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WINNING AGAINST 
MULTIPLE OFFERS

RED-HOT REAL
ESTATE MARKET

in today’s 



meet your
HOST & PANELISTS

DAN PARIS
By Referral Only Coach, Trainer & Strategist

        Dan has been helping By Referral Only members for 16 years and is a certified 
        Neuro-Linguistic Programming (NLP) trainer. Dan specializes in dialogue and 

leads a monthly Magic Words training to help members learn and use dialogues that 
generate referrals and remove resistance.

WALLY MELTE
By Referral Only Member for 5 years, Real Estate Agent  

Wally has 36 years of experience and works for one of the fastest growing 
        real estate companies in America - Platinum Realty. Wally embraces the By 

Referral Only philosophy to build life-long relationships with his buyers and sellers. 
Wally serves the Kanas City area. 

JANICE NUGENT
By Referral Only Member for 12 years, Lender

        Janice started her career in the finance industry on Wall Street in 1982. Since 
        then she has been able to combine her knowledge of the markets with her 

strong desire for education. Janice has focused on helping people with their mortgage 
needs for the past 20 years and has built her reputation on the ability to identify her 
client’s goals and needs and is committed to offering a higher level of service than most 
people first expect. Her goal is to help every client achieve financial freedom, build 
wealth, and experience their life dreams by implementing intelligent mortgage, cash 
flow, and home equity strategies. 

JIM URBAN
By Referral Only Member for 21 years, Real Estate Agent

        Jim is the owner of Urban Companies and works with buyers and sellers in the 
        Denver, CO metro area. Jim brings 37 years of experience and leadership in 

real estate, and he whole-heartedly believes in building a business with the sole purpose 
of having clients for life and with this world-class service. Jim obtains 95% of his business 
through referrals and repeat transactions. At By Referral Only, he’s known as All-In-Jim!
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Top-of-the Range Dialogue

It is natural for a home buyer to be guarded when talking about their home buying 
budget. After all, they see most real estate agents as salespeople. As a By Referral 
Only – we know you think about yourself differently- you are their consultant. As their 
consultant your role is to remove obstacles from their path and sometimes the obstacle 
blocking their path is fear, being overly protective or simply not challenging their beliefs.

Once they have found a home they love and shared their budget, here is a question to 
ask that will help them discover their top-of-range offer. This will help you uncover the 
highest dollar amount they feel comfortable putting at the top of their Escalation Clause.

For just a moment, let’s just say $           , is your highest offer and you do not decide to 
make a better offer.  I’m curious, in 3 days if we are sitting here and the seller accepts 
another offer for $           more, will you say to yourself, “I should have offered $ _______ ?”

It works like this; let’s say the buyer is prepared to offer $528,000 for a property and you 
believe the home will sell for $535,000. You can ask this question:

For just a moment, let’s just say $528,000 is your highest offer and you do not decide to make 
a better offer. I’m curious, in 3 days if we are sitting here and the seller accepts another offer 
for $7000 more, will you say to yourself, “I should have offered $535,000?”

As their consultant it is your job to let them know the consequences of their decisions 
while they can still change and get what they want. If the buyer can say, “No, I would walk 
away,” that is perfect and either way you have found the top of their range.

TOP of the
RANGE DIALOGUE

with
DAN PARIS

$

Are you following us? 
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From the moment you begin working with a new client, your intention is to educate 
them on the current market, set expectations, and create an experience that they are 
comfortable referring the people they care about to you during the process of selling, 
buying, or borrowing. 

Over the last 35 years, we have pinpointed the key touchpoint systems that must occur 
automatically throughout this process. By Referral Only members have access to an entire 
course and system of time-tested templates and scripts that turn each transaction into 
two additional transactions during the client experience. We call it C.A.R.E - Creating A 
Referable Experience. 

Included in this document are timely pieces Wally uses to create a powerful Client Buyer 
Binder that speaks to our current low inventory and competitive market situation. 

        Inside Wally’s Buyer Binder:  
- Opening Ceremonies
- Home Purchase Timeline
- My Role As Your Consultant
- Inside Look at the Real Estate Transaction
- Backstage View from Contract to Closing
- Questions That May Be On Your Mind
- Home Search Log
- Utility Directory & Community Information

THE POWER of SETTING the TONE
and CREATING an EXPERIENCE

from FIRST CONTACT
with

WALLY MELTE

DOWNLOAD THE BY REFERRAL ONLY BUYER BINDER

$
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“WINNING STRATEGIES”

2021 HISTORICALLY
LOW HOUSING INVENTORY

in today’s

prepared for

SOLD
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The Smiths Have Agreed to 
Buy Your Home

Dear Homeowner, 

Thank you for taking the time to read this note. Good news! The Smiths have 
agreed to buy your home. They are truly excited about being excellent 
neighbors and community members.   

They are drawn to living on Main Street because it is so close to their family and 
they look forward to having enough room to babysit for their family members 
who already love the community. 

They adore what you have done with the house and can only imagine the 
warmth of the fireplace and hearth that the two of you built yourselves. 

They see the house as move-in-ready. They are eager to continue the traditions 
you started and deeply respect what you have already done to make this house 
a home. 

Warmly,  

Wally Melte
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Date

Name
Address
City, State, ZIP

Fasten Your Seatbelt!

Dear Customer Name,

When we met for our Initial Consultation, I provided you with a list of 88 Types of Turbulence that we might 
run into during your transaction. Well, now that we have entered the phase of removing conditions, we will need 
to review that list often in order to keep our journey as smooth as possible. As your consultant, I’ll pilot you to your 
destination with the least turbulence possible.

             In the event any turbulence occurs, please be assured that I will diligently work to serve your interests and 
keep us on a smooth flight plan. I will stay in close contact with you during the next few weeks as we weather this 
sometimes-stormy part of our trip. In the meantime, sit back and enjoy the ride, knowing your journey is in good 
hands.

Sincerely,

Your Name
Your Real Estate/Mortgage Consultant for Life

P.S.  Put the enclosed list on your refrigerator for easy referencing.
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88 Types of Turbulence
Things That Might Go Wrong During Your Transaction

The Buyer/Borrower:

1. Does not tell the truth on loan application.

2. Has recent late payments on credit report.

3. Finds out about additional debt after loan application.

4. Borrower loses job.

5. Coborrower loses job.

6. Income verification lower than what was stated on
loan application.

7. Overtime income not allowed by underwriter for
qualifying.

8. Applicant makes large purchase on credit before
closing.

9. Illness, injury, divorce or other financial setback during
escrow.

10. Lacks motivation.

11. Gift donor changes mind.

12. Cannot locate divorce decree.

13. Cannot locate petition or discharge of bankruptcy.

14. Cannot locate tax returns.

15. Cannot locate bank statements.

16. Difficulty in obtaining verification of rent.

17. Interest rate increases and borrower no longer
qualifies.

18. Loan program changes with higher rates, points and
fees.

19. Child support not disclosed on application.

20. Bankruptcy within the last two years.

21. Mortgage payment is double the previous housing
payment.

22. Borrower/coborrower does not have steady two-year
employment history.

23. Borrower brings in handwritten pay stubs.

24. Borrower switches to job with a probation period.

25. Borrower switches from job with salary to 100%
commission income.

26. Borrower/coborrower/seller dies.

27. Buyer is too picky about property in price range they
can afford.

28. Buyer feels the house is misrepresented.

29. Veterans DD214 form not available.

30. Buyer comes up short of money at closing.

31. Buyer does not properly “paper trail” additional money
that comes from gifts, loans, etc.

32. Buyer does not bring cashier’s check to title company
for closing costs and down payment.

The Seller:

33. Loses motivation to sell (job transfer does not go
through, reconciles marriage, etc.).

34. Cannot find a suitable replacement property.

35. Will not allow appraiser inside home.

36. Will not allow inspectors inside home in a timely
manner.

37. Removes property from the premises the buyer
believed was included.

38. Cannot clear up liens – is short on cash to close.

39. Did not own 100% of property as previously disclosed.

40. Encounters problems getting partners’ signatures.

41. Leaves town without giving anyone Power of Attorney.

42. Delays the projected move-out date.

43. Did not complete the repairs agreed to in contract.

44. Seller’s home goes into foreclosure during escrow.

45. Misrepresents information about home and
neighborhood.

46. Does not disclose all hidden or unknown defects and
they are subsequently discovered.
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The Realtor(s):

47. Has no client control over buyers or sellers.

48. Delays access to property for inspection and
appraisals.

49. Does not get completed paperwork to the Lender in
time.

50. Inexperienced in this type of property transaction.

51. Takes unexpected time off during transaction and
can’t be reached.

52. Misleads other parties to the transaction – has huge
ego.

53. Does not do sufficient homework on their clients or
the property and wastes everyone’s time.

The Lender(s): 

54. Does not properly pre-qualify the borrower.

55. Wants property repaired prior to closing.

56. The market raises rates, points or costs.

57. Borrower does not qualify because of a late addition
of information.

58. Lender requires a last-minute second appraisal or
other documents.

59. Lender loses a form or misplaces entire file.

60. Lender doesn’t simultaneously ask for all needed
information.

61. Lender doesn’t fund loan in time for close.

The Property: 

62. County will not approve septic system or well.

63. Termite report reveals substantial damage and seller
is not willing to fix.

64. Home was misrepresented as to size and condition.

65. Home is destroyed prior to closing.

66. Home is not structurally sound.

67. Home is uninsurable for homeowner’s insurance.

68. Property incorrectly zoned.

69. Portion of home sits on neighbor’s property.

70. Unique home and comparable properties for
appraisal difficult to find.

The Escrow/Title Company: 

71. Fails to notify lender/agents of unsigned or
unreturned documents.

72. Fails to obtain information from beneficiaries, lien
holders, insurance companies or Lenders in a timely
manner.

73. Lets principals leave town without getting all
necessary signatures.

74. Loses or incorrectly prepares paperwork.

75. Does not pass on valuable information quickly
enough.

76. Does not coordinate well, so that many items can be
done simultaneously.

77. Does not bend the rules on small problems.

78. Finds liens or other title problems at the last minute.

The Appraiser:

79. Is not local and misunderstands the market.

80. Is too busy to complete the appraisal on schedule.

81. No comparable sales are available.

82. Is not on the Lender’s “approved list.”

83. Makes important mistakes on appraisal and brings in
value too low.

84. Lender requires a second or “review” appraisal.

Inspectors:

85. Pest inspector not available when needed.

86. Pest inspector too picky about condition of property.

87. Home inspector not available when needed.

88. Inspection reports alarm buyer and sale is cancelled.
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 Mortgage Pre-Approval: This is based on the maximum loan amount after review of 
all income, assets and cash needed to close escrow.

- Credit analysis - can they pay off any debts?
- Use rising interest rate scenario, increase rate by .250%
- Run both Fannie & Freddie automated underwriting system
- Our underwriter reviews all income in advance

Using max loan amount, drop your buyer’s purchase price.

- Over $1,000,000; reduce by $100,000
- Over $500,000; reduce by $50,000
- Under $500,000; reduce by $25,000

 Discuss closing in 22 days, reducing contingency times, advantage of appraisal 
waivers in our AUS findings, we know in advance.

Discuss buyers paying all of the sellers closing costs - the specific items and amounts.

Discuss any contingencies, and what is means if they must be waived.

First Time Buyers: Review FHA, VA, and Conventional to compare all scenarios.
- Discuss gift funds from family members, employers, grants, etc.

Move Up Buyers: Discuss how moving twice can be nice. (Options A,B, & C) 

14 STEPS to make your
BUYER MORE APPEALING
than an ALL-CASH BUYER

with
JANICE NUGENT
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In a short time, I had a few deals in the pipeline. 
“One of the first things I did when I joined membership with By Referral Only was get 
the Letter from the Heart, the Referral Reminder postcard and the newsletter out to 
the contacts in my database. And the phone started ringing. 
In a short time, I had a few deals in the pipeline.”

JESSE IBANEZ
San Diego, CA

QUOTED and NOTED

$

Down Payment Reduction
- Compare lower down payment and mortgage insurance costs, including higher

interest rates, to use excess funds towards increased purchase price.

 Review rising interest rate scenarios. Discuss market fluctuations, new stimulus, 
rising inflation, and how that affects mortgage bonds.

 Gift Funds from family members. Educate them on how their parents and 
grandparents can gift, based on the annual and lifetime gift limits per person.

- $15,000 per year/per person
- $11,000,000 lifetime limit

 Debt Consolidation: Can they pay off any unsecured debts to qualify for a higher 
purchase price?

- Use gift funds to pay off debt
- Do they need to wait 90 days?

 Talk about the relationships between the financial team, buyer’s agent, insurance 
agent, andtitle/escrow. Hold daily huddle calls.

Contact the listing agent on every offer to discuss time frame to close, contingencies 
needed, and buyers’ strengths. Let them know you can provide underwriting approval 
and appraisal waivers.

 Last Resort: Discuss using 401K funds.
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First and foremost, finding ways to make a buyer a cash buyer, if possible:

- Cash out of an investment account.

- Use cash gift from parents or other relatives.

- Do a cash out refi or HELOC for cash. The timing may be 3-4 weeks to complete,
so timing is critical. Plan ahead or wait to purchase until funds are in the bank.

- Cash out of 401k or retirement funds.

- Use cash from inheritance or savings.

- Have your banker provide a professional proof of funds letter once cash is
available, or provide a current bank statement with account numbers blotted out
and then submit this with your offer.

If the above is not an option, then there are still ways to compete:

- Offer higher than list price, but always do it with an escalation clause if the buyer
has the ability to offer even more!

- If the price exceeds comps, then it’s imperative to offer an appraisal gap. This is
cash the buyer offers above the completed appraisal price for the property, so the
seller can still get the agreed upon price above the list price. This is very important
to help you win the highest offer spot!

- Extra-large earnest deposit or even better is to offer a non-refundable earnest
money deposit, especially if you are waiving the inspection termination. No buyer
likes to lose money, but it makes a clear statement of commitment.

- Besides the regular escalation clause, consider using one that has no max price.
Your buyer then has the choice on a returned counterproposal to accept or reject
the price that will get the house! This is really bold and makes a clear statement to
the seller. (See language included below)

WAYS to
WIN THE OFFER

with
JIM URBAN

$
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- Ask the seller when they want to close, and give them the timing they want.
Even if it includes a quick close or a post occupancy agreement of up to 60 days
rent free. Have the buyer consider paying all utilities during rental period.

- Buyer/Lender/Agent to offer something like $150 per day to the seller if the closing
goes beyond the agreed upon closing date. This gives the seller more reassurance
that they have timing confidence.

- A fully Pre-Underwritten Loan Approval, provided with the offer, is essential in this
market. This takes pre-approval a step further.

- Remove contingencies: contingent upon selling and/or closing on a present home.
Waive the loan objection because this sometimes is an easy out depending on how
contracts work in your state.

- Waive inspection objection, and even stronger is waiving the inspection
termination, or both!

- If you do neither of the above, at least offer to keep inspection to only major
defects or health/safety issues. For example, more than $1,000.00. could be
considered major (See example clause below)

- Buyer offers to pay all of seller’s title insurance fees with seller’s choice of title
company.

- Buyer agrees to pay commissions or portions thereof.

- For more clarity, buyer agrees to pay up to $  of seller’s closing fees.

If you’re selling your home and looking to buy, consider a double move.

Prepare and stage your home, or move all of your belongings out and leave it clean and 
vacant. Put your stuff in PODS or UNITS for easy storage in a temperature-controlled 
environment. Go find a place to rent short-term and somewhere fun, like near the beach 
or in the mountains, and call it a working getaway until you have completed the closing 
on your home. 

Now you are a cash buyer and because of the large equity you acquired from your home, 
this will allow you to leverage your offer as a true cash buyer. 

This process may take several months or more, but you won’t have to cash out your 
equity in this scenario.

Looking for more tips & training? VISIT BY REFERRAL ONLY BLOG
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Build a New Dream Home!
Contract with a local builder and have an in-depth conversation about lot location and 
the style of home you prefer. Most builders will work with you on a contingency of your 
house selling, especially in this market because there is a high probability that your 
house will sell fast. This option will likely cause you to double move because your current 
home will sell quicker than your new home will be built and ready. Be sure to ask about 
this and have your agent help you understand the contract. Builder contracts favor the 
builder.

The next step is to find land and build! It sounds easy and dreamy, but you need to 
evaluate all the costs of a new build: water and sewer options, public utilities, and well/
septic. Make sure you can hook up to gas and electric, and also wifi availablility. It’s a 
popular option these days because it’s exciting to build the dream home you have 
always wanted. Just be aware that when the house is complete, it’s not always exactly as 
you dreamed. However, it’s a nice option because you only have to find the land you like. 
In certain situations, land is also very competitive to obtain. I recommend you find a cash 
option to buy the land. Otherwise, a construction loan may be your only option.

There is nothing else in this industry that will benefit your 
business more than By Referral Only.
“I started in real estate three years ago and implemented the By Referral Only 
strategies very early on. In my first full year in real estate, I closed $4 million. In my 
second year, I closed $6.5 million and this year I’ll close to $10 million. Without By 
Referral Only, I would not have had this level of success. My business is 98% referral 
from my sphere of influence and past client referrals. I use the By Referral Only
referral reminder postcards, the client-centered newsletter, and I implement
the follow-up conversations with text and their automated emails.
There is nothing else in this industry that will benefit your
business more than By Referral Only.”

HEATHER DURHAM
Front Porch Properties at Keller Williams Realty
Memphis, TN

QUOTED and NOTED

$
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     Escalation Clause. The buyer agrees to pay $5,000 over any bonafide offer (a copy 
of the next highest offer to be provided by the seller’s agent to the buyer’s agent). The 
seller will take into account another offer asking the seller to pay seller concessions, if 
applicable, which affects the net to the seller and this offer is not asking the seller to 
pay any seller concessions for the buyer. The buyer will have a maximum ceiling price 
of $850,000. Furthermore, if the appraisal doesn’t reach our final price at our offering 
price of up to $850,000 (whatever price is agreed upon based on competing offers), 
the buyer will make up the difference in cash above and beyond the buyer’s agreed 
upon down payment proposed in this offer and make up the difference in the gap of 
up to $51,000, if necessary, to maintain the agreed upon price.

Furthermore, if no other offer comes in above our offering price, the purchase 
price shall remain at the price in above paragraph of this contract to buy and sell 
real estate.

  B       The buyer will conduct typical inspections, but will keep any seller objections to  
ONLY high-cost major defects or health & safety concerns, above $1,000. All 
inspections will be conducted in a timely manner, see inspection objection and 
resolution deadline dates in paragraph 3. As soon as we go Pending, any inspections 
deemed necessary by the buyer will be ordered immediately and the earnest money 
will be deposited immediately to  ______ Title company.

  C   The buyer does not need to sell their home in order to make this transaction 
happen, as stated in paragraph 10.7.

A

Escalation Clause and Contingency Options

Dialogue to Pre-frame the Escalation Clause

As your negotiator, when it is time to save you or make you money, I will treat your 
money like it is mine. You, like me, know that money is an emotional issue, and 
because I am your negotiator, it is my responsibility to recognize the likely underlying 
agendas and motivations of other people who get involved in your transaction. 
Imagine buying your house today is a little bit like competing with bidders at an 
auction. I am going to introduce you to some bidding tools designed to put you in the 
best position to move quickly and win against other buyers, as I continue to protect 
your interests.
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I Went From 5% to 45% New Referrals in 30 Days.
“Right before I joined By Referral Only I spent $14,000 on advertising that didn’t 
yield a single lead. It was very frustrating and I knew that something had to change. 
Before By Referral Only I calculated that I was receiving 5% referrals in the During 
Unit. In a matter of 90 days of using the By Referral Only tools and systems, I went 
from 5% to 45%. Another 30 days later, I went from 45% to 55%. 
By Referral Only has skyrocketed my referral business.”

SCOTT ASBELL
Front Porch Properties at Keller Williams Realty
Memphis, TN

QUOTED and NOTED

Another option with no max price:

The Purchase Price will automatically be raised by $2,500 over the “Net Purchase Price” 
offered by any higher, bona fide, arm’s length offer, upon Buyer’s receipt of a copy of the 
higher offer. Seller agrees to present the new purchase price with a Counterproposal to 
the Buyer stating this change in price. “Net Purchase Price” means the purchase price 
offered by the bone fide purchaser, less any and all concessions, or other credits which 
reduce the proceeds received by the Seller. Buyer may allocate the additional purchase 
price between new loan and cash at Closing as directed by Buyer’s lender. Once the 
Buyer and Seller are under contract, this clause terminates and is removed from 
the Contract.

 Appraisal Gap - no limit, this eliminates any appraisal concern the seller 
may have, as long as the buyer has the funds to fulfill the gap:

In the event of an appraisal below purchase price, Buyer and Seller agree Buyer to bring 
additional cash to close to fulfill purchase price of $417,000.

$
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