Corky Hyatt Seminars Home Study Course 

2011 Fine Points of Buyer Representation FINAL EXAMINATION!



1. Describe three methods for identifying buyer prospects:
2. Why is it so effective today to use internet marketing of your listings and your services?   
3. List the three most important questions to ask buyers to effectively qualify them for ability to purchase a property?
4. Name three potential members of any of your buyer service/vendor teams who help  your buyer clients through the purchase process:
5. 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?
6. What is the “Give it & Take it Away” technique used when showing properties?

7. List 3 possible members of your “Financing Team.”
PRINT YOUR NAME (as it appears on your license!)
ADDRESS (including city, state, & zip code)

LICENSE NUMBER (including the letters!)  LETTERS
NUMBERS
Email Address   





FAX #                                                                                PHONE #      




Once you’ve completed your exam, please fax, email, or mail it with completed workbook to Corky Hyatt Seminars at (913) 440-4858;  Email to Corky@CorkyHyatt.com; or mail to or 8501 W 194th Terrace, Stilwell, KS 66085!  
 Questions?  Call Corky at (913) 897-2200 or email Corky@CorkyHyatt.com.   
Your open book passing score is 90%.  When you successfully complete your workbook,  pass this exam, and pay your course fee,  we’ll email the required “COPY”  certificate  to KREC, copying you so that you know it’s been sent and we’ll email you your certificate!


