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WHAT ARE THE PRIMARY 
REASONS PEOPLE WON’T LIST 
THEIR HOME IN THIS MARKET?

Obviously... They don’t want to sell and love the home they 
are in.   

Can’t afford to move up, bad credit, job issues, etc. 

Lack of equity to be able to accomplish their move up goal. 

Afraid to list out of fear that they will not be able to find a 
home to buy “replacement property”.



WHAT CAN WE 
CONTROL?

Never waste your time trying to talk someone into selling who does 
not want to sell their home just because you want a sale.  This is 
obvious. 

Prequalify all listing prospects to determine “ability” to sell or move 
up/buy. Ready and willing means nothing if they are not “able”. 

Lack of equity = Unable... Unless they are a short sale candidate.  
Then “Prequalify” thoroughly. 

We CAN solve the fear for prospects who are afraid to list because 
they don’t think they can find a “move up” property that they will 
love!  But many agents don’t know how to do this.



SCRIPT TO FIND THE 
RIGHT MOVE UP SELLER



Use at Open Houses, Door Knocking and Social Gatherings! 



If there were one or two things you would change about your 

home...What would those things be?  If I can help you get that pool, 

bigger kitchen, 3rd car garage, man cave etc. If I can do this and get 

your payment close to where it is at now and I can do this all with no 

risk of selling your home till you find your dream home would you 

give me 30 minutes of you and your spouses time?



DIALOGUE TO GET  MOVE 
UP SELLERS TO LIST!

Mr. & Mrs. Seller,  I have created a “Risk Free” listing 

strategy that allows my clients to list their homes with 

me without the risk of selling until and unless you find 

your next dream home at the price and terms that you 

are happy with. 

We can list your home today making the sale contingent 

and concurrent with the purchase of your Dream Home!



THE DETAILS...

Write in the listing contract “This listing contract and sale of 
the home is contingent upon sellers purchase of a replacement 
home”.  Seller can take their home off the market at anytime if 
they are unable to locate a replacement property”. 

Put in the MLS remarks that the “sale is contingent on seller 
purchasing a replacement property”. 

DO NOT FORGET to use the CAR Form COP (Para. B) and 
COUNTER all offers with it to ensure that your seller is 
protected!



THE BENEFITS...

A seller can list their home without any risk of having to sell/
close if they cannot or do not find a suitable replacement 
home. 

A seller can list with you for a short period of time, i.e. 45, 
60, 90 days to get a quick feel for what they can get for their 
home to assist in making their decision whether it makes 
sense to buy. 

The seller is in complete control of their situation and in NO 
RISK of having to sell unless they can get their dream home.



DRAW BACKS...

You will be showing a lot of homes. 

It may be harder to get your offers accepted due to the 
“contingency” so make sure the home is in escrow and you 
provide ALL details to listing agents to get your offer considered. 

Your Seller///Buyer may need to pay slightly more for the “up 
leg” home to beat out Non-Contingent offers.  If a seller sees that 
they can make $5,000, $10,000+ more with a SAFE contingent 
offer, they may very well take it!  Prepare your clients for this 
and tell them that you will build that into the purchase price 
when you sell their home.



THE REASONS THIS 
WORKS...

The ultra-low inventory levels will mean that buyers will be more 
willing to allow the sellers to have time to find their home. 

Interest rates are low enough that the sellers have every single 
reason to do this NOW. 

Sellers are wanting every last dime out of their homes, therefore 
many will accept a contingent offer if it means more money in their 
pockets! 

This minimizes or even eliminates almost all risk to the sellers. 

Sellers are KING in this market!



WHEN TO USE THIS...

Open houses 

Flyers and marketing materials 

Advertising 

ANY CONVERSATION with anyone in your farm. 

“Old” Expired Listings 

Basically... Any prospect who may have a home to sell before 
they can buy.



YOU ARE THE 
SOLUTION!!!





THANKS FOR ATTENDING 
TODAY’S SALES MEETING 


