
Contracts – Buyer Brokerage
– Control the Client Experience

CE.6685000-RE

7/6/23 CONTRACTS Buyer Brokerage - Control The Client Experience 1 of 18



UNPACKING THE THREE HOURS 
Hour 1 

Duties Owed & Consent to Act attached/addendum 

R.D.G. – The Index only!

The LVR Buyer Brokerage Agreement – Einstein said

Fair Trades?  L.G.T. & When we do, I could…

Classroom Procedures
NAC 645.140 Requirement of instruction.
2. Mere attendance in a classroom does not constitute
successful completion of a course.
NAC 645.4438 Approved courses: Award of 
certificate of completion
(b) Refrain from engaging in activities which are

distracting to other students or the instructor…

Course Objectives
1) COMPLETE a BBA/Buyer Brokerage

Agreement
2) Skillfully PRESENT the BBA and the

REASONS A CLIENT would WANT to
enter into an Exclusive Relationship

3) Review how the “other forms” impact
Buyers obligations
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CONTRACTS – BUYER BROKERAGE – CONTROLLING THE BUYER EXPERIENCE – STUDENT OUTLINE 

Hour 2 

Disclose, Disclose, Disclose 

Buyers Notice of Disclosure, 4 pages attached/addendum 

Discussion of CIC/Before You Buy, SRPD Red Flags, Home Inspection OMG, this house is falling apart! 
Resale Pkg/R&R – Buyer Beware! 

Hour 3  

A Video/the right questions 

The Order of Showing 

The New Home Market 

Does a Buyer care whose Listing it is? 

What does that mean? 

When do I need it? 

The “Dharma” of the Duties 
Owed – Set Clear 

Expectations! 
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CONSENT TO ACT 

11,;s fon,t doc.� INN t'OllffffltU o «NJ;r,,«T for s.ll\'IN:l "'°'"" osr-1 IO poy �doll. 

O�S(RI l"l'JON ()t." ntANSACl'JON: llw re.\l eibll: trnn1o1cboo" lhe Diak IUld pun:h!ISC': orD kUC': o( 

f'toplrt,· Addreu: --------------------------------------

In Ne ·,'alh. 11 re.\l eibll: bce11o1ee m11y :ict (Ult mc.iire lh:ln ooe purty in :i teal eit11te lni:nl'-'cboo howe,·er. befoll.' tbe 1.ic:emee 
doe! !IO. he or ,be ml.tit obtain the wTiUen coll!'cnl of e:ic,h p11rty. Thi, form i:i tb:11 ron,;o:nl. lkrori:- you c:om11ent tu hiwing 
a bcemee repre:11..'l.'lt botll your.telf and the o ther p.my. you ,bould n::td thi, form 11nd un&nb:nd ,L 

h«nll! numb...T i, ______ and ...,,1,o" aflibaied -·ith ________________ ('·Hroki:r.1£e'). 

Selkr.'Ulndlutd __ ��--------------------------
...,.N-

8uyerffen11n1 _______________________________________ _ 
...,.N_ 

(;0.'IFLICT (W LN1't::Rl£ST: A licen,;o:e in :1 re11I e,:t:itc lnl:ni:iction may lcg11Uy 11d (Ult two ot mote p11rtie, .,..1,0 have 

in t..T\'sb :idvu,;o: to e:u:h other. In :tc:ting r ur the,;e p.u1tc'II. tlle b«ni« hu II conlltc:t of inll:m1L 

OJSCLOSUIU: Ot· (;0.'lf'IIU::NTIAL L'ff0KMA l'H)N: Lic:en,- .,.·ill no! dts1.be any  con!idmti:d mrormation (Ult I 
ye:ir Jkr lhe n-·vUQlboo or tenninlllion or 11ny btukcrag.c llgrt<-'t'IU."nt cnt..T\'d ,ntu .,..,tll :i pu.11y to th.ii 1ni:n,:1ction. u:nlei, 
Li«ns«" •�uttN l o  du ,o by a court or competent jurisdic ti on ur i, given .... -nnen penni:i,ion to 00 ,o by th.lit purty. 
Contidcnt tal infllllnuboo ,nc.lude,. but i, not fomll:d tu. Ille dtcnf, moltvlltion to pute,ha,e. tr.Ide or ,di. which 1( 
di:11.iuilcd. could bann one purty", burgaining pmition or bmeGt the other. 

Olfl'Jt:S Ot· Ll(;t:NS�Jo:: Licensee ,h11U piuvllk you w,tll :1 -0u1ie , Owed by II Nendll It.ell E,tate Li«ni« ..
di:11.-kvute form wbtc:h lu:t, tlle dutte, 11 licen,- owe, tu all p11rtie, or II n:al e,blc tr.mlolC'lton. and tllo,;o: ov.•l'd l o  the 
b«nJ.'C ·, dicnl. Whim fC'P"\",cntmg bulb pu.1'1tc':I. the li«nn-c owe, tbe ,:ame dutiei tu botll !ltll..T and buyer. Lic:en,;o:c 
,ball diwlffllle t o both Sclkr :ind Uu�r 1111 knuv.u «r«-b m the pmperty. :iny mailer tbal mu"1 be di:11..bl'd by 11111.•. :ind 
any infonn11lion the licem« bC'bevei may be null:riid or mi.gh t alY«t Scll..T'JL:in1IU1ttl', or Huyer",tTcn11nf, d«i:iiom 
wflh r:,p.-ci tu lhi:1 tr.m:s:u:lion. 

NO K�UUtEMt:�,· TO CONS�Jff: You a� nut n:qu.in:d k> ron,ent to th.ii l.ic:1..'l.'l,;o:c :tc:Ling on your behalf. You m:iy 
Rrjm th.ii c:ol!l'cnl and ubbin yuur o.,..-n ascnL. 
Repmicnt younclr. 
Rcquc'1 th.lit the lic:en,-·, broktt IU.'!1£1) you your o.,..-n b«ni«. 

(.'()Nt·utMAl'JON ()t" OL�CLOSUlu,: ANO 1.�•·0R.\lAllO.\' (:ONSt:NT 

BY MY SIGNATlJRt: U�L()\\'. I UNOt:K�TANO ANO (;0.\'St:NT: I am gh'ing my c:llllllllent tuhiwe tbe 1100\-c 
idmtiiil'd l.iccn,;cc :ic t (Ult batll tbe o!her party IUld me. Hy ,ignmg bcl o-...·. I acknuwll'dg.c tha1 I u:ndent11nd tbe 
filmif1:11Lion, oftlu, c;on,ent. and tllat I :K'l:no-...•ledge lbat I am gi,•ing thi:i COU$Cn t w,lhout coerdon. 

1/W� aduu,,i, lnl•t rfff.in1 o,f a Nin,• of thb Ji� o,f lkt•wc du lie,., •nd ha,·� read and ut1dent••d thh diwkiii•rl'. 

Sdtw,'1#""1.»d 

S#lfw.� 

Af'fl,.,.."' Nto'•da Knil f'.,;1>1tt Dhh,;.,n 
K� • p,ro;.,11, td.:llllln• 

- ,_ 

O.• ,_ 

lh)wtr-, °'" ,,_ 

ll111w/Tl'fl!>l,J ,,.,. ,,., 
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DUTIES OWED BY A 
NEVADA LICENSEE 

IMPACT FEES 

SOIL REPORT 

COMMON-INTEREST 
COMMUNITIES 

L IEN FOR OEFERREO 
TAXES 

O

PEN RANGE 

Nevada Real Estate Division 

RESIDENTIAL 

DISCLOSURE 

GUIDE 

A...f.e.w . .tl!i.09:._Y.Q.11.n..ee.d..to .. �na.vy_ 
b.e(ar.e..b.uy/ng.ar..se.l!in.9_11.b.am.e
ln . .N.ev.i1d11., 

SELLER'S REAL PROPERTY 
DISCLOSURE 

u 
SEO MOBILE HOMES 

R 
ESIOENTIAL POOL SAFETY 
AND DROWNING PREVENTION 

£NVIRONMENTAL HAZARDS 

SEWER AND WATER 
RATES 

State of Nevada 
Oeparlment of Business & Industry 

Real Estate Division 

Nevada Real Estate D1v1s10n 

RESIDENTIAL 

DISCLOSURE 

GUIDE 

Slat1MNn1l111 

D1p1rt■1■t1I 

IHIH11Al11dU1try 

IHlbt1t1DIYl11N 

I/We acknowledge that I/we have received a copy of the 
Resldentlal Dlsdosure Gulde. 

DATE ______ _ 

Cllent-Print Name 

Cllent-Slgnature 

Ctlent-Pnnt Name 

Client-Signature 

Make copy of pave for additional signatures. 

Reu11n orlglnal Of copy In each tranwctlOn n1e. 

@] 785a writing and @ 785a writing and 
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Miscellaneous Disclosures 

Depending upon the transaction the following disclosures may also 

be required from a buyer, seller or licensee: 

� AIRPORT NOISE 

Buyers should investigate the impact of airport flight 
paths and the noise levels at different times of the day 
over that property. 

� BUILDING & ZONING CODES 

The purpose of the building and zoning disclosure is to 
inform the buyer of transportation beltways and/or 
planned or anticipated land use within proximity of the 
subject property of which the seller has knowledge. 

For more Information on building and zoning codes, contact your 
local jurisdiction. 

� ENVIRONMENTAL HAZARDS 

Although the seller is required to disclose the presence of 
environmental hazards, a statement that the seller is not 
aware of a defect or hazard does not mean that it does 
not exist It Is the buyer's responsibility to be 
Informed and take additional steps to further 
Investigate. Some potential hazards that may be found 
in Nevada include: 

• Radon (www.epa.gov/radon) 
• Floods (http·//www Ooodsmart gov)
• Methamphetamlne Labs (NRS 40.770 & 489.776)
• Wood-Burning Devices (http://www.epa.goy/laq/

oubs/combust.html)

(Continued on next page ... ) 

Local/Mls«illeneous 25 
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Article 9 REALTORS®, for the protection of all parties, shall assure whenever possible that 
all agreements related to real estate transactions including, but not limited to, listing and 
representation agreements, purchase contracts, and leases are in writing in clear and 
understandable language expressing the specific terms, conditions, obligations and 
commitments of the parties. A copy of each agreement shall be furnished to each party to 
such agreements upon their signing or initialing. (Amended 1/04) 
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9 

L.G.T. – and, when we do, I could…

As a Buyer: 

First and Foremost – Help picking the right home 

Second – have a little FUN in the process 

Access to more choices than you can shake a stick at (MLS emails) 

Negotiating help – both Price and Terms 

Help finding a great lender + Tips on how to raise your credit score 

Registration at not only MLS but also FSBO sites 

My TOP THREE web sites every buyer needs to know about 

My exclusive “Buyers Care Package” that has all the forms you are going to 
need to know about before anyone asks you to sign anything 

Pluses and pitfalls of foreclosed properties – A clear explanation and where you find 
the auction properties – Government and Bank owned –  

Buying from a Builder – what can you negotiate on a NEW home 

Figuring out what it’s going to cost before you buy something 

Help in determining the right OFFER price by looking at a current BPO (I am also going 
to provide you with the “History” of a property and the “Tax Star” information on all 
properties we visit that you would consider.) 

Referral to an excellent Title Company and Escrow Officer 

Referral to a quality Home Inspector 

Home Warranties – what they cover and what they don’t 

AFTER sale – Connections and Quality Service Survey 

A preview of “Murphy’s Law” for Buyers and Sellers  If the Pilot TELLS you there’s 
turbulence – you don’t get mad when you hit it!! 

First Break 
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Exercise #1 
Skills Assessment:  On a scale of 1-10, how competent are you: 

1) Finding Buyers/Prospecting – What am I doing to “Build a
Referral Business”?

2) Offering Value to make the Buyer want to come into the Office
– Fair Trade concept.

3) Establishing Rapport with the Buyer(s)
4) Asking The Right Questions – Using Systematic Procedures to

Satisfy Fair Housing Guidelines
5) Selecting Properties (Select with them – not FOR them) – what

is Steering.  *Apps?
6) Showing Properties – What do I show first?
7) The Buyers Packet – ALL Those Disclosures *& web sites?

Duties Owed, Residential Disclosure Guide etc. 

8) Drafting (and explaining) the Buyer Broker Contract – Have you
practiced a presentation?

9) Finance Issues – How much will my payment be?  How much
TOTAL cash will be needed to close?  Do you have any advice
regarding my Credit Scores?

10) Other parts e.g. Escrow Process, Home Warranty, Home
Inspections, Walk Through

For you to Capture, the Principle is Congruent Belief! 

90 days from now – will your scores be better? 

 
7/6/23

 
CONTRACTS Buyer Brokerage - Control The Client Experience

 
10 of 18



Subsidence?
Mold?
Flood Zone?
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See Addendum/Other Disclosures: 
Before You Buy – CIC 

S.R.P.D. – Mold?  Construction Defects/NRS 40 

Inspector?  How did you pick them? 

H.O.A. – Rules, Regs, Fees 

Second Break 
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Exercise 
Systematic Procedures: 

Keep you in compliance with Fair Housing Issues 

Stock Questions 

1) If it saved you some time, would it be O.K. if  I asked you
some questions?  **Permission based marketing!

2) **If you’re like most people…  What web sites have you
been on?  - Listen & Probe!

What APPS are you using?
3) How many homes have you actually seen so far?  Tell me

about those properties, what you liked and didn’t like.

4) Would you have time to look at some properties today?
**Do you go to the beach on-line, or do you want
to put your toes in the sand?

5) So I show you the right properties – I need to ask, will you be
paying cash, or financing?
(If financing!)  Have you spoken to a lender, or, been on any
lender web sites yet?  **Rocket Mortgage?  How much did
you want to put down?

6) How much were you wanting to pay MONTHLY?
Based on what you’ve told me, at today’s interest rates, those
amounts put us at about ________________ -

7) Have you seen any new homes in that price range?
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14 

(If they have seen other property…) 

Back to Question  1 -  The Code of  Ethics requires that I ask if you’ve 
signed an Exclusive Brokerage Agreement with any other agent or 
company.  Have you? 

Thanks Tom Ferry!  Buyer Questions 

A Buyer Hook… to earn the opportunity to work with them… 

1. Buying the right home, can be very challenging these days, how’s it
working for you?

2. Most agents don’t have a plan for buyers… they just show them
homes… and it’s frustrating…

3. We have a proven 5 point strategy to assist you in identifying the
Right Home, in the right location, for the right terms… and at the right
price… is this something you’d be interested in hearing more about?

A Buyer Probing questionnaire… To Go Deep! 

1. J Tell me about yourselves?  (Probe)

2. What are some of the reasons for making the move?  (Probe)

3. How long have you been looking now?  (Probe)

4. How’s it going so far?  (Probe)
5. Tell me… what hasn’t worked for you… in the home buying process?

(Probe)
6. Have you seen anything you really like?  Or written offers on? (Probe)

7. Tell me about the… ideal… new home?  (Probe)
8. And, what’s important to you about the location/community you live

in?  (Probe)

• Isolate:  How will you know when you’ve found the right (x)?
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9. What’s most important to you in buying a new home?  (Probe)
10. And how is that important to you?  (Probe)
11. And how about the agent you choose to represent you? (Probe)
12. What’s your timing… how soon would you like to be in the new

home?  (Probe)

13. What’s your plan “B”… in case this doesn’t work out?  BATNA?
BIG PAUSE HERE!!! 

14. What price range are you looking in?  (Probe)
15. Have you met with a lender?  What have they told you? (Probe)

16. Is there anyone else involved in the home buying process? (Probe)

17. I’ve asked you so many questions… do you have any questions
you’d like to ask?
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The Order of Showing:  This might be different for you! 

After establishing a Price Range – TAKE the buyer –  

1) New Tract Homes – (How many have a Concierge?)
BECAUSE – It is good for the Customer! 

The Builder is not emotionally attached to the property. 

The Market demonstrates the value – if it’s not priced right the builder 
will offer incentives etc. *and, right now they are selling 900/month! 

If the Customer goes without you – ONLY the BUILDER will be 
represented as a Client! **What happens if/when the house is done 
early? 

The Tract Agent knows you can take the Buyer elsewhere so the Tract 
Agent will have to make their “best offer” while you are there. 

2) HUD or VA Repos/Auction.com etc.
**Caution – just because it is repossessed does NOT mean that it is a 
good buy!!! 

The Buyer deserves to see all parts of the Market before making a 
decision. 

3) Your own personal listings –
If YOU are the other agent – AGENT egos will not get in the way of 
making a deal! **Client egos still might! 

You will have knowledge of the entire process and can sometimes 
prevent or solve problems and keep the closing on track! 

4) Properties where the Seller is offering a HIGH selling
commission.

This type of Seller will generally be more reasonable and negotiable for 
the BUYER! 
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5) Expired Listings – If you really have a buyer – they have already
indicated they want to sell – and the market has shown them
they need to be realistic.

6) FSBO’s – Reason: Control - #1 – If the Buyer finds them – they
will NOT be represented – and are likely to end up with a poor
and messy transaction for the Buyer – and it has less likelihood
of actually closing escrow.

7) Pocket Listings – Reason: Control – On all of the last 3 – YOU
are the Other Broker – so you will be aware of ANY/ALL
problems as they occur – egos will not collide and you will
know the emotional temperature of both Principals.

8) Office Listings – Reason: Control
9) O.B.’s Listings – If you have to go to MLS to find a property for

the Buyer – O.K. – but FIRST pursue ALL the above strategies.
**Do you show Contingent properties? 

**Keep in mind – the Buyers #1 want (according to NAR) was “Help in 
finding the right property”.  This means that knowledge of the 
INVENTORY/MARKET is critical to your success.  You need to know 
which builders are offering what incentives – who has standing 
inventory – the sizes and price ranges in the market.  When a buyer 
comes into the office – after the initial questions – you should be on 
your way to look at houses (remember question 2?)  so the buyer can 
learn the market! 

A BUYERS Packet? What would YOU put in it? 

Love Letters?  V. Resume? 
Fair Housing Issue? 
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MLS Rules & Regs? 

If the Buyer’s offer does not get accepted, and they ask 
you “Why?” and your response is; 

 “I don’t know, I wasn’t there.”   

How will they feel about your representation? 

Section 5.3 Right of Cooperating Broker in Presentation of Offers: The cooperating broker or his 
representative has the right to participate in the presentation to the Seller(s) or Lessor(s) of any offer he 
secures to purchase or lease. He does not have the right to be present at any discussion or evaluation of 
that offer by the Seller(s) or Lessor(s) and the listing broker. However, if the Seller(s) or Lessor(s) 22 
Revised January 2021 gives written instructions to the listing broker that the cooperating broker not be 
present when an offer the cooperating broker secured is presented, the cooperating broker has the right 
to a copy of the Seller(s) written instructions. None of the foregoing diminishes the listing broker's right 
to control the establishment of appointments for such presentations. The listing office must present all 
offers as soon as possible, after all signatures are obtained. Where the cooperating broker is not present 
during the presentation of the offer, the cooperating broker can request in writing, and the listing 
broker must provide written affirmation stating that the offer has been submitted to the seller, or when 
notification that the seller has waived the obligation to have the offer presented. [ 

Section 4.1 Clear Cooperation: Within one (1) business day of marketing a property to the public, the 
listing broker must submit the listing to the MLS for cooperation with other MLS participants. Public 
marketing includes, but is not limited to, flyers displayed in windows, yard signs, digital marketing on 
public facing websites, brokerage website displays (including IDX and VOW), digital communications 
marketing (email blasts), multi-brokerage listing sharing networks, and applications available to the 
general public. 
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