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Dave: Good afternoon, everybody. It’s Dave Clark, senior business and leadership coach with Excelleum Coaching and
Consulting. I’m very excited to be able to host our “Ask the Coach” question time today. So, we have some great questions
coming in already, and I want to go out to Kailyn right now. Kailyn, you have a great question. Would you like to ask that
again and we’ll address it for you?
Kailyn: Sure, Dave. Thanks. My questions is that in the next couple of weeks before we end 2017, what are some suggested
tips or dialogs to spark prospects or leads that we met over this year into action, whether they’re considering selling… Just
prepare themselves.
Dave: Okay. Well, one of the great things that’s happening right now of course is the holiday season. And as we know,
families get together over the holidays and often times real estate becomes one of the topics. Who needs a bigger home,
who's downsizing, who's going to have a baby this year and might need a nursery, job changes and those kinds of things.
And as we know with our sphere of influence, there’s all sorts of things happening all the time. So part of our goal
throughout the year needs to be keeping in front of them and being in front of them at the moment of decision for them. So
again, this is a perfect time of year.
Now, while I wouldn’t suggest that we call them on Christmas, we certainly might want to consider the week following,
perhaps a little bit later in the week, towards Friday or Saturday. We know Saturdays are a great day to follow up with
clients or to call our sphere from 9:00 to 11:00. And so, that might work as well for us this year. So, one thing that I might
suggest is a call to your AAAs. You might say something along the lines of…
By the way, just wanted to reach out to you. Hope you got my Christmas card, and wanted to wish you all the best
in 2018. We’re also finding that we had a wonderful year this year in real estate. Looking forward to a great year
next year. And just thought I'd ask, over the conversations during the holiday, did anybody happen to whisper to
you that they were thinking about buying a new home? And if so, I’m just wondering if I could get that information
from you today so I could reach out and offer my services.
So, a script along those lines could work really well for you. If those conversations are still fresh in mind, which they should
be, they may be able to hand off perhaps some referral business to you. And if not, then we have made that one last final
contact for the year, leaving them on good terms, wishing them all the best in 2018, but what we’ve really done, Kailyn, is
we’ve given them the opportunity to talk with us, not only about their family and friends, but If there's a need for them. So,
that might be a great way to spend a few hours – picking up the phone, reconnecting with people, getting some great branding
done, while at the same time turning over a few stones for some new business.
Kailyn: Okay.
Dave: It’s also a good time of year to think about talking with, again, your sphere, your client group, about setting an
appointment with them after the first of the year to discuss the value of their home and their equity position. As we go into
the new year, taxes are going to be of concern. So many of these folks could benefit from an investment property – a way to
shelter some income perhaps, or a way to create some passive income. So, one of the things we might consider is, again, that
call right after Christmas or right after the first of the year to say something along the lines of…
We’re setting appointments for a select few of our great clients, and I wanted to set an appointment with you to go
over an equity review. This is the time of year when people begin to think about how much equity they have, and
often times they don't know. We've had a great year in real estate, and often times people have more equity than
they think. And so, what might you use that for? Well, often times clients want to talk about how they could access
their equity for college tuition for this coming year, or perhaps some remodeling, or buy a new car.
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And we also want to throw in just to kind of jog their memory a little bit and give him some ideas…
Also people are thinking about a second home, and often times an investment to shelter some taxes. So we’re
setting appointments with our clients. I have time available next Tuesday at 4:00 o’clock, if that would work for
you, or on Thursday at 5:00 o’clock. Which is a better time for you?
Give them the alternate of choice. Now the idea here, Kailyn, is we want to sit down in front of these folks, talk about the
market a little bit, answer any questions that they may have, give them a value on their home. So we’re going to have to do
our homework. But then we talk about the equity, and then that’s when we find out if they have a significant amount of
equity, why are they letting it sit there? Is there an opportunity for them? And perhaps we have even a couple of investment
properties in mind to talk with them about, so we can get them interested in that.
That’s kind of where we want to direct them, because if you think about it, it's not just about them buying or selling. That’s
great if they’re ready to do that; it will come out in that conversation. But the other side of it is, how do we build our
transaction count for the year? Well, one of the ways we do it is to leverage people. If we're can't sell them a residence, then
we can sell them an investment that pays well. We need to put that in front of them, make that suggestion.
The other thing that really benefits us in that conversation is it really positions us as that professional real estate advisor.
We’re not just selling real estate; we’re now advising on all aspects of real estate, which includes building wealth. So we’re
doing some wealth-building with these folks, we’re definitely helping them for their future, creating a little bit of cash flow
for retirement perhaps, but definitely setting them up in an investment type of scenario. So, does that make sense?
Kailyn: Yeah.
Dave: Did I give you a couple of ideas to talk about?
Kailyn: Yeah. So, basically reaching out to my SOIs, and also in addition to asking for referrals, and offer them if they want
to get together for an annual equity review, to see if there are any opportunities that we can spark.
Dave: That’s right. That’s exactly right.
Kailyn: Another question is when you said during the equity review, let’s see if they have enough equity to access for
remodeling, a second home, or maybe buying another investment property to shelter some taxes. That’s something very
interesting. And on the tax part, is there any language that I can use, because they can also go to their CPA for advice, since
I’m not 100% certain as to how to navigate if they do a cash-out loan or refinancing with additional cash on hand buying an
investment property, how it works to alleviate them from capital gains?
Dave: I think certainly back to what you said in the beginning – this is one of those areas where you’re best to refer them
back to their CPA. What we’re going to do is create an interest in the investment property. When it comes to their actual
current tax situation, we always want to refer them back to their CPA to make sure that that's the right course of action for
them.
So we're trying to develop the interest. In fact, what we’re trying to do in this meeting with them is just uncover some of the
areas that they have an interest in – find out what motivates them and where they can take this money and really fulfil some
of their current dreams. But we're going to make sure that we're suggesting some alternatives that help us as well – that’s
why we go the second home, that’s why we go to the investment property, and so forth. Does that make sense?
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Kailyn: Got it, okay. Yeah.
Dave: But don’t want to be their tax advisor; you don’t want to go there. You always want to refer them back to their CPA.
And the nice thing about that is that could be another opportunity for you to sit in with the CPA and make that connection.
Now the CPA knows that you’re also handling investment properties – that might be a place where he could refer or she
could refer additional clients of theirs to you, to help them find investment properties as well.
So, we always look for the opportunities in every transaction and every relationship, and if your sellers are going to talk to
their CPA, perhaps an introduction or an opportunity for you to talk with them as well, and then build that into some future
business. Now one other thing that you can do – do you have any buyers right now that have kind of been on the fence,
maybe they've gone dark on you, they're not returning phone calls, that you've worked with over this past year? Any buyers
that didn’t transact?
Kailyn: Yeah, there are several of them that I can think of, and some have a situation or circumstances like the kids are ill, or
the kids fell off a bicycle and got a concussion, or that they are leaving for a family vacation to visit 46 nephews, so on and so
forth. And there are others that everything has to be on their terms, and they only return the emails or calls or texts whenever
they have time, which could be several weeks to a month, even though we have written offers on properties already.
Dave: Oh interesting, okay.
Kailyn: Everybody’s at a different level of relationship and the time process – some are much longer, some are shorter, and
some have just been working because they work in the post office. Last night I talked to her and they were still in the mail
house trying to sort out deliveries. Just different things that are preventing them to go out and look at homes with me.
Dave: Okay. Well, all good excuses to keep them from looking. And often times what they're really telling us is that we
haven't found what they're looking for exactly yet. So, one thing we might think about before the end of the year is to go
back, create your list of buyers that didn't transact, make a few notes about the properties that you showed them or go back to
your buyer consult notes to find out what they were looking for specifically.
Now to get them reengaged, what we might consider is finding a property that has some of the features that they were
looking for. So let’s say for example, someone is a gourmet chef – amateur chef but they love a gourmet kitchen – and that’s
really one of the things they’re looking for. So, what if we were to do a little bit of research, find some homes that have a
gourmet kitchen or something close to a gourmet kitchen, preview those properties, take a few pictures of that kitchen, and
text it to that person with a text that says…
May have found the perfect home for you. Don't think it will last long in this market. Can show it to you tomorrow
night or tonight at 6:00.
Again, alternate of choice. And then text that to them to see if we can get them to engage with us, because we think a lot
about the different styles of homes, but often times it’s about the features. What is the lifestyle that that property, that home
is going to create for them? Is it that huge sweeping master suite? Is it the safe backyard for the kids, so they’re not riding
their bikes in the street and having an accident? Is it the pool and spa? What is it that is really important to them and their
lifestyle? Find that feature, take a great picture of it, and text it to them. That’s what I just said…
May have found the perfect home for you. Won’t last long in this market. Can show it to you tonight at 5:00 or
tomorrow at 6:00. Please call me back.
Often times we find that if we just put the right feature in front of them, it doesn't necessarily matter what the house looks
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like, as long as you can show them that they're going to get what they really are truly looking for.
Kailyn: Okay.
Dave: So, again – write out your list of buyers that didn’t transact, go back and take a look at your notes from your buyer
consult and find out what features they were looking for, do a little bit of research to find those features in some homes, then
text them to get them to engage. Now, are they going to buy that particular house? Maybe. We’ve had that happen for sure.
But it’s a way to get them to reengage and then for you to be able to set them up for a second buyer consult after the first of
the year.
Now the buyer consult is really a critical part of the process, because it allows us to level set what’s going to happen in the
search process, and it's also going to give you the opportunity to get an update on what's happening in their life. Is the job the
same? Has anything changed financially? What’s their income look like? Getting them pre-qualed again, if it’s been a
while, making sure that at the new interest rate level they’re still qualified to buy.
And then getting them talking about the features that they want. Introduce them to your team, your lender, others that may be
helping them along the way of the buying process along with you, like an assistant or something like that, so that we’re
building the team around them. But get them to reengage, get them to level set, and let’s review what it is they’re really
looking for, and let’s go after it immediately. We’ve got a whole new opportunity to get in front of these people, get their
motivation ramped up, get the right features in front of them, and sell them something. That’s going to be a great way to start
Q1.
So that may start with a simple text message with a picture, that could turn into that buyer consult where we’re able to
reconnect, develop that rapport and that relationship, and level set on what it is they want, and then find those properties for
them and add those transactions in Q1. Because that’s when we really need to grease the skids for the rest of the year. This
is when we really need to ramp up our efforts, pull out all the stops to make sure that Q1 is a really strong building and
closing quarter for us. That will push the rest of the year for us. Does that make sense?
Kailyn: Yes, okay.
Dave: Is that something you feel you can do?
Kailyn: Yeah, definitely. I like to preview anyway.
Dave: Sure, previewing is critical. Absolutely critical. So just take some great pictures while you’re out there – just a
picture with your phone. And again, write down that text message and then start sending those pictures out and see what kind
of response that you get. And it may take two or three times, by the way. It might take two or three different tries, different
pictures, different features. But don’t give up; stay after them. Most agents give up after only two tries. We need to push
through that – 6, 7, 8, 10 – whatever it takes to get them to respond to us, because we just want to get in front of them again,
have an opportunity to rebuild that rapport, that relationship, and then reset expectations and get them engaged. Don’t wait
for them. Build a fire under them, get them motivated. Urgency is the key. Create some urgency for them and in yourself,
and that’s what’s going to drive transactions.
Kailyn: Okay. A quick question; it’s also a case-by-case basis. What if I have a client who has been pre-approved for
months and months, and it's a referral client. I've already done my buyer consult, but then during the middle of looking at
homes, they decided to expand the areas. Now we're at 7 to 8 different areas that I just really don't have the time to go
preview at different parts of Southern California.
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Dave: Sure, I understand. So again, the buyer consult is such a powerful tool for us. It’s an amazing tool, in that it allows us
to have a very candid conversation with them to set and reset expectations. I think one thing I would recommend to you is,
call them in for that buyer consult, and maybe what we say is…
I’d like to just sit down with you guys. Let's talk again about what it is that you truly want in a home, because it
seems that we've kind of gotten a little bit away from what we wanted to do originally.
And then we set expectations. In a true buyer consult we’re going to set it up so that they understand that we’re not going to
show them 5,000 homes. We’re going to do an expert job of identifying what’s in their best interest, what it is that they want
specifically – those features and those areas – and we’re going to focus our expertise on those types of properties and in those
areas. This isn’t like looking through our catalog.
What’s happened is, when we lose control of our clients, because they don’t feel that you’re showing the right types of
properties, which may be that they’re either not telling you, and perhaps they’re not even in agreement as a couple on what it
is they really want. But you may be interpreting that by showing them the wrong homes. And so, now we have to expand
the search, we’ve got to move the area out, the boundaries out, so that we can hopefully find what we want.
This isn't about looking at every house in Multiple. This is about asking really, really good questions, drilling down as deep
as you can in that buyer consult, and one – getting them to agree on what they want, because as we well know, sometimes the
partners don't always agree on what they want. And so you have to ask that question and drill down. Often times we only
ask one or two questions, we take what they say as gospel, and then we find out they haven’t even talked about it at all. So
ask really solid questions. Debbie’s script book gives you some great questions to ask, but just keep drilling down. One of
the things that you can say that works really well is to just say…
Okay, and what else?
Ask a question, wait for the answer, and then say, “And what else?” Now, “And what else?” will cause them to go down
another level of information. And you keep asking that, perhaps in different ways than “What else?”…
Okay, tell me is there anything more?
Back to “What else?” again, and just let them continue to talk, because that will cause them to reveal things to you that they
won’t initially. And that’s where you really get into the information that's going to help you identify the exact right property
for them, so that we’re only showing maybe three to five homes and writing an offer, instead of having them come back after
you’ve shown them 20 and say…
Hey, we need to expand our boundaries and look at other homes.
Because that could end up costing a deal, and that’s what we want to avoid. Let’s do our research upfront, let’s ask the right
questions upfront. Call them back in, a second buyer consult, reset expectations, ask those questions and try to dial them in.
So for example, if they say…
Oh, we really want to look in Irvine.
Really? Irvine? Okay, tell me exactly why now, what is it about Irvine that’s attractive to you?
And let them talk. And often times you’re able to unwind their argument.
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Really? That doesn’t really make sense. Are you sure you want to spend 4.5 hours in traffic every day?
Well, we didn’t think about that.
So let’s pull this back, let’s pull our boundaries back. So now we’re back in ____, or wherever it is. Try to find out why
they’re thinking about this area and then look at what that's going to do to their lifestyle.
Kailyn: Okay.
Dave: Does that help?
Kailyn: Yeah. Is there one point that I, based on my gut feeling need to set the boundary if I want to work with this client or
not, because in the price range there’s not a lot of homes to select, and the areas are so far apart. Literally one of them can be
stuck in traffic for easily two hours or longer. And it's just the fact that it's been months and months and everything that's
ever been sent to them clearly shows that what they want to look for does not exist in that price range. But sometimes I will
just outline, this is what’s available in this area, this area, this area that you want me to research, and the client snaps back.
Dave: Well, are we giving them too many options?
Kailyn: Well, the too many options is because there’s nothing in their price range. There’s hardly anything good.
Dave: Okay, so again, that’s where we have to go back to the buyer consult and we have to be frank and we have to lead
people with the truth. So, that simply means saying…
Listen, we have worked together for 4 months. I’ve shown you 20 homes. None of them are really stacking up, and
I have to be quite honest with you. In our market, everything that you’re looking for in a home – while it’s
wonderful to want that, let’s decide on what it is we really truly have to have, because we are unable right now to
find a home with everything that you want in the price that you can afford. So, we either need to find some
additional money, and by the way, that's always an option. Do we have an aunt that we can go to for some
additional funds in order to get the home that you want? And if not, then let me help you find as much home as we
can for the dollar. And that is my promise to you – I will find you as much home for the dollar as we can, but
understand that everything that you've asked for, so far we’re unable to find that. So let’s take a look at what it is
you really want and see what we absolutely must have in the home.
And take them back and dial it back. Walk them through it, ask them questions. If they say they have to have a 9,000 square
foot lot…
Really? What is it about 9,000 square feet that’s so important to you?
Well, we just like to have a big yard.
Okay. Well, it is possible that a 6,000 square foot lot would work as well?
Well, if it was configured correctly, sure, yeah. It might work.
Well, guess what? We made a major move, right? From 9,000 square feet to 6,000 square feet. So it’s all in how we ask it,
it’s how we dig down deep, ask the right questions, ask great questions and get them to really tell you why they have to have
what they have to have. And if they really do have to have all those things to make a decision to buy, then it may not be the
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time for them. They are not going to wait this market out – that's the problem. Prices are not going to go backwards unless
we have another 2008, and that’s not foreseen at this moment.
So, they’ve either got to find more money, or they’ve got to dial it back. But you have to be truthful and honest with them
about what it is that we can do and what we can't do right now. Level set, help them reset expectations, because I’m sorry,
we’re not going to get $1.5 million worth of house for $600,000. That’s not going to happen; not in this market. So we’ve
got to have that conversation. Step up, be brave, because you know what? You’re not going to sell them anything the way
that it’s going right now, if they keep that same focus, that attitude. You’re just burning gas.
And so, the risk is only beneficial that we’ll get them to reset, focus in on what is truly important to them, and give you an
opportunity to actually find that home. But you’ve got to do that face-to-face. Don’t try to do it over the phone. Bring them
in, go back to your buyer consult, start from the beginning. Go back into Elite Agents and pull out the buyer consult
technique, and follow it. It works so well. Is that helpful?
Kailyn: Yeah, very helpful.
Dave: Okay, alright. Well, good luck with that. I hope that that puts a few more buyers in your pocket for Q1. I think using
that texting technique will certainly engage some people that may have gone dark on you. And then to pick up the phone,
wish people Happy New Year, invite them to an opportunity to talk about their equity and see if we can help them purchase
passive income property. It could be a great opportunity for you to build your business. So, any other questions?
Kailyn: I think that’s it. I have some homework to do.
Dave: You do have a little bit of homework to do. Please reach out to your coach, or reach out to Debbie or to me. We're all
here to help you, and I wish you absolutely the best.
Kailyn: Thank you so very much, Dave. I wish you Happy Holidays. Thank you so much.
Dave: You as well, Kailyn. Thanks for jumping on the call with me today. We’ll talk to you soon!
Kailyn: Thank you, Dave. Take care.
Dave: Take care. Bye for now!
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