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In Real Estate, what you can or cannot see,

smell, touch, taste, or do not know, may cause

issues for you and your clients.

The purpose of this course is to inform you about issues you and

your clients may encounter at a property and to give you sound

advice on how to properly address and handle an issue so that you

and your clients can sell or buy a property legally and ethically.
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How todayôs course came about 

Real Talk with Dave
Kansas Cityôs Real Estate Talk Show

Subjects of weekly showsé    

üMortgage Fraud and the Fedôs (FBI & DOJ) 

ü Hidden Dangers inside and outside your home

ü HUD and all about Federal Fair Housing Regulations

ü How to SELL your home in the Winter & Holidays

ü The Art of Buying a Foreclosed Home

üGreen Homeséare they the Future or a Gimmick?

üDoes your home have Radonéare you sure?

üWhatôs Hot and Whatôs Not in todays Market

ü10 Turn Offôs guaranteed to make Buyers walk away

üHOAôséwhat you need to know BEFORE you Buy

ü Curb Appeal that Sells!

ü Stigmatized Properties are more than Ghosts

üWhat Women Want in their Home

ü The Truth about Mold   
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In Real Estate, things are NOT always as they appearé
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The Listing as seen by the Buyer 
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The listing as seen by the Appraiser



The Listing as seen by the Seller
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The listing as handled by some Agents
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DUTIES TO CLIENTS AND CUSTOMERS

ARTICLE 1 When representing a buyer, seller, landlord, tenant, or other client as an agent, REALTORS®

pledge themselves to protect and promote the interests of their client. This obligation to the client is primary,

but it does not relieve REALTORS® of their obligation to treat all parties honestly. When serving a buyer,

seller, landlord, tenant or other party in a non-agency capacity, REALTORS® remain obligated to

treat all parties honestly.

ARTICLE 2 REALTORS® shall avoid exaggeration, misrepresentation, or concealment of pertinent

facts relating to the property or the transaction. REALTORS® shall not, however, be obligated to

discover latent defects in the property, to advise on matters outside the scope of their real estate

license, or to disclose facts which are confidential under the scope of agency or non-agency relationships

as defined by state law.

DUTIES TO THE PUBLIC

ARTICLE 12 REALTORS® shall be honest and truthful in their real estate communications and shall

present a true picture in their advertising, marketing, and other representations. REALTORS® shall

ensure that their status as real estate professionals is readily apparent in their advertising, marketing, and

other representations, and that the recipients of all real estate communications are, or have been,

notified that those communications are from a real estate professional

A quick review of these Articles

in the Code Of Ethics may be

helpful to the three agentsé
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Pertinent Facts vs. Latent Defects

ARTICLE 2 REALTORS® shall avoid exaggeration, misrepresentation, or

concealment of pertinent facts relating to the property or the transaction.

REALTORS® shall not, however, be obligated to discover latent defects in the

propertyé

Pertinent Facts: Facts about the property that Buyers might use to their

advantage in negotiations such as known physical defects in the property

revealed on the SellerôsDisclosure Form, discovered during a professional

home inspection, or that the Seller discussed with the listing agent.

Latent Defects: Defects that are not discovered during a reasonable preview

or walk-thru of the property by the Buyer or their agent or by a licensed home

inspector such as damage inside walls (defective plumbing or electrical

issues), flood or fire damage, a leaking roof with no visible leak marks, HVAC

problems, or structural issues.
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Hereôsone more fact you should be aware ofé

Adverse Material Fact: Any fact that could affect a

ñreasonable person's decisionò to buy, sell, or lease a

property that must be disclosed by an agent to the parties in

the transaction and any interested third parties regardless of

theagentôsagency role within the transaction.

Finally, do you know how to identify known

ñdefectivematerialsòin a home? You will at the

end oftodayôsclass.
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A good place to starté 

the Sellerôs Disclosure 

Form.

Question: Can the Agent fill out the

form if they are given permission by

the Seller?

Question: Can the Agent assist the

Seller by answering questions such

as �³�'�R you know what type of

plumbing or heating system is in my

�K�R�P�H�´�"

Question: If you know your client did

not answer a question truthfully,

what should you do?
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