
LISTING 

o Sign and Adver,sing Calls 

! “Mr. & Mrs. Seller as you may or may not be aware, RE/MAX works very 
differently than most real estate firms in that once I list your property, all of the 
sign and adverFsing calls go only to me. The RE/MAX philosophy which is 
different than most firms in that we want your inquiries to be handled by the 
person that knows the most about your property and that would be me.” 

o RE/MAX on the Web 

! “Mr. and Mrs. Seller "The NaFonal AssociaFon of Realtors tell us that 95% of 
buyers are shopping online for their homes. That means that the internet 
becomes a vital key in matching a buyer up with your home. When buyers think 
of buying a home, they think RE/MAX and  your home will have maximum online 
exposure on REMAX.com”  

o Na,onal Brand Exposure  

! “We conFnue to remain out in front of the real estate world because RE/MAX 
remains commiQed to online web exposure, educaFng agents, and the best 
technology available. While other firms have cut back or even eliminated 
naFonal adverFsing budgets we conFnue to realize that to remain dominant and 
do give our sellers the best budgets we conFnue to realize that to remain 
dominant and do give our sellers the best exposure possible a naFonal 
adverFsing and brand campaign is not opFonal. And some of my compeFtors 
will tell you that naFonal brand recogniFon does not maQer. They tell you that 
because they don’t have it. You know who realizes that brand is important? 
Nike....McDonalds...RE/MAX....and now YOU.” 

o Control of The Lis,ng  

! “Mr. and Mrs. Seller, I know you told me you are interviewing other agents and 
you should as it is a very important decision and all realtors are not the same.” 

! “At RE/MAX each agent runs his or her business as if they are president of their 
own Company. We prepare business plans, we study markeFng strategies, and 
we control every lisFng we bring in, from contract to close. I work with my seller 
closely and when I commit to something, I always come through. I can do that 
because I run my real estate business”. 

 06/18/2019 -  Up-Front Contract, Your 30 Second Commercial, and Reverse QuesGoning  

o Prelis,ng Phone Conversa,on 

!  “So you menFoned you’re moving ( )...I never asked why...I’m sure there’s an exciFng 
reason!” 

! “How soon do you have to be there?” 



! “As you can imagine I study real estate sell and buy prices all day long ☺... I’m sure you 
have a range in mind of what you think your home would sell for. Let’s talk through that 
bracket and I’ll share with you what other homes, like yours, have sold for in the past few 
months...how quickly do you have to move?” 

! “What happens if it takes longer to sell your property than you were anFcipaFng? And 
then what would?” 

! “You must be very proud of your home...is there anything le_ to pay on your property?” 

! “When you or your family have made a decision like this in the past, how have you gone 
about it? Is there anyone else in your family who will be impacted by selling your home, 
buying a new home?” 

! “If there were one or two things you could do to improve the value of your home and the 
probability of selling it, what would those be? Would you be willing to do those if need 
be?” 

! “I’ll be sending some informaFon to you to read prior to me arriving which should help 
our conversaFon...do you think you could read it before I arrive?” 

! “I’m sure there are some things you’d like to ask before I get there...what would you like 
to ask me so you can be as comfortable as possible during our discussion?” 

5/28/2019 - Sandler Success Principles 

! Wan,ng to list a home 

! “Thanks for reaching out to me, (first name) as a possible partner to list your 
home. Let me start off by se`ng the stage for our conversaFon… 

! I appreciate that lisFng you home with the right Trusted Advisor is important to 
you, and you want to make the right choice.  

! Naturally I’ll have some quesFons for you as we move through the process- I 
hope you don’t mind me asking you some quesFons. 

! Obviously you’ll have some quesFons for me, and we’ll want to get those 
answered for you. 

! Typically at the end of our conversaFon you’ll know what you want to do. If we 
seem like a fit, we’ll move on to the next step and fill out a small amount of 
paperwork and start looking for your dream. If it doesn’t seem to fit for whatever 
reason, (first name) I have no issue with you telling me it doesn’t fit- we don’t fit 
everyone. 

! Is that fair?” 



11/6/18 - Win The LisGng Scripts For Success: Luck Favors The Prepared 

o “Most people hire me for one of three reasons”: 

! “One, they are concerned about ge`ng full market value for their home 

! Two, they have a fear their house may not sell in the Fme frame they would like 

! Three, they were upset that the last realtor they hired did not make them feel 
like a priority” 

o Upfront Contract 

! “Mr. and Mrs. Seller thanks for having me over to talk about your house - I 
appreciate you thinking about me and RE/MAX Right Choice to help you sell your 
home. I wanted to check with you to see if you sFll have 30-45 minutes for our 
meeFng today. 

! I know you are going to have some quesFons for me and that’s great and I will 
do my best to answer them. And if it is ok with you, I now have some quesFons 
for you as well. 

! When we are thru today you will typically know if we are a good fit and if we 
are, we will figure out what the next steps are ...........and if we are not a good fit 
that is totally ok as we are not a great fit for everyone and we will not push it.” 

o Common Objec,ons 

! Why Should I List With You If You Never Showed The Property When It Was On 
the Market Before? 

! “My job is to execute a markeFng plan I will most likely not be the agent 
that sells the property, but I will be the reason it sells from the exposure I 
create. I know that is what you care most about – ge`ng your house 
sold and I believe I can do that.” 


