
Negotiation 
Mastery Guide

How to effectively master 
the negotiation process

TURN KEY AGENT PROGRAM



OUR COMPANY'S MAIN
MISSION REMAINS THE SAME:

To be the leading 
provider of top-quality 
solutions that build our 
clients real estate 
brands.



10 Steps To Mastering 
Negotiation:

Don't Be Afraid To Say NoSTEP 6:

STEP 7:

STEP 8:

STEP 9: 

Know Your Rhythm

Win WIn Deals

Perception & Pure Grit

Client Said No, Now What?STEP 10:

Be PreparedSTEP 1:

STEP 2:

STEP 3:

STEP 4:

Face To Face Negotiation

Seek To Understand

Check Your Ego

It's Not Magic Or LuckSTEP 5:



To ensure you put your best foot forward, 
always be prepared. It's better to be over 
prepared then underprepared. When you 
walk into a listing appointment, already have 
a CMA ready, background on the property, 
check the big sites, like Zillow, and realtor
for home values. Having a basic 
understanding of the property is an 
excellent way to go into a meeting. The 
client will see you've done your homework 
and it builds instant rapport.

Step 1: Be 
Prepared



Step 2: Face To 
Face Negotiation
A face to face meeting is always better than the 
phone, or virtual. Studies have shown that your 
poster, facial expressions have an impact on 
how others around you understand and 
perceive you. When you're face to face with 
someone there's no guesswork on what you 
mean and how you mean it. It's also a great way 
to be direct and stand your ground on behalf of 
the client's needs.



Step 3: Seek To 
Understand
If you want to be successful in real estate 
negotiations you must understand the needs of 
your client. A common misconception is that 
clients always want more money or with buyers the 
cheapest price. That couldn't be further from the 
truth. Listening to your clients needs, being 
thorough with your questioning will really help you 
find out what they desire. In some cases it may be 
to move closer to family, or better schools for their 
kids, loss of a loved on, or the new edition of a 
baby. You being the expert agent must seek out 
those things so you can do your job properly.



Step 4: Check 
Your Ego

When a client hires you as their agent, you must keep a 
few things in mind. 

A. This is a transaction, you're in this business to solve the 
clients problems and make a handsome penny doing it

B. They hired you because they expect you to get the job 
done.

You cannot let emotions get into how you make decisions 
for your business. Sometimes feathers get ruffled, and 
people may rub you the wrong way(even your clients). 
Remember you have an end goal here as well.($$$) 



Step 5: It's Not 
Magic Or Luck

Going through the process of negotiation 
successfully is not magic. To master negotiation you 
must intentional. In order to have any intentions on 
accomplishing the goal, you must first know what 
your client desires. Sometimes it might not be just a 
higher dollar amount, they might want fewer 
contingencies, or furniture included, etc. You being 
the expert agent must be aware of what those 
desires are, while keeping the expectations proper as 
well, according to what you can do.



Step 6: Don't Be 
Afraid To Say No

Being a good agent, you have to understand that saying no 
is not taboo, it can be  a good thing. Growing up we learn 
that no is a bad word. You ask your mom for cookies 
before dinner, or can you go to the movies on a school 
night and you already know the answer...no. So you begin 
associating the word no with a negative connotation 
although the word "no" can be a beautiful thing. 
Understand that some clients wont be a fit, and that's ok. 
If you have effectively defined your market saying no 
becomes easy, because you establish who you work with 
and how, so eliminating the rest is simply part of the 
process.



Step 7: Know The 
Rhythm
Understanding when to get right back to a client, 
versus letting things be and holding off for a minute 
comes with the job. In order to truly be a negotiation 
master you must know the rhythm, if you're dealing 
with straight to business people understand they 
appreciate a no-nonsense approach. While others may 
need/want more conversation, and/or understanding 
of a deal. You are the expert so knowing when to push 
and when not to is vital.



Step 8: Win Win 
Deals

When selecting clients to work with be sure that you 
not only get along with them, but that you are 
choosing deals you can deliver on. When a deal is a 
win win for everyone, you get your fee, the client 
get's what they want, those are the best deals. 
Focus on quality before, quantity. If you hate getting 
out of bed on the morning because you hate the 
clients you're working with, chances are your will 
lose motivation. When the quality of your deals are 
better you feel better, and perform better. So always 
be searching for win-win deals.



Step 9: Perception 
And Pure Grit
Perception is key in every transaction. 
People's perception is their reality. So if the 
perception is off, you may need to reframe 
and show your track record, and show your 
ability to close more complex deals. In this 
stage it doesn't hurt to be charming, and 
confident. 



Step 10: Client Said 
No, Now What?

Never underestimate the power of 
charisma. Sometimes you have to reframe 
your clients thinking if they're focusing on 
one or two details that aren't really 
detrimental to the deal. Being patient and 
understanding will work in your favor in this 
part of the process.



Summary
TURN KEY AGENT PROGRAM

To mastery the art of negotiation you must always be 
prepared, and set proper expectations from the start.
Remember this is a process not a game, so it's ok to 
let things breathe before making a move. 
Understanding your clients goals, as well as the goals 
of the opposing parties, will make things easier to 
navigate. Get into the rhythm of asking questions to 
truly understand what is desired by both parties, and 
be the  bridge, that brings the two together. 



Thank you!


