The Listing Presentation                                       
Key Points:  Jay takes 400 to 500 listings a year in a town of 100,000 people.
Jay is extremely dollar productive in his activities and spends his time mostly on appointments.  His staff does the rest, including setting all of the appointments for him.  They are paid a commission for each qualified set appointment.

He spends at least one hour with the seller.  That is $5000 an hour.   
Jay has a strong professionally printed prelisting questionnaire (similar to the MF prelisting questions).  He has his staff ask the questions and fill out the questionnaire with the seller over the phone prior to Jay’s appointment.

If the answer to the question on the form “Is this possibly a short sale” is yes, then the seller must come in to the office. CITO

Once on the appointment he differs from Mike Ferry because he looks for books, bumper stickers, charities or causes etc to build rapport. 

He has a 50 page listing presentation that he usually does not get to before taking the listing shows the client. It is on PowerPoint or he can print it. Twenty five of the pages are websites of where the listing goes.

He tries to never be negative!  He follows a bit of bad news with that’s okay and tells what is positive and how he will help with his proven systems. 
He discredits CMAs. He asks lots of questions like – if the home across the street has granite floors and another does not, how would you know when a CMA does not take that into account.  If one home is occupied by a hoarder and is a mess how would you know? A CMA does not take that into account.  How can you use a CMA to price your home?  This discredits the competition that he says is using Top Producer CMAs.
Instead he hits them with absorption rates and lots of graphs.  Some of the places he gets graphs are: 

Broker Metrics (expensive) but nice
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