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FORWARD

“YOU CAN’T SAY THAT!  YOU’RE 'JUST' AN ESTATE AGENT.!!”

"YOU ARE THE FIRST ESTATE AGENT TO HAVE EVER TOLD US THE TRUTH..!"

INTRODUCTION

SCENE ONE - ACT ONE - THE INTERROGATION.

“How Cool Would It Be If Buyers, Landlords, Sellers and Even Solicitors Deliberately AND Regularly Reached Out For Your Advice...”

HOWEVER YOU TRY TO DRESS IT UP, THE AGENTS WHO THESE COMMENTS ARE WRITTEN ABOUT EITHER IGNORED OR THEY DON’T UNDERSTAND THE RULES OF THE GAME.

“Empathy is the rare event where one person actually feels the emotions, problems and perspective of another person.”

"Negotiators/Agents are in the disqualification business. Not the convincing business..." John Savage

So What’s The Role of a Negotiator..?

"THE VERY BEST NEGOTIATORS UNDERSTAND THAT THEY ARE IN THE DISQUALIFICATION BUSINESS. NOT A CONVINCING BUSINESS..." JOHN SAVAGE

The key point here is that trust must be earned to be deserved.

FINAL WORDS

Sign up for John Savage's Mailing List
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FORWARD
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Circa 2007, I had a buyer on the phone who wouldn't give me her name.

In fact, she wouldn't let me get a word in edgeways.

And when I did manage to get a question in, she point-blank ignored it. 

Instead, she half asked but 100% demanded, "Are you going to show us this property or what!?

I had nothing else in the diary.

And besides, the property was only a short walk around the corner...

So I said, "Yeah, I'll come."

As I walked, I could see the lady waiting outside the property.

Her arms were folded.

Literally, her body language was angry...

I smiled knowing I was potentially about to make her explode.

Not by being a dick.

But by doing what was right...

As I held out my right hand and she left me hanging!

And as she did so, I noticed a man just beyond her right shoulder resting on the side of a parked car...

He looked pissed too!

"This is my husband." immediately followed by, "Are you going to show us this flat or what!?" gesturing with her eyes that I unlock the gate...

Looking directly at her.

I held the keys in the hand she didn’t shake and politely said, "These are the keys to this flat." Pointing but without looking to where her

eyes tried to lead me moments before...

"But unless I know exactly what you're looking for, I cannot show you this property."

As expected...

She lost it!
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“YOU CAN’T SAY THAT!  YOU’RE 'JUST' AN ESTATE AGENT.!!”
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I wasn't mucking around either.

Realising I'd happily walk back to the office without giving it a second thought.

She reluctantly told me what their ideal property looked like...

My response was straight and to the point.

"This flat isn't for you." and asked if I could explain why. 

To make my point real. I showed them the flat to prove I wasn't playing a game.

Back out on the street.

She turned to me and said...
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"YOU ARE THE FIRST ESTATE AGENT TO HAVE EVER TOLD US THE TRUTH..!"
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Which was the only moment I  would reveal I had the perfect property for them.

The following Monday, my colleague (who did the viewing for me) slapped me in the face with a full asking price offer...

"Not only that..." he said

"In order to buy, they need to sell...

Thing is, they'll only agree to instruct us if only 'YOU' (As in me, John Savage) COULD SELL IT..!" Wow!!

Those two transactions generated £32,000 in office commissions.

The best part.

I didn't do anything special.

Equally, it wasn't by chance or a lucky break.

These transactions happened by design.
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INTRODUCTION
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When I first got into this industry, I was the shittest Estate Agent known to man...

Literally, 3 months into being an "Estate Agent", it felt like one massive mistake. How did I end up here?

I needed help and quick. I had a baby on the way.

But there was no blueprint. No system. No process...

Only a couple of weeks ago I had been an Elite military unit called the Parachute Regiment.

I had served in Iraq. I served in Northern Ireland.

And the first three months in Estate Agency felt like a fall from grace like no other.

My confidence was at rock bottom and I was desperate.

The more desperate I got, the more panic viewings I booked. The more property I showed, the more complaints I got.

It was a vicious cycle.

Buyers were pissed and I was confused.

Worse still.

When I did get an offer, I didn’t have a clue how?!

Yet in the military, everything is about the process from the sophisticated to the mundane.

And knowing where we were in the process has always been key to the British Army's success.

We trained the 'process' relentlessly.

Yet selling most people's biggest prized asset, an actual paint by numbers sales process didn't exist.

If my office colleagues had a process, they weren't sharing it!

In an attempt to discover how property sales worked, I buried my head in as many sales books as I could. 

With a baby on the way,

I needed answers quick...

The sales books I read were great sales books. 

The problem was, the sales techniques they were teaching weren't specific to Estate Agents and the books on Estate Agency weren't specific to selling...

Which meant I was trying to be the best I could be, but continued to get everything wrong.

But how...?

The buyers that complained asked to go and see the properties I was showing them?

By the end of month three, I dreaded going into the office,

I HATED ESTATE AGENCY.

My name sat firmly at the bottom of the sales board.

I ended relieved when buyers failed to show up for viewings.

I was relieved when a colleague got to the phone first which meant I wasn't gonna get another complaint.

Standing on street corners, I felt like a prostitute that didn’t want to sell sex anymore...

If I was a prostitute, I probably would have been shit at that too...

Very rarely did anyone leave a viewing with a happy ending.

The only feedback I had for my seller meant nothing to no one. 

It was just noise.

Don’t get me wrong....

For the next 9 years I was good. Very good in fact. 

But it wasn’t until 2014 that I had finally created the steps that would put even the newest to the most experienced estate agent in full control of selling property like a boss...

Today, it is the best qualifying system in UK Estate Agency that I've come across.

Literally overnight, I went up through the gears. 

If you truly follow this e-book, it will make you not only stand out from your competition from first time buyers to experienced multi property owner investors..

You'll be offering such enormous additional value to your clients, you’ll win out over your competition almost every time.

But before we move forward.

There is something we need to address. The elephant in the room.

As Estate Agent’s we are in a Negative Reputation Industry.

Distrusted before we walk in someone's home and disliked before we speak a single word.

Thing is.

I get it.

Most agents (not their fault) are unskilled.

Literally, their training goes like this, "There's a desk. There's a phone. Get on with it"

For me, this traditional right of passage ruin's an Estate Agents career before they've even begun...

––––––––
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Yes, it's an agents job to know if the person they're talking to can afford to buy what they’re asking to see.

But equally the job of the agent is to take buyer's on an exciting journey of discovery whether the buyer purchases through their agency or not...

But this is how most agents qualify buyers...
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SCENE ONE - ACT ONE - THE INTERROGATION.
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Phone rings

AGENT

“Hello..”

BUYER

“Hello. Yes. Is this Such ‘n’ Such Estates?”

AGENT

“Yes. How can I help?”

BUYER

“Okay thanks. I would like to go and see the flat you have on Warm Lane...”

AGENT

“When?”

BUYER

“Can I see it this Saturday at 10am...?”

AGENT

“That shouldn't be a problem. Before I book you in the diary, can I take your name?”

BUYER

“Jennifer...”

AGENT

“What is your home address?” 

AGENT

“What is your best contact number?” 

AGENT

“What is your best email to contact you on?”

AGENT

“Do you have something to sell?”

BUYER

“Yes...”

AGENT

“Could we do a valuation..?”

BUYER

“We’ve already got an agent?”

AGENT

“Who’s the agent?”

AGENT

“Why are you moving??”

AGENT

“When are you planning on moving?”

AGENT

“How big is your deposit?”

AGENT

“Are you cash or using a mortgage?”

AGENT

“Have you spoken to a mortgage broker about affordability..?”

AGENT

“What do you do for a living...”

[END SCENE]

Take a look at some comments from buyers on Zero BS Estate Agency Tiktok after I stated, "Don't ask buyers for their details..."
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Yet if an Agent was talking to their mate about a property they were thinking of buying...

...would the agent ask their friend for his details before he would talk to him about the property?

Bad phone manners and 13 pointless questions that fail to positively move the needle forward is a waste of everyone's time.

But when I understood how to qualify without a
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Discover a Simple Yet Proven Behind
The Scenes Principle of Persuasion
That Qualifies Buyers Like a Boss &

3x Your Sales...

"Without Looking Pushy or Sleazy..."
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