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EXPIREDS  Don't Call Them - 
They'll Call You!                              

  by Julie Escobar 
 

Expireds looking for help will participate in conference calls—if they can 
phone in anonymously! 
 
Want a creative way to work Expireds without the worries of do-not call 
violations? The Expired conference call is a powerful guerilla-marketing tool 
that will put you in touch with a lot of prospects. 
 
Knowing that a large number of Expireds will eventually re-list their homes for 
sale with a real estate agent, why not try a rejection-free approach that will 
literally get them to call you? This is a creative, easy, cost-effective, and 
painless strategy that will get your phone to ring and increase your listing 
inventory. A word of caution: This tool isn’t for everyone. But if you are the 
type of person who believes in the magic of creating a relationship first and 
making the sale later, you’ll love this! 
 
How can I get Expireds to call me? 
 
Contact your local telephone company or do a Google search for conference 
call companies. We have many clients who like the services that 
FreeConferenceCall.com provides, but shop around and find out what makes 
the most sense for you! 
 
Once you’re all set up, you’ll receive a special phone number and pass-code 
and instructions on how to use your new conference line. What’s great about a 
lot of these services is that they can allow you to record your calls, and even 
keep track of who has dialed in with a phone number record! Perfect for follow 
up prospecting! 
 
Create and print fliers letting Expireds know that they can participate in a free, 
anonymous 30-minute conference call each week to help them sell their homes. 



Let them know what day and time to call and any instructions they’ll need to 
join the conference call. Try not to pick a time and day of the week that conflict 
with a popular TV series or major sporting events. 
 
Next, distribute your fliers/invitations to as many Expireds as you can find in 
your area. Go through the daily expired list in your market, and even take a 
look at those which expired 3-6 months ago and were never re-listed. They’ll 
be happy to hear that they were not forgotten! 
 
You can also place your fliers on local bulletin boards in your area. Grocery 
stores, home-improvement stores, and shopping centers are all great places to 
start, especially outside those areas where you may have noticed a high 
percentage of Expireds. 
 
Now, for zero cost you can e-mail your flier directly to the sellers of those 
Expireds with an invitation to participate in your FREE Expired Listing 
Conference Call each week. (Make sure that you include your return e-mail 
address and postal address, have a means to unsubscribe, and comply with all 
other state and federal e-mail and anti-spam rules. 
 
Your flier should let Expireds know that they can talk with other people who 
have had similar experiences, and that they can talk with you, one of the area’s 
top real estate professional. 
 
What will you talk about? 
 
Your job during this call is simply to carry the conversation. Thank your callers 
for joining in and let them know you are available for private consultation if 
they’d like to call you directly. Have a prepared list of subjects you plan to talk 
about and a list of sample questions they may want to discuss. 
 
Offer free advice on some of the most common factors that cause a listing to 
expire as well as some of the things that can be done differently to insure a 
successful and expedient sale for those homeowners who are still eager to sell. 
 
Here are just a few examples of free information you can offer the participants 
of your call: 
� Selecting the right price to attract the most buyers. 
� Making the right improvements to avoid wasting money on unnecessary, 
unprofitable projects. 
� Advertising tips, so you don’t waste money. 



� Preparing your home for a good showing. 
� Marketing strategies that have worked for clients in the past 
� How the current market affects their selling power 
� Move up market solutions 
Now, imagine you were a caller. What would you ask? What would you want 
to know about selling your home? 
� How to choose the right agent 
� What went wrong with their listing 
� What other homes are selling for in their area 
 
You can also invite guest speakers, such as loan officers, staging experts, home 
inspectors, or real estate attorneys to discuss specific topics relating to the sale 
of a home. You can ask your guest speakers to pay for the cost of the call that 
week in exchange for the opportunity to market their services to home sellers. 
 
Throughout the conference call, offer free services. A price analysis, an equity 
analysis, or any service you can provide to begin building a relationship. 
 
Finally, wrap up your call by asking the participants to call back often and 
discuss what new topics will be on the table for the following week. This is a 
great way to build confidence and eventually gain business. 
 
Will Expireds call in? 
 
You bet they will, and here’s why: 
� It’s free 
� It’s anonymous 
� It’s more comfortable to them than meeting face to face with a real estate 
agent 
� Anybody with a touch-tone phone can call in from any location. 
 
In fact, you can moderate the conference call from the comfort of your own 
home while you’re wearing pajamas and eating your favorite ice cream. 
This is a definite “give before you get” proposition, so be patient. If you expect 
immediate results, you will be disappointed. Often, there will be a few people 
on the line who will not talk. After a couple of calls, most people will feel more 
comfortable and will chime in. 
 
Keep in mind that while some may still choose to sell their homes on their own, 
or may re-list with another agent. Your value proposition in exchange for 
offering this free service is that you are simply asking that should the time 



come when they do decide to re-list, you hope they will think of you. If they do 
sell on their own; perhaps you can help them with the purchase of their new 
home. 
 
Remember to ask everyone on your calls for referrals. 
 
Could this strategy be worth an extra listing (or two or three) per month to you? 
Set up the call, invite as many Expireds as you can, and find out! 

 


