SELLER’S PLAN OF ACTION CHECKLIST -- B

MAY WE ASK FOR YOUR HELP?

Finding a buyer will be easier with your help.  Here’s how you may help.

 Please keep the “Take One” box filled with 5-10 flyers at a time.  When you run out of flyers please let us know.  Please give us enough notice to prevent running out of flyers.

 If you see a prospect appears interested, i.e., driving or walking by slowly and if they ask you any questions, please ask them if Lisa Sanford could call them to answer any questions or arrange a showing.  Getting their name and phone number would allow us to service their needs rather than hoping that they will call us from the marketing.

 Let me know of anyone that you know at your work, school, or church or even neighbors or friends who might be interested in receiving a feature sheet and a follow up call.

 Let me know the number of cards you receive after our Realtor® tour.  If there were fewer than ten, perhaps we’ll want to plan another tour next week.

 If you think that a prospect may be very interested in your home, please let me know.  You may know this by hearing many positive comments the prospect said, seeing them drive by many times, or because you know they were looking at your home for a long time (over 45 minutes).  This will allow me to become pro-active in the marketing to their agent.

 Please keep your home in “show ready” condition.  You never know when that buyer is the “right buyer”!

 Please be flexible about inconsiderate real estate agents who are working with buyers that want to see your home.  I always try to provide a layer of insulation but sometimes cannot intervene when you meet a real estate agent who is not professional.  My advice -- bite your tongue, because even if the agent is inconsiderate, they might be with the “right buyer”!

Knowing this may help us turn a prospect into a buyer!

Thank you for your help.  It is our pleasure to serve you.

