Phone

CLAIM LEAD/CALL
Immediately

Set Appt

THE

SCOFIELD

GROUP —

Sales Process from A-Z

(Buyers)

Prep Work Selling

. Welcome Client &
Set Appt in MMFlin

Showingtime, Pick

Driveway/Curb
out a Few More

Properties to Show

MLS, Print Agent Full,
Taxes & Disclosures,
HOA Costs

Research & Print

Area Comps
Identify MOTIVATION

Call Listing Agent for

BUILD RAPPORT/ Details

Review 4 Pillars

Review Area and

Open the Mind -
Repeat Details

WHY ME/ WHY
LPT

Reminders
1. Others May Call
2, Text Business Card
3. Share Your Car

Contract to Close

Share Contract w/

Lender &
Attorney, Set
Closing Date &
Time

Spend Time on
Community and
Lifestyle, Trial

Close

Review Front of
Home & Yard, Trial
Close

Review Rear Yard —
Get them Grillin &
Chillin, Trial Close

Enter Home &

Tour Inside

Amenities

SG Magazine

Working W/ Real

Estate Agents

Get off Call

Text Digital Picture of
Business Card and

Confirm APPT Time &
Location

Submit DD & EMD
Immediately, Get
Acknowledgements

Send Contract Gift
and Next Steps
Letter

Order Home
Inspection,
Termite, Radon,

Well & Septic etc.

Review Inspection
and Submit DD
Repair Request or
Seller Repairs

Negotiate Repairs
& Once Complete
Submit Revised
Paperwork to
Lender & Attorney

Identify what they
LIKE & Don't Like

Influence Thinking Call Weekly
using w/Updates
Data/URGENCY

Review Comps &
Financing options

Est. Monthly
Investment

Ask for Sale

Handle Objections,
Urgency, Rates,
Pro/Cons,

Evidence DEFEATS
Disbelief

Make sure your car
has Gas & Snacks &

Supplies to Sell

Bring Calculator &
Mortgage Rate
Sheets &

Give Client Time to
Talk Alone

Write the Contract

«Garbage Day,
Get Details on
Community

ool
Open/Close
Date

Schedule Final

Walk Thru

Attend Closing

Take Picture

Ask Client for
Review &
Testimonial

Set Up Magazine
and Referral Plan

in Dotloop



