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Worlds Greatest Listing Presentation

You are in charge of the process…the seller is in charge of the decisions!

1. Pre Listing Interview

· Decide if this will be a 1 or 2 call listing presentation

· Explain the Process to the Seller

· “Here’s what happens next…”

· “Will that work for you?”


2. Pre Listing Package Delivered 

· Check to make sure it has current and relevant information

· Customize marketing plan based on seller interview

· Staging/Pricing Video included based on seller interview

3. Prepare CMA

· Sold/Actives/Expired/New Homes

· Pricing History & Days on Market

· Absorption Rate - How long will it take to sell this house?

· How many months supply of this price range are on the market?

4.  Meet with Self

· What is the Seller’s most important objective?

· What does the seller think is their most important objective?

· What do I know about the seller? (FORD)

· What are 3 things the seller is looking for in a REALTOR®?

· What are the objections they may have listing with me?

· What are the problems with the property?

· What are my strategies to handling their objections?

5. Arrival

· It is a Job Interview!  One of the most important things you can do for the seller is dress up!

· The first 5 minutes will set the stage for everything that follows!

· Build Rapport – FORD

· Review their needs

· Establish Common Goals

· Set the Agenda 

6. Qualify the House: The Property Inspection

· Ask the sellers to tell you the most salable features

· Discover problem areas with the seller

· Have your tool Box

· Show your professionalism by offering suggestions for marketability

· Painting, cleaning, repairs etc.>

7. Qualify the Seller

· Do they have a gap between what they have and what they want…and are they willing to do what it takes to close that gap?

8. Close on the Pre Listing Package

· Your presentation continues at the kitchen table (one step)….or in the conference room at your office (two step)!

9. Pricing the house is a separate issue.

· “My mission is to help you get to where you want to go on time.”

· “Would you like to see the odds of selling your house?”

Pre-Listing Interview

1. Name:  ______________________________________________  

2. Property Address:______________________________________

3. Mailing Address:_______________________________________

4. Owners/Decision Makers:________________________________

5. Phone #_________  (B)__________ (C)_________ (F)________ 

a. E-Mail______________________________

6. Why are you selling? ___________________________________

7. When do you need to move? _____________________________

8. Describe your house for me:  

· Beds____________ Baths___________ 

· Sq. Ft.__________ Style ___________

· Lot size__________ 

9.  How long have you owned your home? __________________

10. What sold you on your home? _________________________

· What features do you like? _________________________

11. Have you done any updating to the home since you bought it?

_____________________________________________________

12. What do you owe on the property? ______________________

13. What are 3 things you are looking for in a REALTOR®?

1. ________________________________________

2. ________________________________________

3. ________________________________________

14. Are you interviewing any other brokers for this job? _______

Who? ____________ When? _______________________

15. Have you considered selling the property yourself? ________

16. How did you get my name? __________________________

17. Explain what happens next: __________________________


One Call ___Two Call ___Prelisting Packet ____________

18. Set appointment: Day_____ Time_______ Place__________
Pre-Listing Package

Include anything and everything that will make the seller hire you!

Information on You

· Letter of Introduction 

· Personal Brochure

· Third party testimonials

· Copy of your last 50 transactions

· Copy of your Web Site

· 10 Questions every Seller should ask before hiring a REALTOR®

· Personal References and Resume

Information on Your Company

· Market Share

· Sales Records

· Awards

· Copy of your company web site

· Reasons to List with me/company

· Company Comparison Chart

Information on the Market  

· Articles about Real Estate

· Absorption Rate

· Appreciation Rates (www.ofheo.gov)

· NAR Relocation Report

· eNeighborhoods Report

Samples of Marketing

· Marketing Plan 

· Copies of your Advertisements

· Listing page from REALTOR.com

· Personal Web Site listing page

· Just listed/Sold Card 

· Service Guarantee

Getting the house ready to sell 

· Information on Pricing 

· Dangers of Overpricing

· Staging your house to sell

· Helpful Hints to sell your Home

· Remodeling Information

· CLUE Report

Information about Selling

· Listing Contract with commission rate included

· Sample Sales Contract

· Net Proceeds Sheet

Homework for seller 

“Please have these items ready for our review when we meet to help save you be time and make the process more efficient.”

· Sellers Property Disclosure

· Lead Based Paint Disclosure

· Home Warranty Information 

· Loan Information

· Copy of closing documents

· Utility bills for the last year

· Loan Verification Request Form

· Homeowner’s Association Information

· 2 Keys

My mission is to inspire and educate 1 million people by January 1, 2010.

For additional inspirational material, downloadable audio and print library, purchase products and learn more about Zan Monroe, visit his web site at

www.ZanMonroe.com
This entire presentation including interactive excel absorption rate spread sheets can be downloaded for your use at www.ZanMonroe.com
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