Expired Dialog
Seller: Hello?

You: May I speak to David?

Seller: This is David.

You: David, [This is Your Name with Company]. How are you?

Seller: I’m good. How are you?

You: Doing well. Hey listen, I’m calling about the property on Ohio. I notice it came up on the market as an expired listing. Wanted to know why that property did not sell?
Seller I’d like to know that myself, Hoss. I just don’t think that my realtor did the due diligence on getting it sold. I really just don’t think that they put a lot of effort into getting it sold.

You: Well, how long was it on the market?

Seller: It was on the market for 120 days.

You: And the property didn’t sell in 120 days?

Seller: No, sir.

You: Well, did you have traffic through there, or . . .

Seller: Not that we could really say what we would call traffic. I mean, we might get two or three showings, maybe, in a two week period.

You: What do you think could have been done differently to effectively market the property?

Seller: Well, Hoss, I don’t know that me and my wife are even thinking about putting it back on the market. We’re a little reluctant after what we’ve dealt with the past realtor; you know, lack of communication between her, and the fact that we had zero open houses. Honestly, we’re just kind of disgruntled about the whole situation, to be quite honest you. And you know, in this down market, this soft market we’re in, right now, it just doesn’t make a whole lot of sense to put it back on the market.

You: Okay. So obviously, you’re wanting open houses.
Seller: Well, I just thought maybe that there could have been some more effort. I just don’t feel like marketing efforts are what they should have been, and we’re just a bit disgruntled over the whole situation. You know, we just expected that selling the house would be lot easier than this.

You: Well, let’s go back to the goal. Do you still want to sell this property? 
Seller: Well, yeah, we’d like to. We’d like to move out to California with our kids. We’d be closer to our kids. And we just don’t see like we’re going to see a light at the end of the tunnel on it.

You: But you still want to sell the property.

Seller: Yeah, we’d like to.

You: So, why take a break if you’re still wanting to sell the property?

Seller: Well, because, it’s like I said, we’re just in this soft market, right now, and, you know, what can you do that the other realtors can’t? You know? Aren’t all realtors the same?

You: That’s the myth, but, I’ll tell you . . . Let me ask you. Did you get the letter I sent you?

Seller: I’m not quite sure. I’ve had quite a few letters sent to me.

You: I know. I’m sure you’re probably inundated, and I’m probably the hundredth realtor that’s called you. It’s actually the one that said I’ll sell your home in 59 days or I’ll sell it for free and guaranteed. Did you get . . . remember that? Bright red headline?
Seller: I believe . . . yeah, I believe I saw that one sitting in there. Yeah.

You: In that letter was also my 89 Point Marketing Plan. Did you get a chance to read that?

Seller: I think I had a chance to just glance over it, you know, briefly.

You: Here’s the deal, David. What we do, is we specialize in . . . me and my team, we work with sellers whose property [that was] on the market expired. The first agent failed to sell the property. That’s my business model. And that’s what we do, is we come in and we sell the property when other agents have failed. That’s the reason that we had to have an 89 Point Marketing Plan, because it is a tough market, right now. You know, there’s a lot of people in your situation, unfortunately. But the good news is, is we’ve got the marketing plan to help them out. I understand the situation you’re in. It’s tough, especially whenever the other agent wasn’t communicating with you. You know? And I apologize on behalf of the industry. 
But in that letter it also talked about our Tuesday guarantees, where we call all of our sellers every Tuesday. We’re in this business to sell the properties that fail to sell. We understand what you expect. The last agent never communicated with you. We take care of that by calling you once a week. We have our 89 Point Marketing Plan and we also have our performance guarantees. And I think it’d be well worth your while to look into it. I mean, I know that you’re tired of making your bed, every single morning, you know, for the last 120 days.
Seller: You know, once again, I just don’t know what you’re going to be able to do that, that other agent hasn’t been able to do. I mean, you know, with communication, yeah, that’s great. But does that really get my house sold? I mean, yeah, I’d like to have more communication with my agent, just to know kind of what the status is, and what’s going on. Why it is that we had so very few showings. What would you do to increase my showings on my house?

You: Well, it sounds like it wouldn’t be that hard to out market the last agent. I mean, it sounds like they didn’t do much at all. The property to be on the market 120 days, the property not selling; they never communicate with you. Like I said, in our 89 Point Marketing Plan, it goes in-depth. And I mean, and you have it right there in front of you; I mean, at least under the pile. And, you know, most agents have a three-point marketing plan: they put the sign in the yard, they put it on the MLS . . . And we have an 89 Point Marketing Plan. You will be communicated with. But, you know, let’s step back and look at the initial goal, and that’s to sell the property. And I think you owe it to yourself to at least sit down with me for five, ten minutes, look at the market, show 
you what we can do differently, and if you don’t like what you happen to see, then you don’t have to do anything. But I’d love an opportunity to at least take a look at your property and show you what we can do differently.
Seller: Well, you know, my brother-in-law had his house listed across town here, just before we did, and their house sold fairly quickly. And he was showing me that his realtor that he utilized, had a virtual tour on his house. Have you seen one of those before?

You: A virtual tour?

Seller: Yeah. My realtor didn’t do anything like that for us.

You: They didn’t? No virtual tours?

Seller: Yeah, I thought that was pretty nice, was the virtual tour, where people could see that online. Is that something that y’all do?

You: Yeah, I mean, what we will do is, I’m going to take a look at the property. And then if it’s something that I feel is going to benefit selling that property, then we will do it. Typically, you know, as far as virtual tours go, I will tell you this; that they are very neat. But here’s the deal. What I find is, whenever you have virtual tours, and the virtual tour’s out there; people are looking at it. It almost reduces showings, because people do not want to come look at the property, because they feel like they can already look at the property through the virtual tour. 
Whereas, if we have still photos, and we have multiple[s] of them . . . I know our multiple listing, we can put ten photos on it . . . and with those ten photos, they’re very nice professional photos, and it compels the prospect to get in there and look at it. I used to put virtual tours on every single one of my properties, but I found that it reduces showings because more people can look at it from their computer than actually getting out there and look at the property itself. You see what I’m saying?

Seller: What about open houses? Do y’all do open houses?

You: You know what? Here’s the thing about open houses. And I’ll tell you a fact about them. Every year the National Association of Realtors, they do a statistic. And only 1 to 2 percent of the time, David, I hold that house open, it’s going to sell. Okay? So, what that means is, is I can hold your house open 100 times, and it’ll sell. So, why should we spend two, three, four hours, at your house, on a Sunday, kicking you out, to hold it open, and you’re going to be inundated with showings all week, anyway. What I would like to do is, I would like to put my marketing where it works. Open houses worked in the 1980s, early ‘90s, because there wasn’t the Internet. Now we have the Internet. Everybody looks at properties on the Internet, now. The open houses are actually used to generate leads for the real estate agents. So, I would rather not kick you out of your house on a Sunday to generate leads. Quite frankly, we generate enough leads through all of our listings, anyway.

Seller: Well, now, let me ask you this. You talked earlier about some 59 day program where you sell my house, or it’s for free, or you buy it, or something like that. What was that all about?

You: It’s just as it states. If we don’t sell your property in 59 days, then we’re going to sell it for free and guaranteed.

Seller: I might be interested in listening to something about that.
You: And I think it will be well worth your while. What I’d like to do is, I’d like to go over it whenever I sit down with you. And, you know it’s, honestly, it’ll probably take longer than ten minutes to go over it, but I’d like to at least come take a look at your property and go over my performance guarantee and see if we can do business together. I mean, it can’t hurt anything. I mean, your property has already been on the market for 120 days. That’s a long time considering the average days on the market’s only 80.

Seller: Right.

You: You going to be around there tomorrow around three o’clock, David?

Seller: I won’t be here at three. I’ll be here at four.

You: Four? How about your wife?

Seller: She’s not going to be here.

You: Okay. When will both of you guys be there?

Seller: Probably Saturday.

You: Saturday?

Seller: Yeah, Saturday. Our morning’s free on Saturday.

You: Okay, because I’d like to sit down with both of you. So, I know she’s going to have questions, too. She’s probably just as frustrated as you are.

Seller: She don’t make much of the decisions on this, anyway. I think I handle most of the decisions. But that’s quite all right. If she wants to be there, that’s fine.
You: Okay. On Saturday, what time will both of y’all be there?
Seller: How about ten o’clock.

You: Ten o’clock? Okay. Perfect. And I’m going to meet you there at the property on Ohio. At ten o’clock. Okay. Perfect. And hey, David, let me ask you something. If I come out there, and you like my 89 Point Marketing Plan, you like my performance guarantee, you think I’m the greatest realtor in the world. Is there any reason why you would not do business with me at that time?

Seller: Um, I have to hear you . . .
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