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IEVE IN WHAT YOU SELL OR
YOU WON'T SELL IT
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If you don’t believe in what you sell, you won’t sell it.
Or at least, you won’t sell it frequently as you should. How
can you possibly become comfortable selling a home for
$750,000, wh think anything beyond the minimum
essentials is € t? If you think what you’re selling
isn’t worth it, t will show when you try to get

There is a way this. Start looking at things
e. There are plenty of people
who will buy a ho costs $750,000. As a matter of
fact, there are people who will pay more than they have to
just for the prestige value or because of an emotional need
to own a certain house. People buy things for many other
reasons than price. You don’t necessarily have to figure
out every customer’s motivation. Just understand that loca-
tion, design, status, and comfort are all reasons people will
spend more money on a home.

Look at your inventory and mentally note or write down
all the reasons someone would want to own each property
at the price it is marked. When a customer asks about a par-
ticular house, find out if any of these reasons are important
to them. Then sell by focusing on that reason.
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