
 
 

This information has been obtained from  third parties and we cannot guarantee the accuracy or completeness of the information.  It is the 
obligation of the parties of a potential transaction to perform such due diligence as is deemed necessary to determine the accuracy and 
completeness of the information herein, including reviewing the full property presentation available from the Listing Broker. 
 

    

GGEEOORRGGIIAA  SSEELLFF  SSTTOORRAAGGEE  
55553355  BBEEMMIISSSS  RROOAADD  

VVAALLDDOOSSTTAA,,  GGAA  3311660055  

  
 

 
           

    

                  

            Price:                                  $3,925,000 

             Total Units:                       512 

             Rentable Square Feet:   61,600 +/‐                  g                        

………..Total Land Area:               6.2 +/‐ acres

             Number of Buildings:     6 + office, apartment  

                    

                    
 

 Two Consecutive Years of Increases (Both EGI & NOI)! 

 Climate & Traditional Units 

 Near Moody Air Force Base 

 Rental Office and Retail Display Area 

 Manager’s Apartment 

 On Site Expansion Opportunity 

 

 

Income and Expenses 

  

      Projected

2014  2015  2016 

Effective Gross Income  $424,887   $439,577  $460,055 

Total Operating Expenses  $160,258   $163,679  $168,020 

Net Operating Income  $264,630   $275,898  $292,036 

     

           
 

Listing Broker: DDAALLEE  CC..  EEIISSEENNMMAANN,, CCCCIIMM

MMIIDDCCOOAASSTT  PPRROOPPEERRTTIIEESS,,  IINNCC..  

PPHHOONNEE::  884433‐‐334422‐‐77665500  
FFAAXX::  884433‐‐334422‐‐77668800  

ddaallee@@mmiiddccooaassttpprrooppeerrttiieess..ccoomm  

wwwwww..mmiiddccooaassttpprrooppeerrttiieess..ccoomm

SALIENT DATA



Identification of the Parties, Disclaimer and Confidentiality 

 
Parties:    Dale  C.  Eisenman,  CCIM,  Broker‐In‐Charge,  listing  broker  for  the  property,  and  Michael  Morrison,  of 
Midcoast Properties, Inc., (together referred to as “Broker”)  are agents of the Seller.  Except as indicated herein, no 
other parties are or will become agent of or for the Seller in the contemplated transaction.  Broker will not employ 
any sub‐agents unless such agents are employed by Broker’s real estate firm.  Offers to buy or sell this property can 
only be made through the listing agent identified herein.  
 
The Seller is the owner or the authorized agent of the owner, of the property offered for sale and the 
subject of the listing agreement between Broker and Seller. 
 
Disclaimer:  Neither the Seller, Owner or Broker represents, warrants, either by implication or express statement, the 
accuracy or completeness of  the  information contained  in  this property presentation.   The  information contained 
herein has been prepared from sources believed to be reliable but has not been independently verified by the Broker 
as  to  accuracy  or  completeness.    No  warranties  or  representations,  express  or  implied,  are  made  as  to  the 
information presented herein.  Warranties or representations can only be made by the Seller or Owner in a written 
and fully executed purchase and sales agreement between Seller and purchaser.  Projections in the presentation are 
based on assumptions and interpretations based on future events, market conditions, managerial operations beyond 
the control of Broker, Seller or Owner, and, therefore, subject to error and change without notice.  The prospective 
purchaser  is encouraged  to perform such  independent due diligence as he or she  finds appropriate. Typically, due 
diligence activities provide a more comprehensive review and analysis of all aspects of the property (including, but 
not  limited  to,  financial matters, market conditions, physical condition,  regulatory  issues and  title status)  than  the 
material contained herein. This presentation  is for  information purposes only and  is not a solicitation of any nature 
whatsoever.  Seller and Owner reserve the right, at their sole and absolute discretion, to reject any offer. 
 
Confidentiality:  The information contained in this presentation is confidential and proprietary and is for 
the exclusive use of the party receiving the  information (whether  in printed, electronic, or facsimile format) for the 
sole  purpose  of  determining  if  the  recipient  desires  to  acquire  more  information  regarding  the  Property.  By 
acceptance of this information in any format or from any source, the recipient agrees to not distribute nor to disclose 
this information in any form to any other person or entity without the prior written consent of the Broker. 
 
License Numbers:   

AL  GA  NC  SC 

Midcoast Properties, Inc.  #106364 #H45199 #C12481 #7889 

Dale C. Eisenman  #106084 #253682 #198276 #9207 

Michael C. Morrison  #106088‐0 #360061 #283465 #58247 
 
 
For further information, please contact: 
Dale C. Eisenman or 
Michael Morrison 

Midcoast Properties, Inc. 
7 Heyward Place 
Hilton Head Island, SC 29928 

843‐342‐7650 office 
843‐342‐7680 FAX 
803‐600‐0602 cell, Michael 
www.midcoastproperties.com 
Email: dale@midcoastproperties.com 
E‐mail: michael@midcoastproperties.com 
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                  THE ABC’S OF AGENCY 

                      UNDERSTANDING REAL ESTATE        
             BROKERAGE RELATIONSHIPS IN GEORGIA 

 
                                                                    2015 Printing 
 
I. Introduction.   

 

Real estate brokers are licensed professionals trained to help consumers buy, sell, or lease real property. The business relationship 
between real estate brokers and consumers can take many forms, each of which is called a brokerage relationship. This brochure 
describes the types of brokerage relationships most commonly offered by real estate brokers. Hopefully, the brochure will make it 
easier for consumers to make informed choices on how best to work with a real estate broker. It should be noted that real estate 
brokers are not required to offer all of the brokerage relationships described in this brochure. Instead, each real estate broker is free to 
decide which of these relationships he or she will offer.   

 
II. Real Estate Brokerage Generally. 

 

As a general rule, only licensed real estate brokers can be paid a fee to help consumers buy, sell, or lease property. Many brokers 
have licensed real estate salespersons, commonly known as real estate agents, who act on behalf of the broker in helping consumers 
buy, sell, or lease property. While real estate agents can be employees of the real estate broker, most act as independent contractors. 
Real estate brokers often incorporate or set themselves up as limited liability companies or partnerships. All brokerage firms, however, 
are required to have a responsible or a qualifying broker. In the majority of real estate transactions, the consumer interacts only with his 
or her real estate agent and not the real estate broker. The real estate broker in those instances works behind the scenes to solve 
problems and support, supervise and assist his or her agents. 

 
III. Client vs. Customer in Brokerage Relationships. 

 

All brokerage relationships fall into one of two broad categories: (1) broker-client relationships; and (2) broker-customer relationships. In 
a broker-client relationship, the real estate broker is representing the client and is acting as his or her legal agent in buying, selling, or 
leasing property. In Georgia, a broker-client relationship can only be formed by the parties entering into a written agreement. The 
agreement must explain, among other things, how the broker will be paid, the duty of the broker to keep client confidences, and the 
types of client or agency relationships offered by the broker.   

 

The other type of brokerage relationship is known as a broker-customer relationship. With this type of relationship, the broker is not 
representing the customer in a legal or agency capacity. However, the broker can still work with the customer and help him or her by 
performing what are known as ministerial acts. These include, for example, identifying property for sale or lease, providing pre-printed 
real estate form contracts, preparing real estate contracts at the direction of the customer, and locating lenders, inspectors, and closing 
attorneys on behalf of the customer. The different types of brokerage relationships within each of these categories are discussed 
below: 

 
IV. Broker-Client Relationships. 

 

A.  Seller Agency/Landlord Agency: 
Seller agency occurs when the real estate broker is representing the seller in selling his or her property. This type of brokerage 
relationship is created by the seller and the broker entering into a written contract known as a listing agreement. The listing agreement 
gives the broker, commonly referred to as the listing broker, the right to market the property for sale at a specific price and for a defined 
period of time. If the broker is successful in finding a buyer ready, willing, and able to purchase the property, the broker would normally 
be paid a fee or commission upon the closing of the transaction. This fee or commission is often shared with other real estate brokers, 
under what are known as cooperative brokerage agreements, if they or their agents find the buyer. Seller agency is also sometimes 
called listing agency. 
  

Landlord agency is different from seller agency in that the listing broker is assisting the property owner in leasing rather than selling 
property. 

 
B.  Buyer Agency/Tenant Agency: 
Buyer agency occurs when the real estate broker represents the buyer in locating and assisting the buyer in negotiating for the 
purchase of property suitable to the buyer. A buyer agency is created when the buyer enters into an agreement commonly known as a 
buyer brokerage agreement. A real estate broker can be compensated by one party yet represent another party. Therefore, in some 
buyer brokerage agreements, the fee or commission received by the buyer’s broker is actually a portion of the fee or commission paid 
by the seller to the listing broker. In these situations, the seller also agrees that the listing broker will share the commission or fee with 
any buyer’s broker who finds a buyer ready, willing and able to purchase the property. With some buyer brokerage agreements, the 
buyer pays a fee or commission directly to his or her broker. Buyer agency is sometimes referred to as buyer brokerage.   
 

Tenant agency is different from buyer agency in that the broker is representing a consumer who is seeking to lease rather than 
purchase property. 
 

 
 

REALTORS®Georgia

Dale C. Eisenman
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C.  Designated Agency: 
In some real estate transactions, the real estate agent representing the buyer and the real estate agent representing the seller both 
work for the same broker or brokerage firm. In such a transaction, the broker may allow each agent to exclusively represent their 
respective clients. This type of brokerage relationship is known as designated agency. 

 

In a designated agency transaction, the designated agent for the buyer owes the same duties to the buyer as if the agent was acting 
only as a buyer’s agent. Similarly, the designated agent for the seller owes the same duties to the seller as if the agent was acting only 
as the seller’s agent. With designated agency, each designated agent is prohibited from disclosing to anyone other than his or her 
broker any information requested to be kept confidential by the client unless the information is otherwise required to be disclosed by 
law. Therefore, designated agents may not disclose such confidential information to other agents in the company. The broker is also 
prohibited from revealing any confidential information he or she has received from one designated agent to the other designated agent, 
unless the information is otherwise required to be disclosed by law. Confidential information is defined as any information that could 
harm the client’s negotiating position which information the client has not consented to be disclosed. In Georgia, designated agency is 
defined by state statute not to be dual agency. 

 
D.  Dual Agency: 
Georgia law allows both parties to agree to have one agent or broker represent them in a real estate transaction at the same time. In 
other words, the agent or broker has a client relationship with all parties to the transaction without acting in a designated agency 
capacity. In these situations, neither party is exclusively represented by a designated real estate agent. This type of brokerage 
relationship is called “dual agency”. 

 

Georgia law allows real estate brokers to act as dual agents if they first get the written consent of both parties. The written consent 
must contain the following: 

 

1. a description of the types of transactions in which the licensee will serve as a dual agent; 
2. a statement that as a dual agent, the licensee represents two clients whose interests could be different or even adverse; 
3. a statement that the dual agent will disclose all adverse material facts regarding the transaction known to the dual agent to  

all parties to the transaction except for information that is made confidential by request of another client and that is not allowed or 
required by law to be disclosed; 

4. a statement that the licensee will disclose to each client in the transaction the nature of any material relationship the licensee or his 
or her broker have with other clients in the transaction other than incidental to the transaction; 

5. a statement that the client does not have to consent to the dual agency; and 
6. a statement that the client’s consent has been given voluntarily and that the client has read and understood the brokerage 

engagement agreement; 
 

This special consent is required because of the potential for conflicts of interest in dual agency transactions. 
 

E. Subagency: 
Subagency occurs when one real estate broker is appointed by another real estate broker as a subagent to assist the broker in 
performing its duties. In a typical subagency transaction, a listing broker practicing subagency might appoint the broker working with the 
buyer as his or her subagent. The broker acting as the subagent would work with the buyer but would represent the seller. The buyer 
then was the customer of the broker acting as a subagent, but the seller would be his or her client. Subagency relationships between 
real estate brokers in Georgia, while once the norm, are much less common today. 

 
V. Broker-Customer Relationships. 
 

A.  Transaction Brokerage: 
A transaction brokerage relationship is one in which a real estate broker or brokers assists both parties in a real estate transaction but 
does not enter into a client relationship with, nor represents, either party. In a transaction brokerage relationship, the broker treats both 
parties as customers and can only perform ministerial acts for either party, including the following: 

 

1. identifying property; 
2. providing real estate statistics and information of property; 
3. providing preprinted real estate form contracts; 
4. acting as a scribe in the preparation of form contracts; 
5. locating relevant professionals, such as architects, engineers, surveyors, inspectors, lenders, insurance agents, and attorneys; and 
6. identifying facilities such as schools, shopping centers, and places of worship. 

 
B.  Brokers May Help Parties Other Than Their Clients: 
Brokers who represent one party in a real estate transaction as a client can still help the other party in the transaction by performing 
ministerial duties for the other party (of the type described under transaction brokerage section). When a real estate broker works with 
a party as a customer or client, the broker may not knowingly give the party false information. 

 
VI. Always Choose a REALTOR®. 
 

This brochure has been prepared as a public service by the Georgia Association of REALTORS®. REALTOR® is a registered 
collective membership mark which may be used only by real estate professionals who are members of the National Association of 
REALTORS® and subscribe to its strict Code of Ethics. 
 
 

Dale C. Eisenman


