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Instructor:Instructor:Instructor:Instructor:    

Timing:Timing:Timing:Timing:  3 hours 

    

TakeTakeTakeTake----Aways of This CAways of This CAways of This CAways of This Chapterhapterhapterhapter 

The purpose of this chapter is to have Cappers in Training focus on the content and 

delivery of the prelisting packet and listing consultation, or listing presentation.  

This session DOES NOT include pricing. That’s covered separately in the next Power 

Session. Details of the marketing plan are covered in another Power Session. 

    

IMPORTANT!IMPORTANT!IMPORTANT!IMPORTANT!    

1.1.1.1. Action RevealAction RevealAction RevealAction Reveal    ––––    Instructor, Instructor, Instructor, Instructor, this step of eacthis step of eacthis step of eacthis step of each class is essential to the h class is essential to the h class is essential to the h class is essential to the 

Capper in Training’s success. Please do not skip or diminish this Capper in Training’s success. Please do not skip or diminish this Capper in Training’s success. Please do not skip or diminish this Capper in Training’s success. Please do not skip or diminish this 

powerful part of each day.powerful part of each day.powerful part of each day.powerful part of each day.    It is essential to the participant’s success to It is essential to the participant’s success to It is essential to the participant’s success to It is essential to the participant’s success to 

establish establish establish establish thisthisthisthis    habit and for you to hold them accountable.habit and for you to hold them accountable.habit and for you to hold them accountable.habit and for you to hold them accountable.    

2. Daily Calls – Every class will include Real-Play calls. 

3. Explore the prelisting packet contents and how to follow up at the 

appointment. 

4. Learn and practice the listing presentation steps.  

5. Practice scripts for addressing seller objections.  

6. Learn how to communicate next steps.  

 

Activities in This ChapterActivities in This ChapterActivities in This ChapterActivities in This Chapter        

The activities in this chapter are designed to introduce and practice the listing 

packet and the listing presentation. 

 

1. Daily Report Out 

2. Daily Calls 

3. Handwritten Notes 

4. Answer Client Questions 

5. Practice Seller Listing Presentation 

6. Prepare for Next Class 

 

You will be showing and discussing two videos in this Power Session. Have these 

loaded and ready to go. 
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Today’s Expectations  

Capper in Training  

1. Understand how to use the prelisting packet effectively. 

2. Learn and practice your listing presentation. 

3. Ask for the listing agreement to be signed. 

Ignite Faculty 

To maximize your learning, your Ignite faculty is committed to: 

1. Devote the majority of time to activities in class.  

2. Show great role-model videos in class. 

3. Role model what it takes to be highly successful. Guide and support the 

Cappers in Training by holding them accountable to their Daily 10/4 and pre-

work Mission, and during the phone call activity make calls along with the 

class. 

  

Instructor:Instructor:Instructor:Instructor:    

Cover this page 

thoroughly so that 

expectations are 

communicated 

and met! 

Remind 

participants they 

are expected to 

have completed 

all pre-class 

Missions.  

 

Ignite has been 

designed with     

their success in 

mind, which 

means there will 

be a lot of 

“DOING”, not just 

listening and 

learning. Doing is 

where the 

learning happens! 

Remember there 

are expectations 

for you too! 

Especially to 

review the videos 

in the Mission 

prior to class.  

Help participants 

be successful! 
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Action Reveal 

There are three parts to the Action Reveal: 

1. Review Mission assignments and get questions answered. 

a. Answer questions about any videos watched  

b. Provide your aha’s from the Mission 

2. Announce your Daily 10/4 activity results from the day before class and review 

leader board standings. Celebrate successes! 

3. Make Real-Play calls in class. 

  

InstructorInstructorInstructorInstructor: : : :     

Hold the 

participants 

accountable for 

their Mission work 

and Daily 10/4! 

 

When participants 

have a question 

about the Mission, 

before you 

answer, ask the 

class, “How would 

YOU answer that?” 

This is a good way 

to check for 

understanding 

and to reinforce 

participants 

learning from one 

another. 

 

Ask questions (on (on (on (on 

the PPT)the PPT)the PPT)the PPT) to ensure 

learning from the 

videos.  

 

Ask for aha’s from 

doing the Mission 

and working on 

their Daily 10/4. 
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Report Out – Daily 10/4 

Note: For help using myTracker, refer to instructions on the back of your Mission page. 

Report on Your Daily 10/4 Activities 

The Daily 10/4 is your most important business activity! 

Keep track of yourself and your fellow Cappers in Training and cheer their successes! 

Capper in Training 
10 Contacts 

added 

10 

Connections 
10 Notes 

Homes 

Previewed 

1.     

2.     

3.     

4.     

5.     

6.     

7.     

8.     

9.     

10.     

11.     

12.     

13.     

14.     

InstructorInstructorInstructorInstructor    

Have participants report on the Daily 10/4. This is to be done EVERY class!This is to be done EVERY class!This is to be done EVERY class!This is to be done EVERY class! 

1. Participants should have entered their activities into the electronic myTracker —

show the leaderboard results in the classroom (on a projector if you have one.)  

2. In addition, have each participant either fill in his/her numbers or you can fill the 

numbers on a white board or flip chart that is displayed in the classroom.  

Techniques such as competitions will promote productivity and comradery in the 

classroom—refer to your Ignite instructor tools for ideas and inspiration.  
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Your Turn – Lead Generate for Business 
Daily 10/4 Real-Play 

Begin by saying an affirming message out loud. “I attract new clients daily!” 

1. Get your phone and your list of contacts you prepared for this calling session. 

This week you’ll be calling on more people you identified in your Sphere of 

Influence and newly added for sale by owners! You may have a few more 

referral names to call.  

2. Use scripts already provided in Power Sessions 1–3 

for calling.  

 Goal #1: Call for 20 minutes and make contact 

with as many people as possible. 

 Goal #2: Ask for business, that is, an appointment, if it’s a strong lead. 

 Goal #3: Ask for referrals from each contact. 

 Goal #4: Offer your KW Mobile Search App to each contact. 

3. Record your results below and share them at the end of the call time. 

Results 

Name Phone Number App √ Referral Name Result of Call 

1.     

2.      

3.     

4.     

5.     

6.     

7.     

Time: 20 minutes 

Instructor: Instructor: Instructor: Instructor:     

Remind 

participants that 

RealRealRealReal----PlayPlayPlayPlay is 

money-making 

activity done in in in in 

the classroomthe classroomthe classroomthe classroom 

with the support 

and guidance of 

you and fellow 

participants. 

Ask for results at 

the end of the call 

time!  

Celebrate 

successes! 

Reminder: Comply with 

federal and state Do Not 

Call (DNC) and spam 

laws and the policies of 

your local Market Center. 
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Your Turn – Handwritten Notes 

 

Write notes and mail to 2–3 people you called to thank them for their time. 

 

METS 

Thank you for taking the time to chat with me today. It was great to catch up 

with you and let you know what I’ve been up to with my business. I’m 

thrilled to be with Keller Williams and I am available to you at any time, to 

be an asset and resource to you, your family, and your friends. Please call me 

whenever a question or need comes up. I’ll stay in touch. I appreciate you 

and I wish you all the best.  

 

REFERRALS 

Thank you for taking the time to chat with me today. It was great getting to 

know you and I look forward to helping you. Please know that I am available 

to you at any time, to be an asset and resource to you, your family, and your 

friends. Please call me whenever a question or need comes up. I’ll stay in 

touch. I wish you all the best! 

 

FSBO 

Thank you for taking the time to chat with me today. It was great getting to 

know about your property and I look forward to helping you any way I can. 

Please know that I am available to you at any time, to be an asset and 

resource to you. Please call me whenever a question or need comes up, and if 

you don’t mind, I’ll stay in touch to see if I can be of assistance. I wish you 

all the best! 

 

Time: 5 minutes 

 

  

Instructor: Instructor: Instructor: Instructor:     

Have 

participants 

write notes to 

the people 

they just 

called. Do this 

each class to 

build this part 

of their Daily 

10/4 habit. 

Remind them 

that writing 

notes sets 

them apart 

from many 

other agents. 

 

Congratulate 

them for 

making 

progress on 

their Daily 

10/4 already! 

 

 



WIN THE SELLER  

© 2019 Keller Williams Realty, Inc. Ignite v4.17 

10

  



WIN THE SELLER 

© 2019 Keller Williams Realty, Inc. Ignite v4.17 

11  

Get Your Head in the Game 

Let’s review where we are in the selling process. So far we have worked on capturing 

contacts, connecting with them, and then closed by asking for business and referrals. All 

the while we have cultivated the relationship by adding our contacts to marketing 

campaigns. 

Now it is time to work with sellers! 

The prelisting packet and the listing presentation are the one-two punch that 

provides sellers with all the information they need about the selling process and how 

your services benefit them. 

The two complement each other and set you up for a win-win listing presentation that 

leads to a signed agreement to get their property sold. 

 

 

 

  

Instructor:Instructor:Instructor:Instructor:    

Remind 

participants that 

this week we are 

focused on 

getting seller 

leads and 

getting an 

appointment!  

 

Stress the 

importance of 

“sealing the 

deal” for the 

listing 

agreement.  

 

Briefly recap the 

Drive to Payday.  

The prelisting packet and listing 

presentation are primary ingredients 

in turning an appointment into a 

signed listing agreement. 

You are here 
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Focus on Listings 

Focusing on listings has major benefits: 

1. Listings provide more exposure: advertising your listing gets your name out 

there in a big way. 

2. Listings bring buyers: even if the buyer does not choose this property, they 

may be interested in your other properties. 

3. Listings are time leveraged: on average, you can close on 2–3 seller listings to 

every 1 buyer listing. 

 

 

 

Video 

Activity: Develop Your Listing Skills 

 Watch “Develop Your Listing Skills”  

 What are your aha’s? 

 

Time: 5 minutes 

 

 

Instructor:Instructor:Instructor:Instructor:    

Find this video 

online on Ignite 

on KWConnect, 

under Instructor 

Resources for 

this Power 

Session.  

Play the video 

and ask for 

aha’s. 
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Make It Happen – Working with 

Sellers 

It’s time for your hard work in lead generation to pay off—time to win the listing 

agreement. You have two tools: an informative prelisting packet and a high-impact 

listing presentation. Together, they help you achieve the following: 

 Prequalify the sellers to understand motivation. 

 Position yourself as an expert. 

 Win the listing.  

 Allow you to price the home to sell for the most amount of money in the 

shortest time-frame. 

 Properly set seller expectations, allowing you to create a great customer 

experience. 

Prequalifying the Seller 

When calling to set a listing appointment with the seller, you will want to confirm 

important details, including their motivation to sell. Prequalifying the seller will help you 

prepare for the listing appointment and gives you insight into the mindset of the seller. 

It also helps you avoid wasting your time on those who aren’t truly serious about selling 

their property.  

The prequalifying process is a conversation with the goal to get to know the seller better. 

Use the scripts and questions on the next page as a guide for the conversation. 

 

  
Instructor:Instructor:Instructor:Instructor:    

Explain that as part of your Ignite training you have two versions of the listing 

presentation: one for you to learn and one for you to use with your potential 

clients. 
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Seller(s) Name(s): 

Address: 

Phone: 

Appointment Date:                                Time:                        Location:                 

Do you have about 5 minutes so I can ask you some very important questions before I come 

out to meet you? 

1. How did you hear about me? 

2. Where are you moving? 

3. What’s motivating you to move there? 

4. How soon do you have to be there? 

5. If we sell your home in the next 30 days, will that pose a problem for you? If 

“yes,” what would the problem be? 

6. What would happen if your home did not sell? 

7. How much do you want to list your home for? 

8. How much do you owe on the property? 

9. I’ll be sending you a packet of information. Will you take a few minutes to 

review it before we meet? 

10. Do you have any questions before we meet? 

11. Will all decision-makers be there when we meet? 

Just so you know, our meeting will take between ____ and ____ minutes, OK? 

I look forward to meeting with you on _______________ at ______________. 
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Prelisting Packet 

An effective prelisting packet positions you as their real estate expert of choice—the best 

person to get their home sold for the right price in the least amount of time, and with the 

least hassle. 

The prelisting packet plays two critical roles: 

1. Preselling – The prelisting materials are specifically designed to build sellers’ 

confidence in you, and to answer their questions and objections in advance of 

your presentation. 

2. Saving Time – A strong prelisting packet will make the consultation experience 

smoother, and probably shorter, than it otherwise would have been. 

Get your copy out and let’s take a closer look at the prelisting packet: A Guide to 

Selling Your Home. 

 

  

Instructor:Instructor:Instructor:Instructor:    

Participants 

were asked to 

bring a copy of 

the prelist and 

the listing 

presentation 

with them to 

class. 

 

TellTellTellTell:  

You can 

download and 

customize the 

prelisting packet 

from available 

on Ignite on 

KWConnect. 

 

Step through 

each of the 

prelisting pages 

with the class. 

Pause to ask 

them why they 

think a 

particular page 

is included. 
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It’s All About the Seller 

This is the first page the seller will read. This will set the tone for your entire relationship 

with them. You want to provide an excellent customer experience, and by making the 

process about the seller, their needs, wants, and expectations. This alone may 

differentiate you from your competition. 

 

 

  

Instructor:Instructor:Instructor:Instructor:    

Give the 

participants 2 

minutes to read the 

page. 

Go through each 

point on the “I Will 

Help You By…” 

page. 

 

Ask the participants 

why each point is 

important to the 

seller and the 

process. 
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Get Ready to List 

This page will help the seller prepare to list their house. It details how price, location, 

condition, competition, and timing affect property values.  

 

 

  

Instructor:Instructor:Instructor:Instructor:    

Give the participants 

2 minutes to read 

the page. 

Lead a discussion on 

how these five 

factors affect the 

value of the 

property.  

Ask the participants 

why each factor is 

important. 

Explain that the only 

two that they can 

change are price 

and condition. 

 

TellTellTellTell:  

We will cover pricing 

and the CMA –

Comparative Market 

Analysis - in the 

next Power Session. 
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Get Ready to Sell – Price 

This page of the prelisting packet discusses pricing for the seller to understand the value 

of a well-priced home. To help the seller understand the pitfalls of underpricing, point 

out that although the graph may seem that the better pricing strategy is 15 percent below 

market value to get the most looks by the buyers, it may also detract buyers who wonder 

if anything is wrong with the house. To help them understand the downside of 

overpricing, explain how it could lead to buyers overlooking their home. 

 

 

  

Instructor:Instructor:Instructor:Instructor:    

Give the 

participants 2 

minutes to read 

the page. 

Explain the pros 

and cons of an 

overpriced home 

and an 

underpriced 

home. 

Ask participants 

for the benefits 

of a well-priced 

home.   

 

We will cover 

pricing in the 

next Power 

Session. 



WIN THE SELLER 

© 2019 Keller Williams Realty, Inc. Ignite v4.17 

19  

Get Ready to Sell – Condition 

This page explains the importance of first impressions in selling, what staging can do, 

and what staging helps control. 

 

  

Instructor:Instructor:Instructor:Instructor:    

Give the 

participants 2 

minutes to read the 

page. 

Discuss the 

importance of 

proper staging.  

Tell about a time 

when you used 

staging to increase 

property value. 

 



WIN THE SELLER  

© 2019 Keller Williams Realty, Inc. Ignite v4.17 

20

Questions for the Seller 

This section will allow the seller to answer questions about what they are looking for in 

an agent, prior selling experiences they have had, and how they would like you to 

communicate with them. Also, it allows them to think about any concerns they have 

about the marketing and selling of their home. This will help make sure the listing 

presentation will address and ease their concerns. 

 

 

  

Instructor:Instructor:Instructor:Instructor:    

Give the participants 

2 minutes to read 

the page. 

Go through each 

question and ask 

the participants 

what they think 

possible answers 

might be. 

 

The last question 

deals with concerns. 

Tell participants 

how you deal with 

specific concerns.  
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About You 

This customizable page will allow you to provide personal information focused on what 

you offer and specifically how this will benefit the seller.  

 

 

  

Instructor:Instructor:Instructor:Instructor:    

Briefly explain the 

benefits of this 

page. 

Tell participants 

not to focus on 

customization of 

this page, this will 

be covered in a 

job aid later. 

 

Explain that new 

agents can get 

testimonials from 

Market Center 

leaders, fellow 

agents, or friends 

and family. 
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Listen to a Master 

Video 

Activity: Watch a Master Model a Successful Listing Presentation 

 Watch “Listing Presentation” featuring KW Mega Agent 

Josh Bath. 

 What are your aha’s? 

 

Time: 5 minutes 

  

Instructor:Instructor:Instructor:Instructor:    

Find this video 

online on Ignite 

on KWConnect, 

under Instructor 

Resources for 

this Power 

Session.  

Play the video 

and ask for 

aha’s. 
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Listing Appointment 

Once you have confirmed the appointment, prequalified the seller, and sent the prelisting 

package, follow these steps in the listing appointment process: 

1. Greet 

2. Walk Through the Home 

3. Listing Presentation 

a. Comparable Market Analysis (CMA) 

b. Close for Listing Agreement 

c. Next Steps 

1. Greet 

Entering and touring the home is a key moment that can be emotional and exciting. 

Greet the seller warmly and thank them for the privilege of the appointment.  

SCRIPT 

Thank you for inviting me here to apply for the job of getting your home 

sold. 
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2. Walk Through the Home 

The kitchen table is the best place for the presentation because it is there the sellers are 

most relaxed and friendly.  

SCRIPT 

Do you mind if I set my things down in the kitchen? 

 

Keep your Home Tour Checklist with you and leave everything else at the table. At the 

end of the tour, it will feel natural to return to the kitchen for the presentation. 

If possible, tour the house without the sellers. This will give you the ability to focus on 

the tour, not the sellers. You will be able to control the time and agenda for the tour. 

Additionally, touring without the sellers will prevent the sellers from building up the 

home’s value in their minds by telling you every detail they perceive as a positive. 

After the tour, be sure to compliment the house and bring up any positive details you 

noticed during your tour. 

Note: Find this checklist in your Ignite Toolkit available on KWConnect.

  

Instructor:Instructor:Instructor:Instructor:    

Talk about 

how you tour 

a house and 

what you look 

for during the 

tour. 
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3. Listing Presentation 

The listing presentation is where you will convince sellers to list with you. It’s your 

opportunity to explain the reasons why they should hire you to list their home, and the 

list price you recommend. At the listing appointment, you will: 

 Create a great impression to build the sellers’ confidence in you as their real 

estate agent of choice to get their home sold. 

 Share your price recommendation—the initial list price for their 

property—one that’s designed to get their home sold in the shortest amount 

of time and for the most money possible. 

 Set expectations for how you will market the home and work with the 

sellers. 

Next, you will review the entire Seller Listing Presentation. You can go page by page to 

learn the materials in order to provide a valuable customer experience.  

Eventually, you will memorize this entire presentation and its related scripts. This will be 

crucial for your success as a listing agent, as many before you have found. 

How to Use the Listing Presentation 

When it is time to go on your listing appointment, you will give the customer the version 

without your notes, and you may use your version with scripts as a guide until you have it 

memorized. 

 

 

 

Let’s get into the actual Seller Listing Presentation … 

  

Instructor:Instructor:Instructor:Instructor:    

This is a 

great time to 

share a story 

about your 

first listing, 

or ask a 

participant 

who already 

has taken a 

first listing 

to share 

their story. 
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InstructoInstructoInstructoInstructor:r:r:r:    

The entire Seller Listing Presentation (42 pages) has been included in this 

training module to go through page by page. Participants were asked in 

their pre-work Mission to bring a copy of this. They can use this copy to 

make notes as you review each page and explain its purpose. 

 

The end goal is to have the participants learn and then practice the 

presentation. 

 

Include examples as often as you can. 
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Instructor:Instructor:Instructor:Instructor:    

Remind 

participants 

to customize 

the cover 

page. 
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Instructor:Instructor:Instructor:Instructor:    

Remind the 

participants 

that these are 

the notes and 

scripts they 

will use 

during the 

presentation. 

Your Notes 
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Your Notes 
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Your Notes 
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Your Notes 



WIN THE SELLER 

© 2019 Keller Williams Realty, Inc. Ignite v4.17 

35  
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Your Notes 
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Your Notes 
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Your Notes 
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Your Notes 
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Your Notes 
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Your Notes 
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Here you will insert the Comparative Market Analysis that you have 

done for your potential client. 

We will be covering CMA in the next Power Session. 
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Instructor:Instructor:Instructor:Instructor:    

Tell the 

participants 

they will cover 

pricing and 

pricing 

objections in 

the next Power 

Session. 

 

If you are 

asked 

questions 

about pricing, 

tell them you 

will be able to 

answer their 

questions in 

the next Power 

Session. Do 

not get off 

track from the 

listing 

presentation. 
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Here is where you will insert your Listing Agreement. This is the 

paperwork that the potential client will sign to agree to work 

with you. This is the purpose of the Listing Presentation. 

You can get a copy of this document from your Market Center. 

Instructor:Instructor:Instructor:Instructor:    

Explain what the Listing Agreement is for anyone not familiar with this 

document.  

 

Do not go into detail about the contract here. Make sure to tell the participants 

when the next contracts training class will be in your office and encourage them 

to attend. 

 

If there are a lot of question on this document, let the participants know you will 

answers their questions after you are done going over the Listing Presentation.  



WIN THE SELLER  

© 2019 Keller Williams Realty, Inc. Ignite v4.17 

62

This page intentionally left blank  



WIN THE SELLER 

© 2019 Keller Williams Realty, Inc. Ignite v4.17 

63  

Here you will insert your state’s Seller’s Disclosure Document. 

This is a form completed by the seller listing any known issues with 

the property, as well as any remodel projects completed during the 

time they owned the home. Be sure to follow your state’s guidelines 

regarding the timing within which the seller is required to provide this 

disclosure. This information is useful, but is no substitute for an 

inspection by a licensed inspector. 

You can get a copy of this document from your Market Center. 

Instructor:Instructor:Instructor:Instructor:    

Explain what a Seller’s Disclosure Document is for anyone not familiar with this 

document. 

 

Do not go into detail about the contract here. Make sure to tell the participants 

when the next contracts training class will be in your office and encourage them 

to attend. 

 

If there are a lot of question on this document, let the participants know you will 

answers their questions after you are done going over the Listing Presentation.  
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Your Turn – Listing Presentation 

 

1. Break into groups of two. 

2. Take turns practicing the entire Seller Listing Presentation. 

 

 Practicing the listing presentation will help make it seamless in front of the 

potential clients, and could make the difference between winning and losing 

the client. 

 

 Continue to practice this listing presentation with your accountability/script 

partner over the next several weeks until the script becomes natural and easy 

for you. 

 

 

 

 

Time: 40 minutes  

 

Aha’s from Activity  

 ____________________________________________________________ 

 ____________________________________________________________ 

 ____________________________________________________________ 

IIIInstructor: nstructor: nstructor: nstructor:     

Break 

participants into 

groups of two. 

 

Each person will 

take 15 minutes 

practicing the 

listing 

presentation. 

Then they will 

switch. 

 

Walk around the 

room to ensure 

that all groups 

are performing 

the activity and 

to answer any 

questions that 

may arise. 

 

Ask for aha’s at 

the end of 

practice. 
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A Note about Objections 

Even with a perfectly prepared and scripted listing presentation and all the confidence in 

the world, you are bound to come upon what are known as objections. 

 

“We’re just not sure yet.” 

“Your commission seems high.” 

“We’d like to sleep on it.” 

“We’re interviewing other agents before we make a decision.” 

“How long have you been in the business?” 

 

Objections are simply comments or questions from the seller that may seem to slow 

down or hinder progress toward an agreement, and don’t have to when you’re prepared! 

Objections are evidence of concern and/or uncertainty and your job is to address and 

allay these concerns with your knowledge and expertise.  

Top agents are prepared to answer objections even before they come up. There are great 

scripts to address every common objection and there are several included at the end of 

this Power Session. 
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Putting It All Together 

1. Action Plan 

2. Prepare for Your Next Class 

3. Recall and Remember 

Action Plan 

Recap of all assignments from today, and in preparation for next class. 

Action Completed / Due Date 

Practice your listing presentation with a 

partner. 

 

Practice listing presentation objections 

with a partner.  

 

Practice all other scripts with a script 

partner. 

 

Complete your Mission for next class.  

 

Bring your phone, laptop/tablet, and database to every 

class. 
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Prepare for Your Next Class 

Prepare for your next class by completing the Mission prior to the next scheduled Ignite 

Power Session.  

Download your Mission for the next class from Ignite on KWConnect. 

  

Instructor: Instructor: Instructor: Instructor:     

Ensure that 

participants 

are preparing 

with their next 

Mission! 
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Your Turn - Prepare 

Targeted Prospecting 

Every day in class, you will be making calls to specific targeted groups. We will follow the 

three-step process each time. 

1. Prepare – Create your call list for the next class. 

2. Take Action – Real-Play calls will be made in the next class. 

3. Maintain – Notes will be written to all those you call in class. 

Prepare Your List 

Prepare a call list for your next class consisting of the people you haven’t contacted yet. 

Include some expired and withdrawn listings as well as any referrals you’ve received. 

Name/Type Name(s) and Phone Number(s) 

  

  

  

  

  

  

  

  

  

  

  

  

 

  

Instructor: Instructor: Instructor: Instructor:     

Allow 

participants 

time to 

develop a list 

of new names 

to call for next 

class. 

 

They may need 

help finding 

expireds and 

withdrawns. 

Help them find 

these in your 

MLS. 

Emphasize that 

at this point 

they should 

have referrals 

to call because 

they’ve been 

asking 

everyone for 

them! 

Tell them to be 

prepared to 

call these 

people next 

class! 
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Recall and Remember 

What is the purpose of the prelisting packet? 

_____________________________________________________________________ 

_____________________________________________________________________ 

_____________________________________________________________________ 

_____________________________________________________________________ 

What are the five factors affecting the value of your property? 

1. ____________________________________________ 

2. ____________________________________________ 

3. ____________________________________________ 

4. ____________________________________________ 

5. ____________________________________________ 

What are the three phases of the home selling process? 

1. ____________________________________________ 

2. ____________________________________________ 

3. ____________________________________________ 

What determines price and why? 

_____________________________________________________________________ 

_____________________________________________________________________ 

 

How many contacts in your KW eEdge database by the end of Ignite? ________ 

How many contacts do you have today? _________ 

Your prelisting packet prepares the seller for your listing appointment, 

helps you evaluate their motivation to work successfully with you, and 

results in a signed listing agreement. An effective prelisting packet 

positions you as their real estate expert of choice—the best person to get 

their home sold for the right price in the least amount of time, and with 

the least hassle. 

 

Price 

Location 

Condition 

Competition 

Timing 

Servicing and Marketing 

Offers and Negotiations 

Contract to Close 

The price is determined by what buyers will actually offer and competing 

sellers are accepting, and it’s based on the current market—those 

properties that have recently sold.  Should be 200 new! Remind 

them of this essential goal! 

They should have at least 50-60 by now! 
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From Aha’s to Achievement  

AHA’s 

 

 

What are your aha’s? 

BEHAVIORS 

 

 

What behaviors do you intend to change? 

TOOLS 

 

 

What tools will you use? 

ACCOUNTABILITY 

 

 

What does accountability for this look like? 

ACHIEVEMENT 

 

 

What will you achieve? 

  

IIIInstructornstructornstructornstructor: : : :     

Have participants fill in their aha’s individually, or brainstorm as a group.     

 

IIIInstructornstructornstructornstructor: : : :     

AskAskAskAsk:::: How will you translate your aha’s into concrete changes in your 

behaviors?  Example: AhaAhaAhaAha—I need to practice my scripts. Behavior ChangeBehavior ChangeBehavior ChangeBehavior Change————

Find a script partner and schedule time. 

IIIInstructornstructornstructornstructor: : : :     

TellTellTellTell:::: List out the tools you will use to achieve real behavior change. 

Examples: accountability tool, time-blocking on calendar 

InstructorInstructorInstructorInstructor: : : :     

TellTellTellTell:::: Evaluate what kind of accountability will sustain your behavior change. 

Is this an accountability partner? Mentor? MyTracker? Be realistic. The best 

accountability system is the ONE you will use. 

    

IIIInstructornstructornstructornstructor: : : :     

TellTellTellTell:::: Think of the results you want to achieve. What are you doing to get 

there? What do you have? What will you do? 
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Enhance Your Learning 

Use Tools 

Home Tour Checklist 

Prequalifying Script 

Prioritizing Needs 

My 10+ Customer Service Agreement for Sellers  

Listing Consultation Checklist  

Connect on Social Media 

Keller Williams Facebook Page - 

https://www.facebook.com/KellerWilliamsRealty 

KW Blog - http://blog.kw.com/ 

Inman - http://www.inman.com/ 

Your Market Center Facebook Page 

Instructor: Instructor: Instructor: Instructor:     

Explain the 

importance of 

these 

resources to 

“enhance” 

their learning. 

The videos, 

tools, and 

books 

mentioned are 

for serious 

learners! 

 

Point out how 

important 

these can be 

to their 

success. 
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Scripts 

Seller Objection 1: We Need an Agent with More Experience 

Keller Williams is different. I’m a partner with others in my office. We share in the profit 

of our office. When one makes money, it benefits the rest of us too. So I have lots of 

motivated agents and many years of experience working for you. Is there anything 

another agent said they would do that for some reason I forgot to mention? Did I cover 

everything you expected to hear? Sounds like you believe I can get your home sold, so 

let’s move ahead now. 

Seller Objection 2: We Need to Think It Over 

I hear you saying you want to be confident. If you were 100 percent confident in me, you 

wouldn’t bring this up. If you knew I was going to do everything possible, you’d sign. 

The truth is you can never know that. Let’s sign the agreement and know that you can 

cancel with me any time you are not satisfied. 

Seller Objection 3: Another Agent Will Charge Less 

I can appreciate that there’s someone who will work for less, but your agent negotiates 

for you. If they can’t negotiate with you about their own money, how likely will they be 

to fight for your money when buyers make a low offer? 

Seller Objection 4: Why Won’t You Reduce Your Commission? 

Let’s say your boss came to you and said, “I want you to do the same job for less pay and 

you’ll have to work harder.” Would you be motivated? No. Well, that’s like me. I’ll need 

to work hard for you; that’s what you want, isn’t it? You want the most money possible, 

right? Agents who discount their commission will offer buyer agents less money too. 

You want to give the biggest incentive possible to buyer agents, don’t you? 

Seller Objection 5: Why Should We Pay? 

Has there ever been a time when you bought something for less, thinking it was a great 

value - only to find out it was not, and you had to replace it and spend more? Quality 

lasts. It delivers value. Is this time like that time? It is. 
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Ignite Correction/Suggestion Log 

 

Your Name: ________________ Market Center: _______________ Date: _______ 

Page # Change 

  

  

  

  

  

  

  

  

  

  

 

Scan and email any course corrections or changes to kwuhelp@kw.com. 

Or mail to: 

Keller Williams University 

1221 South MoPac Expressway, Suite 400 

Austin, Texas 78746 

 

 


