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Step #1

The Ultimate Listing Tool allows agents to order a 
pre-appraisal at a reduced cost to better understand

market value and credits. See instructions on the following page to
order pre-appraisal.

Appraisal will be a drive-by appraisal which has two benefits:

1) Reduced appraisal cost 
2) Agent has complete control regarding when to share with sellers if

they so choose 

Appraiser will contact the agent for all property details and photos to
ensure accuracy of value. 

Order
Pre-appraisal





Step #2

Now that you have received the appraisal, it is important to
establish how much the seller is willing to accept below

appraised value, in order to establish how much of a credit
you can advertise to potential homebuyers.

Note: Contact the Brian Manning Team with the amount of
credit your seller has agreed to and learn how to market to

homebuyers. 303.500.3839.

Appraisal Received
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Step #3

Advertise your seller credit to attract more buyers and sell your
listings faster. See instructions on the following page to order

your Buydown Listing Flyer showing buyers how much they can
save on monthly payments when using a seller credit to buy

down their interest rate. 

Note: The Brian Manning Team will determine which type of
temporary buydown can be used based on the credit amount

your seller is willing to give. 

Order Your
Listing Flyer
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Buydown Listing Flyer 

Click here to request

BrianManningMarketing.com

https://t7jvzxcoy7v.typeform.com/to/YSU4E3J3


In today's transitional market, there will be listings that have multiple

offers and listings with little to no activity. Listings with minimal activity

need a different approach in order to sell. 

If a listing is properly priced and not receiving any offers, it's clear that

the market is rejecting the price and wanting to pay below appraised

value. Why is this?

Because in some cases, listings can appraise for a higher value than a

buyer is willing to pay, due to appraisals using historic sales data from

6-12 months ago. In this case, it makes sense to have the listing pre-

appraised, understand the value, and discuss with the seller how much

they would be willing to sell below appraised value, which creates a

seller credit that can be offered to incentivize a buyer.

The vast majority of buyers would rather have a seller credit to offset

closing costs, lower their interest rate, or both, instead of a price

reduction.

Welcome to the Ultimate Listing Tool which allows agents to order a

pre-appraisal at a reduced cost to better understand market value and

credits. Contact Brian Manning for details!

303.500.3839


