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How to Use This Prompt Library

STEP 1: SET UP YOUR PROJECT

Before you run a single prompt, set up a persistent project workspace in your Al tool of choice. In Claude, create a Project.
In ChatGPT, create a Custom GPT or use the memory feature. In Gemini, create a Gem. Paste the Tier 1 Setup Prompt
for each topic into your project instructions. You never have to re-establish context again.

STEP 2: START WITH TIER 1

The Tier 1 Setup Prompt establishes the Al's role and Texas-specific context. Run it once at the start of any new Al
conversation before using the Tier 2 or Tier 3 prompts for that topic. If you have a project workspace set up, Tier 1 runs
automatically.

STEP 3: FILL IN TIER 2 BRACKETS

The Tier 2 Task Prompt contains brackets like [X] and [describe]. Fill in every bracket with your actual numbers and
situation before running the prompt. Specific input produces specific output. Generic input produces generic output.

STEP 4: UPLOAD FULL DOCUMENTS

When a prompt says to upload a PDF, upload the entire document. Upload the full inspection report, the full purchase
contract, the full appraisal. Al reads the whole document and tells you what matters. Partial documents produce
incomplete analysis.

STEP 5: USE TIER 3 WHEN YOU NEED MORE

The Tier 3 Follow-Up Prompt goes deeper. Use it after you have received a response to Tier 2 and need more specific
analysis, after the other party has responded, or when your situation has new information.

IMPORTANT: VERIFY LEGAL AND FINANCIAL OUTPUT

Al gives you information and analysis, not legal or financial advice. Always verify anything legally or financially significant
with a licensed Texas real estate professional or attorney. TREC forms change regularly. Verify current requirements at
trec.texas.gov.
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TOPIC 01 OF 20

Why 2025 Changed Everything

When to use:
Use before you make any decisions about how to sell. This prompt gives you the full picture of what the NAR settlement
changed, what Al now handles, and what your real options are.

TEXAS LAW NOTE

Following the August 2024 NAR settlement, sellers are no longer required to offer a buyer's agent commission as a condition of listing on
the MLS. Buyer agent compensation is now negotiated separately. Verify current rules at nar.realtor.

RED FLAG ALERT

Agents who tell you nothing changed after the NAR settlement are protecting their income, not informing you. The commission structure
changed fundamentally. Your decision should reflect that.

Run this once at the start of any new Al conversation before using Topic 01 prompts.

You are an expert Texas real estate advisor and financial analyst specializing in the post-NAR
settl ement | andscape. You understand what the August 2024 NAR settlenment changed: sellers are
no longer required to offer a buyer's agent conmi ssion as a condition of listing on the MS,
buyers nmust now sign representati on agreenents before agents show t hem hones, and Al tools now
handl e the anal ytical work that traditionally justified a 3% listing comm ssion. You know that
Texas is a non-disclosure state where sold prices are not publicly recorded. You understand

Fi xed-Rate Selling as a nodel where sellers pay one flat fee for MLS listing and Al -assi sted
transaction support instead of a percentage conmi ssion. | ama Texas honme seller eval uating ny
options.
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Fill in the brackets with your actual numbers before running.

| amselling ny hone in [San Antonio / Houston / Austin / Dallas]. My expected sale price is
approximately $[X]. | currently plan to [hire a |listing agent at 3%/ use a flat fee M.S
service / use Waymark Fi xed-Rate Selling].

Do four things.

One: Show ne the math for each of the three paths. Calculate what | would net at ny expected
sale price under a traditional 3%Ilisting conmssion, a flat fee at $699, and no listing
conmi ssion at all. Show every line item

Two: List specifically what the NAR settlement changed that affects ny decision as a Texas
seller, in plain | anguage, not |egal summary.

Three: Tell me what Al tools now handle that used to justify the listing agent's conmi ssion.
Be specific about which tasks Al does well and which still benefit froma |icensed
pr of essi onal .

Four: Based on ny narket and expected price, what is the strongest financial case for each
pat h?

| have | ooked at the three paths. | amleaning toward [the path | chose]. Before | commt, tell
ne:

One: What is the single biggest risk of this path that | should plan for before | list?
Two: What woul d have to be true for me to change ny nmind and choose a different path?

Three: What should | do in the next 7 days to nove forward on this path?
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TOPIC 02 OF 20

Readiness and Path Selection

When to use:
Use before you list. Run the net sheet with real numbers from your lender before anything else.

TEXAS LAW NOTE

In Texas, sellers must provide the Seller's Disclosure Notice before or at the time an offer is accepted. Buyer's agent compensation is not
stated in the One to Four Family Residential Contract; it lives in separate agreements. Verify requirements at trec.texas.gov.

RED FLAG ALERT

Sellers who start without a mortgage payoff quote are guessing at their floor. A $3,000 error in the payoff estimate can turn an acceptable
offer into a net that does not cover what you need. Get the actual payoff quote before your listing goes live.

Run once at the start of a new Al conversation.

You are an experienced Texas real estate transaction advi sor who hel ps sellers understand
their financial position before listing. You know how to build an accurate seller net sheet
usi ng nortgage payoff quotes, Texas title policy prem uns regul ated by the Texas Departnent of
I nsurance, escrow and recording fees, property tax prorations, and buyer's agent conpensation
that lives in the M.S |isting separately fromthe purchase contract. You understand that
buyer's agent conm ssions do not appear in the One to Four Fanmily Residential Contract and
must be subtracted manual ly. You know the three paths available to Texas sellers: traditional
listing agent, flat fee MLS or Fixed-Rate Selling, and pure FSBO | ama Texas hone seller
building ny pre-listing financial picture.
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Get your actual mortgage payoff quote from your lender before filling in these numbers.

Build ny conplete seller readi ness picture.

My details:

Expected sale price: $[X]

Mort gage payoff quote fromlender: $[X] (good through [date])
Per dieminterest after that date: $[X per day]

Property tax annual anount: $[X]

Expected cl osing nonth: [nonth and year]

Buyer's agent conpensation | plan to offer: $[X] or [X% or none

Known property issues likely to generate inspection requests: [describe or wite none]
Do t hree things.

One: Build ny conplete seller net sheet at ny expected sale price. Show every deduction with
the nunmber and |abel. End with ny estinmated net proceeds.

Two: Cal culate ny wal k-away floor. If ny mninum acceptable net is $[X], what is the | owest
sale price | can accept given standard cl osing costs and ny buyer's agent offer?

Three: Assess ny readi ness. Based on what | have told you, what do | need to gather or decide
before nmy listing goes live?

I have ny net sheet. My estinmated net at expected sale price is $[X and ny wal k-away floor is
$[X]. My negotiating roomis $[X].

Now tel |l ne:

One: If | offer $[X] in buyer's agent conpensation and a buyer submits an offer at $[Y bel ow
asking], what do | net? Is that above or below ny floor?

Two: If | offer no buyer's agent conpensation and the sane buyer submts the sane offer, what
changes?

Three: At what exact sale price do | hit ny floor, assum ng standard cl osing costs and ny
stated buyer's agent offer?
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TOPIC 03 OF 20

What Al Can and Cannot Do

When to use:
Use before you start running any prompts. This sets realistic expectations and prevents the most common mistake: trusting
Al output without verification on legally significant items.

RED FLAG ALERT

Al gives you information, not advice. It does not review your specific contract for TREC compliance, it cannot verify that a buyer's lender
is reputable, and it cannot catch errors in your seller disclosure that only a trained eye would notice. Use Al to understand and prepare.
Use a licensed professional for decisions that carry legal or financial liability.

Run once at the start of a new Al conversation.

You are a Texas real estate transaction advisor with expertise in both Al tools and Texas real

estate law. You give sellers an honest picture of what Al handles well, where it falls short,
and how to use it safely without creating legal or financial risk. You understand the
di fference between Al -assisted anal ysis and |icensed professional advice. | ama Texas hone

seller who wants to understand how to use Al effectively and responsibly throughout ny
transacti on.

G ve nme an honest breakdown of Al capabilities in a Texas honme sale.

My situation: | am[considering / actively planning] to sell ny hone in [city, Texas] without
a traditional listing agent. | plan to use [Claude / ChatGPT / Gemini / Perplexity] throughout
the process.

Do four things.

One: List specifically what Al handles well in a Texas hone sale. G ve ne concrete exanpl es of
tasks where Al output is reliable and actionable.

Two: List specifically where Al falls short. Were should | verify Al output with a |icensed
prof essi onal before acting on it?

Three: Tell me the three nost common m stakes sellers nake when using Al in a real estate
transaction and how to avoi d each one.

Four: Tell me howto set up my Al project workspace so | get the best results fromevery pronmpt
inthis library.
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| amabout to [run a pricing analysis / conplete ny seller disclosure / reviewny first offer /
respond to an inspection]. For this specific task

One: What should | verify independently before | act on your output?
Two: What information should | give you to make your output as accurate as possible?

Three: What woul d be a signal that your output on this task is wong or inconplete, and what
should | do if |I see that signal?
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TOPIC 04 OF 20

FSBO Myths and Industry Claims

When to use:
Use when you hear that FSBO homes sell for less, that buyers skip FSBO listings, or any claim designed to steer you back
to a listing agent. Use to evaluate specific claims with data rather than accepting them at face value.

TEXAS LAW NOTE

Texas is a non-disclosure state. Sold prices are not publicly recorded. NAR's self-reported FSBO price differential data is based on
surveys that do not control for property type, market, or seller motivation. The NAR is also the party with a financial interest in the
outcome of that comparison.

RED FLAG ALERT

Any statistic about FSBO home sale prices that comes from NAR should be evaluated critically. NAR is the trade association for real
estate agents. Their research on FSBO outcomes has a known structural conflict of interest. Look for data from independent academic
sources, not industry trade groups.

Run once at the start of a new Al conversation.

You are a Texas real estate research anal yst who evaluates industry clainms with data and | ogic
rather than accepting themat face value. You understand that Texas is a non-disclosure state
where sold prices are not publicly recorded, which affects the validity of price conparison
studi es. You understand the Freakonomi cs research on agent incentive structures show ng agents
earn nore by selling faster at |ower prices than by maxim zing seller proceeds. You know that
many cl ai ns about FSBO di sadvant ages cone from sources with financial interests in the

tradi tional conmm ssion nodel. | ama Texas honme seller evaluating clainms | have heard about
selling without a |isting agent.

| have heard [the specific claimor nyth | want to evaluate, e.g. "FSBO homes sell for 26%I ess
than agent-listed honmes"].

Do three things.

One: Evaluate this claim Wuo published it, what is their nethodol ogy, what are the
limtations of their data, and does it account for Texas-specific factors |ike non-disclosure
state status?

Two: What does independent research say about the same question? Gve ne sources that are not
NAR or affiliated real estate industry trade groups.

Three: What is the legitimate concern inside this claim if any? What is the version of this
concern that is actually worth taking seriously, stripped of the industry spin?
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The concern | actually want to take seriously fromthat claimis: [state the legitimte
concern in your own words].

G ven that concern:
One: How do | specifically address it in ny sale?

Two: What would | need to have in place before ny listing goes live to nake sure this concern
does not nmterialize?

Three: What is the neasurable outcone | should track to know whether | handled this well?
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TOPIC 05 OF 20

Understanding Texas Buyers

When to use:
Use before your first showing. Understanding who is likely to buy your home and what they want changes how you show it,
how you screen them, and how you respond to their offers.

TEXAS LAW NOTE

Following the 2024 NAR settlement, buyers must sign a buyer representation agreement before their agent shows them a home. This
agreement specifies the buyer's agent compensation. Fannie Mae and Freddie Mac do not allow buyer agent fees to be financed into the
loan, so buyers must pay their agent's fee in cash at closing if the seller does not cover it.

RED FLAG ALERT

A buyer who contacts you directly without mentioning a buyer's agent may not have one, or may be testing whether you will work with
unrepresented buyers on favorable terms. Clarify buyer representation status before any showing. Unrepresented buyers can close
successfully but the transaction dynamics are different.

Run once at the start of a new Al conversation.

You are a Texas real estate buyer behavi or expert who understands how the post-NAR settl| enment
| andscape changed buyer dynam cs. You know that buyers now sign representati on agreenents
before view ngs, that buyer agent fees are no |onger automatically paid by sellers through
M.S, and that this has created new buyer archetypes. You understand what serious buyers | ook
for in an FSBO or Fixed-Rate Selling listing versus an agent-listed honme, and you know how to
hel p sellers screen buyers before sharing their address. | ama Texas hone seller preparing
for showi ngs and buyer inquiries.

My hone details: [bedroons, baths, location, price range, condition, any notable features or
i ssues] .

Do three things.

One: Based on ny home profile, describe the nost |ikely buyer archetypes | will encounter. For
each archetype, tell me what they prioritize, how they behave during show ngs, and what their
offers typically |l ook like.

Two: G ve ne five screening questions to ask anyone who contacts ne before | share ny address
or schedul e a showing. Tell nme what each question is designed to reveal.

Three: How do | handle a buyer who tells ne they have no buyer's agent? Wat are ny
obligations, what are ny risks, and what do | say?
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| just received an inquiry froma potential buyer. Here is what they told nme: [describe the
inquiry including how they found the listing, what they said about financing, whether they
nmentioned a buyer's agent, and anything el se they shared].

Do three things.

One: Based on this inquiry, what type of buyer are they likely to be and what does that predict
about their offer and behavior?

Two: What are the two or three nost inportant things | should clarify before | schedule a
show ng?

Three: Any red flags in this inquiry | should pay attention to before | proceed?
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TOPIC 06 OF 20

Pricing and Comparable Sales

When to use:

Use before you set your list price. Run Tier 1 and Tier 2 before your first showing. This is a two-prompt system: Tier 2 finds
the comps, Tier 3 analyzes them.

TEXAS LAW NOTE

Texas is a non-disclosure state. Sold prices are not publicly recorded in Texas county deed records. Appraisers and agents find sold data
through MLS records, which are not publicly accessible. Your pricing analysis using Al web search will surface asking prices, tax
assessed values, and any publicly available data but not closed sale prices. Use this to identify the range and then verify with a licensed
broker or appraiser who has MLS access.

RED FLAG ALERT

Overpricing by more than 5% in your market typically results in longer days on market, price reductions, and a final sale price below
where you would have landed with accurate initial pricing. The first two weeks on market are when buyer interest is highest. Price it right
from day one.

Run once at the start of a new Al conversation before pricing research.

You are an experienced Texas real estate pricing anal yst who understands that Texas is a
non-di scl osure state where closed sale prices are not publicly recorded. You know how to help
sellers find pricing signals fromavailable public data: active listings, tax assessed val ues,
price per square foot trends, and days on market patterns. You understand that first two weeks
on market are the nost val uabl e wi ndow and that overpricing reduces final net proceeds even
after price reductions. You know the four nmjor Texas narkets: San Antoni o served by SABOR
Houston by HAR, Austin by ACTRI'S, and Dallas-Fort Wrth by NTREIS. | ama Texas hone seller
buil ding ny pricing analysis before setting a list price.
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Use an Al tool with web search enabled for this prompt. Perplexity or Gemini with web search works best.

| need conparabl e sales data for ny hone in [specific neighborhood or zip code, city, Texas].

My hone: [bedroons / baths / square footage / year built / lot size / notable features /
condi ti on]

Search for:

One: Active listings currently on the market within one mle of [address or intersection] with
sim | ar bedroom and bath count. List address, list price, days on narket, and price per square
foot for each.

Two: Any recently sold or pending data that is publicly available for this area including
Zillow sold estimates, Redfin sold data, or county appraisal district records.

Three: List price per square foot range for active conparable |istings.
Four: Average days on narket for active listings in this zip code.

Present results in a table with clear columms.

Run this after you have the comp data from Tier 2.

Here is the conparable data | found: [paste the output from Tier 2 or your own research].

My hone: [bedroons / baths / square footage / year built / lot size / condition / notable
features or updates]

Do four things.

One: Based on this data, what is the realistic price range for ny hone? Gve ne a low, md, and
hi gh estinmate with your reasoning for each.

Two: What is the price per square foot range suggested by these conps, and how does ny hone
conpare on that netric?

Three: If | price at the high end of the range, what days on market should | expect? At what
point should | consider a price reduction if | have not received offers?

Four: \Wat specific features of ny hone justify pricing at the high, md, or |ow end of the
range?
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TOPIC 07 OF 20

Home Preparation

When to use:
Use 4 to 6 weeks before your target listing date. The goal is to spend money only where it returns more than it costs and to
identify issues that will show up on an inspection before a buyer finds them.

RED FLAG ALERT

Sellers who spend money on cosmetic improvements while leaving known structural or mechanical issues unaddressed create a worse
outcome than sellers who spend nothing. A fresh coat of paint does not offset a buyer discovering the HVAC has not been serviced in five
years. Address the real issues first. Cosmetics second.

Run once at the start of a new Al conversation.

You are a Texas hone preparation and pre-listing advisor who hel ps sellers decide where to
spend nmoney before listing and where not to. You understand that cosnetic inprovenents have
di mi ni shing returns and that the highest-value pre-listing activities are deep cl eani ng, odor
elimnation, decluttering, curb appeal, and addressing itens that will predictably show up on
an inspection. You know Texas homes specifically: issues with foundation drai nage, HVAC age,
wat er heater condition, and roof condition are the npst common inspection triggers in Texas
markets. | am a Texas hone seller preparing ny hone for |isting.

My hone details: [bedroons / baths / square footage / year built / location / price range]

Current condition notes: [describe any known issues, deferred maintenance, cosnetic condition,
HVAC age, roof age, water heater age, and anything you know has been fl agged before]

My preparation budget: $[X] or [|I have no budget but plenty of tine]
Do four things.

One: Gve ne a prioritized preparation list. Oder it by return on investment, not by what is
easi est. What should | do first, second, and third?

Two: |dentify the three items in ny description that are nost likely to show up on an
inspection and result in a repair request or credit demand. What should | do about each before
I list?

Three: Odor assessnment. What are the npbst common sources of odor that kill buyer interest in
Texas hones and how do | elimnate each one at the source, not mask it?

Four: What should | specifically not spend nbney on? Wat inprovenent category gives the worst
return for a Texas honme at ny price point?
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I have conpleted [list of preparation itenms you conpleted] and decided not to do [list of
itens you ski pped].

Based on what renmmins, tell ne:

One: What itens should | disclose in ny seller's disclosure notice based on the issues |I am not
fixing?

Two: For the items | chose not to fix, how should |I price theminto ny asking price if at all?

Three: What will a buyer's inspector nost likely flag in ny honme based on what | have told you,
and what is nmy best response strategy when that happens?
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TOPIC 08 OF 20

Listing Photos

When to use:
Use before your photo shoot and after you receive the photos from your photographer. The pre-shoot prompt prepares you.
The post-shoot prompt helps you evaluate and enhance.

RED FLAG ALERT

The single most common FSBO photo mistake is using iPhone photos taken at eye level in interior spaces with overhead lights on and
blinds closed. Buyers scroll listings on mobile in under three seconds. If your first photo does not stop them, they do not look at the rest.
Hire a photographer for every price point. The cost is $150 to $400 and it is the highest-return preparation expense available.

Run once at the start of a new Al conversation.

You are a Texas real estate |listing photography advisor who hel ps sellers prepare for photo
shoots and evaluate listing photos for M.S quality. You know the standard shot |ist for Texas
honmes, the ten nobst common photo m stakes that reduce buyer engagenent, and how photo
enhancenent services |ike BoxBrownie can cost-effectively inprove listing inages. You know
that |andscape orientation is required for M.S subm ssions. | ama Texas hone seller preparing
for or reviewing ny listing photo shoot.

| am preparing for ny listing photo shoot on [date]. My hone: [bedroons / baths / notable
spaces / outdoor areas].

Do three things.

One: G ve ne a conpl ete room by-room preparation checklist for the day before and norning of
the shoot.

Two: G ve ne a shot list for nmy photographer or for nyself if shooting DIY. List every interior
and exterior shot that should be included and any special angles worth capturing.

Three: Tell me the ten photo m stakes that nost hurt buyer engagenment in online listings and
how to avoi d each one.
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Run this after you receive your photos. Upload the photos to your Al tool if it supports image input.

| have received ny listing photos. [Upload photos or describe what you see]
Do three things.
One: Eval uate these photos for M.S quality. Wat is working? What is not?

Two: Which specific photos should | send to BoxBrownie for enhancenent? For each photo, tel
ne whi ch enhancenent nakes the npst sense: HDR processing, day to dusk conversion, sky
repl acenent, virtual cleaning, or itemrenoval

Three: What is the ideal order to sequence these photos in my M.S |listing to nmaxim ze buyer
engagenent and tinme spent on ny listing?
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TOPIC 09 OF 20

MLS Listing and Marketing

When to use:
Use when writing your listing description and preparing your MLS submission. A strong listing description takes 30 minutes
to write well. These prompts cut that to 5 minutes and produce better output.

TEXAS LAW NOTE

Listing descriptions submitted to Texas MLS boards must comply with fair housing regulations. Avoid language that could be interpreted
as expressing preference for or against any protected class. All descriptions are reviewed by the licensed broker before submission.
SABOR, HAR, ACTRIS, and NTREIS each have specific field requirements and character limits.

RED FLAG ALERT

Listing descriptions that lead with square footage and bedroom count perform worse than descriptions that lead with a specific feature
that makes the home memorable. Every listing has a bedroom count. Not every listing has a covered patio on a greenbelt lot. Lead with
what makes yours different.

Run once at the start of a new Al conversation.

You are a Texas MLS |isting specialist who wites conpelling listing descriptions that conply
with fair housing regulations and M.S board standards. You understand that |isting
descriptions have character limts on Texas M.S boards: SABOR limts remarks to approxi mately
1000 characters, HAR to 500 characters for the public remarks field, and ACTRIS and NTRElI S
have their own limts. You know that descriptions that lead with a nenorable specific feature
outperformthose that |ead with generic bedroom and bath counts. You al so know howto wite
listing descriptions that performwell both for buyers reading on Zillow and for Al systens
that summarize listings. | ama Texas honme seller witing ny listing description.
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Wite nmy MLS |isting description.

My hone: [address or nei ghborhood, city]
Bedroons / baths: [X bed / X bath]
Square footage: [X sqft]

Year built: [year]

Lot size: [X sqgft or acres]

Key features: [list your npbst conpelling features: updates, outdoor spaces, |ocation
advant ages, school district, unique el enents]

Condition: [nmove-in ready / sone updates needed / sold as-is]
My target buyer: [famlies / investors / first-tinme buyers / downsizers / etc]

My MLS board: [SABOR / HAR / ACTRIS / NTREl S]
Do three things.

One: Wite a public renmarks description optimzed for my M.S board's character limt. Lead
with the nost conpelling specific feature, not the bedroom count.

Two: Wite three alternative opening sentences | can choose from

Three: Wite a shorter 150-character social nedia caption version for Facebook and | nstagram

My listing went |ive [X] days ago. | have had [X] showings and [X] online saves or favorites. |
have not received any offers.

Here is my current listing description: [paste current description]
Do three things.

One: Di agnose why | may not be getting offers. Based on ny showi ng count, save count, and days
on nmarket, what is the nost |likely problem price, photos, description, or market conditions?

Two: Rewrite my listing description with a different angle to attract a different buyer
profile.

Three: What el se should | change or add this week to inprove ny listing performance?
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TOPIC 10 OF 20

Texas Seller's Disclosure

When to use:

Use before your listing goes live. The Seller's Disclosure Notice should be complete and ready to deliver before your first
showing. Complete it once, accurately, and deliver it early.

TEXAS LAW NOTE

The Texas Seller's Disclosure Notice is governed by Texas Property Code Section 5.008. It has 13 sections. Under Section 5.008(c),
there is no duty to disclose deaths from natural causes, suicide, or accidents unrelated to property condition. Homicide is a gray area not
specifically addressed by statute; professional consensus is to disclose. HIV status of previous occupants is explicitly protected. Mold
remediation affecting 25 or more contiguous square feet requires a certificate of mold remediation. Always verify current form
requirements at trec.texas.gov.

RED FLAG ALERT

The three most dangerous seller disclosure mistakes in Texas: leaving a question blank instead of answering No, answering questions
about defects you are aware of with a condition disclosure instead of a Yes answer, and failing to disclose known water intrusion because
it dried out and was repaired. Disclosure obligation is about what you know, not about what is currently visible.

Run once at the start of a new Al conversation before working on your disclosure.

You are a Texas real estate disclosure advisor with expertise in the Texas Seller's Disclosure
Noti ce governed by Texas Property Code Section 5.008. You know all 13 sections of the form
condition of the property, water danmge, flooding, utilities, defects, hazardous conditions,
honmeowner associ ation, survey, |location, energy efficiency, and nore. You understand what each
guestion is actually asking in plain English. You know the specific Texas rules: no duty to

di scl ose deaths from natural causes, suicide, or accidents unrelated to property condition, no
tinme limt on that protection; honmicide is a gray area and professional consensus is to

di sclose; HV status of previous occupants is protected. You know that nold renediation
affecting 25 or nore contiguous square feet requires a certificate of nold renmedi ati on. A ways
verify current TREC formrequirements at trec.texas.gov. | ama Texas hone seller conpleting
my Seller's Disclosure Notice.
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Upload the full PDF of your Texas Seller's Disclosure Notice for best results.

| am conpl eting the Texas Seller's Disclosure Notice for ny property at [address].

Here is what | know about ny property history: [describe any water danmge, roof issues,
foundation novenent, HVAC repairs, electrical issues, plunbing issues, previous flooding, HOA
violations, litigation, permts, additions, or any other material facts you are aware of]

Do four things.

One: Wal k me through each of the 13 sections. For each section, tell nme in plain English what
it is asking and flag any question where ny property history requires a Yes answer or careful
consi derati on.

Two: Identify the five questions sellers nost commonly answer incorrectly and explain the
correct approach for each.

Three: Based on what | have shared, flag any items | may have failed to disclose that | should
consi der.

Four: Tell ne when and how to deliver the conpleted disclosure to buyers under Texas | aw.

| have conpl eted ny disclosure draft. Here is ny answer to Section [X], Question [Y]: [paste
your answer].

| amuncertain about this answer because [explain your uncertainty].

Tel | nme:

One: Is ny answer |legally defensible based on Texas Property Code Section 5.0087?
Two: What is the safest answer to this question given what | have told you?

Three: If | answer Yes to this question, what do | need to include in the witten explanation
to protect nyself post-closing?
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TOPIC 11 OF 20

Showings and Buyer Screening

When to use:
Use before your first showing to set up your screening process. Use after showings to interpret feedback and adjust your
strategy.

RED FLAG ALERT

Never give out your address in response to a showing request before you have verified that the person is a real buyer with real financing
or real cash capability. One phone call or text exchange with basic qualifying questions is standard and protects you without discouraging
serious buyers.

Run once at the start of a new Al conversation.

You are a Texas FSBO show ng coordinator and buyer safety advisor who hel ps sellers set up
effecti ve show ng systens, screen buyers w thout discouraging legitinmate interest, and
interpret show ng feedback to inprove |isting performance. You know t hat nost buyers find FSBO
listings online and contact sellers directly, that unrepresented buyers require different

handl i ng than buyer-agent represented buyers, and that feedback from showi ngs is often the

nost val uabl e pricing signal a seller receives. | ama Texas hone seller setting up nmy show ng
process.

Hel p ne set up ny conpl ete showi ng system

My availability: [days and hours | can do show ngs]
My situation: [I will be hone during showings / | will leave / | need to arrange for pets]

My buyer target: [type of buyer npbst likely to buy ny hone]
Do four things.

One: Wite ne a screening script for when a buyer contacts ne to request a showi ng. Include the
three questions that tell me whether this is a serious buyer worth ny tine.

Two: Wite me a showi ng day checklist for what to do before each show ng.
Three: Wite me a follow up nmessage to send 24 hours after each showi ng to request feedback.

Four: Tell ne the five nost common pi eces of negative showi ng feedback and what each one
usual Iy means about pricing or presentation.
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I have had [X] showi ngs over [X] days with the follow ng feedback: [paste or sunmmarize show ng
f eedback received]

Do three things.

One: Interpret this feedback pattern. What is it telling me about ny pricing, presentation, or
target buyer?

Two: Based on this feedback, what is the one change nost likely to produce an offer in the next
two weeks?

Three: At what showi ng count without an offer should | consider a price reduction, and by how
much?

TREC License 639078 - Marelli Properties 25 © 2026 Michael Marelli - Sell Your Home With Al



WAYMARK Al PROMPT LIBRARY waymarkre.com/prompts

TOPIC 12 OF 20

Reading a TREC Offer

When to use:

Use immediately upon receiving an offer. Do not respond to any offer before running this prompt. The 24-hour deadline
creates pressure. Having this analysis done in 10 minutes removes it.

TEXAS LAW NOTE

The One to Four Family Residential Contract is a TREC-promulgated form. Buyer's agent compensation does not appear in this contract;
it lives in separate agreements. The option fee goes to the title company, not directly to the seller. Always verify current TREC form
requirements at trec.texas.gov.

RED FLAG ALERT

Sellers who accept or counter the first offer they receive without reviewing all terms often discover problems at closing that were visible in
the original contract. The price is one line. The option period, earnest money, closing date, financing contingency, and survey terms are
where offers differ significantly from each other.

Run once at the start of a new Al conversation when an offer arrives.

You are an expert Texas real estate contract analyst who hel ps sellers understand the One to
Four Famly Residential Contract before they respond to an offer. You know all major sections
of the TREC 1-4 contract: purchase price, earnest noney, financing, option period and fee,
title policy, survey, closing, and special provisions. You understand that buyer's agent
conpensation does not appear in this contract, that option fees go to the title conpany not
directly to the seller, and that the effective date is the date the |ast party signs and
delivers the contract. You can calculate a seller's net proceeds froman offer and flag terns
that represent risk or leverage for the seller. | ama Texas hone seller who just received an
of fer.
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Upload the full contract PDF for best results. Al reads the entire document.

| just received an offer on ny hone. [Upload the full contract PDF or describe the key terns
bel ow]

Ofer price: $[X

Earnest noney: $[ X]

Option period: [X days]

Option fee: $[X

Fi nanci ng type: [cash / conventional / FHA / VA]
Down paynent: [ X%

Closing date: [date]

Title policy: [seller pays / buyer pays / split]

Survey: [seller furnishes existing / buyer obtains new at seller expense / buyer obtains new
at buyer expense]

Speci al provisions: [any additional terns]

Buyer's agent conpensation offered separately: $[X] or [none]
Do five things.

One: Calculate nmy net proceeds fromthis offer after all deductions including ny buyer's agent
offer, owner's title policy, estimated closing costs, and property tax proration through
cl osi ng date.

Two: Flag every termthat represents risk or disadvantage to ne as the seller. Explain each
flag in plain | anguage.

Three: Conpare the earnest noney and option fee to what is standard for ny price range in
Texas. Are these weak, normal, or strong?

Four: Wat is ny exposure wi ndow fromthe option period? Wat happens if the buyer term nates
during the option period?

Five: Gve ne an overall assessnent of this offer: strong, acceptable, weak, or problematic,
w th your reasoning.
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Based on your analysis, | have decided to [accept / counter / reject] this offer.

If countering: Draft my counter-offer response addressing [the specific terms | want to
change]. Tell nme what |anguage to use in the special provisions section

If accepting: What do | need to do in the next 24 hours after signing to make sure this
contract is properly executed and the earnest noney and option fee are received by the title
conpany on tinme?

If rejecting: Help ne wite a professional rejection that |eaves the door open if the buyer
wants to resubnmit a stronger offer.
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TOPIC 13 OF 20

Negotiation and Counter-Offers

When to use:

Use when crafting a counter-offer, when a buyer pushes back on your counter, or when you need to model the financial
impact of different concession options before deciding.

TEXAS LAW NOTE

Counter-offers in Texas are typically handled through the TREC contract amendment process or by rejecting the original offer and
submitting a new contract with different terms. Once you counter, the original offer is void. If the buyer does not accept your counter and
walks away, the original offer cannot be reinstated without their agreement.

RED FLAG ALERT

Rate buydown credits are dramatically underused by Texas sellers. A $5,000 rate buydown credit can lower the buyer's monthly payment
by $150 to $200 per month over the life of their loan. A $5,000 price reduction lowers their monthly payment by roughly $25 to $30. Same
cost to you. Very different value to the buyer. Model the buydown option before defaulting to a price reduction.

Run once at the start of a new Al conversation during negotiations.

You are a Texas hone sal e negotiation advisor who hel ps sellers craft strategic counter-offers
and eval uate concession options. You understand the financial mechanics of price reductions
versus closing cost credits versus rate buydown credits and can nodel each option's inpact on
seller net proceeds and buyer nonthly paynent. You know that once a seller counters, the
original offer is void, so countering is a real decision not a placeholder. You understand

mul ti-termcounters and how of fering sonmething in addition to price creates deal s that

strai ght price negotiations cannot. | ama Texas honme seller in an active negotiation.
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| received an offer at $[offer price]. My asking price is $[list price]. My m ni num accept abl e
net is $[floor].

The buyer is asking for: [describe what they want: price reduction, closing cost credit,
repairs, early closing, |easeback, etc]

Do four things.

One: Model three counter-offer scenarios and show ny net proceeds under each. Scenario one is
a straight price counter at $[X]. Scenario two is keeping price at $[X] but offering a $[V]
closing cost credit. Scenario three is keeping price at $[X] but offering a $[Y] rate buydown
credit. Show the nonthly paynent inpact on the buyer for each scenario at a 7% 30-year rate.

Two: Wich scenario gives the buyer the npost val ue per dollar out of nmy pocket? Wich keeps the
nost noney in ny pocket?

Three: Draft nmy counter-offer response for the scenario | choose. Gve ne the exact |anguage
for the special provisions section.

Four: \Wat is nmy wal kaway position? At what point do | let this buyer go rather than continue
negoti ati ng?

The buyer responded to my counter with: [describe their response]

We are now [ X dollars apart / X terns apart]. My negotiating roomremaining is $[X].

Do three things.

One: Is this buyer still a viable buyer or are they signals that this deal will not close?

Two: What is ny next nove? If | make one nore concession, what should it be and how shoul d |
frame it to close the gap without inviting another counter?

Three: If | walk away fromthis buyer, how does that affect ny listing going forward? How many
days on market do | have and what is ny relisting strategy?
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TOPIC 14 OF 20

Earnest Money and Option Fees

When to use:
Use when evaluating offer terms, when the option period is active, or when you need to understand what happens if a buyer
terminates.

TEXAS LAW NOTE

In Texas, the option fee goes to the escrow agent at the title company, not directly to the seller. The extension option fee also goes to the
title company and gets receipted by title. Earnest money goes to the title company and is held in escrow. If the buyer terminates during
the option period, the option fee is released to the seller; the earnest money is returned to the buyer. After the option period, earnest
money release disputes require a formal demand process. Verify current requirements at trec.texas.gov.

RED FLAG ALERT

Sellers who accept low option fees are giving buyers a cheap exit. A $100 option fee on a $400,000 contract means the buyer can
terminate for any reason and it costs them $100. That is not a commitment signal. Negotiate the option fee as seriously as you negotiate
the price.

Run once at the start of a new Al conversation.

You are a Texas real estate transaction advisor with expertise in earnest nobney and option fee
mechani cs under Texas |aw. You know that option fees in Texas go to the title conpany and are
rel eased to the seller if the buyer term nates during the option period. You know that earnest
nmoney di sputes after the option period require a 15-day witten demand process. You understand
the difference between what happens to earnest nopney and option fees at different stages of
the transaction and under different term nati on scenarios. | ama Texas hone seller under
contract or evaluating contract terns.
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My contract terns: Sale price $[X], earnest noney $[X], option fee $[X], option period [X
days] .

Do four things.

One: |s this earnest noney amount typical for my price range in Texas? What does the anount
signal about the buyer's conm tnent?

Two: |s this option fee amount typical ? What is the range | shoul d expect for a contract at
this price?

Three: Walk me through exactly what happens to both funds under three scenarios: buyer
term nates during option period, buyer term nates after option period citing financing
contingency, and deal closes successfully.

Four: If | wanted to negotiate stronger earnest noney or option fee terns in a counter-offer,
what anpunts should | counter to and how should | frame it?

The option period expires in [X days]. The buyer has [schedul ed / not schedul ed] their
i nspection. They have [been comuni cative / gone quiet].

Do three things.

One: Based on this behavior pattern, what is the |ikelihood this buyer term nates during the
option period versus proceedi ng under contract?

Two: |If they do terminate, what do | need to do imediately to rel ease the option fee and
return the earnest noney correctly?

Three: What should | be doing right now to protect nmy position and keep the deal noving toward
cl osi ng?
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TOPIC 15 OF 20

The Option Period

When to use:
Use when negotiating option period terms in the contract, when the option period is active, or when you need to understand
buyer rights and your rights during this window.

TEXAS LAW NOTE

In Texas, the option period begins the day after both parties sign and delivers the contract. It ends at 5:00 PM local time on the final day.
The buyer has an unrestricted right to terminate for any reason during this window. Option fees and extension option fees go to the
escrow agent at the title company, not directly to the seller. After the option period ends, the buyer generally cannot terminate without
losing their earnest money unless a specific contract contingency is triggered.

RED FLAG ALERT

Option periods longer than 7 days are a seller concession. Every day the option period runs, your home is effectively off the active market
while the buyer decides. If the market is active, a 14-day option period can cost you a better buyer who appears on day 10. Negotiate the
option period length as seriously as you negotiate price.

Run once at the start of a new Al conversation.

You are a Texas real estate transaction advisor with deep expertise in the option period
mechani sm You know that in Texas the option period begins the day after both parties sign and
the contract is delivered, ends at 5:00 PMlocal time on the final day, and gives the buyer an
unrestricted right to termnate. You know that option fees go to the title conpany not
directly to the seller. You understand what sellers can and cannot do during the option period
and what happens when the option period ends. | ama Texas honme seller negotiating or managi ng
an option period.

My situation: [I amnegotiating the option period terns / My option period is currently active
and expires on date X / The buyer wants to extend the option period].

Contract details: Option period |ength [ X days], option fee $[X], option period start date
[date], expiration [date at 5PM.

Do three things.

One: Calculate the exact tineline. When does ny option period expire to the hour? Wat day and
tinme?

Two: What can | do and what can | not do during the active option period? Specifically, can |
continue showi ng the hone, accept a backup offer, or negotiate with other buyers?

Three: If the buyer wants to extend the option period, what are ny options? What should I
counter on length and fee if | agree to an extension?
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The option period expires [tomorrow / in X hours]. The buyer has [conpleted their inspection
and sent a repair request / not yet sent anything / told ne they are term nating].

Do three things.

One: Based on the timng and the buyer's behavior, what is the nost |ikely outcone in the next
24 hours?

Two: What do | need to do if the buyer sends a termination notice before 5:00 PM today?

Three: What do | need to do if the option period expires and | hear nothing fromthe buyer? Are
they now under contract w thout an option? Wat changes for ne after 5:00 PMtoday?
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TOPIC 16 OF 20

Inspection Response

When to use:
Use immediately after you receive the inspection report and again after you receive the buyer's repair request. Do not
respond to the repair request before running this prompt.

TEXAS LAW NOTE

Texas home inspectors follow TREC Standards of Practice and are required to note observable evidence of conditions but are not
structural engineers. When an inspector notes foundation movement, the correct response is evaluation by a licensed structural
engineer, not a foundation repair company. Foundation companies have a financial interest in recommending pier installation. A licensed
structural engineer at $300 to $600 often finds movement is within tolerance and recommends drainage corrections rather than costly
pier work.

RED FLAG ALERT

Sellers who respond to repair requests without getting contractor estimates first are negotiating blind. The number the buyer's agent
wrote on the repair request is what the buyer wants, not what the repair actually costs. Get an estimate before you offer any credit or
agree to any repair. The credit you offer should be based on what the repair actually costs, not on what the buyer asked for.

Run once at the start of a new Al conversation when the inspection report arrives.

You are a Texas real estate inspection response advi sor who hel ps sellers sort inspection
findings strategically and respond to repair requests froma position of know edge. You know
that Texas inspectors follow TREC Standards of Practice and note observable conditions but are
not structural engineers or HVAC technicians. You understand the three-bucket franework for
sorting inspection items: items that are seller liability if not addressed, itens that are
legitimte concerns worth negotiating, and itens that are observations the buyer can note but
cannot reasonably demand the seller fix. You know that foundation novenment noted by an
inspector requires evaluation by a licensed structural engineer, not a foundati on conpany,
because foundati on conpani es have a financial incentive to recomend pier installation. You
know the difference between repair, credit, and price reduction responses and when each is
appropriate. | ama Texas hone seller who just received an inspection report.
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Upload the full inspection report PDF for best results.

| have received ny inspection report. [Upload the full PDF or paste the key findings bel ow
Key inspection findings: [list the major itens flagged]
Do four things.

One: Sort every finding into three buckets. Bucket one: items | shoul d address before
respondi ng because they represent real liability or Iender triggers. Bucket two: legitinmate
itens worth negotiating a credit or repair. Bucket three: observations and minor itens | can
decline w thout jeopardizing the deal.

Two: For any foundation novenent or foundation concern noted in the report, explain why I
shoul d get a |icensed structural engineer evaluation instead of a foundati on conpany estimte,
and what that evaluation typically costs and finds in Texas.

Three: Which items will be triggered as mandatory repairs if the buyer is using FHA or VA
financing? These are non-negotiable fromthe | ender's perspective.

Four: Gve ne a draft inspection response franework before | see the buyer's fornal repair
request.

Run this after the buyer sends their formal repair request.

The buyer has sent their repair request. Here are the specific itens they are requesting:
[list each item and the anpbunt or action requested]

My inspection report findings were: [paste the relevant sections or reference the earlier
anal ysi s]

Do three things.

One: Eval uate each requested item For each one tell nme: should | agree, counter with a
credit, counter with a smaller credit, or decline with explanation?

Two: Cal culate nmy total exposure under the buyer's request and what | would net at closing if |
agreed to everything versus ny recommended response.

Three: Draft ny conplete repair response. Use professional, non-adversarial |anguage. For
items | amdeclining, include a brief factual explanation.
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TOPIC 17 OF 20

Low Appraisal Response

When to use:

Use immediately after you receive notice that the appraisal came in below the contract price. You have a limited window to
respond. Do not panic and do not immediately agree to reduce your price.

TEXAS LAW NOTE

Texas is a non-disclosure state. Appraisers cannot access MLS sold data publicly and work from data they have access to through their
own board memberships and subscriptions. This means Texas appraisals sometimes miss relevant comparables. The reconsideration of
value process allows the buyer or seller to submit additional comparable sales data to the appraiser for review. The appraiser is not
required to change their value but must consider the submitted data.

RED FLAG ALERT

The first number most sellers hear when an appraisal comes in low is the gap between contract price and appraised value. That gap feels
like what you owe the buyer. It is not. It is the starting point for a negotiation with six possible outcomes, only one of which is reducing
your price by the full gap. Understand all six before you respond to anything.

Run once at the start of a new Al conversation when a low appraisal arrives.

You are a Texas real estate appraisal gap advi sor who hel ps sellers navigate | ow appraisals
strategically. You know that Texas is a non-disclosure state and that appraisers sonetines

m ss rel evant conparabl e sal es because sold prices are not publicly recorded in county deed
records. You understand the six options when an appraisal conmes in |ow reduce price to

apprai sed val ue, buyer pays the gap in cash, buyer and seller split the gap, request a

reconsi deration of value, order a second appraisal, or let the buyer term nate. You know how
to build a reconsideration of value packet with conparabl e sales data that gives the appraiser
sonething to review. | ama Texas honme seller whose appraisal canme in | ow

TREC License 639078 - Marelli Properties 37 © 2026 Michael Marelli - Sell Your Home With Al



WAYMARK Al PROMPT LIBRARY waymarkre.com/prompts

My contract price is $[X]. The appraisal canme in at $[Y]. The gap is $[Z].

Buyer's | oan type: [conventional / FHA / VA]
My m ni num accept abl e net proceeds: $[W

Days remai ning before the apprai sal contingency deadline: [X days]
Do four things.
One: Model all six appraisal gap options and cal cul ate ny net proceeds under each scenario.

Two: Based on ny mni numnet and the gap, which options are viable for nme financially and which
put me bel ow ny fl oor?

Three: What is the strongest argunent for requesting a reconsideration of value on this
speci fic appraisal ? What would | need to find to make that case?

Four: \WWat signals fromthe buyer's behavi or and financing type suggest which option they are
nost likely to accept?

| have decided to [request reconsideration of value / negotiate the gap / |let the buyer
term nate].

If requesting reconsideration: Help nme build the reconsiderati on packet. Here are conparable
sal es | have found: [describe or paste data]. Tell nme which conps are nobst rel evant, how to
present themto the appraiser, and what the cover nenp shoul d say.

If negotiating the gap: Draft ny response to the buyer proposing [ny specific proposal]. Tel
me how to franme it so the buyer understands why this is fair and is notivated to proceed

If termnating: Wiat do | do now? How do | relist effectively and what do | disclose about the
previ ous contract and appraisal ?
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TOPIC 18 OF 20

Contract to Closing Timeline

When to use:
Use immediately after you go under contract. Build your timeline the same day you execute the contract. Do not wait.

TEXAS LAW NOTE

In Texas, the seller is responsible for furnishing the buyer with the title commitment within 20 days after the title company receives the
executed contract. Survey options under the TREC contract: the seller can furnish an existing survey plus T-47 Affidavit or T-47.1
Declaration, the buyer can obtain a new survey at buyer's expense, or the seller can furnish a new survey at seller's expense. The T-47.1
Declaration does not require notarization but requires the seller's date of birth. The T-47 Affidavit requires notarization. Wire fraud is the
most common closing table crime. Verify wire instructions by calling the title company at a number you find independently before sending
any funds.

RED FLAG ALERT

Wire fraud at closing is not rare. Criminals intercept closing email threads and send fraudulent wire instructions that look identical to
legitimate ones. Never wire money based on emailed instructions alone. Call the title company directly using a phone number you looked
up independently, not a number from the email. Do this every time, including if you have wired to this title company before.

Run once at the start of a new Al conversation immediately after going under contract.

You are a Texas real estate closing coordinator who hel ps sellers track every deadline and
docunent required fromcontract to closing. You know t he standard Texas cl osing tineline:
earnest noney due to title within [ X days per contract], option fee due within [X days per
contract], title commtnent due within 20 days of title receiving the executed contract,
inspection period, financing approval deadline, survey delivery, final walkthrough, and

cl osing. You understand the T-47 Affidavit requires notarization while the T-47.1 Decl aration
does not but requires the seller's date of birth. You knoww re fraud is the |eading closing
crine and that wire instructions nust always be verified by calling the title conpany at an

i ndependent |y obtai ned phone nunber. | am a Texas hone seller who just went under contract.
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I just went under contract. Build my conplete contract-to-closing tinmeline and checkli st.

Contract terns:

Effective date: [date]

Option period: [X days] ending [date at 5PM
Earnest noney due: [X days after effective date]
Fi nanci ng approval deadline: [date]

Cl osing date: [date]

Survey selection: [seller furnishes existing / buyer obtains at buyer expense / seller
furni shes newj

Title conpany: [nanme and contact]
Do three things.

One: Build a day-by-day tineline fromtoday through cl osing showi ng every deadline, what is
due, and who is responsible.

Two: G ve nme a seller action checklist for the next 7 days. What do | need to do inmediatel y?

Three: Flag the three nbst common reasons Texas hone sales fall out after going under contract
and what | should watch for with this specific buyer.

We are [ X days] before closing. The follow ng i ssues have cone up: [describe any del ays,
unanswer ed questions, buyer silence, |ender requests, or other conplications].

Do three things.

One: Assess each issue. Wiich ones are normal parts of the closing process and which ones are
war ni ng si gnal s?

Two: For any warning signal, what are nmy options and what should | do in the next 24 hours?

Three: What do | need to verify about wire transfer instructions before closing day, and
exactly how should | verify thenf
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TOPIC 19 OF 20

Closing Day

When to use:

Use the day before closing to review your settlement statement. Do not sign anything at closing that you have not reviewed
with this prompt first.

TEXAS LAW NOTE

Texas closings happen at title companies, not at the closing table with both parties present simultaneously. In Texas, both buyer and
seller typically sign separately. Remote closings using a remote online notary are available and cost approximately $150 to $200 in
additional fees. Video conference closings are available with lender approval. HOA resale certificates must be received by the title
company before closing. The buyer has a right to terminate if the HOA documents are not delivered within the timeline specified in the
contract.

RED FLAG ALERT

The settlement statement is the one document at closing that directly controls how much money you walk away with. Every line on that
document should match what you agreed to. Sellers who do not review the settlement statement before they arrive at closing discover
errors after they have already signed. Request your settlement statement at least 24 hours before closing and review it with this prompt.

Run once at the start of a new Al conversation the day before closing.

You are a Texas real estate closing advisor who hel ps sellers review their settlenent
statenment and prepare for closing day. You understand the structure of the TRI D cl osing

di scl osure and Texas settlenment statement including all line items: purchase price, |oan
payoff, title charges, recording fees, prorations, agent conpensation, credits, and net
proceeds. You know that Texas closings happen at title conpanies and that buyers and sellers
often sign separately. You know the three Texas closing types: in-person at the title conpany,
renote notary closing at approximately $150 to $200 additional cost, and video conference
closing requiring |l ender approval. You know wire fraud is the leading closing crine. | ama
Texas hone seller review ng ny settlenment statenent before closing.
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Upload your settlement statement PDF for best results.

M/ closing is on [date]. | have received ny settlenent statenent. [Upl oad PDF or |ist the key
line itens bel ow

Key nunbers from ny statenent:

Purchase price: $[ X

Mort gage payoff: $[ X

Omner's title policy: $[X]

Escrow and title fees: $[X]

Recordi ng fees: $[ X

Property tax proration: $[X

Buyer's agent conpensation: $[X]

Any credits or adjustnments: $[describe]

Net proceeds to seller: $[X]
Do t hree things.

One: Review every line item Does each one match what was agreed to in the contract? Flag any
line that seens incorrect, unexpected, or inconsistent with the contract terns.

Two: Verify nmy net proceeds. Walk through the math from purchase price to net proceeds and
confirmthe total matches what | expected based on ny original net sheet.

Three: What questions should | ask the title conpany before | sign tonorrow?

| have reviewed the settlenment statenment and found [describe any di screpancies or questions].
The title conpany says [describe their explanation if applicable].

Do three things.
One: |Is the title conpany's explanation correct? Does it align with the contract terns?

Two: Which discrepancies are worth pushing back on before |I sign and which are standard
adj ustments | shoul d accept ?

Three: Remind ne of the exact wire verification protocol | should foll ow before any funds are
transferred. What are the steps and what am| listening for when | call?
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TOPIC 20 OF 20

Post-Sale Taxes

When to use:
Use after closing and before your next tax filing. Do not wait until tax season. Gather your documents now while closing
records are fresh.

TEXAS LAW NOTE

FIRPTA three-tier withholding rates for foreign sellers: 0% withholding on sales under $300,000 when the buyer will use the property as a
primary residence, 10% withholding on sales between $300,001 and $1,000,000 when the buyer will use the property as a primary
residence, 15% withholding on all other sales regardless of price. Withholding is the buyer's responsibility. Primary residence exclusion
under IRC Section 121: up to $250,000 gain excluded for single filers, up to $500,000 for married filing jointly, subject to 2-of-5-year
ownership and use tests.

RED FLAG ALERT

Every dollar you spent on capital improvements to your home reduces your taxable gain at sale. Sellers who cannot document their
improvement costs often overpay taxes by thousands of dollars. Gather every receipt, permit, and contractor invoice from your ownership
period before filing. The burden of proof for capital improvements is on the seller.

Run once at the start of a new Al conversation after closing.

You are a Texas real estate tax advisor who hel ps sellers understand the federal tax
inmplications of a home sale. You know the primary residence exclusion under | RC Section 121
allows up to $250,000 in gain to be excluded for single filers and up to $500,000 for married
filing jointly, subject to the 2-of-5-year ownership and use tests. You know how to cal cul ate
adj usted cost basis including original purchase price plus capital inprovenents |ess

depreci ation taken if applicable. You know the FIRPTA three-tier w thholding rates for foreign
sellers. You know the difference between capital inprovenents, which increase basis, and
repairs, which do not. You always recommend the seller consult a |licensed CPA for advice
specific to their situation. | ama Texas honme seller who just closed and needs to understand
my tax picture.
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| just closed nmy Texas hone sale. Help nme understand my tax situation

My details:
Original purchase price: $[X in [year]

Sale price: $[X

Years | lived in the honme as primary residence in the last 5 years: [X years]

Capital inprovenents | nade during ownership: [list nmgjor inprovenents with estinated costs if
known]

Was this property ever used as a rental: [yes / no]

Filing status: [single / married filing jointly / other]

Am | a US citizen or permanent resident: [yes / no]
Do four things.

One: Cal cul ate ny approxi mate adj usted cost basis including purchase price plus capita
i nprovenent s.

Two: Cal cul ate ny approxi mate capital gain: sale price mnus adjusted cost basis mnus selling
costs.

Three: Apply the Section 121 primary resi dence exclusion. How much of nmy gain is excluded? How
much if any is taxable?

Four: \Wat docunments should | gather and keep to support ny basis cal cul ati on and excl usi on
cl ai n®?

| have gathered ny documents. Here is what | have: [describe docunents including closing
statenment, purchase records, inprovenent receipts, permt records].

Do three things.
One: Based on what | have, what is ny best-docunmented adjusted cost basis?

Two: What am | mssing that could reduce ny taxable gain if | had it? How would | |ocate or
reconstruct that docunentation?

Three: What specific questions should | bring to my CPA, and what should | tell them about ny
property use history to nake sure they apply Section 121 correctly?

TREC License 639078 - Marelli Properties 44 © 2026 Michael Marelli - Sell Your Home With Al



WAYMARK Al PROMPT LIBRARY waymarkre.com/prompts

Waymark makes them automatic.

MLS listing through a licensed Texas broker. Al for every seller task. Broker consultation when it
matters.

Launch $699 - Manage $1,199 - No percentage at close

TREC License 639078 - Brokered by Marelli Properties

TREC License 639078 - Marelli Properties 45 © 2026 Michael Marelli - Sell Your Home With Al



