Cold Calling for New Listings: 4 Ways to Stay Energized and Get Better Results
by Ari Galper, Founder of Unlock The Game™
Have you noticed that whenever you've been cold calling for new listings, you start to feel fatigued and depleted after a while? Or, as one real estate agent put it, he "runs out of gas." The truth is that it's just not natural to have people hang up on you, or to experience rejection several times a day. Eventually it takes a toll on your soul, even if you're pretty good at putting on "armor" and forging ahead. 

This sense of depletion can be a real obstacle to functioning at your overall best. It can limit the time you're able to spend getting new listings, and it can also hurt your ability to interact with potential clients. So it just makes sense to see if maybe there's another way to make those all-important cold calls without becoming fatigued and depleted in the process. 

Connect at a Human Level 
I'd like to share a new way to approach potential clients that can help you do just that. Consider setting aside the strategies and techniques you've been using, and try to connect from a more human place. It's really possible for you to simply be yourself - friendly, helpful, authentic - without sacrificing anything. In fact, you'll be even more successful when you're really enjoying what you're doing. 

Let me share a few points to help explain how this works: 

1. Everyday Conversation is the Best 
Let's look at the most basic element of your work - the conversation. 

In regular life, when you're introduced to someone new, you're probably looking for ways to connect with them. You're interested in their world, and you're allowing the conversation to unfold naturally. You're not trying to gain something from the interaction, but you are looking to see if there's a point of connection with them that invites further time and focus. 

Now let's look at how you've probably been trained to approach your potential clients. Chances are that you've memorized a particular way of pitching your services, or maybe you're even reading a script. More than likely, you're somewhat "gung ho" when you introduce yourself. 

But you see, if you start your calls out like this, something happens that almost guarantees rejection. The other person reflexively shuts down. They've already had twenty calls just like this and they're immediately wondering how to get you off the phone. It's a constant struggle to get beyond just the first few sentences, isn't it? 

Well, I'd like to suggest that people will talk with you more easily and hear you out more often if you'll just be your ordinary, everyday self. Try interacting with them as you would a friend. Allow your voice be warm and friendly, and let the conversation unfold naturally. It'll set you apart from the crowd because you're not trying to manhandle the conversation, anxious to get their listing. Their reflexive resistance often will simply evaporate, and now you'll have an opportunity for a real connection. 

2. Release your Agenda                                                            
There is one thing, however, that's very important. You'll have to release your focus on getting the listing. You see, for you to function in a way that invites warmth and interest instead of resistance and walls, your focus on getting something from the other person has to shift. This will give you the ability to talk easily and naturally without triggering the resistance people feel when you're trying to get something from them. 

So instead of "getting the listing", try putting your attention on something that really interests your potential clients. Address the problems they're having. And try to discover whether you can help solve them. You'll find that people will naturally be more open to you because you're meeting them in their world, talking about things that are important to them. More about that later. 

3. A Simple Phrase 
Let me show you a simple phrase that you can use at the beginning of your conversation that starts things out on the right foot. You can simply say something like, "Hi, this is Lois, I'm from XYZ Realty, and I'm hoping you could help me out for a moment?"  

For now, take a minute to feel how a person would naturally respond to this. It's very different than the reaction to the traditional approach that probably sounds something like, "Hi, this is Mark from Great Real Estate, and we have sold the most homes in your neighborhood."

It's gentler, more low key, and it also invites a two-way dialogue at the very beginning of your connection. 

Most people will answer your question with something like, "How can I help you?" And now you've already moved beyond the usual point of rejection. 

4. Articulate a Problem They're Facing 
So where do you go from here? Well, first let's back up and talk more about your mindset before you make the call. Hopefully you've shifted your attention away from trying to get the listing, and now you're focusing on whether or not you can help them solve a problem. Once you do this, it's really just a matter of articulating your intention. 

For example, let's look at one of the problems FSBOs are facing. One of the difficult things about selling ones home is the risk of it being on the market too long. So you'll try to shape your introduction around that particular problem. 

After you've asked if they could help you out for a moment, you might say something like, "I'm just giving you a call to see if you'd be open to some ideas on more efficiently marketing your home?" Or in some cases, you might want to say, "Have you considered working with a broker at some point in your selling process to move your home more quickly?" 

Now you've shaped your conversation around the problem they're facing. And you've also invited further dialogue because most people view themselves as being open minded. 

Enjoy your Work with Less Strain 
There's obviously a lot more to this new approach than I can share in this short article, but my point is to talk with prospects from a more human place and in a more natural manner. You won't be facing that constant uphill battle of just trying to get beyond the first sentence or two, and you'll naturally have a lot less fatigue in the process. 

So think about approaching potential clients in a friendly, low key way. And build your conversations around whether you can help them solve their problems. When you do this, you'll be much more energized and you'll find that your cold calling will get better results 

