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When it comes to making Expired Calls, it’s very important to operate from a position of empathy. The more understanding you utilize when making these calls, the better the results you will get. Also, it’s important to ask open-ended questions to keep the conversation moving. By letting them talk and building rapport, you do two things:


1) You lower their protective shield
2) You find out what their pain and pleasure points are so you can sell to them and show them how you will solve the problem(s) resulting from their home not selling when it was first listed.


Hi (seller name) this is (your name) from (your company) I’m calling because I was reviewing the MLS and I noticed that your home was no longer for sale. I wanted to find out when you were going to be interviewing agents for the job of selling your home.

If the seller is interviewing agents:


When I come over, I can let you know what your home is worth, at the same time I can tell you what to do and more importantly, what not to do in order to get top dollar for your home and finally, I can tell you the fees and expenses that go along with selling your home so you have a good idea what you’ll walk away with when we sell your home.  Which day is best for you __________ or ___________?  


Wonderful, is morning or afternoon best for you?


(Confirm the time and then go to Seller Interview Questions.)

If the seller is NOT interviewing agents:

I can appreciate that.  When you put your home on the market originally, where were you headed? 

When were you hoping to be there? 

Why do you think your home didn’t sell? 

I understand.

Let me ask, if we could find a Buyer who was willing to pay your price and close at a time acceptable to you, would you still be open to selling your home?

Yes

Wonderful, let’s set a time for me to see your home; that way I can let you know what your home is worth, at the same time I can tell you what to do and more importantly, what not to do in order to get top dollar for your home and finally, I can tell you the fees and expenses that go along with selling your home so you have a good idea what you’ll walk away with when we sell your home.  Which day is best for you __________ or ___________?  


Wonderful, is morning or afternoon best for you?


(Confirm the time and then go to Seller Interview Questions.)

No


So your plans have changed? 

Now use the answers to the questions to close for the appointment.


Handling Objections:


Why didn’t you bring a buyer, when the house was on the market?

At the time it was on the market, I didn’t really hear about it and I pride myself on keeping my ear to the track when new listings come on the market. It looks like you have a really nice house, so I can’t imagine why people didn’t want to see it. What type of marketing did your prior real estate agent use?  We spend over $_________ per month to generate over ___________ leads per month at our office, which is at least 10 times what the average agent does each month. By generating so many leads, we can drive more Buyers to your home to get you more showings and increase the price paid on your home.

If I can show you how we can dramatically increase the number of showings on your home to get your home sold at your price and in a time frame acceptable to you, would you be open to meeting with me?

We didn’t have many showings.

1) It looks like you have a really nice house, so I can’t imagine why people didn’t want to see it. What type of marketing did your prior real estate agent use? We spend over $_____ per month to generate over _______ leads per month at our office, which is at least 10 times what the average agent does each month. By generating so many leads, we can drive more Buyers to your home to get you more showings and increase the price paid on your home.
If I can show you how we can dramatically increase the number of showings on your home to get your home sold at your price and in a time frame acceptable to you, would you be open to meeting with me?

2) Our team is currently working with over ___________ Buyer clients right now. When we list a home, we expose your listing to this group of highly qualified and pre-approved Buyers even before we put it on the MLS to see if we can sell it to them in 24 to 72 hours to make it easier for you.

If we could get your home sold in a short period of time by selling it to one of our qualified Buyers, would you open to finding out how we could do that for you?

It was the price.

Is that your belief or is that what your agent told you? I’m not trying to be smug, but that’s the excuse a lot of agents give when a home doesn’t sell. It could have been the price, but I wouldn’t be able to tell without seeing your home. Price is a function of supply and demand and I know that we spend more than $____ every month on marketing and advertising to generate Buyer traffic to your home.

If I can show you a way that we dramatically increase the demand on your home to get you the best possible price, would you be open to meeting with me?

We are going to wait a while before we list again.

I can appreciate that. So, have your plans changed? 

Find out why and then solve. It doesn’t matter what the reason is, i.e., school, weather change, more money etc. (assuming the time frame matches your time on market) you can handle it like this.

Even with the large number of homes on the market today, Buyers are still waiting to wait a little longer for a closing on the right home. If we could find you a Buyer that was willing to pay your price and give you that extra time to close, would you be open to meeting with me?

We want to do some work on the home.

I can appreciate that. The people who buy your home may not want things fixed up or changed the way you’re going to do it and all your time and money could be lost. If we can show you a way to find a buyer willing to pay your price without having to do the work, would you be open to meeting with me?

We’re going to re-list with the agent again.

Have you signed the listing agreement yet?
If yes, wish them well and offer to help them if their home doesn’t sell again.

If no:

Are you concerned that if you choose the same agent, you’re going to get the same results? 
All agents are different, and with our marketing and advertising, we’ve been able average our sellers ___% of their asking price with a closing date __ to __ days shorter than the market average. If I can show you how we can get you ___% of your asking price in __ fewer days than the market average of __, would you be open to meeting with me?

We’re going with another agent.

Have you signed the listing agreement yet? 
If yes, wish them well and offer to help them if their home doesn’t sell again.

If no:


Before you commit to another long term contract for thousands of dollars don’t you think it would be a good idea to get one more opinion? All I need is about 20 minutes of your time……….. What is best for your today or tomorrow?


If you cannot get an appointment:


If you do move in the future, when might that be? 

We have a monthly newsletter we send to all our clients that has great information about the current real estate market. Would if be ok if I add you to the list? 
What is your email address? 


Thank you, (seller name) and we look forward to an opportunity to possible work with you in the future.
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