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Start prepping your  
client for multiple  
offers during showings 

Call the listing agent  
as soon as your client  
expresses interest 

01. 02.

∙  Express how difficult it was to get a showing.

∙  Explain how crazy the market is right now. 

∙  Share the stories you hear from other agents  
 about multiple offers. Call Joe if you need to  
 hear some. 

∙  Don’t talk value of the house or comps.

∙  Start selling yourself to the agent from that  
 moment you start the call. Find something to  
 relate to the agent with—Busy Day? Hear kids  
 or pets in the background? Hot Day outside? 

∙  Ask if there are other offers. 

∙  Ask what is the preferred closing date for the seller. 

∙  Ask about the listing agent’s preferred terms. 

∙  Sell your potential offer. Anything you think will   
 be a good offer even if you didn’t discuss with your   
 client yet. (“I always do fast inspections,” “I like to   
 have high deposits,” “I know we can do inspections   
 in 3 days.” “I don’t like to negotiate the little things.   
 I put in my contracts that the buyer won’t negotiate   
 items under $150.”) Just say it and figure it out  
 later. Aaron Cunningham can usually fit you in if  
 it’s really needed. 

∙  Ask: “What else can I do to put my offer in the  
 best position.” If you don’t get a good answer,   
 follow up with: “What else can we do get give  
 more favorable terms to the seller.” 

∙  Sell your clients. “Great people, super nice couple,   
 been working together for a while, they love the   
 house and it’s perfect for them.” 

∙  Sell your partnerships. “This lender does a lot of   
 business for my team. Over $10,000,000 in buy-   
 side deals this year alone. They’ll work with    
 our preferred title company who is awesome  
 and always make the transaction smooth.” 

∙  Sell yourself. Use your elevator pitch. Always say 
  “I’m going to make this a super easy transaction  
 for both of us. I promise it’ll be one of the  
 smoothest transaction’s you’ve done this year.”   
 Show that you’re hungry to win the listing ... but    
 don’t appear desperate. Confidence is key! 

 



Call your client with the  
information you were  
able to get and prep  
them for the offer 

Prep the offer 

03.

04.

∙  Let them know there are going to be multiple offers. 

∙  Tell them that in order to win listings, a lot of people   
 are taking risks and going beyond the usual to  
 win a listing. 

∙  Tell them most people are waiving inspections and if   
 there are a lot of offers, it’s very likely that at least  
 one person is going to waive them. PRO TIP—If there is  
 a long time until offers are due ... see if you can do an  
 inspection before offers are due. Then your offer is  
 even stronger. 

∙  Let them know that a lot of people are  
 waving appraisals. 

∙  In this market, don’t focus on comps, focus on what  
 it’s going to take to win the deal. Getting a house, for   
 any price, is the victory. Think about it this way ... If  
 they are going to be in the house for at least 3 years.   
 Average appreciation is 3% per year. Say they are  
 buying a house that is “worth” $300,000 but pay   
 $315,000. In 2 years, it should be “worth” $318,270.  
 Meaning, appreciation alone will have them in the  
 positive and that doesn’t take into consideration  
 that they are paying down their mortgage. 

∙  Get creative. Think outside the box to get the offer   
 done and stand out. 

∙  Pre-negotiate inspections. 

∙  Pre-negotiate a potential appraisal issue. Say you have  
 a 20% down buyer, if the appraisal comes back light,   
 your buyer can absorb 25% of the difference without  
 actually changing anything different out of their pocket   
 from the original offer. 

∙  Make closing a date range. AKA we can close as soon as  
 30 days, but if the seller needs to buy the house then   
 we’ll make settlement 90 days with an additional term  
 that the seller can choose any settlement between 30  
 and 90 days with at least 10 days notice to the buyer.

∙  Super high deposits always look good. Second deposits  
 are essentially risk-free. If you time them right, they  
 are after inspections and clear to closing.

∙  Schedule the inspection before you submit your offer.   
 Pick it out and book it. Make it as close to the offer  
 acceptance date as possible. 

∙  Limit inspections. Don’t do termite or radon. This   
 doesn’t mean you can’t do them, just means you  
 won’t negotiate them. 

∙  Limit negotiations. Agree to not negotiate inspection   
 items under $150 or even $500 per item.

 

Email the offer 

05.

∙  Use the email template EXACTLY as I have it: 

Always include the AOS, SPD, Pre-Approval and BFI.  
Add something personal to the last line of the email.  
My wrap up usually has something I talked about with  
the agent. 



Follow up with  
another phone call 

06.

∙  Call the agent IMMEDIATELY after you send the offer.  
 Anytime between 7:00am and 10:00pm is an acceptable  
 time to call. They won’t answer if they aren’t available.  
 Still make the call. 

∙  Walk the agent through your offer. 

∙  Talk about how easy of a deal you will make it ... again. 

∙  Talk about the lender they are choosing ... again. 

∙  Talk about how much your clients love the  
 property ... again. 

∙  Review anything else you’ve added or done. If the  
 home inspection is scheduled, note that; If you sent  
 a letter, bring that up. 

∙  Ask how many offers they have now. Ask if there is  
 anything they see that you could tweak to make your  
 offer more competitive.

Consistent follow up  
with the agent

07.

∙  This is hard to balance the line between desperate  
 and proactive. Don’t be desperate. Follow up should  
 be along the lines of “Hey, just touching base to see if  
 you had any update for me” or “Is there anything else  
 we can do to help our offer be in a better position?” 

Prioritize the listing  
agent’s call

08.

∙  100% always stop whatever you’re doing and take 
 the listing agent’s call. If they call you anytime  
 during the process, prioritize the call. This shows  
 you are serious, professional, and can prioritize  
 their deal. 

∙  Sometimes agents are going to go down the line  
 and counter you. If they call you first, you can stop  
 them from calling someone else. 

Extras

09.

∙  Letters are good resources to tug on the heart strings. 

∙  Some people have sent along short videos. 

∙  At the end of the day, it always comes down to money   
 for the seller. This doesn’t always mean the highest offer.  
 Could mean an offer that is close, but has the best terms  
 and is more likely to close. 

∙  Being the first offer in always gives you an advantage,   
 even if it’s just a slight one. 

∙  If you don’t win, continue to follow up with the listing   
 agent a couple days later. A LOT of deals are falling   
 through and then you might be able to pick it up  
 before it goes back on the market. 

∙  Confidence is key. Fake it if you have to. The more   
 confidence and hustle the listing agent gets from  
 you, the more likely they are going to take your offer. 

∙  Remember, at the end of the day, everyone just  
 wants to get paid. The seller wants the most they can   
 for as little work as possible. This listing agent wants  
 to “set it and forget it” and collect the paycheck.  
 You want that paycheck and to stop running the  
 buyer around and spending more time with the buyer   
 seeing houses.
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