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Your Coaches 

Aaron Simons 

Emily Baker 

hello@themegalistingagent.com 

 

 

Please reach out if you have questions regarding the content of the course. If you have administrative questions 

about your client portal, billing or access, please reach out to fasttrack@kw.com or (512) 439-8684. 

 

Guidelines: 

1.​ Join MAPS on Facebook to stay up to date on all MAPS events and programs: 
https://www.facebook.com/mapscoaching 

2.​ Only paid participants may listen and contribute. 

3.​ To ask a question you may type your questions into the “Questions” Box.  

4.​ If you would like to speak on the call, click on the hand icon located on your 
dashboard and the coach will call on you when possible.  

5.​ Complete all assignments prior to call. 

6.​ Be PREPARED! 

 

 

 

 

 

 

 

Check out the KW MAPS Coaching Calendar 

for other upcoming coaching and training 

opportunities! 
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NOTICES 

Telemarketing:  
WARNING! You must comply with the TCPA and any other federal, state or local laws, including 
for B2B calls and texts. Never call or text a number on any Do Not Call list, and do not use an 
autodialer or artificial voice or prerecorded messages without proper consent. Contact your 
attorney to ensure your compliance.  

General:  
While Keller Williams Realty, LLC (KW) has carefully prepared all materials, we do not guarantee 
their accuracy or make any express or implied warranties about the information. KW may change 
the material at any time without notice.  

These materials may contain hypothetical examples and exercises meant to illustrate aspects of 
KW’s financial, growth and investment models, including  

●​ calculation of profit share contributions and distributions;  
●​ calculation of agent compensation;  
●​ evaluation of a Market Center’s financial results;  
●​ agent productivity strategies; and  
●​ estimates of return on investment.  

These materials and examples are provided for informational purposes only; they are not a 
guarantee or prediction of performance, sales, or profits. Agent productivity strategies are models 
only, not requirements. Independent contractors should set their own goals and strategies. You 
should not (1) assume that the results of these exercises and models predict your or a Keller 
Williams® Market Center’s financial performance, or (2) consider or rely on the results of the 
exercises and models in deciding whether to make any investment. You should consult your own 
legal or financial advisor and verify all information to your satisfaction. The instructors do not hold 
financial licenses. You should consult your own legal, financial, or tax advisor and verify all 
information to your satisfaction prior to taking any action. 

Negotiating Commissions:  
Commissions are not set by law or practice and are fully negotiable. There is no commission 
standard and pricing will vary by agent and market conditions. KW does not determine 
commissions and plays no role in establishing commissions.  

Likewise, offers of cooperative compensation are fully negotiable and not required by law or 
practice. Offers of cooperative compensation must be openly discussed with your client and 
authorized in writing before they are made or accepted. KW plays no role in agent decisions to 
offer or accept cooperative compensation and imposes no requirements on agents to offer or 
accept cooperative compensation.  

Fair Housing: 
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Warning! Buyer letters, videos and photographs may lead to Fair Housing violations. It is 
important to educate consumers about Fair Housing laws and talk with your broker before 
submitting buyer letters. 

CAN-SPAM Disclaimer:  
WARNING! When sending commercial email messages to U.S. recipients, you must comply with 
the CAN-SPAM Act of 2003 (CAN-SPAM), which requires the email message to provide the 
recipient with the ability to unsubscribe/opt-out of receiving future commercial emails. Contact 
your attorney to ensure your compliance. 

AI Disclaimer:  
Any text or materials generated by artificial intelligence (AI) should be reviewed for accuracy and 
reliability as there may be errors, omissions, or inaccuracies. The use of generative AI is subject 
to limitations, including the availability and quality of the training data used to train the AI model 
used. Users should exercise caution and independently verify any information or output 
generated by the AI system utilized and should apply their own judgment and critical thinking 
when interpreting and utilizing the outputs of generative AI. 

Copyright:  
These materials are copyright © 2025 Keller Williams Realty, LLC, (KW) or its licensors. All rights 
reserved. You may not reproduce or transmit these materials without the prior, express written 
permission of KW. If any part of this notice is unclear, please contact compliance@kw.com.  

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill 
Companies. ©2003-2004 Rellek Publishing Partners Ltd. All rights reserved. 

Material excerpted from The Millionaire Real Estate Agent, Second Edition appears courtesy of 
Rellek Publishing Partners, Ltd. All rights reserved. 

Material excerpted from SHIFT appears courtesy of The McGraw-Hill Companies. SHIFT is 
copyright ©2010 Rellek Publishing Partners, Ltd. All rights reserved. 

Material excerpted from The ONE Thing appears courtesy of Bard Press. The ONE Thing is 
copyright ©2012 KP Publishing Partners, Ltd. All rights reserved. 
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Course Overview 
 

 

 

•​ Session 1 - "Listing Consultation that Converts" 

•​ Session 2 - "Overcome the Objections" 

•​ Session 3 - "Price it Right Strategies and Closing" 

•​ Session 4 - "Listing Launch Plan" 

•​ Session 5 - "Seller Communication throughout the Listing" 

•​ Session 6 - "Ask Aaron and Emily Anything” 
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TODAY’S 3 
FOUNDATIONAL 

PIECES: 
 

1.​ Home Tour 

2.​ 3 Goals the Listing Appointment  

3.​ Trial Close   
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Home Tour 
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The Listing Presentation - Home Tour 
Arrive at the appointment 5-10 minutes EARLY.  

a. Late to an appointment is rude and not respectful. 

b. If you are late you are already starting with a question mark next 
to your name.  

c. If you are going to be late, please make a courtesy call and give 
the new time of arrival.  

2. Is your car washed? Are your clothes neat and pressed? Are you 
dressed to speak to the client about their most important investment?  

3. Did you listen to something inspiring while you drove over? Inspirational 
music/podcast?  

4. Did you review the file? CMA? Prior to leaving the office? Do you have 
your business card? The contract?  

5. Do you have your clipboard, ipad, or listing file so you can take notes?  

6. Deliver your pre-list package prior to appointment.  

a. You can deliver it by a runner, delivery service, or by email.  

b. Pre-sells you before the appointment.  

c. Top agents believe in the power of making sure this is delivered 
prior to the appointment.  

7. A signed listing agreement comes from a great listing presentation.  

8. The listing presentation is where you earn your compensation with 
sellers.  

9. This is where you determine the motivation and the price that will cause 
the property to sell. 
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Walkthrough Best Practices: 

1. Keep the comments positive - do not give a “to do” list while walking 
through the home 

a. You don’t know their budget 

b. You don’t know their perception of their home 

c. Another agent might have set an easier expectation 

 

The Greeting and Setting the Stage 

1. Walk up to the door saying your affirmations! YES 

a. I am a powerful listing agent! YES 

b. This is my new saleable listing! YES 

c. The seller is excited to sign the contract. YES 

d. This is my next sale! YES 

2. Knock on the door, check posture and get ready to deliver a firm 
handshake! 

3. The goal is to be friendly, but not too aggressive. 
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Conversation - The Listing Presentation 

● Good Afternoon! I am ______ with _____ (company name). Thank you 
for having me over to discuss selling your home and ______ (motivation). 

● Wow! This is a great (neighborhood, front entrance, home, door, etc.)  

***It is important to say something nice (building rapport) about their home 
immediately.*** 

● Do you mind walking me through your home so I can take some 
valuable notes? 

Vanna White Dialogue: 

“Mr./Mrs. Seller, I'd love to go through and walk through the home 
through the eyes of a buyer. Don't feel like you have to Vanna White 
me through the home. If there are any specific features or items 
you'd like me to see, feel free to point those out while we walk 
through and chat.” 

● What had you chosen to buy this house? 

● So you have lived here for __________.Good for you! What have you 
liked best about living here? 

● This is a great room. I am sure your family enjoys this room! 

● Great outdoor space! Do you entertain a lot? This is a great entertaining 
yard, pool, etc. 

Positive Comments Only!!!!  
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3 Goals of the Listing 
Appointment 

 

 

 

 

 

 

 

 

 

The Listing Presentation - 3 Goals for the 
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Appointment 

Tour Over/Kitchen Table 

Let’s go sit down at your kitchen table if that is okay with you? 

● Never sit in the middle of two sellers, make sure you are opposite. 

● Hand them each seller a presentation folder or make sure they can see 
your screen. 

 

3 Goals for the Appointment: (Sitting at kitchen table) 

“Mr./Mrs. Seller, thank you so much for inviting me out to your 
property today! I’m excited to have the opportunity to partner with 
you on the sale of your house. We have 3 main goals for our time 
together today: 
1.​ First, we’ll review what’s important to you and your goals for 

selling.  This will ensure we are set up to make this as simple 
and stress free as possible because moving can be a lot of 
work, can’t it? 

2.​ Then, we’ll go through our strategic marketing strategy, how we 
set our sellers up for success apart from the competition, and 
identify what top dollar is for your house in today’s market to 
gain financial clarity, which is important, right?  

3.​ Last, we will decide the best next step in getting you one step 
closer to sold, sound good?”  

 

 

Goals and Motivation:  
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“What are the top 3 things you are looking for in an agent?”  
“What’s important to you about selling?”   
“What does that do for you?” 
“What happens if you don’t sell?” 
“Are you okay with that?” 
 

***You’re taking notes.  It’s important to use keyword backtracking and 
making them feel heard.*** 

 

Repeat back what they say in summary.   
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Unique Value 
Proposition  

 

 

 

 

 

 

 

 

 

 

The Listing Presentation - Your Unique Value 
Proposition 

1.​ Each agent/team will have their version of a Marketing Plan of 
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Action 

a. The consumer assumes all agents do the same thing which is 
partially true. 

i. Put up a “For Sale” sign, put the home online etc 

ii. During the presentation the goal is to share what you do 
differently than other agents. 

iii. Simply highlight 3-5 value propositions that set you apart 
from your competitors. 

iv. Make sure you tie down how each item benefits the 
sellers 

 

 

 

 

 

 

 

 

 

Sample Unique Value Proposition Conversations 

Home Staging - Prior to putting your home on the market we want to take 
it from “living” condition to “showing” condition. As part of our service we 
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have an in-house stager who will come out and help get the home ready 
for “showtime”. The reason this is so important is that we want the new 
buyers to spend time envisioning themselves and their belongings in your 
home rather than focusing on your beautiful items. Unfortunately, most 
agents skip the step and it costs their clients thousands of dollars. Can 
you see how this will be beneficial in netting top dollar for your home? 

Photography - Another reason more sellers choose to work with us is that 
we hire a professional photographer to shoot the photos/video for your 
home. All too often an agent will walk through your home with their iphone 
snapping pictures which don’t do the home justice. Due to our experience 
we know that you don’t get a second chance to make a first impression. 
Since over 95% of buyers will first see your home online the pictures 
better tell a compelling photographic story about your home. The more 
people who get excited from the photos online the more people who will 
want to come and see your home in person. The more showings we have 
on your home the more money you net from the sale. Does it make sense 
why professional photos are so important in getting your home sold and 
netting you top dollar? 

Proactive Approach - Many agents take what we call a passive approach 
in marketing your home. This means they rely on the MLS and the 3rd 
party sites like Zillow to get the work out about your home. The problem 
with this passive approach is that your home may get lost in the hundreds 
of homes hitting the market every single day. What we do differently is we 
proactively reach out to the agents in our area and let them know about 
the great new listing we have coming on the market and specifically ask 
them what buyers they are working with that would be a great fit for your 
home. Would you agree that being proactive is much more effective than 
simply hoping their clients sees your home because it shows up on the 
MLS? 

 

Affirming your value proposition  

As you can see this is just a small sampling of what we do to sell homes. 
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Based on what we do differently than the other agents in the market do 
you feel confident that our marketing plan will get your home sold? Great! 

Is there anything else that you were hoping to hear that we didn’t share 
with you today? Was there anything another agent may have shared with 
you that we didn’t cover today? Great, should you think of something else 
or hear something chances are we do it and just didn’t go over the details 
here today, does that sound good? Great! 

We know on the marketing side that what we do works to get your home 
sold so the only thing we will be testing when we put your home on the 
market is the price. Does that make sense? 

Now let’s take a look at what’s going on in the market so we can see 
where we need to price your home to get you moved to __________. 

We first want to take a look at the general trend of the market then we will 
get into more detail regarding your home and neighborhood. 

 

 

 

 

 

 

 

 

Seller questions about your value proposition:  

Do you do open houses? (If applicable) 
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That’s a great question. And generally we do not do open houses. Can I 
share with you 2 reasons why we don’t recommend them? 

First reason is less than 1% of the homes sold are actually done so 
through an open house so it’s rare that a buyer will actually walk into an 
open house and buy it. Most buyers these days want representation and 
work with an agent to find them a home. Does that make sense? 

Second reason is it’s a safety factor. You have a beautiful home with lots 
of valuable things in it. It’s impossible for one or even two agents to control 
all the unqualified strangers coming through your home. We hear horror 
stories all the time about bands of gypsies wandering through properties 
pocketing valuable items. You don’t want to open your home up to 
complete strangers do you? Great! 

So if it’s okay with you we will focus on the proactive and proven methods 
to get your home sold. How does that sound? 

Will it be on caravans? (If applicable) 

That’s a great question and in this day in age the caravans are becoming 
a thing of the past. Prior to the internet going on caravan used to be the 
only way to see the new listings. Now with the internet, virtual tours, and 
aerial maps the majority of the agents and buyers will see your home the 
instant we activate it on the MLS. Also, as part of our marketing plan we 
call all the top agents in the area and let them know about your great 
home so they prepare their buyers to see. I think you’ll agree that is a 
much more proactive method than holding the caravan and hoping and 
waiting for it to show up. 

 

 

In 2024, the generational distribution of home sellers was 
as follows: 
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●​ Baby Boomers (ages 59 to 77): 45% 

●​ Generation X (ages 44 to 58): 24% 

●​ Millennials (ages 25 to 43): 19% 

●​ Silent Generation (ages 78 to 98): 4% 

●​ Generation Z (ages 18 to 24): 2% 

 

 

 

 

 

 

 

 

 

 

 

Baby Boomers (ages 59 to 77) 

1. Personal Trust and Relationships: 
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●​ Baby Boomers often value face-to-face interactions and personal 
connections. Building a strong relationship with them is crucial, as they 
tend to prefer working with someone they trust and can communicate with 
directly. 

●​ Approach: Focus on demonstrating your experience, professionalism, and 
reliability. Show that you understand the local market and that you’re there 
to guide them through every step of the process. 

2. Clear Communication: 

●​ They prefer clear and straightforward communication. Boomers may not be 
as tech-savvy as younger generations, so it’s important to explain things in 
a way they understand and avoid overwhelming them with jargon. 

●​ Approach: Use TCPA-compliant phone calls and in-person meetings 
rather than relying too heavily on emails or TCPA-compliant text 
messages. Be patient and responsive to their inquiries. 

3. Emphasize Stability and Value: 

●​ Baby Boomers often prioritize stability, especially as they approach 
retirement. They might want to downsize, move closer to family, or find a 
home that better suits their needs in later life. 

●​ Approach: Highlight the long-term value of their property, and focus on the 
financial benefits of selling, such as accessing equity for retirement or 
purchasing a more manageable home. 

4. Expertise in Pricing and Market Trends: 

●​ Many Boomers are familiar with real estate but may not be up-to-date on 
current market trends. Demonstrate your expertise in pricing and the 
market dynamics in their area. 

●​ Approach: Provide a comparative market analysis (CMA) and offer clear 
explanations about current market conditions, trends, and how they can 
maximize the value of their home. 

 

 

Generation X (ages 44 to 58) 

1. Efficiency and Practicality: 
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●​ Gen Xers are generally busy with work and family life. They value 
efficiency and practicality, preferring to work with agents who are organized 
and straightforward. 

●​ Approach: Emphasize your ability to get things done quickly and 
efficiently. Be transparent about the process and avoid wasting their time 
with unnecessary steps or excessive detail. 

2. Technology and Digital Tools: 

●​ While Gen X is not as digitally native as Millennials, they are comfortable 
using technology. They expect agents to use modern tools like digital 
marketing, virtual tours, and electronic documents. 

●​ Approach: Highlight your use of technology for marketing their property, 
such as social media ads, virtual tours, and digital signatures. Offer a 
seamless, tech-forward experience. 

3. Focus on Work-Life Balance and Convenience: 

●​ Many Gen Xers are in a position where they are balancing career 
advancement, raising children, and caring for aging parents. They might be 
selling their home due to changing family dynamics or job relocation. 

●​ Approach: Acknowledge their need for flexibility and convenience. Show 
them how you can make the process easy, minimizing stress with timely 
communication and a streamlined selling process. 

4. Strong Negotiation Skills: 

●​ Gen X buyers and sellers are often financially savvy and may be more 
likely to engage in negotiation. They want an agent who can negotiate the 
best deal without playing games. 

●​ Approach: Emphasize your strong negotiation skills and how you’ve 
successfully navigated challenging deals in the past. Provide examples of 
how you’ve advocated for clients. 

 

 

 

Millennials (ages 25 to 43) 

1. Transparency and Communication: 
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●​ Millennials expect transparency and quick communication. They tend to 
value honesty and want to feel informed throughout the process. 

●​ Approach: Be available via text, phone, or email, but be responsive and 
transparent. Use apps or platforms they’re familiar with, such as instant 
messaging or home-buying apps. 

2. Digital Marketing and Social Media: 

●​ Millennials are digital natives and often look for agents who are active on 
social media and can market their properties effectively online. 

●​ Approach: Highlight your social media presence and your use of targeted 
digital marketing. Talk about how you will use platforms like Instagram, 
Facebook, or TikTok to get their listing noticed and generate buzz. 

3. Eco-Consciousness and Sustainability: 

●​ Many Millennials are environmentally conscious and may look for homes 
with green features or eco-friendly upgrades. 

●​ Approach: If their property has sustainable or energy-efficient features, be 
sure to highlight these in your marketing. For buyers, emphasize homes 
with energy-saving appliances or eco-friendly features. 

4. Data-Driven Decisions and Market Insights: 

●​ Millennials often prefer to make decisions based on data and research. 
They are more likely to rely on online resources for market trends, pricing, 
and property history. 

●​ Approach: Provide clear, data-driven insights and market trends. Show 
them how your approach is rooted in facts and market knowledge, and 
make use of online tools and resources to help them visualize the process. 

5. Focus on the Future: 

●​ Millennials are often thinking about long-term financial planning, whether 
it’s for family growth or investment opportunities. 

●​ Approach: Highlight how selling or buying fits into their broader life goals. 
Discuss potential future opportunities, such as investment properties or 
long-term value appreciation. 
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Trial Close  

 
 
 
 
 

 

The Listing Presentation - Trial Close 

Trial Close: 
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“Outside of agreeing on a price that would cause your house to sell 
for top dollar in today’s market, what would stop us from moving 
forward with working together today?” 

 

 

 

 

 

 

 

 

 

 

 

 

 

Take Action NOW  
24 

 



Convert Sellers to Closings                                                                           Session 1: Listing Consultation that Converts 

 
1.​ Role-Play Listing Presentation up to trial close 10 

times  

 

2.​ Identify Your Unique Value Proposition and type out 

your personal dialogue  

 

3.​ Reach out to all listing appointments set not met and 

met not signed to reset in-person appointment  

 

 

 

NEXT WEEK SESSION -  
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“PRICE IS RIGHT 

STRATEGIES AND 
EXPECTATIONS” 

 
1.​ Macro/Micro Market 

2.​ CMA/Pricing Ahead of the Market  

3.​ Pricing Expectations  
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