
 

 

The Door Knock – SCRIPT 
 

You: 
Walk up to the door, flyer in hand, knock on the door, and big smile 😊 
 

Them:  

Not interested! OR Go Away! OR Hello. 
 

You: [[Hand them your Flyer, and take one step backwards]] 

Hi, My name is ________ and I’m with (insert Brokerage name here). Our 

Office is just over at (give them a reference point here). I work in the area, 

and just came by for a quick moment today to see if you’ve you been 

noticing my flyer in your mail box recently? 
 

Them: 
No I don’t think I have been.  

 

You: 
Ya I don’t pay much attention to this stuff either, in fact that’s why I came 

by, I wanted to personally introduce myself so the next time you see it, at 

least you know who I am. I appreciate you taking a minute to chat. If you 

need anything, please let me know anytime, my info is all over that (point to 

flyer), and I’m not hard to find. I’ll stay in touch from time to time as well. 

Thanks again, and have a great day! 
 



 

 

Them: 
Ok thanks, you too! 

 

 
 

Next Steps: 
Leave with a smile, make a note of that particular address, and note any side 

bar conversation you may have had. Continue to the next house. Repeat the 

process. When done, add them all to your mailing list, including notes, and 

schedule your next touch point. Don’t forget to look up their phone #. 

Canada411 is a great resource. 
 

Note: 
Make sure you take detailed enough notes, that you can remember who’s 

who, and so you can use what you learned as the conversation starter the 

next time you’re in touch. Of course not every encounter you have will go 

exactly as above. Be ready for people who aren’t so polite. Also be ready for 

those people who decide its time to tell you their whole life story. 
 

Remember:  
You are not there to put a sign on their lawn that day. This is your first 

impression. Remember that your goal is always a RELATIONSHIP. Start with 

the right steps. This is a 10yr plan. 

 
 


