Listing Presentation

What is a listing
presentation?

What does it look
like?

What does it
sound like?
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Listing Presentation

Basic Structure of a
Listing Appointment

Approach, Demonstrate, Negotiate,
Interview Validate Close

Discovery! Analysis! Confirmation!
Ask questions Ability to Close Questions
Tour the property Logistics Clarifications
Determine goals Timing Objections
Previous Experiences Marketing/USP Satisfy

Expectations Valuation/Stats/CMA Ask
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Lots of presentation tools...
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What rea//y sells a listing?
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Listing Presentation

What really sells a listing?
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Listing Presentation

You've got to

have a
conversation
about how the
process works
and how
prepared they
are to SELL...
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Llstmg Presentation

Develop Your
Home Sales
information
questionnaire:

What things are most important to you
about your home right now?

Were schools important? Which ones?
Where do you want to live? Why?

What was it about this home that made
you buy it? Why?

When do you want to move out? Why?
What don’t you like about this home?
Where do you work?

When is the best time to show your home?

If a buyer offered you full price for your
home today, is there anything that would
keep you from accepting it?

Is there anyone else involved in the
decision making process?



Listing Presentation

Basic financial
oriented
questions...

Including taxes & insurance, what is your
monthly payment?

Are you currently late on any payments?

How much do you owe? One mortgage
or two? HELOCQC?

What price range are you thinking about?

How much cash are you expecting at
closing?

Have you considered renting?

Consider the consequences of a vacant
home.

Do you have any pre-payment penalties or
repayment restrictions?






Listing Presentation

* Let’s inspect while we tour
your home — what are buyers
The H?me going to see?
lnspectlon e An inspector mostly looks for
Process... what’s wrong and can
overlook what’s right

» Consider the market as you
consider repairs or
Improvement costs

* Consider a Home Warranty




Listing Presentation

Services and
Benefits | i
provideasa
Listing

Broker...

|
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Comparative Market Analysis
Estimated Costs of Sale

Secure Access to your home
by other licensed professionals

Advocacy/Representation in
the transaction

Navigation of the process
Negotiation skills

Resources for lenders,
inspectors, tradespersons, etc.
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References
and
testimonials...
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Why do | pay the
commission???

* Explain to your client how commissions work. You’'ll be
amazed how many people don’t get it.

» Traditionally the commission is paid by the Seller and
the listing broker ‘cooperates’ with the selling broker.

* The Buyer can or must pay if the Seller isn’t offering a
co-op amount that you (the broker) will accept.



Listing Presentation
If 1 will...

» Engage with you to determine

OkaY, let’s your specific wants, needs, and

goals...

agree. e « Make my best effort to help you
sell your home and meet your
wants, needs, and goals...

* Commit my time, my technology,
my relationships, and experience
to help you-

» Continue to work for you until we
sell your home or you tell me to
stop...




Listing Presentation

Okay, let’s
agree...

Will You...

e Be honest and truthful
with me...

e Let me know if your plans
or goals change...

 Tell me what you like and
dislike about the way
your home is being
marketed...

 Tell me if you feel you
need to talk to another
agent.
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Listing Presentation

Carpet Cleaner, Glass Company
Helpful Plumber, Handyman, Electrician
Heating & A/C, Home Inspection

Resource. Lenders, Roofers, Sprinkler
Information... repair/blow-outs

Painters, Landscapers, Movers
City resources

Emergency numbers

Utility Companies

Current articles on mortgage rates
Market statistics
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Sample
listing
agreement...

printed portions of this form, e rentiated ad have been approved by the Colorado Real Estate
(Mandatot )
THIS IS A BINDING CONTRACT. THIS FORM HAS IMPORTANT LEGAL CONSEQUENCES AND THE PARTIES
CONSULT LEGAL AND TAX OR OTHER COUNSEL BEFORE SIGNING.

Compensation charged by brokerage firms is not set by law. Such charges are established by each real estate brokerage firm.

DIFFERENT BROKERAGE RELATIONSHIPS ARE AVAILABLE WHICH INCLUDE BUYER AGEN SELLER AGENCY, OR
ACTION-BROKERAGE.

EXCLUSIVE RIGHT-TO-SELL LISTING CONTRACT
[JSELLER AGENCY [ TRANSACTION-BROKERAGE

Date:
e brokerage services to Seller. Seller agrees to pay

BROKER AND BROKERAGE FIRM.
. Multiple-Person Firm. If this box is checked, the individual designated by Brokerage Firm to serve as the broker of
nd to perform the ser for seller Listing Confract is called Broker. If more than one individual is
signated. then references i Seller Listing Confract to Broker include all persons so designated, including substitute or
additional brokers. The brokerage relationship exi: nly with Broker and does not extend to the employing broker. Brokerage
e Firm who are not so designated.

2. irm. x is checked. Broker is a real estate brokerage firm with only one licensed natural person.
References in thi: r Listing C t to Broker or Brokerage Firm mean both the licensed natural person and brokerage firm

who serve as the broker of Seller and perform the services for Seller required by this Seller Listing Contract.

3. DEFINED TERMS.
3.1. Seller:

3.2. Brokerage Firm:
3.3.
34,

Seller in vacated streets and alleys adjacent thereto, except as herein excluded.
3.5. Sale; Lease.
or exchange of any interest in the Property or the voluntary creation of the
including a contract or lease. It also includes an agreement to transfer

r to negotiate leasing the Property. Lease of the Proper
1ler and a tenant to create a tenancy or leasehold interest in the Proper
ting Period of this Seller Listing Contract begins

continues through the earlier of ( f ro (. and

itten extensions (Lis a ale or Lease for which
compensation is payable to Brokerage Firm under f

3.7. Applicability of Terms. A check
or the word “Deleted” me:
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