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R E A L E A R N I N G  |  V i r t u a l  X • C E L L E R A T E

SUCCEED THROUGH SELLERS 

Notes:Challenges and Successes
Making contacts and scheduling appointments exercises:

QUESTION: WHAT WAS MY MAJOR SUCCESS?

QUESTION: WHAT COULD HAVE GONE BETTER?

QUESTION: WHAT WILL I CHANGE NEXT TIME?

. 
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Today’s Objectives
THIS SESSION IS DESIGNED TO HELP YOU:

• Leverage logical questioning techniques and market data to 
help the seller arrive at the correct listing price.

• Describe and implement the 3-step approach to handling 
and overcoming objections.

• Use a process to close and secure the listing agreement.

TECHNICAL SUPPORT: (800) 374-1852
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Notes:The Seller Path to Profitability
You and the seller both have the same goal when it comes to the sale of 
their property: the most money, in the shortest time, with the least hassle. 

Your job is to demonstrate to the seller—at every point of contact—that 
you have the skills, resources, and tools to achieve that goal.

The best agents have built systems that allow them to follow a predictable 
path with every seller—ensuring an exceptional experience for the seller 
that leads both of you to profitability.

Some steps on the Path take more time and effort, but each one is critical 
to ensure that you win the listing and get a Client for Life:

1. PREQUALIFICATION
Start the process by gathering the information you need  
to tailor your presentation to the sellers’ needs.

2. PRE-LISTING PACKET
Deliver information that preps your sellers for the meeting 
and demonstrates your professionalism.

3. LISTING PRESENTATION
Position your professionalism and share your marketing 
and pricing strategy with the sellers to win their listing.

4. MARKET THE LISTING/SERVICE THE SELLER
Get the house sale-ready, launch your marketing, and 
communicate, communicate, communicate with your sellers.

5. CONTRACT TO CLOSE
Proactively steer the transaction to a successful close 
through inspections, appraisals, and negotiations.

6. CLIENT FOR LIFE
Build on your success to stay in relationship with 
your seller for referrals and future business.
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Notes:
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You’re not there to win their listing solely based on price, but rather on the value you 
provide and the rapport and trust you have established. If you’re successful in the steps 
leading up to this point, the pricing conversation adopts a cooperative spirit, where you 
are working in concert with the seller to interpret market data, and in the end 
congratulating them on a good decision based on that data.

SAMPLE 
SCRIPT

“Is there anything else that you were hoping would be done to 
sell the home that I haven’t covered?”

“Perfect. Then let’s move on to look at what the market is telling 
us about the proper price for the listing, so that we don’t just sit 
on the market—we actually sell the house!”

COMPARATIVE MARKET ANALYSIS (CMA) APPRAISAL
• Use your resources: Comparative Market Analysis, CENTURY 21® tools

• Get an appraisal: In rare instances for truly unique properties 

IN OUR CONTROL OUTSIDE OUR CONTROL

5
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SUCCEED THROUGH SELLERS 

Notes:
Effective pricing can be a make or break for the seller if they disagree with your analysis. 
But it can also be make or break for you—If you agree to take a listing that is overpriced, 
you risk spending time and money on a property that may wind up expired.

The ability to accurately establish pricing for a potential listing is one of the key skills a 
seller values in a real estate professional. 

While a wealth of information can be found online from sites such as Zestimates, these 
sites do not present the true market value of a home as they cannot effectively account 
for property specifics or provide local market knowledge and context.

SAMPLE 
SCRIPT

“Mr. and Mrs. Seller, now that you have reviewed the information, 
where do you want to position your property based on what today’s 
market research is telling us?”

[If you agree on the price, then write it on the contract and have the 
sellers sign. If not, continue on.]

“If you were the buyer and you had the research information I gave 
you, how do you think you’d feel about that price?” 

“I’m sure you will understand why our best chance of selling your 
home will be in the first 30 days. Today, buyers can see exactly 
how many days a home has been on the market, and the 
longer it has been on the market, the lower they will likely offer.”
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Share the CMA

The ability to accurately establish pricing for a potential listing is one 
of the three key skills a seller values in a real estate professional.
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Notes:
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SAMPLE 
SCRIPT

[If you agree on the price, write it on the contract and have the 
seller sign it.] 

“I’m glad we agree on the price which the market has dictated. 
Now let’s draw up the paperwork!”

[If the seller’s price isn’t too far off from the market’s, ask for a 
scheduled price reduction and build it into their listing agreement.]

“Mr. and Mrs. Seller, I understand you want to test the market. 
Can we agree now that if we don’t have an offer within two 
weeks, we’ll lower the price to $X in order to take advantage 
of the market debut period?”

[If the suggested price is too far off from the market’s, consider 
walking away.] 

“I’m sorry Mr. Seller, but I simply cannot list your home for $X. 
We’ve both seen the market data. Your price is far above the 
range that today’s buyers are willing to pay for a property similar 
to yours. I would rather turn you down now than let you down 
later. Would you sincerely reconsider listing at $X?”

7
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Notes:
Objections are nothing more than questions in the mind of the prospect. Any time you 
encounter an objection or fail to get to “yes,” you need to work through a progression 
to restate, isolate, acknowledge, and then handle the objection. 

SAMPLE RESPONSES FOR YOU TO CONSIDER USING:

SAMPLE 
SCRIPT

“What I heard you say is that you want a higher price/to interview 
another agent/to cut my commission. Is that correct?”

1.  RESTATE: Make sure you thoroughly understand the objection.

8

Isolate and Overcome Objections

SAMPLE 
SCRIPT

“If I can address that concern, are you prepared to move 
forward and list with me today?”

SAMPLE 
SCRIPT “Great! I understand your concern … (handle objection).”

SAMPLE 
SCRIPT “I completely understand your concern … (handle objection).”

If no, handle objection and repeat the restate/isolate process again, as needed. 

2.  ISOLATE: Ask the prospect to confirm that this is their sole objection.

3.  ACKNOWLEDGE: If yes, affirm you have heard their concern, and address it. 
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Notes:
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Instances when the seller raises objections about the price, your commission, or 
listing with you allow you to learn more about their concerns and motivations and 
then alleviate their concerns and help them move forward in the process. 
Restate, Isolate, Acknowledge, and Handle the Objection.

SAMPLE 
SCRIPT

RESTATE:  “You’re asking me to list your house for a 
higher price so you net more money, is that correct?”

ISOLATE:

ACKNOWLEDGE: “Great, I understand your concern and know 
that most sellers feel just like you do….”

HANDLE OBJECTION: 

SAMPLE 
SCRIPT

RESTATE: 

ISOLATE: “Apart from your commission concern, is there anything else
that prevents us from getting starting on the paperwork?”

ACKNOWLEDGE:

HANDLE OBJECTION:

OBJECTION #1 — I WANT TO LIST IT AT A HIGHER PRICE.

OBJECTION #2 — CAN YOU CUT YOUR COMMISSION?

9

Handling Common Objections
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Notes:

SAMPLE 
SCRIPT

RESTATE:

ISOLATE:

ACKNOWLEDGE: 

HANDLE OBJECTION:

OBJECTION #3 — CAN’T WE AT LEAST TRY AT THE HIGHER PRICE? 
WE CAN ALWAYS DROP THE PRICE LATER IF WE 
DON’T GET AN OFFER. 

10

Handling Common Objections (continued)
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A true professional is prepared to close for the listing at any time. Knowing the flow of 
your listing presentation allows you to move directly to securing the listing from any 
point of your presentation, if the seller expresses a desire to act immediately.

You can build momentum toward this commitment by starting with open-ended 
questions, listening to the seller’s response, and then gradually moving to questions 
that repeatedly result in a “yes” to confirm the seller’s decision.

SAMPLE 
SCRIPT

“Mr. and Mrs. Seller, it sounds like we are in agreement on the 
price and that I have answered all your questions. Is there 
anything we need to do before we get started?”

“Are you ready to choose me to represent you in the sale of your 
home?”

[Always have a listing agreement and pen ready to go when you 
arrive at this point.]

[Express your enthusiasm to be working on their behalf to sell 
their home.]

“I’m so excited to work with you and … (re-state their motivation) 
get you to your new job/in the new house in time for school/get 
you the money you want from the sale.”

[Confirm that they have made a great decision in trusting you to 
represent them.] 

“Based on everything we have discussed, I think we will make a 
great team!” 
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Close for the Listing Agreement
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SUCCEED THROUGH SELLERS 

Notes:
You have achieved so much in just one day! Mark off your accomplishments, 
and if you are not fully confident yet, jot down your next steps to get there.

YES! NOT YET…

I want to last… 
so I am focused on listings!

The path I am on is the Seller 
Path to Profitability.

Prequalification gives me the intel I need 
to tailor a presentation specific to my 
seller prospect’s needs.

My pre-list packet preps the seller for 
what’s to come.

My listing presentation is customized to guide 
the seller to only one conclusion… 
I am their listing agent!

My marketing and servicing systems have two 
goals: sell the house and bring me leads!

Fiduciary duties are my watch word—
I represent my seller faithfully and guide 
them to a win-win sale.

The end is only the beginning… 
after the close, my clients are for life.

Mark Your Accomplishments
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The Right Attitude
The only thing standing between you and your goals are the activities in your Double Play.

Every day, self-doubt, inertia, and the inevitable challenges of life will do their best to stop 
you from getting those activities done—But, with the right mindset you can power forward.

Strike a Pose—
A POWER POSE
Research has demonstrated 
that striking a Power Pose
—for as little as two minutes—
can change your body chemistry, 
infusing you with confidence 
and power, and impacting 
the way you do your job and 
interact with other people.

It’s easy!
Stand tall. Legs wide and 
firmly planted. Chin up and 
shoulders wide. Channel 
your inner superhero as 
you say your affirmation! 

To learn more about the 
Power Pose, check out 
Amy Cuddy’s TED Talk 
at www.ted.com. 

Affirmation
Success is my destiny! 

My goal is ____ deals and I will achieve it! 
I am the guardian of my goal and I am unstoppable in my pursuit!

My Affirmation
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SUCCEED THROUGH SELLERS 

Notes:Track Your Results
Enter today’s results against your goal in REScoreboard.com.

RECORD ACTIVITIES
Contacts are worth 1 point, 

Appointments are worth 5 points 
for the Training Leaderboard

RECORD 
CONTACTS

RECORD
APPOINTMENTS

MY DOUBLE PLAY 
DAILY GOALS TODAY

____ # CONTACTS

____ # EVERY DAY

Log into 
REScoreboard.com
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………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

……………………………………………………………………………………………………..

What did you learn today that you never want to forget?
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Notes:
FACEBOOK POST
 Post a common objection you might hear on the 

listing presentation.

 Now reply to your post and others with a great 
comeback/reply to that objection. 

 Remember to tie in the method used in class to 
overcome objections.

Time needed: 10 minutes

ACHIEVE

PRACTICE A CMA (e-learning)
 Take the “Practice a CMA” self-paced eLearning 

class from your learning platform.

 Learn about “price per square foot” – use this tool 
when pricing your listing.

 Calculate and analyze price per square foot 
using comps.

 Make it your own.

Time needed: 30 minutes

ACHIEVE

LISTING PRESENTATION VIDEO
 View the Listing Presentation Video from your 

learning platform and see listing presentation 
dialogs in an actual setting.

 Pay attention to commentator play-by-play for 
important tips.

 Demonstrate to seller you have all the skills and 
resources to win their listing by showcasing how 
your value, as well as that of your brokerage, meet 
their expectations.

Time needed: 15 minutes

ACHIEVE
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LISTING PRESENTATION STARTER KIT (eLearning)
 Take the “Listing Presentation Starter Kit” self-paced 

eLearning class from your learning platform.

 Determine what to include in your listing presentation.

 Explore your office’s and brand’s listing presentation.

 Make it your own.

Time needed: 60 minutes

ACHIEVE

MAKE YOUR CALLS. REACH YOUR GOALS.
 Set a contact goal.

 Make your calls.

 Update REScoreboard.com with your contact 
and appointment numbers.

Time needed: Based on your goals

ACHIEVE
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Technical Support: (800) 374-1852

NOTES:
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SUCCEED THROUGH SELLERS 

Notes:Challenges and Successes
Making contacts and scheduling appointments exercises:

QUESTION: WHAT WAS MY MAJOR SUCCESS?

QUESTION: WHAT COULD HAVE GONE BETTER?

QUESTION: WHAT WILL I CHANGE NEXT TIME?

. 
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Today’s Objectives
THIS SESSION IS DESIGNED TO HELP YOU:

• Get your listing and your seller “Sale-Ready.”

• Customize a “patented” marketing plan to attract buyers.

• Establish a communication plan with sellers to provide 
exceptional service.

TECHNICAL SUPPORT: (800) 374-1852
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Notes:
Congratulations! You have a signed listing agreement! Thanks to your hard work and 
skills you now have an opportunity to not only sell the house and make your 
commission—You can also leverage your marketing and service as a lead generation 
source.

Market the Listing 
Find a buyer for the property … and find buyer and seller leads to feed your pipeline.

 Get the property sale-ready for maximum appeal to buyers.

 Prepare and execute your marketing plan.

Service the Seller 
Provide exceptional customer service through consistent communication and be 
rewarded with referrals and future business.

While this step will last for as long as it takes the listing to 
sell, when you dedicate the time upfront to build your suite 
of tools, all you will have to do is tweak and modify for each 
new listing—saving you time in the long run. And the more 
you market and service, the better the exposure for the 
property and your business.

Market the Listing/Service the Sellers
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It’s your job to help your sellers understand that their home is now a commodity. 
And when it is time to sell a commodity, the proper presentation and packaging 
will get it sold faster, and for more.  

KNOW 
THE 

HOUSE

The more you know about the house, the better you 
can represent it.  Educate yourself on all aspects of 
the property. Ask the seller for copies of their land 
survey, title information, homeowner’s information, etc. 

STAGE 
THE 

HOUSE

Research shows that properly staged houses sell faster 
and command higher prices than un-staged properties. 
Determine the level of staging the property needs –
it may merely require decluttering, or warrant a 
professional service.

ARRANGE 
PHOTOS/
VIDEOS

Photos and videos sell houses. Great pictures and 
videos translate to more potential buyers and buyer 
leads. As soon as staging is complete, have the house 
photographed/videoed. Don’t forget virtual tours!

UPLOAD 
TO 

MLS

Prepare the MLS profile sheet carefully – you are 
responsible for quality control and accuracy of the 
listing data. Provide your seller with signed copies 
of the listing agreement and the MLS profile sheet. 
Be sure to set expectations: 
“It takes 24 to 78 hours for your property to appear 
on all sites.”
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Always refer to the home as the house or property
(never as “your home”) to lessen the sellers’ 
emotional ties to the house and empower them to 
make the decisions that will get the house sold—
decluttering, repairs, improvements, etc.

Market the Listing: Get “Sale-Ready”
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Notes:
Think of your marketing for this listing as your audition for your next listing. Your 
networking, signage, online and print marketing, and open houses not only attract 
buyers to the house (and feed your lead generation pipeline!), they also attract sellers 
who will want to list with you because of the caliber of your work.

PLANT 
YOUR SIGN

_____ percent* of buyers find their home from a for 
sale or open house sign in the yard. Get it up fast.

ACTIVATE 
THE 

“GRAPEVINE”

_____ percent of buyers learn about their home 
through an agent—and these connections are 
a source of future referrals.
• Send an email blast
• Calendar a Broker Open House 
• Share at office sales meetings or property caravans

CREATE AN 
ONLINE 

PRESENCE

___ percent of buyers start their home search online. 
49% of buyers found the home they purchased online. 
•  Feature listing on your branded websites
•  Activate CENTURY 21® listing syndication
•  Post listing on your social media platforms –

ask for feedback and buyers

LEAVE 
A PAPER 

TRAIL

“Just Listed” postcards may find the buyer: 
_____ percent of sales are generated from a neighbor, 
friend, or relative of the seller— but equally important, 
they are an opportunity to do circle prospecting. 
• Leverage C21® brand tools/services to create flyers and 

“just listed” postcards
• Mail or hand deliver to neighborhood
•  Give to sellers to provide to their friends/family

“OPEN” 
TO THE 
PUBLIC

Only a small percentage of buyers find their home 
at an Open House, but sellers often expect them, 
and they are an excellent source of buyer and seller 
leads for your pipeline.
•  Calendar your Open House
•  Advertise Open Houses in newspapers, on websites, and 

in social media 
•  Plant signs strategically around the neighborhood

* All Statistics from NAR 2017 Survey of Homebuyers and Sellers

Market the Listing: Attract Buyers
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Part of your value to the seller is in your marketing strategy to get their listing sold. 
One of the easiest ways to differentiate yourself as an agent is to have a great 
marketing plan and name it.

QUESTION: What could you call your plan that might catch a seller’s attention?

ANSWER:  ………………….……………………………………………..

WHAT SHOULD YOUR MARKETING PLAN INCLUDE?
There are many effective ways to market a home. Choose the ones 
that work best in your market:

1. Market-based pricing 
2. Market-based staging and home preparation
3. Yard sign and directional signage
4. Flyers in a box on yard sign
5. Brochures on display inside the home
6. Just-listed/Just-sold postcards 
7. Newspaper advertising
8. Multiple Listing Services to attract other agents
9. Property Caravan with agents in the office
10. Open House
11. Individual property domain or website
12. Featured Property on your website
13. Featured Property on the Broker’s website
14. Featured Property on century21.com 
15. Standard placement on listing syndicators (Realtor.com, Zillow)
16. Preferred placement on listing syndicators (Realtor.com, Zillow)
17. Showing agent feedback system for follow-up marketing
18. Database of past Clients for e-marketing
19. Database of agents for e-marketing
20. Social media

21. ………………………………………………………………….

22. ………………………………………………………………….

23. ………………………………………………………………….

24. ………………………………………………………………….

25. ………………………………………………………………….

What’s in Your “Patented Marketing Plan”?
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Notes:

You are working hard for your sellers—Make sure they know it! Evidence of the value 
you provide builds the relationship and provides opportunities for you to ask for referrals. 

ESTABLISH 
COMMUNICATION 

CHANNELS

Ask your clients how they prefer to communicate:
• PHONE

• TEXT

• EMAIL

BE 
PERSONAL

Write a note the day after you get the listing, 
thanking them for their business, reiterating 
how excited you are to be working with them, 
and asking for a referral.

BE 
PROACTIVE

As websites are populated, send links. 
“Your home is now listed/featured on www._____com. 
Can you please verify?”

Provide feedback: 
•  When the house has been shown, let your sellers know 

immediately and provide any feedback you receive.

•  Share web traffic—how many views, “favorites,” and “saves.”

BE 
PROFESSIONAL

Send a weekly market update report: 
• NEW LISTINGS

• PROPERTIES UNDER CONTRACT

• SOLDS

• EXPIREDS

BE PREPARED 
TO MEET 

IN PERSON

If the property has no offers after two weeks, 
set up a meeting to review the market conditions 
and ask for a price reduction.











Service the Seller: 
Communicate, communicate, communicate
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The Right Attitude
The only thing standing between you and your goals are the activities in your Double Play.

Every day, self-doubt, inertia, and the inevitable challenges of life will do their best to stop 
you from getting those activities done—But, with the right mindset you can power forward.

Strike a Pose—
A POWER POSE
Research has demonstrated 
that striking a Power Pose
—for as little as two minutes—
can change your body chemistry, 
infusing you with confidence 
and power, and impacting 
the way you do your job and 
interact with other people.

It’s easy!
Stand tall. Legs wide and 
firmly planted. Chin up and 
shoulders wide. Channel 
your inner superhero as 
you say your affirmation! 

To learn more about the 
Power Pose, check out 
Amy Cuddy’s TED Talk 
at www.ted.com. 

Affirmation
Success is my destiny! 

My goal is ____ deals and I will achieve it! 
I am the guardian of my goal and I am unstoppable in my pursuit!

My Affirmation
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Enter today’s results against your goal in REScoreboard.com.

RECORD ACTIVITIES
Contacts are worth 1 point, 

Appointments are worth 5 points 
for the Training Leaderboard

RECORD 
CONTACTS

RECORD
APPOINTMENTS

MY DOUBLE PLAY 
DAILY GOALS TODAY

____ # CONTACTS

____ # EVERY DAY

Log into 
REScoreboard

Track Your Results
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………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

……………………………………………………………………………………………………..

What did you learn today that you never want to forget?
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DESIGN CHECKLISTS  FOR YOUR SELLERS 
TO GET A PROPERTY “SALE READY”
 Create a clean up and declutter checklist

 Create a home repair checklist

 Create a staging checklist

All of these are to help educate your sellers on the 
benefits of getting the property “sale-ready.”

Time needed: 30 minutes

ACHIEVE

ADD TO YOUR MARKETING PLAN*
 Continue to differentiate your marketing plan. 

*Check with your office and your Brand 
so that you don’t re-invent the wheel.

Time needed: 20 minutes

ACHIEVE
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MAKE YOUR CALLS. REACH YOUR GOALS.
 Set a contact goal.

 Make your calls.

 Update REScoreboard.com with your contact 
and appointment numbers.

Time needed: Based on your goals

ACHIEVE
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NOTES:



Session 9
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Notes:Challenges and Successes
Making contacts and scheduling appointments exercises:

QUESTION: WHAT WAS MY MAJOR SUCCESS?

QUESTION: WHAT COULD HAVE GONE BETTER?

QUESTION: WHAT WILL I CHANGE NEXT TIME?

. 
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Today’s Objectives
THIS SESSION IS DESIGNED TO HELP YOU:

• Successfully manage the Contract to Close process, including setting 
seller expectations, presenting offers, and handling multiple offers. 

• Guide your client in making a decision to move forward with a contract.

• Avoid the common pitfalls in the transaction process.

TECHNICAL SUPPORT: (800) 374-1852
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This is an exciting time for sellers. It is also emotional and stressful. It’s your job to 
steer the transaction to a successful close through the offer, inspection, appraisal, 
and negotiation. 

•  Set expectations: what you can control, and what you can’t, such as appraisals, 
financing, etc.

•  Be proactive: anticipate the issues that typically arise and take necessary action.

•  Show value: communicate, over-share information, and provide all the necessary
documentation and tools.

The Contract to Close phase will last at least thirty days and 
during this time, you may be very hands-on. You and the buyers’ 
agent are the intermediaries between the two parties—The better 
you both work together and communicate, the more likely you will 
be able to bring about a win-win conclusion. 

Negotiating and structuring the sale is one of the primary reasons your client hired 
you. Review any offers and present to the Seller as quickly as possible.

WHAT’S IN AN OFFER
• The amount being offered

• Earnest Money

• Down Payment

• Timelines to include proposed Closing Date

• Title Company and Escrow Company 

• Items the buyer would like included in the offer, i.e., a refrigerator

• Buyer prequalification or pre-approval, if obtained

• Any other terms or conditions placed into the offer by the buyer

• …………………………………………………………………………………………………………………………….

• …………………………………………………………………………………………………………………………….

Contract to Close

The Offer
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Start at the bottom: First, share all the good things about the offer and save the price for 
last. Once you tell them the price, they don’t listen to anything else.

Stay neutral: When you present the price, keep all emotion and inflection out of your 
voice. Simply say, “The price they are offering is X.” Then be quiet!

The seller will respond in one of three ways—Be prepared for each:

SELLER WANTS TO … SOME POSSIBLE RESPONSES

1. 
ACCEPT 

THE OFFER

“Congratulations! I’m excited for you! I’ll get to work 
right away on bringing this transaction to a close.”

• _________________________________________

• _________________________________________

2. 
COUNTER 

OFFER

“I agree this offer is not in your best interest. We can 
counter, but not if we want to sell the house right now. 
I am sure you know that when we counter we have 
released them from their contract and they have to 
decide all over again if they want to buy it.”
• _________________________________________

• _________________________________________

3. 
REJECT 

THE OFFER

“Mr./Mrs. Seller, I realize that this is not the number 
you were hoping for. Think about this: at least they 
are making an attempt to work with us. Let’s talk 
about what we can do to put this together.”

— OR —
“Mr./Mrs. Seller, my recommendation is that we sign 
the offer and sell the property. Let me ask you to 
consider this: is it worth risking the sale to see if we 
can net a couple thousand more? Wouldn’t it be better 
to sign and sell so you can (state their motivation)?” 

— OR —
“Yes, we might get other offers; however, at this point, 
we have been on the market X days and this is the only 
offer we have had. Usually, the longer the home is on 
the market, the lower the offers are.”

•_________________________________________

•_________________________________________

Presenting an Offer
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Multiple offers that may result in a bidding war are typically good news—Just be sure 
to handle them correctly in order to avoid any potential issues.

Leave the decision to the seller. Present each and every offer and fully explain the 
pros and cons; but be sure they make the final decision. 

Accept 
the “best” 

offer

PRO
Sellers can start the closing process, 
secure in the knowledge they have 
alternatives if this one falls through.

CON
Sellers may feel that jumping at an offer 
may mean missing out on a better offer, 
especially if it is lower than expected.

Reject 
the 

offer

PRO Sellers may get better offers—Consider 
asking all to come back with best offers. 

CON Buyers who feel they have made a fair 
offer or can’t go any higher may walk away.

Always confirm with the seller that they wish to notify the buyers’ 
agent of a multiple offer situation, as disclosure is their decision.

It’s the agent’s job to point out the options when multiple offers come in:

Prepare an updated CMA and present to the seller as part of 
the process. This will help to keep the focus on current market 
conditions and pricing.

Handle Multiple Offers
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Getting your seller and the buyer to come to agreement on the offer is a major hurdle … 
but the race isn’t over yet. A significant number of transactions still fall apart in the 
Contract to Close phase—To make it across the finish line with your sellers, be proactive 
to minimize the risk of fallout.

1. KNOW THE COMMON PITFALLS
What can go wrong, will go wrong! Here are areas where you need 
to pay special attention:
•  Inspections and Repairs

•  Appraisals

•  Contingencies 

•  Deadlines

2. GET AHEAD OF THE GAME
When you set expectations upfront, you can avoid meltdowns that 
derail the process:
•  Educate your sellers on the customary processes and timeframes.

•  Know your sellers motivations and where they will/will not flex.

•  Where possible, have contingency plans in place.

3. BE A COMMUNICATOR
Never assume the seller, co-op agent, or vendors are dotting their 
i’s and crossing their t’s …
•  With your seller

•  With the co-op agent

•  With vendors

•  With other closing parties (loan officer, title representative, attorney, etc.)

The Transaction Process
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THE 
ISSUE

POTENTIAL 
SOLUTIONS

WINNING 
COMMUNICATION

IN
SP

EC
TI

O
N

 A
N

D
 R

EP
AI

R
S SURPRISES

Consider arranging 
for your sellers to get 

a pre-inspection

Explain the benefits to the seller: “You will 
be able to plan for any eventual expenses and 
can even make the repairs in advance—This will 
make your house more appealing to buyers.”

PAYMENT
In the contract, 

pre-negotiate limits 
on repairs

To the co-op agent: “To avoid any 
complications later, let’s agree on a 
range for repairs upfront.”

TIMELINE Recommend 
dependable vendors

To the seller: “I can recommend any 
one of these vendors. They have done 
reliable work in the past.”

AP
PR

A
IS

AL
S

LOW HOME 
EVALUATION

Find out who the appraiser 
is and share all your data 
and research from your 

CMA

To the appraiser: “To be of assistance, 
I’m happy point out any features that could 
impact value, and let me know if you’d like 
me to share my data on the property.”

C
O

N
TI

N
G

EN
C

IE
S PURCHASE 

CONTINGENT 
ON SALE

Take back-up offers!

To the seller: “We’ll keep your house on the 
market and accept other offers until we know 
the buyer has sold.”

To the co-op agent: “Please keep me informed 
as to the sale of the buyer’s house—We’ll keep 
the seller’s house on the market and accept 
other offers until then.”

TITLE Do a title search early 
in the process

To the seller: “I’d like to do a title search. 
That way, if there are any surprises, we 
have time to take care of them.”

D
EA

D
LI

N
ES

CLOSING/ 
MOVE-IN 
DATES

Build in flexibility when 
negotiating the dates

To the seller and co-op agent: “To account for 
any unexpected events—delays with movers, 
for example—let’s build in some flexibility 
around the dates in the contract.”
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If your seller attends the closing (this differs by state) be sure they understand the 
process and walk them through the documents they are signing. Also prepare them 
for the fact that any in-person meeting with the buyer may open up tense 
conversations or last minute requests from the buyer. 

You should attend your seller’s closing as part of your fiduciary duty—Protecting your 
client’s best interests means seeing the transaction through to the end. 

It also sends a clear message to your client that you have been there for them at 
every step and are deserving of their repeat and referral business.

CONGRATULATIONS 
ON CLOSING YOUR TRANSACTION!

The end is just the beginning! When you continue to provide service and build the 
relationship, your sellers can be the source of referrals and future business.

We will learn to set up systematic campaigns to 
anchor your top-of-mind position with both sellers 
and buyers in Build With Buyers.

The Closing

Client for Life
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You have achieved so much in just one day! Mark off your accomplishments, 
and if you are not fully confident yet, jot down your next steps to get there.

YES! NOT YET…

I want to last… 
so I am focused on listings!

The path I am on is the Seller 
Path to Profitability.

Prequalification gives me the intel I need 
to tailor a presentation specific to my 
seller prospect’s needs.

My pre-list packet preps the seller for 
what’s to come.

My listing presentation is customized to guide 
the seller to only one conclusion… 
I am their listing agent!

My marketing and servicing systems have two 
goals: sell the house and bring me leads!

Fiduciary duties are my watch word—
I represent my seller faithfully and guide 
them to a win-win sale.

The end is only the beginning… 
after the close, my clients are for life.

Mark Your Accomplishments
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The Right Attitude
The only thing standing between you and your goals are the activities in your Double Play.

Every day, self-doubt, inertia, and the inevitable challenges of life will do their best to stop 
you from getting those activities done—But, with the right mindset you can power forward.

Strike a Pose—
A POWER POSE
Research has demonstrated 
that striking a Power Pose
—for as little as two minutes—
can change your body chemistry, 
infusing you with confidence 
and power, and impacting 
the way you do your job and 
interact with other people.

It’s easy!
Stand tall. Legs wide and 
firmly planted. Chin up and 
shoulders wide. Channel 
your inner superhero as 
you say your affirmation! 

To learn more about the 
Power Pose, check out 
Amy Cuddy’s TED Talk 
at www.ted.com. 

Affirmation
Success is my destiny! 

My goal is ____ deals and I will achieve it! 
I am the guardian of my goal and I am unstoppable in my pursuit!

My Affirmation
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Enter today’s results against your goal in REScoreboard.com

RECORD ACTIVITIES
Contacts are worth 1 point, 

Appointments are worth 5 points 
for the Training Leaderboard

RECORD 
CONTACTS

RECORD
APPOINTMENTS

MY DOUBLE PLAY 
DAILY GOALS TODAY

____ # CONTACTS

____ # EVERY DAY

Log into 
REScoreboard

Track Your Results
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………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

……………………………………………………………………………………………………..

What did you learn today that you never want to forget?
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MAKE YOUR CALLS. REACH YOUR GOALS.
 Set a contact goal.

 Make your calls.

 Update REScoreboard.com with your contact 
and appointment numbers.

Time needed: Based on your goals

ACHIEVE



Among the best things about being an independent real estate sales associate is the freedom to run your business your own way. Through your 
day-to-day decisions and client interactions, you are the architect of your success.

CENTURY 21® Real Estate LLC/ ReaLearning Succeed Through Sellers was created to take advantage of key insights from top performers. We 
have carefully studied and assembled this information in order to share their expertise with you. This material contains the best practices of elite 
real estate professionals. But what you do with it in your business is up to you. Our hope is that it informs and inspires you to integrate these 
powerful models into your business to succeed at their level and beyond.

Here’s to your unlimited potential.

Please Complete the Evaluation

www.C21evals.com


	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	Slide Number 17
	Slide Number 18
	Slide Number 19
	Slide Number 20
	Slide Number 21
	Slide Number 22
	Slide Number 23
	Slide Number 24
	Slide Number 25
	Slide Number 26
	Slide Number 27
	Slide Number 28
	Slide Number 29
	Slide Number 30
	Slide Number 31
	Slide Number 32
	Slide Number 33
	Slide Number 34
	Slide Number 35
	Slide Number 36
	Slide Number 37
	Slide Number 38
	Slide Number 39
	Slide Number 40
	Slide Number 41
	Slide Number 42
	Slide Number 43
	Slide Number 44
	Slide Number 45
	Slide Number 46
	Slide Number 47
	Slide Number 48
	Slide Number 49
	Slide Number 50
	Slide Number 51

