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What Do the Best Listing Agents have in common?

® SPEAKER BUREAU



Be on the lookout for how these agents:

Build rapport, create trust, and make it fun or easy

?% Show competency, Reduce stress, and save the seller time

P
\./ Save the seller money & guarantee an incredible outcome

@kristijencks
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Listing Agent Lineup

Melissa Pilon

Los Angeles, CA Kristine McKinle Heather Murph

Orlando, F ] ‘ Heather Murphy Group
Savannah, G /4

Y.

ik
/// g

~

Joan Pratt

Temple, TX Castle Rock, CO

@kristijencks



How are you showing up?



Initial Consultation & Property Assessment

AliThompson - Temple, TX

@kristijencks

Phone consultation - go over motivations, timeline, and

improvements to home.

Start building rapport immediately

Gatherintel on EVERYTHING

(@)

(@)

(@)

(@)

Prepare the Pre CMA & Create Launch Box with Goodies

MLS History, County History
Find them on Social- Likes Dislikes
Kids, Pets, affiliations

Neighborhood

@alithompsonhomes

2024 YTD

37 Closed & Pending
1 Active listings
$24,344,900 volume

® SPEAKER BUREAU




Get Ali's Checklist

Ali Thompson - Temple, TX

Arrival - walk up to the property actually taking note of the exterior looking at the home, exuding

positive energy and smiling.

Greetings to the Sellers.

Greet kids and introduce myself to them directly. Comment on their toy, dress, something the

kids may be interested in - Love Concept. @alithompsonhomes
Greet animals.

Compliment the Seller’s clothes, hair, house decor.
Tour home with Seller's making note to listen to their Pre-Listing Checklist
rooms. These are good hints also to identify what the
challenging issues with the home/property. Client Intake Form over the phone

When the tour is over, gesture towards the kitchen taf Research Home on MLS for any previous sales and review pictures, condition, etc.

While discussing items in the Launch Box, this would Review County Tax Assessor records o insure taxes are current and review any other details
me. | explain the services | offer with each listing, sta about ownership.

advertising, my LED Sign on the busiest streets in toy Research Seller on all social media outlets to determine likes, kids, pets, any affiliations,
recognized as an Agent that other Agents appreciate dislikes, etc,

Explain CMA showcasing Active, Pending & Sold. Sh Create Listing Package to include Market SBox with listing prep brochure, About Ali brochure,
i.e. pricing, staging, pictures. Coffee Gift Card, CMA.

Move to discuss pricing strategies.
| like to give them time to think and discuss with their spouse if not present.

| tell them | look forward to selling their home and that I'll be sending Listing Agreement and
Disclosures over to complete.
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Initial Consultation & Property Assessment
Heather Murphy Group - Savannah, GA

@kristijencks

In-depth phone interview looking for client needs, goals,
and timeline

Gather comprehensive property details and assess client's

market knowledge
@heathermurphyrealtor

Utilize DISC profiling to tailor your approach to each B

client's communication style 127 closed & pend listings

104 closed & pend buyers
12 active listings
$84,967,667 in volume

Helpful marketing questions:

What attracted you to this home when you bought it?

What is your favorite feature of the home?
What do you like most about your neighborhood?
What are some nearby attractions and amenities?
What would you change about the home?

@ SPEAKER BUREAU
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Get Heathers Checklists

Heather Murphy Group - Savannah, GA ﬁ
|

LISTING CHECKLIST
LEAD SCURCE REFERRAL COMMISSION (§ or %)
Froperty Address MLS#
City/ State/ Zip Property Type LIST PRICE_ _ LIST DATE _
CLB# Shackle Code COMMISSION % | SELL BUY} LOAM  COMV CASH FHA WA USDA 1031
Agent Client
LISTING ACTION PLAN PROPERTY ADDRESS VAGANT OCCUPED
= 3 b
Pheoto House  Dabe/Time Showing Tims Updated SELLER &1 P E
Praitegraphy « PHOLos RV o e cee = e Added ta Coop Campendation Shiet
Epnm Zestimate (prior to activating listing] EL sting Docs W' Brochune to Seller SELLER 2" F E
Install Lockbox and Sigr Cammand- Listing Docs Submitted
TE OF PUR T COMTACT MET TEXT A
[Juisting Agreemant, MLS Form, Lockbax Form [JecomTown (Add Client to datsbase) DATE CF PURCHASE BEST CONTACT METHOD BALL - TEX EnAL r
[Jpre-shom Agreemsent (F258) [Jemail MLS ta Buyers Agent PHOTOGRAPHY STANDARD FLOOR PLAN VIRTUAL STAGING 30 TOUR DIRCHE
[JPre-sharm Agreemsent to Pre: Shaw group teat [CJupdate Clierit List e ol Sabers on te | - - - — — S
| Juisting Drescription Approved by Agent [C]property Infermation Shest Attachad o TS Iy o W 0 Wiy Bing o decaamad et ou B B ough o
ABAD Vasant Decupied A you devorred of going Teough a devorce? YES" MO " P vorTe Beal T VES MO
ESI’:III:F} Digcicaune EE;H Sheet Updated ba pespary dn i weee? YE3 MO Arg you I baakaegacyt VER WO
] community Association Discesiusne [Juead Sounce Are pous alingennt cr/missed iy mengaQe paymens?  YEB HO Are you dalingemn on HOA dosr? YE3 MO
I:ILE-II.‘.- Buaad Paint Disclosure (built prier 1978) Dprvl'erred Contact Method Ara there sy beres on progety T TES e Are you & LS clien? TES N2
[IMLS tnpsit ¢ Priet Full View for File [Jopen viouse ¥ B Daze Timse . R
[ ddied to Gt MLS/HABR (If appaicable) J5end Review Request Email (24-48 nes aser ming inis) 5F VERIFIED vis MO OPEN HOUSE PREFERRED DAWYITIME
Dﬁm:'{liu-oi Uploadied 1o MLS Dtnn'f of POA (if applicable) # BEDROCMS BATHROOMES YIS WD FRI JPM-SPM APMAEM
[ JLegat Description Uploaded ta MLS [ JLand Piat/Survey {no sctive lsting urtil received) . s TP 2P
[ JLockbox - Supra (Add Key Box) [ Juana PatiSurvay (no active ksting until received) u FUN 1PL-IPM IPM-PM
MARKETING ACTION PLAN MASTER LOCATION MAIN LEVEL 2% LEVEL S LEVEL
[ Jverity Syreication 2o Trs, Restor com, Homes. com FORMAL ROOMS DRING LIVING A
[ Iwebsite Links Emaited to Client ;24 oy L FIREPLACE . Na “ELECTRIC GAS “WOOD BURNING
ITEMS AT PROPERTY [(DISCUSS WITH CLIENT CONCIERGE)
[ Jcombo Box Instatled  Location of Box Rernawved j S L
EA-r Frashners Installed  How Many Ramovid 7 HEATING UNITS ELECTRIC GAS
5 It Instalied ] ed
I:Itl?:":t _:":u::’f:J QZ' - # COOLING UNITS ELECTRIC  GAS
i ¥ L
WOTES ¥ WATER HEATERS ELECTRIC GAS
SHOWIMNG APPOINTIIENT YES ] SHOWING ROTICE
SHOWIMNG RESTRICTIOMNS YES* WO DAY, “TIMES
PET AT SHOWIMNGS YES L)




Pre- Listing Appointment Email with

Kristine McKinley - Orlando, FL

e 90% of sellers will click on the links and study the videos
and photos

e Youtube channel - has all property tours & 78 1-minute
videos of trips and tricks (Chick Chat episodes), and many
other videos about neighborhoods and local data

@therealestatechicks

e Sellers watchthe videos, learn her personality before 2024 YTD
meeting, and hear her knowledge. This helps create e 48 Closed& Pending
rapport before she shows up. e  $23,400,000 Vol

e 5activelistings

e (Customvideo introwith Trackable Links allow her to see

what they engaged with.

ristijencks
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Kristine McKinley - Orlando, FL

Thank you for your time on the phone today.

We like to send a "snippet” of information about our team, WHO we are and HOW we have efficiently sold homes in the Greater Orlando area since
2004. Please know we will go over our experience and processes in much more detail when we meet at your home _ at

Experience

"Full Service" Service

Tried & True by the Community

Expert - Marketing, Negotiating, and Communicating

Professional HDR photography

Professional video of the home if applicable like this one

Personal property website via OrlandoRealEst: hicks.com

Buyer database "matching” program that matches your home with thousands of buyers who have registered on our website
Mega open houses will be used to market your home on the first weekend on the market. This has yielded the best response.
And 17 other important marketing items we will go over at our appointment




Pre- Listing Appointment Email with m

Joan Pratt - Castle Rock, CO

) Things To Consider When Selling Your House

SELLING YOUR HOME
% -
- - -

©) Comparative Market Assbysis

YOUR HOME'S COMPARABLES 3
5
X "}

@joanmpratt

2024 YTD

e 35Closed & Pending
e $29,197,039 Volume
e 13 Active listings




Pre- Listing Appointment Email with

Heather Murphy Group - Savannah, GA
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Did you notice.....

Build rapport, create trust, and make it fun or easy

@ Show competency, Reduce stress, and save the seller time

g
\/J Save the seller money & guarantee an incredible outcome

@kristijencks
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Listing Appointment - The Tour

AliThompson - Temple, TX

@kristijencks

Be Early & “exude positive energy and smile”

Greet the Sellers find something to genuinely love and

compliment about the home, the seller, the decoration, etc.

Tour the Home take notes listen to their descriptions the
positive and potential negative

Sit at the TABLE & go over the Launch box
o Language “When you list with me...”
o Share Examples- Making the bed...

o Language “what this meanstoyouis...”

® SPEAKER BUREAU

@alithompsonhomes



Listing Appointment - The Numbers

Slocum Home Team - Warwick, RI

TODAY’'S MARKET
CONDITIONS

Do you know what'’s going on with your local
real estate market?

MONTHS OF INVENTORY

A key motric that helps to understand the balance
between sapply and dessand in the housing market
It's & valuablea16al for gauging the tedy
flo markot, helping both buyers an

make indormod decisions.

Actve Listiegs

M. Sales pr¥tonty

UWoemhs of lesentory

INTERPRETING THE NUMBER:

Sellers Market {1-3 Months

This means thete are fewer homes for sale relative to the

numbser of buyers, which often keads 10 higher peices and quicker sales.

Balanced Market [4-6 Months

not sellers.

s [ackol (G+ Menths

Markat is neither heawily favering buyers

This scenarso indicates that there are more homes for sale

than there are buyers, which can lead 10 lower prices and homes staying on the market

longer.

HOW DOES THIS IMPACT YOU?

In 2 seller’s market
demand outstrips supply, and you might
price your hoene more aggressively,
potentiadly cven above the market rate,

858 buyers compete for fewer available
propertes. Comversely, in a beyer's market,
you might need 1o price your home more
compaetively 10 attract interest

Pricng Strateqy

Negotiation Leverage: in a seffer's markat,
you might find yourself in a pesition to
receive mulliple olfers, of even offess
sbove asking price. and you cas negotiate
maore firmiy. In 3 buyer’s markat, you might
have to be more flexible or williog to make
concessions

me: In a matket
with low moashs of inveatory, bomes tead
10 sell faster. ¥ the months of inventory are

Expectations on Sale Time

high, you might need to bo prepared for 2
longer salo process, which can impact your
plans, especially if you're looking to buy
another property or refocate.

Usdetstandng Suyer Behavior In 3 market
with high months of inventory, beyers may
foel less pressured o make quick decisicas|
and might be more iclined to negotiate
aggressively. Conversely, in a mariet

with lowr Inveatory, buyers are often more
mativated to act quickly and decisively

Malaniimham ataanm
Months of inventory Calculator (Simple) o ™ &

Fla T Vs vt Format Deta Took Townsom HNelp

| IONTHS OF INVENTORY ANALYSIS (LISTING BOOK)

DATE 1-¥eb-2) Prapared By Nick Slocum
INPUT DATA ONLY IN FIELDS COOED
IN RED - CRITERIA {0-365)

LOCATION MOS OF INV

NO.MOS  SU
1

ACT L

Target Avea




Listing Appointment - The Numbers

HOW TO PRICE
YOUR HOME

PRICING IS
EVERYTHING
As the pyramid graph
IBustrates, more buyers
porchase thawr propertes
ot market valos rather than
sbove market value,

H15% 4 10%
o t10% SR 0%

MARKET VALUE  60%

PRICING
VS TIMING

Tiesing is extremely
important e the real
estato market The graph
Hlustrates the mparance
of placing your property
o0 the market a1 a realistic
price and termy from the
tegnning

POINT PRICING
STRATEGY

1 PRICE ABOVE MARKET VALUE 2. PRICE AT MARKET VALUE

Pros: ¥ Porfect Suyer s 5ot 3 e vikew o yout ok POt erom of showng Lp b anfiee

~..A..,'r... 5001703 A0e Duyers whe Can MR yous Mo

3 PRICE BELOW MARKET VALUE
o1 Create 2 Desdy smorg Soytrs, ONadeg comoeton
3 A s Lettin NG

OPTIONSTO A %gew®”
SUCCESSFUL SALE

2. OFF-MARKET

0 2 Duyer 3 e

1 ON MARKET

™ vaotoral s ment commer procns ¢f Integ Weca
] seling your prepeny. i witl complons your Ny e aitot
maneigiae T rewsts &

perscruiond Warkese e pepery e Be VLS

g re £xatur kv your Same 1 e wors! N2 The Cmtl I WAL e
nsbes s g 349 opee b
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3. BRIDGE FINANCING

ParS ATy COmpaning 0N I8 Lavy Laock may wralle

4 INSTANT OFFERS
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Listing Appointment - Marketing

YOUR MARKETING PLA

In real estate marketing, there's no one-size-fits-all approach. E
home is unique, and it's our goal to make your property stand o
ensuring it attracts the right buyers and achieves its true value.

Of Course Marketing

Strategic Pricing

Database Alerts fegat Comptial
Zillow.com PROVIDE FEEDBACK

COMPELLING PROPERTY DESCRIPTION =

Personalized Branding &

Cpen Howses MLS 2

Professional Photos &
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Listing Appointment - Marketing

Melissa Pilon - Los Angeles, CA

The Proof is in the Numbers Pricing Your Property
to Maximize Buyer Acttivity

Melissa will sell your S AT .
home faster and for — pilonhomes

most Soffic within the At

. tow weehy of Mt e
more money B e, YTD
compered to the average agent

19 §ON the Sthention

o iterevied buyees and and pending
merme e

00 volume
6 35 DO active
Melissa’s Average Average Days On Pricing is key! o e

Days On Market Market
— o TS s
- 2 n P

Bt

- 22 m .-.::.:-

109% 83.9% , s
Melissa’s List to Average List To \

Scle Price Ratio Sale Price Ratio 2222222

"

@kristijencks

@ SPEAKER BUREAL




Listing Appointment - Marketing
Joan Pratt - Castle Rock, CO e

The J. Pratt Group has a Proven, Repeatable Process for Selling Homes *

1—What is Most Important to You?
- . 4-0ur Exclusive “Buyers-In-Waiting” Program

The Bottom Line-0Qur Goals Are Aligned!

nasnsl  TO get your home... 2 __—)

(oL

v/ for the MOST money
¢’ in the SHORTEST time
v with the FEWEST HASSLES




Listing Appointment - Guarantees

Slocum Team - Warwick, RI

CLIENT
REVIEWS

We pride oursedves on providing a 5-star
customer experience to each of our chients
and our reviews reflect that! See exactly

what people are saying by visiting the == @slocumhometeam

profiles.

Go gle

Reviews

Lly/SocemiTReviews

DAY ~-TO~DAY LISTING

Day-to-day listing agreement means you can
cancel anylime without penalty,

NO HIDDEN FEES )
Have some peace of mind knowing that throughout zillow.com/peofile/SlocumtiomeTeam  [w] -ﬂ}!‘,
the entire process there will be no surprise foes. (254 RC#IGWS)

COMMUNICATION GUARANTEE
We guarantee clear and prompt communication. n faCEbOOk

Making this process as smooth as possidle is cur

#1 priority 1.8 8 8 8 ¢

facedook.com/Slocum1 §
(69 Revuews)

@kristijencks

® SPEAKER BUREAU



Listing Appointment - Guarantees

Joan Pratt - Castle Rock, CO SELLER'S GUARANTEE

WITH THE JOAN PRATT GROUP

e Communication Seller Reports & Calls
o 24hrsor S100 cash

e Professional Service Agreement

s Day), we will pay you $100 cash
Everything stated about Joan Pract and her
HONEST PROCESS 1

Guarantee 71 is a good example, We are not going and factual

eam throughowt these materials bs acourate

o Clear scope of work

GUARANTEE: If amyone can demonstrate that
anvy statement is false, Joan Pratt will dosate
r language. Wheo $500 to your charity of chosce

e Honest Presentation i

Professional Service Agreensent in writing

QUALIFIED BUYERS

Our marketing  systems  and  consumer

GUARANTEE: If at any time we fail to honor that

o No wild promises Agrecencat, we will pay you $360 cash Peghm o N ety i

Best-qualified prospects for your hoow, We

will not ask you 10 leave your home and allow

REALITY BASED SELLING PRICE ws 10 show it to asy Buy they have

e (Qualified Buyers o espdecradop

gonuinely interested in your hooe features

GUARANTEE: If we ever show your home to a

o Honorthe seller'stime oyl s :

affoed your borme™, we will pay you $500 cask

e i advance what will
cccur & will receive ¥ marketing updates
We also set & “target ran the timing of the

successful sale of your home. In many cases, we

@kristijencks

willl sell yousr howme Gaster,

® SPEAKER BUREAU



Listing Appointment - Ask for the business

Melissa Pilon - Los Angeles, CA

Home Seller’s Net Sheet Our Immediate Next Steps

A B e 1 | m} Complete listing paperwork.
T The Esting ogresment is a controct set in ploce o
protect woul. It ersuees that | provide the highest

Frepre ity b Sasha and Ambor Moghodom vl of service while Fulfiling my fidudiary duty to

WO AL
3401 PV DX o Viorcien Batcton P74 reprasant Bt inqurests

@melissapilonhomes
it Waor o [Bitemofoed
i el e Qe JFetarr e

[

Beqin to prepare your home for the market
Lats debenming rext epd bogether

b

Bk Bxcromy P

O Launch your propery.

1

T [ e N [P e e )

Melissa Pilon

DRES DINT4RE

O B B B e e B

Agers
M 2RSSR 8405
maliin plon@compont.com ¢ MELIsA P

B melssoniicohomes




Listing Appointment - Go for the Close

Slocum Team - Warwick, RI

LET'S MAKE LET’S MAKE
A PLAN! A PLAN!




Build the Perfect Listing Presentation

Build rapport, create trust, and make it fun or easy

?% Show competency, Reduce stress, and save the seller time

Save the seller money & guarantee an incredible outcome

® SPEAKER BUREAU






None of this matters if you're not programming

yourself correctly
e Where'syour :7',” at? What about your ? Are just you focused on your 'C‘
? - L —

e What's your pre-presentation routine?
e \What scripts are you practicing?
e Areyou following a checklist to avoid rushing and panic?
e How are you showing up? Best practices...
o don't parkinthe driveway
o Beearly

o greet everyone (even the pets)

stijencks

£ o lookyour best
@ SPEAKER BUREAU



Your new secret weapon -[THeLOVE Concept

Developed by Dr. Jim Parker, founder of Parker University.

Develop a compassion to o "
serve tisgr’eo?erlhon} { If it is to be, it is up to me. ] [ Seeing is not believing... J

the compulsion to survive. ety

To be in harmony with my success, health,
and happiness goals, | must act with love Loving service—my
based upon free will and react with faith first technique.
based upon God's will.
s Y
Love is the magic bullet of healing. | can optimize my mission, talent, and
destiny (MTD) and attract the “naturally right” patients, people, places,
things, events, and situations for me when | love each person as a mother,
father, brother, sister, or child. o
\ -~ %
r >
Success is predetermined by my faith, We see things as we
confidence, and belief in my products, are, not necessarily
services, and ideas. as they are.




The LOVE Concept in Real Estate

There will be people who drive you crazy. There will be difficult clients. How do you
push through? Hold fast to these principles:

e [evelop a compassion to serve that is greater than the compulsion to survive.

e Success is predetermined by my faith, confidence, and belief in my products,
services, and ideas.

e \We see things as we are, not necessarily how they are.
e | will anticipate the good -- even during the bad.
e [Don't let the negative few overrule the positive many.

e Toattract my success, health, and happiness, | will eliminate fear of the

future, worry of the past, and anxiety for the present.
@ SPEAKER BUREAU



Get the Resources

To get the resources, head on over to my Instagram and dm me “[3{0JA\s ] ¢ Vily"
and the social media fairies will send you an instant link.
@kristijencks

o
S 844 5337 1
. P /)
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