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I. Legal Update 
A. On any transaction that you have with a bilingual client (even if you speak their 

language) the client must sign the CAR Interpreter/Translator Agreement 
(ITA) to appoint an interpreter over the age of 18. We can never serve as their 
interpreter nor can we appoint one for them. See your manager with any 
questions. 

B. As a brokerage, it is London Properties policy to never elect to represent a seller 
and buyer with dual agency. On all In-House transactions, we elect to 
represent the “Seller Exclusively” and the buyer signs the “Customer 
Confirmation” prior to signing the offer. Questions? See your manager ASAP! 

 
II. Business Practices 

A. Regardless of whether you have the buyer or seller, you have the responsibility to 
always read the preliminary title report as soon as possible. Immediately deliver 
the prelim to your client for their complete review and approval. “Seller shall, 
within 7 days after acceptance, give escrow holder a completed Statement of 
Information and provide the buyer with preliminary title report.” Items to look 
for on the pre-lim include, but are not limited to: easements (use, utilities or 
other), encumbrances (of any kind), 1915 bonds, Mello-Roos or other special tax 
assessments, recorded agreements such as well agreements, and etc. As agents, 
we make no interpretation or representation of the report, but encourage and 
direct all client questions and concerns to title. Please see your manager. 

B. As the listing agent on a “Homeseller Services” listing, you should always 
receive additional compensation if you find the buyer. If it’s yours or another 
London associates buyer, we could handle the additional compensation with a 
seller signed “Listing Modification”. If an OB associate expects to be 
compensated by your seller, the seller and they would execute a “Commission 
Agreement” (CAR for CA) prior to them submitting their buyer’s offer. Please 
see your manager. 

C. Keep reading the “Plays of the Week”; they contain great information and real-
life success stories from your peers. 

D. If you’re not in the office, but want any of our standard brochures, go to the 
Reliance marketing site, www.reliancemktg.com and then click through to 
brochures and print. Remember, you can also customize these with your photo 
and contact information, just ask Reliance! 

 
Win the Day! 
Patrick 

http://www.reliancemktg.com/

