FSBO SCRIPT – "THE DIFFERENT CALL"

Hi,  [Seller Name]?
This is [Your Name] with [Brokerage].
I saw your property on [Street Name], and before you hang up, let me tell you why I'm calling because it's probably different than the other agent calls you've been getting.
(Pause)
I know you're selling it yourself, and honestly, I'm not calling to try to convince you to list it with me today.
In fact, I have a different question.
When your home sells, where are you headed next?
(Pause and listen.)
That's exciting.
How soon would you ideally like that move to happen?
(Listen.)
Got it.
The reason I ask is that most homeowners I speak with don't actually have a home selling problem.
They have a timing problem.
They need the right buyer at the right price within a specific window of time.
Would you agree?
(Listen.)
Let me ask you this...
If I called you 30 days from now and your home was sold, what would have happened between now and then for you to consider this a success?
(Let them describe their ideal outcome.)
Excellent.
How close are you today to making that happen?
(Listen.)
What's the biggest obstacle standing between you and that outcome right now?
(Listen carefully.)
That's exactly what I was curious about.
You know, most FSBO sellers don't fail because their home isn't desirable.
They struggle because they don't have enough exposure, enough qualified buyers, or enough leverage during negotiations.
Sometimes it's pricing.
Sometimes it's marketing.
Sometimes it's simply that the right buyer hasn't found them yet.
Out of curiosity, how many serious buyers have you spoken with so far?
(Listen.)
How many offers?
(Listen.)
How many of those buyers were actually qualified?
(Listen.)
Would it surprise you if I told you that many of the buyers purchasing homes in your area never see FSBO properties at all?
(Pause.)
One thing I do for homeowners is show them exactly where buyers are coming from, what they're paying, and what competing homes are doing to attract stronger offers.
Not because I expect a listing.
Because good information leads to better decisions.
Let me ask you this:
If I could show you one thing that would increase your chances of selling faster or for more money even if you continued selling it yourself would that conversation be worth fifteen minutes?
(Pause.)
Great.
I have [Day] at [Time] or [Day] at [Time]. Which works better?

IF THEY SAY:
"We don't need an agent."
I completely respect that.
And honestly, if I were in your shoes, I'd probably try selling it myself first too.
Can I ask you one question?
If there was a way to net more money after commissions than what you're currently expecting, would you at least want to know about it?
(Pause.)
That's all I'm offering, a conversation and information.
What you do with it is entirely up to you.

IF THEY SAY:
"We've had a lot of agent calls."
I figured you probably had.
That's actually why I called differently.
Most agents start by talking about themselves.
I'm more interested in learning what you're trying to accomplish and whether I can help you get there.

CLOSING & FUTURE FOLLOW-UP
Well, [Name], I appreciate you taking a few minutes to talk with me today.
It sounds like your goal is to [repeat their goal], and I genuinely hope you accomplish exactly that.
You've obviously put a lot of effort into selling the property yourself, and I respect that.
Here's what I'd like to do.
From time to time I come across information that could be useful to homeowners selling on their own market changes, buyer trends, pricing shifts, and strategies that are working locally.
If I see something that I think could help you sell faster or put more money in your pocket, would it be okay if I reached out and shared it with you?
(Pause)
Perfect.
And on the flip side, if you ever have a question about pricing, negotiations, contracts, inspections, appraisals, or anything else during the process, don't hesitate to call me.
You don't have to hire me to use me as a resource!
Fair enough?
(Pause)
Excellent.
I'll make a note to check in with you in a few weeks and see how things are progressing.
Hopefully by then you'll be telling me it's sold.
Either way, I'll look forward to hearing how things are going.
Thanks again, [Name]. Have a great day.


