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Listing Agreement Forms

• Residential Listing Agreement (RLA)
• Broker Compensation Advisory (BCA)
• Cooperating Broker Compensation Agreement (CBC)
• Open House Visitor Non-Agency Disclosure and Sign-In (OHNA-SI)
• Limited Property Representation and Broker Compensation Agreement (LPRBC)
• Disclosure and  Modification to Listing Agreement (DM-LA)
• Modification of Terms – Listing Agreement (MT-LA)

• Residential Purchase Agreement (RPA)
• Seller Payment to Buyer’s Broker (SPBB)



Buyer Representation Forms

• Buyer Representation and Broker Compensation Agreement (BRBC)

• Broker Compensation Advisory (BCA)

• Buyer Identification of Preferences and Priorities (BIPP)

• Buyer Financial and Personal Information (BFPI)

• Cooperating Broker Compensation Agreement (CBC)

• Limited Property Representation and Broker Compensation Agreement (LPRBC)

• Notice of Broker Involved Properties (NBIP)

• Anticipated Broker Compensation Disclosure (ABCD)

• Cancellation of Buyer Representation (COBR)

• Disclosure and  Modification to Buyer Representation Agreement (DM-BR)

• Modification of Terms – Buyer Representation (MT-BR)

• Residential Purchase Agreement (RPA)

• Seller Payment to Buyer’s Broker (SPBB)



Buyer Broker Agreements!



How/Why did we get here?

• NAR and Broker Companies and MLSs sued for antitrust violations

• Missouri class action (federal court) goes to trial.  Jury verdict in October 2023. 

• $1.8 Billion judgment

• NAR enters nationwide settlement in March 2024

• Terms include:
• No offer of compensation in MLS
• Agents working with buyers need a buyer representation agreement before giving buyer a 

in-person or virtual tour of property
• Agents working with buyers cannot receive any more $ than that specified in the agreement
• Broker agreements must clearly disclose the amount of compensation
• Broker agreements must disclose that compensation is negotiable

• MLSs and NAR implementation date set at August 17, 2024

• C.A.R. form release scheduled for June 25, 2024



The way things used to be:
(Old way)

The way things are now:
(New way)

Live and work in the present, not in the past



Somethings old, 
Somethings new, 
Same C.A.R. quality, 
Just for you

• New grid format

• New bundle order.  AD first, 
all others later 

• New approach to 
compensation

• Same broker and seller 
duties re: presenting offers, 
agency disclosure, MLS 
advisory, protection period, 
seller representations 

• NAR Settlement compliant



New look.  New mandates.
Same C.A.R. reliability. 

• New grid format

• New bundle.  AD before, other forms 
after

• New exclusive opt-in clause

• New compensation confirmation 
paragraph

• New forms for buyer preferences 
and finances

• New maximum rep. period

• Default to non-exclusive 
representation

• Right to choose exclusive 
representation

• Cancellation rights

• Broker authorizations and 
obligations

• Compliant with NAR settlement
• New form explaining broker 

compensation



Old 

New



Professionalism
Transparency



Residential Listing Agreement

Not through MLS



If no unilateral offer of compensation in MLS, how 
should seller’s agent document any promise to pay 
buyer’s agent?

• Revised form CBC

• Removed confirmation, 
modification of MLS offer

• Removed non-MLS agent and 
not listed in MLS

• Removed mgt. approval 

• Conditioned on name and 
closing

• Optional time to deliver back

• The new normal

• From rarely needed to 
almost always needed if 
cooperation between agents





Seller Total 
Payment 

Obligation for  
Buyer’s Costs

• RPA 3G(1)
      +
• RPA 3G(3) (SPBB)
      +
• CBC (if RLA 2C(2) 

checked)



• New maximum time limit

• Maybe shorter is even 
better.  You can always 
extend.  (Form MT-BR)

• Second reminder in 
2A(1) (ending date)

• For exclusive, must 
check 2A(2) (page 1) 
AND                                                        

initial in 14 (page 4)

• Cancellation
• Exc. 30 days

• Non-exc. immediate 



• Defaults to SFR. 
Must opt-out if n/a

• Check box for other 
types

• Removed price 
range.  Use Form 
BIPP

• Caution about 
signing multiple 
agreements.  Danger 
if exclusive.  Ask to 
see if buyer unsure. 

• BIPP (next slide)



• Why? Buyers change their 
minds. Circumstances 
change.  (Paragraph 2)

• Paragraph 3. Helps broker 
pick properties. 
• Price range.  Features. 

• Confidentiality.  Seller 
cannot see.  

• Don’t want to change BRBC 
for every shift in the wind

BIPP is the leaves    

BRBC is trunk



• D. Between “Buyer and Broker”

• D(1). Set your own value.  

• D(1). Maybe scary for you, … and for client

Look at it a differently



D(2). It’s not physics.   

D(2). It’s basic math.  



If no unilateral offer of compensation in MLS, how 
can buyer’s agent document any promise to pay 
from seller’s agent?

• Revised form CBC

• Removed confirmation, 
modification of MLS offer

• Removed non-MLS agent and 
not listed in MLS

• Removed mgt. approval 

• Conditioned on name and 
closing

• Optional time to deliver back

• The new normal

• From rarely needed to 
almost always needed if 
cooperation between agents



• RPA 3G(3) is OPTIONAL

      

• Upside:  Reduces buyer 
out-of-pocket

      

• Potential downside:
• Buyer’s offer may not be 

competitive
• Seller may not respond
• Buyer may need to 

increase offer amount

      



Down payment.  Closing Costs.  Mortgage payment.  
Property tax.  Moving expenses. Repairs. Inspection costs.  
Utilities.  Vente coffee.  Car payment.  New furniture.  
Childcare.  401K.  Fixed income.  Bills.  Bills.  Bills. Etc.

• Understanding.  

• Sympathy.  

• Let’s look for solutions.   



• Has client …
• Considered all potential 

sources of funds

• Spoken with lender

• BRBC options in 
• 2F

• 9B

Opportunity to 

• Engage with client

• Show your value

• Distinguish yourself

• Be transparent



• You are not alone

• Every professional REALTOR is doing it

• Transparency is a GOOD thing 

• Not forever (cancellation right)



Cancellation.  
• Can use C.A.R. Form COBR
• Must provide list in 5 days 

(C.A.R. Form NBIP)
• Protects against buyer 

using broker then 
cancelling

• Non-exc. Immediate
• Exc.  30 days

Opportunity to 

• Engage with client

• Show you are confident 
in your value



• 3, BCA.  Done.

• 4A.  Done. 

• When is $ earned? 
• 4B
• Buyer enters into K
• Transaction complete

• Non-exclusive  
• 4B(1). Broker paid if broker did 

the work.  (Broker 
Involvement) 

• Shown property (in-person or 
remote).  Submitted offer.   
Shared mkt analysis.  
Introduced/analyzed

• Exclusive 4B(2), 14
• If buyer enters K and 

completes, even if broker not 
involved 

• Check in 2, Initial in 14
• 30-day cancellation notice

• Safety clause 4C
• Must put time in 2D(3)
• Must provide list in 5 days 

(C.A.R. Form NBIP)
• Protects against buyer using 

broker then writing offer after 
expiration of representation





• 4E.  Need to 
submit to escrow 
for payment. 

• 4F.  If broker has 
listing, broker can 
be paid from 
both sides.  (2 
cartons)

• 4G. Done.

• 4H. Will let buyer 
know how broker 
expects to be 
paid. (C.A.R. 
Form ABCD or 
other) 





Remember to ask!



14

• Must be initialed if 
exclusive checked in 
2A(2)

16

• Can use as proof of 
buyer obligation if 
SPBB used in 
transaction.  

• Can white out contact 
information

• If exclusive, listing 
agent must not go 
direct to buyer



• Ask visitor to sign in (Form OHNA-SI)

• New form advises:
• You are not their agent;
• What they say is not confidential
• They can sign a representation agreement

What if …
A potential buyer shows up at 
an open house (I hope so)

What if …
Visitor will not sign
• Let them view property

• Be careful how you respond (You do not 
want to create an implied or inadvertent 
agency)

• You can ask them to sign later if you are 
having a discussion



• Use new form LPRBC
• For open house property 

only 
• For no more than 3 

properties

• Ask if visitor already has 
an agent or has already 
signed an agreement

• Non-exclusive 
representation only

• No more than 30-day 
representation period

What if …
potential buyer is willing to 
work with you for a few 
showings only





• Can keep in MLS until 
earlier of  settlement 
implementation or MLS 
changes

• Notify seller how you will 
offer compensation

• Get this form, DM-LA 
signed before either 
implementation date

What if …
You already have a listing 
that has not expired or sold



• Can no longer accept more 
than what is agreed to in 
BRBC.

• May want to cancel and get 
updated BRBC

• At least use DM-BR
• Use MT-BR to alter 

compensation if necessary

• As of 1/1/25 no 
representation period longer 
than 3 months

What if …
You already have a BRBC that 
has not expired and buyer 
has not bought before 
commission field removed 
from MLS?



• Use new form MT-LA 
(replaces MT)

• Pre-printed options to 
change price, 
expiration, 
compensation

• Requires management 
approval just like listing

What if …
You need to extend or 
modify a listing agreement



• Use new form MT-BR 
(replaces MT)

• Pre-printed options to 
change expiration, 
compensation

• Requires management 
approval just like BRBC

What if …
You need to extend or modify 
a buyer representation 
agreement



https://www.car.org/riskmanagement/brokercompliance
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