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Seller Lead Sheet

The Seller Lead Sheet is the first and often the most
important step in the real estate property acquisition
process. Using the Seller Lead Sheet will help you quickly
and easily determine whether or not a particular property will be worth pursuing, and you will have the opportunity to explore a potential seller’s perspective and
situation regarding the property.

Seller	
  Lead	
  Sheet	
  	
  	
  	
  
Property Address:______________________________________________

Date:____________ Lead Source:_________________

______________________________________________

Home Phone:__________________________________

Contact Person:________________________________________________

Cell Phone:___________________________________

Owner(s) on Title:_____________________________________________

Work Phone:__________________________________

Mortgage Holder:______________________________________________

Email:_______________________________________

Do you currently live in the home:____________________ How Long:_________ Style of Home:_________________ Sq. Feet:_________
Unit 1: Bed______ Bath:______ Rent:_______

Unit 2: Bed______ Bath:______ Rent:______ Unit 3: Bed______ Bath:______ Rent:_______

Unit 4: Bed______ Bath:______ Rent:_______

Unit 5: Bed______ Bath:______ Rent:______ Unit 6: Bed______ Bath:______ Rent:_______

Garage:_________ Lot Size:___________ Special Features:_______________________________________________________________________
________________________________________________________________________________________________________________________
Any Repairs Needed:______________________________________________________________________________________________________
__________________________________________________________________________________________ Repair Cost $:_________________
Realtor:________________________________ Phone:_____________________ Listing Expires:_____________________________

Motivation & Price
Is there a particular reason you are looking to sell at this time?__________________________________________________________
____________________________________________________________________________________________________________
How quickly are you looking to sell?______________________________________________________________________________
What are you looking to sell the property for?___________________ Is that price flexible?__________________________________
How did you establish that number?_______________________________________________________________________________
If I can offer you cash and close quickly what is the best you can do?____________________________________________________
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Lets face it: marketing is one of the areas in which
we’ll make a significant time and financial investment.
When we get a call from a seller, we want to make sure
we implement the right process to turn that seller into
a client. As crucial as it is to get your phone to ring with
prospects looking to sell their home, it’s just as important to make sure we maximize every lead by asking the
right questions. We’ve made navigating through that
initial call with a prospective seller a straightforward and
simple process.

Is the Home Listed:_______ Price:____________ How Long:_______________ Any Offers:_____________ How Much:___________________

Can you do any better than that?__________________________________________________________________________________
What are you going to do if the property does not sell?________________________________________________________________
Mortgage Information
What do you currently owe on the property?_________________________ Any other liens or Mortgages?__________________________________
Are you current on the payments?__________ Months Behind?_______________ Amount Behind? $_____________________________________
Back Taxes:_________________ Other Lien Amounts:__________________________________________________________________________
What is your monthly payment? ___________________ Does that include Taxes and Insurance?_______ Taxes:____________ Insurance:______
Interest Rate: 1st_______ 2nd________ Fixed ( )_____ Adjustable ( ) ______________ Prepayment Penalty:_____________________________
Mortgage Company: 1st______________________________________________

2nd:__________________________________________________

Subject To
If I could give you some cash now and take over the responsibility for the payments on the mortgage how much cash would you need
to move?_________________ Is that the best you can do?_______________ What do you need that money for?_________________
Follow Up and Discussion Notes/Needs

In the pages that follow, we’ll explore what you’ll need
to get started, learn how to categorize your leads, work
through the four components of taking a lead, consider
how to address common concerns, and take a close
look at a real-world case study example.

Date:_______ How:______

Notes:_____________________________________________________________________________

Date:_______ How:______

__________________________________________________________________________________

Evaluator:______________________

Appointment Date:__________

Time:__________________

After Repair Value:______________

Confident

Not Confident

Exit Strategy: ______________________________________

As Is Value:____________________

Confident

Not Confident

__________________________________________________

Repair Cost:____________________

Confident

Not Confident

Offer 1:________________________________________

Likely Purchase:________________

Confident

Not Confident

Offer 2:____________________________________________

Why the Seller Lead Sheet Is Vital to Your Business
• Makes sure the flow of conversation is focused and not
scattered.
• Enables you to gather all the information needed to make a
sound decision.
• Great tool when outsourcing taking leads and training
acquisitions departments.
• Has a built-in script you can use for taking leads.
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Getting Started

Before you start filling out Seller Lead Sheets, it’s a good idea to get organized first. Once you have your Seller Lead
Sheet system organized, taking leads will become an efficient and effective process that helps you achieve your goals.

Proper Setup
To get started, get familiar with Seller Lead Sheet, practice using it in your business, and then customize it to
your own needs. Next, create a seller follow-up system to help keep your leads organized and prioritized, and
convert your leads into clients.

Customize your Seller Lead Sheet
Mastering The Seller
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Figure about 1 hour to complete this task.
- Understand the Seller Lead Sheet. Take time to read through the Seller Lead Sheet so you are familiar with
all the information you need to gather from sellers.
- Take a practice lead. Role-play taking a lead with someone you know—a business partner, spouse,
friend, or anyone willing to help you practice filling out the form. The point is to get comfortable asking the
questions on the sheet before you start actively taking leads from sellers.
- Improve or rearrange questions on the Seller Lead Sheet. The Seller Lead Sheet is something that you
will want to be very comfortable with, so feel free to customize it and have the questions in the order you
like to ask them. If you feel there are any questions missing, go ahead and add them to the sheet.
- Print 40 Seller Lead Sheets. Keep 30 on your desk and 10 in your car.

Create your seller follow-up system
It will take you about 30 minutes to complete this task. Get seven manila folders and label each with one of the
following categories:
- Folder 1: Hot Seller Leads. Write “Hot Seller Leads” on the front of a folder. This folder will contain all
leads that you have booked appointments with or have tested with a verbal offer. Hot Leads should be
followed up with every few days.
- Folder 2: Warm Seller Leads. Write “Warm Seller Leads” on the front of a folder. This folder will contain all
leads that are close to hot but the seller isn’t motivated enough yet for you to buy the property at a deep
enough discount. For example, warm leads often occur when there is more than one person on a particular
property’s title and not everyone is on board with a proposed sales price. Warm leads should be followed
up with weekly to every other week.
- Folder 3: Cold Seller Leads. Write “Cold Seller Leads” on the front of a folder. This folder will contain all
leads that you are going to follow up on only occasionally, when time permits. You should definitely keep
in touch with your cold seller leads because when circumstances change in their lives, they may quickly
jump back into your Hot Seller Leads follow-up folder. Cold leads should be followed up with monthly to
every other month.
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Getting Started
- Folder 4: Incoming Agent 1 Referral.
Write “Incoming Agent 1 Referral” on the
front of a folder. This folder will contain
all leads that you receive from a selected
real estate agent.
- Folder 5: Incoming Agent 2 Referral.
Write “Incoming Agent 2 Referral” on the
front of a folder. This folder will contain
all leads that you receive from another
selected real estate agent.
- Folder 6: Outgoing Agent 1 Referral. Write “Outgoing Agent 1 Referral” on
the front of a folder. This folder will contain all leads that you refer to a selected
real estate agent.
- Folder 7: Outgoing Agent 2 Referral. Write “Outgoing Agent 2 Referral” on
the front of a folder. This folder will contain all leads that you refer to another
selected real estate agent.

Mastering The Seller
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Remember!
You should have different referral agents for different
purchasing scenarios, including straight purchases,
short sales, foreclosures, etc.

Database Management
We highly recommend utilizing database management software to track your seller
leads. In the beginning you may opt to start with a basic tool such as a Microsoft
Excel or Google Docs spreadsheet. However, to start your business in a systemized
way or as your company grows, moving up to a dedicated platform for all your real
estate investing leads such as Realeflow Investor, the one we use in our business, will
be imperative. The right database management software will help you automate and
streamline your business.

Helpful Tip!
Getting organized means putting together a Master
Contact List for your team, and having it at your
fingertips as you take seller leads. This list should
include all necessary referral agents and their
specialties, for example, one agent may be an
exclusive buyer’s agent and one may be a short-sale
specialist. You should also list any trades that may be
helpful to the seller, such as contractors, attorneys,
and engineers.
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Categorizing Your Leads

Every potential seller of a property you’re interested in acquiring will fall into one of several different categories.
Which category the prospective seller falls into will depend on how serious the person is about selling his or
her property, and it will affect how you approach the seller.
As we mentioned at the beginning of this manual, the Seller Lead Sheet enables you to quickly and easily
determine whether or not a particular property will be worth acquiring, and to explore a potential seller’s
motivations for selling the property, as well as his or her objections. Once you have this information, you will be
able to categorize your lead as hot, warm, or cold, and then decide whether or not to set an appointment.
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Your time is valuable, and not every lead is worth setting an appointment with. In fact, you won’t set appointments
with cold or even warm leads—just the leads that you have categorized as hot based on the information you
gather via the Seller Lead Sheet. (Remember: You will periodically follow up with your warm and cold leads to
try to move them into the hot category.)
Here are detailed definitions of each of the major lead types that you will encounter:

Hot
These are active leads that are highly motivated to
sell, either for time (in a hurry) or money (needs the
cash, or needs to relieve their burden debt). You’ll
want to schedule an in-person appointment with
these leads the same day if at all possible, and then
follow up with them every few days as you move
them towards a deal.

Warm
These are leads that are interested in selling, but are
not highly motivated to do so. They may be testing
the waters to see what their home is worth, or they may have a price in mind and want to know if someone will
be willing to pay it. If the personal circumstances for warm leads change, they can quickly turn into a hot lead,
so you’ll want to keep in touch. Follow up with warm leads weekly to every other week.

Cold
There’s really no such thing as a dead lead, but hot and warm leads can become cold if they absolutely have
no interest in selling their property. Again, like warm leads, circumstances can change, so you should keep in
touch with your cold leads, although not as often as you do your warm leads. Follow up with cold leads monthly to every other month.

Mastering The Seller Lead Sheet
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Categorizing Your Leads

Referral
Referrals are leads that you receive from someone else, usually a real estate agent
with whom you have developed a relationship. These are known as incoming referrals.
Because you want the real estate agents to continue to send the leads to you when
they get them and not to someone else, be sure to make contact right away. Treat
every referral like a hot lead until you determine otherwise, and be sure to keep the
referring agent in the loop as you move their lead through your process. In some
cases—for example, a short sale or when a lead doesn’t meet your profit goals—
you can send your own leads out to a real estate agent and earn a referral fee.
These are known as outgoing referrals.

Motivators to Sell
Psychologically, selling a home can be a very difficult proposition for someone. Not
only are sellers often concerned about the price they obtain and about not getting
ripped off, but they may have lived in the home for many years which brings along
with it very deep emotional ties—and, sometimes, barriers to a transaction.
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On the other hand, sellers can be highly motivated to sell—that’s why they
contacted you in the first place, right? There are a variety of different possible
reasons why someone wants to sell. It’s your job to figure out these reasons while
countering any concerns the seller may bring up along the way.

Remember!
Your goal in working through the lead sheet with a
prospective seller is not to make a sale. Instead, the
goal is to uncover the seller’s needs and motivating
factors that prompted their call.

The best way to determine what the seller needs is to ask yourself the question:
“What is the seller’s motivation for selling the property to me?” The seller’s motivation
typically is the reason they have opted to talk to a cash investor versus a realtor or
retail buyer. The level of motivation will provide more insight to the amount of time
and energy you’ll put into the process.

Some Common Seller Motivations
• Needs cash.
• Worried about ability to keep up with mortgage/tax payments.
• Falling behind on mortgage/tax payments.
• Going through a divorce.
• Tired of property maintenance issues.
• Dispute with neighbors.
• Required to move by employer.
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The 4 Components of
Taking a Lead
Just as with any other important process in your business, taking a lead should be approached systematically.
That’s why we’ve broken the Seller Lead Sheet into four major sections. Each section of the lead sheet is
designed to get you closer to the goal of determining whether or not you should take the next step with a
prospective seller and book an appointment.
The goal when taking a lead is not to purchase a property over the phone, but rather to determine the strength
of the lead and assign it into one of three different categories: hot, warm, or cold. Once you have determined
the strength of a lead, you will be able to better determine whether or not you should book an appointment
right away, or label the lead as warm or cold and set a future date to follow up.
The four major sections of the Seller Lead Sheet are:
Mastering The Seller
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• Section 1: General Information
• Section 2: Motivation and Price
• Section 3: Mortgage Information
• Section 4: Follow Up and Discussion Notes/Needs
Let’s take a closer look at each one of these four major sections to better understand how your lead sheet
conversation should flow.

Section 1: General Information

Mastering The Seller Lead Sheet
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The 4 Components of Taking a Lead
Section 1 of the Seller Lead Sheet fulfills several requirements for you as a real
estate buyer:
- It serves as your elevator pitch. This is where you’ll briefly—and compellingly
—describe you and your business and how your unique program has helped
numerous home sellers achieve their goals.
- It enables you to gather the seller’s contact information (you can’t follow
up if you don’t have it!). It is here where you will learn if you are talking to the
decision maker, or if there is anyone else on the property’s title you will need to
talk to as well.
- It provides you with basic information about the home such as square footage
and the number of bedrooms and bathrooms. You will use this information to
compare the seller’s property with other similar properties. In addition, you’ll
want to find out if the seller currently lives in the home and for how long. This
can give you a peek into potential seller objections you may encounter as you
work through the seller lead process.
- It provides you with some initial information about needed repairs that may
need to be factored into your offer.
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- It tells you if the property is currently listed with a realtor, when the listing
expires, and if there have been any offers. Having this information is very
important because it provides you with some indication of the level of a seller’s
motivation, which will be very useful when you craft your offer.

Key Script Elements for the General Information Section:
- Thank the lead for calling your company and introduce yourself.
- Give your elevator pitch. The basic elements of a good elevator pitch
include explaining the following:
o You are willing to buy the property in as-is condition.
o You are paying cash, so you won’t need appraisals or financing, and can
close on their timeline.
o Because you are not acting as a realtor, the seller will not have to pay
any commissions and you will take care of all closing costs.
- After gathering the lead’s name, phone number, and address make sure to
ask if the caller is the only owner on the title, and if you are talking to the
right person. This is important—you want to be talking with the decision maker.
- Gather the basic information about the property, including square footage,
number of bedrooms and bathrooms, etc. Ask about the condition of the
property and if it needs repairs. Keep in mind that few leads will tell you
about all the repairs that need to be made. Sellers typically think that they live in
the most beautiful home in the neighborhood—that it’s perfect and there’s nothing
wrong with it. Of course, that’s rarely the case. Hint: Ask the question “If you were
going to live in the home, say another 10 years, what types of improvements would
you make?” What you’ll typically find is the seller will tell you exactly what
needs to be done to spruce up the home.
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The 4 Components of Taking a Lead
- Ask the prospective seller if the property is currently listed with a realtor, if
any offers were received, and if so for how much. Assuming the offers were not
accepted, inquire why not. Ask, “Just out of curiosity, what was it about the offer
you didn’t like?”
- Keep your conversation loose and open ended—you don’t want to sound
like a robot or a machine. You want to sound human, and like someone who
can be trusted. Building rapport is very important in this portion of the lead sheet.
Find commonality with the seller.

Section 2: Motivation and Price
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This is perhaps the most important section of the Seller Lead Sheet. Why? Because
it enables you to quickly determine if a prospective seller is truly motivated or not.
If you can’t figure that out, then you can’t make a decision about the type of lead.
You want to quickly get to the bottom of the seller’s motivations to sell, and the
questions in this section are specifically designed to help you do that.

Remember!
By asking questions about motivation and price,
you’ll get an idea about such things as:
- Why are you thinking about selling this home?
- Do you need to sell within a certain period of time?
- What price are you looking for? Is that price firm?
- What’s your backup plan if the house doesn’t sell?

Key Script Elements for the Motivation and Price Section:
- Hone in on motivation: “Is there a particular reason you’re looking to sell at
this time?”
- Ask questions until you uncover the true motivation behind the lead’s interest
in selling the property. Ask questions like:
o “Do you have another place in mind you want to move to?”
o “May I ask what prompted you to want to move?”
o “Is the property too big for you?”
o “How long have you lived there?”

Mastering The Seller Lead Sheet
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The 4 Components of Taking a Lead
- Once you’ve determined the core motivators behind the lead’s desire to sell,
it’s important to figure out the time parameters that he or she needs to sell by.
- When you receive a price and you want to negotiate a lower value over the
phone, make sure you go back through the benefits that you offer to the
seller. These benefits include such things as:
o Closing on the seller’s timeline, while traditional real estate closings can
take from a minimum of about 45 days to 60 days or longer.
o You’re a cash buyer—no delays or uncertainty that comes along with
having to obtain a loan to purchase the property.
o You’ll take care of all the paperwork and other details.
o You’ll take on the stress and burden of any required repairs or renovations.

Mastering The Seller
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Section 3: Mortgage Information

When you obtain mortgage information from a lead, you’ll get a good sense as to
the seller’s exact financial situation, and how you might best meet his or her needs.
As investors, our competitive advantage is that we have more options than a retail
buyer. Having this information enables us to provide the seller with multiple
options—not just a cash purchase.
In addition, if a prospective seller is underwater on his or her mortgage, that is, if
the individual owes more to the bank than the home is worth, you’ll want to gather
this information so you’ll have a good understanding of how motivated the lead is
to sell his or her property.
The information you’ll gather in this section includes:
- Details on mortgages and liens. It’s important to figure out how many liens
there are against a property for many reasons. In the case of a short sale, you
will want to know with whom you‘ll be negotiating. From strictly an investor’s
perspective, you may be able to utilize non-traditional strategies with the deal
by knowing the amount owed.
- If the seller is behind on his or her mortgage payments and/or taxes, how
much, and for how long. This information is crucial—especially in the case of
pre-foreclosures, which may be time sensitive.
- Taking the property “subject to.” If the seller is not behind on payments and
there is built-in equity, in many cases you can take title and assume payment of
the existing mortgage on behalf of the seller.

18
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The 4 Components of Taking a Lead
Key Script Elements for the Mortgage Information Section:
- If the lead starts talking about pre-foreclosure, short sales, or being
behind on payments before you get to this section, then go ahead and
capture the information. Ask “Since you are behind on payments, how much do
you currently owe, and are there any other mortgages or liens that we’ll need
to pay off assuming we can come to agreement on a price that’s comfortable
for everybody?”
- If the lead hasn’t already offered information about a mortgage or liens, then
ask, “Is there anything else I’ll have to consider in my offer, like back taxes,
credit card liens, HOAs, or a mortgage?”
- If there is a mortgage or any liens, then ask the prospective seller how much
you will be required to pay off to complete the transaction.
- The lead may be resistant to providing you with mortgage or other loan
balances or payoffs, perhaps considering that information to be personal and
confidential. If this is the case, then be persistent and try a few different
approaches to obtain the information you seek, all the while working to gain
the lead’s trust. Explain the benefits of knowing the amount owed on the seller’s
mortgage and other loans. These benefits include:
Mastering The Seller
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o The ability to utilize a variety of strategies in structuring the transaction,
for example, you might be able to give the seller some cash immediately,
then take over the mortgage payments—relieving the seller of that burden.
o Speeding up the purchase transaction. You can get a check into the
seller’s hands sooner if he or she will provide you with the necessary information now.

Section 4: Follow Up and Discussion Notes/Needs

Based on the information you gather in the previous sections, you will by now have
a good idea whether or not a potential deal with the lead is going to work for you.
If you decide that the lead is worth pursuing, then set an appointment that day if
you have time available in your schedule. Avoid putting the appointment off until
tomorrow or this weekend or next week if at all possible—you don’t want this lead
to get away!
In this section you’ll note when you make follow-up contacts with the lead and
brief notes from the discussions. This section is vital if you have someone else
taking your leads, or if you’re looking at a cold lead and you want something to
reference so you don’t have to evaluate it all over again.

Mastering The Seller Lead Sheet
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The 4 Components of Taking a Lead
Key Script Elements for The Follow Up and Discussion Notes/
Needs Section
- If after you run the numbers on the property, and the deal works for you, then
set an appointment that day.
- Tell the seller that you believe that you’re a strong fit and that you’re excited
to be able to help him or her out. Explain that you talk with a lot of sellers every
day, and not everyone is a good fit, but they’re right in line with what you’re
looking for. You’re looking to purchase a couple more homes this month, and
you think one could be theirs.
- Give your lead a choice between meeting immediately or later in the day.
If you determine that other people are looking at the property to buy, then
push to meet as soon as possible.
- Attempt a trial close. Ask the seller, “Now, assuming I write up an offer on the
property, are you in a position to make a decision today?”

Mastering The Seller
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Some Common Definitions
• After Repair Value: The market value of a property after all repairs are
completed.
• As-Is Value: The market value of a property as it currently exists, with no
repairs made.
• Repair Cost: The amount of money it will take to repair, renovate, or rehab
a property in preparation for sale.
• Exit Strategy: What the outcome of the property is after you purchase it,
for example, wholesale to another buyer, or buy and hold as a rental.
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Common Objections

While every once in a while you might work with a seller who immediately agrees to all the terms and conditions
of your offer, most people will have at least some questions that they want answered before they are ready to
sign on the dotted line. Dealing with common seller objections is really at the heart of the acquisition process,
and you should be able to respond honestly and confidently for every possible one.
The good news is that the vast majority of seller objections are reasonably predictable. This provides you with
an opportunity to prepare, hone, and practice your answers before the concerns are voiced—putting you in
the driver’s seat. Here are some of the most-common objections.

General Business Questions
Mastering The Seller
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The first category of objections you will encounter pertains to how you do business—some potential sellers
will find your promises hard to believe, others will want to be assured that you’re not running some sort of
fly-by-night scam. Your job is to clearly explain how your business works, using your established track record of
success to support your assertions.

What does your company do?

Example: Our company does a wide variety of investments based on each individual real estate situation. We
buy a lot of properties in the area that need extensive renovation work, and we also purchase homes in better
condition from people who don’t want to deal with paying hefty realtor commissions. Typically, our company
can make an offer in 24 hours on a property once we get some basic information about you and your situation.
Now that offer will absolutely be as-is, meaning we will never ask you to make any repairs. In addition to that,
we can close on your timeline as quickly or as long as you need since we will be purchasing with cash funding.
Last but not least, we save you some additional money by not charging you realtor commissions and we pay all
closing costs. Does that sound good?

How can you buy a house so quickly?

Example: Well, as cash buyers all we would have to do is a title search and prepare the paperwork and we can
close in that timeframe. We move very quickly if need be, although not everyone has to sell their house in this
short of a timeframe. In fact, most people need a little more time to get all their belongings accounted for and
make arrangements for their new home. With that said, how quickly did you want to sell your house?

I don’t want to tell you how much I owe on the house—it’s none of your business.

Example: I understand your concern, however, the reason I’ve asked for this information is so that we can
make you the best offer possible on your home. Often times we can offer you more money for your home if
we’re able to utilize various strategies. That’s one of the beauties of being an investor versus a retail buyer—we
have many options we can present to you. Having options is not a bad thing let me tell you….so that’s all. It
just helps us get you an offer or several offers more quickly. So do you have one or two mortgages Mr./Mrs.
___________?

Mastering The Seller Lead Sheet
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Common Objections
I still don’t see why giving you my mortgage information is relevant.

Example: I definitely hear you Mr./Mrs. ___________, however I want you to know
that all your mortgage information is public record and could be found out very
easily with a trip to town hall or online. That being said, the only reason I need it is
so I can make you multiple offers because sometimes your mortgage can be taken
over and I can even offer you a little more for the property depending on the situation. I
don’t think you would object to getting multiple offers on your house would you?
I am not giving you a price…why don’t you just make me an offer on the property?
Example: I understand your concern, however you must know that our company
is very serious about buying homes and we get a number of calls every single day
from sellers who are having trouble selling their homes in today’s market. Because
we are so busy there is no way we can make offers on every house so that is why
we get some basic information, just to make sure we are in the same ballpark. Do
you have a ballpark figure of what you would be looking for just so we have a
starting point?

Verbal Offers
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Remember: taking the initial seller lead is not a sales meeting, but rather an appointment-setting call. It is the necessary first step to eventually making an offer. There
will be times however where the seller just won’t give you a price and is very closed
off. Rather than just getting off the phone and creating a cold lead, we instead recommend throwing out an offer range to the seller. For example: “Mr. Jones, would
an offer in the 150k range be something you’re comfortable with?” If their response
is poor, then ask “How far off are we?”
In addition, if the price the seller gives you is way off from your needed purchase
price, then you will often throw out a number “just in case.”

Remember!
Never end a call before you gain an understanding
of where a lead’s sales price needs to be.

A realtor told me I could get a lot more for my property.

Example: I am not surprised and I definitely understand your concern. I know a lot
of sellers meet with realtors who come in and make some pretty bold promises just
to get the listing. Remember, realtors will often tell you what they think you want
to hear with the intention of securing the listing. Then three months later, after
they haven’t sold the property, they’ll ask you to make some major price reductions.
If you really look at our offer versus the alternative of holding
onto your house for the next six months, paying ALL those
mortgage payments, and then paying a hefty commission on
top of that, our offer is not too far off…wouldn’t you agree?
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Case Study: 1310 Charter Place

As you can see from a quick glance at the Seller Lead Sheet for 1310 Charter Place on page 29, we aren’t writing
a book here—we just want brief, to-the-point answers to our questions. The property address, the lead’s name,
phone number, and email address, and then the basic specifications of the property.
However, as we work our way through Section 1 of the Seller Lead Sheet—General Information—we can
already begin to get a sense of whether or not the lead is going to be one that we’ll want to pursue and set
an appointment with. While you’re taking down the lead’s information, you can pull up a Zillow, Trulia, or other
online real estate information website listings for the property using the address that the seller gives you—in
this case 1310 Charter Place, Charlotte, NC. This property listing will give you an initial idea of the value of the
home, as well as what other homes in the immediate area are selling for.
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In addition, by the end of Section 1, you’ll find out
if there are any major repair issues and if any offers
have already been made for the property. In the case
of 1310 Charter Place, the seller’s conservative estimate
of $10,000-15,000 in repairs has been increased to a
more realistic $30,000-40,000. We made this adjustment because it’s an older home that sounds dated,
which will require a larger rehab budget to bring the
kitchen, bathrooms, and other appointments up to
current standards. Not only that, but at 2,900 square
feet, the home is quite large which means that we’ll
need even more money if there are additional issues
that need to be addressed. If the price the seller
wants for the home is on the high side, then a repair
cost in this range could knock him out of hot lead
territory. However, if the price the seller wants for the home is on the low side, then even this much estimated
repair cost won’t knock the seller out of contention.
Section 2—Motivation and Price—will give you a really good idea as to whether your lead is hot—or not.
Here’s where you’ll ask why the lead is considering selling the home, how quickly he wants to sell, and for how
much. In the case of 1310 Charter Place, the property has sat vacant for five years, and the seller thinks that
$230,000 might be enough to convince him to sell. And as we’ll see in Section 3, there is a significant mortgage
payment being made each month. This increases motivation to sell the property—who wouldn’t want to get
rid of a monthly mortgage payment and put some cash in their pocket on a property that’s been sitting vacant
for five years? And although the seller says that he’s in no hurry to sell, if you show him that he can quickly and
easily relieve himself of the burden of an empty home and a monthly mortgage—while putting money in the
bank—then you’ll have a hot lead.
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Case Study: 1310 Charter Place
Section 3—Mortgage Information—you’re going to ask for details on how much
the seller owes for mortgages, liens, and taxes, and what the monthly payment
is. Again, this information will give you some idea about the lead’s potential
motivation to sell his property and what category of lead he or she might be. In
addition, we will be able to uncover any additional debt along the way that we may
have to pay off or otherwise address. Finally, knowing the mortgage information
will allow us to look into subject to as a viable option. You can see from the Seller
Lead Sheet for 1310 Charter Place that the lead is carrying a $185,000 mortgage
debt and that his monthly payments (including taxes and insurance) amount to
$1,650.
Section 4—Follow Up and Discussion Notes/Needs—is where you’ll record your
estimates for After Repair Value, As-Is Value, Repair Cost, and whether or not you
will likely make an offer on the property. Looking at the Seller Lead Sheet for
1310 Charter Place, you can see that:
- After Repair Value = $325,000
- As-Is Value = $270,000
- Repair Cost = $40,000
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Understand that, while these are rough estimates, they do indicate the potential
for a significant profit. Even at the lead’s initial sale price of $230,000, with an As-Is
Value of $270,000, there is already a potential profit of about $40,000. This profit
goes up to about $55,000 when you consider the After-Repair Value of $325,000.
And, if the seller eventually agrees to an even lower price than his initial figure of
$230,000, then the profit could be even more.
So, when you add it all up—the fact that the seller is making a $1,650 payment
each month on a house that has sat vacant for five years, and that there is a
significant upside potential to profit—then this lead is clearly a hot one, and you
should make an appointment with the seller that day if possible, and no later
than the next. This is one lead you won’t want to let get away!

Helpful Tip!
Tax records are an important tool that you can use
to find any variances between what the homeowner
tells you and what the government entity has in its
official records. The tax records (see the example on
page 30) will tell you, for example, who’s on the title,
the heated square feet, the number of beds and baths
(which may point out to you any unpermitted additions), and much more.
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Case Study: 1310 Charter Place
Here’s a copy of the Seller Lead Sheet used for the Case Study discussion.
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Case Study: 1310 Charter Place
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Here’s a copy of the tax record used for the Case Study discussion.
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Your Long-Term Action Plan

Once you get your Seller Lead Sheet system up and running smoothly, you’ll want to begin implementing a
long-term action plan to make your system even more efficient—freeing you up to do other, higher-level tasks.
As author Michael Gerber explains in his bestselling book The E-Myth, the sooner you are able to move out of
the technician role where you’re doing all the work yourself, to a manager (and ultimately to an entrepreneur)
role where you’re supervising others to do those jobs, the sooner you will find the success you are looking for
in your business.

Train an Assistant to Take Leads
To move out of the technician role, you’ll want to hire people to help you with your business. The best way to
accomplish this in a typical real estate business is to hire an assistant who, along with his or her other duties,
can take seller leads for you.
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Finalize “Your” Seller Lead Sheet
As you become expert at working through the Seller Lead Sheet
with prospective sellers, you’ll probably find that you’ll need to
modify, add, or delete a question or field. The best system is the one
that works well for you and your business model. Feel free to make
changes to the Seller Lead Sheet, but make sure you do so only after
giving each change very careful consideration. Ask this question
before you remove an item: Will removing this item cause me to miss
some important bit of information? If the answer is “Yes,” then don’t
delete it.

Train a Call Center to Take Leads
Using the Call Center Script included at the end of this publication,
you will be able to outsource your incoming calls to a third party, freeing up your time to focus on other tasks.
If you choose this path, be sure you are not hurting your business or stunting its growth by not creating an
in-house team to take on live leads. Call centers can be very helpful if you’re a part time investor or for taking
late-night seller leads. If you’re a full time investor, however, we highly recommend taking your leads in house
and not outsourcing this task.
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Seller	
  Lead	
  Sheet	
  	
  	
  	
  	
  
Property Address:______________________________________________

Date:____________ Lead Source:_________________

______________________________________________

Home Phone:__________________________________

Contact Person:________________________________________________

Cell Phone:___________________________________

Owner(s) on Title:_____________________________________________

Work Phone:__________________________________

Mortgage Holder:______________________________________________

Email:_______________________________________

Do you currently live in the home:____________________ How Long:_________ Style of Home:_________________ Sq. Feet:_________
Unit 1: Bed______ Bath:______ Rent:_______

Unit 2: Bed______ Bath:______ Rent:______ Unit 3: Bed______ Bath:______ Rent:_______

Unit 4: Bed______ Bath:______ Rent:_______

Unit 5: Bed______ Bath:______ Rent:______ Unit 6: Bed______ Bath:______ Rent:_______

Garage:_________ Lot Size:___________ Special Features:_______________________________________________________________________
________________________________________________________________________________________________________________________
Any Repairs Needed:______________________________________________________________________________________________________
__________________________________________________________________________________________ Repair Cost $:_________________
Is the Home Listed:_______ Price:____________ How Long:_______________ Any Offers:_____________ How Much:___________________
Realtor:________________________________ Phone:_____________________ Listing Expires:_____________________________

Motivation & Price
Is there a particular reason you are looking to sell at this time?__________________________________________________________
____________________________________________________________________________________________________________
How quickly are you looking to sell?______________________________________________________________________________
What are you looking to sell the property for?___________________ Is that price flexible?__________________________________
How did you establish that number?_______________________________________________________________________________
If I can offer you cash and close quickly what is the best you can do?____________________________________________________
Can you do any better than that?__________________________________________________________________________________
What are you going to do if the property does not sell?________________________________________________________________
Mortgage Information
What do you currently owe on the property?_________________________ Any other liens or Mortgages?__________________________________
Are you current on the payments?__________ Months Behind?_______________ Amount Behind? $_____________________________________
Back Taxes:_________________ Other Lien Amounts:__________________________________________________________________________
What is your monthly payment? ___________________ Does that include Taxes and Insurance?_______ Taxes:____________ Insurance:______
Interest Rate: 1st_______ 2nd________ Fixed ( )_____ Adjustable ( ) ______________ Prepayment Penalty:_____________________________
Mortgage Company: 1st______________________________________________

2nd:__________________________________________________

Subject To
If I could give you some cash now and take over the responsibility for the payments on the mortgage how much cash would you need
to move?_________________ Is that the best you can do?_______________ What do you need that money for?_________________
Follow Up and Discussion Notes/Needs
Date:_______ How:______

Notes:_____________________________________________________________________________

Date:_______ How:______

__________________________________________________________________________________

Evaluator:______________________

Appointment Date:__________

Time:__________________

After Repair Value:______________

Confident

Not Confident

Exit Strategy: ______________________________________

As Is Value:____________________

Confident

Not Confident

__________________________________________________

Repair Cost:____________________

Confident

Not Confident

Offer 1:________________________________________

Likely Purchase:________________

Confident

Not Confident

Offer 2:____________________________________________

Call Center Script

TRANSITION SCRIPT: Our associates are currently meeting with other sellers, but if I may ask a few questions, I
can leave a message and they will return your phone call as soon as they are available to let you know about your
options and how they can help you.
- May I get your name please?
- Your phone number, including the area code first?
- A secondary number where we can reach you?
- How did you hear about us?
- What is the property address?
- Is there a reason you were looking to sell?
- How quickly did you need to sell your property?
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END OF CONVERSATION TRANSITION SCRIPT: This is all the information we need at the moment. One of our
representatives will be in contact with you within the next 24 hours. Thank you for calling CT Homes and have a nice
day.
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