
Go for Exclusive or Non-Exclusive Salesperson?



PROTECT SELLER’S INTEREST

• Exclusive salesperson will act based on the seller’s interest in terms of 
negotiation, finance, timeline etc.

• There will be strictly no tricks behind sellers’ back

• Exclusive salesperson will only protect seller’s interest and stand for 
the sellers

• Exclusive salesperson will make the house sellable by proposing 
marketing strategies at the comfort level of sellers

• Exclusive salesperson facilitates closing by overseeing the signing and 
monetary arrangement in the interest of sellers
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BETTER CONTROL ON PRICE

• Exclusive salesperson will not act like messenger / intermediary for 
offers in the negotiation process

• But will work on buyers to get the best possible offers for sellers then 
present the highest offers to sellers for discussion

• Exclusive salesperson will only advertise at the marketing price 
discussed with sellers at different platforms

• Exclusive salesperson will not just meet owner’s minimum 
expectation, but try to deliver a result which exceeds the seller’s 
expectation   
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BETTER CONTROL ON VIEWINGS

• Exclusive salesperson eliminates the chance of showing the house to 
the same buyers through different non-exclusive salespersons

• Exclusive salesperson can better manage the viewing schedule by 
arranging back-to-back

• Exclusive salesperson can make the viewers feel competitive with 
back-to-back viewings

• Non exclusive salesperson might just arrange at different timings

• Sellers might not have much family or rest time if the viewing gap is 
big 
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DEDICATED & COMMITTED

• Exclusive salesperson qualifies genuine prospects before arranging 
viewings so that sellers’ time is well spent

• Exclusive salesperson will make time to attend all the viewings and 
follow up closely with the enquiries

• Exclusive salesperson will display diligence and be an active listener to 
sellers’ concern, only then can do the best marketing campaign and 
timeline planning

• Exclusive salesperson will spend huge amount of time effort to share 
knowledge, stories, past experience so that sellers make the right 
decision
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PROBLEM SOLVER & PROCESS HANDLER

• We all have totally n idea what storm is brewing.

• There will be a lot of permutations and combinations of problems / 
hiccups arise from buyers

• What appears to be normal transaction might have deep under 
current

• Exclusive salesperson will do the best to ensure credit assessment, 
legal conveyance and timeline planning.

• Exclusive salesperson wants to have pleasant transaction for both 
buyers and sellers
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CONSUMER EMPOWERMENT INITIATIVE
- An Education Series on Real Estate Matter -
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CONSUMER EMPOWERMENT INITIATIVE
- An Education Series on Real Estate Matter -

What I’m trying to do is not just selling a big ticket item & just handle paperwork for you. I am 

handling a complicated & meaningful symbol in your life. The house could be your 

matrimonial home where past events and memories being created. If today I’m not interested 

in you or the house, I won’t even talk about exclusive which is very beneficial to owners.
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5-Star Services | Website Profile | SRX Profile

https://www.facebook.com/jj.wong.5star
https://www.facebook.com/jj.wong.5star
https://www.facebook.com/jj.wong.5star
https://axlwongjunjie.wixsite.com/jjwong
https://www.srx.com.sg/jjwong
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DISCLAIMER:

1. By making materials and information available to The Subscribers including facts, data, views, opinions, analyses, comments and recommendations, The Sender is not giving 

financial, investment, tax, legal, professional or any other advice.

2. The Subscribers agree that and confirm that they shall not treat nor regard any information as constituting advice of any kind.

3. The Sender makes no warranty or representation, express or implied, as to the information's accuracy, reliability, completeness, timeliness or otherwise.

4. The Subscribers shall at all times rely entirely on his / her own assessment and judgement before deciding to enter into or undertake any transaction.

5. While the information has been obtained from sources believed to be reliable, The Subscribers must bear in mind that none of the data, facts, information, analyses, opinions, 

comments contained within the information has been customised or tailored specifically for any person.


