
Sales Meeting 1-25-17 

I. C.A.R. Legal 
 Carbon Monoxide and Water Conserving Plumbing Fixtures (C.A.R. form now required) 

 Disclosure Responsibility Addendum 
1.  It’s an added value to our sellers and a great reminder to buyers of their rights and obligations 
 a) It’s one of the top 2-3 reasons why you’re worth 6%! 
 b) You’re getting the seller the most $ for their home, along with greatly limiting their exposure 
to meritless buyer claims 
2. Always counter the buyer 
 a) Prepare the seller that as per their listing agreement, they’ll have to sign indemnity 
 b) Have them talk to your manager 
3. If the OB Agent wants to counter out: 
 a) Ask if there is a particular issue 
 b) If so, cross it out – we’ll present to the seller 
 c) If there is a lot of crossing out, the seller will get an idea of who the buyer is 
4.  Have they read it? Read it, cross it out!  
5. It goes both ways (If we do something wrong, you won’t have to sue us, we’ll make it right. And, the 
attorney’s fee provision goes both ways. 
6. Call your manager – we’ll talk to OB no problem! 
7. Don’t need to include in offers on OB listings (As long as your buyer signs for our file at time of offer.) 
 
II. Listing Types 

A. Homeseller – 2.5%  
1. Take them off the market; the clients can benefit from no longer receiving solicitations. 
2. Provides more confidence to the buyer that a broker is involved in the sale of the property. 
3. Buyer can pay their associate’s commission 
4. After 4-6 weeks, they’ll likely convert to another listing type like the 2-4-6. 
5. It helps to start the relationship and save the seller some $! 

What’s better? 

B. The 2-4-6 Rocks!  (For FSBOs, all of your efforts so far mean something, they don’t go away. 
With a typical Exclusive Right listing with OBs, the FSBO does lose out.  
1. The 2-4-6 is an Exclusive Agency Listing 

a) If they were a FSBO, register the names of potential buyers at the time of the listing. 
b) Obligation to ask every showing agent before showing who their buyer is and to register 

them. 
c) Obligation to ask the seller every week to register potential buyers they’ve found. 

2. Commission Amounts (Must fill in) 
 2% -- if seller procures buyer in first 30 days (do not extend further than 30 days) 
 4% -- If listing agent only procures buyer in first 30 days (can extend this period) 
 6% -- If any other agent procures the buyer at any time (regardless of whether or 

not that agent expects to be compensated) 
3. No such thing as 2-4-5 
4. Our value proposition is not to be a hodge podge  



a) You don’t want to keep adding and modifying the terms of your listing agreements just 
like you can’t order ½ Chevy and ½ Ford, or an Electric vehicle and an 8 Cylinder Turbo 

b) What’s your example? 
5. You’re giving them huge options to save 

a) You make the difference 
b) You are the added value! 

III. Listings – 10 Great Ways to Get ‘em now (Rate lock) 

1. Knock doors or mail to the neighborhoods 
a) If you have a buyer who has needs that are not met by homes on the market, consider 

mailing to homes off the market  
b) Make these mailings specific i.e. how long they’ve owned the home, features, etc. 
c) This is a great way to impress the sellers;  
d) If the sellers are worried there is nothing on the market for them to buy, let them know you 

will do the same thing for them (sending mailers to homes that fit their criteria) 
2. Sellers who closed escrow 4 – 8 years ago 

a) These sellers have their low rates locked in (Rate lock) 
b) Smarter to double down (think of being dealt two aces in Blackjack); Double-down with 

great rates on the property they’re in and their “move-up” home 
3. Contact the “A” people in your database  

a) Attorneys – Divorce 
b) Accountants – Insurance 

4. Expired listings from last spring “Property History” (These sellers have appreciation!) 
5. Open Houses  

a) Circle prospect  
b) Do the open house even if it is under contract  
c) You will have neighbors interviewing you 
d) You will get business!  

6. Call “For Rent” signs! Perhaps the owner would rather sell than be a landlord 
7. Mail non-owner occupieds (Send a letter informing the sellers of their home’s appreciation) 
8. Send out the Winter Housing Report to your sphere and any of the above! 
9. Stay in flow!  
10. FSBOs: 

 Make a friend! 
 It is an opportunity to preview a home!  
 Offer to post it on our London website! 

*Bonus: Call your database with your need. For example: Family, occupation, recreation and dreams 
(FORD dialogue) first. Then: “Linda, could I ask you to put on your real estate hate for a minute. I have 
some buyers who are dying to be in old fig and we just can’t find anything. By chance, do you know of 
anyone who might be thinking about selling?” (You’re touching your database and helping your 
clients!) 

 


