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Dave: Well, good afternoon everybody. It’s Dave Clark, senior business and leadership coach with Excelleum, and we're on
the “Ask the Coach” call today. And we’ve got Mike and Stacy on the call today. So guys, let's go right into our questions.
What do you have for me today?
Stacy: Mike, do you have a question?
Mike: Yes, but go ahead.
Stacy: No, you go ahead. I don’t really have something, just was dialing in to hear what everybody else said. I’m sure I’ll
think of something as we go, but go ahead if you have something planned.
Dave: I've got a couple of questions that came in online too, so I'm happy to start there. Mike, if you have something, let's go
with that.
Mike: Sure. By the way, you mentioned you were recording. Where do we find these recordings?
Dave: They are on Elite Agents Online.
Mike: Okay.
Dave: And so you can access them there.
Mike: Question about the pre-listing package to send to clients. How many pages and what should be the content of the prelisting package, prior to meeting home sellers?
Dave: Well, that’s a great question. And when you take a look at the number of pages, the pre-listing is where we want to be
careful that we don't overload them with information, and of course the more we know about them and their circumstances,
the easier it is to customize the amount of information. There are a lot of folks that just do kind of an information dump in
that pre-listing or even sometimes in their listing presentation, and it’s just overload.
So, you want to take a look at the information that’s necessary and actually gel it down to the lowest number of pages that
will get the job done. And so Mike, with your listing presentation, I would suggest that you lay it all out on the floor in front
of you and take a look at it to see if you’re just adding fluff or if you're giving them some real value. Because we know in
today’s world people have a tendency to scan everything, and if you overload them, they simply won’t read it.
But I think it should include things about you – your bio, some testimonials certainly, to kind of pre-sell you before you get
into the listing presentation itself. I think we need to talk perhaps a little bit about current market conditions, so that we can
pretty much position them for what's happening in the market – if we're seeing prices increase, maybe just talk about that a
little bit, if we're seeing a turn more towards a buyer's market, then we want to definitely mention that because that might
help you in the pricing part of your presentation. And then again, certainly some issues around marketing – what are some of
the specifics of unique parts of your marketing plan that they should be interested in and that will truly help them?
And keep in mind that we need to have a little different value proposition. Think it through very clearly, in terms of what
you do that perhaps nobody else does. Because if there's other agents that they've asked to put a package together on, we
don't want to just be repeating the same information that everybody else is. This needs to be unique to you, unique to the
property, unique to the sellers. Does that make sense, Mike?
Mike: Yes, yes.
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Dave: And so again, you may or may not want to hit pricing. I probably wouldn't. I would talk about pricing when I get
face-to-face with them, because otherwise they're going to look at it and go…
Well, he doesn't think it's worth what we think it's worth, and so there's no need to continue on.
And often times that’s why they ask three or four or five agents to come out, right? They want somebody to agree with them
on pricing.
Mike: Okay.
Dave: Does that make sense? Does that answer your question?
Mike: Yes, yes.
Dave: Okay. Anything else?
Mike: Let’s see if Stacy has any questions.
Stacy: Well, one of the things I’ve been trying to do and just beyond “Do you need a market analysis?”, those types of
things, really trying to have reasons to contact people. And it sounds like it’s easy, but when you’re contacting the same
people for 15 years, I stay stuck a lot of times with what to say, and I end up just doing something easier, like an email or a
text or something like that. So, just authentic, unique ideas. And we live a really huge area, where it’s not like we have this
little town and you can send things about what’s going on. It’s like we’re 40 towns all in one. It’s outside of D.C., so
everything is just hustling and bustling and we all run in together. You know what I mean? It’s not like there’s just a little
town where you can say the ski slopes open next weekend...
Dave: I completely understand. So, there's a lot of things that are going on in the community that are worth talking about.
And one of the ways to get access specifically to that information and filter it, is to use Google Alerts. Now are you guys
both familiar with Google Alerts?
Stacy: I’ve not used them.
Mike: I’ve use them.
Dave: Mike, you use them? Okay, and what do you use them for, Mike?
Mike: Actually I haven’t used it too many times, but I’ve used it just to see who’s searching for homes in the specific city.
Dave: Okay, okay. So Google Alerts, Stacy – since you haven’t used it – it’s a way that you can add keywords into Google
and have Google do the search for you throughout the news in that area for anything specific. So for example, you could just
put in the keywords “real estate development” for example, and every time something hits the newswire in that Google
sphere, which is in your area, it will pop up and send you an email about it. So, you can do it with people, you can do it with
properties, you can do it with just real estate trends. You could put in the local mall, you could put in if know of a developer
or a builder, anything like that.
And so what you do is, go into your browser and just put in “Google Alerts”, and it will pull up a screen and it will ask you
what you’re searching for, what keywords, and then you put in whatever it is that you want. And you might put yourself in
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just to test it, because this will also bring up anything that hits the wire about you; anything on the Internet that is about you
or the things that you're interested in. This could be also where you’d put in things like charities that you're interested in, any
social organizations that you may belong to.
What we're looking for is unique bits of news that you can use to share with your sphere and give you something new to talk
about, right? So the nice thing about it, and something you want to be careful about is that it will deliver updates to you
several times a day if you want. Now, I would suggest that you start out with perhaps once a day and see how that goes,
because I've used it for a lot of different purposes over the years and found that it's very easy for it to overwhelm your inbox.
Especially if you put some real generic terms out there like “real estate in D.C.” or whatever community you're looking at –
it’s going to pop up everything. So you might want to limit that to once a day and then see how much information you’re
getting, but my guess is you're very likely to want to go like once a week – that's going to give you a lot of things to talk
about with your people.
And I’m glad you asked the question because it’s really important that when you do talk with them, you’re always bringing
value – something they don’t know, something that’s going to affect their home prices, something that’s going to affect their
equity?. Because isn’t that what this is really about? Prices go up and down and what it truly affects is the equity that they
have, and what they are going to do with that equity going forward. This is the perfect time of year to call and say…
I'm doing an overall home equity review. I'd like to sit down with you and talk about what your home is worth and
how much equity you have, and some of the options you may have with that equity.
Is it time to buy an investment property perhaps, a rental? Is it time to buy that second home in Hilton Head? Is it time to
maybe tap that for college funds? Or whatever it is. But you can certainly help them to understand how much equity they
have, because if you think about it, guys, there isn't any real source that sends them a monthly statement that says, “You have
$500,000 in equity this month”, like they get a bank statement that shows what they have in savings and in checking.
Nobody knows how much they have in equity in their home at any given moment, unless they’re really tuned into the market,
right? So, you could make that phone call into your sphere and just let them know…
Hey, I'm scheduling home equity reviews with all of my clients, and I wanted to set a time with you guys so we can
go over the value of your home today and how much equity you have, so that if there are some decisions you need to
make on how to use that money this coming year, you'll know what we are working with.
And this, by the way, is a great way to get face-to-face, and it might be one of those things where with your sphere we should
probably be thinking about inviting three or four people a week out to coffee, especially your AAAs. Sit down, have a cup of
coffee, talk a little bit about the market, their home, you’ve pulled some stats, what it’s worth, and talk about their equity and
what they’re going to do with it. That’s really valuable information to somebody, and it’s a different approach than anybody
else takes, because everybody has it on their website, “See what your home is worth today”. Well, it’s great to know what
your home is worth, but if you’ve got a home that’s worth $450,000 and you owe $425,000, you have $25,000 in equity.
That’s what you really have to work with. So let’s zero in on the equity amount, talk to them about that, give them some
ideas.
And this could be a great way for you to not only have the conversation about friends and family – who else is buying and
selling, but also to talk about investments for them, because guess what? They’re going to be looking at taxes just around the
corner; they may need to shelter some of their income. By accessing some of their equity, you could sell them a second
home. Sell them a rental. Look at ways to leverage that relationship. It's not just them buying and selling, it’s everybody
they know that’s buying and selling, and it's also the investment opportunities that we may have for them. Plus you’re going
to be ahead of the game by knowing what their plan is for the next year. Are they thinking about selling in the spring or the
fall? Are they downsizing, are they upsizing? What’s the plan? That gets you right smack in the middle of what’s
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happening with them. Does that makes sense?
Stacy: Right. Before you let them off the phone, do you say, “How much do you owe?” You can get all prepared and go
then to this appointment to find out that they actually refinanced and took money out and they owe $500,000, and I told them
the equity is $450,000 or whatever.
Dave: Doesn’t really matter. The real reason that we're doing this is to get in front of them and ask the right questions, dig
deep to find out what their plan is going forward and how we can best help them. So, even if their equity is only $25,000,
let's say, and we know they can't do much with it, you’ve had a great opportunity to have a conversation and build your
reputation as a professional, so that as that equity increases, you’re still top of mind for the person to handle it. And keep in
mind, Stacy, it's not just about them; it’s about who they know. So, when we sit down in their home, we're having this great
conversation, we’re always going to ask that question, or put it this way…
Stacy, I’ve always got room in my schedule for another great client like you. Has any of your friends or family
mentioned that they’re thinking about buying or selling in the near future? And if so, can I get their contact
information so I can reach out and offer my services?
Something along those lines. So, it’s about leveraging that connection that you have right now. And getting in front of them
is perfect – takes a little bit more time, but it can have a huge payoff, huge payoff.
Stacy: But let’s say I do go there and I say their house is worth $600,000. People really don’t want to tell you how much
they owe, so what’s the script to get there? Because I want to say…
Okay, great. Now let’s talk about a rental.
Dave: Well, I think you can just ask the question once you got there…
Here’s what it’s worth, so tell me what you owe.
And they’re going to give you a figure. And if they don’t want to talk about it, they’re probably not going to invite you to the
house anyway, because you're talking about reviewing their equity. So we’re just going to ask them…
What do you owe against the home? Do you have a current mortgage statement? Let’s take a look at it.
And I don’t know that you want to position that on the phone. If you really know them well and you're comfortable with it,
certainly; but it might be one of those things that we ask about once we get in front of them, because again, it’s really about
getting in front of them and having a conversation with them about their real estate. And if they don't want to tell you what
the equity is, you could still opt to the referral part, and that’s like…
Well, I appreciate the confidentiality. I do think it’s important for you to know though that anything that we discussed is just
like attorney / client privilege. I’m not going to discuss it with anybody but you. And so, I just want to be able to give you
some options. So if you don't mind, share with me what you currently owe on your home so that we can figure out what your
equity is.
Stacy: Got it, okay.
Dave: Maybe one of the ways you want to put this upfront to avoid that issue is to say…
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This is a very personalized, highly confidential discussion on the current equity position in your home.
Stacy: Okay.
Dave: You’re not just a real estate salesperson coming out to check out how much equity they have and try to sell them
something else. You're the professional real estate advisor. You're coming out to talk with them about what they owe, and
what we can get for their home, and some of the options they might consider for that equity. Does that clear it up?
Stacy: Mm-hmm. Thank you.
Dave: You’re very welcome. Okay, Mike, do you have anything else?
Mike: Yes. I recently started trying to call expired listings, and I found that it’s very challenging. First of all, either they
have changed their phone number, or when I get them on the phone they're not happy campers, they don't want to talk to me.
So, is there any other approach that you recommend to get in front of these people, to see if I can get a deal out of talking to
them, either go in person, go to the door? Because they're not answering the phone, or if they answer they say they’re going
to stay with their current agent. A lot of them say that. And some say they just decided not to sell.
Dave: Okay, and all of those are arm’s-length objections, right? Just to kind of keep you at bay. So, my suggestion is that
you do a pop by. If you want to put a phone call in to them or a letter to soften up the market, that's fine. But somebody sent
me a picture a couple of weeks ago of an Expired that they had gotten into the house doing a pop by, and there was just a
stack of mail on their table that they’d received from realtors that are trying to get a connection with them. So often times we
see that people just make a phone call or send a letter and that they don’t get a result – fine, we’ll move on.
So what I suggest is a pop by, and we want to make it a very valuable experience for them, and so I would suggest that you
take a look at a couple of homes in the area that are currently on the market around the Expired. And this is kind of the
research concept; Stacy’s heard me talk about this before, for use with For Sale By Owners and Expireds. But what we
would do is we would preview a couple of homes that are near the expired listing, and then do a pop by, knock on the door.
And of course they have to live there and they have to be home, or we go back, but it puts you face-to-face with them. And
the conversation, Mike, might be something like this…
I’m doing some research in the area. I’ve looked at three other homes that are for sale, because I’m working with
some qualified buyers and I’d like to find exactly the right property for them. And in my research, Mike, I noticed
that your home had been on the market but is no longer for sale. So are you still thinking about selling?
And then hopefully the answer is, “Yeah, we are”…
Great. While I'm here, I had the opportunity to tour some of the other homes to see if they would be a fit for my
clients. Would it be possible for you to show me your home while I’m here?
Because the idea is we want to not only meet them face-to-face, we want to go on the tour of their property, so that we can
use that time effectively to build rapport. And this is where Listing Language 2.0 comes in and gives you some very
powerful techniques for that property tour.
And so I would recommend if you haven't listened to Listing Language 2.0, that you do that. It’s in Elite Agents Online.
You can put it into the search bar at the bottom and it will pop up and show you where it is. It’s an outstanding audio with
Debbie and Allan Dalton, and it gives you some really solid techniques for taking notes, pictures, recordings, some things are
going to help put you in a position of, again, the expert, the wise advisor, if you will, for that property.
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And then also be sure you take a listing agreement, because it's not unusual if you make the right connection and offer to talk
price and marketing with them, based on Listing Language 2.0, that you can move them right into the listing agreement. But
I think you’ve got to go face-to-face in order to set yourself apart from everybody else today. Does that make sense, Mike?
Mike: Yes. I was thinking also, maybe if I could somehow identify their email address, send them a video email. Would
that be something useful or something unique, different, that might help me to get the business?
Dave: Well, it’s worth a try, for sure. And there’s a number of sources out there where you can get hopefully an email.
There’s a list, and if you want to email me I’ll send it to you. I don’t have it right here in front of me, but I’d be happy to get
it for you. And you could use that, but let me ask you this, Mike: Why would you want to do that as opposed to doing a pop
by?
Mike: I didn’t think of a pop by. Actually I’ve gone a few times, knocked the doors, some of them were upset why I’m
intruding into their privacy.
Dave: Well, this is why we want to use the research technique, because you’re saying…
Look, I'm in the neighborhood doing some research for some qualified buyers that I have.
It's not like you're going there just to see them; you're in the neighborhood already, you previewed three other homes looking
for the right fit for your client.
And by the way, I noticed that your home was on the market but is no longer for sale. Are you still thinking of
selling?
Now, tell me why that would be an intrusion. I mean you're just asking the question, trying to find a home for your buyers.
And by the way, they’ve already said they want to sell – that’s why it was on the market. So I don't believe it’s an intrusion
when you put it that way. If you just knocked on their door and said…
Hey, I see your home expired. Are you still thinking about selling?
They might feel like you’ve targeted a little bit more. So I’m giving you a softer way to make the approach, and keep this in
mind – you can't do this with a video. You can't get across the threshold and build rapport. And all you're doing is adding an
extra step that is probably going to disqualify you more than it will qualify you to get in front of them. If you don't want to
knock on the door and you don’t want to talk to them, then that’s one thing. But if you’re really trying to get in front of them,
let’s shortcut it a little bit and do the pop by. If they're not home, then perhaps you want to send a video, but…
Mike: Okay.
Dave: Does that make sense?
Mike: Yes. And in regards to the same thing, if I catch them on the phone and they say they’re planning to go with the same
agent, what would you tell them?
Dave: Well, let me ask you this: If they’re going to go with the same agent, why haven’t they just relisted and kept the
property on the market? Are they going to let the property come off the market for 30 days and then relist with the same
agent?
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Mike: Sometimes they say they’re going to wait, especially at this time of the year, but most of the time they’re trying to get
rid of me. That’s basically…
Dave: By the way, Debbie has some great scripts in the script book, so I would highly suggest you go back and take a look at
some scripts. But I think one thing I would say is…
Look, I’m very pleased that you’re happy with your agent, but we all do things a little bit differently. What I’m
concerned about, Mike, is that your home didn’t sell during the time of the listing. And I just wonder if perhaps you
could give me some time to talk a little bit about my marketing program, we can see a way to get your property sold.
I appreciate what you’re doing with your agent, and it’s always nice to have that loyalty, but it didn’t sell. So I’m
just wondering if we need to change the marketing campaign a little bit, perhaps look at pricing. And I’d like to
have an opportunity to talk to you about that.
How does that sound?
Mike: Sounds good.
Dave: So, you’re right – they’re pushing back. They may be just giving you an objection, an excuse for you to not come out,
but you’ve got to push through that. Find a reason to get in front of them; talk a little bit about your unique marketing
campaign or something that you do that's different than anybody else, and just ask them if they could spend just a few
minutes with you talking that through. They’ll tell you to do it on the phone; try to get the appointment to go face-to-face.
Mike: Okay.
Dave: And then again, circle back to Listing Language 2.0 because that’s where you have an opportunity to say…
Mike, there’s two things that most folks are really interested in – that’s pricing and marketing. Which one would
you like to talk about first?
90% of the time they're going to say “price”. And then you go into a very different way of talking about pricing their home.
There are three different ways we do that – we do it with price point, which is the value, which you’ve discerned from your
research on the property. We’re not going to talk about a CMA, we’re not going to compare their home to every other home
in the neighborhood. We’re just going to say the price point is $550,000 to $575,000.
Or we’re going to go below price point if you’re in a market where you get multiple bids, or you could say…
We’ll go to retail, which is where you were priced before, at $625,000. That’s the very, very top of the market and
it's undoubtedly why your home didn't sell.
So, you've got to have the opportunity to build rapport, build relationship, get under the hood with them, find out what they
need to do, what their motivation is, when they need to move, and if they're willing to get real on the price, if that was the
issue in order to get it sold. Does that make sense, Mike?
Mike: Yes, thank you.
Dave: Okay. Well, try that. Reach out to me, let me know how it’s working and if there’s anything else I can do to help you.
I’m more than happy to do that.

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

Mike: I appreciate that. You mentioned to email you. Is that regarding the companies that provide phone numbers, emails?
Dave: Yes. Just pop me a quick email and say you want the list of companies that pull phone numbers and emails, and I'll
send it out to you. And it’s dave@excelleum.com.
Mike: Yes, yes.
Dave: Alright, guys. Thank you for being on the call with me today. I appreciate it very much and will look forward to
talking with you again.
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