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Best practices & 
call recordings



Inbound vs. outbound

When we make a call:
● They are not expecting us
● Focus on making a positive first impression, with a big smile on our 

face, high energy, and coming from a place of service

When we get a call:

● We may not be prepared 
● We often say “How can we help you?”
● Some agents even start from a defensive place



Anchoring
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Call recording



How to win them over quickly while establishing trust and rapport:

● Have a big smile on your face
● Be enthusiastic and friendly
● Bring the energy
● Introduce yourself and tell them why they are being connected to you and that you are excited to help 

them
● Give them what they want 
● Don’t start peppering them with questions
● After you set an appointment, tell them again who you are and that you will text them all your contact 

information as soon as you hang up
● Send them a video via text – “Hi! I just wanted to put a face with my name so when we meet, you’ll know 

who to expect, I look forward to helping you.”



When a lead offer text 
doesn’t have the 
address listed with it



Leveraging 
Concierge notes











Eddie Chang  
The St. Germain Group





Gloria Gruszka  
Expansion Group





Marian Maher  
Landro Fox Cities Realty



Listing price: $2,350,000



Closing price: $157,500



Closing price: $200,000



Closing price: $157,500



Leaderboard



OJO Pro+ top-performing teams





OJO Pro+ 
Facebook group



January 
Facebook 
winner… 



… Ray Lewis



Comment to be 
entered to win 

OJO merch! 



Eric Lowry
Team Lead | The Lowry Team eXp Realty

Amy Wengerd
Team Lead | Amy Wengerd 
Group

Pro+ panel




