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Your least expensive method to gain local market share
More than 60 scripts to the best target market groups
a day by day, two-week program to get started
using your website and telephone together
how to hire, interview, and hold a telemarketer accountable
pay/bonuses/incentives for your helper
buyer and seller questions
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Legal Advice

All systems, letters, scripts, forms, advice, and recommendations in any book, DVD,
audio CD, data CD, or other media should be approved through your real estate
broker and legal counsel prior to any implementation. No legal advice is given by
Sanford Systems or its authorized reseller and none should be assumed from the
attached documents.

Copyright Permission

As purchaser of Phone Scripts & Moving Beyond Do Not Call, you are hereby
authorized to use all systems contained in this work subject to broker and legal
counsel for the purchaser’s real estate brokerage and investing business. You are to
use the concepts in this system for the purpose for which they are intended and to
reproduce the forms for such purpose. Such reproduction requires no further
permission from the author, publisher, or reseller and does not require the payment
of any permission fee.

The reproduction of any form for sale, for incorporation in any publication intended
for sale, for use in training programs, or for the insertion in any publication (whether
print or digital) is prohibited without the permission of and credit to the author and
publisher: Walter Sanford, Sanford Systems and Strategies, C/O Walters Legacy,
27246 Hawks Nest Circle, Wesley Chapel, FL 33544.

Walter Sanford
Author
Sanford Systems and Strategies

Phone Scripts & Moving Beyond Do Not Call www.walterslegacy.store
help @walterslegacy.store




Table of Contents

Legal Advice and Copyright Permission

Table of Contents

Introduction

Chapter One

You Don't Have to Have a Telesystem
Chapter Two

The Federal Do Not Call Rules Are Very Good News
Chapter Three

Getting an Assistant or Helper

Chapter Four

The Search for a “Good One”

Job Application for a Telemarketer

The Interview

The Telephone Interview Questions

The Face to Face Interview

Personality Test

Applicant Personality Questionnaire I
Applicant Personality Questionnaire 11
Applicant Personality Questionnaire III

Second Interview Cover Sheet

First Interview Questions for an Assistant
Second Interview Questions for an Assistant
More Interview Questions

How to Hire the Perfect Telemarketer

Profile of the Perfect Telemarketer

Pay/Bonus

Chapter Five

The Quick Start Training Program

Chapter Six

Researching the Hot Demographic Market
Chapter Seven

Why Use Scripts Plus Other Hot Tips

Sixteen Reasons Why You Should Use a Script
Chapter Eight

Developing Your Own Scripts

Target Script Organizer

Your Standard Responses to These Anticipated
MY Standard Responses to These Anticipated
Chapter Nine

My Two Favorite Groups Outside “Do Not Call”
Script #1 -- For Sale by Owners (current)
Script #2 -- Past For Sale by Owners

Script #3 -- Lender Calling FSBO

Script #4 -- Past Client/Database Solicitation
Script #5 -- Database Haves

Script #6 -- Database Wants

Script #7 -- Holiday Calling in Your Database
Script #8 -- Asking for Referrals

Script #9 -- Class “B” Prospects in Your Database
Script #10 -- Class “B” Prospects in Your Database #2

Phone Scripts & Moving Beyond Do Not Call 2

No number
2

5

8

9
16
17
26
27
30
31
35
38
39
41
42
43
44
45
46
47
52
60
64
65
66
68
69
70
71
72
73
76
77
78
80
83
85
87
89
90
93
97
102
111
114
116
118
120
122

www.walterslegacy.store
help @walterslegacy.store




Script #11 -- Customer Service Audit

Script #12 -- Past Closed Clients

Script #13 -- Office Dead Files/Orphaned Clients
Script #14 -- The Cooperative Agent's Client After Close
Script #15 -- Affiliate/Solicitation

Script #16 -- Open House

Script #17 -- Open House Attendees #2

Script #18 -- Ask Your Own Tenants to Buy
Script #19 -- Rentals in Paper

Script #20 -- Garage/Yard Sale

Script #21 -- Reciprocal Business/Host-Parasite
Script #22 -- Builders/Architects/Engineers

Script #23 -- Attorney/CPA

Script #24 -- Financial Planner/Accountant/Attorney
Script #25 -- Accountants in Your Town

Script #26 -- Agent/Referrals/Blog

Script #27 -- Clubs/Organizations You Belong To
Script #28 -- Chamber of Commerce Members
Script#29 -- Convention Seminar Attendees

Script #30 -- Church/Synagogue Members

Script #31 -- Prospecting Assistant's People Farm
Script #32 -- Just Sold

Script #33 -- Just Listed

Script #34-- Expireds

Script #35 -- Expired Firecracker

Script #36 -- Old Expireds

Script #37 -- Expired #2

Script #38 -- For Rents

Script #39 -- College Condo Market

Script #40 -- Wedding Announcements

Script #41 -- Neighbor to Your Home

Script #42 -- School Alumni

Script #43 -- Congratulations/Promotion in Newspaper
Script #44 -- Mortgage Broker Calling for You
Script #45 -- Units 2 -4 Niche Marketing

Script #46 -- Apartment/Commercial Owners
Script #47 -- Doctors or Other High Income Professionals
Script #48 -- Non-Owner Occupied

Script #49 -- CrissCross Directory

Script #50 -- Local College Graduates

Script #51 -- Tenant Occupied Listing

Script #52 -- Birth Announcements

Script #53 -- Empty Nester

Script #54 -- Military Relocation

Script #55 -- Interactive Voice Recognition

Script #56 -- Just Sold Card with Interactive 800 #

Phone Scripts & Moving Beyond Do Not Call 3

TABLE OF CONTENTS
Page 2

124
128
130
134
137
141
144
145
148
151
153
155
158
161
163
165
167
169
172
175
178
181
184
186
190
194
197
200
203
206
209
212
215
218
221
224
227
231
234
237
240
243
246
249
251
253

www.walterslegacy.store
help @walterslegacy.store




Script #57 -- Out of the Area 800 #

Script #58 -- Lender 800 #

Script #59 -- Unlicensed Assistant Expired Survey
Script #60 -- Old Expireds Around a New Listing
Script #61 Website Hits with Phone Numbers
Chapter Ten

Asking for Price Reductions

Chapter Eleven

Help Enough of Your Prospects

Chapter Twelve

What Your Client Wants to Hear

Chapter Thirteen

Analyzing the Activity and the Results
Telemarketing Daily Contact Sheet #1
Professional Telemarketer Daily Contact Sheet #1
Professional Telemarketer Daily Contact Sheet #1
Telemarketing Daily Contact Sheet #2

Sanford Systems Daily Contact Sheet
Telemarketing Lead Card

The Effective Use of Wall Charts: The War Room
Real Estate Telemarketer Evaluation Report
Telemarketing Department Profit Analysis
Chapter Fourteen

The Pep Talk -- Keeping Everyone Excited

How to Compensate and Motivate the Telemarketing Team
The Telemarketing Team Meeting

Telesystems Daily Meeting

Telesystems Weekly Meeting

Chapter Fifteen

Growing Your Business and a Telemarketing Team
Exact Compensation Plans for the Telemarketer
Chapter Sixteen

When to Dismiss

Chapter Seventeen

Putting It All Together

Appendix A

Buyers: What Do I Say

Appendix B

Sellers: What Do I Say

Appendix C

Client Problem Checklist

Appendix D

Team Brochure

I'm Tongue Tied on the Following Objections
Invitation for Coaching

Sanford Systems

Walter Will Design a Custom Seminar for You
Instructions for Loading Your File and Copyright Permission

Phone Scripts & Moving Beyond Do Not Call 4

Table of Contents
Page 3

254
255
256
257
258
259
260
265
266
279
280
281
282
283
285
287
289
290
292
294
295
297
299
300
306
310
313
315
317
318
319
320
321
322
323
324
325
330
331
335
336
344
345
352
355
360
364
368

www.walterslegacy.store
help @walterslegacy.store




INTRODUCTION

In every real estate agent’s life, the day comes when they ask themselves, “How can
I find time to insert more buyers and sellers into my selling system pipeline? How
can I find more buyers and sellers when I’m already buried with work?” Most often
the answer is -- “I’m simply too busy to make more money!”

This system contains the plans to find the fastest way to help the largest amount of
people! In reading the chapters and studying its scripts, you will gain the confidence
to allow you to discover the people who need your help the most and discover the
effective methods in communicating with these people. Furthermore, it allows you
to take the telemarketing experience one step further and actually ‘“duplicate
yourself” with people who are paid as employees or assistants. This system has been
effectively accomplished and has been the backbone of many top real estate agents
in North America. They squeeze business out of incoming phone calls and actively
solicit demographic groups on outbound calls, which has been a long time, mainstay
of additional clientele for their pipelines.

After nearly thirty years of actively pursuing the lowest cost solution in the smallest
time commitment with the goal of the highest net profit and the most client
satisfaction, I have found that proper handling of the phone on both incoming and
outgoing telephone calls is paramount. One of the drawbacks is that many real estate
agents have an insecurity or frustration factor with being on the spot with “live”
clientele. Because of the “do not call” laws, most of the agents have jumped off the
phones! They think that it is much easier to hide behind an ad or a direct response
piece. Some agents prefer to wait for a buyer or seller to “drop by” a non-proactive
approach like an open house.

The real money has been and will always be made by the motivated sales person.
The motivated person will take the initiative, find the correct client who most needs
their services, and then ask for the order in a helpful way via the lowest cost way --
the phone.

My suggestion, in starting with this system, is immediately get your feet wet! That’s
right -- pick a script for calling your past client database and pick up the phone. This
group is currently exempt from “do not call.” The fastest way to learn is by doing.
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Remember, rejection doesn’t mean “No,” it always means “Not yet!” Just get a
suggested re-contact date for your calendared calls.

Once you start feeling comfortable with research of the hottest of demographic
groups and begin soliciting them over the phone, your next step is to make certain
that you are properly supplied with other Sanford Systems products to properly
handle the new influx. This may mean better and faster presentations, better systems
through checklists, or just new approaches in client care!

After you have discovered that one of your least expensive methods for
accumulating new clients is over the phone -- the most natural next step is to ask,
“How can I do more of this at less cost?” The simple solution is to use the chapters
of this system to solicit, train, and hold accountable a licensed or unlicensed, full or
part-time, telemarketing assistant who will soon turn you into the doctor of real
estate. The person with the white coat helping the people...not doing the billing!

Why the doctor of real estate? Because signatures on listing and buyer contracts are
where the money is, not weighing the patients (telemarketing). For a top real estate
agent, prospecting is not the highest dollar productive use of your time. What is the
highest dollar productive use of your time is the actual face-to-face presentation to
a foaming at the mouth, ready to buy or sell client. The eventual result of this is a
contract, which then can be negotiated into a commission. It all starts from the initial
contact. What separates the men from the boys (and the women from the girls) is
the ability to turn that contact into a contract. Yes, contacts into contracts. The
initial generation of contacts can best be handled by a staff member and the
development of the contract should be handled by you.

This system has motivated many newcomers and professionals in this business, and
it can be implemented at any stage in your business. There is always that initial
stage of too much time and too little money. This is the time when I suggest that
you get on the phone yourself. For many real estate agents just being exposed to the
Sanford Systems, you have an established business plan and then you will have
profitable clientele. After some profitable months and years, the acquisition of an
unlicensed or licensed assistant/telemarketer will be a great addition to your
business.

Phone Scripts & Moving Beyond Do Not Call 6 www.walterslegacy.store
help @walterslegacy.store




Introduction
Page 3

I’'m excited for you to report back to me with your success from this system. The
delegation of these ideas to other well trained staff will even bring more buyers and
sellers to your pipeline! It’s the delegating of prospecting duties that will allow your
income to grow and build the pyramid to your success.

Good luck in implementing what maybe one of the most important systems in real
estate!

Your Friend in the Business,

Walter S. Sanford
Sanford Systems
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