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Instructions: Draw a prospecting event card. From the top of the card, choose one of 
the listing opportunities. Roll a DR10, even numbers only for a market listing, odd or 
even for an aggressively priced listing, the player must choose before rolling. If the 
DR10 is no greater than the maximum indicated on the card, a new listing results at 
the selected price level. 

Key If the indicated OC is available in the listing broker's farmed location or 
sphere marketing box, do the following (in any case, results are void if 
the indicated OCs are unavailable) : 

XT: If sphere marketing, roll successful listings on exurban listing location 
table; otherwise on farmed location card. 

U/S: If sphere marketing, roll successful listings on urban/suburban listing 
location table; otherwise on farmed location card. 

HE: Roll even or odd for a high-end listing: If sphere marketing, upon a 
successful listing, roll DR10 ×3, sum results, subtract from 100, and 
match on U/S table. If geographic marketing a location with the "trophy" 
amenity symbol, a successful listing is automatically placed on the 
same card. Aggressive pricing applies to any resulting listing. 

     

Card Nos. 
Market 
strategy Max DR10 to win 

Aggressive 
strategy Max DR10 to win 

1  XT 5  XT 6 

   
 U/S 4 

2  U/S 5  U/S 6 

   
 U/S 4 

3  U/S 5  U/S 6 

   
 U/S 4 

4  U/S 5  U/S 6 

   
 U/S 4 

5  U/S 5  U/S 6 

   
 U/S 4 

6  U/S 5  U/S 6 

   
 U/S 4 

7  U/S 5  U/S 6 

   
 U/S 4 

8  XT 7  XT 8 
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 U/S 6 

9  U/S 7  U/S 8 

   
 U/S 6 

10  U/S 7  U/S 8 

   
 U/S 6 

11  U/S 7  U/S 8 

   
 U/S 6 

12  U/S 7  U/S 8 

   
 U/S 6 

13  U/S 7  U/S 8 

   
 U/S 6 

14  XT 5  XT 6 

   
 U/S 4 

15  U/S 5  U/S 6 

   
 U/S 4 

16  U/S 5  U/S 6 

   
 U/S 4 

17  U/S 5  U/S 6 

   
 U/S 4 

18  XT 7  XT 8 

   
 U/S 6 

19  U/S 7  U/S 8 

   
 U/S 6 

20  U/S 7  U/S 8 

   
 U/S 6 

21  U/S 7  U/S 8 

   
 U/S 6 

22  U/S 7  U/S 8 

   
 U/S 6 

23  XT 7  XT 8 
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 U/S 6 

24  U/S 7  U/S 8 

   
 U/S 6 

25  U/S 7  U/S 8 

   
 U/S 6 

26  U/S 7  U/S 8 

   
 U/S 6 

27  U/S 7  U/S 8 

   
 U/S 6 

28  XT 5  XT 4 

   
 U/S 6 

29  U/S 5  U/S 4 

   
 U/S 6 

30  U/S 5  U/S 4 

   
 U/S 6 

31  U/S 5  U/S 4 

   
 U/S 6 

32  XT 5  XT 4 

   
 U/S 6 

33  U/S 7  U/S 6 

   
 U/S 8 

34  U/S 7  U/S 6 

   
 U/S 8 

35  U/S 7  U/S 6 

   
 U/S 8 

36  U/S 7  U/S 6 

   
 U/S 8 

37  XT 7  XT 6 

   
 U/S 8 

38  U/S 7  U/S 6 
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 U/S 8 

39  U/S 7  U/S 6 

   
 U/S 8 

40  U/S 7  U/S 6 

   
 U/S 8 

41  U/S 7  U/S 6 

   
 U/S 8 

42  U/S 5  U/S 4 

   
 U/S 6 

43  U/S 5  U/S 4 

   
 U/S 6 

44  U/S 5  U/S 4 

   
 U/S 6 

45  U/S 5  U/S 4 

   
 U/S 6 

46  U/S 5  U/S 4 

   
 U/S 6 

47  U/S 7  U/S 6 

   
 XT 8 

48  U/S 7  U/S 6 

   
 XT 8 

49  U/S 7  U/S 6 

   
 U/S 8 

50  U/S 7  U/S 6 

   
 U/S 8 

51  U/S 7  U/S 6 

   
 U/S 8 

52  HE 3  HE 2 

   
 U/S 4 

53  HE 3  HE 2 
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 U/S 4 

54  HE 3  HE 2 

   
 U/S 4 

55 ‒ 
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