
MODULE 05

The Purchase Agreement:
A Detailed Review





Copyright© 2019 by ONE University

All rights reserved. This book or any portion thereof may not be reproduced or used in any manner whatsoever including; photocopying, 

recording, or other electronic or mechanical methods, without the express written permission of the publisher except for the use of brief 

quotations embodied in reviews and certain other noncommercial uses permitted by copyright law. For permission requests, write to the 

publisher, addressed "ONE University Permission Requests" at the address below. Printed in the United States of America First Printing, 2019.

ONE University 23811 Aliso Creek Road Suite 168 Laguna Niguel, CA 92677



WELCOME TO REV UP! 05

IN MODULE 04, YOU LEARNED:

 •  The Seven Steps in the Sales Cycle

 •  Effective Client Communication

 •  Utilizing the DISC Profile

IN THIS MODULE, YOU WILL LEARN:

 •  Buyer Representation Agreement

 •  Agency Disclosure

 •  Purchase and Sale Agreement (the offer paperwork)

 •  Contingency Addenda

 •  Buyer/Seller Disclosures

 •  Counter Offer

 •  Multiple Counter Offers
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05Money flows to me freely and easily from expected and 
unexpected sources.

"

A F F IR M AT I O N

"



COMPLETING THE SALE PAPERWORK.

The primary goal of this workshop is for you to fully understand 

all the buyer paperwork, practice completing the forms and have 

samples to use for reference.

Request a copy of the Sale Checklist so you can revise and 

customize it to your needs.

The Offer and Acceptance form is an excellent tool to use in 

preparing your offers and keeping track of the key terms and 

specifics when negotiating the final sale. This document will also 

assist you in preparing the Buyer Cover Letter to submit with your 

offer to the Listing Agent.

Your Manager or Local Association will offer a detailed analysis 

of the Purchase Agreement and related documents. It is key that 

you attend these classes, and repeat them if necessary.

The best place to start is to print out and read every line of your 

Purchase Agreement and all related documents. It is key that you 

understand what they mean, and more importantly, that you can 

explain them to your clients.

The confident and comfortable you are with these documents, 

the more at ease your clients will be when completing them.

It is recommended that you begin to write practice offers, and 

that you do so on a variety of property types, loan types, cash 

offers and price ranges. Practice, practice, practice.

Your ability to write clean and clear offers will become one of 

your greatest value propositions to your clients. You will develop 

a reputation in your market as a quality agent who other agents 

want to work with.
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