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Forms Components Costs 
Rules Statutes and Stuff 





Texas Realtors (“TR”)
(private)

Texas Real Estate 
Commission (“TREC”)

(public)



Real Estate Forms 
Manual (REFM)
(Subscription; 
attorneys)





At minimum, contract should:
 1. Identify parties

2. State buyer is agreeing to buy and 
seller agreeing to sell the property

3. Provide property description

4. Consideration: price or 
means to calculate price

5. Outside closing date 

6. Signatures 



Effective Date Title Company Receipts 
     Earnest Money 

Earnest Money Usually 3%-5% of total 
     purchase price; usually 
     partially or mostly refundable
     if Buyer terminates before 
     Feasibility Period 

Feasibility Period Shouldn’t be too short;
     can be REALLY long



Title Objections Title Commitment/Schedule B
     Allow enough time!

Closing   Closing Date
     Closing Documents
     (HUD-1, tax certificate, y más)





Typical Closing Costs
Buyer  New survey; extra title 
   insurance premiums and 
   endorsements; half

   of escrow fees; recording costs

Seller  Basic (T-1) title policy 
   (formulaic); seller records; 
   tax certificates; half of escrow





Assignability Default: generally yes 
     unless specified

Time of   Generally considered a 
the Essence  material term (waivable)

     
“As Is”   Ugh.

Disclosures  Residential v Non-Res
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