
Sales Meeting 6-14-17 

I. Business 

A. Writing offers: 

1.   Slow Down 

2.   Complete all appropriate lines 

3. Give your buyers their BEST CHANCE 

*   Deliver in person (Printing the documents show exactly what you have) 

*    If a buyer is confused they don’t buy 

       B.    Customer Service 

  1.   Solve their pain 

  2.   Know their pleasure 

  3.    It’s their life that needs help not yours 

       C.    The Headlines (see handout) 

  3 Things you must know in our market: 
1. Current inventory  
2. Solds 
3. Pendings 

 
II. As a Ninja: 

 
Practice the three rules of communication. If you follow these three rules, you will have very 

high quality communication with your customers. 

 Rule 1: Showing is Better than Telling. Most people are visual. They need to see it to get 

it. Even the auditory thinkers don’t want a salesperson who is tellin’ and sellin’. If 

someone is going to talk, they would prefer it be them. They want time of possession. 

 Rule 2: Asking Is Better than Telling.  By asking, we learn more about the customer’s 

pain and pleasure and how we can provide a solution. It also keeps the customer 

connected and gives them time of possession. 

 Rule 3: It Matters Who Says It. Is it more powerful if we tell the customer how great we 

are or if their friends on Facebook tell them how great we are? It matters who says it. Is 

it more powerful if we say the right price in a listing consultation or if the sellers says the 



right price? Is it more powerful when our customer suddenly has an “aha!” experience 

and closes us on the home they want to buy? The Ninja Ten-Step Buyer Process and 

Sixteen-Step Seller Process are designed to help the buyers and sellers say it rather than 

us.  

 

5 Favorite Showing Questions (After the gate of the mind is open): 

1. Can you see yourself living in this home? 

2. Is this a home you’d like to own? 

3. When would you like to move in? 

4. If they express an objection: So…is there anything else? 

5. Is there any portion of the home you’d like to see again before we leave? 

5 Favorite After-Showing Questions: 

1. Which home do you like better? (Comparison of two homes) 

2. For new construction: What is your favorite plan? Lot? 

3. If I call you later tonight and tell you one of these homes has sold, which one would you 

be most disappointed to lose? 

4. If this home sells tonight, will you be okay with that? What is your plan B? 

5. “Auction Close”, “Scratch Pad” close or set another appointment.  

 


