SELLERS

WHAT DO I SAY?

THE $100.00 AT CLOSE MAGIC CHECKLIST

Property:_____________________________________________________________________

Date:___________________________ Operator:_____________________________________

Seller's Name:_________________________________________________________________

Mailing Address:_______________________________________________________________

Phone:   (H)_______________________________  (W)________________________________

Pager: ____________________________   Fax: _______________________________

   Email:________________________________________________________________

(
1.
How did you hear of Walter Sanford?____________________________________

(
2.
Why do you want to sell?_____________________________________________

(
3.
What will happen if you don’t sell?______________________________________

(
4.
Referred by:
Name:__________________________________________________

Address:___________________________________________________________

Phone:___________________________ Fax: _____________________________

Email:_____________________________________________________________

Referral fee:________________________________________________________
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(
5.
Who else are you interviewing for the job of selling your home?




Agent


Office


      Appointment Date/Time



__________________________________________________________________



__________________________________________________________________



__________________________________________________________________



__________________________________________________________________

***Remember, Walter wants to be the last appointment that the seller meets with.  Make this possible and reschedule, if necessary.  You can say, “Meeting with the other agents first will guarantee that all of your questions will be revealed.  Walter can better serve you if you have the maximum amount of questions available.”

(
6.
If Walter answers all of your questions to your satisfaction, will you list your

property when you meet Walter?________________________________________
(
7.
Would it be possible for all decision-makers to be present and meet with Walter on

(Date)                          (Time)?  Is it possible to meet at Walter’s office?________.  If not, then where?___________________________________________________
(
8.
Who will be present?_________________________________________________

(
9.
When I meet with you, will you want to start the marketing?__________________

(
10.    
Do you own any other properties in the area?______________________________



If yes, where?_______________________________________________________

(
11.   
Are you thinking of listing them also?____________________________________

(
12.   
Where are you moving?_______________________________________________
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(
13.   
Do you know a real estate professional there?_____________________________

(
14.   
When do you need to sell?_____________________________________________

(
15.   
What price would you like to list for? $__________________________________

(
16.
How much are your underlying loans?

1st  $______________________










2nd $______________________










3rd $______________________

(
17.      Do you need a 1031 Tax Deferred Exchange?_____________________________

(
18.
What criteria are you going to use in hiring an agent?_______________________



__________________________________________________________________



__________________________________________________________________



__________________________________________________________________

(
19.
We will be sending you to our website to view/ a little pre-meeting information

packet.  May we ask you to review it prior to your meeting with Walter?____________________________________________________________
(
20.
May we ask that you wait to make a decision on your agent until you meet with

Walter?____________________________________________________________
(
21.
Can we arrange some FREE time for you to consult with a CPA regarding the tax

ramifications of your selling decision? ___________________________________
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(
22.
Tell me about your property?



Type      
      Sq. Ft.     
       Bed/Bath    
   Income    
   Length of Lease



__________________________________________________________________



__________________________________________________________________



__________________________________________________________________



__________________________________________________________________

(
23.
Any other amenities of property?_______________________________________

(
24.
Assistant to prepare CMA office work___________________________________



? Today    ? Today/Tom    ? Tomorrow    ? Later Date ______________________

Criteria for CMA:

Area(s):___________________ Type:_______________ Size:_____________________


Area(s):___________________ Type:_______________ Size:_____________________

Geographical Criteria:


N/______________  S/ ______________  E/ ______________  W/ ________________


Price Range Search: _________________________  to  _________________________

           Number of CMA copies:__________________________________________________

Additional influences at meeting to address presentation to:_____________________________

_____________________________________________________________________________

_____________________________________________________________________________
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25.
Follow-up Instructions:

A.
(
Run an expired check of the presentation property

B. 
(
Check to see if sellers own any other property in the areas close to Long

Beach and inform Walter of addresses: ___________________________

C.
(
Run a list of needs for listing presentation 

D.
(
Please confirm that all decision makers will be present at meeting.


E.
(
Deliver confirmation package to them/have them view on website

F. 
(
Confirm they have completed

G.
(
Add to people farm

H. 
(
Input haves/wants in database

I.
(
Order super/regular property profile

J.
(
Is CMA complete/accurate?

K.
(
Put mock listing on internet

L.
(
Record information on 800 service

M.
(
Prepare mock brochure

N.
(
Confirm that presentation is complete

