Instructions for Preparation:

1. Use an 11” X 17” paper, folded in half

2. On the first page, Include your photo and contact information

3. On page 4, this is the space for your return address and to write the address of your client.
4. Fold over
5. Insert into a 6” X 9” envelope
6. Handwrite the address if possible
**Print pages 1 & 4 together (outside of newsletter)**

**Print pages 2 & 3 together (inside of newsletter)**

You can print in either color or black & white.
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Secrets from Auto Dealers and How You Can

Sell More Homes Using Some of Their Techniques!

Some people say that they would rather have their fingernails 

ripped out than deal with an auto salesperson.  While some of this 

might be true, there are some great lessons to learn from them on 

how they are able to relate to the customer – and sell more cars.
Here are a few suggestions you might use when working with 

clients who want to buy or build a home:

1. Never quote “percentages”…like interest rates, home value increases (or decreases) or down payment percentages.  Instead of saying you can buy this home for only 5 percent down, say, “you can buy this home for as little as $5,000.”  People don’t think in terms of percentages—they thing in terms of dollars out of their pocket.

2. When working with clients who are building a new home, they will ask you the price of the “extras”, like whirlpool tubs, carpet upgrades or entertainment centers.  By all means, give them the cost but follow it up immediately with a monthly payment estimate.  For example: “the price of the whirlpool tub is about $3,000 or a monthly payment of $27 more per month”. 
3. When clients ask about the closing date or the time to build a new home, quote the time frame in days—not months.  Even though it means the same, saying 60 days sounds better than saying 2 months.  People live from day-to-day, not month-to-month.

Baby-Boomers Home Buying Wish List

With millions of baby boomers reaching retirement age, with their children moving out of the house and with mobility becoming an issue, they are looking for housing that will meet the needs of their changing lifestyles.  According to the National Home Builders Association, boomers want the following options included in the homes:
· At least one bedroom and bathroom on the 1st floor

· Conveniently located and easy-to-use controls and handles

· Extra maneuvering space throughout the home

· Larger bathrooms with safety features such as grab bars

· Improved lighting with multiple controls in each room—especially the kitchen and bathroom.
When this generation decides to build a home, providing these options can either make or break the sale.  In selling an existing home to a baby-boomer, point out how the home can be modified to include some of these features.  Adding grab bars, extra lighting and switches are easy and inexpensive options.  Determine how an existing room on the 1st floor can be turned into a bedroom.  Knowing this information can help you sell more homes.  

Effectively Handle Your Customer’s Objections!

Mike Ferry, one of the nations top real estate agent trainers, has published a list of the top 40 Objections that real estate agent’s encounter day in and day out.  I have provided you with some of the most common objections and responses your can use.


“I want to find house before I put mine on the market” 
“I agree, finding your new home is important and the unfortunate thing is, 

it may take as long as 90 days to sell your home.  Then it will take another 

month of so to get the paperwork done and by that time, a home that you 

would have found, would already be sold.”  “Let’s get the listing agreement 

signed right now and get to work on getting your home sold so you don’t 

have to wait any longer than necessary to get moving into your new 

home…does that sound good to you?”

“I need to net this amount in order to move because I have to be at my new job in 90 days but I can’t afford to buy a new home if I take a loss.”

“I know the timing is not right but I don’t think that anyone is going to give you what you need to make this move.  My questions is…is it more important to get out from under this house, take the new job and work through the tough times or are you in a position to keep making mortgage payments on this house for a couple of years until property values go back up?  

Help your prospects put the situation into perspective and have them make the choice.

“We want to think it over”. 

“I can appreciate that making a logical decision is very important…so tell me, what it is specifically that you have to think over?”   

This allows you find out the real hidden objections and answer them immediately. 

“You don’t handle homes in our price range.”

“You’re right, I don’t sell a lot of homes in your price range and that’s exactly why I’m here tonight…”

“I usually sell homes in lower price ranges and what I find is…after I sell my client’s homes, a great many of them move up to your price range, therefore, it only makes sense…that the next logical step for me is to start to sell your price range as well, considering I already have a relationship with many of the buyers that will be interested in your home…does that make sense?”

(Continued on back page)

“I don’t have enough money for down payment and closing costs.”

“There are some mortgage programs that require no money down and, if you qualify, we can also include your closing costs.  Or, another option is to work with me to negotiate that the seller pays some of your closing costs.  And there are other sources you might not have thought about and, they are:

· Income tax refund

· Savings bonds

· Cash value of life insurance policies

· Gifts from relatives

· 401 (k) plan at work

“Do you have any of these sources you can tap into?”

To obtain the entire list of how to answer the most common selling objections, log on to www.MikeFerry.com.
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If you know of anyone else who might benefit from a copy of this newsletter, please feel free to photocopy or pass the newsletter on to him or her!








