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Dear	Agents,	
	
As	lis;ng	agents	we	are	always	in	the	process	of	mi;ga;ng	
risks	 for	our	 sellers.	And	oBen	 that	means	 trying	 to	 save	
them	from	themselves.	
	
The	biggest	example	of	this	is	establishing	the	asking	price	
on	 a	 house.	 	 Many	 sellers	 will	 listen	 to	 your	 pricing	
presenta;on	but	s;ll	insist	on	“trying”	a	higher	price…just	
in	case	an	all	cash	buyer	who	is	stupid	comes	along.	
	
Your	 job	 is	 to	 be	 ready	 to	 guide	 the	 sellers	 to	 a	 good	
decision.	 	Even	though	much	of	this	process	 is	emo;onal	
for	the	seller,	a	good	set	of	sta;s;cs	can	be	truly	helpful.	
	
Which	ones	do	you	need	to	assist	you	in	a	conflict	over	an	
inflated	price?		That’s	the	list	we	have	for	you.		
	
	
Best,	
	
	



Days	on	the	market	
	
This	 sta;s;c	 provides	 an	 idea	 of	 ;me	 to	 sell.	 	 Specifically,	 you	
will	need:	
	
ü  Days	on	market	for	the	en<re	MLS	
ü  Days	on	market	for	homes	with	no	price	reduc<ons	
ü  Days	on	market	for	homes	with	at	least	one	price	reduc<on	
ü  Days	on	the	market	for	your	lis<ngs	
ü  Days	on	the	market	for	your	company’s	lis<ngs	
	
	
Sales	Price/List	Price	Ra<o	(SP/LP%)	
	
This	 sta;s;c	 provides	 the	 average	 difference,	 expressed	 in	
percentage,	 between	 the	 asking	 price	 and	 the	 closed	 price.	
Specifically,	you	will	need:	
	
ü  SP/LP%	for	the	en<re	MLS	
ü  SP/LP%	for	homes	with	no	price	reduc<ons	
ü  SP/LP%	for	homes	with	at	least	one	price	reduc<on	
ü  SP/LP%	for	your	lis<ngs	
ü  SP/LP%	for	your	company’s	lis<ngs	
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Yep,	this	will	take	some	digging.		Talk	to	the	stats	person	at	your	
MLS.	Very	likely	they	have	many	of	these	answers.	
	
Why	do	you	need	these?	
	
People	 in	 general	 understand	 be\er	 through	 contrast	 and	
comparison.		Clearing	demonstra;ng	to	a	seller	the	difference	in	
offers	of	houses	with	no	price	reduc;ons	and	houses	with	price	
reduc;ons	allows	them	to	understand	the	difference	be\er.	
	
	
If	 you	 are	 a	 lis;ng	 agent	 or	 aspire	 to	 have	more	 lis;ngs,	 these	
stats	are	cri;cal.	
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Jo Mangum 

CRS | GRI | SPS | SLS 
Trainer, Coach, Author 

	
Educator of the Year 2015 

	

	

Working	in	the	real	estate	industry	since	1993,	Jo	found	that	the	
only	 thing	 more	 fun	 than	 working	 with	 clients	 with	 their	 real	
estate	needs	was	helping	agents	and	managers	accelerate	their	
success	 through	 training	 and	 coaching.	 Today,	 she	 has	wri\en	
over	 30	 classes,	 developed	 two	 designa;on	 programs,	 wri\en	
an	award-winning	book,	Pushy	–	Can	I	be	a	Top	Salesperson	and	
S5ll	Keep	My	Friends?,	and	was	named	the	2015	Educator	of	the	
Year.	 	More	 importantly,	 Jo	 has	 made	 a	 posi;ve	 impact	 on	
1000’s	of	agents.	
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The	 informa;on	 contained	 in	 this	 program	 is	 provided	 for	 educa;onal	 and	 informa;on	purposes	only	
and	may	not	be	suitable	for	your	situa;on	or	loca;on.	This	content	is	not	a	subs;tute	for	consul;ng	with	
a	licensed	professional	in	your	state	of	residence	and	nothing	herein	should	be	construed	as	legal	advice.	
Please	note	that	market	condi;ons,	local	laws	and	regula;on	may	differ	based	on	your	state	of	residence	
and	can	have	a	substan;al	effect	on	your	business.	 	 JAMM,	Inc.	makes	no	representa;ons,	warran;ed	
(implied	or	otherwise)	or	guarantees	that	any	of	the	advice	contained	herein	will	result	in	an	increase	in	
business,	profits,	or	client	volume.	Nothing	contained	in	this	website	or	any	JAMM,	Inc.	materials	shall	be	
construed	as	such	a	promise	or	guarantee.	 	 JAMM,	Inc.	shall	not	be	 liable	for	any	 loss	of	profit	or	any	
other	personal/commercial	damages.	
Nothing	 contained	 in	 this	 program	may	be	 reproduced,	 stored,	 or	 transmi\ed	 in	 any	 form,	or	 by	 any	
means	except	as	permi\ed	under	 Sec;on	107	or	108	of	 the	United	States	Copyright	Act,	without	 the	
prior	wri\en	permission	of	JAMM,	Inc.	


