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                                          Assistant’s Seller Script


Use the greeting script. If this is a potential listing, say this:

"Thank you for calling ______’s office. She/he will be very happy to call you back this afternoon at 1:00 or 2:00. Which time is more convenient for you? Great. So that ______ can do a great job for you, I need to ask you a couple of questions. Did ______ sell your home to you?"

If Yes: “When? Address? Any improvements? Where are you moving? (At this point, if it is out of the area, go for referral). Great, ______ belongs to a referral system of the top 1% of the agents in the country. As a part of ______’s customer service, we will send your name out to the top agent in that area. This, of course, is no cost and no obligation to you. I will forward this information on to ______ and make sure you are contacted between 1:00 and 2:00 this afternoon. What is the best number to reach you on today? Do you have a cell phone? Thank you for calling. We will be contacting you as soon as ______ returns. Have a great day!”

If No: “How did you happen to call? How long have you lived in your home? How soon do you need to move? Where are you moving to? (At this point, if it is out of the area, immediately go for referral.) Great, ______ belongs to a referral system of the top 1% of the agents in the country. As part of ______’s customer service, we will send your name out to the top agent in that area. This, of course, is no cost and no obligation to you. Do you have your mortgage papers available? ______ may have some questions regarding that information. What is your home phone number, cell phone number, and office number? Thank you for calling. I'll make sure ______ gets this information and will call you this afternoon. Have a great day!”


Top Pro Assistant Tips:


1. Always be able to access the agent's schedule.

2. Meet or text agent at 11:30 or pre-plan to schedule agent’s return calls.

3. Email, text, or schedule the appointment for your agent.

4. Add the info to the agent’s database, preferably as you take it.

5. Make extra copies of the Seller Script.

6. Put copies on a clipboard and/or on the wall near your phone.

7. Your goal is to help your agent become and remain a Top Producer.
