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DISCLAIMER

This information is deemed reliable, but not guaranteed. Neither the Western Upstate Association of REALTORS/Western Upstate Multiple Listing Service,
nor the listing broker, nor their agents or subagents are responsible for the accuracy of the information. The buyer is responsible for verifying all information.
This information is provided by the Western Association of REALTORS/Western Upstate Multiple Listing Service for use by its members and is not intended

for use for any other purpose.



ADDENDUM TO AGREEMENT TO BUY AND SELL REAL ESTATE
SCHEDULE A

PROPERTY: 908 Lakecrest Drive, Seneca, South Carolina 29672
AGREEMENT DATE: ______

ADDENDUM DATE:

SELLER: John S. Boyd, Jr. and Patty S. Boyd

BUYER:

This ADDENDUM SCHEDULE A is attached to and made part of the above referenced Agreement.

CHECKLIST OF APPLIANCES AND/OR PERSONAL PROPERTY INCLUDED IN THE AGREEMENT.

Dual Fuel Range (Gourmet Kitchen)

Electric Cooktop (Service Kitchen)

Wall Oven (Service Kitchen)

Wine Cooler (Gourmet Kitchen)

Dishwasher - Drawer (Gourmet Kitchen)

Dishwasher — Console (Gourmet Kitchen)

Microwave (Gourmet Kitchen)

Microwave (Service Kitchen)

Trash Compactor (Gourmet Kitchen)

Trash Compactor (Service Kitchen)

Disposal (2) (Gourmet Kitchen)

Disposal (Service Kitchen)

Garage door Openers (3)

Garage Door Remotes (3)

Central Vacuum

Window Air Conditioning Unit(s) (Wine Cellar)

Ceiling Fans (18) (Service Kitchen, Bedroom 3, Media Center, Lower Deck (2), Gazebo
Exercise Room, Bedroom 4, All Seasons Room, Master Bedroom, Master Bath,
Bedroom 2/Office, Sun Room Extension, Breakfast Keeping Area, Outdoor Kitchen,
Garage (3))

Gas Logs (Great Room)

Gas Logs (All Seasons Room)

Dock

Boat Lift

All window and door treatments except those identified as NOT INCLUDED, below.
All light fixtures

Gas Grill on Upper Deck
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Continued on Page 2 of 2
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ADDENDUM TO AGREEMENT TO BUY AND SELL REAL ESTATE

SCHEDULE A

Continued from Page 1 of 2

I

NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:
NOT INCLUDED:

NOT INCLUDED:

NOT INCLUDED

Double Door Refrigerator (Gourmet Kitchen)

Media Electronics (Great Room)

Sony TV (Great Room)

Media Electronics (Media Center)

Bose Speakers (Media Center)

Wine Cooler (Wine Cellar)

Refrigerator (Service Kitchen)

Custom Media Cabinet w/Sony 32” TV (Master Bedroom)

Washing Machine (Laundry)

Clothes Dryer (Laundry)

Murphy Bed in Bedroom 2

The following window and door treatments: All Master Bedroom and Master
Bath Blinds (3), Kitchen Sliding Door Blinds (1), Media Room Sliding Door
Blinds (2)

Yard Artwork

. Storage Shelving in 4" Bay of Garage

SELLER

SELLER

Page 2 of 2
DATE BUYER DATE
DATE BUYER DATE



Schools and Utility Companies

School District of Oconee County

Post Office Box 649 Electric:
Walhalla, South Carolina 29691 Duke Power
Telephone: (864) 638-4000 Seneca:

Telephone: (800) 777-9898
Elementary School

Ravenel Elementary Gas
150 Ravenel School Road Ft. Hill Natural Gas Authority
Seneca, South Carolina 29678 214 North Walnut
Telephone: (864) 885-5026 Seneca, South Carolina 29678
Telephone: (864) 882-8126
Middle School
Seneca Middle Telephone:
810 West South Fourth Street Bell South
Seneca, South Carolina 29678 Telephone: (800) 642-0544
Telephone: (864) 885-5016
Water:
High School Seneca Light and Water
Seneca High 221 East North First Street
100 Bobcat Ridge Seneca, South Carolina 29678
Seneca, South Carolina 29678 Telephone: (864) 885-2723

Telephone: (864) 885-5000

This information is deemed reliable, but not guaranteed. Neither the listing broker, nor their agents or subagents are responsible for the accuracy
of the information. The buyer is responsible for verifying all information.

If this information is important to you, please independently verify it prior to making an offer to purchase.

Lakehaverv © Copyright 2011 The Eldon Blust Teauwn
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STATE OF SOUTH CAROLINA

RESIDENTIAL PROPERTY CONDITION DISCLOSURE STATEMENT

Rev. 1/03

INSTRUCTIONS TO PROPERTY OWNERS

South Carolina Code of Laws Title 27 Chapter 50 Article I requires that beginning January 1,

2003, an owner of residential real estate (single-family homes and buildings with up to four dwelling
units) shall provide to a purchaser this property condition disclosure statement which must be completed
prior to signing a contract of sale. This disclosure statement must be provided in connection with the
sale, exchange, option and sale under a lease with an option to purchase. This disclosure statement is
not required for some transactions, including the first sale of a dwelling which has never been inhabited.
A complete list of exemptions may be found in Section 27-50-30.

You must check one of the boxes for each of the 24 questions on pages 2 and 3 of this form.

a. If you check “Yes” for any question, you must explain the problem or attach a descriptive report
from an engineer, contractor, pest control operator or other expert or public agency. If you attach a
report, you will not be liable for any inaccurate or incomplete information contained in the report as
long as you were not grossly negligent in obtaining or transmitting the information.

b. If you check “No” for any question, you are stating that you have no actual knowledge of any
problem. If you check “No” and you know there is a problem, you may be liable for making an
intentional misrepresentation.

c. If you check “No Representation” for any question, you are stating that you are making no
representation regarding the conditions or characteristics of the property, but you may have a duty
to disclose even if you know or should have known of them. Please consult with an attorney to
determine any potential liability you may have for checking this answer.

d. Ifyoucheck “Yes” or “No” for any question and subsequently something happens to the property to
render your statement incorrect or inaccurate (for example, the roof begins to leak), you must
promptly provide the purchaser a corrected statement or you may correct the problem.

If you are assisted in the sale of your property by a licensed real estate broker or salesperson, you
remain solely responsible for completing and delivering this statement to the purchaser. The broker or
salesperson must disclose any material facts about your property which he/she knows or reasonably
should know, regardless of your responses on this statement. You are to complete this form yourself
and answer all questions truthfully and as fully as possible. By signing below you acknowledge that the
failure to disclose known material information about the property may result in liability.

You must provide the completed statement to the purchaser prior to the time you and the purchaser sign
a contract to purchase your property or as otherwise agreed to in the contract. You should provide the
purchaser a copy of this statement containing your signature and keep a copy signed by the purchaser
for your records.

(08 3/1/03
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AS SELLER OF THE PROPERTY HEREIN IDENTIFIED, DO YOU HAVE KNOWLEDGE OF ANY
PROBLEM (MALFUNCTION OR DEFECT) WITH ANY OF THE FOLLOWING:

No
Yes* No Representation
1. Foundation, slab, fireplaces/chimneys, floors, windows ]
(including storm windows and screens), doors, ceilings,
interior and exterior walls, attached garage, patio, deck
or other structural components including any modifications?
a. Siding: masonry __ wood__ composition/hardwood
vinyl  synthetic stucco
b. Approximate age of structure 9 ¢ @S

2.  Roof (leakage or other problem)? ] K] L]
a. Approximate age of roof covering a<rg

3. Water seepage, leakage, dampness or standing water ] ]
or water intrusion from any source in any area of the
structure?

4,  Electrical system (outlets, wiring, panel, switches, ] X ]
fixtures, etc)?

5. Plumbing system (pipes, fixtures, water heater, etc.)? Il %) ]

6. Heating and/or air conditioning? ] X H

a. Heat source: furnace  heat pump "X baseboard

b. Cooling source: central _X wall/window unit(s) _|

c. Fuel source: electricity X' natural gas_X_propane ___oil ___
d. Approximate age of heating unit _ct_/cooling unit =

7. Water supply (including water quality, quantity and water pressure? L] X ]
a. water supply is: city/county X community system _private well
b. water pipes are: copper X galvanized_ PVC/CPVC__polybutelene

8. Septic system? ] A |
a. Type system: septic tankX community system
connected to city/county system___ city/county system available
b. Does the system require a pump? Yes ﬁ No

c¢. Has the septic system been serviced/pumped during your ownership? ] X ]
9. Appliances (range/oven, attached microwave, hood/fan, dishwasher, ] @ []
disposal, etc.)?
10. Present infestation, or damage WHICH HAS NOT BEEN ] | L]
REPAIRED from past infestation of wood destroying insects or
organisms?

a. Is there a transferable termite bond? Yes ¥ No

11. Drainage, grading or stability of soil or retaining structure?

O O
B X
O O

12. Other built-in systems and fixtures?
central vacuum »{_pool__hot tub __ spa X attic fan X
exhaust fan Z ceiling fan__ sump pump __ irrigation system ¥

cable tv wiring or satellite dish X security system X_or other systems 2\

Qéflf 31;3.([@'5
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REGARDING THE PROPERTY HEREIN IDENTIFIED, INCLUDING THE LOT, OTHER
IMPROVEMENTS, AND FIXTURES LOCATED THEREON, DO YOU HAVE KNOWLEDGE OF
ANY:

No
Yes* No  Representation
13. Room additions or other structural changes? = O O
14. Environmental hazards (substances, materials or products) O A ]
including asbestos, formaldehyde, radon gas, methane gas,
lead-based paint, underground storage tank, toxic mold or
other hazardous or toxic material (whether buried or covered),
contaminated soil or water, or other environmental contamination?
15. Nuisances (noise, odor, smoke, etc.) affecting the property? O ﬁ ]
16. Previous damage caused by fire? [7] []
17. Violations or variances of building codes or zoning ordinances? O X L]
18. Restrictions to property use? (covenants or deed) X [ ]
19. Utility or other easements, shared driveways, party walls or E ] ]
encroachments from or on adjacent property?
20. Lawsuits, foreclosures, bankruptcy, tenancies, judgments, tax H E ]
or other liens, proposed assessments or notice from any
governmental agency that could affect title to the property?
21. Owners’ association fees or “common area” expenses or K] ] O]
assessments?
22. Flood hazards or that the property is in a federally-designated ] E: ]
flood plain?
23. Rental, rental management, vacation rental or other lease contracts J E\ []
in place on the property at the time of closing?
24. Any outstanding charges owed by the tenant for gas, electric, ] E ]
water, sewerage, or garbage services provided to the property?
*IF YOU ANSWERED “YES” TO ANY OF THE ABOVE QUESTIONS, PLEASE USE THE
FOLLOWING SPACE FOR YOUR EXPLANATION AND ATTACH ANY RELEVANT
PROFESSIONAL REPORTS. '
See vext Pase
R 3bifor
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“Yes” explanations continued: . .
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Owner(s) Acknowledgement

Property Address: QAo% LAKCCRe (Y DR Selveecn SC 2467
The property is currently: owner-occupied X\ leased in an estate in foreclosure

vacant (If vacant, how long? )

Owner’s Name(s): i TR e e e [

Owner(s) acknowledge having examined this statement before signing and that all information is true and
correct as of the date signed.

P, ;
Owner Signature: /) Q A fon B (\7—{7?\9 C%\ ; Dt ?/?4/0?

Owner Signaturejﬂ%)%[ f{ FZ)’;///// - Date: ;/Q /// Vi /?

Purchaser(s) Acknowledgement
Purchaser(s) acknowledge receipt of a copy of this disclosure statement; that he/she has examined it before
signing; that he/she understands that this is not a warranty by owner or owner’s agent; that it is not a substitute
for any inspections he/she may wish to obtain; and that the representations are made by the owner and not the

owner’s agent(s) or subagent(s). Purchaser(s) are encouraged to obtain his/her own inspection by a licensed
home inspector or other professional.

Purchaser Signature: Date:

Purchaser Signature: Date:

(This form is approved by the South Carolina Real Estate Commission.)

Rev. 1/03 Page 4 of 4




Agency Relationships
in South Carolina

The SC Real Estate License Law, in Section
40-57-139 (A) (1) and (2), requires a real estate
licensee to provide you this brochure and a
meaningful explanation of agency relationships
offered by the ?iccmcc's Company. This must be
done at the first practical opportunity when you
and the licensee have substantive contact.

Before you begin to work with a real estate
licensee, it is important for you to know the
difference  between a  broker-in-charge  and
associated licensees. The broker-in-charge is the
person in charge of a real estate Company.
Associated licensees may work only through a
broker-in-charge, In other words, when you
choose to work with any real estate licensee,
your business relationship is legally with the
Company and not with the associated licensee.

A real estate Company and its associated
licensees can provide Eu}'crs and sellers valuable
real estate services, whether in the form of basic
customer services, or through client-level agency
representation. The services you can expect will
depend upon the legal relationship you establish
with the Company. It is important for you to
discuss the following information with the real
estate licensee and agree on whether in your
business relationship you will be a customer or a
client.

Now You Are a
Customer of the Company

South Carolina license law defines customers as
buyers or sellers who choose NOT 1o establish an
agency relationship. The law requires real estate
licensees to perform the following basic duties
when dealing with any real estate buyer or seller
as customers:

® Present all offers in a timely manner

® Account for money or other property received
on your behalf

® Provide an explanation of the scope of services
to be provided

® Be fair and honest and provide accurate
information

® Disclose "adverse material facts" about the
Fropeﬂ}' or the transaction which are within the
icensee's knowledge.

Unless or until you enter inte a written
agreement with the Company for agency
representation,  you  are  consider a
"Ci " of the C , and the C |
will not act as your agent. As a Customer, you

A buyer becomes a client of a real estate Company
by signing a formal buyer agency agreement with
the Company. For a buyer to become a client, this
agreement must be in writing and must clearly
establish the terms of the agreement and the
obligations of both the buyer and the Company
which becomes the agent for the buyer.

If you enter into a written agency agreement, as a
Chent, you can expect the real estate Company to
provide the following client-level services:

® Obedience

® Loyalty

® Disclosure

o Confidentiality

® Accounti

should not expect the Company or its |

fo promote your bff’ u‘s!ereﬂ‘ or to keep your

Lt 5 1y

Customer serviee does not require a wrillen
agreement; therefore, you are not committed to
the Company in any way.

You Can Become a Client

Clients receive more services than customers. If
client status is offered by the real estate Company,
you can become a client by entering into a written
ageney agreement requinng the Company and its
associated licensees to act as an agent on your
behalf and promote your best interests, If you
choose to become a client, you will be asked to
confirm in your writlen representation agreement
that you received this brochure in a timely
manner.

A seller becomes a client of a real estate

® Reasonable care and skill

Client-level services also include advice, counsel
and assistance in negotiations.

Single Agency
When the Company represents only one client in
the same transaction (the seller or the buyer), it is
called single agency.

Dual Agency
Dual Agency exists when the real estate Company
has two clients in one transaction — a seller client
and a buyer client.

At the time you sign an agency agreement, you
may be asked to acknowledge whether you would
consider giving written consent allowing the

by signing a formal listing agreement with the
Company. For a seller to become a client, this
agreement must be in writing and must clearly
establish the terms of the agreement and the

pany to ref both you and the other
client in a disclosed dual agency relationship.

Disclosed Dual Agency
In a disclosed dual agency, the Company's

ion duties are imited because a buyer

obligations of both the seller and the Comy
which becomes the agent for the seller.

Phone

Proaced vin ZigFomyB by zpLoga 107D Filsen Mis Fiaad, Fraser, Michigen 45020 s ZoL ogre com

P
and seller have recognized conflicts of interest.
Both clients' interests are represented by the

Company. As a disclosed dual agent, the

Company and its associated licensees cannot

advocate on behalf of one client over the other,
and  cannot  disclose  confidential  client
information concerning the price negotiations,
terms, or factors motivating the buyer/client to
buy or the seller/client to sell. Each Dual Agency

Agreement contains the names of both the seller

client(s) and the buyer client(s) and identifies the
property

Designated Agency
In designated agency. a broker-in-charge may
designate individual associated licensees to act
solely on behalf of each client. Designated agents
are not limited by the Company's agency
relationship with the other client, but instead have
a duty to promote the best interest of their clients,
including negotiating a price. The broker-in-
charge remains a disclosed dual agent for both
clients, and ensures the assigned agents fulfill
their duties to their respective clients.

At the time you sign an agency agreement, you
may be asked to acknowledge whether you would
consider giving written consent allowing the
Company to designate a representative for you
and one for the other client in a designated
agency.

Each Designated Agency Agreement contains the
names of both the seller client(s) and the buyer
client(s) and identifies the property.

What to Look For in Any Agreement
When you choose client-level service. vour
written Agency Agreement or your agent should
answer these questions:
® Can | work with other Companies during the

time of the Agreement?
® What will happen if | buy or sell on my own

without the agent?
® When will this agreement expire?
® How will the Company be paid for its services?

® Does this Company represent both buyers and
sellers as clients?

e |f so. what are the choices if two clients
become involved in one transaction?

® What duties will the Company continue to
provide me after the transaction is completed?

If vou plan to become a client of a Company. the
licensee wall explain the agreement to you fully
and will answer questions you may have about the
agreement. Remember, however, that until you
enter into a representation agreement with the
Company, you are considered a customer and
the Company cannot be your advocate, cannot
advise you on price or terms, and cannot keep
vour confidences.

It's Your C

ice

As a real estate consumer in South Carolina, it is
vour choice as to the tvpe and nature of services
vou receive

® You can choose to remain a customer and
represent  vourself  while the Company
represents the other party.

You can choose to hire the Company for
representation through a written agreement.

If represented by the Company, vou can decide
whether to go forward under the shared
services of dual agency or designated agency or
to remain in single agency.

The choice of services belongs to you—the South
Carolina real estate consumer.

This brochure has been app d by the S5.C. Real
Estate Commission for use in explaining
representation issues in real estate transactions
and consumers rights as a buyer or seller.
Reprinting without permission is permitted
provided no changes or moedifications are made.

Agency
Disclosure
Brochure

Agency Relationships
in Real Estate

LR

South Carolina Department of
Labor, Licensing and
Regulation

South Carolina Real Estate
Commission
PO Box 11847
Synergy Business Park, Kingstree Building
110 Centerview Dr., Suite 201
Columbia, SC 29210

Telephone: (803) 896-4400
Fax: (803) 896-4404

www lIr.state.sc.us/PoliReal EstateCommission/

(Rev. 1/05)

If you have not received a free copy of this brochure prepared by the South Carolina Real Estate Commission

from the real estate professional who has shown you this property, please ask them for a copy.




Disclosure

A short sale is a transaction where the sales price is insufficient to pay all liens,
closing costs, and commissions while the seller is financially unable to bring
additional funds to pay the remaining deficiencies at closing. Typically, the
seller negatiates reduced liens with the lien holders (lenders) in an effort to
reach amutually beneficial solution and avoiding the casts of foreclosure.

. The #1 issue for you, the buyer, is that short sales take longer ta close. The
increased delays are required for the lending arganization to analyze and
approve theirreduced lien payoffs. Buyers must be able to accommodate the
longer time frame required in a shart sale.

. Ifyou need housing quickly or are involved in a 1031 exchange, short sales may
nat be for you. Discuss this issue with your attorney.

Buyers may seek shart sales to find discounted prices in the market. Ask your
buyer agent to analyze shart sales to determine what comparable properties
have sold for recently in your market,

. Make realistic offers. Lenders analyze comparable sales and will not accept
extremely low offers.

. Ifthere are multiple offers on the property, make your offer’s price and terms
as attractive as possible to the lender.

. Lenders often want to negotiate offers and counteroffers verbally. Discuss this
issue with your attorney.

Buyer Disclosure

4. Theloss mitigator handling the sale for the lender seeks ways to reduce
expenses. Therefore, the lender is unlikely to make repairs. Often, the property
is sold “as is." Consult your attorney regarding what constitutes “as is".

10. Buyers should inspect the property before the contract to determine if the
level of anticipated repairs is factored into their analysis. Additionally, buyers
must be ready for future unanticipated repair costs. Discuss these with your
inspectors.

4. Your buyer agent may ask you to pay their commission. If the lender requires
the real estate agents to reduce their commissions, your buyer agent may
contract you to pay them for the reduction.

| understand that | should consult my attorneys, accountants, and inspectors
about any short sales and legal documents that | am considering. | understand
there will be delays and potential verbal multiple offers. | understand

that short sales do not guarantee that | am buying below market price. |
understand that | may be responsible for paying for repairs to the property.

Buyer(s) Date

i
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Exclusive Marketing

The Eldon Blust Team _
Integrity Realty, Inc. Get the free mobile app at

Dial: (864) 886-1040  http//gettag.mobi

Scan the Tag to autodial your smart phone

Tour this home on line at www.lakehaven.info






