Coaching Tips: Coming from Curiosity at
Listing Consultations

A listing consultation is your opportunity to truly understand the seller's motivations, align
expectations, and position yourself as their strategic guide—not just a salesperson. Rather than
leading with market data or pricing, focus on asking open-ended questions that tap into their
emotions, goals, and concerns.

1. Shift Your Mindset: Be a Consultant, Not Just an Agent

Your job isn’t simply to get the listing—it’'s to uncover their real motivations and help them make
the best decision.

e Approach the conversation with curiosity, not a rehearsed pitch.
e Listen deeply and make the seller feel seen and heard.

Instead of asking:

“‘How soon do you want to sell?”

Try:

“What’s prompting the move? What'’s the ideal timing for you?”

2. Start with Their Big Picture Goals

Begin by exploring the “why” behind their decision to sell before jumping into the home details.
Key Questions to Ask:

e “What’'s motivating you to sell right now?”

e “Where are you moving to, and what excites you most about that?”

e “What needs to happen for this move to feel like a success for you?”

e “If you could design the perfect selling experience, what would it look like?”

Why it works:
You help them emotionally connect to the move and position yourself as a trusted guide.



3. Use the “Peel the Onion” Method

Go beyond surface-level answers. When a seller gives you a general response, follow up.
Example:

Seller: “We just want to downsize.”

Agent: “Tell me more—what’s making you want a smaller space right now?”

Seller: “Our kids moved out, and we don’t need all this space.”

Agent: “Got it! What's most important in your next home—Iless maintenance, a lower mortgage,
or something else?”

Follow-Up Prompts:

e “Whatis important to you about that?”
e “How will that impact your day-to-day life?”
e “What's driving that decision right now versus waiting a year?”

4. Identify Their Selling Style & Challenges

Uncover what matters most to them—speed, price, ease, or control.

Questions to Ask:

e “What's more important—selling quickly or getting the absolute highest price?”
e “Have you sold a home before? What was that experience like for you?”
e “What concerns do you have about selling?”
e “How involved do you want to be in the process?”
Why it works:

It helps you tailor your strategy to their personality and past experiences.

5. Get Clear on Timeline & Expectations

Pinpoint their actual timeline and any non-negotiables early on.
Questions to Ask:

e “Ildeally, when would you like to be moved into your next home?”
e “Are there any big life events we need to plan around?”
e “If we found the right buyer quickly, would you be ready to move sooner?”



e “Are you buying another home? How does that impact your timeline?”

Why it works:
It reduces future surprises and sets the stage for a smooth process.

6. Uncover Price Expectations Subtly

Sellers often have a number in mind—get to it without making them feel boxed in.
Questions to Ask:

e “What research have you done on home values in your area?”

e “Have you seen any homes sell nearby that surprised you—either higher or lower?”

e “What’s your gut feeling on what your home is worth?”

e “If a buyer made a strong offer tomorrow, what price would make you say yes right
away?”

Why it works:
You gather pricing insight while keeping the conversation low-pressure.

7. Surface Their Concerns Before They Do

Anticipate their fears to build trust and reduce resistance.

Questions to Ask:

e “What'’s your biggest fear about selling your home?”

e “What do you hope to avoid in this process?”

e “Are there any repairs or updates you’re worried about?”

e “What do you think might make selling more stressful for you?”
Why it works:

You're proactive, which increases confidence in your ability to guide them.

8. Confirm Understanding & Align on Next Steps

Before wrapping, reflect back what you heard and clarify what comes next.



Try this summary:

“So, from what I'm hearing, you want to sell because [reason], and ideally, you'd like to be
moved by [timeline]. You’re hoping to get [price range], and your biggest concern is [concern].
Sound about right?”

Follow-Up Questions:

“Does anything about this process still feel unclear to you?”
“What would make you feel 100% confident about moving forward?”
“What's the best way for me to keep you updated?”

Why it works:
It confirms alignment and builds momentum with mutual clarity.

Final Coaching Tip: Guide, Don’t Push

Selling is often emotional. The best agents don’t force decisions—they ask smart questions,
listen deeply, and guide clients toward clarity and action.

By asking better questions, you will:

Understand what truly matters to the seller
Set and manage expectations early
Create trust and comfort

Win listings with less resistance

Listing Consultation Role-Play Scenarios

Use these to help agents build confidence and practice curiosity in real-time conversations.

1. The Motivated Seller

Scenario: Moving due to a job relocation
Focus: Timeline, urgency, clarity
Questions:

e “What's motivating this move?”
“What does an ideal selling experience look like?”




2. The Unrealistic Seller

Scenario: Expects top dollar regardless of market
Focus: Price education with empathy
Questions:

e “How did you arrive at that price?”
e “What concerns do you have if we priced lower?”

3. The Nervous Seller

Scenario: Hesitant about repairs, showings, or offers
Focus: Address fears and ease stress
Questions:

e “What’s been holding you back?”
e “What part of the process are you most concerned about?”

4. The Reluctant Seller

Scenario: Unsure if now is the right time
Focus: Clarify motivation and readiness
Questions:

e “What's been your biggest hesitation?”
e “What would make you feel confident selling now?”

5. The Investor Seller

Scenario: Focused only on ROI
Focus: Data, return, speed, and terms
Questions:

e “What are your ROI goals?”
e “Do you prefer to sell as-is or invest in updates?”

6. The Emotional Seller



Scenario: Sentimentally attached
Focus: Support the emotional transition
Questions:

e “What do you love most about this home?”
“What will be the hardest part of letting go?”

7. The Deadline-Driven Seller

Scenario: Has a non-negotiable deadline
Focus: Clarity and strategy
Questions:

e “How flexible is your timeline?”
e “If we get an offer quickly, how soon could you move?”

8. The Burned Seller

Scenario: Had a bad past agent experience
Focus: Rebuilding trust
Questions:

e “What would you like done differently this time?”
e “What didn’'t go well last time?”

9. The “Test the Market” Seller

Scenario: Not in a rush, wants to try
Focus: Expectations and reality check
Questions:

e “What outcome are you hoping for?”
e “How would you feel if it took longer to sell?”

10. The Downsizing Seller



Scenario: Needs a smaller home
Focus: Emotional + lifestyle needs
Questions:

e “What’s most important in your next home?”
e “What lifestyle changes are you hoping for?”

11. The Renovation-Focused Seller

Scenario: Debating repairs or selling as-is
Focus: Timing, ROI, and stress
Questions:

e “What updates have you been considering?”
e “How do those tie into your goals?”

12. The Multiple Offers Seller

Scenario: Wants a bidding war
Focus: Strategy and outcome
Questions:

e “What would make an offer stand out to you?”
e “What are your priorities beyond just price?”

Final Tip:

Role-play these scenarios with another agent. Focus on listening, staying curious, and asking
open-ended follow-up questions. With consistent practice, you’ll become the kind of agent
sellers trust—and want to work with.
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