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•Ask Great Questions
• Curious what attracted you to this home when you purchased it?
• Any modifications you have made during your home ownership?
• When selling where will you be moving too?
• When did you want to be there?
• Do you have a sale price in mind?
• If you were buying this home today what modifications, if any, would you like to make?
• Any other factors I should be considering when determining value?
• Etc.…

Compile your data to create your pricing presentation - 3 Action, 3 Pending, 3 Sold plus statistical data such as list to sale 
ratio, price per square foot, average days on market along with tax records including loan data, legal owner, etc.
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• Tour the home
Touring the home with the owners is a great way of getting their “story” about the home, that will be useful for telling the 
story about the home and creating content and the description in your marketing plan. Remember, its not about you, its 
about them.

• Build trust and rapport while walking through the home
1. Understanding Their Motivation: "Why have you decided to sell your home at this time?" 
2. Timing: "How soon are you hoping to sell your home?"
3. Expectations: "What are your top expectations from me as your agent?"
4. Communication Preferences: "What is your preferred method of communication and how often would you like to 

receive updates?" 
5. Property Details: "Tell me about any recent updates or renovations you've made to the property."
6. Pricing: "How did you determine your asking price?" 
7. Financials: "Do you have a mortgage on the property, and if so, what is the remaining balance?”
8. Moving Forward: "If we find that the market doesn't support your desired price, are you open to adjusting the 

strategy to match the market conditions?" 
9. Agent Relationship: "Have you worked with an agent before, and what was your experience?”
10. Decision-Making Process: "Who else will be involved in the decision-making process for the sale of your home?"

Knock – Knock & Walk Around
Step 2
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“Real Estate is a relationship business 
built on trust; the commodity is the 

house.”
- Emily Kettenburg

REMEMBER!
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• “Favorite Chair” Syndrome – let at least one of them sit first

•Review your UVP

• 2-3 Sentences

•Share Marketing Exposure
“when listing your home with us – we will be exposing it both locally and globally by…

Sit Down - Why Us & Exposure
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• Market Value Pricing: This approach involves pricing a home based on the current market conditions and comparable 
sales in the area. The key here is the accurate and comprehensive market analysis. For example, if similar homes in your 
neighborhood have sold for around $300,000, pricing close to that amount can attract buyers looking for a fair deal.

• Price Banding: This strategy involves setting a price for the home so that it stands out in a specific price range. For 
instance, if most homes in the area are listed between $300,000 and $325,000, setting the home’s price at $299,000 can 
make it stand out as a better value. It helps to get more attention by being the most attractive in the competitive price 
bracket.

• Listing Above Market Value: Some Sellers chose to list their home above the market rate to test the waters or because 
they believe their home possesses unique features that justify a higher price. For example, a home with recent high-end 
renovations might be listed higher than similar homes in the area.

• Psychological Pricing: This involves pricing a home at a figure that appears more attractive to Buyers. For example, 
feels much less and can influence a buyer’s perception favorably. $299,000 instead of $300,000. The slightly lower figure 
psychologically

Pricing Presentation
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•Discuss or handle any objections and firm up list price
•Discuss commission
• Separate list side from buyer side

“ The list side of the commission is X% … Would you like to offer buyer agent compensation or a 
concession from seller to buyer?”

•Share Buyer Agency Agreement
“ By the way, many of todays buyers will be signing a buyers agency agreement and this is wat it 
looks like”

REMEMBER: Commission has and will continue to be negotiable between the parties

The Signature
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