Corky Hyatt Seminars Presents the 30 Hour Practice Course by Home Study
WORKBOOK – PRICING RESIDENTIAL & NON-RESIDENTIAL PROPERTIES


1. What is the goal of this chapter of the Kansas Practice Course:

2. What is the meaning of the statement that “80% of the marketing of your home happens when we select the price?”

3. Define “staging”

4. Define the acronym “CMA”

5. What is a “comp?”

6. What does nationally recognized real estate trainer David Knox suggest as a script when the seller says that “I paid more for the property than you’re suggesting I ask for it!”

7. Who prices residential property? The REALTOR®, the Buyer, the Seller, or the Appraiser?

8. List three benefits of a CMA to the seller:

9. Define each of the following pricing terms:

9.1. Price: 
9.2. Cost:
9.3. Value:


9.4. Market Value:

9.5. Supply:

9.6. Demand:

10. List three conditions characteristic of a “seller’s market:”

11. List three conditions characteristic of a “buyer’s market:”

12. List the three FNMA requirements which the appraiser must meet in choosing his/her comparable properties:

13. Name three similarities between an appraisal and a CMA:

14. List three differences between an appraisal and a CMA:

15. List the three approaches to value which an appraiser uses in determining the value of a property:

16. List three of the types of influences which affect the value of a property:

17. Define the four property “statuses” which are commonly used in the CMA:

17.1. Actives:



17.2. Expired’s: 


17.3. Pendings: 


17.4. Solds: 

18. Name three of the sale terms data necessary to complete a CMA:

19. Why is it unwise for a new agent to try to “adjust” comparables to determine the value of a property? 
20. Explain the “10” approach to involving the seller in selecting an appropriate list price from the range of value determined by your CMA: 
21. What is the advantage of preparing an “Appraisal Packet” for the appraiser prior to his/her completing the appraisal? 
22. What items can be included in the “Appraisal Packet?”

23. Give a response to each of the following “pricing” objections which your seller might raise:

23.1. “We need this much money.” 
23.2. “But we spent $5,000 on the new kitchen!” 
23.3. “We added the pool and it cost us over $30,000, so we have to add that much to the price so that we can recoup our investment!” 
24. Define the “80% Rule:” 
PRICING NON-RESIDENTIAL PROPERTIES

1) Value for investment properties is determined principally by 
2) If your subject investment property does not currently have rental income, how can you determine it’s market value using the income approach? 
3) To determine the value of the subject property from it’s income, use the GRM which stands for 
4) The three steps to determining the GRM are

5) It is important to distinguish between market rent and contract rent.  Define each:

a) Market rent is 
b) Contract rent is
6) Why is it important to always compare “apples to apples” when using the comparison approach to pricing property? 
7) To calculate the GRM, begin with the 


 prices and the 







 of as large a sample as possible of comparable investment properties.

8) Always secure at least 


 (number) of comparables when calculating a GRM.

9) To determine the GRM of a property, divide the 




 by the 
10) Calculate the GRM for the following properties:

a) Property A rents for $1,200/month and sold for $133,200. What is its GRM?

b) Property B sold for $65,000 and rents for $600/month. What is its GRM? 
c) Property C rents for $1500/month and sold for $167,500.  What is its GRM?

d) Property D has a GRM of 115 and rents for $1275/month. What is its value?

e) Property E has a GRM of 90, sold for $110,000. What is its monthly rent? 

11) The cost approach to value involves estimating the value of the 



 and the 




 independently, then combining them to obtain an estimate of the 








.

12) Reproduction cost means 
13) Replacement cost means 
14) Accrued depreciation means 
15) While appraisers are trained to figure 


   



, most real estate licensees are not trained to figure it.

16) Site value means 
17) The income approach to value is used in both residential and commercial property valuation.  The approaches to value of each is as follows:

a) Residential income approach uses the 



 technique.

b) Commercial income approach uses the 





 technique.

18) What is involved in the direct capitalization technique to valuing commercial real estate? 
19) The appraisers’ code of ethics is called the USPAP which stands for 
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