
I. Business/Legal 
A. Writing Addendum 

   
   
   
 Buyer/Seller shall… 
 “If/then” test 

 
B. “Sparkling Pool Addendum” 

1. What really needs to be done? 
2. By April 15th Seller shall hire a licensed pool service company to perform 

“shock water treatment” remove all algae and make all repairs to pool 
equipment as specified in pool inspection report dated April 5 by ABC 
Company.  
 

C. Homeseller Services Listing 2 ½ % 
1. Pros  

   
    
  Try to 30 days, no offers move to a 2(2 ½), 4, 6 (Register interested 

buyers) 
   
  

2.  Cons 
 Not in MLS  
   
   
   
 Commission is probably the least important term. More important is:  

 
D.   Purple Bricks Buyer Refund 
 

II.  Business Development/ Marketing 
A. Market Snapshot 

 Inventory currently up _______ year over year.  
 Closed units down ________ year over year.  
 Same quarter year over year sales down _______, inventory down ______. 
 

B. 10 Step Buyer Process  
“The goal of our process is to help buyers become clear and confident, so when they see the 
home they like, they will have the green light to buy it. If they are confused or afraid, they’ll 
have a red or yellow light and will think about it” 
 



A Buyer’s Four Greatest Fears: 
(will need to remove before buyers have green light to buy) 
1. Losing the home 

 
2. Missing something 

 
3. Paying too much 

 
4. Something wrong with it. 

 

*The two biggest fears are “missing something” and “paying too much.” When conflicted 
they become confused. Confused buyers don’t buy, they think about it.  
 
They 10 Step Buyer Process 

1. Greeting 
2. Meeting 
3. Buyer Interview 
4. Buyer Packet 
5. Funnel Process 
6. Scale of 1 to 10 
7. Dream Home Exercise – Three Priorities 
8. Whats & Whys 
9. Cash or Loan? 
10. What Happens Next?  

Use this list, every time think of as 10 digit phone number.  
   
 
 
 
  Step 1 The Greeting: 

   
   
 (Enroll, acknowledge & who you are) 
   

 
  Step 2 The Meeting:  

  
   
   

 
  Step 3 Buyer Interview: 

  
   



   
Three Biggest Mistakes (1 or all 3!) 

1. Launching into a presentation  
2. Not taking notes 
3. Asking the wrong questions 

*Make your questions foundational (build trust & confidence) 
a. Where are you living now? 

o How long – tell me a little about it 
       b. If they own, how many have they owned or if renting have they owned is 
past? 
       c.  
       d. Anything else about previous process? Anything you’d change. If you had 
a magic wand,                            what would process look like for you?  

 
  Step 4 Buyer Packet (I’ve prepared a Buyer Packet for you…) 

   
    
   
   
   
    
   
   

 
 


