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this document.  Beating the Competition Every Time is divided into 17 chapters (chapter 17 – an 
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I am excited to continue the legacy of Walter Sanford.  Walter is retired and no longer available 

for speaking engagements and no longer offers his products for sale.  He has authorized me to 

continue his legacy and distribute his products.  For help, please direct all inquiries to 

help@walterslegacy.store or 813-610-4348.  Visit our website at www.walterslegacy.store.  

 

Thanks, 
Mark Collins 
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Legal Advice 
 

All systems, letters, scripts, forms, advice, and recommendations in any book, DVD, 

audio CD, data CD, or other media should be approved through your real estate 

broker and legal counsel prior to any implementation.  No legal advice is given by 

Sanford Systems or its authorized reseller and none should be assumed from the 

attached documents. 
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Copyright Permission 
 

As purchaser of Beating the Competition Every Time, you are hereby authorized to 

use all systems contained in this work subject to broker and legal counsel for the 

purchaser’s real estate brokerage and investing business.  You are to use the concepts 

in this system for the purpose for which they are intended and to reproduce the forms 

for such purpose.  Such reproduction requires no further permission from the author, 

publisher, or reseller and does not require the payment of any permission fee. 

 

The reproduction of any form for sale, for incorporation in any publication intended 

for sale, for use in training programs, or for the insertion in any publication (whether 

print or digital) is prohibited without the permission of and credit to the author and 

publisher: Walter Sanford, Sanford Systems and Strategies, C/O Walters Legacy, 

27246 Hawks Nest Circle, Wesley Chapel, FL 33544. 

 

 
 

Walter Sanford 

Author 

Sanford Systems and Strategies 
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Introduction 
 

Thank you purchasing Sanford Systems and Strategies’ Beating the Competition 

Every Time.  We believe that this is the best method for pre-conditioning the seller 

to make the smart decision.  What is the smart decision?  Hiring you at the right 

commission, at the right selling price, and for the correct terms.  

 

Every great listing presentation starts with the many leads you are developing from 

our seller-lead generation systems.  By having numerous leads, you can refer the 

ones that have low closing percentages. With this system, I am assuming that you 

have actually found a seller-lead worthy of a great listing presentation. 

 

You will find that the DVD and the audio CD that accompanied the purchase of this 

manual will be instrumental in forming the attitudes and style needed to approach 

the seller.  This book is meant to supplement the DVD and audio CD to provide you 

with the forms mentioned in each plus more you may need for your personality/style 

and market.   

 

In all likelihood, you will never need all the documents at one time.  Since every 

agent is unique and has a different level of comfort and confidence in various 

methods, you can pick and choose which documents and approaches will be 

effective and comfortable for your personality, style, market, and situation.  For 

instance, you might not want to grant someone an “easy exit guarantee”! 

 

This book is set up in the order of how the process should be used, and it follows 

like this: 

1. The initial incoming phone call and counseling 

2. Preparation of the pre-confirmation package 

3. The listing presentation in four steps (#3 optional) 

4. Post-listing activities 

 

It is an honor being the impetus of improvement to your listing presentation because 

this is where the rubber really meets the road.  Increasing your success ratio in a 

listing is one of the major influencers of a profitable, top real estate agent.  You can 

be great at raising your price point and producing more leads, but if you are not 

closing a high percentage of listings at the correct price at the correct commission, 

you are leaving a large amount of cash on the table.  The average real estate agent 

closes approximately seventy to eighty percent of all listing presentations that he or 

she goes on.  Armed with the materials in this system, I believe that you can move 

your closing  
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ratio all the way to the point of actually taking everyone that you want.  I believe 

this number to be in the high 95th percentile.  Remember, there are just some 

listings that are too expensive in time, energy, or overhead to undertake, and this 

presentation will smoke out the cement- head, under-motivated sellers who do not 

appreciate the time and money you spend on their investments. 

 

Showing instructions, a meeting of the minds on marketing, terms, and commission 

rates are all important to the profitability of a listing.  I address these items in the 

pre-confirmation package and early in the listing presentation.  However, the most 

important factor to the profitability of the listing (motivation to sell) is addressed 

numerous times in the initial questionnaire as you are meeting the potential seller for 

the first time in person or on the phone.  If you know the sellers, you can make their 

dreams come true. 

 

Rearranging the order or eliminating any steps in this listing presentation can open 

you up to taking a listing that may be full of pain or worse – losing a great one to a 

less- deserving agent!  As you well know, taking an un-salable listing that runs its 

term can not only create an extremely unsatisfying real estate experience, but it can 

also be massively expensive.   

 

The complimentary data CD will allow you to take all of these Microsoft Word 

formatted documents and make them your own.  And that is just what I want you to 

do -- please make them your own! 

 

Thank you for becoming involved with us! 

 

Sincerely, 

 
Walter Sanford 

Sanford Systems and Strategies 
 

 

 


