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Notices
While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, we do not guarantee 
their accuracy now or in the future. KWRI makes no express or implied warranties with regard to the information and pro-
grams presented in the course, or in this manual, and reserves the right to make changes from time to time.  

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you under-
stand how Keller Williams calculates profit sharing contributions and distributions under the MORE System, how Keller 
Williams determines agents’ compensation under the Keller Williams Compensation System, and how other aspects of a 
Keller Williams Market Center’s financial results are determined and evaluated. Any exercises are entirely hypothetical. They 
are not intended to enable you to determine how much money you are likely to make as a Keller Williams Licensee or to 
predict the amount or range of sales or profits your Market Center is likely to achieve. Keller Williams therefore cautions you 
not to assume that the results of the exercises bear any relation to the financial performance you can expect as a Keller Wil-
liams Licensee and not to consider or rely on the results of the exercises in deciding whether to invest in a Keller Williams 
Market Center.  

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill Companies. The Millionaire 
Real Estate Agent is copyright © 2003–2004 Rellek Publishing Partners, Ltd. All rights reserved.  

Copyright Notice  

All other materials are copyright ©2020 Keller Williams Realty, Inc., or its licensors. All rights reserved. No part of this 
publication and its associated materials may be reproduced or transmitted in any form or by any means without the prior 
permission of KWRI. 

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA) and the National Do Not Call 
Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded messages, and check 
the National Registry and your internal registry before you dial.
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Warning! The Telephone Consumer Protection Act (TCPA), which includes the National Do Not Call Registry, 
imposes strict limits on how real estate agents make calls, send text messages and/or leave voicemails. The law 
requires that you check all Do Not Call registries before calling or texting, and honor requests to be placed on all Do 
Not Call lists. The law also may require callers to meet certain consent requirements before making a call or sending 
a text message using an autodialer or using or a prerecorded/artificial voice. Agents must follow this law or face stiff 
penalties and/or potentially catastrophic legal damages for violations. Contact your attorney to determine if your 

practices conform to the TCPA. 
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Notices
While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, we do not guarantee 
their accuracy now or in the future. KWRI makes no express or implied warranties with regard to the information and pro-
grams presented in the course, or in this manual, and reserves the right to make changes from time to time.  

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you under-
stand how Keller Williams calculates profit sharing contributions and distributions under the MORE System, how Keller 
Williams determines agents’ compensation under the Keller Williams Compensation System, and how other aspects of a 
Keller Williams Market Center’s financial results are determined and evaluated. Any exercises are entirely hypothetical. They 
are not intended to enable you to determine how much money you are likely to make as a Keller Williams Licensee or to 
predict the amount or range of sales or profits your Market Center is likely to achieve. Keller Williams therefore cautions you 
not to assume that the results of the exercises bear any relation to the financial performance you can expect as a Keller Wil-
liams Licensee and not to consider or rely on the results of the exercises in deciding whether to invest in a Keller Williams 
Market Center.  

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill Companies. The Millionaire 
Real Estate Agent is copyright © 2003–2004 Rellek Publishing Partners, Ltd. All rights reserved.  

Copyright Notice  

All other materials are copyright ©2020 Keller Williams Realty, Inc., or its licensors. All rights reserved. No part of this 
publication and its associated materials may be reproduced or transmitted in any form or by any means without the prior 
permission of KWRI. 

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA) and the National Do Not Call 
Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded messages, and check 
the National Registry and your internal registry before you dial.
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Notices
While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, we do not guarantee 
their accuracy now or in the future. KWRI makes no express or implied warranties with regard to the information and pro-
grams presented in the course, or in this manual, and reserves the right to make changes from time to time.  

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you under-
stand how Keller Williams calculates profit sharing contributions and distributions under the MORE System, how Keller 
Williams determines agents’ compensation under the Keller Williams Compensation System, and how other aspects of a 
Keller Williams Market Center’s financial results are determined and evaluated. Any exercises are entirely hypothetical. They 
are not intended to enable you to determine how much money you are likely to make as a Keller Williams Licensee or to 
predict the amount or range of sales or profits your Market Center is likely to achieve. Keller Williams therefore cautions you 
not to assume that the results of the exercises bear any relation to the financial performance you can expect as a Keller Wil-
liams Licensee and not to consider or rely on the results of the exercises in deciding whether to invest in a Keller Williams 
Market Center.  

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill Companies. The Millionaire 
Real Estate Agent is copyright © 2003–2004 Rellek Publishing Partners, Ltd. All rights reserved.  

Copyright Notice  

All other materials are copyright ©2020 Keller Williams Realty, Inc., or its licensors. All rights reserved. No part of this 
publication and its associated materials may be reproduced or transmitted in any form or by any means without the prior 
permission of KWRI. 

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA) and the National Do Not Call 
Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded messages, and check 
the National Registry and your internal registry before you dial.
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Inexpensive

High ROI and exposure

Qualified leads from one listing 

Productive way to meet buyers and sellers 



Monday
• Select your open house location and 

time, or volunteer to host an open house 
for someone in your Market Center.

Tuesday
• Post online, generate call list, and call 25 

neighbors. *Remember to adhere to Do Not Call 
Policies (see below).

Wednesday
• Post online, install the KW Mobile 

Search App on your phone, and put a 
sign in the yard. 

Thursday
• Post online, invite database, return yard-

sign calls, and email property-based 
internet leads.

Friday
• Post online, prepare market stats and 

comps (print and digital), and print open 
house fliers.

Saturday

• Post online, place directional signs, door 
knock the neighborhood (use script 
when door is answered, leave flier if 
unanswered)



Hello! This is (agent name) from (team name) with (Market Center name). 
I’m at your door because (homeowners’ names) have asked me to invite 
you to the open house on their home at (address) on (date and time). 

Feel free to bring someone with you from work or a friend or relative that 
might be interested in buying in your neighborhood. 

By the way, when I find a buyer, I’d like to be able to share with them what 
people like about the neighborhood. May I ask you what it is that you like 
about the neighborhood? 

Excellent! And, if you were to move, where would you go next and when 
might that be? 
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3. 

4. 

5. 
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3. 

4. 

 



 

Disinfecting wipes Extra business cards

Toilet paper

Paper towels

Trash bags

Measuring tape

Backup battery/power for 
phone

Pens

Air freshener Tissues
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Notices
While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, we do not guarantee 
their accuracy now or in the future. KWRI makes no express or implied warranties with regard to the information and pro-
grams presented in the course, or in this manual, and reserves the right to make changes from time to time.  

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you under-
stand how Keller Williams calculates profit sharing contributions and distributions under the MORE System, how Keller 
Williams determines agents’ compensation under the Keller Williams Compensation System, and how other aspects of a 
Keller Williams Market Center’s financial results are determined and evaluated. Any exercises are entirely hypothetical. They 
are not intended to enable you to determine how much money you are likely to make as a Keller Williams Licensee or to 
predict the amount or range of sales or profits your Market Center is likely to achieve. Keller Williams therefore cautions you 
not to assume that the results of the exercises bear any relation to the financial performance you can expect as a Keller Wil-
liams Licensee and not to consider or rely on the results of the exercises in deciding whether to invest in a Keller Williams 
Market Center.  

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill Companies. The Millionaire 
Real Estate Agent is copyright © 2003–2004 Rellek Publishing Partners, Ltd. All rights reserved.  

Copyright Notice  

All other materials are copyright ©2020 Keller Williams Realty, Inc., or its licensors. All rights reserved. No part of this 
publication and its associated materials may be reproduced or transmitted in any form or by any means without the prior 
permission of KWRI. 

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA) and the National Do Not Call 
Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded messages, and check 
the National Registry and your internal registry before you dial.
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39%

27%

5%

4%

3%

22% Referred by (or is) a
friend, neighbor, or
relative

Used agent previously

Personal contact by
agent

Internet website

21%

20%

19%

16%

13%

11%
Help seller market
home

Help sell the home in a
specific timeframe

Help price home
competitively

Help fix up home and
sell for more

Help find a buyer

Other



 

Pre-listing 
Questionnaire

Schedule 
Listing 

Appointment

Send Pre-
Listing Packet

Create Listing 
Presentation

Home Walk-
through/Listing 
Appointment



 

 

 



 

 

 

 



Review the Pre-Listing Packet 

SCRIPT 

Thank you so much for giving me the opportunity to get your home sold. 

Review the Pre-Listing Packet you left with the seller. 

(Ask:) 

Did you have a chance to review the Guide to Selling Your Home I sent you? 

(If yes:) 

Great! And did you complete the questionnaire at the back? Do you have any 
questions about anything that was presented? 

(If no:) 

Well, let’s review the packet quickly before we move on. There are some 
questions at the end for you to answer. 

 

Delivering a 10++ Experience 
SCRIPT 

I’d like for you to have a great experience selling your home, and that begins with 
me being very clear on what your expectations are, so I would like to ask you 
about that Okay? 

(Ask each question, allow plenty of time for them to answer, and write their 
answers in your packet. Allow equal time for both parties if the sellers are a 
couple.) 

Thank you for your honesty. Knowing how to deliver a 10++ Experience helps me 
serve you in the best possible way. 

 

Why Me? 
SCRIPT 

Let me tell you a little bit about the team and company I work with— Market 
Center name —and why you’ve made a great decision to talk to me about selling 
your home. 

(Quickly cover the selling points about KW - #1 in the world, #1 training company, 
best mobile property search app, and accessing hundreds of real estate websites 
globally!) 

Any questions? 



Help Sellers See Their Listing Through the Eyes of Buyers 
SCRIPT 

The location and condition of the home are the first things that attract buyers and their 
agents. You can’t change the location, but you can change the condition of your home so 
that it’s as appealing as possible. 

Buyers are attracted or distracted immediately by the condition of the home. From the curb 
appeal to every room in the house, to the backyard, it all matters.  

Buyers rank condition as one of the top three things they consider when choosing a home. 
Most want a move-in-ready, model-like home.  

Buyers are trying to see themselves in any property they visit. They are trying to imagine a 
wonderful life inside your house. So, our goal is to help them by preparing the house so 
that nothing distracts them from being able to do this. This mean a great curb appeal, a 
clean interior with as few repairs needed as possible—after all, daydreams don’t often 
come with hammers—and as few reminders as possible that someone else is living here, 
and that includes not being here during showings. 

Once we agree to work together, I’ll advise you on how to properly prepare your home with 
staging to accomplish this. Does that sound good? 

 

Signing the Listing Agreement 
SCRIPT 

We’re in agreement about the price and it sounds like all your questions have been 
addressed.  

(Ask: options) 

 Based on everything we’ve discussed, I feel like we have the makings of a win-win 
relationship. Would you agree? 

 Are we ready to move ahead on this? 

 Is there anything we need to do before we get started? 

 Would you like me to handle the sale of your home? 

 Are you ready to decide to choose me to represent you in the sale of your home? 

(If yes: Hand the sellers your Listing Agreement and a nice pen and ask them to 
sign.) 

Thank you, I am looking forward to… 

(If no:) 

What is preventing you from moving forward? Do you have additional questions 
for me? 



 



 

 

 

 



 

 

 



SCRIPT 

After studying the comparables, taking into account the unique characteristics of 
your home and its setting, and using my knowledge of the averages in your 
neighborhood, I have prepared my recommendation. 

Remember that my primary goal is to net you the most money possible. And I 
believe this pricing plan, matched with my Marketing Plan, will draw agents and 
buyers to your home and position it as a highly appealing and highly competitive 
property. 

After looking at everything I’ve presented about condition and price, what are 
your thoughts? Do you agree with this price recommendation? Is this what you’d 
like to list your home for? Are you ready to make a decision to work with me? 

(If Yes:) 

Great, it sounds like we’ve got a price and are ready to put a sign in the yard. 
Let’s do it and get this house sold! 

 
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Notices

While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, we do not 
guarantee their accuracy now or in the future. KWRI makes no express or implied warranties with regard to the 
information and programs presented in the course, or in this manual, and reserves the right to make changes 
from time to time. 

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you 
understand how Keller Williams calculates profit sharing contributions and distributions under the MORE System, 
how Keller Williams determines agents’ compensation under the Keller Williams Compensation System, and how 
other aspects of a Keller Williams Market Center’s financial results are determined and evaluated. Any exercises 
are entirely hypothetical. They are not intended to enable you to determine how much money you are likely to 
make as a Keller Williams Licensee or to predict the amount or range of sales or profits your Market Center is 
likely to achieve. Keller Williams therefore cautions you not to assume that the results of the exercises bear any 
relation to the financial performance you can expect as a Keller Williams Licensee and not to consider or rely 
on the results of the exercises in deciding whether to invest in a Keller Williams Market Center. If any part of this 
notice is unclear, please contact Keller Williams’ legal department. 

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill 
Companies. The Millionaire Real Estate Agent is copyright © 2003–2004 Rellek Publishing Partners, 
Ltd. All rights reserved. 

Copyright Notice 

All other materials are copyright © 2020 Keller Williams Realty, Inc. or its licensors. All rights reserved. No part 
of this publication and its associated materials may be reproduced or transmitted in any form or by any means 
without the prior permission of KWRI.

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA)  and the National 
Do Not Call Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded 
messages, and check the National Registry and your internal registry before you dial.
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Elementals 5: Buyer Consultation

Set the Appointment
What are the three objectives of the buyer consultation?

1.	 _______________________________________________________________________
_______________________________________________________________________

2.	 _______________________________________________________________________
_______________________________________________________________________

3.	 _______________________________________________________________________
_______________________________________________________________________

Where is the buyer consultation in the Lead Generation Model?
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Elementals 5: Buyer Consultation

Example Buyer Presentation: Your Dream Home
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Elementals 5: Buyer Consultation
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Prepare the Buyer Presentation
What are the goals for this page in the buyer 
presentation? 

How would you customize this page? What questions 
would you change? 



Ignite 5.2  © 2020 Keller Williams Realty, Inc.8

Elementals 5: Buyer Consultation

Example Buyer Presentation: Your Preferences
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Elementals 5: Buyer Consultation
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Prepare the Buyer Presentation
What information do you need to collect in the 
preference profile? 

Aha’s
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Elementals 5: Buyer Consultation

Example Buyer Presentation: Home Wish List



Ignite 5.2  © 2020 Keller Williams Realty, Inc. 11

Elementals 5: Buyer Consultation
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Prepare the Buyer Presentation

Your Home Wish List 



Ignite 5.2  © 2020 Keller Williams Realty, Inc.12

Elementals 5: Buyer Consultation

Example Buyer Presentation: Your Neighborhood
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Elementals 5: Buyer Consultations
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Prepare the Buyer Presentation

Where do you find the information to complete the 
neighborhood insights details?  

What neighborhoods would you include for your role play 
partner based on their answers to the home wish list? 

•	

•	

•	      

1.	 

2.	 

Aha’s

For help with Neighborhood Snaps, go to answers.kw.com 

Click on Command Support, then click on Create a Neighborhood Snap Print or Social Design 
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Elementals 5: Buyer Consultation

Preapproval:______________________________________________________

_________________________________________________________________

Prequalification:___________________________________________________

_________________________________________________________________

Example Buyer Presentation: Buying 101
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Elementals 5: Buyer Consultation

Example Buyer Presentation: At Your Service
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Elementals 5: Buyer Consultation

Example Buyer Presentation: My Promise
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Elementals 5: Buyer Consultation

Prepare the Buyer Presentation

Team Market 
Center 

Years in Business

Total Clients Served

Repeat Clients

Clients served in 2019

What are your numbers?

What numbers would you use to highlight your value 
proposition?

What credentials will you share in your Buyer Presentation?

•	

•	

•	      

•	

•	

•	      
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Elementals 5: Buyers Consultation
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Share Your KW App

•	 Get Started with the KW App on answers.kw.com

•	 KWConnect Tech Enabled Agent Page

•	 Chat with support using the ? in Command

What are the resources in your Market Center for help with the 
KW App?



Ignite 5.2  © 2020 Keller Williams Realty, Inc. 19

Elementals 5: Buyer ConsultationThe 
KW App

Part One: 
Customize Your Consumer Experience 
with the KW App

© 2020 Keller Williams Realty, Inc.        
V 1.0-02.12.2020

Instructions: 
Use this guide to map out the steps your clients will take during the buying and selling process.
Print this guide for your seller process and again for your buyer process.
Go to agent.kw.com and log in.
Go to go.kw.com/appsetup to set up your personalized app.

B
EF

O
R

E To communicate with your clients, you first need to understand how people and 
transactions move through your business. 

Use the space below to map the current flow of your business from a buyer or seller lead  
up until the appointment.

Consider:

Need help? Visit answers.kw.com

1.
2.
3.
4.

In which part of 
the transaction 
process do buyers 
and sellers need 
the most 
assistance or have 
the most 
questions?

What extra 
guidance can you 
provide to address 
those questions 
and concerns?

1.

2.

Example: 
1. Decide to sell your home.
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Elementals 5: Buyer ConsultationThe 
KW App

Part One: 
Customize Your Consumer Experience 
with the KW App

D
U

R
IN

G What transactional milestones and customer service activities are important for your buyers 
and sellers once an Opportunity has been created in Command?

Use the space below to map the current flow of your business for all stages of an 
Opportunity. 

© 2020 Keller Williams Realty, Inc.        
V 1.0-02.12.2020

Appointment:

Under Contract:

Active:

Closed:

Need help? Visit answers.kw.com

In which part of 
the transaction 
process do buyers 
and sellers need 
the most 
assistance or have 
the most 
questions?

What extra 
guidance can you 
provide to address 
those questions 
and concerns?

Look at your listing 
presentation or 
buyer presentation. 
What transactional
milestones do you 
want to include 
in your KW App 
Guide?

Consider:

1.

2.

3.

Example: 
1. Review offers.

Example: 
1. Review the listing agreement.

Example: 
1. Close.

Example: 
1.Home inspection.
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Elementals 5: Buyer ConsultationThe 
KW App

Part One: 
Customize Your Consumer Experience 
with the KW App

A
FT

ER Consider what happens after a transaction closes. What do you want the client to see?

Use the space below to map the current flow of your business after a transaction closes.

© 2020 Keller Williams Realty, Inc.        
V 1.0-02.12.2020

Need help? Visit answers.kw.com

Consider:
In which part of 
the transaction 
process do buyers 
and sellers need 
the most 
assistance or have 
the most 
questions?

What extra 
guidance can you 
provide to address 
those questions 
and concerns?

1.

2.

Example: 
1. Submit the signed closing disclosure to the Market Center.
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Elementals 5: Buyer Consultation

Turn Aha’s into Achievement
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Notices
While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, we do not guarantee 
their accuracy now or in the future. KWRI makes no express or implied warranties with regard to the information and pro-
grams presented in the course, or in this manual, and reserves the right to make changes from time to time.  

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you under-
stand how Keller Williams calculates profit sharing contributions and distributions under the MORE System, how Keller 
Williams determines agents’ compensation under the Keller Williams Compensation System, and how other aspects of a 
Keller Williams Market Center’s financial results are determined and evaluated. Any exercises are entirely hypothetical. They 
are not intended to enable you to determine how much money you are likely to make as a Keller Williams Licensee or to 
predict the amount or range of sales or profits your Market Center is likely to achieve. Keller Williams therefore cautions you 
not to assume that the results of the exercises bear any relation to the financial performance you can expect as a Keller Wil-
liams Licensee and not to consider or rely on the results of the exercises in deciding whether to invest in a Keller Williams 
Market Center.  

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill Companies. The Millionaire 
Real Estate Agent is copyright © 2003–2004 Rellek Publishing Partners, Ltd. All rights reserved.  

Copyright Notice  

All other materials are copyright ©2020 Keller Williams Realty, Inc., or its licensors. All rights reserved. No part of this 
publication and its associated materials may be reproduced or transmitted in any form or by any means without the prior 
permission of KWRI. 

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA) and the National Do Not Call 
Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded messages, and check 
the National Registry and your internal registry before you dial.
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When the Buyer Wants the Seller to Make Repairs 

SCRIPT 

Mr./Ms. Buyer, until you have a physical inspection, we will not know how much 
these items will cost, and we could find additional repairs we may want to 
negotiate. Consequently, you have three choices: 

1. You can offer the seller less money now to compensate for these items. 

2. You can ask the seller now for a credit to repair these items using your own 
contractor. 

3. Or, I usually advise clients to wait for the physical inspection and negotiate all 
repair items at one time. 

How would you like me to negotiate this offer on your behalf? 

 

When the Buyer Wants to Make a Low Offer 
SCRIPT 

Mr./Ms. Buyer, there are three ways to negotiate a transaction.  

1. You can make a low offer and run the risk of the seller rejecting it or countering 
back at full price to compensate. 

2. You can make an offer closer to the asking price and be less flexible if there is 
a counteroffer. 

3. If you really want this home and are concerned that another buyer may 
purchase it, you can make a full-price offer and give the seller what they want. 
 

It’s your choice. How would you like me to negotiate this offer? 

 

 



1. 

2. 

3. 

4. 

5. 

 
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1. 

2. 

o 

o 

o 

3. 

 



With a partner, practice the scripts on the next two pages for presenting offers.  

Present the Initial Offer to Your Seller 

SCRIPT 

Good morning/afternoon, it’s _____ (name) with _____ (Team Name) _____ 
(Market Center name). We have an offer here for your review. I’m going to go 
through the offer with you — is this a good time? Now, the offer they came in with 
is $_____ (offer price). They’re putting $_____ as earnest money and ___% as 
the total down payment. They want to close on ________ (date) and they’re 
asking for _____% in repair limits. What do you think? 

 

 

Present a Low Offer to Your Seller 

Never criticize or show a negative attitude about a low offer. Present all points of agreement first before 
discussing pricing or other disagreements. 

SCRIPT 

Now, that’s lower than our asking price, but it is an offer so we need to decide 
what you would like to do. 

 

 

 

Recommend That Your Client Accept the Offer 
SCRIPT 

I will urge you to consider this offer very carefully and consider the value of 
meeting your moving goals; in the long run, meeting your overall goal of selling 
your home is the more critical need, correct? 

Your property has been on the market now for ___ days, and the average time 
on market for this area is ___ days.  

Buyers are going to look at this same data, they’re going to see that your 
neighbor’s house sold for only $_____, and the house around the corner sold for 
$_____. They’re going to want to pay fair market value compared to these other 
sales. 

If you accept this offer, the probability of closing and meeting your goal is 100 
percent. You want to meet your goal, right? 

 

 

 

 

 

 

 



 

Recommend That Your Client Make a Counteroffer 

SCRIPT 

We look at any offer as a positive thing, initially. We always recommend a 
counteroffer instead of rejecting an offer. It may be that we can negotiate this up 
to where we need it to be. Let’s put together a solid counteroffer. We need to get 
it back to them quickly to keep things rolling and see if we can make this offer 
work. 

I think the thing to focus on here is the price you want to get for your house. 
Putting this offer aside, if you could get this home sold and closed in thirty days, 
what would you feel comfortable selling it for today? Let’s put together a 
counteroffer that would put us in the range where you feel comfortable. 

Remember, not all offers are going to work, but it is a good sign that we’re getting 
an offer. You’ve made this person’s list as a house that they thought was one of 
the best homes for the money. I’ll call the other agent and ask them how they 
came up with that price. 

 

 

 



 

 

 

Good morning/afternoon, _______ (buyer agent). This is _______  with ______ 
(Team Name) with _______ (Market Center name). Thank you for your offer—we 
appreciate it. It was quite a bit lower than what the seller had hoped. 

 

Pause and see if you can get them to agree with you. 

 

The sellers have come back with a reasonable counteroffer that should work. 
The seller is countering back for $ ______. The rest of the terms in your offer are 
fine except for__________. This is something that will work for everybody — 
your buyer is getting a home within market, the seller is selling at a reasonable 
price, and we can all move forward to get this closed, wouldn’t you agree? 
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Recap and Create Your Success List 

How has your thinking 
changed? 

What do you feel 
differently about? What 
was meaningful for you 

today? 

How will your behaviors 
be different going 

forward? What actions 
will you take? 

What tools, models, or 
systems will you use? 

How will they make you 
accountable? 
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