DOCSTARA FREE FIELD GUIDE

/ Al Prompt Mistakes
Real Estate Agents Make

And how to fix them with real-world listing, buyer, seller, CMA, inspection,
and transaction examples.

WHAT'S INSIDE

e 7 common prompting mistakes agents make
e 21 field-specific real estate examples
e Weak prompt vs. better prompt comparisons

e A repeatable prompt formula you can use immediately

Built for working real estate agents - not prompt engineers.
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How to use this guide

Al is most useful when you give it clean facts, clear instructions, and a defined job. The goal is not
to make Al sound smart. The goal is to make your workflow more consistent, faster to review, and
easier to trust.

The Docstara Prompt Formula

Goal + Audience + Verified Facts + Tone + Format + Constraints + Review

Use this formula whenever you ask Al to create listing copy, client communication, guides,
summaries, or transaction documents.

One important rule

Al output is a draft. Verify property facts, transaction details, dates, contract language, local information,
and anything that could affect a client before you use it.

QUICK TEST BEFORE YOU HIT ENTER

Did | give it the verified facts?
Did | define who the output is for?
Did | say what tone and format | want?

Did | tell it what not to invent?
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TIP1OF7

Mistake 1: Being too vague

Tell Al exactly what you need: the goal, audience, tone, facts, and output format.

FIELD EXAMPLE 1: Listing description

You have a 3-bedroom Carlsbad condo with ocean-peek views, new flooring, and a two-car garage.

WEAK PROMPT
“Write a listing description.”

BETTER PROMPT

“Write a polished MLS-style listing description for a 3-bedroom, 2-bath Carlsbad condo. Highlight ocean-peek views,
new flooring, a two-car garage, and walkability. Keep it under 1,000 characters, professional, warm, and factual. Do
not invent features.”

FIELD EXAMPLE 2: Buyer follow-up

A buyer liked a house but is worried about the roof and older windows.

WEAK PROMPT
“Write a follow-up text.”

BETTER PROMPT

“Write a friendly follow-up text to a buyer who liked the home but is concerned about the roof and older windows.
Acknowledge the concerns, remind them we can investigate condition during inspections, and ask whether they
want to discuss an offer. Keep it under 90 words.”

FIELD EXAMPLE 3: Seller update

Your listing had 12 showings in 10 days but no offers.

WEAK PROMPT
“Tell my seller what is happening.”

BETTER PROMPT

“Draft a concise seller update after 12 showings in 10 days with no offers. Tone: calm, professional, and
data-driven. Explain that activity is healthy but conversion is weak, suggest reviewing price and presentation, and
avoid sounding alarmist.”
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TIP2OF 7

Mistake 2: Leaving out important context

Give Al the facts it would otherwise have to guess.

FIELD EXAMPLE 1: CMA summary

You are preparing a pricing discussion for a 1970s ranch home that is dated but well maintained.

WEAK PROMPT
“Summarize these comps.”

BETTER PROMPT

“Summarize these comparable sales for a seller of a dated-but-well-maintained 1970s ranch home. Note differences
in square footage, condition, lot size, and renovation level. Do not choose a final list price; present the pricing range
and explain the tradeoffs.”

FIELD EXAMPLE 2: Inspection explanation

The inspection found an aging water heater, minor stucco cracks, and a GFCI issue.

WEAK PROMPT
“Explain the inspection to my client.”

BETTER PROMPT

“Explain these inspection findings to a first-time buyer in plain English: aging water heater, minor stucco cracks, and
one non-working GFCI outlet. Separate normal maintenance items from items worth asking the inspector or
contractor about. Do not diagnose or give legal advice.”

FIELD EXAMPLE 3: Neighborhood guide

A relocating family wants schools, parks, commute, groceries, and weekend activities.

WEAK PROMPT
“Write a neighborhood guide.”

BETTER PROMPT

“Create a neighborhood guide for a family relocating to Encinitas. Organize it into schools, parks, groceries,
beaches, commute considerations, and weekend activities. Use only facts | provide; flag anything that should be
verified instead of guessing.”
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TIP3 OF 7

Mistake 3: Asking for too much at once

Break big jobs into stages so each output is easier to review and improve.

FIELD EXAMPLE 1: New listing package

You need a description, flyer copy, social captions, email, and seller talking points.

WEAK PROMPT
“Create everything for this listing.”

BETTER PROMPT

“Step 1: Using the facts below, create only the listing-description draft. After | approve it, we will create the flyer,
social captions, email announcement, and seller talking points using the same facts.”

FIELD EXAMPLE 2: Offer strategy

A buyer wants help analyzing price, contingencies, timing, and negotiation options.

WEAK PROMPT
“Tell me how to write the offer.”

BETTER PROMPT

“First organize the known facts into four sections: price context, competition, buyer priorities, and transaction risks.
Then list questions | should resolve before discussing offer strategy with the buyer. Do not recommend contract
terms until | answer those questions.”

FIELD EXAMPLE 3: Seller prep

The seller needs repairs, staging, photos, launch timing, and showing preparation.

WEAK PROMPT
“Make me a pre-listing plan.”

BETTER PROMPT

“Build this in stages. Start with a prioritized pre-listing checklist grouped into repairs, presentation, documents,
photography, and launch readiness. Wait for my approval before creating the timeline or seller-facing guide.”
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TIP4OF 7

Mistake 4: Forgetting to set the tone

Specify how the response should sound, not just what it should say.

FIELD EXAMPLE 1: Price reduction conversation

You need to recommend a reduction without making the seller defensive.

WEAK PROMPT
“Tell them to lower the price.”

BETTER PROMPT

“Draft a respectful seller email recommending a price adjustment. Tone: calm, confident, collaborative, and
evidence-based. Avoid blame. Frame the recommendation around market feedback, buyer response, and our
shared goal of getting the home sold.”

FIELD EXAMPLE 2: Luxury listing copy

The home is high-end, but the seller dislikes exaggerated marketing language.

WEAK PROMPT
“Make this sound luxurious.”

BETTER PROMPT

“Rewrite this listing copy with an understated luxury tone: polished, architectural, specific, and restrained. Avoid
words like stunning, breathtaking, dream, masterpiece, or one-of-a-kind unless objectively supported.”

FIELD EXAMPLE 3: First-time buyer guide

The buyer is anxious and unfamiliar with escrow.

WEAK PROMPT

“Explain escrow.”

BETTER PROMPT

“Explain escrow to a nervous first-time buyer. Tone: reassuring, plain-English, and professional. Use short sections
and define unfamiliar terms without talking down to the reader.”
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TIP50F 7

Mistake 5: Not giving an example

Show Al the style, structure, or level of detail you want it to match.

FIELD EXAMPLE 1: Agent bio

You want a short, modern bio that avoids generic real estate clichés.

WEAK PROMPT
“Write my agent bio.”

BETTER PROMPT

“Rewrite my bio in the style of this sample: short sentences, confident but not boastful, specific, and modern. Match
the approximate length and structure, but do not copy wording. Here is the sample: [paste sample].”

FIELD EXAMPLE 2: Seller weekly update

You have a format you already use and want Al to repeat consistently.

WEAK PROMPT
“Write my weekly update.”

BETTER PROMPT

“Use the structure of the example below: Activity / Feedback / Market Changes / Recommended Next Step. Keep
each section to 2-3 bullets. Match the direct, professional tone of the sample. [paste prior update].”

FIELD EXAMPLE 3: Property flyer

You want every flyer to have the same branded structure.

WEAK PROMPT
“Write flyer copy.”

BETTER PROMPT

“Use this flyer format exactly: headline, 1-sentence positioning line, 5 feature bullets, 60-word property overview,
and 3 location highlights. Match the concise style of the attached example while using only the new property's
verified facts.”
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TIP6 OF 7

Mistake 6. Accepting the first answer

Treat the first response as a draft and refine it deliberately.

FIELD EXAMPLE 1: Listing copy refinement

The first draft sounds generic and uses too many adjectives.

WEAK PROMPT
“Make it better.”

BETTER PROMPT

“Revise the draft to remove generic adjectives, shorten long sentences, and replace vague claims with specific
property facts. Keep the strongest 3 selling points in the first 75 words.”

FIELD EXAMPLE 2: Client email refinement

The email is accurate but sounds too formal.

WEAK PROMPT
“Rewrite this.”

BETTER PROMPT

“Keep all facts exactly the same, but make this email warmer and more conversational. Shorten it by about 25%,
use a natural agent-to-client voice, and end with one clear next step.”

FIELD EXAMPLE 3: CMA explanation refinement

The analysis is useful but too long for a seller meeting.

WEAK PROMPT
“Shorten this.”

BETTER PROMPT

“Turn this CMA explanation into a 60-second seller talking point. Keep the pricing logic and the two most important
comp differences. Remove technical detail that does not change the pricing conversation.”
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TIP7O0OF7

Mistake 7: Copying and sending without reviewing

Al drafts still need a licensed professional's review for accuracy, context, and judgment.

FIELD EXAMPLE 1: MLS facts

Al writes that the property has a remodeled kitchen even though only the counters were replaced.

WEAK PROMPT
“Send the Al draft.”

BETTER PROMPT

“Before using the draft, compare every factual claim against the seller's verified facts, MLS data, disclosures, and
your notes. Remove or correct anything that is not supported.”

FIELD EXAMPLE 2: Drive times

Al provides commute times that may be outdated or traffic-dependent.

WEAK PROMPT
“Paste the commute section into the guide.”

BETTER PROMPT

“Verify route and timing information using a current mapping source, state that drive times vary with traffic, and
avoid presenting estimates as guaranteed.”

FIELD EXAMPLE 3: Contract/process language

Al gives a confident explanation of a contingency or legal deadline.

WEAK PROMPT
“Forward it to the client.”

BETTER PROMPT

“Review the explanation against the actual contract, transaction timeline, brokerage guidance, and applicable rules.
If legal interpretation is involved, do not rely on Al; use the proper broker or legal resource.”
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The 30-second prompt checklist

Before you ask Al to create a client-facing draft, answer these seven questions:

e What is the exact job?

Listing description, seller update, CMA summary, buyer guide, timeline, etc.

Who is it for?
Buyer, seller, prospect, client, broker, public audience, or internal use.

What verified facts matter?
Property details, transaction facts, dates, feedback, comps, client priorities.

What tone should it use?

Professional, warm, direct, reassuring, restrained luxury, concise, educational.

What format do you want?
Email, text, bullets, table, one-page guide, talking points, MLS-style paragraph.

What should it avoid?
No invented facts, no legal advice, no unsupported claims, no exaggerated language.

What must you verify?

Facts, dates, contracts, local information, commute times, disclosures, and compliance.

THE DOCSTARA IDEA

Better inputs. More consistent drafts. Human review stays in the process.

Docstara turns these principles into ready-to-use Al Inputs for 10 real estate document systems.
Copy / Paste - Fill - Edit.
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