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If you’re tired of juggling too many systems, missing follow-ups, or spending hours setting up tech that should

make your life easier, this CRM is designed to fix that. 



Recruiting Call Script & Framework 

The Framework 

Mindset: Always frame and center yourself before calling as if you are calling and checking in

on one of your own agents. You want this to be an experience and conversation of value, not

salesy. Not to recruit. 

Goal: Number one goal of the call is to get the appointment simply at a coffee shop. You are

selling the benefit of the appointment. 

Tool: The phone! 

Guiding Principles: 

                    A. Handle objections in Advance 

                    B. Base next question on their response 

                    C. Don’t give up too early on the call 

                    D. Create an experience of what it’s going to be like when they join before they join 

                    E. No one believes what they are told, they believe what they experience. 

Prior to the call: The company will send something of value to prospects. Item of value will not

be salesy, will not be about your company features and benefits. Content will be pure value

based; something received as a business building tip for the prospect. 

The Script

BLUE is the script  BLACK is the reasoning 

The Language Pattern: 

1. Did you get the…whatever we sent. 

2. If yes, then pivot to….
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“I am calling to see….(where they are at with their business based on the particular area of

business focused content you have sent them) 

If a business plan, “Checking to see how your business is tracking year to date based on where

you wanted to be? …

If online lead generation, “Do you currently have an online lead generation system and

process that is continually driving business for you? …

Or at years end you can say “How did you end up this year compared to where you wanted to

be…

You can also come with a broad brush question of: “What is one area of your business you see

the greatest opportunity for growth that you are not taking advantage of?….

3. If no, confirm their email address and then let them know... 

                “I had sent you ___________________ I will send it again after we hang up.

4. Continue with the principle of ‘Base your next question on their response…’

               What are you currently doing or What action steps are you taking?

               What is working?

               What is not working or Where are you having challenges?

5. Asking for the appointment you will know when the door opens, or the next

natural stepis to move into conversion language…asking for the appointment.
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“I am calling to see….(where they are at with their business based on the particular area of

business focused content you have sent them) 

If a business plan, “Checking to see how your business is tracking year to date based on

where you wanted to be? …

If online lead generation, “Do you currently have an online lead generation system and

process that is continually driving business for you? …

Or at years end you can say “How did you end up this year compared to where you

wanted to be…

You can also come with a broad brush question of: “What is one area of your business you see

the greatest opportunity for growth that you are not taking advantage of?….

The most dangerous objection is the one not shared with us. That one being an agent seeing

an interview as blowing out half of their day. We must handle the objection in advance which

is the reason we are clear in our language “just 30 minutes for a cup of coffee”

“Let’s schedule a time to sit down for 30 minutes have a cup of coffee and talk about

strategies and tactics for you to grow your business, …… (whatever it is the original focus of

what you sent them was or wherever the conversation traveled to based on their specific

business building need)

“Ok so is tomorrow at 10 good or Friday at 11? “



7. Objections:

A. No thanks I am happy, or I am never leaving: I understand you are happy because if you

were not you would already be working with us

B. I love my manager, team leader or company: Always, always agree that they are with

a great company and or have a great leader…. NOTE: Don’t do the typical pivot or

REACTION of “ya but…or we do this better or that better etc.…

"Yes, you are with a great company that has a great leader and if you weren’t happy you

would probably already be working with us…. then pivot to…

8. The promises: 
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A. No thanks I am happy, or I am never leaving: 

          “I understand you are happy because if you were not you would already be 

             working with us.”

B. I love my manager, team leader or company: Always, always agree that they are with

a great company and or have a great leader…. NOTE: Don’t do the typical pivot or

REACTION of “ya but…or we do this better or that better etc.…

           "Yes, you are with a great company that has a great leader and if you weren’t  

                happy you would probably already be working with us…. then pivot to…

Naturally, over the many years of coaching this language pattern, there is

always the concern this is a bait and switch. It is only a bait and switch if you try and recruit

the prospect in the FIRST interview.

Here are some numbers to consider: .00000000001% of the time, an experienced agent

joins your company or team on the spot in the first interview. So, my question is, what

would cause you to fight human nature and use conversion-based, sales-based,

recruiting-based language? Use coaching language. Build trust. Create context in the

relationship. Make them look forward to future interactions.

Here is a promise I will make to you, we will sit down for 30 minutes. We won’t talk

about

your company; won’t talk about my company and I won’t try and recruit you. I am

going to talk about the only thing that matters, you and your business….

For a couple of reasons:

Maybe if something changes in the future we want to be your destination

broker or number

Two you may see value in our interactions and want to join.

When would be a good time to sit down for 30 minutes?



9. More pushback: 

“Let me ask you this, are you open minded about your business? I am

committing to not even talking about you coming to our company. The first thing we are

going to do is talk about how you can generate more business and hit the ground running in

2018.”

       You will get a YES 99% of the time and then again pivot to the promises again and close for

       the coffee appointment.

10. Keep going:  
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“Let me ask you this: are you open-minded about your business? 

I am committing to not even talking about you coming to our company. The first thing we are

going to do is talk about how you can generate more business and hit the ground running in

20___.”

 You will get a YES 99% of the time and then again pivot to the promises again and close for

 the coffee appointment.

You may still be getting pushback, so you go one level deeper…

           “I don’t know, I have always thought it made sense to sit down with a competitor and   

               learn more about what they are doing…why not?

Remember, you are ONLY trying to get an appointment at a coffee shop. 

That is the GOAL! 



The Get Comfy Call 

Overview: This language pattern was created when I took over the job of General Manager for

Prudential California, Nevada, Texas Realty at 33 years old in 2000. Now as you can imagine, I

was younger than all the branch managers I was responsible for and they were doing really well

at the time. The market was hot and the last thing they wanted to do was recruit.

Recruiting is not easy.

Recruiting is uncomfortable.

Recruiting is prospecting.

Recruiting includes rejection.

Recruiting delivers huge returns, but few want to go through the pain to get there.

I knew it had to get done so I came up with what I felt would be most COMFY for them to use as a

language pattern on the phone. My number one objective was to reduce friction…friction for

the manager making the call and friction for the prospect on the other line…

1. Your selling the benefit of the appointment on the call.

2. Handle objections in advance by using the “promises” I share with you.

Hence, the Get Comfy Call:

               C = Caller

               P = Prospect

C: Hi super agent, Jon Cheplak with ABC Realty…

C: I know you are probably happy at your current company and I just want to let you know that if

anything changes, we would like to be your destination broker, team or company….SILENCE

5



Note: Now you will get a number of responses and here are what is typical.

1. Thanks, but yes I am very happy.

2. How do you know I am happy.

3. I am never leaving

4. Hmm, thank you..I have always respected your agents and company.

Response for 1 and 3.

C: (Empathize) I understand, you are with a great company. If you were to ever make a change,

what company stands out to you the most?

P: Response

C: (Empathize) Yes they are a great company, what is it that you like most about that company?

P: Response

C: Pivot to appointment: “Let me ask you this, when would be a good time to sit down for 30

minutes, have a cup of coffee and talk about your business?….

Handle Objections in Advance: If they give you push back about the meeting immediately go

into the promises

C: We won’t talk about my company, we won’t talk about your company and I won’t try and

recruit you. We will talk about the only thing that matters, you and your business.

Is __________ good or ________ better?

P: Rejection Response
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C: Let me ask you this, are you open minded about your business?

P: Almost 100 percent of the time its a “yes”

C: Great, as I promised (take them through the promises again) and pivot back to “Let’s sit down

for 30 minutes, have a cup of coffee and talk about your business?….

P: Rejection

C: I don’t know, I always thought it made sense to sit down with the competition and learn what

they are doing.

And the last thing I am going to do is try and recruit you in an initial meeting. What I want to do is

discover some ways I can support you with your business…who knows, maybe in the future you

will see value in our interactions and want to join or if something changes, we can be your

destination broker…Pivot for the appointment again.

Response for 2

Put humor in the process:

C: Well if you were not happy you would probably already be working for us…then pivot to the

dialogue asking “if you were to ever make a change…..”

Response for 4

With a warm response I would pick up right away for the coffee meeting and then follow the rest

of the language patterns as outlined for 1 and 3.

Tips:

After every call send them something of value. A business building tip or hopefully a video you

have created that does NOT brag about the company or ask them to join.

You are coaching, training and leading the competitors agents better than their current

leadership so that if something changes or they see value, they will choose you to join. 
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Indeed Replies: Licensed v. Unlicensed Prospects

Clearly Licensed Prospect

Hi, first name, I just got your resume from a realtor job I'm hiring for on Indeed. 

I’d love to set up a quick call to chat. 

How's your schedule?

(They’ll answer)

Do you mind just scheduling on my calendar link? 

(No)

Awesome, here you go!

Not Clearly Licensed Prospect

Hi, first name, I just got your resume from a realtor job I'm hiring for on Indeed. 

I’d love to set up a quick call to chat. 

Just want to confirm that you do currently have your real estate license.

(Yes, I do)

Great!

How's your schedule?

(They’ll answer)

Do you mind just scheduling on my calendar link? 

Awesome, here you go!

(No)

Got it. Have you started taking classes yet? 

(Yes)

Great! Do you have your test scheduled?

(Yes)

Great, for when? Let's meet right after.

(No) Got it. When do you think you’ll be ready to schedule it? 
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Suneet’s Recruitment Strategy -
Facebook Video

🎥  Watch  the Video HERE!

🎥  Watch the Video HERE!

Setting up Ads in Ads Manager Video
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https://youtu.be/Pz1MiiIEMSs
https://youtu.be/pQgiiUjhOdQ
https://youtu.be/pQgiiUjhOdQ
https://youtu.be/pQgiiUjhOdQ
https://youtu.be/pQgiiUjhOdQ
https://youtu.be/pQgiiUjhOdQ
https://youtu.be/Pz1MiiIEMSs
https://youtu.be/Pz1MiiIEMSs


Appendix A: The 27-Point Recruiting Framework
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STOP WASTING TIME: 
Get Your Recruiting Toolkit

($97 Exclusive Offer!)

Suneet Agarwal
Email: Suneet@resideplatform.com

Mobile Phone Number: 916-216-7375

GET YOUR ACCOUNT NOW!LEARN MORE!

If you’re tired of juggling too many systems, missing follow-ups, or spending hours
setting up tech that should make your life easier, this CRM is designed to fix that. 

For just $97/month, you get an all-in-one real estate and recruiting platform that installs 36 months
of marketing R&D in about a minute, so you can focus on closings, not clicking around.

What you get:
Unlimited funnels, pipelines, and workflow automation

2-way text, email, and calling
Reputation + Google Business management

Unlimited contacts, users, and domains
24/7 support when you need it

With 50+ teams already onboarded and real GCI growth tied to these funnels, it’s a
fast, streamlined way to run your business without the overwhelm.
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