
Agent has initial 
Conversation with Buyer

Agent conducts Buyer 
Consultation

Agent shows homes that 
qualify based on offered 

compensation

Agent writes Offer; Include 
Commission Agreement 

as Addendum

Agent to manage transaction 
needs and deadlines

Agent completes Fillable 
Closing Distribution 10 days 

prior to closing

AA or Agent to send 
Disbursement Authorization 

to Closer

Happy Closing Day!

Agent schedules showings

Agent calls Listing Agent to 
confirm Buyer Brokerage comp

Agent sends Commission 
Agreement(s) to Listing Agent(s)

Receive Commission 
Agreement(s) back from 

Listing Agent(s)

Agent schedules showings 
that qualify based on 

compensation

Agent proceeds without
 confirmation of compensation

Agent calls Listing Agent to 
confirm Buyer Brokerage comp

Agent cancels showings 
that DO NOT qualify based 

on compensation

Agent sends Commission 
Agreement(s) to Listing Agent(s) 

that qualify

Buyer no longer 
working with Agent

Agent shows homes without 
guarantee of compensation

Buyer DOES NOT
 sign the BBA

Buyer signs BBA 
(required prior to showing)

Buyer signs BBA
(required prior to showing)

Buyer contacts 
Listing Agent directly

Agent Task with Buyer

Agent Task with 
Listing Agent

Buyer Task

KEY

Risk for
Buyer’s Agent
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