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We are all dealmakers and we like to get the job done.  Sometimes we forget how valuable we are and how 
much work we do to be fully compensated.  Here are some points to remember when you are out in the 
field that will keep more money in your pocket: 

1. Focus on Listings as your primary goal.  With listings, everything follows.  You will sell them; pick 
up new buyers, sign calls, ad calls, open houses & more! 

2. Sharpen Your “Saw” of Negotiation strategies and do not cut commission unless absolutely 
necessary. Before you agree to reduce your fee, consult with Sherri. You may get some good ideas 
to get buyer and seller to bridge their own gap without your money. 

3. Sell More Knives!  Add Value and Never Worry about the Commission Again.  Take a full 
commission, or a straight 6% or 7% at the time of the listing.  Use your website, your network of 
agents and other tools to keep your commission. Use your marketing budget,  
to communicate your Value Proposition and you will out market the competition…every time with 
a full fee. 

4. Take a 12-month listing when possible.  Especially if the seller sets their price.  You need the time 
because of your investment and their pricing. You owe it to yourself. 

5. Increase Your Average Sale Price.  A perfect way to give yourself a raise.  

6. Farm a Neighborhood with a Plan.  Work with Sherri to put an effective 12-month plan together 
for listings. 

7. Make Every Offer Work – Exhaust all possibilities. Involve your manager. 

8. Have a No BOM policy.  Keep deals together through home inspection resolution process.   

9. Communicate Effectively.  The best place to meet someone sometimes is half way.  Face to face, 
phone conversation, email.  When in person, the document gets signed. 

10. Save Expired Listings.  There is nothing worse than expired listings.  Be on top of them at least 
one month before they expire and protect your investment of time. 

11. Time Block your day & Fill Your Calendar with Appointments.  Evaluate the highest/best use of 
your time.  Focus on building an inventory of buyer and seller leads. 

12. Get Price Reductions in a timely manner.  You need to be ahead of the seller with market data.  
With a 6-month listing agreement, get to the Competitive Fair Market Price asap. 

13. Control Expenses.   With the right tools, you may not need to spend additional money, or better 
yet, maybe you spend it on something else with a better return on your investment. 

14. Just Say REAL ESTATE and have your Business Cards on you 

This Year Will Be Your Best Year EVER!!   


