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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

FSBO PHONE APPROACHES

MARKET EXPERT — KEEPING UP WITH THE INVENTORY APPROACH

Associate: Mr. Seller, your home is located in my core service area. Because it is, | would like
to come by and preview your home.

CLOSE OPTION YOU SAY:

Alternate of Choice > W?uld there be a time on or to do that
this week?

Direct Option > I only need about 15 minutes. Does_______ work for
you?

Permission Close > When would be a convenient time to meet this week?

MARKET EXPERT — KEEPING UP WITH THE INVENTORY APPROACH (2)

Associate: | sell a number of homes each year in the area and | like to know all
of the homes that are for sale. Would it be alright if | came by on or would
be better?

CLOSE OPTION YOU SAY:

Alternate of Choice > W?uld there be a time on or to do that
this week?

Direct Option > I only need about 15 minutes. Does work for
you?

Permission Close > When would be a convenient time to meet this week?
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

WORKING WITH A BUYER APPROACH

Associate: Mrs. Seller, | am currently working with a buyer for the area. We
have not found the right home for them. Would it be alright if | came by to see if your home
might meet their needs?

CLOSE OPTION YOU SAY:
Alternate of Choice > Would or be better for you?
Direct Option > Terrific, I'd like to set a time to meet. How about

?

I would only need a few minutes to preview your home.

Permission Close > .
Does later this week work for you?

WORKING WITH A BUYER APPROACH (2)

Associate: Mr. Seller, |1 understand you are selling your home on your own. Let me ask you
this; are you willing to cooperate with real estate agents? What | mean is, if a real estate

agent brought you a qualified buyer at an agreeable price would you be willing to pay a
commission?

We are working with a few buyers for your area that we have not been able to place yet.

CLOSE OPTION YOU SAY:

> May | come by on or later this week to

Alternate of Choice
see your home?

> Terrific, I'd like to set a time to meet. How about

Direct Option N

I would only need a few minutes to preview your home.

Permission Close > .
Does later this week work for you?
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

POTENTIAL INVESTOR APPROACH

Associate: Mr. Seller, your home is located in a solid area for real estate investment. | was
wondering if | could come by to see your home as a principle for possible purchase; to see if it
is a property that would meet my investment needs.

CLOSE OPTION YOU SAY:
Alternate of Choice > Would or be better for you?
Direct Option > I am interested in a property in your area. Would

be a good time to meet at your home?

With your permission, when would the best time be to

Permission Close > .
meet with you?

REVERSE NO SCRIPT OPENING

Associate: Mr. Seller, would you be offended if | came by to take a quick look at your home?
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

STRAIGHTFORWARD APPOINTMENT

Associate: Is this the party with the house for sale?

Seller: Yes

Associate: Have you sold it yet?

Seller: No

Associate: This is with and I can tell from your ad that you want to
sell your house on your own right now. Is that correct?

Seller: Yes

Associate: I can respect that, and actually have some valuable information that will help you
accomplish your goal in today’s challenging marketplace.

CLOSE OPTION YOU SAY:

I am booked with appointments the rest of today but |

Alternate of Choice > do have time at or . Which of those is
better for you?
Direct Option > The information is quite valuable. | could meet at

Does that work for you?

Permission Close > When would be the best time to review it with you?
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

IF THE SELLER SAYS:

I’m trying to sell it on
my own. | don’t want to
list with a REALTOR.

IF THE SELLER SAYS:

I’m trying to sell it on
my own. | don’t want to
list with a REALTOR.

YOU SAY:

| want to show you what’s
involved in selling your own
home. There’s no charge or
obligation.

YOU SAY:

| understand that you’re
trying to sell your house
without a broker. In fact, the
information I have is designed
to help you do that. | am not
coming out to talk to you
about listing your home. The
information | have is

valuable. It helps you with
your marketing effectiveness,
pricing effectiveness, legal
details and closing process,
just to name a few. It will only
take about 15 minutes.
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CLOSE OPTION

Alternate of Choice:

Again, | am sorry | am booked
today but | do have time at
or . Does either of

those times work for you?

Direct Option:

Could we meetat _____?

Permission Close:

Would there be a time we could
get together to meet?

CLOSE OPTION

Alternate of Choice:

I am booked later this afternoon
but I have an opening at or

. Which of those works

better?

Direct Option:

Because the information is so
valuable to you we should meet
right away. Let’s meet at

Does that work?

Permission Close:

Given the value of the information,
when would be a good time for us
to meet?



SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

IF THE SELLER SAYS:

If 1 list, I'll list with a
friend.

IF THE SELLER SAYS:

Why would you want to
help me sell my own
home?

YOU SAY:

I understand. But right now
you are trying to sell on your
own, aren’t you? That’s
exactly why I am offering the
information to help you do.
I’ll come out only if we have a
mutual understanding first
that | am not coming out with
any listing paperwork in hand
agreed? And that if you do
decide to list your house in
the future, you might be
obligated to talk to someone
else. Fair enough?

YOU SAY:

This is a free service | offer
sellers. I’ve built my business
on helping others like
yourself. My hope is that you
just might say something nice
about me if | help you as |
have others. You have heard
of the law of reciprocity
haven’t you? You have heard
of paying it forward haven’t
you? That is how | have built
my business.
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CLOSE OPTION

Alternate of Choice:

Do you have some time or
would be better?

Direct Option:

Could we meetat_____?

Permission Close:

Would it be possible to meet this
week?

CLOSE OPTION

Alternate of Choice:

I know this information will aid
you. | can meet with you at

or . Does either of those
work?

Direct Option:

I truly believe the information is
valuable. We could meet at

Permission Close:

Giving first is the principle | have
established my business on.
Would you like to meet? If not
please say so; it’s okay.



SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

IF THE SELLER SAYS:

There’s got to be a
catch. You real estate
agents just don’t go
around helping people
sell their own home.

IF THE SELLER SAYS:

Can’t you just mail it?

YOU SAY:

Well, there is one thing I'd like
for you to do. I’ll be giving
you a guest register that will
make it easier for you to get
the name, phone number and
information of people who
look at your house. If the
people are not interested in
your home | would like the
register back so | can use the
book to help those other
buyers you didn’t need. Is
that something you could do?
That would help us both out.

YOU SAY:

No. The information is a little
more complex than that. I'll
need to go over it with you.
I’ll only take a few minutes.
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CLOSE OPTION

Alternate of Choice:

Let’s set an appointment so | can
get you the guest book and
information. | have openings at

or ; do either of those
work for you?

Direct Option:

I think what would be best is set a
time to drop off the guest book
and meet. Does work for
you?

Permission Close:

When would you like me to come
by and drop that guest book off
for you?

CLOSE OPTION

Alternate of Choice:

Would you have a little time

or would be better?
Direct Option:
Why don’t we meet at ?

Permission Close:

When would be the best time to
get together?



SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

FINAL QUESTION

Option A: “Mr. Seller, thank you for your time today. | wish you the best in selling your home.
If in the future you decide to interview agents for the job of selling your house would you
allow me to be one of the agents that you interview?”

Option B: “ , | appreciate the opportunity to visit with you face-to-face. |1 hope you
sell your home. If for some reason that doesn’t happen, | am convinced that I can help you. |
need to ask you, when you decide to interview for the job of selling your house would you
grant me an interview to try to win your business?”

Option C: “ , it was a pleasure to meet you and see your house. You can see | am
committed to mine and your success because | am one of the few to invest the time to meet
with you. When you decide to interview agents about representing your interest in selling
your home, would you be willing to interview me for the job?”

Closing Statement: “ , under what circumstances would you see yourself using
services like mine?”

Confirmation Statement: “I appreciate your confidence in my professionalism and service to
grant me an interview. | guarantee you will be pleased you did. | will keep in touch with you
and hope you are successful in selling on your own. Thank you again for your time.”
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

COMMITMENT TO SUCCESS SCRIPTS

, | am so committed to my success and my clients' success in getting their home
sold I am willing to go the extra mile to where most agents won't go even one step extra.
Isn't that the type of agent you are looking for? One that is willing to do more?

, | am here meeting you because | believe that homes are sold through extra effort
in this type of a market we are experiencing. It could be one of the reasons your home has
failed to sell. Just imagine what length | will go to when | secure a lead that is interested in

your home. Wouldn't you agree that level of commitment could help you sell this time
around?

SALES CYCLE TIME SAVERS

, | appreciate the opportunity to visit with you face-to-face. | am convinced that |
can help you. I need to ask you, when you decide to interview for the job of selling your home
would you grant me an interview to try to win your business?

, it was a pleasure to meet you and see your home. You can see | am committed to
mine and your success because | am one of the few to invest the time to meet with you.
When you decide to interview agents about representing your interest in selling your home,
would you be willing to interview me for the job?

, under what circumstances would you see yourself using services like mine?
, on a scale of 1 — 10 what would the chances be of earning your business?
, are there any circumstances you would see yourself using a service like mine?

, are there any circumstances you would see that would cause you to interview me
for the job of selling your home?

“Yes” Response:

“Under what circumstances?” or “Can you tell me what those circumstances would be?”
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

MLS PRINTOUT

There are a couple of items on the MLS printout that might have had an impact on your
showing activity that I really think you should see. Unfortunately | am heading into another
appointment or | would get it to you right now. | am free at or later today. Does
either of these times work for me to just stop by to show you and walk you through what | am
seeing here?

SAFETY ZONE SCRIPTS

1. Because we have just met over the phone, at this point | don’t know enough about your
situation to guarantee I can help you, and you don’t’ know enough about me to know that |
can’t help you, so wouldn’t it be worth a few minutes to know with certainty?

2. , here’s the truth, | don’t know enough about your goals and objectives to know
100% that | can help you, like the other expired clients | have successfully helped in the
past, and you don’t know enough about me and my process and the results | achieve for
clients to know that | can’t help you, so why don’t we both invest a few minutes to find out if |
can help.

3. Until we invest a few minutes together, | don’t know if your results will be the same, worse
or better. Would you be willing to spend a few minutes together to see?”
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

YOU REALTORS ARE ALL THE SAME

1. Associate: | would agree that many agents provide very similar services. We have a (USP)
program that creates a distinct advantage for the seller we represent.

CLOSE OPTION YOU SAY:

I would be happy to show you the advantages as a
Alternate of Choice > seller. | could meet with you at today or at
tomorrow. Which is better for you?

Direct Option > I know these programs will help. Does work for
you?
.. Would there be a time later this week to go over these
Permission Close >

programs?

2. Associate: | would agree, to most consumers, agents do look the same. It is the level of
service you receive as a client and the skill of the agent that makes the difference. Are you
looking for a high level of service? Great!

CLOSE OPTION YOU SAY:
Alternate of Choice > Would or be better for us to get together?
Direct Option > That is what | will bring. Let’s meet on at
Okay?
Permission Close > Great, when can we meet in the next few days?

©2014 Real Estate Champions. All rights reserved



SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

YOU REALTORS ARE ALL THE SAME CONT.

3. Associate: | can understand your thoughts; we all look like we are doing the same thing.
One of the big differences is expertise, and frequency of what we do, and the results. What
are your expectations of the agent that represents you?

Boy, I can surely understand where you get that impression and feeling. And | know the kind
of frustration you feel, because I've felt it myself when I’ve taken over listings like yours only
to find poorly written and prepared marketing, MLS data, virtual tours and other exposure
issues. Mr. and Mrs. Seller, there really is a difference in agents. If there weren’t we would all
be doing the same level of business in terms of listings, sales, time on the market, and list-to-
sale price ratios. And we’d all have the same level of client satisfaction. Does that make
sense?

So the real question is what’s the difference because there has to be one, right? | would be
delighted to spend just a few minutes with you to help you understand the differences.

CLOSE OPTION YOU SAY:

I am heading into an appointment right now but | am
Alternate of Choice > available later at or tomorrow at if either
of those times works.

Direct Option > I can meet with you at okay?

What works in your schedule in the next couple of days

Permission Close >
to meet?
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

HOW COME YOU DIDN’T SHOW IT WHILE IT WAS ON THE MARKET?

1. Associate: That’s a great question. You see, | truly believe that | have an obligation to
spend my time working diligently to sell the homes of the people who have entrusted their
home to me to sell. So I spend the bulk of my time doing that, rather than selling other homes
in the marketplace. Is that the kind of commitment and focus you are looking for in an
agent?

CLOSE OPTION YOU SAY:

Alternate of Choice > Great, would or be better for us to get
together?

Direct Option > That is what | will bring. Let’s meet on at
Okay?

Permission Close > Great, when can we meet in the next few days?

2. Associate: | can appreciate that question. | think the difference is, my focus to get the job
that | am hired to do, done. | was not hired to sell your home. Right now in our board

% of the homes that are listed, sell. My listing to sale ratio is . This gives you a
tremendous advantage over the other homes when working with me. Are you looking for an
edge over the competition? Terrific.

CLOSE OPTION YOU SAY:

I am heading into another appointment currently.
Alternate of Choice > However, | am free later today at or
Which is better in your schedule?

Direct Option > I have an opening at

Permission Close > With your permission, let’s meet later this week, okay?
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

HOW COME YOU DIDN’T SHOW IT WHILE IT WAS ON THE MARKET? CONT.

3. Associate: That’s a great question and I’'m sure this is a source of frustration for you right
now. | can assure you that | personally take the responsibility of selling someone’s home very
seriously. In many cases, my clients have entrusted their largest asset to me. Because of that
trust, | work almost exclusively to ensure their sale. With a % success rate against the

market average % success rate, | must be doing something right. Wouldn’t you agree?
CLOSE OPTION YOU SAY:

Aemateofchoice > e Whieh works bestfo you?
> e e e onopeing o
Permission Close > We only need a few minutes. When would be a good

time for you?

4. Associate: | have found in the years | have been in business some of my best clients that we
helped the most and appreciated our professional service the most were people in your
situation. That’s why | am calling. | only need a few minutes of your time to see if we can be
of service to you. Isn’t it worth a few minutes to get that professional second opinion?

CLOSE OPTION YOU SAY:

I have appointments the rest of the day. | am open to

Alternate of Choice > meet at or on . Is one of those
better for you?

Direct Option > We WI:I,I only need 5 minutes each. How about at

Permission Close > What is your schedule like later this week?
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

WHY ARE YOU CALLING ME NOW?

1. Associate: It sure seems like a lot of people are calling, doesn’t it? You home’s listing came
up as expired, so | am calling to see if | can be of service. In order for me to accurately assess
my ability to help, | need just a few minutes of your time and to see your home.

CLOSE OPTION YOU SAY:

Alternate of Choice > Would or be better for you this week?
Direct Option > Why don’t we meetat____?

Permission Close > Does later this week work for you?

WE ARE GOING TO RE-LIST WITH OUR PREVIOUS AGENT

1. Associate: You were on the market for six months correct? Let me ask you this, what do
you think she’s going to do in the next six months that she hasn’t done already? So, she
should have probably done everything that she could do to get the home sold in the last six
months, right? Are you looking for somebody that’s aggressively going to get your home sold
or do you want to wait for somebody to show up to buy it?

CLOSE OPTION YOU SAY:

Alternate of Choice > Would or be better for you?

Let me at least give you a second opinion, let’s meet

Di i
irect Option > tonightat _____.

> With your permission I’d like to be that second opinion.

Permission Close , , ,
When would be best to five you this valuable service?
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SURGE SESSION 3 SCRIPTS— FSBO’S AND EXPIREDS

WE ARE GOING TO RE-LIST WITH OUR PREVIOUS AGENT CONT.

2. Associate: I appreciate your loyalty to your previous agent. How long were you listed the
previous time with him? Wow, that is certainly a reasonable length of time. What new
strategies is he going to implement this time to ensure your home is sold? Do you think it
might be worth at least getting a second opinion before you relist so you have a different
view of the marketplace, marketing, strategy, market trends, buyer volume, staging, pricing
strategy, branding, positioning, and a host of other factors that will influence your sales price
as well as saleabililty?

CLOSE OPTION YOU SAY:

Alternate of Choice > Would — or be better for you this week for a
second opinion?

Direct Option > Let 'me at least give you a second opinion, let’s meet
tonight at .

Permission Close > With your permission I’d like to be that second opinion.

When would be best to give you this valuable service?

WE ARE GOING TO WAIT UNTIL...

1. Associate: [ can appreciate how you might feel that waiting might lead to a better
conclusion for you. Let me ask you , if waiting would actually harm your opportunity to
sell your home would you want to know about it? Based on the market trends, inventory
levels, interest rates there is some indication the marketplace will be more challenging this
spring.

CLOSE OPTION YOU SAY:

Alternate of Choice > Would : or be better for you this week to go
over your options?

Direct Option > f,it me at least give you your options, let’s meet tonight

Permission Close > With your permission I’d like to go over your options.

When would be best this week to meet?
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