Getting the probing appointment

	Trainer Notes

This is a Group 4-5 exercise for Triage

Trainer Notes
	Purpose:

When folks are getting lots of appointments week after week, but do not get to Certified buyers and Listings it is because they are doing drop-off appointments over and over.  They are talking with their jelly beans and being social.

They need to ask for and get appointments to probe.  The purpose of the probing session is to determine what their plans are (Short term, medium term and long term) and craft a strategy to work with them till they get there.  The strategy includes the agent.

Often the problem is their intention.  If their intention is still at making so many contacts every week, then they are not focused on asking for appointments to probe.  When they make their 50 contacts, they fell like they’re done.

Step one:

You model it.

Get a volunteer to be your drop off or Jelly Bean call.  Give them their motivation (a la Spielberg) They are to be thinking of moving up in about 9 months or so.

Get to chatting with them about the kids, the garden, what’s been happening…. Then ask about what they’re thinking about in terms of the new house we talked about.  How is the present house being too small (or too large) working for them.  Use the language: “I work with my clients at their own pace”  “I would never want you to feel like I am pushing you to do something before you are ready to move on it.”

Then your script for asking for the probing appointment.

Make sure the person resists the appoint at least once.

Step two:
Get a discussion about the role play.

What made it work?  What was the order of the conversation?  What was the intention?  What is the benefit to the customer of th probing appointment?

Step three:

Get them into groups.  Two-by-two is best.

Write their own script.   Use their own words.

We ar going to use all of their thoughts put together to get ideas.  So don’t worry about being perfect.  We’ll get there later.

Have them read aloud their scripts.

Write the salient benefit to the customer on the flipchart.

Talk about the benefits.  See if there are any more you can add.

Encourage them to plagiarize.  No one will hear the speech form tow people.  Even if they use the same words exactly, no one will ever know!

With the benefits on the board, have them re-write their script.

(about 15 minutes)

Now read them to your partner and give feedback.  Your partner’s challenge is to see if you can make it just a little better.

Read them aloud.

Step four:

Challenge them to use it a number of times during the following week.  Write down their agreements. (ten is a minimum)

They can use it at every drop by and at every jelly bean call they make.  If they are making calls to their jelly beans, all of them cannot have had a recent probe.

Check on the results next week.




Example:  

“You know,  .  .
The process of (buying or selling) real estate has a LOT of problems (or obstacles issues, difficulties) along the way.  It can be one of the most frustrating things you will ever encounter.  We can smooth the path by anticipating problems and dealing with them early rather than later....one of the things that I do for people I work with is a process that helps them clarify their needs and uncover those problems so that together we can craft a strategy to get them (over under around through) the problems to what they want.  Without a comprehensive strategy, a lot of buyers will end up settling for the house they can get instead of going after the home they really want.  ( and could have had!)  Because buying a house is much more than just a financial decision… it will affect every aspect of your life:  Your family, your job, where you buy your groceries… And while the financial and physical aspects of Real Estate are HUGE, the emotional undercurrents are bigger, (or much more important,) and most often overlooked.  
So when would be a good time for us to get together this week and begin that process?”
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