
 
EXPIRED LISTING SCRIPT 

 
OBJECTIVES: 

● Assess Seller’s Needs 
● Build Rapport 
● Confirm Contact Info 

● Schedule Appointment 
● Qualify Seller 
● Learn Seller’s Motivation 

 
INTRODUCTION/CONTACT INFO 
Hi, is this ___[Seller Name]____? 
 
This is _________________ with Ian Alexander Realty. Look, I’m just giving you a quick call. I 
saw your property over there on _[Address of Home]_ came off the market. I’m just calling to 
see when you’re going to be interviewing agents again for the job of actually getting it sold? 
 
STOCK QUESTIONS/BUILD RAPPORT 

● Was your agent giving you any feedback as far as what was stopping the property from 
selling? 

● Had the property actually sold, where were you moving to? What was bringing you 
there? 

● What was your time frame for selling the property? 
● In your opinion, what do you think stopped the home from selling? 

○ The Market? Hmm, we’re actually in one of the best markets in a long time. 
○ The Agent? How did you come across him? Did he do anything you liked? 

● What would you expect from the agent you do choose? 
● What is your agent going to do in the next 6 months that they didn’t already do in the last 

6 months? 
○ Ohhhh...so more mailers, flyers and stuff? So, more of the same thing and 

expecting a different result. 
● Before you get yourself tied up again for another 6 months, don’t you feel you owe it to 

yourself and your family to at least get a second opinions? 
 
BOOK AN APPOINTMENT/CLOSE CLOSE CLOSE! 
[They ask to discuss with their spouse] Definitely, I want you to talk to your husband/wife. If we 
wind up working together I’d be working for the both of you right? 
 
So would tomorrow at 6pm work? Sure, I can go ahead and pencil you in and you can confirm 
with your husband/wife. I’ll call you to confirm tomorrow. 
 



OBJECTIONS 
How did you get my number? Oh sure, since I specialize in helping sellers in this area I 
subscribe to a service which provides me with information regarding homes that go off the 
market after having not sold. So, that when I come in and uhh play superman! Haha 
 
I have a friend/family who is a realtor… That’s great, I can appreciate your loyalty and that is 
a quality that I respect in people. So I’m curious, let me ask you this… 
 
Has there ever been a time when you decided to buy something or do something and because 
a friend said, hey no problem, when you need help, I can do it and in the end, because you 
didn’t check around, you really didn’t get what you wanted...have you ever been there before? 
(Yes) 
 
Well this time is just like that time, and with that in mind, I’m sure you can see the importance of 
having me over just to give you a second opinion...that wouldn’t hurt anything, would it? 
 
I want to find a house before I put mine on the market.... 
I agree, finding your new home is important and the unfortunate thing is it may take us as long 
as 3 to 5 months for the home to sell. Then it would take another month to the get the closing 
done and by that time, any home that you would have found will likely already be sold. Does 
that make sense? 
 
Let’s get your home on the market right now and get to work on getting your home sold so you 
don’t have to wait any longer than is necessary to get moved into your new home...sound good? 
 
Alternative: 
Terrific! Have you seen a home that you want to put a contract on? (No) Great let me go ahead 
and schedule a time with my buyer agent so they can help you find the perfect home. In the 
meantime I can be working on getting your home sold that way when we get a contract on your 
home we can put in a contract on your #1 choice – close both homes same day and … move 
only once. Won’t that be great? 
 
If we have to sell that low, we will sell it ourselves and pay 3% to the agent that sells it.  
I completely understand your point of view and it sounds like you haven’t been involved in this 
kind of transaction in a while...can I tell you why? 
 
Agents work with buyers because it is easy. You show the house, the agent writes the offer and 
the agent on the listing side handles the next 30 to 60 days of the legal paperwork trying to get 
the deal closed...does that make sense? 
 
If you list it for sale yourself, who will follow up with the 30 to 60 days of legal paperwork...you? 
If so, what agent will want to risk the fact that you may not have done it before? 
 



Let me ask you this...if you were an agent, would you rather show homes that were listed with 
professional agents that worked to get deals closed? 
 
Or would you rather show a home and keep your fingers crossed, hoping that you don’t get 
sued by the buyers because some legal aspect was overlooked by the homeowners and the 
transaction didn’t get done...which would you rather do? 
 
Do you see my point? 
 
Your idea sounds valid. It just doesn’t fit in today’s market reality...Are there any other questions 
I can answer before you sign the listing agreement? 
 
Will you cut your commissions, other agents will? 
You know, you’re right, there are a lot of desperate agents out there and I’m a little 
concerned...can I tell you why? 
 
Do you own anything more valuable than this home? 
 
Could you say that it is your most valuable possession? 
 
If an agent is so desperate that they are willing to broadcast the fact that they don’t think they 
have value as a Realtor, then I’m confused. 
 
We’re talking about a person who has already admitted that he or she doesn’t even see value in 
himself or herself. 
 
Is that the type of person you want to represent you in the most valuable transaction of your 
life? 
 
Good. If that was the case, then I should not even come over, considering I work 14 hours per 
day and my assistant works 8 hours a day to get your home sold and that’s very valuable...don’t 
you think. 
____________________________________________________________________________ 
 
FIND YOUR STYLE Remember, this script is a general guideline for achieving the objectives of 
your call. You don’t have to follow the exact language or order of the conversation. 
 
If a Seller Drops Any Personal Information (they have a new baby, husband, wife, 
grandmother, new job) use that to your advantage and build rapport. Relate, empathise, 
sympathise and advise. 
____________________________________________________________________________ 


