MODULE Ill: Buyer Orientation

Someone has
just called, .
texted, instant ;_‘
messaged, or §
emailed and
wants to buy
a house...




MODULE Ill: Buyer Orientation

2 things
must
happen
before you
show
anything...
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1. By Law,

you must
provide a
Brokerage

Disclosure to
Buyer...




Elevations Real Estate LLC
106 E Oak St

Fort Collins, CO 80524

Phone: 970-535-2000

The printed portions of this form, except differentiated additions, have been approved by the Colorado Real Estate Commission,
(BD24-6-16) (Mandatory 1-17)

DIFFERENT BROKERAGE RELATIONSHIPS ARE AVAILABLE WHICH INCLUDE SELLER AGENCY, BUYER
AGENCY OR TRANSACTION-BROKERAGE.

BROKERAGE DISCLOSURE TO BUYER
DEFINITIONS OF WORKING RELATIONSHIPS

Seller’s Agent: A seller’s agent works solely on behalf of the seller to promote the interests of the seller with the utmost
good faith, loyalty and fidelity. The agent negotiates on behalf of and acts as an advocate for the seller. The seller’s agent
must disclose to potential buyers all adverse material facts actually known by the seller’s agent about the property. A
separate written listing agreement is required which sets forth the duties and obligations of the broker and the seller.

Buyer’s Agent: A buver's agent works solely on behalf of the buyer to promote the interests of the buyer with the utmost
good faith, loyalty and fidelity. The agent negotiates on behalf of and acts as an advocate for the buyer, The buyer’s agent
must disclose to potential sellers all adverse material facts actually known by the buyer’s agent, including the buyer’s
financial ability to perform the terms of the transaction and, if a residential property, whether the buyer intends to occupy
the property. A separate written buyer agency agreement is required which sets forth the duties and obligations of the
broker and the buyer.

Transaction-Broker: A transaction-broker assists the buyer or seller or both throughout a real estate transaction by
performing terms of any written or oral agreement, fully informing the parties, presenting all offers und assisting the parties
with any contracts, including the closing of the transaction, without being an agent or advocate for any of the parties. A
transaction-broker must use reasonable skill and care in the performance of any oral or written agreement, and must make
the same disclosures as agents about all adverse material facts actually known by the transaction-broker concerning a
property or a buyer’s financial ability to perform the terms of a transaction and, if a residential property, whether the buyer
intends to occupy the property. No written agreement is required.

Customer: A customer is i party to a real estate transaction with whom the broker has no brokerage relationship because
such party has not engaged or employed the broker, either as the party’s agent or as the party’s transaction-broker.
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2. You MUST

have a
conversation
about how the
process wWorks
and find out
how prepared
they are to
buy...




What to expect when
you're looking to buy a
home...

1. What’s happening in
the market right now?

2. What market are they
coming from?

3. Why Buy?

4. What are the next step(s)?
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The Main
Reasons
REALTORS &
Investors Buy
Homes...
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The Main
Reasons i
People Buy |

Homes...
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Home Buylng ,."“
Process ''''

Help buyers
understand
how the
gamelis ' oag
Plaiy'ed._ o
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What things are most important to you in a
home?

Develop Your
Own * Where do you want to live? Why?

* Are schools important? Which ones?

H S h « What style home do you prefer? Why?
ome >earc  When do you want to move in? Why?

info rmation e How many bedrooms? Where? Why?

7 . « How many toilets, showers, tubs?
qUQSthnnalre! « How many living areas?
* Where do you work?
* When is the best time to look at homes?

* If we found the perfect home today is
there anything that would keep you from
buying it?

* |s there anyone else involved in the
decision making process?
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“l can work with most builders

New and can get all the information

Construction you need to make any decisions
but | will need to accompany you

Questions, g to the property on the initial
visit.”

“By letting me help you with
builders, you get all the services
= _. offered in this presentation and
those offered by the builder as
"= well. You’'ll receive more — but
< you won’t pay more for it!”
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When you find
the right house,
now do you

blan to pay for
it




MODULE III:

Basic financial
oriented
questions...

Buyer Orientation

Including taxes & insurance, what do you
want your monthly payment to be?

What price range are you thinking about?

How much cash do you have for a down-
payment?

Are you currently renting? How much?
When is your lease up?

Do you currently own? Need to sell before
buying?

What’s the unpaid balance on your current
home? Do you have any pre-payment
penalties or repayment restrictions?

What’s your credit score? Late pays?
Monthly income? Spouse?

Employed or Self-employed?

Your or spouse ever file bankruptcy?
Foreclosure or short sale in your past?
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Why get pre-
approved
before we
showing

property...
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What a lender
will likely ask
for on an
initial loan
application
Inquiry...

2 years of previous addresses

Gross monthly income

W-2’s or 1099’

Proof of pensions, retirement, disability, SS
Proof of income from rentals, investments, etc.
Proof of child support/alimony paid or received
Year-to-date pay stub

If Self Employed: 2 years tax returns, P&L

All creditors’ information including account
numbers, payments, and balances

Child care expenses

All banking institutions’ account info and
balances

List of assets, stocks, bonds, land, life insurance,
veteran certificate of eligibility, etc.
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* Let’s inspect while we look at
broperty — but only if it is a
The H(?me house you think you’re going
Inspection to buy!
process... * An inspector mostly looks for

what’s wrong and can
overlook what’s right

» Consider the market as you
consider repair requests

* Consider a Home Warranty
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Services and °
Benefits | 3
provideasa
Broker for
Buyer...

Comparative Market Analysis
Estimated Costs of Purchase

Access to any home that is
currently listed

Advocacy/Representation in
the transaction

Navigation of the process
Negotiation skills

Resources for lenders,
inspectors, tradespersons, etc.
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References
and
testimonials...
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THY WG

Let’s talk about
Representation...

DA GRNE
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BROKERAGE DUTIES TO BUYER
17 Uniform Duties:

DUTIES OF CARE:

Broker must exercise reasonable skill and care:

1. Perform the terms of any written or oral agreements
2. Present all offers in a timely manner

3. Disclose adverse material facts known by Broker

4. Advise Buyer regarding the transaction

5. Advise Buyer to obtain expert advice

6. Account in a timely manner for all money/property
7. Keep Buyer fully informed about transaction
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DUTIES OF CONFIDENTIALITY:

Brokers will not disclose without permission....
8. Buyer is willing to pay more or accept less

9. What Buyer’s motivating factors are

10. Buyer will agree to alternate financing terms
11. Any material information about Buyer

OBLIGATIONS OF SUPERVISING BROKER:

12. Client’s info may be shared with Supervising Broker
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OBLIGATIONS TO MULTIPLE PARTIES:

13. Broker may show properties in which Buyer is
interested to other prospective buyers without
breaching any duty or obligation to Buyer. Broker is
not prohibited from showing competing buyers the
same property and from assisting competing buyers
in attempting to purchase a particular property.
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DUTIES OF GOOD FAITH:

14. Broker is not obligated to seek other properties
while Buyer is already a party to a contract to
purchase property.
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DUTIES OF INSPECTION OR INVESTIGATION:

15. Broker has no duty to conduct an independent
inspection of the Property for the benefit of Buyer and
has no duty to independently verify the accuracy or
completeness of statements made by a seller or
independent inspectors. Broker has no duty to
conduct an independent investigation of Buyer’s
financial condition or to verify the accuracy or
completeness of any statement made by Buyer.




MODULE Ill: Buyer Orientation

DUTIES TO DISCLOSE

MATERIAL FACTS:

16. Broker must disclose to any prospective seller all
adverse material facts actually known by Broker,

including but not limited to
concerning Buyer’s financial
terms of the transaction anc

adverse material facts
 ability to perform the
| whether Buyer intends

to occupy the Property as a principal residence.
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NO VICARIOUS LIABILITY:

17. Buyer understands that Buyer is not liable for
Broker’s acts or omissions that have not been
approved, directed or ratified by Buyer.
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ADDITIONAL DUTIES OF BUYER’S AGENT:

18. Promote the interests of Buyer with the utmost
good faith, loyalty and fidelity;
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ADDITIONAL DUTIES OF BUYER’S AGENT:

20. Counseling Buyer as to any material benetits

or risks of a transaction that are actually known by
Broker.
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Who pays the
commission...

* Explain to your client how commissions work. You’'ll be
amazed how many people don’t get it.

» Traditionally the commission is paid by the Seller and
the listing broker ‘cooperates’ with the selling broker.

* The Buyer can or must pay if the Seller isn’t offering a
co-op amount that you (the broker) will accept.
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Advantages of
working with
one agent...

KEEP
CALM

AND

PICK
ONE

You become familiar with how the
agent works and vice-versa.

You can build confidence in that agent’s
ability through familiarity.

You develop rapport necessary to
communicate easily — and you don’t
have to start over with each new agent
you meet.

The Agent comes to understand your
particular needs in a highly
individualized manner to serve your
specific goals and wants.

The Agent can make a commitment in
time and effort because there is mutual
trust and written agreement.



MODULE Ill: Buyer Orientation
If 1 will...

» Engage with you to determine

OkaY, let’s your specific wants, needs, and

goals...

agree. b » Make my best effort to help you
find the home to meet your wants,
needs, and goals...

 Commit my time, my car, my
technology, and experience to help
youl...

» Continue to work for you until
you have found the home you're
ready to buy or tell me to stop...
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Okay, let’s
agree...

Will You...

e Be honest and truthful
with me...

* Let me know if your plans
or goals change...

* Tell me what you like and
dislike about the homes
we see...

 Tell me if you feel you
need to talk to another
agent.
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[T prasped poctions af dy

| (CBS1-6.15) Mands .

THIS FORM HAS IMPORTANT LEGAL CONSEQUENCES AND THE PARTIES SHOULD CONSULT LEGAL AND TAN OR
OTHER COUNAEL BEFORE SIGNING

CONTRACT TO BUY AND SELL REAL ESTATE
(RESIDENTIAL)

AGREEM

1 AGREEMENT. Buver agrees 1o buy and Seller agrees 1o sell, the Property described below on the Serms and conditions set
a m e 2 forth w this contract (Coatract)
p 3 2 PARTIES AND PROPERTY.
11 Buver. Buyer, _

will take title to the Property described below a5 L] Jaint Tena ] Tenants In Common [ Other ___
3.2 No Asvignability, This Contract It Not assignable by Buyer unless otherwise specified in Addithonal Provivons

23 Seller, Seller "
e cuerestt oweer of the Propert sofibed bel
] b | Property, The Property (s the followsng legally described real estate o the Cousry of Colorndo

contract... - -

Street Addresa Cuy State Ly

together with the mterests, easemnents, nghts, beoefits, unprovements and attached fixtures apprrtenant thereto, and all imterest of
Seller in vacated streets and alleys adjacent thereto, except as heremn excluded (Property)

p AL Inclustons. The Puschase Price wcludes fhe following thems (Inchussons)

251  Incudens - Attached. The followsug stens are inchided unless excluded nnder Exclusions bghting
heatng, plunbing, ventilating and air condatroning unsts, TV astennas. mnde telepbone. network and coaxial (cable) wiring and
conpecnng blocks jacks. plaats. wurrors, foor coverugs slercom sexns, Dot Kitchen applisnces. spoiakler systens and
coutrols. Dudi-ia vacuum systets (incloding sccessanes), parage doot openers (mcluding remote controly) If checked
the following ate owtsed by Qie Seller and inchuded (eaved themns should be lsted under Due Diligence Deocuments) [ ] None [
Solar Panehy [C] Water Softeners [} Security Systemmn  [] Satellite Systems (including satellite dishes) If any additional
ey are atached 1o the Property after the date of this Contract, such addinonal items ate Alwo inchoded n the Parchase Price

252, Inclwsionms - Not Artached. If on the Property. whethes attached or pot. on the date of thin Contract, the
followmng setms are incinded unbew excloded under Exclutions: stonmn windows. stoem doots. window and porch shades, awnmgs
blinds screens, window coverings and treatments. curtain rods, drapery rods, fiseplace interts. fireplace screens, fueplace grates
heating Moves, starage sheds. carbon monoxide alams, unoke fire detectors and all keys

155 Persomal Property - Conveyance, Any persosal property must be couveyed at Closing by Seller free and
clear of all taxes (except personal propesty taxes for the year of Closing). hens and encumbrances, excepes
Convevance of all pervonal property will be by bill of sale or other applicable legal instrument

254 Other Inciwsions. The following itesns, whethes fxtures of personial property, are also included i the
Purchase Price

155 Parking and Storage Facilivies. ] Use Only Ownership of the following parkiag facilities

1. CONTRACT TO BUY AND SELL REAL ESTATE (REMIDENT Page L uf )*
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How e
about a *

Contributing Writer

resume... )

Instructor

Manager

Business Owner
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Some |

: : BERKSHIRE
information HATHAWAY
on my

Company...

ROOTS

REAL ESTATEl

&
V\(!pqermgre

LAND & HOMES INC
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Carpet Cleaner, Glass Company
Helpful Plumber, Handyman, Electrician
Heating & A/C, Home Inspection

RQSOUI’CG‘ Lenders, Roofers, Sprinkler
Information... repair/blow-outs

Painters, Landscapers, Movers
City resources

Emergency numbers

Utility Companies

Current articles on mortgage rates
Market statistics




