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Dave: Well, good afternoon, everybody. It's Dave Clark, senior business and leadership coach with Excelleum Coaching and
Consulting, and welcome to today's Question and Answer call. We've got Margo on the line with us, and so we're going to
go to Margo and find out what she would like to speak about today, and then I'll be happy to answer any additional questions.
I do have some emails here that I want to respond to as well. So, Margo, how about giving us a great question to work on?
Margo: Okay. I have a family that one family member called me and said...
Can you meet me at the house and go over what we need to do to get this home sold? And it's in a trust and I'm one
of the trustees.
And I think I didn't ask enough questions, but I pulled up title and it was obvious her brother was on title. So, now I went
over there and I did what she asked; it's in my neighborhood. But how do I get to the brother now? I did tell her yesterday it
would be best if I talked with her brother directly, and she said right now they just want to know what they need to do to the
home. And I did bring a market evaluation and she said that's really good too, 'cause then they know approximately what
they can get for the house and how much they want to invest.
But how pushy do I need to be to get to the brother before he decides? And I did ask them; they already spoke to one other
agent that hasn't given them anything, and just basically went over there and said he's going to do a report. So when I got
back yesterday I immediately did a report, and soft recommendations and absolute recommendations that they should do, and
I actually called my contractor and got pricing for it. So, I got that covered and sent it over.
Dave: Okay. So you've already sent the contractor information over?
Margo: Yeah. I didn't give them the actual contractor; I just used the 2-page avid and in that I described again what needed
to be done in each room. And then at the bottom it has space, and that's where I put the pricing – carpets cleaned, linoleum
replaced, and window coverings and different things that need to happen.
Dave: Okay. Is anybody living in the home now?
Margo: No. They used to live in there and the they purchased something a few years ago, and for the last three years
actually it was vacant.
Dave: Okay. So this is a family trust. And how did the lead come to you?
Margo: It's from the geo farm.
Dave: Okay, it's out of your geo farm. And so, it's the sister and the brother that are recipients of the trust, and the brother is
the one that controls the trust? Is that right?
Margo: Yeah, there is actually four of them total. Four siblings. But the name on there is the brother, and he actually holds
a real estate license. He doesn't practice, but she asked me if I would give a referral fee, and I said that can be handled
differently. I can actually talk with her brother, what he prefers – does he want a referral fee, or does he just want to take it
off the commission, since he does hold his real estate license.
Dave: Sure, sure. Okay. So, the sister is the gatekeeper, she's keeping you from meeting with the brother.
Margo: Yeah.
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Dave: So she has basically said...
We're just gathering the information. Now I'll share it with my brother, and then we'll reconnect with you.
Right?
Margo: Yeah.
Dave: So, one of the things to think about is, do we give them all the information that they need upfront? That's the reason I
asked you about the contractor information. So ideally if we had some information that we needed to share with them, and
we could set an appointment to meet with both her and her brother – that would be ideal, because as the gatekeeper if you go
around her you take the chance of alienating her. And if she has influence over her brother, that could certainly affect your
ability to get the listing.
So, while we want to honor her position, which her brother has obviously asked her to gather the information and then they'll
meet on it, what we need to do is figure out a way that we can get her and the brother to sit down with you. So is there
anything else, any other information that you're trying to gather about the property that could precipitate the sit-down with
both of them?
Margo: They have the CMA, and she is forwarding that to her brother. She said she doesn't want me just talking to her
brother. She has two other siblings actually. So she said they don't want to leave them out, so we want to give them
whatever we have all at the same time, and they all can make a decision.
Dave: Alright. So again, we can either give them all the information and let them talk amongst themselves, or we can try to
position ourselves to present that information to all of them. So, what I'm asking, is there anything else that you've been
asked to do that you need to gather some data, some information, that you have yet to provide to them?
Margo: I could give them a closing statement, basically how much they will clear out of there. She did asked me about that.
I didn't bring it, because it's too early on. I usually do that when somebody's ready to sign the contract, I'll bring in the net
sheet.
Dave: Of course. So, let's think about this for a second. We've got the net sheet – that's certainly going to be something
that's important to them. So, what if we were to call the sister and say you've got some additional information. Perhaps not
openly disclose what it is; just say...
I have some additional information that I think you're going to need to consider before you make the final decision
on listing this property. And I'd like to sit down with you and your brother, and if possible the other siblings that are involved
in the trust, so that we can all discuss and I can answer any questions that might come up from anybody else that's involved in
the sale.
Now, what we could say if we wanted to really tie this down, is...
Based on what you told me in our first meeting, it's important for all of the siblings to have all of the information.
Now I have some additional information I need to share with you, and I'm just wondering if we can bring everybody together
for a 30-minute meeting, where I can review the information that I've provided to you so far and share this new bit of
information with you, and answer any questions that anybody may have along the way.
Because here's the situation that we're in, Margo: You've basically given them everything that they need, so there is no reason
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for them to sit down with you. And so, by holding back a little bit of information, it puts you back in that position of power,
where they need the information that you have. So certainly while the net postings is going to be important to them, it's not
necessarily something that might drive the conversation, because they'll get that at some point in the transaction. However, if
we position it such that...
I have important information I need to share with you.
And it is important information, right? Push for that sit-down meeting, because again, I think if you try to go around the
sister, you may end up putting yourself on the outs with them. So what we need to do is include all the siblings, and this
would give you the opportunity to make a full presentation to all of them. Go back and take your CMA, take the marketing
campaign, all the things that you've already given to them to review, and now you have the opportunity to present.
And as you and I both know, for you to be able to present that material, brings that material to a much higher level of
importance than just having them read it, especially if they have other agents that are also providing them with a lot of
content. Because basically what are they looking for? They're looking for the price. They're just looking to see which one
offers the highest price, and that's not always the right answer. So, do you feel comfortable in calling the sister and basically
saying to her...
I have some additional information I think is going to be important to your decision-making process, but to your
point I'd like to sit down with you and your brother at least, and perhaps the other siblings, and have an opportunity to explain
all the information that I've shared with you. Can we meet tonight at 6:00 o'clock or tomorrow night at 6:00 o'clock?
I'd give her an alternate of choice, because she's going to be trying to pull four people together. And let's see if we can get
them to sit down. And I wouldn't back off from that, because if you give her the net sheet, then you've given them everything
that they need and they have no reason to sit down with you. You might get lucky and get selected, based on the information
that you've shared, and hopefully you had a chance to build some rapport, but we don't want to take that chance. But if we
can get you in front of them, have you make your presentation, answer their questions, develop some rapport and relationship
– you can close at that point with a listing, and will shut the door on all the other agents. Does that make sense?
Margo: Yeah, yeah. The other siblings are not in the area, and the brother's up in LA. So, I think if I can just get to the
brother and just do a good presentation to him, 'cause I think he's going to be the ultimate... Since he has a license, I think he's
going to be the one that I just need to get to.
Dave: Then I would go back to your original contact. And again, I think we use the same scripting basically, and we just
say...
I really need to get with your brother and present this.
Now she has already told you that there's other siblings that need to be aware of this, so she's acting as the keeper of the
information. And so that's the position that they've agreed on. So again, I think if you push her out of the picture, you could
very easily put yourself on the outs with the whole group. So we've got to include her, and maybe it's one of those things
where we say...
I'm going to be in LA next Thursday, and I'd like to have an opportunity to sit down with you and your brother, if
possible, because I have some additional information that's important to your decision-making process.
And I would make yourself available at LA for that week, because you have to go up there anyway, right? To meet with him.
So, you just put it together in such a way that if you can be there – “I'm going to be in LA anyway” – you don't have to tell
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them why, just because you're going to meet with him. So...
I've got to be in LA next week and I'd like to make an appointment to sit down with you and your brother to discuss
some additional information that I have that's important to your decision on selling the property.
Let's try that, because I really think if you cut her out and just go straight to the brother – find his phone number and call him
– I think you'd put...
Margo: Oh no, that would be bad. It would have to be where she gives it to me. And I think I could do a Columbo thing.
Dave: Perfect, I love it. And just one more thing – let me just ask you this. I think that may make sense. That way you're
not saying...
I want to meet with you and I'll drive to LA.
You're saying...
I'm going to be in LA anyway, and while I'm there I'd like to meet with your brother.
That way it's a convenience thing, and if she could make it, then push for the appointment time and get it set – the sooner the
better. Obviously if they're interviewing other agents or gathering information from other agents, we want to lock this down
as quick as we can. So, if you can, I'd make that call today and figure out as soon as you can get up there and get her on the
phone to see if we can lock this down. Does that make sens?
Margo: Yeah, yeah. And I can say...
Since your brother is a realtor, I can meet with him and especially go over some of the other things.
And I don't think that's negative if I'm reaching out like that. So, yeah. Thank you.
Dave: Okay, yeah. Please let us know how that works out. I hope you get this. I'd love to see you lock this down. I think
that's the best way to get there – include everybody that needs to be included and get to the right people, because clearly
you've got to get in front of the brother to make your presentation, at least to make it stand out and truly be able to develop
some relationship and rapport with them, so that they know that you are the right person for the job.
Margo: Yeah. I even thought I could do a conference call and say they can ask me questions. I can do a quick presentation
and then they can ask me questions.
Dave: Of course. Facetime, Google Hangouts might also be a good option for you – some sort of a video conference, so that
they can see you, see your face and get to know you a little bit. Hopefully they've locked everybody else out in the same
way, so you're all on the same even playing field. So what we're looking for is a distinct advantage to put you in front of
them. That could be a video conference, video chat or a conference call, but if you can go face-to-face with them, I think
you've got a much better opportunity to lock this down.
Margo: Yeah. I really think if I can get to the brother, and with her blessing.
Dave: Got to be with her blessing. She's the gatekeeper, she's got to get the door open for you. Okay, great. I heard
somebody else chime in, so who else has joined us?
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Stacy: This is Stacy.
Dave: Stacy, how are you today?
Stacy: I'm good. How are you?
Dave: Very good. Have you been on the call with us before?
Stacy: I have.
Dave: I thought I recognized your voice. This is Dave Clark. Thanks for joining in. Do you have a question today?
Stacy: Yeah, actually I had a 3:00 o'clock appointment to call a person who had been formally selling their house by owner,
and they didn't answer at the time we had agreed to talk. So I guess I'd love to talk about strategies, your opinions on just
connecting with someone who has in the past had their house for sale themselves. And I don't think they're interviewing
anyone else; I could be wrong. This will really be my first conversation, if I can get on the phone with them. Somebody else
gave me their number, so I don't know them at all.
I looked up their property, it is kind of a unique property. It's a property with two different structures, it's a very old property,
it's in a very busy area where people do want to move and people are demolishing the homes and putting different homes up.
But I just found out about it recently so I haven't been by the area. I mean I know the area, but I haven't been by the specific
lot or anything like that. But anyway, so I'm starting from scratch and just looking for any tips or hints about somebody who
has thought they could do it themselves in the past.
Dave: Okay. Do we know how long this has been on the market?
Stacy: Well, it's been on and off the market, I think, but I'm not sure of the details.
Dave: Alright. So, do you have a desire to work in the area, first of all? Is this a listing you'd like to have? Does it
complement your business?
Stacy: The uniqueness is not something that I've done before, just the two structures. But I do do business all around that
area, yes. I mean I do business by referral, which is kind of what this is.
Dave: Okay, perfect. So let me talk about kind of an interesting concept that's been working quite well for some of our folks,
especially in markets where For Sale By Owners are getting a lot of phone calls, receiving a lot of letters in the mail. Same
thing with Expireds, and you can use this with Expireds as well. I just call it “the research method”. And what it really
involves is just a few extra steps, but the results can be much more results-oriented.
So the way it works is, you identify an Expired or a For Sale By Owner, and let's talk about For Sale By Owner specifically,
since that's your question. We know it's been on the market, we know it's been off the market, and now back on. So, we
know that they do plan to sell. So, the research method works where we might want to preview two or three other homes that
are around the subject property – so around that For Sale By Owner or around the Expired. Go in and preview those
properties so that you have some market knowledge, so that you can speak intelligently about some of the competition that
they have for that property being on the market. But we're also going to use that as leverage to get into the house.
So, for example we would take a look at maybe two or three other properties within a block or two that are for sale, with
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either your company or other real estate companies, and then we do a pop-by. And the pop-by is, knock on the door. And
assuming that they're home, of course, they answer, and the conversation goes a little bit like this...
So, Stacy, I was in the area previewing some homes for some qualified buyers that I've been working with. And I've
been having some trouble finding just exactly the right home for them, so I was out here researching some other properties
and I noticed your For Sale By Owner sign. So obviously you're thinking about selling your house; I just thought I'd stop by
and talk with you and see if I might be able to get some of those details.
And as they begin to talk and open up to you a little bit, one of the things you can say is...
I was able to tour the three other homes that are here in your area, and I was wondering if I might be able to get a
tour of your home.
Once we get across the threshold, that gives us the opportunity to start to build rapport, and that's going to be a really
important part of the process going forward, because most folks are never given the chance to build rapport, and it's difficult
to do on that first phone call or even with that first letter. But if we can get in and have them show us the property, then we
can begin to interact with them at such a level that we start building that relationship process. Are you with me so far?
Stacy: Yes, yes. I do know that it's vacant though. He's moved out.
Dave: Okay. Well, that's a good tip to know. Alright, so let me back up then. At that point then we've either got to know
where they are, or we do have to do a really great job on the phone in getting them to agree to meet us at the property, give us
the tour, so that we can build up that relationship, or you've got to be really good at building the relationship on the phone.
Stacy: So if I do talk to them on the phone to say...
Why don't we meet at the property so I can see what your property is like?
How would you phrase that?
Dave: Well, I think what I would say is I am working with some qualified buyers. And of course, let me qualify that – do
you have buyers that you're working with right now?
Stacy: Yes.
Dave: Okay, of course. So, we don't want to fib, but we're not going to say...
I've got buyers for your house.
What we are going to say is...
I'm working with a number of qualified buyers and I'm researching properties in your area. And I know yours is for
sale and I'm just wondering if I might be able to meet you at the home and have you give me a tour.
Just as simple as that. Now what we've done is we've said “I'm working with some qualified buyers”, so they're going to hear
that and begin to think...
Wow, she's got people that are ready and willing and able to buy, so maybe one of them will be interested in my
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home.
You're not telling them that they're interested in that home; we don't want to go there. But we do want to let them know that
we're actively working the market and we're looking in that particular area, and we would like to have a chance to tour their
home to see if it might be a fit. And see if we can get them to meet you there.
We don't want to talk commissions, we don't want to talk anything else. We just want to get them to meet you at the house,
because again, now we know that if he's going to meet you at the house he's certainly going to give you the tour. And that's
where we begin the process of building the relationship with them, so that they know that you're the person that they like,
they trust, they know a little bit about and they're willing to go with your marketing. Now, let me ask you a question: Have
you listened to Listing Language 2.0?
Stacy: Yes.
Dave: Okay. Margo, also let me ask you: Have you listened to Listing Language 2.0? Okay, she may have jumped off the
phone. That's a really important conversation to know, literally get yourself finely tuned on not only the techniques of going
on the tour, making notes, asking them who's responsible for the magnificent decorating of the master suite and so on, to help
you build a relationship, because most agents will never get that far. And so, use the techniques that you learned in 2.0.
Once you get across the threshold, take those tactics and those techniques and use those on the tour, and just basically follow
that pattern back.
We already know that there's a pact with the seller not to list, right? And so we're going to give them a little bit of time to get
to know you and to like you, and a little bit of space to kind of unwind their thinking about not listing the property, because
they realize that by listing it with you, it could be a really good fit.
You're going to need to ask some really good questions, dig deep, go below the superficial questions that are normally asked,
find out why they're selling home, what are they going to do? It's vacant – so maybe it's surplus, maybe they've already
moved into a brand new home and they need the money. Let's find out what's really happening. And one of the great ways
to really dig down and get to the core with any buyer or seller is to just basically say after you've asked a question, let them
answer, and then you say...
And what else? And what else? Is there anything else? Tell me is there anything else.
And let them continue to talk and answer the question, because typically they would give you kind of the practiced response,
but they may not give you enough information to really be able to find out their true motivation and work on that. So just ask
that question, but let's see if we can get in, get the tour. Now did you say he stood you up on the phone today?
Stacy: Yeah, we had an appointment to talk at 3:00 o'clock and he didn't answer. So I left a voice mail and I just said...
I'm calling at 3:00 o'clock as we had scheduled, and I wanted to talk to you a little bit more about your home, and
possibly getting together to see it. I know you're probably busy, and if you give me a call back and I don't answer, I'll call
you back as soon as I'm able to. And I look forward to talking to you.
So, real general message, so hopefully he'll get that and call me back.
Dave: Okay. So, you have his phone number. The next thing I would do is text him and say...
This is Stacy standing by for our call. Please call me at this number, anxious to speak with you.
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And see if we can get him to respond to a text. We don't know what happened, we don't know why he didn't respond to your
phone call. We don't want to call and blast him with voice mails – that can be very frustrating and could cost you the deal.
But what we can do is try the next best communication, which is text. So text him, say you're standing by for a call, that you
have important information to share with him, and let's see if we can get him to call you back.
Stacy: Okay.
Dave: And if that doesn't work, then we need to go back to probably a call. It's okay to call; it's not okay to leave a voice
message every time. But it's certainly okay to call and see if we can catch them. Do you have access to call from a different
telephone number than the one you used?
Stacy: Yes.
Dave: Okay. So, I would pick up maybe a different number that he wouldn't recognize, and call him on that number and see
if he picks up.
Stacy: Okay. Sounds good.
Dave: Alright. And then also, don't forget – let's use this technique and call in some Expireds, because that's great business
right now. Super business. And we know they want to sell, right? They've had it on the market, so give them a chance to
use you and see how they can really do that.
Stacy: Exactly. Okay, sounds good.
Dave: Okay. Any other questions? Does anybody else have any other questions for us? Okay. Margo, Stacy, thank you
both for jumping on the call today. Awesome questions, great questions, and please let us know how things go for you in
working those transactions. And know that we're here to help you in any way that we can. My email is
dave@excelleum.com. If you want to reach out to me you're more than welcome to. But thanks again for being on the call
today, and we'll talk to you soon.
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