“How To Play With Buyers and Make More Sales”

The main benefit to the licensee who attends this course will be they will have a better understanding how to effectively work with buyers, resulting in them being able to show 5 to 7 houses and make a sale.

	Time
	Content
	Learning Objective

	0:00-0:15
	Concepts to working with buyers
	Agents will understand the concepts to interviewing buyers and showing property

	0:15-0:30
	Job description of an agent
	Agents will have a better understanding of their job description

	0:30-0:45
	Five Part telephone process
	Agents will learn a process when handling buyer phone calls

	0:45-1:00
	Handling phone objections
	Agents will learn technique on handling buyers objections on the telephone

	1:00-1:15
	6 Step Buying process
	Agents will earn a process to interview buyers

	1:15-1:30
	The Shiny Penny List
	Agents will learn how to show the best homes to their buyers

	1:30-1:45
	Selecting houses with the buyer
	Agents will learn how to include buyers in the selection process of which houses they want to see

	1:45-2:00
	Showing Property
	Agents will learn over a dozen showing tips and techniques

	2:00-2:15
	Concepts to writing the offer
	Agents will understand how to properly prepare the buyers to writing an offer

	2:15-2:30
	Filling out the contract
	Agents will learn the actual process of filling out a contract

	2:30-2:45
	Preparation to presenting the offer
	Agents will learn how to be best prepared to discuss the offer with the seller

	2:45-3:00
	8 Step Negotiating Process
	Agents will learn a powerful process in presenting offers to the sellers

	3:00-3:15
	Handling seller’s objections
	Agents will learn how to address concerns sellers may have with their offer and how to address them


