60+ One Liners that will
help your clients see
clearly and take action!

(thanks to Christy Murdock Edwards and Inman for the inspira9on)

Have you ever been in a mee9ng with a client, when suddenly you
say something that helps them gain clarity on the situa9on so they
can take ac9on?

For Buyers
1.The worst they can do is say “No.”
2.I’ve added one more home that wasn’t on your list, but I think you’re going to like it.
3.Oh, that [faucet, light switch, paint color] is an easy ﬁx.
4.Write down those liRle changes you want to make so you don’t forget. They’ll help you add value
from day one.
5.Let’s get you pre-approved before we get too far down the road.
6.What is your gut telling you?
7.We’ll go ahead and start puXng together the oﬀer, but I’ll wait for your OK before I send it.
8.It’s a liRle diﬀerent from HGTV.
9.You’ve got to do what you’re comfortable with.
10.My No. 1 rule is 100 percent honesty.
11.What price would make this home too good of a deal to pass up?
12.Let’s just be willing to look at the numbers.
13.Remember how much down and how much per month is more important than the price.

For Sellers
1. I’d rather price it right the ﬁrst 9me than try to chase the market downward.
2. No, a $50,000 new kitchen doesn’t add $50,000 to the value!
3. There’s no sense trying to speculate on what buyers are thinking. That’s why we ask.
4. To sell a house once you need to sell it twice – once to the buyers agents out there and then have them
sell it to the buyers
5. The market has spoken. Let’s sit down and talk about your op9ons.
6. Buyers have men9oned the (odor, slope, paint etc) what should you do about it?
7. We’re heading into a slow 9me of year and the traﬃc reﬂects that.
8. The market has rejected your price.
9. There are buyers looking in your neighborhood.
10.The oﬀer is just the ﬁrst step. 60% of my work starts with an oﬀer.
11.We need to make the home more aRrac9ve to the buyers and the agents who are working with the
buyers. We can (Improve interior, improve exterior, oﬀer credit to buyers, oﬀer commission to buyers
agent, appraisal, lower price)
12.Ooh I like the way you think … that’s my job.

For Renters
1.Why would you spend your money paying someone else’s mortgage?
2.Buying a home is the single most eﬀec9ve and proven way to build wealth in the history of the
world.
3.Don’t wait to buy a home; buy a home and wait.
4.Let me tell you about some ﬁrst-9me homebuyer incen9ves in your market right now.
5.Buying a home is easier and more aﬀordable than you ever thought possible.
6.I see myself as a matchmaker for people and homes.
7.You can’t aﬀord not to buy a home with today’s interest rates/tax incen9ves/buyer’s market.
8.There has never been a beRer 9me to buy.
9.I’m going to hold your hand all the way through this process.
10.I want to be your Realtor for life.
11.Tell me what you’re ren9ng for and I’ll show you three homes you could own for the same
payment.
12.That’s exactly why we need to meet.

For Disappointed Clients
1.It’s not personal; it’s business.
2.You’re going to have to let that go and move forward.
3.It’s a process.
4.This train only goes in one direc9on: Forward.
5.Some9mes the market is not fair.
6.Let’s look at the upside then regroup.
7.Get a good night’s sleep then we’ll start fresh tomorrow.
8.It might be 9me to change our strategy.
9.There’s always something new we can try.
10.It’s not your home; it’s the market responding to our oﬀer – lets change up the
oﬀer.

For FSBO’s and Expireds
1.You don’t deserve that! (With a heavy Downswing)
2.“Bring me a buyer and I’ll pay you 3% “ - ooh I like the way you think - that’s my job!
3.“We’ve already relisted” – when can I schedule my interview?
4.I specialize in homes that didn’t sell the1st 9me.
5.That’s exactly why we need to meet. (To anything they say)
6.That is exactly what you can expect from us.
7.That’s why people like you hire us.
8.“You’re all the same.” We do things very diﬀerently if you knew we gave you the best chance to get you to Orlando would you hire us for the job?
9.Clinging to old agent – Do you feel you gave your previous agent a fair chance to get your home sold? (PAST TENSE)
10.Honestly what is your resistance to lis9ng with a very successful agent?
11.Oten the previous agent feels badly and guilty about their failure and secretly feels relieved when another successful agent takes over.
12.There are agents that they love buyers and they’ll list a past client or referral but feel badly they don’t know how to get it sold.
13.If I showed you a proven plan that exposes your home to 99% of the buying public who are prequaliﬁed and ready to buy now would it be worth
10 to 15 minutes of your 9me to meet with me?
14.Do you have your calendar handy? How does 6 p.m. tomorrow look or would 7 be beRer?
15.If they hesitate: When we meet if none of this makes any sense to you ater 10 to 15 minutes I’ll just shake your hand and be on my way!
16.(Call me back later) I’m sorry I can’t do that I do have some 9me this aternoon at 5:30. Don’t be a pizza delivery person!

For Offers and Under
Contract
1.Congratula9ons the home is sold. Any counter could cause it to unsell!
2.We’re in the home stretch, but it’s not over un9l closing.
3.I’ll be there at the home inspec9on so you don’t have to.
4.Yes, you can ask for that, but are you willing to lose the house over it?
5.Yes, you can say “no” to that, but are you willing to lose the sale over it?
6.Don’t worry; my handyman can take care of this whole list for you.
7.Would you be willing to oﬀer a credit at closing rather than make all of these repairs?
8.No, you don’t have to sit across from them at the closing.
9.Don’t forget to follow the closing instruc9ons to the leRer.
10.They just did the walkthrough, and they’re saying the movers scratched the paint. Don’t
worry, I already took care of it.
11.I’m never too busy for your referrals!

