Eight Steps of the Investment Appointment
	INTRODUCTION PHONE / FRONT DOOR
	1.  Building Rapport – People do business with people they like.  No selling here.  Remember, people tend to do business with people they have something in common with.  The approach here is “I am not sure I can help you or not.  Let me find out more about your situation and see what I can do”.

	
	
	        (Phone)

· Ask questions

· Listen to the answers

· Don’t be in a hurry

· Be genuine and concerned of their problem.

· Discount Statement – What we do
	        (Front door)

· Ask questions

· Learn about the seller, the house, and the neighborhood

· Don’t be in a hurry


	KITCHEN TABLE
	2.  Establish the Process – What do you want to accomplish in our time today?  If they bring up money, acknowledge it, but do not elaborate.  Discussing the detailed money issues will come at step 5.

	
	
	· I am here to help you

· I need to have a full understanding of your situation, do you mind if I ask you a few questions?

· We may discover that we may not have a solution for you.  If that were the case, would you be comfortable saying “No”?

· This month we will look at 60 or more houses, but I will only buy 5 or 6.


	KITCHEN TABLE
	3.  Find the Motivation– The real motivation for selling.  The Compelling Emotional Reason

	
	
	· Tell me about your house
· Why are you selling?
· Why did you call me?

· Why aren’t you selling through a RE Agent?

Tell me More…

· Earlier you mentioned (BLANK)… Can you be more specific?
· How long have you had this issue?
· How does that make you feel?
· What are you hoping I can do?


	WALK THROUGH
	4.  Walk Through the House – Make sure the seller goes with you

	
	
	· Let’s look at your house
· Ask Questions.

· Don’t criticize OR compliment the house.

· If the seller sees that you discover issues, don’t feel the need to go into detail about them 


	KITCHEN TABLE
	5.  The Solution – Back to the Kitchen Table. .

	
	
	· Let’s go over what we discussed earlier.  You mentioned you have an issue with (PAIN).
· When we spoke earlier, you said you needed ($$$).  Where did you get that number?
· I have to ask you… What happens if you cannot get ($$$)?
· OK.  I haven’t ran my numbers, so I don’t know what I can offer you yet. 


	KITCHEN TABLE
	6.  What Is Their Decision Process? 

	
	
	· Are you the sole decision maker in selling the house?  Is there anyone else involved in making the decision?
· Review:     If I understand you correctly… (Decision Process)
· Have I missed anything?

· What happens next?

· I need to go to my car and work up some numbers.  After I present my offer, what happens next?     Wait for response


Go to your Vehicle, or not.
	KITCHEN TABLE
	7.  Present the offer 

	
	
	· Review:  Let’s make sure I understand  (Decision Process)
· In order to do all of that, I am willing to offer you ______.  

· Remind them of the benefits of selling to us directly
· IF they want to think about it…I appreciate that you want to think about my offer, however I can only buy a set number of houses this month.  My offer today might not be good tomorrow if I buy a house between now and then.  I would like for that house to be yours.

· IF they don’t automatically answer, ask …..So what do we do now?

· IF your offer is going to be considerably low, say I wasn’t able to come up with an offer that will give you what you need.
· Make them ask for the offer
· Then, give them the offer and DO NOT TALK.  Say nothing.


	KITCHEN TABLE
	8.  Solidify the Decision – After they sign the contract

	
	
	· Explain to them the next steps


