
Mastering Property Research & 
Listing Appointments

Foundation Training 103



Introduction

Welcome & 
Objectives

Why thorough 
research matters

Overview of today’s 
topics



The Purpose of Property Research

Understand market value

Prepare for objections

Build credibility with clients



Ninja Pre-Listing Interview Available on JackConway.com – Search links & 
Files

.

Keep with you on up-desk and scan to device or hard copy with you.



Pre-Appointment 
Research 
Checklist

Tax records & 
property 
history

Public records 
(deeds, 

permits, liens)

MLS activity 
(active, 

pending, 
sold)

Market stats 
for the 

neighborhood

Google 
Maps/Street 

View tour



 

One Stop
You prepare a market analysis with the intention of 
presenting it to the seller on your first visit to the home 
and walk out with a signed Authorization to Sell.  This is 
used with seasoned agents  and agents that may know 
the property before going in.  Examples are having sold 
the property before or homes of family or friends.

Two Stop
You will visit the property to first meet the clients, tour the 
property and take down the details of the property.  You 
then take that information to prepare the market analysis 
and then return to the property to present the market 
analysis to the sellers. This is the more common approach 
especially with newer agents.

There are two types of Listing Appointments 



Tools & Resources

MLS system

Public record 
databases 

(county assessor, 
registry of deeds)

Realist, RPR, 
Zillow, 

Realtor.com

Google Maps, 
neighborhood 

apps (Nextdoor)



Registry of Deeds

§ https://www.masslandrecords.com.           - Drop down Menu to 
search All

§ https://newbedforddeeds.com

§ https://www.tauntondeeds.com

§ https://www.fallriverdeeds.com

§ https://www.barnstabledeeds.org

§ https://www.norfolkresearch.org

§ http://www.plymouthdeeds.org

https://www.masslandrecords.com/
https://www.masslandrecords.com/
https://newbedforddeeds.com/
https://newbedforddeeds.com/
https://www.tauntondeeds.com/
https://www.tauntondeeds.com/


Things to Look for in Searching Registry Pages

• Owner of Record
• Easements
• Right of Ways
• Shared Wells
• Deed Restrictions
• References to Covenants
• Plans
• Mortgages
• Discharges
• Mechanics Liens
• Attachments
• Municipal Liens
• Trusts



10Make yourself at home.

Condo Listings- need a little more info 

Association Documents:
•  Rules & Regulations
•  By Laws
•  Amendments to By Laws
•  Find out Condo Fees- amount /what covers
•  Budget- copy 
•  Last Minutes (assessments)
•  Master Insurance
•  Title V (if needed)
•  Process for 6D



Understanding the Market

Comparative 
Market Analysis 

(CMA)

Neighborhood 
trends Days on market Price per 

square foot



PRELISTING PACKET
A Great Prelisting Presentation is found on the back end of JackConway.com in the agent 
portal in toolkit CMA. Information on Company & YOU!

Include with this a Massachusetts Mandatory Real Estate licensee Consumer Relationship 
disclosure form (Agency Disclosure), Exclusive right to sell listing agreement ( Form 
#709),Authorization to Offer Buyer Broker Compensation Addendum,  Affiliated business 
agreement disclosure notice (ABA), and if built prior to 1978 the Childhood Lead Poisoning 
Prevention Program Property Lead Paint Notification ( Lead Paint Disclosure), Non-MLS 
Form.  All these forms are on Skyslope Forms in browse libraries. 

Market statistics- Pull your office and company rank in the town.

Samples of colored brochures ( always keep some when you have them made)
INFORMATION ABOUT YOU & Your Value Proposition - What it is you do for sellers!  NAR 
179 Ways Agents are Worth Every Penny.

Deliver day before if on one stop.
 



Preparing for the Listing Appointment

Print or digital 
CMA packet

Seller net sheet Listing agreement 
& disclosures

Marketing plan 
overview

Personal branding 
materials

















The Listing 
Appointment 

Flow

Build rapportBuild

Tour the propertyTour

Present your researchPresent

Discuss pricing strategyDiscuss

Review marketing planReview

Handle objectionsHandle



Pricing Strategy 
Tips

Don’t 
overpromise

Use comps 
strategically

Consider 
appraisability

Adjust for 
unique 

features



Marketing Plan Highlights

Professional 
photos & staging

MLS & 
syndication sites

Social media 
campaigns

Open houses & 
agent tours

Direct mail & 
email marketing



Handling Objections

"My Zestimate 
is higher"

"I want to price 
higher and test 

the market"

"Another agent 
said more"

Script 
examples and 
response tips



Securing the Listing

Confidence and 
clarity

Recap your value 
proposition

Set expectations 
and timeline

Ask for the 
business!



Post-Appointment Follow-Up

Thank-you 
message

Reiterate key 
points

Next steps 
timeline

Keep 
communication 

consistent



Listing Checklist

☐  Agency disclosure

☐  Authorization to sell

☐  Affiliated business agreement

☐  Lead paint property transfer if home is built prior to 1978

☐  MLS deferral of showing if delaying showings up to 7 days (cannot show to anyone) *if needed

☐  MLS delayed listing to delay entry up to 30 days (cannot market or install sign) *if needed

☐  MLS Non-MLS to market and show without it being ready for MLS  *if needed

☐  MLS coming soon form – must go active in 21 days *if needed

☐  Order sign from Sugar Mountain at least 3 days prior to needing (back end of jackconway.com)

☐  Enter listing into MLS as offline listing and print to PDF and confirm information with sellers

☐  Email the PDF to lakevilleoffice@jackconway.com and let office know you have a new listing

☐  Order professional photography

☐  Double check deed and make sure people who have signed authorization to sell are people on 
deed and there is nothing further that needs to be disclosed on listing

☐  Post listing and open house in MLS within 24 hours of date on listing agreement

☐  Create listing in Skyslope and upload the documents and place in checklist

☐  Write listing on white board in classroom

☐  Schedule home to be on next office tour

☐  Send out just listed cards from xpressdocs or Quantum

☐  Notify the manager of the Conway office in the town closest to your listing about the listing to 
put on their tour

☐  Attach any information (lead paint, plat plan, docs.) to the MLS listing

☐   Post the listing and open house on your Facebook and social media accounts using  
Conway Canva only!

☐  Send manager a copy of your open house Canva for the office Facebook page

☐  Post the listing Canva on the Conway Agent Exchange Facebook page

☐  Create beauty sheets using xpressdocs or ToolkitCMA

☐  Create open house invites on ToolkitCMA or Canva and invite the neighbors

☐  Make sure the sellers have scheduled the Title V if applicable

☐  Check Zillow for accuracy and text sellers the link

Items /Actions:



Q&A and Final Thoughts

Questions from the 
group

Summary of key 
takeaways


