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Joe Fitzpatrick graduated from The University of Nevada, Las Vegas in 1985 and began 
his career with Coldwell Banker in Margate, Florida, listing and selling real estate. Joe 
went on to manage the North Miami office and opened Century 21 Fitzpatrick Realty with 
family.  The firm became the top-ranked Century 21 company in Broward County, 
Florida. 

 
In 1991, Joe returned to Las Vegas where he began teaching and authoring real estate 
courses. He also continued on as Vice-President of Century 21 MoneyWorld, which was 
consistently ranked among the top 10 Century 21 firms in the world where he led the 
education division among other duties. 

 

Joe has authored and published over 30 real estate licensing textbooks and courses available on Amazon.com 
and which have been approved for utilization in several states.  He made a few stops along the way including 
being the Education Director at LVR.  You may recognize his voice from other online sites.  Living through 
sellers' markets and buyer's markets, Joe has experienced interest rate fluctuations of 17.5% and 2%.  He 
knows what it takes to stay successful in the business no matter what the market conditions may be. 

 
In 2021, Joe opened Fitzpatrick Real Estate School and continues to practice real estate in addition to his 
other responsibilities.  We trust you will find Mr. Fitzpatrick’s courses to be informative, interesting, and 
entertaining too. 
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HOW IT WORKS 
 
The student participant must:  

 

• view all 3 hours of the video presentation (links are located on the website under the 
Internet course title). 

• direct attention to the instruction being provided and refrain from engaging in activities 
unrelated to the instruction and distracting. 

• complete the “Online Video Worksheet” included in the course outline as you view the 
presentation, filling in the 10 Checkpoints as they are displayed throughout the videos.  

• take the 10-question quiz found in the outline. 

• complete the course evaluation upon the conclusion of the course. 

• submit the (1) Quiz answers, (2) Online View Worksheet, and the (3) Course 
Evaluation using the links provided directly above the 3 videos. 

• obtain score of 80% or more on the quiz and a score of 80% must be obtained on the 
Online Video Worksheet.  A student, who tries to skip through the course and not 
devote the required 3 hours, will not pass.  The answers for the worksheet are 
sprinkled throughout the presentation. 

• With a passing score on the quiz and worksheet, along with the submitted evaluation, 
a certificate will be emailed to you promptly. 
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ONLINE VIDEO WORKSHEET 
 

The Nevada Real Estate Division, on behalf of the Commission, holds CE course sponsors such 
as Fitzpatrick Real Estate School accountable for the following regarding online/distance 
learning courses: 

 
• verify that students watch the complete three-hour presentation and spend the three 

hours required to earn a three-hour certificate; 
• verify that students did not start the presentation and leave the presentation to run on its 

own without the student viewing it; 
• evaluate the student mastery of the material; 
• provide the student with support services and interaction; 
• having a method to assess student performance during instruction. 

 
To accomplish these goals, we have developed this “Online Video Worksheet” to accompany 
the videos we use to teach CE courses online. Throughout the videos, have embedded 
“checkpoints” that will prompt you to fill in the answers below. 

 
In order to receive credit for the online course, you must answer the checkpoints correctly with a 
score of 80% and submit using the Online Video Worksheet link located above the three videos.   

 
CHECKPOINT #1:     

 

CHECKPOINT #2:     
 

CHECKPOINT #3:     
 

CHECKPOINT #4:     
 

CHECKPOINT #5:     
 

CHECKPOINT #6:     
 

CHECKPOINT #7:     
 

CHECKPOINT #8:     
 

CHECKPOINT #9:     
 
       CHECKPOINT #10:         
 

Student Name:       Date:                                               
 
Course Title:  Everyday Contracts         

 
        PLEASE SUBMIT USING THE LINK ABOVE THE 3 VIDEOS ON THE WEBSITE. 
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Course Overview   
 

• Real estate licensees utilize three to four primary real estate contracts in their practice: 
• Purchase Agreement 
• Listing Agreement 
• Buyer Brokerage Agreement 
• Property Management Agreement 

• important that you be schooled on all of these 
• also, that you know essential elements of Nevada contracts 
• and that you comply with Nevada laws and statutes 

 
 
I. Purchase Contracts in General   

A. Technically, what is a Contract? 
• a written or spoken agreement, where the parties agree to do, or not to do, 

something of a legal nature, for the exchange of services and consideration. 
B. It begins with an offer. 

• An offer becomes a contract when an offer has been accepted by the offeree and 
communication of that acceptance is delivered to the offeror. 

C. Essential Elements of All Contracts 
• Competent Parties 
• Offer and Acceptance 
• Legality of Object 
• Informed Parties 
• Consideration          

D. Real estate contracts must be in writing per the Statute of Frauds in order to be 
enforceable.   

• not to be valid 
• a real estate contract can still be verbal though not wise 

E. must also include a valid legal description or assessor’s parcel number 
                     F. Real estate agents don’t write contracts! 

• We fill in the blanks of pre-prepared forms written by attorneys. 
• would otherwise constitute unauthorized practice of law  
• we cannot give legal advice; suggest the client speak to legal counsel 
• be extra cautious when writing addendums and counter-offers 

 G. Potential Red Flags in Completing a Contract Form 
• missing signatures or initials (of broker too) 
• missing start or end dates 
•  inaccurate property descriptions 
•  failure to list personal property included or excluded in the purchase 
•  failure to put the contract in writing can cause the sale to be unenforceable 
•  allowing possession of the property by the new buyer, prior to closing, without a 

written agreement 
•  inadequately describe earnest money deposit requirements or how funds are 

disbursed 
•  incomplete contract with blank spaces 

H. Do’s Don’ts of Offers and Contracts 
• Do’s 

• present all offers in writing and in a timely manner, in accordance with state 
laws and ethical standards 

• use pre-printed standard purchase agreements and forms which are prepared 
by attorneys or your association 

• prepare the offer as your client instructs you to, unless your client’s instructions are 
illegal 

• be specific as to the items in the agreement, such as personal property included 
• be sure the purchase agreement spells out exactly the terms and conditions of the 

agreement 
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• make sure the property address and descriptions are correct 
• ensure all fields are completed correctly, that handwriting is clear and legible, 

and there are no fields left blank 
• if a field is not needed, place “Not Applicable” or “N/A” in the field 

 
• Dont’s 

• present offers or counteroffers orally 
• sign or initial a purchase agreement for a client or customer, unless you have 

legal, written authority to do so (risky, probably requires Power of Attorney) 
• assume anything of your client, and do not include anything without your 

client’s knowledge and approval 
• speak for your client on any contract issue without checking with your client first 

 
 
PRESENTING THE PURCHASE AGREEMENT (Video) 
 
II. Listing Agreements 

A. Characteristics 
• Also pre-printed by attorneys 
• Exclusive listings in Nevada must be in writing 
• Must be clear and understandable 
• Signed by sellers and broker  (Checkpoint #6) 

B. Must Include: 
• List price 
• Commission terms 
• Cooperation and sharing terms 
• Agreement on disclosing existing offers 
• Fixed start and termination dates 
• Type of listing (ER, EA) 

C. Types of Listings 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

D. Review of the LVR Listing Agreement 
• Video – Harvey Blankenfeld 
• See Blank Listing Agreement in Course Outline 

 
E. You’ve Got to List to Last? 
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III. Buyer Brokerage Agreements 
 

A. Transition into Buyer Representation 
 
• Key Points from a 1980s Survey 

• Both agents were legally bound to represent the Sellers. 
• 57% of the buyers thought that “their” agent represented them. 
• 74% of the sellers thought that the agent who worked with the buyers 

represented the buyers. 
• Nobody knew who represented who. 
• Prior to the 1990s, both brokers represented the Seller? 
• Who represented the Buyer? 

 
 
 
 
 
 
 
 
 
 
 
 

• In the 1990s, Buyer Brokerage emerged. 
• Equal representation for all parties 
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B. Essentials of the Buyer Brokerage Agreement 

• Promises by buyer 
• Promises by broker 
• Clear and understandable language 
• If exclusive, must be in writing 
• Commission and terms/conditions (offset) 
• Specific start and termination dates 
• Potential for dual agency 
• Signed by the Buyers and the Broker 

 
C. What do you do if they won’t sign the Buyer Brokerage Agreement? 

1. REAL QUESTION:  How do I get them to commit to work exclusively with me? 
2. Buyer Consultation 

a) Be careful of what they want vs. what we want 
b) Agents say buyers stop responding after agreement “sent” 
c) Face-to-face, in the office, not email 
d) What if they won’t meet face-to-face? 
e) Demonstrate value; build relationship 
f) A “Presentation” (Checkpoint #8) 
g) Search for properties 
h) After, “Will you work exclusively with me?” 
i) You don’t even pay; Seller pays the commission 
j) If no, show a few properties; “set aside” technique 

 
IV. Presentation of Offers, Listing Agreements, and Buyer Brokerage Agreements 

A. How are you presenting these contracts to your clients? 
• By phone? 
• By email? Docusign? 
• In person? 
• By Skype/Zoom? 

B. What is most common 
• REALTORS® most often prefer to communicate with their clients through 
• text messaging, 93% 
• telephone, 90% 
• Email, 89% 

 
V. Nevada Licensing Law on Contracts 
 

A.  NRS 645.300  Delivery of copy of written brokerage agreement; receipt.  When a licensee 
prepares or has prepared a written brokerage agreement authorizing or employing the 
licensee to purchase or sell real estate for compensation or commission, the licensee shall 
deliver a copy of the written brokerage agreement to the client signing it at the time the 
signature is obtained, if possible, or otherwise within a reasonable time thereafter. Receipt for 
the copy may be made on the face of the written brokerage agreement. 
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B. NRS 645.630  Authorized disciplinary action; grounds for disciplinary action; orders imposing 

discipline deemed public records.  
(e) Failing to maintain, for review and audit by the Division, each brokerage agreement and 

property management agreement governed by the provisions of this chapter and entered 
into by the licensee. 

 (j) Accepting other than cash as earnest money unless that fact is communicated to the 
owner before his or her acceptance of the offer to purchase and that fact is shown in the 
receipt for the earnest money. 

(k) Upon acceptance of an agreement, in the case of a broker, failing to deposit any check or 
cash received as earnest money before the end of the next banking day unless otherwise 
provided in the purchase agreement. 

(l) Inducing any party to a brokerage agreement, property management agreement, 
agreement of sale or lease to break it in order to substitute a new brokerage agreement, 
property management agreement, agreement of sale or lease with the same or another 
party if the inducement to make the substitution is offered to secure personal gain to the 
licensee or owner-developer. 

 
C. NRS 645.633  Additional grounds for disciplinary action: 

 (f) Failure to include a fixed date of expiration in any written brokerage agreement or failure 
to leave a copy of such a brokerage agreement or any property management agreement 
with the client. 

 
D. NAC 645.525  Naming of false consideration in document. (NRS 645.050, 645.190)   
 Regardless of disclosure or any agreement on the part of the seller, a licensee shall not 

participate in the naming of a false consideration in any document, unless it is an obviously 
nominal consideration. 
 

E. NAC 645.551  Exclusive buyer’s brokerage agreements: Inclusion of certain provisions 
regarding compensation of broker. (NRS 645.050, 645.190)   
An exclusive buyer’s brokerage agreement may authorize the broker specified in the 
agreement to receive compensation from the seller or lessor of the property or the broker of 
the seller or lessor and may provide that the purchaser or tenant is not required to 
compensate the broker if the property is purchased or leased solely through the efforts of the 
purchaser or tenant. 

 
F.  NAC 645.630  Prompt tender of offers. (NRS 645.050, 645.190)  A licensee shall promptly 

deliver: 
     1.  To the seller, every bona fide offer, complete with all terms and conditions of purchase, 

which he or 
       she obtains. 

    2.  To the purchaser and seller, copies of each acceptance of an offer or counteroffer. 
      

G.  NRS 645.254  Waiver Form  
4.  Shall present all offers made to or by the client as soon as is practicable, unless the client 
chooses to  
       waive the duty of the licensee to present all offers and signs a waiver of the duty on a 
form prescribed   
       by the Division; 

 
 

 
 

 
 

  

https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
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H. NAC 645.632  Notification of rejection of offer or counteroffer. (NRS 645.050, 645.190) 
     1.  If a licensee represents a seller in a transaction, and if the seller does not accept an 

offer within a reasonable time after an offer has been presented to the seller, the 
licensee shall provide to the buyer or the representative of the buyer written notice 
signed by the seller which informs the buyer that the offer has not been accepted by the 
seller. 

     2.  If a licensee represents a buyer in a transaction, and if the buyer does not accept a 
counteroffer within a reasonable time after a counteroffer has been presented to the 
buyer, the licensee shall provide to the seller or the representative of the seller written 
notice signed by the buyer which informs the seller that the counteroffer has not been 
accepted by the buyer. 

 
I. NAC 645.640  Disclosure of interest of licensee in certain transactions. (NRS 

645.050, 645.190, 645.252) 
     1.  A licensee shall not acquire, lease or dispose of any time share, real property or 

interest in any time share or real property for himself or herself, any member of his or her 
immediate family, his or her firm, or any member thereof, or any entity in which the 
licensee has an interest as owner unless the licensee first discloses in writing that: 

     (a) He or she is acquiring, leasing or disposing of the time share or property for himself 
or herself or for a member, firm, or entity with which the licensee has such a relationship; 
and 

     (b) He or she is a licensed real estate broker, licensed real estate broker-salesperson or 
licensed real estate salesperson, whether his or her license is active or inactive. This 
disclosure may be accomplished with a reference to himself or herself as an agent, 
licensee, salesperson, broker or broker-salesperson 

 
J. NAC 645.650  Periods for maintenance of certain records by broker and for provision 

of certain paperwork to broker. (NRS 645.050, 645.190) 
     1.  A broker shall keep complete real estate transaction and property management 

records for at least 5 years after the date of the closing or the last activity involving the 
property, including, without limitation, offers that were not accepted and transactions that 
were not completed, unless otherwise directed by the Division. (Checkpoint #10) 

     2.  A salesperson or broker-salesperson must provide any paperwork to the broker with 
whom he or she is associated within 5 calendar days after that paperwork is executed by 
all the parties. 

 
 

  

https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
https://www.leg.state.nv.us/NRS/NRS-645.html
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QUIZ 

 
 

1. Which of these scenarios is a contract? 
 

a. Bill signs an offer and delivers an earnest money check to his agent. 
b. Bill signs an offer and delivers an earnest money check to his agent who then sends the 

offer to the seller’s agent. 
c. Bill signs an offer and delivers an earnest money check to his agent who then sends the 

offer to the seller’s agent who then obtains the seller’s signature. 
d. None of these 

 
2. Which of the following is not an essential element of a real estate purchase contract? 
 

a. earnest money 
b. purchase price 
c. offer and acceptance 
d. legality of object 

 
3. The Statute of Frauds pertains to contracts that are: 
 

a. void. 
b. voidable. 
c. enforceable. 
d. None of these 

 
4. Nevada law requires that salespersons submit their transaction files to the broker within: 
 

a. 48 hours. 
b. 5 calendar days. 
c. 10 days prior to closing. 
d. There is no legal requirement. 

 
5. A real estate purchase agreement that is not in writing is: 
 

a. void. 
b. voidable. 
c. unenforceable. 
d. None of these 

 
6. Referral agent Joe refers salesperson Dan to list seller Frank’s home.  Buyer Henry 

purchases the home four days later.  The listing contract is between: 
 

a. Joe and Frank 
b. Joe, Dan, and Frank 
c. Dan and Frank 
d. Dan’s broker and Frank 
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7. Which of these listing agreements protects the broker’s commission in the event the seller 

sells the property herself? 
 

a. open listing 
b. exclusive right to sell listing 
c. exclusive agency listing 
d. net listing 

 
8. The latin, real estate term for “let the buyer beware” is: 
 

a. caveat emptor. 
b. carpe dium. 
c. ad valorem. 
d. te adiuvare possum. 

 
9. Which of the following is not an element of a listing agreement? 
 

a. commission 
b. termination date 
c. proposed advertising 
d. broker’s signature 

 
10. The unauthorized practice law: 
 

a. is not an issue for agents filling in the blanks of an attorney-prepared agreement. 
b. includes offering the buyers or sellers legal advice. 
c. is punishable by a fine and loss of license. 
d. All of these 

 
PLEASE SUBMIT USING THE LINK ABOVE THE 3 VIDEOS ON THE WEBSITE. 
PLEASE ALSO SUBMIT YOUR COURSE EVALUATION. 
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