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 Real Estate Investing Podcast 

You Have Not Because You Ask Not 
Hosted by: Joe McCall 

 

Hey everybody, Joe McCall REI In Your Bedroom. Actually, I'm not in my car. I'm just walking around my 

bedroom right now.   

Yeah.  And I wanted to record something cool for you. This will be short and sweet. I was thinking about this and 

it's something that a lot of us forget. Why we forget to do this I don't know, but it's a simple question that we 

should be asking sellers every time we talk to them and even asking them maybe after we buy their house or 

after we meet with them, after we submit an offer after we, you know, whatever our interactions are with 

sellers and buyers, we should always be asking the questions to follow up. You know, I'm thinking about this. I 

have some guys that came to our house earlier yesterday to fix some air conditioning units and uh, and then I 

had somebody or have somebody coming in a couple days to fix our water softener and thing that takes out the 

sulfur smell. Um, and one of the things I've noticed is these service companies that come to do things at our 

house, they hardly ever asked me for more business.  

They hardly ever call me back and say, hey, you know, um, do you know anybody else who has an air conditioner 

that needs fixed? Do you know anybody else that needs a water softener? Um, they may send me things in the 

mail later on, but like asking me right then and there while I am talking to them and thanking them for fixing my 

problem, you know, while they have a captive audience, while I'm listening to them and paying attention and I'm 

not distracted, I'm not busy, I'm like face to face with them and they have my attention. If they were to ask me, 

hey, do you have any friends that are maybe need an air conditioner fixed? Do you have anybody that, you know 

in this area? Because where I am, a lot of people are on well water, right? Do you know anybody else who might 

have sulfur smell in their water that maybe we could contact?  

And you know what, I would've thought about it and I would've said, yeah, you know, I might know one or two 

guys. Here's the thing, they don't ask for it and how much more business could you have? How many more deals 

could you do if you just asked a simple question when you're meeting with the seller, even if they say no to your 

offer, you could just ask them, do you know anybody else who might have a house they want to sell? Or You 

could ask them, do you know your, do you have any other houses maybe that you'd like to sell? I can't tell you 

how many times I've had deals come across my plate after the seller said No. Or they said, you know, I was 
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calling them about a particular house, but I asked them, do you have any other homes or do you know anybody 

else?  

Or if it's a property manager, do you have any clients that have a house they may want to sell? Or do you know 

any other property managers I could talk to or not. Right? So, if you just ask the questions, do you know 

anybody else or do you have somebody that you could refer to me to? Even if it's a cash buyer, you could ask 

them, do you have any other friends that are looking for deals? If it's a private investor, do you have anybody 

else that's looking to earn six, eight percent on their money secured by real estate or whatever. So always be 

asking the questions and do it immediately. Don't just wait and say, you know what, I'll ask them later in a 

follow-up email or I'll send them a postcard later. You know, you need to ask them right then and there when 

you have their attention.  

And I know it's a little embarrassing. It might feel a little weird or uncomfortable, but just, you know, make it, 

you can even apologize. You could even say, listen, I'm sorry to have to ask. This is a little... I'm a little 

embarrassed. You just admitted, you know, whenever you get admit something like that, it kind of softens the 

response. Right? But you could say, listen, uh, I'm sorry to bother you with this, but you know, do you know 

anybody else maybe in this neighborhood who has a house they're looking to sell or it has a house they're 

looking to buy. Do you have any other homes yourself that you'd like to sell? And so anyway, just always, always 

asked the question. I think so many people, if you're listening to this, maybe you have different businesses 

outside of real estate that you could start doing this yourself with, you know, you'll find that you'll probably do 

just as many deals from these kinds of questions, from this kind of follow up, personal follow-up, right? Not just 

postcards, but like a phone call or a face to face. Ask the question. You'll probably do just as many deals from 

that kind of follow-up that as you would with your normal regular direct mail or your PPC ads or whatever. And 

how much does it cost? Nothing, doesn't cost anything. So, get out there and do it. Start doing some more 

follow-up. Just ask for referrals, ask if they know anybody. All right, that's all I wanted to share. We'll see you 

guys later. Take care. 
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