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 Real Estate Investing Podcast 

Making That First Seller Call – Here's What to Say 
Hosted by: Joe McCall 

 

Hey, what's up guys? Joe McCall, REI in your car.  

I'm actually standing outside my car waiting for my son to get out of...oh, it's a long story. He's doing this 

rehearsal thing and I just wanted to... I heard something just recently and I thought it was really, really good 

from a guy named Taki Moore. Taki Moore is a coach's coach, right? He helps coach people who do coaching. 

And uh, so anyway, his name is Taki Moore. He's a really cool guy from Australia.  

He was just talking about accountability and I thought this was really, really good. There's kind of three different 

forms of accountability.  

There's self-accountability and that's where you do your New Year's resolutions and you say, I'm going to lose 

weight and by June third you've already fallen off the wagon and uh, you're quitting...giving up. Okay, that's me. 

That's like everybody else probably listening to this.  

The second one, the second kind of accountability is coaching accountability, right?  And this is one that I've had 

the most experience in where I try to coach people and hold them accountable to [hold on a second], you know, 

I try to coach and hold people accountable and I give them a scorecard and they're supposed to send me the 

numbers, send me what they are...what they say they will do with a scorecard, you know, it's like, talk to five 

sellers a day, make three offers a day, send 500 postcards a week or whatever. And the sad thing is...the 

frustrating thing is...only a very small percentage of my students actually ever even fill out that scorecard. And 

the few that do rarely ever keep up to their numbers. So, I still think accountability is awesome, right? But this is, 

I struggled with this for a long time. I thought like, how can I help my students be more accountable and have 

more...be more productive and, and um, and, and be more fruitful. Right?  

And I've always struggled with that. I've tried different things and I, and a scorecard is good. I still do it. I 

encourage my students and clients to like...hey, you pour it on your numbers, hold your team accountable to 

these numbers, the scorecard, you know.  
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But Taki was talking about something here that I thought was really cool and this is something I've done before. 

And it's called partnership accountability where you find another friend, somebody local in your market and you 

actually go do something together or hold each other accountable to something. [Hold on one second.] So, for 

example, let's say you have a friend that comes over. You tell them every morning at 6:00 a.m. we're going to go 

running. So, you come over to my house at 6:00 a.m. and we'll go running together, okay? What's going to 

happen at 5:45, 15 minutes before you're supposed to go?  

You would rather just stay in bed, but your friend is coming over, right? And you don't want to stand up your 

friend. Um, so you decide to do it. You get up out of guilt and shame and condemnation that you're going to face 

if you don't do it, right...because you have somebody who was a friend or a partner who's going to be there and 

do it with you. It's kind of the same thing with a trainer. If you have a trainer that you have an appointment and 

you're going to go meet the trainer at a gym. You know you're more likely to go to the gym if somebody is 

waiting for you and you're paying them. Now obviously you need to be careful about it too because you need 

more than one friend doing it with you. Right? Because if it's just one friend, it's too easy for one friend or the 

other friend to just say, hey, let's reschedule. Let's cancel today. I can't do it.  

But if you've got three or four friends and you're all doing it together, a lot harder to like cancel. Right? You have 

to save face with all of your friends. Not saying this is 100% foolproof, but I know for me this has worked and I 

really liked this idea a lot. But what if in real estate, what if in real estate, you had three or four friends, maybe 

local in your market, maybe virtual, you know that you could get together every day, maybe a couple times a 

week, once a week, once a month, and you got together and held each other accountable on something like 

Zoom. Zoom is pretty cheap. Maybe there's other tools out there where it could even be a Facebook live, I think. 

Right? You can get a few people together and on a Facebook live at a scheduled time and you do your stuff 

together.  

Maybe. Maybe it's this. This'll probably be the best thing, right? You find another friend who's doing real estate 

in your local market who is not a competitor, but a friend, a partner, somebody that you can do deals with 

together. Right? What if you like every day or once a week, couple times a week, you guys showed up at an 

office somewhere together at the same time and did marketing together, or you just called sellers live. You just 

started following up with old leads. You started doing Mojo dials, Mojo sells, or you started handwriting letters. 

You started just calling sellers and talking to sellers and making offers and like you could inspire each other and 

push each other to go. How cool would that be? Right? So, something to chew on. I think that's a fantastic idea. 

Three types of accountability. Number one is personal accountability, which sucks, doesn't work.  
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The other one is coach accountability, which is a lot better, but still it's tough for some reason. People just don't 

want it. You know, I've had people tell me, hey, I want to report my numbers. I'm going to tell you my numbers 

every Friday of what I did the previous week and I'm going to tell you the numbers that I am going to do the next 

week. And I'm like, great, that's awesome. Let's do it. And they just never send me anything.  

But I think even a better form would be partner accountability. Find somebody that likes what you like, that 

wants to do what you want to do, has similar goals and do it together. Do it together. Maybe if your goal is to 

talk to five sellers a day, um, or to send 50 text messages a day or to follow up with all of your old leads every 

day...or like follow up with all your old leads every day (chuckle). There you go.  

Or, um, send letters, send postcards, do bandit signs. But what if you like showed up, um, and start doing it 

together? What kind of difference would that make in your business? And how much more would you get done? 

Number 1, it'd be a lot more fun, right? And number 2, you don't want to embarrass yourself with your friends. 

So, there's some accountability there.  

And uh, you know, you could even spice it up and get a little bit...and make it even more fun where you could 

have some kind of game, you know? The first person to quit or the first person to not do it or the first person to 

not meet their numbers has to buy a round a beer for you and all your friends or has to pay for dinner next time 

or has to pay for whatever. Maybe wear a stupid tee shirt or donate $100 to the uh, political party you hate the 

most. Something crazy.  

So, think about it, have some fun with it. And uh, yeah, stick that in your pipe and smoke it. We'll see you guys 

later.  

Hey listen if you want...I'm trying to think of something to give to you guys. How about my new Webinar? I just 

did a new webinar on wholesaling lease options. If you want to check it out, go to WLOwebinar.com. 

WLOwebinar.com. On that Webinar I share the three secrets to flipping lease options. How to get more leads 

than you can handle for free. How to get properties under contract without even negotiating... giving sellers 

whatever price they want, and how to sell your deals lightning fast without even having a single buyer on your 

buyers list. It's pretty awesome and you should check it out. So, my son is ready to go and I got to get in the car 

and go. We'll see you guys go. Oh, and that webinar's WLOwebinar. com. Again, WLOwebinar.com. See ya. 
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