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KFT66 WORKSHEET: Door Knocking Questions 
This worksheet provides suggested dialog for different situations in door knocking. There will 
be multiple suggestions under each heading from which to select.  
 
Introduce yourself 

Approach with business card or some visual identification 
Hello, My name is ____ with ____Realty. 
How are you doing today? 
Do you have a minute for a quick visit? 
Thanks for your time 

Listing in neighborhood, find buyers 
I’m the real estate agent who has that home listed… 
Our company has that home listed… 
My experience is that neighbors are curious about new listings so I thought I’d stop 

by and tell you about it. Would you like to hear about it? 
This is also an opportunity to select your new neighbor…of all your friends, who do 

you think might be interested in seeing the home? 
Listing in neighborhood, are you next? 

“It’s been my experience that when one home in a neighborhood sells that two or 
three more homeowners make a similar decision. I was wondering, are you one 
of those people? 

If they are the next ones 
Well then I came at just the right time.  
Tell me about your situation. 
When would be a good time to discuss your move? 
Is now a good time to ask you a few questions? 
I’d be happy to return later to present a marketing plan and help you with your 

moving plans. 
If they are not moving 

How much longer do you plan to stay in this home? 
Of all the neighbors you know, who do you think would be the next to move? 
May I use your name when I contact them? 
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Invite to open house 
I’ll be having an open house at [address] this Sunday and wanted to extend to you 

an invitation to stop by. Are you interested in seeing it? 
By the way, this is a good opportunity to have a friend see this listing. Who do you 

know that might be interested in seeing it? 
To be their real estate resource 

You may have seen our signs in this neighborhood… 
We know that neighbors are always curious about the market conditions and 

values in their neighborhood. 
Would you like to be included in our market updates? 
What information would you like to know? 
What is the best way to get this information to you? 
What other family members would you like included? 
(Get their contact information for your database) 

Specific housing need for buyer 
You may have heard that there is a shortage of homes for sale in this area. 
We have a number of buyers who have asked us to find homes for them. 
Your home matches the general description of what they want… 
How much longer do you plan to stay in this home? 
One is looking for (describe the requirements). Does your home match that 

description? 
Of all the homes you know, which one is closest to that description? 

Conclusion 
I will continue to be active in this neighborhood so feel free to contact me with any 

questions. 
By the way, I plan to keep the neighbors informed on the market conditions; what 

information would you like to know? What is the best way to get it to you? 
Thank 

Thank you very much for your time today, it was a pleasure to meet you. 
 


