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MEET JOE: 

 
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. 
 

• CE Agreement 
The student participant must:  

• not miss more than 10 minutes of a 3-hour course; 15 minutes for internet connection 
issues. 

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

• always have their cameras on and pointed to the student while the class is in session, 
excluding breaks. 

• in Zoom, display the name under which they registered. 
• must always have audio muted except when speaking to the group. 
• participate and respond when asked to by the instructor. 
• conduct themselves as they would in an in-person classroom setting. 
• be appropriately dressed for a classroom setting. 
• refrain from engaging in any activity that would be distracting to the instructor or fellow 

attendees such as using electronic/computer devices unrelated to the instruction, cell 
phone use, having conversations with other people, walking around, driving/riding in a 
vehicle, cooking, cleaning, etc. 

• complete the course evaluation immediately upon the conclusion of the course. 
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COURSE OVERVIEW: 

This is Contracts: The Listing Side, part 1 of a 2-part series that includes Contracts: The Sale Side.  
Either course can be taken independently. 
 
This course focuses on the listing side of the transaction.  Specifically, you will be completing the 
following documents on behalf of the seller and comparing them to the instructor’s work. 
 

• Duties Owed by a Nevada Real Estate Licensee 
• Estimated Costs/Net Sheet (Seller’s Side) 
• Exclusive Authorization and Right to Sell, Exchange or Lease Brokerage Listing Agreement 

 
 
Use the tax record to complete the forms on the following pages for 3804 Mountain Waters 
Street, Las Vegas.  Include the following terms: 

 
• list date is today’s date and expires in 6 months 
• list price is $300,000 
• seller requests $4,000 EMD 
• seller will consider Cash, Conv, FHA, VA offers 
• refrigerator, washer, and dryer are included 
• leased water softener 
• listing broker’s commission is 3% plus $495  
• No CIC 
• seller will allow sign and lockbox 
• existing loan $177,600 

 
Any other additional information you need, you can make up. 
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Buyer’s Closing Costs 
 
 A. Mortgage Costs 

1. Loan Origination Fee: lender’s commission; commonly 1% of loan amount; some lenders 
lump all fees into a flat origination fee rather than charging for each line item 

2. Loan Discount Points:  to buy down the interest rate; 1 point equals 1 percent of the loan 
amount 

3. Underwriting Fees:  charged for underwriting services (final loan approval), estimate 
$200-500 

4. Lender Doc Prep Fee:  lender fee charged for preparing all loan documents; ranges from 
$200-500 

5. Loan Processing/Application Fee:  lender may charge a fee to process or start the loan, 
estimate $250 

6. VA Funding Fee/FHA Upfront MIP/Conv Upfront PMI:  VA and FHA upfront fees must be 
financed into the loan; with conventional loans, it can be financed or paid up front 

7. Appraisal Fee:  to verify the property value; negotiable; commonly paid for by buyer up-
front and reimbursed by seller at closing; appx. $500 

8. Credit Report:  to verify borrower’s credit worthiness; appx. $25 
9. Tax Service Fee:  service a lender uses to verify borrower’s income taxes; appx $100 
10. Flood Certificate: required if property is located within a flood zone; appx. $75 
11. Assumption Fee:  paid to existing lender if buyer is assuming underlying loan; rarely seen 
12. Interest for ___ Days:  prorated mortgage interest through end of the closing month; 

estimate 15-30 days interest 
13. Taxes for ___ Days: impounded for the payment of property taxes; estimate 3 months of 

taxes 
14. Insurance for ___ Days:  impounded for the payment of hazard insurance; estimate 15 

months of insurance premium 
 

B. Escrow/Title Costs 
1. Recording/E-recording Fees:  for recording certain buyer documents in the county 

records such as the new deed; estimate $75 
2. Escrow Fee:  this the escrow company’s fee to close the transaction; buyer and seller split 

this fee 50/50; see escrow/title charts for fee based on sale price 
3. ALTA Lender’s Policy:  provides a title policy for the benefit of the borrower’s lender; see 

escrow/title charts for fee based on sale price 
4. Inspection Fee:  fee title company charges to drive by the property; $100 
5. Closing Protection Letter:  $25 
6. Endorsements:  title fee to endorse and certify deeds and supplementary docs; $250 
7. Mobile Notary:  notary public who is mobile and travels to clients to sign closing 

documents when escrow agent will not; estimate $200 
8. Misc. Prorations:  water, sewer, garbage, CIC, bill etc. 
9. Assumption Setup/Collection Fees:  only if assumption; rarely seen 
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• CIC Fees 
• Capital Contribution:  CIC depleted their reserves; litigation as an example; typically 

buyer expense; must inquire as to amount 
• Transfer/Setup Fee:  transfers all information and documentation into the buyer’s name; 

estimate $300 
 

• MISC Costs 
1. Home Inspection:  inspect all systems and appliances; estimate $400+ 
2. Misc. Inspections:  roof, termite, well, etc.; call inspectors for estimates 
3. Home Warranty:  insures covered systems and appliances; estimate $495+ 

 
III. Seller’s Closing Costs 
 
 A. Mortgage Costs 

1. Appraisal Fee:  to verify the property value; negotiable; commonly paid for by buyer up-
front and reimbursed by seller at closing; appx. $500 

 
B. Escrow/Title Fees 

1. Recording/E-recording Fee:  for recording certain seller documents in the county records; 
estimate $75 

2. Escrow Fee:  this the escrow company’s fee to close the transaction; buyer and seller split 
this fee 50/50; see escrow/title charts for fee based on sale price 

3. Owner’s Title Insurance Policy:  provides a title policy for the benefit of the buyer; see 
escrow/title charts for fee based on sale price 

4. Mobile Notary:  notary public who is mobile and travels to clients to sign closing 
documents when escrow agent will not; estimate $200 

5. Reconveyance Fee:  seller’s lender may charge to pay off the existing loan; check with 
lender 

6. Real Property Transfer Tax:  seller pays this tax upon closing; $5.10 per every $1,000 of 
value (Clark County). 

7. Misc. Prorations: water, sewer, garbage, CIC, bill etc. 
 

C. Broker’s Fees 
1. Brokerage Fee to Seller’s Broker:  if you represent the seller, you will know this 

percentage and be able to calculate. 
2. Brokerage Fee to Cooperating Broker:  Even though your seller isn't committed to a 

cooperative commission, depending on market conditions, you may want to include it in the 
seller's estimated costs 

3. Additional Compensation to Broker:  transaction fee; $495 is common 
 

D. CIC Fees 
1. CIC Demand Fee: requests “pay off” statement showing any delinquent dues or fees; must 

contact the association 
2. Resale Package:  contains all CIC documents including CC&Rs; required by Nevada law 

to be paid by seller; estimate $300 
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E. Misc. Costs 

1. Home Warranty:  if requested by buyer in offer; estimate $495+ 
2. Deposits & Rents:  for current tenants; see existing lease if applicable  
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CONTRACTS QUIZ 
 

1. Which form is required in every Nevada residential real estate transaction? 
 

a. Seller’s Real Property Disclosure 
b. Duties Owed by a Nevada Real Estate Licensee 
c. Consent to Act 
d. HUD-1 

 
2. A Nevada real estate licensee must provide the Duties Owed form to all of the following 

EXCEPT: 
 

a. the party for whom the licensee is acting as an agent. 
b. an unrepresented party in a transaction. 
c. the client. 
d. the customer. 

 
3. The duty owed to both the client and the customer is: 

 
a. disclose all known material facts. 
b. seek a transaction at a price and terms acceptable to the party represented. 
c. maintain confidentiality for up to one year after the termination of the agency. 
d. present all offers as soon as possible. 

 
4. NAC 645.637 states the licensee shall clearly disclose, in writing, to the client the relationship 

of the licensee as the agent of the client or the status of the licensee acting as a principal.  This 
disclosure must be made: 

 
a. immediately after signing the brokerage agreement. 
b. immediately at first point of contact. 
c. prior to signing any other real estate document. 
d. at least three business days prior to the closing. 

 
5. The escrow fee in Clark County is customarily paid for by whom? 

 
a. the seller 
b. the buyer 
c. split evenly between the seller and buyer 
d. None of the above 

 
6. A property sold for $300,000 and the buyer will be obtaining financing for a $270,000 loan.  

What is the amount of the Real Property Transfer Tax and who will typically pay it? 
 

a. $1,422.90 paid by the buyer 
b. $1,530.00 paid by the buyer 
c. $1,422.90 paid by the seller 
d. $1,530.00 paid by the seller 
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7. What is the standard broker’s commission in Nevada? 
 
a. 5% 
b. 6% 
c. 7% 
d. None of the above 

 
8. The listing agreement type preferred by the broker is the: 

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

 
9. An advantage of the exclusive right to sell agreement over an exclusive agency listing is: 

 
a. if a buyer is introduced to the property while the property is listed, the broker’s commission 

is protected for a period of time after the listing expiration. 
b. the broker has exclusivity, requiring cooperating broker to go through the listing broker with 

any offers. 
c. if the seller finds the buyer on his or her own, a commission is due to the listing broker. 
d. There are no significant differences between the two types of listings. 

 
10. Which of these is considered personal property rather than a part of the real property being 

conveyed? 
 

a. trash compactor 
b. refrigerator 
c. dishwasher 
d. garbage disposal 

 
11. What determines the broker’s commission charged to the seller? 

 
a. whatever is customary in the market 
b. local association of REALTORS® policy 
c. the Nevada Real Estate Division guidelines 
d. the negotiations between the seller and the broker 

 
12. If a buyer of the same firm as the listing agent finds a buyer willing to purchase the listing, the 

agent working with the buyer:          (reference ER paragraph 7c) 
 

a. will represent the buyer only. 
b. becomes a designated agent. 
c. will not need to have a Consent to Act form signed. 
d. All of the above 
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13. The seller will have to provide a lead-based paint disclosure form if the house was built prior 
to: 

 
a. 1978 
b. 1981 
c. 1986 
d. None of the above 

 
14. According to NRS 116.4109, the CIC resale package must be paid for by: 

 
a. the buyer. 
b. the seller. 
c. the buyer and seller equally. 
d. the broker. 

 
15. FIRPTA pertains to: 

 
a. financing. 
b. consumer protection. 
c. non-U.S. citizens. 
d. title insurance. 

 
16. “Time is of the essence” means: 

 
a. the event referred to must take place within a reasonable period of the estimated date. 
b. the parties must perform as soon as possible. 
c. the seller must act urgently. 
d. if a deadline to complete a requirement is specified, it must be completed on or before that 

date or face the consequences. 
 

17. The parties to a listing agreement are: 
 

a. the seller and the salesperson. 
b. the broker and the customer. 
c. the principal and the broker. 
d. the salesperson and the client. 

 
18. The most reliable comparables found in the MLS™ are the: 

 
a. active listings. 
b. pending listings. 
c. sold listings. 
d. expired listings. 
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19. An advantage to the agent of hand completing the net sheet versus using an app, is: 
 

a. the agent can explain how the calculation or estimate was derived. 
b. the agent can explain what the fee is for. 
c. the agent can explain why the client is the party to pay it. 
d. All of the above 

 
20. When acting as an agent for both parties in the transaction: 

 
a. the seller must give consent. 
b. the seller must agree to the relationship in writing. 
c. the seller must sign the Consent to Act form. 
d. All of the above 
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