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Charts & Graphs





DOMP #Sales %Tot Sls
01-05 2,996 11.2%
 6-10 1,666 17.4%


 11-15 1,341 22.3%
 16-20 1,129 26.5%
 21-25 1,014 30.3%
 26-30 912 33.7%
 31-35 879 37.0%
 36-40 767 39.8%
 41-45 757 42.7%
 46-50 733 45.4%
 51-55 663 47.9%
 56-60 624 50.2%
 61-65 658 52.6%
 66-70 605 54.9%
 71-75 546 56.9%
 76-80 610 59.2%
 81-85 551 61.2%
 86-90 461 62.9%
 91-95 485 64.8%


 96-100 475 66.5%
 101-105 420 68.1%
 106-110 399 69.6%
 111-115 383 71.0%
116-120 373 72.4%
Totals: 19,447 72.4%


DOMP #Sales %Tot Sls
01-30 9,058 33.7%
31-60 4,423 50.2%
61-90 3,431 62.9%


91-120 2,535 72.4%
121-150 1,895 79.4%
151-180 1,437 84.8%
181-210 1,004 88.5%
211-240 703 91.1%
241-270 598 93.4%
271-300 406 94.9%
301-330 345 96.2%
331-360 242 97.1%


>360 789 100.0%
Totals: 26,866 100.0%


List Time to Contract: 5 day intervals


List Time to Contract: 30 Day Intervals


Data Source: MLX database  January 2005-October 2008
26,866 Sale Records


Of all the homes that sell, 
50%  have contracts 
written within the first 60 
days of being listed


60 
Days


180 
Days


Only 15% of sold homes 
go pending after 180 
days and only 3% after 
330 days


  


Real Estate Data & Charts •  Agent Training & Personal Promotions • Custom Reports 


MMOOUUNNTT  DDAATTAA  
Mount Data 
111 Kansas Street 
Waterville, KS 


Email: paul@mountdata.com 
Website: www.mountdata.com 
Phone: (785) 363-2113 








MOUNT DATA PROMOTIONS     WWW.MOUNTDATA.COM                          
 


 
 
 
 
 


Sample Scripts for Tables and Charts 
By Paul R. Bynum-Principal Broker, Mount Data 


 
MONTHS OF INVENTORY CHARTS & GRAPHS 


 
Buyer Consultations: 
 


1) "If you are looking to get the best price, and the greatest features in your 
new home, I suggest Springdale. You are qualified for a $225,000 loan. In this 
price range, there are 67 homes on the market right now. Notice there has been 
11 contracts written in the last 3 months. There is a eighteen-month supply of 
homes on the market. This offers a tremendous opportunity for you, as it 
indicates a strong Buyer’s Market. Shall I set up some appointments to see 
these homes? 
 
2) Mr. Buyer, I understand your desire to get this new home for the least 
amount possible. Look at this resource chart for Fayetteville. You are offering 
$115,000 dollars for a home that is listed at $124,900. Notice that there were 
about 30 sales last month. There is only about 4 months of inventory in this 
price range. They sell very well. I am sure the owner also knows the value of 
this market. I want you to get this home, and not lose it because of a low offer, 
or another offer coming in. 
 
3) Mrs. Buyer, the market is constantly changing. I know you like this home, 
and that it satisfies your needs. Take a look at our resource chart. The price 
range of the home you are interested in has a 9-month supply of inventory. 
Last month, it had only a 5-month supply of homes. We have entered into a 
temporary “Buyer’s Market.” I’ll bet given these figures, the seller would 
consider any reasonable offer. Why not make an offer now, and get it at a good 
price?  
 
For Listing Presentations: 
 


1) Mr. Seller, I suggest a price range between $125,000-$130,000 dollars. You 
believe that a price of $135,000 is fair. Notice this; there are 29 homes on the 
market right now in your price range, in Siloam Springs. There are only about 3 
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sales a month. At this rate it could take you 10 months to sell your home. I 
suggest we take advantage of this “Buyer’s Market”, by pricing your home 
competitively.   
 
2) Mrs. Seller, Our market analysis shows you home would probably sell for 
between $107,000 and $115,000. Take a look at this chart. Homes in your price 
range in Fayetteville, are selling well. There are 148 homes on the market, and 
19 pending a month. It is a weak Buyer's Market. We are also moving into 
summer, which will bring more buyers into the market. Your neighborhood is 
in demand, and there is only one other home for sale within 6 blocks of your 
location. I suggest you take advantage of this market and sell your home toward 
the higher end.  I believe $112,500 as a list price is appropriate. What do you 
think? 
 
3) Mr. And Mrs. Seller, since it has been a few months since we listed your 
home, I have used the resources of our company to see that the market has 
changed. Notice now, in Rogers there are 81 listings on the market in your 
price range of $275,000. In the last 3 months, there were only 20 contracts 
written. We are in a strong buyer’s market and if we lose this buyer, it could 
take a year to find another.  
 
4) Mr. Seller, although the market indicates your Bella Vista home should sell 
between $135,000 and $140,000, you want to ask $165,000 for it. Take a look at 
this chart put together by our company showing the amount of homes that 
expire in your price range. Notice that 66% of all homes coming on the market 
have not sold after a year on the market. Buyers in the market, make the 
decision that these homes are overpriced. They shop the market and are aware of 
value. I would rather see your home in the 34% group that does sell, Wouldn’t 
you? 
 
 
 
Remember: your comments and suggestions are welcome! Tell 
me how you used the charts, and what success you had. Good 
ideas will be passed on to other agents and you will be named 
as the source. Other data is just waiting to be put into a chart 
or graph form. Let me know your needs. Share the reaction of  
your buyers or sellers . These are powerful tools that you should 
be using! --Paul 
 








 
 
 
 
 


Sample Scripts 
Using “Percent Unsold” Table 


And "List Time to Contract" Table 
 


Always remember the power of figures presented in a table or graph form. It adds 
credibility, professionalism, and knowledge. Your perceived value as an agent is 


enhanced.  
 


 Securing a well-priced listing 
 


“Mr. Seller, I know you want the very best price possible for your home. 
So do I. You mentioned coming in above market price and seeing what the 
buyers might do. Here’s your downside: since you need to be out of this 
house in 90 days, we need to sell quickly. If we overprice your house for 
the market, you take a real chance of it not selling. 
 
Here is a table I use showing the market situation in your city.  Based on 
previous trends, and looking at your particular category, in the city of 
Rogers and price range of $125,000-$149,999, 66% of the homes coming 
on the market will not sell! Right now there are 243 homes on the market 
in Rogers in this price range. If this trend continues, only about 80 homes 
of the 243 will sell. But notice, Bill, this leaves 163 homes in Rogers 
priced between $125,000-$149,999 that have not and most likely will not 
sell! 
 
As your agent, I am obligated to look out for your best interest. My fear is 
if we list the home at the price you are suggesting rather than listening to 
the market’s suggestion, not only will we miss your deadline of 90 days, 
but your house will be one of those 163 that do not sell.  
 
Can you see this as a danger, Bill?” 
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 Getting an offer accepted 


 
“Mary, remember we discussed that your first offer is often your best 
offer? Also, look at these tables. It has been 60 days since we listed your 
home. This means that 50% of the market that will sell is already sold. 
This table shows that 23 homes came on the market last year in 
Bentonville in your price range of $200,000-$250,000 and only 5 have 
sold. This means that 18 homes or about 78% of all those listed did not 
sell. The longer you wait to find a perfect offer, the more likely you will 
not get even a good one, and the more likely your home will join those 
78% of unsold homes. Mary, as long as your walk-away price from the 
net proceeds sheet works for you, I suggest you consider taking this offer. 
 
What do you think?” 
 


 Re-listing a home 
 


“Mr. And Mrs. Martin I know the frustration you must feel because your 
home has yet to sell. But consider this. According to this table, of homes 
that sell, about 15% of the homes-or about 1 out of 7- will sell after 6 
months. Often, as in your case, we are looking for a savvy buyer who 
realizes the uniqueness of your home and is prepared to wait and search 
until they find it.  
 
These buyers feel they can recognize value in a home after 6 out of 7 other 
buyers had their chance and missed their opportunity. In my opinion your 
home falls into this category and should be marketed in exactly this way. I 
have prepared a fresh marketing plan that actually capitalizes on this idea 
of finding the right savvy buyer. I have some great marketing ideas. Shall 
we go over them? 


 
Expired and Withdrawn Listings 


 The underlying feelings of owners with expired listings are hurt and anger. The market 
has rejected their home. Nobody wants it. And who is to blame? Why, the agent of 


course! Remember this when you call an expired or withdrawn owner. 
 
“Mr. Williams, I sympathize with your feelings. I have seen hundreds of 
homes go off the market without selling. Like yours, many are lovely and 







well-cared for, they were just not marked correctly or to the right buyer.  I 
have a table prepared by my Market Research Department that I think you 
will find helpful. Let’s consider your city of Fayetteville and price range of 
$165,000. The present trend indicates that of all the homes that come on 
the market in this category, 57% will not sell! Last year, 76 homes in your 
category came on the market. Of these 33 have sold and 43 homes remain 
unsold. Your home is not alone in remaining unsold.  
 


 Mr. Williams, by working closely with buyers, knowing and 
understanding their habits, and looking at other expired and withdrawn 
listings, I know why those 43 homes have not sold. I propose looking at 
your home and doing a “Market Enhancement Study” to pinpoint the 
problem. Then, If you agree to my marketing plan, we can get your home 
back on the market and get it sold.  


  
 Would this afternoon about 3:00 work for you?” 
 


Working FSBO’S 
Success with FSBO’s follows from respecting their decision to sell the property 
themselves. If you challenge the owner-even with good, truthful information-the will 


feel defensive and reject your overtures. The key is to offer service and friendly advice. 
It usually takes about 4-6 contacts and follow-ups to get their listing. The following is 


offering the seller information they might find useful in selling their home. 
 


 “Mrs. Franklin, I think you will have a lot of buyers interested in your 
property. I have something that might help you when a buyer makes an 
offer and you need to negotiate a price. Take a look at this table updated 
every month by our Market Analyst Team. Notice in your city of 
Springdale and your price range of under $100,000, there are 106 homes 
on the market. This is strong competition. Also notice that of the 61 homes 
that came on the market a year ago, 23 have sold and 38 remain unsold. 
There are few buyers and lots of homes. Remember your first offer is most 
often your best offer.  Would a list of the homes that sold recently in your 
neighborhood with sold prices be helpful for you? I will drop it by 
Friday.” 


 
 


 





