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Book 5 - Practice and Value Proposition



 

Value Proposition
How we serve our client’s best interest
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Whether a client is buying or selling a home, understanding the 
importance of having the right representation is an important 
factor to consider in their real estate transaction.

The level of care, diligence, and integrity when it comes to 
communications, disclosures, and contracts needs to be at the 
highest standard of excellence.

Representation

Listen to the podcast “How to Articulate Value to the Client”
JLSPartnerConnection.com/2014/06/27/r-e-n-t

Although the access to information of homes for sale, online home 
valuations, and research tools have become the norm, the process 
of buying and selling a home is still complex. Because of this 
complexity, it’s important to work with a real estate professional who 
has a level of expertise that goes beyond what a mobile app, online 
video, or website can do.

John L. Scott brokers and agents consider all the various market 
conditions which can effect the entire purchase process such 
as market seasonality, the backlog of buyers also known as the 
competition, and reviewing an analysis of recent comparable sales 
which all factor into an offer and acceptance strategy.
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1. Read and Reflect   >   2. Listen to Podcast   >  3. Assess your Confidence



 

How confident are you setting expectations with clients? (i.e.: During a buyer/listing appointment)
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Not confident at all As confident as possible

One of the top 3 things that clients want most from their real 
estate professional is help with negotiations. The importance of 
having a negotiation expert working for them is invaluable.

Negotiation is both a skill-set as well as a mindset that helps 
a conversation transform into an agreement that’s mutually 
beneficial and is a win-win for all parties. Our clients need the 
services of a real estate professional who goes beyond the tactic 
to “just split the middle” every time. As professionals we consult by 
asking insightful questions and actively listen with the
highest integrity. 

NegotiationN

At John L. Scott real estate, we aim for transactional excellence 
with every home sale. What this means for our clients is that every 
detail of the real estate transaction from the moment an offer 
has been mutually accepted by the buyer and seller, through the 
various inspections, appraisals, title, escrow, and loan process 
will receive the utmost attention. Plus John L. Scott residential 
real estate specialists communicate and collaborate with all the 
partners and parties involved with the transaction to ensure a 
smooth closing.

Transactional 
Excellence T

1. Read and Reflect   >   2. Listen to Podcast   >  3. Assess your Confidence



Representation
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How confident are you articulating your value proposition?

Not confident at all As confident as possible

VALUE PROPOSITION:
1. An easy-to-understand reason why a customer should 
purchase a product or service from that specific business. 

2. Should be a clear statement that explains how you 
solve a pain point, communicates the specifics of its added 
benefit, and states the reason why it’s better to work with 
you than others in the marketplace. 
The ideal value proposition is concise, and it 
appeals to a customer’s strongest decision 
making drivers.

Components of representation 

n Levels of care
n Diligence
n Integrity in communications
n Disclosures
n Contracts
n Highest standard of excellence

[rep-re-sen-ta-tion]
Speaking or acting on behalf of someone.

NOUN | reprə, zen’ tāSH(ə)n/

Using the value proposition bullets above and the components of representation, write in your own words
how you represent your client’s best interest.

Now practice out loud on your own or with the person next to you. 
Ask for feedback, adjust and say it again.

R
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PRACTICE

Using the value proposition bullets above and the components of representation, write in your own words
how you represent your client’s best interest.

OBJECTION 1: Client: “Can you give me a 
discount? XYZ (or another broker/ agent) is 
offering a rebate.”

Use your value proposition of Representation, 
Expertise, Negotiation, and Transactional 
Excellence to handle this objection.
Engage in a dialogue with your client. Validate their 
concern and find out the specific dollar amount 
they are trying to save rather than the percentage 
of discount. For example, $4000 instead of 1%.

OBJECTION 2: Client: “In this market, I’ve been 
told that I don’t have to do any work to get it 
sold. I don’t want to spend any time or money 
on repairs or even cosmetic improvements. 
Let the buyer do all that.”

Use your value proposition of Representation, 
Expertise, Negotiation, and Transactional 
Excellence to handle this objection.

SAMPLE RESPONSE
I can appreciate saving as much money as possible. How
much of a discount are you looking for specifically?”

“My concern for you is that working with a discount 
broker and trying to save $4000 can actually end up 
costing you more than the $4000 you’re trying to save. 
Typically, agents who offer discounts work off of volume 
or their skill set is limited.”
   -or-
“Typically someone who offers a discount doesn’t 
have specific strategies when it comes to negotiation. 
Honestly, an broker/agent who can’t negotiate their own 
commission isn’t going to be a very good negotiator on 
your behalf.”

SAMPLE RESPONSE
“As your representative, keep in mind that I’m looking 
after your best interests. By having a home staged 
properly, presented well, and looking its best, you’ll end 
up in a stronger negotiation position when we receive 
an offer. Remember that buying a home is emotional 
and that the first impression of your home needs to be 
one of confidence and excitement. So spending some 
time, money, and effort will go a long way. If the home 
doesn’t provide that emotional appeal, buyers will often 
move on even though your home could have been 
perfect for them”

Write your own response to one of the objections:



Expertise

5                                             6 

How often are you using Trendgraphix and Housing Updates with your database?

I don’t know what they are I use them all the time

[ex-per-tise]
expert skill or knowledge in a particular field.

NOUN | kspərˈtēz,ˌekspərˈtēs

Components 
of expertise

n Market seasonality
n Backlog of buyers
n Analysis of recent 
        comparable sales
n Creating an offer &
        acceptance strategy

Choose (circle) three tools you will use to demonstrate your expertise?

Post to facebook with a 
call to conversation such as:
“Here’s what the data is saying for #YOURAREA, is this 
what you are seeing in the market?”

Customize and use at your Seller Listing Launch® or at 
an Open House.

Use the Housing Update as part of your monthly 
communication to your database.

Using your JLS 
App, Trendgraphix, 
Housing Updates 
as well as anecdotal 
information will help 
you to communicate 
your value.

Are you? Articulate in your own words: “The backlog of buyers”

3

1 Mobile App

2 Trendgraphix

Housing Update

4 Cloud CMA

5 Housing Articles

®

®

E
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PRACTICE

OBJECTION: Client: “I’m thinking of listing 
my home with XYZ because they specialize in 
Luxury and have international offices.”

Use your value proposition of Representation, 
Expertise, Negotiation, and Transactional 
Excellence to handle this objection.
Engage in a dialogue with your client. Validate their 
concern and find out what their main objective 
is. In this case, it might be that a competitor will 
provide more exposure to sell their home. SAMPLE RESPONSE

“I completely understand your desire for the most 
exposure for your home, especially to the right target 
audience. Can I ask you a question? If I can show 
you that John L. Scott would actually give you more 
international exposure and more luxury consumer 
exposure than anyone else, including Sotheby’s, and 
Coldwell Banker, would you considering listing 
with me?”

In this case, you would share the Exceptional Homes 
Listing Presentation which identifies how much more 
exposure John L. Scott would provide the client than 
anyone else. Remind the client that exposure is only one 
part of marketing. This is where your listing presentation 
expertise would come in handy.

Write your own response to one of the objections:

What is a typical objection you hear in the marketplace?

What is a good response to that objection?



Negotiation

How good are you identifying (listening for) primary needs?

I talk more than listen I listen, pause, understand, then respond

[ne-go-ti-a-tion]
A conversation intended to reach an agreement. / 
A “win-win” vs. a “win-lose” philosophy.

NOUN | nəˌɡōSHēˈāSH(ə)n

Elements of Negotiation

n Mindset
n Identifying needs, goals, 
        and concerns
n Conversation transforming   
        into an agreement
n Mutually beneficial 
        strategies
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NEGOTIATION:
The conversation always starts with our clients.
Actively listening to their concerns and asking insightful 
questions, then helping them to make the decisions that 
help them accomplish their goals.
Listening is the most important element of negotiations!

Book 
Recommendation

“Getting to Yes” 
Book by Bruce Patton, 

Roger Fisher, and 
William Ury

Are you a good listener?
The key to discovering motives, is with good questions, followed with active listening.  

Take a test here:  https://www.mindtools.com/pages/article/listening-quiz.htm

What is your negotiation strategy? (i.e. Identify the other party’s ideal terms and conditions such as closing dates)

Choose (circle) three ways you will develop your negotiation skills:

3

1 Actively Listen

2 Mindset

Artful Questions

4 Reading Books on Negotiation

5 Practice with Peers and Coaches

N
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PRACTICE

OBJECTION 1: Client: “Let’s just try at this price. 
I’m not in a hurry and we can always reduce 
the price if it doesn’t sell.”

Use your value proposition of Representation, 
Expertise, Negotiation, and Transactional 
Excellence to handle this objection.

Engage in a dialogue with your client. Explain 
to them the importance of utilizing the existing 
backlog of buyers as the first and primary target 
audience to purchase their home.

SAMPLE RESPONSE
“I know that you want the most amount of money in the 
sale of your home. That’s also my goal as well. What’s 
important to know, however, is that the longer a home 
stays on the market, the greater the chances are that it 
won’t sell, and it’s actually pretty rare that a home that’s 
been on the market for a long time gets more money, 
especially when consumers and brokers all deem it 
‘overpriced’. In fact, you could simply be helping to 
sell competing properties by having yours overpriced. 
It makes other homes more compelling to purchase. 
My recommendation would be to price your home at 
market value and I’ll use the strategy of the Seller Listing 
Launch® the opening weekend for the best chance to 
get the most amount of money with the current backlog 
of buyers who have been waiting for a home like yours 
to come on the market.”

Write your own response to one of the objections:

OBJECTION 2: Client: “I can’t afford anymore. 
I’m really not willing to come up another 
$XX,XXX. I’d rather wait.”

Use your value proposition of Representation, 
Expertise, Negotiation, and Transactional 
Excellence to handle this objection.

SAMPLE RESPONSE
“As your representative, keep in mind that I’m looking 
after your best interests. There can be a lot of waiting. 
If we decide to wait, you have to consider that you’re 
not only waiting on a home, you’re also waiting on new 
interest rates. If your interest rate goes up even a quarter 
of a point, your monthly affordability actually decreases 
more so than buying the current home now at the 
higher price.”



Transactional Excellence

How diligent are you with your transactional excellence?

Loosey Goosey I am rigorous with process

[trans-ac-tion]
Best practices to ensure peace of mind for the client

NOUN | tranˈsakSH(ə)n, tranˈzakSH(ə)n/ [ek-suh-luh ns]

Elements of 
Transactional Excellence

n Various inspections
n Appraisals
n Title
n Escrow
n Loan processes
n Communication with parties
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SCENARIO 1 Day 2 of mutual acceptance has passed and Earnest 
Money has not been deposited, what do you do?

WHAT IS YOUR PARTICULAR TRANSACTIONAL EXCELLENCE CHALLENGE?
The most common legal issue 

facing most brokers: 

Common Transactional concern 
facing most brokers: 

Marketing fair housing violation 
you’ve seen: 

SCENARIO 2 Some of your communications with the cooperating 
broker are text messages. How do you log those?

Protect the client & 
their best interest 
with thoroughness 
in paperwork (i.e. 
dates, receipts & 
communication)

T
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PRACTICE

Practice drawing the diagram on a blank piece of paper (i.e. back of a napkin), 
and articulate the value of each of the circles to a prospective client. Use an informal tone, while 
looking the person in the eye, reading their body language and engaging them in the conversation 
(don’t lecture).

Articulating Your Value

How comfortable are you having a “napkin drawing” conversation?

Not comfortable at all I can do this in my sleep

Watch the video at:
www.vimeo.com/174386972

Client



John L. Scott Real Estate
Some offices are independently owned and operated.

It’s all about 
relationships


