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" I Love Expireds. 
Even When They  
Are Overpriced!" 

You'll love them as well -  
after you read this report. 

 

 

Chris Curry 

Dear Fellow Realtor,  

Did you know that you can make a lot of money from other agent's 

mistakes? That's right. They fail... and I make money. I'm talking about 

Expired Listings.  

Take a look at the Expired Letter below. 

 

A lot of agent are concerned about headline. They tell me, "Why would 

you say that the reason homes don't sell is because of bad marketing? We 

all know the reason they don't sell is because they were overpriced."  
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Let me explain on the next page.  

I'm not doing this because I want overpriced listings that don't sell.  

Here is a small sample of Expireds 

I have re-listed and sold:  

 Home Expired for $499,000. I re-listed it for $499,000 and sold it 

for $480,000. (This is the home in the Expired Rocket Letter.)  

 Home Expired for $299,900. I re-listed it for $299,900. It sold 7 

days later for $295,000.  

 Listing Expired at $249,900. I re-listed it at $239,900, got it 

reduced to $229,900, and it sold for $225,000. The prior agent 

was lousy and worked a full time job elsewhere. I did a better job 

and worked with the sellers to make the home more attractive and 

easier to show.  

 Listing Expired at $199,900. I re-listed it at $189,900, got it 

reduced to $179,900, and it sold for $172,000. I also had the 

sellers spruce up the home a little bit.  

 Home wasn't selling FSBO at $110,000. I listed it for $120,000 and 

sold it for full price 3 weeks later.  

 Home wasn't selling FSBO at $380,000. I listed it for $420,000 and 

sold it for $412,000 after two months on the market.  

 I have countless more stories like these.  

Selling Expireds is a simple formula.  

I have 3 basic things I do on every expired that 

enables me to succeed where the other agent failed.  

1. Improve the showing condition of the home. A "staged" home will 

sell for 10-15% more than a home that isn't staged. A home in good 

showing condition (but not staged) will sell for 10-1% more than a dump.  

If you've ever wondered why REOs sell for less, then there is your 

answer.  

2. Improve the marketing. I take better pictures and write better 
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descriptions. I also do a real "marketing analysis" and figure out any 

marketing opportunities there are that the other agent has missed. Read 

this article for more info.  

3. Reduce the price. This doesn't always happen right away. Many 

sellers still think their home is worth the Expired Price.  

After years of working Expireds I have 

learned a very important lesson.  

 I can fight over price… and lose the listing. 

Or, 

 I can get the listing, show them I am doing a good job marketing 

the home, and then fight over price. 

I've found the latter to be much more profitable. Don't ask me how 

much money I have lost fighting over the price. It has to be one of the most 

expensive lessons I have ever learned.  

4. Sometimes a problem is holding the sale back. Here are a few 

examples:  

 A listing that only allows showings by appointment only, scheduled 24 

hours ahead of time.  

 A home with title problems. I brought in a creative title attorney who 

resolved the problems. I’ve done this multiple times on different 

properties.  

Bottom Line: I'm a problem solver. I solve the problem and the home 

sells. Unfortunately, not all agents are problem solvers.  

Can you see that the price isn’t always 

the reason the home didn’t sell?  

So, why does my letter say that the reason homes don't sell is because 

of bad marketing? Because that is what most sellers think. Most sellers 

think the agent messed up. Or, the agent didn’t “stay on top of things.”  

The seller’s perception is reality to them. In their mind, the story they 

tell themselves is 100% the un-adulterated truth. They don’t want to come 

to reality about their price.  

https://www.dropbox.com/s/urzyvd43yh6tpnm/Newsletter-Secret-Home-Selling-Strategy.pdf?dl=0
https://www.dropbox.com/s/urzyvd43yh6tpnm/Newsletter-Secret-Home-Selling-Strategy.pdf?dl=0
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And, since price isn’t always the problem, then I’m glad to discuss the 

problems.  

A lot of you are concerned that this letter will only attract 

un-realistic sellers who will not drop their price.  

Not true. Here is an example of a listing that is a little overpriced… and 

the seller is motivated. A seller for $279,000. It expired 6 months later.  

She listed it with another Realtor for $264,900. Then she dropped the 

price to $259,900. Then the listing expired. I mailed her the letter you see 

above and she called me.  

Realistically, her house is worth between $240,000 and $250,000. But, 

she still thought it was worth $260,000.  

And she wanted to list it at $269,000. I argued with her a little bit about 

the price but finally agreed to list it as $269,000.  

Why did I take an overpriced listing?  

The seller had moved to Atlanta, Georgia - five hours away. The house 

was empty. She didn’t want to rent. In fact, she was absolutely terrified of 

renting.  

She needed to sell and would sell eventually. I knew that with a little bit 

of work, I could get the price to $250,000. We would receive an offer for 

$240,000 or $245,000, and she would take it. Here’s what happened.  

The first thing I worked on was the showing condition. I convinced her 

to cut down an ugly dead tree that was in the middle of the backyard. She 

stubbornly insisted that it wasn’t a problem and didn’t deter buyers.  

I got some feedback from a buyer that said otherwise. She agreed to 

cut the tree down. Ok, one problem out of the way.  

At this point the house had been on the market for 3 weeks. Not much 

had happened. I started asking her for price reductions every week. A week 

later she agreed to drop the price to $259,000.  

I let the price slide for a month. Then, I started asking for price 

reductions again. She finally agreed to drop the price to $250,000.  

The home sold 3 weeks later for $243,000. That is how I succeeded 

where the other agents failed. If you know how to get price reductions, then 
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you will become a much more effective agent.  

If you use this letter, then you will 

get a lot of listings like this.  

They did take a little bit more work to reduce the price and get it sold. 

One bite at a time, I resolve the issued and sell the house. It’s very good 

money on an hourly basis.  

If you call them once a week, and every 21 days you ask for a price 

reduction, then you will get the price reduced. The home will sell and you 

will make a commission.  

Contrast this with the former agent who probably put a bunch of time 

into the house and made zilch.  

Also, contrast this with the agent who promises a high price, but then 

doesn’t do anything else to sell the home.  

I don’t promise people unrealistic prices. I just don’t fight them over 

their price.  

Would you like to know how to get price reductions?  

Go to the next page for Ben Curry’s Report about 

how to get price reductions from sellers.   
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How To Get Price Reductions From 

All But The Most Stubborn, 

Unmotivated Home Sellers And Get 

Their Home Sold.  

By Ben Curry 

Read This Booklet If You Want To: 

 Stop losing listings because they don’t sell and then expire! 

 Stop getting beat up by your sellers because their house 
hasn’t sold (yet.) 

When I first started in real estate, I made a good living chasing FSBOs. 

I would call them, ask what price they were asking for their home, and see 

if I could sell it for more money on the MLS.  

Because the market was so hot I was able to sell a lot of homes and 

net the former FSBO more money in their pocket.   

To be honest with you, I was terrible back then at getting price 

reductions. I got the FSBOs to list with me because I had promised them a 

higher price and now I was telling them that I couldn’t sell their property for 

that price anymore.  

I was scared to tell them the truth. I thought that if I did tell them that 

their house wasn’t worth what I had originally promised them, that they 

would fire me and try to sell FSBO again.  

Today, I get sellers that aren’t really motivated to reduce their price to 

where the home sells. I recently had a seller that wanted to sell his 

home, but was not very motivated.  

Gainesville is a college town and he had bought the home for his son 

to live in while the son went to school. The father was the decision maker 

and so I dealt with him almost exclusively.  

He lived in Miami and we did everything by phone. He responded to 
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my expired letter and we listed the home. He had been listed for $189,900 

with the former agent from Fall 2006 to Spring 2007.  

I listed the home high in the beginning at $184,900. It’s hard to get 

a seller to reality over the phone versus in person. His motivation was this. 

His son wouldn’t graduate college until the spring of 2008.  

But the father didn’t want the son to have to stay in Gainesville to look 

after the home when he did graduate. That is why they put the home on the 

market.  

It was so the son could rent an apartment his last year and move out of 

town right away when he graduated. So, if the home did not sell until my 

listing expired the end of August 2007 he would still have plenty more time 

to sell.  

Here is what I did to get this seller to sell 

his home before my listing expired.  

First, I called him every week with an update on the activity on the 

home. This was to build rapport and keep him happy as a seller. Within a 

month he began to realize that the price needed to be reduced.  

But, he still waited about three weeks to reduce it. Then, we sat on the 

market for another month and I started talking to him every week about 

reducing the price. This guy was a hard sell. First, he had low motivation 

and second he was stubborn about the price.  

We had to reduce the price three times. Finally, we got one offer 

that he rejected, and then another offer two weeks later. This seller had 

started at $184,900 and he was finally willing to accept $168,000.  

His home was technically worth $175,000 to $180,000 if you looked at 

comparable homes listed for sale. Luckily I managed to negotiate a price 

with the second buyer for $172,000.  

If I had not proactively worked to reduce this listing’s price, then 

the listing would have expired on me just like the last agents. That is 

why I work hard to reduce prices and communicate with sellers.  

The time invested is minimal. I simply sit down one afternoon a week 

from like 4:00 to 5:30 PM. I can go thru 10-15 sellers in that time frame. I 

don’t spend more than 5 minutes on any one of them.  
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It is little time compared with the work of getting a new listing to replace 

the one I just lost because they got mad at me. And all of these sellers still 

like me and thought I did a good job when I am done.  

The short five minute conversations every week build a lot of rapport 

and makes them feel more comfortable and trusting of me as a person.  

Here is what I am going to show you in this system: 

1. First, how to know up front if the home is even worth listing in the first 

place. By asking a few simple questions, I can determine if a seller 

will even be willing to reduce the price to get the home sold.  

This helps avoid wasted time on sellers that aren’t now and will never 

be motivated to sell their home for a fair price.  

2. How to show the seller that it isn’t your fault that the home isn’t selling 

for their original high price. 

3. How I put everything into a solid system that will keep the pressure 

on the seller to reduce the price.  

4. How often you should ask for a price reduction.  

5. How to stop the sellers from calling you complaining about how the 

home hasn’t sold.  

So, grab a nice hot cup of coffee, find somewhere comfortable to sit down, 

and listen to what I have to tell you.  
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Chapter 1: How to Get a Seller 

To Reduce Their Price. 

In order for a seller to reduce their price, they have to be told a number 

of times. Business to Business Salespeople often say that it takes seven 

sales calls to get a customer, and twenty-nine calls to get a customer to 

trust the salesperson.  

I don’t know if those numbers are correct. But, I do know that people 

get so emotionally involved when selling their home.  

Normal, nice, rational, smart people get all emotional and can’t 

understand how their home isn’t worth what they think it should be.  

And if you can’t sell their home for what they think it is worth, it’s your 

fault. That is why we have to use as many methods as possible to bring 

them to reality so they will price their home competitively.  

If we don’t the home will expire and another agent will sell it for them. 

The sad thing is that agent will probably get them to reduce the price then.   

Have you ever heard of Blitzkrieg? That is the German term for a very 

intense, focused, overwhelming style of warfare used by Hitler’s armies in 

World War II.  

Using Blitzkrieg, Hitler’s armies were able to take over most of Europe. 

Here is what made their warfare successful. When Hitler’s armies would 

attack a country, they would use every resource available to force the 

country into submission.  

The purpose about this illustration isn’t to show you how Hitler did a 

good job or was a good person. Hitler killed millions of people and changed 

history.  

But it does illustrate the importance of using several different methods 

to get your sellers to understand that their home is overpriced.  

Let’s go through the methods I use together: 

1. Call every Week. Remember the example from above. Calling every 

week builds rapport with the sellers and lets them know that we are 

working and doing something to sell the home.  
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This is the biggest key to keeping sellers happy with you as their 

agent. I call them every week even if nothing is going on.  

I simply tell them that we didn’t have any showings, that other homes 

are still selling, and that we might need to reduce the price.  

Don’t be afraid to call them. Just don’t skip doing it for a while and 

then start up again.   

2. Follow up on showings fast. Call the seller when you hear the 

feedback from a showing. This is the perfect time to ask for a price 

reduction if they haven’t been getting any interest in a few weeks.  

3. Ask for a Price Reduction every 21 days. If you just reduced the 

price and the activity didn’t pick up, start asking for a price reduction 

after another 21 days.  

It will take them 2-3 weeks to agree with you and reduce the price. If 

you give them the reason why the home isn’t selling (price and 

condition of course) they won’t call you and complain as much.  

”All that happens when I call Ben is that he tells me why I need to 

reduce my price’’, they think to themselves.  

4. Don’t take pathetic price reductions. If you reduce a home from 

$659,000 to $654,900 it won’t make any difference.  

Turn down the small price reductions until you get the 5-10% that will 

cause the home to sell. If you go from $659,000 to $599,000 that is a 

meaningful price reduction that will make a difference.  

When I take a price reduction, I always try to get it reduced to below 

the next round number that buyers look within, for example, I wouldn’t 

reduce from $267,900 to $252,000.  

I would instead push for $249,900 and tell them that at $252,000 you 

are still competing with the homes priced at $275,000, which are 

probably nicer that this home. If you have worked with buyers you 

know what I mean.  

5. Send them an updated CMA whenever I think it is necessary. I 

have found that not being too pushy with reductions gets the job done 

better.  

If they are being very resistant and you know you have to be pushy, 
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push but also send them an updated CMA and other competitive 

Actives to them in the mail. E-mail doesn’t work because they can 

just delete it.  

6. Talk to both parties every week. Here is what can happen if you 

don’t. Let’s say the house was FSBO and then you listed it. The 

‘’Macho Man’’ husband will have his ego to protect.  

First, he thought he was so smart that he could sell the home by 

himself. Now that he has listed the home, if he takes a lower price it 

means that he has failed again.  

So if you just call him with the updates every week, he probably won’t 

tell the wife what is really happening.  

‘’Honey, what’s going on with the home’’ the wife asks him. The 

husband replies, ‘’Well, I talked to the realtor today, and he said 

everything is fine with the sale.  

He thinks that we should get a buyer real soon and we just have to be 

patient.’’ Meanwhile, you’re telling him that the price needs to be 

reduced because you aren’t getting any showings.  

7. Don’t feel bad that you are asking them to reduce their price. The 

biggest objection that all realtors face is not the objection from the 

seller or buyer. It’s the objection in our own heads.  

It is not our fault when a home declines in price. All the FSBOs 

that sold themselves when the market was Red Hot in 2005 told us 

then that we couldn’t take credit for the increase in prices.  

Is it any different now? Here is how I look at it. If a seller is motivated 

to sell by a certain date and we don’t actively tell them to reduce their 

price every week to sell by that date, we are doing them a disservice. 

When they are up against the wall and strapped for time they will 

reduce the price below market just to get the home sold.  

Or, if they are unmotivated, but determined to get a certain price, they 

will keep the home on the market and then finally try to sell FSBO.  

And some cheap buyer will make them a lowball offer and they will 

take it and net what they would have if they had been listed with you.    

 



12 | P a g e  

 

8. Tell them what you are doing to market and promote their home. 

This will constantly re-affirm with them that you are trying to sell their 

home.  

Send them copies of the ad whenever their home is advertised. This 

protects your reputation whenever someone at work wants tells them 

to fire you and hire their ‘’hotshot’’ friend who is a realtor and has this 

supposedly ‘’great’’ track record.  

9. Quote the Statistics. Here is what I tell sellers. Right now, we have 

1,650 homes on the marketing in Alachua County. Last month, 125 

homes sold in Alachua County.  

If you look at those numbers and no other homes come on the market 

that means we would have 13 months’ worth of homes on the market, 

right?  

Last month, we had 345 homes come on the market in Alachua 

County. What do you think that does for the value of your home when 

it has that much competition and that few buyers looking for a home?  

10. Be on their side. All of us have our seller’s best interest at heart. 

Tell them that you don’t want to reduce the price, but the market is 

telling us that is what must be done.  

Here is what you say when the seller tells you that you are just 

trying to reduce their price to get their home sold quickly so you can 

get paid:  

’’A home is only worth what a buyer is willing to pay. And all of the 

buyers are being subjected to your home because it is being 

advertised and all the other realtors know about it. But so far no 

buyer has been willing to pay $279,000. So it must be a problem 

with the price. Doesn’t that make sense?’’  

Using the above methods I am able to get unmotivated sellers to 

reduce their price. I told the former seller I talked about all the reasons that 

he needed to sell his home.  

He realistically was not very motivated to sell. I told him that he could 

sell today for $172,000 or in 6 months for $165,000. The logic was simple 

and that is why he took the price lower than what he really wanted.  
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Chapter 2: Which Sellers 

Are Worth Listing.  

Use these four simple questions to eliminate the unmotivated sellers 

before you waste time listing their home.  

There is nothing crazier than seeing another real estate agent list a 

house for $450,000 that comps out at $250,000. Agents get so desperate 

for business that they’ll take anything they can get.  

The key to success in real estate is just like anything else. You have to 

select the good customers and get rid of the rest. Banks do this when they 

reject the bad borrowers and only lend to the ones most likely to pay.  

Agents get so ‘’busy’’ chasing down unmotivated prospects and 

working with unmotivated seller listings and unmotivated buyers. They have 

no time for any profitable customers if they were able to find them.  

Then they wonder why they are going broke.  

Here is the best way to determine whether or not to take a listing. 

Several of the most successful agents I have known use this method. Ask 

the seller questions to gauge their motivation.  

Motivation is everything. Motivated sellers that are broke will want to 

overprice their home in the beginning but will be realistic with the price 

when they have to move out of town for their job transfer.  

Don’t take a listing just based on the price they want for the home. If 

they are in foreclosure, three months from losing the home, they are going 

to want every penny they can get because they need the money.  

They will overprice in the beginning, but the foreclosure will force them 

to price the home right.  

There are two main things to look for with a seller. Let’s quickly go 

thru them below: 

1. Motivation. Ask them where they are moving. Then ask why they are 

moving. Then ask what’s important to them about the move. It says in 

the Bible that, ‘’you have not because you ask not.’’  

And a lot of people believe that the universe will give you what you 
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ask of it. Whatever you believe, if you ask sellers to gauge their 

motivation, they will tell you.  

You will be amazed at what people will tell you if you just ask them. 

”Yeah Ben, we are moving to Omaha, because I am being transferred 

there for a great job that is paying more money and we’ll be closer to 

family.”  

Hmm, what’s important about the move? I would say that I can give 

my family a better life. I’ll make more money, we can buy a bigger 

house and Omaha has lower crime and safer schools.  

And Robin’s parent will be only two hours away in Suskebush. I’m 

really looking forward to the move and I’m starting my job in 2 

months. ”  

Now you know that they are a motivated seller that is worth listing. 

Even if they want to list high in the beginning, if you call them every 

week and get the price down to reality, you will sell the home and 

collect a commission.    

The current real estate market requires more work to sell our listings 

than the white hot market of 2005 to 2006. But, it’s easier to sell listings 

and if we have a system in place then that part isn’t that hard.  

Here is the system that I recommend to keep your sellers happy and get 

prices reduced: 

 First, call them every week either on a Tuesday or Wednesday 

afternoon. By this time you will have the showing feedback from the 

weekend showings.  

Tell them what happened with their home this week and if necessary, 

ask for a price reduction.  

 Follow up on showings on Monday Afternoon. If you can’t reach 

the realtors call them again Tuesday.  

 Schedule the time to call all your sellers at the same time every 

week and treat it like an appointment. This time is actually more 

important than a listing or buyer appointment. 

 Don’t skip calling them one week. People live consistency and that 

is what you are giving them.  
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 Ask if they know anyone buying or selling when you call them. If 

you are doing a good job, they will refer people to you. This will make 

your time calling them more productive and worthwhile.  

If you follow these simple steps, then real estate will be so much easier 

for you.  

 


