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Sellers Frequently Asked Questions

1. How did you get my contact information?
a. “Well, I’m not quite sure how we got your name specifically since we get a bunch

of names from many different places, but the majority are in the public record.
We’re looking to buy houses in your neighborhood and it more than likely came
across the public record.”

2. How does it work?
a. “Well, it’s very simple, you tell me what you want for the property, and I’ll let you

know what I can pay. If it works for the both of us, then I’ll schedule to see the
property with my funding partner and contractor, and if it goes well we’ll proceed
with closing.”

3. What will you pay?
a. “Well, it varies on several factors: location, condition of the property, etc. The best

way I can answer you specifically is by asking you a few questions so I can learn
more about the property, and then I can let you know what I can pay. Sounds
fair?”

4. How fast can you close?
a. “Okay, how quickly would you like to close?”

5. Can you just come take a look at the property?
a. “I would love to see every house for every person I speak with, so if you tell me

what you’re looking for and it’s a good fit, then I’d be happy to look at the
property. But first, I have to ask questions so I can learn more about the
property.”

6. I don’t know how much the repairs are, so how can I give an offer?
a. “Many people are apprehensive in making offers over the phone since they don’t

know what the repairs add up to; however, we can use your estimates for now.”
(Use their number until you prove them wrong later during the due diligence
process.)
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Seller Objections

1. The Seller doesn’t want to provide price or information:
a. “I buy 30 houses a year and may be the most serious buyer you spoke to yet. I

have too many prospects I’m working with and I don’t want to waste time with
properties I can’t buy. I can’t buy it if I don’t know what you want for the property.
If you tell me what you’re asking, then I’ll know if we can do business today. Now,
if you don’t want me to buy, then that’s fine, we can proceed with ending this call
now and wish each other the best of luck. Is that fair?”

2. Seller wants top dollar:
a. “Well, your property sounds like it’s exactly what I’m looking for. However, based

upon what you told me, I just can’t see how I can afford to get involved. Are you
sure that “$x - all cash” is your bottom dollar right now? If so, then I recommend
you to list it with an agent. If that’s the case, then I’d love to contact you in a
month or so to see how things are still going; so what’s your email address?”

i. (Get off the phone and place in waiting room.)

3. Their house doesn’t fit what you’re looking for:
a. “Well, it doesn’t look like this property fits the criteria of what we’re looking to buy,

so I don’t want to take up too much of your time. Your best option may be to list it
so you should find a great real estate agent. Take care.”

4. Seller is not motivated or is unwilling to budge on price:
a. “Listen, I understand this is your property and you don’t want to provide me with

some vital information and want me to provide info on a property I haven’t seen
yet or got all the details for. I typically work with people who have an issue that
they’re looking for me to solve. I have to get properties that make sense so that I
can do repairs for rent or resell. So, it sounds like you don’t have a problem, so I
might not be the best solution. You should consider listing with an agent, have
you tried it? Okay, I have to go now, but I’ll touch base in 30 days just in case
things change”.

i. If they listed before and it didn’t work, then bring pain: “Maybe the price is
too high, repairs are too much, the market changes, etc but I’m here to
help.”
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