
MLS Disclosures and Residential Seller/Landlord Options 

Broker/Agent:  Client:  Date:     /     /    
� Seller Client   � Buyer Client        Address: 

Bright subscribers complete this form with each client no later than signing a representation agreement. 
If you reconsider any selection, update this form with your broker. Maintain a copy for your records. 

WHAT IS BRIGHT MLS? 
 

Bright runs the largest, most accurate, up-to-date database of properties for sale and rent in the area, creating an 
open, transparent market for information about available homes. Most websites and apps get their information 
from Bright’s multiple listing service (MLS). For more information, go to www.brightmls.com/open. 
 

 

HOW DOES BRIGHT WORK? 

 

Impartial Cooperation Among Agents and Brokers. Bright supports an open, transparent market for property 
information by requiring subscribers (licensed agents and brokers) to cooperatively share information about all 
available properties and make them available to subscribers in the area on an impartial basis. 
 

Open, Transparent Access to Information. You and your broker decide on the information, pictures, and price 
submitted to Bright for your home. Bright checks it for accuracy, enhances it with historical records, and shares it 
(for free) with 100,000+ brokers/agents and thousands of sites and apps. Bright charges you nothing; subscribers 
pay a flat subscription fee. 
 

What do I need to know about broker fees? 
What your broker may earn, and what you may pay, must be agreed in a contract by the time you (seller/landlord) 
sign a listing agreement, or you (buyer/tenant) are taken on a home tour. Those amounts are not set by law, 
trade association, or Bright; they are fully negotiable. 
Subscribers must work impartially with their clients and other subscribers, in their client’s best interest, regardless 
of any financial arrangement with another broker, which may not be communicated using Bright’s system and 
must be disclosed in writing to their client. 
 

A buyer/tenant may ask in a purchase offer for a seller/landlord to cover closing costs, including broker fees. 
 

If you are a seller/landlord, your broker may indicate in Bright’s system your non-binding, negotiable invitation for a 
buyer/tenant to ask in their purchase offer for you to contribute to their closing costs, which may include their 
broker’s fees; your broker also may share fees with a buyer/tenant’s broker if disclosed to you in writing. 
 

Client Initials to Acknowledge Understanding the Above: _____  _____ 
 

 As the seller/landlord, how will my broker use Bright to market my home? 
1: When will your broker allow potential buyers/renters to learn about the property?      /     /        (date)  
Subscribers must submit information to Bright about every property with an exclusive listing within two days of 
allowing any potential buyers (or renters) to learn about the property. 
2: How will your broker use Bright? (Initial one applicable option) 
_____2-A. Use Bright to share my home's information with the open market (Internet: Yes) 

Bright will share the property’s information with other subscribers and popular websites/apps. You and your 
broker still manage access to the home (use option 2-C if tours/showings/open houses are not yet available 
when information must be submitted to Bright).   
 

_____2-B. Use Bright to share my home's information with real estate professionals in Bright’s MLS only, 
and do not publicly market my home on the Internet (Internet: No) 
Your broker may select not to have your property’s information shared with websites/apps. You and your 
broker still manage access to the home (use option 2-C if tours/showings/open houses are not yet available  
when information must be submitted to Bright).  
 

_____2-C. My home is ready for marketing, but will be ready for showings beginning on      /     /      (date) 
The property will be “Coming Soon” in Bright until ready for home tours/showings/open houses, and then 
“Active” once any of those begin. If option 2-C is selected, also circle one: Internet: Yes / No 
 

_____2-D. I do not want my home on the open market: Restrict marketing only to my broker's network. 
Studies show that homes publicly marketed through Bright’s MLS typically sell for significantly more than 
homes marketed as “off MLS,” “off market,” “private” or “exclusive.” And most homes that start with 
restricted marketing find a buyer only once marketed through the MLS to the open market. If you want to 
instruct your broker to restrict marketing, then you must sign Bright’s separate Limited Marketing/Office 
Exclusive form because this limits people’s access to information. 

http://www.brightmls.com/open

