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Course Overview
PURPOSE:

To teach a proactive approach for effectively moving into 
relationships with people who have indicated a definite need to 
sell their home.

EXPECTATION:

After this class, you should feel confident enough to consistently 
call For Sale By Owners. 

RESULT:

Substantial increase in revenue.
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What Is This Course About?
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FSBO Boot Camp teaches the “5-Step Follow-
up method, which is a very complete and 
non-threatening approach for working For 
Sale by Owners.  You learn how to proactively 
approach, follow up with a close FSBOs in a 
way that adds value to all.  Plans, scripts and 
follow-up materials provides are provided.
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FSBO Plan
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Why Visit a FSBO? 

Because 100% of FSBOs have an immediate

desire to sell their home.

5



© David Scott 2012-2015 All Rights Reserved

Why Visit a FSBO? 

This coupled with the fact there are six
possible income streams that come from 
FSBO relationships, makes it the most
dollar-productive lead generation source!
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Possible Streams of Income

• 1. Sell FSBO’s home

• 2. Take FSBO’s listing

• 3. Work FSBO as a buyer

• 4. Get referral from FSBO

• 5. Get referral for FSBO

• 6. Provide service for a fee 7
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FSBO
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Finding FSBOs

Sources:

• a.  Local Newspapers

• b.  www.theredx.com (or other FSBO locating services) 

• c.  www.craigslist.org

• d. Team Members 

• e. Trash Service

• f.  Mail Carriers

• g. Area Drive-bys
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Your success with FSBO’s will be directly 
related to your willingness to engage 
and to follow up.
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Item of Value

Every time you get face-to-face with FSBO’s, 
you must give them an item of value. That is, 
something that will help them in their attempts 
to sell the home themselves.
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Step 1-Initial Test
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Step 1-Initial Test
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Step 1-Initial Test

If the FSBO says, “No, you can’t come in,” offer a Seller’s 
Disclosure (item of value) and say, “I wish you great 
success in the sale of your home. Here’s my card. If there 
is ever anything I can do for you or anyone you know, 
please don’t hesitate to call.” (Believe it or not, your goal 

was accomplished ... you got face-to-face with a FSBO!)
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If Calling 
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If Calling 

19

THREE THINGS THE FSBO CAN SAY
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It’s far easier for a FSBO to reject you over the phone.
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Once Inside the Home
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Once Inside the Home
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Once Inside The Home
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• Engage:

F – Family
O – Occupation
R – Recreation
D – Dreams

• Build Rapport - Ask about pictures you see of 
kids, family vacations, diplomas, etc.
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Closing Visit #1
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Closing Visit #1
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• I really appreciate you allowing me the opportunity to view your home, and I wish 
you great success in the sale!  I’d like to touch base with you weekly so I can keep 
the information on your home up to date.  Would that be okay?

Again, thanks for your time, and if there’s ever anything I can do for you or anyone      
you know, please don't hesitate to call! (Hand FSBO your business card)



© David Scott 2012-2015 All Rights Reserved

FSBO Inventory Sheet
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Step 2-Follow Up
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Step 2-Follow Up

If FSBO is not at home, put the follow-up material in an envelope 
and place at front door (don’t tape your card to the door). 

Call to verify FSBO received the information using visit #2 
dialogue.

Send thank-you note after visit #2
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Step 3-Follow Up
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Step 3-Follow Up

If FSBO is not at home, put the follow-up material in an 
envelope and place at front door (don’t tape your card to the 
door). 

Call to verify FSBO received the information using visit #3 
dialogue.

Send thank-you note after visit #3.
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Step 4-Follow Up
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Step 4-Follow Up

If FSBO is not at home, put the follow-up material in an envelope 
and place at front door (don’t tape your card to the door). 

Call to verify FSBO received the information using visit #2 
dialogue.

Send thank-you note after visit #4.
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Step 5-Follow Up Calls
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If you are still around in the eighth week, a 
relationship has been formed and the FSBO has 
self-discovered you are different from the flock! 

Step 5-Follow Up Calls
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Closing FSBO to a Listing Conversation

• Always be on the lookout for “close me” signs!

• After using the phrase, “Since you are getting closer ...” (or somewhere 
during the follow-up process), don’t be surprised if the FSBO starts 
asking you a lot of questions.

• “Why hasn’t our home sold?” (Price & Exposure) 
“Should we drop the price?” (Price)
“What should we do?” (Frustration)
“How’s the market?” (Frustration)

• Really, what they may be saying is, “CLOSE ME PLEASE”!
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Closing FSBO to a Listing Conversation
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• It sounds to me like it may be time for us to get together to discuss exactly 
what you need in the sale of your home and to see if we can create a win-win 
working relationship! Wouldn’t you agree.

• If you can get what you need in the sale of your home by forming a working 
relationship with me, why wouldn’t you consider it?

If at the end of our conversation you feel like you are going to lose by 
partnering with me, simply say, “not at this time.”  Worst- case scenario is 
you will be more informed about the options you have in the sale of your 
home.

There may be opportunities available you never knew existed.  I mean really, 
what do you have to lose? (Power phrases)
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Value for Value Dialogue
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FSBO Thank-You Notes
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Comprehensive Questions
Advanced Dialogue
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Comprehensive Questions
Advanced Dialogue
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Closing from Price
Related Questions
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Opportunity 
Related Questions

42



© David Scott 2012-2015 All Rights Reserved

Opportunity 
Related Questions
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FSBO Tracking Sheet

44



You don’t have to be great to start, 

but you have to start to be great.

Joe Sabah

Concluding Thoughts
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