped recap emails after any risk conversation.

Quick Knowledge Check 
· Name three universal red flags.
· State the call-back rule for wiring funds.
· “As-is” means what—and not what?
· Your response when a buyer’s planned use conflicts with the loan app?

Instructor Reminders
· Model the slowdown: when red flags pop, halt the process before damage.
· Never “massage” facts for anyone—route to the right professional.
· Every fraud control is a consumer-protection story: tell it that way.

Teaching line: “If you know it, disclose it. If you suspect it, investigate or recommend a pro.”
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LOUISIANA RESIDENTIAL AGREEMENT TO BUY OR SELL

PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE
ctirefi Solline i
Seller’s Designated Agent Name & License Number Buyer’s Designated Agent Name & License Number
(“Seller’s agent”) [ Dual Agent  (“Buyer’s agent”)
Brokerage Name & License Number Brokerage Name & License Number
Agent Phone Number Brokerage Phone Number Agent Phone Number Brokerage Phone Number
Email Address Email Address
Name of Designated Agent Receiving Agreement Bay——— Date Time OAM O PM
Agreement Transmitted by (] electronic [0 hand delivery [ other
Signature of Designated Agent Receiving Agreement Bay—— Date Time OAM O PM
Comments

Electronic Notice Authorization

0 The BUYER authorizes his or her agent, and the SELLERs agent, to electronically deliver notices and other
communications to the emai

above.

[0 The SELLER authorizes his or her agent, and the BUYERs agent, to electronically deliver notices and other
communications to the emai S

shown above

The authorization contained in this Section is not an authorization for the Buyer’s agent to communicate directly with
the SELLER or a Seller’s agent to communicate directly with the BUYER. The BUYER and SELLER agree consent to: (i) the
use of electronic documents and dlgltal S|gnatures whlch B—aeeeptabJe—and will be treated as orlglnals of the 5|gnatures

including this Agreement ahd any supplement add ndum or modlﬁcatlon reIatlng thereto mel%ng—but—net—knmted—t—e
and any notices, requests, claims, demands, and other communications as set forth in the Agreement; and, (ii) the
electronic transmission of documents.
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

PROPERTY DESCRIPTION: |/ We offer and agree to Buy / Sell the property at:

(Municipal Address)
City ; Zip ; Parish ; Louisiana,
(Legal Description)

on lands and
grounds measuring approximately (# )
or as per record title; including all buildings, structures, component parts, and all installed, built-in permanently
attached improvements, together with all fences, security systems, all installed speakers or installed sound
systems, all landscaping, all outside TV antennas, all satellite dishes, all installed and/or built-in appliances, all
ceiling fans, all air conditioning or heating systems including window units, all bathroom mirrors, all window
coverings included but not limited to blinds, drapes, curtains, window shades, window coverings, all associated
window covering hardware, all shutters, all flooring, all carpeting, all cabinet tops, all cabinet knobs or handles,
all doors, all door knobs or handles, all doorbells, all windows, all roofing, all electrical systems, all installed
security systems, installed generators, attached television mounts, gas logs, and all installed lighting fixtures,
chandeliers and-asseciated-hardware, all installed hardware, and other constructions permanently attached to
the ground. If owned by the SELLER prior to date of this Agreement, standing timber, unharvested crops, and
ungathered fruits of trees on the property shall be conveyed to the BUYER. The following movable items shall
remain with the property; be transferred without any warranty; be deemed to have no value; and, shall not be
considered as part of the Sale Price:

21
22
23
24
25 All items listed herein are included in the property sold no matter how they are attached or installed, provided
26 that any or all of these items are in place at the time of signing this Agreement to Buy or Sell (the “Agreement”),
27 unless otherwise stated herein (All of the above contained in lines 2 through 26 23 are collectively referred to
28 herein as the “Property.”). The following items are excluded from the Property sold:
29
30
31
32 MINERAL RIGHTS: SELLER reserves mineral rights: O Yes O No
33 . D e - . . S rcfo o
34
35 If yes, ( %) of the mineral rights owned by the
36 SELLER are to be reserved and retained by the SELLER. The SELLER shall waive any right to use the surface for any
37 such reserved and retained mineral activity or use. If no, then all mineral rights held by SELLER, if any, shall be
38 transferred to BUYER without warranty.
39
40 PRICE: The Property will be sold and purchased subject to title and zoning restrictions, servitudes of record, and
41 law or ordinances affecting the Property for the sum of
42 (S ) (the “Sale Price”).
43
44 ACT OF SALE: The Act of Sale is to be executed before a settlement agent or Notary Public to be chosen by the
45 BUYER, on ,20___, or before if mutually agreed upon. Any change of the
46 date for execution of the Act of Sale must be mutually agreed upon in writing and signed by the SELLER and the
47 BUYER. At closing, the BUYER must provide “good funds” as required by Louisiana statute LA R.S. 22:532 et seq.
BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
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48
49
50
51

52
53

54
55
56
57
58
59
60
61
62
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

PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

OCCUPANCY: Occupancy/possession and transfer of keys /access is to be granted at Act of Sale unless otherwise
mutually agreed upon in writing.

CONTINGENCY FOR SALE OF BUYER’S OTHER PROPERTY:

[ This sale is contingent on the sale of other property by the BUYER and the contingency language found either
in lines 359-368 58-66 or the attached addendum shall apply.

[ This sale is not contingent upon the sale of other property by the BUYER nor is the loan needed by the BUYER
to obtain the Sale Price contingent on the BUYER'S sale of any property.

ADDITIONAL TERMS AND CONDITIONS: [Relocated from Prior Version, p. 9, Il. 358-368.]

FINANCING:

[0 ALL CASH SALE: The BUYER warrants the BUYER has cash readily available to close the sale of this Property.

BUYER shall provide at least one of the following within calendar days after the effective date of
this Agreement: (i) a letter of financial capabilities from a banking institution on bank letter head verifying that
BUYER has the necessary cash or line of credit in an amount equal to or in excess of the Purchase Price; (ii) a copy
of a bank statement showing sufficient funds in an amount equal to or in excess of the Purchase Price; or, (iii)
such other proof of funds as SELLER may accept. SELLER may terminate this Agreement if BUYER fails to provide
such documentation as required herein. BUYER hereby grants permission to the SELLER and the SELLER’s agent,
if applicable, to contact the banking institution providing the letter of financial capabilities or the financial
institution shown on the copy of such bank statement to verify said information.

] FINANCED SALE: This sale is conditioned upon the ability of BUYER to borrow with this Property as security

for the loan the sum of (S ) or
( %) of the Sale Price by a mortgage loan or loans at an initial interest rate not to exceed

( %) per annum, interest and principal, amortized over a period of not less than

(# ) years, payable in monthly installments or on any other terms as may be acceptable to

the BUYER provided that these terms do not increase the cost, fees or expenses to the SELLER. The loan shall be
secured by (Check all that apply):

[] Fixed Rate Mortgage ] FHA Insured Mortgage
[ Adjustable Rate Mortgage O Owner Financing
[ Rural Development [ Bond Financing
O VA Guaranteed Mortgage [ Conventional Mortgage
[ Other
{——%eftheloanameunt: Other financing conditions:
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

93 The BUYER acknowledges and warrants that the BUYER has available the funds which may be required to
94 complete the sale of the Property, including but not limited to the deposit, the down payment, closing costs, pre-
95 paid items, and other expenses. If this sale is a Financed Sale, BUYER acknowledges that any terms and conditions
96 imposed by the BUYER'’S lender(s) or by the Consumer Financial Protection Bureau shall not affect or extend the
97 BUYER'’S obligation to execute the Act of Sale or otherwise affect any terms or conditions of this Agreement
98 except as otherwise set forth herein. The BUYER shall supply the SELLER written documentation from a lender
99 that a loan application has been made and the BUYER has given written authorization to lender to proceed with
100 the loan approval process within (# ) calendar days after the date of acceptance
101 of this offer by both parties. If the BUYER fails to make loan application, and to supply SELLER with written
102 documentation of that application and BUYER’S written authorization for lender to proceed with loan process
103 within this period, the SELLER may, at the SELLER’S option, elect, in writing, to terminate the Agreement and
104 declare the Agreement null and void, by giving the BUYER written notice of the SELLER’S termination. If the
105 BUYER is not able to secure financing, the SELLER reserves the right to provide all or part of mortgage loan(s)
106 under the terms set forth above.
107
108 PRORATIONS, SPECIAL ASSESSMENTS, AND OTHER COSTS: Real estate taxes, flood insurance premiums if
109 assumed, rents, condominium dues, special assessments, homeowners’ associations dues, and/or substantially
110 similar dues or other costs for the current year shall be prorated through the date of the Act of Sale. Act of Sale
111 costs, abstracting costs, title search, title insurance, and other costs required to obtain financing shall be paid by
112 the BUYER, unless otherwise expressly provided for by the parties pursuant to a written agreement.
113
114 All necessary tax, mortgage, conveyance, release certificates or cancellations, and the SELLER closing fees, if any,
115 shall be paid by the SELLER. On or before the date of the Act of Sale, the SELLER shall also pay all previous years’
116 taxes, special assessments, condominium dues, homeowners’ associations dues, and/or substantially similar dues
117 or other costs, which were incurred or bear against the Property prior to the Act of Sale, unless otherwise
118 expressly provided for by the parties pursuant to a written agreement.
119
120 For this Agreement, “special assessment” includes but is not limited to any assessment levied against the Property
121 for payment of local improvement costs by state or local governmental authorities, political subdivisions, quasi-
122 public bodies, or other public or private entities pursuant to agreement, contract, or law.
123
124 DEPOSIT: Upon acceptance of this offer, or any attached counteroffer, the SELLER and the BUYER shall be bound
125 by all terms and conditions of this Agreement, and the BUYER or the BUYER'’S agent shall deliver within 72 hours,
126 upon notice of acceptance of the offer, the BUYER’S deposit (the “Deposit”) in the amount of
127 (S )
128 or ( %) of the Sale Price to be paid in the form of:
129 Ll Cash (s } [ Certified Funds {s }
130 [ Check {s } O Electronic Transfer (s )
131 [0 No Deposit
132
133 The Deposit shall be held by [ Listing Broker [ Selling Broker [1 Other
134
135 DEPOSIT HELD BY THIRD PARTY: Louisiana Administrative Code Title 46, Part LXVII, Section 2717 requires that
136 funds received in a real estate sales transaction shall be deposited in the appropriate sales escrow checking
137 account, rental trust checking account, or security deposit trust checking account of the listing or managing
138 broker (“Broker”), unless all parties having an interest in the funds have agreed otherwise in writing. | agree
139 to-have that the Deposit related to this transaction te shall be held by a third party and not in a sales escrow
140 account maintained by the Broker. | understand that the Louisiana Real Estate Commission may not have
BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

141 jurisdiction over those third parties holding the funds. | acknowledge the Broker is not legally required to
142 disburse a security deposit in accordance with LAC 46:LXVI1.2901 when a third party holds the Deposit.
143
144 Failure to deliver the Deposit shall be considered a default of this Agreement. If the Deposit is held by a Broker,
145 it must be held in accordance with the rules of the Louisiana Real Estate Commission in a federally insured banking
146 or savings and loan institution without responsibility on the part of the Broker in the case of failure or suspension
147 of such institution. If the parties fail to execute an Act of Sale by date specified herein, and/or a dispute arises as
148 to ownership of, or entitlement to, the Deposit or funds held in escrow, the Broker shall abide by the Rules and
149 Regulations set forth by the Louisiana Real Estate Commission.
150
151 RETURN OF DEPOSIT: The Deposit shall be returned to the BUYER, and this Agreement shall be declared null and
152 void without demand in consequence of the following events:
153 1) If this Agreement is declared null and void by the BUYER pursuant to the Due Diligence and the Inspection
154 Period as set forth in lines 198 through 253 of this Agreement;
155 2) If this Agreement is subject to the BUYER’S ability to obtain a loan and the loan cannot be obtained, except
156 as stated in lines 90-threugh-95 101 through 106 of this Agreement, but only if the BUYER has made good
157 faith efforts to obtain the loan;
158 3) If the SELLER declares the Agreement null and void for failure of BUYER to comply with written document
159 requirements as set forth in lines 96-threugh-95 68 through 104 of this Agreement;
160 4) If the BUYER conditions the Sale Price on an appraisal is less than the Sale Price and the SELLER will not
161 reduce the Sale Price as set forth in lines 333-through-122 269 through 278 of this Agreement;
162 5) If the BUYER timely terminates the Agreement after having received the leases or assessments, as set forth
163 in lines 171 through 175 of this Agreement;
164 6) Ifthe SELLER is unable to timely deliver to the BUYER an approved sewerage and/or water inspection report
165 as set forth in lines 255 through 267 265 of this Agreement;
166 7) If the SELLER chooses not to repair or replace the sewer system(s) servicing the Property as per the
167 SEPTIC/WATER WELL ADDENDUM, and the BUYER terminated terminates the agreement as a result thereof.
168 8) If the SELLER chooses not to repair or replace the private water well system(s) as per the SEPTIC/WATER
169 WELL ADDENDUM, and the BUYER terminates the agreement as a result thereof.
170
171 LEASES: The sale is conditioned upon the BUYER'S receipt of a copy of all written leases, excluding mineral leases,
172 from the SELLER within five (5) calendar days of acceptance of the Agreement. The BUYER shall have five (5)
173 calendar days after receipt of the aforementioned documents to notify the SELLER whether they are acceptable
174 to the BUYER. Security deposits, keys/access, and leases are to be transferred to the BUYER at or before the Act
175 of Sale.
176
177 PROPERTY CONDITION: THE BUYER ACKNOWLEDGES THAT THE SALE PRICE OF THE PROPERTY WAS NEGOTIATED
178 BASED UPON THE PROPERTY’S APPARENT CURRENT CONDITION; ACCORDINGLY, THE SELLER IS NOT OBLIGATED
179 TO MAKE REPAIRS TO THE PROPERTY, INCLUDING REPAIRS REQUIRED BY THE LENDER UNLESS OTHERWISE STATED
180 HEREIN. THE SELLER IS RESPONSIBLE FOR MAINTAINING THE PROPERTY IN SUBSTANTIALLY THE SAME OR BETTER
181 CONDITION AS IT WAS WHEN THE AGREEMENT WAS FULLY EXECUTED.
182
183 DUE DILIGENCE AND INSPECTION PERIOD:
184 If acceptance of this Agreement occurs, the BUYER shall have a Due Diligence and Inspection Period
185 (hereinafter “DDI Period”) commencing on the first day after acceptance of this Agreement and expiring
186 (# ) calendar days after commencement OR upon
187 the date and time the BUYER’S Request to the SELLER is received as set forth in lines 220 through 221,
188 whichever is earlier. The SELLER agrees to provide the utilities for any due diligence and inspections and
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

189 immediate access to the Property. The due diligence and inspection period will be extended by the same number
190 of days that the BUYER is not granted immediate access to the Property or all utilities are not provided by the
191 SELLER.
192
193 Effect of BUYER'’S Failure to Timely Provide Written Termination or BUYER’S Request: Failure of the BUYER to
194 timely provide written notice of termination or a written BUYER’S Request as described in lines 208 through 253
195 below prior to the expiration of the DDI Period shall be deemed as acceptance by the BUYER of the Property’s
196 current condition.
197
198 DDI Period Activities: During the inspection and due diligence period the BUYER may, at the BUYER’S expense,
199 have any inspections made by experts or others of his choosing. Such physical inspections may include but are
200 not limited to surveys, inspections for termites and other wood destroying insects, and/or damage from same,
201 molds, and fungi hazards, and analysis of synthetic stucco, drywall, appliances, structures, foundations, roof,
202 heating, cooling, electrical, plumbing systems, utility and sewer, including but not limited to septic tanks and
203 pump grinder systems availability and condition, out-buildings, and square footage. Other due diligence by the
204 BUYER may include but is not limited to investigation into the Property’s school district, insurability, flood zone
205 classifications, current zoning and/or subdivision restrictive covenants and any items addressed in the SELLER’S
206 Property Disclosure Document. All testing shall be nondestructive testing.
207
208 BUYER’S OPTIONS PRIOR TO THE EXPIRATION OF THE DDI PERIOD: If the BUYER is not satisfied with the
209 condition of the Property or the results of the BUYER’S due diligence or investigations, the BUYER may choose
210 one of the following options prior to the expiration of the DDI Period:
211
212 OPTION 1:
213 A= The BUYER may elect, in writing, to terminate the Agreement and declare the Agreement null and void.
214
215 Effect of the BUYER’S Termination of the Agreement pursuant to Option 1: If the BUYER elects to terminate this
216 Agreement in writing, the Agreement shall be automatically ipso facto null and void with no further action
217 required by either party except for return of Deposit to the BUYER.
218
219 OPTION 2:
220 A. The BUYER may present a single, signed, and complete written list to the Seller of the deficiencies and desired
221 remedies (“BUYER’S Request”).
222
223 B. If the BUYER selects Option 2, the following process shall apply:
224 1. (a) SELLER’S Response to BUYER’S Request: If provided a BUYER’S REQUEST, the SELLER shall respond
225 in writing as to the SELLER’S willingness to or refusal to remedy any deficiencies identified in the BUYER’S
226 Request. Seller’s signed, written response shall be provided to the BUYER within 72 hours of receipt of the
227 BUYER’S Request (“SELLER’S Response”).
228 (b) Effect of SELLER’S Failure to Timely Respond to the BUYER’S Request: If the SELLER fails to timely
229 respond to the BUYER’S Request in writing within the required time frame, then the BUYER shall have 72
230 hours from when the SELLER’S Response was due to notify the SELLER in writing that the BUYER will:
231 (i) accept the Property in its current condition; or
232 (ii) elect to terminate this Agreement.
233 (c) Effect of the BUYER’S Failure to Timely Respond to SELLER’S Failure to Timely Respond: If the
234 BUYER fails to provide this notice (lines 228 through 232) in writing within the required time frame, the
235 Agreement shall be automatically, with no further action required by either party, ipso facto null and void
236 except for return of Deposit to the BUYER.
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

237 2. (a) BUYER’S Response to SELLER’S Response: Should the SELLER in the SELLER’S Response refuse to
238 remedy any or all the deficiencies listed by the BUYER, then the BUYER shall have 72 hours from receipt of
239 the SELLER’S Response or 72 hours from the date that the SELLER’S Response was due, whichever is earlier,
240 to take one of the following actions (“BUYER’S Response”). The BUYER’S Response shall be provided to the
241 SELLER in writing.
242 (i) accept the SELLER’S Response to the BUYER’S Request, or
243 (ii) accept the Property in its current condition, or
244 (iii) to elect to terminate this Agreement in writing which shall automatically make the Agreement ipso
245 facto null and void with no further action required by either party except for the return of Deposit
246 to the BUYER.
247 (b) Effect of BUYER’S Failure to Timely Respond to SELLER’S Response: If the BUYER fails to respond
248 to the SELLER’S Response within the time specified, then the Agreement shall be automatically, with no
249 further action required by either party, ipso facto null and void except for return of Deposit to the BUYER.
250
251 Upon receipt of the written BUYER’S Response to the SELLER’S Response, the SELLER shall not be required to
252 remedy any additional deficiencies requested by the BUYER, unless the parties enter into an additional
253 agreement in writing.
254
255 PRIVATE WATER/SEWERAGE:
256
257 [ There is/are (# ) private water system(s) servicing only the primary residence, and
258 the attached private Septic/Water Addendum inspections shall include only the system(s) supplying service to
259 the primary residence.
260
261 O There is NO private water system(s) servicing only the primary residence. [Relocated from 4" to 2" provision.]
262
263 O There is/are (# ) private septic/treatment system(s) servicing only the primary
264 residence and the attached private Septic/Water Addendum inspections shall include only those systems
265 supplying service to the primary residence.
266
267 [ There is NO private septic/treatment system(s) servicing only the primary residence.
268
269 APPRAISAL: [ This sale is NOT conditioned on appraisal. I This sale IS conditioned on the appraisal of the
270 Property being not less than the Sale Price. The SELLER agrees to provide the utilities and access for appraisals. If
271 the appraised value of the Property is equal to or greater than the Sale Price, the BUYER shall pay the Sale Price
272 agreed upon prior to the appraisal. If the appraised value is less than the Sale Price, the BUYER shall provide the
273 SELLER with a copy of the appraisal within (# ) calendar days of receipt of
274 same, along with the BUYER’S written request for the SELLER to reduce the Sale Price. Within
275 (# ) calendar days after the SELLER'’S receipt of such written documentation
276 of the appraised value, the BUYER shall have the option to pay the Sale Price agreed upon prior to the appraisal
277 or to void this Agreement unless the SELLER agrees in writing to reduce the Sale Price to the appraised value or
278 all parties agree to a new Sale Price. [Relocated from Prior Version, p. 4, Il. 113-122.]
279
280 WARRANTY OR AS IS CLAUSE WITH WAIVER OF RIGHT OF REDHIBTION: (CHECK ONE ONLY)
281 ] A. SALE WITH WARRANTIES: The SELLER and the BUYER acknowledge that this sale shall be with full SELLER
282 warranties as to any claims or causes of action including but not limited to redhibition pursuant to Louisiana Civil
283 Code Article 2520 et seq.
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

284 [ B. SALE “AS IS” WITHOUT WARRANTIES: The SELLER and the BUYER hereby acknowledge and recognize that
285 the Property being sold and purchased is to be transferred in “as is” condition and further the BUYER does hereby
286 waive, relieve and release the SELLER from any claims or causes of action for redhibition pursuant to Louisiana
287 Civil Code Article 2520 et seq. and Article 2541 et seq. or for reduction of Sale Price pursuant to Louisiana Civil
288 Code Article 2541 et seq. Additionally, the BUYER acknowledges that this sale is made without warranty of fitness
289 for ordinary or particular use pursuant to Louisiana Civil Code Article 2524. The SELLER and the BUYER agree that
290 this clause shall be made a part of the Act of Sale.
291 [ C. NEW HOME WARRANTIES: Notwithstanding lines 282through—291 281 through 290 and irrespective of
292 whether A or B above is checked, if the Property is a new construction, the parties agree that neither A or B will
293 apply but instead the provisions of the New Home Warranty Act (LA R.S. 9:3141 et seg-) shall apply. The warranty
294 of condition of this Property is governed by the New Home Warranty Act if a home on the Property is a “home”
295 as defined in the New Home Warranty Act.
296
297 HOME SERVICE/WARRANTY: A home service/warranty plan [ will / O will not be purchased at the closing of
298 sale at a cost not to exceed (S )
299 to be paid by [J the BUYER / I the SELLER.
300
301 Home Service Warranty will be ordered by .
302 The home service warranty plan does not warrant pre-existing defects and options, and does not supersede or
303 replace any other inspection clause or responsibilities. If neither the BUYER nor the SELLER accepts the home
304 service warranty plan, they declare that they have been made aware of the existence of such a plan, and further
305 declare that they hold the Broker and Agents harmless from any responsibility or liability due to their rejection
306 of such a plan. [Relocated from Prior Version, p. 7, Il. 269-280.]
307
308 MERCHANTABLE TITLE/CURATIVE WORK: The SELLER shall deliver to the BUYER a merchantable title at the
309 SELLER’S costs (see lines 97-threugh111 108 through 122). If curative work in connection with the title to the
310 Property is required or is a requirement for obtaining the loan(s) upon which this Agreement is conditioned, the
311 parties agree to and do extend the date for passing the Act of Sale to a date not more than
312 (# ) calendar days from the date of the Act of Sale stated herein. The SELLER’S title shall be merchantable
313 and free of all liens and encumbrances except those that can be satisfied at Act of Sale. All costs and fees required
314 to make title merchantable shall be paid by the SELLER. The SELLER shall make good faith efforts to deliver
315 merchantable title. The SELLER’S inability to deliver merchantable title within the time stipulated herein shall
316 render this Agreement null and void, reserving unto the BUYER the right to demand the return of the Deposit
317 and to recover from the SELLER actual costs incurred in processing of sale as well as legal fees incurred by the
318 BUYER.
319
320 FINAL WALK THROUGH: The BUYER shall have the right to re-inspect the Property within five (5) calendar days
321 prior to the Act of Sale, or occupancy, whichever will occur first in order to determine if the Property is in the
322 same or better condition as it was at the initial inspection(s) and to insure ensure all agreed upon repairs have
323 been completed. The SELLER agrees to provide utilities and immediate access to the Property for the final walk
324 through. andimmediateaccessto-the Property:
325
326 DEFAULT OF AGREEMENT BY THE SELLER: In the event of any default of this Agreement by the SELLER, the BUYER
327 shall at the BUYER’S option have the right to declare this Agreement null and void with no further demand, or to
328 demand and/or sue for any of the following:
329 1) Termination of this Agreement
330 2) Specific performance
331 3) Termination of this Agreement and an amount equal to 10% of the Sale Price as stipulated damages.
BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

332 Further, the BUYER shall be entitled to the return of the Deposit. The prevailing party to any litigation brought to
333 enforce any provision of this Agreement shall be awarded their attorney fees and costs. The SELLER may also be
334 liable for Broker fees.
335
336 DEFAULT OF AGREEMENT BY BUYER: In the event of any default of this Agreement by the BUYER, the SELLER
337 shall have at the SELLER’S option the right to declare this Agreement null and void with no further demand, or to
338 demand and sue for any of the following:
339 1) Termination of this Agreement
340 2) Specific performance
341 3) Termination of this Agreement and an amount equal to 10% of the Sale Price as stipulated damages.
342
343 Further, the SELLER shall be entitled to retain the Deposit. The prevailing party to any litigation brought to
344 enforce any provision of this Agreement shall be awarded their attorney fees and costs. The BUYER may also be
345 liable for Broker fees.
346
347 BUYER BROKER COMPENSATION: At closing, SELLER shall pay (SO / 0% of Sale
348 Price if left blank) toward the BUYER’s Broker’s compensation. The parties agree that they shall disburse or direct
349 the disbursement of such payment at closing to the BUYER’s Broker from the SELLER’s sale proceeds. The parties
350 further agree that any party obligated to pay broker compensation shall provide additional funds at closing if the
351 sale proceeds are insufficient to make such payment. The parties acknowledge that broker compensation is not
352 set by law and is fully negotiable. The BUYER’s Broker shall not receive compensation for real estate activity from
353 any source that exceeds the amount or rate agreed upon in a buyer agreement required by La. R.S. 37:1448.4.
354
355 ROLES OF BROKERS AND DESIGNATED AGENTS: Broker(s) and Designated Agent(s) have acted only as real estate
356 brokers to bring the parties together and make no warranty to either party for performance or non-performance
357 of any part of this Agreement or for any warranty of any nature unless specifically set forth in writing.
358
359 Broker(s) and Designated Agent(s) make no warranty or other assurances whatsoever concerning Property
360 measurements, square footage, room dimensions, lot size, Property lines or boundaries. Broker(s) and
361 Designated Agent(s) make no representations as to suitability or to a particular use of the Property, and the
362 BUYER has or will independently investigate all conditions and characteristics of the Property which are
363 important to the BUYER. The BUYER is not relying on the Broker or the Designated Agent(s) to choose a
364 representative to inspect or re-inspect the Property; the BUYER understands any representative desired by the
365 BUYER may perform this function. If Broker/Agent(s) provides names or sources for such advice or assistance,
366 Broker/Agent(s) does not warrant the services of such experts or their products and cannot warrant the condition
367 of Property or interest to be acquired or guarantee that all defects are disclosed by the SELLER(S).
368 Broker/Agent(s) do not investigate the status of permits, zoning, code compliance, restrictive covenants, or
369 insurability. The Broker(s) and Designated Agent(s) specifically make no warranty whatsoever as to whether the
370 Property is situated in or out of the Government’s hundred-year flood plan or is or would be classified as wetlands
371 by the U.S. Army Corps of Engineers, or as to the presence of wood destroying insects or damage there from.
372 The BUYER(S) are to satisfy themselves concerning these issues. Designated Agent shall be an independent
373 contractor for Broker if the conditions as set forth in LA-R:S-—37:3446{h} La. R.S. 37:1446(H) are met.
374
375 LIST ADDENDA TO BE ATTACHED AND MADE A PART OF THIS AGREEMENT:
376 [ Contingency for Sale of the BUYER’S Other Property Addendum [0 Deposit-Addendum-
377 O Condominium Addendum O
378 [ Private Water/Sewerage Addendum |
379 [0 New Construction Addendum O

BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:

BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

380 If any of the pre-printed portions of this Agreement vary or conflict with any additional or modified terms on
381 blanks provided in this form or Addendum attached to this Agreement, the additional, modified, or Addendum
382 provisions control.
383
384 MOLD RELATED HAZARDS NOTICE: An informational pamphlet regarding common mold related hazards that can
385 affect real property is available at the EPA website: https://www.epa.gov/sites/default/files/2016-
386 10/documents/moldguide12.pdf. By initialing this page of the Agreement, the BUYER acknowledges that the real
387 estate agent has provided the BUYER with the EPA website enabling the BUYER to obtain information regarding
388 common mold related hazards.
389
390 OFFENDER NOTIFICATION: The Louisiana State Police maintains the State Sex Offender and Child Predator
391 Registry through the Louisiana Bureau of Criminal Identification and Information. It is a public access database
392 of the locations of individuals who are required to register pursuant to £A La. R.S. 15:540 et seq. The website for
393 the database is: wwwlsperglcommunity-outreach/sex-offenderregistry/ https://Isp.org/community-
394 outreach/sex-offender-registry/. Sheriff and police departments serving jurisdictions of 450,000 also maintain
395 such information. Inquiries can be made by phone at 1-800-858-0551. Send written inquiries to Post Office Box
396 66614, Box A-6, Baton Rouge, Louisiana 70896.
397
398 FLOOD HAZARD INFORMATION: An informational website regarding flood hazards that can affect real property
399 is available at the FEMA website: https/fmscfemagov/portal https://msc.fema.gov/portal/home.
400
401 CHOICE OF LAW: This Agreement shall be governed by and shall be interpreted in accordance with the laws of
402 the State of Louisiana. [Relocated from Prior Version, p. 9, Il. 335-352.]
403
404 SINGULAR — PLURAL USE: Wherever the word BUYER or the word SELLER occurs in this Agreement or is referred
405 to, the same shall be construed as singular or plural, masculine or feminine or neuter, as the case may be.
406
407 ACCEPTANCE: Acceptance of this Agreement shall be in writing. This Agreement may be executed by use of
408 electronic signatures, in accordance with the Louisiana Uniform Electronic Transaction Act. The original of this
409 Agreement shall be delivered to the listing Broker’s firm. This Agreement and any supplement addendum or
410 modification relating hereto, including any photocopy, facsimile, or electronic transmission thereof, may be
411 executed in two or more counterparts, all of which shall constitute one and the same Agreement.
412
413 NOTICES AND OTHER COMMUNICATIONS: All notices, requests, claims, demands, and other communications
414 related to or required by this Agreement shall be in writing. Notices permitted or required to be given (excluding
415 service of process) shall be deemed sufficient if delivered by (a) mail, (b) hand delivery, (c) overnight delivery,
416 (d) facsimile, (e) email, or (f) other e-signature transmissions addressed to the respective addresses of the parties
417 as written on the first page of this Agreement or at such other addresses as the respective parties may designate
418 by written notice.
419
420 CONTRACT: This is a legally binding contract when signed by both the SELLER and the BUYER. READ IT
421 CAREFULLY. If you do not understand the effect of any part of this Agreement, seek legal advice before signing
422 this contract or attempting to enforce any obligation or remedy provided herein.
423
424 ENTIRE AGREEMENT: This Agreement constitutes the entire Agreement between the parties, and any other
425 agreements not incorporated herein, in writing, are void and of no force and effect.

BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
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426 DEADLINES: TIME IS OF THE ESSENCE, and all deadlines are final, except where modifications, changes, or
427 extensions are made in writing and signed by all parties to this Agreement. All “calendar days” as used in this
428 Agreement or as are put forth in this Agreement shall end at 11:59 p.m. (CST) in Louisiana. [Relocated from Prior
429 Version, p. 9, Il. 354-356.]

430

431 EXPIRATION OF OFFER:

432 This offer is binding and irrevocable until ,20___at OAM O PM O NOON.
433 The Acceptance of this offer shall be communicated to the offering party by the deadline stated on line 423 to
434 be binding and effective.

435

436

437 [ Buyer’s/ [ Seller’s Signature E-Date/Time [ Buyer’s/ [ Seller’s Signature B Date/Time
438

439

440 Print Buyer’s/Seller’s Full Name (First, Middle, Last) Print Buyer’s/Seller’s Full Name (First, Middle, Last)
441

442

443 [ Buyer’s/ I Seller’s Signature Bl Date/Time [ Buyer’s/ [ Seller’s Signature H Date/Time
444

445

446 Print Buyer’s/Seller’s Full Name (First, Middle, Last) Print Buyer’s/Seller’s Full Name (First, Middle, Last)
447

448 This offer was presented to the [1 Seller [1 Buyer by

449

450

451 Day/ Date/ Time OO AM O PM I NOON

452

453

454 This offer is: [J Accepted [J Rejected (without counter) [ Countered (see attached counter) by:

455

456

457 [ Buyer’s/ I Seller’s Signature 1 Date/Time [ Buyer’s/ [ Seller’s Signature O Date/Time
458

459

460 Print Buyer’s/Seller’s Full Name (First, Middle, Last) Print Buyer’s/Seller’s Full Name (First, Middle, Last)
461

462

463 [ Buyer’s/ 1 Seller’s Signature I Date/Time [ Buyer’s/ [ Seller’s Signature ) Date/Time
464

465

466 Print Buyer’s/Seller’s Full Name (First, Middle, Last) Print Buyer’s/Seller’s Full Name (First, Middle, Last)
467

468 This offer was presented to the [1 Seller [1 Buyer by

469

470

471 Day/ Date/ Time OO AM [0 PM [J NOON
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

PROPERTY DISCLOSURE DOCUMENT

In accordance with £SA-R-S-9:3196-3200 La. R.S. 9:3196 et seq, a SELLER of residential real property shall furnish
BUYERS with a Property Disclosure Document. A complete copy of these statutes may be found at: www.legis.la.gov. The
required Property Disclosure Document may be in the form promulgated by the Louisiana Real Estate Commission
(“Commission”) or in another form containing substantially the same information. The Commission form may be found at:

www.lrec.gov.

RIGHTS OF BUYER AND CONSEQUENCES FOR FAILURE TO DISCLOSE: If the Property Disclosure Document is
delivered after the BUYER makes an offer, the BUYER can terminate any resulting real estate contract or withdraw the offer
for up to 72 hours after receipt of the Property Disclosure Document. This termination or withdrawal will be without
penalty to the BUYER, and any deposit or earnest money shall be promptly returned to the BUYER {despite any agreement
to the contrary).

DUTIES OF REAL ESTATE LICENSEES AND CONSEQUENCES FOR FAILURE TO FULFILL SUCH DUTIES: Louisiana law
requires real estate licensees to inform their clients of those clients’ duties and rights in connection with the Property
Disclosure Document. Failure to inform could subject the licensee to censure, suspension, or revocation of his or her
license, as well as fines. The licensee is not liable for any error, inaccuracy, or omission in a Property Disclosure Document,
unless the licensee has actual knowledge of the error, inaccuracy, or omission by the SELLER.

KEY DEFINITIONS:

= “Residential real property” or “property” is real property consisting of one or not more than four residential dwelling
units, which are buildings or structures each of which are occupied or intended for occupancy as single-family
residences.

= “Known defect” or “defect” is a condition found within the property that was actually known by the SELLER and that
results in one or all of the following:

a) It has a substantial adverse effect on the value of the property.
b) It significantly impairs the health or safety of future occupants of the property.

c) If not repaired, removed, or replaced, significantly shortens the expected normal life of the property.

OTHER IMPORTANT PROVISIONS OF THE LAW:

= A Property Disclosure Document shall NOT be considered a warranty by the SELLER.

= A Property Disclosure Document is for disclosure purposes only; it shall not be construed as part of any contract
between the SELLER and the BUYER.

= The Property Disclosure Document shall not be used as a substitute for any inspections or warranties that the
BUYERS or SELLER may obtain.

= Nothing in this law precludes the rights or duties of a BUYER to inspect the physical condition of the property.

= The SELLER shall not be liable for any error, inaccuracy, or omission of any information required to be delivered to
the BUYERS if the error, inaccuracy, or omission was not a willful misrepresentation, according to the best of the
SELLER's information, knowledge, and belief or was based on information provided by a public body or another
person with a professional license or special knowledge, who provided a written or oral report or opinion that the
SELLER reasonably believed to be correct and which was transmitted by the SELLER to the BUYER.

Residential Property Disclosure Document (01/2024 2026)
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

PROPERTY DISCLOSURE EXEMPTION FORM

WHO IS REQUIRED TO MAKE DISCLOSURE? ALL SELLERS are required to make written disclosure of known
defects regarding a property being transferred. A SELLER’S obligation to furnish a Property Disclosure Document applies
to any transfer of any interest in residential real property, whether by sale, exchange, bond for deed, lease with option to
purchase, etc. The following transfers are exempt from the requirement to provide a Property Disclosure Document:

CHECK ALL THAT APPLY:

O

Ooood U

U

1.

© N o w

10.

11.
12.

13.
14.

15.

Transfers ordered by a court, including but not limited to a transfer ordered by a court in the administration
of an estate, a transfer pursuant to a writ of execution, a transfer by any foreclosure sale, a transfer by a
trustee in bankruptcy, a transfer by eminent domain, and any transfer resulting from a decree of specific
performance.

Transfers to a mortgagee by a mortgagor or successor in interest who is in default.

Transfers by a mortgagee who has acquired the residential real property at a sale conducted pursuant to a
power of sale under a mortgage or a sale pursuant to decree of foreclosure, or who has acquired the
residential property by a deed in lieu of foreclosure.

Transfers by a fiduciary in the course of administration of a decedent's estate, guardianship, conservatorship,
or trust.

Transfers of newly constructed residential real property, which has never been occupied.
Transfers from one or more co-owners solely to one or more of the remaining co-owners.
Transfers from the succession executor or administrator pursuant to testate or intestate succession.

Transfers of residential real property that will be converted by the BUYER into a use other than residential
use.

Transfers of residential real property to a spouse or relative in the line of consanguinity (blood line).

Transfers between spouses resulting from a judgment of divorce or a judgment of separate maintenance or
from a property settlement agreement incidental to such a judgment.

Transfers or exchanges to or from any governmental entity.

Transfers from an entity that has acquired title or assignment of a real estate contract to a piece of residential
real property to assist the prior owner in relocating, as long as the entity makes available to the BUYER a
copy of the property disclosure statement, any inspection reports if any furnished to the entity by the prior
owner, or both.

Transfers to an inter vivos trust.

Acts that, without additional consideration and without changing ownership or ownership interest, confirm,
correct, modify, or supplement a deed or conveyance previously recorded.

NONE OF THE EXEMPTIONS ABOVE APPLY TO THE SELLER(S).

Residential Property Disclosure Document (01/2024 2026)
Page 2 of 13
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP)

CHECK ONE BOX:

O SELLER claims that he/she is exempt from filling out the Property Disclosure Document and declares that SELLER
has no knowledge of known defects to the property.

] SELLER has reviewed the Property Disclosure Exemption Form. SELLER does not claim any of the exemptions
enumerated in the Property Disclosure Exemption Form. Accordingly, SELLER will complete the Property
Disclosure Document.

] SELLER claims that he/she is exempt from filling out the Property Disclosure Document and declares that SELLER
has knowledge of known defects to the Property and will disclose such known defects on the Property
Disclosure Document.

SELLER (sign)
SELLER (sign)
SELLER (sign)

SELLER (sign)

Received by:
BUYER (sign)

BUYER (sign)
BUYER (sign)

BUYER (sign)

Date Time
Date Time
Date Time
Date Time
Date Time
Date Time
Date Time
Date Time

Residential Property Disclosure Document (01/2024 2026)
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

The following representations are made by the SELLER and NOT by any real estate licensee.
This document is not a substitute for any inspections or professional advice the BUYER may wish to obtain.

The following information is based only upon the SELLER’s actual knowledge of the property. The SELLER may disclose
only what the SELLER actually knows. The SELLER may not know about all material or significant items affecting the
property.

Y = Yes N=No NK=No Knowledge

SECTION 1: LAND

1. What is the length of ownership of the property by the SELLER? Include the year purchased:

2. Lotsize or acres

3. Are you aware of any servitudes or encroachments regarding the property, other than typical, customary utility
servitudes, that would affect use of the property? Oy [ON

4. Are you aware of any rights vested in others? Check all that apply and explain at the end of this section.

Timber rights ay N Leased land Oy N
Right of ingress or egress ay 0N Mineral rights gy N
Right of way gy 0N Surface rights gy N
Right of access ay ON Air rights Oy ON
Servitude of passage gy 0N Usufruct gy N
Servitude of drainage ay N Other

Common driveway Oy N

5. Has any part of the property been determined to be or pending determination as a wetland by the United States Army
Corps of Engineers under §404 of the Clean Water Act? Oy ON [ONK

If yes, documentation shall be attached and become a part of this Property Disclosure Document.

The Clean Water Act is a federal law that protects the wetlands of the United States. Section 404 of the Act contains
permit requirements for altering or building on property that has been determined a wetland by the Army Corps of
Engineers. The Corps may assess a fee to the SELLER or BUYER of a property for this determination. A property that has
been determined a wetland may result in additional costs for a Section 404 permit.

Question Number Explanation of “Yes” answers || Additional sheet is attached
BUYER'’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
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SECTION 2: TERMITES, WOOD-DESTROYING INSECTS AND ORGANISMS

6. Has the property ever had termites or other wood-destroying insects or organisms?

a) During the time the SELLER owned the property? Oy ON

b) Prior to the time the SELLER owned the property? Oy ON [ONK
c) Was there any damage to the property? Oy ON [ONK
d) Was the damage repaired? Oy ON [ONK

7. If the property is currently under a termite contract, provide the following:

a) Name of company

b) Date contract expires

c) List any structures not covered by contract

Question Number Explanation of “Yes” answers O Additional sheet is attached

SECTION 3: STRUCTURE(S)

8. What is the approximate age of each structure on the property? Include the year(s) each structure was built.

Main structure Year:

Other structures Year:

9. Have there been any additions or alterations made to the structures during the time the SELLER owned the property?
Oy [ON

If yes, were the necessary permits and inspections obtained for all additions or alterations?
ay OON [ONK

10. What is the approximate age of the roof of each structure? Include the year(s) each roof was installed and/or replaced.

Main structure Year:

Other structures Year:
BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP)

DATE

11. Are you aware of any defects regarding the following? Check all that apply; and, if yes, explain at the end of this section.

Roof gy ON Irrigation system Oy
Interior walls ay CIN Ceilings oy
Floor ay CIN Exterior walls oy
Attic spaces gy 0N Foundation gy
Porches gy LIN Basement oy
Steps/Stairways gy 0N Overhangs gy
Pool gy LIN Railings oy
Decks gy LIN Spa oy
Windows ay CIN Patios oy
Other

N
CIN
CIN
LN
LN
LN
LN
LN
LN

12. Has there ever been any property damage, including but not limited to fire, wind, hail, lightning, or other property

damage, excluding flood damage referenced in Section 3 6?
a) During the time the SELLER owned the property? gy
b) Prior to the time the SELLER owned the property? ay

c) If yes, detail all property damages/defects and repair status at the end of this section.

LN
CIN

LI NK

d) Have there ever been insurance claim(s) related to the property? If yes, include all known claims, losses, work

history, and payment history:

13. Has there been any foundation repair?

a) During the time the SELLER owned the property? Oy ON
b) Prior to the time the SELLER owned the property? Oy ON [ONK
c) Isthere a transferable warranty available? Oy ON [ONK
d) If yes, provide the name of the warranty company
14. Does the property contain exterior insulation and finish system (EIFS) or other synthetic stucco?
ay CON [CINK

Question Number Explanation of “Yes” answers ] Additional sheet is attached

is included with this Property Disclosure Document if any structure was built before 1978.

SELLER shall complete and provide the “Disclosure on Lead-Based Paint and Lead-Based Paint Hazard Addendum” that

BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

SECTION 4: PLUMBING, WATER, GAS, AND SEWAGE

15. Are you aware of any defects with the plumbing system?
a) During the time the SELLER owned the property? Oy ON
b) Prior to the time the SELLER owned the property? Oy ON

16. Are you aware of any defects with the water piping?
a) During the time the SELLER owned the property? Oy [ON
b) Prior to the time the SELLER owned the property? Oy [ON
c) The water is supplied by:

L] Municipality [ Private utility [ On-site system [ Shared well system [ Other
d) How many private wells service the primary residence only?

e) If there are private wells, when was the water last tested? Date Results
f) Are you aware of any polybutylene piping in the structure? Oy [ON
17. Is there gas service available to the property? Oy ON [ONK
a) If yes, what type? [ Butane [ Natural [ Propane
b) If yes, are you aware of any defects with the gas service? Oy [ON
c) If Butane or Propane, are the tanks: ] Owned L] Leased

d) If leased, please list service provider:

18. Are you aware of any defects with any water heater?
a) During the time the SELLER owned the property? Oy [ON
b) Prior to the time the SELLER owned the property? Oy ON
¢) How many water heaters exist on the property? If known, include the year and type of each water heater.

19. The sewerage service is supplied by: [1 Municipality [ Community [ Other

a) How many private sewer systems service the primary residence only?

b) Is the property serviced by a pump grinder system? Oy ON [ONK

Question Number Explanation of “Yes” answers o Additional sheet is attached

SELLER shall attach a private water/sewage disclosure if the property described herein is not connected to a community
sewerage system (i.e., any sewerage system which serves multiple homes/connections) or is not connected to a water
system regulated by the Louisiana Department of Health.

BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
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SECTION 5: ELECTRICAL, HEATING AND COOLING, APPLIANCES

20. Are you aware of any defects with the electrical system?

a) During the time the SELLER owned the property? Oy ON
b) Prior to the time the SELLER owned the property? Oy ON
c) Are you aware of any aluminum wiring in the structure? Oy [ON

21. Are you aware of any defects with the heating or cooling systems?
a) During the time the SELLER owned the property? Oy ON
b) Prior to the time the SELLER owned the property? Oy [ON

22. Hafireplacels)-existsHs-itwerking?2 Are you aware of any defects with the fireplace(s)? Oy ON HEnNk

23. Are you aware of any defects in any permanently installed or built-in appliances?
a) During the time the SELLER owned the property? Oy ON
b) Prior to the time the SELLER owned the property? Oy [ON

24. Does the property or any of its structures contain any of the following? Check all that apply and provide additional
details at the end of this section.

Security alarm Oy N CONK  Generator ay N 1 NK

Fire alarm gy N CONK  Smoke detector ay ON L1 NK
(10-yr. lithium battery)

Solar panel Oy N CONK  CO detector! Oy ON L1 NK
(Long-life, sealed battery)

Audio/Video surveillance Oy ON 0 NK

a) Are any of the items leased or financed? Oy ON [ONK

b) If leased or financed, please list service provider(s) and contact information:

Question Number Explanation of “Yes” answers O Additional sheet is attached
BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
BUYER'S Initials: BUYER'S Initials: SELLER’S Initials: SELLER’S Initials:

1See La. R.S. 40:1581, regarding smoke detector and carbon monoxide detector requirements.
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SECTION 6: FLOOD, FLOOD ASSISTANCE, AND FLOOD INSURANCE

25.

26.

27.

28.

29.

30.

31.

32.

Has any flooding, water intrusion, accumulation, or drainage problem been experienced with respect to the land? If
yes, indicate the nature and frequency of the defect at the end of this section.

a) During the time the SELLER owned the property? Oy [ON

b) Prior to the time the SELLER owned the property? Oy ON [ONK
Has any structure on the property ever flooded, by rising water, water intrusion or otherwise? If yes, indicate the
nature and frequency of the defect at the end of this section.

a) During the time the SELLER owned the property? Oy [ON

b) Prior to the time the SELLER owned the property? Oy ON [ONK
What is/are the flood zone classification(s) of the property? What is the source and date of this

information? Check all that apply.
Survey/Date Elevation Certificate/Date Other/Date

FEMA Flood Map - https://msc.fema.gov/portal/home

https://www.floodsmart.gov/understanding-my-flood-zone

Other: (please provide)

SPECIAL FLOOD HAZARD AREAS. If the property is located within a designated special flood hazard area on a map
prepared by the Federal Emergency Management Agency, the federal law (42 U.S.C. 41043, et seq.), mandates that
prospective purchasers be advised that flood insurance may be required as a condition of obtaining financing. Is the
property within a designated special flood hazard area? Oy [ON

Is there flood insurance on the property? Oy ON

IF YES, A COPY OF THE POLICY DECLARATIONS PAGE SHALL BE ATTACHED AND BECOME PART OF THIS PROPERTY
DISCLOSURE DOCUMENT.

PRIVATE FLOOD INSURANCE

Does the SELLER have a flood elevation certificate that will be shared with BUYER? Oy [ON
Has the SELLER made a private flood insurance claim for this property? Oy [ON
a) If YES, was the claim approved? Oy ON

b) If YES, what was the amount received?

Did the previous owner make a private flood insurance claim for this property? Oy ON [ONK
a) If YES, was the claim approved? Oy ON [ONK

b) If YES, what was the amount received?

BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
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PROPERTY DESCRIPTION (ADDRESS, CITY, STATE ZIP) DATE

33.

34.

35.

NATIONAL FLOOD INSURANCE PROGRAM (NFIP)
Has the SELLER made an NFIP claim for this property? Oy [ON
a) If YES, was the claim approved? Oy [ON

b) If YES, what was the amount received?

Did the previous owner make an NFIP claim for this property? Oy ON [ONK
a) If YES, was the claim approved? Oy ON [ONK

b) If YES, what was the amount received?

FEDERAL DISASTER ASSISTANCE/GRANT

If the SELLER or previous owner has previously received federal flood disaster assistance and such assistance was
conditioned upon obtaining and maintaining flood insurance on the property, federal law, i.e. 42 U.S.C. § 51543,
mandates that prospective purchasers be advised that they will be required to maintain insurance on the property and
that if insurance is not maintained and the property is thereafter damaged by a flood disaster, the purchaser may not
be eligible for additional federal flood disaster assistance. To the best of the SELLER’s knowledge, has federal flood
disaster assistance been previously received regarding the property? Oy ON [ONK

a) If YES, from which federal agency (e.g., FEMA, SBA)?

b) If YES, what was the amount received?

c) If YES, what was the purpose of the assistance (e.g., elevation, mitigation, restoration?

ROAD HOME PROGRAM

36. Was SELLER a recipient of a Road Home grant? Oy [ON

37. Was a previous owner of the property a recipient of a Road Home grant? Oy [ON [COINK

If YES, complete (a) — (c) below:

a) Is the property subject to the Road Home Declaration of Covenants Running with the Land or other requirements
to obtain and maintain flood insurance on the property? Oy ON [ONK

b) If YES, attach a copy of the Road Home Program Declaration of Covenants other requirements to obtain and
maintain flood insurance on the property.

c) Has the SELLER or PREVIOUS OWNER(S) personally assumed any terms of the Road Home Program Grant

Agreement? Oy ON [ONK
Question Number Explanation of “Yes” answers O Additional sheet is attached
BUYER'S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
BUYER'’S Initials: BUYER'’S Initials: SELLER'’S Initials: SELLER'’S Initials:
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SECTION 7: MISCELLANEOUS

38.

39.

40.

41.

42.

43.

Are you aware of any building restrictions or restrictive covenants which may provide for restrictions as to the use of
the property or as to the type of construction or materials to be used in the construction of any of structure on the
property? Oy [ON

What is the zoning of the property?

Has it ever been zoned for commercial or industrial? Oy ON [ONK
Is the property located in an historic district? Oy ON [ONK
If yes, which historic district? (See attached historic disclosure).

Are you aware of any conflict with current usage of the property and any zoning, building and/or safety restrictions of
the property? Oy [ON

Are you aware of any current governmental liens or taxes owing on the property? Oy [ON

Is membership in a homeowners’ association (HOA), condominium owners’ association (COA), or property owners’

association (POA) required as the result of owning this property? Oy ON
a) Are any HOA, COA, or POA dues required? Oy ON
b) Are there any current or pending special assessments? Oy ON [ONK

c) Provide contact information (name, email, or phone number) for HOA, COA, or POA.

Any information contained in this property disclosure regarding HOAs, COAs, or POAs, restrictive covenants or building
restrictions is summary in nature. The covenants, restrictive covenants, building restrictions, & some HOA governing
documents are a matter of public record and may be obtained from the conveyance records on file at the Clerk of Court
in the parish where the property is located. The HOA, COA, or POA governing documents may be requested from the
seller and seller shall provide such documents, only to the extent that seller is in possession of such documents.
Documents regarding any restrictive covenants & building restrictions governing the property may be obtained from the
public records or from the person listed above (if blank, the seller is unaware of any contact person to provide such

documents).
44. Are the streets accessing the property: U Private O Public L] NK
45. Is the property subject to a common regime of restrictive covenants or building restrictions or both?
a) Restrictive Covenants Oy ON [ONK
b) Building Restrictions Oy ON [ONK
c) Both Oy ON [ONK
BUYER'’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
BUYER’S Initials: BUYER'’S Initials: SELLER’S Initials: SELLER’S Initials:
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46. Is there a homestead exemption in effect? Oy ON [ONK
47. Is there any pending litigation regarding the property not previously disclosed in this document?
Oy ON LCINK
48. Has an animal or pet ever inhabited the structure?
a) During the time the SELLER owned the property? Oy ON
b) Prior to the time the SELLER owned the property? Oy ON [ONK

49. Does the property or any of its structures contain any of the following? Check all that apply and provide additional
details at the end of this section.

Asbestos Oy ON CONK Formaldehyde Oy ON 0 NK

Radon gas ay ON ONK Chemical storage gy ON O NK
tanks

Contaminated soil Oy ON [ONK Contaminated water Oy ON 0 NK

Hazardous waste Oy ON [INK Toxic mold ay ON O] NK

Mold/Mildew Oy ON O NK Electromagnetic Oy ON 0 NK
fields

Contaminated Oy ON [CINK Contaminated Oy ON 0 NK

drywall/sheetrock flooring

Other adverse materials Oy ON 0 NK

or conditions

50. Is there or has there ever been an illegal laboratory for the production or manufacturing of methamphetamine in
operation on the property? Oy ON [ONK

51. Is there a cavity created within a salt stock by dissolution with water underneath the property?
Oy [ON [COINK

52. Is there a solution mining injection well within 2640 feet (1/2 mile) of the property? Oy ON [ONK
Question Number Explanation of “Yes” answers O Additional sheet is attached

BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:

BUYER’S Initials: BUYER’S Initials: SELLER’S Initials: SELLER’S Initials:
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PROPERTY DISCLOSURE DOCUMENT ACKNOWLEDGEMENTS

All SELLERS are required to make written disclosure of known defects regarding a property being transferred. I/We
attest that the above statements and explanations have been provided by me/us and are true and correct to the best of
my/our knowledge. (If either party is represented by a real estate licensee, your signature below acknowledges that you
have been informed of your duties and rights under £SA-R-5-9:3196-3200 La. R.S. 9:3196 et seq and have read and
understand the informational statement).

SELLER(S) shall notify all parties, in writing, immediately if any information set forth in this Property Disclosure
Document becomes inaccurate, incorrect, or otherwise materially changes.

Seller(s) acknowledge(s) that the information contained herein is current as of the date shown below.

SELLER (sign) Date Time (print)
SELLER (sign) Date Time (print)
SELLER (sign) Date Time (print)
SELLER (sign) Date Time (print)

Buyer(s) signing below acknowledge(s) receipt of this Property Disclosure Document.

BUYER (sign) Date Time (print)
BUYER (sign) Date Time (print)
BUYER (sign) Date Time (print)
BUYER (sign) Date Time (print)
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