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“Success is doing what you said you'd do consistently, with Clarity, Focus, Ease and Grace” -mariaNemetn
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                     Ideally, this is used on Listing Presentations but can be

                        edited for a price reduction conversation later

When you list your home for sale, I want you to understand how it works when we enter you into our Multiple Listing System and Internet marketing.

When agents work with buyers, initially they will create a search in our exclusive area MLS,  and find all homes currently on the market that match the buyers’ wants and needs.
The agent immediately sends the list to the buyer(s). The next step is to set up an MLS auto email search for any new listings matching the buyers’ preferences; the agent is usually copied on the emails as well.

(Take note that we do NOT use Zillow or any other Internet listing site, typically they are always behind on information PLUS any agent you contact about a property is 99% of the time NOT THE LISTING AGENT. This site is there to collect your Data… and SELL LEADS to agents…)

From the moment we list your home in MLS, the entire Pool of Buyers and Agents will receive a detailed email of your home’s features, photos, and remarks we’ve written to the buyers and agents. Try to imagine a pool where all the buyers are swimming around looking for the right house. The pool contains all the old listings that the buyers have already rejected. We are the new house that jumps in with a splash! The buyers and their agents will SWIM OVER to the shiny new listing because someone else might get it first so they have to act fast!

So, there are 2 things to look at here:
1.) When we go into the pool, it’s critically important we have that first impression be the absolutely best possible. The Pool of Buyers know that all the other buyers are getting this email flag of your new listing too, and they have the urgency created to “get it fast”. If it’s desirable at the price and terms we’re offering… and if they are WORRIED someone else will get it first. They act FAST. We want that image created, to “Get it before someone else does!” We all know the BEST listings sell the fastest, and guess what? They are also at the highest price, often because of a multiple offer bidding war.
Again, if the home is something they want and they are afraid someone else will get it;

we get a really fast sale, and that’s the BEST thing that can happen!
If it doesn’t sell right away, it means that other buyers have rejected it, so in the minds of Buyers and Agents, it’s probably not that good at its current price and terms.

The plan to sell FAST is ideal to get the highest possible price. We have the unique opportunity to get multiple offers, but only in those first few weeks.

2.) IF WE DON’T SELL the home right way and if the Pool of Buyers reject the home at the price we have it originally listed for, then we’ve created a listing that’s waiting for the “next buyer” to come into the market (jump into the pool). The new buyer will look at ALL the homes

available (all the listings floating around the pool unclaimed). They know these house didn’t sell right away, so they get the impression our listing can’t be that HOT. 
At this point we wait for one buyer at a time, in the pool of all the other listings that DIDN’T SELL either after that initial few weeks. Our chances for multiple offers, or even a full price offer, go down dramatically after that.
This means at the 10 or 14th day mark we will have to strongly consider doing something to

“RE-ATTRACT” that pool of buyers to take a 2nd look at our offering.

“Re-attracting" generally means one of 2 things: 
A. A Good-Sized Price Reduction, history shows us if it’s priced within 5% of final sales price, we’ll sell in less than 14 days, so we’re probably 5% overpriced. If we get no or very few Showings, we’re probably 10% overpriced. A "good sized reduction" is like throwing the home back into the pool, RE-CREATING that “Splash” that says “we better get it before someone else does.”
OR

B. 
A Systematic Price Reduction that will cause your home to go back into their email in-box over and over again. This will create smaller “splashes” on a regular basis, it just pings them. If we think the price is pretty good and we just want to keep refreshing the “bait” of our marketing, we can create little splashes in the pool with a SYSTEMATIC price reduction plan. At some point we hope they will say, “Wow, I’ve seen this one come up a lot, maybe I should consider it after all.” This is not so much PRs as a MARKETING PROGRAM…
Let’s discuss how we can sell your house with #1 above (Price it RIGHT, have it staged, have lawn perfected, put unnecessary items in storage, make sure a decent percentage goes to selling office, create curb appeal, availability, etc.)
Try to do this so we don’t have to resort to #2.

There is an option 3, but unless there are simply no buyers looking for your home (white elephant) it’s not the best option…. That option is to just “wait” and “hope”.

Pool of Buyers Script










