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Hi, is (seller’s name) available?
Hi, (seller’s name) this is (your name) with (your company name).  I am just calling to let you know I sent you a FREE, NO OBLIGATION report about expired listings to help you figure out why your house did not sell.  I have a quick question for you, are you still interested in selling the house?

I already listed the home with another agent.

Well, enjoy the free report and best of luck; I am sorry I missed that.  I will contact your agent for any other information.  If you have any other real estate related questions, feel free to visit us at www.(yourwebsite).com.

I am going to relist with the same agent.

I respect that, and since you have not re-listed yet would you mind if I sent you some information via e-mail.  I have a pre-listing packet that I provide future home sellers at no cost or obligation. This document tells you how I sold (#homes sold) last year. This document recently updated so it gives good insight on the current real estate market and what it takes to SELL a home.

Yes

Wonderful, what is your e-mail? I will get that right out to you. I will follow up with you in a few days to make sure you received it.


No

 I appreciate that. It sounds like you’re pretty confident in this agent. If you change your mind, you can download my pre-listing document on my web site. Just visit www.(yourwebsite).com , best of luck and thank you for your time.

Yes: (Close for the appointment)

Great what I would like to set up a time to come out and take a look at your home. While I am there I can give you a good idea of what I think your home should sell for and in what time frame. One thing I promise is to tell you the good, the bad and the ugly. What works best for you (give two choices), day or evening? 
No
What if a buyer knocked on your door today and offered YOUR PRICE, would you take it?
No

Would you consider selling in the future when the time is right? When do you think that might be? Would you be interested in receiving a free copy of our monthly (name of your report) to keep you informed about what’s going on in the market? (Schedule a follow up call in half the time and add them to the newsletter mailing list.)

No, getting frustrated and upset
I bet you have been getting a lot of calls and promises from real estate agents and I appreciate how frustrated you must feel, but there is a HUGE difference between real estate agents, what they can offer and how they ACTUALLY perform. Most agents only sell 2-3 homes a year no matter what company they work for. I on the other hand, sell (# homes you sell annually)

Seems Interested
I would love to tell you more about what I do differently and how I managed to sell (#homes sold) while the average agent only sells 2-3 homes per year.

Yes
Which day is best for you (give two choices) day or evening? (make appointment and go to Seller Qualifying questions)

We are just going to hold off on selling for a while:


I can appreciate your wanting to take a break from selling, but don’t let a bad experience with another agent determine whether you move. I am sure you were pretty excited to move when you started this process right? I have helped many clients in your same shoes, to sell their home for top dollar without all the hassles and problems you have experienced to this point. If we could do that for you would you be open to selling?

Hard Closes:


Why do you think some agents sell lots of homes and some don’t?  That’s exactly why we need to get together. I’ll show you exactly why we sold over _______ homes while your home was on the market. There is no cost or obligation. What day works best for you? ___________________________


(Seller’s name) I have sold ________ homes while yours was on the market. Do you want to sell your home? Then you need a different approach. When can we stop by?


The bottom line is that homes fail to sell for only four reasons:  Location, Condition, Marketing or Price.


Do you think your agent did a great job marketing your home? Then when can we get together so we can discuss an aggressive marketing system that is proven to get homes sold? What day works best for you _______________or ____________________.


The average agent sells less than 10 homes a year. This is hardly enough money to eek by and make a living. When it comes to the agent that is marketing your home, you do want someone that can afford to spend the money on marketing it properly, right? Then when would be a good time to stop by? 

COACHING | TRAINING | REALTORS® | BE A PRO
Copyright © 2011 – The Top Producer Group, LLC – All Rights Reserved

