ERA | VE OORE

REAL ESTATE

WIN A CHANCE TO
THROW THE R
FIRST PITCH! ‘RUN’ AT BAT

BATTER UP!

WORLD SERIES COMPETITION

AGENT SCORECARD

Contest runs April 15 - June 1**

ERA

REAL ESTATE




Introduction

My Masterminds .,
ERA | VE /MOORE

EEEEEEEEEE

Welcome

Part One in a Series:
The Pre-Listing Presentation

May 6, 2025.
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Agenda

e Welcome to the May Mastermind Event

e Meet Your Leadership Team

e Welcome to New Agents

e Understanding Personality Insights: DISC Profiling

e  Pre-Listing Interview Best Practices

e Ninja (Pre-Listing Questionnaire)
e  Showcasing Success: The Listing-Box

e Key Takeaways and Strategies for Success

Q&A and Open Discussion
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Martha Mendoza Borgese Theresa Cullen
Broker | REALTOR® Broker | REALTOR®



Introduction

Mastermind Event: Best Practice Pre-Listing Presentations

Overview:

e Firstin a series of three Masterminds
centered around Best Practice Listing
Presentations.

e This event is designed to equip you with
best practice strategies, tools, and insights
to elevate your real estate business and
WIN THE LISTING!




Personality Insights

DISC Profiling

DISC profiling categorizes behavior into four
types: Dominance (results-driven, direct),
Influence (social, persuasive), Steadiness
(patient, reliable), and Conscientiousness
(analytical, detail-oriented).

Agents can use this tool to recognize client
needs and adapt their approach, improving trust
and rapport.

Applying DISC insights leads to more effective
conversations, personalized service, and
increased sales success.
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Best Practices i
NINJAXSELLING

Pre-Listing Interview

Pre-Listing Interview Best Practices N

If it is all right with you, | would like to ask you a few questions and then set up a time for us
to get together. These questions are to help me prepare for our meeting and should take
about 10 minutes. Is this an okay time with you?

The Pre-Listing Questionnaire -

. Property Address:,

N

w

. Mailing Address:.

»

. Owners/Decision Makers:

A structured, rapport-building tool designed to gather key

Phones: (H) (8) (@]

details before the listing appointment.

Fax:

Email:

w

. Why are you selling?

It includes:

o

. When do you need to move?

- questions about the seller’s goals

~

. Could you describe your house for me?

- home features

= T| mi ng . How long have you owned your home?

Beds Baths Sq. Ft. Style Lot Size Bsmt?

=]

- pl’lCIng eXpeCtathnS 9. What sold you on your home when you bought it? What features did you like?
- past real estate experiences.

10.Have you done any updating to the home since you bought it?

11.1f you were to stay in your home another five years, is there anything you would do to

Download the Pre-Listing Questionnaire:
https://bit.ly/ERALiveMoorePrelistingQ

it?

or Scan QR Code:

12.For a moment pretend to be a buyer and look at your home through “Buyer Eyes”.

Copyright © Larry Kendall, Ninja LLC, 1994-2020


https://bit.ly/ERALiveMoorePreListingQ

Best Practices

Pre-Listing Interview Best Practices

The Pre-Listing Questionnaire

This proven Ninja Selling form helps agents deliver a highly
personalized and well-prepared presentation.

It also identifies seller motivations, objections, and
decision-making criteria in advance.

&
NINJAZ SELLING

12.

13.

14.

On a scale of 1 to 10, how would you rate its condition? (Model home = 10,
Poor Condition=1)

o What would it take for your house to be a 10?

What are you going to be asking for the property?

Do you own your property free and clear or do you have a loan?

o Have you had a recent appraisal?

o Have you recently refinanced?

o Do you happen to know the approxi balance?

What are 3 things you are looking for in a Realtor?

15. Are you interviewing any other brokers for this job? When are they being interviewed?
o Name Company Time

o Name Company Time

o Name Company Time

16. Have you considered going for sale by owner?

17. Have you sold a property before?

18. Is there anything else | should know about your home?

19. Do you have any questions for me?

20. Explain what happens next: One Call Two Call Pre-listing Packet _____
21 Set i Day Time Place

22. Referral follow-up (if applicable)

Copyright © Larry Kendall, Ninja LLC, 1994-2020



Pre-Listing Excellence

Building A Winning Pre-Listing Box

The Pre-Listing Box is more than a leave-behind—it's your
first opportunity to demonstrate professionalism,
preparation, and value.

Thoughtfully curated and beautifully packaged, this box sets
the tone for a winning client relationship before you ever sit
down at the table.
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Pre-Listing Excellence ERA Live Moore Contents

Building A Winning Pre-Listing Box q R

What to Include — Use a Consistent Checklist

WWREA Brochure (Always on top)

Handwritten Note Card with two business cards

Express gratitude for the meeting and enthusiasm for helping them reach their goals.
Our Value Company Overview

Home Staging Guide

Recent Market Report (Quarterly)

ERA Distinctive Properties Luxe Corner

Staged
to Sell

Organized Branded Folder (Use the same order every time):

Property Info — Include all documentation you’d keep on file for a listing

Required + Recommended Sample Documents

Recent Neighborhood Sales — MLS sheets only (not a CMA)

Marketing Samples — Postcards, flyers, floorplans, staging photos, screenshots (e.g., Matterport)
Client Testimonials — One-page summary

Optional Additions:

ERA Branded Moleskine-Style Notebook
Ribbon to secure contents — Branded ribbon optional but recommended

° Pre-Assembled Boxes available through your office or ERA Live Moore Store
(Keep the plastic sleeve for protection during delivery or travel.)

Carolina Mountain Sales Contents



Pre-Listing Excellence
Building A Winning Pre-Listing BoX, continued

Ways to Deliver:

° In person (ideal)

° Via assistant, partner agent, or sign installer : ERA

e  Through a florist partner ($50-$100 range) LIVE OORE
[ ]

By courier or tracked shipping for out-of-town or gated communities
When to Deliver:

° 1-2 days before your scheduled listing appointment
° Late in the day if the client typically returns home after business hours

What Not to Do:

° Don’t deliver to their place of work
° Don’t engage with neighbors or share information about the meeting Cﬂ//ﬁ %
ES]

MOUNTAIN SAL
Bonus Tip — Post-Listing Appointment: :
Encourage clients to use the box to store keys, garage remotes, appliance manuals, and more! It's a simple
way to help them stay organized and prep for their move.




Closure

Q&A & Closing

Open the floor for questions on any topics covered
during the mastermind session.

Address common challenges you face and provide
actionable solutions.

Summarize key points discussed, emphasizing
strategies for success.

Apply insights learned and continue your
professional growth.

Thank you for your participation



Closing

= Thank you for attending the Real Estate Mastermind event on
May 6th.

= For questions or additional resources, contact our support
team at support@eralivemoore.com.

= Follow us on social media for updates and industry insights:

Facebook, Instagram, Linkedln @eralivemoore.
Thank You &
= Visit our website eralivemoore.com for training materials,
Contact Info

listings, and agent tools. See resources in the chat.

= We are here to support your success in every step of your
real estate journey. Reach out to your Broker-In-Charge or
Office Manager for further assistance

= Contact Curated Strategies at ERA Live Moore for all your
marketing needs!



Closing
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ERA Live Moore Store

tech gifts

Order Your Listing Boxes from
ERALiveMoore.com/Store

Plus! Visit the store to order
your branded merchandise,
personalized assets, and
printables.



http://eralivemoore.com/Store

Closing
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CO m p a ny St u d e o P re S e nt ati o n S! Home Valuation Home Buying&Seling ~ Agents&Offices + AboutUs JoinUs MarketReport Relocation Financing ~ Neighbol
E RAL |Ve M oore.co m/StU d eo ERA Live Moore Studeo Library

Our Studeo Al Library contains published presentations that can be shared in your marketing via the unique url for each

published presentation.

Discover branded presentations and materials P
to promote your affiliation with ERA Live

k{\
on |
Moore! ’ﬁ‘ @ 24
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Our Value

Company Listing Presentation
Lead Generation

Onboarding Resource

Agent Affiliation

Relocation Overview

& More to come!

Onboarding Excellence. ERA Live Company Listing Presentation: ERA Live Our Value: ERA Live Moore's Company
Moore's oboarding resource. Moore (not editable) Overview



http://eralivemoore.com/Store

SUPPORT

Know who to contact for support!

Karissa Moore, Operations Coordinator

Karissa.Moore @ERALiveMoore.com

Help Desk

Studeo Customer Care customercare@studeo.ai

Ayse Erevelles, Sales Manager Ayse.Erevelles@ERALiveMoore.com
RealScout

Real Scout Support Support@RealScout.com

Office Manager Contact your Office Manager for Assistance or
MoxiWorks 9 InYourCorner@ERALiveMoore.com or Visit:

Support.MoxiWorks.com to submit a support ticket

Contract Questions

Contact your Broker-In-Charge

View our Company Directory

Learning

Barry Draughon

Barry.Draughon@ERALiveMoore.com

General Tools - LevERAge

Ann Whitener

Ann.Whitener@ERALiveMoore.com
Or contact your Office Manager for Assistance

LevERAge Support / Help Desk

ERA ServiceNow Help Desk

https://anywhere.service-now.com/era
888.435.7437

Marketing

Tracy McCormack

CuratedStrategies@ERALiveMoore.com_or
InYourCorner@ERALiveMoore.com
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