Perfect Presentation 

The Perfect Presentation–Skill Session (edited for remote)  
● Overview  
○ Greeting  
■ Hey good to talk to you again. Possibly speaking with a new decision maker  for the first time. Make them a priority.  
● We want them to become comfortable with us quickly  
● Important that all decision makers are on the call.  
Reschedule if not  
**PORCUPINE**  
• Say their name a lot  
• Question with a question. “What Would James Do”  
○ Rapport–  
■ True rapport is your seller understanding that they are in the hands of a  professional.  
○ Transition: “l guess ill kind tell you how the call works, its  
pretty simple. Its really to work out if and how I can help. If i can  help then we can talk about what that looks like. If I cannot help then  I will really do my best to point you in the right direction. Does that  make sense?” Was there anyone else that you wanted to be apart of  the call so we can come to a decision to buy the home? 
 
Viewing  
■Obviously we can’t “see” the house lol. So lets dive in where we left off  earlier. Can you tell me a little bit more about what is going on with  X and Y(biggest repair you remember from Triage).  
● Start and end with what is bad about the house. Foundation, roof, paint,  flooring, hvac.  
● Exterior Roof / Windows /Foundation / Foundation  
● Interior: Kitchen / Bathrooms / Flooring / Paint / Lights (fixtures)  ○ “Ok great, anything else?  
○ Create trust, tension, and doubt.  
Dread  
■ The Epiphany Bridge  
■ Series of questions created to take emotional states from high to medium to  low  
■Maintain frame and social value  
● Q1: “So, remind me because I talk to a lot of sellers….how  
quickly are you hoping to get the house sold?”  
○ They will give us a date and we will agree by giving them  
Alternate of Choice (Morning or Afternoon? 2 or 4pm?, etc)  
● Q2: “What have you done so far to try to sell the house?”  
○ Wait a bit before asking this after asking Q1  
○ Their answer will be “alot” or “nothing”.  
■ Create doubt with the person that has done alot to  
try to sell their house. 
HAMMER TIME 
Q3: “And if the house doesn’t sell….what are you going to do  
with it then?”  
○ They will say “It’s gotta sell” or “I’ll turn it into a rental” or “I’ll  
just keep it and live here”  
■ Sell–shows a motivated seller and we need to learn  
about the situation  
■ Rent–shows that they are open to receiving  
payments and will go for 0% Owner Financing or a  
SNSL deal  
■ Keep–shows we have a somewhat unmotivated  
seller or someone that plays poker  
■ The idea of the Epiphany Bridge is to bring the seller to the epiphany that  we can solve their problem and we are right here, right now.  
Let me tell you a bit about what we do. Buying homes like this is really our bread  and butter. When I buy the property I pay for all of the closing costs…the termite  inspection, roof certification, doc fees…and that list goes on and on. I can pay cash  when I buy it so there’s no risk of a bank saying no and I can take care of all the  repairs. Also, I can close on the date of your choice… *SO* knowing how I am going  to buy the house…what are you needing to walk with at closing? This is after the  repair costs have been considered *and we take care of the mortgage*….this is your  check at closing.  
• PAUSE- $50,000- hm. Man that’s tight. 
• PAUSE- 50k.. Well, we are taking care of all of the closing costs and repairs. Is that  the best you can see yourself doing? 
○ The Numbers–15 min  
■ The Expected Construction Costs **go over construction costs first  
● What is the cost of repairs needed to take the house to tip-top  
value?  
○ Exterior–landscaping, roof, driveway, gutters, etc  
○ Interior–paint, fixtures, bath & kitchen repairs, etc  
● Show them line item by line item what it will cost for them to take it  
to retail. Show them the Total Amount + 20% due to unforeseen  
potential repairs.  
■ The List Price  
● Go over the CMA–Comparative Market Analysis  
○ What have other similar houses in the area sold for?  
■ Review square footage from tax records  
■ Keep in mind that both the Expected Construction Costs and the List Price  are very conservative and have profit built in.  
F■ Numbers in Depth  
● Expected List Price Minus (-): $100,000  
○ 4% Negotiation (National Average) ($4,000)  
 ○ 6% Realtor Commissions ($6,000)  
○ Interest Costs (3 points, 15% 6 months) ($3,000+  
○ Holding Costs (Insurance, Tax, Utilities) 2% ($2,000)  
 ○ Closing Costs (2%) ($2,000)  
 ○ Construction Costs (Granite tops, nice flooring, new  
fixtures, etc.) 
Break Even  
○ The Close–10min  
■ “So after looking at all the acts and figures, and all of the work that has  to be done on this house….How much is fair for me to make, to take  on this risk?”  
● Just get quiet after this. They may ask what you think or say they  
don’t know. We NEVER want to give them a number.  
■ The Takeaway–**”I’m not saying I can, but if I COULD….get you 50k  as your check at closing, then you would sell me the house today? ** 
● After this question, PAUSE–very important  
● Depending on the situation, walk the house again to create a bit  
more tension. (quick 1 minute walk through)  
● Are you sure? Feel good? Ready for some paperwork?  
■ Moving to the P&S (Purchase & Sale) Agreement 
● Reflex Question Close  
○ Ask spelling of last name or if something like Smith or  
Jones, ask the middle initial  
○ Make sure you have completed P&S Agreements before  
now so that you are familiar with the process  
● Cash VS Terms  
○ All of this applies to the cash price. With wraps and other  
terms there will be additional items either added or  
removed.  
● IF they won’t sign with you  
on the phone- I would really  
like to review it with you so I  
can answer any questions you  
may have. When is a good  
time to call  
○ The Outro–1-2min  
■ Make sure seller has copies (scan or hard copy)  
■ Set reasonable expectations.  
● Next steps. Michael, Teresa, or Megan from our office will be  in touch with next steps for you most likely today or tomorrow. 
**PORCUPINE** 
• Say their name a lot  
• Honestly man I need just a little more information from you before we can talk about  numbers.  
• Tbh, I don’t really have a number in mind. I’m a little different than most investors. I am  going to try to get people what they want and need at closing.  
• I can understand you wanting some time to think about this. I do want you to know this,  I’ve had someone wanting to sell their house and they told me they needed some time to  think about it. They came back to me in 2 days and said they’re ready and I couldn’t buy  it. I had bought 3 homes in that period and our allotted money was tied up on other  homes for the month. It was an unfortunate situation for the both of us. I don’t want to  sound like a pushy salesman, just being honest with you, if you wait too long I might not  be able to buy it.  
• Hey, my boss asked me to get this wrapped up today, otherwise he requested that I move  onto a different home to buy before the week is over. 
NEXT STEPS ONCE UC 
• Send email to the whole team with the PSA and deal details.  
• Throw Seller into UC section in GHL.  
• Set up Slack channel with everyone and all details.  
• Throw Comps and PSA into Slack.  
• Setup inspections/pictures.  
• Let seller know that Megan, Teresa, and or Michael may be reaching out  to them. 
○ Special Situations  
■ If they don’t know how much you should make  
■ If they need to think about it  
■ If all decision makers are not present  
● If they are local and are not able to be there– only do the rapport and  
reschedule  
● If they are out of town, talk to them before the appointment  
■ If they say they are getting other offers this afternoon/later this week  
● Reschedule and be the last appointment  
■ If you can’t access interior viewing  
● Assume worst case scenario on the condition of interior  
■ If they reference Zillow/Zestimate  
● Pull up the repairs per Zestimate and show them upgrade costs listed  
for the address  
○ Exceptions to The Perfect Presentation  
■ Preforeclosures with low equity that we intend to wrap  
● Not much point in going through all the repair costs and what we  
think we can sell it for. Get to the Epiphany Bridge–Intro, Rapport, Epiphany  Bridge–Skip the rest and go into one of the other closes ■ Very, very highly  motivated sellers  
● They know they will not get top dollar due to repairs, etc. Not  
necessary to go through repair costs.  
■ Sellers that have given us a price that we can live with during the triage call  ● We can still go through the Epiphany Bridge, but there will be no  
chase  
Important Scripts  
■ “Can you pay cash?”  
● Ask the seller if they were hoping for an all cash transaction and  
make notes on your legal pad–Answering a question with a 
question  
■ “I don’t want to give the house away.”  
● “You know I have bought alot of houses and the sellers have  always agreed the price was fair.” 
■ “When would you close?”  
● When would you like for me to close?  
■ “How much do you try to make on a house?”  
● We are just like a builder, we aim around 10% on the home  ■ “Can we think about it?”  
● Of course, I am all for people thinking about things. But let me tell  you what can happen to I can let you know. In the past I had a  seller want to think about it and thats great, I am all for that. But  after I got off the phone with them I had 2 other apts that day and I  bought one of those houses. So then the seller called me back all  excited and ready to sell and let them know I wasn’t able to buy  their home because I had given the money I had for them to another  seller.  
● “What is foreclosure like”  
○ Accelerate loan and not take partial payments. THey do not  have to notify.  
○ If you call in and say I want to make a payment and they  
say no or its in loss mitigation.  
○ “If that happens, we need to try and get you onboard then”  ○ Usually around 3-4 months behind.  
○ Step2 notice so substitute trustee. This is the bank adding a  trustee to the team  
○ Step 3 ran in paper  
○ Then having bankruptcy attornies knocking on door and it  
becomes alot more public.  
○ Then auctioned at steps.  
○ Lastly someone knocks on your door and asks you to leave.  **We are the prize for having a solution to their problems. We can’t be nervous  going to the front door with a script and having the position where they have to  play by our rules. We have everything we need to get us from the Front Door to  the Contract, based on price only. 
“Does this leave their credit tied up”  
● Well possibly, what happens in the past. It will depend on that mortgage  lender. There are two things when getting a home loan. First is credit  score, second is debt to income ratio. So how much income is there to  service the debt. So if we show mortgage lender that someone else is  legally responsible for the debt then this does not apply to them. The one  thing that remains the same with the mortgage lender qualification is that it  is ever changing. My concern with this is that if the next few months  payments are missed that will be the case anyway.  
● Banks usually lose around 20% on a foreclosure. So what they do it  they could issue a 20% 1099 to you and you have to pay the taxes on that.  Or if they can find the location you work they can garnish the wages the  20%. I dont want to see her pay for a home she no longer owns.  
● Guys the most important thing to me is alignment. The next step is we  do the paperwork and send that to the attorney to open escrow.  ● Are you going to rent the property “IDK what i am going to do with this  one, I might hold it as a rental. I might OF it and put a buyer in there” ● What do you just guarantee the payments? “Well what we do is sign  the paperwork and we close. Then all the payments going forward are  legally our responsibility. So we put our servicer in place and all the  payments are made by our servicer and it is documented.” 
● Well all mortgage companies let you do this. “That is a great question.  Certainly smaller banks and reverse mortgages can have their mortgages  called. However, it honestly never happens. I have had it happen 1 time in  my 8 years. The banks are after getting their monthly payment not on  owning the home. ” 
● If you are married does your wife have to be on title. “Not necessarily,  their is martial interest but they do not have to sign” 
● Do we need to be out the day of closing? “Do you need a few days to  move? What is typical is most folks are out the day of closing. But what  we can is give you half of the walk away the day we close and the other  half 3 days later once property is vacant. Would that be helpful? ”
● If a seller doesn’t want to give any numbers:  
○ “I have found that people who are willing to sell generally know  what they are willing to sell the house for”  
● “I call it my icecream deal: If I go into an icecream parlor and I see you I  want to come up and say hi. Not tuck tail and run like some business  people do” 
● If seller is jumping around, remember we need to control the  conversation:  
○ “Hey that’s a really good question, we will to that in just a little bit.  Right now I need to know this.” 
● “Hey it doesn’t sound like you are really ready to sell the house. ○ I buy a lot of houses and one of the things I have learned in my  many years of doing this if someone doesn’t know what they need  for the house, they really don’t need to sell it. So want to do this,  give me a call back if and when you are ready.” 
● So there is two ways I buy properties. The first is if someone comes to  me and they the price is good we can pay cash…we do this multiple,  multiple times per month. Sometimes I have a property like this, where  you want X and there is property on this street that have sold for less. This  is rual, tougher to sell and there are alot of costs associated with selling a  home right. Does that make sense 
● SNSL: “Like how long after closing”. So if I can get you 65k, I pay all  of the closing costs, all of the construction costs we will buy it as it. How  much do you think you would need at closing to feel comfortable.  
○ If its quite a bit….What are you going to do with the money  ○ So there is two ways we can do that other 32,500. It is a lump sum  in the future or we can send you monthly payments like an annuity.  ■ How long after closing? I am going to have to figure out  what I am going to do with this property. Sometimes what I  will do is I will buy the home, do some work and then  owner finance it. So I will have a monthly payment coming  in that will help offset the cost 
● SNSL: “I can take the later cash in 6 months” At that point it really  doesnt do me any good. I am tying up the cash over a 6 month period  there. I can absolutly do cash but I do not think it can be at 65k. Is 65k  really the best you can do? 
● SNSL: “How much per month” If rented: How much were you getting  in rent? And how much were the property taxes. And then what is the  insurance. Ok and if you had an 800 rental - taxes - insurance. And this is  before vacancy and repairs. So I am not saying that I can but if I could  $600 per month you would sell me the house today.  
●
