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The Ultimate Prospecting Playbook

This playbook is the ultimate guide for starting sales conversations and filling the listings pipeline by leveraging phone, email, text, video, social selling, direct-to-voicemail, and cold calling. 
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Foreword 

I hoped for a book like the Ultimate Prospecting Playbook my entire business career.  While technology and automation have made reach and engagement so much easier and more cost-effective, people have gotten away from the fundamental skills that convert leads into dollars.  

In an increasingly competitive industry where we are seeing more educated buyers and sellers; and technology companies now becoming our new competition, prospecting and lead conversion systems are more important than ever before. I am so bold to say that that the brokers, agents, and teams that master it have an unfair advantage. 

When brokerages, teams, and agents are failing to make profits or reach their potential, it is not because of a lack of talent or because they don’t have enough leads to support the goals they want to hit. Rather, it’s because of the lack of focus on prospecting, lead conversion, and the willingness to master this craft with a streamlined process. 

If you find yourself in this category: spending boatloads of money on leads but not getting an ROI, or you have a team but are frustrated with their results vs. the cost - don’t worry, you're not alone! 

The National Association of Realtors® disclosed that the typical lead-to-transaction conversion rate for real estate agents is 0.4% - 1.2%.

That dismal rate is not because the leads are not buying or selling because they are. 

This epidemic is not entirely your fault, either. It’s the fault of our industry leaders, vendors, and influencers. The industry is preaching lead generation, and it’s feeding on our desire for opportunities while glossing over the skills required to convert. 
Technology companies and lead aggregators are more than willing to take our money but show very little interest in helping us any further than that. That stops now! We are calling them out and changing the playing field. We are more than willing to say (regardless of the cost to us or others in our field) that if you're not willing to master the best practices of prospecting and lead conversion, then keep your money, don’t let them pray on you; find another way to build and scale your business. 

If you are the type of person that sees the value in what we are talking about, then this new system and the little known strategies taught in this playbook will change the game and level the playing field. 

No longer will the team with the biggest budgets or name brand recognition have the advantage. No longer will your success solely rely on “how many people you know.” This system, combined with the real tools and technology, will change everything. Yes, I know that is a bold statement, but I can say that because it did for me. This practical but powerful advice on all aspects of prospecting (text, email, phone, social networking, referrals), are finally all in one place so anyone can start conversations, create opportunities, and close more sales immediately. If you picked up this book because you’ve never prospected for new business or you are struggling to hit your goals, congratulations. I promise that if you follow the prescriptions covered in this playbook, your results are about to improve dramatically.  If you're like my team, and you're a long-time believer in prospecting, this book will take your game to unprecedented levels. 

What attracted me the most was the massive amount of data, experience, and metrics that back this system up. They have documented today, between their team and referral network, millions of phone calls, emails, text, and videos resulting in thousands of appointments, over 10,000 listings, and billions of dollars in closings. And nobody can use the excuse that it only can work in their market. They have coached over a thousand agents and ISA’s on the topic, and have been on stage in front of over 800,000 agents sharing this message over the past 18 years. I am glad they finally decided to share their strategies with the rest of us. 

Ron Mazza - Principal Broker, Licensed Real Estate Instructor 

Ron’s Mission, “To continually provide high quality, up-to-date training for all levels of agents, to make a positive difference in their business and their lives, to make sure that after participating in my training courses, agents will be able to achieve their next level of success.”

Introduction 

In 2011 my wife and I had just welcomed our first child into the world, which meant it was time to really focus and make smart decisions about the future.  One would think it would be out of the question to even entertain the idea of leaving my six-figure corporate job to start a brokerage with two other partners while my wife stayed home with the baby. Well, not only did I entertain the idea, but I also did it.  I packed up my corporate bag and hit the fast-paced road of the entrepreneur. Boy, was I in for the ride of my life!
After locating an office, settling on a market niche, and doing all of the other amazing things that come with starting a business, we were ready.  I will never forget the feeling. I was simultaneously scared, excited, nervous and hungry to be the best. Our first objective was to generate residential property listings. We decided that we’d only work with buyers if they were referred, or we generated the lead from marketing efforts. In short, we wanted to build our business on listings. To that end, we bought into countless lead generation systems, all claiming they could get us more listings. After accumulating a staggering $10,000 a month in fees, guess how many listings we were getting? Well, the simple answer was not enough! We were in the red.
We tried, but nothing was working. I got desperate to figure it out because I would come home each night to my family and be reminded of the limited time we had to make this work. Looking back on it now, that pressure was good for me. Nevertheless, I certainly was spending a lot of time, energy and money on what felt like spinning my wheels. At the point where I was starting to think about giving up, I read a book by Tony Robbins called “Unleash the power within you.” From that book, I learned the fundamental models that inspired the Ultimate Listing Machine. Tony described how success always leaves clues. If someone is really successful at marketing, you will find the clues, if you look closely. The key was to simply seek out the people who were already doing what I wanted to do, then humbly try to reverse engineer their success. The popular term for this concept nowadays is “hacks.” There are funnel hacks, lead hacks, prospecting hacks, and so on. Tony went on to describe countless stories of how his students created success by,
1. finding a model
2. completely immersing themselves into what they were learning, 
3. taking massive action, tracking their results, analyzing, adjusting, and
4. taking massive action again.
At that moment, I had a breakthrough that sent me on a journey. I sought out some of the best people in the industry. What began as a slow miserable start to my business, it quickly would change forever.   I tapped into the right systems and tools; I learned how to prospect and follow up. I learned how to leverage my capabilities in operations and listing generation. I gave those listings to my agents to work, so I could focus on growing the business. I embarked on a passionate pursuit to master lead generation and prospecting. I could not believe the great quantity and quality of the listing opportunities being sent to the team. Not only were we getting the opportunities, but the team was also closing them as well.  Our no-name brokerage was landing properties that we would only have dreamed of in the past.  I will never forget the day I got a call from the #1 ReMax agent in our market. He said, “How the hell are you getting all these listings? Man, I love you, but I am losing listings to you right and left!” I just smiled over the phone and said, ”I don't know what to tell you, Jeff.”
I created a prospecting and marketing engine, so my next thought was to offer this system to a select group of top producing agents across the country. I set a minimum threshold of $20M in annual transaction volume to be allowed on the platform. Even though they were paying me $20,000-$50,000 to access my system, I still felt blessed for the opportunity to thrust their careers. Here I was a poor farm boy, raised by a single father in small-town Attica, NY, now building a successful business, helping others, while raking in some serious cash along the way. I saw how hard work brought me to a place where I was networking, coaching and partnering with some of the most elite agents in the country. And when I say elite agents, I mean many of these folks were on the Wall Street Journal's Top 250 list.  Speaking about all of this doesn’t come easy for me because, by nature, I am a private guy. I fought insecurities my whole life. I had a deep fear of failing and that my kids would follow the same path. Little did I know the system I was creating would catch on and move over one billion dollars in new business in a few short years.
I also want to be very transparent about the creation of this playbook. Ron Mazza was instrumental in providing some of the key insights that I’ve incorporated throughout this playbook. Ron has been a top agent and coach for decades; there is no one I trust more when it comes to managing seller and buyer leads.  Additionally, I hate writing; if it were not for Patrick Fenton and my business partner Monica Monte, I would have never gotten this playbook across the finish line.  I knew I needed to create it because documenting this process could change tens of thousands of lives.  Because of the support and input from this team, I was able to take this playbook went from concept to a finished product.  The material now incorporates Ron and Pat’s expertise and years of practical experience. The reality was that I’ve been working on this project for several years but never had the bandwidth or courage to put it all together.  Now, not only is the material in print, but it’s also being followed up with Pat’s live coaching and training events. Coach Pat has a superior ability to capture concepts and best practices; he can write them out in a way that is logical, easy to read and understand. Very rarely do you find those skills combined with 18 years of sales and business success.  That’s why I did everything I could to make him a partner on this project. As the saying goes, “we attract the people, situations, and opportunities that are in harmony with our burning desires!”  That’s exactly what happened.  Between Pat and my partner in our real estate brokerage, Ron Mazza, this project would probably be dead in the water. 
As we started putting all the pieces of this system together and gaining recognition for our team's sales and marketing skills, something very disturbing stood out. There were huge variations in how real estate agents generated, worked, and converted leads; the bigger problem is with lead conversion as a whole. After analyzing the data, I found that two of my clients could be in the same market working the same types of leads but have wildly different conversion results. It’s not an exaggeration to say it was like night and day. I was puzzled by why some clients dominated their markets while others, with the same resources available, did not. This critical question set me on a two-year journey to create a system that documented the secrets of the best agents. Some of my successful clients told me, “Isaiah, I don’t teach this stuff on stage, because the industry is not ready for some of these strategies. But I will tell you what I know if you're willing to get the information out there.” I am in a unique position since I own an independent brokerage and have several companies; my allegiance isn’t tied to a brand or a corporation, but rather only on what works. I also want to be clear, I am not a real estate coach, and I don’t intend to be. I have trained and coached thousands of sales professionals and Inside Sales Associates throughout my career, but being a coach is not my objective. My mission is to get this comprehensive system in agents’ hands so they can achieve the same consistent results as the top performers. I am so committed to this mission that I’ve scaled back some of my other ventures to focus on this one.  I’ll be especially focused on the technology components that will simplify implementation and increase outcomes. This prospecting playbook is a huge part of this system. 
With that said, along the way, I am going to recommend pre-vetted people and resources that can aid you in achieving your goals. Some of those resources will be ones we’ve developed; others will be unaffiliated resources that we have found to be the best. Many of these strategies you may have thought about but never applied, while some are new angles on old ideas that, if applied, will give you the “Rainmaker” edge.  

The Rainmaker Movement 
What is a Rainmaker, and why should you strive to be included in this prestigious group?  
We define a rainmaker as a top-performing salesperson, entrepreneur, marketer, or professional who seemingly gets results as if by luck or with ease, at a level that their competition wishes they could. They have a mission to master their skills and be the best version of themselves they can be. As a result, Rainmakers live exceptional lives. They get promoted faster, they are recognized amongst their peers and leaders more often, people go to them when they need results.  They have the ability to find a dormant business problem and then create a vision of what life could be like if that problem were solved; creating positive outcomes for everyone they have influence around. But there's more to being a rainmaker than that. It’s about maximizing results, innovation, and being the best without compromising their integrity. The example they set, inspires others, motivates others, and creates real change. Rainmakers think and do things differently than their peers. 
From that definition, we created this Rainmaker Manifesto:
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I have good news, though. It does not require luck or magic to be a rainmaker. It does, however, require a set of skills, ideas, and strategies that most people on the planet don’t have. Not that these ingredients to success are unattainable, but in my opinion, until now, the ideas and strategies have been fragmented and required extensive research, money, and time to acquire. It is our goal to bring it all together in this playbook, coupled with the Ultimate Listing Machine Master Course, to help you elevate to the top 1% of agents. 
Rainmakers are probably the most misunderstood and vilified group of people. Top agents are amongst the best business minds in the world.  The commitment to be the best simply isn’t normal!  Those who are outside of real estate don’t understand:
1. Why we take the risks we do,
2. Why we work as hard as we do,
3. Why we work so hard, with no guarantee of income,
4. The struggle, the rejection and how it requires us to be different and think differently, or
5. How much money we move in the economy and how many jobs we create.
And, we also have to fight against the negativity and changes happening. The perception people have about realtors, and sales professionals have changed over time. Now more than ever, they question our commission rates, our values, sometimes (because of a few bad apples) they see as just out to make a dollar by any means. We also have big tech companies trying to make us obsolete or reduce us to simple “transaction coordinators” to slice our commission. The entire Ultimate Listing Machine blueprint will help you fight back! 
For rainmakers, more than anything, it’s about the sale of the business, not just about the money. It’s about the freedom to do what you want or feel called to do.  It’s about the growth we go through in the pursuit of the goal. That pursuit is what we live for and the victory of the sale is our trophy! The closed sale is a reminder of our success while the money earned, being the by-product. Make no mistake, the money counts too, for many reasons.   For some, it’s to have nice things, for others, it’s ego, while many just want to provide for their family with amazing experiences. If I am transparent, it’s a little of all of those reasons for me, and that’s ok. As long as there’s a healthy balance, it’s all good. At the end of the day, though we are moving economies, we are creating jobs, and we are making a huge impact in this industry. 
Grant Cardone says it like this, “Success is our duty; it’s our obligation.”
I say, being a Rainmaker is about “being the best you can be without compromising your integrity.”
Whatever the reason, take pride in what you do, if you plan on being in sales, marketing or some other area of business, make it a calling, get obsessed with it, stay hungry! 
We are on a mission. My work life's mission is to help as many real estate professionals, entrepreneurs, and salespeople reach their financial goals to build long term wealth. I hope that they will use their personal and financial influence to change the world for the better, without compromising their health, family, or integrity. 
What is your mission? What is your vision? 
In the coming pages, we will help you think through what you're really doing and why you're doing it. Whether you’re just getting started or you're already in the top 10%, it’s so important to remember “why” you're doing what you do. 
Join the movement.  We are so confident in the success of the program, and we've been so proud to see all of the agents who have succeeded so far, that we’ve created the “$100k in 90 Day” Challenge on the RAP Success Systems private Facebook group. This initiative gives every agent the same opportunity to become a Rainmaker. Join today, then let's have fun, build wealth, and help our clients in the process. 
Now Before we get into teaching the system, it’s important to know that none of this matters if you don’t approach it with the right mindset. 

1. Expect rejection and be good with it!  No’s are your new best friend, not your enemy.  Your subconscious mind needs both positive and negative feedback to make you lethal on the phones
2. Whatever gets you in “ the zone” before you hit the phones, go there!  Music, motivational audio/video clips, images of your goals, vacations, affirmations
3. Practice your scripts every day before you get on the phones. Roleplay with someone, even if it’s your spouse.
4. Don’t assume anything!  Just call everyone.  One of the biggest problems agents run into is looking at a lead and assuming it’s not an ideal prospect.  Call them.
5. Remind yourself that there is nothing that will take you closer to your goals than your commitment to phoning for appointments.  Prospecting is the key to your business and your dreams; it’s not an option to take a day off!

Important Note: 
This book represents one of 13 modules built to help real estate agents build and scale their business. The full list of modules are: 
Module 1: Introduction - What is a Rainmaker, and how becoming one can make you rich? 
Module  2: Success Principles of the Top 1% 
Module 3: The Foundation:  Building a Winning Business Plan
Module 4:  Time Management Secrets of Mega Producers
Module 5: Higher Standards- Regular Training
Module 6: Marketing Strategies of the Top 1%
Module 7: Prospecting and Lead Generation Mastery
Module 8: Sales Mastery
Module 9:  Database and Follow up Mastery
Module 10: Building Your Power Brand and getting more referrals
Module 11: Recruiting and Team Building Mastery
Module 12: Personal Development and Leadership Mastery
Module 13: Additional Resources

In various sections of this book, we reference these modules, documents, tools, and strategies that are a part of an entire business building system called the Ultimate Listing Machine Master Class. To get the most out of this book, we highly recommend you take that course. This is a premium course that agents are paying thousands of dollars to access. The course includes video, a step-by-step explanation of each prospecting and marketing segment, and role play examples so you can hear how each script and objection handling should sound.  It also includes topics and action steps on goal setting, business planning, building a marketing plan, selling, database management, mindset, designing effective routines and habits, and much more.  We feel that mentoring you on this complete business blueprint will vastly accelerate your growth. It’s experiential learning, so you see, touch, and feel how these words are designed to come to life.   If you would like to learn more, and you would like a 50% discount on the course, visit www.ultimatelistingmachine.com; enter promotion code Marketing50 to get your discount. 

If you’re not quite ready to make that decision, that’s ok. We will be referencing it throughout the book to provide you with an opportunity to gain additional clarity. Now let’s get into prospecting mastery. 

Lead Generation 
This book is more about lead conversion than it is lead generation, but we touch on both in case you currently don’t have a good source of generating leads, especially on the listing side. Buyer leads can be easier to come by with many choices while listing leads can be a little more tricky. 
The 20 Key Sources of Hot Leads That Any Real Estate Agent Can Use To Get Listings Consistently

Listing Lead Source #1: 
Divorcees

· In every market, there are hundreds of divorces that are filed or finalized each week. 
· You can either buy a list of divorcees or access them online at your local county courthouse then crosscheck their names and addresses to see whether they own a home. 
· If they do, send a mailing campaign out to these leads offering to help them sell their home.
· Keep in mind that you NEVER want to mention the fact that you know they're going through a divorce.
· You market to them like you would a traditional listing opportunity.

Listing Lead Source #2: 
Inherited Property Leads

· There are close to one million inherited properties sold each year in the U.S. 
· You can find out about these listings online at your local courthouse website before other agents even know about them. 
· You can also create a custom, inherited-mailer campaign or use your regular “get a listing” campaign.
· Selling an inherited property can evoke very emotional responses by family members, so be sensitive to their frame of mind and approach it with care and compassion.
· These homeowners can also be a source of referrals because they may even choose to sell their existing home and move into the inherited home.

Listing Lead Source #3: 
Properties With Expensive Tax Liens

· When homeowners have large tax liens on their title, that usually is an indicator of financial problems. 
· Therefore they are sometimes more willing to sell their home to pay their tax debts and cash out their equity. 
· You can find this tax lien information either at the courthouse or from the County Tax Collector’s Office online.
· It's better to approach these homeowners with your regular offer to list their home than it is to approach them talking about their delinquent taxes.

Listing Lead Source #4: 
Eviction-Weary Landlords

· Homeowner-landlords who constantly have to evict tenants may also be more open to selling their home. 
· This is also information you can find by searching your online courthouse records.
· These homeowners can also be a source of referrals to other listings because most landlords tend to invest in other properties as well.
· With these prospects, you can be a bit more direct in your marketing messages and use B2B language that speaks directly to the homeowner’s pain of dealing with tenants.

Listing Lead Source #5: 
Vacant Homes

· Vacant homes can also be a lucrative source of potential listings.
· In some cases, vacant properties are homeowners who’ve had to move before selling their current home, so they desperately need help selling their home.
· In other cases, the properties have been abandoned due to some circumstances in the homeowner’s life.
· You can usually get a list of people who own a home but don’t live there from the tax assessor’s records.
· You can also be very direct in your marketing campaigns in referencing their vacant home as well.

Listing Lead Source #6: 
Code Enforcement Violations

· Code enforcement violations are repairs or improvements that a homeowner was required to make that they didn't yet make.
· Most code enforcement violations are due to the homeowners not having the money to fix the problems. 
· These violations also provide a strong motivation to sell their home to get rid of the problem. 
· You can usually find code enforcement violations at the courthouse or online at the city website.
· In your direct mail or calls, approach these homeowners with care, respect, and dignity as many times they've hit a rough financial patch.

Listing Lead Source #7: 
New Home Permits

· Every new home that is built requires special permits and permission from the town, city, or county.
· Sometimes it's an individual who's choosing to build a home on the land they already own.
· However, many times, it's a developer or builder who's building the home to sell later.
· New-home-construction permits can usually be found at the courthouse or online at the city website.
· Therefore, when you find out about new homes, you can reach out to the builder and discuss listing it before other agents even know about it. 

Listing Lead Source #8: 
For Sale By Owners

· Targeting FSBOs has to be one of your cornerstones when it comes to generating listings.
· Every day you should spend some time identifying FSBOs that have come on the market in your target area.
· Keep in mind that there are often more FSBOs in your market than anyone realizes, so you have to be the king or queen of research to uncover all the FSBOs.
· You can either cold call them or send direct mail pieces to them.
· Marketing to FSBOs can be very lucrative when combined with the "One-Day Listing Contract.“

Listing Lead Source #9: 
Expired Listings

· Expired listings are also one of the cornerstones for every listing agent. These are homeowners who have previously listed their property with a real estate agent but were unable to sell their home for any number of reasons.
· Research shows that over 50% of expired properties are relisted, so these are homeowners who are motivated to sell.
· The key to successfully getting expired listings is to automate the marketing process via direct mail.
· With these people, you have to always keep in mind that they feel as though they've been failed by their previous agent and market, so deal with them from that perspective.

Listing Lead Source #10: 
Foreclosures

· Working with sellers who are in foreclosure can be a lucrative stream of listings for you.
· The biggest benefit is that they are definitely motivated sellers, so you don't have to "talk" them into selling.
· The best way to find these leads is either by purchasing a list of homeowners who are behind on their mortgage payments or searching courthouse records online.
· Once you've found these prospects, you should use a series of direct mail letters or even use a drop-off package to motivate them to call you to discuss selling their home.
· In your direct mail or calls, approach these homeowners with care, respect, and dignity as many times they've hit a rough financial patch.


Listing Lead Source #11: 
Short Sales

· A short sale is where a property is being sold for less than the total amount that is owed to all lien holders on the property.
· The listing, negotiations, and closing of short sale properties require a very specific set of knowledge and expertise in addition to approval from banks.
· However, due to those factors, a real estate agent who targets short sales can quickly become flooded with homeowners who need help.
· If you have a willingness to dedicate time to become an expert in short sales, they can be a very lucrative source of listings.

Listing Lead Source #12: 
Facebook

· If you're not advertising for listings on Facebook, then you're missing out on a ton of opportunities.
· You start by having a business fan page, which should be a community information/gathering place or real estate related fan page.
· Then you can create and run ads that are associated with the page using any number of free offers ranging from reports, home valuations, or home search services.
· However, the thing that makes Facebook so powerful is that you can target homeowners by geography, income, and likeliness to move.

Listing Lead Source #13: 
Adwords/Bing

· There are thousands of homeowners who search online using the words “real estate agents,” “home values,” “recent sales” in their neighborhood, etc.
· If you want to consistently capture those leads and have a chance to turn them into listing appointments, then you should be running pay-per-click (PPC) campaigns on major search engines.
· The key to using PPC campaigns is to create an ad and have that ad presented to people who are searching for a specific keyword.
· The biggest benefit of running PPC campaigns is that it allows you to have consistent lead flow instead of going through feast and famine cycles.
· Yes, there's a big learning curve with PPC, but isn't it worthwhile to be able to generate listing leads on demand?

Listing Lead Source #14: 
Real Estate Publications

· Real estate magazines and publications have been around forever, but that doesn't mean that they no longer work. They do.
· While most agents just buy ad space to advertise their listings, as they should, you should also promote your listing services and programs.
· The key to using this strategy is to promote your benefit-focused seller services or programs.
· If you've written a book, have a radio show, or anything really unique, you can effectively advertise it in real estate publications.
· When at all possible, hire a professional copywriter to write your ads so that you'll have a better chance of success.

Listing Lead Source #15: 
Local/Community Websites & Publications

· One of the most underrated sources of listings is local community newspapers, magazines, and websites.
· These are so powerful because once you do good work for one or two homeowners, those local people tend to be much more vocal in local venues than they would on a national platform.
· The key to success with this strategy is to post non-real estate related content that's valuable to the community.
· Then, occasionally post an offer for one of your seller-service offerings or free reports or guides.
· You must take special care with any local source of listings because a bad referral can be catastrophic.

Listing Lead Source #16: 
Youtube Video Ads

· Youtube is one of the biggest search engines built around video, and it's also one of the primary sources for homeowners who have questions about selling their home.
· That's why you should also invest money and resources to be in front of your target market who are searching on Youtube in your local area.
· The key to this strategy is first creating videos that highlight the benefits of hiring you to sell their home.
· In your video, you'll also have several call-to-actions that point viewers back to your website.
· Then, you target channels or videos that people who are looking to sell a home would watch.

Listing Lead Source #17: 
Purchase Leads

· For many agents, a good source of quality leads that can be purchased is as hard to find as a unicorn.
· The reason why some vendors have a bad reputation is they just scrap data off the internet, and, as we all know, many people use fake contact information when they are browsing online.
· Then the vendor sells that information to agents.
· However, any lead provider should be able to give you a test run of their service so you can get a sample of the lead quality.
· More importantly, these internet leads have to be followed up with early and often.

Listing Lead Source #18: 
Farming A Target Market

· Farming a geographic area is one of the oldest forms of lead generation for listings because it has been proven effective in generating listing opportunities.
· It has fallen out of favor in recent years, but in reality, every real estate agent should be regularly farming their target market.
· It just may not be via a printed newsletter and postcards. 
· It may now include targeted Facebook ads, Youtube videos and search engine PPC.
· However, the fact of the matter is that you should always be putting your marketing message in front of your target market, aka farming.

Listing Lead Source #19: 
REO/HUD Homes

· REO stands for real estate owned and is the term banks use to describe homes they have repossessed through foreclosure.
· This is different from a foreclosure where the homeowner still owns the home. 
· REOs are homes that have gone through the foreclosure process and the bank now owns it and can sell it. 
· However, you have to be experienced selling REOs to get listings from banks.
· The great part about REO is once you are experienced and have a relationship with a bank or an asset manager, you'll have a steady stream of listings coming in without having to sell anyone.

Listing Lead Source #20: 
Probate Properties

· Properties currently in probate means they are currently in the legal process for settling an estate and handling the transfer of real estate ownership. 
· While probate properties are a source of listings, they do require specialized knowledge in order to navigate a listing and sale successfully.
· With all of that being said, if you have the knowledge and experience to navigate the court process, probate properties can be a good source of listings.
· You can also find properties in probate by searching obituary notices or estate sale listings and developing relationships with probate attorneys.

We utilize services and have partnerships with some amazing companies such as: 

· Landvoice www.landvoice.com/rapss
· Cole Realty Resource https://partner.coleinformation.com/rapsuccesssystems    LionDesk https://www.liondesk.com/lp/rap.html
· The REDX  www.theredx.com

And of course, our own comprehensive lead generation and conversion platform is available at www.rapsuccess.com 

Use these resources For ALL THINGS related to Geo-leads, Just Listed, Just Sold, FSBO, Expired, Probate and to get emails and cell phone numbers. 

RAPSS is an all-in-one solution for: 
· GEO-DATA
· FSBO and Expireds 
· Facebook leads 
· Data Consolidation 
· CRM 
· Power Dialer 
· Video marketing 
· text marketing 
· email 
· APIs
· Task Management 
· Property Management 


We created the most powerful sales and marketing system. You can visit www.rapsuccuss.com or you can set up a strategy session at www.10xmylistings.com  

Prospecting Mastery
As established in the previous sections, developing the skills and habits necessary to master prospecting and lead generation is the key to becoming a top producing agent. In this section, we will talk about what prospecting really is, why it’s so important, what stops us from doing it and most importantly how to do it effectively. The goal is by the end of this module, you will be equipped with the basic fundamentals, tools, scripts, and psychology to convert more leads into appointments and more appointments into listings. The same principle applies to buyer leads. 

Important Note: Prospecting is both an art and a science that takes dedication and discipline to master. The science is simple the internalization process while the art represents the intangibles:  tone, pitch, pace and the psychology of objection handling.  This training is not enough! You need to make it a priority to participate in ongoing training and role-playing if you expect to reach mastery level. Remember it is, by far, the fastest way to increase your income.  

I'll never forget the first time I had to make a prospecting call. I had no training mechanism, no dialogues - just the will to win and an old Mike Ferry script that I got off the internet. Phone-fear set in and I guess it probably took me 30-45 minutes to get up the courage to make my first call. I got crushed, not once but 10 times in a row. I didn't understand it because I prospected before even though it was business to business, for 10 years and built multimillion-dollar sales organizations. I was saying to myself “I can't convince a homeowner to set up a listing appointment, how bad is that!” Meanwhile, I was spending almost $10,000 a month to feed leads to the buyer's agents on my team whom I acquired with the brokerage. The fledgling brokerage, the broker of record and I had zero systems in place. It was then that I knew I was in for an uphill climb and why the brokerage was struggling when I bought it. 

With a stream of emotions, I told myself that I wasn't going to get on the emotional rollercoaster for the next thousand calls. Meaning, I wasn't going to get too up or too down no matter what happened. It was at that point that I developed a mental toughness and a true understanding of the difference between dealing with homeowners versus dealing with business owners. 

As some of you may already know, selling B2B vs. B2C requires a totally different set of skills and mindset. During the process, I wanted to quit several times and go back to my six-figure job but I told myself I have to find a way to keep moving forward. Granted it's not my nature to quit because my Dad has been an example of resolve to me my whole life. I grew up in a rural area where at times we didn't even have food. I could see that my Dad was a very hard worker but I could also see that oftentimes he didn't work smart. His goal was just to do everything possible to live off the land without having to get a job or be accountable for anything or anyone. He hated confrontation. A key attribute that I did see in him though was how he never gave up on his dreams. As small as his dreams may seem to some relative to his talent and maybe a far cry from what we would consider a Rainmaker, he taught me to never give up. He showed me that as long as I felt like it was a worthwhile goal then any challenge would help me grow. 

So sure enough after many calls, I was able to get the hang of it.  I realized that if you asked the right questions to simply get them talking about the house: what they liked, why they're moving, it was very likely that you could get in the door to set up an appointment. I got really good at this question-based approach and in a lot of cases, I knew I would get the listing before I even showed up for the appointment. 

It got to the point where I knew every objection, answered every question, and humbly speaking, I could accomplish more in two hours of prospecting and follow up than it would take most professionals all day to accomplish. It was then that I knew I had to start documenting everything that I learned.  That became the foundation that I used to train over a thousand inside sales agents in my company.  As it continued to evolve, it became the engine that Pat and I now have integrated into the Ultimate Listing Machine playbook  (ULM). The ULM has become known for its seven-step sales prospecting process that literally can be adapted to any type of business and any type of sale.  We’ve helped our clients generate over a billion dollars in home sales by teaching this process as well as generated tens of millions of dollars in revenue from our B2B model. 

Can you imagine getting so good that prospecting, following up and closing deals literally became a fun, almost effortless routine that created incredible returns?  That is our goal for you. This Prospecting Playbook will get you there. 

How do we Define Prospecting? 
Simply put, we define prospecting as using phone, text, email, social media, or any other form of communication to take a lead from cold to warm to hot through a lead conversion process. Most Importantly, never compromise prospecting by phone. 

Perhaps, we define prospecting a bit differently than most people do because we don’t view it as cold calling.  In fact, our goal for you is to make sure you don’t have to cold call if at all possible.  We consider a cold call a scenario where you are completely blind without any third-party information, not even knowing whether the phone number is right. Now to be fair, sometimes this is inevitable, especially in the beginning when you don't have all the tools — systems and technology that we've built and set up along the way.

For almost every type of lead, questions are going to be your best friend. The right questions will bring your lead quickly from cold call to warm and finally to strong rapport - with somebody whom you just met over the phone five minutes ago. 

Take the information you learn from asking the questions a layer deeper by gathering details about the property, their situation, the area; the best case scenario you use artificial intelligence to get more contact information or indicators on their “likeliness to move.”  This approach especially applies to seller leads or buyer leads. 
Of course, this system is called the Ultimate Listing Machine, so one might think it is only about getting more listings but, honestly, most people who implement this system end up having more buyer leads than they know what to do with.  The exciting part is they didn’t even have to pay for those buyer leads because they came from your listings.   If you have no pipeline, you'll likely spend more time in the cold or warm phases and utilizing different marketing tools to generate inbound phone calls for follow up.  But what's exciting is that as you start building a pipeline, you wind up getting a ton of business out of relationships you've created just by staying in contact.  Staying in contact is where most sales professionals have their greatest weakness. We will get into that another time. 

Why master the skill of prospecting?

Prospecting is the heart of your business!  It is the single most important activity in sales.  We want you to master the art and science of prospecting because if you do, you will experience a lifestyle that enables you to focus on what really matters: family, experiences, giving, helping and mentoring others.   Financial freedom is inevitable if you prospect consistently because of the leverage and opportunities that it creates. More importantly, if you decide to develop a team, you will be able to duplicate your system and create a prospecting culture, which is the makeup of all highly profitable teams. It all starts with prospecting.  I recommend you read the book, Fanatical Prospecting, by Jeb Blount. This book advances these points and showcases the power of the type of prospecting we are suggesting in this playbook.  



If we know prospecting is important, why don’t we do it?

What's important about prospecting is to focus on your psychology.  We’ll discuss the strategy and tactics of doing that in this section. To be sure, you’ll find that the management of your psychology and your mindset is even more important than the mechanics. Also, we believe if you hit rainmaker status consistently and become the best of the best, the psychology and mechanics come together naturally.


7 Steps to Prospecting Mastery:
Let’s get into the seven steps! First, we want to give credit where credit is due. I originally heard about the seven steps from The Ultimate Sales Machine by Chet Holmes, a book that actually inspired the title of this book. I built a 15 million dollar b2b business and moved over a billion dollars in Real Estate based on the principles shared in that book.  The principles in the book actually helped me make my first million dollars by the age of 35.  The ideas that Chet shares stick with me whenever I'm building a process, policy, or procedure. I go back to Chet’s principals.  He says, “Winning in this business is not about doing thousands of different things; it’s about doing a handful of things extremely well.” If you really think about it, this simple principle is so true. If you look at the greatest athletes, golfers, musicians, and performers, they usually have a core set of skills that they have mastered, and they work on them over and over again, and as a result, they become rainmakers in their own world. That’s how I know that having a relentless hunger and focus on mastering the 7 Steps to Prospecting is critical to your success as an agent. 

In sales, it’s not about doing a thousand things; it’s about doing a handful of things thousands of times with the right strategy and tactics to yield amazing results. Prospecting and sales success is tricky because, within the seven steps, I am going to share with you are several tactics that make all the difference in the world. Each tactic is like a brick stacking on itself, and brick by brick, a magnificent building, is built. On the opposite end of the spectrum, if you are missing too many bricks from your foundation, then your building will quickly come crashing down. This is how the sales process really works; whether being done by phone or in-person these fundamentals are crucial.  To be clear: The “strategies” are the bricks, and the “tactics” are the mortar in between the bricks that make the foundation strong. If you’re not getting the results, you want it is simply because you either are not aligning all the bricks or you forgot to put the mortar in between each brick. If you look at the greatest athletes, they all have a process, and they train to execute on that process flawlessly.  It’s the same in sales. You need to have a clearly defined process and execute it flawlessly. 
So here is the 7 Step process: 
Note: You’ll find this review easier if you refer to the accompanying worksheet called 7 Steps Performance Evaluation Form.  
Please commit these steps to memory. We use an acronym to help you remember. 
· B- Big  1-Building Rapport and Qualifying
· B- Buildings 2-Building Value
· C- Crumble 3-Creating Desire
· T- Tilting 4-Trial Close
· O-Over 5 -Overcoming Objections
· F-Fast 6- Follow-Up, Referrals, Key Metrics
· T-  Time 7- Time Management, Attitude, and Leadership

1-Building Rapport Qualifying:   
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Mirror and Matching
Mirror and Matching is the first step to putting yourself in the other person’s shoes. Every person has a different communication style, and even though you’re speaking the same language, they are interpreting the information through their lens, not yours.  This is why the rate of speech is very important. You must speak at the same speed and tempo as your listener. Don’t speak in 5th gear when they are back in 1st gear. This can create a noticeable disconnect because you'll have to repeat yourself. It’s also important to pay attention to your volume. By matching your volume, you can slowly bring them to a more neutral volume. Quiet or shy people begin feeling more comfortable while loud and gregarious people start to relax and tune in to your message.  You also need to pay attention to your tonality and pitch. Make your voice sound somewhat like their voice. Match their emotions: anger, stress, sorrow, excitement, etc. Pay attention to accents and subtly adjust to it. Also, match your grammar – don’t be sesquipedalian (too fancy!) or too casual, match high-pitched or squeaky voices, along with low and deep voices.  Don’t be afraid to laugh or chuckle to introduce levity. Finally, pay attention to keywords or phrases they use and repeat them back when appropriate.  This is why active listening is very important. A valuable technique is to write down on a notepad the important parts of the conversation. 
Voice Quality
[bookmark: _gjdgxs]I find that not enough time in sales is spent on talking about voice quality. Drilling deeper, your voice is a bigger and more important part of the conversation than you think. The listener makes judgments about your attitude towards them and the ideas you present based on your tone. They will judge your sincerity and credibility by your pitch, volume, and rhythm. This will also affect whether they decide to trust you or not. Depending on how you project, your tone will give meaning to what you are conveying. A simple rule of thumb is, lower the volume of your voice then raise the volume gradually as you build towards a point. Lower the volume of your voice again when you’re changing ideas.  Just be self-aware and constantly try to refine how you sound because each word also has an “attitude” behind it; this attitude can be perceived negatively or positively. So focus on the emotional quality of your voice. Your physiology also affects your voice quality. For example, when you have a “forward posture,” or you stand up while you adjust your voice quality, you will have a more convincing presentation of your points. 
They can’t see you! All they have to go on is your voice, so make your voice count. 
Finding Common Ground 
If you’re trying to find common ground, then compliments are very helpful, especially if they come across as authentic. Compliments can go a long way in building rapport, and they’ll appreciate it. Be yourself but at the same time know your audience and try to relate to them through sports, music, history, politics, weather, family, moving plans, or whatever may come up in the conversation. Again, this is why active listening is so important.  Asking questions that get prospects talking about their house or themselves never fails to build rapport. In fact, sometimes you will find they won’t stop talking. Just make sure you don’t spend too much time chit-chatting and stay on course. 
I think you have seen by now that building rapport happens throughout the call. It’s not a step but a process, and when you do it right, you will know it. The end of a call is always a good time to build rapport. That timing will also help you solidify the follow-up and make sure the homeowner keeps their commitment to you.  Finally, don’t seem too needy. So detach your emotions from the result. Focus on them! Focus on helping them, and you will find that rapport will build naturally. 
Oh yeah, by the way - use their name, please. There is nothing more cancerous to this process then not using their name. Using names keeps their attention and boosts their ego thereby positioning you favorably in their mind. Just don’t overdo it because they will catch on. 
Qualify the prospect
Qualifying is one of the most misunderstood steps to the sales process. When you’re on a call,  you should have the mindset that you’re not there to beg them for their business or an appointment but to have a conversation. The purpose of this conversation is to determine whether you can work together based on specific criteria and their motivation. Probing questions are very important. Don’t just take the first answer; ask the question in a different way to see if you get a different response. 

2-Building Value: 
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Unique Value Proposition
Whether you’re talking to a consumer or you’re talking to a business owner, the amount of information and solicitation has increased dramatically. As a result, there is little patience for receiving unsolicited information; it’s likely to be seen as an intrusion. Bottom line: if you intrude upon their time, it better be good. You better get to the point and clearly articulate the benefits of what you offer - your unique value proposition(s) (UVPs). Provide a few examples of what makes you unique. Every benefit should be based on the seller’s true motivation.
These are just a few examples of UVPs:

	  Performance Guarantees

	  Risk-free offers

	  Communication Guarantees

	  Seller-Advantage Program (FSBO)

	  Detailed Marketing Plans



Your conversation should explain how you offer unique features and benefits that solve their business needs. So don’t just talk in terms of “blah, blah, blah” features, instead explain how each feature directly relates to their goals; how what you offer can help them achieve their goals. Speak to their motivation, not yours. 
The Takeaway 
I think we would all agree that people are looking for a reason not to trust you. So if you make your offer look too good, or too perfect, then they might not trust you (i.e., too good to be true). If they don’t trust you, they won’t commit to an appointment or buy from you. Therefore, make sure you use the technique called The Takeaway.   This is a brilliant technique that keeps you accountable and keeps them from being skeptical. Most salespeople over hype their product. All they talk about is how good they are and how great their services or products are. Some agents don’t realize that they can build trust and also add more value by showing some vulnerability.  For example, try telling prospects that you turn down more listings than you take and watch how they react to what you say next. 
In this example, we deliberately tell the owner that we might not be a fit. This vulnerability shows that you are there to help the prospect. They trust that they are under no obligation to take action if they don’t think you can help achieve their goals. 














3-Creating Desire: 
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Finding and speaking to their motivation 
Prospect motivation is the most important part of this process after building rapport.  Human behavior is driven by two powerful mental forces: the emotional tug towards what we want and the fear or emotional push from what we wish to avoid. This is often referred to as the pain and pleasure principle. We all want to own new cars, cell phones, or anything that pleases us but we want to avoid the hard work, rejection, or risk that may come in the pursuit of those rewards. That emotional dynamic is what your homeseller or business prospect experiences as they decide whether to take action. That’s why you’ll be more effective if you speak to their motivation and clearly articulate that the rewards of working with you as their trusted advisor far outweigh any risks. In fact, they face a lot more risks by not taking action to work with you. Every conversation should clearly address risk vs. reward and how the rewards are greater with you and the risks are higher without you.  People, by nature, make decisions based on what they stand to lose rather than what they stand to gain. The best salespeople help them make decisions on both emotions. 

Creating Urgency, Curiosity, and Doubt

The most successful agents know how to set the triggers or spark the fire that gets prospects to make decisions now rather than later. Creating urgency is a lot easier when you know the time frames and motivations of the seller. That’s why it’s important to ask effective questions that uncover that motivation. Another important way to create urgency for homesellers is to address the current market trends and buying activity in the area. This market information will also spark the prospect’s curiosity. Create doubt by questioning the homeowner’s previous experience trying to sell the property. Focus on asking questions about the marketing plan used, the agent’s strategies, the time of year, etc. If you can create curiosity and clearly define what makes you different, then your chances of setting an appointment is much higher. Letting the homeowner know you’ll be in the area anyway, will help them feel more at ease about meeting in person.  


4-Trial Close /Sale: 
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Assuming the appointment 
Most salespeople make the mistake of “asking” for the appointment instead of assuming the appointment. People, by nature, need to be directed. So direct them. Don’t say,  “So, do you think you might be open to that conversation?”; instead say, “So John, I’m going to be out that way Thursday or Friday. Which day would work better for you?” 
This may seem like a simple concept, but you would be surprised how many agents don’t assume the appointment.  
Solidifying the appointment 
Sometimes when you are on the call with a prospect, it will be important to emphasize that there is no obligation to take any action during the appointment. Remember, they have never met you, so even the thought of making a decision about listing their house with you would cause anxiety. This would be a good time to reiterate that there would be no obligations or commitments expected during the meeting. 
The idea is to get an appointment and make them feel very comfortable. After you get the appointment, circle back to the homeowner's motivations and, based on those, solidify the appointment and link them to the importance of keeping the appointment.  
Using Effective Tie-downs for “yes” Responses
Tie-down questions are very powerful. Simply put, tie-downs give you a lot of valuable insight into which direction the prospect or client is leaning regarding taking action (setting an appointment, making a purchase, etc.). Tie-downs also help you control the call and develop a yes momentum. The point is that the more yeses you get throughout the conversation, the higher the chances that they will take the desired action. 

Tie-Down Questions: 
· You would agree that it’s important to sell the property sooner rather than later, wouldn’t you?
· (Seller’s name), getting the most for your property is important, isn’t it? 
· You would agree that not all agents are created equal, wouldn’t you? 
· You would agree that netting the most money on your property is what’s most important wouldn’t you?
· Moving to Florida with your grandchildren is important to you, isn’t it?  
· Your previous agent wasn’t able to sell the home the last time it was listed, correct? 
· It would be a good thing if you had multiple buyers bidding on your property at once, right? 
· You would agree that getting maximum exposure to your property is important, right?
· You would agree that Zillow may not always be the best source to price your home, yes?
· Doesn’t it make sense that getting a second opinion on selling your home can only help you? 
· (seller’s name), wouldn’t you agree that it’s a good idea to get a second opinion on why the house didn’t sell the first time?
· Yes, do you agree? Make sense?  All simple tie-downs you need to use throughout your selling efforts, whether on the phone or in person.
· It may sound different, but as you get better at getting “yes” responses, you will make these questions your own, and they will serve you well.




5 -Overcoming Objections: 
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Handling Reflex Responses 
There are three steps to nipping knee-jerk objections in the bud: empathize, ignore and ask a tie-down. 
When you empathize with someone, you acknowledge the client’s remark, and it buys you some time so that you can formulate your response. 
Ignoring them seems rude, but you really don’t want to spin your wheels trying to address these knee-jerk objections. At least 98% of the time, these objections or responses are unrelated to the prospect’s true concerns. The prospects are really just trying to find a way to get rid of you expeditiously.  So, responding to knee-jerks are a waste of time and could cause the call to go in a direction you don’t want. 
The third step is to calmly ask a question that is designed to get the client talking. Your questions help squash the false objections and redirect the conversation to a mutually beneficial conversation.
The positively brilliant thing about this technique is that once clients answer one question, they typically are receptive to more. Reacting to your empathy statement, the calm tone of your voice, and the “one quick question” technique, the prospects inevitably relax and open up.
You can apply this technique to almost every knee-jerk objection because the stated objection was likely false in the first place. Don’t worry; the client knows that you know that they know it was false!  In the rare case where the objection is real (i.e., the prospect firmly states that she is in a meeting), simply apologize and explain you’ll call later.
Then ask her a question that keeps the conversation moving.
Here is an example: “Not a problem, real quick question before I let you go…”
Effective Prospecting Questions
Asking Effective Questions: Through the sales process, it's very important to ask effective questions. Effective questions help pique customers’ interest, establish credibility, create a sense of urgency, and much more. 
The best salespeople ask the best questions in the right way and at the right time. Here are some effective questions to add to your collection.  
Expired Listings
· My understanding is that you want to sell the property for $ ______ when you list again, is that correct? 
· Is there any flexibility in that price? 
· Have you made any improvements to the home since it came off the market? 
· It seems like a nice home, what do you think stopped the home from selling? 
· Did you get any offers? 
· What was the feedback from your previous agent? 
· When you bought it, what did you like about the property?
· If the home did sell, where were you looking to go next? Were you planning to head out of town or stay in the area? (Build rapport and find the motivation) 
· Is the only thing stopping you from ______ the sale of your home? 
· Oh, ok! What is taking you there? 
· If the home does not sell, what is your plan B? 
· What are you looking for in your next agent? 
· When this home sells, are you going to purchase another home?
· I have only spoken to you, are there any other decision-makers involved?
· How did you pick the Last Agent that you worked with? 
· What do you feel they should have done differently? 
· What do you expect from the next agent you choose? 
· Are you familiar with ____techniques of getting the Home Sold? 
FSBOs 
· Have you ever sold a home on your own before?
· How much did you say you were asking for the property again? 
· Have you made any improvements to the home?
· What attracted you to the home when you purchased the property?
· What about the neighborhood do you think would appeal most to buyers?
· What are you doing to market the property?
· Have you started shopping for your next home?
· How much activity have you had in terms of showing and offers?
· How long have you been selling for? 
· How did you determine your asking price? 
· How would you describe the condition of your property? 
· Just curious, what made you sell it on your own? 
· Have you had any offers yet? 
· What is your motivation to move?
· Why did you decide to sell yourself…rather than list with a real estate agent?
· Well, let me ask you when the home sells, where are you planning to go next? 
· Are you more concerned about your commission or how much you can net on the property?
· If you decide to go with an agent at some point, how you would make that selection process? 
· How long are you willing to go before you would consider using a Top Agent to get your home sold? 
· Are you ok with getting lower offers because buyers know you’re not working with an agent? 
· What has to happen before you would consider listing with a professional agent? 

Overcoming Objections: 
Three Steps to Handling the Objections
1. Listen/empathize/reframe/isolate- I understand/So what you’re saying is.
2. Give a response and tie-downs.
3. Go back to motivation/close/suggest- is tomorrow better or Thursday.
As mentioned before, rapport is huge, and when handling objections, you have to be sure to maintain your ability to keep rapport. You do this by following the three steps. If you miss any of these three steps, you will find that people won’t give you the time of day. This process also ensures that you can attempt a closing at least three times. 

















6- Follow-Up, Referrals, Key Metrics
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Follow Up: 
I am sure it’s no surprise that most salespeople are caught up in the moment, and when they don’t get that instant gratification taking the time to manage your leads and follow up with them properly is often not a priority.  
There is a reason they say “fortune is in the follow-up.” It really is. Follow up shows the prospect that you are credible, reliable, and seriously motivated. These are all the characteristics of the type of person people want to work with, so when they see you professionally demonstrate these characteristics, it carries major weight in the prospect's mind. 
Referrals: 
Always ask,  “who do you know who might benefit from my services”…… not everyone will give you referrals, but some will. Every agent knows that referrals are the best source of business, but most salespeople are so stuck on working harder than smarter; they don’t bother to ask. 
Action steps:
Key metrics and tracking results
Goal setting and measuring effectiveness are designed to track the success of all the other five activities that come before it. Setting goals is not simply about writing them down periodically, although that is part of it. More importantly, it’s about mastering your focus so that achieving those goals happens quickly and automatically. This section will help you improve your results, reduce stress, and gain more free time. First, it bears repeating, mastering sales is not about doing a thousand different things; it’s about doing a handful of things thousands of times. To master your sales process, you would go through each of the seven steps seeing improvement each time in your sales process. So let’s talk about goals and expectations.
There is a difference between goals and expectations. Before you dive into the strategies and tactics of prospecting,  you need to really have a goal. We recommend setting a stretch goal and a worst-case scenario goal. A stretch goal keeps you striving to get better, while a worst-case goal sets a bar under which you would never let yourself drop. This is why we built the “$100k in 90 Days Challenge”—which you can join at rapsuccess.systems Facebook group. Very few agents hit the mark within 90 days, but everyone finds themselves doing things that they never thought possible. 
 
When it comes to setting appointment goals, the magic number is three per day.  It’s interesting that regardless of the industry or product price point, booking three appointments per day is the magic formula.  It certainly is the right number for real estate agents.  Having 15 booked appointments per week, gives room for five cancellations or reschedules and assures that you will attend two appointments per day, 10 per week.  If you achieve that rate consistently, you will establish yourself among the best in your market.  The bottom line is this:  if you take care of the mornings, the afternoons will always take care of themselves!  

7- Time Management, Attitude, and Leadership 
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Salespeople, by nature, are horrible with time management. If they get an appointment or sale, then they celebrate. Nothing wrong with that, except after they celebrate they stop by the watercooler, then they tell their friend about the deal. The next thing you know, they’ve lost 30 minutes, and they still have to process the appointment or sale taking another 10 minutes. Top producers have a relentless focus on their time. They don’t get caught up in the celebratory “take my foot off the peddle” approach. The long-term results vary greatly among less focused salespeople, and poor time management is a big reason for that. The important part of time management is that it trains you to function with a sense of urgency. 
Understanding how to use your technology and tools can also speed up the process of how much you can get done in a single day. 
Part of solid time management is your attitude. You can’t master all the skills instantly, but setting periodic goals will speed up the learning process. In addition to all the tools you have at your disposal, you also have a computer programmed to exclusively focus on seeking out opportunities and generating success for you even while you sleep. This computer does nothing else all day except look at the world around you, searching for anything and everything that will create more success in every aspect of your life. Sound Good? The computer doing those amazing things is your brain; it’s the part of your brain called the reticular activating system (RAS).  The problem is that most of us have unknowingly conditioned the RAS to seek out things that we don’t want instead of achieving results. You can learn more about this in the Ultimate Listing Machine master class. 
Every day we have thousands of thoughts that leap in and out of our minds. The truth is that those thoughts affect every cell in our body. So it’s important to keep your thoughts focused on all the positive things in your life and make sure you've focused your subconscious on creating outstanding improvements on every front. 
People tend to dwell on what is not working in their lives, and as mentioned before, people bond easily over shared misery. Discipline yourself not to engage in drama or other negative situations that may take place. 
In the Master Class, you’ll receive a document that tracks your ability to execute on these strategies and tactics. Using this document will help you identify what you are doing well and where you still need some work. Always know your numbers; if you don’t know your numbers, you will never hit the target. Take 100% accountability for your actions and results and use this guideline for progress. The goal is to get a little better each day. 
Behaviors and Mindset
 
When you go home, don’t just sit down and turn on the TV, instead invest 30-60 minutes memorizing your scripts and internalizing them. When you do, it’s just a distraction, and at the end of the day, you’re only hurting yourself. Work harder on yourself than you do on anything else.  But most importantly, HAVE FUN! Be real with people! Our behaviors reflect our mindset. 

Most people won’t do these things consistently, and that’s why they don’t make the money they want; it’s that simple.  You will hear me say it over and over again: there is no magic bullet to success, and it’s not about doing a thousand things; it’s about doing a few basic things over and over again and becoming the master of your craft.  That’s how you hit your goals, that’s how you make great money, and that’s how you get to be seen as a crucial part of the team.  That’s also how you can hit the “$100k in 90 Days Challenge.” Here’s how,
 
· Don't hesitate, focus, and move forward.
· Make it a 90-day commitment to form the habits.
· Commit yourself fully to becoming the best you can be over the phone. 
 
Summary
 When all seven of these strategies come together, you will find yourself in the top 10%. Remember, if you’re not getting the results you want, you need to ask yourself which one of the 7 Steps needs more of my attention? Again, the steps are: 
· B- Big  1-Building Rapport Qualifying:   
· B- Buildings 2-Building Value:  
· C- Crumble 3-Creating Desire:
· T- Tilting 4-Trial Close
· O-Over 5 -Overcoming Objections:
· F-Fast 6- Follow-Up, Referrals, Key Metrics
· T-  Time 7- Time Management, Attitude, and Leadership: 



On the next page, you will find the scorecard we use to measure effectiveness in each area of the prospecting. We often refer to this document as work a million dollars because it’s made people millions of dollars. 

You can also find this document in Module 7 of the Master Class. It’s perfect for running your sales training in the morning because you can focus on a different part of the prospecting scorecard each morning and use this scorecard to grade your team. 

Most of my students weather a brokerage, team leader, or event an agent will have this posted in over office, and have several printed off for scoring purposes after coaching sessions or after each prospecting time block. 

When used correctly, this system can be very powerful. Visit www.ultimatelistingmachine.com to get copies of this document and all the scripts listed in this book. 









 Ultimat Listing Machine Prospecting  Evaluation Form 
Salesperson: ________________ Time Period _____________ to____________________



This form is designed to gauge the  effectiveness in each area to give a crystal clear plan for improvement and mastery. Each Step has a quality score graded on fundamental tactics to succeed in this company. 





1-Building Rapport Qualifying:   Score 1-10
· TONE 
· PACE
· HESITATION
· MODULATION
· Mirror, Matching  
· Finding Motivation
· [bookmark: _30j0zll]Active Listening
· [bookmark: _1fob9te]Ask Qualifying Questions 
· [bookmark: _3znysh7]Body Language
[bookmark: _2et92p0]
2-Building Value:  Score 1-10
· Key Benefits
· Unique Value Propositions
· Transitional Statements 
3-Creating Desire: Score 1-10 
· Creating Urgency
· Create Curiosity and Doubt
· Finding and speaking to their motivation
4-Trial Close: Score  1-10
· Using Effective Tie downs 
· Assuming the appointment 
· Solidifying the appointment
5 -Overcoming Objections: Score 1-10
· Handling Reflex Responses ( 3 Steps)
· Tie Down
· Verbal Advantage
· Closing on Motivation
6- Follow-Up, Referrals, Metrics: Score 1-10
· Setting strong Follow Up 
· Asking for Referrals
· Tracking your Metrics
7- Time Management, Attitude, and Leadership: Score 1-10
· Managing Your Time
· PMA
· High Energy  and Collaboration
· Script Adherence
Action Steps and Game Plan:
1.________________________________________________________________________________
2.________________________________________________________________________________
3. _________________________________________________________________________________
Salesperson: __________________________
Manager: ____________________________




Overcoming Objections
Before we get into the exact language of converting almost any type of lead, we must take a deeper dive into overcoming objections and the systems we have created that, if applied, could double or triple your conversion rate. 

One of the biggest mistakes sales professionals make is that they handle all objections the same way. You see, there is a huge difference between a “knee Jerk” or what some call a reflex response and an objection. 

Knee-jerks and reflex responses usually come out before you ask for the appointment where an objection usually comes after you ask for the appointment. 

Knee-jerk examples:
· Why are you calling me? 
· Are you an agent? 
· I am not interested if you are an agent! 

[image: ]


Keep this cycle in your mind because I promise you 8-10 prospecting calls you will get this, and if you are handling them like an objection, you will kill your lead conversion and waste a lot of time and energy. 


Soft Objections- This is a bit more direct but usually happen during the middle of the conversation and needs to handle a little different in a call 
1. Acknowledge 
“Not a problem, before I let you go, I had one more quick question…”
     2. Sidestep Soft Objection (Ask Effective Questions) 
     3. Verbal Advantage and Speak to their Motivation

Repeat the process as many times as needed!
	
[image: ]

Hard Objection - The Hard Objection happens after you ask for the appointment. It’s seldom the real objection, but you must follow a specific process. If you are following the process written below you should be able to get through at least three cycles, tripling your odds of setting an appointment and listing this property. 
Objection Process:

1. EMPATHY/REPEAT BACK
2. TIE DOWN/SIDE STEP
3. CLOSE ON MOTIVATION

· Just curious, what is your PLAN B?
· I won’t ask for a listing if it’s not a good fit.
· You owe it to yourself to get a 2nd opinion.
· CLOSE! “Let’s do this…”

· (REPEAT MOTIVATION)
· I won’t show up with a sign under my arm.
· I turn down more listings than I take. This is simply a discovery meeting. 
· CLOSE! “So, I’m going to be in the area around___ I could  stop by at …”




Empathy/Repeat 


Tie Down/Repeat Pain and Motivation


CLOSE on motivation



When you get to the section where you build out each script, you will see how we have built into the script each of the 7 Steps, including how to handle the different types of objections. 


Now we are ready to get into exactly what to say and when to say it. The goal of the next section is to arm you with scripts, dialogs, and objections to handle every situation you may encounter on your way to prospecting mastery. Ideally, you will have these printed off and laid out on your desk so you can refer to them. Even the pros have their scripts in front of them just to reference and keep them from going too far off track. 




Mastering the Language of Sales
In the previous section, we took a deep dive into the seven steps of prospecting masterly. Now we are going to give you the language for almost every single situation and circumstance you could run into. Keep the 7 Steps in the back of your mind as you’re prospecting and after each call proactivity score yourself. With this system, you can cut your learning curve to prospecting mastery in half and catapult yourself to the Top Listing Team/Agent in your market, and over time, in the country. 
These 7 Steps are what my prospecting team (ISA’s) used to help our clients move almost $1,000,000,000 in closings year after year. 
Dominating on the phone and in sales calls means no one rattles you.  Confidence, pace, and pitch/tonality are what will differentiate you from everyone else.  People with excellent phone and sales skills are not attached to the outcome.  Meaning, whether people say yes or no, it truly doesn’t matter to them because they have plenty of other people to contact. 
People end up throwing in the towel when it comes to their daily commitment to phone prospecting, primarily because they feel like they are failing if 80% or more of the people they speak with don’t say yes in one way or another.  Great prospectors are the individuals who commit daily to simply running the numbers; they have elephant skin and don’t take prospecting personally.  

In the next section, we're going to go over the script and break down the psychology behind the script. Everyone has a different style for how they communicate the scripts. Nobody expects you to read them word for word. With that said, my team and I have tested these scripts through a million+ phone calls.  Deviate too much, and you might be disappointed in your results. 

 Why Use Scripts?

Congratulations on your decision to study the best lead converting scripts in the industry.  We believe emphatically that lead conversion is the biggest challenge in the industry.  This playbook is mapped out step by step in the prospecting section of The Ultimate Listing Machine Master Class.  You join by going to www.ultimatelistingmachine.com. There you can watch role plays on each type of script and listen to recordings of the best lead conversion experts handling objections on real calls. If you have not purchased the course yet, you are eligible for a discount because you have this book, enter Marketing50 in the promo code field. The course also will provide you with the understanding and psychology we each script and objection handling technique.  Pitch, tonality, pace are all important components of making these words work.

Repetition is the mother of all learning.  It’s important to practice your words not until you get them right, but rather until YOU CANNOT GET THEM WRONG.  Very few people travel down the path of best practice. The agents that do, quickly realize that the true key to abundance in real estate is practicing your words until you’ve internalized them.  


You’ve written your goals. You’ve defined your success metrics. You understand that prospecting/marketing, running appointments and follow up are your high payoff activities.  So what’s left is simple: PRACTICE.  So how do you practice? There is a lot of content in this playbook.  Start by selecting a prospecting area you want to dominate first, then move on segment-by-segment. Only print out the scripts and objection handling you want to start first.  Get the words down first.  Once you’ve locked in the words, record yourself doing them (voice notes on your cell phone works fine).  Listen to how you sound and ask yourself, “would I say yes to me”? Chances are, you’ll realize you’re pitch raising, saying words that make no sense or not slowing down and articulating parts of the script that are designed to be slower. 

Next, practice your tone, pitch, and speed.  After that, it’s time to role-play.  Grab an accountability partner and start doing live role-plays.  Have them give you random objections and see how well you do at overcoming them.  Now, listen to your session and determine if you’re ready for game day (going live with prospects).   You can interact with Top Lead Conversion Experts by going to our private facebook group “Rainmaker Mastermind Group.” Every day, someone from our team goes live and prospects as well as executes on a marketing plan proven to convert more leads. 

We hear it all the time, “I don’t have time to practice scripts” or “I work better off the cuff.”  Name one industry, academics, athletics, or the arts where the top people say, “I’m better when I just wing it.”  The best attack practice like it’s their job. Those excuses are said by the same people who complain about money or how tough the market is.  If there is one thing we know unequivocally about selling and lead conversion, it’s that:  the most prepared mind always wins!  

Some form of a sale is always made over the phone or during in-person meetings.  Either they are selling you on why they said no thank you, or you’re selling them on why you’re the absolute best.  We look forward to being part of your journey to greatness.  The greatest, most profitable companies in the country practice with their sales team daily.  That culture breeds thoroughbreds.  Thank you for allowing us to become part of your business growth strategy. Let’s Dive into each script! 

Listed below are scripts that incorporate objection handling and verbal advantage. They can be adapted for voicemail, video email campaigns, and follow-up communications.  The scripts cover the following lead types:

· FSBOs 
· Expireds 
· GEO-Farming 
· Just Listed / Just Sold
· Past Clients 
· Referrals 
· Sphere of Influence
· Yard-Sign Callers 
· Buyer leads  



  For Sale by Owner (FSBO) Script

Hey, I was looking for the owner of (Address). 

 Yeah, I was looking at the property online and was curious if you were still taking offers? 

  I’m sorry I didn’t catch your name. My name is <name>, is this (Seller's name)?

Real quick (seller’s name), let me tell you why I’m calling.  My name is _____ with ________, and I  saw your property online and noticed it was FSBO, so I wanted to reach out to get some more information and see if we could help each other. You’ve probably noticed there is a lack of inventory, and that’s driving property values up, so it’s a great time to sell. 
· What are you looking to net on this? 
· How long have you been testing the market?  
· Have you received any offers as of yet, or were they just lower than expected? 
The thing is, even in a hot market, if the property doesn’t sell fairly quickly, usually 2-3 weeks, most homeowners will get lowballed, and I’m assuming the whole reason you are selling FSBO is to save on commission and get the most out of the property, right?
Can I ask why are you selling in the first place? This is a gorgeous property.
<Identify true pain (time, money, hassle) and motivation (FORD)  ( Talk about Family, Occupation, Recreation, Dreams) 
OK (Seller’s name), If there was a way to get this property sold, for the right amount, so you could <insert motivation> without <insert pain>, it wouldn't matter who got it done, right?
Based on what you’ve told me, I think I can net you what you need, quickly and with a lot less hassle than doing it on your own. When could I stop by and preview the property,  to see whether it makes sense to work together?   (Heck, After looking at it, I might even have a buyer for it, who knows!) 
 Looking at the calendar, I see I’m  going to be in the neighborhood,  how does ______ workaround ______ ( ALWAYS ASK SAME DAY, THEN IF NO THE NEXT DAY)  

No problem, as I mentioned, I will be in the area later today anyway, I’ll stop by to have a quick conversation ...are mornings or afternoons typically better for you?

· PLEASE PUT THIS IN YOUR CALENDAR (CONFIRM DATE/TIME)!! I WILL BE PUTTING 1-2 HOURS OF PREPARATION FOR THE APPOINTMENT, SO I HAVE EVERYTHING READY TO GO FOR YOU. 
· What’s a good email to shoot you out some quick info? And is this your cell phone number, or is that a different one?
· Listen, all I ask is that if the numbers make sense and you think it will benefit you to work together, just keep an open mind to listing with me,  sound fair? If they give rebuttal: You’re under no obligation, just asking you to have an open mind when we meet to make sure it’s a mutual fit.
· I do strongly suggest that all decision-makers are there if possible.
· Please be sure to meet me before listing the property, so you’re comfortable in your decision moving forward.  ( Talk about  UPV’S if needed)


Overcoming objections
1. Empathy- Get down to their level and let them know you understand where they are.
2. Response/Tie Down – Why does it make sense for them?
3. Close – Get back to the script and close it down. Let’s do this.

· I want to sell on my own
1. If I hear your right, it sounds like you are trying to save on commissions and get the most out of your property. My concern is that FSBOs lose a bunch of money at closing after a week on the market. I want to make sure you don't end up in that position, and netting the most you can out of the property is what really matters, right?
2. So let's do this, How about I  stop by to discuss if I have a better plan to get the job done for you,  I will be in your neighborhood later on today anyway, I’ll have them swing by at ____ unless ___ works better for you. ( If it does not make sense, I won’t even ask for the listings) ( No pressure) 

· Just send me over some info, and if I like what I see I’ll be in touch
1. Okay great, I can definitely send you the information you need. What’s a good email address for you?
2.  Let me ask you, what’s the plan B if you don’t get in offer in the time frame or the money you're looking for?
3. So let's do this, I’ll stop by, and go over what I have done for other homeowners with similar properties like yours, worst case you have a strong plan B, I can swing by at ____ unless ___ works better for you. ( If it does not make sense, I won’t even ask for the listings) (All I ask is that you keep me in mind for a plan B) 



· I have a friend or family member in real estate that we are going to use.
1. I respect that, and it’s always good to have someone you trust to work with, especially with an investment this big…
2. The goal here is to get this sold for the most money possible, right?
3. So, let's do this, I’ll have <AGENT> stop by to discuss if they have a better plan to get the job done for you, I see they’ll be in your neighborhood later on today anyway, I’ll have them swing by at ____ unless ___ works better for you.

· If they bring a buyer, I’ll pay 3%
1. <Repeat and reframe>, it sounds like you're trying to save on commissions, and I respect that. My concern is that FSBOs leave a bunch of money on the table. After a week or two on the market, if it does not get sold, you’re going to get a lower offer because realtors know you don’t have to pay a commission, which defeats the whole purpose. 
2. At the end of the day, it’s about netting the most you can on the property right?
3. So let's do this, I’ll stop by to discuss if I have a  plan to get the job done for you, I will be in the neighborhood later on today anyway, I’ll have them swing by at ____ unless ___ works better for you.

· I need to check with my spouse
1. <Repeat and reframe>, that makes sense.
2. but I’m sure your wife would agree that getting one step closer to your goal would be worth a conversation, RIGHT?
3. So let's do this when are the two of you together mornings or afternoons? ( Go Back to Motivation and Pain) 


· I’m going to list with my previous agent
1. <Repeat and reframe>, so you already know their gameplan.
2. And it’s obvious you didn’t get the results you wanted last time around, correct?
3. So let's do this, I’ll stop by to discuss my plan to get the job done for you,  possibly net more than you could on your own. I will be in your neighborhood later on today anyway. I’ll swing by at ____p.m. unless ___p.m. works better for you.


· We’ve sold our past homes by ourselves; We really don’t need an agent.
1. Okay, cool, I get that feedback a lot, especially in your area. It sounds like at this point your thoughts are why pay a commission if you could just do it on your own.
2. If there was a way to get the job done quicker and with less hassle, you would want to know about it, right?
3. So let's do this, I’ll stop by and discuss my marketing plan to get the job done for you, I can be in your neighborhood later on today anyway, I’ll have them swing by at ____ unless ___ works better for you.

· I want to wait till spring
1. <Repeat and reframe I get it, a lot of people believe waiting till spring is the right move.
2. A lot of my clients actually get better offers in the fall and winter because the buyers are serious, and inventory is low, so buyers will present strong offers since they have fewer choices. 
3. So let's do this, I can swing by quick, preview the property for any future buyers I may have and discuss whether you should wait, or if now is the right time.  I can be in your neighborhood later on today, how about I swing by at ____ unless ___ works better for you.

· I’m not interested
1. <Repeat and reframe>, hey I understand, if I got this call, I would probably be saying the same thing, and at this point, I would not expect you to be interested in working with me. 
2. But your goal WAS to get this property sold, right? 
3. So let's do this, I’ll stop by to discuss if I have a better plan to get the job done for you,  I’ll be in your neighborhood later on today anyway, I’ll have them swing by at ____ unless ___ works better for you.

OVERCOME OBJECTIONS THREE TIMES 
1. Empathy 
2. Respond Tie-Down AND 
3. RE-CLOSE 
4. VERBAL ADVANTAGE and UVPs (To be used in the flow of the script as needed): 
I want to sell on my own 
“I can appreciate that (name). It sounds like you are really trying to save on commissions and get the most out of your property. My concern is that FSBOs lose a bunch of money at closing after a week on the market, 15% less on average, to be exact. Let me ask you this, if I showed you a marketing plan that will drive the amount of traffic you’ll need to net you the most amount of money and that I have a 39-day guarantee (enter number you’ve researched), or I work for free, would you meet me for 15 minutes to compare and contrast these options so you can make a more informed decision?... Perfect, are you around later today at 3:00, or would 4:00 work better for you?”
I have a friend or family member in real estate who we are going to use if we decide to list. 
“I respect that, and it’s always good to have someone you trust to work with, especially with an investment this big. Let me ask you, have you interviewed them yet?”

Them: No

You: “Ok, that’s actually a good thing, and here’s why.  As you know, once you engage a friend, there’s no disengagement without it getting awkward and uncomfortable if they don’t perform.  I’d still like to take a look at the home anyway as a courtesy to my buyers, and I’ll offer you my feedback that may be helpful regardless of who you decide to use, should you end up listing the home with an agent.  Does that sound fair to you (name)?  Perfect, are you around today at 3:00, or would 4:00 be better for you?”


If you bring a buyer, I’ll pay 3% 
“Great, I appreciate that (name); you seem like a very nice person, and I’ll see if I can help you out.  There are a few thoughts I have; I’m going to run some comps, take a look at the house and offer any help or suggestions I can.  Are you free at 2:00 today? Or would 3:00 work better for you?”

I need to check with my spouse 
” <Repeat and rephrase>, that makes sense... but I’m sure your wife would agree that getting one step closer to your goal would be worth a conversation, right? So let's do this when are the two of you together mornings or afternoons?”
We’ve sold our past homes by ourselves; we really don’t need an agent. 
“Okay, cool, I get that feedback a lot, especially in your area. It sounds like at this point your thoughts are why pay a commission if you could just do it on your own. But If there were a way to get the job done quicker, with less hassle and net you more money, you would want to know about it right?  So let's do this; all I need is about 15 minutes, and I’ll show you a few things I think you’ll be very impressed with.  Are you available at 2:00 today? Or would 3:00 be better?”
I want to wait until spring 
“<repeat and rephrase> I get it.  A lot of people feel like waiting until spring is the right move.  And your goal is to get the property sold quicker and for more money, right? So let's do this, why don’t I come out and take a look at the home, give you a free analysis, then we can decide on the best course of action for you guys; does that sound fair (name)?  Ok, are you free today at 4:00?”
I’m not interested 
“<repeat and rephrase>, hey I understand, if I got this call I would probably be saying the same thing. But your goal is to get this property sold, correct?  My team and I have a 39-day guarantee, or we’ll work commission-free, and we also have a 100% performance guarantee, which means no long-term commitment you can’t get out of. (use your specific UVPs). Are those commitments enough to at least start a conversation with you (name) because no one around here does what we do?”





Universal Script (Expired/Withdrawn Listings)

Hey, I was looking for the owner of (Address). 
Yeah, I was looking at the property online, and I was just wondering if you sold it yet? 
· Is it still on the MLS, or are you contracted with an agent, or are you just handling it yourself? 
· I’m sorry I didn’t catch your name. My name is <name>, is this (Sellers name)?
· Really quick (Sellers name), let me tell you why I’m calling, I am realtor over at _____ office ______ actually noticed your property came off the market and wanted me to gather some information to see if we could help each other out. I don't know if you were aware, but nationwide, we see lower inventories, which have made property values increase 5-8% across the board.
· And I’m shocked it didn’t sell. Were you in the process of doing some updates to the property, or were you just not getting the offers you were looking for?
· If doing updates: did your agent suggest to do updates, or did you make that decision on your own. What updates have you done? 
· If no/low offers: Did you receive any feedback as to why it didn’t sell? How long ago was that? Was that recent? And I have to ask, this is a gorgeous place, why sell?  Were you looking to make a big move out of it, or were you just staying local?
·  How soon were you hoping to get this sold 30-90 days? Is that doable?
I specialize in working with homeowners who have had trouble selling in the past and based on what you’ve told me, I would like to stop by and preview the property and show you my plan and How I have been selling more properties in that market in a month than most do in a year. ( Or Show you my marketing plan)      or 
So, If there was a way to get this property sold, for the right amount, so you could <insert motivation> without <insert pain>, I'm assuming you wouldn’t care if I did the work, Am I right?
I will be meeting with a few homeowners in the area over the next few days; I’ll have them stop by for about 15 minutes to discuss how s/he would get the job done, let me get me on the phone right now to get things started
IAre Mornings or afternoons typically better for you?
· What’s a good email to shoot you out some quick info? And is this your cell phone number, or would that be a different one?
· PLEASE PUT THIS IN YOUR CALENDAR (CONFIRM DATE/TIME)!! I WILL BE PUTTING 1-2 HOURS OF PREPARATION FOR THE APPOINTMENT, SO I HAVE EVERYTHING READY TO GO FOR YOU.
 
· Listen, all I ask is that if what I say makes sense, it seems like a good fit, and the numbers work out for you, that you have an open mind to LISTING the property with me, sound fair?  (Rebuttal: you’re under no obligation, just asking you to have an open mind when you meet with me, and make sure it’s a mutual fit).
· I do strongly suggest that all decision-makers are there if possible.
· Please be sure to meet me before listing the property, so you’re comfortable in your decision moving forward
Overcoming Objections - Expired Listings 
Script 1: I’m going to stay with the same agent 

That’s great, and what I’m hearing is that you feel obligated to your last agent since they’ve invested a lot of time and money in your house, right? Well (name), you don’t owe me anything, and you don’t really owe them anything, but you do owe yourself the very best. It certainly wouldn’t hurt to hear what I do to get houses sold, would it? 
Or (UVP rebuttal)
“Ok, I understand, and I certainly respect loyalty, but when it comes to selling one of the biggest assets people have; it’s also about performance and accountability; I’m sure you’d agree with that (name).  I was going to wait until I met with you, but I’ll share this with you now.  I have a 39-day guarantee on my listings, which means I guarantee your home will be sold inside 39 days, or I work for free. On top of that is my performance guarantee.  What that means is that I don’t hold people to a lengthy contract; I let clients terminate at any time with no cost to them.  My question to you is, wouldn’t you like to see my marketing plan and why I’m able to say and do these things (name)?
Or:
I understand, may I ask you a quick question? If you stay with the same agent, what are they going to do this time that they didn’t do last time? I hope you don’t take this the wrong way, I actually heard it from one of my clients, Albert Einstein said, ‘doing the same thing over and over but expecting different results is the definition of insanity.’ 

Script 2: I’m going to sell it myself (FSBO) 

“After what you’ve been through, I understand. You know, (name), you are generally better off to do a FSBO than to be with an agent who doesn’t understand the market. FSBOs get an average of 15% less for their home than agent-sold properties (name), and my fear for you is that your home will become stale, and you won’t be happy with the offers.  If I may, and I say this with sincerity (name).  I’ve been doing this for a long time, and 90% of the real estate agents out there simply don’t have the capital to invest in marketing their listings; they do the 3 P’s: put it on the MLS, put a sign in the yard and pray that it gets sold.  Ultimately your goal is to net the most you can (name); if it's ok with you before you do anything, can I meet with you and show you my marketing plan and take a quick look at your home?  Great, I’m going to be close to you around (x) today.  Can I come by at 3:00 today?”
Or 
“I can appreciate that. I sense that ultimately, you’re just frustrated with agents as a whole; you know what, I get it - believe me.  90% of the agents out there struggle.  Only 10% do what is really required: smart marketing, spending the money, making the calls, networking with other agents, and hustling to maximize the sale price.  That said, I really would like to show you what I do and how I do it (name) because it's vastly different than what most agents do. But it does take me showing you vs. telling you over the phone.  Would you give me 15 minutes (name)?”
If they balk still:  add in your UVPs
Script 3: I’m taking it off the market – we’ve decided to stay 
“I see. Just out of curiosity, where were you planning to move? Why was that important? What would that do for you and your family if you had moved? If I could show you a way to make that happen, would you be interested? You see, I specialize in houses that didn’t sell the first time. Even the best houses don’t sell the first time, and it just takes a new approach and new ideas like I use to get houses sold. When could I stop by and spend fifteen minutes with you to show you why so many homeowners choose me to sell their house?”
Or 
“(name), if a contract were presented to you tomorrow, would you still sell? Great, so there is some desire to move, right? You know, (name), I specialize in great houses, yet didn’t sell the first time for various reasons. Let me ask you: why do you think your house didn’t sell? What will you look for in the next agent you choose? Let’s do this; I’ll drop by and look at your house – that way, you can meet me, so at a weak moment, you don’t end up with a weak agent. After all, you don’t want to put it back on the market later to have it sit for another six months, do you?”
Or 
“(name), if I could sell your house in thirty days and net you what you need, would that pose a problem for you? That’s exactly why we need to set an appointment. How I do things is radically different than what you’ll see out of most agents (name).  And that’s not to knock them; it’s just that most agents aren’t great marketers just to be candid with you.  I want to show you a few things I do that will give you a great deal of comfort and get you excited again about getting to your next destination in life; is that ok with you?”

Script 4: I’ve already found another agent 

“Have you signed a contract already? (If yes, then wish them well. If no, keep going.) 
Great. I would like to apply for the job to sell your house. After all, I specialize in houses that didn’t sell the first time. You know, sometimes even the best houses don’t sell the first time around. (If they feel obligated to another agent) I understand, and what I’m sensing is that you want to make sure you do the right thing, correct? Excellent. You know, if you go to the doctor because you had an illness and you found out it involved surgery, would you want a second opinion? I know this isn’t surgery, but it is like financial surgery on your house. Let’s meet for about 20 minutes; then you will see why so many people decide to hire me over other agents. If you believed you could get more money and a quicker sale, would you interview me? When can we get together? At 3:00, or would 5:00 be better?”
Script 5: Where were you when my house was on the market? 

“In order to sell a house once, you need to sell it twice. May I explain? Agents sell the house to other agents, and they sell it to their own buyer clients. So, quite frankly, your agent never sold it to me. That is one of the things I do best. I expose your house to all the agents in the area and make calls daily to find a buyer for your house. Why that is so important (name) is because 33% of all homes sold come from agents who bring their buyers, so marketing to other agents is a really big deal.
That is what you want, right? Let me come by and show you not only how I look for buyers for your house but also how I expose your house to other agents, so they are all familiar with what your house has to offer. Are you around today at (time)?”
Expired Script Using “Exchange” Example: 

“Has there ever been a time in your life when you thought you bought the exact thing that you wanted, just to get home and not have it be the right thing? Now you have to take it back for an exchange. Well, see this is one of those times. Your home was on the market with a particular agent for months while you dealt with constant cleaning, keeping the lights on, and dishwashing; while people went in and out of your home. Even worse, nobody even came to your house after all that upkeep. Well, it’s time to exchange agents. I don't want you to get involved with yet another agent and go through the same thing again. You know, many people choose me because I specialize in homes that didn’t sell the first time. 
I mean, even the best homes sometimes don’t sell the first time. So let's do this; why don't you give me 15 minutes, so I can show you the difference between how I do things and how others do? Would 2:00 today work, or would 4:00 be better for you (name)?”

Them: “Why don’t you tell me now.”
You: “I can appreciate that but one, I have to see the home first, so I know whether or not I can perform and two, my marketing plan is something you need to see as I’m explaining it, so it makes sense to you.  Do you have 15 minutes later today between 1:00 and 4:00?”

Script for Expired Listings – If You Are A Top Producer 

“(name), this is _____ with (company). Are you aware that your home came off the market this morning? (name), did your home sell, or was it that your listing agreement expired? Do you still want to sell your home? (I / My company) specializes in selling homes other agents could not. In fact, did you know that last year, according to the Board of Realtors, the average agent sold only eight homes? 
(I / My Company) sold #___ homes (this year / last year), and I can show you how we did it. When would be a good time for me to see your home and discuss your options? Would 6:00 be ok or would 7:00 be better? Set an appointment then ask qualifying questions.”
OR 
“(name), if I had a buyer or could find one that wanted to buy your home, would you still sell? Great! I have some time to see your home at 6:00 or at 7:00, which is best for you? 
IF THEY SAY: Why do you need to come over? 
“Good question, you see, I can’t tell you if I have a buyer until I see your home and know what it has to offer, make sense?  Perfect, are you available at 3:00 or 5:00 today?”

Script for Expired Listings- Competitive Market 

“Good morning (name); this is ______ with (company). I was wondering if I could ask you a few questions about your home. I noticed that the home was taken off the market…” 
IF THEY SAY: I’ve already received a hundred calls from agents. 
“(name), I appreciate your frustration, but are you aware that there are over #____ realtors in this market, and every one of us found out your home came off the market? How many agents called you? I bet you are glad that everyone didn’t call, right? Well, the good news is that the agents who DID call are the most aggressive. In fact, generally the more times an agent calls, the more qualified they are to get your home sold. I realize that may not make sense to you right now, considering how frustrated you are. However, since I already have you on the phone, may I take a few minutes to ask you the questions I have written down?”
Go Back To The Expired Listing Questions 
Script for Old Expired Listings

“(name) this is ____ with (company). I was going through some old files, and I noticed that your home had been for sale (whatever time period). Have you given any thought to putting your home back on the market for sale? Or, if I had a buyer that was interested in seeing your home, would you still consider making a move?”

IF THEY SAY NO:
“Okay, I appreciate that. Just out of curiosity, while I’ve still got you on the phone if the home had sold when you had it on the market, where were you folks going to move? Were you staying local or leaving the area?”

IF THEY RESPOND AFFIRMATIVELY
“Great, would it be okay if I asked you a few questions?
• If we could sell the home for you, where would you folks move? Would you stay local or leave the area?
• Did you have a time frame in mind as to how soon you hoped to make that move?
• Is there any flexibility in your price if a buyer were to make an offer?
Great, I have time tomorrow between 5:00 and 7:00 to look at your home and give you some advice. Which would be best for you?”
IF THEY ASK WHY DO YOU NEED TO SEE THE HOUSE? OR DO YOU HAVE A BUYER?
I don’t know if I have any buyers that would fit your particular home since I haven’t seen it yet. When is the best time to see it, would tomorrow be okay?
Farming Scripts 
Resources for Geo-targeting:  Landvoice account.  Go to:  www.landvoice.com/rapss to get full contact information for a geo-targeted list and an exclusive discount.  
“Hello, my name is  __________ with __________. How are you? Can I talk to you for just a minute? 
I represent many homeowners in ______ do you recall seeing my name and 
the picture on the letters and postcards I’ve been sending to you? 
For the past (x) years, I’ve been sending information that addresses questions many neighbors have asked me about, whether they are moving or not.

Build rapport with them!
“Thank you for taking a moment.  Have a great day/evening!”
Farming Script 2 

Call the individual for farming and ask if they know anyone in their neighborhood who is looking to sell their home. If they say yes, get that information and then before hanging up, ask them if they also want to sell or are interested in a complimentary, no-obligation market valuation of their home. 

Script for Calling Through a Farm Area to Weed out Advocates 

“Good morning, this is _____ from (company). I was calling today because I have been sending some mailers to the area over the past few (however long), and I had just one quick question for you today. Do you have a specific real estate agent who you are sure you would call if you had a real estate need or question? Does a particular agent come to mind who you know you would want to use or that you would recommend?”

IF YES: “Great, would you mind sharing who that agent is with me? 

If they give you a name, you can assume they are telling the truth and not just trying to get you off the phone. Thank them, delete them from your list, and move on. 
IF NO: “Oh, that’s interesting. I want to earn the right to that business should you or anyone you know ever need a real estate agent. Do you have a few minutes now or would it be better to reach you later?”
I Have Interested Buyers 

“I am just calling to say hi and also to tell you that I have qualified buyers who are very interested in moving into your neighborhood ASAP. I appreciate that you're probably not interested in selling your home right now, but if you hear that any neighbors are, please call or email me.” 

Option 2: “Hi, my name is (name), and I’m a real estate agent with (company), and I just wanted you to know I have a buyer who really would like to live in this neighborhood.  I was just wondering if you happen to know of anyone in this neighborhood that is considering selling their home.”  
 Your main goal is to meet them, have a nice conversation, and get their contact information.  Put them in your database and make them part of your routine follow up sequences.  


Script To Farm Area That You Live In 

“ Hi (name), I’m (your name), and I live down the street on (your home address).  I just wanted to introduce myself to you since we haven’t met and because our neighborhood is seeing some turnover.  I want everyone to know, who does not already, I’m the realtor to know, and I offer a free price-evaluation service should you ever be interested in the current value of your home.  I want everyone who does decide to sell their home to maximize what they can get out of it, so we all keep the values of this neighborhood as high as possible.”
Build rapport at this point and use the script below as communication points throughout your dialogue:
· It’s a problem when an agent who does not live in the area puts a neighborhood home for sale; out of area agents may have less information and less of a commitment to the values in our neighborhood. A real estate agent who lives in this neighborhood is more committed to getting the most value and the highest price for every property. 
· Each home put on the market, and each sale directly affects the value of our property; yours and mine. Only a neighborhood realtor wants a neighborhood property to sell for the highest possible price every time. 
· I understand that you may have a prior relationship with another real estate agent, and I fully respect that. Out of concern for the price of your home and mine, when it is time to move, would you mind calling me so I can give you a thorough analysis of what it should list for?  If you have committed to another agent, you can pass the information on to him or her. From time to time, I will be sending you information about real estate activity in the area. Thank you so much for listening to me!



Script To Farm Area That You Don’t Live In: 
“As an agent who has sold (number) of homes in (subdivision name), I have become impressed with the homes in this neighborhood and the area itself. I’m actually making it one of my preferred markets, which means that I intend to promote the area to the buyers I meet and keep track of the sales activity. When someone in the area is selling, my goal is to get the highest price possible to ensure that I help keep the market value of all the other homes in the neighborhood as high as possible. 
If you have a prior relationship with another real estate agent, I fully respect that. That said, should you decide to move at some point, it’s always a good idea to bring in an up-biased agent to review the current market value of your property. I want to offer you that information should the time come if it’s ok with you (name). I will be respectful of your choice of agent. At the same time, I would like to advise you about the asking price, promoting the benefits of living in (the area), and how to get the most for your home. If you have committed to another agent, you can pass the information on to him or her. 
From time to time, I will be sending you information about real estate activity in the area. You can easily request to be removed from my list and stop receiving this information, just mail, email, or call me. Keep this information with your other important real estate documents and call me if you have any questions or you would like to discuss how to get the most value out of the investment you have in your home.”

 


Verbal Advantage  
(Power statements to say as you’re trying to overcome the objection) 
· You’ve probably seen that there is a lack of inventory, and due to the lack of inventory, it’s driving property values up 5-8% across the country over this past year
· <Agent> can usually net sellers on average 10-15% more than what they can on their own.  And the reason usually comes down to their marketing plan and exposing the property to the right kind of buyers that are looking for a property like yours.
· My concern is that once a FSBO hits the 10-day mark, statistics show they are likely to lose anywhere from 5-15%.  I want to make sure you don’t end up in that position.
· I won’t even ask for the listing if I don’t feel like I can help you net what you need to get on the property.  I’m not the kind of agent to show up with a sign under my arm just to list your home.  I’m going to be straightforward and tell you what I think I could do if I were to list and see if it fits your game plan.
· Either way, just by sitting down me, you’re going to be one step closer to getting your home sold, which is your goal.
· All I ask is that you meet with me before you sign with an agent.
· My job is to look out for the sellers so you can get your property sold for the most money possible and get you back on track with your plans moving forward. 
· Just by meeting me, the worst-case scenario is you lose 15 minutes of your time, the best case is you’re closer to getting it sold, either way, you will have the peace of mind that the decision you make is in your benefit.  



Just Listings/ Just SOld  Script

I was hoping to reach the property owner at (Street Name).  My name is ______ calling on behalf of <agent>; I was calling because <agent> just listed and sold a property near you, and because of the buying activity, we know that 2 or 3 more homes will sell in that area quickly as well.  I know this may seem like a random question, but I was just curious if you knew anyone in the area that may be thinking of selling?   Real quick before I let you go, have you ever thought about selling for the right price, of course (Haha)?   If no, MOVE On.  If yes, OK, great! Real quick (Seller name), 
· Typically a home sells anywhere from 1-3 months, so if you could sell it in that time frame, what would be your next step? (FIND TIME FRAME)
· Where would you go if you did sell your home?
· What intrigues you the most of being able to sell?
· What do you like the most about your neighborhood now?
· Have you done any work on the property recently?
So real simple, I am listing/selling the homes near you and offer quite a few cool programs for homeowners such as yourself. 
What I’d like to do is stop by for 15 minutes and talk to you about the market where you are, how my properties are doing, the programs I offer, and where your house falls in the mix if you were to sell any time soon.
I have my calendar up in front of me; I will be in the area on other appointments later today at <time> unless <time> works better for you?
I will be putting in 2-3 hours of preparation for the appointment, so we can all respect each other’s time would you PLEASE JOT THIS DOWN (CONFIRM DAY, DATE, AND TIME). Now (Seller Name), what is the best email that I can send some information about my team?
I do strongly suggest that all decision-makers are there if possible. I will be sending you an email with a quick 5 question survey about our meeting so I can make sure you’re satisfied. Lastly, (Seller Name), just so we’re all on the same page, I  will be talking about my listing options to see if it would make sense to work together moving forward, so I just ask that you keep an open mind to listing with me if everything works out sound fair?


Sphere of Influence Script

Hi ________, this is _______, I was calling because I had a quick question for you. 


There are a ton of people right now looking to buy or sell real estate.  With rates at the current levels, there are a ton of millennials, and people looking to upgrade or cash out and downgrade. Have you had any conversations in your network lately where people are looking to buy or sell a home, just curious?  

Thank you/no big deal.  (name); 90 % of my business comes from client referrals.  Can you do me a huge favor?  The odds are, you’ll connect with three people in the next three months who will mention they’re looking to buy or sell a home.  When that happens, would you be willing to mention my name and give me a call to let me know?  (wait for answer). Awesome, I have a goal to help #  people in the next six months.  

Would it be alright if I send you some information once in a while about what’s happening in the market, stuff like that? Ok, Great!!  (GET EMAIL IF YOU DON’T ALREADY HAVE IT) 

Add small talk, FORD: Family, Occupation, Recreation, Dreams. Do this before, during, or after your script. 
IF THEY SAY THEY ARE LOOKING TO SELL THEIR HOME
I will be meeting with a few homeowners in the area over the next few days; I’ll stop by for about 15 minutes to discuss  Are Mornings or afternoons typically better for you?

· What’s a good email to shoot you out some quick info? And is this your cell phone number, or would that be a different one?
· PLEASE PUT THIS IN YOUR CALENDAR (CONFIRM DATE/TIME)!! I WILL BE PUTTING 1-2 HOURS OF PREPARATION FOR THE APPOINTMENT, SO I HAVE EVERYTHING READY TO GO FOR YOU. 
· Listen, all I ask is that if what I say makes sense, it seems like a good fit, and the numbers work out for you, that you have an open mind to LISTING the property with me, sound fair?  (Rebuttal: you’re under no obligation, just asking you to have an open mind when you meet with me, and make sure it’s a mutual fit).
· I do strongly suggest that all decision-makers are there if possible.
· Please be sure to meet with me before listing the property, so you’re comfortable in your decision moving forward.


Buyer Script 
Master The First Five Seconds Of The Call 
Them:  “I'm calling about 111 Main Street. To see if it is still available?” 

You: “Hi, yes, I’m sorry, I didn’t catch your name.  Hi (name), thanks for calling, yes, that's a great property, I’m getting a lot of calls on that one, so you’re in the market for a new home, that’s awesome.  While I look that up, can I ask you a quick question (name)? 
Them:  Sure
You:  What attracted you to this particular home (name)?
Gain Control: The person who asks the questions HAS CONTROL 
1.  Would you describe your present home for me? 
2.  What do you like best about it? 
3. If we find the right home for you, how soon can you move on it? 
4. Are you offering any cash or obtaining financing? 
5. Are you pre-approved yet, or is that something I can help you out with (name)?
6. Can I assume you are calling me directly because you are not working with an agent? 
(Name), just so I know how best to follow up with you, tell me if you would, on a scale of 1-10, with ten meaning you must purchase a home immediately and one meaning you are just curious, how would you rate your need? And I’m asking that because I want to make sure my motivation matches your level of urgency; does that make sense (name)?

*Great conversations need to be captured and led to them signing a buyers agreement.  Don’t let great calls and great conversations end with them using another agent.  Get in front of them and get them to sign the agreement. That will give you the freedom to do your best job.
Location: Where Do They Want To Live? 
· The home you called on is located in the ____ area, is that the area you’re looking to buy? Ok, awesome. Just out of curiosity, in what areas are you looking to buy? 
Price: How Much Can They Afford? 
· Now, the home you called on is listed at $______, is that the price range you want to be close to?  
Motivation: When Can They Move In? 
· Just out of curiosity, do you currently rent or own your home? 
· OWN: Oh, by the way, is your home currently on the market? 
· RENT: So, are you month-to-month, or are you in a long-term lease? 
· Just out of curiosity, how soon do you want to be in your new home? 
Working With An Agent? 
· (Name) Just out of curiosity, how long have you been looking for a new home? How many homes have you been inside at this point? 
· Just out of curiosity, how have you seen homes, are you going to open houses, with an agent, door knocking; what have you guys been doing?
· At this point, determine if you are working with an A, B, or C level buyer. 
· If buyer A, proceed to mortgage and then close for the appointment.
· If buyers B or C, discuss the appropriate follow-up system, get their email address, and place in your automated follow-up system. Place your Buyer Information Sheet into the appropriate folder so that you can do your follow-up calls. 
Closing: Close For Appointment 
· (Name), based on the information you gave me, here is what I recommend we do. Let’s set up a time to meet to go over the home buying process, do a complete market overview, plus set up a time to look at homes.  Are you free later this afternoon?
Buyer’s Agent vs. Seller’s Agent 
If a buyer’s agent: 
“You see, the reason so many people choose me to buy a home is that I am what is called a “buyer's agent.” That means all I do is work with buyers. I look at more than 200 homes per month. I know the inventory, so I won't be showing you homes that don’t fit your needs. After all, wouldn’t you rather work with a specialist, one who exclusively works with buyers instead of a jack of all trades who also lists properties, puts up signs, works with sellers, holds open houses, and so forth (name)? Of course.  You do want someone dedicated to your needs. I’m assuming, yes? Ok perfect” 
If not a buyer’s agent: 
“(name), you’re in good hands because I’m not a part-time agent like most agents, which means I know the inventory, I study the market, and this is my craft.  What that means to you is I find out exactly what you’re looking for and only show you homes that fit your criteria and help negotiate the best price possible on the market; that’s the kind of agent you’re looking for correct (name)?

Buyer Objections 
I got all the information I needed 
“Response: Great, then you know this home is in the _____ area, is that the only area you are considering or are there more you’d consider (name)?”
I don't want to buy right now 
“Response: Well, I can appreciate that, are you looking at three months, six months or longer before you move? Ok, sounds good.  Now just curious, what needs to happen between now and then?”
I'm not interested 
Response: I see, well this home is in the _____ area, is that an area where you are looking to buy? 
I was just curious 
Response: Okay, well, this home is priced at _____, is that a price range in which you are looking to buy? 
Where was that home? 
Response: That home is located in _____ is that an area where you're interested in buying? 
I'm looking for my sister/brother etc. 
Response: That home is located in _____ is that an area where they are interested in buying? 
I was just curious as to what the home was listed for 
Response: Well, the home is listed for ____. Is that a price range that you're considering buying? 
I'm not ready yet 
Response: “Well, I can appreciate that. In fact, a lot of people we work with are in the same situation as you. Are you looking at three months, six months or longer before you might move?   Great.  What needs to happen between now and that timeframe (name)?”
I have to sell my house first 
Response: I can appreciate that. Is your house currently on the market? 
How did you get my number 
Response: Well, the real estate hotline we use is similar to caller ID, so I was just following up to see if you got all the information you needed or if you would like to set up a time to see this home? 
I only want to work with the listing agent. I will get a better deal. 
Response: “I can see why you might want to do that. Let mask you though, If you were going to court, would you want to have an attorney who is representing the other side also represent you?  Of course, not right?  That’s a common myth, but the reality is that the listing agent’s job and moral responsibility are to get the most amount of money they can for their client, and the opposite is true for you and me.  My job is to protect you and negotiate the best possible deal on your behalf (name).  And I’ll say this, without that kind of representation,  with no agent representing the buyer, typically ends in either paying too much or losing the deal.  Does that make sense (name)?”
When they are concerned about committing to using you: 
· You would agree that you want to get the house for the best price, in the location you need, and in the ideal time frame, right? Great.  Well, I can tell you, without hesitation, I’m the right agent for the job; this is all I do all day long (name).  Give me the opportunity to make this happen for you guys; you’ll be glad you did.  Sound fair (name)?
· Locking in a buyers agreement:  (name), certainly, you wouldn’t go to work and give your very best and put in a 40 hour week and not know if you were going to get paid or not, right?  Of course not.  Well in real estate, even though you don’t pay me, the commission comes from the seller, I value my time the same way you do and I give 100% to my clients; which entails a very extensive search, hours per day so that I can jump on the homes that fit your criteria and sometimes even finding deals before they even reach the MLS system.  For me to best serve you guys, I must have you sign this so that I can do my job to my best ability, and I hope you guys can appreciate that; can you?  Ok perfect.  (now have them sign right there.  Do not email, have your agreement ready to go).  
If they are a professional service worker themselves (doctors, attorneys, etc.) 
· Ask: Would you agree to work with any of YOUR clients without a guarantee that you’ll get paid?

Script for Calling Sphere of Influence 

“Hello, ____, this is ______ from (company). I haven’t touched base with you in a while, so I thought I’d give you a call to see how you’re doing.
The real estate market is very good right now. Do you know of anyone who may 
need advice regarding real estate?”
OR 
“The market is so good right now that I have buyers waiting for the right property to become available. Do you happen to know of anyone who is thinking of selling who I may be able to help? What about you guys, have you considered buying or selling within the next year or so? 
If you hear of anyone, would you call me directly with their name and phone number? Great, I really appreciate that!”



REFERRAL SCRIPT FOR CLOSE FRIENDS

Asking the people who are closest to you is often more difficult than asking strangers for help.  The reality is these people want to help you and will help you if you simply ask, eloquently.  Likely, most scripts you’ve seen up to this point didn’t explain how to adjust your language so that you don’t come off super cheesy or sales-y.  

“Hey (name), how you doing buddy.  Build rapport for a bit, catch up.  Listen, I was wondering if you could help me out.  I’m putting it in overdrive with my business this year; I want to help (x) buyers and sellers this year and at (x) right now.  I’m going to need the help of my friends to hit that goal.  So, you’re going to run into three people over the next two months who are in your circle and planning to buy or sell a home soon.  Those are just my industry stats.  When that happens, would you be willing to tell them about me, call me and let me know?  Awesome pal/my friend, I appreciate that.  Is there anything I can help you out with (name)?  If you do anything in or around your house, let me know.  I’ve got a team of home service providers; these are all very skilled people I negotiated amazing discounts because of the referral volume I get for them.  Just let me know if you ever need anyone, ok?  

The key now is to follow up with them to remind them of the commitment they made to help you.  They will see you on your social media and get your monthly video newsletter.  In between that, it should be a once per month follow-up call.  When you follow up with a phone call, just talk a little real estate. That is enough to trigger their memory about what they committed to you.  The problem most agents have is that they turn friends off is when they repeatedly ask awkwardly.   If six months pass, be deliberate: “ Hey, so I wanted to give you a quick update, I got eight more closings over the last few months, and now I’m only two shy from my goal.  If you know of anyone, keep me posted, ok?  I’ll make sure you and (spouse name) eat the best meal this town has to offer; I have to hit this goal”.  

What ends up happening with periodic “pokes” is your friend’s subconscious mind wants to play a role in your accomplishment so that you tell the other people in your shared network what they did for you.  Recognition given to your friend in front of your peers will make them an even stronger advocate for your business. Simultaneously, those friends who have yet to refer anyone to you, will see that recognition and will go out of their way to see to it that they will be the next person to help you.  This is how all close networks operate.  Everyone creates amazing loyalty and mutual commitments to help each other.  You must commit yourself to help their businesses or careers grow as well.  




PAST-CLIENT/Sphere of Influence  ADVOCATE SYSTEM SCRIPT

“ Good morning _____, this is ____ from  (company); do you remember me?  Great, no worries, I was your realtor for your home at (address);  I know it’s been a long time since we’ve spoken last. Actually, that’s why I’m calling because that’s my fault. I want to reconnect with you and tell you about something I’m doing that I think you’ll like, as a free service to my clients.  Do you have a quick minute (name)?
“ (name) over the years people have always asked me, “do you know of a good painter, plumber, electrician or handyman”...things that have to do with maintaining protecting or enhancing their homes.  So what I did was simply formalize a network of home service providers, and I asked each of them to provide me with a discount or incentive that I could pass along to delight my clients and past clients. My goal is to save the people who work with me 20-30% annually on their home maintenance spending.  This call’s no big deal (name), it’s just to let you know about the program and let you know I intend to be there more often for you in the future.  Is that ok with you (name)?”  <yes?> Outstanding.  In addition to that, I’ll be:
· Answering any questions you may have about homes in your neighborhood 
· Keeping you updated on what is happening in the marketplace, and how it impacts your home
· Providing you with any new information on tax assessments and
· Answering any questions you may have about real estate

All I ask in return if you or anyone you know is thinking of buying or selling their home is that you would consider interviewing me for the job. 

Out of curiosity, who do you know that’s thinking of selling or buying a home soon? I’m talking about anybody you may know, like relatives or friends from church, the gym, kids’ sporting events, or work.”
“I really appreciate that (name). The same thing with buyers, in fact, with rates being so low, there’s a lot of people qualifying for mortgages and are looking for homes, especially millennials. Do you know any millennials who are renting now (name)?”
· Been to any weddings recently?  Do you know if they own a home?
· (name) Do you know anyone who is or about to become an empty nester?
“Ok Great! Thank you for the opportunity!”



Prospecting using Text, Video, Direct TO VOICEMAIL 

The key to using these tools is to let them supplement your phone-prospecting efforts. Most sales professionals end up taking the path of least resistance, and they don’t prospect like they should, which usually creates results that are not favorable. These tools make prospecting smarter and help you spend less energy in the process.  
Direct to Voicemail 

There are many opportunities to send mass voicemail messages; here are the most effective:
1) to your past clients 
2) in your geo-targeted area
3) to a Just Listed / Just Sold database 
4) to expired listings before you call 
5) before you call FSBOs 
6) to all your buyer leads 

Most of our clients use DTV’s every morning before we start prospecting. Within an hour of launching a voicemail campaign, you should get about ten callbacks from every 100-200 voicemails dropped. Many of our clients and Inside Sales Agents keep busy enough responding to callbacks that they don’t spend as much time making outbound calls. 

Warning: Be careful not to overuse the list. Also, make sure you know your local laws and the risk of using the tools if the people on the list have not opted in.

DO NOT PITCH OR SELL YOUR SERVICES ON THE VOICE MAIL

The goal is to leave a simple message and get them to call you back so that you can have a fighting chance to win them over. 

The scripts below are proven to work well. Again please make sure to check your local and state laws to your campaign follows those guidelines.

Video and Text can be used in the same way. Before you start prospecting, send out a video or a text with a specific, simple but short message. Education is key! Try marketing your listing by sending local market data or other educational tips. All communication types are important in this effort to convert. Don’t overuse text messages though. 

Listed below are some great scripts we have used in the past. 


Direct-To-Voicemail (DTV) Scripts 

Holiday Scripts: 
Opening Script for the holidays:

"Hey, this is (Agent Name), just calling to wish you a safe and happy (holiday) and to let you know we are always available to answer and help with any of your real estate needs... Talk to you soon!" 

Past Client Birthday:
"Hi, this is (Agent Name)... I noticed today is your birthday, just wanted to give you a call and wish you a very happy birthday and I hope you have a really great day. 'Was just thinking of you and thought I'd give you a call. I hope to talk to you soon!" 



Real Estate Friendly Topics: 

New Listing!: 

# 1: Hi! This is (name of agent) from (brokerage name). If you were looking to buy a home in (area). There’s this beautiful (best features about the house) home available in the market now. Give me a call at (Phone Number) if you or someone you know would like to get more details. 

# 2: Hey, this is (Agent Name) just calling to let you know that (address) is going on the market (date). If you wanted to take a first look or help pick your neighbors, give me a call at (phone number) 

Open House: 

# 1: You are invited to an Open House happening this coming (date and time) at (address). (Give an appealing description of the property) We will be providing you assistance with the home of your dreams, connecting you with one of the top mortgage companies, making sure that your closing takes place with a top-notch title company, and connect you with a reputable credit repair company if needed.
I'm looking forward to seeing you on the premise.

# 2: Hey, this is (Agent Name) just calling to let you know that your neighbors at (Address) are moving, and if you want to help pick out your new ones -- I have an Open House tomorrow between 2 and 4 pm. I hope to see you there, and if you have any questions, please feel free to contact me at (phone number)

Just Sold!:

Hey this is (Agent Name) just calling to let you know that (address) just sold (facts about selling: above asking, a short time, etc.) If you ever thought about selling, I have motivated buyers still looking to move into the area. If interested or have any real estate related questions, please give me a call at (phone number) 

Price Drop:

Hello there, this is (agent name) from (Brokerage Team), and I wanted to let you that (address) has just dropped their price to (amount). It is a beautiful home in a lovely setting. (Talk about property dimensions a little bit) Give me a call if you would like to see it, show it to a friend, or simply pick your new neighbors. My phone number is ______. Thanks again! 
 
  
Event Coming Up:

Hi! This is (Agent Name) from (Brokerage team), and I want to invite you to (name of the event) personally. You’ll see/ participate in (activities/ food/ what is the reason they should come to the event at all. Mention anything they will gain by attending your event).

I look forward to seeing you at (address of the function and time)

Sphere of Influence:

 # 1: This is ____________________________________.  I wanted to touch base quickly to see if I can be of assistance to you in any way.  Some exciting things are going on in the real estate market, and I know that a lot of people are looking to cash in on the current activity. I was hoping you could give me a callback, so we could discuss anyone you know who might need a hand investigating what their home might be worth or getting the ball rolling on selling or buying. If you or someone you know might be interested in having that conversation in the next few weeks, just give me a call at _________, and I will reach out right away. Thanks, and I look forward to hearing from you. 

# 2: Hey there! This is (agent name), your local real estate neighbor. Curious about your home’s value in today’s marketplace? I am more than familiar with the current market conditions, home sales, and real estate opportunities. If you, or someone you know, are considering buying, selling, relocating, or if they are facing short sale or foreclosure – I’m ready to help! You deserve a neighborhood realtor who always has your best interest at heart. Give me a call at (phone number). 

Farming: 

# 1: Hi, my name is _____. I was calling because it looked like you had a property for sale, and I was trying to find out if you were still taking offers on that. I had a couple of quick questions about the property.
Please call me back at _______, again that number is ______, look forward to talking to you soon.
 
#2: Hey there! This is (agent name), your local real estate neighbor. Curious about your home’s value in today’s marketplace? I am more than familiar with the current market conditions, home sales, and real estate opportunities. If you, or someone you know, are considering buying, selling, relocating, or if they are facing short sale or foreclosure – I’m ready to help! You deserve a neighborhood realtor who always has your best interest at heart. Give me a call at (phone number). 

# 3: Hey, this is (Agent Name) just calling to let you know that (address) is going on the market (date). If you wanted to take a first look or help pick your neighbors, give me a call at (phone number) 

GEO-targeted: 

Hey, this is (agent name). Sorry, I missed you, the (AREA) market is in an upswing -- for every home on the market, there are three buyers. Is there any condition you would consider selling? Our (Unique Selling Proposition) will sell your home fast and save you thousands! Please give me a call so we can get started.

E-mail/Video Script: 

#1 GET YOUR HOME READY FOR SELL, PARTNER WITH A PROFESSIONAL AGENT TO HELP YOU
 
 
Hi, this is (Agent name) here to share with you how to get a house ready for selling.
 
When it comes to selling a home, every detail is important. A small missed repair can have prospective buyers thinking that something bigger may be wrong with your home. Most buyers are interested in a house that is "move-in ready," and even the smallest concern can ruin a deal. 
 
Even if you weren't considering selling right now, you could still do small, inexpensive repairs and updates that make a world of difference. Start with the simple things like cabinet handles, water stains, cracks in tile, caulking, loose bricks on walkways, etc. 
 
After living in a house for an extended time, you may not notice the little things that need to be cleaned or fixed but buyers will! That’s when it can be helpful to partner with a professional Real Estate agent who can help point out EVERYTHING that stands out and needs to be done. 
 
Call me at (Phone number), so I can share these and other insights that make a world of difference in how fast we can get your home sold.
--------------------
 
#2 E-mail/Video #8: THE GOOD OLD DAYS, HOW BUYERS HAVE CHANGED IN THE MODERN ERA
 
Do you remember the good old days when anyone could sell their home at any time and make thousands in profit? Well, that time wasn't so long ago, but times have changed.
 
Hi, this is (Agent name), here to share with you the mindset of the modern home-buyer. Buyers are more sophisticated in this technological age and have access to more information about YOUR home than ever before. 
 
There was a time where anyone could get a home sold, but the “easy sell” days are coming to a close. 
 
It is still easier than most times to sell a home, BUT it's also easier than ever to leave thousands of dollars on the table. That’s why it is vital to partner with a Real Estate agent who can help market and promote the property to get the most attention possible from the most amount of buyers. 
 
Every day, I see home sellers lose money and waste precious time because they make critical mistakes or agree to concessions they didn’t need to. I’ll be happy to put my experience and insights to work for you to help avoid any potential obstacles along the way. 
 
Call me at (phone number), so I can show you the latest services I offer that make a huge difference in getting full market value for your home. 
--------------------
 
#3 E-mail/Video: HUGE MISTAKES THAT HOME SELLERS MAKE BUT CAN AVOID
 
Hi, this (Agent name), here to share with you the seven huge mistakes that home sellers make, but can easily be avoided: 
1. Not getting accurate information about pricing their home. 
2. Not reviewing comps of other homes that have sold recently 
3. Assuming that they can add costs of home improvements on top of the sales price.
4. Not properly staging a home, so it stands out and welcomes buyers.
5. Using outdated or low-quality photos. 
6. Not having a financial backup or having a plan "b" if you are on a deadline.
7. Hiring someone who doesn't know the best practices and strategic approaches to selling a home.
 
These are only a few huge mistakes that can be made when selling a home.  If you are someone you know would like to put my significant experience and knowledge to work for you, avoiding EVERY mistake. Give me a call at (phone number); I cannot wait to hear from you!
 
 
--------------------
 
#4 E-mail/Video: “OLD SCHOOL” REAL ESTATE COMPANIES

Hi, this (Agent name), here to talk with you about why the “old school” ways of getting homes sold won’t work for you in this day and age. 
 
Marketing strategies have changed as technology has evolved. The old school real estate agents still believe in putting your home in MLS, and popping up a sign in the yard will have buyers flock to your door. This strategy may have worked in the past but not anymore. Though those two steps do help in getting a home sold, relying on them alone can cost you precious time and thousands of dollars.
 
Selling a home today requires a total integrated approach that many real estate agents are simply not prepared to do. One of the things you should expect from your agent is a detailed marketing plan on how they will get your home sold. 
 
There are many other important marketing steps in the home selling process you need to know about. Give me a call at (phone number) to get the latest facts and trends impacting home sales in your area. 
------------------------
 
#5 E-mail/Video: HOMES THAT SELL FAST ALSO SELL FOR THE MOST MONEY 
 
Hi, this (Agent name), here to share a few secrets to sell a home fast and for the most money. 
 
The first thing you need is local market information. Look at homes that have sold in your area, then compare the listing price to the closing price. This will help you get a feel for the average discount in the area. By using this tactic, you will be better informed about the pricing of a home from FACTS from YOUR AREA - not on what you assume offers should come in as. 
 
If the selling market is hot in your area, there will be little or no discounting. There may even be bidding wars and homes selling for more than list price.  On the other hand, if homes are not selling well, you will need to be flexible. 
 
The key is to do your homework and seek advice from a professional who's already done theirs. Call me at (Phone number)! I've done my homework, and I'm ready to help you. 
--------------------
 
E-mail/Video #12: FOUR MARKETING SECRETS TO HELP YOU MAKE THOUSANDS MORE PROFIT
 
Hi, this (Agent name), here to share with you the first of four marketing secrets that will help you appeal to more buyers.
 
 
1. Purchase decisions are more emotional than logical. Let's think about this for a minute. People don't necessarily buy homes purely out of logical reasons; they purchase homes because of the feelings it gives them.
 
So, it's important to recognize and appeal to buyers' emotions when marketing a home. Nearly everyone buys a home thinking of the lifestyle benefits they'll get by living there. Every home needs to be displayed differently, and it takes particular marketing to position each home to appeal to the right buyers' emotions. 
 
Give me a call at (phone number) and let me put my marketing experience and insights to work for you and find the right buyers to get the home sold. 
 
Stay tuned for the next three marketing secrets, or give me a call to find out sooner. 

Why use scripts summary


Metrics Overview 

Knowing your metrics takes you off the emotional roller coaster; just like in baseball, you're less likely to get too high or too low. You will know that as long as you don’t change your process, the numbers will play out over time. Below are what your conversion rates should look like and serves as a good benchmark to work towards overtime. It’s important to note that this is mastery level so it will take time to get to these conversion rates. 
Your goal should be to have at least five good conversations a day with people who are actively considering buying or selling a property. 

[image: ]



Remember Learning anything new takes time and repetition. 
Don’t give up on it! 

Your Unique Value Proposition

There is a whole section on UVPs in our marketing module. Just in case you have not purchased it yet, you can go to www.ultimatelistingsmachine.com  and get access to this training and other amazing marketing strategies. Your unique value proposition is the difference-maker. This should get you started.  It takes a solid presentation your prospects love, to get to the certainty that YOU are their agent.  While some agents want to jump right in and promote their UVP, the best agents wait until the end, right before the close.  While your UVP may have been used in your marketing efforts, in which case they know about it, you still wait until the end to discuss.  You have to decide what yours is going to be. Here are some examples:

1.  I will sell your home in (x) days, or I’ll work for free -  this is a great UVP because with that guarantee comes a few stipulations.  They have to agree to your pricing recommendations, and they have to have the home cleaned and staged, etc.  Once you research the average days on the market in that neighborhood, it really becomes a higher perceived value, but it provides amazing psychological comfort to the homeowner.
2. Your main features in your marketing plan - your social media strategy, calling (direct to voicemail) 1,000 surrounding neighbors, your marketing plan calendar (you give them out, so they see every step will make and when), your communication guarantee, price negotiations with home service vendors that will fix up and prepare the home at a much lower price, quality of images and video.
3. I’ll sell your home, or I’ll buy it.
4. Communication & performance guarantee -  you set your communication and marketing plan, and if you don’t follow it, they can get out of the contract.
5. 100% guarantee - you can cancel the agreement at any time at no cost to you.  Again, this is another UVP that gives the seller the feeling that you back what you are telling them with your marketing plan.

Conclusions 
There, now you have everything you need to master the art and science of lead conversion. Like we said in the beginning, mastery comes through repetition and putting yourself around like-minded people. That’s what our Rainmaker Mastermind Group is all about on facebook. Join now! 

As you know, lead conversion starts with prospecting. Now you need to go out and convince the leads to work with you. We have the sales playbook which you can find in the master class as well. We leave no question unanswered when it comes to how to deliver a rock-solid listing presentation, how to overcome objections and make sure you convert more appointments into sales. 

In closing, as we went over in the beginning, success in anything is not about doing a thousand different things, it’s about doing a handful of things thousands of times to reach mastery. Most people don’t stick with it long enough to become a master at anything, or they go through the motions and never get better. 

I hope that you now see the value and power in the systems we create so that you can make life-changing choices to create systems to run your business. 

Goals are awesome, but systems are what determine whether you hit your goals, and how quickly you hit them, and how much energy you put out to hit the goals. That’s why we named our company RAP Success Systems because systems will beat talent any day of the week. That’s why you see great teams who have nowhere near the talent outshine their competition in sports and other organizations because they have better systems. 

The Ultimate Listing Machine has been engineered to be the “process” part of the system that you need to become a dynamic rainmaker and, more importantly, teach others to do the same thing.  

Systems don’t just stop with the process, though. You can have a great process, but if the people on your team are not a fit, then you will probably never reach the goal. Likewise, if you have the wrong tools (technology and marketing), it becomes very hard to reach your full potential. 

SYSTEMS = People, Process, and Tools.  

RAP Success Systems has solutions to bring all three elements together. People: To help train, coach, and advise. Process: Education and information to build a strong process to follow in any situation you come across and tools. 

That’s what the Ultimate Listing Machine is all about. It gives you access to it all. We hope that you will read future ULM publications and that you share this information with as many people as possible to help us on our mission to solve the lead conversion problem in our industry. Our goal is to help as many people become Rainmakers in their own right so that they can gain wealth, prosperity, and freedom, and hopefully, give back to their community to make their world a better place. 
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