
The Conversation Condensed:

Step 1 – Build Rapport

Thank you for inviting me over, Mr/Mrs Seller. Can you show me around?

Step 2 – Upfront Agreement

Where is a good place for us to sit so we can discuss this through?

Mr. Seller, I don’t know if what we’ve discussed is going to make sense for either one of 
us, but if we talk things through and you determine it’s not a good fit for you, will you 
please be straight with me and just let me know before I leave?

On the other hand, though, if what we talk about does make sense to you, and it’s a 
good fit, will you let me know that as well?

Just so you know, I’ll extend you the same courtesy. I promise to let you know when 
we’re done today if I want to move forward or not. All I ask is that you do the same. Is 
that fair?

Step 3 – Establish the Seller’s Motivation

So what were you hoping I could do for you here today?

Great, in order for me to do that for you, I have a series of standard questions I need to 
ask you. I read them right off this paper to make sure I don’t miss anything. I don’t want 
to forget something that might cost you an opportunity or cost you some money. Is that 
okay?

Step 4 – Money

So, what do you want for your property again?

Got it. So what were you realistically expecting to get?

Step 5 – The Terms

I don’t know if this is going to makes sense to you or not. Quite honestly I don’t even 
know if I could do it, but what if I were to make payments for a period of time and at 
some point down the road I completely cashed you out of the property? Is that 
something we should even talk about or probably not?
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