2011 Orchestrating a Smooth Closing Workbook – A 3-Hour Kansas Elective Course

[To receive Kansas Continuing Education credit, send this workbook fully completed, the examination with 90% correct, and your course fee to Corky Hyatt Seminars at the addresses listed below.]

1) Explain why the story of the conductor and the orchestra members’ life expectancy is a valid analogy for closing the transaction?

2) Explain how Murphy’s Law applies to the closing process.

3) Explain why Pasteur’s Law provides a better approach to the closing process.

4) Why do you need to know your real estate sale contract “upside down?”

5) What do you need to be careful about when customers or clients ask about the legalities of the real estate contract documents?

6) Why is it a potential problem if an offer to purchase a property is signed by all parties but is missing one signature or one initial?

7) What are the seven “P’s” of negotiating?

8) Before presenting an offer to a seller, list two information items which would be helpful to learn about the buyer?

9) When you, acting as the listing agent, receive an offer from a buyer’s agent on a non-standard form, what are two options the seller has in responding to the offer?

10) In this course, it is suggested that when preparing the initial estimate of sale proceeds at the time of listing a property, you figure the proceeds based on what price and why?

11) Before presenting an offer to purchase to a seller, list two facts that you need to review:

12) What facts about a purchaser can you gather that will assist in “humanizing” or making the buyer a real person for the seller?  List two:

13) Describe three “ground rules” that the listing agent might set for his sellers prior to presenting the offer?

14) Which secures agreement better, statements or questions and why?

15) List two options the buyer has when the seller counters his offer to purchase their property?

16) Describe the “feel, felt, and found” negotiating strategy:

17) What is the danger of telephone (verbal) countering?

18) List three techniques for capturing testimonials from sellers or buyers at a closing to use in your promotions?

19) Before using a testimonial, what must you secure in writing?

20) List two techniques for “keeping control of the closing progression:”

21) List three brokerage realtionships documents that must be utilized during the negotiating and closing process to meet Kansas license law requirements:

22) True or False? Kansas requires a special disclosure when there is a Transaction Broker relationship in a transaction.

23) What two items of information is it helpful to have about inspectors to reduce your liability?

24) Describe the “PTR”:

25) List the web site suggested in this course’s textbook that provides helpful information for licensees, sellers, and buyers about the HUD Settlement Statement.

26) List the eight steps in the suggested post-closing contact or follow-through system described in the textbook:

27) What is the benefit of using a checklist like the Sale to Closing checklist included in the textbook?

28) What is the final step in the “Sale to Closing” checklist included in the textbook and how does that help to build future business?

29) List three important items of information included in Schedule A of the Commitment for Title Insurance:

30) List three items of information included in Schedule B-1 of the Commitment for Title Insurance:

31) List three items of information included in Schedule B-2 of the Commitment for Title Insurance:
32) For what does A.S.H.I. stand?

33) List three websites suggested in the “Web Resources for Consumers” page in the textbook which will be helpful for Sellers and Buyers:

34) Just to be sure that you’re actually reading the textbook, what college did the author attend?

35) What does it mean that a contract form “favors” a party?

36) Give an example of a clause in a contract which “favors” one of the parties.

37) Kansas license law demands that we prepare an estimate of what information for a seller prior to his signing an offer to buy his property from a purchaser?

38) Before presenting an offer to your seller client, research the following information so that you will be able to intelligently present and discuss the offer: (List three)

39) List three “Ground Rules” for presenting an offer to your client:

40) When a seller decides to make a counter offer, what three results can occur?

41) What does it mean to “buy your property back for $500.00?”

42) Explain the negotiating strategy called “Feel-Felt-Found.”

43) Name the three agency documents which may be required as part of a real estate sale contract:

44) If your Kansas transaction involves the “Transaction Broker” brokerage relationship, what form must be added to your real estate sale contract?


45) What is “ASHI”?

46) What choices does the seller have when an offer to purchase he receives calls for renegotiating once the inspections have been completed? (List two options)

47) What is the deadline in Kansas for depositing an earnest money check?

48) In Kansas, is the deadline in calendar days or business days?  What is the difference?

a) Calendar or Business

b) What is the difference?

49) What is the purpose of the Preliminary Title Report?

50) What does a listing or selling agent need to know about HUD 1 Settlement Statement’s?

51) What did you learn from this course that you will use in your real estate business, whether your business is new construction sales, residential resale, property management or commercial real estate brokerage?
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