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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 
or 3 payments of $745



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



daily@steveolson.co

mailto:daily@steveolson.co


Session 1 Recap



A compelling offer will always 
beat a convincing argument. 



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



Some examples of Irresistible 
Offers













Let’s Craft Your Offer



First, we need to go all in on who 
we can serve and why


There are 4 parts to this



What are your non-negotiables?



These are the things that no 
matter what, you’re not doing…



What are my non-negotiables?


____________________ 
____________________

____________________

____________________

____________________

____________________



Who are your raving fans?



These are the people that will 
help spread your message and 
business



Who are my raving fans?


____________________ 
____________________

____________________

____________________

____________________

____________________



Who are your wrong fit clients?



These are the people who always 
want a discount. Don’t want to 
be exclusive. Won’t do it your 
way. They have expectations that 
are out of reach



Who are my wrong fit clients?

____________________ 
____________________

____________________

____________________

____________________

____________________



Who are your right fit clients?



These are people that are a 
perfect fit for your offer.



Who are my right fit clients?
____________________ 
____________________

____________________

____________________

____________________

____________________



Let’s connect those four items 
with the real estate process now



Why type of business do I want 
to focus on?


IE: Listings, Investors, Flips, 
Buyers, Property Management, 
Rentals



Before you take the easy way 
out….


They are all just as easy and hard



“I help people buy, sell, and 
invest in real estate” is NOT what 
we are after





My Personal Example



Non-Negotiables: 


No aimless open houses. No 
private showings. Everything 
must be handled by a showing 
agent.



Raving Fans: 


The vendors I used for the listing 
process. Paint, Stager, Media, and 
lawn.


Every listing got the same 
treatment. 



Wrong fit clients: 


People who don’t need to sell. 
Clients that did not want to price 
right. Clients that did not want to 
pay our fee. What can you do for 
me now, and how fast can we get 
this on the market clients. 



Right fit clients: 


People who have to sell. People who 
are in Gilbert, AZ. Vacant properties. 
Tenant moving out properties. Single 
Family homes that are turnkey or we 
can make them turnkey. Highest 
sales price is key driving factor. 



The offer we would create based 
on this



Brand: Steve Olson Group



Offer: The 4 Day Listing Launch



The 2 liner: The easiest way to 
sell your home for more in under 
a week



There are 3 components to this 
irresistible offer. 



Convenience: (Easiest)



Price Conscious: (More)



Scarcity or by when: (Under a 
week)



The 2 liner: The easiest way to 
sell your home for more in under 
a week



What about a buyer driven one?



Why would we make a buyer 
driven offer if we want listings?



You use these buyers to go 
identify listings. 



The 2 liner: Even in this market, we’ll find 
your home in the next 30 days or **Insert 
guaranty 


Fire us

We’ll give you a full dinner at Mortons

We’ll represent you for free

We’ll rebate half of our commission towards 
closings costs

We’ll pay you $2000 



How do you spread this like wild 
fire in your day to day life?





So what do you do for work?



Average agent: Uh, I am just a 
Realtor…



OR…



Do you know how in the last 6 months, 
housing inventory and interest rates 
have gone through the roof? 


I run a real estate team that has a 4 
day process to selling your home for 
more money even in todays market 
conditions. 



It is ok to stop telling people you 
are a REALTOR. Just rephrase it. 



Homework



1. Come up with your 2 liner

2. Support that with 4 phases of 
success

3. Gather your reviews



Anyone who can email me their 2 
liner, their 4 phase support 
process and a link to all their 
reviews, I will pick and build the 
landing page and deliver for you 
live on tomorrow’s session. 
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Q and A



What is next?


Session 3: Building the offer 
(The webpage)
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