Real estate professionals Script:

Hi is (Realtor’s Name) in? Hi (Realtor’s Name)…this is (Your Name) in (City, State). How are you doing? Excellent! (Realtor’s Name)…I was conducting a search on the internet for real estate professionals in the _________ area and I located you. I own a company in (Your City) with a few business partners and we are in the process of expanding right now. I am currently focusing exclusively in the local (Their City) area and I’m looking for a few talented professionals interested in partnering with us,  without having to leave their real estate careers unless that is desired. So, I have a very simple question for you. Do you keep your options open at all in terms of multiple income streams outside of what you are currently doing in real estate?

A lot of people will way “Yes”…or “It Depends or what it is”, etc. At that point all I do is say,

Great, (Realtor’s Name)…why don’t I do this. To be respectful of both of our time, I’d like to shoot you over an email with information that will outline my company in detail. There will be a link to my website and an attached profile specifically addressing realtors. Its actually written by one of my business partners who is also a realtor. Then once you’ve reviewed those two things, if you see value for yourself, then we can discuss your interest in more detail. Sound Good? Great. I just need your email address. (Then get their email if they agree to proceed).
If they continue to press for what it is, you want to say something like:

(Realtor’s Name)…tI appreciate the question. Here’s the thing, I know your time is valuable, as is mine, and I wouldn’t want to try and pitch something to you over the phone in 30 seconds. If you’re open to taking a look, I would be very happy to get you some information through email and then we can discuss it in detail if you see value – sound fair? (Then get their email if they agree to proceed).
Then, proceed…
Great (Realtor’s Name), I’d like to follow up with you within 24-48 hours, so do you think you’ll have a chance to look at this information before (2 days after)? O.K. I generally schedule follow up calls to clients and associates between 12-2pm or in the evening after 7:30pm. When would be a good time for us to meet again and discuss this further? Great! I’ve got down to call you back on (reconfirm date, time). 

One last thing (Realtor’s Name), I value your time as I’m sure you do mine. If for some reason you can’t make the appointment, will you do me the professional courtesy of emailing me or calling me to reschedule? I appreciate that. Thanks! Look forward to speaking to on (day).
Cell Phone Voicemail

Hi (Realtor’s Name)…this is (Your Name) in (City, State). You don’t know me personally, however…I understand that you are a successful realtor in the (City) area. I own a company with a few business partners here in (City). We are in the process of expanding right now and I am looking for a small handful of talented professionals for my business. I’m not at all asking you to leave what you are doing in real estate or even suggest that you do so…unless you are looking for a complete change. Our top people are high six and 7-figure earners and (City) is wide open. If you are interested in having a brief conversation about my company, please call me at your earliest convenience. My direct line is (Your Phone number). That’s 727-726-8349. Talk to you soon.

Office Voicemail:

Hi (Realtor’s Name)…this is (Your Name) in (City). I need to speak with you right away. Please call me at your earliest convenience. My number is (Your Phone Number). That’s (Your Phone Number)
Talk to you soon.

Third-Party Follow Up Call Script

Hi (Realtor’s Name)…this is (Your Name) in (City, State). I’m just following up with you for our scheduled appointment to discuss the information I sent to you via email. Have you had a chance to look at it? 
If no, then say, 

Well, (Realtor’s Name) I understand that you are extremely busy. All the more reason to have a look at the information as I believe once you look at it you’ll see that you can build a legitimate six figure income with my company working about half the hours you work now. So why don’t I call you back tomorrow at the same time. Will that work for you? Great. I appreciate your time (Realtor’s Name) as I’m sure you do mine, so I if you take the 15 minutes or so today to review the information before we speak tomorrow, we can be sure to make the best use of both of our time. Look forward to speaking to you tomorrow at ________.  Have a better than great day!

If yes, then say,

Great! (Realtor’s Name), I wanted you to know that I’ve brought along my business partner _________ on the line. She (He) and I have been working together successfully for quite some time and she (he) will be a real asset for you to help you in your decision making process.  When I told her I was speaking to you today, she (he) made the time to clear her busy schedule and be available to talk with you as well. Hey __________ are you there?

If they ask again about what it is, say,
(Realtor’s Name), to be quite frank with you, I do not pitch my business to potential business partners on a preliminary call. I respect your time as I’m sure you do mine. I just wouldn’t want to put either of us in that position at this point. However, if you do review the information I’ve sent you and you indicate that you see value for yourself and your time, then we can have an intelligent conversation over the phone about it at that point. Sound fair?

Great.

Initial “Thanks for Taking My Call” Email Template (see last page for template instructions)
Subject Line: Per Our Conversation, From (Your Name)

Attachments: Attach the Coastal Profile for Realtors (see www.csgbtg.com to download)
Hi (Realtor Name),

Hope this finds you doing well. Thanks for spending a few minutes with me on the phone today. You seem exactly like the kind of professional person I am looking to partner with.  My goal with this email is to get you in front of the information you will need in order to effectively evaluate this business venture. Keep in mind that I am not asking you to leave your real estate career. In fact, you will find that our products and services will enhance your existing real estate business. 

 

To get started, view this short video presentation (your website address – use the insert hyperlink button in your email toolbar to create this, and use the text “click here”). 

 

After the video, please read the attached profile document. It will provide more details about our products and services and outline the compensation plan.

 Our followup call is scheduled for 9:15 to 9:30am on Friday. At that time, we can discuss our mutual interest level and I can direct you to more information about our products and services. 
 

If you cannot make our scheduled appointment for any reason, I ask that you value my time as I do yours. Please shoot me an email or call me in advance if you need to re-schedule. 

 

OR
 

Our followup call has yet to be scheduled. I will call you tomorrow morning between 9 & 11am to set a specific time for our next call. During our followup call we can discuss our mutual interest level and I can direct you to more information about our products and services. 
 

Have a better than great day (Realtor's Name)!  Look forward to speaking to you again!

Best Regards,

Your Signature

“Not Interested” Email Template
Subject Line: (Realtor’s Name) Thanks for Considering Coastal
Attachments: Attach the Vacation Profile (in your online files under business tools, my profiles)
Hello (Realtor’s Name)

Thanks for your response. I realize that time is always of the essence in the life of a realtor! 

The timing may not be right for you right now.  Keep in mind that a Coastal business would not require that you leave your existing real estate activities. In fact, a Coastal membership would enhance your real estate activities, as well as give you a legitimate six figure earning potential to supplement your income while the real estate market goes through its correction period.  

 

Putting aside the income potential of $9,700 per sale with our comp plan, you can still enhance your existing real estate business using the products in the Coastal package. You see, all of the vacations in our packages are available to order unlimited for the life of your real estate business. Since all vacations are completely transferrable, you can use them as incentives, closing gifts, holiday gifts, etc.  

 

I'm not sure what your budget is for client appreciation, holiday cards and closing gifts, however, with a Coastal membership, you or your entire real estate broker office can significantly reduce your advertising and promotion costs through your lifetime membership with Coastal. An average complimentary vacation costs just $6.95 and up to $20 for an all-inclusive or cruise, while the client receives a value from $600-$1,000.

 

I hope you will have a closer look, as I know you will see the tremendous value to you in your existing real estate business, as well as of course the opportunity to earn a six figure income with it on a part-time, side basis if you so choose in the future.

 

Best Regards,
Your Signature
Creating a Template in Your Business Center

· Create a New Folder using the folder wizard entitled “My Custom Emails”

· Go to My Business Tools, My Email Templates, and drag and drop your favorite templates from that folder into your new Custom Emails folder

· Now, with the templates you copied into your Custom Emails folder, open them up, change the name and the default subject line, and copy and paste the content you need into the template or create your own content

· Save the template

· Now when you start a new email and load template, you will have your own custom templates to choose from when you choose Load Template
To Attach the Profile for Realtors

· Download the document from the www.csgbtg.com website to your hard drive.

· With new email open, click on add attachment from computer icon (hand with paperclip)

· Browse to the folder you placed the document to
Tips for Calling on Realtors:

· You can get an unlimited supply of realtor leads by going to www.realtor.com. Search realtors by city, then for each realtor, click on phone information. With all realtors phone information displayed, you can copy and paste into word (select all, then copy and paste) to build your lead list. Then, as you make your calls, you can make notes in the word document.


· Only put Realtors in your MAC system database that agree to look at the info. And don’t put them in your “My Pipeline Folder right away.

· Create a new folder in your system for Realtor Prospects. Do not place them in your pipeline right away. They will not appreciate being what they consider “spammed”

· Schedule new calls in the morning, specific follow ups in afternoon


· Realtors are easiest to reach in the morning, between 8-10am. You have 4X per day you can call realtors at this time with the time zones.


· If they are not interested on the first call, just thank them for their time. There is an unlimited supply of leads and no cost to you, so just move on.


· If they are not interested after reviewing it, you can mention that they can still use the packages to reduce their advertising, client appreciation and promotion costs.

· Realtors will take longer to warm up, in general. So be patient, flexible. On the first follow up, they probably will not have looked at info in detail. Just consistently follow up with them with your director on the line and continue directing them back to the info.

· Once they’ve reviewed the info, then take them to a live Q&A or a Global Theatre presentation and follow up with your director. Also let them know we have a Global Theatre for product specifically, so they know we are not just about “recruiting”


· Your posture in calling realtors is that you are a fellow business owner and investor, and your director is your business partner. Always use this tone and posture throughout your conversations
