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There are six presentations that are the foundation of every successful Real Estate career.  
They are your: 

1. Seller (listing) presentation 

2. Buyer presentation 

3. Showing homes 

4. Offer presentation including negotiating 

5. Offer writing 

6. Price reduction presentation  

The success of your career is based on your effectiveness with these presentations.  I am 
going to share with you powerful weapons that increase your success in each one.   

1. Your Seller Presentation: There are many weapons to strengthen this. 

a. Asking great questions over the phone is a technique that gives many less 
experienced Agents an advantage over more experienced ones by creating a 
strong relationship before you arrive at their house.  Of course asking the 
questions includes actively listening; making thorough notes; and probing for 
details that will help you to help them.  The three key questions to build that 
strong relationship are:  

i. Why are you considering this move? 

ii. Ideally, when would you like to have the move complete? 

iii. How important is it to get the move done in that time frame. 

b. Presenting your marketing plan powerfully is another weapon.  Use the 
AABC method.  You can read an article on my website www.RichLevin.com 
under membership (it’s free)> Articles that teaches AABC step by step. 

c. Being clear on the price you recommend while at the same time making 
certain that the Client clearly understands that they are in control of the price 
is a huge weapon.  It also needs to be understood that you take as long as 
necessary to prepare your pricing recommendation so that you have complete 
confidence in it. 

2. Your Buyer Presentation has similar weapons that will strengthen it.   

a. The questions over the phone are similar to the Seller Presentation above. 

b. In place of the marketing plan is what we call your service plan.  Most 
Agents miss this step, to their detriment.  It is a complete review of what 
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happens from the moment you meet them until they are happily moved 
into their new home and how you service each of those steps.  

c. Another powerful weapon is a folder or book that contains information 
that will give them confidence in the whole process 

i. Copies of the most common forms they may see as they go through 
their purchase 

ii. Information on all the other professionals, attorneys, inspectors, 
appraisers etc. and their roles in the process as well as tips on working 
with them 

iii. All the phone numbers for completing their move including utility 
companies, schools districts, etc.  

iv. There are dozens of other pieces of information you can include 

What makes this such a strong weapon is that you review it all during your 
presentation but they only get to keep it if they make the commitment to 
work with you as their Agent, best if this is by exclusive contract. 

3. Showing Homes: Your best weapon here is your ability to recognize when you 
are showing them the house that they will want to buy and your skill at leading 
them to a decision.  There are some basic sales skills to use here. 

a. Tie Downs when they like something, these are simple phrases that you 
use when the buyer is showing positive interest in some aspect of the 
property, perhaps like this, “Is this the type of island in the kitchen you 
had in mind?”  Or, “I could really see myself enjoying that Jacuzzi tub, 
couldn’t you?”  Again, these are only used when you know, for certain, 
the buyer likes the thing.  Be careful not to overuse them, just enough to 
create positive momentum. 

b. Alternative choices are ideal when a negative shows up.  For example, 
they say, this yard would take me all day to mow.  You respond with, “If 
you wanted this house would you get your own tractor mower or just hire 
that out?”  

c. Open ended questions are also good in negative situations as well as 
positive ones.  They walk into the master bedroom and say that it really 
needs decorating.  You say, “What would you do with it?”  Or you know 
they like to landscape and they are admiring the yard, you say, “What 
would you plant?”   

d. Decision makers are questions that require clear yes or no answers and 
lead directly to a decision or not.  You are walking down the driveway 
back to your car.  You look back and they look back with you.  You say, 
“I kind of like it for you.  Do you want to sit down and see if the numbers 
work on this house?” 

Notice immediately after the words showing homes above, it says that you use 
these skills once you are quite certain you are in the house that they want.  
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Applying these skills in every home they see or one they do not like makes 
you appear forced and awkward. 

4. Offer Presentation and Negotiating: The art of presenting an offer has died or at 
least it is taking its last breaths.  In every corner of the country that I speak to 
Agents, you are faxing offers and leaving this wonderful skill in the past. (Can 
you tell that I am nostalgic for it?)  So, let’s focus on the fun and excitement of 
negotiating. 

a. Your greatest weapon here is the information you have about your client 
and the other party, particularly anything and everything you know about 
their motivation and urgency. 

b. One other is your focus on the goal of their purchase or sale.  Real Estate 
clients are usually completely naïve negotiators.  Their experience in 
negotiations is probably limited to being abused by unscrupulous car 
dealers.  (There are great ones, too.  But many others in that business use 
abusive negotiating tactics.)  So, your best weapon is to keep the 
negotiations to going back and forth the fewest number of times.  Write 
the best offer possible.  Get the best counter offer.   

c. Your secret weapon is to prepare the buyer or seller at your buyer and 
seller presentations for how the negotiating process is going to go.  You 
can literally shape how it will go.  You can prepare them for how you 
want it to go and how to make it easier on them (and on you) while 
assuring them it is the best way to get the most for them.  You do this by 
simply explaining how you are going to direct and control the 
negotiations.  You do this early at your first presentation when they are 
completely open to it. 

5. Offer writing is one of the most important presentations in your business.  It can 
make or break the deal.  It can make your transaction smooth or it can make it 
excruciating for months.  The weapon you employ here is your taking the time to 
review the documents in detail.  Explain the decisions they make regarding price, 
possession, financing, personal property, etc.  Explain exactly what is going to 
happen to the paperwork from that moment until it becomes a final agreement on 
their purchase.  What other professionals are involved?  What is your role through 
all of it?  If you anticipate any particular glitches because of the type of property, 
financing, inspections, or the price they offer, prepare them for how you expect 
that to go.   

Too many Agents write the offer, get signatures and do not explain all the details.  
Then as normal situations arise the Agent gets upset that the Client is being 
difficult.  Preparation and explanation are the weapons of offer writing that can 
give you control, peace, loyalty, and more referrals. 

6. Price Reduction Presentation: We teach this as a unique presentation.  It is 
introduced at that listing presentation.  Then it is used three or four weeks later 
and every three or four weeks until the property is sold.  The weapon here, as in 
Negotiating above, is in the way you prepare the seller for the price reduction 
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presentation at your listing presentation.  We have an entire CD product on this 
topic.   

a. The secret weapon is to frame your price reduction into a marketing 
conversation.   

  We teach that there are six reasons a property will sell or not: 

i. Marketing 

ii. Condition 

iii. Location 

iv. Access 

v. The Markets 

vi. Price 

 You introduce this at the listing presentation.  You are actually 
 framing how the seller looks at the salability of the property.  You are 
 literally controlling how the conversation about reducing the price  will go 
later, if it becomes necessary. 

b. The second weapon is presenting this as a Marketing Update meeting, 
which is in fact exactly what it is.  All six reasons relate to the 
marketability of the property.  The closing line when introducing this in 
the listing presentation is, “I promise that I will not discuss changing the 
price until we have addressed every other issue that may get your property 
sold.”   

How do you know if your presentations are effective?   

Your effectiveness is measured by your results.  Here is your guideline.  To make it 
simple and easy to remember I use much of the same system as we all used in high 
school.  If you are getting 90% or more of the listing you present, you get an A… 

Effectiveness Grade Comments 

90+%   A You are extremely effective. 
    No need to work on this presentation. 

80% - 89% B You are very effective.  Talk to the best for ideas.  
  Keep measuring your effectiveness.  Don’t make  

 working on this a priority. 

70% - 79%  C You have a decent presentation.  Raising your   
  effectiveness is not a high priority.  Avoid looking for  
  new tools and gimmicks to raise your effectiveness.   
  Instead look to the quality of your pre-presentation   
 questions, your preparation, your ability to develop   
 strong relatedness and your follow-up if you do not get   
 the listing immediately.   

For Rich Levin’s information about our coaching programs call or visit us on the web at 
www.RichLevin.com  Rich Levin is a coach, trainer, and speaker.  His specialty is working with top 
producing Real Estate Agents and Brokers taking them to their highest levels of production and 
performance in their business and in their lives.  Rich Levin is President of Rich Levin's Success Corp.  
Contact Rich directly at 585-244-2700 or Info@RichLevin.com. 
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