Probing Strategy Workshop
Overview:

Often when agents are not making probing appointments, it is because they are not clear why they should be making them with people who are not about to buy or sell property.  As a result, they are not effective in communicating why the appointment would be beneficial to the contact.  

This is a BIG mistake.  There is always a reason to have a probing appointment with your jelly bean jar contacts.
Begin:  Ask these questions
“How many of you have contacted every one of your jelly beans in the past 30 days…EVERY one?”

“How many of you have made two probing appointments per week on a regular basis?”

 “How many of you have three certified buyers?”

 “How many of you routinely ask for an appointment for a probing?”

Once you see that most of them are in the same boat…ask

What stops you from asking for an appointment?”
Write the answers on chart.

A to B review: Diagram is on the last page
Go through the A – B from the S.E.L.L. training.  Draw it on the chart.
Be careful not to lecture.  It is interactive.  Wait for the answers before writing.

· A is ______? (What you have) and B is ______? (What you want)

· As you go from A to B, you encounter an ______? (obstacle) along the way.

· You make a ______?(decision) to ______?(pay the price).

· If you choose to pay the price…you continue on the path to B- what you want.

· If not, then you immediately create ______? (reasons why not)

· Reasons are reasonable, logical, sensible and rational.  Thus they are called reasons.

· All choices to do other than what it is you want is always based on ______? (fear)

· So instead of getting to B (what you want) you end up at C. ______? (somewhere else)

· The reasons based on fear and so are a lie.  So you have given up the power over your outcomes to the lie, to fear. In order to recapture your power, you need to confront the lie and find the real truth.  Power comes from ______? (telling the truth)

Without confronting the lie, you keep ending at the same place, somewhere else.

If you continue in this conduct, you will eventually fail.  In the dictionary sense…You will fail out of RE to something else.

Look at the “reasons” on the chart.  Pick the most Either/Or kind of reason.  [such as my baby sitter quit, my kids were sick, my husband was angry about missing a Sunday…etc.]

This is called “what you resist, you are stuck with”

Let’s look at the reasons a contact should have a probing meeting with you.

There are four types of contacts (Jelly Beans)

1. Never going to buy, sell or refer.
2. Not going to buy/sell for a year

3. Going to buy in 7-9 months

4. Going to buy/sell soon (90 days)

Never going to buy, sell or refer
If they are never going to refer, buy or sell, then the probing appointment will be valuable for you, so you will know now rather than later.  You might be able to create a referral source.  Your strategy for this person is to make friends and ask for referrals.

What’s in it for them?  They may be interested in real estate market (90% of the population is)

Your goal is to either stay in touch and ask for referrals or delete them from the JBJ.

Going to buy/sell in a year (Long Term)
Then they need to get clear on what the future is for them.  Your job together is to start creating a strategy for what they need to be working on in the next months.

· Financial issues.  Many people have to clean up their credit.

· They can get in touch with the issues that are important to them.  (Crystallization)

· If they need to sell, they will want to look at issues with the house.  Such as inspections, improvements and maintenance.

· You need to become a part of the strategy.  Make sure at the meeting you design a job for yourself.  This is where you share your rolodex.  Introduce them to your lender.

· Run a Prelim for them to see if there are title issues.

· Remind them that this is not the time to buy a new Ferrari.

· Your goal is to get permission to call them monthly to update the situation.

· Contact them every month.  See what they need.

Going to buy/sell in 7-9 months (Mid-Term)

Now they’re in need of specific information and strategies.  This is the very active part of the “Information Gathering” stage.  A probing session helps you and them understand how important information is to them.   It is important for them to define what information is most important to them.  Your job is to help them determine what it is and to provide it.

· Financial issues are becoming imperative now.  Introduce them to your lender, making sure they get qualified.  Work on any credit issues.

· Property values are now very important.  They need to get CMA and properties that meet their financial and emotional needs.  You can provide this kind of information through your MLS on an automated basis.
· They may need a referral to another city
· Things change constantly and they need to stay on top of their property value and the value of properties they could buy.

· Some of the issues from the Long and Short-Term apply here.

· Your goal is to create a relationship where you are the go-to person.

· Contact them 2-3 weeks.  Put them on the auto-notify system.  
· Ask for feedback on the properties they’ve been sent.
Going to buy/sell in near future: 90 days.  Active Stage.
Now they are in the Active stage.  Their case is urgent.  If they are to act soon, they have clear and present needs.  A probing session here is obvious.  This is the standard real estate client.  Everyone knows pretty much what to do here.  
· Get them to your lender immediately.  They need to start the qualifying process right now.  The lender needs to qualify them, check their employment, verify the down payment, etc.

· If they need to sell, they need to get it listed and a QHT scheduled.  

· They may need to do so clean-up, de-clutter and maintenance.

· They need to know what their personal issues are (crystallization)
· It is time to look at actual homes they want to buy.  Or a referral to an agent in the area they want.

· Start showing appropriate properties.  You take them.

· Contact them several times per week. 

[In all of these lists, know what needs to be on the list, but ask the agents to make up the list.  They need to work for the information.  This is not a lecture; it needs to be very interactive.  They already know all this.  Let them re-discover it for themselves.  You may get some great stuff from them.]

So, when is it not in the contacts best interest to meet with you for a needs and strategy meeting?  How about NEVER!
Get together into threes (twos if it’s a small group) to discuss what you might say in each instance.  Create some dialog to answer the question, “Why should we meet?”

Have them write down the dialogs ideas.  Collect them and have them typed up and distributed.
Live calling session (aka Jelly Bean workshop or Dialing for Dollars)
Create a calling session where they make calls with your supervision.  Recognize that it is going to be a bitch.  They will make all kinds of excuses for why not.  If it’s a big group you will need help.
Most likely, this will not be in the same triage session as the previous work.  Get a commitment from them for bringing with them their contact list, including the phone numbers, to the next triage.  Have the calling session then.
They will not have “prior commitments,” it is the regular triage time with the regular breaks.

This gives them at least two hours and more than a few chances to get through the process.  The first few will be a struggle.  If they don’t stay with it long enough, they won’t really get to the other side.

You need to closely supervise the calls.  Listen to them; give them feedback, keep them going.  Force them to actually make the calls and get to the other side of their fear.
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Fear-based, path to real failure.

Soon, “something else” is out of RE
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