
Sales Meeting 12-07-16 

1. Listings are everything – especially in our current market! Congratulations to Tamara and Julio 
on quick sales because of their sign calls. Remember, the only way to get a sign call is to have a 
listing. Keep focusing on listings! 

2. When delivering a Notice to Perform, it’s good practice to never let it be a “surprise” to the 
other agent and their client. Remind them early on that they still need to do or provide for… 
then tell them a few days before the deadline that if it doesn’t happen, your client will most 
likely issue a “Notice to Perform.” Good communication will go a long ways to help keep your 
deals smooth through a successful close of escrow. 

3. If your seller has a weak buyer that is not performing and they wish to accept a subsequent 
offer, please: 
a) Slow down and make sure that the appropriate notices have been sent and that your seller 

is in a position to cancel the first escrow (see your manager). 
b) Deliver the signed cancellation of contract and escrow with the instructions for the deposit.  
c) If your seller does not receive a fully executed cancellation, then any subsequent offer 

should only be accepted “subject to the cancellation of the previous sale, dated ________.” 
The best way to do this is by the seller using the C.A.R. Back-Up Offer Addendum (form 
BUO). 

d) Please print and read the BUO and see your manager with any questions.  
4. The Request for Repair (C.A.R. form RR) is not intended to be a “wish list” for your buyer to ask 

for a new home; too many requested items will often kill the deal. Encourage them to limit 
their requests to major issues and health and safety items. Prior to the seller beginning any of 
the repairs they elect to perform, the Buyer should remove all applicable contingencies. The 
Seller should check the appropriate boxes under the “Seller Response” section of the RR, and, if 
used, on the Seller Response and Buyer Reply to Request for Repairs (C.A.R. form RRRR).  

5. A “Sharp Offer” is a term used when a Buyer wants a property so badly that they are willing to 
not only submit their best offer, but as an extra step, offer to pay “x” dollars more than the 
highest competing offer, but not to exceed a certain dollar amount. Please, every deal is 
different, so always see your manager prior to writing this kind of offer, however here’s some 
sample language that might be used: “Buyers final offer shall be $2,000 over the next highest 
competing offer, but not to exceed a total purchase price of $360,000.” 

Good luck, 

Patrick 


