
I. Business/ Legal 
 

A. AB 2884 (See Patrick’s email of 3-6-19 DRE Legal Bulletin Winter 2018) 
1. Section 10186.2 Self-reporting (for misdemeanor & felony) expanded to 

_________________________. 
2. Allowance for electronic signatures 
3. Expansion of information a dual agent may withhold from clients. 
4. Changes to buyer’s time period to reconsider offers in light of disclosures. 

 
B. See your manager when writing any addendum 

* Example 
 

II. Business Development  
A. “ Listen to get Listin’ “ 

 Our job is to ask the right questions to determine the customer’s pain & 

pleasure (____________________) and then offer a solution 

 Kuuki Yomenai (Japanese): “cannot read the air” 

Struggles to read the social situations. 

 Sotto-inteso (Italian): It’s implied or understood: goes without saying 

  
B. Time of possession  

1. Customer should be doing __________ percent of the talking.  
2. When customers talk they are ___________________________. 
3. Allows us to pick up the _____________________. 
4. 2-Minute Warning: 

   
   

III. The Prelisting Interview (See Handout) 
 

a. Questions 1 – 8. 
These are foundational questions that access prior learning. The reason is to 

have the sellers get comfortable answering questions to which they know the 

answers.  



b. Questions 9 -12  

These questions will give you a pretty good idea of the home’s conditions. In 
fact, how the seller answers questions 10 through 12 is a list of what most 
buyers will expect to have done in the home and will provide a list of items that 
need to get done to get the home ready for the market.  

c. Questions 13 & 14 
These questions can be touchy and are optional, depending on the situation and 
how much rapport you feel you have with the seller.  

d. Question 15 
Listen very carefully to how sellers answer this question. They will give you their 
top priorities, your marching orders. Make sure you cover these concerns when 
you meet with them. 

e. Questions 16 
You do not need to ask for the names of the brokers they are interviewing, but if 
they volunteer them, you need to have somewhere to write them down. What 
you’re really curious about is if they have any other appointments set.  

   

   

   

    

f. Question 17 
Why ask this question? 

   
 

g. Questions 18 – 20 
These are general “have we missed anything?” questions. 

   

   

h. Question 21 
Here you have an important decision to make. Are you going to use a one-call or 
a two-call listing process? 



   

One-Call: 

   

  

Two-Call: 

   

IV. Facebook/Marketing 
 


