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Performance Metrics

• BMA Variance 4% or less

• BMA Timeliness

• Days on Market (DOM)

• Amended Sale Rate

• Relocation Service

• Initial Contact Attempt

• Pending Sale

• Final Sale
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Program Types

• Buyer’s Value Option

• Amended Sale

• Direct Reimbursement

• Closing Services Only
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Program Types
Buyer Value Option-BVO

oNo Guaranteed Buyout Offer  
oCustomer markets property and verbally negotiates sale 
terms
oCartus signs contract with the outside buyer

Amended Sale
oGuaranteed Buyout Offer is offered
oCustomer markets property and verbally negotiates sale 
terms
oCartus signs contract with the outside buyer 
oCartus “amends” their Guaranteed Buyout offer to the 
outside sale price 

Direct Reimbursement-DR
oNo Guaranteed Buyout Offer
oCustomer markets property and negotiates sale terms
oCustomer signs contract and attends closing
oCustomer submits for reimbursement of closing costs

Closing Services Only-CSO
oNo Guaranteed Buyout Offer
oCustomer markets property and negotiates sale 
terms
oCustomer signs contract with the outside buyer 
oCartus facilitates closing 

Regular
oCustomer accepts Guaranteed Buyout Offer
oHome goes into inventory

Cartus A Team Agent Marketing Training – Level 2



Cartus A Team Agent Marketing Training – Level 2



Cartus A Team Agent Marketing Training – Level 2





2018 Cartus Broker Network 15

Home Marketing Process
• Welcome Center contacts customer, introduces and 

promotes the many benefits of utilizing the Cartus 
Broker Network!

• Welcome Center places the departure and 
destination referrals for the customer with Broker

• BMA instructions are electronically sent to the 
Relocation Department within 24 hours of referral 
placement (excludes weekends)
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Home Marketing Process

• The Relocation Department assigns a 
trained and certified A-Team agent, 
sends referral information and 
instructions to agent

• Agent contacts customer within 24 
hours from receipt of referral to 
schedule listing appointment

Cartus A Team Agent Marketing Training – Level 2
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Home Marketing Process

•Complete BMA within 2 days of 
appointment date

•Relocation Department reviews BMA for 
accuracy, marketing plan, completeness 
and signs document
– The BMA must include interior and exterior 

photos, and is submitted electronically to 
electronicbma@cartus.com
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Home Marketing Process
• The Cartus Client Services Consultant (CSC) is 

the main point of contact for the Customer and 
is responsible for delivering the relocation 
benefits package

• The customer is the decision maker until  
Cartus purchases the home from them

• The Customer verbally negotiates all offers and 
DOES NOT sign any paperwork related to the 
sale including -Cartus signs all contract 
related documents* 
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BMA
The BMA is the analysis of the home through 
the agent’s eyes and experience. The goal is to 
tell a complete “story” of the subject property 
and how it relates to the current housing 
market.
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Photo Mount Tutorial

Click to Play Video
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Home Marketing 
Updates
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Listing the Property – Required Paperwork
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Protecting the Customer, Agent & Property

• Ask permission to include photos of children’s 
rooms in listing material

• During showings recommend the Homeowner 
secure:

RX drugs, jewelry, house & car keys, garage 
door openers, firearms, hunting gear, 
ammunition, financial documents/cards, 
electronic devices, high value items

• Pets should not be left unattended during showings

Cartus A Team Agent Marketing Training – Level 2



2018 Cartus Broker Network 31

Protecting the Customer, Agent & Property

• Request temporary password from security 
company for alarm

• “Hide a Keys” should be removed during marketing 
period

• Shred all financial & personal documents before 
disposing, do not leave unopened mail visible 
during showings 

• Remind agents to secure home after showings
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Offer, Contract & 
Closing
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Receipt of Offer

• Notify the CSC-Client Service Consultant that you are 
negotiating an offer 

• Customer to verbally negotiate sale terms
• Agent to carefully READ and REVIEW the contract 

with the customer prior to submission to Cartus
• Only submit one contract  (State or Cartus Contract)
• Submit fully negotiated contract to 

rescontractspecialist@cartus.com
Do not send Cartus the contract until fully negotiated
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Contingency Removal

• Manage to Contingency Due Dates!!!

• Pro-Active Contingency Follow-Up
• Cartus emails the Relocation Department and agent a contingency 

report every Tuesday and Friday

• Do not wait to be contacted by the Contract Specialist to prompt 
your follow up

• Timely contingency management is critical as it impacts:
• Customer Financial Risk
• Destination Closings
• The 11 Step Program
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Automated Agent/Relocation Email
Cartus A Team Agent Marketing Training – Level 2
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Property Maintenance
• Transfer utilities to your company’s name upon notification

• Order lawn, pool and/or other maintenance items necessary

• Alert Cartus to any unique property utility/maintenance needs 
(solar panels, smart homes). 

• If the property has been winterized, de-winterize prior to buyer’s 
final walk through

• Listing agent is to be present at the walk through which is to be 
completed 3 days prior to closing
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Questions and Answers

Trusted guidance – for every move you make.



Thank You!


