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2011 Fine Points of Buyer Representation


1. List four possible formats for your buyer presentation:

2. List six topic pages which could be included in your Buyer Resource Manual that will assist you in educating the buyer in the benefits of working with you, your firm, and as a buyer agent:

3. Name two benefits of building a sample forms packet for your prospective buyer client:

4. When making “vendor” recommendations (vendors include lenders, inspectors, and any other service providers for your buyer client!) to your buyer client, how can you protect yourself from liability?  Give two methods:
5. Thought problem:
 Not all ASHI (American Society of Home Inspectors) inspectors have E&O and liability insurance.
5.1. What does “E & O” mean?

5.2. Why would you want your inspector to have both E & O and liability insurance before you recommended them or used them in a buyer client’s transaction?
6. Name four members of your “Office” team:

7. How is your computer part of your “Personal Team?” (With what functions can it assist you in your working with a buyer client?)  Give three ways it assists you:

8. List three types of lenders who might be included in your “Lender Team” for working with buyer clients:
9. List three types of inspectors who might be included on your “Inspection Team” for assisting buyer clients:

10. List three types of vocations which might be included on your “Service Team” for assisting buyer clients:

11. What types of information do you want to gather in doing a “Client Counseling” session with your prospective buyer clients? Name two:
12. In establishing your availability and their availability, what types of information might you gather or provide?  List three:
13. What might be good sources of FSBO (For Sale By Owner) properties that you might show your buyer client? Name two:
14. When you represent a buyer client, you must show them properties that meet their wants, needs, and financial ability to purchase.  Other than MLS listings, name four other sources of properties to show to your buyer clients.

15. When showing properties to buyer clients, the “give it and take it away” technique helps force them to make a decision rather than keeping all the homes they see “in the running!”  Each time you show two or three properties, ask the buyer to eliminate one and keep no more than one or two “in the running” for the property they’ll choose to purchase.  What can you “take away” from them that will help them eliminate the houses that they don’t like?
16. When is the best time to have your buyer client make their loan application?
17. Can loan applications be made by an out of town buyer before they make their first trip to town to see houses?

17.1. Yes or No?

18. What is the advantage of having your buyer client “pre-approved” prior to showing them properties?

19. Why do you need to know your contract forms “upside down?
”  
20. Describe three methods for identifying buyer prospects:
21. List the three most important questions to ask buyers to effectively qualify them for ability to purchase a property?













































22. What is the benefit to the buyer of your representing him or her as opposed to working with a seller’s agent or a transaction broker?



























� This answer is not given in your text book. The question is asked for you to draw a conclusion.  If your thought process or reasoning are sound, your answer will be counted “correct,” therefore there are not just two correct answers!





� Upside down means when you’re sitting across the table from them!
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