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Housekeeping rules



If you have a 
question:



Session 1: Understanding why 
you need an irresistible offer 
and what an Irresistible offer is



Session 2: Branding and 
Identifying your irresistible 
offer



Session 3: Building the offer 
(The webpage)



Session 4: Getting you 
unstuck



This won’t be a sales pitch



$1,595 One time payment



$11,995 or 3 payments of $4,500



daily@steveolson.co

mailto:daily@steveolson.co


Why do you need an irresistible 
offer in your Real Estate 
Business?



A compelling offer will always 
beat a convincing argument. 



You’ll avoid commission 
negotiations



Clients don’t negotiate 
commission in absence of value…



…they negotiate it based on a 
lack of differentiation



It is much easier to recruit to. It 
doesn’t make the entire business 
focus on one human avatar



No one asked their Zillow rep 
when selling their home how long 
they worked for Zillow and what 
their “track record” was.



What is a unique, irresistible offer 
and what will it do for my 
business?



An irresistible offer is an offering 
that provides certainty around a 
unique result



It removes all doubt for the client 
for the solution they are seeking



The components of a successful 
irresistible offer:



1. Focused on the result, not the 
process



2. The value of the investment 
must be a multiple of the result



3. You must be able to explain it 
in 2 sentences or less



4. Dog whistle marketing must 
apply



5. They have a “foot in the door” 
component





6. Utilizes a how much by when 
approach



How to pour gas on the offer for 
maximum effectiveness



1. Add scarcity to it



2. Add community to it



3. Giving them more than one 
option will scale your conversion





4. Add a viral component to it





Some examples of Irresistible 
Offers













Some BAD examples of what 
agents think an offer is



Communication | Experience | 
Integrity



My average is 98.619% and I am the top 
agent in San Diego north county coastal 
in single family homes… In 2014





I am ranked higher…



Part time agents are bad…



Kind of like the practice of shaming 
renters… Do agents really believe 
that this type of messaging moves 
the needle with clients?









It is not that these aren’t true or 
have merit to them, it is just that 
the consumer has no idea why 
that matters to them



It is hard for people to find value in 
a person but easy to find value in 
a process



Doctor 1 says the surgery will be 
1 hour and will have 3 days of 
recovery with 100% odds of 
success for $2500



Doctor 2 says the surgery will be  
1 hour and will have 2 days of 
recovery with 100% odds of 
success for $3500



What is the difference?



The Doctors used what is called 
a Dog Whistle



They both provide the same 
result with slightly different paths 
to get there…



Anyone who chose option 1 is 
likely price conscious in making 
decisions



Anyone who chose option 2 is 
likely convenience or value 
conscious in making decisions



Both work just as well in getting 
clients. 



You might think that most people 
would choose option 1 because 
it is only 1 day longer for $1000 
less



You would be wrong. A good 
portion of people will always 
chose the most expensive option 
with added value or convenience



The easiest trap to fall into when 
creating an irresistible offer



Try as hard as you can NOT to 
discount 



You are only attracting a small 
part of your ideal client base with 
when you discount. 



Q and A



Session 2: Branding and 
Identifying your irresistible 
offer
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