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Dave: Well, good afternoon everybody. It's Dave Clark, senior leadership and business coach with Excelleum Coaching &
Consulting, and I'm very pleased to host our “Question and Answer” call today. So we want to get right into our questions.
So Mike, Stacy, would one of you like to start us out?
Stacy: Sure. As you know I've been trying to work with some For Sale By Owners, and a common theme is they say...
Sure, you can come over and see my home, but I'm only working with you if you bring a buyer.
And I don't have a particular buyer that works for that particular house. So I've tried to say...
I need to come see it and I need to be able to look at it like I'm going to market it, because I still have to go back and
market it to my particular clients to see if they might even want to come see it.
And they just have a really hard time with all of that, and just shut you down and say...
Unless you can tell me about a qualified buyer you have, then I'm not engaging with you.
So, that's been the theme with the last three or four people that I've had.
Dave: Okay, alright. So, sometimes they can be a little hard-headed, right? They've probably had a lot of agents contact
them, and so they've got their defenses up.
Stacy: Yes.
Dave: And so, how do you think we can best kind of get them to drop their defenses?
Stacy: That's what I'm looking for.
Dave: Okay. So, one of the things that we can say, certainly, is that we're looking at chicken-and-egg here; that as a
professional real estate salesperson, you typically are going to find homes for your buyers and it's based on the knowledge
that you have about the market – your previewing activities for example. And while we don't always have a very specific
buyer for a specific home, once we have the opportunity to market that property and attract those buyers, then we can get the
sale put together. So, he's really in a chicken-and-egg spot.
So, if we start with the buyer, we may not have somebody in mind today, but once we have your property under
contract and execute our most professional and massive marketing system, then we will create the buyers for your house, and
that's what it's about.
One thing you might ask them is...
Did you have a buyer in mind when you put your home up for sale, because that's what you're asking me to do?
And of course the answer is going to be “No”, right? So tell us a little bit about what you have tried what these folks, what
your response has been, and let's maybe work backwards with that.
Stacy: So, typically I'm either calling them or they're referred to me by another agent. Sometimes other agents call me and
say...
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I found this person, but it's too far from me, so maybe you want to try. But they're only going to meet you if you
have a buyer.
Or something like that. Or I get on the phone with them and they say...
I only want to meet you if you have a buyer.
And I say...
Well, I don't know your home yet. Once I see your home, then I can market it to my database to try to see who
might be a fit for your home.
And I try to explain that, and then they go back and say no, they want me to have somebody in mind, type of thing. And then
I try to counter it again, and I'm paraphrasing, but I've said things like...
Just like I'm going to go back and market it to my database, that's what I will do for you in the Multiple Listing
Service. I will put it in the Multiple Listing Service for you, with the pictures, and I'll market it for you so that we attract not
only my database, which is a good database, but we'll market to all the people all over the world, via the system that my
company has. And that way you get the best offers and the most offers possible. Because even if I bring you a buyer, that's
one offer. Don't you want as many offers as possible to look at and review, and pick the best offer?
Dave: So Stacy, let me ask you this – I'm just curious: Is this one particular For Sale By Owner, or is this kind of the
response you're getting from multiple sellers?
Stacy: This is the response I'm getting from multiple, because every agent from my office is trained to just comp as though it
was an Expired. And I don't do it a lot, but I'm trying, because I'm trying to expand and get out of my comfort zone, but it's
completely uncomfortable, because for 14 years I've worked with people saying...
Mrs. Smith, I've already told her everything about you, and she wants you to come over and list her house.
I mean it's not, “Come over and meet her”; it's, “Come over and list her house.”
Dave: Sure, “Come list me.”
Stacy: Yeah, I've been very fortunate. And having to fight for it is just a different cup of tea, and this particular group of
people don't want to hear that anymore. They're getting multiple calls a day from a lot of people who are saying, “I can sell
your house, I can sell your house.” And so, I need to stand out and I need to have a buyer apparently with me in my back
pocket. Perfect! (Laughing.)
Dave: Again, it doesn't make sense; you're not psychic. Without seeing the property, it doesn't make sense that you're going
to have a buyer for it. So, of course we can't tell anybody that, and I think that you've done a good job of basically saying
that to them...
Until I see your home, I don't know if I have a buyer. I very well could. I am working with many qualified buyers
right now; one of them maybe an exact fit. But I have no idea until I have had the opportunity to take a look at your home.
So that's when we use the alternative choice...

www.excelleum.com
Copyright © MMXVII Debbie De Grote. All rights reserved

I'm going to be in your area later today. I could stop in about 3:00 o'clock, or would 5:30 be better?
And so we don't give them the opportunity to say “No”. And the fact is, we don't want to just sound like we're coming from
the office to their house just to meet with them, but...
I'm going to be in your area this afternoon, previewing property for my buyers anyway. If possible, I'd like to have
you give me a tour of your home. Would 5:00 o'clock be good, or would 6:30 be better?
Put your words there, but that may be one way that we can get in the door. The other thing is to consider a pop by. And what
we mean by that is, surprise them with a visit to the front door. Sometimes when you're face-to-face, it changes the dynamics
a great deal. And so, if we use kind of the research methodology of thinking, so if we scripted it this way... Well, let me back
up and say that the research version of this is really a technique, and the technique is to take a look at some of the homes that
are for sale actively on the market, listed in the area around them, so you can speak intelligently about them. Now, this
works as well with expired listings. So what happens is you go out to the area, you take a look at two or three homes that are
close to them, if possible. And then you do a pop by to the front door, you knock on the door, and your conversation might
go something like this...
So Stacy, Dave Clark here with Excelleum. I was in the area, researching some homes for some qualified buyers
that I'm working with, and I noticed your For Sale By Owner sign. So, I just wonder while I'm here, because I've been able to
tour the other properties and get an idea of what they're like, I wonder if we might be able to take a quick tour of your home,
while I'm here.
See if we can get across the threshold. Once we're across the threshold, then we have the ability to start building up rapport
and relationship with them, right? And that sometimes turns the table. It's easy to say “No” to somebody you're not looking
in their eyes and they're on the phone – easy to say “No”. Sometimes it's a lot more difficult when you're there in person,
especially if they think...
Wow, she's out here researching our area for some qualified buyers that she's working with.
And so, what we might want to do is just kind of change up your approach and see what kind of results we get. So, try the
pop by – that precludes making a phone call, sending out a letter, and just basically showing up on their front porch. Now
that works great, unless it's a vacant house, and then it's a little bit different scenario. But for those that live in that home, this
may be a great way to do it. It separates you from the rest of the herd – you're not just calling them on the phone, you're not
just sending them a letter.
Now think about how that would work with an Expired – it's exactly the same concept. The scripting is a little bit different.
The scripting might be...
In my research I noticed that your home was for sale, but is no longer on the market. Do you still intend to sell?
Yes, you do? Great. Well, I had the opportunity to tour several of the other homes in the neighborhood and I just wondered,
while I'm here, would you be willing to give me a tour of your home?
Again, the idea – let's get inside that property and start working our magic to build that relationship and that rapport. Now,
both of you – Mike, Stacy – have you both listened to Listing Language 2.0?
Stacy: Mm-hmm.
Mike: Not me, no. What is that about?
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Dave: Listing Language 2.0 is Allan Dalton's and Debbie DeGrote's way of building a relationship and taking a listing. And
it absolutely turns everything else that we know on its head. Would you agree with that, Stacy?
Stacy: Yes.
Dave: It's about technique, it's about how we demonstrate our professionalism and how we build rapport, and then how we
close that listing while we're there. So I would highly recommend that. Stacy, I'm glad that you have gone through that, and
I think we talked about that once before.
Stacy: I think you need to just keep listening to it.
Dave: Mike, on Elite Agents Online, which you have access to – go in and look for Listing Language 2.0. There's also a
transcript if you prefer to read it, but I would suggest that you listen to it and follow along with the transcript.
Mike: Okay.
Stacy: So, last week I did go to one – I don't know if I have talked to you about this or not, but anyway, I went to one that
was a FSBO. And I did ask to meet her and she did let me come over. Of course she said she wanted me to have a buyer on
this one, but I used the “Let me just see it first”. So that did work that time, but she still said she doesn't want to use an agent.
I went through all the reasons why it was a good thing, and then she said...
Well, I might just rent. I might just wait until the spring, or I might wait until next year.
She just is all over the map, but then it came down to, “But I don't want to pay commission.” So we had the whole
commission talk. I don't know what she's going to do. I don't think she's done anything since; it's only been a week. So I
don't know what's going to end up happening, but people are just really adverse, because they're hearing all these
commercials and things about not having to pay. And you hear somebody does it on their own, without an agent, and so it
just gives them more inspiration to try to do it on their own.
Dave: Okay. So again, we have kind of the tried and true methods of going after For Sale By Owners. And some of that talk
track is, two people can't save the same commission...
What do you mean by that?
Well, any time a buyer comes in to look at your home, they know you're not listed with a real estate company, and
therefore they're automatically subtracting the commission in their head for the offer that they plan to make, if they an offer at
all. And so, you have basically lost your savings when that happens. So any time you negotiate, it's the commission you
would have paid. And keep in mind that realtors, through our marketing and through our negotiations, have a tendency to get
more than you would have netted yourself anyway. So there really is no reason not to use us. And by the way, how's it going
with you showing your own property?
And just ask them the question. Because what happens – there are several pain points for a For Sale By Owner, if you think
about it. One of them is having to be on call 24/7. Once that sign goes up, they're on call 24/7 – that can get tiring very
quickly.
The other thing is, they're allowing people that they don't know, haven't vetted, have no idea whether they are legitimate
buyers or whether they're safe, and in today's market – my gosh, with the crazy things that happen, you only need one or two
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articles out of a newspaper to let people know that you're opening and exposing your family and your possessions to people
that you have no knowledge about. Craigslist is a good example. You hear all kinds of crazy stories about stuff that happens
there. So, you might want to kind of pepper your talk with that. Be a little careful with it, because we're not in the business
of fear tactics, but at the same time, it is a legitimate concern, right?
The other thing is, people call, make appointments and don't show. So one of the questions you might ask is...
How many no-shows do you have?
And if they really are honest, they'll tell you – it's usually quite a number. People call, they want to set the appointment, so
the seller gets the house ready, they're sanding by and nobody shows up.
So, one of things that happens when you hire a professional to market your home is, we protect you by vetting the
clients as best we can, and we're with them during the showing. So, we're not going to expose your possessions and your
family to unknown people that could mean harm. The second thing is, we're not going to set up appointments and cancel at
the last minute, or just no-show, which means that we're taking care of the setup so you're not going to have a lot of
unnecessary time that you're spending just sitting, waiting for somebody to show up that never shows.
And we can go right down the list. So one of things I would suggest is, sit down and kind of think it through. Think about
what happens with a For Sale By Owner, and start creating some bullet points for your next talk track, things that we're going
to bring up. And this goes from everything, from exposing yourself to unknown people, to no-shows, to “Are you really
prepared to fill out the contracts correctly? Do you have your legal ducks in a row? Do you know exactly what you need?
Are you familiar with this rule, this rule, this rule – all these different types of disclosures, for one thing?”
That's enough to scare somebody to death, when you take a look, especially in Virginia and California, at the number of
disclosures that you have to fill out, right? And they're not excluded from that. So, do they even know what they're getting
into? This is not like selling a car – parking at the curb and letting somebody take a test drive. It's a little more complicated
than that. So again, we're not fearmongering; we're just laying out the facts in front of them and asking them if they're
prepared to deal with that.
Mike: Can I ask you a question?
Dave: Does that make sense, guys?
Stacy: Yes.
Mike: Yes.
Dave: Okay. Yeah Mike, go ahead.
Mike: Expireds. We have a lot of Expireds here. And I was thinking these people, it expired and they don't want to put it
back on the market because it's the holidays. How can I position myself? What can I send them? What do you do if you
want to position yourself so when January first, second week comes and these people start thinking of putting it back on the
market, so I can be there, be somebody who they can trust and allow me to sell their property? What would you do? What
could I do?
Dave: Well, one thing we have to be careful about around the holidays is taking a property on and off the market, because
that gives potential buyers the wrong impression – the idea that...
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Well, what's wrong with this property that it's on, then it's off the market, then it's on the market again?
There has to be some consistency there that says...
Hey, I'm serious about selling.
The other thing that we know is, that is an excuse. Let's say it's real that they don't want people in the house over the
holidays, and that's fine – you can structure that. You can say, “No showings.” Put it right in Multiple, “No showings from
December 24 to January 1”, if you want to. But really, let's think this through, guys, because it's not like we're going to have
the floodgates open and 100 people marching through their home. We would only show this property if we had a bona fide
buyer. And just ask them...
As long as you've had your property on the market and the fact that it hasn't sold, would you want to miss the one
opportunity to sell it, even if it was during Christmas week that we could show it? And remember, we control the showings.
And so if there's a day or two that you don't want to show it – that's fine – we'll certainly honor that and we respect that. But
the fact is that people are still buying homes. When you think about people that are being transferred, other buyers and
sellers that know that sometimes other buyers and sellers cut back for the holidays – we're going to be out there, pushing
these people forward. There are great buyers in the market for your home through the holidays. But again, we're not going to
be opening the doors and asking everybody to come through for a tour; only that qualified buyer that might need to see your
home during that time. So, does that really cause us the need to take the property off the market?
How would you guys handle that?
Stacy: Most serious buyers are out looking at the holidays.
Dave: Exactly.
Stacy: Last year I had a property on the market for months and months. It was completely painful, and then we took it off,
remodeled, put it back on, had an open house both Saturday and Sunday every single weekend, and most times it was me. I
did get two buyers from that that did purchase homes, so that part was worth it. But we got the offer the week of Christmas,
after Christmas – between Christmas and New Year's – and they settled in January.
Dave: Right. So again, the question is, do we want to miss an opportunity if we have a qualified buyer that wants to see it?
So, maybe through the entire week of Christmas we might have one buyer. You're assuming that we're going to have a lot of
people come through the house, and that's not the case, so there really is no reason to take your home off the market. And
again, if you don't want anybody there on Christmas Day, we'll make sure that nobody's there on Christmas Day.
But we do want to have the option to show a buyer, because Stacy, you're right – there are some very highly-qualified buyers
that work through the holidays.
Stacy: And just use that example. I mean, I have it to use personally, but I would say to Mike or other agents, just say
typically this is what happens. You don't want to promise that they're going to get an offer over Christmas, but say this often
happens, and just act like it's happened to you.
Dave: Sure, sure. And so you just kind of put it back on them. But do a reality check with them – you're not opening the
doors and leaving them open.
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Mike: Actually I was thinking – not my own listing, but those expired properties, the listings that have been expired – those
are the ones that I want to position myself. What can I do? What can I send them, or what is the proper way to be able to get
listings?
Stacy: Engage them in talking to you about getting back on the market.
Dave: Again, Mike – this is where if you really want to set yourself apart, you definitely need to, in the California market,
like everywhere else... I know I just saw a picture that a client sent on an Expired that they used the pop by technique to get
in, and there was just a pile of letters on their kitchen table that they had received from agents. Most agents won't go the
extra mile and go out and go face-to-face. They want to just call and send letters, and that's okay – we may connect. In some
markets though, there's too much pressure.
And so again, that's why we've more or less developed the tactic of the pop by. Just what I talked about earlier – go to the
area, take a look at a few other homes that are for sale so you have some good talking points, you can speak intelligently
about the other properties that are on the market, then go to the door and engage them. Like Stacy said, we need to engage
them. Ask them if you can tour their home, if they would give you a tour. And the way, again, that I would position that is...
I've looked at three other homes right here in your neighborhood. I had a chance to tour those and I'm just
wondering, while I'm here, would it be possible to tour your home as well? I need to know my inventory.
And of course we're telling them that we're working for some qualified buyers that we have. And you always have buyers,
we hope they're always qualified, right? And so you're not fibbing, you're telling them the exact truth...
I'm looking for homes for qualified buyers, and research showed that your home had been on the market, but is no
longer for sale. So I'm just wondering, do you still want to sell?
Mike: Okay.
Dave: You've got to get to that point before you even get to the holiday issue, right?
Mike: Yes.
Dave: You feel like that's something that you can do?
Mike: Yes. My goal right now is to make sure that when January comes I grab as many listings as possible.
Dave: Well, you've got about 5 weeks right now to nail down as many of these Expireds as you can. So this is the perfect
time of the year to go out and connect with them. And to your question...
Well, let's wait until after the holidays.
Well, again, a lot of our best buyers come through on the holidays. The real serious buyers are here, so there's no reason to
wait. One other thing you could throw in...
We're hearing now that the Fed is most likely going to raise interest rates again fourth quarter, end of the year. If
interest rates go up, that could impact our ability for some buyers to qualify. That could cause a softening in the market. We
don't know what's going to happen next year, but we do know what's happening right now, and the market is strong. So this
really is the best time to get on the market.
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Now if they say they absolutely have to wait, then I would offer to do a pre-marketing listing with them. And what that
means is that you don't go to Multiple with it.
We're not going to put it on Multiple until after the first of the year. But what I would like to do, Mike and Stacy, is
have the opportunity to do my own marketing – call my sphere of influence, talk to my friends, talk to the other professionals
that I know that may have a potential buyer for your home now. And so, we can go forward in signing the marketing
agreement tonight and I can go to work tonight for you. But again, we won't expose it to Multiple until whatever the date is.
But please allow me to work my magic and contact the people that I know, because we may be able to put a sale together
before we ever have to go to the public.
Now that works well in a situation like this, or where somebody is trying to fix up a property, they need to paint a couple of
rooms, and they're just using the excuse to delay the process. We need to bring some urgency into the process. Let them list
it now, because every day that goes between today and when you actually get it listed, you're kind of at risk – another agent
could pop in, family, friend refers them to somebody else – we're opening ourselves up to potentially losing that listing. So
we need to bring some urgency to it, engage them, offer to do the pre-marketing. Does that make sense?
Mike: Yes, yes.
Dave: Okay, alright. Any other questions?
Mike: No.
Dave: Nothing else. Stacy?
Stacy: Not that I can think of off the top of my head. I'm still focused on this one.
Dave: Okay, I understand.
Mike: I have a quick question – absentee owners. I have 75 rental properties in my farm of 630-640, and I keep sending
them on a monthly basis a newsletter about the market, what activities are on track. I have only been able in the last 3 years
to only get one listing out of it. What can I send them? What is the proper way to try to get them engaged and get more
listings from the absentee owners?
Dave: Are you talking about people that live out of state, or people that are just renting their properties, but may live locally?
Mike: Some are out of the state. Like half are out of the state and half of them are in California.
Dave: Okay. So Mike, let me get your email address, and I will send you a letter that you can customize to send out to these
folks. It's pretty simple, but it's very effective. And so what may be happening is that they're just not quite getting your
intent when you're just sending them a newsletter about the stats in the area. So we need to be really specific and say...
We understand that you're out of state. This might be a great time to sell, because our market is super hot.
And think about this – this is the perfect time of the year to reconnect with all of your absentee owners, because they just got
their new tax bills. The first of the year is the time when if renters are going to change, a lot of times they're getting ready to
give notice and move. It's the time when people are reevaluating everything in their life and they're thinking...
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I'm not sure I want to be a landlord anymore. What could I do with that equity? If I were able to sell this home,
what could I do with that equity for this next year, that makes a difference in my lifestyle?
So this letter starts that conversation. I would suggest that you take every absentee owner that you have over the next 5
weeks, and just take the total number – if you've got 70, divide it up and send X number of letters per day until you've
covered all of the absentee owners over the next 5 weeks. And then let them call you. If you've got phone numbers, follow
up with them on the letters that you sent, to have that personal conversation. If you don't have their telephone number, of
course you can look them up on ZabaSearch for example. Doesn't matter where they live, you can go on ZabaSearch, look
them up, get their phone number and give them a call.
Mike: What is that?
Dave: ZabaSearch.com. Spokeo will do the same thing. But try one of the reverse directories, get their telephone number,
and then follow up on the letter perhaps after the first of the year, depending on the timing.
Mike: Okay.
Dave: So Mike, let me get your email address and I'll send this out to you.
Mike: Okay. It's very straight forward – it's mike@mikebalbas.com.
Dave: Okay, fantastic. I will send that out to you right after we hang up. Again, you'll need to customize it, but I would
begin sending those out right away.
Mike: I appreciate that. Thank you very much, sir.
Dave: You're welcome, of course. Alright, Stacy, anything else?
Stacy: I was going to say I can either give you my email or I can email you and get the letter as well.
Dave: Okay, either way I'm fine. Do you still have my email?
Stacy: Can I get it again, just to be sure I have it with my notes?
Dave: Of course – dave@excelleum.com.
Stacy: Okay, perfect. Thank you so much.
Dave: I'd be happy to send that back to you, guys. My best wishes to both of you for Thanksgiving, I hope you have a
wonderful holiday! Put these ideas to use, circle back with me and let me know how they're working for you.
Stacy: Great, thank you very much.
Mike: Thank you.
Dave: Alright, take care! Thanks for joining us. Bye for now!
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