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TITLE INSURANCE   |   CLOSINGS   |   1031 EXCHANGE   |   CONTRACT SERVICING

VISIT US ONLINE AT WWW.SECURITY1ST.COM

We Protect Property Rights.
Security 1st Title offers licensed and trained professionals 
to assist you with your title and closing needs. Our local 
experienced staff delivers exceptional service to protect 

property rights of homeowners and lenders.

PRODUCTS AND SERVICES:
 Residential and Commercial Transactions

Purchases and Refinances  |  New Construction 

Foreclosure  |  Short Sales  |  HUD 

Escrow Contract Servicing  |   1031 Exchanges



Want to increase referrals and repeat 
business? Why not market yourself 
daily and remain top of mind with your 
clients by giving them a closing gi  
they will love and con nuously use? 
Cutco – it’s smart marke ng no ma er 
how you slice it! 

Your clients will always remember who their REALTOR® is! 

Blaine Rodman 
Independent Cutco Sales Representa ve 

blainerodman@knivesforlife.com 



9/20/2024

1

Download 
the handout  

ACE Negotiation
The No Nonsense Negotiation Couse

Josh Cadillac

Who are you?

• Name 
• How long have you been in real estate
• What do you like least about negotiating
• What negotiation is the most challenging for you
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Why should we listen to you?

ACE Intro : “What you 

didn’t know; you didn’t 

know about real estate”  (2 

& 3 Hrs.)

ACE Core: (16Hrs.)

ACE Negotiator: The no 

nonsense negotiating 

course (4Hrs.)

ACE Negotiator 2: 

Objection Obliteration 

(4Hrs.)

ACE Negotiator 3: 

Advanced Real Estate 

Negotiation: Body 

Language & Beyond 

(4Hrs.)

ACE Contracts: Writing 

Contracts that Get Signed 

(4Hrs.) 

ACE Lister: (4Hrs.)
ACE Advanced Lister: 

(4Hrs.)

ACE Inflation: Dealing 

with an Inflationary 
market & Why Real 
Estate is the answer 

(3Hrs.) 

ACE Investor 1: 

Investment Essentials 

(4Hrs.)

ACE Investor 2: Advanced 

Investment Essentials: 

(4Hrs.) 

ACE Investor 3: Crunch 

Time: Crunching numbers 

with confidence (4Hrs.)

ACE Investor 4: 
Advanced Investment 

Returns and Projections 
(4Hrs.) 

ACE Investor 5: Real World 

Real Estate Investment: 

(4Hrs.) 

ACE Investor 6: Real Deals 

& Returns (3Hrs.)

ACE Investor 7: The long & 

short of short vs. long term 

rentals (4 Hrs.)

ACE Intro To Commercial 

Real Estate (4 Hrs.)

ACE Commercial 
Contracting: 

Understanding the 
Paperwork that Drives 
Commercial Deals (3 

Hrs.)

Commercial 
Investment Analysis 1: 

Understanding the 
math that drives 

investment (4 Hrs.)

Commercial Investment 

Analysis 1 Part 2: Future 

value, IRR, and Proforma (3 

Hrs.)

Advanced 
Commercial 

Investment Analysis 2: 
Evaluating debt over 
time in the real estate 
investment   (4 Hrs.) 

Commercial Investment 

Analysis 3: Real 
Properties & Real 
problems (6Hrs.)

ACE Dealing with the Deal 

Killers: (4Hrs.)

ACE Buyers Agent 

Bootcamp: (4Hrs.)

ACE Distressed Sales

(4 Hrs.)

ACE Cryptocurrency 

Meeting customers needs 

in a blockchain world (3 & 

4Hrs.

ACE Crypto 2: Closing 
crypto deals from A to 

Z

(3Hrs.)

ACE Valuation: BPO’s 

,CMA’S, & what to expect 

when expecting a good 

appraisal (4Hrs.)

ACE Financing 1:  Lending 

Essentials (4 Hrs.)

ACE Financing 2: 

Understanding financing to 

get your customers 

approved (3 Hrs.)

ACE Creative Financing (4 

Hrs.)

ACE Property Manager 

(4Hrs.)

ACE Managing Distressed 

Properties (3Hrs.)

ACE Ethics: Real success 

the right way  (3Hrs.) 

ACE If Men are from Mars 

and Women are from 

Venus where are my buyer 

and seller from  (2 & 3 

Hrs.)

ACE Business Building & 

Time Management (2 

Hrs.)

ACE The Most Amazing 

Product Ever (2 Hrs.)
ACE Close for Life (2 Hrs.)

ACE Lead Bonanza: How to 

Build and Work your 

Sphere of Influence (2Hrs.)

ACE Better than 12% 

(2Hrs.)

 Open your phones browser

 Go to www.Kahoot.it

 Game pin I will give you 

 Create a screen name 

 No dirty screen names!!!
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Where do we 
Negotiate?

Name some times when we 

negotiate
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© 2018 Century 21 Real Estate LLC. All rights reserved. CENTURY 21®, the CENTURY 21 Logo and One21® are registered service marks owned by Century 21 Real Estate LLC. 
Century 21 Real Estate LLC fully supports the principles of the Fair Housing Act and the Equal Opportunity Act. Each franchise is independently owned and operated.

The most important negotiation
for closing customers

What is the customers 
emotional motivation?

Competitive vs. Cooperative

If you take my pie

I must take your life.
Seriously

Mom the pie is 

mine!
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Look for items with great disparityLook for items with great disparityLook for items with great disparityLook for items with great disparity

Pie is proof 

that God 

loves us.

Have a plan
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Communication works TWO ways

The best negotiation Tool

Mental preparation
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Be aware 
of you
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Care….But not 
too much
Be ready to walk
 It’s a game

How are you sitting?

KNOW IF TIME IS ON YOUR SIDEKNOW IF TIME IS ON YOUR SIDEKNOW IF TIME IS ON YOUR SIDEKNOW IF TIME IS ON YOUR SIDE

Alternatives to Alternatives to Alternatives to Alternatives to 
Accepting OfferAccepting OfferAccepting OfferAccepting Offer
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Be aware of them 

Ask Questions
Figure out what they want

Body Language & Negotiation

What they are saying when they aren’t saying anything
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What is their body telling you

 Are they open or closed

 Are they hiding something

 Are they lying

 Are they aggressive

 Do they need to feel smart

 Do they need a strong hand

 Do they need to think any idea is 

theirs before they will listen

Watch the Eyes

 Who is the one asking the questions

 Who is the one giving you most of the feedback

 Who is most engaged with  you

 Who is leaning forward in their seat

 Who is making the most eye contact
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Dealing with the 
decision maker

 What is their motivation

 What terms matters to them

 How do they need to be 

handled

 Is there an external force

 Do they need to know it all

 Are the others influencers or 

are they irrelevant

 Is there more than one 

decision maker

Handling bad body 
language

 Be aware of what’s going on

 See how things you say affect their posture

 Find issues you can agree on and tie 

negotiating points to them

OTHER STUFF TO THINK ABOUT
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Where, When & How

Start the day right.

Tactics
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The best negotiators I know 

Why do children get what 

they want???

REPETITION……

DON’T ASK FOR CONCESSIONS JUST ONCE

Care less about 
hurting feelings 
than they do
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Don’t be afraid to say…..

 Make it okay to say no (it makes them feel protected and think better)

 It starts at “no”

Aim High

 Ask for more

 Set higher goals 

Be persistent

 Relentlessness pays off
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Recruiting people to your 
side

 Your more experienced than me

 Can you help me on this

 How would you handle this

 When I was new in the business, I 

made the same mistake

Make friends

 People like to do deals with 

people they like

 Relate to what they are going 

through

 Talk about more than business
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Make them 
repeat the price

It is how much ?

HOW MUCH??

How did you get that number???
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I have a budget

It is our policy

Give to get
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Nibbling

© 2018 Century 21 Real Estate LLC. All rights reserved. CENTURY 21®, the CENTURY 21 Logo and One21® are registered service marks owned by Century 21 Real Estate LLC. 
Century 21 Real Estate LLC fully supports the principles of the Fair Housing Act and the Equal Opportunity Act. Each franchise is independently owned and operated.

False Time 
Constraints

The Walkaway
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Making people 
repeat 

themselves

Time
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Silence!
!!

Emotional 
Appeals & 
Manipulation
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Rapport Building
“They are such a 

nice person”

False Time 
Constraints

FOMO
“A chance like this won’t come 

along again”
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Guilt
“Look at the 
trouble you’ve 
caused”

Sympathy
“Do you realize 
how much this 
hurts…”

Reputation
“Do you want 

people to know..”
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Integrity
“I thought you could be trusted”

Threats
“You wont like how this winds up”
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Go debrief 
yourself

 What happened

 What did you do well

 What could you do better

 Review your notes

A trip to the Lab 
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Make 
negotiation part 

of your life

 Discounts

 Preferred treatment

 Better compensation

 Significant other

 kids
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Q & A

ACE Intro : “What you 

didn’t know; you didn’t 

know about real estate”  (2 

& 3 Hrs.)

ACE Core: (16Hrs.)

ACE Negotiator: The no 

nonsense negotiating 

course (4Hrs.)

ACE Negotiator 2: 

Objection Obliteration 

(4Hrs.)

ACE Negotiator 3: 

Advanced Real Estate 

Negotiation: Body 

Language & Beyond 

(4Hrs.)

ACE Contracts: Writing 

Contracts that Get Signed 

(4Hrs.) 

ACE Lister: (4Hrs.)
ACE Advanced Lister: 

(4Hrs.)

ACE Inflation: Dealing 

with an Inflationary 
market & Why Real 
Estate is the answer 

(3Hrs.) 

ACE Investor 1: 

Investment Essentials 

(4Hrs.)

ACE Investor 2: Advanced 

Investment Essentials: 

(4Hrs.) 

ACE Investor 3: Crunch 

Time: Crunching numbers 

with confidence (4Hrs.)

ACE Investor 4: 
Advanced Investment 

Returns and Projections 
(4Hrs.) 

ACE Investor 5: Real World 

Real Estate Investment: 

(4Hrs.) 

ACE Investor 6: Real Deals 

& Returns (3Hrs.)

ACE Investor 7: The long & 

short of short vs. long term 

rentals (4 Hrs.)

ACE Intro To Commercial 

Real Estate (4 Hrs.)

ACE Commercial 
Contracting: 

Understanding the 
Paperwork that Drives 
Commercial Deals (3 

Hrs.)

Commercial 
Investment Analysis 1: 

Understanding the 
math that drives 

investment (4 Hrs.)

Commercial Investment 

Analysis 1 Part 2: Future 

value, IRR, and Proforma (3 

Hrs.)

Advanced 
Commercial 

Investment Analysis 2: 
Evaluating debt over 
time in the real estate 
investment   (4 Hrs.) 

Commercial Investment 

Analysis 3: Real 
Properties & Real 
problems (6Hrs.)

ACE Dealing with the Deal 

Killers: (4Hrs.)

ACE Buyers Agent 

Bootcamp: (4Hrs.)

ACE Distressed Sales

(4 Hrs.)

ACE Cryptocurrency 

Meeting customers needs 

in a blockchain world (3 & 

4Hrs.

ACE Crypto 2: Closing 
crypto deals from A to 

Z

(3Hrs.)

ACE Valuation: BPO’s 

,CMA’S, & what to expect 

when expecting a good 

appraisal (4Hrs.)

ACE Financing 1:  Lending 

Essentials (4 Hrs.)

ACE Financing 2: 

Understanding financing to 

get your customers 

approved (3 Hrs.)

ACE Creative Financing (4 

Hrs.)

ACE Property Manager 

(4Hrs.)

ACE Managing Distressed 

Properties (3Hrs.)

ACE Ethics: Real success 

the right way  (3Hrs.) 

ACE If Men are from Mars 

and Women are from 

Venus where are my buyer 

and seller from  (2 & 3 

Hrs.)

ACE Business Building & 

Time Management (2 

Hrs.)

ACE The Most Amazing 

Product Ever (2 Hrs.)
ACE Close for Life (2 Hrs.)

ACE Lead Bonanza: How to 

Build and Work your 

Sphere of Influence (2Hrs.)

ACE Better than 12% 

(2Hrs.)
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