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What you focus on expands 

Gratitudes 
Eat the Frog! 
Sunshine 
 

I. Business/ Legal 
A. Seller Multiple Counter-Offer 

C.A.R. Form SMCO 
       B.   Buyer Counter Offer  
 C.A.R. Form BCO 

      II.          Offers that Win 
A. Preparing your buyers  

1. We are in a ___________________ market 
    

2. Explore the _________________ expectations 
3. As a top agent, I will stay ___________________. I will invest the time 

_________________ to prepare my buyers goals of my buyer process are 
__________________, __________________, ____________________ 
 Explain market ____________________ (Buyer & Seller) 
 Explain negotiation ________________ (Buyer & Seller)  
    

4. Markets are _________________ over time they go up, but along the way they 
____________________________ 
 Articulate this 
 Confused buyers don’t buy, they  

__________________________ 
   

5. Market demand: Balanced _________________________ 
     Buyers ___________________________ 
     Sellers ___________________________ 

6. How many homes will we have to _______________? 
    

7. Negotiation _________________ 
Need   Power 
 
 
Power  Need 
   

 



8.   5 Negotiating Points of a Real Estate Transaction  

1.  
2.    
3.    
4.    
5.    

9.   Question #10 of Buyers Process: “When we find the right home, what will you do?”  
  “The Dance” 

1. Can you see yourself ________________ this home?  
2. Can you see yourself ________________ this home? 
3. Shall we _____________________ on this home  

10. Have your crucial conversations ______________________ 
       They become crucial… 
       3 elements of crucial conversations: 1. ____________________,              
 2. ____________________ , 3. ________________________ 
 *”I know how to help you win, the questions is how bad do you want it? 
 “In your price range, if you want to negotiate price, let’s wait for another market.” 
 
B.    12 Ways to Coach Buyers to Win  

1.    
2.   
3.  
4.   
5.    
6.    
7.    
8.   
9.   
10.   
11.   
12.    

C. Important Reminders  
1.  Stay on the solution side, not the buy-in side 
      Bring them to a _______________________________ 
2. Buyers have ___________________________________ 
3.   
4.   
5.    

 
II.      Working with the Listing Agent  

1. We cannot begin to craft our offer until we know what is important to the 
_____________________ AND OR the _________________________ 
* 



 
 2.  Talk price, discuss comps,  

 

 3. What’s their reason for moving  

 * 

 

 4. Any preference on deposit amount?  

 

 5. Is price more important or surety of close?  

 * 

 


