


    CutTheCommission.com 
     860.693.6156; Toll free 1.800.942.2442 

TO DO LIST 
Complete the MLS Listing paperwork (if you have not already done so), as soon as possible. 
This enables us to get your home on MLS, Realtor.com and many, many other websites, so 
without it you are missing a considerable amount of marketing. You may download the 
paperwork from CutTheCommission.com or we can mail/fax it to you. 

Complete the Connecticut Residential Property Condition Disclosure Form found in this kit. 
Make several copies and have them on hand for the buyer/s and/or agents. 

If your home was built prior to 1978 complete the Federal Lead Disclosure Form found in this 
kit. Make several copies and staple to the Property Condition Disclosure Form. You do not have 
to print the Federal Lead Booklet until you have an offer. If the offer comes through an agent 
that agent will most likely have the booklet all set for the buyer. 

Go to CutTheCommission.com and print copies of the “Printer Friendly Flyer” of your home. 
You can add these to your handout package of disclosures, put them in a brochure holder (may 
purchase from us) on your yard sign, or pin them up on bulletin boards at local stores and 
businesses. You may use a copy of your MLS listing as the reverse side of the flyer to give 
additional information. 

Read the enclosed information on preparing your home, and get it in top condition. 

Think about having your home appraised for a “right on” price. We can arrange a certified 
appraisal for approx. $250. 

You may want to do some additional advertising of your own. If you place other classified ads 
you can save on the number of words, and therefore your cost, by adding the following to your 
ad... “For more info visit: CutTheCommission.com ad # _______”. You can get your ad # on the 
site, or call us for it.  

Consider being one of the featured homes on our home page for an additional $75/month. 

Use the enclosed Buyer Worksheet to compare offers given to you, or use it as a worksheet for 
an attorney to prepare the Real Estate Contract. 

When you get an offer you can call us for advice. We can also give you the name of an attorney 
that can review the contract for you, and the name of a mortgage broker who can make sure your 
buyer is qualified.  

Once the Real Estate Contract is complete take a moment to fill out the sheet entitled “Important 
Dates”, to keep track of all information before closing. 

Of course, call us with any questions along the way! Please be sure to notify us once you have 
signed the Real Estate Contract. We are required to mark your property as “Under Deposit” in 
MLS within 24 hrs of your acceptance of an offer. We will discuss with you at that time if you’d 
like to keep your “by owner” marketing active to take back-up calls. If for any reason your deal 
falls apart we can reactivate MLS for you. 



PREPARING YOUR HOME FOR SALE  
 

      Now that you’ve settled on your asking price and started your listing you need to spend some time and maybe a 
bit of money on that all-important first impression. It's far more important than you may realize. Experience has shown 
that taking the time to prepare your home before you put it on the market will give your home an edge over the 
competition. It can shorten the time your home is on the market, and maximize the price you will get for your home.  
  It has been said "Sellers will work for free, but buyers won't". Meaning that any work the buyer perceives the house 
to need will be deducted from the purchase price of the home in an amount far greater than it would cost to get the job 
done.  Don't give the buyer/s a chance to reduce your price because of necessary work. An overall well-kept and up to 
date appearance will reflect on how you have cared for your home over the years. If it appears that you have taken 
good care of your home, it could ease the buyers’ mind about other possible defects.  
 
CURB APPEAL 
   Because buyers form opinions about homes between the curb and the front door, this is where we will begin. Take 
a look at your house as others will see it. Drive down the street. Park and take a look as if you are seeing the home for 
the first time. How does your house compare to the neighboring house. Is it the best looking house on the street - or is 
your eye drawn to some unfinished task?  Let’s start on the outside by improving your homes "Curb Appeal”. Here 
are some guidelines: 

~Mailbox and post should be freshly painted and house number clearly visible. This is literally the first thing the 
buyer will look at as they approach your home.  
~Pick up all litter and trash. 
~ Bikes, kids’ toys, etc. should be stored in the backyard or a shed. 
~Pick up all garden tools and hoses.      
~Lawns and shrubs should be neatly trimmed and edged.  
~Dead leaves or tree limbs should be removed. Flowers should be planted in the gardens, or in    _  
  decorative pots. 
~Add mulch around trees or in flower beds. It's inexpensive and gives a groomed, finished look.  
~Repair, replace or repaint fences. 
~Reseed any worn patches in the lawn.  

 
ROOF AND CHIMNEY 

~Check the roof for leaks. These often occur at the flashing around vents, skylights and chimney and are easily 
repaired. 
~Check your roof for moss, any missing or damaged shingles. If your roof is over 15 years old, or if you  
  have any questions about its condition, have a professional examine it. Remember, the buyer or an __  
  inspector will notice the damage as well, and you will end up paying for it! It's less expensive to take care  
  of it now. 
~Remove debris from gutters and downspouts, and repaint them if necessary.  Make sure the  
  down spouts divert the water away from the foundation. 
~Check the chimney flue for obstructions, have your chimney cleaned and save a copy of the receipt. 
~Check the chimney for damaged chimney caps, or loose or missing mortar. 

 
HOUSE EXTERIOR 

~Remove old or dirty screens from the windows. 
~Clean windows improve the appearance inside and out. 
~Replace any broken or cracked window panes. 
~Repair or repaint the siding. Repaint or touch up the trim and shutters. 
~Check and repair weather stripping and caulking around doors and windows. 



 
~If your storm door is in poor condition, it will be worth your investment to purchase a new one. 
~Apply a fresh coat of paint to your entry door, and hang a decorative wreath or welcome sign. 
~Make sure all doors operate correctly and smoothly. 
~Replace a worn doormat. Studies show that buyer/s like to imagine the house is already theirs as they are      
   looking around. Refrain from any personalization such as initials or last name on this or any other newly     
   purchased item.    

 
DRIVEWAY AND GARAGE 

~Remove any weeds growing in the driveway, whether it is asphalt or gravel. 
~Fill and seal any cracks in the driveway. 
~Repaint the garage door if necessary. 
~Remove any oil stains from the garage floor, and have it broom swept. 
~Box and store needed tools, cans and equipment neatly. 
~Hang garden tools from hooks on the walls. 
~Remove any unwanted items.  
~Have a professional exterminator address any pest concerns in garage or outbuildings. Save all dated  
  receipts. 

 
      Begin by storing in boxes unneeded furniture, clothing and knick knacks against a garage wall, basement or 
possibly a rented storage facility. Remove clutter as much as possible – you need to pack for your new location 
anyway, so you may as well start now! This helps the buyer visualize his/her own belongings in your home and 
makes the room appear larger and spacious.  
 

ENTRYWAY   
~Make sure doorbells and entry lights are in working order. 
~Replace the door knocker if it is brass and has gotten weathered. 
~Clear the entryway of any clutter and clean out hall closet.  
~Repaint the walls in a neutral color. 
~Reseal the floor if it is hardwood or tile. 
~Clean or replace the ceiling /wall light fixtures. 

 
KITCHEN 

~ Remove all garbage and any other potential source of odor. 
~Clean or replace all exhaust fan filters. 
~Make sure all appliances are in working order. 
~Clean all counter surfaces. Consider replacing the counters if they are outdated, worn or stained. 
~Keep countertops as bare as possible. 
~Make sure all doors and drawers work correctly and open freely. 
~New knobs on the cabinet doors are a quick and inexpensive makeover. 
~Add or replace shelf paper if appropriate. 
~Replace outdated faucets and fixtures.     
~Clean or replace curtains with cheery new ones. 
~Repaint or repaper the walls in neutral/subtle colors. 

 
BATHROOMS 

~Thoroughly clean all porcelain surfaces. 



 
~Scrub and bleach all grout if necessary. 
~Replace grout and caulk as necessary. 
~Replace outdated faucets. 
~Replace any loose or chipped tiles. 
~Repair any leaky faucets or showerheads. 
~Replace the shower curtains and liners with new and bright ones.  
~Leave out new coordinating towels.  
~Remove all toiletries from the counter tops. 
~Replace old toilet seats. 

 
 

OTHER ROOMS 
~Minimize personalization and "knick-knack" collections. 
~Shampoo the carpets, clean & polish the vinyl or wood floors. 
~Replace worn carpeting with neutral carpet. If there are hardwood floors underneath, consider  
  having them refinished for greater value. 
~Remove excess wall hangings, framed pictures and photos. 
~Repaint or touch-up walls and ceilings. 
~Repair any loose or torn wall coverings. 
~Remove excess furniture for smoother traffic flow. 
~Increase the wattage of bulbs in rooms that tend to look dark. 
~Replace broken switches and outlet covers. 
~If you are keeping the chandelier that Aunt Martha gave you, it is best to replace it now so it  
  doesn't become an issue. 
~If you have pets, make sure your house is free of all pet odors. Clean the kitty litter box often. If the litter box is 
in the living area of your home you may want to slip it in a garbage bag and hide it during the showing (but not for 
long enough that your kitty will miss it!!).  

 
  BASEMENT 

~Do whatever is necessary to create a dry, clean, bright basement. Increase light wattage here, too.    
~ Clean your furnace and water heating unit so the service records are up to date. 
~Have a professional exterminator resolve any pest concerns. Save all dated receipts.    
~Organize the clutter by hanging things on the walls, or removing it to a rented storage space. 
~Use a dehumidifier to eliminate dampness. 
~Make sure all drains are working properly. 
~Organize and disinfect the laundry area. 
~If condensation on cold water pipes is a problem in warm weather, wrap the pipes in foam insulation. 

 
    Finally, you may want to consider paying for a home inspection yourself. A “Seller’s” inspection is usually less 
expensive than a “Buyer’s”  inspection, and really helps you put your home in tip top condition. 
This way you will know in advance of any existing problems and may choose to do the work yourself ahead of time.  
    Don’t show this inspection to the buyer, just know that when they have their inspection done they will be pleased 
that there are few issues that come up, and impressed with how you’ve maintained the home.  
   The expenses you incur for the specific purpose of selling your home, (check with your accountant) may be 
deductible when your home is sold. 
 
 



OPEN HOUSES  
   
 Now that your house looks great, you've chosen an attorney you like and trust, your sign and directional 

signs have been strategically placed for optimum visibility and your house ad appears on our web site, you 

may want to have an Open House or two. 

 

Here are some guidelines: 

1. OPEN DOOR POLICY - The front door is open welcoming your guests.  Think and treat them as friends 

coming to dinner.   Curtains & window shades are all open; lights are all on.  

2. THE GUEST REGISTRY is laid out and includes space for name, address, and phone/cell number. (This 

enables you to do follow-up calls and ask how folks feel about your home.) Don’t be concerned if someone 

doesn’t want to sign in, or you get a “Mickey Mouse” or two on the list. Some people are concerned about 

getting a high pressure phone call from you. Don’t worry… if that buyer is interested they’ll contact you. 

3. THE PRINTER FRIENDLY FLYER copies are placed next to the registry. (They’re easy to print: go to 

your ad on our website, click on the bottom left of page “printer friendly flyer,” then print. You can put a 

copy of your MLS listing on the flip side for greater detail.) 

4. FRESH FLOWERS /small potted plants throughout your house add a wonderful look and smell. 

5. MUSIC - Keep it classical and keep the volume low.  

6. GET THE WORD OUT- If you know ahead of time when you will be holding an open house let us know. 

We can post it in your ad and on Realtor.com. Remember, too, open houses don't have to be planned far in 

advance, and don't even have to be advertised. If you are at home on a Sunday afternoon, the house is tidy, 

place your open house sign out on the curb. What's the harm... you were home anyway. It’s a great way to 

get more people through your home. This technique is especially effective if another home on your street is 

having an open house through an agency – you can ride on their advertising!   

7. TEAM EFFORT – It’s a good idea to have 2 people manning the Open House. While one is conducting a 

tour the other is ready to greet the next guest. That way you’re not nervous and frazzled if you’re half way 

through a tour and you see another car arrive. You’ll be able to devote your full attention to the guests you’re 

dealing with at the moment.  

 

The goal is to sell quickly, be positive, be aggressive, be objective and of course have your house priced 

realistically!  

 



SHOWING YOUR HOME  
   
For Sale By Owner Showings –  

Buyers will be calling you directly to make an appointment to see your home. Set a time that is 
convenient for both of you. Leaving at least 45 minutes between appointments if you have several in one day 
should suffice. You will want to take the buyers' phone number and especially cell phone number in case you 
have to change the appointment en route. Log these showings on the enclosed Appointment Roster. There is 
generally no need to quiz the potential buyer, at this time, about his/her qualifications to buy your home.  

 

BEFORE THE SHOWING   

  ~Open all draperies, curtains or shades for full light. 

  ~Turn on lights in every room if showing is late in the day. 

  ~A couple of tricks we’ve learned from our sellers:  

    Boil cinnamon and cloves on the stove for a “cookie baking” smell in the kitchen. Just dump it in the  

    sink as the buyers drive in the driveway. 

    Pour a little Pine Sol in the toilet and flush as the buyers arrive. This will give the bathroom a fresh and 

    clean smell. 

  ~Open the doors to all rooms and closets so the buyers do not hesitate about looking inside. 

  ~Turn on soft background music. 

  ~Remove pets to the outdoors if possible. 

  ~Have the children calmly absorbed in an activity. 

  ~If possible in, fall & winter, light a fire in the fireplace. 

  ~Use air fresheners to freshen the air throughout the house. 

  ~Have some of the mundane, yet important, information about your house: 

 flyer of your home 

 a copy of your most recent tax bill 

 a copy of your deed or a survey showing the property boundaries                           

 copies of electric, oil and gas utility bills, size of oil tank…            

 copies of receipts of major maintenances or upgrades performed recently 

The tour should be short – approx 10 minutes. Buyers will know quickly if a home has potential for them. 
A long involved tour won’t make a buyer any more interested, and will just waste everyone’s time.     

After showing your house, you may want to allow the prospective buyer/s to walk through your home 
alone. (You be the judge of whether or not he/she is interested enough in your home and whether you feel 
comfortable giving free reign of the house. Go with your gut feeling. Every case will be different.) 

 Be ready and willing to answer questions, but never make excuses for your home.  Remarks such as: "Please 
excuse the mess" or "Gosh, I've been after my husband to fix that leaky faucet for 3 years" fall into the  



 

dreaded "making excuses" category. Instead, be honest, but point out the positive features. You are the 
salesperson! Remember what attracted you to your home in the first place and what you've enjoyed most 
while living there. 

     Encourage your potential buyer to take the next step. If he/she says $279,900 is simply out of the price 
range, counter with "Why not make an offer!”.   

If the buyers show interest you can broach the subject of financial qualifications. The easiest way to do 
this is to ask if he/she has been pre-approved for a mortgage. Be prepared ahead of time. You never want to 
enter into a sales agreement with a party that has not yet been pre-approved by a lender. You will save 
yourself and the buyer a lot of time and pain.     

   Call the prospective buyers a few days later for feedback. Call especially if you have made a price 
adjustment since he/she last saw your house, or if another interested party is going to be making an offer. 
You are actually doing the buyers a favor keeping everyone updated on the status of your home. It's in your 
best interest, too, to have multiple parties bidding at once- so keep all interested parties informed. 

 

Agent Showings –  

 As much as you think it would be beneficial to conduct a tour for the agent and their buyers – please 
don’t unless the agent specifically asks you. 

 Your main function is to allow agents access to your home. If you’re home at the time you can greet 
them, then tell them where you’ll be (kitchen, garage, outside) if they have questions. Then let them go 
around on their own. 

 Is the tour awkward because they most likely haven’t been to your home before? Probably. Do you know 
more about the house than the agent? Definitely. But remember that the owner was most likely not home at 
the other homes they’ve looked at. Agents and their buyers develop a certain rhythm to the tours, and you 
don’t want to throw this off.  

 Agents are very aware of the time they spend touring a house that they know isn’t right for their client, 
and they may steer clear of future showings if they think you’ve wasted a lot of their time taking over the 
tour. 

 As mentioned above, the first visit to the house is to get the “feel” of it. Subsequent visits can include a 
more in-depth tour of mechanical systems, etc.  

      You can call the agent back in a day or so for “feedback”. Don’t be dismayed if the agent doesn’t  

call you back. If the house isn’t right for their buyer they may just move on and not have the courtesy  

to return your call. 

 
 
 
 
 
 



DISCLOSURES & PURCHASE/SALE AGREEMENT     
 

    Enclosed you will also find the Connecticut Uniform Residential Property Condition Disclosure form. 
Please fill out entire form. Make a dozen copies or so, and then sign the copies. Leave these in an obvious 
spot such as your kitchen counter or hallway table, so buyers interested in your home can pick up a copy. 
You may also be required to complete a Lead Paint Hazard Disclosure form. See the information included in 
this kit regarding both these disclosures. You will see that you are required to give these disclosures to the 
potential buyer before they present you with an offer to purchase your home. Penalties apply if you fail to 
comply with these regulations.  
  Most times, with for sale by owner transactions, you come to terms on price and closing date verbally with 
the buyer. Then you sit down and fill out the contract. The initial stages are generally not as formal as they 
would be with real estate agents passing back and forth contracts at each stage of the negotiations. This is 
one of the nice benefits of selling your own home. 
   The enclosed copy of the real estate contract: Purchase/Sale Agreement is a sample form, and is included 
as an educational tool to show you the kind of information which is considered in a very basic contract for 
the sale and purchase of a home. Each home is unique, so there may be facts relating to a particular piece of 
property or transaction which are not considered by this contract. The buyer may require additional "riders" 
to the contract which would address such things as owner financing, condominium concerns, or perhaps they 
may ask for time to sell their present home. Make additional copies of this blank form. 
  Always contact an attorney before you sign an agreement with the purchaser. When you sign a purchase 
agreement with the buyer it will be binding on both parties unless there is a legal defect in the agreement, or 
unless you have a clause in the agreement giving you a certain time period for your attorney to review and 
approve the contract. Your attorney will want to make sure that the buyer has a limited time in which to 
acquire financing, and to satisfy any other contingencies in the agreement. This will prevent your property 
from being held off the market for an extended period of time. 
  The written offer to purchase should be accompanied by an initial deposit check (earnest money), generally 
$500 - $1,000. This deposit will go toward the total purchase price, and should be held in an escrow account 
by your or the buyer's attorney until closing. 
  A second deposit, 5% - 10% of the purchase price is customary but negotiable, is normally due within 10 
business days of acceptance of the contract. This usually coincides with the completion of all inspections 
required by the buyer. This second deposit, as with the first, is held in escrow by the attorney until closing. 
  The buyer should proceed with a mortgage application immediately upon contract. This process will take 
less than 3-4 weeks. He/she will have until the commitment date on the contract to make a good faith attempt 
to get a mortgage. As soon as a commitment is rendered, a closing date can be set.  
  The buyer may request a "walk-thru" inspection 24 hours prior to closing. He/she will be checking 
mechanical and electrical equipment, and making sure the home is in the condition that they expected by 
contract. You do not have to vacate the home at this point. You own the property until the closing takes 
place, at which time you transfer ownership and house keys to the buyer. Your attorney will coordinate the 
closing with the buyer's attorney, and arrange the necessary documents, transfer of money, etc. You just have 
to pack! 



YOUR REAL ESTATE ATTORNEY  

 
  Choosing the right attorney is very important. Knowing who to look for and the right questions to ask will 

help facilitate with the sale of your home when negotiation time is near.  Choose an attorney you like with 

residential closing experience. The following are questions to ask when interviewing a potential attorney: 

   ~How many residential real estate closings do you handle? 

   ~How many of these closings are for “by owner “sales? 

   ~Do you or does your office return calls daily? 

   ~How fast can you complete a sales agreement? 

   ~What are your fees if I sell my house myself? 

  Most of all you want an attorney you feel comfortable calling with questions, and who will promptly return 

your phone calls.  

   It is preferable to pay a flat rate for the closing rather than an hourly rate. Ask your prospective attorney 

how they will handle the billing. 

   

 

Tip: Check with our office for the names of attorneys close to your area with years of experience in “by 

owner” real estate closings. 

        

WHEN TO CONTACT YOUR ATTORNEY 
 

    ~With any legal questions regarding your purchase agreement, disclosure form, or breach of contract… 

    ~With questions or advice in drawing up a contract.  

    ~After receiving a purchase agreement. 

    ~Before signing a purchase agreement or any other document. 

          ~To hold any deposit checks/monies (may also be held by a buyers’ agent if applicable).



GLOSSARY OF TERMS  

 

Adjustable Rate Mortgage (ARM):  A mortgage whose interest rate may be changed at specified times, within 
specified limits, based on a specified index. 
Annual Percentage Rate (APR): The finance charge calculated over 1 year taking into consideration all costs of the 
loan as required by the Truth in Lending Act. 
Amortization:  Paying off a debt by making periodic payments of both principal and interest. 
Appreciation: The amount of increase in property value. 
Balloon: The final payment, usually a lump sum, which is due on the maturity date of the mortgage. 
Blanket Mortgage: One mortgage that covers more than one property. 
Closing Costs: Expenses incurred in buying a home including but not limited to attorney's fees, title insurance 
premium, land survey, title search, recording fees, appraisal cost, & mortgage application fees. 
Collateral: The property used as security for a loan and is subject to seizure if the borrower defaults. 
Conveyance: The transfer of ownership of real property from one person to another. 
Default: Failure to fulfill the obligations of a loan, such as failing to make payments. 
Earnest Money: The down payment deposited by the Buyer under the terms of the contract. 
Equity: The difference between the market value of a home and the amount of the mortgage secured by it. 
Escrow Payment: The portion of the monthly mortgage payment held by the lender to be applied to real estate taxes, 
hazard insurance, and/or mortgage insurance. 
Fannie Mae: Federal National Mortgage Association. 
Fizzbo (FSBO): For Sale By Owner - The smart way to sell your home! We’re your For Sale By Owner Connection! 
Fixed Rate Loan: The interest rate remains constant over the life of the loan. 
Freddie Mac: Federal Home Loan Mortgage Corporation 
Index: Any specified indication of prevailing interest rates or economic condition that is easily verifiable. 
Leverage: The use of borrowed money to purchase property. 
Maturity: The date on which a mortgage or note becomes due. 
Mortgage: The conveyance or pledge of property in security of a loan. 
Mortgagee: The lender in a loan transaction. 
Mortgagor: The borrower who pledges or conveys his property to the mortgagee as security for the loan. 
Negative Amortization: When the payment made is less than the interest due on the mortgage the principal balance 
increases and the borrower owes more than the original principal. 
PITI: Principal, Interest, Taxes and Insurance, the most common components of the monthly payment. 
Points: The amount of money the buyer or seller must pay to the lender in order to get the mortgage at a specified 
interest rate.  One point equals 1% of the principal amount. 
Principal: The dollar amount borrowed when a mortgage is obtained. 
Principal Balance: The remaining balance due on a loan. 
Private Mortgage Insurance (PMI): Insurance written by a private insurance company that protects the lender in the 
event the borrower defaults on the loan. Premiums are paid by the borrower. Customary with less than 20% down..  
Recording: The filing of the deed, note or other transactions on the public land records. 
Refinancing: The repayment of a loan by securing another loan using the same property as security. 
Second Mortgage: An additional mortgage that is subordinate to the first or primary mortgage. In case of default, the 
second mortgagee receives his funds only after the first mortgagee is paid. 
Term: The length of time over which the loan will be repaid. 
Title Insurance: An insurance policy that protects the owner or mortgagee from losses arising from defects in the title 
to a parcel of real estate. 



 

 

Appointment Roster
Date Time Name Phone Cnfrm'd Comments

 



Open  House  Guest  List

Name                                        Address                                       Phone #

CUUTTTHHEECOOMMMMIISSSSIIOONN.CCOOMM
Your For Sale By Owner Connection
(860)693-6156 1-800-942-2442

info@CutTheCommission.com



Buyer  Worksheet

Use this sheet to compare offers given to you by multiple buyers, 
or as a worksheet if you have your attorney prepare the Real Estate Contract.

Purchase Price: $________________________________

a.) Initial Deposit w/Contract: $____________________________

b.) 2nd Deposit (usually in 10 days - once inspections are complete): $______________

c.) Further Down Payment (to be paid at closing): $ ____________________

d.) Mortgage Amount:$ _____________________
(Note:  a + b + c + d = Purchase Price)

Have you seen a Mortgage Pre-Approval Letter? Yes   No
(If not we recommend you do so prior to preparation of the Real Estate Contract.)

Does the Buyer want any Inspections?
Home Inspection   Radon   Termite     Well     Septic     Well     Lead

Tentative Closing Date: _____ / _____ / _____

Other Conditions: _________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

Buyer’s Name: ______________________________________

Address: ____________________ Town: ___________ State: _____ Zip: ________

H Phone: ___________________ W Phone: ____________________

Buyer’s Attorney: _____________________________________

Phone: ____________________  Fax: ____________________

CUUTTTHHEECOOMMMMIISSSSIIOONN.CCOOMM
Your For Sale By Owner Connection
(860)693-6156 1-800-942-2442

info@CutTheCommission.com



Important  Dates

Complete this form after you have a signed Real Estate Contract. 
Use it as a handy reference to keep track of the milestones you need to reach for closing.

� Date Real Estate Contract was signed by all parties: ___ / ___ / ___

� Inspections are to be completed by: ___ / ___ / ___

� 2nd Deposit to be received by: ___ / ___ / ___

� Mortgage Commitment Date: ___ / ___ / ___

� Tentative Closing Date: ___ / ___ / ___

Buyer’s Name: ______________________________

H Phone: ___________________ W Phone: ____________________

Buyer’s Attorney: ______________________________

Phone: ____________________  Fax: ____________________

Seller’s Attorney: ______________________________

Phone: ____________________  Fax: ____________________

CUUTTTHHEECOOMMMMIISSSSIIOONN.CCOOMM
Your For Sale By Owner Connection
(860)693-6156 z 1-800-942-2442

info@CutTheCommission.com



Radon is a radioactive gas that has been
found in homes throughout the United
States.  It comes from a breakdown of
uranium in the soil, rocks & water.  The
gas then gets into the air that we

breathe and the water we drink.  Any home can have
a radon problem, new homes, old homes, even new
construction homes.  However, just because your
neighbor down the street had a problem, does not
mean that your home will have a problem, too.
The EPA suggests that before you put your home on
the market, it should be tested for radon.  If you
find that you have a problem, most homes can be
fixed for about the same cost as other common
home repairs.  If you have already had a test done,
make sure you make the test results available to
your buyer.

If you are interested, in receiving
more information on this subject
you can log on to:
http://www.radon.com/radon/FAQ.html or call our
local EPA office in CT:
(860)424-3000.
The most important thing to remember is to be edu-
cated and informed so you are better able to handle
questions or concerns during the sale of your home.

(860)693-6156 OR 1-800-942-2442

Call us with any questions:

CutTheCommission.com
Your For Sale By Owner Connection

Radon Facts

Consumer Tips On Radon:
What You Need To Know When Selling Your Home





CONNECTICUT DEPARTMENT OF CONSUMER PROTECTION 
 
 

 
 
 

RESIDENTIAL PROPERTY CONDITION DISCLOSURE REPORT 
 
 
Seller's Name:       Property Address:      
 

The Uniform Property Condition Disclosure Act (Public Act No. 95-311 Connecticut General Statutes Section 20-327b) 
requires the seller of residential property to provide this disclosure to the prospective purchaser prior to the prospective 
purchaser's execution of any binder, contract to purchase, option or lease containing a purchase option.  These provisions 
apply to the transfer of residential real property of four dwelling units or less made with or without the assistance of a licensed 
broker or salesperson.  The seller will be required to credit the purchaser with the sum of $300.00 at closing if the seller fails 
to furnish this report as required by this act. 
 

Please note that Connecticut law requires the owner of any dwelling in which children under the age of 6 reside 
to abate or manage materials containing toxic levels of lead. 
 

Pursuant to the Uniform Property Condition Disclosure Act, the seller is obligated to disclose here any 
knowledge of any problem regarding the following: 
 
 
 YES 

 
 NO 

 
 UNKN 

 
 

 
I.  GENERAL INFORMATION 

 
 

 
 1. How long have you occupied the property?                      Age of structure    
 

r      r r 2. Does anybody other than yourself have any right to use any part of your property, or does 
anybody else claim to own any part of your property?  If yes, explain:   
           
            

 

r      r r 3. Is the property in a flood plain area or an area containing wetlands?    
 

r      r r 4. Do you have any reason to believe that the municipality may impose any assessment for 
    purposes such as sewer installation, sewer improvements, water main installation, water 
    main improvements sidewalks or other improvements?  

 

r      r r 5. Is the property located in an historic village or special tax district?  
     Explain            
 
 
 YES 

 
 NO 

 
UNKN 

 
 

 
II.  SYSTEM/UTILITIES 

 
 

 

r      r r 6. HEATING SYSTEM problems?  Explain:       
            
 a. Heating System and Fuel Type         
b. Is there an underground fuel tank?  If yes, location and age:     

 

r      r r 7. HOT WATER HEATER problems? Explain:      
              
 Type of hot water heater       Age     

 

r      r r 8. PLUMBING SYSTEM problems?  Explain        
             

 

r      r r 9. SEWAGE SYSTEM problems?  Explain        
 

a. Type of sewage disposal system (central sewer, septic, cesspool, etc.) 
             
 
 

 



b. If private: (a) Name of service company       
 

       (b) Date last pumped     Frequency     
c. IF PUBLIC: 

(a) Is there a separate charge made for sewer use?  r Yes  r No 
(b) If separate charge, is it a flat amount or metered?    
(c) If flat amount, please state amount and      
(d) Are there any unpaid sewer charges, and if so state the amount   

 

r      r r 10. AIR CONDITIONING problems? Explain       
              

     Air Conditioning type: Central                     Window                      Other     
 

r      r r 11. ELECTRICAL SYSTEM problems?  Explain:      
             

 

r      r r 12. DRINKING WATER problems?  Quality or Quantity?  Explain:     
    IF PUBLIC DRINKING WATER: 

(a) Is there a separate charge made for water use?  r Yes  r No 
(b) If separate charge, is it a flat amount or metered?      
(c) If flat amount, please state amount and payment dates?      
(d) Are there any unpaid water charges, and if so state the amount     

 

r      r r 13. ELECTRONIC SECURITY SYSTEM problems?  Explain:      
 

r      r r 14. CARBON MONOXIDE OR SMOKE DETECTOR problems?  Explain:    
 

r      r r 15. FIRE SPRINKLER SYSTEM problems?  Explain:       
 
 
 YES 

 
 NO 

 
UNKN 

 
 

 
III.  BUILDING/STRUCTURE/IMPROVEMENTS  

 
 

 

r      r r 16. FOUNDATION/SLAB problems/settling?  Explain:       
 

r      r r 17. BASEMENT Water/Seepage/Dampness?  Explain amount, frequency and location: 
                  
 

r      r r 18. SUMP PUMP problems?  If yes, explain:        
 

r      r r 19. ROOF leaks, problems? Explain:         
      Roof              Age    
 

r      r r 20. INTERIOR WALLS/CEILING problems?  Explain:       
 

r      r r 21. EXTERIOR SIDING  problems?  Explain:        
 

r      r r 22. FLOOR problems?  Explain:         
 

r      r r 23. CHIMNEY/FIREPLACE/WOOD OR COAL STOVE problems?  Explain:     
            

 

r      r r 24. Any knowledge of FIRE/SMOKE damage?   Explain:       
 

r      r r 25. PATIO/DECK problems? Explain:         
     If made of wood, is wood treated or untreated?       
 

r      r r 26. DRIVEWAY problems?  Explain:         
 

r      r r 27. TERMITE/INSECT/RODENT/PEST INFESTATION problems? Explain:   
             

 

r      r r 28. IS HOUSE INSULATED?  Type                                             Location:    
 

r      r r 29. ROT AND WATER DAMAGE problems?  Explain:        
 



  r      r   r 30. WATER DRAINAGE  problems?  Explain:    
  r      r   r   31. Are ASBESTOS CONTAINING INSULATION OR BUILDING MATERIALS  present?  
      If yes, location:              

 r      r   r   32. Is LEAD PAINT present?  If yes, location:       
   

 r      r       r   33. Is LEAD PLUMBING present?  If yes, location:       
   

 r      r       r   34. Has test for RADON been done?  If yes, attach copy.  
   State whether a radon control system is in place:      

 
The Seller should use this area to further explain any item above.  Attach additional pages if necessary and indicate here  
  the number of additional pages attached. 
 
I.  Seller's Certification 
To the extent of the Seller(s) knowledge as a property owner, the Seller acknowledges that the information 
contained above is true and accurate for those areas of the property listed.  In the event a real estate broker or 
salesperson is utilized, the Seller authorizes the brokers or salespersons to provide the above information to 
prospective Buyers, Selling agents or Buyer's agents. 
 
 
DATE     SELLER    SELLER:      
       {Signature}     {Type or Print} 
 
DATE     SELLER    SELLER:      
       {Signature}     {Type or Print} 
 

II.  Responsibilities of Real Estate Brokers 
 

This report in no way relieves a real estate broker of his or her obligation under the provisions of Section 20-328-5a 
of the Regulations of Connecticut State Agencies to disclose any material facts.  Failure to do so could result in 
punitive action taken against the broker, such as fines, suspension or revocation of license. 
 

III.  Statements Not to Constitute a Warranty 
 

Any representations made by the seller on this report shall not constitute a warranty to the buyer. 
 

IV.  Nature of Disclosure Report 
 

This residential disclosure report is not a substitute for inspections, tests, and other methods of determining the 
physical condition of the property. 
 

V.  Information on the residence of convicted felons 
 

Information concerning the residence address of a person convicted of a crime may be available from law 
enforcement agencies or the department of public safety. 
 
 

VI.  Buyers Certification 
 

The Buyer is urged to carefully inspect the property and, if desired, to have the property inspected by an expert.  
The Buyer understands that there are areas of the property for which the Seller has no knowledge and this 
disclosure statement does not encompass those areas.  The Buyer also acknowledges that the Buyer has read and 
received a signed copy of this statement from the Seller or Seller's agent. 
 
 
DATE:    BUYER:     BUYER      

 {Signature}    {Type or Print} 
 
DATE:    BUYER:     BUYER      

 {Signature}    {Type or Print} 
 

Questions or Comments?  Consumer Problems?  Call the Department of Consumer Protection at 1-800-842-2649 



INFORMATION ABOUT FEDERAL LEAD LAWS 

You understand that you must give prospective buyers a fully completed Residential Property
Condition Disclosure Report. You must give the Report to buyers before they execute a written offer
to buy your property. Otherwise, you must credit the buyers $300.00 at closing. (Conn. Public Act 
No. 95-311) We have given you a blank Residential Property Condition Disclosure Report elsewhere
in this Sell-It-Yourself Kit. 
Attached you will find a form entitled “Disclosure of Information on Lead-based Paint & Lead-based
Paint Hazards”, and an EPA brochure entitled “Protect Your Family From Lead In Your Home”. 
Federal regulations governing lead paint apply to “target housing”, which with some exceptions
means housing built before 1978. Unless an exception applies, if the property was built before 1978,
you must (i) give buyers the EPA brochure entitled “Protect Your Family From Lead In Your Home”,
and (ii) give buyers all information you know concerning the presence of lead-based paint and lead-
based paint hazards in the property and copies of all records and reports available to you pertaining
to this. To meet the timing requirement of the federal law, you must give these documents and 
information to a buyer before the buyer is obligated under a purchase contract, (that is, before both
the buyer and you have executed a purchase contract). Failure to do so may result in substantial
damages and/or penalties against you under federal law. 
You also understand that a contract to buy the property must permit a buyer a 10-day period to con-
duct a risk assessment or inspection for the presence of lead-based paint or lead-paint hazards in
the advertised property before the buyer is obligated under the contract. You can mutually agree 
with the Buyer in writing to a different time period. The buyer can also waive this right completely in
writing. 
You must complete the seller’s portion of the Disclosure of Information on Lead-based Paint
Hazards. You will receive a fully executed copy of the Disclosure and must keep it for 3 years after
the closing. 
You may be liable for substantial damages and penalties for failing to meet the duties of a Seller
under the laws governing lead-based paint. You understand that potential serious health risks
(including cancer, brain damage and acute illnesses such as eye, nose and throat irritation) are 
associated with lead substances, asbestos, radon and other environmentally hazardous conditions.
Therefore, you must tell prospective buyers if you know that these conditions exist in the advertised
property. If you fail to disclose known material information about the property - including the pres-
ence of environmentally hazardous conditions - you may be violating federal and/or Connecticut law.
This can result in (i) rescission of any purchase agreement between you and  a prospective buyer,
(ii) an award of damages against you, as the seller, or any person responsible for disclosing the
information, and/or (iii) statutory damages under federal laws on lead-based substances. This is in
addition to any requirement to credit a buyer $300.00 at closing if you have not given the Buyer a
Residential Property Disclosure Report. 
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If you think your home has high 
levels of lead:

� Get your young children tested for lead, even if
they seem healthy.

� Wash children’s hands, bottles, pacifiers, and toys
often.

� Make sure children eat healthy, low-fat foods. 

� Get your home checked for lead hazards.

� Regularly clean floors, window sills, and other 
surfaces.

� Wipe soil off shoes before entering house.

� Talk to your landlord about fixing surfaces with
peeling or chipping paint.

� Take precautions to avoid exposure to lead dust
when remodeling or renovating (call 1-800-424-
LEAD for guidelines).

� Don’t use a belt-sander, propane torch, high
temperature heat gun, scraper, or sandpaper on
painted surfaces that may contain lead.

� Don’t try to remove lead-based paint yourself. 

Simple Steps To Protect Your Family 
From Lead Hazards



Many houses and apartments built before 1978 have
paint that contains high levels of lead (called lead-
based paint). Lead from paint, chips, and dust can

pose serious health hazards if not taken care of properly. 

OWNERS, BUYERS, and RENTERS are
encouraged to check for lead (see page 6)
before renting, buying or renovating pre-
1978 housing.

Federal law requires that individuals receive certain 
information before renting, buying, or renovating 
pre-1978 housing:

LANDLORDS have to disclose known infor-
mation on lead-based paint and lead-based
paint hazards before leases take effect.
Leases must include a disclosure about
lead-based paint.

SELLERS have to disclose known informa-
tion on lead-based paint and lead-based
paint hazards before selling a house. Sales
contracts must include a disclosure about
lead-based paint. Buyers have up to 10
days to check for lead. 

RENOVATORS disturbing more than 2 square
feet of painted surfaces have to give you
this pamphlet before starting work. 

Are You Planning To Buy, Rent, or Renovate
a Home Built Before 1978?



IMPORTANT!

Lead From Paint, Dust, and
Soil Can Be Dangerous If Not

Managed Properly 

FACT: Lead exposure can harm young 
children and babies even before they
are born.

FACT: Even children who seem healthy can
have high levels of lead in their bodies.

FACT: People can get lead in their bodies by
breathing or swallowing lead dust, or by
eating soil or paint chips containing
lead.

FACT: People have many options for reducing
lead hazards. In most cases, lead-based
paint that is in good condition is not a
hazard.

FACT: Removing lead-based paint improperly
can increase the danger to your family.

If you think your home might have lead 
hazards, read this pamphlet to learn some 

simple steps to protect your family.
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People can get lead in their body if they:

� Breathe in lead dust (especially during
renovations that disturb painted 
surfaces).

� Put their hands or other objects 
covered with lead dust in their mouths.

� Eat paint chips or soil that contains
lead.

Lead is even more dangerous to children
under the age of 6:

� At this age children’s brains and nervous
systems are more sensitive to the dam-
aging effects of lead.

� Children’s growing bodies absorb more
lead.

� Babies and young children often put
their hands and other objects in their
mouths. These objects can have lead
dust on them.

Lead is also dangerous to women of
childbearing age:

� Women with a high lead level in their
system prior to pregnancy would expose
a fetus to lead through the placenta
during fetal development.

Lead Gets in the Body in Many Ways

Childhood
lead 
poisoning
remains a
major 
environmen-
tal health
problem in
the U.S.

Even children
who appear
healthy can
have danger-
ous levels of
lead in their
bodies.



3

Lead’s Effects

It is important to know that even exposure
to low levels of lead can severely harm 
children. 

In children, lead can cause:

� Nervous system and kidney damage.

� Learning disabilities, attention deficit
disorder, and decreased intelligence.

� Speech, language, and behavior 
problems.

� Poor muscle coordination.

� Decreased muscle and bone growth.

� Hearing damage.

While low-lead exposure is most 
common, exposure to high levels of 
lead can have devastating effects on
children, including seizures, uncon-
sciousness, and, in some cases, death.

Although children are especially 
susceptible to lead exposure, lead 
can be dangerous for adults too. 

In adults, lead can cause:

� Increased chance of illness during
pregnancy.

� Harm to a fetus, including brain 
damage or death.

� Fertility problems (in men and women).

� High blood pressure.

� Digestive problems.

� Nerve disorders.

� Memory and concentration problems.

� Muscle and joint pain.

Brain or Nerve Damage

Slowed 
    Growth

Hearing 
Problems

Reproductive
Problems
(Adults)

Digestive
Problems

Lead affects
the body in
many ways.



4

Many homes built before 1978 have lead-
based paint. The federal government
banned lead-based paint from housing in
1978. Some states stopped its use even
earlier. Lead can be found:

� In homes in the city, country, or suburbs.

� In apartments, single-family homes, and
both private and public housing. 

� Inside and outside of the house.  

� In soil around a home. (Soil can pick up
lead from exterior paint or other sources
such as past use of leaded gas in cars.)

To reduce your child's exposure to lead,
get your child checked, have your home
tested (especially if your home has paint
in poor condition and was built before
1978), and fix any hazards you may have.
Children's blood lead levels tend to increase
rapidly from 6 to 12 months of age, and
tend to peak at 18 to 24 months of age. 

Consult your doctor for advice on testing
your children. A simple blood test can
detect high levels of lead. Blood tests are
usually recommended for:

� Children at ages 1 and 2.

� Children or other family members who
have been exposed to high levels of lead. 

� Children who should be tested under
your state or local health screening plan. 

Your doctor can explain what the test results
mean and if more testing will be needed. 

Get your
children and
home tested
if you think
your home
has high lev-
els of lead.

Checking Your Family for Lead 

Where Lead-Based Paint Is Found

In general,
the older your
home, the
more likely it
has lead-
based paint. 



Lead-based paint is usually not a hazard if
it is in good condition, and it is not on an
impact or friction surface, like a window. It
is defined by the federal government as
paint with lead levels greater than or equal
to 1.0 milligram per square centimeter, or
more than 0.5% by weight.

Deteriorating lead-based paint (peeling,
chipping, chalking, cracking or damaged)
is a hazard and needs immediate attention.
It may also be a hazard when found on sur-
faces that children can chew or that get a
lot of wear-and-tear, such as: 

� Windows and window sills.

� Doors and door frames.

� Stairs, railings, banisters, and porches.

Lead dust can form when lead-based paint is scraped, sanded, or
heated. Dust also forms when painted surfaces bump or rub togeth-
er. Lead chips and dust can get on surfaces and objects that people
touch. Settled lead dust can re-enter the air when people vacuum,
sweep, or walk through it. The following two federal standards have
been set for lead hazards in dust:

� 40 micrograms per square foot (µg/ft2) and higher for floors,
including carpeted floors.

� 250 µg/ft2 and higher for interior window sills.

Lead in soil can be a hazard when children play in bare soil or
when people bring soil into the house on their shoes. The following
two federal standards have been set for lead hazards in residential
soil: 

� 400 parts per million (ppm) and higher in play areas of bare soil.

� 1,200 ppm (average) and higher in bare soil in the remainder of
the yard.

The only way to find out if paint, dust and soil lead hazards exist is
to test for them. The next page describes the most common meth-
ods used. 

Lead from
paint chips,
which you
can see, and
lead dust,
which you
can’t always
see, can both
be serious 
hazards. 

Identifying Lead Hazards
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You can get your home tested for lead in
several different ways:

� A paint inspection tells you whether your
home has lead-based paint and where it
is located.  It won’t tell you whether or not
your home currently has lead hazards.

� A risk assessment tells you if your home
currently has any lead hazards from lead
in paint, dust, or soil.  It also tells you what
actions to take to address any hazards.

� A combination risk assessment and
inspection tells you if your home has 
any lead hazards and if your home has
any lead-based paint, and where the
lead-based paint is located.

Hire a trained and certified testing profes-
sional who will use a range of reliable
methods when testing your home.

� Visual inspection of paint condition 
and location.

� A portable x-ray fluorescence (XRF)
machine.

� Lab tests of paint, dust, and soil
samples.

There are state and federal programs in
place to ensure that testing is done safely,
reliably, and effectively.  Contact your state
or local agency (see bottom of page 11) for
more information, or call 1-800-424-LEAD
(5323) for a list of contacts in your area.

Home test kits for lead are available, but
may not always be accurate. Consumers
should not rely on these kits before doing
renovations or to assure safety.

Checking Your Home for Lead

Just knowing
that a home
has lead-
based paint
may not tell
you if there 
is a hazard.
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If you suspect that your house has lead
hazards, you can take some immediate
steps to reduce your family’s risk:

� If you rent, notify your landlord of
peeling or chipping paint.

� Clean up paint chips immediately.

� Clean floors, window frames, window
sills, and other surfaces weekly. Use a
mop or sponge with warm water and a
general all-purpose cleaner or a cleaner
made specifically for lead. REMEMBER:
NEVER MIX AMMONIA AND BLEACH
PRODUCTS TOGETHER SINCE THEY
CAN FORM A DANGEROUS GAS.

� Thoroughly rinse sponges and mop
heads after cleaning dirty or dusty
areas. 

� Wash children’s hands often, especial-
ly before they eat and before nap time
and bed time.

� Keep play areas clean. Wash bottles,
pacifiers, toys, and stuffed animals 
regularly.

� Keep children from chewing window
sills or other painted surfaces.

� Clean or remove shoes before
entering your home to avoid
tracking in lead from soil.

� Make sure children eat 
nutritious, low-fat meals high 
in iron and calcium, such as
spinach and dairy products.
Children with good diets absorb
less lead.

What You Can Do Now To Protect 
Your Family
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In addition to day-to-day cleaning and good
nutrition:

� You can temporarily reduce lead hazards
by taking actions such as repairing dam-
aged painted surfaces and planting grass
to cover soil with high lead levels. These
actions (called “interim controls”) are not
permanent solutions and will need ongo-
ing attention.

� To permanently remove lead hazards,
you should hire a certified lead “abate-
ment” contractor. Abatement (or perma-
nent hazard elimination) methods
include removing, sealing, or enclosing
lead-based paint with special materials.
Just painting over the hazard with regular
paint is not permanent removal. 

Always hire a person with special training
for correcting lead problems—someone
who knows how to do this work safely and
has the proper equipment to clean up 
thoroughly. Certified contractors will employ
qualified workers and follow strict safety
rules as set by their state or by the federal
government.

Once the work is completed, dust cleanup
activities must be repeated until testing
indicates that lead dust levels are below the
following:

� 40 micrograms per square foot (µg/ft2)
for floors, including carpeted floors;

� 250 µg/ft2 for interior windows sills; and

� 400 µg/ft2 for window troughs.

Call your state or local agency (see bottom
of page 11) for help in locating certified
professionals in your area and to see if
financial assistance is available.

Reducing Lead Hazards In The Home

Removing
lead 
improperly
can increase
the hazard to
your family
by spreading
even more
lead dust
around the
house. 

Always use a 
professional who
is trained to
remove lead 
hazards safely.



Take precautions before your contractor or
you begin remodeling or renovating any-
thing that disturbs painted surfaces (such
as scraping off paint or tearing out walls): 

� Have the area tested for lead-based
paint.

� Do not use a belt-sander, propane
torch, high temperature heat gun, dry
scraper, or dry sandpaper to remove
lead-based paint. These actions create
large amounts of lead dust and fumes.
Lead dust can remain in your home
long after the work is done.

� Temporarily move your family (espe-
cially children and pregnant women)
out of the apartment or house until 
the work is done and the area is prop-
erly cleaned. If you can’t move your
family, at least completely seal off the
work area.

� Follow other safety measures to
reduce lead hazards. You can find out
about other safety measures by calling 
1-800-424-LEAD. Ask for the brochure
“Reducing Lead Hazards When
Remodeling Your Home.” This brochure
explains what to do before, during, 
and after renovations.          

If you have already completed renova-
tions or remodeling that could have
released lead-based paint or dust, get
your young children tested and follow
the steps outlined on page 7 of this
brochure.

Remodeling or Renovating a Home With
Lead-Based Paint

If not 
conducted
properly, 
certain types
of renova-
tions can
release lead
from paint
and dust into
the air. 
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� Drinking water. Your home might have
plumbing with lead or lead solder. Call
your local health department or water
supplier to find out about testing your
water. You cannot see, smell, or taste
lead, and boiling your water will not get
rid of lead. If you think your plumbing
might have lead in it:

• Use only cold water for drinking and
cooking.

• Run water for 15 to 30 seconds
before drinking it, especially if you
have not used your water for a few
hours.

� The job. If you work with lead, you
could bring it home on your hands or
clothes. Shower and change clothes
before coming home. Launder your work
clothes separately from the rest of your 
family’s clothes.

� Old painted toys and furniture.

� Food and liquids stored in lead crystal
or lead-glazed pottery or porcelain.

� Lead smelters or other industries that
release lead into the air.

� Hobbies that use lead, such as making
pottery or stained glass, or refinishing
furniture.

� Folk remedies that contain lead, such as
“greta” and “azarcon” used to treat an
upset stomach.

Other Sources of Lead

While paint, dust,
and soil are the
most common
sources of lead,
other lead
sources also exist.
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The National Lead Information Center
Call 1-800-424-LEAD (424-5323) to learn
how to protect children from lead poisoning
and for other information on lead hazards.
To access lead information via the web, visit
www.epa.gov/lead and
www.hud.gov/offices/lead/.

EPA’s Safe Drinking Water Hotline
Call 1-800-426-4791 for information about
lead in drinking water.

Consumer Product Safety 
Commission (CPSC) Hotline

To request information on lead in
consumer products, or to report an
unsafe consumer product or a prod-
uct-related injury call 1-800-638-
2772, or visit CPSC's Web site at:
www.cpsc.gov.

Health and Environmental Agencies
Some cities, states, and tribes have
their own rules for lead-based paint
activities. Check with your local agency to
see which laws apply to you. Most agencies
can also provide information on finding a
lead abatement firm in your area, and on
possible sources of financial aid for reducing
lead hazards. Receive up-to-date address
and phone information for your local con-
tacts on the Internet at www.epa.gov/lead
or contact the National Lead Information
Center at 1-800-424-LEAD.

For More Information

For the hearing impaired, call the Federal Information 
Relay Service at 1-800-877-8339 to access any of 

the phone numbers in this brochure.
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EPA Regional Offices

Region 1 (Connecticut, Massachusetts,
Maine, New Hampshire, Rhode Island,
Vermont)

Regional Lead Contact
U.S. EPA Region 1
Suite 1100 (CPT)
One Congress Street
Boston, MA  02114-2023           
1 (888) 372-7341

Region 2 (New Jersey, New York,
Puerto Rico, Virgin Islands)

Regional Lead Contact
U.S. EPA Region 2
2890 Woodbridge Avenue
Building 209, Mail Stop 225
Edison, NJ  08837-3679
(732) 321-6671

Region 3 (Delaware, Maryland,
Pennsylvania, Virginia, Washington DC,
West Virginia)

Regional Lead Contact
U.S. EPA Region 3 (3WC33)
1650 Arch Street
Philadelphia, PA  19103
(215) 814-5000

Region 4 (Alabama, Florida, Georgia,
Kentucky, Mississippi, North Carolina,
South Carolina, Tennessee)

Regional Lead Contact
U.S. EPA Region 4
61 Forsyth Street, SW
Atlanta, GA  30303
(404) 562-8998

Region 5 (Illinois, Indiana, Michigan,
Minnesota, Ohio, Wisconsin)

Regional Lead Contact
U.S. EPA Region 5 (DT-8J)
77 West Jackson Boulevard
Chicago, IL  60604-3666
(312) 886-6003

EPA Regional Offices

Region 6 (Arkansas, Louisiana, New
Mexico, Oklahoma, Texas)

Regional Lead Contact
U.S. EPA Region 6
1445 Ross Avenue, 12th Floor
Dallas, TX  75202-2733
(214) 665-7577

Region 7 (Iowa, Kansas, Missouri,
Nebraska)

Regional Lead Contact
U.S. EPA Region 7
(ARTD-RALI)
901 N. 5th Street
Kansas City, KS  66101
(913) 551-7020

Region 8 (Colorado, Montana, North
Dakota, South Dakota, Utah, Wyoming)

Regional Lead Contact
U.S. EPA Region 8
999 18th Street, Suite 500
Denver, CO  80202-2466
(303) 312-6021

Region 9 (Arizona, California, Hawaii,
Nevada)

Regional Lead Contact 
U.S. Region 9
75 Hawthorne Street
San Francisco, CA  94105
(415) 947-4164

Region 10 (Alaska, Idaho, Oregon,
Washington)

Regional Lead Contact
U.S. EPA Region 10
Toxics Section WCM-128
1200 Sixth Avenue
Seattle, WA  98101-1128
(206) 553-1985

Your Regional EPA Office can provide further information regard-
ing regulations and lead protection programs.



CPSC Regional Offices

Eastern Regional Center
Consumer Product Safety Commission
201 Varick Street, Room 903
New York, NY  10014
(212) 620-4120

Central Regional Center
Consumer Product Safety Commission
230 South Dearborn Street, Room 2944
Chicago, IL  60604
(312) 353-8260

Western Regional Center
Consumer Product Safety Commission
1301 Clay Street, Suite 610-N
Oakland, CA  94612
(510) 637-4050

HUD Lead Office
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Please contact HUD's Office of Healthy Homes and Lead Hazard
Control for information on lead regulations, outreach efforts, and
lead hazard control and research grant programs. 

U.S. Department of Housing and Urban Development
Office of Healthy Homes and Lead Hazard Control
451 Seventh Street, SW, P-3206
Washington, DC  20410
(202) 755-1785

Your Regional CPSC Office can provide further information regard-
ing regulations and consumer product safety.

U.S. EPA Washington DC 20460 EPA747-K-99-001
U.S. CPSC Washington DC 20207 June 2003
U.S. HUD Washington DC 20410

This document is in the public domain. It may be reproduced by an individual or
organization without permission. Information provided in this booklet is based
upon current scientific and technical understanding of the issues presented and
is reflective of the jurisdictional boundaries established by the statutes governing
the co-authoring agencies. Following the advice given will not necessarily pro-
vide complete protection in all situations or against all health hazards that can
be caused by lead exposure.




