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FREE
RESOURCES

Take advantage of all the free resource
available to you! You can find all of
them at gloveru.com.

GLOVER U Al

Glover U Al puts proven scripts, systems and strate-
ghes In your pocket, ready when you need them. The
call, the appointment, the objection, the follow-up,
the negotiation and the close. On demand, 24/7

>

TWILIGHT OPEN HOUSE SUCCESS METHOD

Turn an ordinary open house into 2 high-impact

lead gemeration event with proven steps, promotion
strategies, and follow-up plan 10 atiract more buyers,
create urgency, and generate new opportunities

GLOVER U YOUTUBE CHANNEL

Use our videos for expert-led training to elevate your
skills and performance. Stay ahead with weekly
content from Jeff, top-producing agents, and Glover
U coaches.

JEFF'S SCRIPT BOOK

Download the scripts and dialogues Jeff and his
team use daily when working with buyers and sefl
ers in the real estate macket! Including NEW Scripts
that include Pricing & Presentation Scripts

SCANTO DOWNLOAD

GLOVER U INNER CIRCLE

Join over 25,000+ other agents in our Private
Facebook Group. Find agent referrals, role play
partners, exclusive content and a direct line 10 out
Glover U coaches

JEFF'S MORNING MESSAGE

Daily real estate sales and business-building
messages from Jeff ~perfect for staying motivated
and taking action. Plus, access premium free
resources 10 help you grow your business.



DOWNLOAD THE
GLOVER U APP
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5 JFUATED EXPIRED SCRIPT

Hi, thisis with .. | was wondering if you're still accepting offers on your property, are you? | was reviewing your listing and | can't believe it
didn't sell, what do you think stopped your home from selling?

Had the home sold ... where were you moving to?

What takes you there?

How soon did you want to be there?

Just curious... How did you happen to pick the last agent you listed with?

What did that agent do ... that you liked best?

What do you feel they should have done?

How did they utilize social media & video to market your home?

What will you expect from the next agent you choose?

[ would like to apply for the job of selling your home ... are you familiar with the techniques we use to sellover ________ homes a year?
0. When would be the best time to show you .. Monday or Tuesday at 4:00?

oS PLP XN~

(Video Text, SMS or Email)
| was wondering if you are still accepting offers on your home on street? If you are, could you give me a call back? Thanks, bye!

Email use subject line of: “| was wondering..”
Body of the email: “If you're still accepting offers on your home on blank street?”

Include your name and number but NO fancy signature.



Glover Agency

Sponsored ' &
Your home didn't sell? At Glover Agency, we're known for
getting homes that didn’t sell the first time SOLD. Most of the
time, it comes down to a few things that were missed. If you

want to know what those are — and what we’d do
differently...

Message “HONEST” and we’ll take alook for you.
No pressure.

EXPIRED
LISTINGS

TARGETELD
VIDED

Free Resource Download

@ 102 131 2o



http://drive.google.com/file/d/1-WWSNAD5SLxrZmCPoAbx_h21zOeCKd3R/view

15 EXPIREDLISTING TARGETING ADS

Backend Set Up




&5 EXPIRED LISTING TARGETING ADS SCRIPT

“Your home didn’t sell and look...that’s not random.
In 20+ years of doing this, that doesn't just happen.

It's usually one of two things. Pricing or marketing and sometimes both...and most
agents won't tell you that.

| will though.

If you want the truth, message me the word HONEST and I'll share with you exactly
which one it is.”
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&5 VE/W/HYBRID FARMING SCRIPT

First or Only Time (Circle Prospecting Script)

Hi, my name is with

and | wanted to give you a quick update on your

home's value. Don’t worry, | am not here to sell you anything, | am just informing all of our

neighbors that in the last 30 days there have been

(share activity)

And we know that when a few homes list/sell...usually one or more go up right away..
so | was wondering ...

1.
2.

© o N oo~

Who do you know that would like to move into our neighborhood?

Can you think of a neighbor, relative or friend that may be interested in making a
move right now?

| appreciate you taking the time to think about it ... tell me ... when do you plan on
moving?

How long have you lived here?

Where did you move from?

How did you happen to pick this neighborhood?

If you were to move ... where would you move to?

And when would that be?

Again, | appreciate your time and would it be of value to you if | kept you on my list
to

receive equity updates on your home from time to time when a home is listed or sold

in the neighborhood?

Great! What's the best number to reach you on? Perfect! And, your email is?

Second Time and Beyond (Hybrid Farm)

Hi, it's with and I'm here with another update on
your home's value. Per usual, | am not here to sell you anything, | am just
informing

all of our neighbors of how our equity in our homes’ has shifted in the last
month.

In the last 30 days there have been (share
activity).

By the way, next month we have (event) planned
and | would love to invite you and your family. Would you like me to put
you down for it? Perfect! Your email/phone number is? (assuming you
don't have it yet)

Finally, | am keeping everyone informed of what’s going on in the
neighborhood via the (Facebook Group Name), are
you in there? Scan this QR Code (or “open up your Facebook App” if
calling) and that will get you in the group so you can stay in the know for
everything happening here in
(neighborhood name).

Talk to you again next month!
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5 /E//DATABASE SOCIAL MEDIA FOLLOW SCRIPT

THE CALL

Hey [Name], i's [ Agent Name ] with [ Company Name ] — got 60 seconds? I'm
reaching out because I'm changing how | keep my database in the loop, and |
didn't want you to get leftout.

Here's the deal... 'm moving a lot of my market updates, home value info,
invites to events and special giveaways over to Instagram and Facebook. I'm no
longer relying on email because half of it lands in spam anyway. So instead of
you missing out on stuff, | wanted to personally make sure you are staying in the
know and certainly never missing an invite!

Which do you use more, Instagram or Facebook?

If they say one platform:

Great! Can you pull up [ Instagram or Facebook | — takes ten seconds. Search [
@IG Handle ] or [ FB Page/Profile name]. ... Found it? Hit follow (IG) / Send
Friend Request (FB).

If they say both:

Great, let’s knock out both then — same search either way, just look up [ @IG
Handle ] on Instagram and [ FB Page/Profile name ] on Facebook.

Perfect — you're in. Now when | post something that matters to you, you'll actually see it.

And just soyou're covered either way, I'll keep you on my email list too— what's the best
email for you these days?

That's it, that's the call. Talk soon, [ Name].

Agent reminder: log the follow (and platform) in the CRM before moving to the next call.

TEXT / DM VERSION
Text 1 — The Reach-Out

Hey [ Name ], it's [ Agent Name ] — quick one for you. I'm moving my market updates over to
IG/FB instead of email (email’s a black hole anyway). Can we be sure to follow each other
so you don't miss anything important like home equity changes, invites to events,
giveaways, etc? Takes 10 seconds — search [@IG Handle] or [ FB Page/Profile name ]

Text 2 — Soft Follow-up (if no response in 2-3 days)

Hey [ Name ] — following up on this, don’t want you missing out when I've gotinfo that
benefits you. Here's the link, one tap: [ link to your FB or IG ]

Text 3 — If They Reply “Sure”

Appreciate it. You're gonna get the real stuff — no fluff, no ‘just sold’ spam. Talk soon.
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5 JPUATED FSBO SCRIPT

Hi, I'm reaching out about the home for sale. ..is this the owner? The reason for my call is two-fold...one, to see if you are working with Real Estate agents that bring you buyers...are you?
And two, because we know.. if you are not successful as a FSBO then you'll be hiring an agent.. so my question is...what are your plans if you can't get it sold on your own? How long do
you plan on trying it on your own?...

Great! And, when the home does sell...

Where are you moving to?

What takes you there?

Ideally, when would you like to be there?

What methods are you using for marketing your home?

How are you utilizing social media & Ai to sell your home?

How did you determine your sales price?

Did you leave some room for negotiation?

If you were to list ... what would you expect the agent to do ... to ... sell your home?
How much time will you give it before you consider interviewing agents for the job?
Are you familiar with the techniques we use to sell over _homes a year?
When would be the best time to show you ... Monday or Tuesday at 4:00?

ooYeNooarwN =

- o

Additional Close: “I'd love to keep your home in mind for buyers and while | am there, | will share with you our listing plan of action, the same one we are using to sell homes a
month right now. Worst case, you can take the plan of action and deploy a few of the strategies yourself, what do you have tolose? Us getting together sounds like a win/win to me!”

**When speaking with FSBO's always remember that the value is not just in finding a buyer but in getting the sale to the closing table, something that you do everyday and they do not.**
(Video Text, SMS or Email)

| was wondering if you are still accepting offers on your home on street? If you are, could you give me a call back? Thanks, bye!

Email use subject line of: “l was wondering..”
Body of the email: “If you're still accepting offers on your home on blank st?”

Include your name and number but NO fancy signature.



5 FSB0BROCHURE

OF SELLING OMN YOUR OWMN HOME

01 01

won't have 5o pary

o b, PROS&CONS °©

a

-

RN
==

\

¥,
<

02 02
e, - ‘

Lyﬁ“‘;‘r
SCLTWEVE "D Expoct st Cosng. As abwiys, I you Qet it thin and decde » teal outate

N
/ P g HEN
FOR SA E BY 2390t 1 the wary you would ke to 0o, plase call me amytiere
l e, P I

o

OWNER GUIDE —

Sy o e A i o Y e sy 03 03
TOCHimIns, DAt 1 300 00 YU SVerape SORNR. I Thes G, | Wil T 0ol R e
i 90 £rice S Eraare your herme, The SNowng procens, s what 1o




5 F5B0BROCHURE

= -“

ba

PREPARATION OF

y prepared. If you are not E

Yon the mark

L

» yOU are not att

alified b

than you expe
and getting offer

ny home

nsider giving up t

¢ point wk
strated and ¢

selling their herr

pver, there

eller ho s

homes

e markaet

J



5 FSB0BROCHURE

Creat! You've done all the hard work and found a
qualified buyer that has submitted an offer

Now what?

s

G

5 PAPERWORK

COMPLETED PROPERTY DISCLOSURES
TITLE REVIEW & COMMITMENT
COVENANTS, RESTRICTIONS, AND HOA
PURCHASE AGREEMENT

COUNTER OFFER FORMS
AMENDMENTS

INSPECTION RESPONSES
DISCLOSURES

FINAL WALK-THROUGH FORM
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I3 TWILIGHT OPEN STRATEGY

Step 1 - Select a listing that is not on the market yet and schedule the open for a time between 430-7p on a Wednesday, Thursday
or Friday (Thursday 5-7 or Friday 4-6 recommended)

Step 2 - Design the Invite using Canva or similar and have the invite on one side and recent sales on the backside of the invite.
We strongly recommend Cheese, Crackers, Beer/Wine and always have a non-alcoholic beverage option available as well & include

this on the invite.

Step 3 - (3-5 days prior) Promote the Twilight Open through the internet channels where you can promote manually since it's
not in MLS yet (outside of MLS and be sure to follow local rules)

A) DO Not allow showings before the open house
B) Utilize a “Open Thursday 57p” Type Rider

Step 4 - (2 days prior) Promote the Twilight Open via social media video while standing in front of the home - ideally if you can
shoot this after the listing is signed so you don't have to go back to the home, that's most efficient.

A) If you own the Facebook group, drop the invite in there and if you don’t own the Facebook group, have the homeowner post it



I3 TWILIGHT OPEN STRATEGY

Step 5 - (1 day prior) If your MLS permits the listing to be live in the MLS in order to hold any public opens, promote the open via
MLS at this stage. Depending on your state, if you are doing a “neighbors only” Twilight Open, you may not have to be live on MLS.
Check with your broker or state attorney on this.

A)  Put the open house day/time in the listing so buyers and neighbors see it
Step 6 - (2 Hours Prior) Place the signs and work the neighborhood right before the open, not the day before or few days before,
the day of. We recommend inviting 20 doors to the right, 20 to the left and 20 across the street for a total of 60 invites. This is
where you would leave a flyer if the neighbor doesn’'t answer. IMPORTANT: Use the “your neighbor asked me to invite you" script.

A) Use an obnoxious number of open house signs & balloons if possible

Step 7 - (30 Min Prior) Set the table. The environment is everything. Bring a bluetooth speaker, think high energy. People don't
leave a fun party.

Step 8 - (Before Start) Fill out a “dummy” signin and if you are using an electronic method of capturing their info, be sure to set it
up to where they have to put in their info before moving forward. Use the “Seller's requested script”. Consider giving away an item
of value ($25 bucks) to increase the amount of accurate information you receive.



I3 TWILIGHT OPEN STRATEGY

Step 9 - During the Twilight Open use the “Glover U Open House Script” to capture leads & close for a buyer or seller consultation
immediately following. Close for a CMA or Buyer Consult for any “hot” leads who show “ready to go” signs, don’t wait until the next
day. Ask, “What are you guys doing right after this? What if | swung by to take a look at your place?”

Step 10 - Anyone who you can't close for a consult should be followed up with THAT EVENING if they are warm to hot leads,
everyone else should be followed up with in the morning.

Step 11 - Capture footage before, during and after the open. You should be able to come up with 1-2 social posts and stories per
open house.

Step 12 - Share the results of the open house via social media (create a Reel with you in it showing off the property and talking
about the results and promote it to the neighborhood).



&5 TWILIGHT OPEN HOUSE

Flyers __ Social Media __

GLOVERAGENCY

TWILIGHT

COCKTAILS & MOCKTAILS

VIP. TWILIGHT
PREVIEW

MAY 10 | 5-7PM
ST AN BEL AT A 50, PLYMOUTR d01X
Ao PRS ST | 2 004 w0 v GER00

COCKTAILS & MOCKTAILS

MAY 10 | 5-7PM $600K
4 BEDS

5673 Wildflower Rd 2.5 BATHS
Plymouth 48170 2,694 SQ FT

BRYSTOL

{ RUMSCHLAG
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IF I DIDN'TGO ON AN
APPOINTMENT TODAY, SERIOUSLY,
WHAT DID | AGCOMPLISH?

GLOVER
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JWN THE MORNING,
WIN THE DAY.
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GLOVERU.COM/SUMMIT

»”

/

LIVEGNREAL
aUMMIT 202/

JANUARY 18-21, 2027
GAYLORD PALMS RESORT - ORLANDD, FL

The Live Unreal Summit is moving — and the room is getting bigger.

New year. New venue. New Playbook. Join us in Orlando, January 2027,

along with 1,000+ agents who clear their calendars every year for a reason.

Use the code
MIAMIREALTORS-150
for $150 off your ticket!
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