Corky Hyatt Seminars presents the 30-Hour Practice Course by Home Study

PRO-ACTIVE LISTING WORKBOOK 

1) Why is this section of the course call “Pro-Active” listing?
2) What are the 4 P’s?

3) Why would a REALTOR® use each of the following approaches to listing property:

a) The “one-step” listing presentation: 

b) The “two-step” listing presentation:
4) What is the advantage of making your listing presentation in your office:

a) To the seller?
b) To the REALTOR®? 

5) How would you convince the seller to meet you in your office for the listing presentation? Write out a short script: 

6) What is the advantage of using a script for your “telephone interview” with the seller prior to meeting with him/her? 

7) What is Barb Schwarz script for telephone interviewing seller prospects? (3 parts)

8) When the seller is interviewing multiple potential listing agents, what is the advantage of meeting with the seller…

a) First? 

b) Last? 

9) List three questions that you might ask the seller during your walk-though of the home that would help you in making a better listing presentation by being more informed about the seller and the house?

10) What are the purposes of using a listing presentation? 

11) Where are the best places to make a listing presentation and why? 
a) Where?

b) Why?

12) Why is it important to have all the decision makers together for a listing presentation? 

13) What is the best way to “control” a conversation, whether it is in person or by telephone?

14) List two “success secrets” for a successful listing presentation:

15) List three “motivation” questions that you might ask a seller during your presentation to determine their “need” to sell:

16) Define “Exclusive Right to Sell” agreement:

17) Define “Exclusive Agency Agreement”:

18) Define “Open Listing Agreement:”

19) Define “Net Listing:”

20) Is a net listing legal in Kansas?

21) May you as a licensee sign a listing contract for your broker and, if you may, why can you do so?

a) May you?

b) Why?

22) May a listing contract be cancelled by the client and, if so, why?

a)  May it?

b) Why?

23) When is “pay day” for real estate licensees?

24) Describe four key elements of Transaction Brokerage:

25) List the four Transaction Broker Addenda and define each:

26) Go to the Kansas Real Estate Commission site.  Cut and paste  or handwrite the name of the Executive Director of KREC and the address, phone number, and website address of KREC.

a) Executive Director’s name:

b) Street Address of KREC:

c) Phone number of KREC:

d) Website address of KREC:

27) What change was made for license reciprocity on March 8, 2007? (Hint: If this information is not under the “NEWS” headline on the home page, do a search for “reciprocity” and “March” to find this answer!)



YOU MUST COMPLETE THE FOLLOWING INFORMATION IN ORDER TO RECEIVE CREDIT FOR THIS COURSE! (See the footnote for other requirements to receive credit for this course.)
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