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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

1



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. 

3



Appendix A: The 27-Point Recruiting Framework

4



Appendix A: The 27-Point Recruiting Framework cont.

5



Appendix A: The 27-Point Recruiting Framework cont.

6



Appendix A: The 27-Point Recruiting Framework cont.

7



Appendix A: The 27-Point Recruiting Framework cont.

8



Appendix A: The 27-Point Recruiting Framework cont.

9



Appendix A: The 27-Point Recruiting Framework cont.

10



Appendix A: The 27-Point Recruiting Framework cont.

11



Appendix A: The 27-Point Recruiting Framework cont.

12



Appendix A: The 27-Point Recruiting Framework cont.

13



Appendix A: The 27-Point Recruiting Framework cont.

14



Appendix A: The 27-Point Recruiting Framework cont.

15



Appendix A: The 27-Point Recruiting Framework cont.

16



Appendix A: The 27-Point Recruiting Framework cont.

17



Appendix A: The 27-Point Recruiting Framework cont.

18



Appendix A: The 27-Point Recruiting Framework cont.

19



Appendix A: The 27-Point Recruiting Framework cont.

20



Appendix A: The 27-Point Recruiting Framework cont.

21



Appendix A: The 27-Point Recruiting Framework cont.

22



Appendix A: The 27-Point Recruiting Framework cont.

23



Appendix A: The 27-Point Recruiting Framework cont.

24



Appendix A: The 27-Point Recruiting Framework cont.

25



Appendix A: The 27-Point Recruiting Framework cont.

26



Appendix A: The 27-Point Recruiting Framework cont.

27



Appendix A: The 27-Point Recruiting Framework cont.

28



Appendix A: The 27-Point Recruiting Framework cont.

29



Appendix A: The 27-Point Recruiting Framework cont.

30



Appendix A: The 27-Point Recruiting Framework cont.

31



Appendix A: The 27-Point Recruiting Framework cont.

32



Appendix A: The 27-Point Recruiting Framework cont.

33



Appendix A: The 27-Point Recruiting Framework cont.

34



Appendix A: The 27-Point Recruiting Framework cont.

35



Appendix A: The 27-Point Recruiting Framework cont.

36



Appendix A: The 27-Point Recruiting Framework cont.

37



Appendix A: The 27-Point Recruiting Framework cont.

38



STOP WASTING TIME: 
Most real estate teams don’t
have a lead problem… they

have a systems problem.
(FREE Offer! NO Pitch.)

Suneet Agarwal
Email: Suneet@resideplatform.com

Mobile Phone Number: 916-216-7375

If your business feels chaotic, agents aren’t following through, or growth has stalled,
our FREE Team Growth Audit will help you identify exactly what’s holding your team

back , and what to fix first.

In this 30-minute strategy session, we’ll break down your operations, accountability,
lead flow, tech stack, and team structure to uncover the bottlenecks slowing your

growth.

What You’ll Get:
• A 1-on-1 strategy session with a Reside expert

• Identification of your biggest growth bottlenecks
• Clear action steps to improve systems & accountability

• Recommendations to simplify your tech stack & workflows
• A custom roadmap for scaling more efficiently

No fluff. No generic coaching. 
Just practical, actionable next steps built for scaling real estate teams.

GET MY FREE AUDIT NOW!
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