WHO PAYS REALTOR COMMISSION ON NEW CONSTRUCTION

WHO PAYS REALTOR COMMISSION ON NEW CONSTRUCTION IS A COMMON QUESTION AMONG PROSPECTIVE HOMEBUYERS, REAL
ESTATE AGENTS, AND BUILDERS ALIKE. (UNDERSTANDING THE PAYMENT STRUCTURE OF REALTOR COMMISSIONS WHEN PURCHASING
NEW CONSTRUCTION HOMES IS CRUCIAL FOR ALL PARTIES INVOLVED. TYPICALLY, REALTOR COMMISSIONS ARE FACTORED INTO
THE OVERALL TRANSACTION BUT THE SPECIFICS CAN VARY DEPENDING ON LOCAL MARKET PRACTICES, BUILDER POLICIES, AND
NEGOTIATION TERMS. THIS ARTICLE EXPLORES WHO IS RESPONSIBLE FOR PAYING THE REALTOR COMMISSION ON NEW
CONSTRUCTION PROPERTIES, HOW COMMISSIONS ARE STRUCTURED, AND WHAT BUYERS AND AGENTS SHOULD KNOW BEFORE
ENGAGING IN SUCH TRANSACTIONS. ADDITIONALLY, IT COVERS THE DIFFERENCES BETWEEN NEXW CONSTRUCTION AND RESALE HOME
COMMISSIONS, THE ROLE OF THE BUILDER’S SALES TEAM, AND STRATEGIES FOR NEGOTIATING COMMISSIONS. THE FOLLOWING
SECTIONS PROVIDE A COMPREHENSIVE OVERVIEW TO CLARIFY THESE ASPECTS AND ASSIST STAKEHOLDERS IN NAVIGATING THE
NEW HOME BUYING PROCESS EFFECTIVELY.

® UNDERSTANDING REALTOR CoMMISSIONS ON NEw CONSTRUCTION

® WHo TYPICALLY PAYS THE REALTOR COMMISSION?

® How ReaLTorR CoMMIsSIONS ARE STRUCTURED IN NEw HoME SALES

o DIFFEReNCES BETWEEN NEww CONSTRUCTION AND RESALE HoME COMMISSIONS
® NEGOTIATING REALTOR CoMMISSIONS ON NEw CONSTRUCTION

® ROLE OF BUILDER’S SALES TEAM AND ITS IMPACT ON COMMISSIONS

® |MPLICATIONS FOR BUYERS AND REALTORS

UNDERSTANDING REALTOR CoMMISSIONS ON NEw CONSTRUCTION

REALTOR COMMISSIONS IN REAL ESTATE TRANSACTIONS ARE THE FEES PAID TO REAL ESTATE AGENTS FOR THEIR SERVICES IN
FACILITATING THE SALE OR PURCHASE OF A PROPERTY. THESE FEES ARE TYPICALLY EXPRESSED AS A PERCENTAGE OF THE FINAL
SALE PRICE AND ARE SHARED BETWEEN THE BUYER’S AGENT AND THE SELLER’S AGENT. IN THE CONTEXT OF NEW CONSTRUCTION,
THE PROCESS DIFFERS SLIGHTLY FROM RESALE HOMES DUE TO THE INVOLVEMENT OF BUILDERS AND DEVELOPERS RATHER THAN
INDIVIDUAL SELLERS. UNDERSTANDING HOW COMMISSIONS WORK IN NEW CONSTRUCTION SALES IS ESSENTIAL FOR BOTH BUYERS
AND AGENTS TO ENSURE TRANSPARENCY AND PROPER COMPENSATION FOR SERVICES RENDERED.

DEFINITION AND STANDARD PRACTICES

IN MOST REAL ESTATE TRANSACTIONS, THE SELLER PAYS THE COMMISSION, WHICH IS THEN DIVIDED BETWEEN THE LISTING AGENT
AND THE BUYER’S AGENT. HO\X/EVER, WITH NEW CONSTRUCTION, THE BUILDER ACTS AS THE SELLER AND OFTEN INCLUDES THE
COMMISSION AS PART OF THE SALES PRICE OR OVERALL MARKETING BUDGET. THIS MEANS THAT THE BUILDER GENERALLY COVERS
THE COMMISSION COSTS, BUT THE EXACT DETAILS CAN VARY DEPENDING ON THE BUILDER’S POLICIES AND THE MARKET.

IMPORTANCE OF REALTOR REPRESENTATION

MANY BUYERS ASSUME THAT WORKING DIRECTLY WITH A BUILDER DOES NOT REQUIRE A REALTOR, BUT HAVING PROFESSIONAL
REPRESENTATION IS VALUABLE. REALTORS PROVIDE EXPERTISE, NEGOTIATE TERMS, AND PROTECT BUYER INTERESTS, ESPECIALLY
IN NEW CONSTRUCTION DEALS WHERE CONTRACT TERMS AND CUSTOMIZATION OPTIONS CAN BE COMPLEX. KNOWING WHO PAYS
THE REALTOR COMMISSION ON NEW CONSTRUCTION HELPS BUYERS CHOOSE WHETHER TO ENGAGE AN AGENT AND UNDERSTAND
POTENTIAL COSTS INVOLVED.



WHo TypicaLLY PAYs THE ReaALTorR COMMISSION?

IN NEW CONSTRUCTION HOME SALES, THE QUESTION OF WHO PAYS REALTOR COMMISSION OFTEN CENTERS ON WHETHER THE
BUYER OR THE BUILDER IS RESPONSIBLE. GENERALLY, THE BUILDER PAYS THE REALTOR COMMISSION AS PART OF THEIR MARKETING
EXPENSES. THIS SECTION CLARIFIES THE COMMON PRACTICES AND EXCEPTIONS RELATED TO COMMISSION PAYMENT
RESPONSIBILITY.

BuiLDER-PAID COMMISSIONS

MOST BUILDERS SET ASIDE A COMMISSION AMOUNT , USUALLY A PERCENTAGE OF THE HOME’S SALE PRICE, TO COMPENSATE THE
BUYER’S AGENT IF THE BUYER IS REPRESENTED BY A REALTOR. THIS COMMISSION IS FACTORED INTO THE HOME’S PRICE OR
ABSORBED AS A COST OF DOING BUSINESS BY THE BUILDER. AS A RESULT, BUYERS TYPICALLY DO NOT PAY THEIR AGENT
DIRECTLY FOR NEW CONSTRUCTION PURCHASES.

Buyer-PaiD ComMissions: WHEN IT Occurs

THERE ARE RARE CASES WHERE THE BUYER MAY PAY THEIR AGENT DIRECTLY, SUCH AS WHEN THE BUILDER REFUSES TO PAY
COMMISSIONS OR IF THE BUYER IS PURCHASING OFF-MARKET OR THROUGH PRIVATE ARRANGEMENTS. ADDITIONALLY, IN MARKETS
\WHERE BUILDER COMMISSIONS ARE LOW OR NON-EXISTENT, BUYERS MIGHT NEGOTIATE PAYING THEIR AGENT A FEE FOR
REPRESENTATION. |T IS IMPORTANT FOR BUYERS TO CLARIFY COMMISSION PAYMENT TERMS UPFRONT.

FAcTors INFLUENCING COMMISSION PAYMENT

® | OCAL MARKET CUSTOMS AND REGULATIONS
e BUILDER POLICIES AND INCENTIVES
o BUYER-AGENT AGREEMENTS AND DISCLOSURES

e NEGOTIATION BETWEEN PARTIES INVOLVED

How ReALTOrR CoMMISSIONS ARE STRUCTURED IN NEw HOME SALES

REALTOR COMMISSION STRUCTURES IN NEW CONSTRUCTION SALES MAY DIFFER FROM THOSE IN RESALE TRANSACTIONS DUE TO
THE BUILDER’S INVOLVEMENT AND MARKETING STRATEGIES. THIS SECTION EXPLAINS HOW COMMISSIONS ARE CALCULATED,
DISTRIBUTED, AND SOMETIMES NEGOTIATED IN NEWW HOME SALES.

TypicaL CoMMISSION RATES

COMMISSION RATES IN NEW CONSTRUCTION TRANSACTIONS USUALLY RANGE FROM 20/0 TO 30/0 OF THE FINAL SALE PRICE,
SIMILAR TO RESALE HOME SALES. THE BUILDER OFFERS THIS COMMISSION TO THE BUYER’S AGENT AS AN INCENTIVE TO BRING
QUALIFIED BUYERS AND FACILITATE THE SALE. THE COMMISSION IS THEN SPLIT WITH THE BUYER’S BROKERAGE ACCORDING TO
THEIR INTERNAL AGREEMENTS.

CoMMissioN PAYMENT PrRoOCESS

ONCE THE NEW HOME SALE CLOSES, THE BUILDER’S SALES OFFICE OR TITLE COMPANY DISBURSES THE COMMISSION TO THE



BUYER’S AGENT’S BROKERAGE. THIS PAYMENT IS A PART OF THE CLOSING COSTS AND IS INCLUDED IN THE SETTLEMENT
STATEMENT. FOR THE BUYER, THIS MEANS NO DIRECT COMMISSION PAYMENT IS REQUIRED AT CLOSING UNLESS SPECIFIED
OTHERW!ISE IN THEIR CONTRACT.

IMPACT oF CusTOMIZATION AND UPGRADES

IN SOME CASES, COMMISSIONS MAY BE BASED ON THE BASE PRICE OF THE HOME EXCLUDING UPGRADES AND CUSTOMIZATIONS,
WHILE IN OTHERS, COMMISSIONS APPLY TO THE TOTAL SALES PRICE INCLUDING OPTIONS. BUYERS AND AGENTS SHOULD CLARIFY
THIS ASPECT WITH THE BUILDER TO UNDERSTAND HOW COMMISSIONS ARE CALCULATED AND WHETHER UPGRADES AFFECT
COMMISSION AMOUNTS.

DiFrereNcEs BETWEEN New CoNSTRUCTION AND REsALE HOME COMMISSIONS

UNDERSTANDING THE DISTINCTIONS BETWEEN REALTOR COMMISSIONS ON NEW CONSTRUCTION VERSUS RESALE HOMES IS
IMPORTANT FOR BUYERS AND AGENTS TO SET EXPECTATIONS AND PLAN ACCORDINGLY. THIS SECTION HIGHLIGHTS KEY
DIFFERENCES IN COMMISSION PAYMENT SOURCES, RATES, AND NEGOTIATION FLEXIBILITY.

SELLER IDENTITY AND COMMISSION RESPONSIBILITY

IN RESALE HOMES, THE SELLER IS TYPICALLY AN INDIVIDUAL HOMEOWNER WHO PAYS THE COMMISSION AT CLOSING. IN NEW
CONSTRUCTION, THE BUILDER ACTS AS THE SELLER AND USUALLY INCORPORATES COMMISSION PAYMENTS INTO THEIR SALES AND
MARKETING BUDGET. THIS STRUCTURAL DIFFERENCE AFFECTS WHO IS RESPONSIBLE FOR PAYING THE COMMISSION AND HOW IT IS
HANDLED FINANCIALLY.

CoMMISSION NEGOTIABILITY

W/ ITH RESALE HOMES, COMMISSIONS ARE OFTEN NEGOTIABLE BETWEEN THE SELLER AND THEIR LISTING AGENT, AND SOMETIMES
BETWEEN BUYER AGENTS AND THEIR CLIENTS. IN CONTRAST, NEW CONSTRUCTION BUILDER COMMISSIONS TEND TO BE FIXED AND
NON-NEGOTIABLE, REFLECTING INDUSTRY STANDARDS AND COMPANY POLICIES. HO\X/EVER, SOME BUILDERS MAY OFFER INCENTIVES
OR BONUSES TO BUYER AGENTS UNDER CERTAIN CONDITIONS.

RoLe oF BUILDER’s IN-HoUsE SALES TEaAM

BUILDERS FREQUENTLY EMPLOY IN-HOUSE SALES AGENTS WHO DO NOT RECEIVE TRADITIONAL COMMISSIONS BUT ARE SALARIED
EMPLOYEES. THEIR PRESENCE CAN IMPACT THE COMMISSION STRUCTURE FOR EXTERNAL BUYER AGENTS, SOMETIMES REDUCING
COMMISSIONS OR CHANGING HOW THEY ARE ALLOCATED. THIS DIFFERS FROM RESALE HOMES WHERE BOTH AGENTS ARE
TYPICALLY INDEPENDENT CONTRACTORS OPERATING ON COMMISSION.

NeGOTIATING REALTOR CoMMISSIONS ON NEw CONSTRUCTION

W/HILE BUILDER COMMISSIONS ARE OFTEN PREDETERMINED, THERE ARE SITUATIONS WHERE NEGOTIATION IS POSSIBLE. BUYERS AND
AGENTS SHOULD BE AWARE OF STRATEGIES AND CONSIDERATIONS WHEN ATTEMPTING TO NEGOTIATE COMMISSIONS IN NEW
CONSTRUCTION TRANSACTIONS.

W/HEN NEGOTIATIONS ARE POSSIBLE

NEGOTIATIONS MAY OCCUR IF THE BUILDER IS MOTIVATED TO SELL QUICKLY, IF THE HOME HAS BEEN ON THE MARKET FOR AN
EXTENDED PERIOD, OR IF THE BUYER IS PURCHASING MULTIPLE HOMES OR A HIGH-VALUE PROPERTY. ADDITIONALLY, SOME



BUILDERS MAY OFFER COMMISSION BONUSES OR INCENTIVES TO AGENTS WHO BRING SERIOUS BUYERS.

NEGOTIATION STRATEGIES FOR BUYERS AND AGENTS

® REQUEST CLEAR DOCUMENTATION OF COMMISSION TERMS BEFORE SIGNING AGREEMENTS

DISCUSS POTENTIAL FOR COMMISSION ADJUSTMENTS OR BONUSES BASED ON SALE CONDITIONS

LEVERAGE MARKET CONDITIONS, SUCH AS BUYER’S MARKET SCENARIOS, TO NEGOTIATE BETTER TERMS

e COLLABORATE WITH BUILDER SALES MANAGERS TO UNDERSTAND FLEXIBILITY IN COMMISSION POLICIES

IMPORTANCE OF TRANSPARENCY

CLEAR COMMUNICATION AND TRANSPARENCY REGARDING WHO PAYS REALTOR COMMISSION ON NEW CONSTRUCTION AND HOW
MUCH IS ESSENTIAL TO AVOID MISUNDERSTANDINGS. BUYERS SHOULD ENSURE THEIR AGENTS DISCLOSE COMMISSION
ARRANGEMENTS, AND AGENTS SHOULD CLARIFY THEIR COMPENSATION WITH BUYERS UPFRONT. THIS FOSTERS TRUST AND
SMOOTH TRANSACTION PROCESSES.

RoLE oF BUILDER’s SALES TeAM AND ITs IMPACT oN COMMISSIONS

BUILDERS OFTEN MAINTAIN AN INTERNAL SALES TEAM RESPONSIBLE FOR SELLING NEW HOMES DIRECTLY TO BUYERS. THIS IN-
HOUSE TEAM’S ROLE AFFECTS THE DYNAMICS OF REALTOR COMMISSIONS AND BUYER REPRESENTATION.

IN-HoUsEe SALES AGENTS VS. BUYER’S AGENTS

BUILDER-EMPLOYED SALES AGENTS TYPICALLY DO NOT RECEIVE COMMISSIONS BUT EARN SALARIES OR BONUSES. THEY
REPRESENT THE BUILDER’S INTERESTS EXCLUSIVELY. BUYER’S AGENTS, ON THE OTHER HAND, REPRESENT THE BUYER AND EARN
COMMISSIONS PAID BY THE BUILDER IF THE BUYER IS REPRESENTED. THIS DUAL-AGENT SCENARIO CAN INFLUENCE COMMISSION
STRUCTURES AND NEGOTIATION TACTICS.

IMPLICATIONS FOR BUYER REPRESENTATION

BUYERS WORKING WITH A BUILDER’S SALES TEAM WITHOUT THEIR OWN REALTOR MAY FORFEIT THE ADVANTAGE OF BUYER
REPRESENTATION. SINCE THE BUILDER’S AGENT WORKS FOR THE SELLER, THE BUYER MAY LACK ADVOCACY IN CONTRACT
NEGOTIATIONS OR INSPECTION CONTINGENCIES. UNDERSTANDING THE COMMISSION SYSTEM ENCOURAGES BUYERS TO CONSIDER
HIRING AN INDEPENDENT REALTOR FOR PROTECTION AND EXPERTISE.

IMPLICATIONS FOR BUYERS AND REALTORS

KNOWING WHO PAYS REALTOR COMMISSION ON NEW CONSTRUCTION HAS PRACTICAL IMPLICATIONS FOR BOTH BUYERS AND
REAL ESTATE PROFESSIONALS. |T AFFECTS FINANCIAL PLANNING, CONTRACT NEGOTIATIONS, AND THE OVERALL HOME BUYING
EXPERIENCE.



For BUYERS

® BUYERS USUALLY DO NOT PAY REALTOR COMMISSIONS DIRECTLY ON NEW HOMES.
® HIRING A BUYER’S AGENT CAN PROVIDE VALUABLE GUIDANCE AND NEGOTIATION LEVERAGE.
e |UNDERSTANDING COMMISSION STRUCTURES HELPS BUYERS EVALUATE TOTAL COSTS AND BUDGET ACCORDINGLY.

o CLARITY ON COMMISSIONS PREVENTS UNEXPECTED EXPENSES AT CLOSING.

For ReEALTORS

® REALTORS SHOULD CONFIRM COMMISSION PAYMENT POLICIES WITH BUILDERS BEFORE REPRESENTING BUYERS.
o CLEAR DISCLOSURE OF COMMISSION ARRANGEMENTS TO CLIENTS BUILDS TRUST AND PROFESSIONALISM.
® NEGOTIATING COMMISSIONS OR INCENTIVES CAN ENHANCE AGENT EARNINGS IN COMPETITIVE MARKETS.

AW ARENESS OF BUILDER SALES TEAMS’ ROLES AIDS IN POSITIONING BUYER REPRESENTATION EFFECTIVELY.

FREQUENTLY ASkeD QUESTIONS

\WHO TYPICALLY PAYS THE REALTOR COMMISSION ON NEW CONSTRUCTION HOMES?

GENERALLY, THE BUILDER OR DEVELOPER PAYS THE REALTOR COMMISSION ON NEW CONSTRUCTION HOMES AS AN INCENTIVE TO
ATTRACT BUYERS THROUGH REAL ESTATE AGENTS.

CAN A BUYER'S REALTOR RECEIVE A COMMISSION WHEN PURCHASING A NEW
CONSTRUCTION HOME?

YES/ MANY BUILDERS SET ASIDE A COMMISSION FOR BUYER'S REALTORS TO ENCOURAGE THEM TO BRING CLIENTS, ENSURING THE
BUYER'S AGENT IS COMPENSATED.

Do BUYERS EVER PAY REALTOR COMMISSIONS ON NEW CONSTRUCTION PROPERTIES?

TYPICALLY, BUYERS DO NOT PAY REALTOR COMMISSIONS ON NEW CONSTRUCTION; THE BUILDER COVERS IT. HO\X/EVER, THIS
CAN VARY DEPENDING ON THE CONTRACT AND LOCAL PRACTICES.

IS THE REALTOR COMMISSION FOR NEW CONSTRUCTION INCLUDED IN THE HOME'S PRICE?

YES/ THE REALTOR COMMISSION IS OFTEN FACTORED INTO THE OVERALL PRICE OF THE NEW CONSTRUCTION HOME, MEANING THE
BUILDER ACCOUNTS FOR IT IN THE SALES PRICE.

ARE THERE ANY SITUATIONS WHERE THE BUILDER DOES NOT PAY THE REALTOR
COMMISSION?

IN sOME CASES, ESPECIALLY WITH CUSTOM OR LUXURY NEW BUILDS, BUILDERS MAY NOT PAY A REALTOR COMMISSION, AND THE



BUYER MIGHT NEED TO NEGOTIATE OR PAY THEIR AGENT DIRECTLY.

How DOES THE REALTOR COMMISSION PAYMENT PROCESS WORK FOR NEW
CONSTRUCTION SALES?

THE BUILDER TYPICALLY PAYS THE COMMISSION TO THE LISTING BROKERAGE, WHICH THEN SHARES IT WITH THE BUYER'S AGENT
ACCORDING TO THEIR AGREEMENT ONCE THE SALE CLOSES.

CAN A BUYER NEGOTIATE THE REALTOR COMMISSION ON A NEW CONSTRUCTION HOME?

BUYERS CAN ATTEMPT TO NEGOTIATE, BUT SINCE THE COMMISSION IS USUALLY SET BY THE BUILDER, THERE IS LIMITED
FLEXIBILITY. NEGOTIATIONS ARE MORE COMMON ON PRICE OR UPGRADES RATHER THAN COMMISSION.

ADDITIONAL RESOURCES

1. WHo PAYsS THE REALTOR ON New CoNSTRUCTION? UNDERSTANDING COMMISSION STRUCTURES

THIS BOOK PROVIDES A CLEAR EXPLANATION OF HOW REALTOR COMMISSIONS WORK SPECIFICALLY IN THE CONTEXT OF NEW
CONSTRUCTION HOMES. |T BREAKS DOWN THE ROLES OF BUILDERS, BUYERS, AND AGENTS, CLARIFYING WHO TYPICALLY COVERS
THE COMMISSION FEES. READERS WILL GAIN INSIGHTS INTO NEGOTIATION TACTICS AND COMMON INDUSTRY PRACTICES TO
BETTER NAVIGATE THESE TRANSACTIONS.

2. THe HomeauYEr's GUIDE To New CONSTRUCTION: REALTOR FEES AND MorE

FOCUSED ON BUYERS INTERESTED IN NEW CONSTRUCTION PROPERTIES, THIS GUIDE EXPLAINS THE OFTEN-CONFUSING FINANCIAL
ASPECTS INCLUDING REALTOR COMMISSIONS. THE AUTHOR DETAILS HOW COMMISSIONS ARE SPLIT, WHAT BUYERS SHOULD
EXPECT, AND HOW TO ENSURE AGENTS ARE FAIRLY COMPENSATED WITHOUT INFLATING COSTS. |T’S AN ESSENTIAL READ FOR
FIRST-TIME HOMEBUYERS AND INVESTORS ALIKE.

3. ReAL EsTtAaTE ComMisSION DEMYSTIFIED: NEw BUILDS AND BUYER AGENTS

THIS BOOK DIVES INTO THE SPECIFICS OF REAL ESTATE COMMISSIONS IN NEW CONSTRUCTION SALES, EMPHASIZING THE ROLES OF
BUYER AGENTS. |T EXPLORES THE CONTRACTUAL AGREEMENTS BETWEEN BUILDERS AND REALTORS AND HOW THESE IMPACT WHO
PAYS THE COMMISSION. W/ITH CASE STUDIES AND REAL-WORLD EXAMPLES, IT OFFERS PRACTICAL ADVICE FOR ALL PARTIES
INVOLVED.

4. NEGOTIATING REALTOR FEES IN NEw HoME PURCHASES

A PRACTICAL GUIDE FOR BUYERS AND AGENTS, THIS BOOK COVERS STRATEGIES FOR NEGOTIATING REALTOR COMMISSIONS WHEN
BUYING NEWLY CONSTRUCTED HOMES. |T DISCUSSES INDUSTRY NORMS, BUILDER INCENTIVES, AND HOW COMMISSIONS CAN
AFFECT OVERALL PURCHASE COSTS. READERS LEARN HOW TO ADVOCATE FOR FAIR FEES WHILE MAINTAINING GOOD
RELATIONSHIPS WITH BUILDERS AND AGENTS.

5. BuiLper vs. Buyer: WHo Covers THE REALTOR COMMISSION?

THIS TITLE FOCUSES ON THE COMMON QUESTION OF WHETHER BUILDERS OR BUYERS ARE RESPONSIBLE FOR REALTOR
COMMISSIONS IN NEW HOME SALES. |T EXAMINES BUILDER POLICIES, REGIONAL DIFFERENCES, AND LEGAL CONSIDERATIONS. THE
AUTHOR PROVIDES TIPS FOR BOTH BUILDERS AND BUYERS TO CLARIFY EXPECTATIONS AND PREVENT MISUNDERSTANDINGS.

6. THE ReAL ESTATE AGENT'S Hanpsook For New CONSTRUCTION SALES

DESIGNED FOR REAL ESTATE PROFESSIONALS, THIS HANDBOOK COVERS BEST PRACTICES FOR HANDLING COMMISSIONS IN NEW
CONSTRUCTION TRANSACTIONS. |T HIGHLIGHTS HOW AGENTS CAN WORK EFFECTIVELY WITH BUILDERS AND CLIENTS TO ENSURE
COMMISSIONS ARE PROPERLY HANDLED. THE BOOK ALSO ADDRESSES ETHICAL CONSIDERATIONS AND MARKETING STRATEGIES.

7. UNDERSTANDING REALTOR COMMISSIONS IN THE NEW HOUSING MARKET

THIS COMPREHENSIVE RESOURCE EXPLORES THE EVOLVING LANDSCAPE OF COMMISSIONS IN NEW HOME SALES. |T LOOKS AT
MARKET TRENDS, BUILDER INCENTIVES, AND HOW COMMISSIONS INFLUENCE PRICING AND SALES TACTICS. READERS RECEIVE
DETAILED EXPLANATIONS AIMED AT DEMYSTIFYING THE FINANCIAL ARRANGEMENTS BETWEEN ALL PARTIES.

8. New ConsTrUCTION HoME BUYING: A CommisSioN AND COST BREAKDOWN
THIS BOOK OFFERS A DETAILED BREAKDOWN OF ALL COSTS INVOLVED IN PURCHASING A NEW CONSTRUCTION HOME, WITH A



SPECIAL FOCUS ON REALTOR COMMISSIONS. |T EXPLAINS HOW COMMISSIONS FIT INTO THE OVERALL BUDGET AND OFFERS ADVICE
ON HOW BUYERS CAN MINIMIZE UNNECESSARY FEES. THE GUIDE IS FILLED WITH CHECKLISTS AND WORKSHEETS FOR PRACTICAL
USE.

9. Commission CONFLICTS: RESOL VING DisPUTES IN Neww CONSTRUCTION REAL ESTATE

FOCUSING ON POTENTIAL DISPUTES OVER REALTOR COMMISSIONS IN NEW CONSTRUCTION DEALS, THIS BOOK PROVIDES
CONFLICT RESOLUTION STRATEGIES. |T OUTLINES COMMON CAUSES OF COMMISSION DISAGREEMENTS AND OFFERS LEGAL AND
NEGOTIATION TOOLS TO RESOLVE THEM. REAL-LIFE STORIES ILLUSTRATE HOW TO AVOID COSTLY MISUNDERSTANDINGS AND
MAINTAIN PROFESSIONAL RELATIONSHIPS.
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