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Success Pyramid

Real Estate Education

Confidence



Success Plan - Extreme Confidence
1. Knowledge

a. Career / Real Estate
b. Transactional
c. Market
d. National
e. Growth / Mindset

2. Opportunities to Transact
a. Prospect
b. Sphere of Influence
c. Networking
d. Open Houses
e. Past Clients

3. Presentation Skills
a. Why work with you?
b. Why RE/MAX?
c. Why RE/MAX Right Choice?

4. Objection Handling Skills

5. Negotiation Skills

6. Closing Skills

7. Know How to Use RE/MAX Tools

8. Participate
a. RE/MAX Right Choice Professional Growth
b. RE/MAX Events: R4, etc.

9. Study our RE/MAX Right Choice Intranet

10. Put in the Work

11. Confidence
a. 25 Steps to Win the Year
b. Consider it the Difference Maker

12.Believe You Can 2



Intranet : Agent Resource Center Topics & Descriptions

Are Your Head and Your Heart Ready for Great Success in 2021?
January 13, 2021
January 27, 2021
February 10, 2021
February 24, 2021
Click here to access Financial Pathway pdf from 2/24/2021 Click 
here to access Balloon picture form 2/24/2021

Agent Ranking Reports
Year to Date and monthly Agent Ranking Reports summary.

Agents & Admin Contact Information

Best Social Media Practices
RE/MAX’s Social Media Practices Guide.

Business Planning
Comprehensive presentation on yearly business planning.

11/05/2019 - 2020 Business Planning Slides

11/05/2019 - Business Planning zoom Recording

Calendar
Calendar of national and firm events.

Commercial Training
A 6-hour course designed to teach residential Realtors the basics of selling and leasing

commercial real estate, opening the possibility of creating another income bucket for 
yourself.

VIDEOS
Commercial Course - January 2018

05/19/2020- Commercial Real Estate Course for Residential Realtors, Session 1 
Commercial Purchase Sequence
Commercial Exclusive Right to Represent 
Confidentiality Agreement
Letter of Intent to Purchase Video
Presentation
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05/20/2020- Commercial Real Estate Course for Residential Realtors, Session 2
Representing a Purchaser, Buying Commercial Real Estate Sequence
Letter of Intent to Lease Sample LOI to
Lease Commercial Leasing Sequence 
Commission Calculation Form Video
Presentation

05/21/2020- Commercial Real Estate Course for Residential Realtors, Session 3 
Commercial Exclusive Right to Sell/Lease/Exchange
Commercial Open Right to Sell/Lease/Exchange 
Exclusive Sale Listing Agreement
Representing Owner, Selling Commercial Real Estate Sequence Video
Presentation

05/22/2020- Commercial Real Estate Course for Residential Realtors, Session 4 
Video Presentation

Crumbling Foundations
Presentations and disclosure on crumbling foundations in Connecticut due to the 
presence of pyrrhotite in affected areas of the state.

Crumbling Foundations PowerPoint Presentation

2019-Disclosure Residential-Property-and-Foundation-Condition-Reports-
Effective-October-1-2019-

Foundational Modules
Modules, presentations and resources to aid agents in building a strong foundation for 
their business.

BUSINESS
Biography and Headshot 
Marketing Categories Digital 
Marketing
Print Marketing 
Marketing Plan Audit
REAL ESTATE DOCUMENTS
Buyer's Agent Journey Map
Seller's Agent Journey Map
Document Training: Exclusive Right to Represent and List 
Document Training: Disclosures
Document Training: Purchase Contract 
Document Training: Riders
Document Training: Inspections 
Document Training: Condo Docs
Document Training: Termination and Release GHAR
Training Forms
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Smart MLS Training Forms
Connecticut Association of Realtors Training Forms
REAL ESTATE PROGRAMS
Tools Training: Updating Your MAX/Center Profile 
Tools Training: Intro to SmartMLS
Tools Training: How to Add Listings in SmartMLS 
Tools Training: How to Edit Listings in SmartMLS
Tools Training: How to Set up Auto Emails in SmartMLS
Tools Training: ShowingTime 
Tools Training: CMA ToolKit
Tools Training: Tenant Tracks
Tools Training: Starting a Transaction in zipForms 
Tools Training: Uploading paperwork in zipForms 
REAL ESTATE SCRIPT BANK
Dialogue for Open House
Dialogue for Expired Listings 
Dialogue for For Sale By Owner 
Dialogue for Listings
Dialogue for Buyers 
Dialogue for Commission 
REAL ESTATE PROGRAMS
Tools Training: DocuSign 
Tools Training: MLS 
Tools Training: ShowingTime
Tools Training: Supra
Tools Training: CMA ToolKit
Tools Training: Tenant Tracks 

GHAR Legal Forms Training Library
Library providing step-by-step instruction on filling out GHAR legal forms.

Housing Data Reports
Monthly Housing Data reports.

HUD Instructions
Step-by-step instructions on how to register and submit a bid for HUD.

It Comes With RE/MAX Right Choice
Weekly series with our broker, Jeff Wright, who shares career insights and useful tips.

Important Links
List of links that will come in handy.

Local Market Update Reports
Monthly market reports.

Marketing Materials
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Materials to help agents market themselves on social media.

Right Choice Logo

2019 Real Trends Top 50 Of The Top 500 2019

Buyer Guide

2019 Sellers Guide

4-4-2019 RE/MAX Integra Resource Guide

4-4-2019 Video: Marketing Training with Maureen Colvin -Recourse Guide 

July 2019 RE/MAX Resource Guide

Mastery Modules
Course in agent development with more than 20 modules to boost agent confidence 
and comfortability.

Zoom Recordings
10/3/18 - 21 Step Win The Year Success Formula

10/9/18 - Selling RE/MAX and RE/MAX Right Choice

10/16/18 - CMA/SmartMLS, Using Data to Support Your Listing Price and
Add Value as the Trusted Advisor

10/30/18 - Commonly Asked Questions

11/6/18 - Win the Listing Scripts for Success: Luck favors The Prepared

11/13/18 - Increase Your Earnings by Learning How to Increase the Commission Rate
Learn How to Set Up Leadstreet Zip Codes

11/27/18 - Selling New Construction 

12/4/18 - Selling Land

12/11/18 - Commercial 

12/18/18 - Multi-Family Investing & Real Estate Math Calculations 

05/01/2019 - Sandler’s 49 Sales Rules

05/07/2019 - Sandler Rules 

05/14/2019 - Sandler Highlights
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05/28/2019 - Sandler Highlights (Continued)

06/04/2019 - Sandler Submarine 

06/11/2019 - Sandler Highlights (Continued)

06/18/2019 - Up-Front Contract, your 30-second commercial, and Reverse 
questioning

06/26/2019 - Up-Front Contract, your 30-second commercial, and Reverse 
questioning (continued)

07/17/2019- Increase your commission 

07/23/2019- Selling New Construction and Land

08/13/2019 - Commonly asked legal and transaction questions 

09/03/2019 - Commercial Basics

09/09/2019- Calculating Multi-Family Cash-on-Cash Returns to Help Sell More Multi-
Family Properties

10/02/2019 - Selling RE/MAX and RE/MAX Right Choice and Success Plan For Your 
Home

10/08/2019 - Win the Listing

10/29/2019 - Pre-Listing Package and Prospecting For Customers and Clients 

12/10/2019- Knowing What to Say Earns You More Dollars

12/18/2019- Knowing What to Say Earns You More Dollars Part 2

01/07/2020- The Road to Success is Always Under Construction…We Will Focus on
Some Success Habits That Will Help to Rock 2020

Momentum
14 module course to aid agents in career development.

Zoom Recordings

1/08/19 - Working Expired Listing Opportunities 

1/22/2019 - Real Estate Sales Perspective

1/29/2019 - Activities Management - Reaching your Potential
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2/5/2019 - Listing Conversion

2/19/2019 - Listing Conversion and Pricing Boot Camp

3/5/2019 - Listing Objections Boot Camp 3/12/2019 -

Working Expired Listing Opportunities 03/19/2019 - FSBO

Boot Camp

04/02/2019 - Marketing Bootcamp 

04/09/2019 - Buyer Conversion 

04/16/2019 - Open House

11/12/2019 - Real Estate Perspective 1 

11/20/2019 - Real Estate Perspective 2 

12/05/2019- Activities Management

Personal and Professional Growth Summit
Personal and Professional Virtual Growth Summit, hosted by Jeff Wright and Ed 

Schultek, with guest appearances from our very own agents.

Zoom Videos

03/23/2020- Real Estate Update From A Legal and Lending Perspective 

03/24/2020- Jeff's thoughts on current state of market/ Kathy Elson CEO MLS

03/24/2020- The Virtual Agent: Tips on how to use RE/MAX Tech to connect with 
clients

03/24/2020- Interview with Matt Nuzie 03/25/2020-

Jeff's 25 Steps to Win the Year

03/25/2020- RE/MAX LLC- Jared James "A New Mindset, A New Routine"

03/26/2020- Jeff's Historical Review of The Market and Why He Believes The
Market Will Be Strong Once The Pandemic Passes

03/26/2020- RE/MAX LLC- Getting the Most Out of First
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03/27/2020- Interview with MJ Agostini

03/27/2020- RE/MAX LLC- Kerron Stokes on Connecting Virtually 

03/30/2020- Ed Schultek presenting "No GUTS No Gain!" Mastering Mental Toughness

03/30/2020- Rockstar Interview with Basil Amso 03/30/2020-

Rockstar Interview with Jill Taylor

03/31/2020- Ed Schultek presenting "No GUTS No Gain!" Mastering Mental Toughness

03/31/2020- RE/MAX LLC- RE/MAX Technology Referral Strategy

04/01/2020- Ed Schultek presenting "No GUTS No Gain!" Mastering Mental Toughness

04/01/2020- RE/MAX LLC- Adjusting Your Business Plan with Jon Cheplak

04/01/2020- An Overview of RE/MAX Luxury and Commercial Tools by Anne
Miller and Doug Winfrey

04/02/2020- Jeff's 25 Steps to Win the Year 

04/02/2020- RE/MAX LLC- First: Best Practices 

04/02/2020- Rockstar Interview with Scott Wright

04/03/2020- Selling and Leasing Commercial Real Estate Basics for Residential
Realtors

04/03/2020- RE/MAX LLC- Supporting your Community with Video 04/06/2020- Ed

Schultek presenting "No GUTS No Gain!" Mastering Mental Toughness

04/06/2020- Legal & Mortgage Updates State of the
Mortgage Market
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04/07/2020- Ed Schultek presenting "No GUTS No Gain!" Mastering Mental Toughness

04/07/2020- RE/MAX LLC- Boost Your Digital Image

04/08/2020- Ed Schultek presenting "No GUTS No Gain!" Mastering Mental Toughness

04/08/2020- RE/MAX LLC- Social Tools & Connection 

04/09/2020- Rockstar Interview with Stephanie Ellison 

04/10/2020- RE/MAX LLC- Being a Trusted Advisor

04/13/2020- Ed Schultek presenting "No GUTS No Gain!" Mastering Mental Toughness

04/13/2020- Rockstar Interview with Mela Veltri Case

04/14/2020- Ed Schultek presenting "No GUTS No Gain!" Mastering Mental Toughness

04/14/2020- RE/MAX LLC- Marketing Digitally: What's Available and How Can it Help My Business

04/15/2020- Ed Schultek presenting "No GUTS No Gain!" Mastering Mental
Toughness

Part 1 
Part 2

04/15/2020- RE/MAX LLC- Agent Coaching Webinar Series: Verl Workman 

04/16/2020- The Power of You

04/17/2020- RE/MAX LLC- Video, Virtual and Social Are Here to Stay 

04/20/2020- The Power of You (Quick Review)
Things You Need To Say, Do, and Understand to Win More Listings

04/20/2020- Rockstar Interview with Bill Mamak 

04/21/2020- Rockstar Interview with Eric Schuell 

04/22/2020- Ed Schultek- Sandler Foundations
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04/22/2020- RE/MAX LLC- Amy Somerville and Richard Robbins

04/23/2020- Go For No

04/23/2020- RE/MAX LLC- Getting The Most Out Of First

04/27/2020- The Power of You: Think and Grow Rich 04/27/2020-
Rockstar Interview: Renee Mascia

04/28/2020- Rockstar Interview: Robert Morey 04/28/2020- RE/MAX

LLC- Perfecting Your Homepage 04/29/2020- Ed Schultek: Sandler

Foundations

04/29/2020- RE/MAX LLC- Brian Buffini & Amy Somerville The Principles of Adaptation

04/30/2020- Eat That Frog

04/30/2020- RE/MAX LLC- Stop Marketing Your Business On An Island: Learn Megaphone

05/01/2020- RE/MAX LLC- Content and Technology on Fire 05/04/2020-

11G Overview

05/05/2020- Rockstar Interview with Paul Ferreira

05/05/2020- RE/MAX LLC- Getting Hands on with First 05/06/2020-

Ed Schultek- Sandler Foundations 05/06/2020- Amy Somerville and

Richard Robbins 05/07/2020- Win the Listing Scripts

05/07/2020- RE/MAX LLC- Branding and Marketing: The RE/MAX Mobile App 05/08/2020-

RE/MAX LLC- Thriving Through Social Distance

05/11/2020- 11G Greatness is Within all of Us 05/12/2020-

Rockstar Interview with Joe Kapell

05/12/2020- RE/MAX LLC- Helping Clients List or Buy using YOUR Technology 05/13/2020-

Ed Schultek- Sandler Foundations
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05/13/2020- RE/MAX LLC- Agent Coaching Series, Amy Somerville and Bill 
Moran

05/14/2020- Win the Listing Methodology

05/14/2020- RE/MAX LLC- RE/MAX Hustle: Custom Commercial and Graphics

05/15/2020- RE/MAX LLC- Agent Voice Series, Kerron Stokes and Nathan Dart

05/19/2020- Commercial Real Estate Course for Residential Realtors, Session 1

05/19/2020- RE/MAX LLC- Websites 202: Customizing Content and Adding 
Pages

05/20/2020- Ed Schultek- Sandler Foundations

05/20/2020- Commercial Real Estate Course for Residential Realtors, Session 2 

05/20/2020- RE/MAX LLC- Amy Somerville and Tom Ferry

05/21/2020- Commercial Real Estate Course for Residential Realtors, Session 3 

05/21/2020- RE/MAX LLC- Capture Leads Through Video

05/22/2020- Commercial Real Estate Course for Residential Realtors, Session 4 
05/26/2020- RE/MAX LLC- Qualify Leads with booj

05/27/2020- Ed Schultek- Sandler Foundations

05/27/2020- RE/MAX LLC- James Schwartz & Michael Schneider "First 
Application"

05/28/2020- RE/MAX LLC- booj Website Domain Management 

06/02/2020- 11 G Overview- Greatness is Within: Session 3 

06/02/2020- RE/MAX LLC- Breaking Down RE/MAX Tech 

06/03/2020- Ed Schultek- Sandler Foundations

06/03/2020- RE/MAX LLC- Raw & Real First Webinar

06/04/2020- RE/MAX LLC- First: Best Practices 

06/05/2020-Matt Nuzie Rockstar Interview 

06/08/2020- RE/MAX LLC- Raw & Real First Webinar 

06/09/2020- Carlos Perez Rockstar Interview
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06/09/2020- RE/MAX LLC- Technology Referral Strategy

06/10/2020- Ed Schultek- Sandler Foundations

06/11/2020- A Review of the MLS Data and Analytics Tools to Help You Highlight 
Your Market Knowledge

06/11/2020- RE/MAX LLC- Success With Your MAX/Profile

06/16/2020- Overview of Workman Success Systems and MLS ListTrac 
06/162020- RE/MAX LLC- booj Advanced: CRM

06/17/2020- Real Estate Math To Help You Do More Business 

06/17/2020- RE/MAX LLC: Raw & Real First Webinar

Pre-Listing Presentation
Comprehensive presentation that includes all aspects of preparing for a 

listing appointment.
October 2019 Pre-Listing Packet

Presentation from RE/MAX Events
Video and presentation slides from RE/MAX events.
Real Estate Forms
Bank of fillable forms.

Sales Rally
Videos and presentations of our quarterly sales rallies.

Sandler Training Videos
Videos of Sandler Training course, a course that is designed to help 

salespeople take control of the sales process.

Sandler Training
Sandler Training Video March 20, 2019 
Sandler Training Video February 21, 2019
Sandler Training Video Farmington January 23, 2019 
Sandler Training Video Farmington December 12, 2018 
Sandler Training Video Farmington November 5, 2018
Sandler Training Video Farmington October 24, 2018 

1 of 4
2 of 4
3 of 4
4 of 4

Sandler Training Video August 7, 2018 
Sandler Training Video July 12,2018 
Sandler Training Video, June 5, 2018
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Sandler Training Video May 8, 2018 
Sandler Training Video April 23,2018 
Sandler Training Video April 10,2018 
Sandler Training Video March 9, 2017 
Sandler Training Video February 22, 2017 
Sandler Training Video January 25, 2017 
Sandler Training Video January 18, 2017 
Sandler Training Video December 13,2016 
Sandler Training Video December 1, 2016 
Sandler Training Video November 14,2016 
Sandler Training Video November 3,2016 
Sandler Training Video October 25,2016 
Sandler Training Video October 17,2016 
Sandler Training Video September 27, 2016 
Sandler Training Video September 23,2014

SmartMLS
SmartMLS tips.

Success Training
Recordings of our success training program.

2018 Success Training Calls 
1. February 5, 2018
2. March 13, 2018
3. Expired - March 20, 2018
4. Part 1 of 3 - April 3, 2018
5. Part 2 of 3 - April 3, 2018
6. Part 3 of 3 - April 3, 2018
7. April 24, 2018
8. FSBO - Part 1 of 2 - May 1, 2018
9.FSBO - Part 2 of 2 - May 1, 2018 
10. May 24, 2018
11. Pricing -June 5, 2018
12.Marketing - June 26,2018 
13. July 24, 2018
14. July 31, 2018
15. August 14, 2018

2017
1. Matt Nuzie: August 9, 2017

2. Basil Amso: August 16, 2017

3.Scott Wright—Pre-listing conversation with potential sellers. August 9, 2017 

4. Success Training Session: August 16, 2017

5. Success Training Session: September 8, 2017—Part 1
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6. Success Training Session: October 24, 2017

7. Success Training Session: November 1, 2017

8. Success Training Session: December 20, 2017

Tools Training
Videos and presentations of tools available to RE/MAX agents.

Presentations
01/14/20 - Learn to Utilize MLS and RE/MAX Tools to Streamline Your Business 
and Increase Productivity. MLS InfoSparks, FastStats and RE/MAX Branded App

01/28/20 - Professional Growth | RE/MAX Technology and Tools: MAX/Center & 
Marketing Portal

02/04/20- RE/MAX Design Center
02/11/20- RE/MAX Technology and Tools: Design Center Continued, RE/MAX 
University & URL Shortener

02/18/20- RE/MAX Technology and Tools: Referral Platform, RE/MAX Personal 
Assistant Program and RMRC Intranet

03/03/20- RE/MAX Technology and Tools: Tools Recap & Photofy

03/17/20- booj Websites

Videos
Firm Videos

Workman Training
RMRC workman success training videos.

Zip Logix Release Notes
Release notes from our Transaction Management System, zipForms.

2021 Micro Sessions
Bi-weekly micro sessions on career development with Jeff Wright.

January 20, 2021- Where To Find Sellers/Buyers!

February 3, 2021- Ways to Connect With Your Sphere and Things to Say When 
Making Prospecting Calls
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RE/MAX University
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RE/MAX University - Continued
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ZIPLOGIX FORMS • SMARTMLS

18

•Addendum to Purchase Agreement - 11/17

•Business For Sale Data Input - 9/17

•Coming Soon Listing Addendum - 3/22

•Commercial For Lease Data Input - 9/17

•Commercial For Sale Data Input - 9/17

•Condo-Coop For Sale Data Input - 9/17

•Contract Information - 8/17

•Delayed Listing Addendum - 3/19

•Exclusive Agency Listing Contract - 7/20

•Exclusive Right to Lease - 7/20

•Exclusive Right to Lease - Opt to Sell - 7/20

•Exclusive Right to Sell Listing Contract - 6/20

•Land/Lot For Sale Data Input - 9/17

•Listing Agreement Compliance Certification - 4/19

•Listing Change Form - 10/21

•Multi-Family Residential For Sale Data Input - 9/17

•Participation Application and Agreement 11/21

•Purchase Agreement - 11/17

•Residential Rental Data Input - 9/17

•Seller Photograph Assignment Agreement - 3/22

•Seller/Lessor Instruction to File Listing with SmartMLS - 3/19

•Seller/Lessor Instruction to Withhold Listing From SmartMLS - 3/19

•Single Family Residential For Sale Data Input - 9/21

•Standard Form Contract - 5/18

•Subscription Application and Agreement
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ZIPLOGIX FORMS • Greater New Haven Board of REALTORS®

• Binder for the Purchase and Sale of Real Estate

• CID Exclusive Right to Sell / Lease Contract - 09/11/01

• Condominium Rider

• Disclosure of Information on LBP and LBP Hazards (e-sig)

• Disclosure of Information on Lead-Based Paint and Lead-Based Paint Hazards

• Exclusive Buyer Agency Contract-04/01/98

• Exclusive Right to Lease Agreement - 2010

• Exclusive Right to Sell/Lease Contract - 06/29/1998

• Hazardous Waste Disclosure - Seller's Notice to Buyer

• Lockbox Authorization

• Multi-Family Tenant Rider

• Personal Property

• Real Estate Purchase and Sales Agreement - 01/2013

• Receipt of Condominium Documents

• Release of Buyer Agency Contract - Copyright 1998

• Title X Lead Hazard Attachment
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ZIPLOGIX FORMS • Greater Hartford Board of REALTORS®

• 2-4 Family Disclosure - 4/23

• Agency Disclosure for Unrepresented Persons

• Amendment to Exclusive Right to Represent Buyer Contract - 7/23

• Amendment to Listing Agreement - 9/21

• Appraisal Rider (with a Mortgage) - 10/23

• Appraisal Rider (without a Mortgage) - 10/23

• As Is Rider - 2/09

• Attorney Approval Rider - 12/20

• Audio-Video Surveillance Disclosure 5/23

• Blank Addendum for Lease Agreement - 3/22

• Blank Addendum to the Purchase Contract - 1/19

• Blank Rider for Lease Agreement - 3/22

• Blank Rider to the Purchase Contract #1 - 2/21

• Blank Rider to the Purchase Contract #2 - 2/21

• Closing Cost Rider - 10/19

• Comm. Exclusive Right to Sell/Lease/Exch. Listing Agr. - 9/23

• Commercial Exclusive Right to Represent Buyer/Tenant Contract - 9/23

• Commercial Real Estate Purchase Contract - 9/23

• Commission Agreement Between Brokers - 5/19

• Condo Rider - 6/15

• Dual Agency Consent Agreement - 6/97

• Dual Agency/Designated Agency Disclosure Notice - 1/00

• Excl. Right to Lease Listing Contract - 12/23

• Excl. Right to Lease or Sell or Lease w/Option to Buy Listing Contract - 12/23

• Exclusive Agency Listing Contract - 12/23

• Exclusive Agency Right to Represent Buyer Contract - 12/23

• Exclusive Right to Represent Buyer Contract - 12/23

• Exclusive Right to Represent Tenant Contract - 12/23

• Exclusive Right to Sell Listing Contract - 12/23

• Extension Amendment to Real Estate Purchase Contract - 3/04

• Fair Housing Notice - 7/16

• Fair Housing Notice - CTR - 5/23
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ZIPLOGIX FORMS • Greater Hartford Board of REALTORS® - Continued

• Finder's Fee Agreement - New Construction - 1/06

• For Sale by Owner - Commission Agreement - 7/23

• Foundation Advisory to Buyers - 5/18

• Foundation Advisory to Sellers - 5/18

• Greater Hartford Association of REALTORS

• Important Info. about Federal Lead Laws (Commercial) - 9/97

• Insulation Disclosure Rider (New Homes Only) - 10/05

• Land Purchase Contract - 4/23

• Lead Disclosure (Lease) - ESIG

• Lead Disclosure (Seller) - ESIG

• Letter of Intent to Lease Commercial Real Estate - 9/23

• Letter of Intent to Purchase and Sell Commercial Real Estate - 9/23

• Notice of Termination and Release of Deposit - 12/20

• Notification of Unsatisfactory Inspection - 10/23

• Offer Letter Addendum to Listing Agreement - 5/21

• Open Listing Contract - 12/23

• Percolation and Pit Test Contingency - 10/05

• Pool/Hot Tub Disclosure 11/20

• Property Inclusions/Exclusions - 10/22

• Property Inclusions/Exclusions - ESIG - 10/22

• Purchase Money Note and Mortgage Rider - 10/22

• Real Estate Purchase Contract - 10/23

• Receipt of Common Interest Community Documents - 2007

• Receipt of Educational Materials for Private & SemiPublic Wells - 11/22

• Referral Fee Agreement - 5/13

• Rental Application - 7/23

• Request for Confirmation of Offer Submittal 1/19

• Residential Foundation Condtition Report. - 9/21

• Residential Lease - 1/24

• Residential Property Condition Disclosure Report (GHAR) - 10/21

• Sale of Buyer's Prop. Contingency (Under Contract) - 9/19

• Sale of Buyer's Prop. Contingency Removal - 3/19

• Sale of Buyer's Residence Contingency - 12/09

• Sewer Line Inspection Rider - 2023

• Short Sale Rider - 10/20

• Solar Panel Rider - 10/20

• TRID Rider - 1/16

• Waiver of Property Inspections - 2009

• Well Water Educational Material - 10/22

• Well-Septic Rider - 10/22
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ZIPLOGIX FORMS • Connecticut Association of REALTORS®

• "As Is" Rider - 2009
• 2-4 Family Disclosures - 4/23
• Acceptance of Pre-closing Inspection - 7/02
• Ack. of Buyer's Repr. in for Sale by Owner in Direct Client Neg. Situations - 4/10
• Addendum for Use of Electronic Signature and Record - 4/23
• Amendment to the Purchase and Sale Agreement - 12/2015
• Appraisal Rider (With a Mortgage) - 10/23
• Appraisal Rider (Without a Mortgage) - 10/23
• Attorney Approval Rider - 11/20
• Authorization for Filming or Photography - 5/10
• Authorization to Obtain and Provide Credit Report - 7/10
• Broker Identification Addendum to the Purchase and Sale Contract -9/15/15
• Broker's Lien - 3/12
• Buyer Representation Agreement Amendment - 5/07
• Buyer's Audio and Video Surveillance Notice - 8/19
• Buyer&#8217;s Notice to Perform Due Diligence - 5/22
• Certification of Signatory's Authority - 5/10
• Closing Cost Credit Rider - 11/20
• Co-Broke Letter - 8/12
• Combined Contingency Add. to Purchase and Sale Agr. Undeveloped Land - 4/13
• Combined Contingency Addendum - 11/19
• Commercial Excl. Right to Sell/Lease/Exchange Agreement - 9/12
• Commercial Exclusive Agency Right To Sell/Lease/Exchange - 3/10
• Commercial Exclusive Right to Represent Buyer/Tenant Contract - 9/23
• Commercial Information About Federal Lead Laws - 10/23
• Commercial Open Right To Sell, Lease, Or Exchange - 7/10
• Commercial Real Estate Purchase Contract - 9/23
• Common Interest Community Rider - 6/15
• Concrete Advisory and Disclosure for Sellers and Buyers - 6/21
• Confidentiality Agreement - 6/10
• Coronavirus Addendum - 3/20/2020
• Cover Sheet
• COVID-19 Advisory Notice to Buyers and Sellers of Real Estate - 3/20/2020
• Disclosure of Information on Lead-Based Paint and Lead-Based Paint Hazards (Purchase and Sale)
• Disclosure of Information on Lead-Based Paint and Lead-Based Paint Hazards for Target Housing Rentals 

and Leases
• Disclosure of Present or Contemplated Interest - 9/29/17
• Dual Agency Consent Agreement - 10/04
• Dual Agency/Designated Agency Disclosure Notice - 10/04
• Duplicate Keys and Lock Box Authorization Agreement - 6/10
• Exclusive Agency Right to Represent Buyer Authorization - 12/14
• Exclusive Agency Right to Represent Tenant Authorization - 2/15
• Exclusive Agency Right to Sell Agreement - 12/14
• Exclusive Right to Lease Agreement - 6/10
• Exclusive Right to Represent Buyer Authorization - 10/23
• Exclusive Right to Represent Tenant Authorization - 2/15
• Exclusive Right to Sell Agreement - 10/23
• Exclusive Right To Sell Builder's Listing Agreement - 8/05
• Fair Housing Notice - 5/23
• Foreign-Made Drywall Disclosure - 2010
• Foundation Advisory for Buyers - 7/17/19
• Insulation Disclosure Rider - 10/06
• Lead-Based Paint Inspection Addendum - 6/07
• Lease Purchase Agreement - 2/12
• Letter of Intent to Lease Commercial Real Estate - 9/23
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ZIPLOGIX FORMS • Connecticut Association of REALTORS® - Continued

• Letter of Intent to Purchase and Sell Commercial Real Estate - 9/23
• Listing Amendment - 2/13
• Memorandum of Lease Offer - 2/11
• Memorandum of Offer - 2/11
• Mold and Mold-Forming Condition Disclosure - 2/11
• New Home Construction Contractor Registration Notice
• Non-Binding Lot Reservation - 6/07
• Notice Concerning "Non Material Facts Concerning Real Property" - 6/04
• Notice of Availability of Environmental Information - 8/11
• Notice of Commission Rights (Commercial Real Estate) - 2016
• Notice of Intent To Claim Broker's Lien - 5/10
• Notice of Termination and Release of Deposit - 12/20
• Notice to Seller or Landlord - 10/04
• Notification of Unsatisfactory Inspection - 10/23
• Open Listing Agreement - 6/13
• Open Right to Represent Buyer or Tenant Authorization - 10/10
• Percolation and Pit Test Contingency - 10/06
• Permission to Advertise Electronically - 2013
• Pool Hot Tub Disclosures - 12/20
• Property Inclusions/Exclusions Rider - 10/22
• Purchase and Sale Agreement (Limited Service) FSBO - 7/12
• Purchase and Sale Agreement (Undeveloped Land) - 2/11
• Purchase Money Note and Mortgage Rider - 10/22
• Real Estate Agency Disclosure Notice (Given)
• Real Estate Purchase Contract - 10/23
• Receipt of Common Interest Community Documents - 12/20
• Referral Fee Agreement - 2016
• Release of Broker Lien - 5/10
• Removal of Sale of Buyer's Property Contingency - 12/20
• Rental Application - 12/14
• Residential Foundation Condition Report 9/21
• Residential Lease - 7/15
• Residential Property Condition Disclosure Report - 10/21
• Rider for Seller Financing - 8/04
• Sale of Buyer's Property Contingency (Under Contract) - 9/19
• Sale of Buyer's Property Hubbard - 12/20
• Seller's Audio and Video Surveillance Notice - 8/19
• Seller's Property Information Form for Undeveloped Land - 8/11
• Seller's Residential Property Condition Disclosure Waiver - 3/22
• Septic/Well Rider - 12/20
• Sewer Line Inspection Rider - 10/23
• Short Sale Rider - 12/20
• Sight Unseen Addendum - 4/2/20
• Solar Panel Rider - 10/22
• Stucco or Stucco-Like Substances Disclosure Form - 6/07
• Termination of Buyer or Tenant Representation Authorization - 7/02
• Termination of Listing Agreement - 7/02
• Termination of Purchase and Sale Agreement - 7/02
• TRID Rider - 12/20
• Waiver of Property Inspections - 12/20
• Well Water Educational Material - 10/22
• Well Water Material Acknowledgement - 10/22
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SELLER’S AGENT JOURNEY MAP

● Lead generation
● Have a pre-listing conversation

o How can I help?
o What’s going on?
o Why did you call today?

● Secure listing appointment
● Prepare CMA and market data
● Confirm the listing appointment
● Show up for the listing appointment

o Secure the listing
o Sign the Exclusive Right to Sell Listing Agreement

● Obtain all necessary property information
o Use the MLS input sheet as a guide
o Have your photographer take the photos
o Have seller complete disclosures

● Create electronic file via Ziplogix
● List on MLS (syndicates out to other sites)

o Enter all necessary information
o Upload Photos
o Upload disclosures
o Set up showing instructions via ShowingTime

● Market the property (refer to marketing module for details)
● Provide seller with regular updates
● Sign dual agency (if applicable)
● Present all offers and counteroffers to seller
● Negotiate terms of the contract
● Accept a contract

o Make sure contract as well as disclosure are fully executed
o Continually submit all paperwork to the office via Ziplogix

● Deposit Escrow check with office
● Update MLS status
● Negotiate repairs if necessary
● Order condo documents (if applicable)
● Schedule the closing

o Attend the closing (if possible)
o Provide a closing gift, if you choose

● Update MLS status
● Request a testimonial / Zillow review
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BUYER’S AGENT JOURNEY MAP

● Lead generation
● Have a conversation to determine if you are a professional fit

o How can I help?
o What would be an ideal purchase… price, location, style

● Secure buyer appointment
● Verify the client has a mortgage pre-approval

o If not, send them your preferred list of vendors
o Best to include at least 3 contacts
o Jim Adams, Movement Mortgage – 203.290.2063

● Client must sign the Exclusive Right to represent Buyer
o Prior to any showings taking place (RMRC Listings Excluded)

● Create an electronic file via Ziplogix
● Set up client on automated MLS search

o Send properties that meet their requests
o Connect client to your RE/MAX app. That way if they find properties,

you are notified
● Schedule showings based on the client’s selections
● Continue with showings until the client finds the right property

o Make sure that there is open, clear communication with your clients
regularly

● Sign Dual Agency (if applicable)
● Submit an offer to the Sellers Agent
● Negotiate terms of the contract
● Once your buyers’ contract is accepted

o Make sure contract and disclosures are fully executed
o Continually submit all paperwork to the office via Ziplogix

● Deposit Escrow check with either our office or the listing firm
● Conduct inspections (if applicable)

o Within the specified period of time as stated in the contract
● Negotiate repairs (if necessary)
● Request condo documents (if applicable)
● Satisfy all mortgage contingencies
● Confirm the closing date

o Attend the closing (if possible)
o Provide a closing gift if, you choose

● Request a testimonial / Zillow review



Items in this training:

Exclusive Right to Sell Listing Agreement (GHAR, CTR & Smart MLS)

• This document signifies the creation of an agency relationship between

the Sellers and the Brokerage

Residential Property Condition Disclosure Report

• Provides Buyers with background information on the property

Disclosure of Information on Lead-Based Paint and/or Lead-Based

Paint Hazards (GHAR, CTR & Smart MLS)

• Informs Buyers if the property has been tested for Lead- Based Paint

hazards, as well as the results if applicable
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CTR

All legal owners of the 
property need to be 

listed.

Enter Jeff Wright.

Enter RE/MAX Right Choice.

Complete address of the 
property being sold.

1. Check the box for 
sale or lease of

property.

2a. Enter the service fee or 
total commission the Seller is 

responsible for paying.
Enter a Fee Schedule if 

applicable.
*Note*We strive for 6%, many 
agents list at 5%, 5.5% or 6%

2d. Sellers select one box.

Box 1: will allow the Broker 
to appoint subagents 
outside of the firm.

Box 2: Broker can only 
appoint subagents within 

their firm.

2e. Needs to be completed if 
Seller is going to pay a 

retainer fee. (Not common in 
residential real estate)
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3. Contract must have start & end date. 
(6 mo -1 yr is a good time frame)

4. Fill out 4a or 4b depending 
on the type of sale.

4a: SALES
Listed Price is what the 

Property is going to initially 
be listed for.

Deposit amount is the 
minimum deposit Sellers will 

accept.

4b: LEASES
Line 1 of the Lease is the 

rental amount.

Per is the time frame, 
generally this is month.

Line 3 is security deposit 
amount.

Line 4 is length of lease, 1 
year is common.

Fill in owner to furnish, if they 
are providing any kind of 

furnishings

9. Check boxes if seller 
is aware of potential

hazards.

30



3. Sellers check the box if they 
do not consent to Dual Agency.

*If the box is checked, all 
Sellers must initial on the line 

where indicated.

RE/MAX Right Choice

Jeff Wright

Agent Signature

Office Address

Seller’s signature and 
legal address

31
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Initial(s) 

rev. 6.20 1

EXCLUSIVE RIGHT TO SELL LISTING CONTRACT

PARTIES AND PROPERTY

I/We (Owners)

Give you (REALTOR) the EXCLUSIVE RIGHT TO SELL my/our
(Firm Name)

real property located at (LISTED PROPERTY) ,
(Street Address)

Connecticut, for (LISTED PRICE) $
(zip)

OWNER(S)’ AND REALTOR’S AGREEMENTS

THE PARTIES AGREE THAT:

1. This Contract will go into effect on , and will remain effective through and including, 
2. I/We will refer all inquiries or offers concerning the LISTED PROPERTY TO YOU.
3. You may place a “For Sale” sign on LISTED PROPERTY.
4. You may install a lockbox on the LISTED PROPERTY. I/We understand that other participants in the SmartMLS, Inc. 

(the” Service”) will have keys to this lockbox.
5. You are not responsible for the maintenance, management or upkeep of or for any physical damage to the LISTED 

PROPERTY.
6. You will use reasonable efforts to sell the LISTED PROPERTY.
7. You will submit the LISTED PROPERTY to members of the Service. I/We have reviewed the information describing 

the LISTED PROPERTY in your Data Input Form and represent that it is accurate. You may submit photographs of 
the interior and exterior of the Listed Property to members of the Service, to view in either hard copy or 
computerized form.

8. I/We irrevocably assign to You all My/Our intellectual property rights, title and interest in and to all data, information 
text and photographs submitted to the service in connection with the LISTED PROPERTY including, without 
limitation, the copyright to such listing data and photographs.

9. Unless I/we have elected not to allow advertising of the LISTED PROPERTY on the Internet as set forth on the 
Listing Input Sheet for the LISTED PROPERTY, I/we give you permission to allow all Participants of the Service, 
except those identified on Schedule A to this Contract, to display the LISTED PROPERTY on their web site(s) 
pursuant to the Internet Data Exchange and/or Virtual Office Web Site rules and regulations of the Service.

NOTICE: THE REAL ESTATE BROKER MAY BE ENTITLED TO CERTAIN LIEN RIGHTS PURSUANT TO 
SUBSECTION (d) OF SECTION 20-325a OF THE CONNECTICUT GENERAL STATUTES.

NOTICE: THE AMOUNT OR RATE OF REAL ESTATE BROKER COMPENSATION IS NOT FIXED BY LAW. IT IS 
SET BY EACH BROKER INDIVIDUALLY AND MAY BE NEGOTIABLE BETWEEN THE SELLER AND BROKER.

10. I/We will pay you a commission of ( %) of the agreed upon sale price if during the term of 
this Contract:

(a) The LISTED PROPERTY is sold; or
(b)I/We, you or anyone else finds a buyer ready, willing and able to buy the LISTED PROPERTY 
for no less than the LISTED PRICE or for any other terms acceptable to me/us.

11. I/We authorize you to pay buyer brokers and subagents a portion of any commission payable by me/us.
12. I/We understand and agree that you may also be a buyer’s agent for the LISTED PROPERTY. In that event, you 

would become a dual agent, representing both me/us and the buyer. If this situation should arise, you will promptly 
disclose all relevant information to me/us and discuss the appropriate course of action to take under the 
circumstances.

13. I/We will pay the same commission if, within a period of time after this agreement terminates, I/We 
sell the LISTED PROPERTY to anyone who saw the LISTED PROPERTY through you, or any licenses, including a 
buyer’s broker, during the term of this agreement or any extension thereof, provided no new listing agreement
becomes effective during the same period.

14. I/We have received a copy of this Contract.

All legal owners of the property need to be listed.

Firm name

Complete address of property being sold.

List price

1. Contract start and end date.

10. Commission percentage 
Seller is responsible for paying.

13. Enter fee schedule if applicable.

Seller should initial all pages.

Smart MLS
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Page 2 of Listing Contract Dated: For Property Known As::

15. You may enforce this Contract against me/us, or against my/our heirs, administrators, executors and assigns.
16. I/We agree to pay any costs and attorney’s fees which you may incur to collect any monies due to you under this 

Contract.

NOTICE: FEDERAL LAW REQUIRES THE OWNER OR LANDLORD OF A DWELLING TO DISCLOSE THE 
PRESENCE OF LEAD-BASED PAINT AND LEAD-BASED PAINT HAZARDS TO PURCHASERS AND TENANTS AND  
TO FURNISH PURCHASERS AND TENANTS WITH ANY RECORDS OR REPORTS CONCERNING LEAD-BASED 
PAINT OR LEAD-BASED PAINT HAZARDS.

17. I/We understand that because of the potential serious health risks associated with lead substances, asbestos, radon,
urea formaldehyde foam insulation (“UFFI”) and other environmentally hazardous conditions prospective buyers should be 
advised if these conditions are present or have existed in the LISTED PROPERTY. I/We also understand that failure to 
make such a material disclosure could be a violation of federal and/or Connecticut law and could result in (i) the rescission 
of any purchase agreement between me/us and a prospective buyer, and/or (ii) an award of damages against me/us, as 
the seller, or any person responsible for disclosing the information regarding the LISTED PROPERTY. I/We specifically 
authorize you, as our agent, to disclose any such existing conditions to prospective buyers.

Is 
Present

Was Treated/ 
Removed or Tested

No knowledge or Reason 
to Know of Presence

UFFI
(wall insulation)

RADON
(odorless gas, seeps in through dirt floors, 
cracked cement and walls)

LEAD SUBSTANCES
(paint manufactured before 1970)

ASBESTOS
(Insulating material; also in vinyl flooring 
and exterior shingles and roofing)

  

  

  

  

18. If this listing is a delayed listing pursuant to the Rules of SmartMLS, the LISTED PROPERTY shall be actively marketed beginning

on . Seller(s) and listing Broker agree that the Listed Property cannot be marketed prior to the Go Active Date.
(Go Active Date)

Marketing includes, but is not limited to:(1) showing of the Property to prospective purchasers; (2) holding a public or broker open 
house/caravan; (3) displaying the Listed property on any internet site; (4) sharing the Listing on social media or in any restricted 
group created on any social media platform; (5) placement of a “For Sale” sign on the Listed Property; and (6) advertising the 
Listed Property in any written publication. Prior to the Go Active Date, Seller(s) direct and instruct the Listing Broker not to accept 
and present to them any offer(s) to purchase the Listed Property. Seller(s) expressly waive their right to have offer(s) presented to 
them by the listing Broker because the Property is not available for sale prior to the state Go Active Date.

19. Other Terms

20. I/We authorize you, as my/our agent, and any subagents appointed by you, to disclose any information that I/We provide you 
concerning the LISTED PROPERTY.

Initial(s) 

Contract date
Property address

17. Seller should 
check applicable

boxes.

2www.SmartMLS.com | SmartMLS, Inc. rev. 6.20
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(Signature)

Date:
(Signature)

Date:
(Signature)

Realtor: Owner:
(Firm Name)

By: (Auth Rep.) Date: No. & Street:

No. & Street City, State, Zip:

City, State, Zip: Owner:

Broker: No. & Street:

Page 3 of Listing Contract Dated: For Property Known As:

STATEMENTS REQUIRED BY LAW
This agreement is subject to the Connecticut General Statutes prohibiting discrimination in commercial and residential real estate trans-
actions (C.G.S. Title 46a, Chapter 814c, as the same may be amended from time to time).

IT IS UNLAWFUL UNDER FEDERAL AND/OR STATE LAW TO DISCRIMINATE ON THE BASIS OF RACE, CREED OR RELIGION,  
COLOR, NATIONAL ORIGIN, ANCESTRY, SEX, SEXUAL ORIENTATION, GENDER IDENTITY OR EXPRESSION, MARITAL STATUS, 
CIVIL UNION STATUS, AGE, LAWFUL SOURCE OF INCOME, INTELLECTUAL DISABILITY, LEARNING DISABILITY, MENTAL DIS-
ABILITY OR PHYSICAL DISABILITY, FAMILIAL STATUS AND STATUS AS A VETERAN.

RE/MAX Right Choice

Telephone: City, State, Zip:

Agent signature

Office address

Owner signature & address

3www.SmartMLS.com | SmartMLS, Inc. rev. 6.20
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Schedule A of Listing Contract Dated: For Property Known As:

4www.SmartMLS.com | SmartMLS, Inc. rev. 6.20
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44

GHAR



45

GHAR



46

GHAR



47

GHAR



CTR/Smart MLS

48



CTR/Smart MLS
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Items in this training:

Exclusive Right to Represent Buyer (GHAR & CTR)

•This document signifies the creation of an agency relationship between the

Buyers and the Brokerage

Purchase Contract (GHAR & Smart MLS)

•This document is used to communicate the Buyers offer to the Sellers and 

the Sellers acceptance of the offer. Once there is an executed Contract, 

it’s considered valid until the property closes or the deal is terminated.

Dual Agency Disclosure

•This form is given to persons represented by the same brokerage firm.
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GHAR
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52

GHAR



CTR

53

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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All buyers and sellers print
their names and addresses
where indicated.

Property
address

61Buyer and seller initial and date
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1. Seller(s):

Address:

2. Buyer(s): 

Address:

3.Real Property Address:

4.Personal Property, if any, to be included:

To be excluded:

6. Mortgage Financing Contingency: (NOT APPLICABLE UNLESS FILLED IN)
Third Party Mortgage Purchase Money Mortgage  

(a) Mortgage Loan Amount at Prevailing Interest Rate: $
(b) Term of Mortgage: (Years)
(c) Written Loan Commitment to be obtained by

Month/Day/Year

If filled in, Paragraph 23 is automatically made a part of this Contract.

7. Closing Date:

at Seller’s attorney’s office, or at Mortgage Lender’s office in County, if required.
Month/Day/Year

8. Attorneys’ Review. This Contract is subject to review by the attorneys representing the Buyer and Seller. Based upon his/her attorney’s review,
either party may cancel this contract by written notice to the other party given not later than five (5) business days after such party receives a fully
executed counterpart of this Contract. Upon cancellation, the Deposit shall be returned to the Buyer.

5.Purchase Price

Payable as Follows:

(a) By Initial Deposit paid upon execution of this Contract

(b) By Additional Deposit to be paid on or before  

(c) By proceeds of a Bank, Institutional or Purchase Money Mortgage Loan 
which proceeds shall be immediately available to Seller at a local bank

(d) Balance to be delivered at closing in cash, certified check or official bank check
the proceeds of which shall be immediately available to Seller at a local bank

(a) $

(b) $

(c) $

(d) $

TOTAL PURCHASE PRICE $
Sum of (a) + (b) + (c) + (d)

Buyer Initials Seller Initials

Buyers & Sellers names and addresses.

Smart MLS

STANDARD FORM REAL ESTATE CONTRACT

NOTICE: THIS CONTRACT CONSTITUTES A LEGALLY BINDING CONTRACT FOR THE PURCHASE AND SALE OF 
RESIDENTIAL PROPERTY. IF YOU DO NOT UNDERSTAND OR AGREE WITH ANY OF THE TERMS OR CONDITIONS SET 
FORTH IN THIS CONTRACT, YOU SHOULD CONSULT WITH A LICENSED ATTORNEY OF YOUR CHOICE PRIOR TO SIGNING 
THIS DOCUMENT. NO PROVISIONS OF THIS CONTRACT ARE FIXED BY LAW AND ALL TERMS AND CONDITIONS ARE  
SUBJECT TO NEGOTIATION PRIOR TO EXECUTION.

THIS AGREEMENT for the purchase and sale of the real property described below (the “Property”), is upon the following terms and 
conditions:

Property address

Closing date

Mortgage info

Buyers and sellers initial all pages.
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10.Residential Condition Report: Buyer acknowledges receipt of Seller’s Residential Condition Report (copy attached). Seller shall credit Buyer 
at closing with $500.00, if Seller fails to furnish a written Residential Condition Report as required by Sections 20-327 b-e, of the Connecticut 
General Statutes, inclusive. Buyer’s Initials

11.Lead Disclosure: Buyer acknowledges receipt of a Lead Information Booklet and Disclosure and Acknowledgement Form re: Lead Based 
Paint as required by Federal EPA HUD Disclosure Regulations (copy attached).   Buyer’s Initials

“STATEMENT RE: LEAD BASED PAINT. The parties acknowledge that dwelling units constructed prior to 1978 are likely to contain lead-based 
paint which could create a health hazard. In the event the Property which is the subject of this Agreement consists of or contains a residential unit 
built before 1978, the parties agree that a precondition to the validity of this Agreement is that each party has received, reviewed, signed and 
annexed hereto a completed Disclosure and Acknowledgment Form re: Lead-Based Paint as required by federal EPA/HUD disclosure 
regulations.”

12.Possession and Occupancy, Acceptance of Deed: The Buyer shall have exclusive possession and occupancy of the Property in a broom
clean condition on the Closing Date. Delivery and acceptance of the Deed shall constitute full compliance by the Seller with the terms of this
Contract except for any warranties contained in the Deed and other obligations specifically set forth in this Contract to be performed after the
delivery of the Deed or which survive delivery of the Deed.

13. Additional Paragraphs: Unless crossed out, the following Paragraphs 16 through 29 are hereby made a part of this Contract.

14. Additional Terms and/or seller concessions):

15. Riders Attached:

16.Warranty Deed, Marketable Title: (a) Seller shall convey to Buyer good and marketable fee simple title to the Property by Connecticut form 
Warranty Deed, (or Fiduciary Deed if Seller is a fiduciary) (the “Deed”), free and clear of all encumbrances except the following permitted 
encumbrances, so long as the permitted encumbrances do not prohibit the residential use of the Property or otherwise render title to the 
Property unmarketable (i) any and all provisions of any ordinance, municipal regulation or public or private law; (ii) restrictive covenants and 
easements of record; (iii) any facts which an accurate survey or physical inspection of the Property would reveal; (iv) taxes and municipal 
assessments due and payable after the Closing. (b) If the Seller is unable to convey title conforming to the requirements of (a) above, then the 
Seller shall be allowed to postpone the Closing for up to the earlier of thirty days or the expiration date of the Buyer’s mortgage loan 
commitment (“Postponement Period”) within which to cure the title defects.If, at the expiration of the Postponement Period, the Seller is still 
unable to convey title conforming to (a) above, Buyer may, by written notice to the Seller, reject such defective title, whereupon the Seller shall 
remit to the Buyer the Deposit together with any expenses incurred by Buyer for title examination (not to exceed $250) and this Contract shall 
be terminated. The marketability of title shall be determined in accordance with the Standards of Title of the Connecticut Bar Association. (c) The 
Property shall be conveyed free of any violations of any governmental rules, regulations or limitations or private restrictive covenants or ease-
ments. In the event Seller cannot deliver the Property to the Buyer at Closing, free of violations as aforesaid, Buyer may, by written notice, by 
certified mail, facsimile or hand delivery to the Seller, or Seller’s Attorney, terminate this Contract because of such violations, whereupon Seller 
shall return to the Buyer the Deposit together with any expenses incurred by the Buyer for title examination (not to exceed $250.00).

17.Condition of Premises: (a) The Buyer represents that he has inspected the Property, is satisfied with the physical condition thereof and 
agrees to accept the Property in its present condition, “as is”, subject to reasonable wear and tear to the Closing Date. The Buyer represents that 
neither Seller nor any representative of the Seller has made any representation or warranty as to the Property on which Buyer has relied in 
entering into this Contract except as expressly set forth in this Contract. The Seller agrees to deliver the Property to the Buyer on the Closing 
Date in substantially the same condition as exists on the date of this Contract, reasonable wear and tear excepted, and the Buyer agrees to 
accept the Property in such condition subject to satisfaction of the Inspection Contingency; (b) The grounds shall be maintained by the Seller until 
the Closing Date including lawn mowing, leaf raking and snow and ice removal from walks and driveways; (c) Seller shall remove all

YES WAIVED YES WAIVED YES WAIVED
Building/Mechanical 
Termite/Other Insects  
Septic
Title Search

  Water
Well/Organic Chemicals
Radon-Air/Water

   
     
   

Oil Tank 
Lead 
Asbestos  

 

If filled in, Paragraph 24 is Automatically made a part of this Contract.

Page 2 of Real Estate Contract Dated: For Property Known As:

9. Inspection Contingency:The inspections checked below shall be completed not later than:(“Inspection Completion Date”)

. The “Title Search Completion Date” shall be no later than ten (10) business days after the “Inspection Completion Date.”

Buyer Initials Seller Initials

Check appropriate boxes.

2rev 4.19www.SmartMLS.com | SmartMLS, Inc.
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Page 3 of Real Estate Contract Dated: For Property Known As:

personal property not included in the sale and shall deliver to the Buyer all keys available to the Seller; (d) The Buyer shall have the right to 
inspect the Property prior to the Closing at a time mutually agreed upon to confirm that the condition of the Property conforms to the 
requirements of this Contract.

18.Risk of Loss, Damage: The risk of loss or damage by fire or other casualty to the Property until the Closing Date is assumed by the Seller. In 
the event of loss or damage occurring prior to the delivery of the Deed, Seller shall repair and restore the Property prior to the Closing Date, or, 
may delay the closing at his option for up to the earlier of thirty (30) days from the date of such loss or damage or the date Buyer’s mortgage loan 
commitment expires (“Delay Period”) in order to complete restoration or repairs. If at the expiration of the Delay Period the Seller has failed to 
repair or restore the Property to its condition prior to the loss or damage, the Buyer shall have the option of: (a) Terminating this Contract, in 
which event the Deposit together with any amounts actually expended by the Buyer for the examination of title (not to exceed $250.00) shall be 
remitted to the Buyer and thereupon the parties shall have no further rights and obligations under this Contract; or (b) Closing title by accepting 
the Deed conveying the Property in accordance with all of the other provisions of this Contract and receiving the benefit of any insurance policies 
or funds paid or recoverable on account of such loss or damage, less any sums actually expended by the Seller for restoration or repairs. The 
Seller shall not be responsible for loss or damage to trees or other plantings due to natural causes provided such loss or damages does not 
exceed $250.

19.Escrow of Deposit: The Initial Deposit and Additional Deposit (collectively the “Deposit”) shall be paid not later than the date(s) specified in 
Paragraph 5. Seller’s attorney, as escrow agent, shall hold the Deposit in a non-interest bearing account until Closing or prior termination of this 
Contract. The Deposit shall be paid to the Seller at Closing. In the event of termination prior to Closing, the escrow agent shall (a) retain the 
Deposit in escrow until directed to disburse the Deposit by mutual agreement of the parties or by court order; or (b) commence an interpleader 
action and pay the Deposit into court whereupon the escrow agent shall be relieved of all further obligation. In the event that the Additional 
Deposit is not paid when due, Seller may give written notice of such failure to Buyer by certified mail, facsimile or hand delivery and if such 
Additional Deposit is not paid within five (5) days thereafter, this Contract shall be deemed terminated for Buyer’s default and the Initial Deposit 
shall be delivered to and retained by the Seller as liquidated damages, and thereupon, the parties shall be relieved of all further liability 
hereunder except as otherwise specifically set forth herein. The escrow agent shall not be liable for any error of judgment, or for any act 
performed or omitted in good faith, or for any mistake of law.

20.Default, Liquidated Damages: If Buyer defaults under this Contract after the Deposit has been paid, the Deposit shall be remitted to and 
retained by Seller as liquidated damages, and thereupon, the parties shall be relieved of all further liability under this Contract except as other-
wise specifically set forth herein. In the event that legal action is commenced to enforce any provision of this Contract, the prevailing party shall 
be entitled to reimbursement of court costs and attorneys fees incurred therein.

21.Adjustments at Closing: Property taxes, utilities, municipal assessments and use charges, rents, district taxes, association charges, and other 
charges customarily adjusted at closings in accordance with the custom of the Bar Association for the town wherein the Property is located, will 
be prorated as of the Closing Date. The Buyer shall reimburse the Seller at Closing for any fuel stored on the Property. Property taxes will be 
adjusted on a uniform fiscal year basis. Installments payable on sewer and other municipal lien assessments after the Closing will be assumed 
by the Buyer. Seller shall deliver to Buyer at closing checks sufficient to satisfy state and local conveyance taxes.

22.Personal Property: Unless excluded in Paragraph 4, the Personal Property included in the sale shall consist of the following: screens, storm 
windows, TV antenna, venetian blinds, curtain rods and fixtures, wall to wall carpeting, awnings, shades, automatic hot water heater, plumbing, 
heating and lighting and electrical fixtures (except portable heaters, rented water heaters and lamps), shrubbery, plants and all other fixtures now 
located on the Property and the personal property listed in Paragraph 4.

23.Mortgage Financing Contingency: Third Party Mortgage. The Buyer’s obligations hereunder are contingent upon Buyer obtaining a written 
commitment from a bank or institutional lender for a mortgage loan satisfying the specifications set forth in Paragraph 6(a), (b) and (c) and upon 
such other terms and conditions as are standard for similar loan commitments. Buyer agrees to apply for such financing immediately and to 
pursue such application with diligence. If Buyer is unable to secure such a commitment by the date set forth in Paragraph 6(c), and so notifies 
the Seller or the Seller’s Attorney in writing, by certified mail, facsimile or hand delivery, on or before such date, this Contract shall be terminated 
by such notice and the Deposit shall be returned to Buyer. Absent such Notice, this contingency shall be deemed satisfied and this Contract shall 
continue in full force and effect.

Purchase Money Mortgage. A Purchase Money Note and a Purchase Money Mortgage as 
described on the attached Rider shall be executed and delivered by the Buyer to the Seller at Closing.

24.Inspection Contingency: Buyer acting by representatives of Buyer’s choice shall complete the inspections, tests, assessments and title 
search of the Property as designated in Paragraph 9 prior to the “Inspection Completion Date” or the “Title Search Completion Date”, as the case 
may be. If, based upon such inspections, tests, assessments and title search, Buyer is not reasonably satisfied with the title or physical condition 
of the Property and so notifies the Seller or the Seller’s Attorney in writing, by certified mail, facsimile or hand delivery, not later than two business 
days after the “Inspection Completion Date,” or the “Title Search Completion Date,” as the case may be, this Contract shall be deemed 
terminated by such Notice and the Deposit shall be returned to the Buyer. Absent timely notice hereunder, terminating this Contract, this contin-
gency shall be deemed satisfied and this Contract shall continue in full force and effect.
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29.Seller’s Agent:
Name Telephone

License Number:

Agent’s Firm:

Address:

Seller’s Attorney
Name Telephone

Attorney’s Email:

Address:

Buyer’s Agent:
Name Telephone

License Number:

Agent’s Firm:

Address:

Buyer’s Attorney
Name Telephone

Attorney’s Email:

Address:

Check box only if Listing Agent is acting as a Dual Agent  Selling Agent is Buyer’s Agent Authorized Sub-Agent
Buyer and Seller represent that no other Agent or Broker was the procuring cause of the transaction contemplated by this Contract.

Buyer’s Signature Date Buyer’s Signature Date

Seller’s Signature Date Seller’s Signature Date

Page 4 of Real Estate Contract Dated: For Property Known As:

25.Title Insurance Affidavit: Seller agrees to execute and deliver to the Buyer at the Closing of Title an affidavit acceptable to the Buyer’s title 
insurer confirming the non-existence of (i) mechanics’ or material men’s liens, (ii) tenants’ rights in or to the Property, (iii) security interests in 
personal property or fixtures included in the sale, and (iv) confirming information required to provide the Buyer’s mortgage lender with survey 
coverage, including updating an existing survey, if any.

26. Condominium/Common Interest Community: If the Property is in a Condominium or Common Interest Community, Seller shall deliver to the
Buyer a Resale Certificate and other documents as required by Section 47-270 of the Connecticut General Statutes.

27.Buyer’s Lien: The Deposit and Buyer’s reasonable expenses actually incurred for title examination to the Property are hereby made liens on 
the
Property, but such liens shall not continue after a default by the Buyer.

28.Entire Agreement; Binding Effect: This Contract contains the entire agreement of the parties and there are no representations, inducements
or other provisions other than those set forth herein. All changes, additions or deletions to this Contract must be in writing and signed by all par-
ties. This Contract is non-assignable and shall be binding upon and inure to the benefit of the parties, their heirs, successors and assigns.

Info from all agents and attorneys.

Buyer and seller signatures.
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RE/MAX Right Choice Reference Guide
Who needs to complete the Residential Property 
Condition Disclosure

 Sellers of Residential Property—regardless if they have occu-
pied the property or not

 Sellers of Commercial Mixed-Use Property—only on residen-
tial units

 Power of Attorneys

 Relocation Companies—if they have taken title to the proper-
ty

Who is exempt from completing the Residential Property 
Condition Disclosure

 Sellers of Commercial Property—except for Mixed-Use 
property with residential units

 Banks  Conservators
 Executors  Trustees

 Administrators  Sellers Selling Raw Land

Title X – Federal Lead-Based Paint Notice Regulations

Q: What is considered to be "target housing" under the
Regulations?

A: The "target housing" under the Regulations is defined as any
housing constructed prior to 1978, but there are exclusions. Ex-
clusions include leases for less than 100 days, housing for the el-
derly and handicapped (unless a child under age 6 resides or is
expected to reside in such housing), zero bedroom housing
(efficiency or studio apartment, dormitory housing, etc.), and
foreclosure sales. Also excluded under the Regulations is rental
housing which has been certified "lead-free" by a certified inspec-
tor.

Q: Does a seller have to check their house for lead before
attempting to sell it?

A: No, but the seller must give potential buyers a ten day oppor-
tunity to have a test performed.

Fair Housing—Federal and State Protected Classes

Federal Protected Classes Additional CT Protected Classes:

 Race  Ancestry
 Color  Marital Status
 National Origin  Sexual Orientation
 Sex  Age (Except minors)
 Religion  Lawful Source of Income
 Familial Status  Gender Identity or
 Disability Expression

 Status as a Veteran

Q: May a seller refuse to permit a buyer to test for lead-based
paint or lead-based paint hazards, or may the seller condition
acceptance of an offer on the buyer waiving the right to test?

A: No, the right to test is contained in federal law, and a seller
may not refuse a buyer the right to test or condition the
acceptance of an offer on a waiver of the right.

Smoke and Carbon Monoxide Detector Affidavit Law

Q: Who has the duty to explain to the Seller the liability of
providing the Buyer with a signed affidavit versus the $250

Real Estate Brokers and Salespersons —
Qualification Standards for Rentals

 Review owner’s qualification standards to determine if any vio-
late the fair housing laws.

Do not agree to represent owner who insists on illegal qualifica-
tion standards.
 Ask that all qualification standards be in writing and available to 

give to applicants.
 Be sure that any qualification standards include a statement on 

reasonable accommodations and how to request a reasonable 
accommodation.

 Discuss with the owner who will decide when a reasonable 
accommodation is requested.

Jim Adams

6 Hour Upfront 203-290-2063
Underwriting Goal NMLS 401099

jim.adams@movement.com
7 Day Processing

Lloyd Bromfield
NMLS 107926
203-676-7943

lloyd.bromfield@movement.com

credit?

A: The Closing Attorneys.

Q: I am representing a bank which is selling property it acquired
in a foreclosure. Must the bank provide an affidavit?

A: Yes. There is no exemption for REO properties.

Q: Are persons holding a power of attorney exempt?

A: No.

Q: Are executors, administrators, conservators and trustees
exempt?

A: Yes.

Escrow Deposits
Q: When may an Escrow deposit be released for a terminated
transaction?

A: Deposits may only be released by agreement of the parties or
order of the court. Under no circumstances should deposit mon-
ies be released without either the agreement of both parties or
an order of the court indicating to whom the deposit monies
should be paid. The mere request of the seller, buyer, or an attor-
ney representing either the seller or the buyer, as to the disposi-
tion of the deposit monies should never be acted upon without
the agreement of the other party or either his or her attorney.
According to an Appellate Court ruling, the attorney for a party
may grant permission for the release of escrow monies.
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Agency Relationship
A licensee may conduct preliminary activities for a buyer before a written 
buyer representation agreement is entered into, given the following
guidelines are met.

Before a licensee works with the buyer, the licensee should: (i) ask 
whether the buyer is currently being represented by another real estate
firm; (ii) explain the real estate firm’s office policy on the various agency,
dual agency, designated agency, and customer relationships that the 
licensee could potentially have with the buyer; and (iii) specifically tell 
the buyer not to provide confidential information unless and until the 
buyer and licensee have entered into an agency relationship.

The licensee can do the following for a buyer, without entering into a
written buyer agency agreement: (i) give the buyer property information;
(ii) give the buyer information on the licensee’s firm; or (iii) give the buy-
er information on mortgage rates and lending institutions.

The licensee cannot do the following for a buyer, unless either (1) a 
written buyer agency agreement is entered into, or (2) the licensee is
going to represent the seller and has presented the buyer with the form
Agency Disclosure Notice (given to Unrepresented Persons) stating that 
the licensee represents the seller (and for cooperating sales, obtains the 
seller’s consent to subagency): (i) ask the buyer to disclose confidential 
information (including information about the buyer’s financial status,
reasons for purchasing, etc.); (ii) express an opinion on or give advice
about particular real estate (note that a licensee representing the seller 
should be cautious expressing an opinion or giving advice); (iii) physically 
show the buyer in-house listings; (iv) physically show the buyer property 
listed with another firm; or (iv) discuss an offer with the buyer; or (v) 
engage in any verbal or written negotiations on the buyer’s behalf con-
cerning the price or any terms or conditions of the purchase.

Q: What if someone refuses to sign the Unrepresented Persons Form?
A: On the signature line, write that they refused to sign. Sign your name
and date it.
Q: When should Dual or Designated Agency Disclosure Notices be 
signed:
A: Either the Dual Agency/Designated Agency Disclosure Notice and Con-
sent Agreement or the Dual Agency Consent Agreement may be generi-
cally signed by the seller at the time a listing agreement is entered into, 
identifying the buyer as “all buyers that the licensee now represents or 
may represent in the future.” Similarly, either form may be generically 
signed by the buyer at the time the buyer agency agreement is entered 
into, identifying the seller as “all sellers that the licensee now represents 
or may represent in the future” and the property as “all property cur-
rently listed with the licensee or listed with the licensee in the future.”
Before a specific buyer-client makes an offer on a specific seller-client’s 
property, both the buyer and seller must execute a specific Dual Agency/ 
Designated Agency Disclosure Notice and Consent Agreement or Dual 
Agency Consent Agreement listing the proper parties and property.

State Conveyance Tax Calculations
The state tax is 0.75% of (1) the first $800,000 of the sale price of a resi-
dential dwelling (i.e., single family home or condominiums); (2) the full 
sales price of residential property other than residential dwellings (e.g., 
apartment buildings) and unimproved land (including farm, forest, and
open space land); and (3) the amount of unpaid mortgage and interest on 
a property conveyed to a financial institution by a delinquent mortgagor.

Municipal Conveyance Tax Calculations
The municipal tax can range from 0.25% to 0.5%, depending on the mu-
nicipality in which the property is located. The base rate is 0.25% for all
the municipalities, plus an additional tax of up to 0.25% in 19 eligible mu-
nicipalities that choose to impose on the increased rate. Table 2 lists these
19 municipalities, which comprise the 18 “targeted investment communi-
ties” and a municipality with a manufacturing plant that qualifies for en-
terprise zone benefits (i.e., Bloomfield).

Eligible Municipalities
Bloomfield, Bridgeport, Bristol, E Hartford, Groton, Hamden, 
Hartford, Meriden, Middletown, New Britain, New Haven, New 
London, Norwalk, Norwich, Southington, Stamford, Thomaston, 
Waterbury, Windham

State  
Rate

Table 1: State Conveyance Tax Rates 
by Property Type

0.75%Unimproved land

Residential Dwelling (portion < $800,000)

Other Residential Property

Property conveyed by a delinquent mortgager

1.25%Nonresidential property (other than unimproved land)

Residential dwelling (portion > $800,000)

A 1.25% rate applies to (1) sales of nonresidential property other than
unimproved land and (2) any portion of the sales price of a residential
dwelling that exceeds $800,000. Table 1 lists the state tax rates by
property type.

Berlin- $350,000 Sale x .0075 (.75%)= 2,625
Easton- $1,050,000 Sale (Calculation Below)

$800,000 x .0075 (.75%)= $6,000
$250,000 x 1.25 (1.25%)= $3,125

Total $9,125

Table 2: Local Option Conveyance Tax

Security Deposits
Q: What is a security deposit?
A: Under Connecticut law, a security deposit is any advance payment made by a tenant which exceeds the first month's rent, regardless of whether 
the landlord requests it from the tenant or the tenant offers it to the landlord. It does not matter whether the advanced payment is called a "last
month's rent", "pet deposit", etc. Whatever money a landlord receives from a tenant exceeding the first month's rent, is deemed a security deposit 
under Connecticut law. This is still true whether the money is collected before the lease begins or during the term of the tenancy.

Q: Are there limitations on the amount of the security deposit which a landlord may take?
A: Yes. If the tenant is age 62 or older, a landlord may only hold one month's worth of rent as a security deposit. In all other cases, a landlord may 
only hold two months’ worth of rent as a security deposit.

Q: May a landlord ask for and receive an additional security deposit for pets?
A: No, not in addition to the limitations on security deposit amounts detailed above and restated here: whether the deposit is called a “pet deposit” 
or “last month” rent, it is considered a “security deposit.”
Q: Must interest be paid on a security deposit? 
A: Yes. 73



MLS Listing Types

1For Coming Soon listings, all public marketing with the exception of tours and/or open houses is permitted as soon as the listing is 
entered on the MLS in the Coming Soon status. As is the case with showings, Tours and Open Houses cannot occur during the Coming 
Soon period- they can only occur once the listing is Active on the MLS.

2The listing must be entered into Matrix as a Withhold from MLS listing and the Listing Agreement/Listing Agreement Compliance 
Certification and the Instruction to Withhold form uploaded within 48 hours of the executed listing agreement. If the seller decides
they want their withheld listing activated on the MLS (so all SmartMLS subscribers and their clients can see it), it has to be after a mini-
mum of 30 days being withheld. Market Time will accrue during the time the listing was withheld. 74


