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Guidelines for the Preparation & Use 
of the Pennsylvania Association of Realtors® 

Multiple Offer Summary Worksheet (Form MOS) 
 

General Notes on Usage of PAR Standard Forms 
The Pennsylvania Association of Realtors® Standard Forms are developed by the PAR 
Standard Forms Committee for use in a wide variety of transactions and market areas. To 
provide maximum flexibility to the parties, many provisions contain blank spaces that can 
be filled in as appropriate. Further, it is helpful to remember that where pre-printed 
language is not agreeable to the parties it can be crossed out and/or modified, with the 
parties dating and initialing the change in the margins. As a general rule, text added by 
the parties that changes pre-printed text, or pre-printed text altered by the parties, will 
prevail over pre-printed language should a dispute arise. 
 
As stated in the title, these are only guidelines for the proper use of this form. The 
Guidelines presented here should be used in conjunction with, and as a supplement to, 
your professional education, and are in no way meant to be a substitute for proper 
professional education. Seek guidance from your Broker and/or your legal counsel if you 
have any questions about the proper use of this or any PAR form in a transaction. 
 
To make these Guidelines more useful there may be helpful “extras” added to the main 
text. Many of the “Note” or “Practice Tip” items you will see are based, in part, on the 
experiences of PAR members and legal counsel, and are designed to point out some of the 
more practical items involved in filling out this form. 
 
Background Information  
The Multiple Offer Summary Worksheet (Form MOS) is designed to provide an easy way for 
sellers to compare key terms in multiple offers. This is not an addendum or part of any 
offer or counteroffer, just a tool to be used to find essential information at a glance. You’ll 
see that there isn’t even a place at the bottom for a party’s signature! 
 
Getting multiple offers for a listing can be quite exciting, but you’ll notice that this form 
does more than just rank the offers based on Purchase Price. In order to help your client 
choose which one is best for them and their situation, each of these factors should be 
carefully considered in addition to any others that may be important to the sellers. The 
highest price isn’t always going to be the best offer. 
 
Buyer Agent – Provide the name of the Buyer Agent in order to help keep track of which 
offer is which. If you are the Buyer Agent in addition to being the Seller Agent, this would 
be a great time to remind your clients of what dual agency means and how it may alter 
their expectations of you should they accept that offer. 
 
Purchase Price – Put the total Purchase Price offered from the Agreement here. There will 
be space later to note whether this might change. 
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Seller Assist – Seller Assist is the amount of money or the value of something that will be 
going from Seller back to the buyer. Only items like money towards closing costs, credits, 
and the like should be included. Put the total amount of the Seller Assist, if any, here. 
 
Net Purchase Price – Subtract the Seller Assist from the Purchase Price and put the 
number here. This is the net purchase price. 
 

NOTE: Remember that there is a difference between net purchase price and net 
proceeds. The Seller offering to pay the cost of the appraisal is an example of a 
seller concession; that cost can be deducted from the Purchase Price to arrive at the 
NPP. On the other hand, the Buyer offering to pay the entire transfer tax is not a 
seller concession, it merely increases the total amount of money that the Seller may 
receive at closing and has nothing to do with the Purchase Price of the Property. 
While the net proceeds are certainly something the seller should consider, the price 
escalation addendum only concerns itself with the NPP and the Purchase Price. 

 
Escalation Clause – If the offer includes an escalation clause, maybe the Price Escalation 
Addendum (Form PEA), note it here. You may even want to include the highest escalated 
purchase price. 
 
Cash/Check at Signing – With a “yes” or “no,” indicate whether a deposit will be provided 
at signing and, if desired, the amount of the deposit. Remember that the default language 
of the Agreement of Sale gives the buyer a small window of time in which to provide a 
deposit, but this timeframe can be “zero” with a deposit due at signing. 
 
Cash/Check Within – With a “yes” or “no,” indicate whether the offer was made with a 
deposit. You can also include the amount of the deposit. 
 
Total Deposit – Deposits towards the Purchase Price can be made at several times during 
the transaction. For example, the buyer may be offering to make an additional deposit 
after the inspection contingency period. 
 
Acceptance By Date – When is the buyer asking for a final response from Seller? 
 
Settlement Date – What has the buyer proposed as the Settlement Date? 
 
Sale/Settlement of Prop – If the buyer must sell or settle on their own property before 
they can purchase Seller’s Property, they may have included a contingency addendum. PAR 
has several options of these types of forms for buyers to use, each of which has a separate 
but similar purpose. 
 

Settlement of Other Property Contingency Addendum (SOP) – This form is used by a 
buyer who has accepted an offer on their property but will need that transaction to 
settle in order to purchase Seller’s Property. It gives Seller the right to terminate 
the Agreement if the buyer does not close on their property by a deadline. 
 
Sale & Settlement of Other Property Contingency Addendum (SSP) – A buyer may not 
yet have their property available for sale, but intends to do so, and will need that 
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transaction to settle in order to purchase Seller’s Property. The addendum gives 
Seller the ability to review and approve of offers that the buyer receives. 
 
Sale & Settlement of Other Property Contingency Addendum with Right to Continue 
Marketing (SSP-CM) – This is similar to Form SSP, but specifically allows Seller to 
continue marketing their Property to other interested buyers. It gives Seller the right 
to terminate the Agreement outright if they receive another offer they want to 
accept from a different buyer. 
 
Sale & Settlement of Other Property Contingency Addendum with Timed Kickout 
Clause (SSP-TKO) – Similar to Form SSP-CM, Seller may solicit offers from other 
interested buyers. However, if Seller receives an offer from a different buyer that 
they would like to accept, they must first give the buyer the chance to either show 
that they can pay for Seller’s Property without selling their own property or provide 
a copy of an agreement of sale for their property. 

 
Mortgage Type/Amount – Indicate the type of financing that the buyer is proposing 
(conventional, FHA, VA) and the amount. How quickly does Seller want to close? Is Seller 
willing to cooperate with the additional requirements that may be put onto the Property 
for an FHA loan? How much will the buyer be borrowing and is it likely that they will get a 
clear-to-close? 
 

Note: Remember that a waived mortgage contingency does not mean that the buyer 
will be paying in cash. A waived contingency gives up the protection that the buyer 
would have if the lender does not issue the loan. 

 
Interest/Max Rate – If the buyer has provided the information, note the interest rate that 
the buyer would apply for and the maximum interest rate that the buyer is willing to 
accept.  
 
Lender Name – Though the buyer does get to select their own lender, Seller may want to 
steer clear of one that has given trouble in the past or is not reputable. 
 
Appraisal Contingency – Indicate whether the buyer has included an appraisal contingency 
with a “yes” or “no.” You may also want to include the minimum appraised value that the 
buyer has elected. 
 
Inspections Elected – Make note of which inspections, if any, have been elected by the 
buyer. Seller may also want to consider the contingency period suggested by the buyer. 
 
Items Included in Sale – Be certain to go over the list of personal property items already 
included in the standard agreement of sale. Pre-printed items that Seller would like to 
exclude from the sale should be crossed out and added to the list of excluded items. If 
there is anything else that the buyer would like to negotiate as part of the sale, add it 
here. 
 
Comments – Any general thoughts about the offer can be noted in this space. 
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