
How I listed 14 expireds in 30 days 
 

 The MUST know secrets to 
 getting expired listings 

By Wayne Turner 



Where Do I Begin? 

1. Pull Expired Listings 12 Months Back 

 

2. Scrub List for Actives & Solds (MLS or RedX) 

 

3. Mail Every 14 Days for 4 Months! (Write out your plan with dates) 

 

4. Import Names & Addresses to Vulcan7 for Small Additional Fee 

 

5. Now Call These People After the 1st Mailing. Why Selling? If You’re 

Interested I Could Show You… 

Don’t Think Just Do It… 



Script: 

Mr. Seller, 

 

 My name is Wayne Turner. I’m a Real Estate 

Broker. I see that your home has been un-listed. 

Would you still consider selling it? 

 

Yes – Great! 

No – I understand – Why do you think it didn’t sell? 



Script: 

If you knew of a way that would sell your home in  

the next 60 days would that interest you? 

 

No – Next! 

Yes – Great! I’m excited to share with you how I can 

sell your home in 60 days. Can we meet today at 

2:00, or would tomorrow at 4:00 be better?  

 



Questions for Sellers 

Who, What, When, Where, How, Why & Which… 

Open Ended Questions 

 

1. Where are you moving when you sell? 

2. Why do you think your home didn’t sell? 

3. Were you pleased with the virtual tour & video? 

4. How many times was the home shown? 

5. How many offers? 

 



1
st

 Mailer 



1
st

 Mailer 



Tell them  

Wayne Turner  

sent you! 



Yes… 

You get their 

cell phone 

numbers! 



Register Page: 

 

When We Are Curious We Click 

 

Example: 7 Things Realtors Never 

Want You to Know When Selling 

 

www.SeeingItSold.com  

http://www.seeingitsold.com/


Show them what 

to expect, and why  

it didn’t sell. 



Real Market Reports 
 

 

Sent Weekly with Your Logo 

 

This is my Brother-in-Law’s 

company. It’s done from a 

Realtor’s background. 



Every Person 

I Speak With 

Goes on the 

Market 

Snapshot. 



Send 4 to 5 Postcards Mixed  

in with the Letters 

  



Rules to Live By When Calling Expireds 

1. Never end your phone call with a negative caller. The phone will be 10X 

harder to pick up the next day. 

 

2. Resist the temptation to do the small things first. Do your most $$$ 

productive task first. 

 

3. Negotiate contracts, list homes, go to closings, prospect for business – 

Delegate everything else. 

 

4. Treat every call as a positive learning experiment rather than a negative 

experience. 

 

5. Never get attached to the outcome… It’s not personal.  



Know Your  

Numbers: 
 

125 Calls to a Sale 

 

45 Expired Calls to a Sale 



Q & A 


