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How do you ensure that potential sellers 

feel they can trust and relate to you 

during the first interaction?



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 

Save the seller money & guarantee an incredible outcome



Initial Consultation & Property Assessment 

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

● Gather comprehensive property details and assess client's 
market knowledge with a survey.

● Utilize DISC profiling to tailor your approach to each 
client's communication style

● 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?

@heathermurphyrealtor

2024 YTD

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

Heather Murphy Group - Savannah, GA



Get Heathers Checklists 



Listing Appointment Preparation 

Phone Transcript: Upload to AI

I’m uploading a call transcript with a potential listing client. 
Please identify the client’s personality profile and 
communication style, paying attention to any preferences, 
pain points, or priorities they mention. Also, provide insights 
on any specific objections, reservations, or motivations they 
expressed that I should address. Offer tailored strategies to 
help me build rapport, present my services in a way that 
resonates with them, and address any unstated concerns that 
may impact their decision.

2024 YTD

16  closed 

2 active listings

$9,732,975 in volume

Kristi & Merrill Jencks - Gilbert, AZ

@kristijencks & 
@merrill.jencks



Email & Text Communication

Please analyze the client’s personality and communication style based on the 
following email and text exchanges to help me adapt my approach. Here are the 
copies:

● Email Samples: [Paste email text here]
● Text Message Samples: [Paste text exchanges here]

Based on these messages, please identify any personality traits or preferences in 
how they communicate. Specifically, I’d like to know if they appear to value 
efficiency, detail, relationship-building, or show signs of being direct, hesitant, or 
curious. Any additional observations on their tone, responsiveness, or word 
choice that could help me improve my approach during our listing appointment.



Gather Intel from Social 

"Analyze my client’s social media profiles to identify any insights about  their 
lifestyle, values, and preferences. Here are their profiles and/or observations 
I’ve noted about them:

Social Media Profiles/Links: [Provide links here]

Observations: [e.g., noted interests, family details, types of posts they 
frequently share, or specific interactions related to lifestyle or hobbies]

Please summarize any patterns in their interests, values, or preferences that 
would help me tailor my listing presentation to their personality and priorities."



Build the Presentation
"Using the emails, texts, phone call transcripts, and social media details I’ve provided, please 
summarize the key insights about the client’s personality, communication preferences, and any 
values or priorities you can infer. Here’s what I’d like you to cover:

1. Personality Profile: Summarize the client’s personality traits (e.g., detail-oriented, results-
driven, relationship-focused, etc.) based on their communication style and content shared.

2. Communication Preferences: Describe their preferred style of communication, such as direct 
and efficient, informal and friendly, detail-oriented, or high-level.

3. Emotional or Motivational Cues: Identify any values, motivations, or concerns you can infer that 
may influence their decision-making or expectations for the listing process.

4. Approach Recommendations: Provide actionable steps on how I should adjust my approach 
during the listing appointment to best accommodate their personality and communication 
preferences. This could include recommended tone, level of detail, pacing, or specific 
techniques to build rapport and address any concerns.

Please include any other observations that could enhance my understanding of the client and 
optimize my approach to ensure they feel heard, valued, and understood during the appointment."



Build Your Presentations with AI



Pre- Listing Appointment Email 

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

● 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.

● Sellers watch the videos, learn her personality before 
meeting, and hear her knowledge. This helps create 
rapport before she shows up.

● Custom video intro with trackable links allow her to see 
what they engaged with.

@therealestatechicks

Kristine McKinley - Orlando, FL

2024 YTD

● 46 Closed & Pending
● $23,400,000 Vol
● 5 active listings 



Get Kristines Template
Kristine McKinley - Orlando, FL

@therealestatechicks



The Tour

● 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:

○ Language “When you list with me…”

○ Share Examples - Making the bed…

○ Language “What this means to you is…”

Ali Thompson - Temple, TX

@alithompsonhomes

2024 YTD

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



Did you notice…..

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



The Numbers
Slocum Home Team - Warwick, RI

@slocumhometeam

2024 YTD

● 153 closed & pending
● $65,080,024 Volume
● 8 Active listings



The Numbers

@slocumhometeam



Marketing 

Slocum Team - Warwick, RI

@slocumhometeam



Melissa’s Listing Framework:

1. Condition
2. Location 
3. Price
4. Exposure

2024 YTD
● 20 closed and pending
● 4 active listings
● $24,203,500 volume
● $4,1576,000 active 

listings volume

Case Studies 
Melissa Pilon - Los Angeles, CA

@melissapilonhomes



Frame it  & Name it

Brand Identity & Differentiation:

● A unique name sets your system apart, making it memorable. Helps you 
stand out in a competitive market.

Credibility & Trust:

● Naming your system signals a professional, structured approach and 
instills confidence, making clients more likely to trust your expertise.

Scalability & Ownership:

● A branded system enhances your authority & is easier to scale, replicate, 
and market consistently across platforms.



Guarantees
Slocum Team - Warwick, RI

@slocumhometeam



@joanmpratt

● Communication Seller Reports & Calls

○ 24hrs or $100 cash

● Professional Service Agreement

○ Clear scope of work 

● Honest Presentation 
○ No wild promises

● Qualified Buyers
○ Honor the seller's time

Guarantees
Joan Pratt - Castle Rock, CO

2024 YTD

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



Ask for the business
Melissa Pilon - Los Angeles, CA

@melissapilonhomes



Listing Appointment - Go for the Close
Slocum Team - Warwick, RI

@slocumhometeam



Did you notice…..

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



We’re missing an element…



Mindset Check:

Where’s your head at? 

What about your heart?

Are you just focused on your wallet?

Pre-Presentation Routine:

Scripts & Role Play & AI

Checklists

Best Practices for Showing Up:

Arrive early, but don’t park in the driveway.

Greet everyone warmly, including pets.

Look your best—dress professionally and appropriately for the market.



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

Your new secret weapon - The LOVE Concept

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

● Develop a compassion to serve that is greater than the 
compulsion to survive. 

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

● I will anticipate the good -- even during the bad.

● Don’t let the negative few overrule the positive many.



Get the Resources

To get the resources, head on over to my Instagram and DM me “ROAD MAP” 

@kristijencks





@KRISTIJENCKS

Helping you show up with competitive value and confidence 

Kristi JENCKS


	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5: Be on the lookout for how these agents:
	Slide 6: Initial Consultation & Property Assessment 
	Slide 7: Get Heathers Checklists 
	Slide 8: Listing Appointment Preparation 
	Slide 9: Email & Text Communication
	Slide 10: Gather Intel from Social 
	Slide 11: Build the Presentation
	Slide 12: Build Your Presentations with AI
	Slide 13: Pre- Listing Appointment Email 
	Slide 14: Get Kristines Template
	Slide 15: The Tour
	Slide 16: Did you notice…..
	Slide 17: The Numbers
	Slide 18: The Numbers
	Slide 19: Marketing 
	Slide 20: Case Studies 
	Slide 21: Frame it  & Name it
	Slide 22: Guarantees
	Slide 23: Guarantees
	Slide 24: Ask for the business
	Slide 25: Listing Appointment - Go for the Close
	Slide 26: Did you notice…..
	Slide 27: We’re missing an element…
	Slide 28
	Slide 29: Your new secret weapon - The LOVE Concept 
	Slide 30: Get the Resources
	Slide 31
	Slide 32

