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Below is a transcription from my last Two Day Buying Event. It is a “roll playing” segment I did to help my mentor students learn how to make offers using the “For Rent Method.”  Although my favorite part of real estate investing is the automation and the systems, I believe the MOST important part of becoming an investor is learning how to make an offer. 

This doesn’t happen without practice, but once you learn how to do it, you’ll never forget the lessons. Learning how to speak persuasively like this will serve nearly every part of your life – including talking to your spouse, your kids, your friends and your family.

Once you understand the principles involved, you can become a master persuader. As you will discover below, doing this well doesn’t mean you have to be a hardnosed salesman. You don’t have to hammer folks to get what you want. Instead, you need to find their pain (like a psychologist with a patient on the couch) and be able to offer a solution in a way that clearly benefits them. Once you learn how to do this, it will apply to everything else you try to accomplish in your life.

Learn the lesson well.

BEGIN TRANSCRIPTION:

Joe: Alright, who wants to be a buyer and who wants to be the seller?
Student One (Role Playing Seller): I want to be the seller just because I have a hard time with it.

Joe: Okay. You’re the buyer. And we’re going to be working off this script here and I’m probably going to be interrupting you, and stopping you, and then starting you again - but at least you will get a feel for how these conversations go. Each of these guys has talked to enough people to have a feel for how these conversations go – right? So… Ring, ring.
Seller: Hi.

Student Two (Role Playing Investor/Buyer): Hi, I was calling about the home you have for rent? I was wondering if you would consider selling your home rent to buy rather than just renting it?
Seller: Hmm… yes I would consider that. How does that work?

Investor/Buyer: Okay I’m stuck.

Joe: Use the script. They will either say yes, maybe, or no. So she just said yes or maybe so now it goes down to the yes part of the script.

Investor/Buyer: Okay. So here’s my situation. I’m kind of in the place right now where I sell homes from rent-to-buy and right now because of the online advertising I have a great source of buyers who are in my system wanting to find a house. They can afford to pay for it and they qualify for a mortgage… ((Inaudible))

Seller: Okay, well how would it benefit me? Are they coming with down payments?

Investor/Buyer: No, no, no they are not going to be coming with the down payments. I will probably be getting you ((Inaudible)). It’s called a lease option and I will be getting that.

Seller: Okay. And since you are getting that, what am I going to get?

Investor/Buyer: You are getting everything that you’re looking for and you’re looking for a renter, correct?

Seller: I am.

Investor/Buyer: I have a large list of renters and I can probably get someone in your house really quick.

Seller: Okay, now in doing so how much… my concern is yes I know that you can fill my home but I need to know… you said you’re getting paid by the buyer, how much do I get out of that? What do I get out of that?

Investor/Buyer: Well, what you’re getting is you’re getting the renter. You’re looking for somebody who is renting the home and you are going to get the renter. And you are going to get a quality renter. They are going to take care of the property much better. They’re going to pay – um…

Joe: Okay, stop - what you’re doing is replying to questions, but you don’t really know what her situation is. So whenever you’re in a situation like this, what you want to do is answer her questions quickly and briefly and precisely as you can and then ask her a question. You should also stick to the script when you are just getting going. I know you are trying, but you sound like the AT&T phone salesman – it sounds like you are reading and you aren’t even reading the right words. So it makes sense to practice saying these words and reading the script until it comes out fluidly.
Investor/Buyer: Okay.

Joe: Remember, you stay in control of a conversation by asking questions. Let’s go back to the main question that she asked which was how does this benefit me?

Seller: Yeah, how does this benefit me? How am I getting paid? You said you’re getting paid from the buyer, what do I get?

Investor/Buyer: You are getting what you want and what you are looking for. In your ad you’re saying you are looking for a renter.

Joe: Stop - she’s asking you what she is getting. You just tell her, “Well - it depends on what you want. Here’s how we normally do it. You’ll get the first month’s rent and you’ll get a buyer at your full asking price.” 

Seller: Okay, now, okay. So let’s get down to dollars. You said you’re going to get money from the buyer. Is any of that money coming towards the purchase price of the property when the person is ready to purchase?
Joe: Yes, how much money do you want?

Seller: I want $3,000.

Joe: How much do you want for the property?

Seller: I want…

Investor/Buyer: It’s difficult to think of right off the bat!

Joe: That is why you have to practice and you have to learn to listen.

Seller: That’s what I get! I want $150,000. That is the price.

Joe: Okay, I will get you the $150,000 and I’ll get you somebody who is going to stay there for three years and make your payments in those three years or they’ll exercise their option to purchase and give you the $150,000. How much is the property worth, as far as rent, do you think?
Seller: I don’t know the market rent but I want $1,500 a month, but I don’t know the market rent.

Joe: Do you think that is high or low?

Seller: I think that is in the rental rate in the area.
Joe: So you think that is market rent?

Seller: Yes.

Joe: I mean I know a little bit about the market. It seems a little bit high to me. Do you think it’s a little high?

Seller: Well my mortgage is $1,500. So that’s what I want.

Joe: Okay. Well I can tell you for sure that we won’t get more than market rent. So if that’s market rent, we’ve got no problem. And it kind of looks to me like it’s pretty close to market rent, enough so that maybe it’s something that we should go ahead with and see how it works.

Seller: When or if I decide to do this with you, because you got my information from Craigslist, will you be advertising on Craigslist as well or do you really have a list?
Joe: I have a list and I also advertise on Craigslist and I advertise regionally. I have an internet marketing campaign that I advertise with, so we hit a lot of different places. That’s how we build our lists by advertising to people from a lot of different places.

Seller: Okay.

Joe: This is what we do for a living.

Seller: Okay, well I will consider it but I don’t want a sign in my yard. The neighborhood there is a nice neighborhood and I don’t want my neighbors to know that I am selling my house so I don’t want a sign in my yard.

Joe: So you don’t want anybody to know that you are selling your house, but you want to sell it?

Seller: Well I do, but I don’t want a sign in my yard so is there any other way you can…

Joe: Tell me what it is that you’re trying to accomplish?

Seller: I would like to get…

Joe: What’s the ideal situation?

Seller: The ideal situation for me is to sell my house “out right” because I’m relocating. And since I’ve been having a problem doing so, I will consider your lease option. 

Joe: So you’re moving?

Seller: I’m moving.

Joe: How long have you had it on the market right now?

Seller: About a month.

Joe: Okay and how soon do you have to be out or can you just stay around until you get it sold?
Seller: I can stick around for a couple of months until it is sold.

Joe: Okay, have you decided if you want to work with a realtor - because I’m not a realtor. Have you thought about working with a realtor?

Seller: I thought of it, but I thought that I would try it on my own first.

Joe: Do you have enough equity in the house to pay a realtor and still come out with money? Or do you just not want to pay a realtor? Is that the…

Seller: I just don’t want to pay a realtor.

Joe: So you’ve got equity in your house.

Seller: I believe, but I’m not sure. I have to do the numbers.

Joe: Well if you sold it through a realtor it’s going to cost you about 10%. Your costs will break down this way - 3% for the negotiation (you can normally get 97% of asking) and maybe 2% for closing costs, 6% or 7% for the realtor, plus some incidental repair costs and things like that. It typically takes 45 to 60 days to close it once you find a buyer and it typically sits on the market (if you use a realtor) right now on average about three to four months. So you’re looking at six, seven, eight months before it would happen at a specific price. So, you have enough equity, right? You’re asking $150,000 for it?
Seller: Right.

Joe: So that means that you would probably get about $135,000. Is your mortgage less than $135,000?

Seller: My mortgage is a little less than $135,000. But my problem is that I want to relocate and I need to have… I want to sell, I want to relocate, but I need to have some sort of cash to move on. So that is the reason I want to start outright. So if this option is going to help me do that then I am willing to listen to how it is going to help me do that. That is why my question is how much am I going to get out of this.

Joe: When you buy the next house are you buying a more expensive house or less expensive house or something pretty close to the same?

Seller: Probably pretty close to the same.

Joe: And have you talked to a mortgage broker about how much you qualify for?

Seller: No I have not spoken to a mortgage broker yet. I was just hoping that out of this sale I would be able to have some money to move and just start again.

Joe: Right and that is always a little tricky. There are a couple of ways to do that with this method that I’m talking about. One is - you can keep this property, sell it on a rent-to-buy and still qualify for another property. Now of course that doesn’t get you your down payment, so you have to get a loan that has a lower down payment. But it will get you the ability to go out and buy another one because the bank will look at the income coming in on that property and they’ll allow about 75% of that income to apply towards your mortgage. 
So you could pull that off if you don’t buy a house with a mortgage much higher than the one you have now. The other thing is if you’ve have some equity in your property and you need some cash out, you could refinance your existing property and pull that little bit of cash out up to like 80 or 85% of its value. Then you’ll have a little bit of money to work with and still get the property lease optioned and have somebody making the payment for you so you don’t have to… And yes, that money will be going out every month, but it will also be coming in from the person who’s buying it from you.
Seller: It makes sense, but the question I still have is if I’m going to do this lease option for 36 months okay I’m probably not guaranteed anything but at least I want to be occupying my home, paying my mortgage, how much am I going to get when I give up my home? I think that I would like to have more than one month’s rent.

Joe: Well if you sold it right now with a realtor - and let me say that you’ve only been on the market for a month here with for sale by owner - but based on the statistics it will probably take longer to sell - but I can tell you from experience that 95% of people that list “for sale by owner” do not sell. 
I know this sounds like a high number, but it’s accurate. So they either have to take it off the market or they have to list it with a realtor - who then takes another six or eight months or a year to get it sold. So you have to decide if I sell with a realtor, how much am I going to walk away with because that cost is going to be built into this process? And if you’re going to be walking away with $135,000 – and we are assuming that it is probably worth $150,000 and not less – which it may or may not be – that means you aren’t walking away with anything in your pocket.

If we lease option, we can usually get a little bit more than market value since we are selling it on terms. I can probably get $150,000 for it as a lease option, but you might not be able to get that if you sell it with a realtor because the people who are buying “lease option” have fewer choices are are willing to pay a premium for the property because of the way that they are financing it. 
So if you end up getting $135,000 after expenses and you owe $135,000 on it then that is not going to solve the problem for you – you’re not pulling any cash out. 
Now keep in mind, I’m doing this to make money. Not to sound too mercenary, but let’s face it, no bones about it, as an investor, I want to make as much money as I possibly can, BUT I also know what is realistic and I know what I can pull off. I know that this isn’t going to make me rich, I just need to make enough money to make it worth my while. 
So what I do is find you a buyer, I’ll get paid the lease option fee and I’ll get paid by the buyer and I’ll get you the first month’s rent and a buyer who will give you full asking price. So yeah you’re not getting a ton of money, but you are getting somebody who is making the payments for you and you’re getting it done probably faster than you could do it yourself. 
Granted you could go find lease option buyers by yourself, but I will probably do it a lot faster than you simply because of the resources that I have; I’ve got the list, I’ve got the software, I’ve got the expertise and the methods to bring in buyers quickly. I can probably convert somebody who is calling on a sign or one of my online ads faster than you can. Not because I’m smarter, but because this is what I do for a living, I know how to do this stuff. So it makes sense. 
If it takes you one month longer to sell it than it does me, you’ve already lost $1,500. Does that make sense?
Seller: Yes that does make sense so I guess I’ll give it a shot. 

Joe: Alright, well why don’t we do this... I need to see the property anyway - I want to take some digital pictures and I want to get this blasted out to my email list as quickly as possible. Let’s meet at the house. Are you going to be over there this afternoon?
Seller: No.

Joe: When can you meet me there?

Seller: Tomorrow - I can meet you there. 

Joe: What time are you available?

Seller: Maybe at about five.

Joe: I can’t do it at five; can you do it like at six?

Seller: Okay I can push it back.

Joe: Actually at six I’ve got to drop my daughter off at dance. Let’s do 6:15, would that work?

Seller: I’ll give you a call. (Note from Joe: this comment was a big red flag – she is back peddling – her yes, may not be a yes).
Joe: So is this something that you are interested in?

Seller: It is something that I am interested in.

Joe: I can do it earlier if that would work?

Seller: Yeah, five would be good for me.

Joe:  I can’t do it at five but I could do it at four.

Seller: Okay let’s try for four.

Joe: Let’s do it at four and I’ll give you a call right before I head out just to make sure there are no problems. Do you have any other questions for me? Do you understand what is going on?

Seller: I don’t have any other questions right now. But I can meet you at the house. (Note from Joe: She still is uncertain EVEN after making an appointment with me – I do NOT want to drive to the house and not have her sign, so I double down to see if I can figure out the problem).
Joe: What is your biggest concern?

Seller: My biggest concern…

Joe: (speaking to the class) First of all, do you hear in her voice how uncomfortable she is with this?

Student Three: Yes.

Joe: If I take “yes” for an answer right now and hang up she may not meet me tomorrow.

Student Three: Right, for sure.

Joe: What is your biggest concern?

Seller: My concern is that I want more than one month’s rent if I’m going to give my house up to someone for 36 months and I’m not sure that I’ll be qualified to purchase my home. So I want…. I mean I know you are getting paid and I know this is what you do for a living but I want to be comfortable that someone goes into my house and they put some substantial amount of money down. Right now you are getting the bulk of it and I’m just getting two months’ rent and I have the… not the headache, but I have to deal with that tenant for another 36 months. I can’t sell my house because they are in it and I think that one month’s rent is not enough. 
Joe: So what are your other options beside this?

Seller: My other options will be just to…

Joe: Because I mean I don’t mean to be glib, but we all want more money. Everybody wants more money… the people who are buying want to pay less, the people that are being paid want to be paid more. We want to sell our property for more than it’s worth, but the people who want to buy it want to buy for less than it’s worth. 
We have to find something that is going to work based on what we can personally do. If you owned this property free and clear, you could go to a real estate agent and they could get it sold and you could go out and have enough money to buy the next property. That is a really nice situation to be in, but that’s not the situation that you’re in right now. So if you look at the situation and ask yourself, “what is my best outcome in this situation?” 
If I was a doctor that just diagnosed you with cancer and you say to me, “Doctor, what is my best outcome?” I would tell you what the outcome is. None of them are particularly good, but one of them is better than the others. What I’m trying to offer is something that is better than the other options that you’ve got. 

I’ve been doing this long enough to know that your options are limited and it’s not that I’m trying to take advantage of that. What I’m trying to do is say, “This is what I do for a living, this is how I get paid for it, is this fair to you and if not then you shouldn’t do it - but I also want you to look at your other options and ask yourself, “Can I do something better… can I do better than this?”
Seller: Yeah, but if that’s the case, than I could rent and get rent and a security deposit without tying up my home for 36 months.

Joe: Yes, renting is an option. Do you know the difference between renters and buyers? Have you ever rented a car?

Seller: Yes.

Joe: Did you ever take that car to the car wash?

Seller: No.

Joe: So do you worry about pot holes with a rental car?

Seller: No.

Joe: Have you ever worried about hitting a pot hole with your own car?

Seller: Yes.

Joe: Okay so do you see where I’m going with this?

Seller: Right.

Joe: So having a buyer for the property, having them invested, having them see that property as their home where you still have legal control over it, is a good place for them to be. Now I’m not saying that all people who rent-to-buy are going to take care of the property and keep it in beautiful condition, that’s not the case, but the likelihood is that they will and it’s much more likely that they would over a tenant. 
Your other concern is that you were afraid to tie the property up for 3 years. How long do you think it will take your house to go up in value? Do you think it will go up enough in value for you to be able to sell it with a realtor in a year and still walk away with some cash?
Seller: I don’t know, I don’t know. Maybe in the next three years probably.

Joe: The market is really soft and you know, eventually, it is going to go up, I am very positive about the market and where it is going. But for the next two or three years, I think we are still in a recession and I think it’s going to continue to stagnate for a while. We’re making these slow little moves forward in the economy and that’s great, but I think you’re going to be sitting on it for a while. 

Ultimately, if you renting or selling rent to buy makes the most sense, then it’s much better to have a tenant who’s going to be there for three years, rather than somebody who is going to be there for one year. 
I’m a landlord, I own a lot of property and if I can get a multiple year lease on a property, I’m much happier than if I get a one year lease. If I do, I don’t have to worry about it going vacant in a year and then having to find another person and having to fix up the property again and having to paint it and clean it up - because there’s always wear and tear on the property - and I don’t have to worry about any of that stuff because I’ve got somebody who is long term. 
Seller: Okay. Well I’ll consider meeting you.

Joe: Do you feel more comfortable about it?

Seller: Yeah…

Joe: I just hear it in your voice that you’re not convinced, that it’s not something that you’re really…

Seller: Well no it’s just something new to me and I think I’ve asked all of the questions that I can think of right now but maybe later I might have some more questions when I meet you.

Joe: So tomorrow at four o’clock.

Seller: Tomorrow at four.

Joe: And please give me a call if you can’t make it. Would you do me that? Let me give you my number.

Seller: Yes, I will.

Joe: Okay. I look forward to meeting you.

Seller: Okay.

Joe: (to the other student who was playing the investor previously) Sorry to steal that from you.

Investor/Buyer: Oh no you didn’t steal it. (then talking to the student who played the seller) So did this actually happen to you because she seems bitter?

Student “A” In The Class: I really can’t explain it any better than you just did. Hearing that dialogue was worth the cost of the entire event - just listening to him explain it like that. 

That is the whole gist of making this work and making these people feel comfortable on the phone and getting them to understand what you’re providing them is the best option and that’s why I’m here - just to hear that.

Joe: I don’t do this role playing in class very often.

Student “A” In The Class: That’s what I’m saying, that was great. Thank you.
Joe: The thing that I was doing, I kept going back to what she needed, I kept listening to her. My goal in that conversation was that there is a problem here and she knows there is a problem. She’s skeptical; I’m just some dude that called off an ad she placed on craigslist. She doesn’t know me from Adam, so I need to help her understand , first of all, that I know what I’m talking about and that I’m listening to her so that I can hear what her problems are - so that I can solve those problems. And what do you think, do you think she was going to show up at our meeting?
Student “B”: Yes, you helped her process her options down to the truth.

Joe: Yeah.

Student “B”: She wasn’t there at the beginning. And now she’s down to the understanding that she doesn’t really have any options.

Joe: Right. She doesn’t have any options, that is her problem – and it’s the problem of the majority of FSBOs. And if she decides not to show up, it’s because she doesn’t trust me, NOT because she doesn’t know what her options are. Alright.
Why don’t we do this, I want to break up into groups of two - with somebody you didn’t come with, with somebody who you don’t know. And one of you is going to be the buyer and one of you is going to be the seller and then we’re going to switch and then you’re going to do it the other way and then we are going to come back. Before we do that though, does anybody have any questions about this and what they’re supposed to be doing? Is it clear? Did I explain it well enough so that you know what you’re supposed to do, do you understand the concept here?

Student “C”: In terms of following the script exactly I’ve been calling and asking about the property first and then saying well I’m an investor you know. Should I just jump straight into the would you consider renting?

Joe: Why do you care about the property?

Student “C”: I feel like it gets them talking and I get to hear a little bit about what they have, what they think it’s worth, how much they owe on it. It’s just in the opening of the conversation I explain to them that I’m a real estate investor but I usually… I just started asking about the property or is that just a waste of time?
Joe: It’s a waste of time.

Student “C”: Okay.

Joe: Just cut to the chase. You don’t know what they need or what they have, you don’t know anything about that stuff so tell them the basics of what you do using the script. The way it’s written is as a hook that shows I’ve got a solution for your problem are you interested? 
And then if they say “no” - then you’ve got to find out why. So maybe we should have had that conversation where they say “no, I’m not interested” and then the next question that you ask is, Why not?” 
And then you find out what the problem is - because the only way that you’re going to be able to educate them, to help them is by helping them come to their own conclusion. You can’t tell them anything. And if you do tell them something like, I don’t know if you know this or not but 95% of all the “for sale by owners” on Craigslist do not sell – they won’t believe you. You need to find out what the problem is and you need to help them come to their own conclusion about how this is going to work which is what I was trying to accomplish with that conversation.
Student “C”: What if you are talking to somebody who is already advertising his rent to buy or for rent? 

Joe: Then they’re ready to go. Now it’s just a matter of whether or not they want to work with you. Are you credible, are you competent, are you someone they can trust? Why?
Student “C”: Can you expand on that? 

Joe: Yes, it’s what you do for a living.

Student “C”: Right.

Joe: Why are you better than they are?

Student “C”: Because I’ve got an internet marketing system and I do this for a living.

Joe: You got it. You’ve got a list of buyers already. What are they doing? Trying to find Buyer. If they had a buyer, they would not be advertising. So they need a buyer. You’ve got buyers. It may not be the exact buyer…
Student “C”: If I have buyers then why do I have to advertise and put signs up? I mean why don’t I just bring the buyer to them…

Joe: Because that is how you build your list and you also know that people call on signs. You also know how to convert these buyers. Because it’s not just about finding buyers, it’s about converting buyers and making sure that they understand…

Student “C”: Will any of the buyers who respond to your ads buy the house they responded to?
Joe: Very few. You know - if you talked to any realtor and ask them, “Why do you advertise houses in the Homes and Land Magazine, why do you advertise them on Craigslist? Is he going to tell you, “Because I want to sell that particular property?” 
That is what he’s going to tell the home owner, but what he’s really doing is trying to get buyers to buy other properties that he’s got. It would be great if they bought the specific property you advertised, and that, by the way, is what a realtor calls a “me-me” where he gets both sides of the commission. That is wonderful, but it doesn’t happen very often. 
Usually the person who calls on an ad buys another property. They are lead generators for realtors. So they’re not really selling your property. What you want is a realtor who understands marketing and will create lots of leads so that when he has a property to sell, he can do an email blast out to those people and say, “hey I’ve got a new property. Here’s a picture, here’s the price, and I’m sending this out to 632 other people so act quickly - and maybe, one of those people will buy it and maybe they won’t. 
But if they don’t, you’ve got all this other marketing going on at the same time; the internet marketing, the Craigslist marketing, all the other things that we do, the organic marketing that we do, all of the proprietary internet stuff (call it proprietary because, if they ask you what you do you need to make sure you use the term proprietary – that means secret and that nobody else has it). We have special software and websites set up that we use to bring in buyers that they only need to know we have – they don’t need to know where it is or how it works – only that it works better than anything anyone else has. If you pull back the curtain too much, you lose the sense of magic.

The type of advertising that we do, this is how we work and this is how we make our money and because we have these people coming in, that’s what makes us effective - that’s what makes us more effective than you. On average, I can sell a property 30 days faster than a homeowner can, which means if there’s a $1,500 rent, then I just made you $1,500 that you would not have gotten otherwise.
Student “C”: Just going back to this question real quick. If somebody is already advertising it as rent-to-own or there is already some sort of I’d say middle man or somebody kind of doing something similar to us, but we have somebody interested in that home, how does that work as far as your fee? Do I have to give up some of my fee to them?
Joe: Do you want to give up your fee?

Student “C”: Well no.

Joe: Okay. Are they having success with it?

Student “C”: Well what’s your point?
Joe: So tell them, “What you might want to do is try it on your own for a little while and then, if it doesn’t sell, we can help. But here is what I do and here is how I do it and here is how I work. 
If you start giving up your money, you’re not going to make any money. So don’t take deals that you can’t do and if you’re clear with people and help them understand what you are doing, they may not want to work with you. But if they understand what their options are and if they really think that they can do it on their own, then more power to them because I understand wanting to save money. That makes sense. But I also know that sometimes, a seller trying to do it himself doesn’t save as much as they might think, because time is also money. 
The amount of time it takes them to talk to people and show the property and do all of that stuff takes time – and it will take them MUCH more time than it takes you, an expert, to do it. Plus, there is more calendar time where it takes more days to sell it if you don’t have an infrastructure in place that is ready to go to do this. 
On a day to day basis this is what you do and for the seller, it is probably just a part-time thing. They don’t put their focus on it because that’s not where their focus is. But maybe it should be because it’s going to cost them a whole lot of money by not getting it sold. 
Anybody else have questions about how to talk to Sellers?

Seller: I have a question. I had a call the other day where the respondent with the auto-marketer and I got their number and I called. I guess the guy just wanted to know how the lease option works. So I found myself giving him all of this information of how it works. He asked how I get paid. Really he was controlling the conversation, he was asking all of the questions… which afterwards I realized I was wrong. But then he said, “Well this is not going to work because his house is an $800,000 house.” And that was the end of my call. I said okay thank you.

Joe: So why did he think it didn’t work?

Seller: Because he said he believed that the lease option would not work on an $800,000 house -because he thinks that I would not be able to find someone who could pay the monthly. He didn’t say what the monthly was, but he just told me how much the house was worth.

Joe: I can tell you that we won’t find anybody who will pay more than market rent - which is going to be less than the mortgage if he has it financed. So if that’s what you’re talking about, then you’re correct, but if you’re willing to take market rent for it, then I can do that; that’s not a problem. So it will take a little bit longer to sell a more expensive property, but it’s a property just like any other. I don’t care if the property is $5,000 or $5,000,000, it’s the same type of thing. There are always people that can afford higher monthly payments who may not have the credit or desire to be able to go out and get a bank loan. What are your options right now? Do you know what you’re going to need to do to get it sold? What other options do you have?
Seller: Well I’ll just stay in the house until I can find someone.

Joe: So there’s no reason that you have to move, you would just like to move?

Seller: Yeah.

Joe: You’re not being transferred, you’re not upgrading or downgrading, or what are you doing?

Seller: Well basically he was just saying that he has time.

Joe: Why?

Seller: There’s not a rush, but when he told me it was $800,000 I just kind of ended the conversation there because in my mind I just…

Joe: You’re intimidated by $800,000.

Seller: Yeah.

Joe: It doesn’t matter if it’s $8,000 or $800,000. It doesn’t matter. You need to find out what his problem is and what kind of solution you’ve got and what he is trying to accomplish. If you don’t know what he’s trying to accomplish then you can’t help him - period.
Seller: So then the better thing then is when you have a call and someone says “no, its $800,000” the question should be, “What are you trying to accomplish?” Should I follow up with that question to them?

Joe: First of all I’d tell them that the price is not a problem. Why do you think that would be a problem? And then after he told me, I would ask him, “What are you trying to accomplish? What’s the end goal? What’s the best case scenario for you? What’s the worst case scenario? What happens if it doesn’t happen?” Then you are going to start finding the pain and that’s what these pain questions are about. You need to ask the pain questions, not always because you necessarily need to know the answers, but you need him to articulate them. Because when he articulates his pain, he feels it more deeply – and you will be able to give him a solution designed to ease his pain.
Seller: So in the conversation, should I even ask how many bedrooms and baths…

Joe: No.

Seller: No?

Joe: No, you don’t care.

Seller: The monthly payment.

Joe: You’re going to need to know that to figure out what market rent is vs. his payment – does he have a negative or positive cash flow – both work, but one is easier to sell.

Seller: Okay.

Joe: Let’s say the rent is for $3,000 or $3,500 a month. He’s probably paying $5,000 to $6,000 a month for his mortgage payment, depending on how much he owes on it. So you need to know if he’s going to have to take a negative and is he capable of taking a negative. You need to be in charge of the questions and find out what’s going on because if he just asks you a bunch of questions and says “no, that doesn’t work for me” you just wasted a bunch of time.

Seller: Correct. Yeah. Sure did.

Student “A” In The Class: So the basic formula is, when you get a question you answer it – as you said - short and to the point - answer the question, regain the control of the conversation with another question of your own because you need to find out what is really going on here, and that’s the formula regardless. 

Joe: Correct. Yes, once you know what the problem is, then you’ve got to think through the process and ask them questions that will help them come to their own conclusion. Because if I ask you pointed questions, it’s probably more likely that you’ll understand.

If I tell you that 95% of people don’t sell who post on craigslist, you are less likely to believe me than if I ask, “do you know how many people sell their property on Craigslist?” And then they’ll say not really. So you can tell them because you are an expert that they just consulted -  “I’ve got a statistic that says 95% of the people who try to sell their home on Craigslist don’t succeed.
Student Six: Is that true?

Joe: Yeah.

Student Six: Where did you get that?

Joe: Well I extrapolated it. I did it based on the National Association of Realtors statistics that say that 85% of for sale by owners don’t succeed. I added 10% because of the current market. So it’s a real statistic from a reliable source. 85% of for sale by owners do not succeed and they either take their house off of the market or they list it with a realtor. So those are real numbers, national numbers. 
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