Sales the Jen Way

THE SALES FLOWCHART: THE REAL ESTATE
INVESTOR'S SHORTCUT TO MORE YESES

Introduce yourself

QUESTIONS

and why you're calling.
Ask if this is a good
time for them to talk

Land
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How long have you owned this property?
How big is it?
What is zoning?
Trees? Wetlands?
Utilities? Improvement?

Be a HUMAN and
ask how their day
is going. Start
building Rapport.
Ask Open-Ended

House

How long have you owned this property?
How big is it?
What is zoning?
What repairs does it need?
Liens?

Question about
the property or
situation; Use
RRR to get all
details you can

Lead

How long have you been thinking of selling?
What's the goal?
Why do you own this property? What was ariginal intent?
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