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INTRODUCTION

Every Listing Presentation Is an
Opportunity to Earn Trust

Winning a listing starts long before a seller signs an agreement.
A well-prepared listing presentation demonstrates your
professionalism, showcases your expertise, and helps
homeowners feel confident that you are the right Realtor

to represent one of their most valuable assets.

Whether you're meeting with a first-time seller or an
experienced homeowner, preparation is the key to building
credibility and standing out from the competition.

This guide was created to provide a practical framework that
you can use before, during, and after every listing appointment.
By following these best practices, you'll be better equipped

to communicate your value, address seller concerns, and
increase your chances of winning more listings.

PRO TIP

Sellers don’t just choose the Realtor
with the lowest commission—they
choose the professional they

trust the most.
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WHAT YOU'LL LEARN

How to prepare for every
listing appointment

What materials to bring

The questions every
Realtor should ask

How to present your
marketing strategy

Ways to handle common
seller objections

Best practices for following
up after the appointment
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Why Listing
Presentations
Matter

First impressions can make
or break a listing opportunity.

A professional listing presentation is more WHY IT MATTERS

than a sales pitch—it's your opportunity

to demonstrate your expertise, build trust, 1. BUILDS TRUST

A structured presentation demonstrates
professionalism and preparation.

and clearly communicate the value you
bring to every client.

Homeowners want confidence that
they're choosing the right Realtor. 2. HIGHLIGHTS YOUR EXPERTISE

Showcase your market knowledge,
marketing strategy, and negotiation skills.

A thoughtful presentation helps
position you as a trusted advisor
rather than just another agent
competing on commission.

3. SETS YOU APART

Differentiate yourself from other Realtors
by focusing on value—not price.

DID YOU KNOW?

Sellers are more likely to

choose a Realtor who clearly

4. INCREASES YOUR LISTING
CONVERSION RATE

Prepared Realtors are more likely to earn
the seller’s confidence and secure the listing.

communicates their marketing
plan, local expertise, and

process from listing to closing.

PRO TIP

Confidence comes from preparation. The more prepared you are before every
listing appointment, the more confidence your clients will have in choosing you.
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Before the ? >

Appointmen
Checklist

Preparation is the foundation

of a successful presentation.

- @

BE PREPARED. BE CONFIDENT.

The more prepared you are before walking into
a listing appointment, the more confident and

credible you will appear.

Use this checklist to make sure you have
everything you need to provide value, answer
questions, and demonstrate why you are the
right Realtor for the job.

PRO TIP

Sellers notice the small details.
Arriving prepared shows that

you respect their time and
take your business seriously.

ol PREPARATION TODAY
LEADS TO MORE LISTINGS
TOMORROW.

DOOOPOOO
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RESEARCH THE PROPERTY
Review MLS data, recent sales, neighborhood

trends, and property details.

PREPARE A CMA
Create a Comparative Market Analysis to

provide accurate pricing insight.

DEVELOP YOUR MARKETING PLAN
Outline your marketing strategy, including
online, social media, and offline tactics.

KNOW THE LOCAL MARKET
Be ready to discuss current market conditions,

inventory, buyer demand, and pricing trends.

PREPARE TO ANSWER OBJECTIONS

Anticipate questions and concerns sellers may
have about price, timing, and market conditions.

ORGANIZE YOUR MATERIALS

Have your presentation folder, brochures,
CMA, and listing agreement ready to go.

CONFIRM THE APPOINTMENT

Confirm the date, time, address, and who will
be attending. Arrive 10-15 minutes early.
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What Every ®
Realtor
Should Bring

The right materials help you
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MARKET ANALYSIS
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MARKETING PLAN

A Strategic Approach o
Salling Your Hama.

look professional, communicate
your value, and leave a lasting

impression.
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BE PREPARED. BE PROFESSIONAL.

Having the right tools and materials shows that you are

organized, knowledgeable, and serious about
about helping sellers achieve the best possible outcome.

®
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CMA (COMPARATIVE MARKET ANALYSIS)
Provide a detailed market analysis with
comparable homes, pricing trends, and
insights specific to the property.

MARKETING PLAN

A clear outline of your marketing strategy,
including online, social media, print, email,
and networking tactics.

SELLER NET SHEET

An estimated net proceeds sheet that shows
sellers what they can expect after selling
their home.

PRESENTATION FOLDER OR PORTFOLIO
Keep all your materials organized in a clean,
professional folder or portfolio.

ABOUT YOU SHEET

A one-page summary of your experience,
credentials, and what sets you apart.

PRO TIP

DID YOU KNOW?

Realtors who use professional

presentation materials are

64% more likely to win the listing.

PROPERTY PHOTOS
High-quality photos of the home (interior
and exterior) to include in your marketing
plan and presentation.

TESTIMONIALS & REVIEWS

Client testimonials, reviews, or success stories

that showcase your results and build trust.

LISTING AGREEMENT (SAMPLE)
Bring a sample listing agreement to walk
sellers through the key terms and your
commitment to them.

CLOSING GIFTS (OPTIONAL)
A small branded gift or token of appreciation
can help you stand out and stay top of mind.

YOUR CONTACT INFORMATION

Business cards, QR code, or contact sheet
to make it easy for sellers to reach you.

Prepare a presentation that is tailored to each seller and their home.
Personalization shows you understand their goals and their property’s unique value.

@®
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QUESTIONS
TO ASK
EVERY SELLER

Asking the right questions helps you understand
your seller's goals, address their concerns, and
position yourself as the trusted advisor they

want by their side.

USE THESE QUESTIONS TO GUIDE THE CONVERSATION AND UNCOVER WHAT MATTERS MOST.

1. PROPERTY S+t 2. TIMELINE 3. PRICING
Learn about the home and how Understand their ideal 9 Discover their expectations

it fits into their plans. timeline and flexibility. and pricing comfort level.

@ Why are you selling your home? @ When would you like to move? @ What price are you hoping to achieve

I for your home?
@ How long have you lived in the home? @ |s there a specific date you need

@ What do you love most about the home? to be out of the home? © Have you received any other opinions
on value?

@ Have you made any upgrades or @ Do you have a new home in mind @ Are you open to making updates or
improvements? or under contract?

repairs to help the home sell?
@ s there anything about the home that

et @ How much flexibility do you have @ How do you feel about today's

on timing? market conditions?

4. EXPECTATIONS

Align on their expectations

5. MOTIVATION

Uncover what truly matters

behind their decision to sell.
D The more you listen,

the more value you can

and communication style.

@ What qualities are most important @ What is your biggest concern : -
to you in a Realtor? about selling your home? provide. Great questions
@ How would you like us to @ What would a successful sale lead to strong r?l;ettlunshlps
communicate throughout the process? look like to you? and successful listings.
@ What level of involvement do you €@ What are you hoping to accomplish
want in the selling process? with your next move?
@ What are your expectations for & s there anything else | should know
marketing :.I'ﬂul' homE? tD best help FDU? e |

7\ | PROTIP

i}(‘ ) ‘ Listen actively, take notes, and ask follow-up questions. Sellers can feel when you are genuinely
/ | interested in their goals—and that’s when trust is built.
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Presenting Your Marketing Strategy

Show sellers exactly how you plan to market their property and

maximize exposure to qualified buyers.

YOUR MARKETING PLAN
SHOULD INCLUDE

A successful listing presentation goes beyond pricing.
Sellers want to understand exactly how you plan to
market their horne and why your strategy will help
them achieve the best possible outcome.

DIGITAL MARKETING

@ | + Professional photography

+ Social media campaigns
» Online advertising
* Listing syndication

PRICING STRATEGY

= Comparative Market Analysis (CMA)
Meighborhood trends

+ Competitive pricing

= Market positioning

=

DID YOU KNOW?

Homes marketed with profes

OPEN HOUSE STRATEGY

+ Broker opens

+ Public open houses
* Private showings

+ Weekend events

COMMUNICATION PLAN

+ Weekly updates

* Showing feedback
* Market changes

+ Buyer activity

NEGOTIATION EXPERTISE

+ Offer presentation

« Contract guidance

* Inspection negotiations
* Closing coordination

ional photography, strategic online exposure, and

consistent communication often receive greater buyer interest and stronger
engagement than homes with limited marketing efforts.

PRO TIP

Every seller is different. Tailor your marketing presentation to each property
by highlighting the strategies that best fit the home's location, price point,

and target buyers.

UNITED MORTGAGE RESOURCE LIBRARY
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Handling Common Seller Objections

Learn how to confidently respond to the most common questions
and concerns sellers have during a listing presentation.

&@&

WHY OBJECTIONS MATTER

Seller objections are a natural part of every
listing presentation. Instead of viewing them
as obstacles, see them as opportunities to
educate, build trust, and demonstrate your
expertise. A confident, thoughtful response
can strengthen your relationship with the
seller and help you earn their confidence.

COMMON OBJECTION #1

"Why should we choose you instead
of another Realtor?"

RECOMMEMNDED RESFONSE:

Highlight your experience, local market
knowledge, communication style, marketing
strategy, and commitment to providing
exceptional service,

COMMON OBJECTION #2

"Can you lower your commission?”

RECOMMEMDED RESPOMSE:

Focus on the value you provide rather than
competing on price. Explain how your
marketing, negotiation skills, and guidance
help maximize the seller's overall outcome.

CONFIDENCE BUILDS TRUST

{n}

®

COMMON OBJECTION #3

“What if my home doesn't sell?”

RECOMMENDED RESPONSE:

Explain your pricing strategy, ongoing
marketing efforts, regular communication,
and willingness to adjust the plan based
on market feedback,

COMMON OBJECTION #4

"How leng will it take to sell?”

RECOMMENDED RESPONSE:

Discuss current market conditions,
comparable sales, pricing, and explain
that every property is unique.

COMMON OBJECTION #5
“Should we make repairs before listing?”
RECOMMENDED RESPOMNSE:

Recommend evaluating repairs based on
return on investment, buyer expectations,
and current market demand.

The best Realtors don't memorize scripts—they understand the market, listen carefully,

and provide thoughtful guidance that helps sellers make informed decisions.

PRO TIP

Listen carefully before answering. Sellers want to feel heard first.
A thoughtful response builds far more trust than a rehearsed sales pitch.
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After the Presentation
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Your listing presentation doesn’t end when you walk out the door.
A thoughtful follow-up can strengthen trust, reinforce your value, and
significantly increase your chances of winning the listing.

DA

@

FOLLOW UP WITHIN 24 HOURS

Send a personalized thank-you email
thanking the homeowner for their time
and the opportunity to discuss the sale
of their home.

ANSWER ANY REMAINING QUESTIONS

Be available to clarify pricing, marketing
strategies, timelines, or any concerns the
seller may still have.

PROVIDE ADDITIONAL RESOURCES

If appropriate, send:

« Comparative Market Analysis (CMA)

» Marketing timeline

+ Seller preparation checklist

« Additional neighborhood market
information

REMEMBER

]

STAY CONNECTED

If the seller hasn't made a decision,
continue following up professionally
without being overly persistent.
Consistent communication demonstrates
reliability and commitment.

CONTINUE PROVIDING VALUE

Share helpful market updates, new
comparable sales, or industry insights
that may help the homeowner make
an informed decision.

RESPECT THEIR TIMELINE

Every seller moves at a different pace.
Rernain patient, professional, and
supportive throughout the decision-
making process.

Many listing appointments are won during the follow-up—not during the

presentation itself. Professional, timely communication helps you stay top of mind

and reinforces the confidence sellers have in your services.

PRO TIP

Don't let your last impression be walking out the front door. A personalized
follow-up message can make the difference between earning the listing and

losing it to another Realtor.
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Final Listing Presentation Checklist

Review this checklist before every listing appointment to ensure
you're fully prepared to deliver a professional, confident, and
memorable presentation.

k3 DX

BEFORE YOU ARRIVE DURING THE PRESENTATION AFTER THE PRESENTATION

Research the property and Build rapport with the seller [0 Send a personalized
property PP

neighborhood thank-you email

] PR A e e iRt [] Ask thoughtful discovery questions

[0 Follow up within 24 hours

Analysis (CMA) [0 Explain your pricing

[] Print or organize your recommendation [] Provide any additional
listi tati information requested
is mg presenta |o_r"| . 1 {prsar i o traphation Hian q

O Confirm the appointment time _ [0 Continue communicating

[0 Review local market trends [J Demonstrate your local expertise professionally

W PT'E‘F?EF? a customized [0 Address objections professionally [ Staytop of mind until the
marketing strategy | k decisi

[ Bring business cards [] Clearly explain the next steps seller makes a decision
Test your laptop or tablet Answer all remaining questions

7] y p 99

SUCCESS CHECKLIST

Great listing presentations don't happen by chance—they're the result of

preparation, organization, and consistent execution. Use this checklist before
every appointment to ensure you deliver an exceptional client experience.

FINAL REMINDER

Preparation builds confidence. Confidence builds trust. Trust wins listings.

UNITED MORTGAGE RESOURCE LIBRARY NMLS #2591834
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Your Trusted Mortgage Partner

Helping Realtors deliver exceptional client experiences through reliable
financing solutions, responsive communication, and trusted partnerships.

WHY PARTNER WITH WHY REALTORS CHOOSE
ﬁ UNITED MORTGAGE? 00Qo UNITED MORTGAGE

At United Mortgage, we believe every successful
real estate transaction begins with strong
communication and trusted relationships. Cur
mission is to help Realtors provide an exceptional
experience by delivering reliable financing
solutions and personalized support from
pre-approval through closing.

Fast Pre-Approvals

Wide Variety of Loan Programs
Responsive Communication
Dedicated Loan Officers

Whether your buyers are first-time homebuyers, Reliable Clesing Support
experienced investors, self-employved borrowers,
or purchasing luxury homes, our team is

committed to helping vou close with confidence.

Trusted Mortgage Parthnership

LET'S GROW TOGETHER CONTACT INFORMATION
@ Strong partnerships create successful closings. % & Info@UnitedMtg.net

We look forward to helping you provide

outstanding service, build lasting client Rs (800) 579-1622

relationships, and grow your real estate business.

[ APPLY HERE ‘ APPLY NOW

Ready to help your buyers get pre-approved?
Submit an application quickly and securely.

Apply.UnitedMtg.net

THANK YOU
Thank you for downloading this guide. We hope these strategies help you deliver
more confident listing presentations, strengthen client relationships, and grow your business.

ENUWeD

Empowering Realtors Through Education
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