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Notices

While Keller Williamns Realty, inc. (CWR has taken due care in the preparation of all course materials, we do not guaran-
tee their acouracy now or in the future. KWRI makes no express or implied warranties with regard to the information and
programs presented in the course, or in this manual, and reserves the right to make changes from time to time,

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you under-
stand how Kelter Williams calculates profit sharing contributions and distributions under the MORE System, how Keiler
Williams determinas agents' compensation under the Keller Wiliams Compensation System, and how other aspects of

a Keller Williams Market Center's financial results are determined and evaluated. Any exercises are entirely hypothetical.
They are not intended to enable you fo determing how much money you are likely io make as a Keller Williams Licens-
ee or to predict the amount or range of sales or profits your Market Center is liiely o achieve, Kelier Wiliams therefore
cautions you not to assume that the results of the exercises bear any relation to the financial performance you can expect
as a Keller Wiliams Licensee and not to consider or rely on the results of ine exercises in deciding whether to investin a
Keller Williams Market Center.

Meaterial excerpted from The Millionaire Real Estate Agent appears coirtesy of The McGraw-Hil Companies. The Milion-
aire Real Estate Agent is copyright © 20032004 Reliek Publishing Partners, Ltd. Al rights reserved.

Copyright Notice

All other materials are copyright ©2020 Keller Williams Reatty, Inc., or s licensors. All rights reserved. No part of this
publication and its associated materials may be reproduced or transmitted in any form or by any means without the prior
permission of KWAI.

WARNING! Real estate agents who violate The Telephone Consumer Proteciion Act (TCPA} and the National Do Not Cali

Regisiry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded messages, and check
the National Registry and your internal registry before you dial,
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Compliance: Do Not Call

WARNING!

The Telephone Consumer Protection Act reguiates calls to cell phanes and iandlines, auto-dialed calls,
prerecorded calls, faxes, and calls to numbers on the Do Not Call Registry. Class-action litigation for TCPA
violations is rapidly increasing. Such claims present catastrophic exposure. Consult an attorney for guidance
on the TCPA and DNC laws, including consent requirements, autodialer restrictions and prerecorded
messages.

(® Auto Dialers @ Prior Express Written Consent/ Written Consent
The TCPA regulates calls and textsto a In certain cases, a caller must have prior express
cellphone using an automatic tetephone dialing consent before making a call, In other cases,
system (autodialer ' prior express written consent is required.

{® Know the Federal and State Laws (@ Violations .

In addition to federal laws, several states have Recipients of calls that viclate the TCPA may
laws governing telemarketing. Talk with your recover up to $1,500 for each violation. Use of an
broker about any guidelines and Do Not Call lists autodialer can rapidiy accelerate potential
your market center may have, damages.
DO NOT CALL DO'S AND DON'TS

S

Under federal law, sellers and tefemarketers may not call individuals listed on the Federal Trade
Commission’s Do Not Call Registry. Failure to comply with DNC laws could result in substantial government
fines and/or civil legal action against you. Consult an attorney regarding compliance with DNC faws.

@ Subscribe to the Registry , (@ Check Before You Call
The DNC registry is hosted on a dedicated Before making a call, check to see if the number is
website, Your Market Center should subscribe on any of these lists: 1. the National Do Not Call
to the Registry and give you login credentials. Registry; 2.any state Do Not Call list; 3. your
Making ANY telemarketing calls without access internal list. If the number is on any of these lists,
to the Registry violates federal law. delete it.

(O Honor Consumers’ Requests @ Limited Exceptions
Never call a number on the Do Not Call Registry. Federal law allows telemarketing calls to be made
And honor an individual's request to be added in very limilied circumstances. Contact a lawyer
to your internal DNC list. prior to using an exception to ensure it applies.

NOTICE: While Keller Willlams Realty, Inc., (KWRH has taken due care in the preparation of these materials, we do not guarantee
thelr accuracy now or in the future. KWRI makes no express or implied warranties with regard to the information presented. These
materials are for informational purposes only and are not infended fo be legal or other professionat advice. In the case of a need
for any such expertise, please consult with the appropriate professional, KWRI shall have no liability or responsibility to any person
regarding any loss or damage incurred, or alleged to have Incurred, directly or indirectly, by the information contained {or lacking)
in thase materials. For the most up-to-date information, please go to www.kwoonnect.comypage/marketing/dne.
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Best Practices in Communication

1. Ask LOTS of questions.

2. Listen more than you talk.

3. Allow equal time for both parties if the sellers are a coupie.

4, Affirm their responses with: “Great,” “That’s wonderful,” "Yes,” “l agree.”

5, Don't assume they already know something, they understand whz;\t you've told them, or

they're done expressing their opinion or feelings. Always ask for clarification.

Listing Presentation

Review the Pre-listing Packet

Thank you so much for giving me the opportunity to get your home sold.
Review the Pre-listing Packet you left with the seller.

(Ask:)

Did you have a chance to review the Guide to Selling Your Home 1 sent you?
(if yes:)

Great! And did you complete the questionnaire at the back? Do you have any questions about anything
that was presented?

fifno:j

Well, let’s review the packet quickly before we move on. There are some questions at the end for you to
answer.

© 2020 Keller Willlams Really, e, fynile v5.2 5



Delivering a 10++ experience

I'd like for you to have a great experience selling your home, and that begins with me being very clear
on what your expectations are, so | would like to ask you about that Okay?

(Ask eqch guestion, allow plenty of time for them to answer, and write their answers in your packet,
Allow equal time for both pariies if the sellers are u couple.)

Thank you for your honesty, Knowing how to deliver a 10++ Experience helps me serve you in the best
possible way.

Why me?

Let me tell you a little bit about the team and company | work with— (Market Center name]—and why
you've made a great decision to talk to me about selling your home.

{Quickly cover the selling points about KW - #1 in the world, #1 training company, best mobile property
search app, and accessing hundreds of real estate websites globallyl}

Any questions?

Help sellers see their listing through the eyes of buyers

The location and condition of the home are the first things that attract buyers and their agents, You
can't change the location, but you can change the condition of your home so that it’s as appealing as
possible.

Buyers are attracted or distracted immediately by the condition of the home. From the curb appeal to
every room in the house, fo the backyard, it all matters.

Buyers rank condition as one of the top three things they consider when choosing 2 home. Most want a
move-in-ready, model-like home.

Buyers are trying to see themselves in any property they visit. They are trying to imagine a wonderful life
inside your house. 50, our goal is to help them by preparing the house so that nothing distracts them
from being able to do this. This mean a great curb appeal, a clean interior with as few repairs needed as
possible—after all, daydreams don’t often come with hammers—and as few reminders as possible that
someone else is living here, and that includes not being here during showings,

Once we agree to work together, 'l advise you on how to properly prepare your home with staging to
accomplish this. Does that sound good?

6 @ 2020 Kelter Witliams Realty, inc. lgnile v5,2



Signing the Listing Agreement

' We're in agreement about the price and it sounds like all your questions have been addressed.
{Ask: options)

8 Based on everything we've discussed | feel like we have the makings of a win-win
relationship. Would you agree?

8 Are we ready tc move ahead on this?
B s there anything we need to do before we get started?
B  Would you like me to handie the sale of your home?

®  Are you ready to decide to choose me to represent you in the sale of your home?
(If yes: Hand the sellers your Listing Agreement .r;md o nice pen and ask them to sign.}
Thank you, | am looking forward to... |
(if no:)

What is preventing you from moving forward? Do you have additional questions for me?

© 2020 Kelter Willilams Really, nc, lunite v5.2



Discuss Pricing with Sellers

Price 1o sell

{Prepare in advance several comparable properties—similar size, location, and amenities that sold
recerttly. Include this information in the Listing Presentation and go over it carefully with the sellers.}

So, you're probably interested in what your home is worth, right?

Well, the price of your home is determined by the market. That is, what buyers are actually offering and
competing sellers are accepting based on recently sold properties. The market fluctuates from state to
state, city to city, and even neighborhood to neighborhood. Depending on the number of homes for sale
at any given time, the market will either favor the buyer or the seller.

In the last six months the highest sales price for a similar home in this neighborhocod was $ and
the lowest sales price was $ . Odds are your home will sell for a value somewhere in
between. Where in this range would you like to list your home?

Determining the list price

{Sefler Name), the most important decision you will make is where you will price your property. Pricing
your home at fair market vaiue will atiract more buyers. Attracting more buyers normally resultsin a
higher purchase price. Overpricing your home results in a longer market time and possibly a lower price.

Would you like to price your property to sell quickly, or will you price your property where it could take
longer to sell? The choice is yours, What would you like to do?

Comparative properties

{Prepare in advance several comparable properties—similar size, location, and amenities that sold
recently. Include this information in the Listing Presentation and go over it carefully with the sellers.)

{Seller name), the truth is, buyers are very smart and informed about the market, especially those who
have been locking for a while. They have been looking online at property websites and will know what
similar homes in your neighborhood are listed for. And buyers are always looking for a great home at
the right price.

| have done some in-depth research and analysis looking at comparable properties that have SOLD
recently, and look at how long they take to sell, and how much competition there is on the market.

So, let's take a look at the comparable properties I've included here, and we'll be able to determine the
value of YOUR home. Okay?

8 © 2026 Keller Williams Reaity, Inc. Igaite v5.2



Closing the Deal Script

After studying the comparables, taking into account the unique characteristics of your home and its
setting, and using my knowledge of the averages in your neighborhood, | have prepared my
recommendation,

Remember that my primary goal is to net you the most money possible. And | believe this pricing plan,
matched with my Marketing Plan, will draw agents and buyers to your home and position it as a highly
appealing and highly competitive property.

(Write in the average sales price for the area and the price per squgre foot. Then write in your
recommended price range for their home along with price per square foot. For example: Average:
$250,000 and $100/sq. ft. Recommended: 5245,000-$255,000 and $98-5102/sq. ft.)

After looking at everything I've presented about condition and price, what are your thoughts? Do you
agree with this price recommendation? Is this what you'd like to list your home for? Are you ready to
make a decision to work with me? o - ‘

{If Yes:)

Great, it sounds like we’ve got a price and are ready to put a sign in the yard. Let's do it and get this
house sold!

© 2020 Keller Wiiams Really, lac. [ynite v5.2 9



Seller Objections

Seller Objection 1: We need an agent with more experience

{Market Center name] is different, I'm a partner with others in my office, so | have lots of motivated
agents and many years of experience working for you.

is there anything another agent said they would do that for scme reason | forgot to mention? Did | cover

everything you expected to hear? Sounds like you believe | can get your home sold, so let’'s move ahead
now.

Seller Objection 2; We need to think it over

I hear you saying you want to be confident. If you were 100 percent confident in me, you wouldn't bring
this up. If you knew [ was going to do everything possible, you'd sign. The truth is you can never know
that. Let’s sign the agreement and know that you can cancel with me any time you are not satisfied.

Seller Objection 3: Another agent will charge less

| can appreciate that there's someone who will work for less, but your agent negotiates for you. if they
can’t negotiate with you about their own money, how likely will they be to fight for your money when
buyers make a low offer?

Seller Objection 4: Why won't you reduce your commission?

Let’s say your boss came to you and said, “| want you to do the same job for less pay and you'lt have to
work harder.” Would you be motivated? No. Well, that's like me. {'ll work hard for you; that's what you
want, isn't it?

You want the most money possible, right? Agents who discount their commission will offer the buyer's
agent less money too. You want to give the biggest incentive possible to the buyer’s agent, so they bring
buyers to us, don’t you?

10 © 2020 Ketler Williams Really, Ino. {gaite v5.2



Pricing Objections

Objection 1: We need a certain amount from this sale to buy our next home.

Would you, as a buyer, pay what the seller wants because that is the price the seller needs? No, you pay
what it's worth, right? That’s what your buyers will do too.

Objection 2: Can we price a little higher and come down later?

Option 1:

Here's what frightens me about pricing higher. Peo;ﬁie who have seen many houses will find yours, but
they won’t look at it because of the price. We don’t want to drive buyers away; we want to attract
buyers. We want them to make offers. Does that make sense?

Option 2:

The greatest number of showings comes in the first three weeks. If buyers see the house is overpriced,
they walk away, and we don’t get them back. Let’s get one or more people to make an offer right away.
If more than one likes your price, they might even compete and drive it higher. Wouldn’t that be great?

Objection 3: How can we be sure the price you're recommending is the right
price?

Real estate is a market-driven commeodity like stocks. If you have ever bought a stock, how do you know
what it's worth? When you sell a stock, although you know what you paid for it, the market doesn’t
care. Like that, the market says what your home is worth. Why would a buyer pay more than the market
says it's worth?

@ 2020 Keller Wiliams Realty, Inc. tgnite v§,2 i1



Staging Objections

Objection 1: 1 don’t see why this is so important.

If we want to sell faster or for more money than your competing sellers, then we need to stand out in
terms of condition,

Objection 2: Do we really have to make this repair?
We can sell it just the way it is, but it’s likely to take longer and we probably won't get as much money.

My recommendation is to have it repaired so that we can get the best price possible in the shortest
amount of time. The choice is yours. What would you like to do—make the repair or take longer to sell?

Objection 3: Why can’t we sell the house “as is”?

Would you prefer to pay a few hundred dollars to paint a room, or do you prefer to deduct $500 to
$1,000 from the sales price? Since buyers use outstanding repairs to negotiate a lower price, it’s usually
in your best interest to make repairs rather than have to negotiate with the buyer.

12 © 2020 Keller Willlams Really, inc. lgnite v5.2



Schedule the Buyer Consultation Appointment

Buyer called on a property

The property at 123 Maple Street is listed at $249,000. Let’s schedule an appointment to see if 123
Maple Street is the perfect home for you. Would today at 4:00 p.m. or Saturday at 10:00 a.m. be better
for you? o

Great. Let’s meet at my office so while we are out you can also review other properties on the multiple
listing service that you might be interested in if Maple Street isn't right for you. Does that work for you?

Buyer referral willing to talk with you

{Buyer name}, Vd like to invite you to come into my office so we can discuss what you are looking for in
your next home and use my MLS to review properties, This way, we can search for homes that fit your
criteria.

When we meet at my office, we can work together to make the most of your time. | can use the tools |
have to find the best matches for you and check for any contingencies and other details that would not
be apparent from a property visit alone.

Are weekends or weekdays better for you?

Welcome to the Buyer Presentation

{Buyer name), thank you for letting me help you. My goal is to give you a 10+ customer experience. To
do that, I'd like to get a clear idea on what you are looking for in your new home. So, with your
permission, I'd like to spend the next 20-30 minutes exploring what the right home for you would be
fike. We'll call this your 10+ home. With your permission, I'd like to write notes as we go along so |
remember everything that’s important to you.

It may seem like a lot, but I'd rather ask you 500 questions now and show you the right 5 homes than
ask you 5 questions and waste your time showing you the wrong 500 homes. Does that work for you?

© 2020 Keller Wililams Really, Inc, Ignite v5.2 13



Close For Agreement—Exclusivity

Ask for the business

(The following script details a simple way to obtain an exclusive agreement, called the Buyer
Representation Agreement - check with your Market Center for a copy:)

Alb 1 ask in exchange for my superior customer service promise is that you agree to work with me
exclusively. Does that sound fair?

Okay, can we sign and shake on that?

{Provide the buyer with the Buyer Representation Agreement, explain it, and have them sign it. Then,
shake hands.}

Closing the Buyer Representation Agreement #1

What we're going to do now is sign the Buyer Representation Agreement which puts me to work for
you, You're giving me the tool | need to represent you in your purchase. With this tool, | have the
opportunity to negotlate for you and get you the best deal. And getting the best deal is important to
vou, isn't it?

Perfect, then let’s do the right thing, sign the Buyer Representation Agreement, and put me to work for
you.

Closing the Buyer Representations Agreement #2

Can you see how it would benefit you to have a professional looking out for your best interests as you
search for the best home and negotiate to get the best deal?

Greatl This form allows me 1o represent you and look out for your best interests. Here’s how we take
care of that. You just need to okay this agreement right here,

14 © 2020 Keller Williams Realky, Inc. lgnite v5.2



Explain the Benefits of Preapproval

Option #1

(Buyer name), it's important that you are preapproved for a loan before you begin your home search.
Preapproval is a lender’s determination of how much money you will be eligible to borrow.

e You'll know exactly what price range you can afford.
e When you find the home you love, you'll be able to take action quickly.
e Sellers will be more likely to accept an offer from a preapproved buyer,

o And, finally, you can see if there are any errors on your credit report and you can resolve them
right away. '

Would vou like to have one of my recommended'{ender's"call you to help with your preapproval? When
is the best time? '

Option #2

Getting preapproved for a loan makes your home search easier, faster, and more productive. With
preapproval you will know which homes are in the price range you can afford and avoid looking at
homes that would not work for you.

I now have the ability to offer my clients the opportunity to work with Keller Mortgage. The benefit to
you CLIENT NAME is that they offer S0 in lender fees, super-low interest rates AND they even give you a
$1,000 credit to use towards closing expenses|

Objections to Setting Buyer Appointment

Objection 1: 1 don't have time to come to the office; can’t you just meet me at the
house?

Because your time is so valuable, that's exactly why we need to get together at the office. See, the 25
minutes we’re going to spend at the office is literally going to save you 5 to 10 hours of looking at
houses. When we get together at the office, I'll be able to pull up every property that matches your
specific criteria, we'll be able to view the photos and virtual tours in my office before taking your time to
drive by them or’ even better than that, spending your gas to drive by them. So, when is the best time to
come to the office — is it weekends or weekdays?

© 2020 Keller Willlams Really, Inc. lgnite v5.2 . 15



Objection 2: Let me talk to my spouse and | will call you back.

| understand that, let me ask you this. Let’s do this: let’s go ahead and pencil in a time that works best
for both of you and then | am going to call you back the day before the appointment to simply confirm.
If it works, fantastic; if It doesn’t, then we just need to reschedule the appointment, When do you think
it is going to work best, is it weekdays or weekends? Great, I'll call you Friday. What time specifically
would you like me to call you? Two o’clock. Great, what number would | have the best chance of
catching you on?

Objection 3: I've already seen the house online. | just need to see it to know if |
want to buy it.

I completely understand. The home you are calling about is amazing. However, the sellers request that |
meet with all buyers prior to showing them the property. This will allow me to cover any financing issues
in case you need a loan, and 1o give you further information about the property and also the
neighborhood. Would you be able to come to my office today at 5:00 p.m. or would tomorrow morning
at 9:00 a.m. work better? '

A note on “no”

{All is not lost if the buyers say no to the appointment. As long as they are not committed to another
agent, “no” in this case really means “not yet.” You stifl have a good charice to uftimately capture their
business by setting them up on a SmartPlan in Command and sharing your KW App.

Share the KW App

Would you an easy way to search for a new place? When it comes to real estate, my new app has it all.
Search homes by ZIP code, school district, neighborhood, or however you like!

You'll discover a lot more than béds, haths, and price. You'll gain valuable market and lifestyle insights for

every neighborhood that interests you. I'll share my app with you now and you can start searching right
away.

Make follow-up calls

Over the last week, we have sent you 5 listings. | am just calling to update my files and see if you are still
in the market to buy a home, if you have already purchased a home, or if not, to review the 5 homes |
sent you to see if you would like to go tour the inside of any of them.

16 © 2020 Keller Willlams Really, Inc. lgstite v5.2



Handling Objections to Exclusivity

(Buyer name), because of the level of service | provide, | can only work with buyers who work exclusively
with me. Let me remind you that by signing you are NOT agreeing to pay me a fee.

You are agreeing to have me represent your best interests and to use my knowledge and expertise to
find you the best home at the best price. That is what you want, isn't it—to find the best home for the
best price?

Objection 1: I don’t want to sign anything. | may want to work with other agents.

When you engage me as your real estate sales representat'ive and sign the Buyer Representation
Agreement with me, 1 am contractually obligated to share any information about the seller’s situation that
i find out; for example, if it is a divorce, relocation, or estate sale. Without that agreement in place, 1am
actually a sub-agent* to the seller. That means that | do not represent you, and i cannot share that
information with you. | want to be your advocate, not theirs. Let’s do the right thing and sign the Buyer
Representation Agreement today. '

(*Ask your Team Leader whether your state has sub-agency, dual agency, and/or designated agency.)}

Objection 2: What if | change my mind during this 30-day period?

| understand completely. Think of this agreement as a form of going steady, not marriage. If you decide
at any time that you do not want to go steady anymore, we can just break up. There's no need for a
divorce, And you can break up with me if I'm not meeting your expectations! If you feel comfortable
with that, you can just okay the agreement with your initials.

Objection 3: | can find a home on my own through the Internet.

Searching for homes is the fun part, and we will certainly use the internet to find your home. Finding
your dream home is not why you hire a buyer agent. You hire an agent to help you get the house you
find. My job is to protect your interests throughout the home-buying process and negotiate on your
behalf to get you the best price and terms.

Know when to let a buyer go

(Buyer name), | appreciate your decision. Since 1 can only work with buyers who work exclusively with
me, I'll have to just wish you luck in your home search. Thanks again for coming in to meet with me
today and let me know if you change your mind.
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After the Agreement is Signed .

Explain buyer closing costs

(Buyer name}, before we tour homes, let’s discuss closing costs. Generally, if you put 20% down on a
house, you can expect your closing costs to be an ADDITIONAL 3% of the purchase price,

So, if you were purchasing a $200,000 house, the down payment would be $40,000 and the closing costs
would be an additional 56,000, for a total of 546,000. If you put down less than 20%, your closing costs
may be as high as 4%. ‘

Establish your showing process:

(To make the showing process as efficient as possible, set the expectation with the buyer before looking
at homes.)

{Buyer name}, we'll be looking at about 5—6 homes when we go out. After you see each home, I'll ask
you if you want to buy it. If the answer is “no,” I'll ask you to tell me what it was that didn't work for
you, so that I can refine cur search and provide a better customer experience for you. Does that strategy
work for you?

Set the next appoiniment

{(Buyer name), before we part company, let’s get out our calendars and set up our next meeting to fook
for that home you want to buy. If nothing worth seeing has hit the market by Friday, | will call you, and
we'll reschedule for the next Saturday..
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Overcome Buyer Reluctance

Objection 1: What if prices drop?

{Buyer name), are you most concerned about the price of the home, or the monthly payment on the
mortgage?

Of course, the monthly payment, | would have to agree with you. Let me ask you another question: do
interest rates generally go up faster than home prices come down? What do you think?

Yes, no doubt about it. In fact, interest rates could rise one percent tomorrow, right? Well, home prices
would have to come down 10 percent to make up for a one percent rise in interest rates. So, if you are
looking for a $200,000 home, do you think interest rates might go up one percent before home prices
come down $20,000 in your price range? :

i would definitely agree with you there. So, let's do the right thing and make an offer today before
interest rates go up. K

Objection 2: We want to sleep on it.

You're right. This is a huge decision. However, | have to give you fair warning with as little pressure as
possible. If you are ready to write an offer on this home, other buyers may also be ready to write. Being
first to write will make a difference in negotiating the best possible price for you.

s there something specific holding you back? How can | assist you with your decision?
{If they still want to wait... )

That sounds good. | will call the listing agent first thing in the morning to see if the home is still available
and then ']l call you. Do you have any questions on the property | can get answered for you?

Do you have any other purchasing concerns i can assist you with?

@ 2020 Keller Williams Realty, Inc. fgitite v5.2 19



When the buyer wants the seller to make repairs

{Buyer name}, until you have a physical inspection, we will not know how much these items will cost,
and we could find additional repairs we may want to negotiate. Consequently, you have three choices:

1. You can offer the seller {ess money now to compensate for these items.

2. You can ask the seller now for a credit to repair these items using your own contractor.

3. Or, | usually advise clients to wait for the physical inspection and negotiate all repair items at
one time, '

How would you like me to negotiate this offer on your behalf?

When the buyer wants to make a low offer

(Buyer name), there are three ways to negotiate a transaction.

1. You can make a low offer and run the risk of the seiler rejecting it or countering back at fuli
price to compensate.

2. You can make an offer closer to the asking price and be less flexible if there is a counteroffer.

3. if you really want this home and are concerned that another buyer may purchase it, you can
make a full-price offer and give the seller what they want.

it's your choice. How would you like me to negotiate this offer?

Present the initial offer to your seller

Good morning/afternoon, this is (agent name) with (team name} at (Market Center name). We have an
offer here for your review. I'm going to go through the offer with you — is this a good time? Now, the
offer they came in with is ${offer price). They're putting S{amount) as earnest money and {amouni%) as
the total down payment. They want to close on_{datel and they're asking for (amount%) in repair limits.
What do you think?
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Present a low offer to your seller

{Never criticize or show a negative attitude about a low offer. Present alf points of agreement first before
discussing pricing or other disagreements.)

Now, that’s lower than our asking price, but it is an offer so we need to decide what you would like to
do.

Recommend that your client accept the offer

| will urge you to consider this offer very carefully and consider the value of meeting your moving goals;
* inthe long run, meeting your overall goal of selling your home is the more critical need, correct?

Your property has been on the market now for (#) days, and the,avera‘\'ge time on market for this area is
(#] days. ' '

Buyers are going to look at this same data, they're going to see that your neighbor’s house sold for only
${price), and the house around the corner sold for ${price). They're going to want to pay fair market
value compared to these other sales.

if you accept this offer, the probability of closing and meeting your goal is 100 percent. You want to
meet your goal, right? ' , -

Recommend that your client make a counteroffer

We look at any offer as a positive thing, initially. We always recommend a counteroffer instead of
rejecting an offer. It may be that we can negotiate this up to where we need it to be. Let's put together
a solid counteroffer. We need to get it back to them quickly to keep things rolling and see if we can
make this offer work.

| think the thing to focus on here is the price you want to get for your house. Putting this offer aside, if
you could get this home sold and closed in thirty days, what would you feel comfortable selling it for
today? Let’s put together a counteroffer that would put us in the range where you feel comfortable.

Remember, not all offers are going to work, but it is a good sign that we’re getting an offer. You've made
this person’s list as a house that they thought was one of the best homes for the money. I'li call the
other agent and ask them how they came up with that price.
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Presenting a counteroffer 1o the buyer agent

Good morning/afternoon, (buyer agent name). This is (ggent name) with {team name) at {Market Center

namel. Thank you for your offer—we appreciate it. It was quite a bit lower than what the seller had
hoped.

{Pause and see if you can get them to agree with you.)

The sellers have come back with a reasonable counteroffer that should work. The seller is countering
back for 5{price). The rest of the terms in your offer are fine except for {terms sellers don’t agree with).
This is something that will work for everybody ~ your buyer is getting a home within market, the selier
is selling at a reasonable price, and we can all move forward to get this closed, wouldn’t you agree?




Clarify the inspection report for your buyer

I understand you are a little concerned about the inspection report. | recommend that we negotiate for
a dollar amount so we can be in control of who addresses these issues. We need to focus on the big
items — heating, air-conditioning, and the roof-~discover what amount of money we’ll need to
accomplish these repairs, and counter that amount back to the seller. If there are really big issues, it
may be that we do need to walk away, but you shouldn’t be alarmed just because the list is long. The
seller is required by the Real Estate Commission to point out all items. But we’ll have to determine
whether the items will affect the house long-term for you.

When your buyer wants the seller to maké nonessential repairs

| understand this is important to you. In my experience, repairing this item typically costs about $____.
While that’s not inconsequential, is it worth losing this house? All things being equal, if the seller hada
competitive offer for exactly $___ more and gave you the chance to match that offer in order to keep
the house, wouldn’t you want to match that offer?

Recommend that your seller counter a low offer

 pulled up the information on what has sold in your price range since | put your house on the market.
____ houses have sold since then, Obviously, your house was not what these people were looking for;
we didn’t create enough value for your property compared to what they bought. But we have an offer
on the table now. It may not be exactly what you hoped for starting out but let me'go over the
information with you, There are offers that will come in low. Often, the buyers are making an offer
based on the advice of a friend or relative. We're not going to turn them away because they've made
this low offer. We know that they really like your house, or they wouldn't have made it. We have the
opportunity to sell your house if we can negotiate to the price that you need. We're going to make a
counteroffer back to them, in writing—one that will reflect the price that you would like. We've already
seen the price that they would like to pay. | recommend that we counteroffer and try to get them up to
the price that you would like, What's the bottom-line price you would consider? Then let’s leave some
negotiating room above your number. Most counters go back and forth 2-4 times.
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Warning!

When contacting people, you don’t know or already have a relationship with, it's essential that you
abide by the following warning.

Warning! The Telephone Consumer Protection Act {TCPA), which includes the National Do Not Call
Registry, imposes strict limits on how real estate agents make calls, send text messages, and/or leave
voicemails. The [aw requires that you check all Do Not Call registries before calling or texting, and
honor requests to be placed on all Do Not Call lists, The law also may require callers to meet certain
consent requirements before making a call or sending a text message using an autodialer or using ora
prerecorded/artificial voice, Agents must follow this law or fac’e stiff penalties and/or potentially
catastrophic legal damages for violations, Contact your attorney to determine if your practices
conform to the TCPA

Before the Open House - Invite the Neighbors

Hello! This is {agent name) from {team name) with {Market Center name). ¥m cailing because
(homeowners’ names] have asked me to invite you to the open house on their home at faddress) on

[date and timel. ‘

Feel free to drop by, and if you know of anyone from work or a friend that would like to come with you,
please feel free to bring them.

By the way, when | find a buyer, I'd like to he able to share with them what people like about the
neighborhood, May | ask you what it is that you like about the neighborhood?

Excellent! And, if you were to move, where would you go next and when would that be?

During the Open House - Welcome

Hi, I'm (ggent name] from {team name) with (Market Center name}. Thank you for coming to my open
house today.,

{'ve found that people come to open houses for two reasons:
1) They are thinking about buying, or
2) They are curious about what their home is worth.

Which are you?
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After the Open House - Folfow-Up

Helio! I'm {agent name) from {team name} with {Market Center name). We met earlier today at the
open house. Are interested in buying a home, selling your current home, or both? | have great tools to
help you find @ home/a buyer for your home that 1 would love to share.

We could get together tomorrow around 4:00 p.m. if that works for you. Why don’t we meet at my
office and go from there?
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New To Real Estate SCRIPT

Hello, this is 1 Do you have a moment?

'd like to share the exciting news that | have hecome a real estate agent with Keller Williams Realty.

With this new partnership, 1 have all their knowledge working fos e, Plus, my cilents get all my

. enthusiasm and hard woerk. } thought about sharing this with you because | knew you would be someone

) heip me grow my business.

First, I'd fike to share my real estate app with you. You cah see what’s golng on anywherg; from your
street to any place in North Americal It's free; there's no cost to you. | can send you a text 5o yous can

link to It, Does that sound good?
{You can send them HOMESNAP oryour KW APP}

And I'd like to ask, who might you knew from work, your neighborhocd, or a group you belong to who's
interested in buying or selling 2 home, or investing in real estate? Can you think of anyone right now?

Thanks for taking a moment to think about it.

[ have a wealth of hnteresting and timety informatlon about the real estate market in our area, and I'd
love to send it to you. Let me make sure i have your current emall and address.

And do me a favor, please. If you do hear of someone with a real estate need, will you keep me in mind?
Great. {And, afteryou download the app and try it out, send me a text and let me know how you like it)

Thank you for your time and help, and please let me know if there is anything | can ever do for you.



Door Knocking Scripts

DoorvKﬁo'cking Script — Cirgle Prospecting to Invite to an Open House:

“Hi, ¥m with Kelier williams Realty. I'li be hoiding an oben house at the,

(name of family) house at (address) on (day}). Asa courfesy to therm,
they requasted that [ come by and invite all the neighbors to our open house on {day).
e from __ to___ ,and there wili be an exclusive nelghbor preview & half hour before it starts, from
to____ [(preview time). 'd love to invite you to come over, as 've found that nelghbors are
often times interested in sezing what homes in thelr area are selling for and how they're decorated. 30
do you think you might be able to make it this weskend?”

If yes:

“Great] Alotoftime neighbors fike to pick their own new netghhors, so if you know someone who you
think may like to live In this neighborhood, fee] free to bring them along #s well. Also, seraetimes the
buyers who come to the homes need mote bedrooms or fewer bedrooms ov diferent features, so |
always like to give thern a second choice in the neighborhaot. Do you know anyone else inthe
neighborhood who right be thinking about selling, so | couid direct them to thai home if for some
reason this home Isn't right for them?”

{f no:

upd also like to ask, a lot of time neighbors like to pick their own new neighbors, Do yol know anyone
who fs interested In moving into this neighborhood?”

Door-Knocking Script— Modified BOLD version: .

“Hi, I'm with Kelfer williams ftealty, fmnothereto sell you a vacuum cleaner of magazing
sutbscription, so [ hope you're not disappointed. I'm dolng a quick survey, do you have two minuies to
help me? (No pause). | was wondering what brought yout ta choose this area to live? How jong have
you lived here? Who do you know in the neighborhood who is thinking of selling thelr house?”

{Response)
If they gave & nam &, say,

#Great, would you mind if1 used your narre when ttalk to them?”

o



if they sald, "no one,” continue,

mwell, thank you for taking moment to think about that. Do you know anyone from chureh, work, or
another place who would like to buy in the area if there Is @ home for sale?”

[f there is a for sale sign nearby and the listing Is still active, say,

“Ihere's a hoime for sale In our neighborhood. When | find & buyer, what are some things you fike about
the nelghborhoot that Tcan el people who are interested?”

As a closing question, ask,
“Ifyou were to move, where would you go next?”

mphan would that be?”

“can | leave you wlth a neighborhood market report that shows what's happening with real estate here
in the neighborhood? Great, and I'd be happy get this information-to you each moenth if you want to
stay in tune with what's going on inthe neighborhoad, Would you fjke to get an update each rmonth on
houses that are sefling and other neighborhoot market statistics?”

t

Additional doorknocking script:

“iello, my nams is {your name hera)l [ grew up in this neighborhood (you can palt anything here
depending on the neighborhood, just rmake it unrelated to real estate) and | am also & Realtor. | realize
you may not be considering buying or selling a home anytime soon, | am just eut In the naighborhood
jetting people know what | do for a living and that lam available if you have any guestions. Wauld you
take my business card magnet and if you hear of anyone Inoking to buy or seil a home, would you tell
them you know a reajter and give them my Information.” §then give them a magnet and | have a fiyer
prepared with my ad on one side and a neighborhood market snapshot on the other with recently sold
homes and current interest rates. Once you glve them your spiel, watk away. If they have any jeads to
give you they will stop you from leaving and tell you. If they don't answer the door | leave the flyer in

their deor.



HOT MARKET JUST S0LD SCRIPT

Hi, thisis with Kelter Williams Beach Clties Real Estatel

| was dropping by (calling) to let you know there wera homes that have sold in your area inthe [ast
days ... that soid in less than 30 days {or ..that all sold at or above list price...l

And we know that when homes start selling iike that ... 2 or 3 mare will sell right away ... So [ was
wondering ...,

1. When do you plan en moving? (Never) Terrificl
2. How leng have you lived at this address? {30 yrs} Greatl
3, Where did you move fro.m? (LA} Goqd For Youl
. 4. How did you happen t? pick this area? (job transfer) Exceflentl
5. [fyou were to move ... where wou]d. you go nexi? {Back to L.A) That's Fxchiingl

6. And when would that be? {3 months) Fantasticl

{Only go forward if they say 3 months or lessl)

- 7. Obviausly ... you realize it could take 1to 3 months in this market to get a heme seld ... did you know
that? (No) Terrifict

8. S0 ... my guestion Is ... do you have to be sold in 1 month ... or do ybu want io start selling at the that
time? (Sold) wonderfull

EY



9. Fortunately ... to get you one siep closer to (LA) ... all we need 1o do now .. is slimply set an
appointment ... so lcan help you get what you want... in the time you want ... wor't that be great? {)
Fantasticl

10, Which wouid be better far you ... Monday or Tuesday at 4pm?

Getting contact information at the doot

When getting their details | simply ask who | should address she Information to and immediately after ]
ask for a contact number. From this 1 get it about 60% of time however if they say na j don't push for it
a% I've only Just met thern. If they ask why do you want it say, | just want io be able follow up and make
sure you received the information ok,

i think it's about the delivery of the questions, asking with smile and having good eye contact, This
works for me anyway.

Walk-by prospecting:

{Build rapport - most Iraportant, doesn't have to take too long)

_Hi, how's your week going today? (friendly open attitude)

Make a comment on the house, sought after locatton

My name is {your name) and j am from {your agency)

By the way, do you have a few rninutes to help me? (people fike to help each other)

(don't pause)

{ have met a lot of people in the area and boy, once people move here, they seem to stay quite a while,
This must be a great place to live?



{ask for pusiness) Today | would Hke 1o see ifthere was an opportunity for someone new to move to the
area, so 1 am looking for people who would be Interested in selling their home.

Would you be looking o sell in the near future?

i

{keep asking)

Do you know anyone in the street, whese circumstances have recently changed? For example... recently

had & child, got married

5o tell me {name, if ke gave it), of all the people you know, like friends ant nelghbours, who do you
think is most likely to sell sometime s00n? ... Is it OXIF 1 call them? ... And mention your name

Do yeu play sports {name}
whe do you know in the sports club, whe is looking to buy ot sell a property?

would you have any objectlons if 1 use your namea?

More ways to get contact info:

My latest technique is to knock on the door carrying 2 folder with my latest Newsletter or fivar stapled
to a form displaying Store Discount vouchers (Usually buy one —getcne frae from Wendy's, Plzza
Capers, Baskin Robbins, Video Ezy etc). ! also carry a laminated copy of a CMA.

i usually say “can 1 just give you my istest Newsletter and ¥'ve got some discount vouchers for you there
as well. Then | giva a very short introduction and say “i can also ematl you more discount vouchers and
keep you lip to date with Home Sales and what's happening in the market and also put you in the draw
o win an Ipad drawn later in the year, no obligation. Do you use emall?” While I'm writing down there
details | ask if they would ltke a Free Home Report {CMA) and | show them the laminated CMA.

The last time | door knacked | spoke 10 15 people and got five names, emalls and mobile numnbers and

one appraisal. ‘



Alternate door-knocking script {good success)!

Hi, I'm from . 1just wanted to introduce myself as the area specialist in <nelghborhood>
representing Kefler Williams Realty. |'ve just put together some informatlon about the area that |

thought you might find interesting, 1t doesn't have anything to do with selling your house, although |
expect you'll probably be staying here for at least a couple years? {Wait for response}

That's totally fine. it's Just some information 1 put together about the area that | thought you might find
interesting. Vi going o he dropping off some to your neighbors in the next few weeks, Can | just leave
ane for you at your door?

<... What about gefting contact info??7?>
Distressed Property Door-knocking Script

i, Mrs, Stofth?... My name is Jim, | hope I'm not interrupting dinner, #ll he out of your halr in a second,
 Just wanted to get this into your hands (hand thera a business card, flyer, or other material with a link
tn an onlise report)... 'm not sure if this applies to you or not, but i'rm sure you know someone. Fm a
nelghborhood reat estate and short sale expert, | offer ethical and compassionate solutions to problems
with real estate loans. If you know anyone, co-worker, family member, friend, someone in the gy, that
owes more on thelr house than what It's worth oris having a hard time making thelr morigage payment,
piease have tnem go here to get a free report on their options and how to get fair market price for their
home. It's not about me, | hope they call me, but they'll thank you for providing this free rasource.
Thanks for your time, Mr. Smith”



el

Start Each Call With This Script

Hello, thack you fos teking my call. This is . ___with Kelles Wiljams
. Realty. T'm certain that by now you Ienove your house has shown up as an expired listing
“gj‘ on our Multiple Listing Service, and pndoubtedly 1 am calling to see when you plan to
.. HIRE THE RIGHT AGENT ... for thejobto ... SELL YOUR HOUSE.

or

Hello, thank you for taking my call, 'This is with Keller Williams
[ f\\/- L+=  Reslty, Your house has shown up on our Miultiple Listing Service as an expired listing,
Since I specialize in. Liouses that didit sell the fiest time, 1-was vrordering when we could
.. GRT'TOGRTHER ... for 15 minutes so 1 could showyou how I ... GET HOUSES
- SCLD. ’ )




Depending onthe Sellers' Objection, Choose One of the

Following 5 Scripts

SCRIPT 1 I'M GOING TO STAY WITH THE SAME AGENT

X

or

Tha's great, and what U'm heatiog is you feel obliged to your last agent since they've
invested a lot of time and maney in yout house, right? Well, & /s, Seller, you dorlt
owe me anything and you dov’t zeally owe them anything, but you do owe yourself the
very best, It certainly woulde’t hust  hear what I do to get houses sold, would it?

t understand, and [et me ask youa quick gnestion. If you stay with the same ageat, what
are they going to do this tirce that they didnt do fast rime? 1 hope you dox'® take this the
WIOng'Wa}‘; 1 actually heard it from 'one of sy clients, Albert Binstein satd that doing the
same thing and expecting diffecent cesulis is the definition of insanity.

SCRIPT 2: I'M GOINGTO SELL T MYSELF (FSBO)

ar

X

Afrer what you've been through, T uaderstand. You know, 2/ Mas, Seller, you ave
generally better off to sell it yourself than to be.with an agent who dosset undesstand the

market,

1 can appreciate that, and what T sense s you want to nialce sure you get the best possible

agent for the job of selling your house. What ate you {ooking for in an agent? -

SCRIPT 3: I'M TAKING {T OFF THE MARKET—WE'VE DECIDED TO STAY

1 see. Just out of curiosity; if you did sell, where were you moving to? WOW! Why vas
that important? What \would that do for yon and your family if you had moved? If1
could show you e way to make that happen, would you be interested?

v



or

or

M

Vou see, T specialize in houses that didrt sell the fizst ime. Bven the best houses dor't
sell he fisst time, and it just takes a new approach and new ideas lke I use to get houses
sold. When could I stop by and spend 15 minutes with you and show you why so many

homeowness ... choose me ... o sell theix house?

Wz / Mzs, Seller, if 2. contract vrere presented to you, 1mOIIGY, wonld you still sell?
Great, so there s some desire 1o move, right? You know, Mk / Ms, Seller, T specialize in
houses chat are great, yet didn’t sell the fisst time for various reasons. Let me ask you:
Why doxit you think your house sold? What will you fool for in the next agent you
choose? Lets do this. Tl drop by and loek =t your hiouse, that way you can. ... meet me
- s at a weak moment you dor't end up with 2 weal agent. After all, you dont want to

put jt back o the market fater to have it sit for another six months, do you?

M [ Mrs. Selfer, 1 could .. sell yous howse ... in 30 days and net you what you need,
would that pose & problem for you? That's exactly why we need to ... set an appointment.

:

SCRIPT 4: P'VE ALREADY FOUND ANOTHER AGENT

Haye you signed a contract already? |

{if yas, then wish them well, If no, keep going.)

Great. T would Jike to apply for the job to ... SELL YOUR HOUSE ... after aii,
1 specialize in houses that didr’t sell the fivst time. You _know’, sometimes even the best

houses don't sell the first time around.

(i they fes! obligated)

T understand znd what L am sensing is you want: to make sure you're doing the tight
thing. Cozcect? I

Bcellent, You know, if you bad togo toa docter because you had an llness and you
fornd out it involved soigerys would you want another opinion? | lenowr this isn't surgery

and yet, it is financial surgery on your house. Let's meet for about 20 minutes and you

. will see yehy so mazy people decide to ... hire me ... over other agents. M /M2, Seller, if

you actually felt you could get more money and a quicker sell, would you intervievr me?

~an LI A0 n o he hatter?



SCRIPT 5 WHERE WERE vOU WHEN MY HOUSEWAS ONTHE
MARKET?

Tn ogder to sell 2 house once, you need to sell it twice. May [ explain? Agents sell the
house to other agents and they sell it to their clients, and 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 ageats in
the area and make calls daily to Find the buyer for your house. That is whar you want,
sight? Let me cpme by and show you bow I look for buyers for your house s well as
bovw 1 expase your house to the agents so they ase all famifiar with what your honse has

to offer.
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Bonus Scripts

FOLLOW-UP ONALEAD SCRIPT

“Thank you for taking my call. May I please speak with Mz /. Iys, Buger? My / Mrs.
Buayer, this is with Keller Williams Realty. e spolce
that time T had promised to call you back. And naturally, P calling you back. “When we
Jast spoke you said that you were planping to ... SELLYOUR HOUSE ... or ... BUY A
TEW HOME ... because _ Ase those still your plans?

ago snd at

ffyes ...

fno .

Great, when js the best time For us o get together? Do weekdays work best or aze

weekends better? |

i curious what's changed since our Jast comversation?



GEOGRAPHIC FARMING SCRIPT

Hijs___ there?
Thanks for taking my call. This is with Keller Williatas Realty and 1
specialize in our arca of  (subdivision pame} .

1 just wanted to let you know what Is happening in (subdivision name)___» (Give them
something abows the school, stores, #ew constrciion, rouds or anything close by that wenld or
might be of interes)

Also 'm conducting a quick survey for our pewsletter to find out the three reasons why

people enjoy onr area.

What do you like best about (cubdivision ngme) ¥ Anything else?,
Is there anything you would like to see change in our area? ‘ '

I have buyers for our area from time to time and 1 would Jike to know ...
How dicllyou happen to choose this area?

I you wete to move where would you go nest?

Great, when might.ﬂlat be?

Thanks for taking a motent to help me and I'm curious, by chance do you keow of
anyone from the neighborhood or even from work that is wanting ta .. SELL A HOME
. BUY A HOME ... or... TNVEST IN REAL ESTATE ... end is in need of a great
Realtor?

When 1 complete the survey I would Jlike to send you the results as well as what
is happening in horae sales so you can teack what your home is worth. I send this

information via emnail, What is you email address?

Thanlks again and Il send ont the sesults aloag with the sales that are taldng place in our

aren vwithin the next month.

Keep my name in mind. Once aggin thisis with Keller Williams Realty.



JUST LISTED SCRIPT

if ves,

ffno..

Helle is there?
Hi thanks for taling my calll
"This is with Kelier Williams Realty.

1 wanted you to be one of the fiistto know I just listed 2 home in our neighborhood

located at__ (#ddres) and it has __(mumber of) bedrooms, _ (mumber of)
Lathzooms, and _(pumberof)  car garage. :

Do you knaw of anyone from work or fiiends that wounld like to ... BUY A HOME...1n

our arcat

get names and ask If you can use thelr name when you calf them.

.

Thanks for taking a moment to think about that.
By the way it is priced at (Snumber)__-

One

last quick question. With iterest rates as low as they are have you thought about

investing in seal estate?

if you are smterested, or you hear of anyone who is, ... CALLME ... thisis

with Keller Williams Realty:

“Thanks, I appxeci-ate your gine.



JUST SOLD SCRIPT

Hello is there?

Hi , thanks for talding my call

"This is with Keller Williams Realty and 1 wanted you to be one of the fisst:
10 hear that the home located at (zddress) __ just sold and if yom are .. LIKE ME ...

you like to keep on fop of the prices of homes in our area.

Teis {number of) bedrooms, _{auuber of) bathrooms, and (sazmber of)  car
garage and was Yisted at_($number) -

1 had quite a fovr buyers fook at this home and are still looking to ... BUY A HOME ...
so by chance do you {now of a neighbos that is leoking to .. SELL A TTOME?

Dao you kaow of anyone from work or friends that would lke to ... BUY AHOME ... in

our areal

Thanks for taling a morment to think about that.




GROW YOUR DATABASE WiTH REFERRALS

If yes

ifno

Hello, (contacts name)l This is
Keller Witliams Realty:

(osir narme) with

Do you have two minutes o -.. TIBLP ME ... with 2 problem?

T talsing a great class today and we're having a competition. Tneed to get at Jeast ten
cefersals ke the nexe month in order to winl T was just cudous, who do you know from
chureh or work who wangs 10 .. BUY A HOME, ... SELL AHOME, ... or BIVEST IN

REAL ESTATE ... that I could call today?

Gureat Thanks for taking 2 moment t© think about that!
Wonld you mind giving me their name and mumber so T can call them right away?

Who do you know who might knolw of someone who vants to ... BUY A HOME, ...
S}'ELLAHONEE, .. or INVEST IN REAL ESTATE ... that T could call todayt

And if you think of anyone in ¢he next month, be suse fo ... CALLME ... imemediately!

(if you tall with sormeorns who wants fo chat and "caich up,” sef an appointment time o
" call them back later,} '
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Call the Referrals

_ When you are calling a refarcal, always reference the person who told you to calk. Pretend yod ase cafiing &

dear friend, your motter, of your hast friend from high school, Start treating people fka they ere your hest
frlend and relationships will just happen.

SCRIPT 1

Hello, this is (your name) weith Keller Williams Realty:
(veferrer’s mame) gave me your aumber and asked me to call (He/She) said you ate

thinking about (buying # bewt, wmaking & move).

(referres’s name), who is & (past client of mine, friend of mine, or we go way
Back), asked me to calt you because (helshe) said you need {real estate service),

and Pm calling io see how I roay best help.

SCRIPT 2 .

Hello, this is (yorr name) with Keller Williams Realty:
(referrer’s name) gave me your number and asked me to ghve you a call zegarding your real

estate needs,

T'on 2 real estate agent hese in (name af city) and . (referrer’s ngme) said you
were Jooking for 2 great agent i0 help you achieve your goal of (buying a home, selling
your home, moving, ic. )

Are you still in need of real estate help? (referrer’s name) vias afraid at a
weak moment you could end up with 2 weale agent and that's why (hefihe) asked for me
to call you.

Hovr may 1 best help at this tme?
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Your BOLD FSBO Scripts

SCRIPT 1

Mirror and match thelr tonality

Hello, thanlk you for taking my call. Im with Keiter Williams, and I

was curious ...

“When yous house seils, where ase you moving 1?°

If they ask why you are asking, you say ...

Frankly, the reason I am calling is every day I proactively ... LOOKBOR BUYERS ...
for my sellers.

Tsp't that what you would want an agent to do for you? I mean, if you hired an agent, right?

Whatever thay say .

2\1,;){ Most agents do the 3 Ps of real estate. '.[:hcy Place a sign in the yard, Put it in. Multiple
Listing Service, and, Pray someone clse sells it. I, on the other hand, do the 4th B, which is

I proactively Prospect to find buyers for my sellers.

So when your house sells, where are you moving to?

If they tell you where they are moving to ..
That’s exciting]
Howr scon do you need to be there?

Good foryou,

Now that you've decided to ... SELL YOUR HOUSE ... how would you rate yous
motivation? On a seale from 110, with 10 being high?

Excellentt

4 Just out of cusiosity; how did yout determine the price for your house?



Good for you
% Why did you decide to ... SELL YOUR HOUSE ... yourself instead of deciding to list

with a real estate agent!
Greatl

A How much time will you take before you consider biring the right agent for the job to
... SRLI. YOUR HOUSE?

Txcellent!

Az you familiar with what I do to get houses sold?

Oh seaily, When would be the best time o show you, at or ?

The more you talk with me, the more you will see why people ... GHOOSE ME..to
help them with theit real estate needs.

SCRIPT 2
Hietlo and thank you for taking my eall, This is with Keller Williams Realty;
and Twotlk with many buyers in the atea and [ was wondering: How can 1 help you? just
o of curiasity, where ate you moving to?

T'he reason I ask is I have fistings in the area, and I was hoping you might be a buyer for
one of my listings. You see, 1 call daily to find buyers for my selless.

By the way; when do you have to be there?
# How long will you &y 10 - SELL YOUR HOUSE ... yourself before you would consider

listing with an agent?
Great.

That's exactly why I should come by your bouse. At 2 weak moment, you might end up
with a weak agent, and L intend for you to meet an ageat who many for sale by ovmers
have decided to Jist with because I help thern get what they want, When could I stop by
and see you for about fifteen [nimmtes? I can Joole at yous house and tell potential buyers
sbout it. Would today at 3:00 be okay, of would 5:00 bs bettex?



SCRIPT 3

Hello and thank you for taking my call. This 5 with Kelles Williams Realty;
and T am calling so [ know zbout all the houses on the market, not just the onesin -

Miltiple Listing Service

* Repeat thelr answers o Use bridge words between questions.

©

a8

=]

May | ask where you are moving fo?

How s00n do you need fo be there?

What price ars you asking for your property? .

Hows dict you choosa the price?

How long have you been ving o ... 56l your houss ... by yourself?

Arg yoL: vifing 1o .. diop ‘yDLI{ price ... when working vith & huyer?

What type of merketing are yéﬁ using 1o .., s8]l your houss?

Ae ymj awars of all the marketing lechnioues | use to get yoiir houss sold?

Great, | could come by and show you at 3:00, or would 4:00 be better? That way | can shre ‘with

* you Ideas that may hep ... sell your houss.

BONUS PHRASES

=3

Luckdly | called you focay, 5o | could ehare with you how | get houses sotd, When { come by, | could
show you my marketing technlques and ses i they work for you.

Undoubiealy you are sensing that a top agent, Eke myself, may be Justwhat you need {0 ... SELL.
YOUR HOUSE ... In today's rarket, aren't you?

t et e ask you: Why vould a buyer buy clrectly from you wheh an agent doesr't cost hem any
monay, unless it vias to get & preal dasl?

1 coild ghow you & way tht you.could ... NET MORE MONEY .., by dolng business with me,
wolld you o 50?
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FSBO Scripts for Buyers Agents

SCRIPT 1

May I speak with My andlor Mus. Seller please?

i, My, Seller, thank you for taking my call. This is - weith Keller
Williams Realty; Ui sure that several agents ase calling trying to Jist your house-—I'm not
calling for that purpose. You see, I'm 2 Buyes Spacialist, meaning all I do is work with
buyess. In fact, 160 pe:cenf of my time is spent helping buyers find the right home. So,

fet me ask, whete do you plan on moving?

YWhataver they say ...
Pantastic. Well, I like to keep my finger on the pulse of the marker by Imowing -
the inventory in the area I specialize in. 7d like to simply ... SCHEDULE AN .
APPOINTMENT ... to preview your house, so that I can compare your house’s features
with the prospects I currently have in my pipeline and ideally get your house sold. So, let
e ask, when would be a convenient time for e o preview your house? Are weekdays

ar weekends bester?

Ry the way; if [ were 1o bring yeu an offer from one of my potential buyers that is .
accepable to you, would you accept that offes from my compazy?

¥ FSBO has not yet purchased another home

When I stop byon , T'd Jie to bring a list of properties that match the
ceiteria of the home that you are looking for. So, tell me, what part of town are you most
interested in? What style of home are you after? How many beds, baths? Bic ...



Responss: The hassle,

You know, I have gotten mose people more money in less time with fewer hassles. Sounds
like something you would be interested in. Dont'you think we should talk?

NOTES:
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Dos and Don'ts of FSBOs

Do

Bon't

Copae from Gontribution

Take responsibility for your own
actions

3

@ive a problem presentation

Walk through the house asking
guestions

Ask abatrt marketing

Ask about contracts

Think FSBOs don't want to list with
agents

List them over ths phone

Teil them how to get a house sold

Show them all your marketing

Write coniract for them

roao F
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