How Does Your Buyer/Seller
Listing Presentation

Set YOU Apart?

Date, Time, Location, etc.

Course Description

This presentation is designed to teach

the agents how to counsel the buyer RegiStratiOH Form

and seller through a consultative

Name
approach.
* The average agent spends 7 hours Company
preparing for the listing presentation Address
to the seller, yet they spend as long as City, ST, Zip
it takes to do the agency disclosure Email
with most buyers. Work # Cell #
* The buyer must have the same )
License #

information as the seller.

* Perfecting your presentation in the Payment: Total §

class WILL set you apart! __ Check Enclosed _ MC/V/AMEX card
Number: Exp

Signature:

Meet the Instructor:




