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Welcome



The CALIFORNIA ASSOCIATION OF 
REALTORS® Transaction Rescue is a 
FREE C.A.R. member benefit providing 
you with invaluable one-on-one 
assistance 
for any of your mortgage related 
questions or issues.

What can Transaction Rescue
help you with? 
• Issue with a Lender
• Finding a Lender
• Loan Qualifications
• Financing Assistance
• Down Payment Assistance
• Closing Delays
• Title and Escrow
• Short Sale 
• Forbearance
• Foreclosure
• Lending Discrimination
• Appraisals
• SBA Loans, PUA

Your direct line to all finance and 
mortgage related questions

(213) 739-8383

TransactionRescue@car.org

mortgage.car.org

mailto:TransactionRescue@car.org




Please be advised that you aren’t required to seek services 
from any of the speakers in the presentation

They were chosen because we believe they’ll be helpful in 
providing education without requiring you to give them 
business. Having said that, we’re not making any 
representations or warranties regarding the quality of their 
services. 

We understand that you may have your own preferred 
companies and ultimately, it’s your decision as to whose 
services you will seek.



Inclusivity Statement

We ask that each of you support C.A.R.’s diversity efforts by 
committing to treating each other with dignity and respect. Please:

• Keep statements focused on the topic or question before the group.
• Avoid mention of irrelevant demographic information like age or 

unrelated leadership experience.
• Refrain from saying or doing anything that could lead anyone to 

feel excluded or belittled.

C.A.R’s Transaction Rescue Leadership may interject, as needed, to 
promote full and respectful dialogue.



C.A.R. Policies

Anti-trust Compliance: As a reminder, C.A.R. is committed to conducting all meetings 
and events in a professional, ethical, and lawful manner, including adherence to all 
antitrust laws. To that end, the topics for this meeting will focus on advancing the 
interests of real estate professionals and consumers of real estate services, increasing 
competition, reducing risk for all parties involved in real estate transactions, and sharing 
insights on business best practices. The following discussion topics are always 
prohibited: commission or compensation levels, agreements to fix prices or 
compensation, agreements to limit product or service offerings, allocation of 
geographical territory or customers, and agreements to refuse to deal. Any discussion 
inconsistent with this policy will not be tolerated.



Thank You!
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Value Based Selling - Solutions
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Buyer-Broker Agreements
Further, NAR has agreed to enact a new rule that 
would require MLS participants working with 
buyers to enter into written agreements with their 
buyers before touring any home. NAR continues, 
as it has done for years, to encourage its members 
to use buyer brokerage agreements that help 
consumers understand exactly what services and 
value will be provided, and for how much. 
Currently, these changes are slated to go into 
effect on 8/17/24..
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Interested Party Contributions
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Interested Party Contributions

Occupancy Type LTV/CLTV Ratio Maximum IPC

Principal residence 
or second home

Greater than 90% 3%

75.01% – 90% 6%

75% or less 9%

Investment property All CLTV ratios 2%
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Interested Party Contributions

Selling Guide B3-4.1-02, Interested Party Contributions (IPCs) permits interested 
parties (including property sellers) to make contributions to the borrower’s closing 
costs subject to maximum limits ranging between 2% and 9% of the property value. 
Typical fees and/or closing costs paid by a seller in accordance with local custom, 
known as common and customary fees or costs, are not subject to the IPC limits 
described in Selling Guide B3-4.1-03, Types of Interested Party Contributions (IPCs). If 
a seller or seller’s real estate agent continues to pay the buyer’s real estate agent 
commission in accordance with local common and customary practices, these 
amounts are not required to be counted towards the IPC limits for the transaction. 
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New Buyer Broker Agreement
Buyers must sign before being shown a single home

• What is your sales strategy?

• Can you overcome objections?

• Can you demonstrate value quickly?

• Can you demonstrate expertise?
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Value Based Selling
Do you know your value?

• What is your USP?

• SWOT

• Who is your ideal client?

• What does your client need?

• What does your client believe?
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Value Based Selling
As a REALTOR® ….

• How do you think you are paid?

• Hourly?

• Salary?

• Commission?

• Business Owner?

• What is the public perception?
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Value Based Selling
• What is your unique selling proposition?

• Your company?

• Your team?

• You?

• What are you selling?
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USP Example

We are here to help you win!

• Price to Win

• Fully Underwritten Preapprovals

• 14 Day Close

• Waive contingencies with confidence

• Leverage our reputation
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USP Example

Your Business Development Team!

• Support you as the star of the show

• Share our “All About You” form

• Request referrals throughout the transaction

• Sponsor Housewarming Parties

• Share annual review information
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Value Based Selling
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Value Based Selling
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Value Based Selling
Who is your ideal client?

• Price point?

• Geography?

• Style?

• Personality?

• Does your client understand and appreciate your value?

• What is the cost/benefit of each client?
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Value Based Selling
Sales in the Information Age

• Customers come to you with knowledge

• Read what they read to prepare

• Prep for - “What’s your commission?”

• Can you disrupt the common thinking?

• What do you know that the internet doesn’t? 
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Value Based Selling
Connection is the key

• Can you elicit an emotional response?

• Ask questions to reveal what is most important

• Create the moment of pain/pleasure

• Be a storyteller

• People are seeking human connection
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Value Based Selling

What is your client thinking?

Do you know?
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Value Based Selling
What is your client thinking?

Real Estate 

• Will Real Estate Crash?

• Why Real Estate is a good/bad investment

• Who is a Real Estate investor?

• Which Real Estate website is most accurate?

• Where Real Estate is cheap/booming?

• What Real Estate agents do?

• How Real Estate agents make money?

• Can Real Estate taxes be deducted?

• Are Real Estate taxes the same as property taxes?
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Value Based Selling
What is your client thinking?

REALTOR®

• Will REALTOR® commissions/fees come down?

• Why REALTORS® are important?

• Which REALTOR® website is most accurate?

• Where does REALTOR® commissions/fees come from?

• What REALTOR® Does?

• How REALTOR® make money?

• Can REALTOR® fees be negotiated?

• Are REALTOR® fees tax deductible?
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Do you know the competition?

Who is your competition?
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Do you know the competition?
Who is your competition?
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Value Based Selling
What is your USP?

What is your sales strategy?

What is your script? 

Who is your customer?

Who is your competition?



Equal Housing Opportunity. All loans subject to underwriting approval. Certain restrictions apply. Call for details. NMLS3029 (www.nmlsconsumeraccess.org) CrossCountry Mortgage, LLC is an FHA 
Approved Lending Institution and is not acting on behalf of or at the direction of HUD/FHA or the Federal government. Subject property and borrower income and credit must qualify to USDA 
guidelines. Certificate of Eligibility required for VA loans. To obtain a HECM, you must attend HUD Approved Counseling available at little to no cost and receive a certificate of completion that will be 
required during the application process. While you won’t make any mortgage payments, you will still be responsible for property taxes and homeowners insurance and upkeep of the property. Licensed 
by the Department of Financial Protection and Innovation under the California Residential Mortgage Lending Act. Georgia Residential Mortgage Licensee. Illinois Residential Mortgage Licensee. Kansas 
Licensed Mortgage Company. CrossCountry Mortgage, LLC is licensed in the Commonwealth of Massachusetts as Massachusetts Mortgage Lender and Mortgage Broker MC3029. Mississippi Licensed 
Mortgage Company. Licensed by the New Hampshire Banking Department. Licensed by the New Jersey Department of Banking and Insurance. Licensed Mortgage Banker – New York State Banking 
Department. Rhode Island Licensed Lender. This office is licensed and examined by the Office of the Consumer Credit Commissioner of the State of Texas. Licensed by the Virginia State Corporation 
Commission.
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Thank you!
Faramarz Moeen-Ziai

Branch Manager – Senior Loan Officer

NMLS# 342090, Branch 2020284, Company 3029

C:  415-377-1147 / email: fmz@ccm.com



Questions
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