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Dave: Good afternoon everybody. It’s Dave Clark, senior business and leadership coach with Excelleum Coaching and
Consulting. I want to welcome you all to today's “Ask a Coach” call. I’ve got some great folks lined up with some great
questions today, so we want to move right into it. So everybody, who wants to start out with a great question for us today?
Sandra: I think I will.
Dave: Okay, go ahead.
Sandra: I just recently moved from Central San Diego to Delmar, and I landed a buyer at a $1.7 million purchase. And I’d
like to be able to leverage that community and get more listings. Now I am representing the buyer, so other than “Just Listed
/ Just Sold”… I went to Debbie’s seminar on Tuesday and I feel like the “Just Listed / Just Sold” is going to be a waste of
marketing.
Dave: Okay. And can you tell me why? Is it the neighborhood?
Sandra: Well, it’s a higher neighborhood, the homes there are from $1.7 to $3 million homes. So I’m thinking that I need to
do a little bit different kind of “Just Listed / Just Sold”, maybe something that would grab this particular clientele’s attention.
Dave: Okay, alright. So, we’re really just working with a very high-end clientele for the most part.
Sandra: Yes.
Dave: And what we do know is that probably in that area… And let me ask you this – is it an area that you can knock on
doors or is it a gated community?
Sandra: No, no, it’s a gated community.
Dave: Okay, alright. So, do you have the ability to pull some addresses from that community?
Sandra: Absolutely, yeah.
Dave: Okay, alright. So what we might consider, and what we know is that the higher-end clientele is a little bit more likely
to be receptive to anything that comes along the way of a handwritten note – hand-addressed, perhaps a handwritten note
inside. And so the content of that could be having to do with…
We’ve just found a perfect home in your neighborhood for a wonderful family.
You still haven’t closed this though, right? This is just in process, in escrow?
Sandra: Yes, we’re closing next weekend, next Friday.
Dave: Okay. So one of two things – you can introduce the family, with their permission of course, to the neighborhood. Let
the neighbors know that they’ll be moving in shortly and be sure to reach out and say “Hello, welcome to the neighborhood”.
That gives you the credit for the sale and lets them know that you’re interested in bringing great families into the community
for them.
Now the other thing that you might want to consider is adding in perhaps a copy of your bio and a couple of testimonials. Do
you have two to three great testimonials that you could pull together and include? Because you really want to take advantage
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of the opportunity to brand yourself. So by creating the handwritten note they're more likely going to open it, because let's
face it – in that marketplace right now people are getting bombarded with post cards and formal letters. So it has to be a little
bit different, and we’re finding that that handwritten note is definitely going to get some attention.
So, if you can take the time to do that, maybe do a 20/20 – 20 homeowners either side of that property. It’s probably going to
be a good intro if you can go more than that; if you could hit 50 on each side – even better yet. And when you’ve a tight
inventory like you do there right now, we need to cast the widest net possible. So it's up to you how many you want to send
out, but my recommendation would be at least 100. Typically 100-140 contacts in that market is going to turn up another
listing or another buyer for you.
Sandra: And after I send this letter, how soon thereafter should I send another piece and what should it be?
Dave: Well, interesting – we just had a great conversation earlier this week with some that said once a week in these heated
markets is not too much, in that we want to be able to have your name in front of them as often as possible. And so, you may
want to send this letter and then follow up in a week or so with some really valuable information – additional information
about the market that you don't include in that first letter. You may want to pull some market stats, you may want to take a
look at what's happening specifically in that community or in the shopping area around that community, and provide some
really good, valuable content.
The other thing that you can do is update – if there are any other sales that have happened, update them on those sales so that
they get a sense of how things are moving in the market. Your market report might also include things like expired listings,
Canceleds and Withdrawns – anything that’s going to show them an impact on the value of their home.
Now, that may be an opportunity for you to offer them an in-house evaluation of their value, or an equity review – talk about
their equity, how much money they have in the home, and what they might want to do from there. So you could offer that as
a service and offer to set an appointment with them to personally come out and visit with them about the equity in their home.
Sandra: Okay.
Dave: And then I would follow up. After those first two, you may want to do one more weekly email, and then start to space
them out at about two weeks. But again, when you’ve got a ton of people marketing to the same households, you want your
name in front of them as often as possible, and mix it up. Handwritten notes are preferable, but if you need to mix it up, it's
okay to do a mailing piece. But be sure to go back to the handwritten note again because you’re going to get a lot more
opens that way.
Sandra: Okay, very good. Okay, I’ll give it a shot and I’ll see what happens.
Dave: Okay, absolutely. I think that’ll work really well for you. Okay, other questions? Stewart, any questions on your side
of the world?
Stewart: No, but I just sold a house in that price range, that I was brought in as the legal agent in Virginia because my
friends did not have their license in this jurisdiction. So, there's one agent that actually sells a lot; he actually listed and sold
this property in the past, and now just listed it again. He does a lot in this lake community. As a buyer I’m the hidden agent
________ to see the guy's name. So it’s sort of the same question, I guess – maybe something that can get some visibility as
the agent of record on this deal. And I used to live near that area, but not in the area.
Dave: So is there any problem with you indicating that you participated in this transaction?
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Stewart: No, I’ll be the agent of record on the MLS. And I’m getting a small portion of the deal, because they’ve been
clients of these other agents that are friends of mine for two years, but they finally decided to go into Virginia instead of D.C.
and Maryland.
Dave: Okay. So you’re going to want to leverage the opportunity then. So the same thing that we just talked with Sandra on.
You can certainly start to work that neighborhood, again, with the handwritten notes announcing that you've sold this home –
certainly a good way to go. You don't have quite the pressure in that market that she does, although you do have a bit of
pressure there so you can probably still use the “Just Sold” notes as well. But get out as many of those as you can over the
next couple of weeks before that thing closes and your new clients move in.
Stewart: Alright.
Dave: Okay. Alright, we just had somebody else join us. Who’s on the call with us now?
Lynn: Lynn Rodriguez.
Dave: Oh Lynn, glad to have you on the call.
Lynn: Thank you.
Dave: Alright, so Stewart, any other questions, or Emma, Sandra, Stacy?
Female Speaker: I have a question, yeah.
Dave: Go ahead.
Female Speaker: I have a couple of things actually. So I have a buyer client… I work out of San Diego Central, but mostly
I get all of my business in La Jolla. For whatever reason those are the people that I've been able to connect with better. So, I
mostly work open houses and that’s how I’ve been able to get buyer clients. And I have a client who owns probably a $4
million home in La Jolla, but he wants to move to a different type of home in La Jolla. And this type of home is pretty hard
to find.
And so, I wanted to start doing the “I Have a Buyer” letters; I’ve already kind of picked out the targeted area. But I guess my
question is kind of the same. So, Week 1 you do the whole “I Have a Buyer”. What kind of verbiage, because we don’t
have… So when we were at the Marketing Listing summit on Tuesday, Debbie said that even the people in the 45-day Cash
Machine are still going to have access to the Facebook stuff as well as the verbiage for these types of scripts.
So, I was just wondering what kinds of options are there for the “I Have a Buyer” letters that they don’t look fake, to actually
make the homeowner believe that I do have a legitimate buyer who actually lives in the neighborhood? So that's Week 1, but
then if we're sending every two weeks or every week, what kinds of content is valuable in that situation, because a lot of
these are absentee homeowners?
Dave: Okay. Well, put yourself in the homeowner’s position – what would be important for you to know about what’s going
on in the real estate market? What specific things would you be looking for?
Female Speaker: I would just want to know that my property value wasn’t decreasing, and to feel I’m making a good
investment.

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

Dave: Sure, of course. So they might be interested in the current appreciation rates, how much our property is appreciating
over the last 6 months, or perhaps the last year; the number of properties that are on the market. You have a very tight
market; it might be something to talk about. It’s definitely a seller's market; if you're thinking about selling, now is the time.
One thing I might include is, if you want to build a little bit of urgency in that conversation, mention that interest rates are on
the rise and we're looking at several more rate hikes this year. And how will that impact you as a buyer – it could cost you
hundreds of dollars more or you may not be able to buy the home that you really, truly want, and may have to settle for
something less. Now you're talking about “I Have a Buyer” letter, so you're going to focus on the seller. The seller side is,
higher interest rates take buyers out of the market, which could affect some markets by slowing the sales process or perhaps
stalling price increases. So if you're thinking about selling, now is the best possible time this year to do that.
The other thing you can do, and you can all do this in your own community – and that is, use Google Alerts to be able to pull
up current information about your market that you can then share with your prospects. If you're not familiar with Google
Alerts, it's a service that Google provides that searches the website on virtually any topic that you are inquiring about, and
will deliver information to you up to a couple of times a day by email.
So, if you're not familiar with it, just put “Google Alerts” into your browser and it will bring up the form that allows you to
put an area of interest in, and then let them know how often you want to get information about, whether it’s one or twice a
day or once a week or whatever. So the idea here is that you might want to put in, let's say, “La Jolla real estate market”, for
example. Anything that’s pertinent to the La Jolla real estate market is going to come up in your email, and then you can
pick and choose form that information what you might want to include in your value piece.
You can also use this for specific people if you want, or companies, or other agents, or new developments, shopping centers,
new construction sites, the rental information for the area – anything that has to do with real estate or individuals that you
want to get some information on. Put them into Google Alerts and it will automatically send out anything that comes across
any of the Internet wires for you. So, that’s going to be a great source of new content and it’s going to be relevant in that it’s
current, and you don’t have to go searching for it. Any questions on Google Alerts? Okay, so does that answer your question
then, on La Jolla?
Female Speaker: A little bit. I mean I kind of know this, but I guess I don’t want… The thing is these people, like you said,
they're used to being bombarded with stuff. So it’s really important the exact verbiage that you’re using to be effective. So I
guess if there's a way to get maybe some examples or whatever from you guys later or over email or whatever, that would be
really helpful.
Dave: Well, let’s do this. There’s certainly a number of things that we can say. I don't know that it has to be complicated; I
think it just needs to say, “I have a buyer or a family”… I kind of prefer the word “family”…
A family that's looking for a home in your neighborhood. Your home may be a good fit.
Something along those lines; doesn't have to be long. But if you want to email me, I’ll give you the directions into Elite
Agents to get to that information. Debbie’s script books are there, but there is other content and I'd be happy to share with
you some of the content I use with my clients, okay? Dave@excelleum.com is my email. Go ahead.
Lynn: May I interject about something that she brought up? I don’t remember the gal’s name. I was doing that – putting out
buyer letters, and what was happening, because I had heard someone in a particular neighborhood there were people
interested in moving – downsizing. So when I did that, I got responses back, but I had somebody’s agent call me saying…
Oh, you have a buyer? So-and-so told me that you have a buyer.
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Well, that was the complete opposite of what I was trying to do. I was trying to get a listing, a seller. So I reworded it. I
talked to a couple of agents in our office and I just said to call me directly. I just started putting in that word. So I just put
the letters out again recently. It’s been about a month since I put the first letters out. And I just said…
Just call me directly and we can look at the market and decide what makes the most sense for you right now.
So I kind of let this open. I thought it made it a little bit more interesting for them to call me, because that happened a couple
of times. Another time they called me…
Oh, you have a buyer for my house? Just bring them over.
That wasn’t the sole reason. So, I don’t know if that helps or not.
Dave: The nice thing is you’re getting some great responses, but you’re right – we do not want to say that we have a specific
buyer for a specific home. What we're really saying is that…
We have a family that's looking for a home in your neighborhood. As we know inventory is tight, and so just
wondering if you're thinking about selling and if so, if I can set an appointment to tour your home with you. So
please call me at this number or email me.
And be sure we get the close on there. Don’t forget the close is critical, and you do want to drag them back to yourself so
that they’re not calling their agents to say, “Hey, this person has a buyer.” So now let me ask you this though – was this a
property obviously that was listed, or was it somebody that is in the process of…
Lynn: No, it’s not listed yet. They’re thinking about it.
Dave: Okay, so they’re in the process of maybe working with somebody.
Lynn: Right.
Dave: And of course the idea here is that we are turning over some listing opportunities. It’s helpful if you do have a buyer
for a specific neighborhood, but you’re working with a lot of buyers and it’s certainly a high likelihood that you will have
buyers for that area.
Lynn: I kind of use our company and say “We”: “We have several clients”… Because I’m from the Pennsylvania area, and
the market is just crazy over here; there aren’t enough listings. And I was one of five agents that was parked outside a
particular property, and I got it. I got it for my clients.
Dave: Nice.
Lynn: But I kind of used that as “We have leftover buyers”. So sellers are just not ready to pull the plug. They’re just not
ready.
Dave: Well, and that’s a great point – even if you do not have the buyers, there are other folks in your office that probably
do. I like the idea of using the company to bolster you up to strengthen your position, so I think that’s certainly something
we all could use.
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Lynn: So it’s not really lying.
Dave: No, it’s not lying – we do have buyers, our company has buyers looking in your particular area. And right now quite
frankly that is one of the best ways to turn over some stones for listings in these super tight markets.
Somebody mentioned also downsizing. Downsizing is huge around the country. The folks that bought the big McMansions
a few years ago, 10-15 years ago, that are now getting to that age where they're looking at retirement or they are retired, and
all of a sudden these homes are way too big because the families are dispersed a little bit, but it gets down to expenses –
taxes, the utilities are higher, the maintenance, the grounds maintenance, maintenance on the property – all these are things
that are really increasing the cost of living in these larger homes.
And so, the downsize concept is a great double-whammy because not only can we get a listing and sell a smaller home, also
those people in those smaller homes are looking to move up. So you're moving people both directions. So, that's another
great campaign to start, especially in homes that may be let’s say 2,500 square feet or larger. Your markets may very a little
bit on what you consider to be a really McMansion-style home. But if you're in Southern California you can start at 2,0002,500 square feet and go from there. So that may be another alternative communication for you. Even after the “I Have a
Buyer” letter, you might consider the downsize, and we call it “Downsize with Distinction”.
Female speaker: You have an e-book or something on that, right? And we can email you for that?
Dave: There is some information on that. I would just give you kind of my scripting on that. If you're part of the
Community Marketing System, there is some additional information about that, but if not, we can certainly help you with that
scripting. Feel free to email me and let me know that that's what you're interested in, and we’ll take care of that for you.
Okay, other questions, guys? We have a few more minutes left to go today. What’s on your mind?
Sandra: Just getting more listings. (Laughing.)
Female speaker: What about an open house where there’s nothing wrong with it but it’s been on the market a while, and it’s
a $4-$5 million house and you’re promoting it for the open house this weekend? What kind of messages would you use for
an ad if it's been on the market for six or seven months?
Dave: That’s a great question, and I don’t know that you want to really address that.
Female speaker: People know. When they come in they’ll be like, “Why is this on the market for six months?”
Dave: Well, I guess the real question is, why has it been on the market? In your market when things are turning around in 24
hours, why has it been on the market that long? What do you think the issue is?
Female speaker: Price. At $2 million there aren’t too many buyers over here.
Dave: Right, right. So, is it your listing or another agent’s listing?
Female speaker: It’s not my listing though; it’s another agent from my company. But that’s the only way… It’s hard to get
into these multi-million dollar homes as a newer agent unless you're willing to take ones that maybe aren’t brand new.
Dave: Sure, sure. I get that. And so, I don’t know that you want to change the promo idea, but you really want to look at the
features of that house and get really specific. So tell me – have you been in the house before?
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Female speaker: Yes.
Dave: Okay, so tell me what you think are some of the most advantageous features of that property.
Female speaker: I guess the view, has a big pool, tennis court. To be honest it's a little bit boring, but for that neighborhood
that's what people like.
Dave: Okay. So you said view. What about interior – gourmet kitchen, fabulous master bedroom, anything like that?
Female speaker: Just really nice big windows and you can see the ocean, there are pretty big skylights. So it’s a pretty open
floor plan. The bathroom is pretty nice, updated, and kind of has a spa feel to it.
Dave: Okay. So what about the person that’s going to buy this home? What kind of a lifestyle is this home going to provide
for them, in terms of the area? Going to the beach, obviously, surfing, bicycling, hiking. How is the home situated and what
will they be able to do if they live there?
Female speaker: Well, in this part of La Jolla it’s not the closest neighborhood to the beach. It’s kind of actually closer to
the big beach. So I would say, to be blunt, it’s probably for people who can’t afford some of the other neighborhoods, and
they kind of get pushed further south.
Dave: Okay. So what we really need to focus on here is maybe either a special feature, which the only thing you’re really
telling me is this has a fabulous view of the ocean. And so is there a deck that you can sit on and enjoy the sunsets over the
ocean?
Female speaker: Yes. There are decks, and then the pool and the tennis court. I guess in a way you could say you don’t
have to leave; everything you need is already in the house.
Dave: Okay, now you’re getting it. So everything you need is right here – from the sunrise to sunset, perhaps. You’ve got to
paint the picture of what living there is going to be like for somebody. If you've got a dull house and a dull neighborhood,
you’ve got to find the bright light and really amplify that, and share with them what the lifestyle is going to be, because you
want them to begin to think about living there, how that's going to impact their life and are they going to be able to live the
life they want to live?
So look for the features, but more importantly look for the lifestyle. So walking distance to the beach or a short drive to the
beach or a trolley to the beach – whatever it is – but let’s get the idea that…
You can enjoy the sunset from your own deck over the ocean every evening while drinking a glass of merlot, or if
you're inclined you can jump on the trolley, head down to the beach and get your feet wet.
Start painting a picture that's not so focused on just the structure or the area or the overpriced value, because what you need is
somebody that comes in and feels that that property is going to enhance their lifestyle, it's going to be a benefit to their
lifestyle. And even if it’s overpriced, we’ll have people that will be looking at perhaps making an offer, or maybe they'll feel
that price is justified if you paint the right picture. So if I were writing the ads I would look at lifestyle and features, and
really amplify those. If it’s a gourmet kitchen, we ask the question…
Are you a professional chef? This is the perfect kitchen for you.
So take a look at what it'll do for their life and try to pinpoint that. You came up with a lot of things that are reasons not to
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buy it; we just have to reverse that, come up with a number of reasons why they would want to buy it.
Female speaker: Yeah, I guess we get in the habit of that because in that market you get a lot of people who come through
the open houses that are very critical, because at that price they want everything.
Dave: Sure, sure. And then the thing about it is, get some great feedback from the people that are there and provide that to
the listing agent, so they can work on that price. And by the way, be tracking and communicating with everybody that you
can.
And one of the most important things, especially when you're dealing with an overpriced property… Because the buyer
behavior today – they know it’s overpriced; they’re just taking a look at the features. Make sure you’re making a strong
connection and have some alternates to show them. Be sure you preview the neighborhood so that you can find some other
properties to swing these guys into.
So, when you’re having your conversation, you're showing the open house and they know it's overpriced, they like the floor
plan or they like the view of the ocean, whatever it is, but they're not willing to make an offer because they feel it's too
overpriced – have something to switch them up to, and do it that night. If you can get them to look at property with you later
that evening, then you'll more likely be able to turn the transaction over with these guys. Catch them while they’re hot, catch
them while they’re in the mindset of looking at homes. And so what you might say is…
I realize this is maybe not the perfect home for you, but I'll tell you I saw two other homes earlier this week that may
be a perfect fit, and I can set those appointment up to take a look at those homes tonight at 7:00 o’clock, or we could
get together tomorrow about 10:00. Which one works best for you?
Alternate of close, get them locked in, get them into an appointment and get them out showing some other property. Don’t
let them walk out of that open house without finding out what they really want and having an option. And please don't just
offer to sign them up for a listing drip for Multiple. Actually have something you can show them and get them physically out
and into a property to take a look at it. Does that make sense?
Female speaker: Yup, thank you.
Dave: Use that overpriced listing to leverage a sale into a couple of other properties.
Female speaker: Alright.
Dave: Alright, guys. We’ve got maybe time for one more question. Anybody have anything else they want to get on the
table? Okay. Well, I hope all of this has been very helpful for you today. Take it up, put it to use in the field and make some
money with it. And if we can help you, please feel free to email me – dave@excelleum.com – and I'll be glad to answer any
other questions that come up after the call. But thanks again for joining us, and we'll talk to you next time.
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