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Mental Preparation:

When calling an expired listing you must understand that there are many other agents bothering them and they are not interested in talking to another one. They just had a bad experience with an agent and don’t want to talk to you. Always pull the tax records first and call them by name and exude extreme confidence in this script. 

Hello! Is (seller name) there?


(Seller name) this is (your name) with (your company names) and I noticed that your home was no longer available.


Would you still consider selling if we had a buyer willing to pay top dollar? 


No


If you decide to sell again, when do you think that might be?
Would you be staying in the area or moving someplace new?


Longer than 3 months


I send monthly neighborhood stats with all of the activity that I send to all of my clients which has great information about what is selling.  Would you benefit from that information?  Great 
What is your email address?


Thank you (seller name) and I look forward to the opportunity to possibly work with you in the future.

Yes


If you sold this home…….where would you go next?


How soon would you like to be there?

Can you tell me a little bit about your home? 
(You are building rapport here))

It sounds like you have a wonderful home. Do you have any idea why it hasn’t sold yet? 
(They will likely blame agent)
Since your home has been on the market I have sold (#homes sold) homes and many of them were not as nice as yours. When would be a good time for me to stop by and take a look at your home, I can give you some specific advice on what to do to get your home sold for the most money and get you to (where they are moving)  as soon as possible.  Which day is better for you ___________ or ____________?  


Before I come out there are a few quick questions I’d like to ask. Is that ok?


(Go to Seller Pre Listing Interview)

Expired Listing Objection Handling:

Relisting with the same agent


Really! What is your agent going to do differently to get your home sold? 

(Listen and wait for response)

I have found that homes listed on the market with the same agent over 90 days have over a 70% failure rate in terms of actually selling. Selling your home is a big decision, if I can show you how I can get your home sold quickly and for the most money, that would be helpful, wouldn’t it? 

When would be a good time get together for about 20 minutes so I can show you? Would ________________ or ________________ be better for you?
Expired – Call Back Script #2
We have already found another agent


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?


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


I can certainly appreciate wanting to take a break from selling, but don’t let a bad experience with another agent determine whether you move or not. 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 I could do that for you would you be open to selling?


We are just going to sell it ourselves


I agree that you could save the commission by selling it yourself. Are you aware that there are over _________ homes currently on the market in your price range and last month only ___________ actually sold. Another __________ homes came on the market too. That means that in your price range _____________ homes fail to sell every month and only __________ actually sell!  (Pause for response)


Another issue you might want to consider is the fact that only 2% of all For Sale By Owners actually sell themselves… and recent study showed homes listed by a real estate agent sell for an average of 22% more than homes sold by owner.
Before you decide to do that lets at least get together and discuss our system for selling homes and see if it makes sense to work together. I can do it at ______________ or ____________. What’s better for you?

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? 
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