
 

 

 
The Ultimate Listing Presentation Tool… 

How to Have a Clear Distinct Competitive Advantage 
Every Single Time You Walk in a Seller’s Home…and 

Win the Listing Nearly 100% of the Time! 

Here’s why a few hours mastering this listing presentation 
will pay you massive dividends for years to come! 

Dear Real Estate Pro, 

In a listing presentation most agents don’t have anything that differentiates 
them from other agents…no clear competitive advantage. 

If a seller asks… 

“Why should I list with you, instead of the other agent… 
who also happens to be the #1 agent in our market?” 

What’s the typical response? 

“I’ll work harder!” 

“I give great service!” 

“I’ve got this great internet marketing plan…” 

…ABSOLUTELY NOTHING UNIQUE! 

Well, I’m going to make you a very bold prediction right here… 

If you master this listing presentation and set it up exactly like I’m going to 
show you…that will never ever happen to you again! 

You will never walk into another seller’s home and just sound like everyone 
else…I promise you that! 

The other thing I promise you is, if you really get fired up about this, and 
 



 

 

 
literally strut this out in front of every seller you get in front of, like it’s 
the most valuable thing on planet earth!… 

….you’ll close nearly every single listing you ever go on! 

Seriously…it’s that powerful! 

Ok, now… 

Step 1 – Get as much information from your potential seller as possible, 
prior to going out on the listing appointment. 

Find out all the basic info…bedrooms, baths, square feet, unique features 
and amenities, etc.  

But then, the most important part is really dig to find out what’s unique 
about the home that drew the sellers to it in the first place…and then what 
they really love about the home. 

A GREAT QUESTION TO ASK! 

You should ask every seller this question when you’re on the phone with 
them setting up the listing appointment… 

“What caused you to buy your home, over all the other 
homes out there? What was it that attracted you to your 
home in the first place?” 

This question is very powerful, and will help you uncover what’s truly 
unique about the home, as well as your seller’s emotional hot buttons. 

These hot buttons are what you want to key-in on in the recording you’re 
going to set up for them, before going to your listing appointment. 

The reason for this detective work is so you can craft a script that they will 
instantly recognize as “HEY! IT’S OUR HOME” on the recording…which 
creates a “surprise moment” I’ll explain more about in a minute. 



 

 

 
…but it also grabs their attention and they’ll want to hear want you’re 
saying about their home. 

That’s why finding out what drew them to the home, and what they love 
most about it is a critical step in crafting a really engaging script that 
impresses them…as they’re listening. 

If you really capture the essence of their home, and what they love about 
their home, it speaks volumes for how closely you listen and care about 
what’s important to them. 

Plus, it triggers their deeper emotions, causing them to unconsciously 
reflect on the things they love about the home. 

But this is just the beginning! 

…and frankly, even if you’re less than perfect here, the rest of this 
demonstration is so powerful it will absolutely blow them away! 

Here’s an example script like I’m talking about… 

“Hello and thank you for calling about 1304 Halls Ferry Crossing. 
This gorgeous 4-bedroom, 3-bath home is located in the Wolf 
Branch School district…one of the top 5 five school districts in 
the entire state of Illinois. 

(HINT: This was one of the things they loved about the home. That’s 
why you put it right up front, because the wife talked about it at 
length…and how much they loved Wolf Branch for little Johnnie and 
Suzy! See we’re looking to stir the emotions of the seller, based on 
what they loved about the home. Now back to the script…) 

“Situated at the back of a quiet cull-d-sac this home sits on a nice-
sized lot with mature trees and professional landscaping. As you 
walk into the home your eyes are immediately drawn to the grand 
staircase. Walking forward you enter the main living area that has 
an open floor concept leading through to the newly update kitchen  



 

 

 
with granite countertops…and the views from every room are 
simply spectacular. Continue through the kitchen area and your 
eyes are drawn to the backyard where you’ll find a phenomenal 
outdoor kitchen and patio area, with a wood-burning fireplace, 
that’s perfect for entertaining friends and family.” 

You see what I mean? 

I’m pulling in the features and amenities that the sellers talked about most, 
and those things I could tell they were emotionally attached to. And I 
focused on and romanced those features to build them up as the greatest 
values in the home. 

Now again, you don’t have to be perfect with this step, but the more time 
and effort you spend crafting a message that appeals to their emotions, the 
easier it will be to win the listing, because quite frankly who else is going to 
take the time to do that prior to listing with them? 

This is step #1 in separating yourself from the pack. Now… 

Step 2 – Before going to the listing appointment, set up an extension on 
your MVR system and record the script in your voice. Put as much 
enthusiasm as you can into the recording and do your best to sound excited 
about their home. 

Step 3 - Test the system. Dial into your MVR number. Enter the extension 
number to make sure you're recording is playing properly, the direct 
connect is connecting, and you’re getting all the lead information. 

Step 4 - Go to your listing appointment and go through your normal 
process. Then transition into explaining why this system is your unique 
advantage, and how it will help you sell their home faster, and for more 
money than other agents. And here's why… 

It's going to help you reach the most important prospects for their home…  

THE DRIVE-BY PROSPECT! 



 

 

 
We know the drive-by prospect is the most qualified, the most interested, 
and the most likely to buy in their neighborhood. And that's why you're 
incredibly focused on reaching every possible drive-by prospect you can. 

Of course, let them know you're doing all the other things agents typically 
do; putting their home on the MLS, marketing it via Realtor.com, etc…all 
the standard fare. 

But, then in addition to that, you're going to focus on engaging drive-by 
prospects unlike anyone else in your market. Again, because the drive-by 
prospect is demonstrating an interest in their area, and they're the most 
important potential buyer for their home. 

But, rather than tell them more about your MVR system, you just say… 

Let Me Show You How It Works… 

Grab your phone. 

Now…before you dial this number, hit star *67 to block caller ID. Okay… 
now dial this number and enter the 4-digit code. 

Let them dial the number. They're going to enter the 4-digit code. They're 
going to start listening…and you'll immediately see it! 

When they hear their address and the description, they're going to sit up 
straight in their seat! 

One of them is going to be holding the phone and they’ll say, 
“hunny…hunny…listen.” 

They’ll either squeeze together to listen, or they’ll put their phone on 
speaker phone and start listening to the recording. 

At that moment, your phone is going to go off with a Proquest lead on 
it…just like the one you answered when you downloaded our mobile app. 

Your phone is going to go off… 



 

 

 
…and this is where you dramatize the whole situation! 

You stand up and you say, “There's your lead! That’s your lead right there!” 

Now pick up the phone, turn it around, and show it to them. Then say, 
“Now, is that your phone number right there, that you just tried to block a 
few seconds ago?” 

They're going to look at you kind confused and say, “Yeah it is! Holy cow 
how'd you do that?” 

Then you say, “Go back to listening the recording and at the end, when it 
says ‘Would you like current pricing for this property? If so, say yes’…say 
yes at the end, when it asks you that.” 

Now, they step back, they listen, they say “yes”. 

When they do, you've got your phone up to your ear and you say, “Hi this is 
Gary. Which property are you calling for pricing on please?” 

AND BOOM!!! 

You're in a live conversation with the seller who’s sitting on their sofa or 
chair, just 6 feet away. 

They see and experience the entire process…the full loop. 

And then you take your phone away and you point to the phone number 
again and say, “Now remember that phone number you tried to block? See 
what I wanted to show you is how I never miss a single lead ever. Even if 
someone tries to block it, I still get their information and I'm able to have a 
conversation with them and get them interested your home.” 

“Can you see the benefit in that?” 

Instantly the seller is dumbstruck. They're sitting up. They’re leaning 
forward. They say, “Yeah definitely, I can see how you've got an advantage.” 



 

 

 
 
That’s when you say, “This system works 24 hours a day, 7 days a week 
and every single person driving by your home that inquires, we're going to 
attempt to engage them in a conversation and get them in for showing.” 

That’s when you ask them again, “So with this system can you see how 
we've got an advantage over our competition?” 

Then, when they say, “Why yeah, I can see how you have an edge.” 

That’s when you say… 

“What do you say we get this ball rolling?” 

Then you go ahead and close in your normal closing sequence. 

That's how this demonstration works. 

Now there are several incredibly unique benefits to this demonstration… 
 

FIRST - It Physically Involves Your Prospect! 

Every other presentation you give them... 

If you show how your internet marketing… 

How you follow up with every lead with your CRM… 

Any of that stuff…it's all passive. 

It's all showing them something - telling them something. 

This is physically engaging them. 

You have them grab their phone. They're dialing a number. They’re actively 
engaged. They put it up to their ear and are involving their hearing senses. 

Then… 



 

 

 
 
It’s a surprise moment. 

That's the second extremely unique benefit… 
 

SECOND - It Creates Your Star Moment, You've Surprised Them! 

When they start to listen to the recording and it creeps up on them that it's 
their property it's like…BOOM! 

Holy cow…Whah?...Oh honey listen! Gee, it's our property! 

You’ll see them squeeze together…and it's comical. Even in today's 
environment of hyper-high-technology, this demonstration absolutely 
floors them because it's so surprising! 

Then, when you show them their phone number, that they just attempted 
to block a few minutes ago, you drive that surprise element even deeper. 

But the more important part is… 

You’re having a conversation with them from 6 feet away showing them 
how you're going to talk to every person you possibly can about their home. 

Then you reemphasize and draw it all together with… 

“I never miss a single opportunity ever!  Remember, even when you tried to 
block your number I still got the information, so I can connect and have a 
conversation with everyone who inquires and get them interested in your 
home. Can you see how I have an advantage?” 

When you demo it that way…when you display it this way…IT IS LETHAL! 

That seller fully understands the value that you're providing. And no one 
else in your market is going to present it this way. 

 



 

 

 

The reason you can hang your hat on this as your unique advantage is 99 
out of 100 times the agents coming through their home are not going to 
have anything like this. 

Now, maybe 1 in 100 might have a call capture system, one of the old-
fashioned call capture systems. This system has our “say yes” preemptive 
direct connect, with a seamless transition to a live conversation. 

 
The other agents cannot compete with that! 

They're capturing leads, following up, and talking in the voicemail 90% of 
the time with a call capture system. 

The other thing is, even if another agent has call capture, 999 out of 1000 
they have NO CLUE how to present it…and show sellers they've actually got 

something of value. So… 

When you tee-up this demonstration… 

When you script out a recording of their property, and you take the time to 
craft a meaningful message that connects with their emotions, and then you 
demo it in this fashion…it's like taking a sledge hammer to nail! 

I mean...IT IS LETHAL! 

I can say that with confidence because we have hundreds of agents who’ve 
told us they never miss a listing when they demo this system this way. So… 

Go over this script 2 or 3 times, read it again and again. 

Practice the verbiage, get it down, and be prepared to demonstrate this on 
your next listing presentation. 

I absolutely guarantee you, if you demonstrate this system in your next  

 



 

 

 
 
listing presentation this way, if you practice enough to be able to show 
it to sellers with confidence, and with an air of “This is a valuable tool in 
selling your home Mr. or Mrs. Seller”…if you have it down pat and you 
show it to them effectively, I guarantee you'll see it in their eyes, you'll 
see it in their posture and you'll see how it helps you close that listing. 

And once you've done it…you'll never want to do it another way! 

So again, practices this approach, prepare yourself, go out and launch this 
into your next listing presentation and watch the effect that has on sellers. 

It will help you win listings in some tough competitive situation. When you 
walk into a competitive situation you have now got a powerful tool to win 
that listing nearly every single time! 

Lastly, as you're going through things, if you have any other questions or if 
there's any other way we can be of help, please feel free to reach out. 

…and as always, we wish you the very best of success! 


