I Quit Real Estate - Part 1
By: Floyd Wickman
The road to hell is paved with good intentions. Why? Because good intentions alone will take a person nowhere fast!
One hundred percent of people who go into the real estate business have good intentions and high expectations. It is easy to see why. Real estate is a lucrative profession offering great rewards to those agents that know what they are doing.
The problem though is that not every agent is good at it. Here is a sobering thought. Roughly seventy percent of all real estate agents quit during their first year in business. Oh, they don't always leave right away. Sometimes they hang around in a state of "Quit" for years before they finally clean out their desk and walk out the door.
Do you want to quit? I can make it easy for you - I have a list of reasons/excuses I can send you that will make your exit sound respectable.
Some people even get part time jobs before they leave real estate for good.
Will quitting solve your problems though? You didn't get into real estate sales just to fail. My guess is that you got into real estate sales as a means to an end. To make your life better - to make your family's life better.
If your commissions aren't paying your bills, don't get out of the real estate business, Get into it! I know for a fact that there are agents today getting out of real estate not because they want to, but because they feel they have to. Are you one of these people I describe? If so, please read on. I've devoted my life to teaching those that want to be taught, those who need to be taught, and many who felt they had nowhere else to turn.
My first year in real estate I sold five homes - and two of those fell through. I wanted to succeed so much that I worked 12 hours a day, 7 days a week. At the end of this first year I looked back and realized that what ever it was that I was doing wasn't working. I'd have done anything my broker asked me to do, but the problem was that he let me fail.
Long story short, I found another broker to work under and learn from. This guy told me what to do and I did it. The result? I sold 91 homes my second year in real estate and averaged 86 homes a year for seven consecutive years. As a manager, my office of nine collectively listed one house a day for four straight years.
I was not more talented than the next real estate agent - heck, I dropped out of high school at the top of the ninth, grade that is. The only thing I did different was to follow the direction of my teacher. We don't need to reinvent the wheel folks, just do what successful agents already do.
Copy, mimic, imitate. The top producers I know are more than happy to share their knowledge because they know, just like I know, the secret to true success. "You Get By Giving." I don't know of a successful real estate agent today that wouldn't give you the shirt off their back. 
Most everything I've done I've copied from someone else. - Sam Walton
I don't tell stories without offering up a list of tips, examples, or how-to's to make your life better. Stick with me now because I'm going somewhere and I'm taking you with me. Here is what I have to share:
GETTING THE RIGHT START 
· Laying a Good Foundation 
· Work S.M.A.R.T. & Save Time 
· Build a Strong Inventory 
LISTINGS ARE THE NAME OF THE GAME 
· Persisting Gets You The Listing 
· Make The Most of Your Listing Appointment 
· Make Your Listing Sell 
COURTING THE BUYER 
· Attract The Ad Caller 
· Separate Lookers From Buyers 
· Showing Properties 
· Handling Stalls and Objections 
CLOSING THE DEAL 
· Close, Close, Close 
· Negotiating With The Seller 
· Negotiating With The Buyer 
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In Part One I told you that if you wanted to quit real estate that I'd help you do it and do it right. Well, if you stuck around to read this far then my guess is that you don't really want to quit. 
Perhaps you have been feeling frustrated because nobody ever took the time to teach you how to succeed. Well my friend, stick with me. I'm going somewhere with this and I'm taking you with me. A great sales career in real estate starts with a good foundation. 
While conducting a training session two years ago, a sad faced man stopped by the front of the room and said, "You just can't sell real estate in this economy." 
I told the man he should be positive to which he replied. "I'm positive you can't sell real estate in this economy." 
I'm afraid there are lots of people with this same opinion, and that's a pity. Henry Ford told us years ago. "Whether you believe you can do a thing or not, you are right." 
1. You may not be able to change the nation's economy, but you can change your own economy. It is a matter of PMA - Positive Mental Attitude. 
Understand though that you have to throw some logic into the equation. Take for example the guy who convinced himself he could fly. He jumped off the top of his fifteen story office building. Did he actually fly? Of course not, but as he passed the sixth floor an office worker heard him shout, "So far, so good!" 
There is nothing special about special people in the real estate business. It is what they do every day that counts. A good positive mental attitude keeps you on track. You can be sure that Multi-million-dollar producers don't allow themselves to be manipulated by unqualified buyers and unreasonable sellers. 
2. Develop a logical mental attitude. Logical steps give you a road map that you can follow over and over and over. It also gives you the basis to use, adapt, and create your own tools to overcome client objections. 
These first two principles are your most important building blocks in your foundation of success. Use them not only in your real estate career but in your every day life. 
3. Build an inventory of homes to sell. Have you ever seen a car lot without cars to sell? Generally no, and the more successful lots are those with the most cars in inventory. Your career in real estate will be likewise successful when you maximize your inventory. 
The amount of money you make in real estate is in direct proportion to the number of listings you own. Maximize your listing presentation skills and you could do nothing else and still generate a great income. I believe in this fact so much so, that 80% of my teachings focus on how to get the listing. 
4. Make the telephone your friend. Get comfortable with it. Agents lose more business over the telephone than by any other means. 
You can use the telephone to generate referrals, communicate with FSBOs, follow up with clients & prospects, and get buyers to come into the office. Without practicing the right skills you stand to lose much of your potential business. 
Ask yourself this question. If I had the verbal skills to convert twice as many leads into sales as I do today, would this one skill increase my income? 
5. Know the art of selling. Selling, when used correctly, is a tool that leads, not pushes. Good selling techniques benefit your clients - It doesn't make them buy something they don't want to buy. Take a look at http://CallFloyd.com/SellingIsNotBad.wmv It's a five minute video designed to show you the good and moral side of proper selling technique. 
Selling is 90% of this business. Real estate is the only product and it isn't going anywhere. An agent can know virtually nothing about real estate and still succeed, as long as he or she knows how to sell. On the other hand, agents who know everything about real estate will be in big trouble if they don't know how to sell. 
Sell yourself as the answer. Remember that people don't care how much you know until they know that you care. Show concern for your sellers and buyers and your success rate will climb. 
6. Questions get results. Asking questions not only shows your client you are concerned, but it also keeps you in control of the conversation. When you do speak ask only “open” questions. That's nothing more than an open question that begins with the letter "W" - who, what, where, when and why. 
For example: Where do you want to move? Why do you want to move? When do you want to move? Answers to questions like these generally reveal your clients motivation which will give you insight on specifically "How" you can help them. 
7. Learn showmanship. If you aren't excited about your own product, no one else will be either. We use the word enthusIASM to keep your energy high. IASM stands for I Am Sold Myself. 
When you are excited about the process you get your clients excited about the process. It is not just what you say but how you say it that is important. 
· Use prospects' names often. 
· Use visuals. To paraphrase, "A picture is worth a thousand dollars." 
· Ask lots of questions. People love to talk about themselves, let them. 
· Add a facial expression and voice inflection to your words. 
8. Leverage floor time to increase your sales. Many agents hate floor time. It's a waste or a bother. Turn lemons into lemonade my friends and use this opportunity to practice your telephone skills. Use that positive and logical mental attitude you have mastered to get callers into your office. Get them to act and you are one step closer to a commission. 
9. Convert buyers into sellers. I'm referring to buyer prospects that have yet to sell their current home. Show them the logic of why they should sell first. It takes longer to sell a home than it does to buy a home and it is in their best interest price wise as well. 
Tap one of my StarMaker S.M.A.R.T. students on the shoulder and have them share with you the Buy/Sell analysis. It's just one of the visual tools I give my students to handle objections. 
10. Be persistent. Always ask for what you want three times; there is magic in threes. If you plan to stop when you hear the first no, you may as well not even try. 
Understand that people generally use the word no as a stalling technique. They want to more information or more time to think it over. 
· Ask for the listing. 
· Handle their objection or stall. 
· Ask for the listing. 
· Handle their objection or stall 
· Ask for the listing. 
Asking three times, no more - no less, gives your prospect time to consider your request fully while not being perceived as pushy.
11. Dream & set goals. What they will inspire and motivate you to move forward. 
Write down the top 3-5 goals that a successful real estate career will help you achieve. Every morning when you get up and every night just before sleep, read this list and visualize yourself having already achieved them. This simple exercise will give you all the energy and focus you need to make your real estate career a success.
12. Be yourself. You can't be anyone else nearly as well as you can be yourself. When clients see you pretend to be someone else they have trouble believing anything you say. Be yourself and you will remain more at ease in every situation. 
13. Make a commitment. Put it on paper. When you do you give it value and you make it real. The old saying applies. "Fail to plan and you plan to fail." 
Your commitment should include not only your goal, but step by step instructions to get you to your goal. Not sure what you need to do to reach your goal? The easiest way I've found is to start at the finish line and work backwards to where you are now. Confirm what you've written, set a deadline date for each step, and commit yourself to taking each step before your deadline. 
Take all of this information and absorb it. Read it at least three times. Send it to your inner circle of friends and associates and begin your own success group. You'll be successful, I'm sure of it - all you have to do is start building your foundation. 
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Do you have enough time for work and a family life? Is your life in balance? Do you find yourself wishing there were more than twenty-four hours in a day? Are you working twelve hour days, six or seven days a week, with no vacation throughout the year? 
Often answers to where we are in life rest in the questions that surround us. 
If I could show you a fool proof system that gave you as much time as you need to be successful financially while maintaining a balanced family life with plenty of time off, would you be interested? If you answered yes, then read on. 
Look back at history. Benjamin Franklin discovered electricity, created the free press system, and contributed to our nation's independence. Thomas Edison invented the light bulb. Alexander Graham Bell invented the telephone. Jonas Salk developed a polio vaccine. The Wright brothers learned to fly. 
Every one of these people had something in common with you. They only had twenty-four hours in a day, and yet they were successful. If they can be successful in these extraordinary ways, then imagine how little time you really need to be successful in real estate? 
Stick with me and I'll share with you eight ways to save time, money, and energy. 
There is a true story about a prison inmate serving a fifteen year sentence. He decided to start his own tailoring business with other inmates and eventually guards and clerical staff as his clientele. 
This man earned himself a fortune. When asked what motivated him to amass such wealth, the inmate replied, "I decided that, instead of serving time, time would serve me." 
We hear that time is money, but I'm here to say that time is infinitely more valuable than money. If you've made money then lose it, you can always make more money. Waste a day and it is gone forever. We can spend them wisely or we can waste them, but we can never save them. 
1. Account for your time. Keep a log of what you do. You will be surprised how much time you waste; I know I was the first time I did this exercise. 
· List each activity and how much time it took. 
· Circle what could have been delegated. 
· Cross out what could have been eliminated. 
· Total up your potential time savings. 
· Create a new schedule and stick to it. 
I call this the reengineering checklist and its part of my Focus Organizer. If you like you can download a free copy from http://FloydWickmanTeam.com Just click "Resources" at the top of the page. Of if you have trouble, just visit http://CallFloyd.com and request your copy. 
2. Avoid people that waste your time, they don't pay your bills. I'm not saying you shouldn't be helpful, but make sure you prioritize. 
Two techniques I want to share. 
1. Put a sign on your office desk that reads "Working" and inform every one in your office that when they see this sign you would rather not be disturbed. 
2. Add these four words to your vocabulary and use them the next time someone asks you for a favor. "Love to, can't now." In an instant you send the message that you do care but that you don't have the time. 
3. Work Smart. Working hard is fine as long as you are working smart too. For example, use what you learned in #1 above to delegate nonproductive or menial tasks. Listen closely. You will never make $100,000 a year doing $10/hour work. Delegate those tasks to another and do what you do best. 
4. Finish what you start. You'll make more money and have a greater peace of mind. 
Psychiatrists say the leading cause of nervous breakdowns is leaving tasks and projects unfinished. Winners are good at what they do because they start productive projects, and then they see them through to completion. In the process they save time and enjoy the rewards of success, which certainly helps your PMA. 
5. List your daily priorities and rank them by order of importance. If you have five things to do, do the most important one first and don't move on to number two until you complete number one. 
Complete number two before moving on to number three, etc., etc., etc. Repeat this process every day and you'll be spending your days doing only what is the most important...not merely responding to that which is urgent. 
6. Invest your time with your best prospects. Determine the most likely prospect from whom you'll get a commission and deal with that one first. 
There is a simple way to grade your clients. Next to a list of your clients names create two columns. Label one column Motivation and the other Financial Ability. Go through each name and place a plus (+) or a minus (-) in each column. Those that rate ++ go to the top of the list and those that are - - go to the bottom, while the rest are placed in the middle with regards to priority. Examples: 
1. The Browns have just transferred to town, currently living in a motel, already sold their previous home. Rate them + + as they have money from their previous home sale and strong motivation to get out of the motel. 
2. The Smiths have $75,000 in the bank, their current home is paid for, they want to move closer to their grand kids but know that their son may be transferred within the year. Rate them + for financial ability but a - for motivation. 
7. Keep an orderly file system for proper follow up. There are many filing systems you can use be it paper or computer. 
Computer based file systems work great if you are a computer expert but can be expensive. If you don't have money to spend, a simple 1-30 numbering system works great. The objective is to contact every client at least once a month. Divide your list into 30 equal parts and file them evenly in folders marked 1-30. If today is the tenth, pull file #10 and contact every person listed. Repeat for each day of the month. 
8. Learn how to close. I'll spend time later focusing on closing techniques, but I would like to emphasize the advantages of the close. 
Let's pretend that on your listing appointment and the seller stalls with an "I want to think it over" routine. You go back the next week and the seller stalls again. Your third trip you get the listing. Congratulations! 
Should you be elated? No. Be happy you got the listing but if you were adept at closing on the first visit you could have used that extra time to close two other listings. Possibly doubling or tripling your income. 
Are you a flounder or a trout? 
If you still don't understand the importance of working smart and saving time, this little story may help you visualize. 
The flounder lies on the bottom of the sea, waiting for food to come to it. It allows the tides to control its movements and it doesn't resist natural forces. Consequently, it can be easily caught. 
The trout swims against the currents, chooses carefully what it will eat, decides when to resist, when to rest and consequently, is very difficult to catch. 
Correspondingly, the flounder person reacts only to what comes his or her way. The trout person acts with forethought and self-discipline. The flounder person waits for something to happen while the trout person makes things happen. The flounder person concentrates on activities, and the trout person concentrates on goals and objectives. 
If you're not a trout person, you can be. Take charge of your life by controlling your habits, don't let them control you. Hard work alone won't get you ahead you need to also work smart. When you do, there will be plenty of time to take care of all your needs. 
Stay tuned for Part 4 in this series and as always, if you have any questions, please ask.
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What is the worst place in the world to look for real estate prospects? You have your own ideas I'm sure, but the only bad place to prospect I know of is the graveyard.
I can only reference what I know and I know that the Bible even asks. "Why seek the living among the dead?"
Even a bad place can be a good place as long as there are prospects to find. It takes the right attitude though, to see things for what they are - opportunities.
Take young Michael Reilly in New England for example. He went to confessional one day and said, "Father, forgive me, I have committed hanky-panky." The priest wanted to grant Michael absolution, but first asked the name of the woman involved.
"Was it Mary at the bakery?" the priest asked. 
"No, Father." 
"Was it Susie at the library?" the priest persisted. 
"No, Father, not her," Michael responded. "I'm sorry, Father, I just can't bear to tell you." 
"Very well, my son," the priest said. "But I'll want to see you next week."
As Michael was leaving the church he ran into a friend who knew the situation. 
"Hey, Michael, did you get absolved?" the friend asked. 
"No," Michael said, "But I did get a week off and two good leads."
Understand that I'm not suggesting that you do anything wrong to get a lead. But there's really no wrong way to get one. This is good, because to become a top notch real estate agent, you first must become a top notch prospector.
It amazes me how many new real estate agents can't or won't accept this basic premise. They want the listings, they want the money, and they want to do all the right things to get them - except for the very first step of lining up prospects.
Seventy percent of all new real estate agents have trouble with this initial step. You have to crawl before you walk, and nothing worthwhile is ever easy at first.
I'm going to share four basic methods for cultivating prospects.
Telephone 
"Floyd, you mean I have to actually talk to people?" The telephone can be a scary thing, if you let it, so I'm telling you now, don't let it be scary. It is a great tool and since the invention of the "Do Not Call" list, good telephone technique is even more important today than it ever used to be.
The telephone will allow you to connect to more prospects faster than by any other means of personal contact. You might say "But Floyd, I can send an email blast out to a thousand people with the click of a button." Yes, I would agree, but the problem lies in the fact that email is not personal. It is not quantity of contact that is important, it is quality.
Every time you connect personally with a lead, prospect, client, or previous client you are increasing your future earnings. Every call is not a sales call, but it is a way to connect on a personal level. Ask for the sale or a referral sale every third call. In between, just show that you truly care about them. Ask them about their favorite subject, themselves - their family, their work, their hobby.
People don't care what you know until they know that you care.
For you numbers people out there. NAR statistics show that over 80% of home owners work with the first real estate agent they come in contact with. Would you like that agent to be you? I would.
On average, houses are sold every five years. By staying in personal monthly contact with just 150 people - friends, family, business acquaintances - you would generate about 30 sales a year.
It's easy too. Make just five-five minute calls a day and you will be well on your way to making thirty sales a year. So tell me, with this simple tool, what are you going to do with all of your free time? 
Expired 
Located within your MLS is an expired listings section. Each service is a little different but fairly simple to find. Ask your broker for directions on the exact how.
Expired listings are simply homes that were put on the market, yet failed to sell for one of two reasons. Price and/or Terms - one or both may have been unreasonable.
Occasionally agents will tell me that the reason a home did not sell is because of its location. Fine, I tell them. Pack it up and move it to a location where it will sell.
Sounds silly doesn't it, agents rationalizing failure? If the location is bad, the price and or terms must reflect it. No one will pay more than a house is worth. That's the main reason these listings expire.
You can use the expired list to find new prospects. It's not likely that the owner of one of these homes will re-list with the same agent that failed them in the first place.
You have a captive target audience. This is much better than a lead; you already know that 100% of these home owners have the intent to sell so there is no guessing.
· Make contact with the expired owner. 
· Ask them their opinion of why their home did not sell. 
· Listen to them rant and rave for several minutes, some people just want to be heard. 
· Finally, ask them if they have seen the "Expired Listings Analysis"? It is an aerial view detailing the reasons why a particular home did not sell and provides all the information needed to guarantee the sale of their home. 
· When they say "No", offer to share it with them. 
· "Would 6pm tonight be good or would 7pm be better?" 
Editor's Note: For a quick and easy way to get Expireds in your market click here.
FSBO 
You can find FSBO's, commonly referred to as For Sale By Owners, in several places. The two best are: 
· Classified ads. 
· Signs in the neighborhood 
The National Association of Realtors has statistics that demonstrate that seven of every ten FSBO owners end up using a professional real estate agent. Increase your odds that they choose you.
· Introduce yourself over the phone or in person, no hard selling. 
· Offer to give them, no strings attached, the FSBO Help Kit I give to all of my SMART students. If you are not a SMART student, then ask someone who is for their version. 
· Simply stay in touch; be friendly, helpful, and reassuring. 
Offer to visit and give tips on selling the house. When they ask why you would want to do such a thing when you would get no commission, simply state the fact. You can honestly answer by saying that in exchange for your tips you would like for the prospect to call you should he or she eventually list the house with an agent. This is called a "Fair Trade" offer. If the prospect accepts, you have a 70% chance of eventually getting the listing.
Some ads state up front "No Agents". This doesn't have to discourage you. If nothing else, you can say, "Hey, I saw your ad that said 'No Agents' and that's why I'm calling. My broker says that I'm the closest thing to 'No Agent' that he ever saw."
You won't land them all, but you'll get none of them if you don't try.
Editor's Note: For a quick and easy way to get FSBOs in your market click here.
Listing Farm 
Nearly everyone who enters the real estate business starts a Listing Farm. This is a method of developing prospects that, if given proper attention, will continue to bring benefits year after year so you don't have to work as hard in the future.
First, what is a listing farm? It's an area, a subdivision, a neighborhood, etc, that you as an agent adopts as your personal prospecting play ground.
All houses today have one thing in common, eventually they will be sold. On average a home will sell every five years. Remember the numbers I gave you earlier? The same success applies here too. A farm list of as few as 150 homes, properly developed, will yield up to thirty sales for you each and every year. In a given year, generally 20% of your entire list will opt to sell their home.
You have one objective. Get everyone in the farm area to know your name, contact info, and like you enough so that if and when they decide to sell their house you will be the first agent they call.
If so many agents start a list, why are they not successful as they should be? Often times an agent will bite off more than he or she can chew. The size of the project is too large to handle and they fail to keep that personal touch each and every month.
A large farm worked inconsistently is not as good as a small one that can be worked with a degree of regularity.
Farming an area is much like growing a garden. First you prepare the earth, then you sew the seeds, next you water and nurture each plant. It takes effort and patience and after several months you reap a grand harvest.
Understand that farming an area should not be your first and only form of prospecting. It should only supplement your other systems. Farming will pay off in the long run; just don't count on it to pay dividends in the short term. After all, if you were starving, you wouldn't plant a garden to feed you today, but the food sure would come in handy later.
Here is a real life example. Start with a small number, 50 to 100 homes. If this number seems small, don't worry, I want you to keep it manageable.
Month One - Meet everyone in your chosen neighborhood face to face. Ring the door bell, smile, pay them a compliment, introduce yourself, shake hands, and give them a business card. 
· "Hello, my name is Floyd Wickman with ABC Realty. How are you today? I'm specializing in this neighborhood, but the purpose of my visit today is first of all, to introduce myself and tell you about the newsletter I'm producing shortly. I'd like to know if you have any information you would like us to include, such as want ads, favorite recipes, announcements of special services like baby sitting or pet walking...anything of that nature." 
· Do you mind if I call you next month and ask for your input on the newsletter? I do want it to be worthwhile. 
· Take the information, thank the home owner for their time, smile, shake hands again and go on to the next house where you'll do it all again. 
· What is the benefit to a newsletter? It is a great tool that allows you to learn about the individual and the neighborhood while putting your name in front of them each and every month. The homeowner gains community information and you get exposure. 
Month Two - Mail or hand deliver the newsletter, depending on what you prefer and/or whatever is legal in your area. That's all. 
Month Three - Call every homeowner in your "Farm" and ask them if they enjoyed the newsletter. Be sure to tell them who you are and what company you represent. 
Month Four - Return to the neighborhood for more door-to-door visits. 
· Reintroduce yourself, tell the residents you're planning another newsletter and ask them for new information. 
· While you're there, you can just happen to leave printed information about you, your company, and your services. 
· Leave a list of homes sold in this neighborhood. 
· Ask them to give you a call if they know anyone thinking of moving in or out of the area. Assure them you'll give your personal attention and make them look good for referring you. 
Month Five - Send out the newsletter again. 
Month Six - Call the homeowners once again and ask if they like the newsletter. 
· Tell them about your prospective buyers looking to move into the area. 
· Ask if they know of anyone thinking of moving out. 
To summarize, here is what you've done over a mere six months. 
· Fifty to one-hundred residents saw your face and heard your name. 
· They saw your name and photo on the newsletter. 
· They heard your name and voice over the telephone. 
· They saw your face and heard your name again. 
· They saw your name and photo again on the newsletter. 
· They heard your name and voice again over the telephone. 
· By now, you are practically a household word. 
Is this too simple for you? Not enough flash and bell ringing? Successful real estate agents have one thing in common. They master the basics.
These methods cost you little or no additional money. If you had money to burn by buying leads or advertising space, then you probably wouldn't even be reading right now. My goal is to give you tools that you can use the rest of your career - tools to get you to that next level - tools to keep you in real estate.
To sum it all up 
1. There is no bad place to find prospects, though some ways are better than others. Use what works and reengineer your technique as needed. 
2. Master the telephone to bring prospects into your office, turn lookers into buyers, connect with your database, and ask for referrals. 
3. Turn unhappy expired listings into happy clients. You already know they want to sell their home. Use the 'Expired Listings Analysis' to get you through the door. 
4. Work FSBO's. Remember that seventy percent of 'For Sale By Owners' will soon be looking for a real estate agent. Make it easy for them to find you. 
5. Develop a listing farm, as long as you commit the time to work it. Like a regular garden, if you take care of it, it can feed you when times are lean. 
In part five of this series I'll teach you how to get that listing appointment and give you the secret to "One Stop Listings". By taking listings in half the time you gain one of two things. 
1. More free time to spend with your family. 
2. Twice the listings - twice the income. 
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Persist for the Listing Appointment 
Listings are the name of the game in real estate. Your income will grow - or shrink - in direct proportion to the number of listings in your inventory. 
How do you get listings? You stay on track. 
If a runner during a race strays from the track, he or she will be disqualified. If a professional race car driver steers off the track, chances are good that driver, car, or both are experiencing trouble. If a train jumps the track the consequences can be serious indeed. 
Do you know that successful real estate agents have tracks, too? If they jump these tracks, they also get into trouble. The damage won't be as immediate as if a train jumped its tracks, but given time, lost commissions will damage their financial and possibly family life. 
How does a locomotive engineer arrive at a destination? By staying on the track. How do the race car driver and the runner finish the race? By staying on the track. 
How do you get the listing appointment? You guessed it, by staying on the track. 
A track is just a step-by-step plan that agents use to accomplish their objectives. Tracks exist for every aspect of the real estate business, including getting listings, handling callers who inquire about advertisements, showing properties, and closing buyers. 
By now you already know how to find prospects, but what do you say to them once you find them? Immediately demanding that they list with you probably won't win you many friends or get you many commission checks. A track shows you, one step at a time, how you can deliver your message to the potential seller who, at least at first, may not be receptive to you. 
You can't fine tune anything until it is consistent. A step by step track gives you the ability to consistently lead your prospect from undecided to making a choice. Staying on track will increase the number of prospects that actually choose you. 
Step 1: Approach 
The approach you use should be personal and in alignment with who you are and what core values you follow. Use anything that works as long as you are honest and use good taste. 
You shouldn't tell a prospect you don't want to list the house when you really do. Also don't gain entry by promising to recommend the house to your buyers because you probably won't unless you get the listing. 
Step 2: Fair Trade Offer 
A fair trade offer might entice your prospect into making an appointment with you. 
In the case of a FSBO, For Sale By Owner, you could offer suggestions on how to sell their home in exchange for the seller's consideration to contact you should the house eventually be listed. The odds are seven out of ten that's exactly what will happen. 
Sometimes you have to detail your intentions so the home owner understands exactly what you are offering. In exchange for future consideration, offer FSBO's some tips on financing, advertising, marketing, and/or showing the home. 
When talking with an expired listing, offer to show them the "Expired Listing Analysis" which gives an aerial view of why their home didn't sell and what it would take to sell their home. 
Remember that home owners all listen to the same radio station, WIIFM. W hat's I n I t F or M e? Give them a reason to talk to you and they will. 
Step 3: Don't Ask If You Can Visit 
Always give the prospect a choice. Instead of saying "Could I come over tonight?" say "Could I come over at six tonight, or would seven be better?" This is known in the business as an ‘Alternate of Choice' close. 
A prospect is least likely to refuse your request if given a choice of times, rather than the choice to accept or refuse the appointment. 
Step 4: Expect Rejection, But Persist 
Carve those words in stone. You'll need persistence for every phase of this business. This is where salesmanship comes in handy. 
No matter what approach you use, how honest you are, how sincere you are or how much of a fair trade you offer, the first time you ask for the appointment, prospects will almost always decline. 
If you are concerned about appearing too pushy, view the following five minute video where I demonstrate the difference between ‘Con' tactics and good healthy salesmanship: http://CallFloyd.com/SellingIsNotBad.wmv 
If you stop trying when you hear your first rejection I'll give you some good advice. Quit now! The average real estate will drive by a previous FSBO and wonder why the owner listed with a competitor. Of if you believe them when they say they don't plan to buy for three months, you'll call back in ninety days to find out they have already moved into their new home and they definitely won't need another real estate agent for the rest of their lives. 
Average agents lost the listings and the sales because they weren't persistent. They stopped with the first rejection, while their competitors did not. 
Floyd! What should I do when I get rejected? I don't want to sound like a tape recording playing over and over. No problem...Simply ask another question. Any question, there are no bad ones. "How long have you been trying to sell your house?" "How many bedrooms do you have?" "What's your dog's name?" Anything will do, as long as you keep them talking and interested long enough so that in a couple of minutes, you can try your fair trade offer again. 
It's Magic 
Expect the first rejection automatically, perhaps even the second one, too. Often times, you'll find there is magic in asking three times. 
Most agents ask only once. They're among the bottom eighty percent of all real estate agents. Start asking twice and you'll get more listing appointments than you ordinarily would. Get in the habit of persisting and commit to asking three times for the appointment - you'll get plenty of appointments with good prospects. 
Don't Blow It 
I tell my SMART students and my Dialogues Workshop audiences a secret. It's got to be a secret because I see no one else teaching this simple premise. The best way to get more listing appointments is losing fewer, specially over the phone. Say either too much or say the wrong thing and kiss that prospect goodbye forever. 
When a homeowner asks you for the value of their home, what do you do? Do you tell them? If so, you are making your job that much harder. When asked what commission you charge do you tell them? Never give price before you demonstrate your value. 
Here is a fool proof tip. No matter what the question your prospect asks, give them the same answer. "Gee, I don't know. I haven't seen your house yet. Let's get together. Would tonight at six work or would seven be better?" 
Multi-million dollar producers don't rattle on with opinions and lose the appointments over the phone. They use this answer. It keeps the seller interested - and its much easier than trying to play 'Super Agent' over the phone. 
· "What do you think the house is worth?" 
· "Gee, I don't know. I haven't seen your house yet. Let's get together. Would tonight at six work or would seven be better?" 
· "How much commission will you get?" 
· "Gee, I don't know. I haven't seen your house yet. Let's get together. Would tonight at six work or would seven be better?" 
· "How long do you think it will take to sell my house?" 
· "Gee, I don't know. I haven't seen your house yet. Let's get together. Would tonight at six work or would seven be better?" 
If you have an interested prospect, don't blow it. Don't scare the prospect away by showing off your knowledge, or lack of it. Know when to quit selling. 
How To Reach "For Sale By Owners" 
There are only three reasons why people try to sell homes without the services of a real estate agent. 
1. The home owner wants to save money. 
2. The home owner is afraid of agents. 
3. The homeowner wants to save time. 
The first reason boils down to the owner wanting to put more money in his/her own pocket. Show them they are paying a commission whether you sell their home or they do it themselves. 
The only people who shop For Sale By Owners are the ones looking to buy a home at discount. What other reason would a buyer choose not to work with a professional? 
The second reason can be overcome if you take small steps. One bad apples doesn't spoil the whole bunch. Use your smooth technique, your knowledge, your humor...what ever it takes to get them to like and respect you. 
The last reason, time, is possibly the most ridiculous of them all. Show them how many agents you work with - your entire MLS list of agents. Every agent on the list is working with multiple buyers, literally thousands of buyers on any given day. 
Seventy percent of all For Sale By Owners will eventually list their home. Create a relationship with them before they do, so when they do, they choose you. 
Editor's Note: For a quick and easy way to get FSBOs in your market click here.
Get Comfortable With Questions 
Ask a lot of questions. Specifically those questions that are answered with a "Yes". Studies show that the more a person can answer "yes" to the little questions, the easier it will be to get the person to say "yes" to the big questions. 
One Stop Listings 
The smartest thing you can do to boost your real estate career and increase your amount of free time or family time is to get listings with just one visit. 
This statement shocks a lot of real estate agents, even the successful ones. Everyone is familiar with a two stop listing - show up, get acquainted with the owner, tell them the benefits of working with you, then leave. 
Asking for the listing on the first visit takes real guts. It only stands to reason that an agent that practices one stop listings will earn twice as much as a colleague with equal skills who makes a habit of stopping twice. 
The secret to One Stop Listing success is to get enough information when setting the appointment to establish a fairly accurate market analysis. Do the following four items on my list and you will always be able to competently ask for the listing on your first visit. 
1. Get enough information about their home to establish a comparative market analysis. 
2. Find out before hand if the seller indeed wants to sell. Some people just want a free appraisal of their property. 
3. Make sure that all decision makers will be there for your presentation. If it takes two signatures to sign your listing contract they both better be there. 
4. Discover how much the owner thinks the house is worth. 
1. "How much is your home worth?" 
2. "How much are homes like yours selling for in your neighborhood?" 
3. If those two questions don't work ask how long they have owned the house, what their monthly payments are, how much they owe, and how much money they need in their pocket after the sale. 
In Short: 
· Successful real estate agents stay that way by staying on track. 
· Any approach you can use to reach a prospect is fine, as long as it is honest and in good taste. 
· Offer a 'Fair Trade' to the prospect and detail what they get out of it. 
· Don't ask 'IF' you can visit, as what time you can visit. Alternate of choice. 
· Expect rejections and persist. There is magic in asking for the close three times. 
· Connect with For Sale By Owners so when seventy percent of them decide to list, they will list with you. 
· Stay in positive control of the conversation by asking lots of questions. 
· Don't blow the sale over the phone. Learn the magic phrase, "Gee, I don't know. I haven't seen your house yet. Let's get together, would six be fine or would seven be better." 
· Pre-Condition the prospect by letting them know ahead of time what you plan to do during the appointment and that you will be asking for a definite "Yes" or "No" at the end of the presentation. 
· After setting the appointment, don't hang up. Ask enough questions that will allow you to discover the value of the home and how much the home owner believes it is worth. 
Next time we're together I'll give you the complete list of what it takes to make the most out of your listing appointment - what to know, what to take, and a step by step what to do while you are there. 
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Make the Most of the Listing Appointment 
Would you put your shoes on before putting on your socks? 
Would you pull your car out of the garage before raising the door? 
Would you eat dessert before your meal? 
Well okay. The last one may be an occasional exception to the rule, but I hope that you see the point I'm trying to make. For every successful accomplishment you must first prepare properly. 
To make the most of your listing presentation - plan ahead. Make sure you have a check list and do things one step at a time. With the right preparation you will generate more listings, make more money, and save valuable time. 
If you don't get the listing the first time, odds are good you'll never get it. I know this not only from my own painful experience, but also from the many real estate agents who have attended my seminars, read my books, listened to my CDs and viewed my DVDs. 
An agent leaving for a listing appointment without making the necessary preparation is like the pilot who takes off without first checking the plane. If either one runs into trouble, the appointment or the flight could end before its scheduled time. 
Sometimes you don't need anything to get the listing, true - but what if you need extra material that you don't have? 
The pilot has absolutely no need for a parachute; until the plane develops trouble in flight. The motorcycle rider has no need for a helmet; until a car pulls out in front. Your car has no need for a spare tire in the trunk; until you have a flat. 
As a real estate agent you won't need everything you take to a listing appointment; until, of course, you run into trouble. Be prepared. 
What tools do you take? 
In the real estate business you will need to overcome seller's objections, hesitations, and stall tactics. The tools you take are those that lower your potential seller's resistance to giving you the listing. 
Here are just a few I recommend taking along:
1. Partially completed listing agreement. Combine asking some basic questions over the phone with a little bit of local research and you should be able to complete much of the agreement before you leave the office. 
2. Prepare a market analysis. Determine how much comparable homes have sold for in the neighborhood and how much similar homes are selling for now. Get the asking prices for comparable expired listings as well. These tools will lend credibility to your price recommendation. Sellers tend to have an over inflated sense of what their houses are worth. Your job is to bring them down to earth - gently. 
3. Expired listings. When I first got into real estate I carried a binder, two inches thick, of expired listings. This thing would hit the kitchen table with a thud if I really needed to enforce my message. By pointing out what all these listings had in common, too high a price, it would help me persuade the home owner to price their home more reasonably. 
4. Use visual aids during your presentation. You'll make your point more often when you rely upon a combination of both verbal and the visual media. You've heard that a picture is worth a thousand words. In real estate I tell my students that "A picture is worth a thousand dollars." Bring a list of awards and accomplishments for you and your company. Show them your ‘Core Values'. Give them articles from local papers that support what you are saying. 
5. Carry a tape measure. You will be surprised what a tape measure can do to help establish that relationship with your potential client. Ask them to help you measure the rooms; and let them take the measurements. This way they are giving you input, instead of the other way around, which helps you overcome objections later on. 
6. Have a seller's net sheet handy. This is a printed form which shows sellers what their expenses are and how much money they would pocket from a successful sale. 
7. Bring photographs of similar houses that have already sold. This will enforce your price recommendation. 
Prepare Yourself Mentally 
Remember when I mentioned PMA, Positive Mental Attitude? This is the time to use it. Convince yourself that you are not going there to ‘get' the listing. Convince yourself that you are only going there to see if you even ‘want' the listing. 
What's this do? It takes the monkey off your back and reduces nervousness. 
Four Steps To Listing 
There are four objectives an agent should want to accomplish during the listing appointment. Learn these four steps and you'll be well on your way to mastering one-stop listings. 
1. Get the seller to like you. You can do everything else to the last detail, but if you skip this stage, it can all be for nothing. It isn't necessary to stage a grand production to win the seller's admiration. It's the little things that make a person like you - warm personality, sincere manner, the fact you wiped your feet before coming inside. 
2. Find out what they want. Ask a lot of questions and find out the seller's wants, needs, likes, dislikes, and motivations. Also, gather all the information about the property itself. 
3. Show them how to get what they want. That's where you come in. If the seller gives you the listing, you can serve him/her and get their home sold. 
4. Ask them to make a decision. If you don't ask them to decide, they will decide not to decide right away. Some people think tomorrow will be the best time to make a decision. When it comes to listings - tomorrow may never come; and you don't want to waste your time today. 
There is a simple way to remember this four step process. Remember the word L-I-S-T. 
L is for lead-in. Get them to link you, and take control. 
I is for investigate. Gather all the facts. 
S is for show and sell. Motivate the seller to do business with you. 
T is for tie-down. Ask for the decision. Get a commitment from the seller. 
Lead-In 
Dress appropriately. You don't have to wear $2000 suits. Just make sure you're tastefully and neatly attired and well groomed. Sure, you can't, and shouldn't, judge a book by its cover, but people do anyway. If they judge you accordingly, who loses? In a business situation, you do. 
Ring the door bell. Show the seller a great big smile. It's contagious, even if they are not smiling when they open the door, they probably will start. 
Offer a compliment that involves the home owner. For example, "What a nicely landscaped lawn. Did you do it yourself or was it professionally done?" Or "This is a great color combination in the living room. Did you arrange it yourself, or was it done by an interior decorator?" 
If nothing else, tell the seller he/she has beautiful children (although you probably don't want to ask if they were home made or professionally done.) 
Go to the kitchen table. Studies show that the kitchen table is the place where most couples make major decisions. Generally the lighting is better there than elsewhere in the house. You have a table upon which to write and Mr. and Mrs. Seller will be just a few feet from you, instead of across the room. 
Are you nervous? Probably. Are Mr. and Mrs. Seller nervous? More than likely. So here sit three nervous people, should you start your sales pitch? No, not yet. You have not finished your lead-in yet. 
Ask for a glass of water. Look around the room for clues to their hobbies, accomplishments, kids sports; anything you see to get them talking to you - to let their guard down. Once everyone is smiles, warm and friendly, then you can begin step number two. 
Investigate 
Gather all the facts; find out the seller's wants, needs, likes, dislikes, and motivation for moving. Do this by asking "Wopen" questions. These are questions that start with the five W's - who, what, when, where, and why. They can't be answered with a yes or no, so the seller must elaborate. 
For example, "Where do you want to move?" "When do you want to move?" "Why do you want to move?" "What kind of house are you looking for?" 
No matter how many "Wopen" questions you ask, make sure that you ask this one: "Just out of curiosity, what would it take to get you to list with me tonight?" Don't start with this question but make sure it gets asked. 
Get permission to ask your questions. Without the sellers' permission, you'll be selling to inattentive prospects. They won't participate as you like and you'll be wasting your time. So you might say something like, "To best serve you and to provide you with the information you need, is it okay if I ask you some questions to learn your motivations for considering a sale?" 
There is power in asking questions - it keeps you in positive control of the conversation. If you have trouble remembering what questions to ask they by all means make a list and take it with you. 
Show and sell 
Take the sellers back to the kitchen table and show them the visuals you brought. Any material, printed or otherwise, that can help the sellers make a positive decision to list with you should be in your briefcase. 
Clip and laminate newspaper articles stating that now is a good time to sell a house. 
Show your credentials, training certificates, and testimonials. By the way, you must ask for testimonials or you'll never get the, even from your best clients. 
Visuals may feel awkward at first, but the more you use them the more you will feel comfortable using this mandatory part of your presentation. 
Tie-down 
Gut check. It's time for the heavy questions. You've asked enough other questions and you've softened the sellers a bit since your arrival. "What one thing would it take for you to list with me tonight?" you might say. 
The sellers might say, "If we didn't have to pay a commission, we would list." 
Wow, dead end huh? Not necessarily. You could respond with this. "So if I understand you correctly, you would list with me tonight if you saw it wouldn't cost you any money, is that right?" 
They just about have to agree. Now you point out that listing with you will not only ‘not cost them a cent', but actually could save them money. If they are FSBOs, point out that there is a seventy percent chance they are wasting time, and time is money. With rising interest rates the number of buyers diminishes. 
Also, make sure you have an article or study that shows the average price of a FSBO is 7%-15% less than a home sold by a professional Realtor. This takes care of your commission, right? 
Finally, you may point out the number one reason buyers search for FSBOs - to save the commission. Why else would a buyer not want to be chauffeured around town, given free coffee and lunch, and fed hand picked listings by a certified real estate professional. 
Summary 
1. On a listing appointment, any possible objection that could arise probably will. Be prepared. Bring the tools and visual aids needed to get that listing. 
2. Positive Mental Attitude. Prepare yourself mentally before going on an appointment. 
3. L-I-S-T: Lead-in, Investigate, Show & Sell, Tie-down. Take each step in its proper sequence. Get the seller to like you, find out what the seller wants, show how to get it, and ask for a decision. It only works in that order. 
4. During the lead-in, win the seller's confidence. Pay a compliment and talk about anything other than real estate. People don't care what you know, until they know that you care about them. 
5. During the investigation phase, ask lots of "Wopen" questions. Tour the home and get the seller to participate. 
6. During the show and sell phase be sure you use visuals. Never tell prospects anything you can show them. Use personal and company achievements, analyses, and expired listings. 
7. During the tie-down ask what it would take to get the listing. Once you know, then you can address the issue and put their mind at ease. 
8. Keep your objection handlers fresh in your mind. If a home owner does indeed want to sell their home, there is no objection that cannot be overcome. 
9. Have your managing broker call 1-800-910-5351 and qualify your company for a free productivity analysis and free training seminar for your office. 
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Convert Ad Calls
A man on a business trip telephoned home to speak to his wife. The maid answered and said his wife was in her bedroom having an affair with his best friend.
Naturally, this infuriated the man, but being a thousand miles away, he was unable to take personal action. Instead, he used his powers of verbal persuasion to convince the maid to act on his behalf.
"I want you to go to the hall closet, take out my double barrel shotgun and shoot both of them." The man said.
"I can't do that," the maid protested.
"You will if you want to keep your job," the man responded.
The man listened intently as he heard the maid walk to the hall closet, open - then close the door and walk up the stairs to the bedroom. A brief moment later two shotgun blasts rang out.
Three minutes later, the maid returned to the telephone and told her boss that she had done what he had asked of her.
"What did you do with the bodies?" the man asked.
"I threw them over the balcony into the flower garden below," the maid replied.
"Balcony?!" the man exclaimed. "We don't have a balcony!...Say - is this 555-2334?"
The man was indeed effective at persuasive communication; unfortunately he didn't really know who he was talking to.
This reminds me of some real estate agents. They'll get a call, talk a while, then hang up and say, "That caller was an idiot, he didn't hear a single word I said."
What they actually were saying was, "I didn't accomplish what I wanted." And do you know why? It's because, like the angry man, they didn't take the time to find out the identity of who they were talking to.
If those agents fully realized that, "Hey, here is someone who might have $1000 to give me to put down on a new home." don't you think they would have made a better effort to communicate?
IDENTIFY YOUR CALLER
Know how to talk with a caller. What you say and how you say it is most important in regard to what finally happens. Don't invest a great deal of time with callers who are just looking. This is time that could be better spent by showing homes to potential buyers. Find out early if the caller is a qualified prospect. Get them to C.I.T.O. that is get them to Come Into The Office. Studies show that more than half of the people who call a real estate office will buy a house within ninety days. Unfortunately, they don't always buy from you.
It's like a race. Races generally are won or lost right at the beginning. Far too many sales people lose prospective clients right at the beginning because they say the wrong thing. Many times an agent loses a client by simply blurting out the address or price of a listing. Once that is done, callers usually don't want to talk anymore and they'll hang up. This is bad for you because most of the time you will never hear from this person again. This is bad for them because 95% of all ad callers never buy the home that prompted the action for their call.
Erasing basic mistakes would dramatically increase any agents pipeline and annual sales numbers. Too often agents get not enough information from the caller or they give a way too much information, too soon. Keep control of the phone call, get the caller's name, number and email address, get a C.I.T.O.
DEVELOP THE RIGHT ATTITUDE
Next time you're on the floor answering telephone calls, arrive early and get prepared. Load your 'guns'. Get all the information together in one easy to read location. Know which advertisements your office has and have a copy of all your listings handy for sign calls.
Repeat to yourself, "Each caller has $1000 earnest money and I want it." This may seem silly at first - until it starts working for you. Agents who think in terms of profit will be more enthusiastic about motivating callers to Come Into The Office.
This is really the only thing an agent can accomplish over the telephone; get the prospect to the next level. You do this with good communication and good communication occurs when a speaker can make another person understand a given point from the speaker's point of view. Sales people make their living by having the right dialogue.
FOUR STEPS TO GOOD COMMUNICATION
For effective communication, experts say there must be these four components:
1. A sender of the message.
2. A message to send.
3. A method for sending the message.
4. A receiver of the message.
Agents are the senders of the message. Handling the ad call is their responsibility, not the caller's. The objective is to get the receiver of the message, the callers, to understand the message from the agent's point of view.
What do agents have to communicate? Do they want to tell the caller that they're professionals? That's not good enough. That they can help? Still not good enough. That they have good selections of homes? Close, but still off target.
The message shouldn't be confused with the method. The message can only be one thing - Come Into The Office, or CITO. There's no other message an agent should want to communicate - any other message will result in lost sales.
What would motivate you to go anywhere? A message that appeals to you on your own terms would do that. Prospective buyers must be told something they want to hear. Remember, they are considering a home purchase for their own reasons, not so an agent can make a commission. Listen to the caller, find out what their reasons are, then communicate to them that the best way to achieve their goals is a visit to your office for a face to face meeting. Only then can you help them effectively.
FIRST CALL TOWARD COMMISSION
To illustrate my point, take a look at the following transcript of a telephone conversation between a real estate agent and a prospective buyer who calls the agent after seeing an ad for a particular house n the local newspaper. After the transcript, we'll discuss how the agent handled the call.
Agent: Good afternoon, On Track Realty, may I help you?
Buyer: I just wanted some information on a house I saw advertised.
Agent: Thank you for calling. By the way, we advertise in several places, where exactly did you see our ad?
Buyer: The Tribune
Agent: So I don't make a mistake, would you describe the ad to me?
Buyer: It starts with, "Closing costs move you in..."
Agent: I see. Yes, I'd be happy to get that information. May I ask you to hold just a moment, please?...Thank you. Oh I'm sorry. My name is ___________. What's yours?
Buyer: Derek Crager
Agent: Derek Crager. That's Crager with a "C"? Okay Mr. Crager, what was it about that ad that caught your attention?
Buyer: I've been looking for a 3 bedroom brick ranch.
Agent: How long have you been looking for a home?
Buyer: About two months.
Agent: Have you worked with any brokers or agents?
Buyer: No, we don't really want to work with anyone until we find what we're looking for.
Agent: Have you looked at many houses?
Buyer: A couple.
Agent: Of the houses you've seen, what was it about them that you didn't like?
Buyer: Well, the rooms were too small.
Agent: Okay, I've got the information I need now. What can I tell you about the home?
Buyer: What's the address?
Agent: Well, I'd be happy to give you the address, but studies show that, if I do, you'd only be wasting time and gas. Most people don't buy the home they see advertised. Instead of possibly wasting your time, let me give you some information about the property, and then we'll talk about the address later. Fair enough?
Buyer: All right. What area is it in?
Agent: It's in Happy Hollow. Are you familiar with that area?
Buyer: Yes, I am. Does it have a basement?
Agent: It does - is this a requirement for you?
Buyer: I think so. How much do they want for it?
Agent: $125,900. Were you thinking of investing more?
Buyer: Well, we're not certain at this time. Does it have a family room?
Agent: Sure does. Could you use one of those?
Buyer: Most definitely. How about a fireplace?
Agent: It has that, too. Does your current home have one?
Buyer: Yes. Is the home located near a school?
Agent: In my opinion, it is, but you may not think so. What do you consider close?
Buyer: Within four of five blocks.
Agent: Its close then. What else can I tell you about this property?
Buyer: What size is the living room?
Agent: I can't vouch for the accuracy, but according to our information, it's eighteen by fourteen feet. Does that sound large enough for you?
Buyer: That's larger than what we have right now.
Agent: Okay, what else can I tell you about it?
Buyer: How many bathrooms does it have?
Agent: This one has two full baths. How does that sound to you?
Buyer: Sounds good. Do you think the owner would take any less?
Agent: Well, I'm not ...By the way, just in case, what's your phone number there, Derek?
Buyer: 555-2334
Agent: Okay. Well, I'm not sure about whether the owner would take less. That's entirely between you and the owner. Derek, let me stop you for a moment, because I just had an idea I'd like to share with you, if I may
Buyer: Sure.
Agent: You said something earlier, Derek, which just sparked a thought in my mind. And I believe you may have a minor problem working against you. May I share with you what I mean?
Buyer: Certainly.
Agent: Okay. You mentioned that you would like a three bedroom, two bath, brick ranch with a basement and you would like to pay less than full price, is that correct?
Buyer: That's right.
Agent: Okay, and you also mentioned that you've been looking for this home for two months. Did I hear you correctly?
Buyer: You did.
Agent: Okay. Here's the potential problem, Derek. It seems like you're looking for a special type of home. It sounds like it even may be special enough that once it reaches the market, it will sell quickly. Thus, it may never reach the newspapers. Could that be a possibility?
Buyer: You'd probably know better than I would.
Agent: All right. I have a solution to your problem. Have you heard about our VIP buyers program, Derek?
Buyer: What's that?
Agent: When you join our VIP buyers program, which doesn't cost you a penny by the way, you have access to virtually every home in every area of town. I have the ability to sort through the thousands of homes available and give you a list of just the homes that fit your search. Additionally, anytime a new home comes to market I'll notify you immediately so you have first shot at picking up a bargain. Does this sound like something of value to you?
Buyer: Why, yes it does.
Agent: Okay, great. The only thing I need you to do then is to Come In To my Office and give me authorization to do so. It won't take long and it will also give us a chance to learn a little more about each other to make sure that I'm giving you the best home choices available. Could you stop by tomorrow or would Thursday be better?
Buyer: Tomorrow's booked for me, but I definitely could make it Thursday.
Agent: Thursday, it is. How about 5pm or would six be better?
Buyer: Six PM.
Agent: Fine Derek. We are at 2430 E Main Street. I'll do some homework before you come and have a list of possibilities lined up. And if we don't accomplish any more than this on Thursday, at least we'll get to know each other, though I'm sure I can find you the home you want.
Buyer: That sounds good to me.
Agent: Okay, I thank you very much for calling and I'll see you at six PM Thursday.
The way the agent handled the call was absolutely, irrevocably scientific. The agent knew every step of the track (the step-by-step plan to achieve the objective). Because of that, the agent knew exactly what to say and when to say it - regardless of what the caller said. That's the beauty of tracks and learning proper dialogue. You, as an agent, are prepared for anything.
LOOKING DEEPER
Let's break down the conversation so you'll know how the agent determined what to say and when to say it
· "Good afternoon, On Track Realty, may I help you?" Why didn't the agent just say, "On Track Realty"? Simple, there are only a few seconds to make a first impression - agents might as well use them to their best advantage.
· When asked about information on a house, the agent responded by saying, "Thank you for calling. By the way, we advertise in several places, where exactly did you see our ad?" This is called the 'gratiscribe', a combination of gratitude and describe. The agent thanked the caller and simultaneously asked for valuable information. Questions allow the agent to remain in control of the conversation.
· "So I don't make a mistake, would you describe the ad to me?" This question reinforces the agent's control of the conversation. 
· The agent then responds by saying, "I'd be happy to get you that information. May I ask you to hold just a moment, please?" That's called the 'offer and hold.' The buyer gave the agent some information on the ad and the agent responded with a good positive exclamation
· "I'd be happy to..." Before going on hold, the agent apologized for not giving his name, introduced himself and asked the caller's name. The agent did this rather matter of factly, as if it were almost a side thought. This approach keeps the caller from getting defensive, which would lead to holding back information. Keep the buyer at ease and the conversation will go smoothly.
· The agent did not ask for a telephone number right away. He wanted to avoid turning this friendly chat into an interrogation. Instead, the agent set the stage to create a good mod and requested the name and telephone number only when he felt comfortable asking for them.
· Keep the caller on hold for just a few seconds, get the necessary information and jump back on track by asking what part of the ad caught the caller's attention. This is the beginning of the process to determine whether the caller is a looker or a buyer. The best time to do so, is at the beginning of a call by asking a variety of questions.
STOCK QUESTIONS
Questions designed to learn information about the caller are referred to as stock questions. An agent wouldn't begin a sales conversation by asking, "Derek, are you ready to buy right now?" Derek may be ready, and he may know it, but such directness could be misconstrued as a high-pressure sales tactic. This agent doesn't want to turn off the buyer. Be easy - there is plenty of time.
· "Derek, what was it about the ad that caught your attention?" That's a nice soft question that can be ask, just out of curiosity, but the answer can give plenty of insight into the caller's situation.
· Whatever the caller says, it should be written down. In a few minutes, the agent will do something with the answers.
· "How long have you been looking for a home?" That's a fair question. The answer can help an agent determine whether the caller is a looker or a buyer. In this case, Derek had been looking for about two months. If he had said seven months, the agent could deduce that Derek is too fussy. If the answer was "Since yesterday." Then the agent could assume that Derek needs some education in house hunting.
· "Have you looked at many houses?" The answer tells the agent whether the caller is in the habit of strictly calling from advertisements or if he his actively viewing homes.
· "Of the houses you've seen, what was it about them that you didn't like?" The agent needs to become familiar with what the caller doesn't like in homes to know what properties to avoid. Again, all answers are written down.
IDENTIFY THE PROBLEM
With all these answers, an agent can analyze and identify a caller's plight before the conversation is finished. When done properly, the caller will be motivated to C.I.T.O. or come into the office, and that's exactly what the agent wants.
What have we learned from Derek? He's looking for a 3 bedroom, 2 bath brick ranch home with basement and has been looking for two months. A conscientious agent with this information would definitely be able to find such a home for a prospective buyer, but only if you get the buyer to understand it is in his best interest to work with you.
Derek has been wasting time looking at homes that he shouldn't be seeing. Demonstrate your worth by listing the ways you can help your caller get what they want while saving time, money and energy.
DON'T TELL THE ADDRESS
Nine times out of ten, the first question from a buyer is about location. A smart agent withholds answering until he gleans more information about the buyer's motives. We, as sales agents, cannot help anyone until we know enough about them, and we can only do this through using good communication skills.
· "Well, I'd be happy to give you the address, but studies show that, if I do, you'd only be wasting time and gas. Most people don't buy the home they see advertised." Agree first, and then offer an alternative. Ask them if they would like to save time and energy. If so, then continue.
· Give each question an answer, and then ask your own question. This keeps you in control by putting the ball in their court. "Does it have a basement?" the caller asks. "It does - is this a requirement for you?"
· After answering the agent's question, the caller will ask another. The agent should answer, and then ask another. It's like a game of ping-pong, each side gets a chance to participate.
"How much do they want for it?" "$125,900. Were you thinking of investing more?"
· If the caller asks a question that calls for an opinion, the agent should clearly state that the answer is simply his or her point of view. Remember the question asking how close the schools are? This applies to the question about a Large Living Room too. Good agents qualify their answers with specifics and let the caller make their own conclusions.
· Practice, drill and rehearse with another agent until you become comfortable with the dialogue. The words are not as important as the concept itself. Once you know the steps your words will flow naturally.
SEAL THE DEAL
Simple. Identify the buyer's problem and offer a solution. Invite the buyer to your office as the first step to the solution process by using the alternative of choice method. "Would tomorrow be good or would Thursday be better?" "Would 5pm be good or would 6pm be better?"
Your job as an agent is to help prospects see that they have problems and that you can not only share with them alternate solutions, but you can also assist them in solving their problems. It's that simple.
IN A NUTSHELL
1. When getting a call from an advertisement, find out if the caller is a looker or a buyer. Don't spend much time with lookers - it's a waste. Not everyone is a good prospect.
2. Develop the right "floor-time" attitude. Realize that each caller is a potential commission check.
3. There are four components to good communication: the sender, the message, a method of conveying the information and a receiver. The agent is the sender and is responsible for conveying the right message, which is to entice prospects to C.I.T.O. or Come Into The Office to be qualified. It's a mistake to show a home until the prospect is fully qualified.
4. Use the "as-caller" dialogue when talking with a caller. Find out what a particular "problem" the caller has by asking stock questions. Then motivate the caller to come to your office by identifying the problem and offering to help find its solution.
5. Do not give out the address of the advertised home. You will do neither yourself nor the caller any favor. In most cases, callers don't buy homes they see advertised. Advertisements are attention getters. 
I Quit Real Estate - Part 8
By: Floyd Wickman
Unless I Can Separate Lookers from Buyers
There's a funny thing about houses and cars. They're both necessities of life. Yet, they're both regarded as status symbols to the extent that people often estimate your net worth by the size and type of house in which you live and the automobile which you drive.
Of course, not everyone can afford to live in mansions or drive expensive vehicles. But everyone CAN dream, and many people dream their dreams not only at home, but also at real estate offices and automobile dealerships. That's where a lot of real estate agents run into trouble. They waste their time showing houses to people who can't afford them. Car salespeople have the same problem, but that's not our focus today.
This wasted time could have been spent showing those houses to prospects who could afford them. If the agent had taken the time to qualify the buyer, he or she would have known whether the prospect was a bona fide buyer or a time-wasting looker.
Admit it - you've done it. I have to. In fact, the first year of my real estate sales career I was known as 'The Undertaker', because I would drive buyers around town until they died. I was just happy to be working. It took me time to realize that working and earning a living are two different things.
Remember; 'seek not the living among the dead'. When we fail to qualify buyers, we waste our time showing houses to people who can't afford to do anything but dream. Dreams won't buy houses and they also won't pay your bills.
Don't get me wrong, there's nothing wrong with dreaming. Some of the biggest most awe inspiring success stories in the world started because someone had a dream. But let's let dreamers dream on their own time, not on ours.
When you learn to qualify buyers, you can: 
· Show them the houses they can afford. To do anything else is a gross waste of time, yours and theirs. 
· Eliminate any future objections. Buyers often put off agents by saying they want to look around some more. They have this urge because they were not properly qualified. They don't know what price range they can truly afford and this leaves doubt in their minds, "Is this house truly the best house I can afford - today." 
· Eliminate fall-through. This is when the seller accepts an offer, the agent begins the process of closing the sale and then, for one reason or another, the buyer isn't approved for a loan, and you lose your commission. 
· Establish trust. The agent confirms the buyer can afford houses in a particular price range, and the buyer depends upon you as the agent to find the best house for the money. 
In the interest of your time and theirs, it is always better to work with all the cards face up on the table.
Keys to Qualification
Separating lookers from buyers is a rather simple process. In fact, there are only two steps that must be taken to determine whether you have a looker or a buyer on your hands, and the first step is up to the buyer.
Step #1 in separating a looker from a buyer is CITO. Remember this acronym from before? You want the buyer to "Come Into The Office." If a buyer agrees to come into the office, then he or she is at least more serious about buying than the caller who isn't willing to come in. Or, to put it another way, a buyer who is willing to come to your office is half-way qualified.
Step #2 involved a simple rating system, closely akin to a rating system I spoke of previously. Remember the plus-minus rating system for prospects on motivation to move and ability to move? Use a similar system during the qualification. Make three categories; one for motivation, another for ability and the third for urgency. After asking your qualification questions, give the buyer either a plus or minus under each category.
For example, does the buyer merely desire to move, or must the buyer move? If the buyer only desires to move, give him or her a minus, but a plus if they must move. For ability, does the buyer have the necessary capital to buy? If so, give a plus, if not give a minus. For urgency, does the buyer have to buy a new home within ninety days, or does he/she have a year or more to buy? If they must buy within ninety days, give them a plus, otherwise, you guessed it, a minus.
When you're finished you'll have a qualification grade on your buyer; three pluses, three minuses or a combination. Look to fill your day working with buyers who have three pluses, + + +. Anything less than three may indicate that you have, for whatever reason, a non-serious buyer.
If you want to make the most money you are capable of earning, you can do it only by spending time with buyers who are most likely to buy. That means, quite frankly, that you must weed out the lookers and get rid of them early.
Qualilfy the Buyer
After you have established rapport with the buyer, you'll want to work toward the objective of this meeting - to qualify the buyer. Don't be too anxious by asking "How much money do you make?" as your first question out of your mouth. Be easy, gradually begin qualifying by offering a visual of the benefits of working with you and your company.
Sit down at your desk or in a private conference room and say, "Before we begin, let me first show you some of the services that our company offers to help buyers, like yourselves, find the right home at the right price in the shortest period of time." Then you may take the following steps: 
1. Fill out a qualification sheet to determine their wants, needs, likes, dislikes and motivations for buying. 
2. Show them an example of your MLS database, either in print form or on your computer screen. Explain that you have access to all the properties in the area. 
3. Show them a list of satisfied customers. (Testimonials from previous clients that you or your company has on file.) 
4. Show a copy of the purchase offer and sale agreement, so you can reassure them that the forms are just standard and, until they are signed, remain as routine work-sheets. That's good salesmanship. 
Now it's time to qualify them in terms of financial ability and property needs and desires. For example, if they absolutely want a basement or a single story home, their selection is substantially reduced right away. Find out their motivation to move. Do they need a larger home for a growing family? Or scaling down to a smaller one because kids have left the nest? Are they moving because of increased or decreased income?
Find out how much they make and how much they plan to invest in a home. Invest is a good word, isn't it. It sounds much better to the buyer than spend or pay. They know it is the same thing, but it's not what is said that counts so much as how it is said.
Uncover what their wants and needs are in a home, being careful to keep separate lists. How many bedrooms and bathrooms? Family room, dining room, garage or basement? Keep separate lists because even though some are requirements are set in stone, a buyer will be flexible on their wants.
Widen the Selection
Buyers may be convinced that they want a three bedroom, brick home, located in a particular neighborhood and costing a specific price, provided the home includes a finished basement and a three car garage. Yet, these same people may actually buy a two bedroom condominium with no basement that costs $5,000 more.
People buy the first home for which they get a good feeling. They don't necessarily know in advance which home they're going to buy.
The more specific characteristics in a home sought, the harder it will be to find a suitable home. If you over qualify you will actually limit their selections, and this is not good for you or for them.
Widen the selection by asking "Let's Pretend" questions. "Mr. & Mrs. Buyer, let's pretend that we found a home that has A, B & D, but not C, would you have an interest?" If they are looking for a four bedroom, ask them at what price would they consider a three bedroom or a five bedroom? If they answer, then widen the selection. "If I found the right home at the right price but a little outside your desired neighborhood, would you even consider it?" If so, then widen the selection again.
Below are six questions specifically designed to help you widen your selection of homes for your prospects. Get into the habit of asking these questions regularly. 
1. What's the maximum amount of cash you have to invest in a house? 
2. For the right house, could you go any higher? 
3. What's the maximum monthly investment you'd like to make? 
4. For the right house, could you go any higher? 
5. What is it that you want in a home in terms of extras, such as a fireplace, dishwasher, basement, attic, etc? (modify your list to your geographic area) 
6. Which of these things could you do without if you had no choice? 
Let Buyers Participate
When selecting properties to tour, it's important to let the buyers participate in the search. Suppose they don't. Instead, you might say, "Listen, have I got the perfect home for you! And just in case it isn't, this other one I have in mind may be. Let's make arrangements to see both of them." The buyers may feel like they're being setup because they didn't participate in the search. Even if it turns out to be the home they want and need, they still won't feel comfortable buying it because they'll feel they haven't seen the widest possible selection of homes.
Show them how you have taken the entire list of thousands of homes and narrowed it down to meet their search criteria. Explain that a majority of homes out there do not fit the mold for what they would consider the right home. Get their input when as you show them step by step how the results change each time you add a requirement, such as 3BR or basement or garage.
Narrow Their Selection
Narrow down the search list to 10-20 homes you feel fit their need. Give them the list with photos and full descriptions and ask them to find all the homes that they won't consider. Keep marking off homes that they don't like until you have five to ten left.
Once you get to this number, they have a vested interest in the process. Mr. & Mrs. Buyer will feel they have contributed a great deal to the search. Ask them to rank each home before you leave the office and place the most desirables last on your home tour. The reason is this; when the buyers get to the final home, they will be convinced that they have seen every qualified home and will be able to make a decision.
Odds are that they will want to make an offer on one of the last three homes on the list. Give them time and reason to feel emotionally attached to the home and then proceed with the offer process, reassuring them every step of the way. 
In A Nutshell 
1. Qualify buyers. It's important. It's the first step to show them houses they can afford, eliminate future objections, avoid fall-through and establish trust. 
2. When qualifying a buyer, carefully ask qualifying questions. Use the word "invest" instead of "spend." Have the buyer fill out qualification forms. Detail what services your company offers and how you will be able to serve them. 
3. Widen buyer's selections by asking them if they would accept more or less in a home for the right price and location. This will help you in your selection process. It will help the buyers, because buyers tend to purchase the first home for which they get a good feeling. 
4. Let the buyers participate in the search. If they don't tour enough homes, they may feel they didn't have a good selection from which to choose. Review available listings with your buyers to make them certain you've conducted a thorough search. 
5. Narrow the selection. After you've widened it, then narrow it down by showing them that other homes may cost more or lack many features that the original selection contains. 
