
 Last month I participated in a 
closing that was not supposed to 
happen. The story behind it should 
be a wake-up call for 
any seller who uses a 
relocation company to 
sell his home but then 
doesn’t relocate. 
 Here’s what hap-
pened, and it may well 
have been a first in real 
estate.  
 A client of mine fell 
in love with a house, 
and I helped him get it 
under contract. The 
seller was relocating to another 
state, and his future employer pro-
vided relocation benefits, including 
paying the cost of selling his house 
and paying for his moving costs. 
These are great benefits.   
 However, after the house went 
under contract (very quickly), the 
job offer fell through. No worries, 
the seller thought — after all, his 
buyer was not under contract with 
him but with the relocation compa-
ny, and the buyer had signed the 

standard relocation company ad-
dendum which states that the con-
tract to buy the home from the 

relocation company 
was contingent on the 
relocation company 
acquiring title to the 
home — which typically 
happens the day of 
closing.  The relocation 
company buys the 
house from the 
“transferee” and then 
resells it to the buyer — 
standard procedure in 
relocation transactions.   

    So, upon learning that the trans-
fer was not going to happen, the 
listing agent sent me a notice to 
terminate the contract and an ear-
nest money release signed by the 
relocation company.   
 Now, any “normal” buyer would 
have accepted the termination — 
and I expected my client to do so.  
However, my buyer loved that 
house and wasn’t going to let the 
seller off the hook.  I pointed to the 
addendum’s provision and told my 

client that, in my layman’s opinion, 
he didn’t have a case, and I’d nev-
er heard of a buyer challenging it. 
 Well, you need to know that this 
client is an attorney.  He hired an 
attorney to represent him and 
pressed an interesting legal point 
that had never occurred to me. He 
maintained that the relocation 
company was functioning as an 
agent for the seller and that the 
seller couldn’t get out of the sale 
even though his name was not on 
the contract itself.  
 Well, the case never got to the 
point of litigation.  The seller, who 
did not want to sell, agreed to sell 
rather than press his case in court 
at what would probably be great 
expense. 
 Since it didn’t go to trial, no prec-
edent was set, but nevertheless 
this should be an interesting 
lesson for other sellers 
who find themselves in 
a similar situation — 
and, of course, a great 
lesson for the disap-
pointed buyer! 
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This Week’s Featured New Listing 

 This home at 2140 
Lookout Mountain Rd. 
is located near the top 
of Beverly Heights, just 
above where 19th St. 
becomes Lookout 
Mountain Road. It is 
directly across from 
Beverly Heights Park. 
Bicycle enthusiasts will 
value this home since it 
is at the bottom of the area's favorite bicycle hill climb up Lookout Moun-
tain. The house itself has four bedrooms upstairs and features hot water 
heat and hardwood flooring on both floors and even the stairs! The lot is 
over 1/4 acre. The quiet backyard includes a storage shed and lots of 
trees. There’s a large raspberry patch and professionally landscaped yard 
with trees providing privacy in all directions. Open this Saturday, 1-4 p.m. 
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Beverly Heights Home Is Across From City Park 

Take a Narrated Video Tour Online at 
www.BeverlyHeightsHome.com 

$495,000 
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