1.
Pull FSBOS from Zillow, forsalebyowner.com, byowner.com, etc in each zip code

2. 
Call the Sellers directly
4.
Send out FSBO First Packet
5.
Follow up on letter 2 days after sent.

6.
Use follow up program until listed or sold.

FSBOS must be given the opportunity to sell themselves.  Once in awhile you will find a FSBO that will list right away, but 99% of the time they need to try it themselves.  Always be the helpful Realtor that is not pressuring them for the listing.  When you talk to them DO NOT talk to them about listing unless they bring it up.  Always talk in terms of what can I help you do now.  Talk about the house they are going to buy, their advertising, the market, etc…Anything except listing their house.  When they are ready they will bring it up.  If they bring it up then they are thinking about it, even if they say they are not. They wouldn't have brought up the subject if they weren't thinking about listing.  Be careful at this point, not to much pressure.  Start talking about your buyer activity and sales activity.  It may be another week or so, call them everyday at this point and be sure to speak to them.
Persistence and consistence is the name of the game with FSBOS.  It is a TIME thing…period.  All great agents that work FSBOS know that time is what seperates the best agents from the average agents.  They don't give up, they stay with them.  The average agent will call on a FSBO maybe at the most 5 - 6 times.  FSBOS know how to blow off an agent by that time.  They will tell you anything to get you to stop calling, such as; "We already have an agent", "We will not list no matter what", "We don't have to sell", "We have a friend or relative in real estate" and many others.

These are all diversions!  The best will stay with them no matter what!  You can answer every single objection with "I understand" but you will still keep them in the program and follow up no matter what!  Your persistence and consistency will PAY OFF.

Most agents use the very old "I may have a buyer" line.  Do you know how many times a FSBO will hear that?  DO NOT lie to them, if you really have a buyer that may really be interested in their house and you can get a one party listing great, but do not lie to them.

TIME IS ON YOUR SIDE IN MOST CASES!!  DEVELOP YOUR PROGRAM AND STAY WITH IT NO MATTER WHAT.  IT WILL WORK IF YOU DO.

THIS PROGRAM DOES NOT ENTAIL A LOT OF MAIL, LETTERS, FANCY KITS WITH FORMS, CONTRACTS, ETC.

IT DOES ENTAIL EFFECTIVE FOLLOW UP BY PHONE THAT INCLUDES PERSISTENCE AND CONSISTENCY.  THIS IS WHAT WILL SHOW THE FSBO THAT YOU ARE DIFFERENT AND THAT YOUR PERSISTENCE IS WHAT CAN FIND THEIR BUYER.  YOU CAN ALWAYS BE REMINDING THEM OF THAT PERSISTENCE.

FSBO SCRIPTS AND DIALOGUES
1.
Initial Call: 

Hello, is this the owner of the home in the paper or (is this Mr./Mrs. ____________)?

My name is ________________ with the John Cremer Real Estate Team at Five Star Real Estate.  I realize you are trying to sell your own

home and I respect that.    I am not calling to try to list your home.

I just have a couple of quick questions I'd like to ask you, and in return I will give you a package of valuable tips that will help you sell your own home, do you have about 60 seconds?

USE THE FOLLOWING SCRIPT POINTS FOR FOLLOW UP 

 AFTER MAILING 
2.
Hi, this is                              with the John Cremer Real Estate Team at Five Star Real Estate., did you receive the package of information I sent you?

If NO: You should be getting that anytime now, there is some very good information in there that will definitely help you.  Let me know if you don't get it, ok?  My number is                   And my name is                  .  Have a nice day.

If YES:  Great, have you had a chance to look at it yet?

If “NO we haven’t”:  May I ask when you will?  (Then Listen to them and let them talk.......) Great I'll call you back after that to make sure you understand everything.  Have a nice day.

If “YES we have”: Great, is there anything in there that you would like me to clarify or go over with you?  If yes, try and make an appointment to see them.  If no; Let me ask you, does my program seem fair to you?  I appreciate that, I hope that the information will help you sell and if I can be of any further assistance during this process for you, please do not hesitate to call me.  Thank you, have a nice day.

FOLLOW UP CALLS
3. 
Follow up call : Hi, this is                   with the John Cremer Real Estate Team at Five Star Real Estate.  I’m just calling to touch base with you.

How is everything going so far?  Great, is there anything I can do for you or any information you may need right now? (then Listen to them........) and say  Thanks for your time, have a nice day.

4.
Follow up call: Hi, this is                   with the John Cremer Real Estate Team at Five Star Real Estate, have you had any luck yet? (they will always tell you about their buyers activity)  Great, did you get a purchase agreement yet? (If yes, stay in touch everyday to see if it went thru) If no, ok, is there anything I can do for you right now?  Ok, I'll stay in touch, have a nice day.

5.  
Follow up call: Hi, this is                   with the John Cremer Real Estate Team at Five Star Real Estate, just calling to see if there is anything I can do for you, or if you have any questions now that you've been at this a little while?  How do you like being in the real estate business so far? (say with humor)

Follow up calls do not have to have some fancy dialogue, just be yourself and be helpful!

MOTIVATION OR TIME FRAME
1.
Hot Lead "AA" - Will list or consider a Realtor within 14 Days.

Call every 3 days - Do not give them the entire FSBO package, only give them the information about you, your team, qualifications, company.

2.
Lead "A" - Will consider a Realtor within 30-45 days.  Call every week - Give them the FSBO package.

3.
Lead "B" - Doesn't know if they will consider a Realtor or will not consider a Realtor (a lot of them will tell you this, NOT TRUE, most WILL eventually).

Call them every week or at least every 10 days - Give them FSBO package.

Great, I appreciate that.

1.
How long have you been trying to sell your home? ​​​​​​​​​​​____________ Super

2.
Has it ever been listed with a real estate agent? _________________ OK

3.
If you do sell, where will you be moving to? _________That's a nice area.

4. 
Are you committed to any agent on buying your new home? _______     
(only if staying in area.) 

IF NO:  May I send you a list of properties available in that area for you to drive by?____________

5.
Have you given yourself a time span on trying to sell yourself? ___________________ ______________________ I understand

6.
Will you consider the services of an agent at that time? ____________________ 

Last question,
7.
If I had a buyer for your home would you work with me at a 4% commission? ___

Great, when would be a good time for me to come over and preview your home? 

I will bring the package of information I promised over at that time, I think you will see the information I include will be very helpful to you in getting your home sold.  Thanks again and I'll see you on ______________ at ________________.

IF NO:  I really appreciate your time.

As I promised I have a package of really helpful information on getting your home sold on your own, when would be a good time to drop it off to you? ______ Great, I appreciate that, may I have your:

Name: ______________________________

Address: ____________________________

Phone:  _____________________________  Thanks again and have a great day.
FSBO SCRIPT
IF THEY SAY “WHY WOULD YOU GIVE ME INFORMATION ON SELLING MY OWN HOME IF YOUR NOT GETTING A COMMISSION”?
I 've come to realize that most agents are trained to try and convince you to not try and sell your own home.  Common sense tells me that if someone is set on trying to save the commission, nothing I can say will change their mind.  My philosophy is simple and just the opposite of these agents.  Not only do I not try and talk you out of it but I will actually help you do it.  

Why?

You see, I figure one of 3 things will happen, #1, if you do sell your home on your own and your staying in the area you may work with me in buying your new home, let me work for you as your agent on that side., #2, since only about 6% of the people trying to sell their own home are actually successful, if you do indeed get fed up or you decide to go ahead and hire a Realtor then hopefully you would give me the opportunity to sell your home for you and #3, if I do help you and you are successful in selling then you will keep me in mind when you hear of someone else selling or buying a home in the future, in other words, refer someone to me. 

Doesn't this sound fair?

Great, I will drop the package off on _______ at _______ thanks again and I look forward to meeting you.
FSBO LEAD SHEET
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