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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? 
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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. 
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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? 

 

  




	Elementals_6_Make_And_Receive_Offers_Cover.pdf
	IGNITE_ELEMENTALS_MakeandReceiveOffers_PARTICIPANT GUIDE.pdf

