2022

SHOWING
GUIDE

Modern Agent Assist

TABLE OF
CONTENTS
01

How To Show Up Prepared

02

How To Show Up Prepared Pt. 2

03

Showing Up

04

What Next?

05

Win Or Lose...

Modern Agent Assist
SHOWING GUIDE

HOW TO SHOW
UP PREPARED
So you’ve scheduled your first showing with an actual client, what next?
Well before anything else, GET THOSE BABIES SCHEDULED! You don’t want to wait
until the last minute and find that the only available showing time is one that doesn’t
work for your client.
Next thing you should do is print off a couple copies of the MLS Listing, one for each
person who will be at the showing, including yourself, plus 1-2 extras.
Study the listing! Your clients are sure to have questions, and you don’t want to be
caught not knowing the answer. If you know what’s important to your clients then you
can even take it a step further and make sure to memorize certain details that you
KNOW they’ll ask. Now unfortunately it does happen sometimes that your client will
ask something that no matter how much you studied, simply wasn’t in the listing, when
this happens, DON’T PANIC! Just let them know that’s a great question and you’d be
happy to follow up with the listing agent to get that information as soon as possible and
move on to the next question.
Basics you should have memorized going into the showing would include: price, square
foot, recent renovations, HOA costs, any known problems mentioned in listing.
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HOW TO SHOW UP
PREPARED PT.2
Next check for any documents included in the listing that could provide your clients
with more information they may want to know before submitting an offer (SPDS being
the most important! Others may include HOA info, LBPD, etc)
After you’ve gotten all the facts, you’ll need to do a CMA. Study comparative properties
currently on the market and recently sold in the area, make sure you know the
information, your clients WILL ask. Make sure to print a copy of this CMA for yourself
and each decision maker in the group. As a bonus, sometimes one of those properties in
the CMA is one they didn’t know about and will also want to see. If you think this could
happen I highly suggest also printing and studying the MLS Listing for those properties
as well. Even better, already have 1-2 other properties they might be interested in and
their details prepared so that if the showing doesn’t go well, you have more options to
look at instead of your client just leaving disappointed.
You can download all of these documents and put them nice and neat into an email or
PDF to send to your clients, which I also recommend doing, but showing up with printed
items, even if they don’t end up wanting them, will help SHOW your clients how
prepared you are!
Now it's time to call the listing agent! I know this can be intimidating because it’s not
uncommon for the listing agent to get irritated with calls and can cause newer agents to
ultimately just not make the call at all. However if you know what to ask, you can get
some very useful information for your clients that could make or break a deal, and more
than that, you can help build a relationship with the listing agent that in turn can also
help you WIN the deal!
(I have a separate script for this that will get you the information you need while helping
build that relationship. Without going to deep into that here, some questions you can ask
are; do you already have any offers, are you reviewing offers as they come or do you
have a set date you’ll be going over all offers with the seller, are there any other details
not mentioned in the listing that the seller might be interested to know about the
property?)
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SHOWING UP
Now you’re ready to show up, now what?
Arrive 15-30 minutes early to make sure you have no issues getting into the
property, do a walk through yourself to get a better feel of the property while also
turning on the lights (DON’T FORGET TO TURN THEM OFF BEFORE YOU
LEAVE)
Go over MLS Listing details one more time or use the extra spare time before your
clients arrive to film some content for your social media.
When clients arrive make sure to great them at the door (bonus points if you have
water bottles or something to offer like hand sanitizers, they may not accept but
again it will still make you come across as prepared and professional)
If the home is vacant, Ask how they would prefer to tour, do they want you to
give them the GRAND TOUR where you show them the home and talk to them
about the details as they go or would they prefer to tour themselves and discuss
with you after they’ve looked around? Sometimes people don’t want to feel like
they are being followed through the home and want to get a feel of the space for
themselves, or they may want to discuss details of the home with just their group
and don’t want to feel the need to whisper or keep their opinions silent around
you. You want your clients to feel comfortable and able to picture themselves at
home!
Some words of wisdom to go along with this, advise your clients that aside from
questions about the property, it’s always best to discuss opinions or anything to do
with a potential offer outside of the home as you never know if there’s security
cameras that could pick up on what your saying and the last thing your clients
want it something said off hand to interfere with them getting their offer
accepted!
If the home is not vacant however, it's always best to be the one to give you clients
the tour. While you may trust them, you don't want to risk being held responsible
should anything happen while you're at the listing.
Modern Agent Assist

SHOWING GUIDE

WHAT NEXT?
After you’ve completed the showing and you’ve discussed with your client,
even if they decide they want to put in an offer, give them the information
about the other properties you found for them and offer to show them these
homes as well. If they decided to put in an offer on the home you already
showed them, thats great, but your clients will likely appreciate you also
presenting them with other options so they don’t feel pressured into one
home, and if they say no, don’t take it personally, it just means their set on
their decision!
The conversation might look something like this … “so you want to put in an
offer on this home, that’s awesome! I’m going to do everything in my power
to win this offer for you, but real quick before we dive into all the details
that go into creating an offer, I also found 2 other properties near by that
match the criteria and budget you were looking for, while I know you’re
excited about this home, as you should be because it’s incredible, I would
also hate for you to miss out on something on the off chance that you end up
loving one of these more. Are you interested in taking a look while we’re in
the area?”
If they have decided to put in an offer, you want to jump on this right away
but don’t rush your clients either. After they have either said no to seeing
the other properties or have already seen them, your next step is to get all
the information you need to start putting the offer together such as how
much to offer. (Your clients may ask for your opinion on what a good offer
might look like, use your knowledge of the current market, facts from the
CMA you put together, and information gained from your conversation
with the listing agent to advise your clients.)
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WIN OR LOSE...
Call the listing agent ASAP after talking with your clients to let them know
to expect your offer and again build that relationship. The more you build
that relationship with the listing agent, the more professional trust you will
create between the two of you, and the more the listing agent trusts you the
more likely they are to lean towards your offer when presenting to the
owners. A listing agent wants to work with agents they can rely on to get
the deal to closing not someone they have never heard of or even spoken to
before seeing an offer appear out of thin air.
Once the offer has been sent to the listing agent, call them AGAIN to
confirm they have received it and you may just get some more info from the
agent that they didn’t have before receiving the offer (I know it can seem
tedious calling so much but communication in real estate is so important
and it’s all for your clients benefit!)
Now is the time… either your offer has been accepted, or not. If not, there
may still be room to negotiate and win the deal, but if another offer has
been accepted, don’t let it get you down. Your clients will already be
disappointed enough, but your disappointment on top of theirs could be
enough to scare them into thinking you can’t get the job done. Make sure
they know that these things happen all the time and if you’re able, explain
to them why they didn’t get it (such as if the listing agent told you the
winning offer was X amount more) and how we can do things differently to
win the next home. Make sure they feel how confident you are that you
will get them into a home they’ll love, and then get back to the drawing
board… time to set up more showings!
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THE END
Showing homes to clients is one of the most important parts of your job as an agent, and
certainly one of the most time consuming parts of it as well. This is the part of the job
where you'll be spending the majority of your time with your client so it's important that
you can show them how capable you are and how seriously you take it! You never want to
be caught off guard or show up unprepared. Your clients will remember not only the work
you do but the mistakes you make, so it's best to not make them or at the very least, do
everything in your power to avoid them! Buying a home is likely one of the largest
investments your client will ever make in their life, they want to know that you are
someone who they can trust and can truly handle the job,. By following these best
practices for your showings you are proving to them that you are that person!

For more guides, scripts, training material, or
one-on-one coaching visit
ModernAgentAssist.com

Contact
Brecken Dale
480.980.7930
www.ModernAgentAssist.com
@ModernAgentAssist
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