
Sales Meeting 5-31-17 

I. Business/Legal 
Last year CAR came out with several new forms, which we discussed – as a reminder, here 
are a few: 
1. The Agricultural Addendum (AGAD). This form will be used as an addendum to the 

Residential Purchase Agreement (RPA) when selling agricultural property with an 
improved residence on it. It requires the seller to make disclosures regarding issues 
common to agricultural areas, such as Williamson Act restrictions, right to farm areas, 
deed restrictions, soil problems, fences, endangered species, etc. (Always see your 
manager.) 

2. The Condominium Conversion Subdivision Purchase Agreement and Joint Escrow 
Instructions or CCSPA. This satisfies the CalBRE subdivision requirements for the first 
sale of a former apartment that has now been converted into a condominium. Resales 
of these types of properties would use the RPA. This form contains special required 
disclosures, warranty information, special escrow instructions, and special liquidated 
damage clause language, among other items.  

3. The Completed Residence Subdivision Purchase Agreement and Joint Escrow 
Instructions or CRPSA. This form satisfies CalBRE subdivision requirements for the first 
sale of a new property with an already built home. It contains necessary clauses 
concerning such items as Prop 65, the Right to Repair Act, insulation, arbitration etc. 
When purchasing a home not yet built the C.A.R. New Construction Purchase 
Agreement should be used. For resales the RPA should be used. This form would only be 
used for the first purchase of a new home in a subdivision.  
 

II. Business Development: 
Working with Buyers (A Big thank you to Portia Luttrell, Merili Loucks, Cliff Lloyd, & Laura 
Mather for being our guest speakers). 
Remember: 
1. Your phone is for one primary function – to set the appointment. Everything said is 

better said in person and allows you to grow the relationship. Unless you’re in a 
meeting, answer your phone!  

2. Set up a “reply text” that you can send to show you’re attentive and will get right back 
to them. 

3. Internet Buyer leads require immediate attention – try to give them a “wow” factor with 
your responsiveness.  

4. Use FORD questions with buyers from the beginning (Family, Occupation, Recreation, & 
Dreams). 

5. Get your buyers into your “Flow” system and on an “auto-drip” with your website “Find-
it-first” feature. 

6. CITO (Come Into The Office) all prospects.  
7. Coach buyers on our current market and their desired neighborhood and price range.  
8. Always call the listing agent before writing your offer to ask about their seller’s dream 

offer. 



9. Have a strong and current pre-approval letter from a local lender (Royal Charter!). 
Provide current verification of funds.  
*If your buyer is shopping in the $250,000 range, which is below their approval amount 
of say $300,000, make sure that the larger approval amount is on the letter. In our 
current hot market, this tells the seller your buyer is capable! 

10. Consider all aspects of your offer and everyone involved (i.e. seller, quality of 
listing/selling agent, quality of lender, etc.) 

11. Build rapport with the other agent and their client; show courtesy, patience and 
professionalism. We’re in a market where a personal letter from your buyer to the seller 
can help to sway the seller’s decision to sell to someone they like.  

12. If emailing your offer, put a title on it like “Super Clean Offer – 4329 N. Van Ness.” If 
hand delivering the offer, also label it this way. It’s a small subliminal message that can 
help.  

13. Always offer the selling agent the courtesy of presenting their buyers offer with you. 
Then, they leave and you consult with sellers.  

14. Have a process with your buyers. 
15. Stay consistent with your process – you’ll deliver exceptional consistent service every 

time.  

 

 


