THE REAL ESTATE

COMMANDO
*

The Real Estate Commando
Realestatecommando.com

Unlocking Hidden Leads: Free and Low-Cost Strategies to Find Motivated

Sellers

Finding motivated sellers doesn't have to break the bank. This guide focuses on free and
low-cost methods that can help you identify and connect with property owners who are
ready to sell. Whether you're just starting out or looking to expand your reach without
increasing your budget, these strategies provide practical and effective ways to build your
seller pipeline.

1. Set up a Google My Business Profile

Cost: Free/Minimal

Why It Works: Local sellers searching for terms like “sell my house fast” can find you
easily.

Tips: Use relevant keywords and keep your contact information updated.

Actionable Steps:

1. Create a Google account if you don’t already have one.

2. Visit the Google My Business website and click “Manage Now” to begin setting up your
profile.

3. Enter your business name, address, and contact details. If you don’t have a physical
location, select the “Service Area Business” option.

4. Optimize your profile by adding a compelling description with relevant keywords like
“sell my house fast” or “home buyers near me.”

5. Upload high-quality images of your team, office, or a logo to enhance credibility.

6. Verify your business by following Google’s verification process (usually through a
mailed postcard).

7. Regularly update your profile with posts, reviews, and any changes to your services.

How to Approach:

Highlight your expertise and accessibility. For example: “We specialize in helping
homeowners sell quickly and easily. Contact us for a free consultation today.”
Encourage satisfied clients to leave positive reviews to build trust with potential sellers.
Use Google’s messaging feature to respond promptly to inquiries and demonstrate
excellent customer service.



2. Network with Real Estate Appraisers

Cost: Minimal /Networking
Why It Works: Appraisers may know of properties with distressed owners.
Tips: Build relationships by attending local real estate events or connecting on LinkedIn.

Actionable Steps:
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Identify local real estate appraisers using online directories or LinkedIn.

Draft a professional and concise message introducing yourself and your services.
Attend local real estate networking events where appraisers are likely to be present.
Schedule virtual or in-person meetings to build rapport and discuss mutual benefits.
Follow up regularly to maintain the relationship and provide value, such as market
insights or referrals.

How to Approach:

Begin with a friendly, professional tone. For example: “Hi [Name], I'm [Your Name], a
local real estate investor. | often work with appraisers to understand market trends and
identify opportunities. I'd love to connect and explore how we can collaborate. Do you
have time for a quick call or meeting?”

Highlight mutual benefits, such as providing referrals or market insights.

Be clear about your intentions and emphasize building a long-term professional
relationship.

3. Drive for Dollars

Cost: Minimal/Gas and time

Why It Works: Physically identifying distressed properties while driving allows for
targeted outreach.

Tips: Use tools like Google Maps or Zillow to identify areas and track properties.

Actionable Steps:

1.

Identify target neighborhoods with older homes or areas showing signs of distress (e.g.,
overgrown lawns, boarded windows).

2. Plan your route using tools like Google Maps to cover maximum ground efficiently.

3. Log distressed properties manually or keep a detailed written record.

4. Take clear notes or photos of properties for future reference (ensure you respect
privacy laws).

5. Follow up by sending personalized direct mail or making phone calls to the property
owners.

6. Track responses and revisit neighborhoods periodically to identify new opportunities.

How to Approach:

When reaching out to owners, use a friendly and empathetic tone. For example: “Hi, I'm
[Your Name], a local real estate professional. I noticed your property and wanted to see
if you'd be interested in discussing options to sell quickly and hassle-free. Let me know
how I can help.”



Highlight benefits such as quick closing times and cash offers.

Be prepared to answer questions about your process and provide references or
testimonials to build trust.

4. Post Ads in Community Newsletters

Cost: Minimal/Free

Why It Works: Community newsletters reach local residents directly.

Tips: Keep ads simple with clear contact info and an offer for a fast home sale.

Actionable Steps:

1. Research local community newsletters in your target neighborhoods by contacting
homeowner associations, libraries, and local civic groups.

2. Reach out to the newsletter editor to inquire about ad placement guidelines, deadlines,
and costs (if any).

3. Design a clean and eye-catching ad with a clear call-to-action, such as “Contact us today
for a free property evaluation!”

4. Include your contact details (phone number, email, website) and emphasize benefits
like quick closing times or hassle-free transactions.

5. Submit your ad before the deadline and confirm placement with the editor.

6. Monitor responses from the ad and adjust your messaging or targeting as needed for
future editions.

How to Approach:

o Keep your messaging friendly and community-focused. For example: “Helping local
homeowners sell quickly and stress-free for over [X years].”

e Use testimonials or positive outcomes in your ad to build credibility.

e Follow up with the editor for feedback or insights on the ad’s performance to optimize
future placements.
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. Explore MLS Listings
Cost: Access fees/Agent partnership

Why It Works: Expired and withdrawn listings often indicate motivated sellers.

Tips: Work with an agent or obtain MLS access to identify leads.

Actionable Steps:

1. Partner with a local real estate agent who has MLS access or invest in gaining access
yourself.

2. Use MLS filters to search for expired or withdrawn listings in your target area.

3. Analyze these listings for signs of motivated sellers, such as long market duration or
repeated price reductions.

4. Contact the seller or their agent to inquire about the property’s status and express your
interest in a fast transaction.

5. Follow up with any leads consistently and track their status in a spreadsheet or CRM.

6. Periodically recheck the MLS for newly expired or withdrawn listings.



How to Approach:

Use professional and empathetic language when contacting sellers. For example: “Hi, I'm
[Your Name], a local real estate investor. I noticed your property at [Address] was
recently withdrawn from the market. If you're still interested in selling, I'd love to
discuss how I can make the process quick and hassle-free for you.”

Highlight your ability to offer solutions such as fast closing and flexible terms.

Be prepared to answer questions about your process and credentials to build trust with
sellers.

6. For Sale By Owner (FSBO) Listings

Cost: Minimal

Why It Works: FSBO properties are often listed by motivated sellers looking to avoid
realtor fees.

Tips: Regularly check FSBO websites like Zillow or local classifieds and reach out to
sellers directly.

Actionable Steps:

1. Search for FSBO listings on Zillow, Craigslist, or local classified ads.

2. Create alist of properties that meet your investment criteria (e.g., location, price range,
condition).

3. Reach out to the property owners with a friendly introduction and express interest in
their property.

4. Schedule a call or meeting to discuss their needs and how you can offer a solution.

5. Follow up consistently to stay on their radar and build trust.

How to Approach:

Use a conversational tone when contacting FSBO sellers. For example: “Hi, [ saw your
property listing on [Platform]. I'm a local investor interested in purchasing homes
directly. Are you available to discuss your property and see if we might be a good fit?”
Be transparent about your process and highlight benefits like a hassle-free sale and
quick closing.

Offer to answer any questions they have to build rapport and trust.

7. Neighborhood Social Media Groups

Cost: Free

Why It Works: Local Facebook and Nextdoor groups allow you to post services and
engage with potential sellers.

Tips: Be active and offer helpful advice to build trust and credibility.

Actionable Steps:

1.
2.
3.

Search for and join local Facebook and Nextdoor groups in your target neighborhoods.
Read and follow the group’s rules to ensure your posts comply with their guidelines.
Post helpful content, such as tips for homeowners looking to sell, to establish yourself as
a knowledgeable and trustworthy resource.



4. Respond promptly to comments and direct messages to build engagement.

5. Regularly monitor the groups for posts indicating potential sellers (e.g., someone
mentioning they need to sell quickly).

6. Share a clear call-to-action in your posts, such as “Message me for a free property
evaluation today!”

How to Approach:
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Engage in conversations with group members without being overly sales-focused. For
example: “Hi, 'm a local real estate professional, and I love helping people navigate the
selling process. Feel free to reach out if you have any questions about selling your
home.”

Build rapport by providing value, such as answering questions or offering advice.
Follow up with any leads from group interactions promptly to keep the momentum.

. Build a Referral Program

Cost: Minimal to moderate for incentives
Why It Works: Leveraging your network can lead to warm, reliable leads.
Tips: Offer incentives for successful referrals.

Actionable Steps:

1. Define the terms of your referral program, including the incentive structure (e.g., a gift
card or cash reward for successful deals).

2. Reach out to your network of friends, family, and business associates to inform them
about the program.

3. Create promotional materials, such as email templates or flyers, to share the program
details.

4. Regularly remind your network about the program through email updates or social
media posts.

5. Keep track of referrals and reward participants promptly when deals close.

6. Collect testimonials from satisfied referrers to encourage others to join.

How to Approach:

Personalize your outreach by thanking individuals for their support and explaining how
the program benefits them.

For example: “Hi [Name], I'm offering a referral reward for anyone who connects me
with a homeowner looking to sell. If you know someone, let me know, and I'll make sure
to take great care of them.”

Maintain transparency about the program’s terms to build trust and encourage
participation.



