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Improving YourImproving Your

Listing ConversationListing Conversation

 The commission conversation
begins before you enter the 
office; It’s all about attitude!

– You have to believe sellers should 

not sell on their own.

 First you have to validate the 
industry, then validate yourself.
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Why Sellers Can’t Why Sellers Can’t 
Save Selling On Save Selling On 
Their OwnTheir Own

 FSBO Buyers Want a Bargain

 USA Today Study

 Third-Party Negotiating

 Agents Have More Resources

 The Cost of Marketing



Buyers Or Bargain Hunters? 

POWER 

Realty 

Hunna hunna 

nnuhhununah

unahn hunana 

POWER 

Realty 
Hunanananana

nanananananan

anananaHunan

anananananana

n 

POWER 

Realty 
Hunna hunna 

nnuhhununah

unahn hunana 

POWER 

Realty 
Hunanananana

nananananana

LOCAL 

Realty 

Hunananana

nananananan

ananananana

nahanahnaha 

POWER 

Realty 

Hunna hunuh  

hununahu-

nahn hunana 

hunan 

IOU 

Realty 
Hunna hunnuh  

hununahunahn 

hunana hunan 

STATE 

Realty 

Hunn auhuna 

u n n a u n h n u 

hunna hunna 

hunanahana -

nuahnndnahu  

 

POWER 

Realty 

Hunna hunnuh  

hununahunahn 

hunana huna 

TOWN 

Realty 
Hunna hunnu 
hununahunahn 
hunana hunan 

Huna hu-

POWER 

Realty 

Hunnaunahun 

a hunana huna 

huna hun huna 

hunna anu-

huna 

hunananauay-

nanaauah had 

LOCAL 

Realty 

Hunna hunhn 
hunana hunan 

Huna hun 
ahun 

POWER 

Realty 
Hunanananananan

ananananananana

naHunananananan

ananananananana

nanaHunanananan

ananananananana

nananaaddaadda 

POWER 

Realty 
Hunanananana

nanananananan

ananana hunna 

huna na nanan 

anan anana 

Hunanananana

nanan ananana 

nana nana Hun 

ana Ananana 

nanananananan

anananaaddaad

POWER 

Realty 

Hunna hun-

nuhhununahu

nahn hunana 

hunanananan 

NATION 

Realty 
Hunna hunnuh 

hununahunahn 

hunana hunan 

Huna hunahun 

POWER 

Realty 

Hunananaua-

nauanauanau

anauanauana

BAY 

Realty 

Hunananana

nananananan

FSBO 

Yabadaba ya 

daba yaba da 

bayabadaba 

y abadaba 

yaba dabaya-

FSBO 

Yabadaba ya 

daba yaba da 

bayabadaba 

y abadaba 

yaba dabaya-

FSBO 

Yabadaba ya daba 

yaba da bayabad-

aba y abadaba 

yaba dabayabada 

Dabadabadobab 

FSBO 

Yabadaba ya aba 

yaba da bayabad-

aba y abadaba 

aba dabayabadab 

Hada badaba bna 

FSBO 

Yabadaba ya 

aba yaba da 

bayabadaba y  

Please buy my 

home because I 

really want to 

save the com-
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it’s going right 

in my pockets 
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AGENTS  NET  MORE 

 

 

 

 

 

 

 

 

 

 

$200,000 

$180,000 

$160,000 

$140,000 

$120,000 

$100,000 

$80,000 

$60,000 

$40,000 

$20,000 

Median  Selling Price 

for a FSBO 

21.49% Higher than FSBO sold homes.   

$137,400 

$175,000 

Median  Selling Price 

for Real Estate Agents 

According to  “Agent Assisted Sold Houses” sell 
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There Are 2 Types Of Agents… 
 

 

Selling Agent 
 

& 
 

Marketing Agent 
 

 

Which Would You Hire 

To Market Your Home? 
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Getting The Best Possible Price 

 

Price 

 

 

Buyers 

 

 

Exposure 

 

 

Marketing Tools 

©MCMXCIII Darryl Davis Seminars • 4 Ring Neck Court • Wading River, NY 11792 • 631-929-5555 • Fax: 631-929-1865 

9 



 

According to a N.A.R. Study, it takes 

approximately 100 hours to sell 

a house from start to finish 
 

 

 

100 Hours X ________________ = ______________ 

Advertising (paper, magazine, internet) = ______________ 

Commission Negotiated With Buyer (3.5%) = ______________ 

Miscellaneous Expense = ______________ 

Total Cost Selling On Your Own = ______________ 
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25 REASONS WHY OWNERS SHOULDN’T SELL THEIR OWN HOMES 

 

 

1. Save commission – not true – buyers think commission is included in the price. 
 

2. Danger of under pricing and selling the house for less. 
 

3. Danger of over pricing and taking too long. 
 

4. Get mostly lookers versus serious pre-qualified buyers. 
 

5. Difficulty in negotiating. 
 

6. Not finding out buyers hidden objections. 
 

7. Inexperience in handling objections once you find out what they are. 
 

8. Create an urgency situation for yourself (i.e. if a listing agent is hired at the last 
minute, the house may not sell in time forcing you to own two homes or giving 
the house away). 

 
9. Problems in financing – types of mortgages, where to go, creative financing, etc. 

 
10. Lack of several different marketing tools – people don’t buy from specific ad. 

 
11. Little or no advertising exposure. 

 
12. No follow up system to showings (i.e. broker calls back). 

 
13. Buyer must sell his own house before he buys – we can work this out. 

 
14. Owner ad expenses. 

 
15. Lack of home selling experience. 

 
16. Buyers’ reluctance on inspection details. 

 
17. Don’t know how to justify the asking and selling price to the buyer and to the 

bank. 
 

18. Not being at home and missing “A Buyers”. 
 

19. Allowing complete strangers have access to home. 
 

20. People drive by and not keeping their appointment. 
 

21. Buyers may become interested later and not remembering to follow-up. 
 

22. Buyers take owners’ point-of-view with “grain of salt”. 
 

23. Processing, settlement, closing problems – broker takes care of. 
 

24. How long on market. 
 

25. Handling binders. 
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There Are 2 Selling Prices 

For Every Home 

For Sale By Owner 

 Selling Price 

Newspaper Ad 

Yard Sign 

Limited Internet Exposure 

Newspaper Ads that rotate 

with other houses 

Professional For Sale Sign, 

Rider Signs, and Directional 

Signs 

International Internet Expo-

sure to Buyers 

Exposure to Over 700,000 

Realtors 

National Relocation 

Exposure 24/7 

Other Sellers Listed With 

Agents 

Target Marketing such as 

Mailings 

Showing Feedback 

Trained to Negotiate 

Licensed by the State Profes-

sional 

Other Advertising Vehicles 

Realtor 

Selling Price 
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 Know your competitive advantage

– I.E. You versus discount brokers

 Know your competitions’ strength 
& weaknesses

 DOM  Years in real estate

 LP$/SP$  Current listings

 Team

Improving YourImproving Your

Listing ConversationListing Conversation

©MCMXCIII Darryl Davis Seminars • 4 Ring Neck Court • Wading River, NY 11792 • 631-929-5555 • Fax: 631-929-1865 

13 



COMPETITION ANALYSIS FORM 

 
 

Agent: ________________________ Company: _____________________________  

Address: ______________________________ Office Phone: ___________________  

City: ________________________________ Age: ___________________________  

Years Of Experience: _____________  Yearly Volume: ______ Credentials: _______  

Farm Area: _____________________ Years In farm:  __________ # Of Houses: ____  

Current # Of Listings: ____________ % Of Yard Signs: _______________________  

Reputation In Community: ______________________________________________  

Reputation With Other Agents: ___________________________________________  

Personality Type: ______________________________________________________  

Specialty:  _______________________________ Assistants: __________________  

 

Marketing Presence in the Following Areas: 
Institutional Advertising   Poor   Fair  Good    Excellent ____________________ 

Classified Advertising    Poor   Fair  Good    Excellent ____________________ 

Direct Mail      Poor   Fair  Good    Excellent ____________________ 

Cable Television     Poor   Fair  Good    Excellent ____________________ 

Listing Expired Listings    Poor   Fair  Good    Excellent ____________________ 

Listing FSBOs     Poor   Fair  Good    Excellent ____________________ 

Agent Referrals     Poor   Fair  Good    Excellent ____________________ 

 

Uses Personal Brochure   Yes  No _____________________________________ 

Uses Personal Brochure   Yes  No _____________________________________ 

Video Brochure    Yes  No _____________________________________ 

Uses Flyers     Yes  No _____________________________________ 

Just Listed/Sold Postcards  Yes  No _____________________________________ 

Promotional Post Cards   Yes  No _____________________________________ 

Promotional Give-A- Ways  Yes  No _____________________________________ 

Uses a Slogan    Yes  No _____________________________________ 

Has a Slogan    Yes  No _____________________________________ 

Has a Logo     Yes  No _____________________________________ 

Bus bench Advertising   Yes  No _____________________________________ 

Prices Listings Accurately  Yes  No _____________________________________ 

Listings Expire Frequently  Yes  No _____________________________________ 

Advertising is Creative   Yes  No _____________________________________ 
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Save A Nickel, Lose A Dime 

 

My Company 
 

Average List Price =        $247,052   
 

Percentage =           96.53% 
 

Average Sales Price =   $238,479.30   
 
 
 

Other Company 
 

Average List Price =        $235,025   
 

Percentage =           94.33% 
 

Average Sales Price =   $221,699.08   

 
My Company—Your House 

 
  $225,000   

 
   96.53%  

 
   $217,192.50  

 
 
 

Other Company—Your House 
 

  $225,000   
 

   94.33%  
 

   $212,242.50  

My Company, at 7%, Will Net You  =  $201,989.03  
The Other Company, at 6%, Will Net You =  $199, 507.95  

 

My Company Will Net You 

$2,481.08 More At Our 7% Commission! 
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My Company 
 

Average Days on Market = __________ 
 

 
Other Company 

 
Average Days on Market = __________ 

Time Is Money 
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OneOne--lineline

Commission PhrasesCommission Phrases

 Discount Brokers – “You’re paying to 
have professional licensed trained agents 
work against you.”

 Will you cut – No

 Beware – “If an agent is so quick to give 
away their money to get your listing, how 
quick will they be to give your money 
away just to make a sale?”

 “If I could do it for the same percentage 
as the other agent, would you hire me?”

 Type 7 – 8 – 9- 10 on the listing form.
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OneOne--lineline

Commission PhrasesCommission Phrases

 “The commission is actual a marketing 
tool. The more you pay, the more 
showings you get, which means a higher 
sales price to you.”

 “If selling a house was a s simple as 
placing an ad in the paper, you wouldn’t 
have to be licensed by the state to help 
other people” (then go over some of the 
legal forms).
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CommissionCommission

ConceptsConcepts

1. You have to believe whatever a 
seller can sell for is less than 
what we can sell it for.

2. You have to believe your 
worth what you charge. 

3. Attract sellers not based on 
cost, but based on benefits.

4. When the issue is 1%, you only 
need to prove your 1% better.
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CommissionCommission

ConceptsConcepts

5. There is always going to be 
someone who will charge less 
than you.

6. Never address commission on the 
telephone.

7. When you lower your 
commission, you are not 
distancing yourself, but lowering 
your standards.

8. There is no law that says you have 
to negotiate your commission in 
1% increments.
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Commission Commission 

ConceptsConcepts

9. If you let a seller dictate your 
salary, you might as well put a 
collar around your neck.

10. It doesn’t matter what we 
charge, only what a seller nets.
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7% Commission 
The Amount That Covers Expenses 

and Generates a Profit 

 

6% Commission 
14% Cut in Pay 

 

5% Commission 
29% Cut in Pay 

 

4% Commission 
43% Cut in Pay 

An Up-Front Apology 
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You Get What You Pay For 
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Blue Light Special! 

Company’s Only Discount 

Items They Believe Won’t 

Sell Any Other Way 
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John Ruskin 
(1819-1900) 
 

John Ruskin, the greatest Victorian bar Victoria, was an 

artist, scientist, poet, environmentalist, philosopher, and, 

importantly here, the pre-eminent art critic of his time. 

 

When you pay too much, you lose a little money, that is all.  

When you pay too little you sometimes lose everything, be-

cause the thing you bought was incapable of doing the thing 

it was bought to do.  

The common law of business balances prohibits paying a 

little and getting a lot. It can't be done.  

There is hardly anything in the world that someone can't 

make a little worse and sell a little cheaper and people who 

consider price alone are this man's lawful prey.  

©MCMXCIII Darryl Davis Seminars • 4 Ring Neck Court • Wading River, NY 11792 • 631-929-5555 • Fax: 631-929-1865 

25 



 

7 % 

SOLD 

8 % 

SOLD 

6 % 
Agent’s are hardly 

showing our house. No 

wonder it’s not sold yet. 

For 
Sale 

A Marketing Tool 
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This Week's 
Special 

Brain Surgery: 

20% OFF! 
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Would You Feel Comfortable 

Firing A Friend? 
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Investment Banker 

©MCMXCIII Darryl Davis Seminars • 4 Ring Neck Court • Wading River, NY 11792 • 631-929-5555 • Fax: 631-929-1865 

30 



 

We Have Better Ways  

To Bring In Business 

Mom & Pop Realty 

“We Treat You Like Family” 

Psychic 
Readings 

Flats Fixed Antiques 

Sundries 

LOTTO 
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Which Service Would You 

Want Eliminated? 
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Integrity 
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Doctor Lawyer 

Accountant Real Estate Agent 

Hire A Pro 
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Your Real Estate 

Professional 

Who Is Directing 

YOUR Transaction? 

Sellers 

Buyers 

Appraisers 

Engineers 

Seller’s Attorney 

Buyer’s Attorney 

Title Company 

Home Inspector 

Bank Representative 
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Serious Buyers Can’t Wait? 

“I’m sorry but we’re not home 

right now. If you’re calling about 

the house for sale, please leave 

your offer at the tone and we’ll 

get back to you sometime soon”. 
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A Bowl of Pasta 
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There’s 2 Ways To Catch A Fish 
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