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If you're serious about converting more listings, you just picked up the
right resource.

Most broker-owners and team leaders are out there spending thousands
every month on leads, portals, and vendor promises, and never once
stopping to ask the question you're clearly already asking: why aren't
these appointments converting?

That decision to pause, zoom out, and look at what's actually happening
on the call? That's the difference between operators who scale and
operators who spin their wheels for another 12 months, wondering why
their GCI isn't moving.

This playbook is going to walk you through exactly what our ISA team has
learned from thousands of seller conversations: what works, what kills
deals before they start, and what the top-performing broker-owners are
quietly doing differently that most agents will never figure out on their
own.

Let's get into it.

The 7-Figure
Closers Playbook
How The Top 3% Of US Agents Close

Million Dollar Deals While Everyone Else
Is Still Following Up
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About Ascension Group

Since 2024, Ascension Group has generated more than $4 billion in
transaction volume for real estate teams and broker-owners across the
United States, working with high-performance operations at Century 21,
Christie's International Real Estate, EXP Realty, Keller Williams, Compass,
and many more.

We're not a leads vendor. We build and operate complete, done-for-you
seller acquisition systems inside real estate businesses: inbound funnels,
outbound ISA prospecting, full qualification, and a rigorous vetting
process that certifies every appointment before it touches your calendar.

Everything in this playbook comes directly from what our ISA team has
learned running thousands of seller conversations at scale. Take it, use it,
and watch what happens to your numbers.
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Chapter 1: How to Convert Qualified
Appointments Into Signed Listing Agreements -
Without Scripts, Pressure, or Losing to the Agent
Who Just Got There First
Here's the hard truth: most agents lose listings not because they're bad at
their job, but because nobody ever taught them what to actually do on a
seller call.

They show up, they talk about themselves, they hand over a CMA, and
they wait. And then they wonder why the seller went with someone else.
Converting a certified appointment into a signed listing agreement isn't
about being more persuasive. It's about being more curious. The agents
who consistently win listings aren't the ones with the best pitch. They're
the ones who ask the best questions.

What makes an appointment certified? It's not a lead. It's not a form fill.
It's not someone who clicked an ad and maybe filled out their details.

A certified appointment is a real seller who our ISA team has contacted,
had their real motivation uncovered, their timeline confirmed, and vetted
against your exact criteria, not ours. You decide what qualified looks like.
We go find it.

By the time they hit your calendar, the hard work is done. You're not
chasing. You're not convincing someone they want to sell. You're sitting
across from a motivated seller who has already said yes to the
conversation.

The framework is simple. Your job on a seller call is three things:
understand their real problem, show them how you solve it, and help
them see what that means for their life. That's it. Not your sales volume.
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Not your average days on market. Not your marketing strategy. Those
things come later, and only if they're relevant to the problem the seller just
told you they have.

When you lead with curiosity instead of credentials, something shifts in
the room. The homeowner stops feeling sold to and starts feeling heard.
And a seller who feels heard is a seller who signs.

The question is, how do you create that feeling fast enough to matter?
Because by the time most agents get around to asking about the seller's
situation, the decision has already been made. The window is tighter than
you think, and in the next chapter, you'll see exactly how tight it is - and
what to do about it.
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Chapter 2: The 4-Minute Trust Window - How Top
Broker-Owners Walk Out With Signed Agreements
While Everyone Else Is Still Following Up
Research consistently shows that sellers make up their minds about an
agent within the first seven minutes of meeting them. In our experience on
the ground, the real window is even tighter. About four minutes.

That means before you've finished your introduction, before you've
shown a single slide, before you've said a word about your process, the
seller has already formed an opinion. And once that opinion is set, almost
nothing you say after will change it.

So what do the top performers do in those first four minutes?
They don't talk about themselves. They ask one simple question that
immediately signals they understand the seller's world: "Before I get into
anything about us, I want to make sure I actually understand what you're
trying to accomplish - what's the main reason you're thinking about
selling right now?"

That's it. That single question does more for your positioning in four
minutes than a 45-minute presentation ever could. It tells the seller you're
not like every other agent who walked through that door with a folder full
of their own numbers. It tells them you're there for them.

From that moment, your job is to listen, reflect back what you heard, and
ask follow-up questions that go deeper. What's driving the timeline? What
would staying mean for them financially? What's happened before that
made this decision harder than it should be?

05
CLAIM YOUR FREE CALL NOW (AND RECEIVE A FREE

AGENT COACHING SESSION VALUED AT $1,700)

https://www.ascensiongroup.io/apply
https://www.ascensiongroup.io/apply
https://www.ascensiongroup.io/apply
https://www.ascensiongroup.io/apply


ASCENSIONGROUP.IO
S E L L E R  E N G I N E  .  R E C R U I T I N G  &  R E T E N T I O N  .  L E V E R A G E

The agent who asks those questions walks out with the listing. Every time.

Knowing this is one thing. But knowing the exact structure of the
conversation that gets you there - question by question, from the first
handshake to the signed agreement - is what separates the agents who
apply this occasionally from the ones who convert consistently. That
structure is what's next.
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Chapter 3: The One Conversation Framework
That Can Increase Your Listing Conversion Rate
by 30% or More

Most sales training tells agents to present, handle objections, and close...
It's a numbers game! That's the old model, and it's why most agents feel
like they're pushing uphill on every single call. Would prefer to play the
numbers game or the skills game?

The framework our ISA team uses flips that entirely. It's built on the
principle of Neuro-Emotional Persuasion - the idea that people don't make
decisions based on logic. They make decisions based on how clearly they
feel you understand their situation. And the core structure is this: 85% of
the conversation should be questions. 10% should be a focused, relevant
presentation. And 5% should be the prospect telling you why they want to
move forward.

Read that again. The prospect tells you why they want to move forward.
You don't convince them. They convince themselves.

Here's how it works in practice.

You open with situation questions, understanding their current
circumstances without judgement. Then you move into problem
awareness questions, helping them articulate what's not working and
why it matters. Then consequence questions: what happens if nothing
changes? What does another six months of sitting on this decision cost
them?

By the time you get to your presentation, you're not guessing what
matters to them. You know. And you speak directly to it in three points:
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their biggest problem as they described it, how your approach solves it
specifically, and what that outcome means for their life.

Then you ask a commitment question. Not "are you ready to sign?" but
"based on what you've told me today, does this feel like the right move for
you?"

They answer yes. They've sold themselves. You didn't have to push once.

Here's the thing though. You can run this framework perfectly and still
walk out empty-handed - because there are four mistakes that agents
make almost unconsciously, often before the real conversation has even
begun. They're subtle, they're common, and any one of them can quietly
end a deal that should have been yours.
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Chapter 4: The 4 Catastrophic Appointment
No-No's That Are Silently Killing Your Listings

You can do everything right and still lose the listing if you're making any
one of these four mistakes. The painful part is that most agents don't
even know they're making them.
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No-No #1: Talking more than you listen. If you're speaking more than
30% of the time on a seller call, you're losing. Full stop. Sellers don't
want to be educated. They want to be understood.

No-No #2: Jumping to solutions before you understand the problem.
Agents get excited and start pitching their marketing plan before
they've asked a single question about what the seller actually needs.
This instantly positions you as just another agent running a process,
not someone who gives a damn about their situation.

No-No #3: Handling objections with logic. When a seller says "I
need to think about it," giving them more data doesn't help. The
objection is almost never logical. It's emotional. They're not sure you
understand them well enough to trust you with one of the biggest
financial decisions of their life. More facts won't fix that. More
questions will.
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No-No #4: Treating every appointment the same. A seller moving
because of a divorce is not the same as a seller moving because
they're upgrading. A motivated seller with a hard timeline is not the
same as someone testing the market. The agents who win adapt to
the person in front of them, not the script in their head.

Cutting these four mistakes out of your process will change how your
appointments feel immediately. But even the best-prepared agent will hit
moments where the seller pushes back. What happens next is often the
whole ballgame.
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Chapter 5: The Top-Performing Seller Objection
Responses - and the Ones That Send Motivated
Sellers Straight to Your Competition

Objections aren't rejections. They're requests for more understanding.
And once your agents get that, everything changes.

Here are the four most common objections and how to handle them.

"I'm speaking to other agents." Wrong response: "We're the best in the
area. Let me show you our numbers." Right response: "That makes
complete sense. This is a big decision. Can I ask, what's most important
to you when you're choosing who to work with?"

You're not competing. You're finding out what they value, and then you
speak to exactly that.

"I need to think about it." Wrong response: "Of course, take your time. I'll
follow up next week." Right response: "Absolutely, what specifically do
you want to think through? I want to make sure I haven't left anything
unclear." I think this approach would be better in this case Right response:
"Yeah thats fine, whats your timeline over the next couple of days in
getting back to me so I can see if I'll be available for you? (Book the time)
then say "before I let you go what are you wanting to go over in your mind
so I can make sure I'm prepared for our call on [DYN] Date?"

This opens the real objection. Nine times out of ten, "I need to think about
it" is covering something specific. Find it.
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"What's your commission?" Wrong response: Immediately justifying your
rate or dropping it to win the business. Right response: "Before we get
there, I want to make sure the fit is right for you first. What outcome are
you most focused on from this sale?"

Price is almost never the real issue. Value is the issue. Anchor to value
and the outcome (results based thinking) before you ever discuss cost.

"I'll wait until the market improves."

Wrong Response: Launching into a market analysis to convince them the
timing is fine. Right response:

"That's a fair thought. What would the market need to look like for you to
feel ready to move?"

Now you know their threshold. And you can have a real conversation
about whether waiting actually gets them there.

Notice That Every Right Response Does The Same Thing: It opens the
conversation back up instead of trying to close it down. That same
instinct applies to the very first thing your agents say when they walk into
a listing appointment, and it might be the most counterintuitive piece of
advice in this entire playbook.
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Chapter 6: Why You Should NOT Lead With
Your Track Record - and What to Do in the First
60 Seconds Instead

This one surprises people.

Most agents are trained to open with credibility: how many homes they've
sold, how long they've been in the market, their average sale price. And
on the surface, it seems logical. You're establishing authority.

But here's what's actually happening in the seller's head: "Great. Another
agent talking about themselves."

Your track record means nothing to a seller until they believe you
understand their specific situation. Leading with it before you've asked a
single question about their needs positions you as someone running a
pitch, not someone who's genuinely there to help.

What to do instead: in the first 60 seconds, ask one question and then
shut up.

Something like: "Before I share anything about how we work, I'd love to
understand what's most important to you about this process. What would
make this the right experience for you?"

That question does three things immediately. It signals that you're
different from every other agent they've met. It gives you a roadmap for
the entire conversation. And it makes the seller feel like the focus is on
them. Because it is.

Your track record becomes powerful context after you've built that trust.
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Once they feel understood, credentials reinforce the decision they're
already leaning toward. But lead with them, and you're just another agent
with a folder.

What You Now Know That Most Agents Don't

Let's pull it all together.

Listings are won by the agent who listens the hardest and asks the best
questions, not the one with the slickest pitch or the biggest marketing
budget. The first four minutes are where trust is built or lost, and one well-
placed question at the start does more for your position than an hour of
presenting.

The conversation framework - 85% questions, 10% targeted presentation,
5% commitment - turns a seller appointment into a conversation where
the prospect walks themselves to the close.

The four mistakes that silently kill listings are things you can stop doing
today. The objections that used to end deals have responses that work,
and now you know what they are.

And your track record isn't your opener. It's your closer.

This is the framework our ISA team runs on every single call. It's why our
certified, pre-vetted appointments convert at a fundamentally different
rate than anything a contact list has ever produced. The methodology
works because it's built around one idea that never changes, regardless
of market, price point, or location: people move forward with agents who
make them feel understood, not agents who make them feel sold to.
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You've got the framework. You know what to say, what to ask, and what
to stop doing immediately. But there's a difference between knowing the
playbook and having someone fill your calendar with vetted, motivated
sellers so your team can actually run it.

That's what we do at Ascension Group. We build and operate the entire
acquisition system inside your business - from the first touchpoint to a
Certified seller sitting on your calendar, ready to have the conversation
you're now equipped to win.

Right now, we're offering a free 30-minute ‘Certified Listing Machine’
strategy call to a small number of broker-owners who are serious about
fixing their pipeline. You'll walk away knowing exactly how many qualified
seller appointments your calendar should be generating, where your
current setup is leaking GCI, and what a real acquisition system looks like
when it's running inside your business.

Claim your free call now (and receive a free agent coaching
session valued at $1,700)
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	No-No #2: Jumping to solutions before you understand the problem. Agents get excited and start pitching their marketing plan before they've asked a single question about what the seller actually needs. This instantly positions you as just another agent running a process, not someone who gives a damn about their situation.
	No-No #3: Handling objections with logic. When a seller says "I need to think about it," giving them more data doesn't help. The objection is almost never logical. It's emotional. They're not sure you understand them well enough to trust you with one of the biggest financial decisions of their life. More facts won't fix that. More questions will.
	CLAIM YOUR FREE CALL NOW (AND RECEIVE A FREE AGENT COACHING SESSION VALUED AT $1,700)
	ASCENSIONGROUP.IO

	No-No #4: Treating every appointment the same. A seller moving because of a divorce is not the same as a seller moving because they're upgrading. A motivated seller with a hard timeline is not the same as someone testing the market. The agents who win adapt to the person in front of them, not the script in their head.
	Cutting these four mistakes out of your process will change how your appointments feel immediately. But even the best-prepared agent will hit moments where the seller pushes back. What happens next is often the whole ballgame.

	CLAIM YOUR FREE CALL NOW (AND RECEIVE A FREE AGENT COACHING SESSION VALUED AT $1,700)
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	Chapter 5: The Top-Performing Seller Objection Responses - and the Ones That Send Motivated Sellers Straight to Your Competition
	Objections aren't rejections. They're requests for more understanding. And once your agents get that, everything changes.
	Here are the four most common objections and how to handle them.
	"I'm speaking to other agents." Wrong response: "We're the best in the area. Let me show you our numbers." Right response: "That makes complete sense. This is a big decision. Can I ask, what's most important to you when you're choosing who to work with?"
	You're not competing. You're finding out what they value, and then you speak to exactly that.
	"I need to think about it." Wrong response: "Of course, take your time. I'll follow up next week." Right response: "Absolutely, what specifically do you want to think through? I want to make sure I haven't left anything unclear." I think this approach would be better in this case Right response: "Yeah thats fine, whats your timeline over the next couple of days in getting back to me so I can see if I'll be available for you? (Book the time) then say "before I let you go what are you wanting to go over in your mind so I can make sure I'm prepared for our call on [DYN] Date?"
	This opens the real objection. Nine times out of ten, "I need to think about it" is covering something specific. Find it.
	CLAIM YOUR FREE CALL NOW (AND RECEIVE A FREE AGENT COACHING SESSION VALUED AT $1,700)
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	"What's your commission?" Wrong response: Immediately justifying your rate or dropping it to win the business. Right response: "Before we get there, I want to make sure the fit is right for you first. What outcome are you most focused on from this sale?"
	Price is almost never the real issue. Value is the issue. Anchor to value and the outcome (results based thinking) before you ever discuss cost.
	"I'll wait until the market improves."
	Wrong Response: Launching into a market analysis to convince them the timing is fine. Right response:
	"That's a fair thought. What would the market need to look like for you to feel ready to move?"
	Now you know their threshold. And you can have a real conversation about whether waiting actually gets them there.
	Notice That Every Right Response Does The Same Thing: It opens the conversation back up instead of trying to close it down. That same instinct applies to the very first thing your agents say when they walk into a listing appointment, and it might be the most counterintuitive piece of advice in this entire playbook.
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	Chapter 6: Why You Should NOT Lead With Your Track Record - and What to Do in the First 60 Seconds Instead
	This one surprises people.
	Most agents are trained to open with credibility: how many homes they've sold, how long they've been in the market, their average sale price. And on the surface, it seems logical. You're establishing authority.
	But here's what's actually happening in the seller's head: "Great. Another agent talking about themselves."
	Your track record means nothing to a seller until they believe you understand their specific situation. Leading with it before you've asked a single question about their needs positions you as someone running a pitch, not someone who's genuinely there to help.
	What to do instead: in the first 60 seconds, ask one question and then shut up.
	Something like: "Before I share anything about how we work, I'd love to understand what's most important to you about this process. What would make this the right experience for you?"
	That question does three things immediately. It signals that you're different from every other agent they've met. It gives you a roadmap for the entire conversation. And it makes the seller feel like the focus is on them. Because it is.
	Your track record becomes powerful context after you've built that trust.
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	Ready to See What a Full Calendar of Certified Seller Appointments Actually Looks Like?
	You've got the framework. You know what to say, what to ask, and what to stop doing immediately. But there's a difference between knowing the playbook and having someone fill your calendar with vetted, motivated sellers so your team can actually run it.
	That's what we do at Ascension Group. We build and operate the entire acquisition system inside your business - from the first touchpoint to a Certified seller sitting on your calendar, ready to have the conversation you're now equipped to win.
	Right now, we're offering a free 30-minute ‘Certified Listing Machine’ strategy call to a small number of broker-owners who are serious about fixing their pipeline. You'll walk away knowing exactly how many qualified seller appointments your calendar should be generating, where your current setup is leaking GCI, and what a real acquisition system looks like when it's running inside your business.
	Claim your free call now (and receive a free agent coaching session valued at $1,700)


