
The Listing Presentation &  
Matrix CMA



Agenda

Stellar MLS 2

➢Before the listing appointment: 

➢ Tips to polish your interviewing skills

➢What to bring on your listing appointment

➢Review criteria for comparable homes

➢Demonstrate the CMA tools in Matrix

➢ Public records searching

➢Map searching

➢Matrix CMA strategies

➢Crafting and customizing the CMA

➢ Adding photos

➢ Branding

➢Data

➢Real Estate Tips for your seller 

➢ Finishing touches



Mastering the CMA
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This course gives MLS subscribers tips, strategies and tools on 
crafting a data-driven CMA using the Matrix system

This Photo by Unknown Author is licensed under CC BY-SA

https://en.wikipedia.org/wiki/Bungalow
https://creativecommons.org/licenses/by-sa/3.0/


The most important 
part of the listing 
presentation is 

your connection 
with the 

homeowner.
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❖ Dress for success

❖ Be prepared and on-time…don’t forget a pen!

❖ Have your resume ready

❖ Sales experience

❖Market knowledge

❖ Research you have conducted

❖ Professional referrals 

Professionalism 



Ask questions but then REALLY listen to the goals of the seller

Example questions / conversation starters….

❖ What makes your home unique and special?

❖ What do you enjoy the most about your neighborhood or location?

❖ What emotions are you having regarding selling their home?

❖ Where are you going and why have you decided to move there?

❖ What are your expectations regarding the list price and the time will take to sell?

Be intentional in your listening

❖ You should remember their answers and be able to discuss their responses at 

future meetings

Every seller is unique

❖ identify their individual goals

Listening takes Practice
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❖ Visit every room

❖ Don’t forget the garage

❖ Find something positive to say about each room

❖ Examples: “I love the paint color you chose”

“This room has a cozy feel”

“Nice ceiling fans!”

❖ Notice the small details in their home

Bragging Rights!

Let the homeowner show you what makes their home special 

Encourage the homeowner to give you a complete tour.
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❖ property address

❖ public records search

❖ listing history search

❖ drive by

This Photo by Unknown Author is licensed under CC BY-SA

Research: 

More is always better! Where to begin?

http://coolstuff49ja.com/
https://creativecommons.org/licenses/by-sa/3.0/


Market Research:

Hyperlocal Experts make Widgets work for them



Hyperlocal Experts make Widgets work for them



Hyperlocal Experts make Widgets work for them
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❖square footage

❖ lot size

❖ pool information

❖ days on market for the area

❖ average price per square footage
❖ school zones

Research: 

What am I looking for?  Details!



What to bring on your listing presentation
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Brokers authorized listing agreement 

Talk to your 

Broker!



What to bring on your listing presentation
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➢Residential Listing Data Entry Form



What to bring on your listing presentation
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➢Sellers Net Sheet & a Calculator: Ask your Broker which one they prefer



What to bring on your listing presentation
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Comparative Market Analysis



What to do if the seller needs to think it over?

*Set them up on an auto-email immediately to keep them 
updated on their local competition*

Get these digital tools connecting you to your 
customer asap!
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❖CMA
▪ Prepared by a 

licensed Broker 
or an Agent

▪ Determines fair 
market value

▪ Evaluates and 
compares 
active listings

▪ Considers local 
market 
conditions

CMA vs Appraisal…what’s the difference?

❖ Appraisal
▪ Bank process

▪ Prepared by a licensed 

appraiser is state 

certified

▪ Ensures the bank is not 

lending too much for the 

home

VS
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❖3 Active Listings

❖3 Pending Sales

❖3 Recent Sales

❖1 Expired / Withdrawn listing

❖More is better...find a good balance

What is the minimum number of comparable 
properties should you include?
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Always adjust the comparable property Never the subject

+ for features the subject has that the comparable does not

- For features the subject has that the comparable has

Adjustments on a CMA? 

Subject:
4 
Bedrooms
3 
Bathrooms

Comparable:
3 Bedrooms
2 Bathrooms
+ 
an amount determined 
through market data 
research
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❖Competition

❖Condition

When determining a homes valuation 

there are 2 main factors:

This Photo by Unknown Author is licensed under CC BY-SA

https://en.wikipedia.org/wiki/File:10_white,_blue_rounded_rectangle.svg
https://creativecommons.org/licenses/by-sa/3.0/


Other variables to consider for CMA’s

22

❖Location

❖Size / Square Footage

❖Condition

❖Lot size

❖Pool

❖Bedrooms

❖Bathrooms

❖Garage

❖Community Features



Kitchen Upgrades: The Heart of the Home
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Location:  A view or a privacy fence?



Let’s start 
learning how to 
create a CMA in 

Matrix
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❖square footage

❖ lot size

❖ pool information

❖ days on market for the area

❖ average price per square footage
❖ school zones

Research: 

What am I looking for?  Details!
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Search the MLS
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From a Listing You can View Comparable Properties
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Subject Property
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1313 RADCLYFFE ROAD, ORLANDO, Florida 32804

Subdiv: RADCLYFFE TERRACE SUB 
• Year built: 1953
• List Price: $435,000
• Square footage: 1,633
• Bedrooms: 3
• Bathrooms: 2
• Real AVM: $436,000

RealAVM™ Range $379,320 - $492,680



SUPPORT OR QUESTIONS

For help with compliance notifications, rules and 
regulations, feel free to contact us!

Toll Free:   (800) 686-7451

Local:        (407) 960-5300

Email:  support@stellarmls.com

Hours:  Mon.-Fri. 8:00 A.M.-6:30 P.M.
Saturday 8:00 A.M.-6:00 P.M.

mailto:support@stellarmls.com

