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Fundamental change in approach
that causes old ways of thinking and
doing things to become irrelevant.
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DOJv.NAR=Rules

Moehrl Class Action=$$
DOJ |7 Dropped — 18 = Seller
Sitzer/Burnett i ' ; Plalitite
4 = Buyer

NAR Settlement t Plaintiffs
3 Suits = 3 Tentative
Settlement Agreements
(May apply broadly)

1 = Jury Decision
Against NAR et al

$1.78B+ 3xDamages
(Appeals Being File Now)

3 Suits Against
Broker-Owned MLS
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New Lawsuits
Have a Slightly
Different Twist

Buyer Allegations

* “Mandates a ‘blanket offer,” meaning that the same compensation must be offered
to every buyer’s broker, regardless of skill, experience, or the services provided”

« It has the effect of encouraging ‘steering’ by buyer-brokers, it incentivizes them
to direct their clients to properties with higher commission offers.”

* “"REALTORS® have overturned the natural order of a rational price system
where home sellers and home buyers each separately bargain and pay for
the services provided to each of them”

« “Causes America’s home buyers to pay inflated commissions for broker services
they misrepresent as free and to receive reduced quality broker services”




N REALTRENDS

NEWS Vv RANKINGS Vv EVENTS Vv RESEARCH Vv PODCASTS

Brokers and agents who don't prepare for compensation changes will lose market share,
opportunities

shared

5/23/2024

10

10000 VoM April 05,2024 (S)

DOJ canreopenits investigation
into NAR, appeals courtrules

Inanother loss for the National Association of Realtors, the court ruled the US Department of
Justice can reopen its investigation into rules around commission sharing

Clear Cooperation Policy
— requires listings to be
put in MLS in one
business day after going
public or 24 hours
depending on your MLS

Participation Rule —

requirement to put offer of
buyer brokerage
compensation in MLS
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NAR
Settlement -
Boots on

the Ground
Issues




WRITTEN BUYER
AGREEMENTS
®
» NAR has been advocating the use of written agreements for years, in this

settlement we have agreed to require MLS participants working with buyers to
enter into written representation agreements with their buyers

« Prior to touring the home (1to 4 residential housing units)
« Must include a specific fee amount — not open ended

« May not accept money from any source in excess of the amount specified in the
agreement

« This can be done now but change will go into effect in mid-August 2024.

5/23/2024
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OFFERS OF COMPENSATION MOVED OFF THE MLS

————— - ——

« New rule prohibiting Listing Firm Offers of compensation on the MLS.

« Offers of compensation could continue to be an option but sellers must first
authorize those offers.

« Additionally, Sellers can offer “concessions” to Buyers in the MLS

« Seller ‘incentives’ for prepaid taxes, HOA fees, repair credits, other buyer
incentives

» Concessions may not be conditioned nor limited to brokerage fees
« Seller and/or Buyer can agree to pay the buyer broker directly

« Can be written into the offer as a negotiated Seller payment to the buyer to settle
their contractual obligation with their buyer agent/firm
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RISMEDIA

DOJ LAWYER: NO OFFERS

OF COMPENSATION
‘ANYWHERE’

Antitrust regulators at the Department of Justice (DOJ) appear unsatisfied with the
agreement struck between the National Association of REALTORS® (NAR) and plaintiffs in
commission lawsuit class-actions, with a DOJ lawyer saying explicitly that they do not want
any offers of compensation made by seller agents to buyer agents

At a court hearing today in the Massachusetts-based MLS PIN case (the first commission
lawsuit to settle, which the DOJ has taken an outsized interest in), Jessica Leal, a lawyer

representing the DOJ, called the NAR settlement “an improvement,” but implied it was not
enough.
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Many State/Local Associations and/or MLSs are
contemplating and evaluating form changes to:

« Sales contracts and Addendums if required
« Listing Agreements and Buyer Agreements
« Disclosure forms
« Compensation agreements between companies
Other items being considered:
« Code of Ethics
* MLS rules
« License Law — in some states
« Statutes may change in some states, i.e. lien rights
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We are where we are,
however we got here. What

matters is where we go next.

Isaac Marion

1, % :"lﬁ,

b, ) Seller
Consultation
V " o
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* Lawsuits, the DOJ rulings, and
the NAR settlement have been
discussed in mainstream media
— and not always accurately.

* We will be questioned about it
— we need to be ready to
respond

» We will need to articulate our
value proposition even more
than before

« Literally — justify why we are
worth what we are charging
since the implication is that we
are not!

5/23/2024
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VALUE
PROPOSITION

* Why should they list with you?
* What separates you from the others?
* We must add the value — the why!
— * Not always clear to client why it's
@ important
‘ * You must satisfy their needs

* And sometimes they don’t even know
they need it!

(¢) Madison Seminars * Al ights reserved
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From NAR Statistics

27% of NAR members started since 2020

Typical REALTOR years of experience = 11

81% of real estate firms are 1 office firms

Typical firm has 3 full time licensees




VER A

Brochure at
competition.realtor
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INSPECTIONS /. AN

NN\ THE APPRAISAL

151. Schedule appraisal

152. Provide to appraisar any comparable
sales used in market pricing

153, Follow-up on appraisal
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of proparation 178, Share the warranty paperwork for claims in the futare
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Many people enjoy scrolling endlessly
Local Broker through thousands of homes on the
i internet, but few know about local MLS
Mal'ketplaces X broker marketplaces that make it all possible.

Make Home EnffeiEme sy
Fantasies
Realities

Provide transparent, Ensure the most Maximize consumer

equitable and instant accurate, up-to-date and choice about which

exposure and access to verifiable source of active brokers with whom
all home listings. listings and past sales. to work.

SELLING A HOME IS EASY!™

*If You Work with a Real Estate Agent Who is a REALTOR"

SOME PEOPLE THINK SELLING A HOME IS AS SIMPLE AS: BUT THERE'S SO

- Putasign in your yard SEULTE BIOSE Y50 1T

- Let other real estate agents know Some of the things a real estate
; agent who is a REALTOR? helps

- Patiently wait you with include:

PRE-LISTING

- Research sales activity for past - Perform exterior curb
18 months from local broker appeal assessment.
marketplaces and public
records databases

- Address impertant topics
such as odors, clutter,

- Guide on best market pricing cleanliness, décor

position based on current market neutralization and more,
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The Seller
ReTHINK Conversation

Compensation
Conversations

27
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» Talking points about negotiating compensation are examples.
» They are not intended for you to use verbatim.
» Use them as samples to build your own dialog with your clients.
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Mayve \ shouldn’t

« the commission we
charge is X and we
pay out Y to the
co-op brokers

« if we don’t pay out
atleast Y, no one
will show your listing

This strategy also means ...
Re-thinking your compensation conversation with your sellers
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Buyer

Listing
. Brokerage — .
Compensation Compensation [l Compensation

+ Compensation is two parts added together to make the whole.

« Part is for the listing office and what they do for the seller.

« Part is for the buyer brokerage and what they do for the buyer

* The total is paid by the buyer and seller in the price they agreed on

(c) Madison Seminars * Al rights reserved
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» The compensation our brokerage charges to put into place
everything we need to do to get you the most money, the
quickest sale with the least amount of inconvenience and get
us to the closing table is X%

« Although we are no longer allowed to publish the offer of
compensation in the MLS, that doesn’t mean we shouldn’t offer
it — nor does it mean the buyer brokerage will not get paid.

« In our marketplace, most of the buyers do not have extra
money after they've paid their down payment and closing costs
to pay their brokerage out of pocket.

» Most buyers want to include the buyer brokerage side of the

compensation in the offer they make you. In other words, put it
into the price they pay and pay it in their mortgage.

(c) Madison Seminars * Al rights reserved

Talking
Points with
Sellers

Y
oA
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« In our marketplace the buyer brokerage compensation
varies greatly. Our offer cannot possibly cover each and
every one of the formats that may be out there.

 That said, we want to try to offer what a buyer may be
responsible to pay their brokerage so they do not have to
negotiate compensation with you at the same time they
are negotiating other issues of the purchase.

« The other issue right now is they cannot add it into their
mortgage, the lenders won't let them, but they can include
it in the amount they offer you and have you pay it.

(c) Madison Seminars * Al rights reserved

Talking
Points with
Sellers

H
LW
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* So, one of two things will happen —

1. the buyer agents will call me to ask if — and how much —
you are willing to pay

will take that into consideration and it will probably be lower.

paying their brokerage themselves.

* What were you thinking?

2. or the buyers will just ask you to pay it as part of the contract.
« As we saw in the comps, the properties in your area that sold in the
$300 - $305,000 range all paid buyer brokerage compensation. If you
choose to not pay it on behalf of the buyer, any offer the buyer makes

« We anticipate an offer in the $290,000 - $300,000 range if the buyer is

« So, let’s talk about what we’re going to offer to the buyer brokerage.

33




They want to pay nothing — or very little

« That is certainly your decision, but it could affect your sale.
If the buyers owe their brokerage and we are not including )
it — they will have a few options: o
» They can choose not to see your property and focus H 0
on those that are covering their compensation
« They can pay their brokerage the compensation, but n ”
as we talked about, most of them don’t have the extra
money to pay it
» They can ask you to pay it in the offer they bring you
regardless of whether you are offering it or not.

(c) Madison Seminars * Al rights reserved
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Let's take another look at our CMA for a moment. The six homes that we

looked at as comparables to yours and that the appraiser will probably use

as well, include the offer of compensation to the buyer brokerage. Each of

them state that they will pay buyer brokerage compensation. If we are not

including the compensation — and you are going to ask the same for your

home as these six sellers asked — the buyers are going to offer you less if

they are paying their brokerage themselves.

Not offering buyer brokerage compensation does not give you an extra
money in your pocket — that is not your money — it's always been set aside
for the brokerage who brings in the buyer.
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The Co-op Side
[ Seller decides what compensation — if any — they
1 will offer to the buy side brokerage

Prepare seller for buyers’ options if seller
chooses a non-competitive amount

NEGOTIATE IT

Buyer can — and probably will — use the sales
contract to ask the seller to pay the
compensation regardless of what the seller’s
decide to offer

(c) Madison Seminars * Al rights reserved
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Buyers have choices

Choose to
not look at
the property

Pay their
brokerage
at closing

Ask seller to
pay as part of
sales contract

It's important to note that these are the
buyers choices — not the buyer agents.

We should never state or infer that an
agent won't show the property because
of the compensation.

The buyers can choose not to look at a
property that doesn’'t cover what they
have agreed to pay their brokerage.

They may not want to negotiate
compensation while negotiating price,
closing date and whether the pool table
stays!
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Lender will not allow adding it

Difference Buyers purchase property for $100,000
between

adding it Down payment of $10,000

and

including it Mortgage - $90,000

Want to mortgage $93,000 to pay
brokerage $3,000

(c) Madison Seminars * Al righs reserved
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Lender will allow including it

 Buyers purchase property for $103,000
+ Down payment $10,000 -‘O_MA\{J\'O TO-MAK-To
» Mortgage $93,000 and buyer-broker

<

compensation comes from seller

(c) Madison Seminars * Al rights reserved
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Reality #1

« Comps show 10 houses sold for $100,000 in the
subdivision

« All those sellers paid buyer brokerage compensation

« The house buyer wants is not offering any
compensation

« Buyer will be paying his brokerage directly

« They will not pay that seller $100,000

« They will pay somewhere around $97,000 f
If the sellers do not pay the buyer brokerage cor;;;satlon

from the transaction price — they will not be ‘pocketing’ that
money - if the buyers pay their brokerage themselves, they

will pay the seller less.

41

T

« Buyer is paying the compensation in the sales price of the property
Reality « Without offering buyer brokerage compensation seller will receive
#2 less that those sellers who did

* They may get fewer showings — buyers can choose not to look
« Will probably be asked to pay it by the buyers!

(c) Madison Seminars * Al righs reserved
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BOTTOM LINE
AMPACY

If buyers do pay it
themselves —

Lenders won't let
them add it to the
mortgage

Buyers don’t have

extra cash they will pay the

seller less!

Seller's property will be ‘ If they do not — it will
more marketable if they probably be negotiated
offer compensation in the contract

It ends up being the same thing — compensation
comes out of the agreed upon price the buyer is
willing to pay and the seller is willing to accept

(c) Madison Seminars * Al rights reserved
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4 Quick Word on Offering Bonuses

« Are you saying that the buyer agents will now
show your listing because you are offering more
compensation?

« Totally what the DOJ and the class-action lawsuits
are claiming we do — and it is a violation.

« Let’s not add to the problem
« Seller should offer ‘bonus’ to buyers
« Pay closing costs
* Prepay HOA at closing
« Pay title charges
« Buy down buyer’s interest rate

(c) Madison Seminars * Al rights reserved
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« Policy on minimum listing side compensation

*  When will variations of the listing
commission be accepted (seller is repeat
client, seller lists multiple properties, etc.)

« Policy on variable rate

« Different policy if buyer does not want to be
represented — customer status

45




« Value statement for selling services — brand statement — simple — one sentence
« Agents able to articulate value of offering a buy-side compensation
« Complete explanation of how buyer brokers could be compensated
* How to handle changes in compensation
« Buyer agent calls prior to showing and asks if seller will pay more
* Buyer uses sales contract to ask seller to pay more
« Buyer agent asks listing office to pay more

« Buyer brokerage rejects offer from seller/listing side —
modify agreement?

5/23/2024
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ECONOMICS OF

BUYING A HOME

IPPPIIN < AL ESTATE BROKER COMMISSION
iwould o
PTSAMERHELIY UCTURE BENEFITS BUYERS AND

jors
I LLERS ALIKE

y o™ tl
oot 2 ook ready €0
o0 o dollars*
s
ousan )
by The typical American household has an average of

(0a (M} $8,863 in the bank-

That's barely more than 509% of the median down payment ~_X{_
" LI
on a starter home, which is $16,100 or 7% for m

first-time homebuyers™.

Since most lenders don't allow real estate broker commissions
to be financed, every 1% of broker commissions that first-time

buyers pay out of pocket would put their home $2,300
further out of reach.
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CODE COMPREHENSION CODE COMPREHENSION
— —

ARTICLE 16 ARTICLE 16
Commissions are Z Commissions are
Negotiable Negotiable

| QuEsTio!




The Facts for REALTORS®

Resources

« competition.realtor

ntral r ce fo naterials about NAR'

theirimmen ue, and look to t . . « facts.realtor

Access The Facts for REALTORS® - Login Required

o
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National Association of REALTORS® Reaches

to Resolve
Brought by Home Sellers bltlgattion
ate
maent would resalve claims against NAR, over P
ifon NAR mormbors, il sstefartora ant ocl from NAR Bresidnt Kevin Sears
asociatons, il ssaciation ounod MLSs,and

il brokersges whth ar NAR mermber s pincipa ot had
 residersial transaction velume In 2022 o 82 illon or °

balow.

Litigation Update: Kevin Sears and Katie
Johnson
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Buyer
- Counseling

50

What makes you stand out? Why are you unique?

51



RISK ASSESSOR

R

'M‘gm WHATISA

PROPOSITION

5/23/2024

We asked ChatGPT about agent
value. Its answers may surprise you

A
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Elements of a Value Proposition

« Market Expertise

« Insights into local market conditions,
recent sales, pricing trends, helping

YOU ARE buyers make informed decisions
THE DES‘GNER « Experience
OF YOUR OWN « Contract and forms expertise
DEST‘NY « Past successes that worked for others
g « Negotiation Skills
» Negotiate best possible price and terms
for buyers

» Handle counteroffers effectively




Elements of a Value Proposition

« Client Services
« Valuation expertise
YOU ARE « Guidance throughout entire process

THE DES‘GNER * Networking o .
OF YOUR OWN « Access to listings in MLS

» Networking with other agents
DEST|NY * Recommend other professionals
= « Ethical Standards
* Provide expertise, support and
representation while adhering to the
Code of Ethics

5/23/2024

Know Your
Unique Value
Proposition

« Tailored to your clients
and your market

* Gives you competitive
advantage

_+ Your market distinction —
expressed as services
you offer to buyers

Example

* More earnest money makes buyers offer stronger
« Great suggestion for buyers with large downpayments and available cash
« Bad idea for most first-time or minimum down-payment buyers

« Suggestion for them is different

« If your contract calls for seller to leave property in ‘broom-clean’ condition
— buyer can cross that out

« Seller just moves their own stuff out
« Leaves everything else for buyer to move out

« Only costs buyer some pizza (or po-boys!) some beer and maybe a
dumpster if he and friends do not have pick-up trucks ©

57




58

105
MORE WAYS

5/23/2024

AGENTS WHO ARE REALTORS®
ARE WORTH EVERY PENNY OF
THEIR COMPENSATION.

Here's a look at all the things - big and small -
that a REALTOR® may do to help clients when

buying a home.

= z : 1oter “

1 Prepare the buyer for executing a buyer representation agreement

2. Explain agency relationships to the buyer and get state required legal consant
tarepresent, if needed

3. Inform the buyer of working relationship based on state law, the REALTORS'
Code of Ethics, and the broker's business policies

Building a Relationship

4, Learn the buyer's wants and non-negotiable neads

S, Understand the buyer's budget and what will be needed financially
6 Help the buyer understand what property their chosen budget will buy

7. Consider having the buyer fill aut 3 homebuyer's checklist

Educating the Buyer

Communicate the working relationship based on state law, the REALTORS'
Code of Ethics, and the broker's business policies

16. Explain Federal and State Fair Housing laws

17.  Explain what 1o look for in applicable property disclosures

18, Reassure the buyer that their personal information will remain confidential
19. Inform the buyer that you will always disclose all known material defects

59

Preparing the Buyer

22,

27.

Explain the timeline for house hunting, mortgage approval, and closing
Explain the local market and how it impacts the buyer

Show statistics on what percentage of list price sellers in the area are currently
receiving

Inform the buyer on what home features are popular
Identify current average days on market

Share the dangers of using the price per square foot to figure home values

Showing Properties

40. Schedule showings and provide access to all listed properties as soon as they
become available in their local MLS broker marketplaces

4). Educate the buyer on the immediacy of new listings appearing in their local
MLS broker marketplaces and the lag time for them to appear on some
websites

42. Collaborate with the buyer on properties they may have learned about through

their sphere contacts

60
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Negotiating Offers -

57. Assist the buyer in getting the best property at the best price

58. Suggest that the buyer learn more about the neighborhood prior to making
an offer

59. Prepare a comparative market analysis (CMA) in advance of making an offer

60. Prepare the buyer to have the most attractive offer in the current
marketplace

6l. Explain common contract contingencies and include approved protective
clauses in the nurchase offer

Advocating for the Buyer and Facilitating
the Close

73. Advocate for the buyer throughout the entire process

74. Encourage the buyer to fully investigate their options in terms of a horne
inspector, title company, appraiser, mortgage lender, and other services

75. Present a list of the types of required and optional inspections such as
environmental, roofing, and mold

61

The Buyer
Conversation

ReTHINK

Compensation
Conversations

62

« Talking points about negotiating compensation are examples.
* They are not intended for you to use verbatim.
* Use them as samples to build your own dialog with your clients.

63
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COMPENSATION

If, during the term of this contract or the protection

period, Buyer enters into a contract to acquire real
Most buyer rep estate and such contract results in a closed
agreements transaction, Buyer agrees to pay Brokerage firm a
say Something Brokerage Fee of % of the purchase price.
like thi Prior to showing any property, the Agent will
Ike this make best efforts to determine the

compensation being offered by the seller or
Listing Brokerage and communicate that to the
buyer as soon as practical.

(c) Madison Seminars * Al rights reserved
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Buyers, you are in total control of how our compensation is paid. We

have a couple ways we can proceed.

1. I could call each listing broker prior to showing you the property
and ask whether the seller is offering compensation and how
much. If they are, we would need to get something in writing from
the managing brokerage of that office prior to showing — which
could take a while if they are not available right away.

2. You could choose to look at all properties that fit your needs a av
regardless of whether — or how much — the seller is paying. You -
have the ability to use the ‘Seller Agreement to Compensate
Buyer Brokerage’ addendum (or paragraph in sales contract) to
ask the seller to pay the Brokerage Fee at the closing. This would
be the easiest and fastest way to accommodate your schedule
and facilitate the showings.

65
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* Buyer agent calls listing agent
prior to every showing

Nothing comes from listing
brokerage

« Listing MB must send offer of
compensation to Selling MB

Everything comes from seller

No need for brokerage to brokerage

* Buyer informed if it covers ¢
offer of compensation

agreed upon compensation

- Buyer uses sales contract to ask Buyer uses sales contract for all

seller to pay difference

Will not know how listing brokerage
is doing it until you call and ask

« Buyer brokerage gets some from
listing brokerage — some from
seller via contract

67

« Buyer agrees to compensation in representation agreement
« Buyer agent educates buyer on how compensation can be handled

« Buyer — and agent don’t care what seller is offering
« Buyer agent shows all properties the buyer wants to see
« No need to contact listing agent prior to showing

« Buyers are in total control of what they see and do

« Buyer uses sales contract to ask seller to pay compensation
« No compensation is taken from listing brokerage

68

| will certainly do whatever you want me to, ™
but | must recommend that this may not be
the best plan. oA A

There is no reason why you should possibly miss
out on what could be the best property for you

Buyer says they
only want to see
properties where

the seller is because of a hasty decision on the part of the
compensating the seller — or even worse — a listing agent who did
not know how to properly market their sellers’
buyer brokerage at property.

et in You always have the right to ask the seller to pay

it, whether they are offering anything or not and |

the Buyer Rep

agreement am much more comfortable making available to
you all properties that meet your needs and
having you decide whether you want to see them
— not me deciding for you.
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We cannot refuse to show — nor
make property unavailable to our

A buyer clients — because ofthe offer
— or lack of an offer of
compensation.

Recommend you get something in
writing — an email will suffice — if the
buyer chooses to NOT look at a
property because of the offer of

This Broto by Unkrown Autho s censad undor CC YA

5/23/2024
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They question your value or say they can find

houses themselves

The hours spent getting a license is not what prepares me to
represent you. | have spent over *100* hours learning about
buyer representation and years becoming a market expert to
assist you in the largest single investment you will probably
make in your life and one that shapes your family for years to
come.

Although the Internet is a tool for you — and me for that
matter — to use — real estate is a human relationship that
cannot be managed through algorithms, formulas and apps.

(c) Madison Seminars * Al ghts rserved
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What | bring to you is not just the hours — and they are
numerous — that | put in to finding you the right property, at
the best price and terms and making sure that we get to the
closing table — it is the years of experience and the
constant effort that | put in to stay on top of an ever-
changing marketplace.

The compensation paid to the buyer brokerage has historically
been paid by the seller at the closing — out of the proceeds they
have available based on how much you - the buyer - are paying
for the property.

(c) Madison Seminars * Al rights reserved
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Why do | have to sign an exclusive
agreement to work with just you?

| am committed to spending a significant
amount of time and expertise to represent you
as a real estate professional and help you
achieve your real estate dreams. | cannot
make that commitment to you unless | know
that we have an exclusive mutual agreement
to work together. Like all professionals —
attorneys, accountants — even your auto
mechanic — we require a signed agreement
before we can begin.

(c) Madison Seminars * Al rights reserved
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WHAT IF?

dffu

| want to work
with another
Realtor at the
same time?

Whether you are hiring a contractor, going to a dentist or
doctor or having work done on your car — you choose the
best person you can — but only one.

A buyer agreement is now required by most brokers in our
area — any other buyer’s agent you may want to work
with is probably going to ask for an exclusive agreement
as well.

And as | mentioned earlier — you are better off working
with one agent with whom you've signed an agreement
than a bunch of agents who have a lesser obligation and
commitment to finding you the right home, at the right
price and committing the time and energy it takes in this
market to get the job done right for you”

(c) Madison Seminars * Al rights reserved
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covered today?

I really don’t feel
comfortable signing
an agreement like
this

I've discovered that if someone is uncertain about signing

A IF? this agreement, it usually means either | haven’t

WH T : answered their questions to their satisfaction or there is
something they haven't told me.

‘ ' ’ b Is there something that concerns you that | haven’t

(c) Madison Seminars * Al righs reserved
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What if | want out?

If at any time you are unhappy with the service |
am providing, all | ask is that you give me 10

I .? days to correct things to your satisfaction. If,
WHAT F after that time you are still not satisfied, | will
immediately release you from the agreement,

up until we have a signed purchase agreement
‘ ’ " with a seller.

What if | do not want a lengthy contract?
We are happy to sign an agreement with you
for a time frame that works for you, or we can
do it for a specific number of properties
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After you have handled their objections,

all that is left is the close:

After our discussion today, and based on what I've
committed to do, do you feel comfortable and confident that
| am the agent to represent you?

Great, let's get the agreement signed so | can begin to work
for you. And remember, if you do not feel this is going the
way you like, then you can fire me and we can go our
separate ways.

If they disagree and do not want to sign:

OK. | can respect that. It means we will not be able to work
together, but | wish you all the best. If, at some point, you
change your mind, then please feel free to come back — we
would love the opportunity to work with you.

(c) Madison Seminars * Al rights reserved

> ASK!

< Ack! >

ASK. @@
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In the event they do not want to sign,
leave the door open for them to return.

|

Chances are the next agent they talk

to is going to ask them to sign an 5
agreement as well, causing them to

rethink the process and potentially L
come back to you.

(c) Madison Seminars * Al rights reserved
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Buyers Buying Without Representation?

« There is concern that buyers will try to
save the compensation by buying with
the listing agent.

« If they do — what is their relationship
with that listing agent and what
services will they be giving up

» And — where’s the guarantee they are
buying it for less?!?
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As the Listing Agent —

| can certainly show you my listing, here is the Notice of No
Agency form that | legally have to give you. Please understand
that | do not work for you — | work for the seller and everything
| do and say will be to the benefit of them. If you are OK with
that, I'll need you to sign this form acknowledging that and
caution you to not tell me anything that you do not want me to
disclose to the seller.
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Buvir NoT REPRESENTED

Figure 1.4 Determining the Level of Service Desired

P ey —

Buves i1s REPRESENTED

Buvir Not REPRESENTED

Proper

O | Maintain Loyalty 1o the seller’s needs. | O | Pay full attention to the buyer’s needs.

03 | Tell scller all that you learn abour 0 | Tdl buyer all chat you learn about scllers.
buyers.

O | Focus on the scller-client’s property. O | Focus on expanding the range of choices o

ty Selection

satisfy buyer’s needs.

Buvir 1s Rerresynten

O | Get the best offer for the scller-dicne. | O | Find the best property for the buyer-client.
O | Limit propertics to listed propertics Promote the buyer’s scarch.

only.
P I Vi emee Bivinme afome havenme ot P | e et o e e Bt

5/23/2024

82

xABR

ouvik Nor Represextin

Buven 1s ReprESENTED

03 | Just the marterial facts. O | Okay to give advice with faces.
O | Proteat the seller. Cannot help the O | Educate the buyer. Okay to compare
buyer compare competing propertics. competing propertics
egotiating the Purchase and Sales Agreement
Buvir Not REPRESENTED Buyvis 1s RerpiseNten
O | Disclose only material facts. O | Give advice accompanied by fac
0 | Negotiate on behalf of scller-clients. 0 | Negotiate on behalf buyer-clients.
0 | Strengthen the seller-client’s O | Screngrhen the buyer-client’s negotiaring
negotiating position. position.
0 | Share all information about the buyer. | O | Share all information abou seller.
0 | Volunteer a CMA for the buyer only 0 | Provide price counseling for a buyer-clien
if it supports the seller-clien’s listing
price.
0 | Negotiate approved sales contract 0 | Negortiate approved sales contract to
protective clauses to safeguard scler- safcguard buyer-clients.
client
03 | Suggest buyer financing alternatives 0O | Suggest financing alternacives thar may b
thar benefit the seller-client’s interests. in buyer-client’s best interests
O | Continue services to seller-client 0O | Continue services to buyer-clicnr during
during negotiations. negotiations.
Buver Not REPRESENTED Buvir 1s REPRESENTED
O | Amempt 10 solve problems ro the O | Artempt 1o solve problems to the buyer-
seller-client’s sarisfaction. client’s sarisfaction.
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NOTICE OF NO AGENCY RELATIONSHIP
To Be Used When Buyer Req No-Agency

Name of Licensee:

L

Name of Sponsoring B Company:

Property Address:

Thank you for giving Licensee the opportunity to show you their listing.

Licensee’s Sponsoring Broker has previously entered into an agreement with the Seller to provide real
estate brokerage services through Licensee who acts as that client's designated agent. As a result,
Licensee will not be acting as your agent.

You understand the licensee will not be acting as your agent and acknowledge the following:

Buyer Dual
AgentOnly Agency
Assist buyer to develop favorable offer terms Yes No
Educate buyer on market conditions
Keep buyer’s information confidential
Do CMA for buyer
Do CMA and advise on price
Tell buyer seller’s bottom line price
Advise buyer on home inspection issues Limited

Disclose to buyer the seller’s motive No

Advise seller how much to counter No
Tell seller how high buyer is willing to go No
Disclose to seller the buyer’s motivation

Receive compensation on both sides of transaction

*If agentis aware

5/23/2024

« Use of buyer rep agreements?
» When must they be signed?
« Exclusive or non-exclusive
» Which agreement will you use?
« Length of agreement?
« Length of protection period?

* Recommended or mandatory buy-side
compensation

« Cancellation provisions?

POLICIES

(c) Madison Seminars * Al rights reserved
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« Assist agents in creating their value
statement for buyer services — UVP —
Unique Value Proposition

* Role play getting buyer rep agreement
signed — before showing and with
compensation.

« Educate agents on why getting them
signed is good for them

5/23/2024
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Professional Development

It is also critically important for you to
encourage your agents to have on-going
professional development.

We recommend the “CORE 4" as the
baseline credentials for every real estate
professional to do business.

These courses provide the skill sets
needed to be successful in today’s real
estate environment.

They are also a terrific risk management
strategy for managing brokers.
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THE SKY IS B —
FALLING!

THE SKY IS ”

FALLING! ’

LIFE IS FULL
OF CHOICES
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