REAL ESTATE SALES PLAYBOOK

5 movie lessons + practical techniques to close property clients
Comment SALE guide - concise sales strategy document
What this guide helps you learn
Real estate sales degree se nahi, market knowledge, buyer psychology and communication skill se grow hoti hai.
A good salesperson property nahi bechta - client ko right decision lene ka confidence deta hai.

Use these movie lessons as practical sales frameworks: qualify better, ask sharper questions, handle objections and close with
clarity.

5 movies and the sales lesson to copy

Glengarry Glen Ross Pressure, negotiation and follow-up discipline. Lesson: weak leads
waste time; qualify before pitching.

Pocket Mary (1993) Home buying is emotional. Lesson: middle-class buyers need trust,
safety and family approval before price.

99 Homes Deals move fast in distressed/property markets. Lesson:
documentation, timing and negotiation decide profit.

The Big Short Markets can look safe until numbers break. Lesson: study data,
supply, demand and risk before selling a story.

The Wolf of Wall Street Sales energy and persuasion matter. Lesson: sell the outcome, not
only the product.

Core sales rule

Client ko property tabhi samajh aati hai jab aap uski need, budget, fear, family influence and timeline clearly samajh lete ho.

Real estate sales framework

1. Qualification before property showing

Pehle client ki budget range, purpose, funding source, decision maker, timeline and preferred location clear karo. Har
interested person buyer nahi hota.

2. Sell numbers + emotion together

Buyer ko sirf appreciation nahi chahiye. Unhe safety, location, future lifestyle, family approval and resale confidence bhi
chahiye. Dono angle cover karo.

3. Objection ko argument mat banao

Agar client bole “soch kar batata hu”, toh pitch repeat mat karo. Poocho: “Aapko concern price ka hai, location ka, documents
ka ya decision family ke saath discuss karna hai?”
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8 practical sales techniques

- Market master bano: area rates, recent deals, future infrastructure and competing projects yaad rakho.

- Client ko 3 options se zyada mat do; too many choices decision delay kar dete hain.

- Har property ke liye simple investment logic banao: entry price, holding period, risk and exit plan.

- Family buyer ke case mein spouse/parents ke questions pehle anticipate karo.

- Documentation confidence do: title, mutation, approvals, payment plan and registry process clear explain karo.

- Follow-up same day karo: visit ke baad 3 key points and next step WhatsApp par send karo.

- Urgency genuine rakho: “price revise ho sakta hai” tabhi bolo jab actual reason ho.

- Close by asking next action: “Token block karna hai, lawyer verification karwani hai, ya second visit schedule karni hai?”

Client conversation script

Use this before pitching any property

1. “Aap property end-use ke liye dekh rahe ho ya investment ke liye?”

. “Budget final hai ya stretch possible hai if deal strong ho?”

. “Decision aap lenge ya family/business partner bhi involved hai?”

. “Aapka biggest concern kya hai - price, location, documents, loan ya resale?”
. “Agar right option mil jaye toh decision timeline kya rahegi?”
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Good salesperson vs weak salesperson

Weak salesperson Good salesperson

Har client ko same pitch deta hai Client ke goal ke according pitch change karta hai
Property features batata hai Feature ko client benefit se connect karta hai
Objection sunte hi discount deta hai Concern identify karke logical answer deta hai

Visit ke baad wait karta hai Clear follow-up and next step set karta hai

Sirf closing ke peeche bhaagta hai Trust, documentation and relationship build karta hai
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Deal closing checklist

Before asking for token

Client ka budget, payment mode and timeline clear hai.

Decision maker call/visit mein included hai.

Client ne property ka main benefit repeat karke confirm kiya hai.
Documents/loan/legal verification ka next step clear hai.
Token/refund/registry/payment terms written form mein explained hain.

Red flags in sales process

Avoid these mistakes

Client ko bina qualifying kiye site visit par le jana.

Har objection ka answer discount se dena.

Guaranteed return ya over-promise karna.

Legal/document questions ko ignore karna.

Follow-up mein sirf “kya socha?” message bhejna instead of value-based follow-up.

Mini action plan

Use this for the next 7 days

Day 1: Apne project/area ki 10 strongest facts likho.

Day 2: Buyer qualification questions memorize karo.

Day 3: 5 common objections ke answers prepare karo.

Day 4: Har visit ke baad follow-up template send karo.

Day 5-7: Calls record karke dekho - aap zyada bol rahe ho ya client ko samajh rahe ho?

Important note

Sales ka real game pressure nabhi, clarity hai. Jab client ko lagta hai ki aap unka paisa, risk and family decision seriously le rahe
ho, trust build hota hai.

Real estate mein long-term reputation short-term commission se zyada valuable hoti hai.
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