
Sales Meeting 8-5-15 
 
 

1. Please always pay special attention to page 3 of the RPA as it pertains to “Items Included 
in and Excluded From Sale”. 

A. If it is the Seller’s intent for real property such as, but not limited to, lighting 
fixtures, ceiling fans, plumbing fixtures and etc. to be included in the sale, it is 
best for the Seller to remove and replace such fixtures prior to marketing the 
property. 

B. Take time when listing the property to ask the Seller about any such exclusions. 
C. If the Seller does not replace or remove such fixtures, it’s recommended that you 

make note of any items “excluded from sale” in the MLS marketing remarks. 
Even so, however, “Items listed as included or excluded in the MLS, flyers, or 
marketing materials are not included in the purchase price or excluded from 
the sale unless specified in paragraph 8, B or C”. 

D. If any appliances appear in any way to be free-standing such as a range/oven, 
refrigerator, or other, be sure to check the appropriate boxes and complete lines in 
paragraph 8B. If you are presenting an offer to your Seller, be sure to look for any 
such checked boxes/inclusions so that your Seller is aware and can prepare an 
appropriate counter-offer. 

E. Finally, if it is the  Seller’s intent to not include the range/oven, or other items 
which are also in paragraph II A of the TDS (page 1) “The subject property has 
the items checked below:” then they should not check any such item. 
 

2. Let’s not rely on the internet for our flow of clientele – buyers or sellers. What is winning 
right now, and always will, are the basics. Open houses, social events, calling your 
database, mailings with a real call to action and having the right dialogue with people 
when they ask you “how’s the real estate market?”. 
Every prospecting activity we do and every marketing effort we make is designed to get 
somebody for us to talk with who wants to know “how the market is?” This is the most 
common question asked when people know that you’re in real estate. Let’s not miss a 
great opportunity by simply answering the question with “Great”, “Fantastic” or “really 
good”. Instead, let’s respond by opening the dialogue to take it a step further. Try 
something like this: 

“Great, but also a little complicated. Why do you ask?” or “Fantastic, there’s a lot 
of opportunity right now. Why do you ask?” 

Give a positive response along with a question; this will let you know how to best 
move into a real conversation about the market. 
 
Good Luck! 



Patrick 


