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Conversational  
Listing Presentation 

Thanks for having me over tonight… I really appreciate it! 

So that I can look at your home through the eyes of a buyer I’d like to take a quick tour 
of your home alone, would that be ok?  I’ll take some notes and be right back… 

Wow, great, interesting, I liked the___________  

Thanks for letting me see the home first without input. Helps me be honest with you 
about how a Buyer will see it and when you LIST THE HOME WITH ME tonight, we’ll 
go back through it together so you can point out the details I might have missed…  

Mr. and Mrs. Seller, I can get your home sold in the right time, with the least stress, 
and for the right price … so tell me… how important is it that you sell this home?   

Tell me more about that … and what’s important about that?  

Is there anything about this home you WILL be looking for in the next place you live? 

Will you be ready to make a decision today? Great!  

At the end of our presentation you’ll be able to make an informed decision on the 
pricing of your property that will get it sold and you’ll feel comfortable and confident in 
choosing me to help you sell it… won’t that be great? 

A quick review:  You said you were selling now because ___ ? 

And you’d like it marketed now and sold and closed soon, right? 

You said you’d like to price your property to get it sold, correct? 

And you owe about $___     Are there any other liens or debts? 

So that you can (repeat their motivation) let’s take a look at what your home is worth in 
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today’s market.    

The first step to understanding the market is to understand what’s been going on in a 
national, state, and local market– what have you heard about selling a home in our 
market?  (Go over large market picture – months of remaining inventory. Use 
Market MRI Chart handout)   

So what type of market do you think we are in currently? 

Then walk the client through each comparable property by asking questions. --- Your 
goal is to have the seller “own” the list price. 

Actives – These are your competitors that buyers will strongly consider.  Look at this 
one – have you seen it? 

Pendings – These show you what asking prices HAVE brought an offer.  What do you 
know about this one?  

Solds – These may reflect prices from up to 9 months ago and may not be a bona-fide 
comparable… and may not reflect the options the buyers have in today’s market.  What 
do you think about this price? Did you know the sellers paid THESE concessions? 

Expireds/Withdrawns – These properties have already done the market research on 
what price point will NOT work in today’s market… haven’t they? Isn’t it great to be 
able to look at these to help you decide pricing? 

Now that you’ve seen the comparable homes… what price do you think we should start 
at?  Remember the price must … cause a buyer to both want to see it… and to get that 
buyer to make an offer.  

(If  their price is too high ask them)  Can you do better than that?  If still too high go 
over comps again and re-qualify for motivation; remember their motivation and the 
price are the key to getting listings sold. 

So that you can (repeat their motivation)… give me the go ahead. Will you list your 
home with me at that price?  (Yes – go to paperwork, No – let’s go over what’s involved 
in the marketing of your home)  

Pull out the What It Really Takes to Sell Your Home! handout: 
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We’ve been through the your motivation and the pricing, I know you’ve got the right 
agent in front of you… and I am ready to fill out the paperwork when you are.  

The Active Marketing Plan includes the signage. The NAR says 14% of the buyers first 
become aware of the home they buy through signage. And knowing how to respond to 
those leads is really important. (Use the flyer box or 1-800- call numbers and explain 
the benefit of whatever special you do) Would you mind selling to a buyer I converted 
off of a sign call? Of course not… 

34% of the buyers are first exposed to the home through their Realtor. So it’s important 
that we market to them, isn’t it?  (Describe how you call, email, fax the top agents – 
that you’re easy to work with, price the properties right, good reputation, etc.) 

The Internet is used by over 93% the buyers in their house hunt search and 29% of 
them first find their future home on the Internet.  I (describe how you use the internet – 
even just Realtor.com and your MLS are impressive)…. can you see how this 
comprehensive plan will generate Internet leads? 

What is truly unique is I’ll do the neighborhood canvassing by calling or door knocking 
your neighbors and asking them who they know that wants to buy in your 
neighborhood…  Word of mouth provides 11% of the buyers and I don’t want to leave 
any stone unturned….  I’d like to ask your help in telling everyone you know that your 
home is for sale. Would that be easier with a flyer you can email or hand out to your 
friends, family and acquaintances? 

I’ll also follow up on every lead and showing and provide you feedback. I’ll get in 
contact at least once a week with you. Would you prefer a call or an email? 

Mr. and Mrs. Seller I assume you’ll want me to be 100% honest with you in these 
weekly communications about changes in the market, right? The National Association 
of Realtors says that if we have gone 3 weeks and/or have had 10 showings without a 
reasonable offer that our price is too high. On average, homes that don’t sell right away 
will need to reduce 5-10% to get in the right selling price range. Obviously some homes 
are a bit lower and some higher… it’s an average… Will you be prepared to lower your 
price if all this marketing doesn’t provide a reasonable offer in the first 3 weeks?  (If 
yes, get a price reduction form filled out.  If no or maybe provide great service and earn 
a price reduction.) 
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Once we do get an offer, the contract negotiations involved require an experienced 
negotiator to protect your equity.  How much more comfortable are you in knowing that 
my experience in contracts will be put to your advantage? 

Once an offer is accepted we’ll cover all these details and make sure everyone does 
what they are supposed to and there are number of people involved (Refer to What it 
Really Takes to Sell your Home page again) right up until your check is delivered at 
closing.    

Of course then I’ll be staying in touch with you and asking for referrals in the future. 

Is there anything that I haven’t covered that you think would be important to you in the 
sale of this home?  (NO – great let’s get started with the paperwork; YES – handle their 
objection and ask again!) 

  


