SHOWING PROPERTY
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Show your own personal listings first.

As quickly as possible separate the looker from the buyer.

Don’t take anything with you while you go to show the property except the contract.
Work hard to sell the seller.

Make it as easy as possible for the buyer to buy from you.

Learn to give the customer what he wants.

Always call first before showing property.

Always call back and explain why you didn’t show a home you were supposed to.
Try to ask questions of the buyer while in the car.

Don’t oversell the home prior to the showing.

If the buyer is motivated to buy, don’t quit showing them property until they buy.
Select a good route to the home.

Always park across the street from the home.

As you approach the front door say, “Let’s look at this home as if it were vacant.”

Once inside the front door say, “Make yourselves at home, I’m just here to answer
your questions.”

Always keep them together inside the home.
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Try to save something good for last. But show it to them first.

Get the customers emotionally involved in the home through questions.
Be enthusiastic.

Never show more than three homes at one time.

Encourage the customer to take notes while showing property.

Always take one car, even if it is theirs.

Never make statements, only ask questions while showing property.
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