
Sales Meeting 10-28-15 
 
1. We offer what no other Broker does, 7 Ways to List a Property. 

 
2. The 2-4-6 is a powerful listing tool: 

a) It is an Exclusive Agency Listing. 
b) All potential buyers must be registered by the seller and showing agent(s) upon 

first introducing the property to a prospective client. 
c) The 2% is paid if the seller “procures” (and registers) the buyer within the first 30 

days. The property doesn’t have to sell in the first 30 days; the buyer just must be 
procured within the first 30 days. 

d) It’s like having an “open exclusion” – the seller doesn’t have to think of potential 
buyers on the spot during the listing appointment. 

e) 4% if you, as the listing agent, procures the buyer in the first 30 days. Again, you may 
not write up an offer for that buyer until the 4th month, but when you do, and they are 
not represented by any other broker, the commission is only 4%. 

f) Tell the seller all of the things you will do to drive potential buyers to your website 
by which you increase the odds of writing it up for only 4%. 

g) 6% if any other associate or broker writes the offer. 
 

3. A great listing tool in our current market is the Sellers Purchase of Replacement Property 
(C.A.R. form SPRP). 

a) Slow down and check the appropriate boxes. 
b) Must be included in the seller’s counter offer to the buyer. 
c) This form provides the seller comfort that when negotiated properly, if they do not 

find suitable replacement property, they don’t have to sell. 
 

4. “Just Sold” postcards do work! We shared several stories recently where these cards 
impressed “to be” sellers in the neighborhood who received the card and decided that to sell 
their home, they should use a proactive agent “like this”. 
 
 

 
Good luck! 
Patrick 


