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Vic Knight has been a NC licensed real estate Broker since 1983, a NC Certified 
General Appraiser, Past-President of the NC Association of REALTORS®, a Past-Chair 
of the National Association of REALTORS® Appraisal Committee, and vice-chair as a 
ƳŜƳōŜǊ ƻŦ ǘƘŜ .ƻŀǊŘ ƻŦ ¢ǊǳǎǘŜŜǎ ƻŦ ¢ƘŜ !ǇǇǊŀƛǎŀƭ CƻǳƴŘŀǘƛƻƴΦ ±ƛŎΩǎ 40+ years in 
the real estate business includes owning and managing a Century 21 residential 
brokerage firm, extensive residential and commercial development, owning and 
managing a residential property management company and currently is owner of 
Appraizr.com, a real estate consulting and full service residential and commercial 
appraisal firm, and co-founder of START School of Real Estate, LLC, a real estate 
education school focused on student success in real estate sales & management. 

Vic is a ά/ŜǊǘƛŦƛŜŘέ LƴǎǘǊǳŎǘƻǊ ŀƴŘ ŀ graduate of (ITI) the Instructor Training Institute 
and a DREI Candidate. Vic has authored and taught numerous real estate brokerage 
CE courses since 1998, and also teaches Pre-licensing and Post-licensing classes.  

Vic holds a BS in Civil Engineering from NC State University and was a practicing 
professional engineer with the Bechtel Corporation, a multi-national construction 
and engineering firm based in San Francisco, prior to his real estate profession.  

Vic was a Governors appointee to the NC Real Estate Commission in 2009 and 
served as Chairman from 2013 through 2014. Vic currently serves on the NC State 
.ŀǊΩǎ .ƻŀǊŘ ƻf Legal Specialization. 
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READ IMMEDIATELY UPON CHECKING IN 
Basic CE Requirement (21 NCAC 58A.1702) 

The CE requirement to maintain a license on active status is eight (8) classroom hours 
per year (each license period) consisting of the annual four (4) hour Real Estate Update 
course (mandatory for all Brokers) and a four (4) hour elective each license year. 

Important Points to Note 

¶ Newly licensed Brokers do NOT need to take any CE prior to their first license 

renewal but must satisfy the CE requirement prior to their second license renewal. 

¶ A course may not be taken for CE credit twice in the same license period. Make sure 

you have not already taken this course during the current license period. 

¶ If your license is inactive, you should check with the Commission to ascertain the 

amount of CE you need to activate your license. 

Attendance Requirement 

In order to receive CE credit for a course, students must attend the entire scheduled 
class session. Education Providers and instructors may, on an individual basis, excuse 
a student for good reason for up to 10% of the scheduled class session (20 minutes for 
a 4-hour class); however, a student must attend a minimum of 90% of the scheduled 
class in order to receive a course completion certificate and CE credit. No exceptions 
to the 90% attendance requirement are permitted for any reason. However, a student 
may NOT miss any of the last 20 minutes of any 4-hour CE course session. 

Student Participation Requirement 
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To assure the mandatory continuing education program will be of high quality, 
students must comply with the following participation standards: 

A student shall direct his active attention to the instruction being provided and refrain 
from engaging in activities unrelated to the instruction which are distracting to other 
students or the instructor, or which otherwise disrupt the orderly conduct of a class. 
Examples of Prohibited Conduct: Sleeping; reading a newspaper or book; performing 
office work; carrying on a conversation with another student; making or receiving a 
phone call on a cellular phone; receiving a page on a pager that makes a noise; loudly 
rattling or shifting papers; or repeatedly interrupting and/or challenging the instructor 
in a manner that disrupts the teaching of the course. 

Education Providers and instructors will enforce student participation standards. 
Education Providers will NOT issue a course completion certificate to Broker who 
violates the standards and will report inappropriate behavior to the Commission. 

Course Completion Reporting 

Education Providers are responsible for reporting course completion information to 
the Commission via the Internet within 7 days of course completion. Brokers are 
responsible for assuring that the real estate license number that they provide to the 
course sponsor is correct. 

Address comments/complaints on courses, instructors, and/or sponsors to: 

Education Approval & Renewal Officer 
North Carolina Real Estate Commission  (919) 875-3700 
P.O. Box 17100      EDUC@NCREC.gov 
Raleigh, North Carolina 27619-7100 

 

Certificates of Course Completion 

Education Providers will provide each Broker who satisfactorily completes an 
approved CE course a Certificate of Completion on a form prescribed by the 
Commission. ¢ƘŜ ŎŜǊǘƛŦƛŎŀǘŜ ǎƘƻǳƭŘ ōŜ ǊŜǘŀƛƴŜŘ ŀǎ ǘƘŜ .ǊƻƪŜǊΩǎ ǇŜǊǎƻƴŀƭ ǊŜŎƻǊŘ ƻŦ 
course completion. It should not be submitted to the Commission unless the 
Commission specifically requests it. 

Always check your ŎǳǊǊŜƴǘ ȅŜŀǊΩǎ /9 ŎǊŜŘƛǘǎ ƻƴƭƛƴŜ ŀǘ ǘƘŜ /ƻƳƳƛǎǎƛƻƴΩǎ ǿŜōǎƛǘŜΥ 
www.NCREC.gov.   

http://www.ncrec.gov/
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Purpose of the Course:  

The purpose of the course is to prepare Brokers with competent methods to 
prepare a CMA or BPO that fulfills the brokers fiduciary duties to their Seller or 
Buyer client when providing advice on pricing a property to sale, buy or lease. The 
intent is to also maintain Objectivity, Impartiality and Independence when 
preparing a CMA or BPO. This course also covers the Fiduciary Duties and 
regulatory responsibilities of a NC Real Estate Broker working on behalf of a Seller 
Client which includes the professional analysis and preparation of a CMA report 
ŜȄǇƭŀƛƴƛƴƎ ǿƘȅ ŀ ǎǇŜŎƛŦƛŎ ƳŀǊƪŜǘƛƴƎ ǇǊƛŎŜ ōŜǎǘ ǊŜǇǊŜǎŜƴǘǎ ǘƘŜ ŎƭƛŜƴǘΩǎ ƛƴǘŜǊŜǎǘ ŀƴŘ 
most probable sales price that the market will pay. Such a Duty is the same 
regardless if the Broker is preparing a CMA/PBO or providing any other advice when 
marketing a property. This course further explains the simultaneous application of 
the Law of Agency to all brokerage services provided, including the analysis and 
preparation of a CMA. 

The North Carolina Real Estate Commission (NCREC) is charged with regulating 
licensed brokers who are engaged in the preparation of a CMA or BPO specifically 
to benefit Seller or Buyer clients in transactions involving buying, selling, or leasing 
properties located in North Carolina. This course is specifically designed to help 
brokers better understand, and be in compliance with, the NC North Carolina Real 
Estate License Law and Commission Rules when pricing properties on behalf of 
clients while practicing real estate brokerage. 

COURSE OBJECTIVES: 

The primary objective of this course is to prepare brokers with the knowledge, skill, 
and competency to be better prepared to assist and advise Seller or Buyer clients 
with the applicable Real Estate License Law (93A) and the NCREC Rules (AC 21.58A) 
related to preparing a CMA. Brokers will be better prepared to competently 
develop a CMA under their brokerage practice by being better prepared to protect 
the consuming public through their actions and the firms they are affiliated with.  
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COURSE Overview: 

¢ȅǇƛŎŀƭƭȅΣ ǘƘŜ ƴǳƳōŜǊ ƻƴŜ ǉǳŜǎǝƻƴ ǘƘŀǘ ōƻǘƘ ǎŜƭƭŜǊǎ ŀƴŘ ōǳȅŜǊǎ ŀǎƪ ƛǎ Ƙƻǿ ƳǳŎƘ ƛǎ 
ƛǘΚ !ƭǘƘƻǳƎƘ ǘƘŜȅ Ƴŀȅ ǇƘǊŀǎŜ ǘƘŜ ǉǳŜǎǝƻƴ ŘƛũŜǊŜƴǘƭȅΣ ōƻǘƘ ǎŜƭƭŜǊǎ ŀƴŘ ōǳȅŜǊǎ ǿŀƴǘ 
ǘƻ ƪƴƻǿ ǘƘŜ ǎŀƳŜ ōƻǧƻƳπƭƛƴŜ ŀƴǎǿŜǊΥ ²Ƙŀǘ ƛǎ ǘƘŜ ǇǊƛŎŜΚ 

{ŜƭƭŜǊǎ ŀƴŘ ōǳȅŜǊǎ ŜȄǇŜŎǘ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊǎ ǿƘƻ ǘƘŜȅ ŜƳǇƭƻȅ ǘƻ ǇǊƻǾƛŘŜ ƻƴπ
ǘŀǊƎŜǘΣ ƛƴŦƻǊƳŜŘΣ ŀƴŘ ƻōƧŜŎǝǾŜ ŀŘǾƛŎŜ ƻƴ tǊƛŎŜΦ hũπǘŀǊƎŜǘ ǇǊƛŎƛƴƎ Ƙŀǎ ǎŜǊƛƻǳǎ 
ŎƻƴǎŜǉǳŜƴŎŜǎτōǳȅŜǊǎ ƻǾŜǊǇŀȅƛƴƎΣ ǎŜƭƭŜǊǎ ǊŜŎŜƛǾƛƴƎ ƭŜǎǎ ǘƘŀƴ ƳŀǊƪŜǘ ǇǊƛŎŜΣ 
ŬƴŀƴŎƛƴƎ ƛǎǎǳŜǎΣ ōŜƛƴƎ ŘƛǎǎŀǝǎŬŜŘΣ ŀƴŘ Ǉƻǎǎƛōƭȅ ōŜŎƻƳƛƴƎ ŀ ƭƛǝƎƛƻǳǎ ŎƭƛŜƴǘΦ  

tǊŜǇŀǊƛƴƎ ǘƘŜ /a! ƛǎ ŀƴ ŜǎǎŜƴǝŀƭ ǎƪƛƭƭ ŦƻǊ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊǎΦ  ²ƻǊƪƛƴƎ ǘƘǊƻǳƎƘ ǘƘŜ 
ǇǊƻŎŜǎǎ ƻŦ ŀ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ ό/a!ύ ǇǊƻǾƛŘŜǎ ŀ ǝƳŜƭȅ ŀƴŘ ƻōƧŜŎǝǾŜ 
ƻǇƛƴƛƻƴ ƻŦ ǇǊƛŎŜ ƻǊ ǇǊƛŎŜπǊŀƴƎŜ ōŀǎŜŘ ƻƴ ǘƘŜ ƳŀǊƪŜǘ ǊŜŀƭƛǝŜǎ ƛƴ ǘƘŜ ŀǊŜŀ ƻŦ ǘƘŜ 
ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅΦ ¢ƘŜ ǿŜƭƭπŘŜǾŜƭƻǇŜŘ /a! ǇǊŜǇŀǊŜǎ ǎŜƭƭŜǊǎΣ ƎǳƛŘŜǎ ōǳȅŜǊǎΣ ŀƴŘ 
ƘŜƭǇǎ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊǎ ŘŜǾŜƭƻǇ ŀƴ ŀǇǇǊƻǇǊƛŀǘŜ ƳŀǊƪŜǘπŘŜǊƛǾŜŘ ǇǊƛŎƛƴƎ ǎǘǊŀǘŜƎȅΦ 

An appropriately developed pricing strategy focuses on building a ōǊƻƪŜǊǎΩ 
knowledge base and sharpening a ōǊƻƪŜǊΩǎ skills so that seller and buyer clients feel 
they can rely on the ōǊƻƪŜǊǎΩ recommendations when it comes to pricing a 
property. Although the CMA may be used for a variety of purposes, this course 
focuses on its purpose in selling and buying residential real estate. 

An excerpt from Appendix B [Definitions] of Chapter 15 of the North Carolina Real 
Estate Manual [Real Estate Valuation], describes the Duty under the Law of Agency 
& the Duty under License Law  as follows: 
 

Brokers are required by NC General Statute 93A (Real Estate License Law) to 
comply with all NC Real Estate License Laws and NC Real Estate Commission 
Rules. License Law authorizes the Commission to take disciplinary action 
ŀƎŀƛƴǎǘ ǘƘŜ ōǊƻƪŜǊ ŦƻǊ άΧ ƳŀƪƛƴƎ any willful or negligent misrepresentation 
ƻǊ ŀƴȅ ǿƛƭƭŦǳƭ ƻǊ ƴŜƎƭƛƎŜƴǘ ƻƳƛǎǎƛƻƴ ƻŦ ŀ ƳŀǘŜǊƛŀƭ ŦŀŎǘ Χέ ώbΦ/ΦDΦ{Φ §93A-6(a)-
мϐ ŀƴŘ ŦƻǊ άΧΦ .ŜƛƴƎ ǳƴǿƻǊǘƘȅ ƻǊ ƛƴŎƻƳǇŜǘŜƴǘ ǘƻ ŀŎǘ ŀǎ ŀ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊ 
in a manner as to endanger the interest of the public [N.C.G.S. §93A-6(a)-уϐΦέ 

 
ά¢ƘǳǎΣ ŀ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊ ǇŜǊŦƻǊƳƛƴƎ ŀƴȅ ōǊƻƪŜǊŀƎŜ ǎŜǊǾƛŎŜΣ ƛƴŎƭǳŘƛƴƎ /a! 
or BPO, must perform such service in a competent manner that avoids 
making misrepresentation or omission of a material fact such as the probable 
selling or leasing price of a propeǊǘȅΦέ 
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Violation of §N.C.G.S. 93A and/or NC Real Estate Commission Rules may subject a 
broker to disciplinary action for failure to comply. It must also be noted that 
violating any NC Real Estate Commission Rule is also violating NC Real Estate 
Commission Law: [§N.C.G.S. 93A-6(a)(15)]. 
 
An additional concept that brokers must understand is that of Improper Dealing 
[§N.C.G.S. 93A-6(a)(10)]. This broad provision prohibits a real estate broker from 
ŜƴƎŀƎƛƴƎ ƛƴ άŀƴy other conduct which constitutes  improper, fraudulent or 
ŘƛǎƘƻƴŜǎǘ ŘŜŀƭƛƴƎǎΦέ ¢ƘŜ ŘŜǘŜǊƳƛƴŀǘƛƻƴ ŀǎ ǘƻ ǿƘŜǘƘŜǊ ǇŀǊǘƛŎǳƭŀǊ ŎƻƴŘǳŎǘ 
ŎƻƴǎǘƛǘǳǘŜǎ άƛƳǇǊƻǇŜǊΣ ŦǊŀǳŘǳƭŜƴǘ ƻǊ ŘƛǎƘƻƴŜǎǘ ŘŜŀƭƛƴƎǎέ ƛǎ ƳŀŘŜ ōȅ ǘƘŜ b/ wŜŀƭ 
Estate Commission on a case-by-case basis. Therefore, a broad range of conduct 
might be found objectionable under this provision, depending on the facts of the 
case. One category of conduct which violates this provision is any breach of the 
duty to exercise skill, care, and diligence on behalf of a client under the Law of 
Agency, and brokers are required to fulfill their fiduciary duties to their clients. 
 
¢ƻ ǘƘŜǎŜ ǇƻƛƴǘǎΣ ǘƘŜ b/ wŜŀƭ 9ǎǘŀǘŜ aŀƴǳŀƭ ŎƭŜŀǊƭȅ ǎǘŀǘŜǎ ά¦ƴŘŜǊ ǘƘŜ ƭŀǿ ƻŦ ŀƎŜƴŎȅΣ 
a real estate agent owes their client a duty to serve the client with skill, care and 
ŘƛƭƛƎŜƴŎŜ ƛƴŎƭǳŘƛƴƎ ŀƴȅ ƛƴŦƻǊƳŀǘƛƻƴ ƭƛƪŜƭȅ ǘƻ ƛƴŦƭǳŜƴŎŜ ǘƘŜ ŎƭƛŜƴǘΩǎ ŘŜŎƛǎƛƻƴΦ ¢Ƙƛǎ 
means that a real estate agent has a duty to provide competent expert advice and 
assistance, and this includes the duty to provide the client with reliable information 
relating to the probable selling or leasing price of a property. Furthermore, a real 
estate broker must possess the competence needed to properly perform a CMAΦέ 
 
Therefore, the primary objective of this course is to help brokers master a pricing 
strategy and their skills in assisting Clients with pricing residential properties, 
ŎǊŜŀǘƛƴƎ ŀƴŘ ǇǊŜǎŜƴǘƛƴƎ ŎƻƳǇŀǊŀǘƛǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎŜǎ ό/a!ΩǎύΣ ŜȄǇƭŀƛƴƛƴƎ ǇǊƛŎƛƴƎ 
ǊŜŎƻƳƳŜƴŘŀǘƛƻƴǎΣ ŘƛǎǇŜƭƭƛƴƎ ōǳȅŜǊΩǎ ϧ ǎŜƭƭŜǊΩǎ misperceptions, and anxieties 
about pricing strategies, while keeping up to date on local market developments. 
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How to Get the Most from this Course 

1) ASK QUESTIONS.  If you have a question, ask away! If you have an in-depth 
situation or issue you would like to discuss, please approach the instructor 
during breaks or after the course. Even though your instructor has a substantial 
amount of subject knowledge, he is limited to presenting the course information 
in the allotted course time. So, be respectful of his time and your fellow 
ǎǘǳŘŜƴǘΩǎ ǘƛƳŜ ǿƘŜƴ ŀǎƪƛƴƎ ǉǳŜǎǘƛƻƴǎΦ 

 
2) TAKE NOTES.  Why let even one good idea get away? Taking notes will help you 

concentrate and organize your thoughts. Plus, they will allow you to take a 
άǊŜŦǊŜǎƘŜǊέ ŀƴȅǘƛƳŜ ƛƴ ǘƘŜ ŦǳǘǳǊŜΦ Hint: The course materials are YOURS; make 
your notes clear as you write them. Few people ever have the luxury of rewriting 
their notes, no matter how good their intentions are.  

 
3) RELATE WHAT YOU LEARN TO YOURSELFΦ  5ƻ ƴƻǘ ǎŜǘǘƭŜ ŦƻǊ άŀōǎǘǊŀŎǘέ 

knowledge.  Have your current problems, conflicts, and interests foremost in 
your mind.  As you learn new approaches and techniques, relate them to your 
own situation.  Apply the NC Real Estate License Law and NC Real Estate 
Commission Rules to your everyday brokerage service. 

 

4) MAKE A COMMITMENT TO REVIEW YOUR NOTES.  Take the time to review the 
notes you took. Concern yourself with what you can learn to improve your 
competency and effectiveness in applying your newly found knowledge to every 
residence you list, sell, or lease from now on.  

 
5) BE PREPARED.  When preparing yourself or the properties you and your firm 

represent, be careful to note the appropriate details of the property you are 
preparing a CMA on by diligently inspecting those properties carefully. 
Assemble a comprehensive list of questions to ask your seller clients about the 
relevant issues that will help facilitate a transaction that best benefits your 
clients in the normal course of your real estate brokerage practice.  
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Section 1   

The Legal Basis of a CMA for Seller 
& Buyer Clients. 

 

Learning Objective: 
Brokers will be able to competently identify and relate Article 6 of Real Estate 
License Law (93A) with a ōǊƻƪŜǊΩǎ compliance responsibilities to their Buyer and 
Seller Clients when preparing a CMA.  

Article 6 - § 93A 

Broker Price Opinions and Comparative Market Analyses 

§ 93AȤ82. Definitions. 

!ǎ ǳǎŜŘ ƛƴ ǘƘƛǎ !ǊǘƛŎƭŜΣ ǘƘŜ ǘŜǊƳǎ άōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴέ ŀƴŘ άŎƻƳǇŀǊŀǘƛǾŜ 
ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎέ ƳŜŀƴ ŀƴ ŜǎǘƛƳŀǘŜ ǇǊŜǇŀǊŜŘ ōȅ ŀ ƭƛŎŜƴǎŜŘ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊ 
that details the probable selling price or leasing price of a particular parcel of 
or interest in property and provides a varying level of detail about the 
ǇǊƻǇŜǊǘȅΩǎ ŎƻƴŘƛǘƛƻƴΣ ƳŀǊƪŜǘΣ ŀƴŘ ƴŜƛƎƘōƻǊƘƻƻŘΣ ŀƴŘ ƛƴŦƻǊƳŀǘƛƻƴ ƻƴ 
comparable properties, but does not include an automated valuation model. 

COMENT: 

¢ƘŜ ŎŜƴǘǊŀƭ Ǉƻƛƴǘ ƛƴ ǘƘŜ ŘŜŦƛƴƛǘƛƻƴ ƻŦ .thΩǎ ϧ /a!Ωǎ ƛǎ ǘƘŜ ǇƘǊŀǎŜ άthe probable 
selling price or leasing priceέΣ ǿƘƛŎƘ ƛǎ ŜǎǎŜƴǘƛŀƭƭȅ ǘƘŜ ǎŀƳŜ ƭŀƴƎǳŀƎŜ .ǊƻƪŜǊǎ 
ƻǇŜǊŀǘŜŘ ǳƴŘŜǊ ǿƘŜƴ ǇǊŜǇŀǊƛƴƎ ŎƻƳǇŀǊŀǘƛǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ ό/a!Ωǎύ ǇǊƛƻǊ ǘƻ ǘƘŜ 
enactment of Article 6 of the 93A-82 & 83 Statute. 

NOTE: this course will focus primarily on competently developing a CMA on 
άwŜǎƛŘŜƴǘƛŀƭ tǊƻǇŜǊǘƛŜǎέ όǎƛƴƎƭŜ-family 1ς4-unit properties), even though the 
capitalization method will be covered for the benefit to commercial brokers. 
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§ 93AȤ83. Broker price opinions and comparative market analyses for a fee. 

(a) Authorized. ς A person licensed under this Chapter, other than a provisional 
broker, may prepare a broker price opinion or comparative market analysis 
and charge and collect a fee for the opinion if: 

(1) The license of that licensee is active and in good standing; and  

(2) The broker price opinion or comparative market analysis meets the 
requirements of subsection (c) of this section.  

(3) The requirements of this Article shall not apply to any broker price 
opinion or comparative market analysis performed by a licensee for no fee 
or consideration. 

(b) For Whom Opinion May Be Prepared. ς Notwithstanding any provision to the 
contrary, a person licensed under this Chapter may prepare a broker price opinion 
or comparative market analysis for any of the following: 

(1) An existing or potential seller of a parcel of real property. 

(2) An existing or potential buyer of a parcel of real property.  

(3) An existing or potential lessor of a parcel of or interest in real property.  

(4) An existing or potential lessee of a parcel of or interest in real property. 

(5) A third-party making decisions or performing due diligence related to the 
potential listing, offering, sale, option, lease, or acquisition price of a parcel 
of or interest in real property. 

(6) An existing or potential lienholder or other third party for any purpose 
other than as the basis to determine the value of a parcel of or interest in 
property, for a mortgage loan origination, including first and second 
mortgages, refinances, or equity lines of credit. 

(7) The provisions of this subsection do not preclude the preparation of a 
broker price opinion or comparative market analysis to be used in 
conjunction with or in addition to an appraisal. 

(c) Required Contents of a Broker Price Opinion or Comparative Market Analysis. ς 
A broker price opinion or comparative market analysis shall be in writing and 
conform to the standards provided in this Article that shall include, but are not 
limited to, the following: 
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(1) A statement of the intended purpose of the broker price opinion or 
comparative market analysis. 

(2) A brief description of the subject property and property interest to be 
priced. 

(3) The basis of reasoning used to reach the conclusion of the price, including 
the applicable market data or capitalization computation. 

(4) Any assumptions or limiting conditions. 

(5) A disclosure of any existing or contemplated interest of the broker issuing 
the broker price opinion, including the possibility of representing the 
landlord/tenant or seller/buyer. 

(6) The effective date of the broker price opinion. 

(7) The name and signature of the broker issuing the broker price opinion 
and broker license number. 

(8) The name of the real estate brokerage firm for which the broker is acting. 

(9) The signature date. 

όмлύ ! ŘƛǎŎƭŀƛƳŜǊ ǎǘŀǘƛƴƎ ǘƘŀǘ ά¢Ƙƛǎ ƻǇƛƴƛƻƴ ƛǎ ƴƻǘ ŀƴ ŀǇǇǊŀƛǎŀƭ ƻŦ ǘƘŜ ƳŀǊƪŜǘ 
value of the property and may not be used in lieu of an appraisal. If an 
appraisal is desired, the services of a licensed or certified appraiser shall be 
obtained. This opinion may not be used by any party as the primary basis to 
determine the value of a parcel of or interest in real property for a mortgage 
loan origination, including first and second mortgages, refinances, or equity 
ƭƛƴŜǎ ƻŦ ŎǊŜŘƛǘΦέ 

(11) A copy of the assignment request for the broker price opinion or 
comparative market analysis. 

(d) Rules. ς The North Carolina Real Estate Commission shall have the power to 
adopt rules that are not inconsistent with the provisions in this Article. 

(e) Additional Requirements for Electronic or Form Sub mission. ς In addition to the 
requirement of subsection (c) of this section, if a broker price opinion is submitted 
electronically or on a form supplied by the requesting party, the following 
provisions apply: 

(1) A signature required by subdivision (7) of subsection (c) of this section 
may be an electronic signature, as defined in G.S. 47-16.2. 
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(2) A signature required by subdivision (7) of subsection (c) of this section 
and the disclaimer required by subdivision (10) of subsection (c) of this 
section may be transmitted in a separate attachment if the electronic format 
or form supplied by the requesting party does not allow additional 
comments to be written by the licensee. The electronic format or form 
supplied by the requesting party shall do the following: 

a. Reference the existence of a separate attachment. 

b. Include a statement that the broker price opinion or comparative 
market analysis is not complete without the attachment. 

(f ) Restrictions. ς Notwithstanding any provisions to the contrary, a person licensed 
pursuant to this Chapter may not knowingly prepare a broker price opinion or 
comparative market analysis for any purpose in lieu of an appraisal when an 
appraisal is required by federal or State law. A broker price opinion or comparative 
market analysis that estimates the value of or worth a parcel of or interest in real 
estate rather than sales or leasing price shall be deemed to be an appraisal and may 
not be prepared by a licensed broker under the authority of this Article, but may 
only be prepared by a duly licensed or certified appraiser, and shall meet the 
regulations adopted by the North Carolina Appraisal Board. A broker price opinion 
or comparative market analysis shall not under any circumstances be referred to as 
a valuation or appraisal. 

(g) No Report of Predetermined Result. ς A broker price opinion or comparative 
market analysis shall not include the reporting of a predetermined result. (2012-
163, s. 2; 2012-194, s. 61.) 

COMENTS: 

§ 93AȤ83 authorizes persons licensed under § 93A (NC Real Estate License Law), 
other than a provisional broker, the lawful opportunity to prepare, under certain 
situations, a BPO or CMA and charge and collect a fee for such an opinion. 

Note especially that under subsection (a) of § 93AȤ83 Provisional Brokers may NOT 
ǇǊŜǇŀǊŜ .thΩǎ ƻǊ /a!Ωǎ ŀƴŘ ŎƘŀǊƎŜ or collect a fee. ONLY Non-Provisional Brokers 
(Full Brokers) can perform such services and charge and collect a fee. 

A discussion of the three (3) conditions under which a broker can perform such 
services is centered around the licensee holding a current and active ōǊƻƪŜǊΩǎ 
license, being in good standing, and so long as the broker abides by the 
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requirements of subsection (c) of § 93AȤ83. Additionally, if there is no fee or 
monetary consideration, then the requirements of § 93AȤ83 do not apply. 

{ǳōǎŜŎǘƛƻƴ όōύ ŘŜǎŎǊƛōŜǎ άCƻǊ ǿƘƻƳ ŀƴ ƻǇƛƴƛƻƴ Ƴŀȅ ōŜ ǇǊŜǇŀǊŜŘέΦ 9ȄƛǎǘƛƴƎ ŎƭƛŜƴǘǎ 
and customers are easily understood. However, third parties who are making 
decisions or performing due diligence on a property is one of the allowable 
ƻǇǇƻǊǘǳƴƛǘƛŜǎ ŦƻǊ ōǊƻƪŜǊǎ ǘƻ ǇŜǊŦƻǊƳ .thΩǎ ϧ /a!Ωǎ όŦƻǊ ŀ ŦŜŜύΦ .th ϧ /a! 
services may be provided to existing or a potential lienholder, other than as the 
basis to determine the value of a parcel of or interest in property, for a mortgage 
loan origination, including first and second mortgages, refinances, or equity lines 
of credit. However, a BPO or CMA can be prepared to be used in conjunction with 
or in addition to an appraisal. 

Considerable CAUTION should be made when performing a BPO or CMA service 
when the broker knows (or suspects) that the user of the BPO or CMA service might 
ōŜ ǊŜƭȅƛƴƎ ǎƻƭŜƭȅ ƻƴ ǎǳŎƘ ǎŜǊǾƛŎŜ ǘƻ ƳŀƪŜ ŀ ά[ŜƴŘƛƴƎ 5ŜŎƛǎƛƻƴέ ƻŦ ŀƴȅ ƪƛƴŘΦ ¦ƴŘŜǊ 
these circumstances, it is CLEAR that ONLY a licensed or certified appraiser can be 
providing a ά±ŀƭǳŀǘƛƻƴέ ǇǊƻŘǳŎǘ ŦƻǊ ǎǳŎƘ ά[ŜƴŘƛƴƎ 5ŜŎƛǎƛƻƴǎέΦ ¢ƘŜ b/ !ǇǇǊŀƛǎŀƭ !Ŏǘ 
(GS 93E) has NOT changed in this regard and can include significant sanctions for 
committing a Class 1 Misdemeanor (which is a criminal act).  

At the heart of this law is subsection (c), which describes in detail the REQUIRED 
Contents of a BPO or CMA analysis, including the requirement to be in writing and 
the requirement to conform to all the standards provided in Article 6, specifically 
that a BPO or CMA shall include at least eleven (11) standards as described in 
subsection (c). Although all 11 standards are required, several appear to resonate, 
ƛƴŎƭǳŘƛƴƎ ǘƘŜ άǎǘŀǘŜƳŜƴǘ ƻŦ ǘƘŜ ƛƴǘŜƴŘŜŘ ǇǳǊǇƻǎŜέΣ ά¢ƘŜ .ŀǎƛǎ ƻŦ ǊŜŀǎƻƴƛƴƎέΣ 
άŀǎǎǳƳǇǘƛƻƴǎ ƻǊ ƭƛƳƛǘƛƴƎ ŎƻƴŘƛǘƛƻƴǎέΣ ǘƘŜ άŘƛǎŎƭƻǎǳǊŜ ƻŦ ŀƴȅ ŜȄƛǎǘƛƴƎ ƻǊ 
ŎƻƴǘŜƳǇƭŀǘŜŘ ƛƴǘŜǊŜǎǘέΣ άǘƘŜ ƴŀƳŜ ƻŦ ǘƘŜ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊŀƎŜ ŦƛǊƳ ŦƻǊ ǿƘƛŎƘ ǘƘŜ 
ōǊƻƪŜǊ ƛǎ ŀŎǘƛƴƎέΣ ǘƘŜ άŘƛǎŎƭŀƛƳŜǊέΣ ŀƴŘ άŀ ŎƻǇȅ ƻŦ ǘƘŜ ŀǎǎƛƎƴƳŜƴǘ ǊŜǉǳŜǎǘέΦ ¢ƘŜ 
latter of these standards provides the beginning of addressing all the other 
standards and therefore it is critical that multiple questions need to be answered 
before accepting a BPO or CMA assignment and the answers should be 
incorporated into the written assignment request from the beginning of each 
assignment (an example is provided herein for brokers to consider following). 

Additionally, the Statute provides the ability for the NC Real Estate Commission to 
adopt rules that are not inconsistent with the provision of this Act. The NC Real 
Estate Commission adopted such rules on September 5, 2012, and those rules will 
be covered in Sections 1 & 2 of this course. 
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Subsection (e) describes the additional requirements for electronic or form 
ǎǳōƳƛǎǎƛƻƴ ƻŦ .thΩǎ ŀƴŘ /a!ΩǎΣ ǿƘƛŎƘ ŀŎƪƴƻǿƭŜŘƎŜǎ ŜƭŜŎǘǊƻƴƛŎ ǎƛƎƴŀǘǳǊŜǎ ŀǎ 
defined in GS 47-16.2, and the disclaimer as required in subdivision (10) of 
subsection (c). When coupled with the ability to transmit a BPO or CMA with a 
separate attachment, a BPO or CMA, when transmitted electronically, is not 
complete without such attachment, and must be clearly stated in the analysis. 

There are RESTRICTIONS when a BPO or CMA can be or cannot be prepared. 
Notwithstanding any provisions to the contrary, a person licensed pursuant to 93A 
may NOT prepare a BPO or CMA for any purpose in lieu of an appraisal when an 
appraisal is required by federal or State law. As stated earlier, The NC Appraisal Act 
(GS 93E) has NOT changed to this regard and can include significant sanctions for 
committing a Class 1 Misdemeanor (which is a criminal act).  

The final conclusion of this portion of Article 6 is that ŀ ά.th ƻǊ /a! cannot include 
ǘƘŜ ǊŜǇƻǊǘƛƴƎ ƻǊ ŀ ǇǊŜŘŜǘŜǊƳƛƴŜŘ ǊŜǎǳƭǘΦέ 
 

NAR Valuation Matrix  
This matrix explains the four most common valuation services used for real property 
transactions. The methods below are not necessarily mutually exclusive. Lenders, 
servicers, investors, and other professionals use one or more valuations depending on 
the type of transaction (purchase, refinance, short sale, due diligence, mediation, etc.) 
Often a valuation service is used to confirm, or quality check the results of a primary 
valuation (appraisal). For example, some lenders use AVMs to confirm results of an 
appraisal report in a purchase money transaction. 
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NAR Valuation Matrix  
For those brokers who are also REALTORS®, the following is an overview from 
NAR of the main valuation services used in residential real estate transactions. 
 

 

REALTOR® Code-of-Ethics & Standards of Practice 

Article 11 

The services which REALTORS® provide to their clients and customers shall conform 
to the standards of practice and competence which are reasonably expected in the 
specific real estate disciplines in which they engage; specifically, residential real 
estate brokerage, real property management, commercial and industrial real estate 
brokerage, land brokerage, real estate appraisal, real estate counseling, real estate 
syndication, real estate auction, and international real estate. 

REALTORS® shall not undertake to provide specialized professional services 
concerning a type of property or service that is outside their field of competence 
unless they engage the assistance of one who is competent on such types of 
property or service, or unless the facts are fully disclosed to the client. Any person 
engaged to provide such assistance shall be so identified to the client and their 
contribution to the assignment should be set forth. (Amended 1/10) 
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Standard of Practice 11-1 

When REALTORS® prepare opinions of real property value or price they must: 

1) be knowledgeable about the type of property being valued, 
2) have access to the information and resources necessary to formulate an 

accurate opinion, and 
3) be familiar with the area where the subject property is located unless lack of 

any of these is disclosed to the party requesting the opinion in advance. 

When an opinion of value or price is prepared other than in pursuit of a listing or 
to assist a potential purchaser in formulating a purchase offer, the opinion shall 
include the following unless the party requesting the opinion requires a specific 
type of report or different data set: 

1) identification of the subject property 
2) date prepared 
3) defined value or price. 
4) limiting conditions, including statements of purpose(s), and intended 

user(s) 
5) any present or contemplated interest, including the possibility of 

representing the seller/landlord or buyers/tenants. 
6) basis for the opinion, including applicable market data. 
7) if the opinion is not an appraisal, a statement to that effect. 
8) ŘƛǎŎƭƻǎǳǊŜ ƻŦ ǿƘŜǘƘŜǊ ŀƴŘ ǿƘŜƴ ŀ ǇƘȅǎƛŎŀƭ ƛƴǎǇŜŎǘƛƻƴ ƻŦ ǘƘŜ ǇǊƻǇŜǊǘȅΩǎ 

exterior was conducted. 
9) ŘƛǎŎƭƻǎǳǊŜ ƻŦ ǿƘŜǘƘŜǊ ŀƴŘ ǿƘŜƴ ŀ ǇƘȅǎƛŎŀƭ ƛƴǎǇŜŎǘƛƻƴ ƻŦ ǘƘŜ ǇǊƻǇŜǊǘȅΩǎ 

interior was conducted. 
10) disclosure of whether the REALTOR® has any conflicts of interest 

(Amended 1/14) 

Standard of Practice 11-2 

The obligations of the Code of Ethics in respect of real estate disciplines other than 
appraisal shall be interpreted and applied in accordance with the standards of 
competence and practice which clients and the public reasonably require to protect 
their rights and interests considering the complexity of the transaction, the 
availability of expert assistance, and, where the REALTOR® is an agent or subagent, 
the obligations of a fiduciary. (Adopted 1/95) 
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Standard of Practice 11-3 

When REALTORS® provide consultive services to clients which involve advice or 
counsel for a fee (not a commission), such advice shall be rendered in an objective 
manner and the fee shall not be contingent on the substance of the advice or 
counsel given. If brokerage or transaction services are to be provided in addition to 
consultive services, a separate compensation may be paid with prior agreement 
between the client and REALTOR®. (Adopted 1/96) 

Standard of Practice 11-4 

The competency required by Article 11 relates to services contracted for between 
REALTORS® and their clients or customers; the duties expressly imposed by the 
Code of Ethics; and the duties imposed by law or regulation. (Adopted 1/02) 
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LǘΩǎ ALL about the άtǊƛŎŜέΦ 
LǘΩǎ bh¢ ±ŀƭǳŜΣ bh¢ ²ƻǊǘƘΣ ϧ bh¢ !ǇǇǊŀƛǎŀƭ 

 

!ǊǝŎƭŜ с Ϡ фо!Ȥун ŀƴŘ Ϡ фо!ȤуоΥ 

Lƴ ǘƘŜ ŎƻƴǘŜȄǘ ƻŦ ŀ Ǿŀƭǳŀǝƻƴ ƻŦ ǊŜŀƭ ǇǊƻǇŜǊǘȅΣ ǘƘŜ ǘŜǊƳǎ ±![¦9 ϧ ²hw¢I ŀǊŜ 
ǎǘŀǘǳǘƻǊƛƭȅ άwŜǎǘǊƛŎǘŜŘέ ƛƴ ǘƘŜ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ŀ .th ƻǊ /a!Σ ŀƴŘ ǿƘŜƴ ǳǎŜŘ ŀǊŜ 
ŦǳǊǘƘŜǊƳƻǊŜ άŘŜŜƳŜŘ ŀƴ ŀǇǇǊŀƛǎŀƭ ŀƴŘ Ƴŀȅ bh¢ ōŜ ǇǊŜǇŀǊŜŘ ōȅ ŀ ƭƛŎŜƴǎŜŘ ōǊƻƪŜǊέ 
ΧΦ ά ōǳǘ Ƴŀȅ ƻƴƭȅ ōŜ ǇǊŜǇŀǊŜŘ ōȅ ŀ Řǳƭȅ ƭƛŎŜƴǎŜŘ ƻǊ ŎŜǊǝŬŜŘ ŀǇǇǊŀƛǎŜǊΦέ 

CǳǊǘƘŜǊƳƻǊŜΣ άŀ .th ƻǊ ŀ /a! ǎƘŀƭƭ ƴƻǘ ǳƴŘŜǊ ŀƴȅ ŎƛǊŎǳƳǎǘŀƴŎŜǎ ōŜ ǊŜŦŜǊǊŜŘ ǘƻ ŀǎ 
ŀ Ǿŀƭǳŀǝƻƴ ƻǊ ŀǇǇǊŀƛǎŀƭΦέ  

¢ƘŜǊŜŦƻǊŜΣ ŎƻǎǘΣ ǇǊƛŎŜΣ ŀƴŘ ǾŀƭǳŜ ŀǊŜ ŘƛǎǝƴŎǘƭȅ ŘƛũŜǊŜƴǘ ŎƻƴŎŜǇǘǎΣ ǎŜƭŘƻƳ 
Ŝǉǳŀƭ ŀƳƻǳƴǘǎΣ ŀƴŘ ƴƻǘ ƛƴǘŜǊŎƘŀƴƎŜŀōƭŜΦ 

.ȅ 5ŜŬƴƛǝƻƴΣ ŀ .th ŀƴŘ ŀ /a! ŀǊŜ ŀƴ ŜǎǝƳŀǘŜ ǇǊŜǇŀǊŜŘ ōȅ ŀ ƭƛŎŜƴǎŜŘ ǊŜŀƭ ŜǎǘŀǘŜ 
ōǊƻƪŜǊ ǘƘŀǘ ŘŜǘŀƛƭǎ ǘƘŜ ǇǊƻōŀōƭŜ ǎŜƭƭƛƴƎ ǇǊƛŎŜ ƻǊ ƭŜŀǎƛƴƎ ǇǊƛŎŜ ƻŦ ŀ ǇŀǊǝŎǳƭŀǊ ǇŀǊŎŜƭ 
ƻŦ ƻǊ ƛƴǘŜǊŜǎǘ ƛƴ ŀ ǇǊƻǇŜǊǘȅΦ 

! ƭƛŎŜƴǎŜŘ ōǊƻƪŜǊ ƛǎ hb[¸ ŀǳǘƘƻǊƛȊŜŘ ǘƻ ŘŜǾŜƭƻǇ ǘƘŜ ǇǊƻōŀōƭŜ ƭƛǎǝƴƎ ǇǊƛŎŜΣ 
ǇǊƻōŀōƭŜ ǎŀƭŜǎ ǇǊƛŎŜΣ ƻǊ ǇǊƻōŀōƭŜ ƭŜŀǎƛƴƎ ǇǊƛŎŜ ƻŦ ŀ ǇŀǊŎŜƭ ƻŦ ǊŜŀƭ ŜǎǘŀǘŜΦ 

bh¢9Υ .ǊƻƪŜǊǎ ŀǊŜ ǇǊƻƘƛōƛǘŜŘ ŦǊƻƳ ǳǝƭƛȊƛƴƎ ǘƘŜ /ƻǎǘ !ǇǇǊƻŀŎƘ ƛƴ ŀƴȅ ŦŀǎƘƛƻƴΣ 
ƛƴŎƭǳŘƛƴƎ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ŀ .th ƻǊ ŀ /a!Φ 

!ŘŘƛǝƻƴŀƭƭȅΣ ǘƘŜǊŜ ŀǊŜ ǎǘŀǘǳǘƻǊƛƭȅ ǊŜǉǳƛǊŜŘ ŎƻƴǘŜƴǘǎ ƛƴ ŜǾŜǊȅ .th ƻǊ /a!Φ 

COST - The total amount spent to acquire or build a property or property   
component. The cost is a historic quantity and does not vary over time. For 
example, a $15,000 expenditure to re-roof a house is a one-time cost.  

PRICE - The amount at which a property is currently being marketed or was sold at 
a specific point in time. Price might or might not reflect appraised market value.  

MARKET PRICE - The actual selling/purchasing price of a property. Buyers and 
sellers set the market price, which may differ from an appraised value.  
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MARKET VALUE - The most likely sale price of a property in an arms-length 
transaction. Market conditions change constantly, and the market value is set by 
what the buyer is willing to pay, and a seller is willing to sale for a moment in time. 
Market value rises or falls over time and is based on specific factors of the local 
economics of supply and demand. 

Fannie Mae τ the Federal National Mortgage Association (FNMA) defines market 
value a bit more formally than the definition provided.  

According to Section B4-1.1-01 of the Fannie Mae Single-Family Selling Guide, 
Market Value is:  

The most probable price that a property should bring in a competitive and open 
market under all ŎƻƴŘƛǘƛƻƴΩǎ requisite to a fair sale, the buyer and seller, each 
acting prudently, knowledgeably and assuming the price is not affected by 
undue stimulus. Implicit in this definition is the consummation of a sale as of a 
specified date and the passing of title from seller to buyer under conditions 
whereby:  

1) Buyer and seller are typically motivated; 
2) Both parties are well informed or well advised, and each acting in what he or 

she considers his/her own best interest; 
3) A reasonable time is allowed for exposure in the open market. 
4) Payment is made in terms of cash in U.S. Dollars or in terms of financial 

arrangements comparable thereto; and 
5) The price represents the normal consideration for the property sold 

unaffected by special or creative financing or sales concessions granted by 
anyone associated with the sale. 

.ŜŎŀǳǎŜ ƛǘ ƛǎ ǘƘŜ ƴŀǘƛƻƴŀƭΩǎ ǇǊŜ-eminent supplier of home mortgage funds, Fannie 
aŀŜΩǎ ŘŜŦƛƴƛǘƛƻƴ ŀƴŘ ǎǘŀƴŘŀǊŘǎ ƘŀǾŜ ǇŀǊǘƛŎǳƭŀǊ ǎƛƎƴƛŦƛŎŀƴŎŜ ƛƴ ǇǊƛŎƛƴƎ ǇǊƻǇŜǊǘƛŜǎΦ 
 

DISSUCION ς What is Important & what is Relevant ? 
 

BUILDING COMPETENCY 

Competency is acquired through experience and partnering with other 
experienced, knowledgeable, and competent brokers. No one comes into the 
brokerage business competent. In their early years of practice, brokers might find 
themǎŜƭǾŜǎ ǿŀŘƛƴƎ ƛƴǘƻ άƴŜǿ ǿŀǘŜǊǎέ ŀƴŘ ŘƻƛƴƎ ǘƘƛƴƎǎ ƛƴ ǊŜŀƭ ŜǎǘŀǘŜ they have not 
done before. However, brokers must recognize when the level of competence 
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required is beyond their abilities, then act professionally and either partner with 
another competent broker or refer the business to another competent broker. 
These requirements are incumbent on all brokers & appraisers. 

!ǊǘƛŎƭŜ мм ƻŦ ǘƘŜ w9![¢hwϯ /ƻŘŜ ƻŦ 9ǘƘƛŎǎ ǎǘŀǘŜǎ ǘƘŀǘ w9![¢hw{ϯ Ŏŀƴ άŜƴƎŀƎŜ ǘƘŜ 
ŀǎǎƛǎǘŀƴŎŜ ƻŦ ƻƴŜ ǿƘƻ ƛǎ ŎƻƳǇŜǘŜƴǘέ ǿƘŜƴ ǘƘŜȅ ŜƴŘŜŀǾƻǊ ǘƻ ǇǊƻǾƛŘŜ ǎŜǊǾƛŎŜǎ 
outside their own field of competence. When others are involved, the REALTOR® 
must identify them and describe their specific contribution to the client.  

As an example: a real estate broker who is asked to price and list a commercial 
property, but who has always focused on residential properties. The sellers know 
the real estate professional personally and prefers that broker to represent them. 
The real estate broker should seek the assistance of a commercial broker, and 
expect to pay for that assistance, either in a split commission or a referral fee, and 
inform the seller client of the other ōǊƻƪŜǊΩǎ involvement. These actions are a clear 
demonstration of acting competently and in the best interest of the seller client. 
 

Beneficiaries of a Competently Prepared CMA  
 

Sellers, buyers, and real estate professionals all use and benefit from CMAs. 

SELLERS  
SELLERS RECEIVE A FACT-.!{95Σ h.W9/¢L±9 !{{9{{a9b¢ hC ¢I9Lw Iha9Ω{ 
MARKETING PRICE.  

 

A CMA provides the data and reasoning to help sellers see not only the potential 
marketing price of their home, but also why that price is accurate.  

{9[[9w{ 5hbΩ¢ 9·t9wL9b/9 ¢I9 {¢w9{{ !b5 5L{w¦t¢Lhb ¢I!¢ /!b h//¦w 
WHEN HOMES LANGUISH ON THE MARKET.  

 

When sellers understand the objective logic for pricing their home, they are 
more likely to list it at an accurate price and experience a quick and efficient 
sale. A prompt sale avoids much of the stress and disruption of repeated 
showings. If under pressure to move, for example, for a job transfer, downsizing, 
or any number of other motivating reasons, including affordability issues, then 
a timely and efficient sale saves sellers further anxiety. 
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SELLERS ARE INFORMED AGAINST UNDERPRICING THEIR HOME.  
A competently prepared CMA helps inform sellers against underpricing as well 
as overpricing a home. Sometimes sellers underprice their property, such as 
when heirs want a quick sale in order to distribute estate assets. On the other 
side, every real estate broker has a story (probably many stories!) of sellers who 
overestimated the pricing of their home. Consider what happens when sellers 
accept a high offer, but the appraised value is less than the offer price. Many 
factors can contribute to this misperception of inaccurate pricing. Sellers might 
hear exaggerated sales amounts for neighboring homes through local gossip. 
They might apply broad market trends and simplistic assumptions to produce 
an unreasonably high marking price. They might believe they can recoup the 
cost of every home improvement they have made over the years (Dollar-for-
Dollar). Perhaps above all, they attach a high marketing price to their home 
based on the emotional affection they have to their home. 

BUYERS  
1) Buyers receive objective information about homes and local markets.  
2) Buyers are less likely to lose the home they really want because their Offer 

is too low.  
3) Buyers are less likely to encounter problems obtaining a Mortgage 

because the house appraises below the Offer Price.  

NOTE: REPRESENTING BOTH SELLER AND BUYER?  

Are you acting as a disclosed dual agent in a transaction and if you prepare a 
CMA for the seller while acting as a disclosed dual agent, you must also prepare 
a CMA for the buyer. Lack of a CMA for either party puts that party ǿƘƻ ƛǎƴΩǘ 
provided a CMA at a distinct disadvantage, and the broker may not have fulfilled 
their fiduciary duty to the client who did not receive an impartial nor objective 
CMA. 
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Contents of a Competent ly Prepared  CMA  
 

SUBJECT PROPERTY  

The property that is the subject of the CMA.  

CONFORMITY  

Maximum marketing price is created when the property is in harmony with its 
surroundings. A property will bring the highest price if it is similar in design, 
construction, size, and age to surrounding properties and conforms to existing 
neighborhood standards.  

COMPARABLES  

Recently sold properties in the market of the subject property that are 
substantially alike. Comparables (Comps) provide the best representative basis 
for determining the best market price for the subject property.  

COMPETITION  

A currently listed property that can compete for buyers of the subject property. 

ADJUSTMENT  

The amount added to or subtracted from the sales price of a comparable 
property to calculate the most probable marketing price of the subject property. 
Not all comparables require adjustments.  

CONTRIBUTION  

The contribution by any part of a property to the marketing price of the property 
is measured by its effect on the whole. Marking price, however, can decrease as 
the number of features increases. Compare a three-bedroom home with one 
bath compared to a three-bedroom with two baths. The second bath will add 
significantly to the marketing price, but the price of the third bath would not 
equal the second. The other principle of contribution is apparent in the 
difference between the contribution of a swimming pool or indoor basketball 
court compared to an updated kitchen or bath. The updated kitchen and bath 
will likely contribute more to the marketing price of the property than the pool 
or basketball court, whereas in some regions and markets the pool might 
contribute more. 

REGRESSION  

The principle that a higher-priced property is worth less if located amid 
lower-priced properties.  
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PROGRESSION  

The principle that the marketing price of an inferior property is enhanced 
if surrounded by properties which would bring a higher market price.  

SUBSTITUTION  

The maximum marketing price of a property is set by what the market will pay 
to purchase an equal property. Buyers will not pay more for a property than an 
equivalent property can be purchased at an equivalent location. The principle 
of substitution is the basis of the adjustments to the comparables in the CMA. 

SALES COMPARISON APPROACH  

The sales comparison approach is generally the only method used by real estate 
brokers and is the heart of the CMA process. In the sales comparison approach, 
the subject property is compared to recently sold comparable properties and 
adjustments are made for the differences between the subject and each 
comparable.  
 
Appraisers may use this approach or others, such as the cost approach and/or 
income approach. 
 
NOTE: Brokers are statutorily prohibited from utilizing the cost approach in a 
CMA or BPO. 
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EXERCISE: WHAT WOULD YOU DO?  

Ruth is a long-time resident and active real estate broker in Raleigh. She 
concentrates her brokerage practice on the north side of Raleigh because that's 
where she lives and where her office is located. She prospects exclusively in several 
residential subdivisions on the north side of Raleigh. In the following scenarios, is 
Ruth competent to develop a price opinion on her own? If not, what assistance 
should she enlist? What would you do?  

SCENARIO #1  
Ruth is asked to price a property in one of the residential subdivisions where 
she is highly active and regularly prospects for new business.  

___________________________________________________________ 

___________________________________________________________ 

SCENARIO #2  
Ruth has a good friend on the south side of Raleigh who asks for her help in 
pricing his home to sell. Ruth is not familiar with the south side of Raleigh, 
but the MLS she subscribes to encompasses it. Her company has a branch 
office on the south side, and she knows many of the agents in that office.  

___________________________________________________________ 

___________________________________________________________ 

SCENARIO #3  
Ruth  has a close friend who owns a weekend ocean front cottage located a 
three-hour drive on the coast. The friend wants to know a price at which to 
sell it. Ruth has been to the cottage once for a holiday weekend. At a state 
convention, Ruth talked to a real estate professional who specializes in 
ǊŜŎǊŜŀǘƛƻƴŀƭ ǇǊƻǇŜǊǘȅ ƛƴ ǘƘŀǘ ǇŀǊǘ ƻŦ ǘƘŜ ǎǘŀǘŜΦ IŜ ǎŀƛŘΣ άLǘΩǎ ŀ ǾŜǊȅ ǳƴǳǎǳŀƭ 
market. Each coastal community has its own set of market prices. Ocean 
front versus Sound side has a distinct difference, as well as how deep the 
water is if on the sound sideΦέ 
____________________________________________________________ 
____________________________________________________________ 
____________________________________________________________ 
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EXERCISE: COMPETENCY SELF-ASSESSMENT 

Look at this list of types of real estate and for each type do one of the 
following three actions:  

Draw a circle ŀǊƻǳƴŘ ƛǘ ƛŦΣ άLΩƳ ŎƻƳǇŜǘŜƴǘ ǘƻ Řƻ ǘƘƛǎ ƻƴ Ƴȅ ƻǿƴΦέ  

Place a checkmark ƴŜȄǘ ǘƻ ƛǘ ƛŦΣ άL ǿƻǳƭŘ ƴŜŜŘ ŜȄǇŜǊǘ ƘŜƭǇΦέ  

Draw a line ǘƘǊƻǳƎƘ ƛǘ ƛŦΣ ά¢Ƙƛǎ ƛǎ ƻǳǘǎƛŘŜ Ƴȅ ŎƻƳǇŜǘŜƴŎŜΣ ƻǊ ƴƻǘ ŀǇǇƭƛŎŀōƭŜ to  
 to my brokerage practiceΦέ  
 

1. RESIDENTIAL REAL ESTATE  2. COMMERCIAL REAL ESTATE  

New construction  
Resale homes  
Condominiums  
Co-ops  
Townhouses  
Houseboat  
Duplexes  
Luxury high-value homes  
Historic homes  
Vacation homes  
Multi-Generational  
REO  

Offices  
Strip malls  
Shopping centers  
Stores  
Restaurants  
Mixed use buildings  
Medical buildings  
Educational buildings  
Hotels  
Multi-Family  
 

3. INDUSTRIAL  4. LAND  

Manufacturing buildings and 
property  
Warehouses  
Logistics facilities  
 

Vacant land  
Agricultural  
Ranch  
Undeveloped  
Early development  
Subdivision  
Reuse, brownfields  
Mineral-Rights  
Air-Rights 
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Section 2 
Selecting The BEST Comparables 
Learning Objective: 

 By the end of this section, brokers will be able to identify and explain the process 
of selecting the most similar comparables that meet the requirements of the 

assignment & develop a competent CMA, which meets Real Estate License Law. 

§ 93AȤ82 & § 93AȤ83 and Rule A.2201 & A.2202. 

The Process of Developing a CMA 

We will summarize the steps in the competent  development of a CMA by a broker 

in compliance with Article 6 of § 93AȤ82 & § 93AȤ83. 

The Broker MUST be Competent & Qualified 

When a broker is approached to perform a CMA, the broker must first make sure 
they are qualified and competent to perform the assignment. 

1) ¢ƘŜ ōǊƻƪŜǊ Ƴǳǎǘ ƘŀǾŜ ŀ ά/ǳǊǊŜƴǘ ϧ !ŎǘƛǾŜέ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊ ƭƛŎŜƴǎŜΦ 
2) The broker must determine if they possess the knowledge and experience 

(competence) necessary to perform the assignment. A broker is expected to 
process the minimum competence necessary to perform a CMA related to a 
Residential 1-4 Unit Property using the sales comparison and/or Gross Rent 
Multiplier (GRM) approaches - (Commercial Brokers utilize Capitalization) 

3) The broker must possess all the following in the area of the subject 
ǇǊƻǇŜǊǘȅΩǎ ƎŜƻƎǊŀǇƘƛŎ ƭƻŎŀǘƛƻƴΥ 

A) Knowledge of the current local real estate market. 
B) Direct access to current market sales or leasing data; and 
C) Actual brokerage or appraisal experience [Rule - 58A.2202(b)]. 

4) The broker must ensure that they disclose to the client any existing or 
contemplated conflicts of interest. 
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The CMA & the FANNIE MAE GUIDELINES  
!ŎŎƻǊŘƛƴƎ ǘƻ CŀƴƴƛŜ aŀŜΣ ŀ ǇǊƻǇŜǊǘȅ ƛǎ ŎƻƳǇŀǊŀōƭŜ ƛŦ ǘƘŜ ƳŀǊƪŜǘ ŎƻƴǎƛŘŜǊǎ ƛǘ ŀ 
ŎƻƳǇŜǝǝǾŜ ǎǳōǎǝǘǳǘŜΦ !ƭǘƘƻǳƎƘ ǘƘŜ Cba! {ŜƭƭƛƴƎ DǳƛŘŜ ŀŘŘǊŜǎǎŜǎ ŀǇǇǊŀƛǎŜǊǎΣ ǊŜŀƭ 
ŜǎǘŀǘŜ ōǊƻƪŜǊǎ Ŏŀƴ ŀǇǇƭȅ ǘƘŜ ǎŀƳŜ ƎǳƛŘŀƴŎŜ ǿƘŜƴ ŎƘƻƻǎƛƴƎ ŎƻƳǇŀǊŀōƭŜǎΦ aŀƴȅ 
ƭŜƴŘŜǊǎ ŀƴŘ ǳƴŘŜǊǿǊƛǘŜǊǎ Ŧƻƭƭƻǿ ǘƘŜ Cba! ƎǳƛŘŜƭƛƴŜǎΣ ǎƻ ǳǎƛƴƎ ǘƘŜƳ ƛƴ /a! 
ǇǊŜǇŀǊŀǝƻƴ ƛƴŎǊŜŀǎŜǎ ǘƘŜ ƭƛƪŜƭƛƘƻƻŘ ǘƘŀǘ ȅƻǳǊ ǇǊƛŎƛƴƎ ǊŜŎƻƳƳŜƴŘŀǝƻƴ ǿƛƭƭ ōŜǎǘ 
ƳŜǎƘ ǿƛǘƘ ǘƘŜ ŜǾŜƴǘǳŀƭ ŦƻǊƳŀƭ CŀƴƴƛŜ aŀŜ ŎƻƳǇƭƛŀƴǘ ŀǇǇǊŀƛǎŀƭΦ  

Comparables do not need to be identical to the subject but should be as 
similar as possible (similar physical, function, and legal characteristics).  

Comparables should appeal to the same probable buyers (market 
participants) as the subject.  

If a selected comparable is significantly different from the subject, it is 
necessary to adjust its price to reflect the differences (consider these factors 
in adjusting what the market has priced for the difference).  

Comparables should come from within the same neighborhood as the 
subject whenever possible. But this guideline is flexible if the best 
comparables available are in competing neighborhoods.  

If the best and most appropriate comparable sales are not the most recent 
or if there are not 3 truly comparable sales in the area, older sales comps 
may be used. Generally, it is preferable to use an older comp with a time 
adjustment rather than a more recent sale that would require multiple 
significant adjustments or a comp in a different neighborhood.  

If true comparables cannot be found for the subject, it might be necessary to 
use vastly different properties as comparables.  

RELEVANT CHARACTERISTICS  
  

 wŜƭŜǾŀƴǘ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎ ŀǊŜ ǇƘȅǎƛŎŀƭΣ ŦǳƴŎǝƻƴŀƭΣ ƻǊ ŜŎƻƴƻƳƛŎ ŦŜŀǘǳǊŜǎ ǿƘƛŎƘ 

ƛƳǇŀŎǘ ǘƘŜ ƳŀǊƪŜǝƴƎ ǇǊƛŎŜ ƻŦ ǘƘŜ ǇǊƻǇŜǊǘȅΦ wŜƭŜǾŀƴǘ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎ ŀǊŜ ǿƘȅΣ 

ǿƘŜƴ ȅƻǳ ƘŀǾŜ ŀ ǇǊƻǇŜǊǘȅ ǿƛǘƘ ŀ ƭƻǘ ƻŦ ƭŀƴŘΣ ǘƘŜ Ƴƻǎǘ ƛƳǇƻǊǘŀƴǘ ǘƘƛƴƎ ƛǎ ǘƘŜ 

ƭŀƴŘΦ ¢ƘŜ ǇǊƛŎŜ ǇŜǊ ǎǉǳŀǊŜ Ŧƻƻǘ ƻŦ ŀ ƘƻǳǎŜ ƻƴ ŀ мллπŀŎǊŜ ǇŀǊŎŜƭ ƛǎ ƳǳŎƘ ƭŜǎǎ 

ǊŜƭŜǾŀƴǘΦ 
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1st Step 

A broker MUST clearly identify the property (or property interest) to be priced and 
the purpose and scope of the assignment, including any assumptions or limiting 
conditions - [NCREC Rule 21 NCAC 58A.2201 and 58A.2202]. 

2nd Step 

Collect Data on the Subject Property (the important stuff).  

Inspection of the Subject Property ς  Site ς   (What do you look for?) 

         (What do you look at?) 

      Improvements ς  (What do you look for?) 

         (What do you look at?) 

Outside ς  (What do you look for?) 

  (What do you look at?) 

       Inside ς  (What do you look for?) 

         (What do you look at?) 

NOTE: NCREC Rules REQUIRE brokers to personally inspect the exterior and 
the interior of the subject property, unless waived in writing [58A.2202(d)]. 
 

HINT: The subject property data should typically mirror the 
characteristics that Fannie Mae and Freddie Mac require of appraisers 
who perform appraisals for mortgage lending purposes. 

The specific characteristics can best be identified from a review of the 
Fannie Mae/Freddie Mac Single-Family Residential Form 1004. 

EXCERSISE:  

How many characteristics can you identify from the Fannie Mae Form 1004 ? 

_________________________________________________________________ 

Which of those characteristics are the IMPORTANT ones for a Broker to know ? 

_________________________________________________________________ 

Which of those characteristics are the CRITICAL ones for a Broker to know ? 

_________________________________________________________________ 
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SELECTING COMPARABLES  

Selecting comparables starts with identifying the important characteristics of the 
subject property as these provide the benchmarks for identifying and sorting 
through potential comparables. 

As identified, the important characteristics of the subject include the following: 

LOCATION: Neighborhood, market area, proximity to retail or work. 

/ƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǝŜǎ ǎƘƻǳƭŘ ōŜ ŀǎ ƎŜƻƎǊŀǇƘƛŎŀƭƭȅ ǇǊƻȄƛƳŀǘŜ ǘƻ ǘƘŜ ǎǳōƧŜŎǘ ŀǎ 
ǇƻǎǎƛōƭŜΦ 5ŜǇŜƴŘƛƴƎ Ƴƻǎǘƭȅ ƻƴ Ƙƻǿ ŘŜǾŜƭƻǇŜŘ ǘƘŜ ǎǳǊǊƻǳƴŘƛƴƎ ŀǊŜŀ ƛǎ ǘƻ ǘƘŜ 
ǎǳōƧŜŎǘΦ ά/ƭƻǎŜέ ŎƻǳƭŘ ǊŀƴƎŜ ŦǊƻƳ ǘƘŜ ǎŀƳŜ ōǳƛƭŘƛƴƎ ǘƻ ŀ ǊŀŘƛǳǎ ƻŦ ŬǾŜ ƻǊ ƳƻǊŜ 
ƳƛƭŜǎΦ tǊƻȄƛƳƛǘȅ ƻǊ ƭƻŎŀǝƻƴŀƭ ǎƛƳƛƭŀǊƛǘȅ ŀǊŜ ƭƛƳƛǝƴƎ ŦŀŎǘƻǊǎΦ 

CŀƴƴƛŜ aŀŜΩǎ DŜƴŜǊŀƭ Location Guidelines per Geographic Area are: 
 

CITY/URBAN  SUBURBAN/  
SMALL TOWN  

RURAL 

¢!wD9¢ w!5L¦{Υ  
ό¦Ǉ ǘƻ мΦл aL[9) 

¢!wD9¢ w!5L¦{Υ           

ό1-3 MILES) 
¢!wD9¢ w!5L¦{Υ           

όоπ5 MILES)  

Condominium: same 
building and floor plan  
Single-family home: One-
half mile radius, same 
neighborhood  
Same school boundaries  
Public transportation 
routes, bus stop, subway 
stop.  
 

Same subdivision  
Same neighborhood  
Same complex for 
multifamily homes  
Same school district  
Commuter rail station, bus 
stop  
 

Same school system 
Same township  
Same Zip Code 
 

 

SIZE: Bedrooms, bathrooms, living space, lot size, garage size or parking, 
 

/ƻƳǇŀǊŀōƭŜǎ ά[ƛǾƛƴƎ !ǊŜŀέ ǎƘƻǳƭŘ ōŜ ƻŦ ǎƛƳƛƭŀǊ ǎƛȊŜ όҌκπмл҈ύ ƛƴ ǘŜǊƳǎ ƻŦ ōƻǘƘ ƭƛǾƛƴƎ 
ŀǊŜŀ ŀƴŘ ƭƻǘ ǎƛȊŜΦ ¢ƘŜ ŜŀǎƛŜǎǘ ǎŜŀǊŎƘ ǇŀǊŀƳŜǘŜǊǎ ŀǊŜ мύ [ƛǾƛƴƎ !ǊŜŀ ϧ нύ ǊƻƻƳ Ŏƻǳƴǘ 
όōŜŘǊƻƻƳǎ ϧ ōŀǘƘǊƻƻƳǎύΦ LŦ ŀƴȅ ōŜƭƻǿπƎǊŀŘŜ ŀǊŜŀ ƛǎ ǇǊŜǎŜƴǘΣ ǘƘŜƴ ǎƛƳƛƭŀǊ 
ŦǳƴŎǝƻƴŀƭƛǘȅ ƛǎ ǘȅǇƛŎŀƭƭȅ ŀƴŘ Ŝǉǳŀƭƭȅ ƛƳǇƻǊǘŀƴǘ ŦƻǊ ǊƻƻƳ ŎƻǳƴǘǎΦ  

a[{ǎ ǘŜƴŘ ǘƻ ǳǎŜ ƳŜŀǎǳǊŜƳŜƴǘǎ ŦƻǊ ά[ƛǾƛƴƎ !ǊŜŀέ όŬƴƛǎƘŜŘΣ ƘŜŀǘŜŘ ϧ ŘƛǊŜŎǘƭȅ 
ŀŎŎŜǎǎƛōƭŜ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ŀōƻǾŜπƎǊŀŘŜ ϧ ōŜƭƻǿπƎǊŀŘŜύΣ ǿƘƛƭŜ ŀǇǇǊŀƛǎŜǊǎ ƻƴƭȅ ǊŜŦŜǊ 
ǘƻ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ŀǎ ŀōƻǾŜπƎǊŀŘŜ ƎǊƻǎǎ ƭƛǾƛƴƎ ŀǊŜŀ όD[!ύΦ  
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bh¢9Υ ά[ƛǾƛƴƎ !ǊŜŀέ ǎƘƻǳƭŘ ōŜ ŎƻƳǇŀǊŜŘ ōŀǎŜŘ ƻƴ ǘƘŜ b/w9/ wŜǎƛŘŜƴǘƛŀƭ {ǉǳŀǊŜ 
Footage Guidelines, or other identified acceptable methods. 

 !ƭǘƘƻǳƎƘ ŀ ƎŀǊŀƎŜ ƻǊ ŎŀǊǇƻǊǘ ŀǊŜ ƴƻǘ ǇŀǊǘ ƻŦ ǘƘŜ ƭƛǾƛƴƎ ŀǊŜŀΣ ǿƘŜǊŜ ǘƻ ǇŀǊƪ ŀ ǾŜƘƛŎƭŜ 
ƛǎ ŀ ǎƛȊŜ ŎƻƴǎƛŘŜǊŀǝƻƴΦ 5ƻŜǎ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅ ƛƴŎƭǳŘŜ ŀ ƻƴŜπ ƻǊ ǘǿƻπŎŀǊ ƎŀǊŀƎŜΚ 
LŦ ǘƘŜ ǇǊƻǇŜǊǘȅ ƛǎ ŀ ŎƻƴŘƻƳƛƴƛǳƳ ǳƴƛǘΣ ǿƘŀǘ ŀǊŜ ǘƘŜ ǇŀǊƪƛƴƎ ŀǊǊŀƴƎŜƳŜƴǘǎΚ Lǎ ŀ 
ǇŀǊƪƛƴƎ ǎǇŀŎŜ ŀǎǎƛƎƴŜŘΣ ŘŜŘƛŎŀǘŜŘ ƻǊ ƛǎ ƛǘ ǊŜŀƭ ǇǊƻǇŜǊǘȅΚ  

The similarity of lot size in urban and suburban neighborhoods makes comparison 
of lot size more predictable and requires little, if any, adjustment. Rural and unique 
properties, however, may have a range of lot sizes which requires more analysis to 
determine an appropriate adjustment. 

STYLE: Ranch, spilt-level, two-story, townhome, condominium, transitional  

AGE: Year of construction (similar or dissimilar - no or possible adjustment) 

AMENITIES: Pool, security system, fenced yard, deck, patio, screen porch. Can be 
everything from lofts to finished basements, soaker tubs to swimming pools, 
fireplaces to patios, and security systems to solar panels. Comparables should 
reflect the amenities or features of the subject as closely as possible. 

IMPROVEMENTS: Additions, roof repair/ replacement, updates, remodel, updated 
kitchen or bath, paint, replaced or updated floor. An improvement might be an 
over-improvement, depending on the local market and the probable buyer. An over 
improvement might require a negative adjustment. 

CONDITION: repairs needed, deferred maintenance  

NEGATIVES: Busy street, proximity to industrial district, (noise, light, odors, 
emissions, power lines, airport noise, landfills, etc.), other stigmas. 
DATE OF SALE: A comparable should reflect a recent date of sale. The date of sale 
of a comparable should fall within 90 days of effective date of the CMA research. 
Absorption rates might assist with an adjustment, if any. 
 

 Fannie Mae Date of Sale Guidelines per Market Conditions  
  

/I!bDLbD a!wY9¢  {¢!.[9 a!wY9¢  

More than a 3% increase or 
decrease in the last six months  
 

Comparables: 90 days old or less  
 

No more than a 3% change in price 
in the last six months  
 

  Comparables: 6 months old or less  
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3rd Step 

Determine the Type of property being analyzed: 

 Residential ς (Fannie Mae Defined as - Single-Family 1-4 Unit properties) 

Non-Residential ς (5-units or more, plus all other income producing 

properties & Land larger than a Building Lot) 

 Brokers should consider the following when developing their CMA: 

1) For Single-Family detached residential properties, brokers should 

typically analyze the subject property by utilizing the characteristics 

detailed in Fannie Mae form 1004. 

2) For 2-4-unit residential properties, brokers should typically analyze 

the subject property by developing and utilizing the Gross Rent 

Multiplier method (GRM). 

3) For all other income producing properties, brokers should have 

significant expertise and experience with the type of property 

being analyzed (ƛǘΩǎ called competency), plus utilization of the 

Income Capitalization Approach - (NOT covered in this course). 

NOTE: Style Types (Design) should be carefully considered when selecting potential 

comparables - (Comparables should closely mirror the subject). 

Ranch (1-Story) ς should be considered as a Style Category 

1.5 Story ς Might be included with 2-story (but not in all cases). Consider it a 

Style Category if the subject is also a 1.5 Story residence. 

2-Story & 2.5 Story ς Should be considered a Style Category 

Transitional ς Can be a Style Category, might be included with other Styles. 

Split-Level ς Should be considered a Style Category 

Manufactured Home ς is a Style Category (It is a Fannie Mae Category) 

Modular ς Might be included in any of the other Styles or as a Style Category 

(Remember, Lenders may have specific requirements) 

NOTE: Roof Design does NOT determine Style Types nor Design Types. 
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4th Step 

Selection of the Comparables. 

NCREC Rule 58A.2202(f) requires a minimum of 3 comparable properties to be 

included in the ōǊƻƪŜǊǎΩ written CMA. The more similar the comparables are to the 

subject property coupled with the fewer adjustments for the differences, the more 

accurate the indication of probable selling price or marketing price will be. 

Remember, the most important part of the sales comparison approach is the 

selection of the highest quality (MOST Comparable) comparable. When selecting 

comparables, the stronger the comparable the better the comparable will be as a 

substitute for the subject property (i.e., the more similar in physical features, 

functional utility, and comparable market location), the better the comparable. 

NOTE: if the comparables are particularly good, then as few as 3 comparables 

may be sufficient, but if the comparables are less than high quality then more 

comparables should be utilized (up to as many as 6 comparables). 

Additional Considerations when selecting Comparables: 

Non-Arms-Length Transaction ς Sale between family members, Divorce & 

Property Settlements, and some Estate Settlements 

Destress Sales (REO) ς Bank Owned transactions, Bankruptcy sales, 

Foreclosure Sales, Short Sales, Wholesaling Transactions 

Highest & Best Use ς Use that produces the Highest Price to the Site 

 Physically Possible 
 Legally Permissible 
 Economically Feasible 
 Maximum Productivity 
 

NOTE: It might be necessary to extensively research sales to discover a sufficient 

number of comparable sales (a minimum of 3 comparables) that will produce an 

analysis that complies with NCREC Rule 58A.2202(f). Under certain conditions, such 

research may produce more than the minimum number of comparables sufficient 

to satisfy the Rule, thus further filtering may be required to produce at least the 3 

BEST Comparables for a credible analysis. 
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Where can Brokers find Comparables ? 

In preparing a credible CMA, brokers typically have  several sources of transaction 

sales.  Some of those sources are more credible and useful than others. To this 

point, NCREC Rule 58A.2202(b) requires brokers to have knowledge of the real 

estate market, direct access to real estate market sales or leasing data, sufficient 

brokerage, ƻǊ ŀǇǇǊŀƛǎŀƭ ŜȄǇŜǊƛŜƴŎŜ ƛƴ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅΩǎ ƎŜƻƎǊŀǇƘƛŎ ƭƻŎŀǘƛƻƴΦ 

MLS which typically covers a greater geographic area than were the subject 

property is located is typically the most reliable resource a broker can utilize (NOTE: 

access to a Regional MLS typically requires the broker to be a member of the 

National Association of REALTORS® plus subscribe to the MLS and adhere to their 

Rules and Requirements before access is allowed). A REALTOR® MLS is considered 

a high-quality source of verifiable real estate data. NOTE: Photographs of all 

comparables are an excellent source of information when analyzing any 

comparable (the more photos the more visual information that can be analyzed or 

verified. Thus, spend time to analyze the photos of each comparable). 

REALTOR.Com & RPR are extensions of the Regional MLS (a REALTOR® based 

benefit with a public facing portal) and may provide limited information about the 

transaction details of the comparables being considered. NOTE: wtwϯ ƛǎ ŀ ƴŀǝƻƴŀƭ 

ǊŜǇƻǎƛǘƻǊȅ ƻŦ ƛƴŦƻǊƳŀǝƻƴ ƻƴ Ƴƛƭƭƛƻƴǎ ƻŦ ǇǊƻǇŜǊǝŜǎ ƛƴ ǘƘŜ ¦ƴƛǘŜŘ {ǘŀǘŜǎΦ !ƭƭ 

w9![¢hw{ϯ ƘŀǾŜ ŀŎŎŜǎǎ ǘƻ wtwϯ ŀǘ ƴƻ ŀŘŘƛǝƻƴŀƭ Ŏƻǎǘ ς ƛǘΩǎ ŀƴ ŜȄŎƭǳǎƛǾŜ w9![¢hwϯ 

ƳŜƳōŜǊ ōŜƴŜŬǘΦ wtw Ƙŀǎ ŀ ōǳƛƭǘπƛƴ ¢ƻƻƭ ǘƻ ŀǎǎƛǎǘ ƛƴ ǘƘŜ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ŀ ŎǊŜŘƛōƭŜ 

/a!Σ ŀƴŘ w9![¢hw{ϯ ǎƘƻǳƭŘ ŎƻƴǎƛŘŜǊ ǳǝƭƛȊƛƴƎ ƛǘǎ Řŀǘŀ όǿǿǿΦb!wwtwΦŎƻƳύΦ  

Public Records is another source of sales (Register of Deeds and Clerk of Court in 

the county where the properties are located). However, the degree of 

completeness and the details of the characteristics of the property sold and other 

terms and conditions of the sale is typically limited (or nonexistent) and thus this 

source is considered limited to the 1) date of sale, 2) sales price, or 3) age of the 

improvements on the site. Most other information contained in the public records 

is NOT considered reliable and is not usually verifiable from a secondary source. 

Unless the broker has access to the settlement documents on selling side or the 

buying side of the transaction or access to the settlement agent, then the details of 

the sale nor the details of the condition of the property and other terms and 

conditions are NOT available from public records nor otherwise verifiable. 

http://www.narrpr.com/
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Company Files are considered an excellent source of prior sales & listing 

information and should be sufficiently detailed to provide credible and reliable 

listing and sales data (review settlement statement, photos, interview the broker). 

bh¢9Υ {ŜƭŜŎǝƴƎ ŎƻƳǇŀǊŀōƭŜǎ Ŏŀƴ ǇƻǎŜ ŎƘŀƭƭŜƴƎŜǎ ŦƻǊ ŀ ǾŀǊƛŜǘȅ ƻŦ ǊŜŀǎƻƴǎΦ ¢ƘŜ 
ŎƻƳƳƻƴ ǘƘǊŜŀŘ ŀƳƻƴƎ ǘƘŜǎŜ ǊŜŀǎƻƴǎ ƛǎ ǘƘŀǘ ƛƴŦƻǊƳŀǝƻƴ ŀōƻǳǘ ŎƻƳǇŀǊŀōƭŜ 
ǇǊƻǇŜǊǝŜǎ ƛǎ ƅŀǿŜŘΣ ƛƴŎƻƳǇƭŜǘŜΣ ƻǊ ƳƛǎǎƛƴƎΦ  

Lb/hww9/¢ hw aL{[9!5LbD LbChwa!¢Lhb Lb 5!¢!.!{9{ CƻǊ ŜȄŀƳǇƭŜΣ ǎƻƳŜ 
ŀƎƎǊŜƎŀǝƻƴ ǎƛǘŜǎ ŀǊŜ ƴƻǘ ŀƭǿŀȅǎ ǳǇ ǘƻ ŘŀǘŜΣ ǎƘƻǿƛƴƎ ǇǊƻǇŜǊǝŜǎ ŀǎ ƭƛǎǘŜŘ ŦƻǊ ǎŀƭŜ 
ǘƘŀǘ ƘŀǾŜ ŀƭǊŜŀŘȅ ŎƭƻǎŜŘΦ tŜǊǝƴŜƴǘ ŘŜǘŀƛƭǎ ŀōƻǳǘ ŀ ǘǊŀƴǎŀŎǝƻƴ Ƴŀȅ ōŜ ƳƛǎǎƛƴƎΣ 
ǎǳŎƘ ŀǎ ǿƘŜǘƘŜǊ ǘƘŜ ǎŜƭƭŜǊ ŎƻƴǘǊƛōǳǘŜŘ ǘƻ ǘƘŜ ŬƴŀƴŎƛƴƎΦ  

bh tIh¢h{ Lƴ ǊŜǎǇƻƴǎŜ ǘƻ ōǳȅŜǊǎΩ ŎƻƴŎŜǊƴǎ ŀōƻǳǘ ǇǊƛǾŀŎȅΣ ƭƛǎǝƴƎ ŀƎŜƴǘǎ Ƴŀȅ 
ǊŜƳƻǾŜ ǇƘƻǘƻǎ ƻŦ ǎƻƭŘ ǇǊƻǇŜǊǝŜǎΦ .ǳǘ ǇƘƻǘƻǎ ŀǊŜ ŀƴ ƛƳǇƻǊǘŀƴǘ ǘƻƻƭ ƛƴ ǎŜƭŜŎǝƴƎ 
ŎƻƳǇŀǊŀōƭŜǎ ŀƴŘ ƭŀŎƪ ƻŦ ŀŎŎŜǎǎ ǘƻ ǘƘŜƳ ŎǊŜŀǘŜǎ ŀ ŘƛǎŀŘǾŀƴǘŀƎŜ ǿƘŜƴ ǇǊŜǇŀǊƛƴƎ 
/a!ǎΦ /ƻƴǘŀŎǝƴƎ ǘƘŜ ƭƛǎǝƴƎ ŀƎŜƴǘ ǘƻ ŀǎƪ ŦƻǊ ǇƘƻǘƻǎ ƛǎ ƻƴŜ ǿŀȅ ǘƻ ŀŘŘǊŜǎǎ ǘƘƛǎ 
ǎƘƻǊǘŎƻƳƛƴƎΦ LŦ ǘƘƛǎ ƛǎ ŀ ǘǊŜƴŘ ƛƴ ȅƻǳǊ ƳŀǊƪŜǘ ŀǊŜŀΣ ŎƻƴǎƛŘŜǊ ŘƻǿƴƭƻŀŘƛƴƎ ŀƴŘ 
ǎŀǾƛƴƎ ǇƘƻǘƻǎ ǿƘŜƴ ǘƘŜ ƭƛǎǝƴƎǎ ŀǊŜ ǎǝƭƭ ŀŎǝǾŜΦ  

/I!bDLbD a!wY9¢{ ±ƻƭŀǝƭŜ ƳŀǊƪŜǘǎτǊŀǇƛŘ ǇǊƛŎŜ ƛƴŎǊŜŀǎŜǎ ƻǊ ŘŜŎǊŜŀǎŜǎ 
ŎƻƳǇƭƛŎŀǘŜ ƛŘŜƴǝŬŎŀǝƻƴ ŀƴŘ ŜǾŀƭǳŀǝƻƴ ƻŦ ŎƻƳǇŀǊŀōƭŜǎΦ Lƴ ǎǳŎƘ ŀ ƳŀǊƪŜǘΣ ǘƘŜ 
флπŘŀȅ ƎǳƛŘŜƭƛƴŜ ƳƛƎƘǘ ǊŜǎǳƭǘ ƛƴ ŀ ŎŀƴŘƛŘŀǘŜ ŀǎ ŀ ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǘȅ ǘƘŀǘ 
ƳƛƎƘǘ ƴƻ ƭƻƴƎŜǊ ōŜ ǘǊǳƭȅ ŎƻƳǇŀǊŀōƭŜ ǿƛǘƘ ǘƘŜ ǎǳōƧŜŎǘΦ  

¢hh a¦/I t9w{hb![ twht9w¢¸ Lb /hb¢w!/¢ {ƻƳŜ ǊŜǎƛŘŜƴǝŀƭ ǊŜŀƭ ŜǎǘŀǘŜ 
ǘǊŀƴǎŀŎǝƻƴǎ ƛƴŎƭǳŘŜ ǘŀƴƎƛōƭŜ ǇǊƻǇŜǊǘȅ όŦǳǊƴƛǘǳǊŜ ϧ ƪƛǘŎƘŜƴ ŜǉǳƛǇƳŜƴǘύ ǘƘŀǘ ƛǎ 
ƴƻǘ ŎƭŀǎǎƛŬŜŘ ŀǎ ǊŜŀƭ ŜǎǘŀǘŜ όƛǘŜƳǎ ǎǳŎƘ ŀǎ ŦǳǊƴƛǎƘƛƴƎǎΣ ŀǊǘǿƻǊƪΣ ŀƴǝǉǳŜǎΣ 
ƳŀŎƘƛƴŜǊȅΣ ŀƴŘ ŜǉǳƛǇƳŜƴǘύΦ CƻǊ ŜȄŀƳǇƭŜΣ ŎƻƴǎƛŘŜǊ ǎŜƭƭŜǊǎ ƻŦ ŀ ƭŀƪŜŦǊƻƴǘ 
ǇǊƻǇŜǊǘȅ ǿƘƻ ƛƴŎƭǳŘŜ ŀ ǎŀƛƭōƻŀǘ ƻǊ ǇƻǿŜǊōƻŀǘ ƛƴ ǘƘŜ ǇǊƻǇŜǊǘȅ ǎŀƭŜΣ ǿƘƛŎƘ ǎƪŜǿǎ 
ǘƘŜ ǇǊƛŎŜΦ LŦ ǳǎŜŘ ŀǎ ŀ ŎƻƳǇŀǊŀōƭŜΣ ǘƘŜ ǎŀƭŜǎ ǇǊƛŎŜ ǎƘƻǳƭŘ ōŜ ŀŘƧǳǎǘŜŘ ŘƻǿƴǿŀǊŘ 
ŦƻǊ ǘƘŜ ǇǊƛŎŜ ƻŦ ǘƘŜ ōƻŀǘΦ .ǳǘ ŀ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊ ǿƘƻ ǎŜŜǎ ƻƴƭȅ ǘƘŜ ǎŀƭŜ ǇǊƛŎŜ ƛƴ 
ǘƘŜ a[{ ƳƛƎƘǘ Ŧŀƛƭ ǘƻ Řƻ ǎƻΦ  

bh¢ 9±9w¸ {![9 L{ ! a!wY9¢π5wL±9b ¢w!b{!/¢Lhb ¢ƘŜ ŦŀŎǘ ǘƘŀǘ ŀ 
ǘǊŀƴǎŀŎǝƻƴ ƛǎ ƴƻǘ ŀǊƳΩǎπƭŜƴƎǘƘ ƎŜƴŜǊŀƭƭȅ ƛǎ ƴƻǘ ƻōǾƛƻǳǎ ŦǊƻƳ ƳŀǊƪŜǝƴƎ ǎƻǳǊŎŜǎ 
ǎǳŎƘ ŀǎ ǘƘŜ a[{Φ CƛƴŘƛƴƎ ǘƘƛǎ ƛƴŦƻǊƳŀǝƻƴ Ƴŀȅ ǊŜǉǳƛǊŜ ŀ ŘŜŜǇ ŘƛǾŜ ƛƴǘƻ ǇǳōƭƛŎ 
ǊŜŎƻǊŘǎ ƻǊ ǊŜǉǳƛǊŜ ŀ ŘƛǊŜŎǘ ŎƻƴǾŜǊǎŀǝƻƴ ǿƛǘƘ ǘƘŜ ƭƛǎǝƴƎ ƻǊ ǎŜƭƭƛƴƎ ōǊƻƪŜǊ όƻǊ 
ōƻǘƘύ ŀōƻǳǘ ŀŎǘǳŀƭ ǘǊŀƴǎŀŎǝƻƴ ŘŜǘŀƛƭǎΦ LŦ ǘƘŜ ǎŜƭƭŜǊ ƛǎ ǘƘŜ ƳƻǊǘƎŀƎŜπƘƻƭŘƛƴƎ 
ŬƴŀƴŎƛŀƭ ƛƴǎǝǘǳǝƻƴΣ ǘƘŜ ǇǊƻǇŜǊǘȅ ƳƛƎƘǘ ōŜ ƛƴ ŦƻǊŜŎƭƻǎǳǊŜ ǿƛǘƘ ŀ ŘƛǎŎƻǳƴǘŜŘ 
ǎŀƭŜǎ ǇǊƛŎŜΦ 
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COMPARABLE PROPERTY INSPECTION CHECKLIST  

LOCATION ï (Address): _____________________________________  

Legal Considerations: _______________________________________________  

Distance from Subject: _____________________ HOA Fees: ________________ 

Design (Style): ___________________ Community Amenity: _________________  

SIZE ï (ñLiving Areaò): ______________________________________  

Bedrooms:_______________________ Bathrooms: ________________________  

Lot size: ________________________ View: _____________________________  

Garage:_____________ Size: _______________ Attached: _________________  

Parking (Condos): _____________ Off street: __________ Deeded: __________  

Below-Grade Area: ____________ % Finished: ___________ BR/BA: _________ 

Heating/Cooling ð (Fuel Source): ______________________________________ 

CONDITION ï (As Observed): ________________________________ 

Year Built: _________ Quality of Construction: ___________________________   

On-Site Amenities: _________________________________________________  

Improvements (Updates/Remodel): ____________________________________  

Repairs: _________________________________________________________ 

Comments: _______________________________________________________ 

DATE, PRICE, TRANSACTION  

Date of Last Sale: _________________ Previous Sales Price: $______________  

Current List Price: $_____________________  

Distressed Sale: __________________ Non-Arms-Length:___________________  

ADJUSTMENTS?  

_________________________________________________________________  

_________________________________________________________________  

USE THIS COMPARABLE PROPERTY?  Æ ¸Ŝǎ  Æ bƻ 
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   DIRECT SALES COMPARISON APPROACH       
        

FEATURE SUBJECT Comparable #1 Comparable #2 Comparable #3 

Address:        

        

Proximity to 
Subject         

Sales Price               

Price/SF               

Data Source   MLS # MLS # MLS # 

Verification Source   Public Records Public Records Public Records 

Price Adjustments Description Description (+/-) $ Description (+/-) $ Description (+/-) $ 

Concession 
Amount               

Date of Sale               

Location               

Property Interest Fee Simple Fee Simple   Fee Simple   Fee Simple   

Site               

View               

Design               

Quality               

Age               

Condition               

Room Count               

Living Area               

Below Grade               

Functionality               

Heating/Cooling               

Garage/Carport               

Porch/Deck/Patio               

Fireplace               

Fencing/Storage               

Other               

Other               

Adjustments (+/-)     $0   $0   $0 

Adjustment (%)            
                

Adjusted Price     $0   $0   $0 

RECONCILIATION:          
Based on a VISUAL EXTERIOR and INTERIOR inspection of the subject property, my opinion of the Listing PRICE 

Range of the Subject Property as of July 21, 2024 (The Effective Date of this CMA report) is between 
$_______________ to $_______________. 
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The REAL Question ð Which Comps ?  

What Metrics would you choose to compare with the Subject & Why ? 

================================================================== 

Comparing Comps: 

¢ƘŜǊŜ ŀǊŜ Ƴŀƴȅ ǿŀȅǎ ǘƻ ά/ƻƳǇŀǊŜέ ŀ /ƻƳǇ ǿƛǘƘ ǘƘŜ Subject, but the most critical 

ƳŜǘǊƛŎ ǘƻ ǳǎŜ ŀǊŜ ǘƘƻǎŜ ŎƻƳǇǎ ǘƘŀǘ ōŜǎǘ ǊŜǇǊŜǎŜƴǘ ǿƘŀǘ ǘƘŜ άaŀǊƪŜǘέ ǎŀȅǎ ǘƘŜ 

Subject Properties Price is (as-of the effective date of the report, or CMA). To this 

point, each comparable needs to be compared on the most important metrics 

which includes the most critical metrics as well. The next question is, which metrics 

are the most important and are the most important metrics the most critical 

ƳŜǘǊƛŎǎΚ hƴƭȅ ǘƘŜ άaŀǊƪŜǘέ Ŏŀƴ ŀƴǎǿŜǊ ǘƘƛǎ ǉǳŜǎǘƛƻƴΦ 

bh¢9Υ ¢ƘŜǎŜ ŎƻƳǇŀǊƛǎƻƴ ƳŜǘǊƛŎǎ ŀǊŜ ŘǊƛǾŜƴ ōȅ ǘƘŜ άaŀǊƪŜǘέΦ ¢ƘŜ άaŀǊƪŜǘέ ƛǎ ŀ 

direct reflection of how much Buyers are willing to pay for a property, including 

how much of a premium, in terms of money, Buyers will pay for certain 

characteristics the property exhibits. Those characteristics can vary from property 

to property, from location to location, including many other characteristics.  

¢ƘŜ ƳŀǊƪŜǘ ǘȅǇƛŎŀƭƭȅ ǊŜŎƻƎƴƛȊŜǎ ǘƘŀǘ ά[ƻŎŀǘƛƻƴέ ƛǎ ǘƘŜ Ƴƻǎǘ ǎƛƎƴƛŦƛŎŀƴǘ ƻŦ ǘƘŜ 

metrics to base comparison on (NOTE: if all the comps are from the same 

ŘŜǾŜƭƻǇƳŜƴǘΣ ǘƘŜƴ ά[ƻŎŀǘƛƻƴέ Ƴŀȅ ōŜ ƛƴǎƛƎƴƛŦƛŎŀƴǘΣ ƛŦ ŀƴȅύΦ CǳƴŎǘƛƻƴŀƭƛǘȅ ƛǎ ŀƭǎƻ ƻƴŜ 

of the important metrics. The functionality of a property might include the number 

of bedrooms and ōŀǘƘǎΣ ƛƴ ŀŘŘƛǘƛƻƴ ǘƻ ǘƘŜ ǎƛȊŜ ƻŦ ǘƘŜ ά[ƛǾƛƴƎ !ǊŜŀέΦ ¢ƘŜ .ǳȅŜǊǎΩ 

preferences and needs may include many other physical characteristics such as 

Decks, Porches, Garages, Below-Grade space as well as home-office space. 

Depending on the Buyers preferences or needs, certain additional characteristics 

such as multigenerational amenities or even on-site recreational amenities might 

be important to Buyers who set the market thru the negotiated purchase price. 

Buyers intuitively use the principle of substitution when measuring these various 

metrics for what a Buyer will pay for certain amenities and not for others. The 

principle of substitution is also the basis used to determine the amount of any 

single adjustment (in terms of money) when comparing the comp to the subject.  
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In addition of other questions Buyers want answered is what is the size of the 

improvement (the residence)? Therefore, Brokers need to competently understand 

ǿƘŀǘ ǘƘŜ άaŀǊƪŜǘέ ƛǎ ŎǳǊǊŜƴǘƭȅ ǇŀȅƛƴƎ ŦƻǊ ǾŀǊƛƻǳǎ ǎƛȊŜǎ ƻŦ ǊŜǎƛŘŜƴŎŜǎΦ .ǳȅŜǊǎ 

intuitively need a certain degree of functionality in the residence they decide to 

purchase, which includes the number of bedrooms (often it also includes the 

number of bathrooms) but will the residence being considered meet their space 

needs (does the size of the residence matter ?). NOTE: Review the following table 

of potential comparables to be analyzed in the CMA exercise which follows: 

Apparently, SIZE DOES MATTERS - (in more ways than just SF): 

Comp # Sold $$ SF $/SF Room # DOM Year Style Contract 

Subject   2,220   9/4/2.5   1996 2 Story   

1 $520,000 2,206 $235.72 10/4.2.5 55 1999 2 Story 12/9/2022 

2 $530,000 2,525 $209.90 10/4/2.5 44 1997 2 Story 12/19/2022 

3 $555,000 2,216 $250.45 8/4/2.5 10 1993 2.5 Story 9/18/2023 

4 $568,000 2,314/1,171 $245.46 10/5/3.5 25 2000 2 Story 4/5/2023 

5 $575,000 2,204/468 $260.89 9/4/2.5 2 1992 2 Story 6/18/2023 

6 $590,000 2,521 $234.03 10/4/2.5 44 1999 2 Story 1/24/2023 

7 $610,000 2,632 $231.76 9/4/2.5 3 1998 2 Story 4/30/2023 

8 $615,000 2,457 $250.31 8/3/2.5 4 1993 3 Story 3/27/2023 

9 $620,000 2,234 $277.53 8/3/2.5 5 1989 2 Story 10/16/2023 

10 $640,000 2,802 $228.41 10/4/2.5 5 1995 2 Story 7/19/2023 

         

Average $582,300 2,449 $237.76   19.7       

Median $582,500 2,489 $234.03   7.5       
 

As an observation from the above data, Comp #4 & Comp #5 have below-grade 

ǎǇŀŎŜ ŀƴŘ ŀǊŜ ƭŜǎǎ ŎƻƳǇŀǊŀōƭŜ ǘƘŀƴ ƻǘƘŜǊǎ ό/ƻƳǇ Іп ŀƭǎƻ Ƙŀǎ р .wΩǎύΦ /ƻƳǇ Іо ϧ 

Comp #8 have a 3rd ƭŜǾŜƭΦ /ƻƳǇ Іу ϧ /ƻƳǇ Іф ƻƴƭȅ ƘŀǾŜ о .wΩǎΦ 

Of the remaining 5 Comps, Comp #7 & Comp #10 have more than 15% difference 

in ά[ƛǾƛƴƎ !ǊŜŀέ ǘƘŀƴ ǘƘŜ ǎǳōƧŜŎǘs нΣннл {C ƻŦ ά[ƛǾƛƴƎ !ǊŜŀέΦ 

Therefore, Comp #1, Comp #2 & Comp #6 appear to be more similar to the subject 

than the other comparables. 

Negatives may exist and further research may be necessary on a case-by-case basis, 

and as a competent real estate broker you will have to make that decision. 
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EXERCISE: Comparable Selection  

Subject Property characteristics are the basis which comparable sales are selected. 

SUBJECT PROPERTY : 
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Comparable #1 
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Comparable #2 
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Comparable #3 
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Comparable #4 
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Comparable #5 
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Comparable #6 
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Comparable #7 
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Comparable #8 
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Comparable #9 
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Comparable #10 
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Section 3   

The Art & Science of Adjustments 
Learning Objective: 
By the end of this Section, brokers will be able to: Identify the theory behind the 
methods and techniques of making logical adjustments to comparable sales when 
developing a CMA for a client or prospective client.  
 

Adjustment Methods & Techniques 

¢ƘŜǊŜ ŀǊŜ hb[ ̧ǘǿƻ ǇǊƛƴŎƛǇŀƭ ƳŜǘƘƻŘǎ ŦƻǊ ŀŘƧǳǎǝƴƎ ŎƻƳǇŀǊŀōƭŜǎ ŀƭƭƻǿŜŘ ǳƴŘŜǊ 
b/w9/ [ŀǿ ϧ wǳƭŜǎΥ мύ ¢ƘŜ {ŀƭŜǎ /ƻƳǇŀǊƛǎƻƴ !ǇǇǊƻŀŎƘ όaŀǊƪŜǘ !ǇǇǊƻŀŎƘύΣ ŀƴŘ нύ 
¢ƘŜ LƴŎƻƳŜ /ŀǇƛǘŀƭƛȊŀǝƻƴ !ǇǇǊƻŀŎƘ όLƴŎƻƳŜ !ǇǇǊƻŀŎƘύΦ  ¢ƘŜ aŀǊƪŜǘ !ǇǇǊƻŀŎƘ ƛǎ 
ǘƘŜ ƳŜǘƘƻŘ Ƴƻǎǘ ōǊƻƪŜǊǎ ŀǊŜ ŦŀƳƛƭƛŀǊ ǿƛǘƘ ŀƴŘ ǘƘŜ ƳŜǘƘƻŘ ǘƘƛǎ ŎƻǳǊǎŜ ƛǎ Ƴƻǎǘ 
ŦƻŎǳǎŜŘ ƻƴΦ ¢ƘŜ LƴŎƻƳŜ !ǇǇǊƻŀŎƘ ƛǎ ǳǝƭƛȊŜŘ ŦƻǊ ƛƴŎƻƳŜ ǇǊƻŘǳŎƛƴƎ ǇǊƻǇŜǊǝŜǎ 
όǊŜǎƛŘŜƴǝŀƭ ƻǊ ŎƻƳƳŜǊŎƛŀƭύΦ ¢Ƙƛǎ ŎƻǳǊǎŜ ǿƛƭƭ ŎƻǾŜǊ ǘƘŜ ōŀǎƛŎǎ ƻŦ ǘƘŜ LƴŎƻƳŜ 
!ǇǇǊƻŀŎƘ ŀƴŘ ǿƛƭƭ ŦƻŎǳǎ ƻƴ ǘƘŜ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ŀ DǊƻǎǎ wŜƴǘ aǳƭǝǇƭƛŜǊ όDwaύΦ 

bh¢9Υ ¢ƘŜ /h{¢ !ǇǇǊƻŀŎƘ ƛǎ ǎǘŀǘǳǘƻǊƛƭȅ ǇǊƻƘƛōƛǘŜŘ ŦƻǊ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊǎ 

ǘƻ ǳǎŜ ǿƘŜƴ ŘŜǾŜƭƻǇƛƴƎ ŀ /a! ƻǊ .th ǳƴŘŜǊ § 93A. 

YŜŜǇ ƛƴ ƳƛƴŘ ǘƘŀǘ ŀŘƧǳǎǘƳŜƴǘǎ ŀǊŜ ƳŀŘŜ ǘƻ ŎƻƳǇŀǊŀōƭŜǎΣ ƴƻǘ ǘƘŜ ǎǳōƧŜŎǘΦ ¢ƘŜ ǎŀƭŜǎ 
ǇǊƛŎŜǎ ƻŦ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎ ŀǊŜ ǘƘŜ ƪƴƻǿƴ ŦŀŎǘƻǊΣ ǘƘŜ ǎŀƭŜ ǇǊƛŎŜ ŦƻǊ ǘƘŜ ǎǳōƧŜŎǘ 
ǇǊƻǇŜǊǘȅ ƛǎ ǳƴƪƴƻǿƴ ŀƴŘ ǘƘŜ ƻǇƛƴƛƻƴ ƻŦ ǇǊƛŎŜ ǿƛƭƭ ōŜ ǊŜǾŜŀƭŜŘ ƛƴ ǘƘŜ /a! ǇǊƻŎŜǎǎΦ 

a!wY9¢π.!{95 !5W¦{¢a9b¢{  

¢ƘŜ ƳŀǊƪŜǘπōŀǎŜŘ ƳŜǘƘƻŘ ŜǎǝƳŀǘŜǎ ǘƘŜ ŎƻƴǘǊƛōǳǝƻƴ ŀ ǇǊƻǇŜǊǘȅ ŦŜŀǘǳǊŜ 
ŎƻƴǘǊƛōǳǘŜǎ ōŀǎŜŘ ƻƴ ƳŀǊƪŜǘ ƪƴƻǿƭŜŘƎŜ ƻǊ ŀ ǇŀƛǊŜŘπǎŀƭŜǎ ŀƴŀƭȅǎƛǎΦ ¢ƘŜ ŘƛũŜǊŜƴŎŜǎ 
ōŜǘǿŜŜƴ ǘƘŜ ŎƻƳǇŀǊŀōƭŜ ŀƴŘ ǘƘŜ ǎǳōƧŜŎǘ ŀǊŜ ƛŘŜƴǝŬŜŘΣ ŀƴŘ ŀƴ ŀŘƧǳǎǘƳŜƴǘ ƛǎ 
ŀǇǇƭƛŜŘ ōŀǎŜŘ ƻƴ ǘƘŜ ƳŀǊƪŜǘΩǎ ŀŎŎŜǇǘŀƴŎŜ όƻǊ ǊŜƧŜŎǝƻƴύ ƻŦ ǘƘŜ ƛǘŜƳ ōŜƛƴƎ ŀŘƧǳǎǘŜŘΦ  

¢ƘŜǊŜ ƛǎ bh 5ŜŬƴƛǝǾŜ έ[L{¢έ ƻŦ ŀŘƧǳǎǘƳŜƴǘǎ ǘƘŀǘ Ŏŀƴ ōŜ ŀǇǇƭƛŜŘ ǳƴƛǾŜǊǎŀƭƭȅ ǿƘŜƴ 
ǇǊƛŎƛƴƎ ǇǊƻǇŜǊǘȅΦ IƻǿŜǾŜǊΣ ǿƛǘƘ ŀ ōǊƻƪŜǊΩǎ ƳŀǊƪŜǘ ƪƴƻǿƭŜŘƎŜ ƻŦ ŀ ǎǇŜŎƛŬŎ ƳŀǊƪŜǘ 
ŀǊŜŀΣ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊǎ Ŏŀƴ ŘŜǾŜƭƻǇ ǉǳŀƭƛŬŜŘ ŜǎǝƳŀǘŜǎ ŦƻǊ ǎǇŜŎƛŬŎ ŦŜŀǘǳǊŜǎΦ 
.ǊƻƪŜǊǎ ƭŜŀǊƴ ŦǊƻƳ ŜȄǇŜǊƛŜƴŎŜΣ ŦƻǊ ŜȄŀƳǇƭŜΣ ǘƘŜ ŎƻƴǘǊƛōǳǝƻƴ ƻŦ ŦƻǳǊ ōŜŘǊƻƻƳǎ 
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ǾŜǊǎǳǎ ǘƘǊŜŜ ōŜŘǊƻƻƳǎΣ ƻǊ нѹ ōŀǘƘǎ ǾŜǊǎǳǎ мѹ ōŀǘƘǎΣ Ŏŀƴ ōŜ ŘŜǊƛǾŜŘ ŦǊƻƳ ŀ 
ǇŀǊǝŎǳƭŀǊ ƳŀǊƪŜǘΦ .ǊƻƪŜǊǎ Ŏŀƴ ǘƘŜƴ ǳǎŜ ǘƘŜǎŜ ŀƳƻǳƴǘǎ ǘƻ ŀŘƧǳǎǘ ŦƻǊ ŘƛũŜǊŜƴŎŜǎ 
ōŜǘǿŜŜƴ ŎƻƳǇŀǊŀōƭŜǎ ŀƴŘ ǘƘŜ ǎǳōƧŜŎǘΦ tŜǊƛƻŘƛŎ ōǊŀƛƴǎǘƻǊƳƛƴƎ ǿƛǘƘ ƭƻŎŀƭ ŀǇǇǊŀƛǎŜǊǎ 
Ŏŀƴ ŀƭǎƻ ƘŜƭǇ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊǎ ŘŜǘŜǊƳƛƴŜ ǘƘŜ ƳƻƴŜǘŀǊȅ ŀŘƧǳǎǘƳŜƴǘ ŦƻǊ ǘƘŜ 
ŎƻƴǘǊƛōǳǝƻƴ ŦǊƻƳ ǘƘŜ ǾŀǊƛƻǳǎ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎ ŀƴŘ ŀǧǊƛōǳǘŜǎ ǘƘŜ ŎƻƳǇ ŜȄƘƛōƛǘǎΦ  

{ƻƳŜǝƳŜǎ ŎŜǊǘŀƛƴ ŦŜŀǘǳǊŜǎ ƛƴ ŀ ǊŜǎƛŘŜƴŎŜ ŀǊŜ ǳƴŎƻƳƳƻƴ ƻǊ ǘƘŜ ōǊƻƪŜǊ ƛǎ 
ǳƴŦŀƳƛƭƛŀǊ ǿƛǘƘ ƛǘΣ ƻǊ ǘƘŜ ƳŀǊƪŜǘ ƛǎ ŎƘŀƴƎƛƴƎ ƛƴ ǎǳŎƘ ŀ ǿŀȅ ŀǎ ǘƻ ƴƻ ƭƻƴƎŜǊ ōŜ 
ǊŜŎƻƎƴƛȊŜŘΣ ŀƴŘ ƘƛǎǘƻǊƛŎŀƭ ŜȄǇŜǊƛŜƴŎŜ ƛǎ ƴƻ ƭƻƴƎŜǊ ŀƴ ŀŘŜǉǳŀǘŜ ƎǳƛŘŜΦ CƻǊ ŀ ǊŜŀƭ 
ŜǎǘŀǘŜ ōǊƻƪŜǊ ǿƘƻ ƛǎ ƴŜǿ ǘƻ ŀ ƳŀǊƪŜǘ ŀƴŘ Ƙŀǎ ƴƻǘ ȅŜǘ ŘŜǾŜƭƻǇŜŘ ŀ ŎƻƳǇŜǘŜƴǘ 
ŜȄǇŜǊƛŜƴǝŀƭ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜ ŎƻƴǘǊƛōǳǝƻƴ ǎǳŎƘ ŀ ŦŜŀǘǳǊŜ ǇǊƻǾƛŘŜǎΣ ǘƘŜƴ ǘƘŜ 
ǇŀƛǊŜŘ ǎŀƭŜǎ ŀƴŀƭȅǎƛǎ ŀǇǇǊƻŀŎƘ ƛǎ ŀ ǎƻƭǳǝƻƴΦ 

tŀƛǊŜŘ ǎŀƭŜǎ ŀƴŀƭȅǎƛǎ ŀǎǎǳƳŜǎ ǘƘŀǘ ǘǿƻ ƻǊ ƳƻǊŜ ǇǊƻǇŜǊǝŜǎ ŀǊŜ ƛŘŜƴǝŎŀƭ ƛƴ ŜǾŜǊȅ 
ǊŜǎǇŜŎǘ ŜȄŎŜǇǘ ƻƴŜΤ ǘƘŜ ŘƛũŜǊŜƴŎŜ ƛƴ ǇǊƛŎŜ ƛǎ ǘƘŜƴ ŀǧǊƛōǳǘŜŘ ǘƻ ǘƘƛǎ ŦŜŀǘǳǊŜΦ ¢ƘŜ 
ǇŀƛǊŜŘπǎŀƭŜǎ ŀƴŀƭȅǎƛǎ ŎƻƳǇŀǊŜǎ ǿƘŀǘ ǘƘŜ ƳŀǊƪŜǘ ǿƛƭƭ Ǉŀȅ ŦƻǊ ǎǳŎƘ ŀ ŦŜŀǘǳǊŜ 
ŎƻƴǘŀƛƴŜŘ ƛƴ ŀ ǇǊƻǇŜǊǘȅ ŎƻƳǇŀǊŜŘ ŀƳƻƴƎ ǎŜǾŜǊŀƭ ŎƻƳǇŀǊŀōƭŜǎ ǘƻ ŜǎǝƳŀǘŜ ǘƘŜ 
ŜũŜŎǘ ƻƴ ǇǊƛŎŜΦ Lǘ ŀƴǎǿŜǊǎ ǘƘŜ ǉǳŜǎǝƻƴΥ ǎǘŀǊǝƴƎ ŦǊƻƳ ǘƘŜ ǎŀƭŜǎ ǇǊƛŎŜ ƻŦ ǘƘƛǎ 
ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǘȅΣ ǿƘŀǘ ǇǊƛŎŜ ǿƻǳƭŘ ƛǘ ǎŜƭƭ ŀǘ ƛŦ ƛǘ ǿŜǊŜ ƛŘŜƴǝŎŀƭ ǘƻ ǘƘŜ ǎǳōƧŜŎǘ 
ǇǊƻǇŜǊǘȅΚ  

¢ƘŜ ŘƛǎŀŘǾŀƴǘŀƎŜ ƻŦ ǇŀƛǊŜŘ ǎŀƭŜǎ ŀƴŀƭȅǎƛǎ ƛǎ ǘƘŀǘ ǎŜŜƳƛƴƎƭȅ ƛŘŜƴǝŎŀƭ ƘƻǳǎŜǎ ŀƭƳƻǎǘ 
ŀƭǿŀȅǎ ŘƛũŜǊ ƛƴ ƳƻǊŜ ǘƘŀƴ ƻƴŜ ǿŀȅΦ tŀƛǊŜŘ ǎŀƭŜǎ ŀƴŀƭȅǎƛǎ Ŭƭƭǎ ƛƴ ǘƘŜ ƪƴƻǿƭŜŘƎŜ ƎŀǇ 
ǿƘŜƴ ǘƘŜ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊ ƭŀŎƪǎ ŜȄǇŜǊƛŜƴŎŜ ƻǊ ƪƴƻǿƭŜŘƎŜ ƛƴ ǘƘŀǘ ƳŀǊƪŜǘ ŀǊŜŀΦ  

t!Lw95 {![9{ !b![¸{L{  

[ŜǘΩǎ ƭƻƻƪ ŀǘ ŀƴ ŜȄŀƳǇƭŜ ƻŦ ŀ ǇŀƛǊŜŘπǎŀƭŜǎ ŀƴŀƭȅǎƛǎΦ /ƻƴǎƛŘŜǊ ŦƻǳǊ ŎƻƳǇŀǊŀōƭŜǎ ǘƘŀǘ 
ŘƛũŜǊ ƻƴƭȅ ƛƴ ǘƘŜ ǎƛȊŜ ƻŦ ǘƘŜ ƎŀǊŀƎŜΦ ²Ƙŀǘ ǿƻǳƭŘ ōŜ ǘƘŜ ŀŘƧǳǎǘƳŜƴǘ ǘƻ ǘƘŜ ǎŀƭŜǎ 
ǇǊƛŎŜ ƻŦ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎ ǿƛǘƘ нπŎŀǊ ƎŀǊŀƎŜǎ ƛŦ ǎǳōƧŜŎǘ ƘŀŘ ŀ оπŎŀǊ ƎŀǊŀƎŜΚ 

 

   /hat !        /hat .       /hat /  /hat 5 

GARAGE  2-car         2-car  3-car  3-car  

SALES PRICE  $355,000      $355,500  $360,000  $361,000  
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Ih² ¢h .9{¢ twL/9 ¸h¦w /[L9b¢Ω{ twht9w¢¸ 

/ƻƳǇŀǊŜ ǘƘŜ ǎŀƭŜǎ ǇǊƛŎŜǎ ƻŦ ǘƘŜ нπŎŀǊ ƎŀǊŀƎŜ ŎƻƳǇŀǊŀōƭŜǎ ǿƛǘƘ ǘƘŜ оπŎŀǊ 
ŎƻƳǇŀǊŀōƭŜǎΦ  

мΦ /hat!w9 ! ²L¢I / ¢ƘŜ ǇǊƛŎŜ ŘƛũŜǊŜƴŎŜ ƛǎ ϷрΣллл όϷослΣлллςϷоррΣлллύ  

нΦ /hat!w9 ! ²L¢I 5 ¢ƘŜ ǇǊƛŎŜ ŘƛũŜǊŜƴŎŜ ƛǎ ϷсΣллл όϷосмΣлллςϷоррΣлллύ  

оΦ /hat!w9 . ²L¢I / ¢ƘŜ ǇǊƛŎŜ ŘƛũŜǊŜƴŎŜ ƛǎ ϷпΣрлл όϷослΣлллςϷоррΣрллύ  

пΦ /hat!w9 . ²L¢I 5 ¢ƘŜ ǇǊƛŎŜ ŘƛũŜǊŜƴŎŜ ƛǎ ϷрΣрлл όϷосмΣлллςϷоррΣрллύ 
 

¢ƘŜ ŎƻƳǇŀǊƛǎƻƴ ǇǊƻŘǳŎŜǎ ŦƻǳǊ ǇƻǎǎƛōƭŜ ŀŘƧǳǎǘƳŜƴǘ ŀƳƻǳƴǘǎ όϷрΣлллΣ ϷсΣлллΣ 
ϷпΣрллΣ ϷрΣрллύ ŦƻǊ ǘƘŜ ŘƛũŜǊŜƴŎŜ ōŜǘǿŜŜƴ ŀ оπŎŀǊ ƎŀǊŀƎŜ ŀƴŘ ŀ нπŎŀǊ ƎŀǊŀƎŜ ƛƴ ŀ 
ŎƻƳǇŀǊŀǝǾŜ ŀƴŀƭȅǎƛǎΦ ²ƘƛŎƘ ƻƴŜ ŘƻŜǎ ǘƘŜ ōǊƻƪŜǊ ǳǎŜΚ  

¦{9 ! aL55[9 b¦a.9w /ƘƻƻǎƛƴƎ ƻƴŜ ƻŦ ǘƘŜ ƳƛŘŘƭŜ ƴǳƳōŜǊǎτϷрΣллл ƻǊ ϷрΣрллτ
ƛǎ ŀƴ ŀŎŎŜǇǘŀōƭŜ ŀǇǇǊƻŀŎƘ π όƴƻǘ ǘƻƻ ƭŀǊƎŜ ƴƻǊ ǘƻƻ ƭƻǿύΦ 
 

!±9w!D9 ¢I9 !5W¦{¢a9b¢{ !ƭǘŜǊƴŀǝǾŜƭȅΣ ǿŜ ŎƻǳƭŘ ǳǎŜ ŀƴ ŀǾŜǊŀƎŜ ƻŦ ǘƘŜ ŦƻǳǊ 
ŀƳƻǳƴǘǎ ŀǎ ǘƘŜ ŀŘƧǳǎǘƳŜƴǘ ƳŜǘƘƻŘΦ Lƴ ǘƘƛǎ ŜȄŀƳǇƭŜΣ ǘƘŜ ŀǾŜǊŀƎŜ ǿƻǊƪǎ ƻǳǘ ǘƻ 
ϷрΣнрлΦ {ǳŎƘ ǇǊŜŎƛǎŜ ƴǳƳōŜǊǎ ŀǊŜ ǎŜƭŘƻƳ ǳǎŜŘ ƛƴ ŀ /a! ōǳǘ ŀǾŜǊŀƎƛƴƎ ǘƘŜ ŦƻǳǊ 
ŀƳƻǳƴǘǎ ǊŜƛƴŦƻǊŎŜǎ ǘƘŀǘ ŜƛǘƘŜǊ ϷрΣллл ƻǊ ϷрΣрлл ǿƻǳƭŘ ōŜ ŀƴ ŀŎŎŜǇǘŀōƭŜ 
ŀŘƧǳǎǘƳŜƴǘ όōǊƻƪŜǊǎ Ƴǳǎǘ ƳŀƪŜ ǘƘŀǘ ŘŜŎƛǎƛƻƴ ōŀǎŜŘ ƻƴ ǘƘŜƛǊ ƳŀǊƪŜǘ ŜȄǇŜǊƛŜƴŎŜύΦ 

¢I9 Lathw¢!b/9 hC a!wY9¢ 9·t9/¢!¢Lhb{  

²ƘŜƴ ƳŀƪƛƴƎ ŀƴ ŀŘƧǳǎǘƳŜƴǘΣ ƛǘ ƛǎ ŎǊƛǝŎŀƭ ǘƻ ƪŜŜǇ ƳŀǊƪŜǘ ŜȄǇŜŎǘŀǝƻƴǎ ƛƴ ƳƛƴŘΦ 
aŀǊƪŜǘ ŜȄǇŜŎǘŀǝƻƴǎ ŀǊŜ ǿƘŀǘ ŀ ǇǊƻōŀōƭŜ ōǳȅŜǊ ǇǊŜǎǳƳŜǎ ǘƻ ŬƴŘ ƛƴ ŀ ƘƻǳǎŜ ƻŦ ŀ 
ǇŀǊǝŎǳƭŀǊ ŀƎŜΣ ǘȅǇŜΣ ƭƻŎŀǝƻƴΣ ŀƴŘ ǇǊƛŎŜ ǊŀƴƎŜΦ LŦ ŀ ŎƻƳǇŀǊŀōƭŜ ƛǎ ƭŀŎƪƛƴƎ ŀ ŦŜŀǘǳǊŜ 
ǘƘŀǘ ǘƘŜ ƳŀǊƪŜǘ ŜȄǇŜŎǘǎ ƛǘ ǘƻ ƘŀǾŜΣ ȅƻǳ Ƴǳǎǘ ŀŘƧǳǎǘ ŦƻǊ ǎǳŎƘ ŀ ŘŜŬŎƛŜƴŎȅΗ  

5ƛũŜǊŜƴŎŜǎ ƛƴ ƳŀǊƪŜǘ ŜȄǇŜŎǘŀǝƻƴǎ ǊŜǉǳƛǊŜ ǘƘŜ ƳŀǊƪŜǘπōŀǎŜŘ ŀǇǇǊƻŀŎƘΦ CƻǊ 
ŜȄŀƳǇƭŜΣ ŀ ōǳȅŜǊ ƳƛƎƘǘ Ǉŀȅ ϷпΣллл ƭŜǎǎ ŦƻǊ ŀ ƘƻǳǎŜ ǿƛǘƘ ƻƴƭȅ ƻƴŜ ōŀǘƘǊƻƻƳΣ 
ƛƴǎǘŜŀŘ ƻŦ ǘǿƻ ōŀǘƘǊƻƻƳǎΦ ¢ƘŜ ϷпΣллл ŀƳƻǳƴǘ ƛǎ ƴƻǘ ǘƘŜ Ŏƻǎǘ ǘƻ ƛƴǎǘŀƭƭ ŀ ōŀǘƘǊƻƻƳΣ 
ōǳǘ ƛƴǎǘŜŀŘ ǊŜǇǊŜǎŜƴǘǎ ǘƘŜ ōǳȅŜǊΩǎ ƻǇƛƴƛƻƴ ƻŦ ǘƘŜ ŎƻƴǘǊƛōǳǝƻƴ ǘƻ ǇǊƛŎŜ ƻŦ ǘƘŜ 
ǎŜŎƻƴŘ ōŀǘƘΦ ¢Ƙƛǎ ŀŘƧǳǎǘƳŜƴǘ ŀƳƻǳƴǘ Ŏŀƴ ōŜ ŘŜǘŜǊƳƛƴŜŘ ǘƘǊƻǳƎƘ ƳŀǊƪŜǘ 
ŜȄǇŜǊƛŜƴŎŜ ƻǊ ŀ ǇŀƛǊŜŘπǎŀƭŜǎ ŀƴŀƭȅǎƛǎΦ  

!ƭǎƻΣ CƭƻǊƛŘŀ ƘƻƳŜ ōǳȅŜǊǎ ŜȄǇŜŎǘ ŎŜƴǘǊŀƭ ŀƛǊ ŎƻƴŘƛǝƻƴƛƴƎΦ ¢ƘŜ ƳŀǊƪŜǘ ǿƛƭƭ ǇŜƴŀƭƛȊŜ 
ŀ ǇǊƻǇŜǊǘȅ ǘƘŀǘ ƭŀŎƪǎ ƛǘΦ ¢ƘŜ ŀƳƻǳƴǘ ƻŦ ǘƘŜ ǇŜƴŀƭǘȅ ǿƻǳƭŘ ǇǊƻōŀōƭȅ ōŜ ǿƘŀǘ ǘƘŜ 
ƳŀǊƪŜǘ ǿƻǳƭŘ Ǉŀȅ ƛŦ ŎŜƴǘǊŀƭ ŀƛǊ ŎƻƴŘƛǝƻƴƛƴƎ ŜȄƛǎǘŜŘΣ ǘƘƛǎ ƛǎ ŀ ŘŜŬŎƛŜƴŎȅ ŀŘƧǳǎǘƳŜƴǘΦ 
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Ih² ¢h .9{¢ twL/9 ¸h¦w /[L9b¢Ω{ twht9w¢¸ 

tǊƛŎŜ ǊŀƴƎŜ ǘŜƴŘǎ ǘƻ ǎƘŀǇŜ ƳŀǊƪŜǘ ŜȄǇŜŎǘŀǝƻƴǎΦ CƻǊ ŜȄŀƳǇƭŜΣ ŀǘ ǘƘŜ ƭƻǿŜǎǘ ǇǊƛŎŜ 
ǊŀƴƎŜΣ ŀ ōǳȅŜǊ ƳƛƎƘǘ ƴƻǘ ŜȄǇŜŎǘ ŀ ƎŀǊŀƎŜ ŀƴŘ ƳƛƎƘǘ ƴƻǘ ōŜ ǿƛƭƭƛƴƎ ǘƻ Ǉŀȅ 
ǎƛƎƴƛŬŎŀƴǘƭȅ ƳƻǊŜ ŦƻǊ ŀ ƎŀǊŀƎŜΦ !ǘ ǘƘŜ ƻǘƘŜǊ ŜƴŘ ƻŦ ǘƘŜ ǇǊƛŎŜ ǎǇŜŎǘǊǳƳΣ ǘƘŜ ǳǇǇŜǊ 
ǇǊƛŎŜ ǊŀƴƎŜǎΣ ōǳȅŜǊǎ Ƴŀȅ ŜȄǇŜŎǘ ƳǳƭǝπŎŀǊ ƎŀǊŀƎŜǎ ŀƳŜƴƛǝŜǎ ƛƴ ǘƘŜ ǊŜǎƛŘŜƴŎŜΦ 
 

²ƘŜƴ ǳǎƛƴƎ ǘƘŜ ƳŀǊƪŜǘπōŀǎŜŘ ƳŜǘƘƻŘ ǘƻ ŘŜǘŜǊƳƛƴŜ ŀŘƧǳǎǘƳŜƴǘǎΣ ƳŀƪŜ ǎǳǊŜ ǘƘŜ 
ŎƻƳǇŀǊŀōƭŜ Řŀǘŀ ƛǎ ŘŜǊƛǾŜŘ ŦǊƻƳ ŀ ƎǊƻǳǇ ƻŦ ŎƻƳǇŀǊŀōƭŜǎ ǎƛƳƛƭŀǊ ǘƻ ǘƘŜ ǎǳōƧŜŎǘΦ 
aŀƪŜ ǎǳǊŜ ǘƘŜ ŎƻƳǇŀǊƛǎƻƴ ƛǎ ŀǎ ŎƭƻǎŜ ǘƻ άŀǇǇƭŜǎ ǘƻ ŀǇǇƭŜǎέ ŀǎ Ŏŀƴ ōŜ ŦƻǳƴŘΦ 

a!YLbD ¢I9 !5W¦{¢a9b¢{  

¢ƘŜ ŀŘƧǳǎǘƳŜƴǘ ŀƳƻǳƴǘ ƛǎ ŀǇǇƭƛŜŘ ǘƻ ǘƘŜ ǎŀƭŜ ǇǊƛŎŜ ƻŦ ǘƘŜ ŎƻƳǇŀǊŀōƭŜΦ Lƴ ƻǘƘŜǊ 
ǿƻǊŘǎΣ ȅƻǳ ŀŘƧǳǎǘ ǿƘŀǘ ƛǎ ƪƴƻǿƴ όǘƘŜ ǎŀƭŜ ǇǊƛŎŜ ƻŦ ŀ ŎƻƳǇŀǊŀōƭŜΣ ǿƘƛŎƘ ƛǎ ƪƴƻǿƴύ 
ǘƻ ŜǎǝƳŀǘŜ ǿƘŀǘ ƛǎ ǳƴƪƴƻǿƴ όǘƘŜ ǎǳōƧŜŎǘΩǎ ƳŀǊƪŜǝƴƎ ǇǊƛŎŜύΦ  

.ŀǎŜŘ ƻƴ ǘƘŜ ǇǊŜǾƛƻǳǎ ƎŀǊŀƎŜ ŜȄŀƳǇƭŜΣ ŀǎǎǳƳŜ ǘƘŀǘ ǘƘŜ ŀŘƧǳǎǘƳŜƴǘ ŀƳƻǳƴǘ ŦƻǊ ŀ 
нπŎŀǊ ǾŜǊǎǳǎ оπŎŀǊ ƎŀǊŀƎŜ ƛǎ ϷрΣлллΦ ¢Ƙƛǎ ŀƳƻǳƴǘ ƛǎ ŜƛǘƘŜǊ ŀŘŘŜŘ ǘƻ ƻǊ ǎǳōǘǊŀŎǘŜŘ 
ŦǊƻƳ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎΩ ǎŀƭŜǎ ǇǊƛŎŜ ǘƻ ŜǉǳŀǘŜ ƛǘ ǘƻ ǘƘŜ ǎǳōƧŜŎǘΦ  

LŦ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅ Ƙŀǎ ŀ оπŎŀǊ ƎŀǊŀƎŜΣ ǘƘŜ ŀŘƧǳǎǘƳŜƴǘ ǘƻ ǘƘŜ ŎƻƳǇŀǊŀōƭŜ ǿƻǳƭŘ 
ōŜ ǘƻ ŀŘŘ ϷрΣллл ǘƻ ǘƘŜ ǘǿƻ ŎƻƳǇŀǊŀōƭŜǎ ǿƛǘƘ нπŎŀǊ ƎŀǊŀƎŜǎΦ ¢ƘŜ ŎƻƳǇŀǊŀōƭŜǎ ǿƛǘƘ 
оπŎŀǊ ƎŀǊŀƎŜǎ Řƻ ƴƻǘ ƴŜŜŘ ǘƻ ōŜ ŀŘƧǳǎǘŜŘ ŦƻǊ ǘƘƛǎ ŦŜŀǘǳǊŜΦ  

LŦ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅ Ƙŀǎ ŀ нπŎŀǊ ƎŀǊŀƎŜΣ ǘƘŜ ŀŘƧǳǎǘƳŜƴǘ ǘƻ ǘƘŜ ŎƻƳǇŀǊŀōƭŜ ǿƻǳƭŘ 
ōŜ ǘƻ ǎǳōǘǊŀŎǘ ϷрΣллл ǘƻ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎ ǿƛǘƘ оπŎŀǊ ƎŀǊŀƎŜǎΦ ¢ƘŜ ŎƻƳǇŀǊŀōƭŜǎ ǿƛǘƘ 
нπŎŀǊ ƎŀǊŀƎŜǎ Řƻ ƴƻǘ ƴŜŜŘ ǘƻ ōŜ ŀŘƧǳǎǘŜŘ ŦƻǊ ǘƘƛǎ ŦŜŀǘǳǊŜΦ  

!55 hw {¦.¢w!/¢Κ  π  ¢²h w¦[9{ hC ¢I¦a.  

IŜǊŜΩǎ ŀ ƎƻƻŘ ǊǳƭŜ ƻŦ ǘƘǳƳō ōŀǎŜŘ ƻƴ ǘƘŜ ŜȄŀƳǇƭŜΦ  

{.! ό{¦.W9/¢ .9¢¢9wΣ ¢I9b !55ύΥ LŦ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅ Ƙŀǎ ŀ оπŎŀǊ ƎŀǊŀƎŜ 
ŀƴŘ ǘƘŜ ŎƻƳǇ Ƙŀǎ ŀ нπŎŀǊ ƎŀǊŀƎŜΣ ŀŘŘ ǘƻ ǘƘŜ ǎƻƭŘ ǇǊƛŎŜ ƻŦ ǘƘŜ ŎƻƳǇŀǊŀōƭŜΦ  

/.{ ό/hat!w!.[9 .9¢¢9wΣ ¢I9b {¦.¢w!/¢ύΥ LŦ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅ Ƙŀǎ ŀ 
нπŎŀǊ ƎŀǊŀƎŜ ŀƴŘ ǘƘŜ ŎƻƳǇ Ƙŀǎ ŀ оπŎŀǊ ƎŀǊŀƎŜΣ ǎǳōǘǊŀŎǘ ŦǊƻƳ ǘƘŜ ǎƻƭŘ ǇǊƛŎŜ 
ƻŦ ǘƘŜ ŎƻƳǇŀǊŀōƭŜΦ  

 
bh¢9Υ !ŘƧǳǎǘƳŜƴǘǎ ŀǊŜ ƳŀŘŜ ǘƻ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎΣ bh¢ ǘƘŜ ǎǳōƧŜŎǘΦ 
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Ih² ¢h .9{¢ twL/9 ¸h¦w /[L9b¢Ω{ twht9w¢¸ 

/hb/9{{Lhb{  

!ƴ ŀŘƧǳǎǘƳŜƴǘ ǘƻ ŀ ŎƻƳǇŀǊŀōƭŜ ǎƘƻǳƭŘ ōŜ ƳŀŘŜ ǿƘŜƴ ǘƘŜ ŎƻƴŎŜǎǎƛƻƴ ƛƳǇŀŎǘǎ ǘƘŜ 
Ŭƴŀƭ ǎŀƭŜǎ ǇǊƛŎŜΣ ǎǳŎƘ ŀǎ ǿƘŜƴ ǘƘŜ ǎŜƭƭŜǊ ƻŦ ŀ ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǘȅ ǇŀƛŘ ŀ ŎƻƴŎŜǎǎƛƻƴ 
ǘƻ ōŜƴŜŬǘ ǘƘŜ ōǳȅŜǊ όǎǳŎƘ ŀǎΣ ǇŀƛŘ ǘƘŜ ōǳȅŜǊǎ ŎƭƻǎƛƴƎ ŎƻǎǘǎύΣ ǘƘŜƴ ǎǳŎƘ ŀƳƻǳƴǘ 
ǿƻǳƭŘ ōŜ ŘŜŘǳŎǘŜŘ ŦǊƻƳ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎ ǎŀƭŜǎ ǇǊƛŎŜ όLΦŜΦΣ ϷоΣллл ƛƴ ǎŜƭƭŜǊ ǇŀƛŘ 
ŎƻƴŎŜǎǎƛƻƴύΦ 

C!bbL9 a!9 D¦L5!b/9 Chw !ttw!L{9w{ hb !5W¦{¢LbD /hat!w!.[9{  

CŀƴƴƛŜ aŀŜ ƎǳƛŘŀƴŎŜ ƛǎ ŦƻŎǳǎŜŘ ƻƴ ŀǇǇǊŀƛǎŜǊǎ ŀƴŘ ŀǇǇǊŀƛǎŀƭǎΦ IƻǿŜǾŜǊΣ  ǊŜŀƭ 
ŜǎǘŀǘŜ ōǊƻƪŜǊǎ Ŏŀƴ ǇǊƻǾƛŘŜ ōŜƴŜŬŎƛŀƭ ŀŘǾƛŎŜ ǘƻ ǘƘŜƛǊ ŎƭƛŜƴǘǎ ōȅ ōŜƛƴƎ ŀǿŀǊŜ ƻŦ 
ǘƘŜǎŜ ǎŀƳŜ ƎǳƛŘŜƭƛƴŜǎ ŀƴŘ ŀǇǇƭȅ ǘƘŜƳ ǎƛƳƛƭŀǊƭȅ ǿƘŜƴ ŘŜǾŜƭƻǇƛƴƎ ŀ /a!Φ  

CŀƴƴƛŜ aŀŜΩǎ ƎǳƛŘŀƴŎŜ ŜƳǇƘŀǎƛȊŜǎ ǘƘŀǘ ŀŘƧǳǎǘƳŜƴǘǎ Ƴǳǎǘ ōŜ ƳŀǊƪŜǘπōŀǎŜŘΣ 
ƴƻǘ ŀǊōƛǘǊŀǊȅ ƻǊ ŀ ōƻƛƭŜǊǇƭŀǘŜ ŀŘƧǳǎǘƳŜƴǘΦ Lǘ ŀƭǎƻ ŀŎƪƴƻǿƭŜŘƎŜǎ ǘƘŀǘ ǎƻƳŜǝƳŜǎ 
ŀǇǇǊƻǇǊƛŀǘŜ ŎƻƳǇŀǊŀōƭŜǎ Ŏŀƴƴƻǘ ōŜ ŦƻǳƴŘ ōŜŎŀǳǎŜ ǘƘŜ ǎǳōƧŜŎǘ ƛǎ ǎƻ ǳƴƛǉǳŜ ƻǊ 
ōŜŎŀǳǎŜ ƻŦ ǇŀǊǝŎǳƭŀǊ ŎƻƴŘƛǝƻƴǎΦ Lƴ ǘƘŀǘ ŎŀǎŜΣ ǎŀƭŜǎ ǘƘŀǘ ōŜǎǘ ƛƴŘƛŎŀǘŜ ǘƘŜ 
ŀŘƧǳǎǘƳŜƴǘ ǘƻ ǘƘŜ ŎƻƳǇŀǊŀōƭŜ Ƴǳǎǘ ōŜ ǎŜƭŜŎǘŜŘ ŦǊƻƳ ǘƘŜ ƳŀǊƪŜǘ ŀƴŘ ŀŘƧǳǎǘŜŘ 
ŀǇǇǊƻǇǊƛŀǘŜƭȅΦ  

!ǇǇǊŀƛǎŜǊǎ Ƴǳǎǘ ŀŘƧǳǎǘ ŎƻƳǇŀǊŀōƭŜǎ ǘƻ ǊŜƅŜŎǘ ŀƴȅ ǎŀƭŜǎ ƻǊ ŬƴŀƴŎƛƴƎ 
ŎƻƴŎŜǎǎƛƻƴǎ ǘƘŀǘ ƳƛƎƘǘ ŀũŜŎǘ ǎŀƭŜǎ ǇǊƛŎŜΦ ¢Ƙƛǎ ƛǎ ǿƘȅ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊǎ ǳǎǳŀƭƭȅ 
ƴŜŜŘ ǘƻ ǇǊƻǾƛŘŜ ŀ ŎƻǇȅ ƻŦ ǘƘŜ ǎŀƭŜǎ ŀƎǊŜŜƳŜƴǘ ǘƻ ŀǇǇǊŀƛǎŜǊǎΣ ǎƻ ǘƘŜȅ Ŏŀƴ 
ŎƻƴŬǊƳ ŀƴȅ ǎǳŎƘ ŎƻƴŎŜǎǎƛƻƴǎΦ bh¢9Υ !ŘƧǳǎǘƳŜƴǘǎ Ƴŀȅ ƴƻǘ ƴŜŎŜǎǎŀǊƛƭȅ ōŜ 
ŘƻƭƭŀǊπŦƻǊπŘƻƭƭŀǊΦ  

¢ƘŜ ƎǳƛŘŀƴŎŜ ŀƭǎƻ ŜƳǇƘŀǎƛȊŜǎ ǘƘŜ ƛƳǇƻǊǘŀƴŎŜ ƻŦ ŎƻƳƳŜƴǘŀǊȅ ŀōƻǳǘ 
ŀŘƧǳǎǘƳŜƴǘǎΦ Lǘ ƛǎ ƴƻǘ ŜƴƻǳƎƘ ǘƻ ǎƛƳǇƭȅ ǎǘŀǘŜ ǘƘŀǘ ŀƴ ŀŘƧǳǎǘƳŜƴǘ Ƙŀǎ ōŜŜƴ ƳŀŘŜΦ 
!ǇǇǊŀƛǎŜǊǎ Ƴǳǎǘ ǇǊƻǾƛŘŜ ǘƘŜƛǊ ƭƻƎƛŎ ŀƴŘ ǊŜŀǎƻƴƛƴƎ όƛƴ ǿǊƛǝƴƎύ ŦƻǊ ƳŀƪƛƴƎ ǎǳŎƘ 
ŀŘƧǳǎǘƳŜƴǘǎΦ 

!tt[¸LbD ¢I9 twLb/Lt[9 hC {¦.{¢L¢¦¢Lhb  

¢ƘŜ tǊƛƴŎƛǇƭŜ ƻŦ {ǳōǎǝǘǳǝƻƴ Ŧƻƭƭƻǿǎ ǘƘŜ ǇǊŜƳƛǎŜ ǘƘŀǘ ŀ ǇǊǳŘŜƴǘ ŀƴŘ ǿŜƭƭπƛƴŦƻǊƳŜŘ 
ōǳȅŜǊ ǿƛƭƭ Ǉŀȅ ƴƻ ƳƻǊŜ ǘƻ ŀŎǉǳƛǊŜ ƻƴŜ ǇŀǊǝŎǳƭŀǊ ǇǊƻǇŜǊǘȅ όƻǊ ŀƴȅ ŎƻƳǇƻƴŜƴǘ ƛƴ ŀ 
ǇǊƻǇŜǊǘȅύ ǘƘŀƴ ǘƘŜ ǇǊƛŎŜ ǘƘŀǘ ƛǎ ǎŜǘ ōȅ ǘƘŜ ƳŀǊƪŜǘ ƻƴ ŀ ǎǳōǎǝǘǳǘŜ ǇǊƻǇŜǊǘȅ ƻŦ ǎƛƳƛƭŀǊ 
ǳǝƭƛǘȅ ŀƴŘ ŘŜǎƛǊŀōƛƭƛǘȅΦ ¢ƘŜ ǇǊƛƴŎƛǇƭŜ ƻŦ ǎǳōǎǝǘǳǝƻƴΣ ŀƭƻƴƎ ǿƛǘƘ ƳŀǊƪŜǘ ŜȄǇŜŎǘŀǝƻƴΣ 
ŘǊƛǾŜǎ ǘƘŜ ƳŀǊƪŜǘπōŀǎŜŘ ǇǊƛŎƛƴƎ ǇǊƛƴŎƛǇƭŜΦ 



    

  

START SCHOOL OF REAL ESTATE, LLC © 59 

 

Ih² ¢h .9{¢ twL/9 ¸h¦w /[L9b¢Ω{ twht9w¢¸ 

Lƴ ǎƛƳǇƭŜ ǘŜǊƳǎΣ ǎǳōǎǝǘǳǝƻƴ ƳŜŀƴǎ ǘƘŀǘ ǘƘŜ ǊŜŀƭ ŜǎǘŀǘŜ ƳŀǊƪŜǘ ƛǎ ŎƻƳǇŜǝǝǾŜΥ ! 
ōǳȅŜǊ ǿƛƭƭ ƎŜƴŜǊŀƭƭȅ ŎƘƻƻǎŜ ǘƘŜ ƭŜŀǎǘ ŜȄǇŜƴǎƛǾŜ ƘƻǳǎŜ ǘƘŀǘ ǎŀǝǎŬŜǎ ǘƘŜƛǊ ƴŜŜŘǎ ŀƴŘ 
ǿŀƴǘǎΣ ŀƭƭ ƻǘƘŜǊ ǘƘƛƴƎǎ ōŜƛƴƎ ŜǉǳŀƭΦ CƻǊ ǘƘƛǎ ǊŜŀǎƻƴΣ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊǎ ǎƘƻǳƭŘ ǎǘǊƛǾŜ 
ǘƻ ōŜ ŀǎ ŀŎŎǳǊŀǘŜ ŀǎ ǇƻǎǎƛōƭŜ ƛƴ ǘƘŜ ŀŘƧǳǎǘƳŜƴǘ ǘƻ ǘƘŜ ŎƻƳǇǎΦ CƻǊ ŜȄŀƳǇƭŜΣ ƛŦ ƘƻƳŜǎ 
ǿƛǘƘ ǘƘǊŜŜπŎŀǊ ƎŀǊŀƎŜǎ ǎŜƭƭ ŦƻǊ ϷрΣллл ƳƻǊŜΣ ǘƘŜ ōǳȅŜǊ ǿƻƴΩǘ Ǉŀȅ ϷтΣллл ƳƻǊŜ ŦƻǊ 
ƻƴŜ ōŜŎŀǳǎŜ ǘƘŜ ǎŜƭƭŜǊ ǿŀƴǘǎ ƳƻǊŜΦ 

/ƻƴǎǳƳŜǊǎ ƛƴǎǝƴŎǝǾŜƭȅ ŜƳǇƭƻȅ ǘƘŜ ǇǊƛƴŎƛǇƭŜ ƻŦ ǎǳōǎǝǘǳǝƻƴ ǿƛǘƘ ƻǘƘŜǊ ōƛƎπǝŎƪŜǘ 
ƛǘŜƳǎ ŀƭǎƻΦ CƻǊ ŜȄŀƳǇƭŜΣ ŀ ŎŀǊ ōǳȅŜǊ ǿƘƻ Ƙŀǎ ŘŜŎƛŘŜŘ ƻƴ ŀ ǎǇŜŎƛŬŎ ƳŀƪŜ ŀƴŘ ƳƻŘŜƭ 
ǿƻƴΩǘ ǳǎǳŀƭƭȅ Ǉŀȅ ƳƻǊŜ ŀǘ ƻƴŜ ŘŜŀƭŜǊǎƘƛǇ ǘƘŀƴ ǘƘŜ Ŏƻǎǘ ƻŦ ǇǳǊŎƘŀǎƛƴƎ ƛǘ ŀǘ ŀƴƻǘƘŜǊ 
ŘŜŀƭŜǊǎƘƛǇΦ ¢ƘŜ ǎŀƳŜ ƛǎ ǘǊǳŜΣ ŦƻǊ ŀƴ ƛƴŦƻǊƳŜŘ ōǳȅŜǊΣ ƛƴ ŀ ǊŜŀƭ ŜǎǘŀǘŜ ǘǊŀƴǎŀŎǝƻƴΦ 

!5W¦{¢a9b¢{ π Chw 5!¢9 hC {![9 !b5 ¢La9 

¢ƘŜ ŘŀǘŜ ƻŦ ǎŀƭŜ ŀƴŘ ǘƘŜ ǝƳŜ ŀŘƧǳǎǘƳŜƴǘ όƭƻŎŀƭ ƳŀǊƪŜǘ ŎƻƴŘƛǝƻƴǎύ ŀǊŜ ŎǊƛǝŎŀƭ 
ŜƭŜƳŜƴǘǎ ƛƴ ŘŜǘŜǊƳƛƴƛƴƎ ŀƴ ŀŎŎǳǊŀǘŜ ǇǊƛŎŜ ōŜŎŀǳǎŜ ŀƴ ŀǇǇǊŀƛǎŀƭ ƛǎ ōŀǎŜŘ ƻƴ ŀ 
ǎǇŜŎƛŬŎ ŘŀǘŜ ƛƴ ǝƳŜ όŜũŜŎǝǾŜ ŘŀǘŜ ƻŦ ŀǇǇǊŀƛǎŀƭύΦ ¢ƘŜ ŎƻƳǇŀǊŀōƭŜ ǎŀƭŜǎ ōŜƛƴƎ 
ŎƻƴǎƛŘŜǊŜŘ Ƴǳǎǘ ōŜ ŀƴŀƭȅȊŜŘ ōȅ ǘƘŜ ŀǇǇǊŀƛǎŜǊ ǘƻ ŘŜǘŜǊƳƛƴŜ ƛŦ ǘƘŜǊŜ ƘŀǾŜ ōŜŜƴ ŀƴȅ 
ŎƘŀƴƎŜǎ ƛƴ ƳŀǊƪŜǘ ŎƻƴŘƛǝƻƴǎ ŦǊƻƳ ǘƘŜ ǝƳŜ ǘƘŜ ŎƻƳǇŀǊŀōƭŜ ǿŜƴǘ ǳƴŘŜǊ ŎƻƴǘǊŀŎǘ 
ǘƻ ǘƘŜ ŜũŜŎǝǾŜ ŘŀǘŜ ƻŦ ǘƘŜ ŀǇǇǊŀƛǎŀƭΦ ¢Ƙƛǎ ŀƴŀƭȅǎƛǎ ǿƛƭƭ ŘŜǘŜǊƳƛƴŜ ǿƘŜǘƘŜǊ ŀ ǝƳŜ 
ŀŘƧǳǎǘƳŜƴǘ ƛǎ ǿŀǊǊŀƴǘŜŘΦ !ŘƧǳǎǘƳŜƴǘǎ Ƴŀȅ ōŜ ŜƛǘƘŜǊ ǇƻǎƛǝǾŜ ƻǊ ƴŜƎŀǝǾŜ 
ŘŜǇŜƴŘƛƴƎ ƻƴ ǘƘŜ ƳŀǊƪŜǘ ŎƘŀƴƎŜǎ ƻǾŜǊ ǘƘŜ ǝƳŜ ǇŜǊƛƻŘ ŀƴŀƭȅȊŜŘΦ ¢Ƙƛǎ ŀŘƧǳǎǘƳŜƴǘ 
Ŏŀƴ ōŜ ŎŀƭŎǳƭŀǘŜŘ ōȅ ŎƻƳǇŀǊƛƴƎ ǘƘŜ ƳŜŘƛŀƴ ǎŀƭŜǎ ǇǊƛŎŜ ƻŦ ǇǊƻǇŜǊǝŜǎ ŀǘ ǘƘŜ ǝƳŜ ǘƘŜ 
ŎƻƳǇŀǊŀōƭŜ ǎƻƭŘ ŀƴŘ ǘƘŜ ƳŜŘƛŀƴ ǎŀƭŜǎ ǇǊƛŎŜ ǘƻŘŀȅΦ ¢ƘŜ ǇŜǊŎŜƴǘŀƎŜ ŘƛũŜǊŜƴŎŜ ƛǎ ǘƘŜ 
ƭƛƪŜƭȅ ŀŘƧǳǎǘƳŜƴǘΦ ¢ƛƳŜ ŀŘƧǳǎǘƳŜƴǘǎ ǎƘƻǳƭŘ ōŜ ǎǳǇǇƻǊǘŜŘ ōȅ ƻǘƘŜǊ ŎƻƳǇŀǊŀōƭŜǎ 
όǎǳŎƘ ŀǎ ǎƻƭŘ Ǿǎ ŎƻƴǘǊŀŎǘ ǇǊƛŎŜǎύ ǿƘŜƴŜǾŜǊ ǇƻǎǎƛōƭŜΤ ƘƻǿŜǾŜǊΣ ƛƴ ŀƭƭ ƛƴǎǘŀƴŎŜǎ ǘƘŜ 
ŀǇǇǊŀƛǎŜǊ Ƴǳǎǘ ǇǊƻǾƛŘŜ ŀ ǿǊƛǧŜƴ ŜȄǇƭŀƴŀǝƻƴ ŦƻǊ ǘƘŜ ǝƳŜ ŀŘƧǳǎǘƳŜƴǘ ƛƴ ǘƘŜ 
ŀǇǇǊŀƛǎŀƭ ǊŜǇƻǊǘΦ  

bh¢9Υ .ǊƻƪŜǊǎ Ŏŀƴ ŀǇǇƭȅ ǘƘƛǎ ǎŀƳŜ ƳŜǘƘƻŘ ǿƘŜƴ ŀ ǝƳŜ ŀŘƧǳǎǘƳŜƴǘ ƛǎ ǿŀǊǊŀƴǘŜŘΦ 

{t9/LCL/ /hb{L59w!¢Lhb{ Lb 59¢9waLbLbD !5W¦{¢a9b¢{  

²Ƙŀǘ ŎƻƴǎǝǘǳǘŜǎ ŀ ōŜŘǊƻƻƳΚ ²ƘŜƴ ƛǎ ŀ ōŀǘƘǊƻƻƳ ŀ Ŧǳƭƭ ōŀǘƘΚ {ƻƳŜ a[{ 
ŘŜŬƴƛǝƻƴǎ Řƻ ƴƻǘ ƳŀǘŎƘ ǘƘŜ ŘŜŬƴƛǝƻƴ ŀƴ ŀǇǇǊŀƛǎŜǊ ƳƛƎƘǘ ǳǎŜΦ ¢ƘŜ ŦƻƭƭƻǿƛƴƎ ŀǊŜ 
ǎƻƳŜ ǎǇŜŎƛŬŎ ƘƻƳŜ ŦŜŀǘǳǊŜǎ ŀƴŘ Ƙƻǿ CŀƴƴƛŜ aŀŜ ǇǊŜŦŜǊǎ ŀǇǇǊŀƛǎŜǊǎ ǘƻ 
ŎƘŀǊŀŎǘŜǊƛȊŜ ǘƘŜƳ ǿƘŜƴ ǎŜƭŜŎǝƴƎ ŀƴŘ ŀŘƧǳǎǝƴƎ ŎƻƳǇŀǊŀōƭŜǎΣ ƻǊ {ǘŀǘŜ .ǳƛƭŘƛƴƎ 
/ƻŘŜǎ ƻǘƘŜǊǿƛǎŜ ŘŜŬƴŜ ǘƘŜƳΦ 
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.95whha{  

¢ƘŜ b/ .ǳƛƭŘƛƴƎ /ƻŘŜ Ƙŀǎ ǎǇŜŎƛŬŎ ǊŜǉǳƛǊŜƳŜƴǘǎ ŦƻǊ ǿƘŀǘ ǊƻƻƳǎ Ŏŀƴ ƭŜƎŀƭƭȅ Ŏƻǳƴǘ 
ŀǎ ŀ ōŜŘǊƻƻƳΦ b/ wŜǎƛŘŜƴǝŀƭ .ǳƛƭŘƛƴƎ /ƻŘŜ όb/w./ύ ǊŜǉǳƛǊŜǎ ǘƘŀǘ ōŜŘǊƻƻƳǎ ƘŀǾŜ 
at least 100 square feet (of Living Area), and at least 50% of the  room must have a 
ceiling height of at least тΩΣ ƛǘ Ŏŀƴ then be called a bedroom. The NCRBC also 
requires a bedroom to have a window or door leading directly to the outside 
for  access in case of an emergency. .ŜŎŀǳǎŜ ƻŦ ǘƘŜ ǊŜǉǳƛǊŜƳŜƴǘ ŦƻǊ ŀ ǿƛƴŘƻǿ όƻǊ 
ŘƻƻǊύ ŜȄƛǘΣ ŀ ōŀǎŜƳŜƴǘ ǊƻƻƳ ǿƛǘƘ ŀ ǿƛƴŘƻǿ ǘƻƻ ǎƳŀƭƭ ǘƻ ŀƭƭƻǿ ŦƻǊ ŜƳŜǊƎŜƴŎȅ ŜȄƛǘ 
ǇǳǊǇƻǎŜǎ ŎŀƴΩǘ ōŜ ŎŀƭƭŜŘ ŀ ōŜŘǊƻƻƳΦ όƘǧǇǎΥκκǿǿǿΦƴŎǊŜŀƭǘƻǊǎΦƻǊƎκǉǳŜǎǝƻƴκǿƘŀǘπ
ƛǎπŀπōŜŘǊƻƻƳκύ  

/ƭƻǎŜǘǎ ŀǊŜ ƴƻǘ ǊŜǉǳƛǊŜŘ ŦƻǊ ŀ ǊƻƻƳ ǘƻ ōŜ ŀ ōŜŘǊƻƻƳ όƴŜƛǘƘŜǊ ƛǎ ǘƘŜǊŜ ŀ ǊŜǉǳƛǊŜƳŜƴǘ 
ŦƻǊ ƴŀǘǳǊŀƭ ƭƛƎƘǘ ƴƻǊ ǾŜƴǝƭŀǝƻƴύΦ IƛǎǘƻǊƛŎ ƘƻƳŜǎ ƳƛƎƘǘ ƴƻǘ ƘŀǾŜ ŎƭƻǎŜǘǎ ōŜŎŀǳǎŜ 
ǿŀǊŘǊƻōŜ ŦǳǊƴƛǘǳǊŜ ǿŜǊŜ ƛƴ ǳǎŜ ǿƘŜƴ ǘƘŜǎŜ ƘƻǳǎŜǎ ǿŜǊŜ ƻǊƛƎƛƴŀƭƭȅ ōǳƛƭǘΦ IƻǿŜǾŜǊΣ 
if the home has a septic tank, the home must comply with the specific septic permit 
issued by the Department of Environmental Health in the county where the 
property is located. If the home is only permitted for two bedrooms, you cannot 
list it as having three or more bedrooms.  

https://www.ncrealtors.org/question/advertising-permitted-number-of-
bedrooms/  

.!¢Iwhha{  

! Ŧǳƭƭ ōŀǘƘǊƻƻƳ ƛƴŎƭǳŘŜǎ ŀǘ ƭŜŀǎǘ ǘƘǊŜŜ ƻǳǘ ƻŦ ǘƘŜǎŜ ŦƻǳǊ ŦŜŀǘǳǊŜǎΥ  

 ¢ƻƛƭŜǘ  

 {ƛƴƪ  

 .ŀǘƘǘǳō  

 {ƘƻǿŜǊ  

! ƘŀƭŦπōŀǘƘ ǳǎǳŀƭƭȅ Ŏƻƴǎƛǎǘǎ ƻŦ ŀ ǎƛƴƪ ŀƴŘ ǘƻƛƭŜǘΦ ²ƘŜƴ ƛƴ ŘƻǳōǘΣ ŦƻƭƭƻǿƛƴƎ CŀƴƴƛŜ 
aŀŜ ƎǳƛŘŀƴŎŜ ƛǎ ǇǊƻōŀōƭȅ ŀ ƎƻƻŘ ƛŘŜŀΥ ŀ ǘƻƛƭŜǘΣ ǎƛƴƪΣ ŀƴŘ ōŀǘƘǘǳō ƻǊ ǎƘƻǿŜǊ 
ŎƻƴǎǝǘǳǘŜ ŀ Ŧǳƭƭ ōŀǘƘΦ ¢Ƙƛǎ ƛǎ ŀƭǎƻ ǘƘŜ ŘŜŬƴƛǝƻƴ ǘƘŀǘ ŀƴ ŀǇǇǊŀƛǎŜǊ ǿƻǳƭŘ ǳǎŜΣ ǎƻ ŀ 
/a! ǘƘŀǘ Ŧƻƭƭƻǿǎ ǘƘƛǎ ŘŜŬƴƛǝƻƴ ǿƛƭƭ ƭƛƪŜƭȅ ǎȅƴŎƘǊƻƴƛȊŜ ǿƛǘƘ ŀƴ ŜǾŜƴǘǳŀƭ ŀǇǇǊŀƛǎŀƭ 
ƻŦ ǘƘŜ ǇǊƻǇŜǊǘȅΦ  

  

https://www.ncrealtors.org/question/what-is-a-bedroom/
https://www.ncrealtors.org/question/what-is-a-bedroom/
https://www.ncrealtors.org/question/advertising-permitted-number-of-bedrooms/
https://www.ncrealtors.org/question/advertising-permitted-number-of-bedrooms/
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Dwh{{ [L±LbD !w9! π όD[!ύ  

/ƻƳƳƻƴƭȅ ǊŜŦŜǊǊŜŘ ǘƻ ŀǎ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ƛƴ Ƴŀƴȅ a[{ǎΣ άDǊƻǎǎπ[ƛǾƛƴƎπ!ǊŜŀέ ƛǎ 
ǎǇŜŎƛŬŎŀƭƭȅ ŘŜŬƴŜŘ ōȅ CŀƴƴƛŜ aŀŜ ŀǎ ŬƴƛǎƘŜŘ ŀōƻǾŜπƎǊŀŘŜ ƘŀōƛǘŀōƭŜ ŀǊŜŀǎ 
ƳŜŀǎǳǊŜŘ ŦǊƻƳ ǘƘŜ ŜȄǘŜǊƛƻǊ ōǳƛƭŘƛƴƎ ŘƛƳŜƴǎƛƻƴǎΦ DŀǊŀƎŜǎ ŀƴŘ ōŀǎŜƳŜƴǘǎ 
όƛƴŎƭǳŘƛƴƎ ǘƘƻǎŜ ǘƘŀǘ ŀǊŜ ǇŀǊǝŀƭƭȅ ŀōƻǾŜπƎǊŀŘŜύ ŀǊŜ bh¢ ƛƴŎƭǳŘŜŘ ƛƴ D[! ŘŜŬƴƛǝƻƴΦ 
CƻǊ ŜȄŀƳǇƭŜΣ ŀ ǿŀƭƪπƻǳǘ ōŀǎŜƳŜƴǘ ǿƛǘƘ ŬƴƛǎƘŜŘ ǊƻƻƳǎ ǿƻǳƭŘ ƴƻǘ ōŜ ƛƴŎƭǳŘŜŘ ƛƴ 

ǘƘŜ ŀōƻǾŜπƎǊŀŘŜ ǊƻƻƳ Ŏƻǳƴǘ ƻǊ D[!Φ NOTE: ǘƘŜ b/w9/ ǇǳōƭƛǎƘŜŘ ǘƘŜ wŜǎƛŘŜƴǝŀƭ 

{ǉǳŀǊŜ CƻƻǘŀƎŜ DǳƛŘŜƭƛƴŜǎΣ ǎƻ ōǊƻƪŜǊǎ ƘŀŘ ŀ ŎƻƴǎƛǎǘŜƴǘ ƎǳƛŘŜ ǿƘŜƴ ƳŜŀǎǳǊƛƴƎΣ 
ŎŀƭŎǳƭŀǝƴƎΣ ŀƴŘ ǊŜǇƻǊǝƴƎ ǘƘŜ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ƛƴ ǊŜǎƛŘŜƴǝŀƭ ǇǊƻǇŜǊǝŜǎΦ {ŜŜ ǘƘŜ 
b/w9/ wŜǎƛŘŜƴǝŀƭ {ǉǳŀǊŜ CƻƻǘŀƎŜ DǳƛŘŜƭƛƴŜ ŎƻƳƳŜƴǘǎ ōŜƭƻǿΦ 

wƻƻƳǎ ǘƘŀǘ ŀǊŜ ƴƻǘ ƛƴŎƭǳŘŜŘ ƛƴ ǘƘŜ ŀōƻǾŜπƎǊŀŘŜ ǊƻƻƳ Ŏƻǳƴǘ ŀƴŘ D[! Ŏŀƴ 
ŎƻƴǘǊƛōǳǘŜ ǎǳōǎǘŀƴǝŀƭƭȅ ǘƻ ǘƘŜ ŦǳƴŎǝƻƴŀƭƛǘȅ ŀƴŘ ǳǝƭƛǘȅ ƻŦ ŀ ǇǊƻǇŜǊǘȅΣ ŀƴŘ ōǳȅŜǊǎ 
ǿƛƭƭ ǘȅǇƛŎŀƭƭȅ Ǉŀȅ ŦƻǊ ǘƘƻǎŜ ŀŘŘƛǝƻƴŀƭ ŀǊŜŀǎ ǿƛǘƘƛƴ ǘƘŜ ǊŜǎƛŘŜƴŎŜΦ !ōƻǾŜπƎǊŀŘŜ ŀǊŜŀǎ 
ǎƘƻǳƭŘ ōŜ ŎƻƳǇŀǊŜŘ ƻƴƭȅ ǿƛǘƘ ǊŜǎƛŘŜƴŎŜǎ ǿƛǘƘ ǎƛƳƛƭŀǊ ŀōƻǾŜπƎǊŀŘŜ ŀǊŜŀǎ ŀƴŘ 
ǊŜǎƛŘŜƴŎŜǎ ǿƛǘƘ ōŜƭƻǿπƎǊŀŘŜ ŀǊŜŀǎ ǎƘƻǳƭŘ ƻƴƭȅ ōŜ ŎƻƳǇŀǊŜŘ ǿƛǘƘ ƻǘƘŜǊ ǎƻƭŘ 
ǊŜǎƛŘŜƴŎŜǎ ǿƛǘƘ ǎƛƳƛƭŀǊ ōŜƭƻǿπƎǊŀŘŜ ŀǊŜŀǎΦ 

¢ƘŜ b/ wŜŀƭ 9ǎǘŀǘŜ /ƻƳƳƛǎǎƛƻƴΩǎ wŜǎƛŘŜƴǝŀƭ {ǉǳŀǊŜ CƻƻǘŀƎŜ DǳƛŘŜƭƛƴŜǎ 

Lƴ {ŜǇǘŜƳōŜǊ мффуΣ ǘƘŜ bƻǊǘƘ /ŀǊƻƭƛƴŀ wŜŀƭ 9ǎǘŀǘŜ /ƻƳƳƛǎǎƛƻƴ ŀŘƻǇǘŜŘ ǘƘŜ 
wŜǎƛŘŜƴǝŀƭ {ǉǳŀǊŜ CƻƻǘŀƎŜ DǳƛŘŜƭƛƴŜǎΣ ǿƘƛŎƘ Ƴƻǎǘ ǊŜŎŜƴǘƭȅ ǿŜǊŜ ǊŜǾƛǎŜŘ ƛƴ 
bƻǾŜƳōŜǊ нлмоΦ ¢ƘŜ DǳƛŘŜƭƛƴŜǎ ŀǊŜ ǾƻƭǳƴǘŀǊȅ όbh¢ ƳŀƴŘŀǘƻǊȅύ ōǳǘ ǿƘŜƴ ōǊƻƪŜǊǎ 
ŜƭŜŎǘ ǘƻ ƛƴŎƻǊǇƻǊŀǘŜ ŀƴȅ ǊŜǇǊŜǎŜƴǘŀǝƻƴ ƻŦ ǘƘŜ ǎƛȊŜ ƻŦ ŀ ǊŜǎƛŘŜƴŎŜ ƛƴ ŀƴȅ ƳŀǊƪŜǝƴƎ 
ƳŀǘŜǊƛŀƭǎ όƛƴŎƭǳŘƛƴƎ ƻǊŀƭ ǊŜǇǊŜǎŜƴǘŀǝƻƴǎΣ a[{Σ ŀƴŘ 5ŀǘŀ {ƘŜŜǘǎύ ǘƘŜ ƭƛǎǝƴƎ ŀƎŜƴǘ ƛǎ 
ƘŜƭŘ ǊŜǎǇƻƴǎƛōƭŜ ŦƻǊ ǘƘŜ ŀŎŎǳǊŀŎȅ ƻŦ ǘƘŜ ǊŜǇǊŜǎŜƴǘŜŘ ά[ƛǾƛƴƎ !ǊŜŀέ ƛƴ ǘƘŜ ǊŜǎƛŘŜƴŎŜΦ 

¢ƘŜ ǇǳǊǇƻǎŜ ƻŦ ǘƘŜ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ǘƘŜ wŜǎƛŘŜƴǝŀƭ {ǉǳŀǊŜ ŦƻƻǘŀƎŜ DǳƛŘŜƭƛƴŜǎ ǿŀǎ 
ǘƻ ƛƴŎǊŜŀǎŜ ǘƘŜ ƪƴƻǿƭŜŘƎŜΣ ǎƪƛƭƭ ŀƴŘ ŎƻƳǇŜǘŜƴŎȅ ƻŦ ōǊƻƪŜǊǎ ǿƘƻ ǇǊƻǾƛŘŜ όŀŘǾŜǊǝǎŜύ 
ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ƛƴ ǘƘŜƛǊ ƳŀǊƪŜǝƴƎ ƳŀǘŜǊƛŀƭǎΦ  

!ŘŘƛǝƻƴŀƭƭȅΣ ǘƘŜǎŜ DǳƛŘŜƭƛƴŜǎ ǇǊƻǾƛŘŜ ŀ ƎǊŜŀǘŜǊ ƪƴƻǿƭŜŘƎŜ ōŀǎŜ ŦƻǊ ǘƘŜ ǇǊƻǇŜǊ 
ǳǝƭƛȊŀǝƻƴ ŀƴŘ ƛƴǘŜǊǇǊŜǘŀǝƻƴ ƻŦ ǘƘŜ {ǉǳŀǊŜ CƻƻǘŀƎŜ DǳƛŘŜƭƛƴŜǎ ǿƘŜƴ ƳŜŀǎǳǊƛƴƎΣ 
ŎŀƭŎǳƭŀǝƴƎΣ ŀƴŘ ǊŜǇƻǊǝƴƎ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ƛƴ ŀ ǊŜǎƛŘŜƴǝŀƭ ǇǊƻǇŜǊǘȅΣ ǊŜƎŀǊŘƭŜǎǎ ƻŦ 
ǿƘŜǊŜ ǘƘŜ ǊŜǎƛŘŜƴŎŜ ƛǎ ƭƻŎŀǘŜŘ ƛƴ bƻǊǘƘ /ŀǊƻƭƛƴŀΦ !ƳƻƴƎ ƻǘƘŜǊ ƛǎǎǳŜǎΣ ǘƘŜ 
DǳƛŘŜƭƛƴŜǎ ŘŜǎŎǊƛōŜ ŎŜǊǘŀƛƴ ŀŎŎŜǇǘŀōƭŜ ƳŜŀǎǳǊƛƴƎΣ ǎƪŜǘŎƘƛƴƎΣ ŀƴŘ ŎŀƭŎǳƭŀǝƴƎ 
ƳŜǘƘƻŘƻƭƻƎƛŜǎ ǿƘƛŎƘ ŀƎŜƴǘǎ Ŏŀƴ ǳǝƭƛȊŜ ǿƘŜƴ ǇǊƻǾƛŘƛƴƎ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ŀǎ ŀ ǎŜǊǾƛŎŜ 
ǘƻ ǘƘŜƛǊ ŎƭƛŜƴǘǎΦ .ǊƻƪŜǊǎ ŀǊŜ ŜƴŎƻǳǊŀƎŜŘ όbh¢ ǊŜǉǳƛǊŜŘύ ǘƻ Ŧƻƭƭƻǿ ǘƘŜǎŜ DǳƛŘŜƭƛƴŜǎΦ 
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!ƭǘƘƻǳƎƘ ǘƘŜǎŜ DǳƛŘŜƭƛƴŜǎ ŀǊŜ ǾƻƭǳƴǘŀǊȅΣ ǿƘŜƴ ǇǊƻǇŜǊƭȅ ŦƻƭƭƻǿŜŘ ǎƘƻǳƭŘ ǊŜŘǳŎŜ 
ǘƘŜ ŀƎŜƴǘǎ ŎƛǾƛƭ ŀƴŘ ǊŜƎǳƭŀǘƻǊȅ ƭƛŀōƛƭƛǘȅ ǿƘŜƴ ǇǊƻǾƛŘƛƴƎ ŀ ǊŜǇǊŜǎŜƴǘŀǝƻƴ ƻŦ ǘƘŜ 
ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ όά[ƛǾƛƴƎ !ǊŜŀέύ ƛƴ ŀ ǊŜǎƛŘŜƴǝŀƭ ǇǊƻǇŜǊǘȅΦ 

¢ƘŜ b/w9/ wŜǎƛŘŜƴǝŀƭ {ǉǳŀǊŜ CƻƻǘŀƎŜ DǳƛŘŜƭƛƴŜǎ ǇǳōƭƛŎŀǝƻƴ Ŏŀƴ ōŜ ŦƻǳƴŘ ǳƴŘŜǊ 
ǘƘŜ άtǳōƭƛŎŀǝƻƴέ ǘŀō ƻƴ ǘƘŜ b/ wŜŀƭ 9ǎǘŀǘŜ /ƻƳƳƛǎǎƛƻƴǎ ǿŜōǎƛǘŜ 
όǿǿǿΦb/w9/ΦƎƻǾύΦ !ŘŘƛǝƻƴŀƭƭȅΣ {¢!w¢ {ŎƘƻƻƭ ƻŦ wŜŀƭ 9ǎǘŀǘŜ ǘŜŀŎƘŜǎ ŀƴ ƛƴπŘŜǇǘƘ 
пπƘƻǳǊ /9 9ƭŜŎǝǾŜ ŎƻǳǊǎŜ ƻƴ ǘƘŜ b/w9/ {ǉǳŀǊŜ CƻƻǘŀƎŜ DǳƛŘŜƭƛƴŜǎΦ 

!5W¦{¢LbD Chw 5LCC9w9b/9{ Lb ά[ƛǾƛƴƎ !ǊŜŀέ  

Although ά[ƛǾƛƴƎ !ǊŜŀέ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ should be as close to the subject as possible, 
if not the same, adjustments need to be made unless the variance is insignificant. 
Calculating per-square-footage price is tricky. Technically, the land should be 
subtracted from the total sales price to determine the actual per square foot 
adjustment. Because land price is seldom separated from house price, dividing the 
sales price by square footage yields an inexact but generally usable figure. This 
simplification is generally valid in a homogenous neighborhood with similar types 
of houses and similar lot sizes. Such a calculation is not appropriate for residences 
which are located on exceptionally large lots or acreage. 

!b{Lϯ D¦L59[Lb9{ Chw a9!{¦wLbD {v¦!w9 Chh¢!D9                                  
!ǇǇǊŀƛǎŀƭ wŜǉǳƛǊŜƳŜƴǘ  

Lƴ !ǇǊƛƭ ƻŦ нлннΣ CŀƴƴƛŜ aŀŜϯ ōŜƎŀƴ ǊŜǉǳƛǊƛƴƎ ŀǇǇǊŀƛǎŜǊǎ ǘƻ ŀǇǇƭȅ !b{Lϯ ½тсрπ
нлнм ό!ƳŜǊƛŎŀƴ bŀǝƻƴŀƭ {ǘŀƴŘŀǊŘǎ LƴǎǝǘǳǘŜϯύ ǎǘŀƴŘŀǊŘǎ ŦƻǊ ƳŜŀǎǳǊƛƴƎΣ 
ŎŀƭŎǳƭŀǝƴƎΣ ŀƴŘ ǊŜǇƻǊǝƴƎ ŀōƻǾŜπƎǊŀŘŜ ŀƴŘ ōŜƭƻǿπƎǊŀŘŜ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ŦƻǊ 
ǎƛƴƎƭŜπŦŀƳƛƭȅ ǊŜǎƛŘŜƴǝŀƭ ƘƻƳŜǎΦ  

bŜƛǘƘŜǊ ¢ŀȄ !ǎǎŜǎǎƻǊǎΣ ƴƻǊ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊǎ ŀǊŜ ǊŜǉǳƛǊŜŘ ǘƻ ŎƻƴŦƻǊƳ ǘƻ ŀƴȅ ƭŀǿ 
ƻǊ ǊŜƎǳƭŀǝƻƴ ŦƻǊ ƳŜŀǎǳǊƛƴƎΣ ŎŀƭŎǳƭŀǝƴƎΣ ƻǊ ǊŜǇƻǊǝƴƎ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜΦ  

.ǊƻƪŜǊǎ ǿƘƻ ǳǝƭƛȊŜ ƳŜŀǎǳǊŜƳŜƴǘ ƳŜǘƘƻŘǎ ǘƘŀǘ ŘƛũŜǊ ǎƛƎƴƛŬŎŀƴǘƭȅ ŦǊƻƳ ǘƘŜ !b{L 
ǎǘŀƴŘŀǊŘ όƻǊ ǘƘŜ b/w9/ {ǉǳŀǊŜ CƻƻǘŀƎŜ DǳƛŘŜƭƛƴŜǎύΣ Ƴŀȅ ǊŜǎǳƭǘ ƛƴ ǾŀǊƛŀǝƻƴǎ ƛƴ 
ǊŜǇƻǊǘŜŘ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ǘƘŀǘ ŎƻǳƭŘ ƛƳǇŀŎǘ ǘƘŜ ƻǳǘŎƻƳŜ ƻŦ ǘƘŜ ŀǇǇǊŀƛǎŜŘ ǾŀƭǳŜ ƻŦ 
ǘƘŜ ǇǊƻǇŜǊǘȅ ǘƘŜ ōǊƻƪŜǊ ƛǎ ǊŜǇǊŜǎŜƴǝƴƎΦ  
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bƻǘŀōƭŜ ŀǎǇŜŎǘǎ ƻŦ ǘƘŜ !b{L ƳŜŀǎǳǊƛƴƎ ǎǘŀƴŘŀǊŘǎΥ  
мΦ ¢Ƙƛǎ ǊŜǉǳƛǊŜƳŜƴǘ ŀǇǇƭƛŜǎ ƻƴƭȅ ǘƻ ǎƛƴƎƭŜπŦŀƳƛƭȅ ǊŜǎƛŘŜƴǝŀƭ ƘƻǳǎƛƴƎΦ Lǘ ŘƻŜǎƴΩǘ 
ŀǇǇƭȅ ǘƻ ŀǇŀǊǘƳŜƴǘǎΣ ŎƻƴŘƻƳƛƴƛǳƳǎΣ ƻǊ ŎƻƳƳŜǊŎƛŀƭ ǇǊƻǇŜǊǘȅΦ  

нΦ ¢ƘŜ ƳŜŀǎǳǊŜƳŜƴǘ ǎǘŀƴŘŀǊŘ ƛǎ ŦǊƻƳ ǘƘŜ ŜȄǘŜǊƛƻǊ ǿŀƭƭǎ ŘƛƳŜƴǎƛƻƴǎ ŀƴŘ ƛƴŎƭǳŘŜǎ 
ǘƘŜ ŀǊŜŀ ƻƴ ŜŀŎƘ ƅƻƻǊ ŀōƻǾŜπƎǊŀŘŜ ōŀǎŜŘ ƻƴ ŜȄǘŜǊƛƻǊ ƳŜŀǎǳǊŜƳŜƴǘǎ ƛƴŎƭǳŘƛƴƎ 
ǎǘŀƛǊǿŜƭƭǎ ōǳǘ ŜȄŎƭǳŘƛƴƎ ƻǇŜƴ ŀǊŜŀǎΦ 

оΦ ¢ƘŜ ǎǘŀƴŘŀǊŘ ǊŜǉǳƛǊŜǎ ŀ ƳƛƴƛƳǳƳ ŎŜƛƭƛƴƎ ƘŜƛƎƘǘ ƻŦ т ŦŜŜǘΦ Lƴ ǎŜŎƻƴŘπǎǘƻǊȅ ŀǊŜŀǎ 
ǿƛǘƘ ǎƭƻǇŜŘ ǊƻƻŦǎ ƭƛǾƛƴƎ ŀǊŜŀ ǎǘŀǊǘǎ ŀǘ р ŦŜŜǘ ƻũ ǘƘŜ ǎƭƻǇŜŘ ŎŜƛƭƛƴƎΣ ŀƴŘ рл҈ ƻǊ 
ƳƻǊŜ ƻŦ ǘƘŜ ŎŜƛƭƛƴƎ Ƴǳǎǘ ōŜ т ŦŜŜǘ ƻǊ ŀōƻǾŜΦ bƻ ǇƻǊǝƻƴ ƻŦ ǘƘŜ ŬƴƛǎƘŜŘ ƘŀōƛǘŀōƭŜ 
ŀǊŜŀ ǘƘŀǘ Ƙŀǎ ŀ ŎŜƛƭƛƴƎ ƘŜƛƎƘǘ ƻŦ ƭŜǎǎ ǘƘŀƴ рΩ Ŏŀƴ ōŜ ƛƴŎƭǳŘŜŘ ƛƴ ǘƘŜ D[!Φ  

пΦ !ƴȅ ƭƛǾƛƴƎ ǎǇŀŎŜ ǘƘŀǘ ƛǎ ǇŀǊǝŀƭƭȅ ƻǊ ŎƻƳǇƭŜǘŜƭȅ ōŜƭƻǿ ƎǊŀŘŜ όŜǾŜƴ ƛŦ ƛǘϥǎ ƻƴƭȅ ŀ 
Ŧƻƻǘ ƻǊ ǘǿƻύ ƛǎ ŎƻƴǎƛŘŜǊŜŘ ōŜƭƻǿπƎǊŀŘŜ ǎǇŀŎŜ όōŀǎŜƳŜƴǘ ǎǇŀŎŜύΦ  

рΦ aŜŀǎǳǊŜƳŜƴǘǎ ŀǊŜ ǘŀƪŜƴ ŀƴŘ ǊŜǇƻǊǘŜŘ ƻƴ ŀ ƘŀƴŘπǎƪŜǘŎƘ ƻǊ ŎƻƳǇǳǘŜǊπ
ƎŜƴŜǊŀǘŜŘ ǎƪŜǘŎƘΣ ƻǊ ƅƻƻǊ Ǉƭŀƴ Ƴǳǎǘ ōŜ ǘƻ ǘƘŜ ƴŜŀǊŜǎǘ ƛƴŎƘ ƻǊ ǘŜƴǘƘ ƻŦ ŀ ŦƻƻǘΣ 
ŀƴŘ ǘƘŜ Ŭƴŀƭ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ŎŀƭŎǳƭŀǝƻƴǎ ŀǊŜ ǊŜǇƻǊǘŜŘ ǘƻ ǘƘŜ ƴŜŀǊŜǎǘ ǿƘƻƭŜ 
ǎǉǳŀǊŜ ŦƻƻǘΦ  

сΦ {ǘŀƛǊŎŀǎŜǎ ŀǊŜ ƛƴŎƭǳŘŜŘ ƛƴ ǘƘŜ ǎǉǳŀǊŜ ŦƻƻǘŀƎŜ ƻŦ ǘƘŜ ƅƻƻǊ ŦǊƻƳ ǿƘƛŎƘ ǘƘŜȅ 
ŘŜǎŎŜƴŘΦ  

тΦ ¢ƘŜ ŀǇǇǊŀƛǎŜǊ Ƴŀȅ ƴƻǘ ƪƴƻǿ ǿƘŀǘ ƳŜǘƘƻŘ ǿŀǎ ǳǎŜŘ ǘƻ ŎŀƭŎǳƭŀǘŜ ǘƘŜ D[! ǎƘƻǿƴ 
ƛƴ ŀƴ a[{ ƭƛǎǝƴƎ ƻǊ ƛƴ ǘŀȄ ŀǎǎŜǎǎƻǊ ŘŀǘŀΦ ¢ƘǊƻǳƎƘ ǊŜǎŜŀǊŎƘ ŀƴŘ ǘƘŜƛǊ ƪƴƻǿƭŜŘƎŜ 
ϧ ŜȄǇŜǊƛŜƴŎŜ ƻŦ ǘƘŜ ƭƻŎŀƭ ƳŀǊƪŜǘΣ ŀǇǇǊŀƛǎŜǊǎ ǿƛƭƭ ŘŜǘŜǊƳƛƴŜ ƛŦ ǘƘŜ D[! ǇǊƻǾƛŘŜŘ 
ŦƻǊ ŎƻƳǇŀǊŀōƭŜǎ ǎƘƻǳƭŘ ōŜ ŀŘƧǳǎǘŜŘΦ  

 
CƻǊ ƳƻǊŜ ƛƴŦƻǊƳŀǝƻƴΣ ǊŜŦŜǊ ǘƻ ǘƘŜ CŀƴƴƛŜ aŀŜ {ŜƭƭƛƴƎ DǳƛŘŜ ŀƴŘ ǘƘŜ CŀƴƴƛŜ aŀŜϯ 
CŀŎǘ {ƘŜŜǘΥ {ǘŀƴŘŀǊŘƛȊŜŘ tǊƻǇŜǊǘȅ aŜŀǎǳǊƛƴƎ DǳƛŘŜƭƛƴŜǎΦ 

!D9  

9ǾŜǊȅ ŀǧŜƳǇǘ ǎƘƻǳƭŘ ōŜ ƳŀŘŜ ǘƻ ŬƴŘ ŎƻƳǇǎ ƛƴ ǘƘŜ ǎŀƳŜ ƴŜƛƎƘōƻǊƘƻƻŘ ŀǎ ǘƘŜ 
ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅ ǘƘŀǘ Řƻ ƴƻǘ ǊŜǉǳƛǊŜ ŀƴ ŀŘƧǳǎǘƳŜƴǘ ŦƻǊ ŀƎŜΦ LŦ ŜƛǘƘŜǊ ǘƘŜ ǎǳōƧŜŎǘ ƻǊ 
ǘƘŜ ŎƻƳǇŀǊŀōƭŜ ƛǎ ƴŜǿ ŎƻƴǎǘǊǳŎǝƻƴΣ ŀƴ ŀǇǇǊƻǇǊƛŀǘŜ ŀŘƧǳǎǘƳŜƴǘ ƛǎ ƴŜŜŘŜŘΦ  

!ƎŜ ŀŘƧǳǎǘƳŜƴǘǎ ŀǊŜ ƴƻǘ ŎƻƴǎƛǎǘŜƴǘ ŀŎǊƻǎǎ ǘƘŜ ǎǇŜŎǘǊǳƳ ƻŦ ƘƻƳŜ ŀƎŜǎΦ CƻǊ 
ŜȄŀƳǇƭŜΣ ŎƻƳǇŀǊƛƴƎ ŀ млπȅŜŀǊπƻƭŘ ƘƻƳŜ ǘƻ ŀ ōǊŀƴŘπƴŜǿ ƘƻƳŜ ǿƻǳƭŘ ǳǎǳŀƭƭȅ ōŜ ŀ 
ǎƛƎƴƛŬŎŀƴǘ ŀŘƧǳǎǘƳŜƴǘΦ ¢ƘŜ ŀŘƧǳǎǘƳŜƴǘ ŦƻǊ ŀ олπȅŜŀǊπƻƭŘ ƘƻƳŜ ŎƻƳǇŀǊŜŘ ǘƻ ŀ плπ
ȅŜŀǊπƻƭŘ ƘƻƳŜ ƳƛƎƘǘ ōŜ ƳƛƴƛƳŀƭ ƻǊ ƴƻǘƘƛƴƎ ŀǘ ŀƭƭΦ  
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{ƻƳŜ ǘƘƛƴƪ ŀƴ ŀƎŜ ŀŘƧǳǎǘƳŜƴǘ ƳŜŀƴǎ ƭƛǧƭŜΦ hǘƘŜǊǎ ǘƘƛƴƪ ƛǘ ƳŜŀƴǎ ŀ ƭƻǘΦ ¢ƘŜ 
ǉǳŜǎǝƻƴ ƛǎ ǊŜŀƭƭȅ ǿƘŜǘƘŜǊ ŀƴȅ ŀŘƧǳǎǘƳŜƴǘ ƴŜŜŘǎ ǘƻ ōŜ ƳŀŘŜ ŀǘ ŀƭƭΦ /ƻƴǎƛŘŜǊ ǘƘŜ 
ŜȄŀƳǇƭŜ ƻŦ ŀ ōǳȅŜǊ ǿƘƻ Ƙŀǎ ŀ ŎƘƻƛŎŜ ōŜǘǿŜŜƴ ǘǿƻ ƛŘŜƴǝŎŀƭ ƘƻǳǎŜǎ ǿƛǘƘ ǘƘŜ 
ŜȄŎŜǇǝƻƴ ǘƘŀǘ ƻƴŜ ƛǎ ƴŜǿΣ ŀƴŘ ǘƘŜ ƻǘƘŜǊ ƛǎ пл ȅŜŀǊǎ ƻƭŘ ōǳǘ ǊŜƘŀōƛƭƛǘŀǘŜŘΣ 
ƳƻŘŜǊƴƛȊŜŘΣ ŀƴŘ ƛƳǇǊƻǾŜŘ ǳƴǝƭ ƛǘ ƭƻƻƪŜŘ Ƨǳǎǘ ƭƛƪŜ ǘƘŜ ƴŜǿ ƘƻƳŜΦ ²ƻǳƭŘ ǘƘŜ ōǳȅŜǊ 
Ǉŀȅ ǘƘŜ ǎŀƳŜ ǇǊƛŎŜ ŦƻǊ ǘƘŜ ƻƭŘŜǊ άƭƛƪŜ ƴŜǿέ ƘƻƳŜ ŀǎ ǘƘŜ ƴŜǿ ƘƻƳŜΚ !ǇǇǊŀƛǎŜǊǎ Ŏŀƭƭ 
ǘƘƛǎ ŜũŜŎǝǾŜ ŀƎŜΣ ǿƘƛŎƘ ƛǎ Ƙƻǿ ƻƭŘ ǘƘŜ ƘƻǳǎŜ ƛǎ ƛƴ ǘŜǊƳǎ ƻŦ ǿŜŀǊ ŀƴŘ ǘŜŀǊΣ ŀƴŘ 
ƻǾŜǊŀƭƭ ŎƻƴŘƛǝƻƴǎΦ DŜƴŜǊŀƭƭȅΣ ǘƘŜ ƭƻǿŜǊ ǘƘŜ ŜũŜŎǝǾŜ ŀƎŜΣ ǘƘŜ ƘƛƎƘŜǊ ǘƘŜ ǇǊƛŎŜΦ 

{L½9 hC ¢I9 {L¢9 

.ŜŎŀǳǎŜ ƻŦ ƴŜƛƎƘōƻǊƘƻƻŘ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎΣ ƭƻǘ ǎƛȊŜ ǿƛƭƭ ǇǊƻōŀōƭȅ ōŜ ǎƛƳƛƭŀǊ ŜƴƻǳƎƘ 
ǘƘŀǘ ƴƻ ŀŘƧǳǎǘƳŜƴǘ ǿƛƭƭ ōŜ ƴŜŜŘŜŘΦ 5ŜǘŜǊƳƛƴƛƴƎ ǘƘŜ ŀƳƻǳƴǘ ƻŦ ŎƻƴǘǊƛōǳǝƻƴ ŦǊƻƳ 
ǘƘŜ ƭŀƴŘ ǘƻ ƳŀƪŜ ŀ ƭƻǘ ŀŘƧǳǎǘƳŜƴǘ Ŏŀƴ ōŜ ŀ ŘŀǳƴǝƴƎ ŎƘŀƭƭŜƴƎŜΦ  

/ƻƳǇŀǊŜŘ ǿƛǘƘ ƻǘƘŜǊ ƘƻƳŜǎ ƛƴ ǘƘŜ ƴŜƛƎƘōƻǊƘƻƻŘΣ ŀ ƘƻǳǎŜ ƻƴ ŀ ǎƳŀƭƭŜǊπǎƛȊŜŘ ƭƻǘ 
ǿƛƭƭ ƎŜƴŜǊŀƭƭȅ ǎŜƭƭ ŀǘ ŀ ŘƛǎŎƻǳƴǘΦ /ƻƴǎƛŘŜǊ ǿƘŀǘ ǘƘŜ ƭŀƴŘ ƛǎ ǳǎŜŘ ŦƻǊΥ 5ƻŜǎ ƛǘ ǇǊƻǾƛŘŜ 
ƻũπǎǘǊŜŜǘ ǇŀǊƪƛƴƎΚ Lǎ ƛǘ ǳǎŜŘ ŦƻǊ ǊŜŎǊŜŀǝƻƴΚ  

Lƴ ǊǳǊŀƭ ŀǊŜŀǎΣ ƭƻǘ ǎƛȊŜǎ Ŏŀƴ ǾŀǊȅ ǘǊŜƳŜƴŘƻǳǎƭȅΦ ¢ƘŜ ƘƻƳŜΩǎ ǎƛǘŜ ƳƛƎƘǘ ōŜ ǘƘŜ Ƴƻǎǘ 
ŜȄǇŜƴǎƛǾŜ ŎƻƳǇƻƴŜƴǘ ƻŦ ǘƘŜ ƳŀǊƪŜǝƴƎ ǇǊƛŎŜΦ 9ȄǘǊŀ ƭŀƴŘ ŦƻǊ ŀ ƎŀǊŘŜƴΣ ǎǘƻǊŀƎŜ 
ōǳƛƭŘƛƴƎǎΣ ƳƻǊŜ ǇǊƛǾŀŎȅΣ ŀƴŘ ǎƻ ƻƴ ƎŜƴŜǊŀƭƭȅ Ŏƻǎǘǎ ƳǳŎƘ ƭŜǎǎ ǇŜǊ ŀŎǊŜ ǘƘŀƴ ǘƘŜ ƘƻƳŜ 
ǎƛǘŜΦ ¢ǿƻ ƻǘƘŜǊ ƛƳǇƻǊǘŀƴǘ ŎƻƴǎƛŘŜǊŀǝƻƴǎ ƛƴ ǊǳǊŀƭ ŀǊŜŀǎ ŀǊŜΥ  

²Ƙŀǘ ƛǎ ǘƘŜ ƳƛƴƛƳǳƳ ƭƻǘ ǎƛȊŜΣ ǇŜǊ ƭƻŎŀƭ ǊŜƎǳƭŀǝƻƴǎΚ  

/ŀƴ ǘƘŜ ǇǊƻǇŜǊǘȅ ǎǳǇǇƻǊǘ ŀƴ ƻƴπǎƛǘŜ ǎŜǿŀƎŜ ǎȅǎǘŜƳ όŀƴŘ Ǉƻǎǎƛōƭȅ ŀƭƭƻǿ ŦƻǊ 
ŜȄǇŀƴǎƛƻƴ ƻǊ ǊŜǇŀƛǊ ƻŦ ǘƘŀǘ ǎȅǎǘŜƳύΚ  

!5W¦{¢a9b¢{ Chw ¢I9 ²whbD w9!{hb{ 

!ƎŜƴǘǎ ǎƻƳŜǝƳŜǎ ŦŜŜƭ ǇǊŜǎǎǳǊŜŘ ǘƻ ƳŀƪŜ ŀŘƧǳǎǘƳŜƴǘǎ ǘƘŀǘ ŀǊŜ ƴƻǘ ǎǳǇǇƻǊǘŜŘ ōȅ 
ƳŀǊƪŜǘ ŘŀǘŀΦ CƻǊ ƛƴǎǘŀƴŎŜΣ ŀ ǎŜƭƭŜǊ ƛƴ aƛƴƴŜǎƻǘŀΣ ƛƴǎƛǎǝƴƎ ƻƴ ŀ ƘƛƎƘŜǊ ƭƛǎǝƴƎ ǇǊƛŎŜΣ 
ƳƛƎƘǘ ŀǊƎǳŜ ǘƘŀǘ ŀ ƘƻƳŜΩǎ ōǳƛƭǘπƛƴ ǎǿƛƳƳƛƴƎ Ǉƻƻƭ ǎƘƻǳƭŘ ǇǊƻƳǇǘ ŀƴ ǳǇǿŀǊŘ 
ŀŘƧǳǎǘƳŜƴǘ ƻŦ ŎƻƳǇŀǊŀōƭŜǎ ǘƘŀǘ Řƻ ƴƻǘ ƘŀǾŜ ōǳƛƭǘπƛƴ ǎǿƛƳƳƛƴƎ ǇƻƻƭǎΦ .ǳǘ ǘƘŜ 
ǘȅǇƛŎŀƭ ōǳȅŜǊ ƛƴ aƛƴƴŜǎƻǘŀ ǇǊƻōŀōƭȅ ŘƻŜǎ ƴƻǘ ƘƛƎƘƭȅ ŎƘŜǊƛǎƘ ǎǳŎƘ ŀ ŦŜŀǘǳǊŜ ǘƘŀǘ Ŏŀƴ 
ƻƴƭȅ ōŜ ǳǎŜŘ ŀ ŦŜǿ ƳƻƴǘƘǎ ǇŜǊ ȅŜŀǊΦ aŀƪƛƴƎ ǘƘƛǎ ŀŘƧǳǎǘƳŜƴǘ ǘƻ ƪŜŜǇ ǘƘŜ ǎŜƭƭŜǊ 
ƘŀǇǇȅ ǿƻǳƭŘ ƭƛƪŜƭȅ ǊŜǎǳƭǘ ƛƴ ŀƴ ƛƴƅŀǘŜŘ ǇǊƛŎŜΦ  

{ƻƳŜǝƳŜǎ ǘƘŜ ǇǊŜǎǎǳǊŜ ƛǎ ƛƴǘŜǊƴŀƭΣ ǿƛǘƘ ŀƴ ŀƎŜƴǘ ǘǊȅƛƴƎ ǘƻ ƧǳǎǝŦȅ ŀ ƘƛƎƘŜǊ ƭƛǎǝƴƎ 
ǇǊƛŎŜ ǘƻ ǿƛƴ ŀ ƭƛǎǝƴƎ ƻŦ ŀ ŎƭƛŜƴǘΩǎ ǇǊƻǇŜǊǘȅΦ ²ƘŀǘŜǾŜǊ ǘƘŜ ƳƻǝǾŀǝƻƴΣ ǘƘŜ ƻƴƭȅ 
ŎƻǊǊŜŎǘ ǊŜŀǎƻƴ ǘƻ ƳŀƪŜ ŀƴ ŀŘƧǳǎǘƳŜƴǘ ƛǎ ōŜŎŀǳǎŜ ǘƘŜ ƳŀǊƪŜǘ ƛƴŘƛŎŀǘŜǎ ƛǘΦ  
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h¦¢[L9w{  

!ƴ ƻǳǘƭƛŜǊ ƛǎ ŀ ǇǊƻǇŜǊǘȅ ǘƘŀǘ ƛǎ ǎƻƭŘ ŦƻǊ ŀ ǇǊƛŎŜ ǘƘŀǘ ƛǎ ŜȄǘǊŜƳŜƭȅ ƘƛƎƘ ƻǊ ƭƻǿ ōŀǎŜŘ 
ƻƴ ŀƭƭ ƻǘƘŜǊ ŎƻƳǇŀǊŀōƭŜǎΦ hƊŜƴ ǘƘŜ ǊŜŀǎƻƴ ŦƻǊ ǘƘŜ ƻǳǘƭȅƛƴƎ ǇǊƛŎŜ Ŏŀƴƴƻǘ ōŜ 
ŘŜǘŜǊƳƛƴŜŘ ōȅ ŀ ōǊƻƪŜǊ ǇǊŜǇŀǊƛƴƎ ŀ /a!Φ  

bh¢9Υ LŦ ǘƘŜǊŜ ŀǊŜ ŜƴƻǳƎƘ ƻǘƘŜǊ !ǊƳǎπ[ŜƴƎǘƘ ŎƻƳǇŀǊŀōƭŜǎ ǘƻ ŎƻƴŘǳŎǘ ŀƴ 
ŀŎŎǳǊŀǘŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎΣ ƛǘ ƛǎ ōŜǎǘ ǘƻ ƻƳƛǘ ƻǳǘƭƛŜǊǎΦ 

{¢LDa!¢L½95 twht9w¢L9{  

! ǎǝƎƳŀǝȊŜŘ ǇǊƻǇŜǊǘȅ ƛǎ ŀ ƘƻƳŜ ƛƴ ǿƘƛŎƘ ŀƴ ƻŎŎǳǊǊŜƴŎŜ ƻŦ ŀƴ ŀŎǘǳŀƭ ƻǊ ǊǳƳƻǊŜŘ 
ŜǾŜƴǘ ƳƛƎƘǘ ŘƛƳƛƴƛǎƘ ŀ ōǳȅŜǊΩǎ ŘŜǎƛǊŜ ŦƻǊ ǘƘŜ ǇǊƻǇŜǊǘȅ ŜǾŜƴ ǘƘƻǳƎƘ ǘƘŜ ǇǊƻǇŜǊǘȅ ƛǎ 
ƴƻǘ ǇƘȅǎƛŎŀƭƭȅ ŀũŜŎǘŜŘΦ {ǳŎƘ ŜǾŜƴǘǎ ƛƴŎƭǳŘŜ ƘƻƳƛŎƛŘŜǎΣ ǎǳƛŎƛŘŜǎΣ ŎǊƛƳƛƴŀƭ ŀŎǝǾƛǘȅΣ 
ŀƴŘ ŀƭƭŜƎŜŘ ƘŀǳƴǝƴƎǎ π όbhb9 ƻŦ ǘƘŜǎŜ ŜǾŜƴǘǎ ŀǊŜ aŀǘŜǊƛŀƭ CŀŎǘǎ ƛƴ b/ύΦ 

! ǎǝƎƳŀǝȊŜŘ ǇǊƻǇŜǊǘȅ ƻƊŜƴ ǎŜƭƭǎ ŦƻǊ ŀ ǇǊƛŎŜ ǘƘŀǘ ƛǎ ƴƻǘ ǊŜƅŜŎǝǾŜ ƻŦ ǘƘŜ ƳŀǊƪŜǘ ƭƛƪŜ 
ƻǳǘƭƛŜǊǎΦ .ǊƻƪŜǊǎ ƳƛƎƘǘ ŎƻƴǎƛŘŜǊ ŀǾƻƛŘƛƴƎ ǎǝƎƳŀǝȊŜŘ ǇǊƻǇŜǊǝŜǎ ǿƘŜƴ ƻǘƘŜǊǿƛǎŜ 
ƛŘŜƴǝŦȅƛƴƎ ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǝŜǎΦ  
 
!¢¢L¢¦59 !5W¦{¢a9b¢ ǿƘŜƴ 5ŜǾŜƭƻǇƛƴƎ ŀ /a!Υ 
Wǳǎǘ ƭƛƪŜ ŀǇǇǊŀƛǎŜǊǎΣ ōǊƻƪŜǊǎ ǿƘƻ ŘŜǎƛǊŜŘ ǘƻ Ƴŀƛƴǘŀƛƴ ǘƘŜƛǊ ǊŜǇǳǘŀǝƻƴ ŀƴŘ 

ǘǊǳǎǘǿƻǊǘƘƛƴŜǎǎ ŀǎ ŀ ŎƻƳǇŜǘŜƴǘ ǊŜŀƭ ŜǎǘŀǘŜ ŀŘǾƛǎƻǊ ǎƘƻǳƭŘ ŎƻƴǎƛŘŜǊ ŦƻƭƭƻǿƛƴƎ ǘƘŜ 

ǎŀƳŜ ŦǳƴŘŀƳŜƴǘŀƭ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎ ǘƘŀǘ ŀǇǇǊŀƛǎŜǊǎ ǊƻǳǝƴŜƭȅ Ŧƻƭƭƻǿ ǿƘŜƴ ǘƘŜ ōǊƻƪŜǊ 

ƛǎ ŘŜǾŜƭƻǇƛƴƎ ŀ /a!Υ 

You TOO Must Be a -   

Data Gathering,  

 Number Crunching,  

 Cold Blooded,  

 Ethical,  

 Analytical Machine.  
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9·9w/L{9Υ !5W¦{¢LbD /hat!w!.[9{Σ 59¢9waLbLbD ! twL/9 w!bD9  

[ƻƻƪ ōŀŎƪ ŀǘ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎ ȅƻǳ ǎŜƭŜŎǘŜŘ ƛƴ {ŜŎǝƻƴ нΦ ¦ǎŜ ǘƘŜǎŜ ŎƻƳǇŀǊŀōƭŜǎ 
ŀƴŘ ǘƘŜ ǎŀƳǇƭŜ 9Ǿŀƭǳŀǝƻƴ CƛƎǳǊŜǎ ǘƻ ŎƻƳǇƭŜǘŜ ǘƘŜ ŦƻƭƭƻǿƛƴƎ /a! !ƴŀƭȅǎƛǎ 
²ƻǊƪǎƘŜŜǘΦ .ŀǎŜŘ ƻƴ ǘƘŜ ŀƴŀƭȅǎƛǎ ǿƻǊƪǎƘŜŜǘǎΣ ǿƘŀǘ ƛǎ ǘƘŜ ǇǊƛŎŜ ǊŀƴƎŜ ŦƻǊ ǘƘŜ 
ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅΚ  
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Exercise: Make the appropriate adjustments to each comparable and then 

reconcile the Range in Price. 

NOTE: Remember to provide your Client with your opinion of the Clients Net 

proceeds based on the reconciled Price Range from the CMA. NCAR provides a Net 

Sheet Form (Form #110). 



    

  

START SCHOOL OF REAL ESTATE, LLC © 68 
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Section 4   

The Paperwork ς Your File/Report 
Learning Objective: 
By the end of this Section, brokers will be able to Identify the NCREC required 
contents of a CMA report identified in §93A-82 & §93A-83, and 58A.2201 & 2202, 
plus the requirements of 58A.0108 (the Record Retention Rule) when developing a 
CMA for a client or prospective client.  

!{{9a.[LbD ¢I9 ό²ǊƛǧŜƴύ /a! w9thw¢ 

bh¢9Υ Ϡфо!πуоόŀύо ǎǘŀǘŜǎ ǘƘŜ ŦƻƭƭƻǿƛƴƎΥ 

¢ƘŜ ǊŜǉǳƛǊŜƳŜƴǘǎ ƻŦ ǘƘƛǎ !ǊǝŎƭŜ ǎƘŀƭƭ NOT ŀǇǇƭȅ ǘƻ ŀƴȅ ΧΦ /a! ǇŜǊŦƻǊƳŜŘ 

ōȅ ŀ ƭƛŎŜƴǎŜŜ ŦƻǊ bh CŜŜ ƻǊ /ƻƴǎƛŘŜǊŀǝƻƴΦ 

¢ƘŜǊŜŦƻǊŜΣ ŀ ōǊƻƪŜǊ ƴŜŜŘǎ ǘƻ ŘŜŎƛŘŜ ƛŦ ǘƘŜȅ ƛƴǘŜƴŘ ǘƻ ŎƘŀǊƎŜ ŀ ŦŜŜ ƻǊ ƴƻǘΣ ōŜŎŀǳǎŜ 
ƛŦ ŀ ŦŜŜ όŀƴȅ ŦƻǊƳ ƻŦ ŎƻƴǎƛŘŜǊŀǝƻƴύ ƛǎ ŎƘŀǊƎŜŘΣ ǘƘŜƴ ǘƘŜ /a! Ƙŀǎ ǊŜǉǳƛǊŜŘ ǿǊƛǧŜƴ 
ŎƻƴǘŜƴǘ ǘƘŀǘ Ƴǳǎǘ ōŜ ŎƻƴǘŀƛƴŜŘ ƛƴ ǘƘŜ ǊŜǇƻǊǘΦ 

CƻǊ ǘƘŜ ǇǳǊǇƻǎŜǎ ƻŦ ŎƻƳǇƭȅƛƴƎ ǿƛǘƘ ǘƘŜ b/w9/ ǊŜǉǳƛǊŜƳŜƴǘǎ ƻŦ ŀ ǿǊƛǧŜƴ /a! 
ǿƘŜƴ ǘƘŜ ōǊƻƪŜǊ ƛƴǘŜƴŘǎ ǘƻ ŎƘŀǊƎŜ ŀ ŦŜŜΣ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ŀǊŜ ǊŜǉǳƛǊŜŘ ŎƻƴǘŜƴǘǎ ƛƴ ŀ 
/a!Φ 

CƛǊǎǘΣ ǘƘŜǊŜ Ƴŀȅ ōŜ ǊŜǉǳƛǊŜŘ ŎƻƴǘŜƴǘ ǳƴŘŜǊ ŎŜǊǘŀƛƴ ŎƻƴŘƛǝƻƴǎΦ wŜƎŀǊŘƭŜǎǎΣ ǘƘŜǊŜ ƛǎ 
ƴƻ ǎŜǘ ŦƻǊƳŀǘ ƻǊ ǇǊŜŦŜǊǊŜŘ ƭŜƴƎǘƘ ŦƻǊ /a!ǎΦ ¢ƘŜ ƭŜƴƎǘƘΣ ŎƻƳǇƭŜȄƛǘȅΣ ŀƴŘ ŘŜǎƛƎƴ Ŏŀƴ 
ǾŀǊȅ ŀŎŎƻǊŘƛƴƎ ǘƻ ǇǊŜŦŜǊŜƴŎŜǎ ŀƴŘ ōǳǎƛƴŜǎǎ ǇǊŀŎǝŎŜǎΦ ¢ƘŜ ǊŜǇƻǊǘ Ŏŀƴ ǾŀǊȅ ŦǊƻƳ ŀ 
ŦŜǿπǇŀƎŜ ǎǳƳƳŀǊȅ ǘƻ ŘƻȊŜƴǎ ƻŦ ǇŀƎŜǎ ƻŦ ŀƴŀƭȅǎƛǎ ŀƴŘ ǇƘƻǘƻƎǊŀǇƘǎΦ  

Iƻǿ ƳǳŎƘ Řŀǘŀ ƛǎ ŜƴƻǳƎƘΚ Iƻǿ ƳǳŎƘ ƛǎ ǘƻƻ ƳǳŎƘΚ ²ƘŀǘŜǾŜǊ ȅƻǳ ŎƘƻƻǎŜ ǘƻ 
ƛƴŎƭǳŘŜΣ ŜǾŜǊȅǘƘƛƴƎ ǎƘƻǳƭŘ ǎŜǊǾŜ ǘƘŜ ǇǳǊǇƻǎŜ ƻŦ ƭŜŀŘƛƴƎ ǘƘŜ ǎŜƭƭŜǊ ƻǊ ōǳȅŜǊ ŎƭƛŜƴǘ ǘƻ 
ŀ ŘŜŎƛǎƛƻƴ ƻƴ ŀ ƭƛǎǘ ǇǊƛŎŜ ƻǊ ŀƴ ƻũŜǊ ǇǊƛŎŜΦ !ǎ ȅƻǳ ŎƘƻƻǎŜ ŎƻƴǘŜƴǘΣ ǘŀƪŜ ǝƳŜ ǘƻ 
ŎƻƴǎƛŘŜǊ ǿƘŀǘ ǇƛŜŎŜ ƻŦ ǘƘŜ ǇǊƛŎƛƴƎ ǇǳȊȊƭŜ ǘƘŜ ƛƴŦƻǊƳŀǝƻƴ ǇǊƻǾƛŘŜǎ ŀǎ ǿŜƭƭ ŀǎ Ƙƻǿ 
ǘƘŜ ǎŜƭƭŜǊ ƻǊ ōǳȅŜǊ ŎƭƛŜƴǘ ǿƛƭƭ ƭƛƪŜƭȅ ǊŜǎǇƻƴŘ ǘƻ ǘƘŜ ŘŀǘŀΦ ²ƛƭƭ ǘƘŜȅ ǎƪƛƳ ǘƘǊƻǳƎƘ ǘƘŜ 
ŎƻƴǘŜƴǘ ŀƴŘ ŦƻŎǳǎ ƻƴ ǘƘŜ ōƻǧƻƳπƭƛƴŜ ǇǊƛŎƛƴƎΣ ƻǊ ǿƛƭƭ ǘƘŜȅ ŎŀǊŜŦǳƭƭȅ ǊŜŀŘ ǘƘŜ 
ŎƻƴǘŜƴǘΚ 
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¸ƻǳ ƻǊ ȅƻǳǊ ŎƻƳǇŀƴȅ Ƴŀȅ ƘŀǾŜ ƛǘǎ ƻǿƴ ǇǊƻǇǊƛŜǘŀǊȅ ǘƻƻƭǎ ŀƴŘ ǎƻƳŜ a[{ǎ ƻũŜǊ ǘƘƛǎ 
ŀǎ ŀ ǎŜǊǾƛŎŜΦ w9![¢hw{ϯ Ŏŀƴ ǘŀƪŜ ŀŘǾŀƴǘŀƎŜ ƻŦ wtwϯ ǘƻƻƭǎ ƛƴŎƭǳŘƛƴƎ wtwϯ aƻōƛƭŜΦ 
²ƘŀǘŜǾŜǊ ŦƻǊƳŀǘ ŀƴŘ ƭŜǾŜƭ ƻŦ ŘŜǘŀƛƭ ȅƻǳ ŎƘƻƻǎŜΣ ƪŜŜǇ ƛƴ ƳƛƴŘ ǘƘŀǘ ǘƘŜ Ǝƻŀƭ ƛǎ ǘƻ 
ŬƴŘ ŀ ŦƻǊƳŀǘ ǘƘŀǘ ǿƻǊƪǎ ŦƻǊ ȅƻǳ ŀǎ ǿŜƭƭ ŀǎ ǘƘŜ ōǊƻƪŜǊΩǎ ǎŜƭƭŜǊ ƻǊ ōǳȅŜǊ ŎƭƛŜƴǘΦ  

/h±9w [9¢¢9w !ƴ ƛƴǘǊƻŘǳŎǘƻǊȅ ƳŜƳƻ ŜȄǇƭŀƛƴƛƴƎ ǘƘŜ ǇǳǊǇƻǎŜ ƻŦ ǘƘŜ /a!Σ ǘƻ 
ƛƴŦƻǊƳ ǘƘŜ ǎŜƭƭŜǊ ƻǊ ōǳȅŜǊ ŎƭƛŜƴǘ ŀƴŘ ƘŜƭǇ ǘƘŜƳ ƳŀƪŜ ƛƴŦƻǊƳŜŘ ǇǊƛŎƛƴƎ ŘŜŎƛǎƛƻƴǎΦ  

{ŜŎƻƴŘΣ ǿƘŜƴ ǘƘŜ ōǊƻƪŜǊ ƛƴǘŜƴŘǎ ǘƻ ŎƘŀǊƎŜ ŀ ŦŜŜΣ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ŀǊŜ ǊŜǉǳƛǊŜŘ 
ŎƻƴǘŜƴǘǎ ƛƴ ŀ ǿǊƛǧŜƴ /a!Φ  

Ϡфо!πуоόŎύ ǎǘŀǘŜǎΥ wŜǉǳƛǊŜŘ ŎƻƴǘŜƴǘǎ ƻŦ ŀ /a! ŀƴŀƭȅǎƛǎ ΧΦ {Ƙŀƭƭ ōŜ ƛƴ ǿǊƛǝƴƎ ŀƴŘ 
ŎƻƴŦƻǊƳ ǘƻ ǘƘŜ ǎǘŀƴŘŀǊŘǎ ǇǊƻǾƛŘŜŘ ƛƴ ǘƘƛǎ !ǊǝŎƭŜ ǘƘŀǘ ǎƘŀƭƭ ƛƴŎƭǳŘŜΣ ōǳǘ ƴƻǘ ƭƛƳƛǘŜŘ 
ǘƻ ǘƘŜ ŦƻƭƭƻǿƛƴƎΥ 

мύ {ǘŀǘŜƳŜƴǘ ƻŦ ƛƴǘŜƴŘŜŘ ǇǳǊǇƻǎŜ ƻŦ ǘƘŜ /a!Σ 
нύ ! ōǊƛŜŦ ŘŜǎŎǊƛǇǝƻƴ ƻŦ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅ ϧ ǇǊƻǇŜǊǘȅ ƛƴǘŜǊŜǎǘ ōŜƛƴƎ ǇǊƛŎŜŘΣ 
оύ ¢ƘŜ ōŀǎƛǎ ƻŦ ǊŜŀǎƻƴƛƴƎ ǳǎŜŘ ǘƻ ǊŜŀŎƘ ǘƘŜ ŎƻƴŎƭǳǎƛƻƴ ƻŦ ǘƘŜ ǇǊƛŎŜΣ ƛƴŎƭǳŘƛƴƎ 
ǘƘŜ ŀǇǇƭƛŎŀōƭŜ ƳŀǊƪŜǘ Řŀǘŀ ƻǊ ŎŀǇƛǘŀƭƛȊŀǝƻƴ ŎƻƳǇǳǘŀǝƻƴ όƛΦŜΦ ς DwaύΣ 

пύ !ǎǎǳƳǇǝƻƴǎ ŀƴŘ [ƛƳƛǝƴƎ /ƻƴŘƛǝƻƴǎΣ 
рύ ! ŘƛǎŎƭƻǎǳǊŜ ƻŦ ŀƴȅ ŜȄƛǎǝƴƎ ƻǊ ŎƻƴǘŜƳǇƭŀǘŜŘ ƛƴǘŜǊŜǎǘ ƻŦ ǘƘŜ ōǊƻƪŜǊ ƛǎǎǳƛƴƎ 
ǘƘŜ /a!Σ ƛƴŎƭǳŘƛƴƎ ǘƘŜ Ǉƻǎǎƛōƛƭƛǘȅ ƻŦ ǊŜǇǊŜǎŜƴǝƴƎ ǘƘŜ ƭŀƴŘƭƻǊŘκǘŜƴŀƴǘ ƻǊ 
ǎŜƭƭŜǊκōǳȅŜǊΣ 

сύ ¢ƘŜ ŜũŜŎǝǾŜ ŘŀǘŜ ƻŦ ǘƘŜ ǊŜǇƻǊǘΣ 
тύ ¢ƘŜ ƴŀƳŜ ŀƴŘ ǎƛƎƴŀǘǳǊŜ ƻŦ ǘƘŜ ōǊƻƪŜǊ ŀƴŘ ǘƘŜ ōǊƻƪŜǊΩǎ ƭƛŎŜƴǎŜ ƴǳƳōŜǊΣ 
уύ ¢ƘŜ ƴŀƳŜ ƻŦ ǘƘŜ ǊŜŀƭ ŜǎǘŀǘŜ ōǊƻƪŜǊŀƎŜ ŬǊƳ ŦƻǊ ǿƘƛŎƘ ǘƘŜ ōǊƻƪŜǊ ƛǎ ŀŎǝƴƎΣ 
фύ ¢ƘŜ ǎƛƎƴŀǘǳǊŜ ŘŀǘŜ ƻŦ ǘƘŜ ǊŜǇƻǊǘΣ 
млύ ! 5ƛǎŎƭŀƛƳŜǊ ǎǘŀǝƴƎ ς ά¢Ƙƛǎ ƻǇƛƴƛƻƴ ƛǎ ƴƻǘ ŀƴ ŀǇǇǊŀƛǎŀƭ ƻŦ ƳŀǊƪŜǘ ǾŀƭǳŜ ƻŦ ǘƘŜ 
ǇǊƻǇŜǊǘȅ ŀƴŘ Ƴŀȅ ƴƻǘ ōŜ ǳǎŜŘ ƛƴ ƭƛŜǳ ƻŦ ŀƴ ŀǇǇǊŀƛǎŀƭΦ LŦ ŀƴ ŀǇǇǊŀƛǎŀƭ ƛǎ 
ŘŜǎƛǊŜŘΣ ǘƘŜ ǎŜǊǾƛŎŜǎ ƻŦ ŀ ƭƛŎŜƴǎŜŘ ƻǊ ŎŜǊǝŬŜŘ ŀǇǇǊŀƛǎŜǊ ǎƘŀƭƭ ōŜ ƻōǘŀƛƴŜŘΦ 
¢Ƙƛǎ ƻǇƛƴƛƻƴ Ƴŀȅ ƴƻǘ ōŜ ǳǎŜŘ ōȅ ŀƴȅ ǇŀǊǘȅ ŀǎ ǘƘŜ ǇǊƛƳŀǊȅ ōŀǎƛǎ ǘƻ ŘŜǘŜǊƳƛƴŜ 
ǘƘŜ ǾŀƭǳŜ ƻŦ ŀ ǇŀǊŎŜƭ ƻŦ ƻǊ ƛƴǘŜǊŜǎǘ ƛƴ ǊŜŀƭ ǇǊƻǇŜǊǘȅ ŦƻǊ ŀ ƳƻǊǘƎŀƎŜ ƭƻŀƴ 
ƻǊƛƎƛƴŀǝƻƴΣ ƛƴŎƭǳŘƛƴƎ ǘƘŜ ŬǊǎǘ ŀƴŘ ǎŜŎƻƴŘ ƳƻǊǘƎŀƎŜǎΣ ǊŜŬƴŀƴŎŜǎΣ ƻǊ Ŝǉǳƛǘȅ 
ƭƛƴŜǎ ƻŦ ŎǊŜŘƛǘέΣ 

ммύ ! ŎƻǇȅ ƻŦ ǘƘŜ ŀǎǎƛƎƴƳŜƴǘ ǊŜǉǳŜǎǘ ŦƻǊ ǘƘŜ /a!Φ 
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w9{¢wL/¢Lhb{ 

bƻǘǿƛǘƘǎǘŀƴŘƛƴƎ ŀƴȅ ǇǊƻǾƛǎƛƻƴǎ ǘƻ ǘƘŜ ŎƻƴǘǊŀǊȅΣ ŀ ǇŜǊǎƻƴ ƭƛŎŜƴǎŜŘ ǇǳǊǎǳŀƴǘ ǘƻ ǘƘƛǎ 
/ƘŀǇǘŜǊ Ƴŀȅ ƴƻǘ ƪƴƻǿƛƴƎƭȅ ǇǊŜǇŀǊŜ ŀ ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ 
ŀƴŀƭȅǎƛǎ ŦƻǊ ŀƴȅ ǇǳǊǇƻǎŜ ƛƴ ƭƛŜǳ ƻŦ ŀƴ ŀǇǇǊŀƛǎŀƭ ǿƘŜƴ ŀƴ ŀǇǇǊŀƛǎŀƭ ƛǎ ǊŜǉǳƛǊŜŘ ōȅ 
ŦŜŘŜǊŀƭ ƻǊ {ǘŀǘŜ ƭŀǿΦ ! ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ ǘƘŀǘ 
ŜǎǝƳŀǘŜǎ ǘƘŜ ǾŀƭǳŜ ƻŦ ƻǊ ǿƻǊǘƘ ŀ ǇŀǊŎŜƭ ƻŦ ƻǊ ƛƴǘŜǊŜǎǘ ƛƴ ǊŜŀƭ ŜǎǘŀǘŜ ǊŀǘƘŜǊ ǘƘŀƴ 
ǎŀƭŜǎ ƻǊ ƭŜŀǎƛƴƎ ǇǊƛŎŜ ǎƘŀƭƭ ōŜ ŘŜŜƳŜŘ ǘƻ ōŜ ŀƴ ŀǇǇǊŀƛǎŀƭ ŀƴŘ Ƴŀȅ ƴƻǘ ōŜ ǇǊŜǇŀǊŜŘ 
ōȅ ŀ ƭƛŎŜƴǎŜŘ ōǊƻƪŜǊ ǳƴŘŜǊ ǘƘŜ ŀǳǘƘƻǊƛǘȅ ƻŦ ǘƘƛǎ !ǊǝŎƭŜΣ ōǳǘ Ƴŀȅ ƻƴƭȅ ōŜ ǇǊŜǇŀǊŜŘ 
ōȅ ŀ Řǳƭȅ ƭƛŎŜƴǎŜŘ ƻǊ ŎŜǊǝŬŜŘ ŀǇǇǊŀƛǎŜǊΣ ŀƴŘ ǎƘŀƭƭ ƳŜŜǘ ǘƘŜ ǊŜƎǳƭŀǝƻƴǎ ŀŘƻǇǘŜŘ ōȅ 
ǘƘŜ bƻǊǘƘ /ŀǊƻƭƛƴŀ !ǇǇǊŀƛǎŀƭ .ƻŀǊŘΦ ! ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ 
ŀƴŀƭȅǎƛǎ ǎƘŀƭƭ ƴƻǘ ǳƴŘŜǊ ŀƴȅ ŎƛǊŎǳƳǎǘŀƴŎŜǎ ōŜ ǊŜŦŜǊǊŜŘ ǘƻ ŀǎ ŀ Ǿŀƭǳŀǝƻƴ ƻǊ 
ŀǇǇǊŀƛǎŀƭΦ 

b/w9/ wǳƭŜǎ όру!Φннлнύ ǊŜǉǳƛǊŜ ǘƘŜ ŦƻƭƭƻǿƛƴƎ {¢!b5!w5{ ŦƻǊ ŀ /a!Υ 

όŀύ ! ōǊƻƪŜǊ ǇŜǊŦƻǊƳƛƴƎ ŀ ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ 
ŦƻǊ ŀ ŦŜŜ ǎƘŀƭƭ ŎƻƳǇƭȅ ǿƛǘƘ ŀƭƭ ǘƘŜ ǊŜǉǳƛǊŜƳŜƴǘǎ ƛƴ DΦ{Φ фо!πуо ŀƴŘ ƛƴ ǘƘƛǎ wǳƭŜΦ 

όōύ ! ōǊƻƪŜǊ ǎƘŀƭƭ ƻƴƭȅ ŀŎŎŜǇǘ ŀƴ ŀǎǎƛƎƴƳŜƴǘ ǘƻ ǇǊƻǾƛŘŜ ŀ ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ 
ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ ŦƻǊ ŀ ǇǊƻǇŜǊǘȅ ƛŦ ǘƘŜ ōǊƻƪŜǊ Ƙŀǎ ƪƴƻǿƭŜŘƎŜ ƻŦ 
ǘƘŜ ǊŜŀƭ ŜǎǘŀǘŜ ƳŀǊƪŜǘΣ ŘƛǊŜŎǘ ŀŎŎŜǎǎ ǘƻ ǊŜŀƭ ŜǎǘŀǘŜ ƳŀǊƪŜǘ ǎŀƭŜǎ ƻǊ ƭŜŀǎƛƴƎ ŘŀǘŀΣ 
ŀƴŘ ōǊƻƪŜǊŀƎŜ ƻǊ ŀǇǇǊŀƛǎŀƭ ŜȄǇŜǊƛŜƴŎŜ ƛƴ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅΩǎ ƎŜƻƎǊŀǇƘƛŎ 
ƭƻŎŀǝƻƴΦ 

όŎύ ! ōǊƻƪŜǊ ǎƘŀƭƭ ƴƻǘ ǇǊƻǾƛŘŜ ŀ ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ 
ŀƴŀƭȅǎƛǎ ŦƻǊ ŀ ǇǊƻǇŜǊǘȅ ǳƴƭŜǎǎ ǘƘŜ ōǊƻƪŜǊ Ŏŀƴ ŜȄŜǊŎƛǎŜ ƻōƧŜŎǝǾŜΣ ƛƴŘŜǇŜƴŘŜƴǘ 
ƧǳŘƎƳŜƴǘ ŦǊŜŜ ƻŦ ŀƴȅ ƛƴƅǳŜƴŎŜ ŦǊƻƳ ŀƴȅ ƛƴǘŜǊŜǎǘŜŘ ǇŀǊǘȅ ƛƴ ǘƘŜ ǇŜǊŦƻǊƳŀƴŎŜ ƻŦ 
Ƙƛǎ ƻǊ ƘŜǊ ŀƴŀƭȅǎƛǎ ƻŦ ǘƘŜ ŦŀŎǘǎ ǊŜƭŜǾŀƴǘ ǘƻ ŘŜǘŜǊƳƛƴŀǝƻƴ ƻŦ ŀ ǇǊƻōŀōƭŜ ǎŜƭƭƛƴƎ ƻǊ 
ƭŜŀǎƛƴƎ ǇǊƛŎŜΦ 

όŘύ ! ōǊƻƪŜǊ ǎƘŀƭƭ ƴƻǘ ǇǊƻǾƛŘŜ ŀ ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ 
ŀƴŀƭȅǎƛǎ ŦƻǊ ŀ ǇǊƻǇŜǊǘȅ ǳƴƭŜǎǎ ǘƘŜ ōǊƻƪŜǊ Ƙŀǎ ǇŜǊǎƻƴŀƭƭȅ ƛƴǎǇŜŎǘŜŘ ǘƘŜ ŜȄǘŜǊƛƻǊ 
ŀƴŘ ƛƴǘŜǊƛƻǊ ƻŦ ǘƘŀǘ ǇǊƻǇŜǊǘȅΣ ǇǊƻǾƛŘŜŘΣ ƘƻǿŜǾŜǊΣ ǘƘŀǘ ŀƴ ƛƴǎǇŜŎǝƻƴ ƻŦ ǘƘŜ 
ŜȄǘŜǊƛƻǊ ƻǊ ƛƴǘŜǊƛƻǊ ƛǎ ƴƻǘ ǊŜǉǳƛǊŜŘ ƛŦ ǘƘƛǎ ƛǎ ǿŀƛǾŜŘ ƛƴ ǿǊƛǝƴƎ ōȅ ǘƘŜ ǇŀǊǘȅ ŦƻǊ 
ǿƘƻƳ ǘƘŜ ƻǇƛƴƛƻƴ ƻǊ ŀƴŀƭȅǎƛǎ ƛǎ ōŜƛƴƎ ǇŜǊŦƻǊƳŜŘΦ 

όŜύ ²ƘŜƴ ŘŜǾŜƭƻǇƛƴƎ ŀ ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ ŦƻǊ 
ŀ ǇǊƻǇŜǊǘȅ ƻǊ ƛƴǘŜǊŜǎǘ ǘƘŜǊŜƛƴΣ ŀ ōǊƻƪŜǊ ǎƘŀƭƭ ǳǝƭƛȊŜ ƳŜǘƘƻŘƻƭƻƎȅ ǎǳŎƘ ŀǎ ŀƴŀƭȅǎƛǎ 
ƻŦ ǎŀƭŜǎ ƻǊ ƛƴŎƻƳŜ ƻŦ ǎƻƭŘ ƻǊ ƭŜŀǎŜŘ ǇǊƻǇŜǊǝŜǎ ŎƻƳǇŀǊŀōƭŜ ǘƻ ǘƘŜ ǎǳōƧŜŎǘ 
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ǇǊƻǇŜǊǘȅ ƻǊ ŎŀǇƛǘŀƭƛȊŀǝƻƴ ŀǎ ƛǎ ŀǇǇǊƻǇǊƛŀǘŜ ŦƻǊ ǘƘŜ ŀǎǎƛƎƴƳŜƴǘ ŀƴŘ ǘȅǇŜ ƻŦ 
ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅΦ 

όŦ ύ ²ƘŜƴ ŀƴŀƭȅȊƛƴƎ ǎŀƭŜǎ ƻǊ ƛƴŎƻƳŜ ƻŦ ǇǊƻǇŜǊǝŜǎ ŎƻƳǇŀǊŀōƭŜ ǘƻ ǘƘŜ ǇǊƻǇŜǊǘȅ 
ǘƘŀǘ ƛǎ ǘƘŜ ǎǳōƧŜŎǘ ƻŦ ŀ ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ 
ŀǎǎƛƎƴƳŜƴǘΣ ŀ ōǊƻƪŜǊ ǎƘŀƭƭ ŎƻƳǇƭȅ ǿƛǘƘ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǎǘŀƴŘŀǊŘǎΥ 

όмύ ¢ƘŜ ōǊƻƪŜǊ ǎƘŀƭƭ ǎŜƭŜŎǘ ŦǊƻƳ ǊŜƭƛŀōƭŜ ƛƴŦƻǊƳŀǝƻƴ ǎƻǳǊŎŜǎ ŀ ƳƛƴƛƳǳƳ ƻŦ ǘƘǊŜŜ 
ǎƻƭŘ ƻǊ ƭŜŀǎŜŘ ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǝŜǎ ŦƻǊ ǳǎŜ ƛƴ Ƙƛǎ ƻǊ ƘŜǊ ŀƴŀƭȅǎƛǎ ǘƘŀǘ ŀǊŜ 
ǎƛƳƛƭŀǊ ǘƻ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅ ǿƛǘƘ ǊŜƎŀǊŘ ǘƻ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎ ǎǳŎƘ ŀǎ ǇǊƻǇŜǊǘȅ 
ǘȅǇŜΣ ǳǎŜΣ ƭƻŎŀǝƻƴΣ ŀƎŜΣ ǎƛȊŜΣ ŘŜǎƛƎƴΣ ǇƘȅǎƛŎŀƭ ŦŜŀǘǳǊŜǎΣ ŀƳŜƴƛǝŜǎΣ ǳǝƭƛǘȅΣ 
ǇǊƻǇŜǊǘȅ ŎƻƴŘƛǝƻƴ ŀƴŘ ŎƻƴŘƛǝƻƴǎ ƻŦ ǎŀƭŜΦ ¢ƘŜ ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǝŜǎ ǎŜƭŜŎǘŜŘ 
ǎƘŀƭƭ ǊŜƅŜŎǘ ǘƘŜ ǇǊŜǾŀƛƭƛƴƎ ŦŀŎǘƻǊǎ ƻǊ ƳŀǊƪŜǘ ŎƻƴŘƛǝƻƴǎ ƛƴƅǳŜƴŎƛƴƎ ǘƘŜ ǎŀƭŜ ƻǊ 
ƭŜŀǎŜ ǇǊƛŎŜǎ ƻŦ ǎƛƳƛƭŀǊ ǇǊƻǇŜǊǝŜǎ ƛƴ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅΩǎ ƭƻŎŀƭ ƳŀǊƪŜǘΤ ŀƴŘ  

όнύ ¢ƘŜ ōǊƻƪŜǊ ǎƘŀƭƭ ƳŀƪŜ ŀŘƧǳǎǘƳŜƴǘǎ ǘƻ ǘƘŜ ǎŜƭƭƛƴƎ ƻǊ ƭŜŀǎƛƴƎ ǇǊƛŎŜ ƻŦ ǎŜƭŜŎǘŜŘ 
ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǝŜǎ ŦƻǊ ŘƛũŜǊŜƴŎŜǎ ōŜǘǿŜŜƴ ǘƘŜ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎ ƻŦ ǘƘŜ 
ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǝŜǎ ŀƴŘ ǘƘŜ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅ ŀǎ ƴŜŎŜǎǎŀǊȅ ǘƻ ǇǊƻŘǳŎŜ ŀ 
ŎǊŜŘƛōƭŜ ŜǎǝƳŀǘŜ ƻŦ ǘƘŜ ǇǊƻōŀōƭŜ ǎŜƭƭƛƴƎ ƻǊ ƭŜŀǎƛƴƎ ǇǊƛŎŜΦ !ŘƧǳǎǘƳŜƴǘǎ ǎƘŀƭƭ ōŜ 
ŎƻƴǎƛŘŜǊŜŘ ŦƻǊ ŘƛũŜǊŜƴŎŜǎ ƛƴ ǇǊƻǇŜǊǘȅ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎ ǎǳŎƘ ŀǎ ƭƻŎŀǝƻƴΣ ŀƎŜΣ ǎƛȊŜΣ 
ŘŜǎƛƎƴΣ ǇƘȅǎƛŎŀƭ ŦŜŀǘǳǊŜǎΣ ŀƳŜƴƛǝŜǎΣ ǳǝƭƛǘȅΣ ŎƻƴŘƛǝƻƴΣ ŜŎƻƴƻƳƛŎ ƻǊ ŦǳƴŎǝƻƴŀƭ 
ƻōǎƻƭŜǎŎŜƴŎŜ ŀƴŘ ŎƻƴŘƛǝƻƴǎ ƻŦ ǎŀƭŜΦ ¢ƘŜ ŀƳƻǳƴǘǎ ƻŦ ŀŘƧǳǎǘƳŜƴǘǎ ǎƘŀƭƭ ǊŜƅŜŎǘ 
ǘƘŜ ǾŀƭǳŜǎ ǘƘŀǘ ǘƘŜ ƭƻŎŀƭ ǊŜŀƭ ŜǎǘŀǘŜ ƳŀǊƪŜǘǇƭŀŎŜǎ ƻƴ ǘƘŜ ŘƛũŜǊŜƴŎŜǎ ƛƴ ǘƘŜ 
ŎƘŀǊŀŎǘŜǊƛǎǝŎǎ ƛƴ ǉǳŜǎǝƻƴΦ 

όƎύ ! ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ ǇǊƻǾƛŘŜŘ ǘƻ ǘƘŜ ǇŀǊǘȅ 
ŦƻǊ ǿƘƻƳ ǘƘŜ ƻǇƛƴƛƻƴ ƻǊ ŀƴŀƭȅǎƛǎ ƛǎ ōŜƛƴƎ ǇŜǊŦƻǊƳŜŘ ǎƘŀƭƭ ŀŘŘǊŜǎǎΣ ƛƴ ŀŘŘƛǝƻƴ 
ǘƻ ƳŀǧŜǊǎ ǊŜǉǳƛǊŜŘ ǘƻ ōŜ ŀŘŘǊŜǎǎŜŘ ōȅ DΦ{Φ фо!πуо ŀƴŘ ƻǘƘŜǊ ǇǊƻǾƛǎƛƻƴǎ ƻŦ ǘƘƛǎ 
wǳƭŜΣ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ƛǘŜƳǎΥ 

όмύ ŀ ŘŜǎŎǊƛǇǝƻƴ ƻŦ ǘƘŜ ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǝŜǎ ǳǎŜŘ ƛƴ ǘƘŜ ŀƴŀƭȅǎƛǎ όƛƴŎƭǳŘƛƴƎ 
ŀƴȅ ǳƴǎƻƭŘ ǇǊƻǇŜǊǝŜǎ ƭƛǎǘŜŘ ŦƻǊ ǎŀƭŜ ƻǊ ǊŜƴǘ ǘƘŀǘ ǿŜǊŜ ǳǎŜŘ ŀǎ ŎƻƳǇŀǊŀōƭŜ 
ǇǊƻǇŜǊǝŜǎύΤ 

όнύ ǘƘŜ ŀŘƧǳǎǘƳŜƴǘǎ ƳŀŘŜ ǘƻ ǘƘŜ ǎŜƭƭƛƴƎ ƻǊ ƭŜŀǎƛƴƎ ǇǊƛŎŜǎ ƻŦ ŎƻƳǇŀǊŀōƭŜ 
ǇǊƻǇŜǊǝŜǎΤ 

όоύ ƭƻŎŀƭ ǊŜŀƭ ŜǎǘŀǘŜ ƳŀǊƪŜǘ ŎƻƴŘƛǝƻƴǎΤ  

όпύ ƛŦ ǘƘŜ ŘŀǘŜ ƻƴ ǿƘƛŎƘ ǘƘŜ ǎŀƭŜ ƻǊ ƭŜŀǎŜ ƻŦ ŀ ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǘȅ ōŜŎŀƳŜ 
Ŭƴŀƭ ƛǎ ƳƻǊŜ ǘƘŀƴ ǎƛȄ ƳƻƴǘƘǎ ǇǊƛƻǊ ǘƻ ǘƘŜ ŜũŜŎǝǾŜ ŘŀǘŜ ƻŦ ǘƘŜ ōǊƻƪŜǊ ǇǊƛŎŜ 
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ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎΣ ŀƴ ŜȄǇƭŀƴŀǝƻƴ ƻŦ ǿƘȅ ǘƘŜ 
ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǘȅ ǿŀǎ ǳǎŜŘ ƛƴ ǘƘŜ ŀƴŀƭȅǎƛǎ ŀƴŘ ŀ ŘŜǎŎǊƛǇǝƻƴ ƻŦ ǘƘŜ 
ƳŀǊƪŜǘ ŎƻƴŘƛǝƻƴǎ ŀũŜŎǝƴƎ ǘƘŜ ŎƻƳǇŀǊŀōƭŜ ǇǊƻǇŜǊǘȅ ŀǘ ǘƘŜ ǝƳŜ ǘƘŜ ǎŀƭŜ ƻǊ 
ƭŜŀǎŜ ōŜŎŀƳŜ ŬƴŀƭΤ ŀƴŘ 

όрύ ŜŀŎƘ ƳŜǘƘƻŘ ǳǎŜŘ ƛƴ ŘŜǊƛǾƛƴƎ ǘƘŜ ŜǎǝƳŀǘŜ ƻŦ ǇǊƻōŀōƭŜ ǎŜƭƭƛƴƎ ƻǊ ƭŜŀǎƛƴƎ 
ǇǊƛŎŜΦ 

όƘύ Lƴ ŎƻƴƴŜŎǝƻƴ ǿƛǘƘ ŀ ōǊƻƪŜǊ ǇǊƛŎŜ ƻǇƛƴƛƻƴ ƻǊ ŎƻƳǇŀǊŀǝǾŜ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎΣ ŀƴ 
ŜǎǝƳŀǘŜŘ ǇǊƻōŀōƭŜ ƭŜŀǎƛƴƎ ǇǊƛŎŜ Ƴŀȅ ōŜ ǊŜǇƻǊǘŜŘ ōȅ ŀ ōǊƻƪŜǊ ŀǎ ŀ ƭŜŀǎŜ ǊŀǘŜ 
ŀƴŘ ŀƴ ŜǎǝƳŀǘŜŘ ǇǊƻōŀōƭŜ ǎŜƭƭƛƴƎ ƻǊ ƭŜŀǎƛƴƎ ǇǊƛŎŜ Ƴŀȅ ōŜ ǊŜǇƻǊǘŜŘ ōȅ ŀ ōǊƻƪŜǊ 
ŜƛǘƘŜǊ ŀǎ ŀ ǎƛƴƎƭŜ ŬƎǳǊŜ ƻǊ ŀǎ ŀ ǇǊƛŎŜ ǊŀƴƎŜΦ ²ƘŜƴ ǘƘŜ ŜǎǝƳŀǘŜŘ ǇǊƻōŀōƭŜ ǎŜƭƭƛƴƎ 
ƻǊ ƭŜŀǎƛƴƎ ǇǊƛŎŜ ƛǎ ǎǘŀǘŜŘ ŀǎ ŀ ǇǊƛŎŜ ǊŀƴƎŜ ŀƴŘ ǘƘŜ ƘƛƎƘŜǊ ŬƎǳǊŜ ŜȄŎŜŜŘǎ ǘƘŜ ƭƻǿŜǊ 
ŬƎǳǊŜ ōȅ ƳƻǊŜ ǘƘŀƴ мл ǇŜǊŎŜƴǘΣ ǘƘŜ ōǊƻƪŜǊ ǎƘŀƭƭ ƛƴŎƭǳŘŜ ŀƴ ŜȄǇƭŀƴŀǝƻƴ ƻŦ ǿƘȅ 
ǘƘŜ ƘƛƎƘŜǊ ŬƎǳǊŜ ŜȄŎŜŜŘǎ ǘƘŜ ƭƻǿŜǊ ŬƎǳǊŜ ōȅ ƳƻǊŜ ǘƘŀƴ мл ǇŜǊŎŜƴǘΦ 

!ƭǘƘƻǳƎƘ ƴƻǘ ǊŜǉǳƛǊŜŘ ōȅ b/w9/ [ƛŎŜƴǎŜ [ŀǿ ƻǊ wǳƭŜǎΣ ƻǘƘŜǊ ŎƻƴǘŜƴǘ Ƴŀȅ ōŜ 
ŎƻƴǎƛŘŜǊŜŘ ŀǎ ōŜƴŜŬŎƛŀƭ ǘƻ ǘƘŜ ōǊƻƪŜǊ ŀƴŘ ǘƘŜ ōǊƻƪŜǊǎ ŎƭƛŜƴǘ ό{ŜƭƭŜǊ ƻǊ .ǳȅŜǊύΥ 

/hat!w!.[9{ ! ƭƛǎǘ ŀƴŘ ŘŜǎŎǊƛǇǝƻƴǎ ƻŦ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎ ǳǎŜŘ ƛƴ ŘŜǾŜƭƻǇƛƴƎ 
ŀƴ ƻǇƛƴƛƻƴ ƻŦ ǘƘŜ ƳŀǊƪŜǘ ǇǊƛŎŜ ŦƻǊ ǘƘŜ ǎǳōƧŜŎǘΦ /ƻƳƳŜƴǘŀǊȅ ŎƭŀǊƛŦȅƛƴƎ ǘƘŜ 
ǇǊƻŎŜŘǳǊŜǎ ŀƴŘ ƭƻƎƛŎ ŀǇǇƭƛŜŘ ƛƴ ŎƘƻƻǎƛƴƎ ŀƴŘ ŀŘƧǳǎǝƴƎ ŎƻƳǇŀǊŀōƭŜǎΦ tƭǳǎΣ 
ŀƴ ŀƴŀƭȅǎƛǎ ƻŦ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎ ǳǎŜŘΣ ƛƴŎƭǳŘƛƴƎ ŀŘƧǳǎǘƳŜƴǘǎ ƳŀŘŜ ό¢Ƙƛǎ 
ƛƴŦƻǊƳŀǝƻƴ ƛǎ ǘȅǇƛŎŀƭƭȅ ǇǊŜǎŜƴǘŜŘ ƛƴ ŀ ǘŀōƭŜ ŦƻǊƳŀǘΣ ǿƛǘƘ ǘƘŜ ǎǳōƧŜŎǘ ŀƴŘ 
ŎƻƳǇŀǊŀōƭŜ ŦŜŀǘǳǊŜǎ ŀǊǊŀƴƎŜŘ ǎƛŘŜπōȅπǎƛŘŜ ŦƻǊ Ŝŀǎȅ ŎƻƳǇŀǊƛǎƻƴΦύ  
 

a!wY9¢ ! ŘŜǎŎǊƛǇǝƻƴ ƻŦ ŎǳǊǊŜƴǘ ƳŀǊƪŜǘ ŎƻƴŘƛǝƻƴǎ ƛƴ ƎŜƴŜǊŀƭ ŀƴŘ ƻŦ ǘƘŜ 
ǎǇŜŎƛŬŎ ǎǳōƧŜŎǘ ǇǊƻǇŜǊǘȅΦ  

¢ȅǇƛŎŀƭ Řŀȅǎ ƻƴ ƳŀǊƪŜǘ  

!ōǎƻǊǇǝƻƴ ǊŀǘŜ 
 

/hat9¢L¢Lhb ! ǘŀōƭŜ ƭƛǎǝƴƎ ǎƛƳƛƭŀǊ ǇǊƻǇŜǊǝŜǎ ŎǳǊǊŜƴǘƭȅ ƻƴ ǘƘŜ ƳŀǊƪŜǘΦ  
  

 twL/LbD w9/haa9b5!¢Lhb ! ǊŜŎƻƳƳŜƴŘŜŘ ǇǊƛŎŜ ƻǊ ǇǊƛŎŜ ǊŀƴƎŜ ŦƻǊ ǘƘŜ 
ǎǳōƧŜŎǘΣ ōŀǎŜŘ ƻƴ ŀƴŀƭȅǎƛǎ ƻŦ ǘƘŜ ŎƻƳǇŀǊŀōƭŜǎΦ 

  

bh¢9Υ ¢ƻ ŀǎǎƛǎǘ .ǊƻƪŜǊǎ ǿƘƻ ŜƭŜŎǘ ǘƻ ǇǊƻǾƛŘŜ ŀ /a! όƛƴŎƭǳŘƛƴƎ ŀ CŜŜ ƻǊ ƴƻǘύ ǘƘŜ 
ŦƻƭƭƻǿƛƴƎ рπǇŀƎŜǎ ƻŦ ŜȄŀƳǇƭŜǎ ŀǊŜ ǇǊƻǾƛŘŜŘΥ 
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