OFI Follow Up Dialogue
Calling visitors to open homes is not just a good idea, it’s a core element in doing the right thing by your Seller
in identifying hot buyers who will purchase. As well as working well for the current property, you can also use

this as an exceptional prospecting strategy to uncover people who need to sell to complete the transaction.

Hello this is (name and company) we met on Saturday at (the property address) the reason for this follow up call
is to find out if it suits your needs. Just wondering... is it what you’re looking for?

Yes Response

Great! It’'s an excellent property and there has been an outstanding amount of interest. In fact it may sell before
auction.

What do you like most about the property?

We've already had some strong interest to help me understand are you looking at property or are you in buying
mode right now?

We're anficipating some offers before auction, if it looked like the property may sell prior to auction, would you
like me to keep you informed?

No Response

One of the services we offer our clients who are looking to buy property in this area is o keep them informed
of properties becoming available because in a typical week we have a number of new properties coming
available so you can have first hand knowledge. Would it be okay if | asked you a few questions?

How long have you been looking?

Seen anything you like?

Could you describe your ideal property please.
In what price range are you currently looking?

What areas (suburb)?

We do a regular Suburb Market Update. | can organise that for you if you like.
By the way... What’s your email address?
Both lead to...

And what is your current situation? | mean to buy your next property do you need to sell anything or will you be
keeping the one you’re in now?

MGHAELSHEARGOLD com

© 2021 Sheargold Coaching Systems



