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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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TODAY’S 3 
FOUNDATIONAL 

PIECES: 
 

1. Market Updates  

2. Price Adjustment Strategy  

3. 5-Star Review/Referral  
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Market Updates 
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Example of Seller Weekly Update:  
 

{Clients}, 
 
Happy Monday!  
 
Here our weekly update on your property:  
 
We’ve had (#) of online views and (#) of property tours so far.  The 
overall feedback from the property tours is (summarize showing 
feedback: Sandwich method- Positive, Negative, Positive).  
 
Based on the market data, here is what you need to know: 
 

● The total active competition is (#) properties on the market.  
● The total numbers of properties that have gone under contract 

in the last 14-days is (#). 
● The average price per square foot is ($), at an average sales 

price of ($). 
● Days on market average for specific property is at (#) days.  

 
This week we are (summarize your marketing action items for the 
week here) to market your home.   
 
As always, I want my motivation to match your motivation. Please let 
me know any questions you have on the market or marketing plan for 
this week.   
 
Looking forward to connecting with you soon!  
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Week 1 Recap Call 
 
Hello Mr. & Mrs. Seller, it’s ________ from _____________, did I 
reach you at a good time? Great, I just wanted to give you a quick 
update on our marketing efforts so far regarding selling your home. 
We are moving full speed ahead and so far have done: 
1. _________________________ 4. __________________________ 
2. _________________________ 5. __________________________ 
3. _________________________ 6. __________________________ 
 
● From agents calling our office and the records from the 
lockbox/showingtime we’ve had numbers of showings by the following 
agents: 
 
Response: 
_______________________________________________ 
 
● Have there been any additional showings we are not aware of? 
 
Response: 
_______________________________________________________ 
 
● So far the feedback has been 
 
Response: 
_______________________________________________________ 
 
● I keep a close eye on any changes in the market in your area and 
currently 
 
Response: 
_______________________________________________ 
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●Great, we will continue with our marketing plan and will call you next 
week with another update. I look forward helping you move to 
 
Response: 
_______________________________________________________ 
 
● Remember, if you have any showings where the agent does not 
use the lockbox please call us with their contact information so we 
can follow up with them. 
 
Response: 
_______________________________________________________ 
 
● Do you have any questions for me at this time? 
 
Response: 
_______________________________________________________ 
 
● Thank you again for listing with us, it’s a privilege to work with you. 
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Week 2 Recap Call 
 
Hello Mr. & Mrs. Seller, it’s ________ from _____________, did I 
reach you at a good time? Great, I just wanted to give you a quick 
update on our marketing efforts so far regarding selling your home. 
We’ve been on the market for two weeks and have fully implemented 
our marketing plan. Since we spoke last, here’s a quick update on 
what we’ve accomplished: 
1. __________________________ 4. _________________________ 
2. __________________________ 5. _________________________ 
3. __________________________ 6. _________________________ 
 
● From agents calling our office and the records from the 
lockbox/showingtime we’ve had numbers of showings by the following 
agents: 
 
Response: 
______________________________________________________ 
 
● Have there been any additional showings we are not aware of? 
 
Response: 
_______________________________________________________ 
 
● So far the feedback has been 
 
Response: 
_______________________________________________________ 
 
●I keep a close eye on any changes in the market in your area and 
currently 
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Response: 
______________________________________________________ 
 
● We are reaching a point where if we don’t see an increase in 
activity or offers, we’ll need to revisit the CMA next week as this might 
be a sign the market is telling us there are better deals in the market. 
 
Response: 
_______________________________________________________ 
 
● Great, we will continue with our marketing plan and will call you 
next week with another update. I look forward helping you move to 
 
Response: 
______________________________________________________ 
 
 
● Remember, if you have any showings where the agent does not 
use the lockbox please call us with their contact information so we 
can follow up with them. 
 
Response: 
_______________________________________________________ 
 
● Do you have any questions for me at this point? 
 
Response: 
_______________________________________________________ 
 
● Thank you again for listing with us, it’s a privilege to work with you. 
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Price Adjustment 
Strategy 
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Price Adjustment System 
 
What is the Seller’s perception of their price? 
1. They lost money 
2. Lost time 
3. House is now at give-away price 
4. Easy to sell 
5. Agent does not deserve full commission 
 
What is the Seller’s perception of you asking for a price 
adjustment? 
1. Not doing your job 
2. What have you done to sell my home? 
3. Need the right buyer 
4. Agent is lazy 
5. Need more marketing 
 
What do you do to help them discover that a price adjustment is 
the right thing to do? 
1. Review motivation 
2. Review activity 
3. Review CMA 
4. Review Plan of Action 
5. Review market stats 
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Price Adjustment Checklist 
 
Property Address: _______________________________________ 
Date of Price Adjustment:______________________________ 
New Price: _______________________ 
 
1. _____ Get seller’s signatures on the price reduction form. 
2. _____ Change the price in the MLS. 
3. _____ Change the price on the sign rider. 
4. _____ Change the price on all the websites. 
5. _____ Change the price on all marketing pieces. 
6. _____ Notify the buyers agents and team members of the new 
price. 
7. _____ Call and email agents who showed the property about the 
new price. 
8. _____ Call all buyers who called on this property on the sign and 
notify them of the new price 
9. _____ Call all Open House buyers and notify them of the new 
price. 
10. _____ Put a “New Price” rider on the sign post. 
11. _____ Door knocks the neighbors and tells them the new price 
and asks for referrals of who might want to move into their 
neighborhood. 

 

 

 

 

 

14 
 



Convert Sellers to Closings                                                             Session 5: Seller Communication throughout the Listing 

Price Adjustment Over the Phone 
 
Hello Mr. & Mrs. Seller, it’s ________ from _______, did I reach you at a 
good time? Great, I just wanted to give you a quick update on our 
marketing efforts so far regarding selling your home. We are in our third 
week of marketing your home and our plan of action has been fully 
executed. 
 

From agents calling our office and the records from the 
lockbox/showing time we’ve had _____ number of showings by the 
following agents:_________________________: 
 
Have there been any additional showings we are not aware of? 
 

Response: _____________________________________________ 
 

So far the feedback has been ______________ 
 
Let’s review the total activity for the past 3 weeks. We had a total of 
_____ showings and we haven’t received any offers. 
 
I’ve prepared an updated market analysis for your area and here 
are the changes _____________. 
 
Based on the activity we’ve had on the home as well as the 
feedback from the agents and the showings the market is telling us 
we are priced too high in comparison to the competition. At this 
point in order to get your home sold and get you moved to ____ I’m 
going to recommend we adjust your price to _____. 
 
If you can agree to that I’m confident we can have your home sold 
in the next 2-3 weeks so we can get you moved to _____ and 
ultimately that is what you are looking to do, right? 
 
Great, I’ll send over the price adjustment addendum and we will 
make the changes immediately. 
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Price Adjustment In Person 
 
Mr. & Mrs Seller, thanks for having me over. The reason I am here today is 
to discuss with you the activity that we have been having with your home 
and any important changes in the market which could affect your home in 
any way. So let’s first review what happened in the last 3 weeks since we 
list your home. 
 

We have done everything on our Plan of Action as I said we would. 
Do you agree we have been doing our job? Great. So in the last 
few weeks what have you been hearing about the market lately? 

 
Response: _______________________________________________ 
 

I can appreciate that and you are right. The longer a home sits on 
the market ultimately the less it will sell for her. Can I explain why? 

 
Response: _______________________________________________ 
 

Your home becomes market stale. For example, if there were two 
identical homes and one had been on the market for 7 days and 
one had been on the market for 53 days. Would you offer the same 
amount on each home? 
 
Of course not.... 
 
Why is that? 

 
Response: _______________________________________________ 
 

Exactly, if no one else was willing to pay the asking price on the 
home that has been on the market for 53 days why would you? 
Certainly there must be something wrong with it, right? 
 
On the flip side, the home that has been on the market for only 7 
days you would write a stronger offer because it’s fresh on the 
market and you don’t want to lose out on it. 
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So you can see that the sooner we can get your price in line with 
the market the more we can sell it for and get you moved to 
___________. 
 
Great, I’m going to recommend we adjust it to $ _______. Please 
sign the price adjustment addendum and we will make the change 
immediately when we get back to the office. 
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Top Objections During the Price Adjustment 
 
I need more money 
 
I can appreciate you needing to net more money from the sale. My 
goal is to absolutely net you the most money possible. Based on the 
activity we’ve had so far on the home and what’s going on in the 
market and the buyers are telling us your home is overpriced. 
 

At this point you have 3 options. 
1. You can adjust the price and sell the house so you can 
move to ______. 
2. You can keep the house and rent it out. From our initial 
appointment it doesn’t sound like that was the best option, 
right? 
3. Or you can keep the home and put your plan on hold for the 
next 5-6 years. You don’t want to do that do you? Of course 
not. 

 
Let’s go ahead and do what the market and the buyers are telling us 
and adjust the price to ______ so we can get you moved to _____. 
How does that sound? 
 
I have $31,000 in improvements!!! 
 
I can appreciate that and from the feedback and the activity the 
market is telling us even with the improvements there are still more 
competitive deals out there. This market is a beauty contest and a 
price war. You’ve got the beauty contest won now let’s work on the 
price. The improvements you made absolutely make it competitive. 
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Maybe I should just rent it??? 
 
That’s certainly an option. Let’s put a pencil to it and see if it makes 
sense. What does the house cost you each month with your 
mortgage, taxes, insurance and HOA fees? 
 
Great! And how much do you think you could rent it for? Ok, and 
would you be managing it yourself or paying a property manager? Ok, 
and are you taking into account any vacancies or money it will cost to 
keep the property in good condition? Remember, a tenant will never 
treat the home the way you do. 
 
Now, how long do you think you would have to keep it as a rental 
before the market will come up to your price? Are you willing to hang 
on to it for ____ more years? 
 
Great, so let’s do the math. So if this is what it would take to rent it out 
does it really make sense for you 
to do that? 
 
What have you done to sell my home? 
 
That’s a great question and let me review with you our plan of action 
that we have completely executed. 
 
Based on everything we’ve done to market your home, are you in 
agreement that we’ve done our job and it’s the market that is telling 
us we need to adjust the price? 
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Do we just need the right buyer to pay more? 
 
I can appreciate that and let me ask you this, if you were buying a 
new car and it was selling for $25,000 in what circumstance would 
you be willing to pay $30,000 for it? Only if there were no other cars 
available to sell, right? 
 
In the case of your home feedback from the agents and the buyers is 
that they are finding better deals out there. In order to get your home 
sold so we can get you moved to ____ we need to get ahead of the 
competition. 
 
My house is better... I just did blah blah blah. 
 
I can appreciate that and if you hadn’t done x,y and z you’d be 
looking at a price adjustment of $50,000 instead of just $25,000. Let’s 
do the right thing so we can get you sold and moved to _____. 
 
If I reduced my price you have to reduce your commission. 
 
I appreciate your asking. Obviously you are wanting to net the most 
money. I am here to protect your equity and net you the most money. 
Here’s what I can do: I will contact all the agents who have shown 
your home to their clients both in person and through MLS, and I’ll let 
them know about the price change. I’ll make sure that the price is 
reflected in all the marketing materials we’ve put together and I’ll 
update all the websites that we use. So I'll make everybody aware 
that we’ve had a price change on your home and invite them to come 
see your home again. Fair enough? 
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Example of Marketing Regroup Email to seller: 
 

{Clients}, 
 
It was great connecting with you on the marketing strategy regroup plan 
today!  
 
As a recap, here is our plan moving forward: 
 

● Rewrite marketing remarks and rearrange photos by end of day. 
● Price Adjustment to ($), and updated once received signed 

documents by end of day today.  
● Schedule Open House for Saturday 1-3PM. 
● Reach out to all agents who’ve shown property tomorrow with price 

improvement news by the end of day tomorrow.  
● Share home on social media pages with updated photos, remarks, 

and pricing information Wednesday advertising Open House.  
● Send email to all potential buyers who have viewed the property on 

our website with updated photos, remarks, and pricing information 
Thursday and invite them to the Open House. 

● Reach out to all agents who have clients with saved searches in 
the Multiple Listing Service that match your home with updated 
photos, remarks, and pricing information Thursday and invite them 
to the Open House. 

 
 
Please let me know any questions you have on the market or marketing 
plan for this week.   
 
Looking forward to increasing activity and receiving an offer on your 
property!  
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5-Star Review/Referral 
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Take Action NOW  
 

1. Add Weekly Seller Market Updates to calendar and 

start this week  

 

2. Price Adjustment Conversations with any listing on 

market 3-weeks or longer  

 

3. Ask all sellers closed for review and UC for a referral  
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NEXT WEEK SESSION -  
 

“ASK AARON AND 
EMILY ANYTHING” 

 
1. Course Review 

2. Q&A 

3. Review Link 
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