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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.​ LTPMAMA 

2.​ PRE-APPT CHECKLIST 

3.​ PRE-LIST PACKAGE 
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LTPMAMA 
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“Where will you be moving to once you sell 
your home?” 

“What’s happening that’s having you want to 
sell your home?” 

“Tell me more about your plans to sell your 
home?” 
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“What’s the ideal timeframe for you to be 
moved by?” 

“How soon are you looking to put your home 
on the market?” 

“Are there any specific timeframes we need to 
be aware of?” 
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“How much do you think your home is worth in 
today’s market?” 

“What price are you wanting to list your home 
at?” 

“How much are you hoping to sell your home 
for?” 
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“How will your next home be different then the 
one you’re in now?” 

“What’s your goal for making the move?” 

“What will selling your home allow you to do?” 
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“Who else will you be interviewing for the job 
of selling your home?” 

“What are you looking for in the agent you hire 
to sell your home?” 

“How will you know when you’ve found the 
right agent? 
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“How much do you owe on your mortgage?” 

“What is your current payoff on your loan?” 

“Is the property free and clear or do you have 
a mortgage?” 
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“Do evenings or afternoons work better for 
you?” 

“Would Tuesday at 4pm or Wednesday at 2pm 
work best for you?” 

“Besides yourself, are there any other decision 
makers that should be at the appointment?” 
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Pre-Appt Checklist 
 
 
 
 

Pre-appointment Checklist 
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Pre-appointment Checklist 

 

 

Calendar invite to all decision makers  

Calendar invite for your notes  

Send pre-appt resume email  

Send group text with all decision makers  

Friendly reminder text day of appointment 

 

*Bonus: Drop off Branded Pre-list Packet with seller disclosures and 
blank listing agreement 
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Calendar Invite To All Decision Makers 

 

"We look forward to meeting with you to help you with the sale of your 
house! Our listing consultations typically last 1-2 hours. We have 3 
main goals for our apt together.  

 

1) We'll review your goals and motivation to sell and help you identify 
what top dollar is for your property.  

2) We'll go over in detail our aggressive marketing strategy and 
unique value proposition.  

3) We'll decide if we choose to work together and review next steps 
on setting you up for success and what you can expect next from us!" 

 

●​ If in person, “Listing Consultation w/ (Agent Name) - (Client 
Name)”  

●​ If zoom/phone call, “Zoom/Phone Listing Consultation w/ (Agent 
Name) - (Client Name)”  

●​ Include the address of property, send invites to both decision 
makers & anyone else attending the appointment, and the 
following in the description box: 
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Calendar Invite For Your Notes 
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Send Group Text 

 

“Hey Mr/Mrs Seller, this is (Agent Name) with (name of Market 
Center). Thank you again for taking the time to speak with us today, 
we are so excited for the opportunity to work with you all! I have our 
listing agent and listing team who you’ll be meeting with in this group 
text (include contact card(s) below).” 

 

“We sent you both our pre-list video to your emails as well if you get a 
chance to watch it! Also, if you can send over a quick picture of the 
kitchen, living room, and backyard area that would help us with 
determining what top dollar is for your house.” 

 

“Please let us know if you have any questions. Thank you for the 
opportunity to earn your business, we look forward to meeting with 
you all!” 
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Friendly Reminder Text 

 

 

“Good morning [Name]!  

 

Just a friendly reminder that I will see you at your home today at 
1:00pm. 😊 

 

Looking forward to it!  

Best, [Your Name]” 
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Send Pre-Appointment Resume Email 

 

Thank you for allowing us the opportunity to earn your business!  

You can learn more about us by visiting our [website]. We are excited 
to share that we have been recognized for our achievements in the 
industry. We encourage you to check out our reviews to see what our 
past clients have said about their experiences with us. [Insert any 
awards, accomplishments, etc., here.] 

Attached to this email, you'll find a recent article highlighting our 
accomplishments. We've also included a profile that was recently 
published so you can learn a little more about our team. [Reference a 
few specific points from your pre-list package (PDF attachment or 
hard copy mailed) in this paragraph.]  

Here's a quick video for you to watch before our appointment. The 
video outlines certain documents that will be helpful for us to review 
together, ultimately saving you time and money. [Including a personal 
touch, such as a quick video introduction with a few tips, is 
recommended.]  

We look forward to meeting with you!  

Best regards, [Your Name] 
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Pre-List Video Dialogue Example 

 

“Hi! (name) here with (team name) and by now you have an 
appointment set up to meet with us so that we can hopefully earn the 
opportunity to partner with you and lead you through the sale of your 
home, so for that we are extremely grateful. There are two documents 
that can help us save you time and money. Number one that's the 
survey, you should have received a copy of your survey at closing if 
you can have that available at our appointment. Number two, if you 
have done a refinance or even when you purchased the property you 
should have a copy of your appraisal. What we’re looking for in this 
appraisal is the square footage documented, so if you have done any 
updates to the house, any additions, any documentation around the 
square footage would be appreciated. Again just the appraisal and 
the survey those are two things that are going to help us save you 
time and money. Thank you so much we look forward to working with 
you!” 
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Pre-List Package 
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Take Action NOW  
 

1.​ Update Micro Market Tracker 

 

2.​ Identify your Message of the Market this week to Post 

on Social Media, TCPA-compliant Text to Follow Ups, 

and use in conversations 

 

3.​ Practice Pre-Qual Questions and Print Off in Bunker 

Area 

 

4.​ Define or Redefine Your Pre-Appt Process  
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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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