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FSBO Marketing

1.  Find FSBO- Scour neighborhoods, craigslist, Zillow, Trulia, Newspaper.  Many times you will just see FSBO’s in neighborhoods as you are showing other property.

2. Create Binder-Do Property profile and CMA through cloud CMA.  Also, putting together neighborhood stats is helpful.  Put in a nice leather binder.  Also include tips on how to sell home properly and inform of process including how to use title company (info can be found at website Realtormag.com under fsbo’s).  Advise seller they can use binder to show prospective buyers info about property.  Personalize binder so that all pages have your Logo, name, and contact info.  This way you are also marketed to potential buyer’s if they are shown the binder.  

3. Drop off binder when owner is home.  Make very clear that you are available for FREE if the seller has any questions moving forward.  Even if they sell the home on their own, they may then need an agent if they are buying a new property.  

4. Don’t take up much time on initial contact (unless the seller invites you in or continues to have questions.  Let them dictate the amount of time you are there).  Make sure you ask or tell seller you will follow up in a week.

5. Follow up every week following initial meeting.  Always have a market update available to share with seller.  Confirm with every conversation that you are the expert.  

Theme of system:  Gaining seller’s trust and rapport is crucial in this FSBO system.  The same idea when developing your sphere, relationships.  When/If they decide to list with an agent, you will be on their mind.  If they start interviewing agents, try to be last and obtain the listing right at your interview.  If a FSBO says, “go away”, then stop contacting.  This system starts as simply free service followed by a listing and a commission.
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