Seller Questionnaire Script
Hello is Mrs. Jackson Home? 

Mrs. Jackson I understand you are interested in selling your property.

1. How may I help you? ________________________. This is my way of making the seller feel more at ease, the last thing I want  him/her to think is that they are talking to someone who doesn’t care about them, or their situation.
2. What is the property Address? ___________________________
3. Can you tell me a little bit about the property you’re interested in selling?  ____________________________________ The purpose of this question is to get the seller to start revealing details about the property, (such as the amount of bedrooms, bathrooms, type of heating system, type of windows, condition of kitchen and bathrooms).
4. Are you the owner of the property? ___________________________________ I want to make sure I am dealing with the primary owners and or the decision makers as it relates to the property.
5. What type of repairs does the property need? __________________________________. This question is asked for 2 reasons, 1. To try come up with a value as it relates to the amount of work that’s needed in the property, 2. As a basis for second stage negotiations. If the seller gives me a repair cost that’s low, and thru my inspection I determine that the repair cost is much higher than stated.. I will use this info as a way to renegotiate the price and or terms.
6. How much do you need for the property? ____________________ Here’s  the meat and potatoes of the deal!  Every question so far has been carefully laid out so that you are able to accomplish a couple of things, this is one of the most important questions!
7. Is there a mortgage on the property? ______________________  This question is geared to determine the mortgage balance, as well as the length of time of ownership. This question also puts you in the mindset of what other exit strategies there might be for this property, (i.e  Sub 2, Owner Finance, and Installment contract).
8. What is the amount that’s owed on the Mortgage? _____________ Same as the above question I want to determine how much the payments are so that I can really  determine which way I may want to structure my offer to the seller.
9. Mrs. Jackson what is your current mortgage payment?________________ 
10.  Is your mortgage payment current? _________________________ This question goes directly to the motivating factors, which greatly affects your ability to get this deal done at a number that will make sense to you.
Keep it conversational, These questions should flow one right after the other.  If you do it this way the likelihood of having any objections to any of these questions are slim to none, however if I did get an objection to any particular questions, my response would be this:
*The reason why I ask Mrs., Jackson is because I am trying to determine the best way to give you exactly what you need to make this house problem go away. Which leads me to the question:

11.  Mrs. Jackson how much do you know how much properties in your area are selling for? ___________________. The reason I like to ask this question is because it tells me how well  my seller knows or believes they know the value in the area. That last statement is important because it goes directly to your second stage negotiation, remember you are currently basing everything on this phase of the evaluation on what that seller is telling you, and believes to be true.
12.  Mrs, Jackson it sounds like you have a very nice home, why are you selling? ____________________ This goes right back to the motivation of the seller again, and only needs to be asked if you haven’t determined the motivation at this point. Now I know what some of you are saying, “what if they don’t have a nice house”? then I suggest that you substitute this phrase with any of the relevant phrases below or anything else relevant and sensible that comes to mind.
a. It sounds like you take great pride in your home. 
Why are you selling?

b. It sounds like this property has been in you family for years. Why are you selling?
c. I know that neighborhood well, why are you selling?

       At this point you are armed with the information needed to evaluate almost any type of deal that comes your way. This script is a great way to implement 2 step negotiations, Just remember, USE WHAT THEY SAY, TO GET THE PRICE YOU WANT, TO GET WHAT YOU WANT, If you keep this premise in mind you should close a high number of your deals!!
Happy Hunting from Charles

