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Session 2: 2/8/2024 Rockstar 101

Homework Assignment 
a) Listen to my recording for Buyer Rep, Exclusive Right to 

Sell and Purchase Contracts

Buyer
1) Some things I always try to say
2) Buyer Representation Agreement
3) Mortgage Pre-Approval
4) Cash Proof of Funds
5) Buyer Agent Research
6) Listing Agent Research
7) Buyer Strategy Conversation
8) Buyer Contract
9) Dual Agency
10) Lead Disclosure
11) Closing Cost Credit
12) Escalation Clause 
13) Hubbard Clause
14) As-Is Inspection/Limited Inspection
15) Appraisal Rider
16) Buyer’s Remorse

Next Homework Assignment
1) Financial Goal for 2024
2) Basil Amso Rockstar interview
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Some Things I Always Try To Say

1) My goal is to make this a great transaction for 
you and your family 

2) For me it is Win - Win relationship or it does not 
work 

3) I want you to feel comfortable each step of the 
way. Please feel free to ask questions at any time 

4) I will never do anything that is not in your best 
interest. I will always let you know if I think you are 
making a mistake, or if you’re better off responding 
in a certain way.... From there the decision is yours 

5) My goal is to earn your trust now and forever 

6) I will always want to know the things that are 
most important to you in the context of the 
transaction. This information will help me to make 
this a great transaction for you
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All buyers who will 
be signing the 
purchase contract 
must be included.

Name of brokerage

You must enter 
property type such 
as commercial, 
residential, single 
family, condo, 
multifamily as well 
as location(s). 
Location can be 
one town, one 
county or multiple 
towns or counties. 
Can also be the 
state of CT or just 
a specific address. 
A buyer may have 
an exclusive 
agreement with 
more than one 
broker if that 
broker is only 
representing the 
buyer(s) in a 
specific location 
and not the whole 
state. i.e., one 
Broker may 
represent a buyer 
in one county and 
another broker 
may represent the 
buyer in another 
town. 

Type in the beginning date this 
agreement goes into effect and the date 
the agreement will end.
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You must enter a 
percentage (%) or 
dollar amount ($) (this 
cam be a fixed amount 
or range). Broker fee 
must be filled in. DO 
NOT WRITE IN “PER 
MLS”. If a listing 
broker offers only $1 
in MLS, this is what 
you would have the 
right to collect per the 
buyer broker 
agreement if that is 
how it is written on 
this agreement. You 
can write something 
like x%* and then in 
the comments box 
write in *or other fee 
acceptable to XYZ 
brokerage. Therefore, 
if the listing broker is 
offering a buyer broker 
fee that is different 
than what you wrote in 
the agreement, you 
have the option of 
agreeing to it or asking 
the buyer to pay the 
difference. 
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This paragraph is to 
agree that the buyers 
will allow 
communication via fax 
and email (electronic 
methods) or in writing. 
The authorized 
representative inserts 
the fax number the 
Broker elects to use 
and the email address 
of the authorized 
representative(s) and 
the fax number(s) and 
email address(s) of all 
the buyers who are 
signing this 
agreement. 

You must make sure 
you have also initialed, 
signed and dated the 
agreement. All 
buyer(s) MUST receive 
a copy of the fully 
executed agreement at 
the time it is signed. 
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This paragraph is to 
agree that the buyers 
will allow 
communication via fax 
and email (electronic 
methods) or in writing. 
The authorized 
representative inserts 
the fax number the 
Broker elects to use 
and the email address 
of the authorized 
representative(s) and 
the fax number(s) and 
email address(s) of all 
the buyers who are 
signing this 
agreement. 

You must make sure 
you have also initialed, 
signed and dated the 
agreement. All 
buyer(s) MUST receive 
a copy of the fully 
executed agreement at 
the time it is signed. 
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Mortgage Pre-Approval
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Cash Offer – Proof of Funds
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Buyer Agent Research

a) Field Card

b) Property History

c) Neighborhood History

d) Reverse CMA
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Listing Agent Conversation

a) Can you share anything that would be most 
important to your seller? 

b) Do they have an ideal closing date? 

c) Do you have any offers yet ?

d) When do you plan on going highest and 
best?

e) Can you share if they have had any offers 
that they did not accepts Can you share 
what they turned down and why?
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Buyer Strategy Conversation

a) Explain to the buyer they may not get a 
counter offer so they need to make the first 
one count.

b) What If you woke up tomorrow and learned 
you did not win the bid would you be upset

c) 1. 6.5% Interest Rate with a 30 year 
amortization = $6.32 per $1,000.

2. $63.20 per $10,000 in price

3. $63.20/30 days = 2.11 cents per day

d) A $2000 housing payment is equivalent to 
$1700 rent payment (factoring in tax 
deductibility due to interest)
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All buyers and sellers print their names and 
addresses where indicated.

Property address

Buyers and sellers initial and date.
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Check applicable riders.
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Both firm names

Buyer and seller signature and date.
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Buyer and seller names and addresses

Property address

Mortgage info

Closing date

Buyers and sellers initial all pages
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Check appropriate boxes
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Info from all agents and attorneys

Buyer and seller signatures
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Full name of brokerage firm

Address of the property per the town card and deed

Full name of the buyer or tenant

Full name of the seller(s) or landlord(s) 
per the town card and deed
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Full name of the respective agent for 
the buyer(s) or tenant(s)

Full name of the respective agent for 
the seller(s) or landlord(s)

The buyer(s)/tenant(s) sign and date then on the 
next set of double lines type or print their names

The seller(s)/landlord(s) sign and date then on the 
next set of double lines type or print their names
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A. (i) 
Check here if seller knows that the property has lead-based paint.

A. (ii)
Check here if seller has no knowledge of lead-based paint.

B. (i)
Check here when seller has provided reports or records that pertain to lead 

paint (ie abatement reports are repots of evidence of lead-based paint.

B. (ii)
Check here if seller has no reports

C. All buyers initial here if they receive copies of all information and section (b)(i)

D. All buyers initial here that they have received the pamphlet “Protect Your 
Family from Lead in Your Home.” Agent should supply.

E. All buyers initial and check either: buyer is using the 10 day opportunity to test for 
lead paint OR buyer has decided to not test for the presence of lead-based paint

F. Sellers agent initials after they have informed the seller of their obligations to 
disclose the presence of lead paint.

All sellers must sign. 
Listing agent must sign.

All buyers must sign.
Buyers agent must sign.

Property address
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Buyer’s Remorse

Is a very common human reaction … Are 
we doing the right thing with our offer?

It is very important to prepare them for the 
emotion and to let them know it is normal 
and that they are making a good decision 
with their offer.
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Next Homework Assignment

1) Financial Goal for 2024

2) Basil Amso Rockstar interview


