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FSBO 
Conversation Advancers 

 

Remember to use the Conversational Sales Approach to ALL Objections 
Close for the Appointmen – PG.11  

 
“I’ve gotten dozens of calls… why are you calling me?” 
You get lots of calls? Good for you! I’m calling because I sell houses and you have a house 
for sale. Are you cooperating with agents? Yes. Great’ ...[Resume with FSBO script] 
 
“All of the agents that call say that they have a buyer. Do you?” 
[Name], I do work with lots of buyers and sellers, too. Right now I don’’ have a buyer in 
this range. Why did you decide to try to sell the home yourself rather than list with an 
agent? [Resume] 
 
“I’m willing to pay 3% if you bring the buyer.” 
Let me ask you Mr. Seller are you telling this to all the brokers who are calling? Yes I am If 
you knew that by hiring me you would have more buyers working for you to get your home 
sold would you then hire me? Sure but that wouldn’t happen. Let’s pretend you have a 15-
year-old daughter and it’s her birthday next week and you want to have a really nice cake 
for her party. Can you imagine that? Sure. So to get the best results maybe you go to 6 
bakers and say “My daughter is having her 16th birthday party next week and I want a 
gorgeous cake. Now you six bakers get to work and the one that shows me the most 
beautiful cake next week will earn my business.” How many bakers do you think are going 
to roll up their sleeves and start working for you? None. It’s the same here. You’re saying 
whoever does the best job that’s who I’m going to pay. So therefore no one is going to work 
for you. Especially when we have other people who have hired us and we want to keep our 
commitment to them. 
 
Interesting. On the surface that sounds like a good business decision, doesn’t it? I mean it 
would be great if that would really work for you. However, do you realize that you’d be 
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paying an agent like me 3% to actually negotiate against you? [Law on agency says that as 
the agent for the buyer my first duty is to represent the buyer and not the seller.] 
Now, aren’t you really looking to sell your property at the highest fair market value? And 
to net the most money possible, correct? Fabulous because that is the goal that I have for 
my clients, too. [Close for appointment] 
Or 
I’ll really appreciate the offer and I’ll definitely keep your home in mind. So when tell me 
what will be different about the next home you’ll be buying? (Continue on with the 
conversation) 
Or 
Wow what a fair offer. Did you know that there are more than XXX homes for sale in our 
MLS today? And they’re all paying 3%, can I tell you the truth about how most agents 
work? If an agent sells any of the homes in the MLS they get paid 3% and there is a listing 
agent representing the seller helping them put the deal together, keep it together, and 
close. So if they sold your home they end up doing twice the work for the same amount of 
money ... so where do you think most agents will bring their buyers? You do want top 
dollar right? Then lets get together Tuesday at _____ r does Wednesday at ____ work 
better for you? 
Or 
I’m not going to insult your intelligence and tell you I have a buyer because the truth is I 
don’t have a buyer, nor do any of the agents that you have talked to; otherwise your home 
would already be sold wouldn’t it? I’m calling you because I know exactly what to do to 
find a buyer for your home and I know how to close that buyer and get your home sold. All 
I need is 15 minutes of your time – CLOSE’ 
Or 
I appreciate you only want to pay what’s necessary to get your home sold and you sound 
like someone who understands the value of strong negotiators right? What would you say 
to having me come over and show how I net my sellers 3.1% more than the average realtor 
and knowing you can sit back, relax, and let me do the work required to sell your home. 
Would today at 3 or tomorrow at 4 be better for you? 
Or 
Close with – Great I hear you saying you want to maximize your profits, my track record 
justifies you hiring me or do you want to bear all the expense, spend the time needed and 
potentially lose money in the end? DO you have your calendar handy? 
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Negotiations 
I can negotiate on your behalf much more effectively than you can for yourself. May I 
explain? When you attempt to negotiate the sale of your own home, you are emotionally 
involved. When I represent you I am professionally involved’ Doesn’t that make absolute 
sense to you? [Close] Real estate agents usually will hire another agent to handle their 
personal negotiations for them. There is an old saying - “Every time you negotiate for 
yourself money will fall out of your mouth’” Shouldn’t you be doing what the pro’s do for 
themselves? Most people cannot negotiate for themselves nearly as well as a third-party 
professional like me’ [Close] 
 
“All of the agents that have called me ask the same questions…” 
You know, [name], it’s like going to the doctor’s office. They will always take your 
temperature and your weight and blood pressure. It’s the same thing in my business. 
There are certain things that good agents need to know in order to benefit you’ So if you 
were to sell this house, where will you be going next? [Close] 
 
“I like another agent; I have someone I’ll list with…” 
It makes no difference to me. I just want to make sure you’re sure you are making the most 
informed decision possible. If you are going to sell your home in today’s market, it’s 
critically important that you do look at the different marketing approaches so that you get 
the most money possible. [Close] 
Or 
Terrific most everyone does. So even though you have a friend in the business you’ve 
decided to sell on your own because you feel it is the best thing you can do for yourself 
financially right? I’m curious if you find a buyer on your own does your friend make any 
commission? And your friend is ok with that because they want you to do what is best for 
yourself doesn’t he/she? In that case if there were a significant advantage for you to list 
with me your friend would probably be ok with that too. Do you have your calendar 
handy? 
Or 
If you’re like most people you’ll value a second opinion – when could we get together? 
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“I can sell my own home…” (nasty seller) 
I’m on track to sell 45 homes this year. How many homes have you sold? [ Resume] 
 
“That is a lot of money…” 
I agree with you $______ is a lot of money. However, when people attempt to sell their 
home privately they can lose much more that that, By Owners sell for only 85 cents on the 
dollar. Because you don’t know my business [I mean – how can you be expected to know 
this huge industry?) ...you cannot know for sure how a legally binding contract will affect 
you or the check you hope to receive at the close of escrow. 
That’s not your fault (again, how can you know my entire business) many real estate 
agents don’t even fully understand the X Page contract or how each one of the XX 
paragraphs can cost you money’ [Close] 
 
“We’re running an ad & we’ll wait for a couple of weeks…” 
Ouch, [Name] this is important. Your selling this property right now on your own could be 
the last thing you’d want. May I explain? If you enter into a contract with a buyer you’re in 
danger of going into a legally binding transaction blind. For Sale By Owners feel 
comfortable working with me because they know that when they list with me they are 
protected. The sooner we get together the sooner your home will sell. [Close for 
appointment] 
 
“We have someone interested…” 
Excellent and that’s exactly why we should meet now can I explain? Imagine you are a 
serious buyer and the home you want to buy will soon be exposed to thousands of buyers 
(that’s what happens when you list with me) and real estate agents would you be more or 
less motivated to make an offer? Let’s simply set an appointment, that way you can tell 
that interested buyer today and let them know that you will be listing the property and if 
they are serious they will bring you an offer right away so you don’t waste any more time. 
Do you have you calendar handy? 
 
“All you do is put it MLS and a sign in the yard…” 
Qualified agents like myself do much more than just bring a buyer in the front door. In 
fact, that is when my work really begins’ Negotiating your best deal, managing the entire 
transaction making sure that you know the impact of each of the XX paragraphs 
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in the purchase contact making sure that a buyer doesn’t tie up your property for weeks or 
months or back out of the transaction at the last minute and you as sellers have no 
recourse’ [Close for appointment] 
 
“We’ve sold properties on our own before ...It’s easy” 
I understand that it looks easy from the outside. The two questions for you are: � In 
today’s marketplace, are you going to net the most money possible or will you 
actually be giving money away by selling it yourself? And � Are you adequately protected? 
I don’t know. Wouldn’t it be of benefit for you to know? My thought is let’s take 15 minutes 
and find out’ [Close for appointment] 
 
“All you agents are the same” 
Do you know that 85% of all agents quit the business after only two years? If it were an 
easy business, they certainly would not quit’ In fact, real estate selling is a tough business 
and there are many little details that will either put money into your pocket or take lots of 
money out’ I understand that you have sold a property before It is possible to sell real 
estate on your own – as you are trying to do. 
No question about that’ Let me show you why my results are so different [Close for 
appointment] 
 
“I don’t need an agent, I don’t want/can’t afford to pay a commission…” 
I hear what you are saying and it sounds like the price and your net are really important to 
you. If there were a better way to get this home sold wouldn’t you at least want to know 
about it? Let me stop by for 15 minutes and I’ll show you what I will do that will benefit 
you financially and at the end of the meeting you can simply say yes or no fair enough? Do 
you have your calendar handy? 
Or 
It’s not a question of whether you can sell it, because sure you can. The question is “what’s 
the best way for you to do it.” Give me 15 minutes ... 
 
“I to wait for a few weeks, I want to try it on my own for a month etc.” 
Absolutely timing is important isn’t it? Regardless of whether we meet now or in 2 weeks 
or in 2 months is it fair to say your primary goal is to net the most money possible? And if 
you were as convinced as I am that hiring me would help you accomplish that goal it would 
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make sense for us to meet sooner rather than later right? Do you have your calendar handy 
... “ 
Or 
I can appreciate your feelings – if you knew for an absolute fact that waiting would cost 
you 1,2, or even 3 percent of the sales price would it make sense for us to get together and 
show you how we can sell your home and net you the most money? Prices have gone down 
X% in the past X months and with our huge inventory we expect this decline to continue – 
can you afford to wait? Do you have your calendar handy? 
 
“Closing on Liability” 
The biggest benefit I can bring to you is absolute peace of mind. May I explain? Typically 
FSBOs cross their fingers passively market their properties to only a few people negotiate 
blindly and hope that escrow will close without any major surprises’ And when it does, 
then you are free to move on, right? Wrong’ Right or wrong dissatisfied buyers can come 
back to you for what they perceive as “damages”. Legally, the cost of defending an innocent 
position is at least $10,000. Believe me it happens every day’ That is why I carry insurance 
in the amount of $1,000,000 to protect you so that you can move on with peace of mind’
 Would you like to feel safe and move on after the sale? Great’ Let’s get together on 
______ @ ____? [Close for appointment] 
 

Closing on Safety 
One of the biggest benefits to you is that when you list with me your family will be 
protected. May I explain? A licensed real estate agent will accompany each and every 
buyer that enters your home. All buyers will be qualified and are serious about buying a 
home perhaps yours’ Contrast that to you or your wife letting in compete strangers into 
your home. Perhaps their motive is to buy your home or maybe something far worse. I 
don’t know and you don’t know’ In any case, when you list with me that problem will 
completely disappear and your family will be safe’ Won’t that make you feel better? 
Naturally you’ll want us to get together soon so you can make a good decision. I’ll be in the 
area all this week would Monday or Wednesday be better? After 5:00 or before? [Close for 
appointment] 
 
Closing on the Contract 
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The contract that we use is XX pages and it takes most professional real estate agents a 
long time to understand it thoroughly. The question that you need to ask for yourselves is 
“How can you be sure that once you sign on that dotted line and commit your home and 
equity to a legally binding contract that you are doing what is best for you and your 
family?” 
Who is going to be on your side? In my case, with XX years of experience behind you I can 
make sure that your equity is protected? You see, it is the little things in the contract that 
can add up to big bucks out of your pocket’ My clients look at me as the protector of their 
equity. Isn’t that what you need at this time? [Close for appointment] 
 
Closing on Ad Response 
So far, your only response has been from agents calling you on the phone, right? Any offers 
yet? [No] Good’ You see your worst nightmare right now would be for you to sign a 
contract – to commit yourselves – to a legally binding agreement that you do not fully 
understand’ One of the biggest benefits for you is that I have the ability to expose your 
property to thousands of qualified buyers instantly’ Instinctively, you know that the more 
people who look at your house, the more money you will net. You don’t have to hire me yet 
if you want maximum profits and exposure we are the obvious choice. Does ______ @ 
______ work for you? [Close for appointment] 
 

Closing on Serious Buyers 
Serious buyers don’t usually look in a classified ad to buy their home. May I explain? Most 
buyers know that since the sellers pay the real estate fee buyers are free to hire an agent – 
like me - who can look over thousands of available properties for just the right one for 
them. Usually FSBO’s attract the leftovers who are looking to steal a property’ [Name], 
when you list your home with me you will achieve your goals and get top dollar for your 
home. That is what you want, isn’t it? Great’ Are you familiar with the methods that I use 
to sell homes? [Close for appointment] 
 

Closing on I don’t trust any agents. 
I completely understand that one’ (You should feel sorry for me) Could you imagine 
working with them like I have to every day? Let me ask you a question. You had a less-
than-positive experience with another agent, right? Here’s the good news not all agents are 
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bad’ In fact although you had a bad experience before many agents are professional and 
extremely good’ My clients would if you were talking to them highly recommend me to 
you’ [Name], after you meet with me you will instantly feel better about your decision. It is 
very common for people to be hesitant after a bad experience. But selling your home 
doesn’t have to be negative. In fact my clients tell me they felt safe, secure and well 
represented. [Name], the sooner that we get together, the faster we can get your property 
sold and you can move on with peace of mind’ Isn’t that what you’re looking to do? 
 

Closing on I had a bad experience. 
I apologize – let me show you how to balance that bad one with a great experience. [Close 
for appointment] 
Or Let’s pretend here. Have you ever taken a flight and had a bad experience? Sure I had 
a bumpy plane ride 
Let’s take a scenario that I am going to blow out of proportion for effect here, You were 
flying to Chicago and the plane was late, it was a bumpy flight, they ran out of food, and 
they lost your bags – that’s bad right? Yes 
Now you need to get to California (or New York) would you walk or would you fly? I’d fly 
Why? Because you know the plane is better than walking. It takes less time and costs less 
money that the food and hotels would cost along the way. My point is, just because you 
had a bad experience, you may never fly that airline again but you still see the value f flying 
right? Yes 
What I’m saying is don’t lump all realtors together because you had a bad experience. Does 
that make sense? 
“I’m getting lots of activity now…” 
Nobody brought me a buyer when it was on the market but now, I get 10 or 15 calls a day 
so just bring me a buyer’ I don’t need to list it everybody has buyers’ Yeah’ You know, it’s 
kind of interesting you’re right everybody is calling you and they all have buyers ready to 
buy your home, right? Now, how long was it on the market? [3 months 6 months] _____, 
do you ever think that if all of these people have all of these buyers ready to buy your home 
today where have they been for the last few months while your home was for sale? 
 
“All of a sudden all of agents say they have buyers…” 
You know, [name] I’m glad that you brought that up because every For-Sale- By-Owner 
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tells me the same thing. Can I tell you why all of these agents are calling you? Statistically, 
[name] when you put your home up for sale privately less than 2% of the time they sell and 
98% of the time, they do not sell. These agents are calling you because they figure that you 
are not going to be able to sell your home privately and they will end up listing it. So they 
want the listing’ Now instead of coming right out and telling you that they want your 
listing, they are telling you that they have a buyer for your home is that right? Now let’s get 
real for a moment’ If they had a buyer for your home this conversation wouldn’t be taking 
place right now, would it? 
 
“One agent said that he is bringing me a buyer soon…” 
Interesting’ And I guess that if it is sold by [2 days from now], he had a buyer. Now, if we 
were in the business of betting I think that we’d be betting against it’ Okay? 
Realistically that’s what agents will tell you to get their foot into your front door. I 
don’t have somebody ready to buy your home. I’m calling about getting it listed so that you 
can get it sold and move to ____ which is where you want to go, right’ 
They "re looking for the back door in ...and hoping to finesse you into listing your home 
once they get there all under the pre-text of having a buyer. Do you want an agent that 
plays these kinds of games or an agent – like me – who will tell you the truth? [Close for 
the appointment’] 
 
“I don’t see the difference between you verse another agent…” 
Are you Familiar with the difference between an Active Agent & a Passive Agent? Knowing 
the difference might save you quite a few thousand dollars ...May I come by and show you 
the difference? Would you want to sell your home below market value? How are you ever 
going to know if you don’t properly expose your home to the market? You see if it were just 
about signs, advertising and the Internet there wouldn’t be Realtors. Part of the value we 
bring to you is the ability to properly expose your home to thousands of qualified buyers. 
Since you do not want to sell your home below market value let’s get together and I will 
show you how to expose your home to the market place. [Close for the appointment’] 
 
“I don’t think buyers need real estate agents… 
Do you know that 98% of all buyers use a real estate agent? They know that they will be 
exposed to all of the thousands of homes on the market and that they will be properly 
represented That is also what most For- Sale-By-Owners find, as well. Can I come by 



est. 2009

YOUR

COACHING

MATTERS

	  

	  

	  

and show you why 98% of all real estate is transacted through licensed agents? 
[Close for the appointment’] 
 
“The market is so Hot’ I can save money by selling it myself…” 
No question that you can sell it yourself. And the only issue for you is will you be leaving 
money on the table by doing all of the work yourself? May I explain? The market is 
changing so fast that you could be off by 2 or 3% and not even know it. But, as a real estate 
professional I know the market. I will know which homes sell with multiple offers for more 
than list price. Being out of today’s market pricing you won’t know that and it will cost you 
money. In actuality, not only will I expose your property to thousands of qualified buyers 
and professionally represent you during the transaction I will make you more money at 
closing Essentially, I’ll do all of the work for free’ To net you the most money it is 
important to you that we must get together soon’ Let’s see what the market will really 
bring for your home’ 
[Close for the appointment’] 
 

 
Closes For the Appointment 

 
What I’d like to do is to take 15 minutes to show you what it will realistically take to sell 
your home to show you what you will actually net at closing and let you decide so that you 
can make the best decision for you and your family. Would the first part of the week be 
better? Before 5:00 or after? 
Selling your home yourself creates the need for us to get together. Let’s see how I can 
benefit you and let’s get together on _________ at _______. _______. 
Many times people feel nervous just before they set an appointment with me then they see 
that it benefits them so it’s normal let’s get together on ______ at ______. 
Selling your home yourself, [name], is hard work. That’s why you’ll want to see me soon 
about getting it sold. Let’s set an appointment so I can help you. 
Having your home on the market by owner for ____ weeks now forces you to see why you 
should make an appointment with me to list your home. When would be better for you 
______ or _______? 
_______, let me ask you a question and please be honest, okay? Great’ If I sold your 
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home in the next 30 days and will net what you need to in order to move on would that 
pose a problem for you? Terrific’ In that case, doesn’t it make sense for us to meet ? 
_______, when you hire me I know that you’ll feel comfortable that I will sell your house 
and get you the highest fair-market price and peace of mind. Isn’t that what you want? 
Let’s get started’ 
When I come out on ______ and you feel comfortable hiring me will you be in a position 
to list your home with me? Great’ 
 
_______, my presentation takes no more than 25 minutes and I can show you the 
benefits for you and your family. What time on __________ will work the best for your 
schedule? 
That’s exactly why you need to meet with me’ Can I explain? 

 
 


