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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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I. Course Overview:   
  
You will be asked to play the role of a transaction coordinator, office branch manager, or even the broker. One 
of your daily duties is to check the files on new transactions submitted by your associates. You are about to 
check the following new listing and resulting sale. 
 
You have been provided a case study with prepared contract forms including the listing agreement, buyer 
brokerage agreement, and residential purchase agreement which all have errors and will be asked to find and 
correct those errors in this exercise to better understand and prepare our contracts and forms. 
 

• Listing Agreement 
• Buyer Brokerage Agreement 
• Residential Purchase Agreement 
• Duties Owed 
• Consent to Act 
• Cost Sheet/Net Proceeds 

 
II. Case Study 

 
Daniel and Michelle Agnew are selling their home at 8524 Estrelita Drive, Las Vegas through your 
associate, Tom Peters, at a list price of $699,000.  
 
Please review all the paperwork submitted by your agents and “Catch Me If You Can!”  Identify all the 
errors in the following paperwork. 

 
The Listing Pages 6 - 22 

 
The following pages were submitted by listing agent, Tom, when he first took the listing.  Please circle, 
highlight, and/or make notes next to any errors you might find. 
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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+ 
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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:  if you represent the seller, you will know this 

percentage and be able to calculate. 
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 

 
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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III. Case Study (continued) 
 
The Sale:  Pages 24 – 41 

 
The following documents were submitted by Tom Peters.  Tom now found a buyer for his own listing and 
consummated a sale for his buyers, Joe and Victoria Bippart and his sellers, the Agnews.  Please circle, 
highlight, and/or make notes next to any errors you might find. 
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IV. Nevada Contract Laws 
 
The Commission may require a licensee, property manager or owner-developer to pay an 
administrative fine of not more than $10,000 for each violation he or she commits or suspend, revoke, 
deny the renewal of or place conditions upon his or her license… is found guilty of: 
 
NRS 645.254  Additional duties of licensee entering into brokerage agreement to represent client in 
real estate transaction.  A licensee who has entered into a brokerage agreement to represent a client in a 
real estate transaction: 
      1.  Shall exercise reasonable skill and care to carry out the terms of the brokerage agreement and to carry 
out his or her duties pursuant to the terms of the brokerage agreement; 
      2.  Shall not disclose confidential information relating to a client for 1 year after the revocation or 
termination of the brokerage agreement, unless he or she is required to do so pursuant to an order of a court of 
competent jurisdiction or is given written permission to do so by the client; 
      3.  Shall seek a sale, purchase, option, rental or lease of real property at the price and terms stated in the 
brokerage agreement or at a price acceptable to the client; 
      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; 
      5.  Shall disclose to the client material facts of which the licensee has knowledge concerning the 
transaction; 
      6.  Shall advise the client to obtain advice from an expert relating to matters which are beyond the 
expertise of the licensee; and 
      7.  Shall account for all money and property the licensee receives in which the client may have an interest 
as soon as is practicable. 
 
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. 
 
NRS 645.320  Requirements for exclusive agency representation.  Every brokerage agreement which 
includes a provision for an exclusive agency representation must: 
      1.  Be in writing. 
      2.  Have set forth in its terms a definite, specified and complete termination. 
      3.  Contain no provision which requires the client who signs the brokerage agreement to notify the real 
estate broker of the client’s intention to cancel the exclusive features of the brokerage agreement after the 
termination of the brokerage agreement. 
      4.  Be signed by both the client or his or her authorized representative and the broker or his or her 
authorized representative in order to be enforceable. 
 
NRS 645.633  Additional grounds for disciplinary action: Improper trade practices; violations of 
certain orders, agreements, laws and regulations; criminal offenses; other unprofessional and 
improper conduct; reciprocal discipline; violations relating to property management; log of 
complaints. 
 
   (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. 
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NRS 645.635  Additional grounds for disciplinary action: Unprofessional and improper conduct 
relating to real estate transactions.  The Commission may take action pursuant to NRS 645.630 against 
any person subject to that section who is guilty of: 
 
       2.  Negotiating a sale, exchange or lease of real estate, or communicating after such negotiations but 
before closing, directly with a client if the person knows that the client has a brokerage agreement in force in 
connection with the property granting an exclusive agency, including, without limitation, an exclusive right to 
sell to another broker, unless permission in writing has been obtained from the other broker. 
      3.  Failure to deliver within a reasonable time a completed copy of any purchase agreement or offer to buy 
or sell real estate to the purchaser or to the seller, except as otherwise provided in subsection 4 of NRS 
645.254. 
      5.  Representing to any lender, guaranteeing agency or any other interested party, verbally or through the 
preparation of false documents, an amount in excess of the actual sale price of the real estate or terms 
differing from those actually agreed upon. 
      8.  Failure to submit all written bona fide offers to a seller when the offers are received before the seller 
accepts an offer in writing and until the broker has knowledge of that acceptance, except as otherwise 
provided. 
 
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. 
 
NAC 645.605  Considerations in determining certain misconduct by licensee. 
    7.  Has ensured that each agreement for the sale, lease or management of property or time shares is 
contained in a written agreement that has been signed by all parties and that his or her real estate broker and 
each party to the real estate transaction has a copy of the written agreement. 
      8.  Has obtained all changes of contractual terms in writing and whether such changes are signed or initialed 
by the parties concerned. 
 
NAC 645.632 Notification of rejection of offer or counteroffer.   
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. same is true of representing the buyer 
 
 
 
V. Final Discussions/Evaluations/Certificates 

https://www.leg.state.nv.us/nrs/nrs-645.html#NRS645Sec630
https://www.leg.state.nv.us/nrs/nrs-645.html#NRS645Sec254
https://www.leg.state.nv.us/nrs/nrs-645.html#NRS645Sec254
https://www.leg.state.nv.us/NRS/NRS-645.html#NRS645Sec050
https://www.leg.state.nv.us/NRS/NRS-645.html#NRS645Sec190
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