
�Better Phone Techniques 
Finding Out More On The Phone 

 
#1.  The caller asks, “Do you have any 2 bedrooms available?” 
 
You say:  “Yes, we do!  We have several types available. Would it be all right if I asked 
you some quick questions?” 
 
#2.  The caller asks, “I’m calling about your 1 bedrooms.” 
 
You say:  “Okay, great!  To match you with the apartment you are looking for, would it be 
okay if we started with just a couple of quick questions?” 
 
#3.  The caller asks, “How much are your 2 bedrooms?” 
 
You say:  “It really depends on what you are looking for.  Would it be all right if we 
started with a few quick questions?”’ 
 
#4.  The caller asks, “How much are your 2 bedrooms?” 
 
You say: “On the first or second floor” 
(or) “With or without a pool view?” 
(or) “By the tennis courts or by the pool?” 
(or) “With a deck or sunroom?” 
 
Fill in your “with or without” options here to customize your own response: 
1.  
2. 
3. 
 
#5.  The caller asks, “How much are your 2 bedrooms?” 
 
You say: “Between $___ and $___ depending on if it’s on the first or second floor” (or) 
with or without a pool view, etc. 
 
Why do this?   
Because the more information you get from prospects, the more you can match them 
with the perfect apartment.  Also, the more you qualify them on the phone, the less time 
you spend showing apartments to people who can’t afford them!  And this way you start 
selling amenities while gathering information. 

Finally, the longer you are on the phone, the more you develop a relationship with the 
caller.  The better the relationship, the more apt you are to make the sale. 
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