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Winning Dialogues for Full Commission Listings
Question:  “Mary Smith of Brand X said she would do it for less.”

Reply A:  I understand.  If I could show you how together, the Weichert philosophy and mine, could make you money, would you be interested in working with me?

Reply B:  I realize my business plan is different. What part of my marketing plan would you like for me to pull out and not do?

Reply C:  I hear that sometimes. I am in the business of selling your home – not listing it – and think this plan- my plan, will accomplish your goals.

Reply D: You haven’t even hired me yet, and you’re asking me to take a pay cut.  Let me implement my plan, and if you’re not satisfied we can discuss my commission later. 

Reply E:  My commission is Zero. I only get paid when I sell your house.  And I will negotiate such a good price for you, your net will be what you’re looking for; including my fee. 

Reply F: The fee is divided between the Listing Company ( me);  and the Selling Company.   We need to  offer  competitive compensation to the selling agents , or we won’t get the attention we want.  So, any cut would come totally out of me----and that means I can’t afford to implement the full marketing plan. 

Reply F: When you go to the Doctor, do you try to negotiate the cost of your procedure?    Let me conduct my business in a way that will get you the best price; and the best net.  

Reply G:  Would you believe my company hasn’t had a raise since I began my career? We still charge the same amount as we did years ago.

Reply H: My minimum is “X” .

Reply I:  “Mr. Seller, I hope you can understand that I don’t know how much time, energy and money it will take to get your home to settlement so although I appreciate your asking, I cannot discount now but please if things go really well and we sell quickly I invite you to ask me again later when it may make sense for both of us.

Reply J: If your supervisor came in today and asked you to work really hard for the next 3 months but they were going to cut your salary today. How would you feel?  Then explain how commissions are paid and move on.  

Question:  Why should I choose you over a top producer/team?

Reply A: I purposefully limit the number of listings I carry at any given time to ensure that you always reach me – never an assistant. I have support in areas of marketing, accounting, organizing files, etc, however, I will always be whom you speak with and consult.

Tools to Use and Things to Do to

 Win the Full Commission Listing

1) Portfolio – fully customized to subject property

2) Leave Behind – owner copy of presentation

3) Stats…and more Stats; PTA, CMA, RBI, Market Update, NAR’s RPR site,

4) Seller Control Sheet 

5) IMail –  Just Listed postcards, property brochures, Leadlink, flyers for outdoor box, (not everyone begins search on –line)

6) Full Open House Program: OH postcard invitations, door hanger invitations, call! Consider Saturday and evening opens.
7) Pre-filled forms as much as possible 

8) Daytimer/planner to schedule additional meetings and Open Houses

9) Estimated costs of Seller Settlement Charges (if used in your area), calculator or know your phone calculator function

10) WFS partner business card

11) Weichert Insurance card if vacant property

12) MRC – found at WeichertOne.com

13) Home warranty application

14) Consider a virtual tour company for professional photographs
15) “Mr. & Mrs. Seller, we will have to sell your home 3 times: first to other associates so they will show it to their buyers 2nd to buyers, and 3rdly to the appraiser

16) And remember something Jim Weichert said several years ago:

“I cannot improve the price of a listing I don’t have”.  Be willing to consider listing an overpriced property (in your mind) – within reason. It might not be after all – let the market determine the value.
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