
 

30 + Years of Real Estate Excellence 

“THE SHOWING” 

 The Collingbourne Group 
RE/MAX All Pro 

40W160 Campton Crossings Drive 
St Charles, Illinois  60175 

630.488.3300 

Everything is going to be fine. The agent has called 

in advance and you have made your last-minute 

preparations as indicated on “Preparing for a 

Showing.” 

Relax! There is nothing more to do. Please try to 

be understanding; the agent may have several ap-

pointments scheduled and may be a bit early or 

late. It’s very difficult to be exactly precise. 

The Dog! Keep Fido away.  Pet lovers will be dis-

tracted and for those who are not, they may be 

annoyed. 

Children should be seen, but not heard! This is a 

new experience for kids, so naturally, they are ex-

cited. However, they could disturb the professional 

flow of the showing. Please ask them to stay away 

from the agent and buyers and go outside or watch 

TV quietly. 

Ding Dong! Answer the door as you would for any 

guest. The agent will handle introductions. Any 

situation that needs mentioning, for instance a sick 

child in one of the bedrooms, do so now. Invite the 

agent to begin the showing, and then excuse your-

self. 

Low Profile: Discretely remain away from the buy-

ers. As helpful as you want to be, your presence 

may be inhibiting. The buyers need to discuss the 

home freely. The agent needs to learn from the 

buyers how they are responding to your home.  

Your presence may limit that free communication. 

What should you do? Pick a room and settle 

down. Read a magazine, watch TV or take a walk. 

When they preview the room you are in, you can 

leave, but it is not necessary. However, don’t stay 

in the kitchen as this is the room where most buy-

ers spend the most time evaluating appliances, 

counterspace and cabinets. 

Conversing with the buyers: If you are asked a 

question about the neighborhood, schools, etc., by 

all means, answer pleasantly. Avoid engaging in a 

lengthy conversation. Questions about the terms of 

sale should be referred to the agent. Any questions 

the buyer’s agent cannot answer can be referred to 

me, your agent. 

Inclusions: The listing sheet should clearly identify 

items that are included or excluded with the prop-

erty. Don’t initiate conversations about other per-

sonal property that you may be interested in nego-

tiating.  There will be plenty of time to discuss this 

during the offer presentation discussions. 

Let the “Pro” work! As much as you love your 

home, don’t be tempted into doing the agent’s job. 

They have been working with the buyers and 

should know what is important to them.  

 
You’ve done all you can. Now, relax, 

and let us do our job. Soon, I’ll be call-

ing you to say “Congratulations, we 

have an offer!” 


