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Presenting Offers & Negotiations
AGENDA

Managing Client Expectations

Value Proposition

Competitive Strategies/ Multiple Offers
Strategic Counteroffers

Negotiation Tactics

Objection Handling

Essential Partner Advantages
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e Power of a Consultation

Managing . Educate
I. * Market Conditions — Share Stats & Facts
C |ent * Recent Activity — Comparative Market Analysis
. * Pricing Knowledge
EXpeCtathnS * Pricing Strategies

e Contingencies and Timelines
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NINJAZSELLING
Listing Consultation Worksheet

After the Property Walk-Through:
1. How many properties have you sold? Last time you sold a home?

How did that go for you?:

Tell me about your experiences with your last transaction? What did you like about the
process, what would you like to change:

If you could wave a magic wand, and have this sale go just the way you want it, what would
that look like?

2. Review - Reasons for selling? (If moving out of town, offer help with a Realtor refarral.)

3. Review- Where are you going?

Calendar:
4. When would you like to be there? {Put dates on a calendar)

Move in Date to new house? Closing Date on this house?

Under Contract date? 1* Day On The Market?

5. Do you have any other properties you need to sll?
Qualify the House: {Applies only if deficiencies exist that affect the value of the property.)

6. Do you want to price your house in its’ current condition, or with (improvements) eg new
carpet: ?

7.Have you had a chance to review the package of information | dropped off?

8.Do you have any questions regarding the package?

Would you like help?

3. Based on the information in the package, do you feel we are qualified to markat your homea?

Would you like me to handle the sale for you?

What are the key things you feel like you need to know in order to move forward with selling
your homa?

Is there anything else?

Anything else?

We will make sure to cover all these guastions before we're done here today.
You know, one of three things will happen here:

1. After we've answered your questions, you may decide to hire me.

2. You may decide I'm not the right fit for you, and may choose not to hire us.

3. If 1 feell can't help you achieve your objectives, | have the responsibility to tell you that
and not take your listing. It would not be right for me to take your listing knowing down
deep inside that | can't help you.

Shall we proceed and see where we are?
Pricing:

10. My mission is to get you to
see your odds?

on time. Would you like to

Show: The Pond, Odds of Selling, Buying Patterns, Scattergram
11. Are you willing to sell your home at fair market value?

Fair market value is determined by what buyers are willing to pay given their choices, and what
sellers are willing to sell for, given their choices and the competition.

Buyers compare properties based on:
A) Location. B) Price C) Style/Size D) Condition, Features and Amenities

12. Based on current market conditions where do you think you should price your home in

order to get you to on time.

13. Do you think that price will get you there on time? If not, what's your plan B?

14. if we get to
you do?

and your house isn't sold, what will

15. If we got a contract on your house for
do?

today, what would you

16. If we find a buyer for your house in the next 72 hours, are you going to be okay with that?
What if it's the first person who looks at your house?

Consultation
Process
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ILLUSTRATE YOUR VALUE

Earn Your Professional Services Fee
and Stand Up For It
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Understand Their Needs

Represent Their Best Interest/ Trustworthiness
Competitive Pricing Experience/ Market Knowledge
Focused, Intentional Approach

Timely Communication & Availability

Large Network of Agent Influence

Strategic Negotiations

Professional Photography & Merchandising Strategy
Ability to Navigate a Complex Market

Show Your Relationship — NOT the Inventory
Manage the Process from Sale to Close

Globally Respected Brand & Industry Leading Partners

BERKSHIRE HATHAWAY | Georgia Properties
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LISTING AGENT SCRIPT -
REDUCE LISTING COMMISSION

| appreciate why you would be asking me to lower my commission. The commission is a2 very
important element and | want to address it properly. My business philosophy is to provide the best
service possible. To reduce my fee would require me to skimp on those services, and in my opinion,
that would harm your sale more than the savings you might experience from a fee reduction. With
any professional service, there is a range of value as well as a range of fees. In the absence of
value, all someone has to offer is price. If you look only at the fee, you are missing an important
part of the cost/ benefit relationship. You must also look at the benefit to you in terms of quality
service, marketing exposure, market time, increased sales price, leading industry partners, and less
inconvenience during the transaction.

Let me ask you a question..would you consider your home your largest financial asset? (yes

So, wouldn't it make sense to hire the best to help best protect your investment? Do you Teel my
high-level of services would provide you with beneficial results?

Earn Your Professional Services Fee and Stand Up For It
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Strategies for Presenting
Offers & Counteroffers
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TEMPORARY OCCUPANCY FOR SELLER
HIGHER EARNEST MONEY - WIRE VS. ACH
OPTION MONEY

SHORTER DUE DILIGENCE

RIGHT TO REQUEST REPAIRS VS. DUE
DILIGENCE

LIMITED FINANCING AND APPRAISAL
CONTINGENCIES

FULL UNDERWRITING PRE-OFFER THROUGH
PROSPERITY’S "BUYER'S ADVANTAGE
PROGRAM“

MULTIPLE OFFER SCENARIOS — ENCOURAGE
BACK UP OFFERS

HOME WARRANTY THROUGH HSA
SELLER SALE CONTINGENCY



Contingency Faor Seller Contracting on Mew Property.

This Exhibit is part of the Agreement with an Offer Date of fior the
purchase and sale of that certain Froperty known as: .

1. Seller warrants that Seller is currently actively looking for real estate to purchase for Seller's new home (“Mew
Froperty™) and that Seller will proceed in good faith to identify and negotiate for the purchase of New Froperty during
the Mew Froperty Contingency Feriod (as that term is defined below).

2. The Agreement is contingent upon Seller entering into a written contract (including an option contract) to purchase
Mew Property on or before (*Mew Property Contingency Period™). Seller shall notify Buyer immediately in the
event Seller egters.into a wntten contract (including an option contract) to purchase New Property. Upon such notice
this Exhibit shall be of no further force or effect.  Additionally, Seller may waive this contingency at any time prior to
the end of the New property Contingency Period by providing written notice of such wavier to Buyer. Upon such
notice this Exhibit shall be of no further force or effect.

3. In the event that the New Property Contingency Period ends without Seller having entered_into a written confract
to purchase New Property then Seller may, at Seller's election, terminate the Agreement by giving written notice to
Buyer and paying Buyer a termination fee of 5 . In such event, all eamest money shall be returned to Buyer. If
Seller does not provide written notice of termination within three (3) days of the end of the New Property Contingency
Period then Seller's right to terminate due to Seller's failure to enter into a written contract to purchase New Property

shall expire and this Exhibit shall be of no further force or effect.

4. 50 long as this Exhibit remains in effect, Buver may terminate the Agreement by providing written notice to Seller
and paying Seller a termination fee of & . provided that such notice is given not sooner than days from
the Binding Agreement Date and not later than the end of the New Property Contingency Period |

Seller Date
Seller Date
Buyer Date
Buyer Date

BERKSHIRE HATHAWAY | Georgia Properties

HomeServices

Contingency for
SELLER |
Contracting on
New Property



Offers: 123 Anywhere Street
:

"ip

OFFER 1 OFFER 2 OFFER 3 OFFEFR 4 OFFEFR &
Buyers Last Mame wfalker
Biuyers Agent Mame Mlike williams wi Bexst
Initial Contract Price SBDD,DDD SSDD;DDD SSDD,DDD SBDD,DDD SBDD,DDD
E=zcalation!MAx OFFER F2,000 over up bo 630,000
[ ] Earnest Money 10,000

Seller Concessions F3,500 $3.555 $3.555 F3.505 $3.505

u I e Diown Payment F22.000
Loan Amount F278,000 $500,000 $300,000 F300,000 F300,000

Loan Type [Conw., FH&, WA, etc.]

Lender Letker Feceived [yesino]
Option Money - Toward Purchase Price [WiIR]
DATES AND DEADLINES

Inspection & Oue Diligence Mon, May 26, 2020
Appraisal Tue, Jun 30, 2020

Loan Contingency Expiration Oate Sat, Jul 4, 2020

Clo=ing Date Sat, Aug 1, 2020
FPozsession Date!Time Sat, Aug 1, 2020 5:00 P
Offer Response Deadline DatedTime Thu, May 21, 2020

Other Deadline

HOME SALE CONMTINGENCY

Buyer must sell to close? es
If yes, is the home under contract? es

*Template located on Agent e
Hub/ LEARN/ Sellers Market — Busiioeen s

Inclusions Beyond Standard Fire pit, washer, dryer

HO& Transfer Fees FPaid By [BuyerfSeller] Buyer Pays

Other Seller Expenszes [Extend Title, etc.] F200 $100 $100 100 100
Home warranty Coverage offered by Buyer

NET OFFER" $296,300 $496,345 $206,345 $206,345 $206,345

NET OFFER WITH ESCALATION™ KGR {cl{ele

Spoke to buyers lender, they
hawe a Full credit report and
hawe verified income. Loan has
been through pre-underariting.

Orher notes

Lender - Second Opinion [)]

“Met Offer does MOT include all clasing costs. This warksheet is designed to help compare the merits of cach offer before daing a mare detailed estimate of closing costs. This wark sheet uses some gencralizations and estimates. Each
complate offer prezsented az attachments ta this zummary.

a
iE H (] 5 TH i i i i Ef
YOU. SELLERS SHOULD CAREFULLY REVIEW ALL THE TERMS AMD FROYISIONS OF EACH COMTRACT!OFFER IM ORDER TO FULLY UNDERSTAMD AMD FULLY CORMPARE THE
COMTRACTSIOFFERS RECEIVED.
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ORTGAGE, LLC

PROSPERITY
M

HOME

Loan origination — lower
than average market

Higher Close Rate

Competitive Products &
Offerings

BHHS GEORGIA

LISTING BLITZ

N2 WEISSMAN

GAR Attorneys
Risk Management

Proprietary, Secure Online
Platform

Geographically Convenient

AUGUST 1 - SEPTEMBER 30, 2022

P
Fhisveses SRS

HOME WARRANTY

Competitive Rates Home Equity
Protection

14 Different Carriers Out-of-Pocket Expense
Reduction

Customer Service Center —
Complimentary
Annual Premium Assessment

Reliable, Quick Service
Professionals
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Tina Grady
Mortgage Consultant

PRESPERITY

HOME MORTGAGE, LLC®
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PRESPERITY

HOME MORTGAGE, LLC®

SeIIing a Home?

Our Closing Guarantee Stands Out!

Tell buyers about our $10,000 Closing Guarantee!

When buyers close with Prosperity Home Mortgage, LLC, we guarantee an on-time closing, or we will pay
$10,000 to the seller!’ That can make a purchase offer really stand out! Home buyers must participate
in Prosperity Buyer Advantage® and meet all loan program conditio

On-Time Closing
Guarantee

The Cleslog Guoronto is vold
WINT o0 o camplete appiications received 0 ar be

Contact me to learn more about our $10,000 Closing Guarantee!

Tina Grady
- Mortgage Consultant
- & NMLSR ID: 450684 ')R@Q I) TV
Office: 404-455-1672 I
Cell: 404-455-1672 HOME MORTGAGE, LLC®
tina.grady@phmloans.com
tinagrady.phmloans.com 4651 Sandy Plains Rd Ste 100
Roswell, GA 30075

Al ine mortgage product 7 Horme Mertgege, LLC. (577 775 1763. Pr Fome Mcrigage, LLC prod e evsinbicin ol . Nt o b s S
@ e pred ’;‘ﬂp’md-dbym;m“(ﬁ ik yonpery o Morigege 1 prokacty mmy ct v il . Not o brower 5

fr v At b L o sechumets .
71 Tie N D are invrance. Al icermed i AR AL ARAZ C0, CT ﬁ_unmvxmummm u:mwn&mm»mwa A FA LS 0T T LT AV A
izwotn W ard \‘_M;lmu LS Cormarmer Accem ot herpowww nmhoorssmerscoma.cng) €523 Prosperty Hoeme Mongege, LLC



.J \"«'&Q L‘Rll V Prosperity Home Mortgage

5-5 Closing Guarantee

HOME MORTGAGE, LLC®

Lzan Mumber: 123456785 Issue Date:

Borrower(s) Name: Your Buyer Seller(s] Name: _ Your Seller

Property Address: Your 3ellers Address

Prosperity Closing Guarantee Issued to:

Your Seller
(*seller)

Your Buyer

(“Buyer’)
Prosperity Home Mortgage, LLC (“Prosperity”] has reviewed the Borrower's loan application
PROSPERITY CLOSING GUARANTEE to close Loan Number 1002803293 _ (the “Loan”) pursuant to the Commitment
Agreement issued to the Borrower(s) on __ August 2, 2022_ {the “Commitment Agreement”).
Prowvided all conditions contained in the Commitment Agreement are satisfied and, in the event Prosperity is unable to
close the Loan, Prosperity will pay the Seller 55,000.00 and the Buyer 55,000.00, for a total guarantee of

$10,000.00** I .
PROSPERITY e ome otae L Closing C.:.ul.Ja rantee
HOME MORTGAGE, LLC Ce rtlflcate

Authorized Signature

tApplication must be made on September 224 2022 through Novemiber 246 2022 and must chass by December 314, 2022

* Prospesity Clasing Guaramee is oaly avaiabie on Prospesity Express-esignated, Convenional, FHA and VA loans approved by Prosperity Home Morgage, LLC

in writing. Loans have to have a full mitial undenwriing Commitment Agreement 1o qualify for promotion, suspended files will not be eligitle. The Commitment
Agre=ment has an expiraton date. The Loan must close on or before the expiration date contained in the Commitment Agreement, uniess the Bormower(s) qualifies
f0r and i approved far an exiension in wiiting. The Commitmen Agreement issued 1 the Borrower(s) contains condiions Mat must be satisfied prior o cosing.

Subject i accapiable appraisal of peoperty value al or above contract sales prica. This Pmrsparr, Closing Guaraniee is subject o the satisfaction by Te Borrowes(s)
of all Loan condtions identfied in the Commitmend Agreement as delermined by and in e sole discretion of Prosperity. The Guaranies i not valid i either
Borrower(s) or Seller terminale e purchase confract or athenwise choose not i consummiis the transaciion for amy reason whatsoever. The Prospenity Closing
Guaraniee is invalid i there is @ subsaniial changs in the Bormower(s)' fnancial condifion or to the ierms of either the Loan or the purchase coniract bebween
Borrowers] and Selier. Prosperity Closing Guarantes is NOT apgiicable on renovasion loam products, loans fof the purchase of cooperative nousing units, of loans
imiciving any sort of bond, down payment assistance morigage credil certificate, or any ather municipal or housing awhority program. For loans #om Velemns
[Afigirs (WA loarns), accepiabie appraisal must be received and appeoved by Prospenty at least 10 business days prior 1o closing of loan i nol eigible for Guaramee.
Loans with ratified coniracts that have specified cosing dates less Tan 28 days fom ratificaion date are not elbgible for Guaraniss nor closing cost credit. Prosperity

Home Morigage promotions cannot be comeined.

Al first morigage products ane provided by Prospernity Home Morigage, LLC. (877) 275-1762. Prosperity Home Morigage, LLC products may not be available in all
areas. Not all bomrowers will qualidy. Licensed by the Delaware State Sank Commissioner. Massachusets Morigage Lender License MLT5164. Licensed by the NJ
Department of Banking and Insurance. Also licensed in AK, AL, AR, AZ, CA, ©O, CT, DC, FL, GA, ID, IL, IN, K5, KY, LA, MD, ME, MI, MM, M0, M5, MT, NC, ND,
NE, NH, NM, NV, OH, OK, OR, PA, RI, 5C, 5O, TN, TX, UT, VA, VT, VA, W1, WV and WY. NMLSE 75154 [WMLS COnsumer AGcess al
IHEpTwans AIMISCONSUMBracCess.ong/) E2021 Prosperity Home Morigage, LLC. All Rights Reserved. (0921} #1930 %

** and provides this




PR&SPrRITY

HOME MORTGAGE, LLC®

The Prosperity Buyer Advantage

ying a home

stand out to sellers, ask a

Ich
tain

What are the benefits?

Flexible

Home buyers may have the
option of being more flexible
with their closing date and
also help ensure an on-time

Smooth

With much of the home
financing process completed
up-front, additional
requirements or conditions

Distinguished

A Commitment Letter can

set a home buyer's purchase
offer apart from other offers
a seller may be considering.

Complimentary

Choosing to participate
costs home buyers nothing
additional.

can be identified to help closing.
prevent last-minute issues.
1. Buyer Advantage” ks not a final loan approval. & Commitment Letter is based on information and dacument |.-.u provided by you and arevew of credit repoet

<0 change the terms of ; 1rpn |, If the mtesest
il ather Jaan condithons MAST be met. After you
hle appratsal and tele commitment. Additianal

The intes rove you for & specified loar

vt 10 ru<ualily. Infarmati

of mortgage used to
u».\ hanged, y

has been a

mou

Tina Grady

Mortgage Consultant
NMLSR ID: 459684

Office: 404-455-1672

Cell: 404-455-1672
tina.grady@phmloans.com
tinagrady.phmloans.com

PR®SPERITY

HOME M()Rl(\A(nh LLC®

4651 Sendy Plains Rd Ste 100
Roswedl, GA 30075

N St morts Fronperity He Mont: LLC ) 2751762 "v\p-" LLC prochaces e evalsbic ol Nt off Borrowens wil Fy. Loeracd by the
e e O P ST Al B G B B S R R B
[Eworn RV arc T OIS 57270 (AL Commcs e ot g s e 50 3515 Pringeriy o oo L1 AL P et

Buyer’s Advantage
Program
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Tammy Skinner
Managing Attorney
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EXHIBIT TO EXCLUSIVE SELLEE BROKERAGE
ENGAGEMENT AGREEMENT

Diate: Froperty:

At Berkshire Hathaway HomeServices Georgia Properties (Broker), HomeServices is our middle name, and we
swrive o provide an all-inchusive real estate experience with our preferred bosiness parmers. (Jur parmers inchide
Prozperity Home homzage, Weizsman PC, HomeServices Insurance and HEA Home Waranty., By working in
collaboration with these business parmers, BEroker can properly escalate any unexpected izsnes that may otherwise
delay closing.

Mast applicable to sellers are the services provided by Weiszman PC and HS4 Home Warranty.

1. CLOSING ATTORNEY

In residential closing transactions, the buoyer typically selects the closing sttorney, however, this can be negotiated
betwesn the parties. We suzgzest adding a note in the maltiple listing service private remarks that seller prefers
Weiszman PC be the closing zttorney in the zale of the Property.

D Seller comsents to identifying Weissman BC as the seller’s prefarrad law finm to close the sals of the Property.

1. WAEREFRANTY

Seller agrees to purchase the HEA Home Warranty for which fimds will be collected at clozsing and is available at a

cost of:

Fleaze Chooze One*® Single Family Condo
O Basic coverage 1405 5433
[l Basic & Sellers HVAC 555 5513
) 7 Star Upgrade $644 604
[ 7 Star Upgrade & Sellars HVAC 3704 5664

*Please zae the H5A Brochure for forther information

If Seller does not zelect an option akbave for clozsing attomey or warranty, then Saller is presumed to decline that
option.

Eyv zigming this exhibit, all parties have read, undarstand, and a2gree to all services selected above.

Seller Sipnanme:

(Date)

Seller Sipnahmre:

(Date)

Exclusive Seller
Listing Agreement
Exhibit —
Seller Consent

Available October 3rd
Remine
GAMLS Transaction Desk
ZIpForms
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