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I. Steps to Writing Strong Offers 
1. Always call the listing associate first to find out what the most important terms 

are for their seller. 
2. Convey this information to your buyer so they can make their best offer. 
3. Get an appropriate deposit – 1.5% to 2% helps to show that your buyer is serious. 
4. Offer an increased deposit of at least 3% after the 17day inspection period. 
5. The Liquidated Damages paragraph should likely be initialed. To apply, it must 

always be initialed by all parties. 
6. If Liquidated Damages is initialed, an increased deposit must be made with the 

CAR Form RID; Receipt for Increased Deposit and Liquidated Damages. 
7. Removal of contingencies after 17days (get inspection and appraisal done early!) 
8. Be considerate and generous with the sellers request for close of escrow date. 

Offer a minimum of 2-3 days before occupancy. This requires the execution of 
either the CAR Form PAA – Purchase Agreement Addendum or CAR Form SIP – 
Seller in Possession. 

9. Be expedient with the signing, delivery and acceptance of offers and counter 
offers. Remember “time kills all deals”. 

 
II. Don’t just meet client expectations; Dazzle Them with the little extras. Here’s how: 

1. Use social media (no more than 12-15 minutes a day) to find out information and 
stay current with your clients. Be on the lookout for: 

a) Events and trips 
b) Accomplishments (by them, kids or others) 
c) Milestones (like anniversaries) 
d) Birthdays and etc. 
e) Recognize any of the above (and more) with a personal, hand-written note 

 
2. Really connect with your clients. Always ask for and listen to detailed 

information: 
a) Know the names of their children (and ages!) 
b) Names of pets 
c) Where they like to eat 
d) Home improvement ideas 
e) Hobbies 
f) Favorite sports teams 
g) Where they went to college etc. 
h) Look for opportunities to do something personal with the above 

information 



3. Make introductions 
a) Introduce your clients (database) to each other 
b) Introduce based on hobbies, interests, professions and other areas 
c) As your clients benefit from those introductions, so will you benefit from 

their referrals 
 

4. Practice the “Saw-this-and-thought-of-You” technique 
a) Look for magazine and newspaper articles that your clients (database) 

would like to receive, but keep them personal 
b) If they like Italian wines and you saw an article on “Why Italian Reds are 

Just Too Hard to Beat”, cut it out and send it to them 
c) The same goes for cooking, sporting events, books, movies and etc. 
d) This activity serves as a constant reminder to your clients and sphere that 

they are important to you 
 

5.   Choose closing gifts that are personal and meaningful. Closing gifts should be  
      memorable. 

a)    Again, if you’ve connected with your client, you’ll know the perfect    
       house-warming or moving gift for them. 
b)   Surprise them with a gift that you place in the home before they open the  
      door to move in. 
c)   Please do not make a home warranty the closing gift. Your clients  
      should have one, but not from you. See me or your manager for more  
      details! 
 

See you on the 27th at our next meeting! Go get em’! 
Patrick 

 
 
 


