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 Learn how to:

 Lead Generate

 Present Value to YOU!

 Work with buyers and sellers

 Contract to Close



 Role Playing

 Creating Dialogue

 Learn how to build rapport 



 Lead Generation = Prospecting

 A way for you to create new relationships

 Networking



 Make out a schedule to prospect to:

 People you know (call and send personal 
notes)

 Create a plan and budget for lead generating

 Be proactive –build a door for opportunity to 
knock



 Create a daily schedule to:

 Call at least 5- 10 people that you know a 
day

 Collect at 10-15 new business cards a day

 Go to Networking Events

 Cold Calling ( Check the Do Not Call List)

 Door Knocking( Farm Area)

 Host Open Houses

 Client Parties



 Remember that lead generating= sales ($ )

 No lead generating= no money (stress) 



 Introduce yourself to someone new everyday

 Ask if they have a go to REALTOR®?

 Ask them if they know of anyone in the 
market to buy , lease or sell real estate?

 Ask for their number or get their business 
card

 Give your business card

 Put the names in your CRM.



 Exercise:

Write names and phone numbers of people you 
know.

Home Work: Write out a schedule for Lead 
Generating when you get home.



 Serve a two fold purpose:

1.Promoting your listing

2.Promoting yourself

 Remember open house’s are not only about 
selling the house but its also about selling 
your services.



 People who attend:

 Potential Buyers

 Potential Sellers



 WARNING: REALTORS® beware of Lookie 
LOU’s!



 Open House 
Strategies

 Contact an Agent in 
your office if you 
don’t have a listing 
to see if you can 
host an open house.

 Host Open House  
1-2 times a week.

 Invite neighbors

 Create guest register

 Have a drawing

 Features List



 Open House 
Strategies Cont’d:

 Make sure the 
home is show ready

 Take pets away
 Have a list of 

similar homes for 
sale.

 Place signs
 Note: Local 

ordinances may 
prohibit sign 
placement.



Prospecting Open houses: 

 Invite Neighbors and Potential Clients

Ask questions to see if prospects are a 
potential buyer, seller, or a neighbor. 

Convert guest to prospects.

Put them in your CRM.



 Exercise: 

Practice Script

Remember to maintain contact with visitors in 
order to convert them into leads. 

Put them on a marketing program



Discussion:

If a visitor is interested in purchasing the 
house, what should you do? 



Prospecting For Sale By Owners



 (FSBO’s) For Sale By Owners are sellers who 

have decided to sell their own home without 

enlisting the help of a REALTOR®.











Note: There are several methods that can be 
utilized when prospecting FSBO’s. 

Goals:

 Get the appointment to present your listing 
presentation.

 Build Rapport

Get a referral



 FSBO Strategies: 

 Get rid of the “Whining Wimpy REALTOR®” 
syndrome. 

 All sale calls must be in person to build 
rapport.

 Bring something of value

(e.g., home staging tips)

Note: Don’t give out any advice. (e.g.-CMA ,   
vendors, pricing, etc.)



 Challenges for 
REALTORS®

 Most FSBO’s treat 
REALTORS® harshly

 Don’t want to pay

 Feel that your 
competition

 Don’t trust 
REALTORS®

 Possible bad 
experience



 Where can you find FSBO’s?

• Geographic Area

• Local  Newspaper

• Online Classified Ads



 If you receive a referral from a FSBO:

Make sure you send them a hand written note.
e.g.:
Dear________, 
I hope all is well. I wanted to take the time to thank you 

for referring______to me. I plan to ensure that all of 
their real estate needs are addressed, by providing 
them with my 10+ customer service. I hope that you 
will sell your home soon! Please let me know if there 
is anything that I can do to help. 

Kind regards,



 What are something's you can do, 
that will set you apart from the 
next REALTOR® that contacts a 
For Sale By Owner? 
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 Expired Listings are properties that did not 
sell during the listing agreement period.

 Reasons for not selling:

 Overpriced Listing

 Marketing

 Staging



 When prospecting to expireds:

o Verify that the listing has ACTUALLY expired

o In person contact is always better

o Low-Key Approach

o Listing Presentation

o Be prepared to show your valued proposition and  the 
benefits of using you.



 Process:

1. Check the Multiple Listing Service (MLS)

2. Check the National Do-Not Call List

3. Schedule a Listing Consultation

4. Meet with the sellers

5. Put sellers in your CRM, even if they are not 
ready to sell.



 FAQ to identify why the 
home did not sell. 
Remember to 
empathetic and 
address the owners 
concerns. 

 Why do you feel your home 
didn’t sell? 

 How many times was the 
home shown & did you 
receive any feedback from 
the REALTOR®?  

 How many offers did you 
receive? Where any 
accepted?

 What were the marketing 
strategies?

 Where there any price 
adjustments?

 Any updates on selling 
activity?



 We had a horrible REATLOR®

I’m so sorry that you had a bad experience . I 
consider myself to be a REALTOR® that adheres to 
the code of ethics, and not a salesperson. I believe 
in communicating and listening to my clients. My 
goal is address your needs and to provide you with 
professional guidance & assistance throughout the 
entire process. Could you tell me more about your 
experience with the other REALTOR®. 



 The Market is Bad:

We definitely are in a challenging market right 
now. You know, there really is no such thing 
as a bad market. However there is a such 
thing as “Bad Marketing”. If the home is not 
marketed properly then it doesn’t give your 
home the proper exposure to buyers that it 
deserves. I’d like to share my marketing 
strategies on your home SOLD! 



 What if an Owner stated:

 My home was not marketed well?

 I’m going to sell it myself !

 We haven’t decided what we are 
going to do yet…
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 Remember: 

 Always present 
value and ask for 
the job! 

 What can you do to 
make yourself 
stand out from your 
competitors?
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 Your objectives: 

 Become the Area Specialist

 Build rapport with all the homeowners in the 
area.

 When they think of real estate you want them 
to think of “YOU”.



 How to select your 
target area?

1. Inventory of homes

2. Closed Sales in past 
12 months .

3. Average days on 
market

4. Average sales price

5. Status Codes

6. Schools in area

7. Area of interest



 Tips:

Door Knock

Get Involved

Market Statistics

Host open houses

 Prospect around “Just Listed or Sold 
properties”

Market

 Set a goal for face to face meeting



 Tips cont’d:  Give out business 
cards.

 Items of value

 Ask for referrals or 
announce “Just List 
or SOLD!” 
properties .

 Gather contact info 
and put on CRM. 

 Constant contact



 Get creative with 
you items of value!

 Stay in the forefront 
of the community.

 Know that it’s a 
process

 Hone the attitude 
that you are the 
“Superstar” !



 Three types of buyers:

1.First-time  homebuyers 

2. Move up Buyers

3. Investors
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 In this section: 

 We are going to 
focus on  First Time 
Homebuyers



 Some facts about First-Time Homebuyers: 

 Might be renters

 Don’t have a REALTOR®

 Nervousness

 Cautious

 Think that may not qualify







 Strategies: 

 Low-Key Approach

 Research area’s with a lot of renters 

 Marketing Reports or Items of Value

e.g.-Renting vs. Buying Report (MLS)
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Family

Friends

Religious 

Organization

People you 

do business 

with.

Associates



 Write a Letter

 Follow up with a call

 Ask for referrals



Tips:

 List of people to call

 Think of a real estate benefit or need for each 
person.

 3 questions  to ask

 Call objective

 Question to get appt

 Introduction for call 



 SOI

Name:

Real estate need:

Benefit of service:

Three Questions:

Objective:

Appt. Question: 

Initial Statement: 



 Remember :

 Ask for referrals

 Keep in touch

 Send personal notes

 Thank you notes
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 Unique Value 
Proposition is your 
Unique Selling Point.

 Its what makes you 
different from your 
competitors and why 
clients would rather do 
business with you.



Value Proposition
What Sellers Want in a REALTOR®



Value Proposition

What Sellers want in a REALTOR®



Value Proposition
What Buyers want in a REALTOR®



Value Proposition
What Buyers want in a REALTOR®



Value Proposition
What Buyers want in a REALTOR®
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Make yourself stand out 
with confidence!

 Competitive Edge

 Write down 10+ 
Customer Service 
Delivery

 Professional Portfolio

 Revisit your Portfolio



 Creating a Professional Portfolio 
Brainstorming:

1. What skills have I acquired from my 
business, previous/current career, volunteer 
activity, etc.?

2. How can my skills benefit both buyers and 
sellers?

3. How can I demonstrate my skills?



Valued Proposition-How Are You Measuring Up?

HAR Self Assessment Checklist









 Clients must realize that you have a life!

 Set Parameters in the beginning



 Overwhelming

 Systems that you can incorporate in your 
business to make your like easier



Technology Overview

www.topproducer.com











www.zipformsplus.com
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http://tx.dncsentry.com/x-index.htm
http://tx.dncsentry.com/x-index.htm














Where Next?

Http://my.dashfly.com/























 Ask them: What do they expect of you?

 Let them know if you can or can’t meet there 
expectations.

 Set up parameters

 Sign



What to do??????





 WARNING: Must handle with care!

 3 Types of Buyers:

 First-Time Homebuyers

 Move Up Buyers

 Investors



Find out what is important to your clients :

 Family & Friends

 Occupation

 Recreation

 Dreams



Buyer Questionnaire

 FORD Method

 Communication 
Expectations

 Markets Statistics

 Over-Pricing and 
Expired Listing



Buyers Action Items To Do List
Checklist

Cover Page Tips on
buying your 
dream home

Properties of Interest

Cover Letter Making an 
Offer

Packing Checklist

Home Buying Process Next Steps 
after Offer

New Home Checklist

Pre-Approval Letter Providers Helpful Numbers

10 Commandments Inspection Real Estate Terms

10+ Client
Commitment

Home 
Warranty

Homeowners
Insurance

Main reasons for 
buying a home

Closing

Moving 
Checklist



Working With Buyers
Buyer’s Ten Commandments 

1.Thou shalt NOT change jobs, become self-employed or quit your job.

2. Thou shalt NOT buy a car, truck or van (you might be living in it).

3. Thou shalt NOT use charge cards excessively or let your accounts fall behind.

4.Thou shalt NOT spend money you have set aside for closing.

5.Thou shalt NOT omit debts or liabilities from your loan application.

6. Thou shalt NOT buy furniture.

7.Thou shalt NOT originate any inquires into your credit.

8.Thou shalt NOT make large deposits without first checking with your loan 
officer.

9. Thou shall NOT change bank accounts.

10. Thou shalt NOT co-sign a loan for anyone.



So You Have A Client, Now What?
Working With Sellers



Pricing it Right!

Source: CMA Wizard MLS



 MLS Data Input Sheets:

Single Family

Townhome/Condo

Multi-Family

Lots

Country Homes/Acreage

Use the forms as your guide!



 Presenting the Offer: 5 Tips for Getting Prepared

Once you have a written offer in hand, your next negotiating challenge is getting the sellers to accept 
it. As with many things in life, success rests largely on sound preparation. 

1. Update your comparable market analysis. 

2. Examine buyer qualifications.

 3. Choose a venue

4. Anticipate objections. 

 5. Estimate sellers’ costs. 

Source: Excerpted from "Successful Strategies for Real Estate Agents," by Floyd Wickman ( Executive Press, 
1987) 

http://www.amazon.com/exec/obidos/ASIN/0939975017/realtormagazineo


Contract to Close
Source: www.realtor.org



Contract to Close
www.realtor.org



 Some Reason for objections:

 Process is going to fast

 Anxiety about making a decision to buy or 
sell so they make up excuses

 Have valid concerns

 Don’t trust REALTORS®



 Remember to:

 Concur

 Inquire

 Counter                              



Source: Now What Do I Say? Never Be At a 

Loss for Words Again (Book Surge Publishing, 

2008)



Source: Now What Do I Say? Never 

Be At a Loss for Words Again (Book 

Surge Publishing, 2008)



 Ask me and I shall provide you with an 
answer!

Thank You and Have a Great Day!




