Eleven Money Makers

When to use:






Money Maker;

1.
When someone makes a negative statement.

“You know we’re not listing tonight.”



“No Problem”


“You know we’re going to list with Amber

  Real Estate Company.”

2.
When you receive a weak answer.


“Do you like this home?”  They give you a


  Weak    “Yeah”.






“Ya  Sure”


“Yes we like it.”

3.
When the prospective client asks if they


should do something positive.


“Should we put in new carpeting?”




“I would.”


“Should we paint the house?”





“I would.”


“Should we include the refrigerator?”



“I would.”

4.
“Most Powerful Close . . . . “




“ Any Questions?”


For example this is used when the 


husband looks at the wife and she


nods or gives some other positive


signal.  You should begin writing


the offer, or listing, when you ask




“any questions?” 


They usually comment with a “no . . . “

which is the same thing as telling

you to proceed.
5.
When the client is vague . . .

“Well we sorta like the neighborhood . . . “



“Zatta - -  Yes?”

6.
To Cure Reluctance . . . 

“I don’t know . . . There’s this one and


the one on Elm Street . . .”





“Let’s pretend. . . ?








Then use a narrative story









“Your on your way home from work, do you 







turn on Oak Street, or Elm Street?” 


Or use the quarter gambit



Flip a quarter let them choose heads or tails.

7.
To gradually include yourself . . . . 

To ask a question and include yourself

“Should we use the lockbox then?”

as part of the team you . . . . .



“Should we put the sign up tomorrow?”
8.
After making a Fair Trade Proposal

After making a Fair Trade Proposal


such as “We’ll put it on the market


tonight.”





“Fair enough?”
9.
When at a loss for words . . . . 


you can’t think Of anything to say . . . . .

“Why’s that?”

10.
To encourage conversation . . . .


Or get expanded answers . . . . . 


“Go on . . . .”

11.
To handle an early objection in the 


middle of a presentation . . . . . 


“Repeat, reassure, resume.”

Here you repeat what they have said, 


reassure them that you will address


that issue, then resume your presentation . . .
