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 Real Estate Investing Podcast 

I Don’t Like Rejection When Talking To Sellers... So I Did This... 
Hosted by: Joe McCall 

 

Hey everybody, good morning. Joe McCall, Real Estate Investing Mastery Podcast.  

Hope you're doing well.  I'm doing a quick one here. Just walking around in my front yard this morning and ... 

can you hear that? Either a dove or an owl? It's pretty cool. I'll walk over closer... see if you can hear it.  

Anyway, I was thinking about something this morning that I thought would be good for you guys... just to remind 

you about. None of us like rejection. I mean, maybe some of you do, but I sure don't. Right? And I remember 

getting started in this business and I just dreaded picking up the phone, man. It was like a cactus because I didn't 

like rejection. I didn't like talking to sellers that didn't want to sell their house to me. Right? Or they didn't want 

to do a lease option and I had to... I felt like I was under all this pressure to explain to them how these deals 

actually work, etc.   

So anyway, um, I started thinking about how can I change that. And I realized, you know with direct mail... the 

cool thing about that is you can tell them a little bit on the postcard, what you're doing, you know, you're an 

investor and you buy property. So, if they're calling on that postcard, they've probably been pre-screened out a 

little bit. So that worked, you know, and it's still...  In fact, the other thing is I started doing a, um, I started telling 

people on the postcard, call this 24-hour recorded voicemail. So, they would listen to the 24-hour recorded 

voicemail and kind of hear about what I'm doing. And then if they're interested, they leave a message. And so 

that worked... which it still works actually today. If you test that with your postcards, you'll find that you're 

getting more calls if you have on the postcard that this is a 24-hour recorded voicemail. And uh, you'll get more 

calls, and then what you do is you just call back the people that left a voicemail first. But you should also call 

back the ones who hung up because you'll get these deals out of them. 

But anyway... so my point was I didn't like talking to cold leads, so I started sending text messages to sellers. Like 

a landlord, I'd send them a text message and I'd ask them in the text message... Hey, do you want to... if it was a 

rental, I'd send a text message to rentals. I would ask them, Hey, do you want to sell your rental property? And a 

lot of them would say no, and some would say yes. So, I'd call the ones that said yes. And uh, I was still dealing 

with a lot of rejection. This isn't a therapy session here... I 'm just telling you how I kind of evolved into this stuff. 
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And I didn't like the fact that I, they wanted to sell their house, but they had no interest at all in doing a rent to 

own or lease option.  

This was when I was mainly doing rent to owns, lease options. So, I started thinking about, well maybe I could 

just ask them a question in the text itself. So, I started sending text messages to sellers and asking them 

questions like, would you consider maybe leasing your house for a year and then selling it? And all of a sudden, 

something magical happened. I was just talking to people who were raising their hands and saying, yeah, you 

know what I'm interested. Tell me more. And so now the percentage of sellers that I was talking to that were 

open to doing a lease option was dramatically better. I wasn't getting as many leads. So, couple of things 

happened that was good. Number one, I'm talking to more motivated sellers. Number two, I'm talking to fewer 

unmotivated sellers.  

So, if they're willing to say, yeah, I might be interested, tell me more... I could close a much higher percentage of 

those folks into a lease option, right? Isn't that cool? So, there's a lot of things you could do. Like I have a friend 

Yassine, I've interviewed him before on this podcast. You should check out Yassine, a friend of mine, one of my 

students from, um, back in the day. And he was a friend who lives... lived in Beirut, Lebanon. And um, he now 

lives in the Philippines, I believe. And he was doing a bunch of deals in Oklahoma. And uh, this guy's a really, 

really smart marketer. Anyway, he actually took it even a step further and one of the things I learned from him 

that is really good. And uh... is he sends out a series of three texts. The first text to the seller is Hi, is the house 

still available? You know, it's a personal text, you know. And he doesn't send these by the way. The virtual 

assistant sends all these texts. 

The first text is, Hey, I saw your house at 123 main street. Are you the owner? No, I'm sorry. Is it still available? 

That's question number one. Question number two is, um, are you the owner? And then question number three 

is You wouldn't consider maybe a rent to own or owner finance, would you? If they say no to that, then you 

might even ask them Would you consider just selling it outright? If they say no to that, he might ask them again, 

like, Would you consider maybe owner financing or something? So, then what happens is if the seller says yes to 

those questions or any kind of maybe or some kind of warm response, anything except no, the VAs will send it to 

the investor. So now if you... this is the amazing thing about this. And this isn't something that you can just 

automate and have software do for you, right?  This is something that you need to have a virtual assistant do for 

you, and have the VAs prescreen your sellers.  

We're not talking about having your VA prescreen sellers by talking to them on the phone, although that does 

work. It's hard. It's really, really hard to make that work. I'm talking about prescreening sellers by text messages 

and asking questions. So maybe, you know, if you're sending text messages to for sale by owners, a good 
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question can be, Hey, I saw your house on Zillow. I'm an investor. I really liked the home. Is... is your price 

negotiable? That's a great question you could ask sellers in a text message, right? You get what I'm saying? So, 

the point is this, maybe you don't mind rejection. And if you don't mind rejection, you'll probably do a lot more 

deals by the way than those of us who don't like rejection, but, uh, have, find ways to get your VAs to prescreen 

your sellers.  

And it could be through just putting 24-hour recorded voicemail on your direct mail. It could be having VAs send 

text messages to sellers asking them some prescreening questions. Nothing too... you don't want to over-

prescreen, right? You don't want to make the sellers jump through a ton of hoops. But I think you'll find that 

you'll talk to fewer people, which is alright. But then you'll be talking to more people that are qualified and have 

kind of self-screened themselves out. Cool? I'm telling you, when I was doing this and started figuring this out 

way back in 2008 and 2009, which is crazy... it still works today. Why more people aren't doing this I don't know. 

But, uh, when I started figuring this out, it was so nice because I went from dealing with a lot of 'no's' and 'leave 

me alone', and 'stop calling me' to dealing with a lot warmer prospects.  

So, this isn't cold calling, right? This isn't just calling everybody back that calls on some kind of generic letter 

says, Hey, I want to buy your house. This is talking to people who have raised their hands and said, Yeah, you 

know what? I might be interested in that. I might be interested in a lease option or Yeah, I know you're an 

investor and I know that you're going to probably want to buy my house at a discount. But yeah, my price is 

negotiable. I'm willing to talk to you about it. So, you get that? You get what I'm saying?  

Alright guys, I'm gonna let you go. Hey listen, I just did a new webinar on lease options, how to flip lease options. 

And I talk about how to do this type of marketing to find lease option deals. I really believe that lease options, 

flipping lease options are the easiest and fastest way to make money in real estate today.  

Especially if you're just getting started out. Maybe you have a bunch of leads that don't have any equity and just 

kind of throw them in the woodpile, right? You don't know what to do with them? Well, you can take those 

leads that most other investors throw away and you can turn them into lease option flips. And, uh, lease option 

deals are so much easier to negotiate. I mean, just think about it. What do you think is easier? To find a super, 

drop-dead motivated, bottom- of-the-barrel motivated seller who has a lot of equity and convince them to sell 

you their house at sixty cents on the dollar or find some semi-motivated seller who doesn't have much equity 

and give them whatever price they want? Hmmm? So, I just think they're just a lot easier deals to do.  

So, I have the webinar. I did a brand-new webinar called Wholesaling Lease Options, and in there I share three 

secrets on how to do these kinds of deals.  Number one, by the way, to get to this webinar, if you're tired of 

http://www.realestateinvestingmastery.com/
http://www.realestateinvestingmastery.com/


 
www.RealEstateInvestingMastery.com  

 

Copyright © Real Estate Investing Mastery, Joe McCall and Alex Joungblood  

http://www.RealEstateInvestingMastery.com 

4 

listening to me, at WLOWebinar.com. Just go to WLOWebinar.com. But in this webinar, I shared three secrets. 

Number one, how to get more leads than you can handle for free from these two different sources. It's pretty 

awesome and I kind of gave you a hint on one of them already. The second secret is how to get these properties 

under contract without negotiating, which is so cool, which is really something I really love because again, I don't 

like, I don't like rejection. So how to negotiate... how to get these deals under contract without even negotiating 

and giving sellers whatever price they want. And the number three, how to sell these deals lightning fast without 

even having a single buyer on your buyers list. 

 If you're interested in that, just go watch my webinar, WLOwebinar.com. WLOwebinar.com. And I do the 

webinar. I play it every 15 minutes. So, if you go there, you'll be able to see it. And after you register for the 

webinar, make sure you check out the special bonus. Hold on one second. Okay. Sorry, I got distracted. We shot 

and killed a bunch of squirrels the other day and my dog was getting into them. We tried to throw them out and 

as deep into the woods as we could.  

Oh boy. Um, okay. So anyway, I forgot what I was saying, but go to WLOwebinar.com. WLOwebinar.com. Oh 

yeah, I remember I was saying, um, after you register for the Webinar, there's a little video in there and I'm 

giving a... I have this special deal that I'm offering after the webinar for some courses that I did that you can't get 

anywhere else. And so, make sure you watch that little video after you register for the webinar... before you 

watch the webinar because you can't get that special deal anywhere else. Okay? I put in a little surprise. I 

appreciate you all very much. Go to WLOwebinar.com. We'll see you. Bye-bye. 
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