E‑R‑C Broker's Market Analysis and Strategy Report

	Client's File No.
	   
	Homeowner(s)
	

	

	Property Address
	     
	(Hm)Ph.#
	     
	(Wk)
	     

	

	City/State/Zip + 4
	     

	

	Client/Contact
	     
	Ph.#
	     

	

	Client's Address
	     
	FAX #
	     

	

	City/State/Zip + 4
	     

	

	Real Estate Company/Contact
	     
	Ph.#
	     

	

	Real Estate Company’s Address
	     
	FAX #
	     

 FORMTEXT 
     

	

	City/State/Zip + 4
	     

	

	Form of Ownership:      FORMCHECKBOX 
 Fee      FORMCHECKBOX 
 Condominium      FORMCHECKBOX 
 Cooperative      FORMCHECKBOX 
 Leasehold

	Occupant:  FORMCHECKBOX 
 Homeowner      FORMCHECKBOX 
 Tenant      FORMCHECKBOX 
 Vacant

	List any special assessments, amounts and due dates  (Including municipal, Homeowner Association dues, etc.).
	     

	

	     

	

	Note local custom at closing with regard to special assessments.   FORMCHECKBOX 
 Assumed by Buyer      FORMCHECKBOX 
 Paid by Seller      FORMCHECKBOX 
 Negotiable

	Comment if real estate taxes and/or Homeowner Association dues affect marketability. 
	     

	

	     

	

	Note any personal property that remains (e.g.,  refrigerator range, lighting fixtures, ceiling fans, garage doors openers, etc.)
	     

	

	     

	

	     

	

	Is the subject currently listed?    FORMCHECKBOX 
 Yes      FORMCHECKBOX 
 No    Listing Co.
	     
	Ph.#
	     

	Note subject's listings price and comment on its history, days‑on‑market (DOM), amenities that provide a selling advantage, and negative 

	features affecting marketability.
	     

	

	     

	

	     

	

	Comment on the subject's floor plan/design (appeal, flow, functionality, etc.) and its positive or negative influence on marketability.
	

	

	     

	

	     

	

	     

	

	Describe the most probable means of financing and terms for the subject.
	     

	

	     

	

	Are points customarily paid by the seller on this most probable financing?  FORMCHECKBOX 
 Yes   FORMCHECKBOX 
 No          (If yes, how many?
	     
	1 )

	Is this financing typical for the area?   FORMCHECKBOX 
 Yes   FORMCHECKBOX 
 No (If no, how many points are customarily paid by the Seller?
	     
	2 )

	Note below the mortgage terms, loan‑to‑vaIue ratio (LTV), and rates for typical conventional and VA/FHA financing.

	Conventional (i.e., LTV 90% or 80%): 30 yr. FRM
	     
	% (LTV) @
	     
	% (rate); and 30 yr.. VRM
	     
	% (LTV) @
	     
	% (rate).

	

	VA/FHA:
	     
	% (rate) +
	     
	(points).
	     
	WIII subject presently quality as is for FHA/VA financing?    FORMCHECKBOX 
 Yes      FORMCHECKBOX 
 No

	Based on the "most probable means of financing," what repairs and 
	
	( * ) Put an asterisk only by those items requiring R & I for 

	
	
	

	Improvements (R & i) are needed for lender requirements,* and/or
	
	mortgage purposes.

	
	
	

	recommended to enhance the subject's marketability when vacated?
	

	
	
	

	Note specific items and their estimated costs to cure. 
	
	Interior Items
	R & I Estimates

	
	
	

	Interior:
	     
	
	(
	 
	 ) Cleaning
	$
	     

	
	
	

	     
	
	(
	 
	 ) Painting
	$
	     

	
	
	

	     
	
	(
	 
	 ) Carpeting
	$
	     

	
	
	

	     
	
	(
	 
	 ) Flooring
	$
	     

	
	
	

	     
	
	(
	 
	 ) Wall Coverings
	$
	     

	
	
	

	     
	
	(
	 
	 ) Kitchen
	     
	
	$
	     

	
	
	

	     
	
	(
	 
	 ) Baths
	$
	     

	
	
	

	     
	
	(
	 
	 ) Other
	     
	
	$
	     

	
	
	

	     
	
	(
	 
	 ) Other
	     
	
	$
	     

	
	
	

	     
	
	Subtotal (exclude * items)
	$
	     

	
	
	

	Exterior:
	     
	
	Exterior Items
	

	
	
	

	     
	
	(
	 
	 ) Painting
	$
	     

	
	
	

	     
	
	(
	 
	 ) Siding
	$
	     

	
	
	

	     
	
	(
	 
	 ) Roof
	$
	     

	
	
	

	     
	
	(
	 
	 ) Landscape
	$
	     

	
	
	

	     
	
	(
	 
	 ) Other
	     
	
	$
	     

	
	
	

	     
	
	Subtotal (exclude * items)
	$
	     

	

	What is the estimated total cost of recommended R&l that will enhance marketability (add subtotals, exclude * items)….
	$
	     
	3

	

	What is the estimated total cost of lender‑required R&l (those * costs not included in the subtotals)……………………….
	$
	     
	4

	

	What is the combined total cost of all R&l estimates (add # & $).......…………………………………………………………
	$
	     

	

	What is the contribution value, if any, of the combined total recommended and required R&l to the most likely sales price, "with R&I?"
	$
	     
	5

	

	List any customary or required inspections (e.g. municipal. C.O., radon, asbestos, underground fuel tanks, etc.)
	     

	

	     

	

	List any recommended inspections and why (including, but not limited to, well, septic, radon, roof, systems, surveys, etc.)
	     

	

	     

	

	Subject's locational type:   FORMCHECKBOX 
  Urban      FORMCHECKBOX 
  Suburban      FORMCHECKBOX 
  Distant suburban      FORMCHECKBOX 
  Rural      FORMCHECKBOX 
  Resort

	Price range: $
	     
	to $
	     
	
	Property values are:    FORMCHECKBOX 
  lncreasing      FORMCHECKBOX 
  Stable
I Declining

	Marketing Time (list to contract)   FORMCHECKBOX 
 up to 120 days     FORMCHECKBOX 
 121 ‑ 180 days     FORMCHECKBOX 
 over 180 days. Average time to close loans:
	     
	days.

	Number of closed comparable sales in subject's neighborhood/marketing area in the last 4 months:
	     

	Is there new construction activity in the neighborhood/marketing area?   FORMCHECKBOX 
 Yes    FORMCHECKBOX 
 No     If yes, are marketing/building incentives offered?   FORMCHECKBOX 
 Yes    FORMCHECKBOX 
No

	l Describe any marketinq/buildinq incentives being offered on competing listings that may adversely affect the subject value.
	     

	     

	

	     


E‑R‑C Broker's Market Analysis and Strategy Report

	For the subject property, use verifiable facts or figures starting with "Original List Price" to "Appx. Gross Living Area," and from "Basement/Finished Roams" to the "Overall Rating" use one of the three

	descriptions (i.e., good, average, or fair only.) Furthermore, for the 3 listings, use verifiable facts or figures from "Proximity to Subject" to "Appx. Gross Living Area," and rate each listing to the subject

	by checking either the "Plus," "Equal," or "Minus" box. Checking "Plus" indicates that the listing is more favorable than the subject; checking "Equal" indicates the listing is similar to the subject or

	checking "Minus" indicates the listing is less favorable than the subject.  Dollar adjustments are specifically not requested for the subject or listings.

	Item
	Subject Property
	Listing # 1
	Listing # 2
	Listing #3

	Address


	     
	     
	     
	     

	Proximity to Subject
	
	     
	     
	     

	Original List Price
	     
	     
	     
	     

	Current List Price
	     
	     
	     
	     

	Last Price Change
	     
	     
	     
	     

	Days-on-Market
	     
	     
	     
	     

	Style
	     
	     
	     
	     

	Car Storage/Type
	     
	     
	     
	     

	Approximate Age
	     
	     
	     
	     

	Above Grade Rm. Count
	Tot
	   
	Bed
	   
	Bath
	   
	Tot
	   
	Bed
	   
	Bath
	   
	Tot
	   
	Bed
	   
	Bath
	   
	Tot
	   
	Bed
	   
	Bath
	   

	Appx. Gross Living Area
	      Sq. Ft.
	      Sq. Ft.
	      Sq. Ft.
	      Sq. Ft.

	Basement/Finished Rms.
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Financing/Concessions
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Location
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Lot Appeal
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	View
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Decks, Pools, etc.
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Amenities
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Floor Plan Utility
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Ext. Condition’s Appeal
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Int. Condition’s Appeal
	     
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Overall Rating of Listings 
	
	
	
	

	as Compared to Subject
	 FORMCHECKBOX 
 Good    FORMCHECKBOX 
 Avg.    FORMCHECKBOX 
 Fair
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Describe significant value-related differences between the subject and the competing listings (including condition, location, appeal, deferred maintenance, utility, view, and DOM).  If seller financing,

	discount points, and/o other seller concessions are being offered, explain.  Note separately if the contact or agent has inspected the listings’s interior.

	

	Listing #1: Inspected?
	Yes    FORMCHECKBOX 
     No    FORMCHECKBOX 
     Comments:
	     

	     

	

	     

	

	     

	

	Listing #2: Inspected?
	Yes    FORMCHECKBOX 
     No    FORMCHECKBOX 
     Comments:
	     

	     

	

	     

	

	     

	

	Listing #3: Inspected?
	Yes    FORMCHECKBOX 
     No    FORMCHECKBOX 
     Comments:
	     

	     

	

	     

	

	     

	

	List verifiable facts or figures (no dollar adjustments) for both the subject and comparables. (Descriptions for individual items are to be noted in the following narrative section.) Summarize each 

	comparable's rating to the subject by checking either "Plus," "Equal," or "Minus," using the same criteria as described in the COMPETING LISTINGS.

	Item
	Subject
	Comparable Sale # 1
	Comparable Sale # 2
	Comparable Sale #3

	Address


	     
	     
	     
	     

	Proximity to Subject Location
	
	     
	     
	     

	Final List Price
	
	     
	     
	     

	Sale Price
	
	     
	     
	     

	Under Contract Date
	
	     
	     
	     

	Closing Date
	
	     
	     
	     

	Days‑on‑Market
	     
	     
	     
	     

	Above Grade Rm. Count
	Tot
	   
	Bed
	   
	Bath
	   
	Tot
	   
	Bed
	   
	Bath
	   
	Tot
	   
	Bed
	   
	Bath
	   
	Tot
	   
	Bed
	   
	Bath
	   

	Appx. Gross Living Area
	      Sq. Ft.
	      Sq. Ft.
	      Sq. Ft.
	      Sq. Ft.

	Basement/Finished Rms.
	     
	     
	     
	     

	Car Storage/Type
	     
	     
	     
	     

	Lot Size
	     
	     
	     
	     

	Appx. Age
	     
	     
	     
	     

	Style
	     
	     
	     
	     

	Other (e.g. financing, concessions, etc.)
	     
	     
	     
	     

	Overall Rating of Sales as 
	
	
	
	

	Compared to the Subject
	 FORMCHECKBOX 
 Good    FORMCHECKBOX 
 Avg.    FORMCHECKBOX 
 Fair
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus
	 FORMCHECKBOX 
 Plus      FORMCHECKBOX 
 Equal      FORMCHECKBOX 
 Minus

	Describe value‑related differences between the subject and pending/closed sales (including financing, terms, condition, location, appeal, deferred maintenance, utility, view, and days market.) Also, note if 

	the contact or agent has inspected the comparable’s interior

	

	Sale #1: Inspected?
	Yes    FORMCHECKBOX 
     No    FORMCHECKBOX 
     Comments:
	     

	     

	

	     

	

	     

	

	Sale #2: Inspected?
	Yes    FORMCHECKBOX 
     No    FORMCHECKBOX 
     Comments:
	     

	     

	

	     

	

	     

	

	Sale #3: Inspected?
	Yes    FORMCHECKBOX 
     No    FORMCHECKBOX 
     Comments:
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	Probable purchaser's profile (more than one choice for "Characteristic" and "Type" may be checked.)
	Based on the profile and most probable means of 

	
	financing what is the present supply of probable 

	Income Needed
	Type
	Characteristics
	purchasers In the marketplace for the subject?

	
	
	
	

	 FORMCHECKBOX 
 $100,000 +
	 FORMCHECKBOX 
 Upgrading
	 FORMCHECKBOX 
 Family
	Over
	
	Under

	 FORMCHECKBOX 
 $75 ‑ 100,000
	 FORMCHECKBOX 
 Transferee
	 FORMCHECKBOX 
 Couple (one income)
	Supply
	In‑balance
	Supply

	 FORMCHECKBOX 
 $50 - 75,000
	 FORMCHECKBOX 
 First‑time
	 FORMCHECKBOX 
 Dual income
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	 FORMCHECKBOX 


	
	 FORMCHECKBOX 
 Below  $50,000
	 FORMCHECKBOX 
 Investor
	 FORMCHECKBOX 
 Single
	

	Comment on any other specific items known, (e.g., future plant closings, environmental hazards, etc.) that may affect the marketing and 

	eventual selling price for this property that did not logically fail into any previous categories.
	     

	

	     

	

	     

	

	     

	

	     

	This Report Is Not An Appraisal. The purpose of this report is to obtain information that supports a marketing strategy and an analysis of the Most Likely

	Net Sales Price for this property. 
	"As Is"
	
	"With R&I"

	Most Likely Sales Price (same for both columns)….…..
	a
	$   (
	     
	)
	$   (
	     
	)
	

	Points paid by seller (as noted in FINANCING).1.or.2………
	b
	$   (
	     
	)
	$   (
	     
	)
	

	Cost of recommended repairs & improvements……..3.
	c
	
	-0-
	
	$   (
	     
	)
	

	Lender required repairs paid by seller……………….4..
	d
	$   (
	     
	)
	$   (
	     
	)
	

	Concessions paid by seller………………………………
	e
	$   (
	     
	)
	$   (
	     
	)
	

	Calculate total deductions (add lines b,c,d,&e)…………
	f
	$     -
	     
	
	$     -
	     
	
	

	Estimated contribution value of R&I……………..…5..
	g
	
	-0-
	
	$    +
	     
	
	

	Subtotal (add line g to f)……………………………………
	h
	$     -
	     
	
	$  +/-
	     
	
	

	Most Likely Net Sales Price (subtract/add h from a)…………..
	i
	
	     
	
	
	     
	
	

	

	Suggested initial listing prices: $
	     
	(as is) , and $
	     
	(with repairs & improvements)

	

	In addition to customary listing procedures (e.g., submitting to MLS, etc.) develop the marketing strategy emphasizing what action needs to 

	be taken in the first 30 days.  Explain and include in the analysis: pricing and financing strategies; lender required repairs, if any; effects of 

	subject's positive and negative features; zoning and economic trends that may affect the subject's value and the market's potential resistance 

	to its "as is" condition. If the repairs and improvements noted in the SUBJECT'S CONDITION are recommended, explain how quickly they 

	can be completed, and how they would be beneficial to the marketing and selling of the property. Also, describe which improvements will 

	contribute value and which repairs and/or improvements will only tend to reduce market exposure. (Add addendum if necessary.)

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	

	     

	Vendor l.D. No
	     
	Client:
	     

	

	Client File No.:
	     

	

	Broker/Contact Signature:
	
	Date:
	     


E‑R‑C BROKER S MARKET ANALYSIS AND STRATEGY REPORT
E‑R‑C Rev. 2/9
