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Offer Presentation Guide 

ProCoaching Infinite Resources 

Purpose:​

To equip real estate agents with the tools and strategies needed to effectively 

present offers to clients and sellers, ensuring the deal moves forward smoothly and 

successfully. 

Preparation Before the Presentation 

●​ Understand the Client’s Goals:​

Before presenting the offer, ensure you are clear on your client's objectives. 

Whether your client is the buyer or the seller, understanding their primary 

goals (price, terms, timing, contingencies) will help tailor your presentation 

accordingly. 

●​ Review the Offer:​

Thoroughly read through the entire offer, including: 

○​ The proposed price 

○​ Earnest money deposit 

○​ Closing date 

○​ Inspection periods 

○​ Contingencies (financing, inspection, appraisal) 

○​ Any special terms or requests 

●​ Know Your Client’s Strengths:​
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If you're representing the buyer, highlight the strengths of their offer, such as a 

larger earnest money deposit or flexibility on closing dates. If representing the 

seller, make sure to emphasize key positives in the offer like a higher offer 

price or minimal contingencies. 

Structure of the Offer Presentation 

●​ Start with a Warm Introduction: 

○​ Briefly introduce yourself and set the tone. Ensure the client knows you 

are there to guide them through the process. 

○​ If you’re presenting to a seller, start with the buyer’s qualifications, 

highlighting their strengths. 

●​ Present the Buyer’s Offer (if representing the seller): 

○​ Offer Price: Clearly explain the offer price and how it compares to the 

market value or listing price. 

○​ Earnest Money Deposit: Discuss the amount of the earnest money 

deposit and how it reflects the buyer’s seriousness. 

○​ Contingencies: Highlight the contingencies included in the offer, such 

as home inspections, financing, and appraisal. 

○​ Closing Date: Discuss the proposed closing date and how it aligns with 

the seller’s goals. 

○​ Special Terms or Requests: Be transparent about any special terms or 

requests made by the buyer (e.g., home warranties, seller concessions). 
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●​ Present the Seller’s Counteroffer (if representing the buyer): 

○​ Price Adjustment: If the seller has countered with a different price, 

explain the rationale behind it. 

○​ Terms: Explain any modified terms, including contingencies, closing 

dates, or additional requests. 

○​ Negotiation Points: Point out any areas where negotiations are still 

possible or where the seller may be flexible. 

●​ Focus on Win-Win Solutions:​

Help the client see how the offer benefits them. For buyers, emphasize how 

the terms align with their goals. For sellers, explain how the buyer is a strong 

candidate and what aspects of the offer are advantageous. 

Provide Clarity on Offer Terms 

●​ Be Transparent:​

Break down each section of the offer to ensure your clients understand what 

they’re agreeing to. This includes explaining: 

○​ How the contingencies work 

○​ What the timeline looks like 

○​ Potential costs involved (e.g., closing costs, home repairs) 

●​ Discuss Market Conditions:​

Give context for the offer, especially if the market is competitive. If multiple 

offers exist, explain the chances of acceptance and why the buyer’s offer is 
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strong. 

Handling Objections and Questions 

●​ Be Ready for Questions:​

Be prepared to answer any questions your client may have, especially 

regarding pricing, contingencies, or the timeline. 

●​ Manage Objections with Solutions:​

If your client is hesitant, provide solutions or compromises. For example: 

○​ If the price is too low, suggest negotiating counteroffers. 

○​ If contingencies are too lengthy, discuss the possibility of reducing 

them. 

Call to Action 

●​ Encourage Quick Decision-Making:​

Whether you’re presenting an offer to a seller or a counteroffer to a buyer, time 

is often a critical factor. Encourage your client to make a decision promptly, 

especially in a competitive market. 

●​ Discuss the Next Steps: 

○​ If representing the seller, outline the process after accepting the offer 

(e.g., accepting the offer, scheduling inspections, preparing for closing). 

○​ If representing the buyer, explain what will happen after the offer is 

accepted (e.g., home inspections, appraisal process, financing). 
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Follow-Up 

●​ Keep Communication Open:​

After the presentation, stay in close contact with your client. Keep them 

informed about any new developments, feedback from the other party, or 

negotiations. 

●​ Reaffirm the Offer Details:​

Once the decision is made, reaffirm the offer’s details in writing, and ensure 

the offer is signed and submitted according to the process outlined. 

Final Tips for Success 

●​ Stay Professional and Calm:​

Whether the offer is accepted or countered, remain calm and professional. 

You’re there to advocate for your client while navigating the negotiation 

process. 

●​ Be Transparent About the Process:​

Clients appreciate knowing what’s happening next. Keep them in the loop at 

every stage to reduce anxiety and build trust. 

●​ Use Technology Wisely:​

If presenting electronically, make sure the documents are clear, 

well-organized, and easy to understand. Follow up with a phone call to go over 

key points. 
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Conclusion:​

A great offer presentation should be thorough, transparent, and focused on helping 

your clients make informed decisions. Always approach the presentation with a 

mindset of providing value, and guide your clients through the process with 

expertise and care. 
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