
 

Homework Training Session # 2 
 
 
 
HOME WORK:  Audio/Video Library: <ONGOING REVIEW> 1)Buyers Buying Presentation, 2) Con-
tracts Sales Dialogue for Buyers, 3) Evaluating & Touring Property for Sellers & Buyers, 4) CMA
(Comparative Market Analysis) for Sellers & Buyers,  5) Buyers Auto Email Notification for New  
Listings  

3 Themes to remember:   
SNYDER STRATEGY: Superior Selling & Buying Technology 
LISTING/SELLING Theme: Staging, Marketing, Advertising the Custom Features & ReSale Value of the house  
                                                   will sell it at the highest possible price  
BUYING Theme: ReSale Value Research is # 1 priority, by careful proven analysis of the property will protect  
                               Your investment  
 
Homework: 
1. Complete Purchase Agreement (zip forms), www.zipformplus.com & Use Electronic signature in zip 

forms 
       to sign docs. 
2.    Evaluate property: For the following docs listed below  use & review 3D tour on SnyderStrategy.net 
       Go to: >SnyderStrategy.net  >seller’s information tab> staging to sell video       
       Document 1: Buyer’s Evaluation Strategy Interior (see doc below) Document 2: Review of MLS  
       (see doc below)  Document 3: Describe Custom Features & ReSale Value (see doc below)       
3.   Complete Comparative Market Analysis (Quick CMA) of property to purchase   
4.   Create Auto Email Notification    
5.   Referral Campaigns: Review Yourself 
6.   Branding Coaching:  Review Yourself    
7.   Call preferred Inspection Company   
8.   Call Preferred Lender Rep for tutorial on home mortgages offered 
 
Place in BRIEFCASE: place blank Buyer contracts in one contract folder, place blank Listing contracts in 
one contract folder,  place sample contracts and extra counter offers in another contract folder 
 
 
Review: Mentor Training Program Booklet, SnyderServer.net & SnyderStrategy.net  
 

See documents below 
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Buyer Investment Strategy 
****Resale, Resale, Resale, Resale****  

~Interior~ 
Garage ___________________________________________________________________________________________ 
Laundry Room____________________________________________________________________________________ 
Furnace area(water softerner)________________________________________________________________________ 
Kitchen___________________________________________________________________________________________ 
Great Room_______________________________________________________________________________________ 
Living 
Room____________________________________________________________________________________________ 
Main Floor Bathroom_______________________________________________________________________________ 
Basement(Finished or partial)________________________________________________________________________ 
Master Bedroom___________________________________________________________________________________ 
Master Bathroom__________________________________________________________________________________ 
Bedroom 1________________________________________________________________________________________ 
Bedroom 2________________________________________________________________________________________ 
Bedroom 3________________________________________________________________________________________ 
Bedroom 4________________________________________________________________________________________ 
Bonus Room______________________________________________________________________________________ 
 

INTERIOR EVALUATION      
Sales Strengths:____________________________________________________________________________________                         
_________________________________________________________________________________________________ 
_________________________________________________________________________________________________ 
Functional Obsolescence _________________________________Physical Deterioration________________________ 
 

~EXTERIOR~ 
***LOCATION*** 

LOCATION(Front & Back)
__________________________________________________________________________ Front 
Yard__________________Driveway__________________ Roof______________Back Yard_____________________  
Landscaping______________ Siding___________________________ Foundation_____________________________ 
Sunroom___________________________ Deck_____________________ Hot Tub_____________________________ 

 
EXTERIOR EVALUATION 

Sales Strengths:____________________________________________________________________________________ 
__________________________________________________________________________________________________ 
__________________________________________________________________________________________________ 
External Obsolescence ___________________________________ Physical Deterioration_______________________ 
Progression____________________________________ Regression__________________________________________ 
 

ADDITIONAL COMMENTS 
Home odors?___________ Carpet & Flooring?_______________Paint & Walls________________ Clutter________ 
Signs of Pests?_______________ Landscapng___________________________________________________________ 
_________________________________________________________________________________________________ 
_________________________________________________________________________________________________ 
__________________________________________________________________________________________________ 
__________________________________________________________________________________________________ 
__________________________________________________________________________________________________  
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Buyer Investment Strategy 
****Resale, Resale, Resale, Resale**** 

 

~Review of MLS Document~ 
 
 

Sales Price 
$________________________________________________________________________________________________ 
Location:  Resale Value?____________________________________________________________________________ 
 
New Home: Does it have warranties_____________________________YearBuilt_____________________________ 
 
Resale Home:  Home Security Warranty needed for one year?_____________________________________________ 
 
School:___________________________________________________________________________________________ 
 
Property Taxes 
$_________________________________________________________________________________________________ 
 
Tax Exemptions Filed:  which exemptions are filed?_____________________________________________________ 
 
Total Square Footage _______________________________________________________________________________ 
 

PROPERTY DESCRIPTION 
Any extra amenities offered, inclusions, or exclusions?___________________________________________________ 
__________________________________________________________________________________________________ 
__________________________________________________________________________________________________ 

 
AGENT TO AGENT REMARKS:   

 
Any extra amenities, inclusions, or exclusions? _________________________________________________________ 
__________________________________________________________________________________________________ 
__________________________________________________________________________________________________ 
 

DESCRIPTION 
Appliances________________________________________________________________________________________ 
Equipment________________________________________________________________________________________ 
 

UTILITIES 
 
Heating_____________Cooling____________Fuel______________  Water Heater_________________ 
 

FINANCIAL/ASSOCIATION INFORMATION 
Fee Paid___________Annually or Bi-Annually     Fee Includes_____________________________________________ 
__________________________________________________________________________________________________ 
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Custom Features & Resale Values 



~Referral Campaign~  
 
 
 

 
 

 

 
 
__________How many times have you reviewed the MENTOR TRAINING PROGRAM? 
 
__________Is Your Contact Database up to date to send out email campaigns? 
__________Are you following the Digital WEEKLY PLANNER: Monday—Friday? 
 
__________How many PHONE CALLS to your family, friends, sphere of influence, clients, past clients   
                    and people you just met? 
 
__________How many PDF booklets did you send via email? ________ How many did you  
                    physically hand out? 
 
__________How many Business Cards did you hand out? 
 
__________How many JUST LISTED POSTCARDS send out via email? 
__________How many JUST LISTED POSTCARDS send out via postal mail? 
__________How many JUST SOLD POSTCARDS send out via email? 
__________How many JUST SOLD POSTCARDS send out via postal mail? 
__________Email Campaign _____How many Email Flyers sent  _____Sellers/Buyers _____FSBO’s 
                    _____Expireds _____Holiday  
 
__________How many RECOGNITION CARDS send out via postal mail? 
 
__________Did you FARM YOUR SUBDIVISION and what did you do?__________________________ 
                     ______________________________________________________________________________ 
__________What did you send out for the Monthly Holiday?(ex: Christmas, Easter, Memorial, Thanks 
                    giving//every month something should be sent out)___________________________________ 
__________What did you send out for the Monthly/Yearly Calendars?  (sports & yearly calendars)                       
                     ______________________________________________________________________________ 
 
__________How many STOP By’s did you do and give actual gifts to people in your database? 
__________How many TIMES did you Practice your LISTING PRESENTATION? 
__________How many LISTING APPOINTMENTS did you go on? 
__________How many LISTINGS DO YOU HAVE? 
 
__________How many TIMES did you Practice your BUYING PRESENTATION? 
__________How many BUYER APPOINTMENTS did you go on? 
__________How many BUYERS (preapproved and contract signed) are you working with? 

 
__________DID YOU CLOSE A DEAL? 
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~Referral Campaign~ 
 
52 WEEK Email & Postal Campaign  
(located on Snyder Server>Marketing Materials>Company Docs 
EMAIL CAMPAIGN:  
* Every month  Send FLYERS for everyone & every holiday  
* Every other month Send pdf booklets, just listed or just sold, etc. or anything that 
will showcase your skills 
 
POSTAL CAMPAIGN:  
* Every 2 months Send to your entire data base & send brochures, business cards, 
Just Sold, Just Listed, Showcase the quality of your marketing so your data base 
knows you have quality marketing, also send pdf booklets  
 
 
 

 

Phone Calls:  
* Every month Call your Top 25 people you know  
* Every 2 months CALL YOUR entire data base 
 
 
 

Recognition Cards:  
* Send Constantly & Immediately when you hear about any news by any person, 
you talk with.  Recognize their Event, Praise and take Joy in their event and wish 
them well!!  Ex: promotions, birthdays, graduations, referral given to you, etc. 
 
 
STOP BYS at their house:  

* GIVING GIFTS to your Top 25  people  Every month  and drop off a holiday gift or some 
type of gift, ensure you are asking for referrals, become creative         
* WEAR Your Name badge 
 

* Farming Your Subdivision: every month you must drop off  
Informational Gifts & Holiday Gifts.     WEAR Your Name badge 
 
 

                              
 
 
 

 
 

LEAD Follow-Up: 
* Send bi-weekly & Call the Leads send bi-weekly email & postal campaign for Sellers /Buyers 
Fsbos & Expireds   Send out all your pdf docs & jpeg photos 

Enter 
Notes 

In Your Email 
Contact 

Constantly 
Hand out 

Business cards 

Magnetic Bus. Card Calendars 
   Yearly           Pacers         Colts 
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“Your Personality must become a Brand Name to Build A Referral Business” 
                                                                                                                         Jesse Snyder, CEO & Founder 

 
Sales Personality     Trained Expert      Enhancing Lives 
  ~Law of Attraction~           ~Top Performance~         ~Generating Referrals~ 
 
 
Strengths:                                Strengths:                               Strengths:  
Know who you are                          People need to know                      Are you working from your heart  
                                                           you can help them                          to help people.   
                                                                                                                     
                                                           Review Mentor Training              Always Treat people right 
                                                          Booklet 20 times a Year 

 
 
 
 
 
 
Challenges:                              Challenges:                             Challenges: 
Look in the Mirror and                  You have to become organized     Can people say you truly went 
Start Improving NOW                     in everything you say and do.      above and beyond to help them 
                                                                                                                    in life. 
 
 
 
 
 

 

“No Excuses; When you state a challenge, then you know your solution, 
 then take the first step toward the solution”  

 
“How do you want to be today and  

How do you want to be remembered at the end of the day” 
 

How can We Help You 
 
Request a Branding Coaching Session with your Mentor Leader Broker?  

~Branding Coaching~ 
 

~Your Competition is in the Mirror~ 
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Following mandatory buyer contracts should be used: 
 
Access state contracts through preferred vendor 
1. Purchase Agreement  
    Buyer(s) must sign 
2. Request from listing agent, the Seller’s Residential Sellers Disclosure 
    Buyer(s) must sign 
3. Request from listing agent Lead Base Paint Disclosure (if house is built prior to 1978)  
    Buyer(s) must sign 
4. Buyer Exclusive Agency Contract 
 
The following documents are part of the purchase agreement and are accessible with this 

attachment: see below documents 
1. Office Policy in Regard to Agency  
    Buyer(s) must sign  



SNYDER STRATEGY  
R   E   A   L   T   Y 

OFFICE POLICY WITH REGARD TO AGENCY 

 
As the Listing Company, SNYDER STRATEGY Realty will represent the Seller exclusively as his agent. 
 
As the Selling Company, SNYDER STRATEGY Realty will represent the Buyer exclusively as his agent. 
 
Under the following circumstances, SNYDER STRATEGY Realty will represent both the Buyer and Seller 

and act as Limited Agents. 
 

 The Listing Agent sells his/her own listing: 
 The Agent represents either buyer or seller in a transaction with the Principal Broker(Jesse Snyder)or, 

 The Agent represents either buyer or seller in a transaction with their own office’s  
Managing Broker(s) 

 
Limited Agency Authorization:  If limited agency arises, Buyer/Seller acknowledges that Licensee shall not 

disclose the following without the informed consent, in writing, of both Buyer and Seller. 
 

1) Any material or confidential information, except adverse material facts or risks actually known 
By the Licensee concerning the physical condition of the Property and facts required by 

Statute, rule, or regulation to be disclosed and that could not be discovered by a reasonable 
And timely inspection of the property by the parties. 

 
2) That a buyer will pay more than the offered purchase price for the Property. 

3) That a Seller will accept less than the listed price for the Property. 
4) What motivates a party to buy, sell or lease the Property. 

5) Other terms that would create a contractual advantage for on (1) party over another party 
 

Buyer/Seller acknowledges that there will be no imputation of knowledge or information between any party 

and the limited agent or among Licensees. 
 
Buyer/Seller acknowledges that they do not have to consent to the limited agency in this transaction. 
 
Buyer/Seller consents voluntarily to Licensee’s limited agency capacity and waive any claims, damages, loss-

es, expenses, including attorney’s fees and costs, against Licensee arising from Licensee’s role of limited 

agent. 
 
By signing below, I acknowledge and accept the above policy. 
 
 
_________________________________________                ________________________________________ 
Buyer/Seller (Signature)                         (Date)                        Buyer/Seller (Signature)                         (Date) 

 
_________________________________________                ________________________________________ 
Buyer/Seller (Printed)                                                               Buyer/Seller (Printed)                            



 

Present moment date  6-01-28 

                                                                                                       Your name, & SNYDER STRATEGY Realty, Inc. 
 
 
 
 
                                                                            This information can be found on the tax record 
 

Ex. Begins on or before (nine days after 
present moment date> 6-10-28 Six months from the date contract 

begins 

Negotiable 

Be very specific 
Ex.:  washer, dryer, stove, dishwasher, microwave, curtains, storage shed 
Refrigerator, and anything else the seller wants to leave. 

            90 

       Leave blank 

complete 



 

7%                                                         

complete 

7%                                                         



This can be completed later 

This can be completed later 

This can be completed later 

complete 



 complete  complete 
 complete 

Complete this whenever you need to clarify any issues.  Be very specific and clear,  MUST 
ENSURE nothing is vague.  Do not assume anything at all.  Ask the questions to clarify. 

 complete  complete 

SNYDER STRATEGY Realty, Inc.             RB 14034119 

This can be signed later when uploaded to server 

 complete 

 complete 

 complete 

complete 

This MUST be disclosed 



MANDATORY: must enter date 

MANDATORY: must enter date 

Minimum commission of $5,000 will be paid, if SNYDER STRATEGY agent is not 
used for any transaction during these contract dates.  No exceptions  

SNYDER STRATEGY agent will represent in all transactions conducted by Buyer (s) 
during these contract dates.  No exceptions. 

Complete 
Complete 



It should be noted,  time, research and monies are invested with this representation by a SNYDER 
STRATEGY agent.  It is agreed upon, no exceptions, the buyer (s) agree to have stated agent to be 
paid through the transaction and SNYDER STRATEGY agent will be the sole representative for the 
buyer (s) in any transaction conducted within these dates of the contracts. 



Complete 

Complete 

Complete 

Complete 

Complete 

Complete 

Complete 



Complete 

Complete 

Complete 

Complete 

VERY IMPORTANT: Required document for every listing and purchase agreement transaction.  
This document is stating you the agent will retain confidential information and also disclose if you are 
representing both seller and buyer.   



 This is the buyer’s agent 

Snyder Strategy Realty, Inc.                      RB 14034119              your name                                         mibor # 

 Present moment date 

Obtain from tax record 

 Be very specific.   Enter every item on this page.  DO NOT just refer to mls.   Must be very specific what your buyer 
wants as part of the sale.  Typical items: refrigerator, stove, dishwasher, microwave, washer & dryer 
Remember, basketball stand, storage sheds, extra refrigerator in the garage or any other items buyer may want 

Be very specific, to ensure there are no assumptions, or miscommunications 

complete 

complete 

complete 

IMPORTANT:  Very important for your Seller 
Complete an Estimated Net Proceeds for your 
Sellers.  3 should be completed with different 
prices to show their cost/net profits.   



complete 

Check mark which one is applicable 

95 
Rate quoted       0 

30 

Ex.: Seller to pay up to $3,500 in closing costs, prepaids, and any settlement costs noted.  

3 

30 

Usually within 30 –45 days PA 
5 Final Loan Approval 

 Or check 
mark seller 

Seller needs to pay attention to this,  

Seller’s Counter offer:  should take 10 days after closing to vacate property>>see ex counter offer 

150 
150 



Review survey below to determine what is best for your buyer 

     10 

This must always be check marked for your buyers.  They can change their decision later,   

     10 

complete 



Important;  your buyer needs to sign these.  These documents must be signed/initialed. 

     10 

complete 

Important for your buyers:  ask for home warranty, this can help w/costs 

Cost by sq footage 

Important: choose the home warranty when possible,  you know our preferred vendor is legitimate 

Seller pays for owner’s title,       Buyer pays for Lender title 



Important: This is always prorated to day of closing, the seller is never caught up, taxes are 1 1/2 years in arrears. 

     10 

complete 

     10 

     10 

Important: Call sellers or lender or title company to get website link and phone #’s 



complete 

This MUST be disclosed 

—————————————— 

Your Buyers: This is used for specific clarification and any issues your buyer wants to address.  Do NOT have any as-
sumptions in the purchase agreement 
 
Your Sellers must review this part very carefully to ensure what is being asked and if it conflicts with anything else in 
the purchase agreement.   If there is an extra cost added; this must be added on the Estimated Net Proceeds.  
 
Earnest Money Clause:  It is the policy to include the following statements to protect your buyer’s EM. 
1. Earnest Money (100%) will be returned to buyer within 3 days if an inspection response cannot be agreed upon at 

any time. 
2. Earnest Money (100%) will be returned to buyer within 3 days, if lender financing cannot be obtained. 



complete 

  8:00 pm 

Check accordingly,  ensure the Office Policy in Regard to Agency must be signed also 

complete 

Give the sellers 48 hours to respond  &   during counter offers 24 hours to respond 

Very Important: The sellers must sign and complete and this must be part of 
counter offer 1.  Two signatures on every document of PA and counter offers are 
necessary to have a legal binding contract.  All information must be completed. 

complete 

complete complete 

complete complete 

complete complete 



Key points when Countering: 
 

You specifically write a counter for all the items your buyer or seller disagree with.  If you agree with 
the item in the purchase agreement or counters, you simply do not restate anything about that item. 
It is understood then; you accepted the items.  ONLY COUNTER WHAT YOU DISAGREE WITH. 
 

Key points for Responding to deadline time: 
State the Following: Time to respond to counter offer one (whichever doc you are referring to) has 
been extended to 8:00 pm on 6-08-28.    
 

Key statements when Seller wants to stay after closing transaction for # of days: 
State the Following:  Seller will vacate property 10 days after transaction has closed.  During this time 
period, Seller will not pay any rent monies to buyer. 

Give 24 hours to have the buyer or seller respond to 
Counter 

REMEMBER:  You must have two signatures on counters and purchase agree-
ment to have a binding contract   No exceptions to this rule. 

 
 
                                                                                                                     One <<these numbers just go in order after each 
                                                                                                                                        Client writes a counter offer 
                    1:00                                                        6-01-28   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

               
 
 
 

     Pluto Disney       6-01-28 

 
                    Pluto Disney 
                                 

This info. has to be completed>>>>>> 



 
 
 
 
 
 

                                                                                                                                                                                                                                                                                                                                                                                                  ONE <<keep track of your clients docs  
 
 
 
 
 
 

                           6-01-28 
                                                                 1234 Mickey Mouse lane, Orlando, FL 23410 
 
 
 
 
                               
                           
                           
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
                                                                           
                                                                                                                                                          
                                                                    

                                                                   Give a minimum of 10 days>>  6-11-28  
 
 
 
 
 
 
 
 

      Pluto Disney       6-01-28 

 
                    Pluto Disney 

Key points when evaluating Inspection report: Hability vs Cosmetics:    
main issues> plumbing, roof, basement issues, hvac, furnace, a/c unit & electrical, water leakage/flooding  
REMEMBER:  your inspector is a general inspector, not a specific licensed inspector. 
 

Key statements:  copy & paste specific problem from report & inspector’s recommendation and state the 
following:  Seller to hire a licensed plumbing (name of specific contractor) contractor to repair and or re-
place to code standards.    STATE THIS at the end of the responses>> Seller will provide all receipts and 
warranties within 3 days prior to closing. 
 

Seller Note: needs to obtain FREE estimates from licensed contractors when responding to repair requests. 

Key points when Responding:  You specifically write a response for all the items your buyer or seller will re-
pair.  This is not a counter offer.  ONLY THE ITEMS YOUR client will repair is stated. 
 
 



Complete address  

                                       >> Seller must check boxes 

 >> Seller must check box- SEND vial email Lead Base Paint 
booklet , go to company library 
for copy of booklet. 

MANDATORY: Listing Agent must initial                                

Listing Agent must have this completed by 
Seller if house is built prior to 1978                             
                                    

Complete address  



Complete Complete 

Complete Complete 

Complete Complete 

Complete Complete 

VERY IMPORTANT:  Listing Broker 
Must sign as part ot this contract 

VERY IMPORTANT:  Selling Broker 
(Buyers Agent) Must sign as part ot this 
contract 



VERY IMPORTANT:  Listing Agent does NOT 
Complete and does NOT write on this document 

VERY IMPORTANT:  Sellers must be extreme-
ly truthful and if does not know, then the Sellers 
then should check mark “Do not Knw” 
Sellers must understand this is a legal document 
to used as a legal reference in selling a house.  
The sellers must tell the truth. 

complete 

complete 

complete 

complete 

VERY IMPORTANT:  Buyers must sign at time 
of signing purchase agreement.  Buyer is only 
acknowledging receiving this document.  The 
Buyer by law is only acknowledging the infor-
mation and is not in agreement or disagreement 
with the information.   

VERY IMPORTANT:  Sellers must sign AT 
CLOSING TO ensure they left the house and 
property in the same condition or better. 
 
Whether you are Listing Agent or Buyers Agent, 
take both pages to Closing and have the Sellers 
sign document.  This is state law.  

At closing At closing 



VERY IMPORTANT:  Listing Agent does NOT 
Complete and does NOT write on this document 

VERY IMPORTANT:  Sellers must be extreme-
ly truthful and if does not know, then the Sellers 
then should check mark “Do not Knw” 
Sellers must understand this is a legal document 
to used as a legal reference in selling a house.  
The sellers must tell the truth. 

VERY IMPORTANT:  Buyers must sign at time 
of signing purchase agreement.  Buyer is only 
acknowledging receiving this document.  The 
Buyer by law is only acknowledging the infor-
mation and is not in agreement or disagreement 
with the information.   

VERY IMPORTANT:  Sellers must sign AT 
CLOSING TO ensure they left the house and 
property in the same condition or better. 
 
Whether you are Listing Agent or Buyers Agent, 
take both pages to Closing and have the Sellers 
sign document.  This is state law.  

complete complete 

complete complete 

At closing At closing 


