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Introduction 
Welcome to a comprehensive collection of the most important scripts we have found. For easy 

reference, the scripts have been organized according to category.   

Lead Conversion•  

Objections•  

Buyer Consultation•  

Consider this collection of scripts a resource, guide, and handy reference, but remember—what you get 

out of this will be equal to the amount of effort you put into it! 

The key to becoming confident and secure with scripts is practice, practice, and more practice. Set up 

daily practice sessions with a colleague, find a mentor to hold you accountable, and start internalizing 

your material. With constant repetition, you won’t be able to help but master the material. 

Happily, you’ll start to experience the benefits of your practice early in the learning process. As you 

develop increasing confidence in your material, you’ll increasingly earn buyers’ respect and their 

business. 

Remember that your goal is to master the scripts, not become enslaved to them. 

You have to ask yourself what you want and then come up with language to express your goal. Scripts 

that work truly express your want, need, or understanding of something—in words that have proven to 

be economical and effective. 
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Lead Conversion 

Get Their Contact Information                                            

1. By the way, I’m _________; who am I speaking to? And your last name? Thanks — and what is 

your phone number? Or 

2. Thank you so much for calling. That’s a great property. I’m going to put you on hold for a 

moment while I pull the file. May I have your name and number just in case we get cut off? or 

3. I just need a minute to finish another phone call. Can I please get your name and number so I 

can call you right back?  

 

Keep the Conversation Going                                                     

Note: Use the Answer and Ask technique to keep them talking.  

BUYER: I’m calling about the house on 123 Main Street. How much does it cost?  

AGENT: That’s a great area. Is that the neighborhood you’re interested in?  

BUYER: Yes.  

AGENT: Excellent. We’ve gotten a lot of calls on that property. Just curious, what is your price range? 

                                                                                                                                                                              

Use Your Lead Sheet                                                                

Note: There are common questions that most buyer agents would like answered during their initial 

contact with a prospect. Follow your lead sheet throughout the call to keep yourself on track as you ask 

questions about the following: 

What are you specifically looking for? What price range do you have in mind?  

I’m interested to know why you are buying. What’s prompting your move?  

What areas are you interested in? 

Who will be living in the home? 

Is there anyone else who will be involved in the decision-making process? 

How soon are you looking to buy? In 30, 60, or 90 days?  
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Find Out if They Are Already Working with Another Agent                                                                  

1. Have you already seen any properties with a real estate agent? ... No? Well, it would be my 

pleasure to help you find your perfect home, and I must tell you I operate a little differently. Th 

e way I prefer to work is to have you come into my office so we can pinpoint exactly what you 

are looking for in a house, and I can walk you through every step of the home-buying process. 

Does this sound like something that could benefit you?  

2. What specifically was it about that house that caught your eye? … Th at is a great feature. I 

know of several houses with that feature, and I’d be happy to prepare a list for you of all the 

homes in this area with similar qualities. Are you already under contract with another agent? … 

In that case, I would love the opportunity to meet you and talk. 

                                                                                                                                                                             

Connect                                                                                      

Note: Ask the following questions when you connect with a new customer. 

Back up and, if you would, please tell me a little about yourself.   

Thanks for sharing that. Now, if you would, can you share with me where you’re thinking of 

moving?  

Thanks for sharing that. Now, if you would, can you share with me why you’re doing this? 

What will this move mean to you? 

Thanks for sharing that. Now, if you would, can you please share with me what you’ve already 

done to plan for this? 
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Close for the Appointment                                                    

Demonstrate your value 

It sounds like the best thing we can do to save you both time and money is to set up an 

appointment for you to come into the office, so we can review the information on school 

reports and tax records on this and other similar properties.  

or 

If spending thirty minutes with me could save you time and thousands of dollars in your home 

search, wouldn’t that be of benefit to you?  

First-time home buyers  

As you can see, there’s so much to consider when buying your home … who your home 

inspector is going to be, and what to do when you get inspection results different from what you 

expected. What are the taxes and can they be appealed? It sounds like the best thing to do is to 

sit down for thirty minutes so we can design the best program for you that we can. We’ll make 

sure you are qualified by a reputable lender so both you and I know exactly how much money 

you can afford, and then we’ll put together a plan to find that home. Then, I go to work to 

negotiate on your behalf so you get that home at the best possible value.  

Use teasers 

We specialize in finding really good deals, in bank owned properties, foreclosures, short sales. 

Are you interested in a good deal like that? … Great, I’ll prepare a list of the five best-priced 

properties in our area which I consider the most interesting, and if any of them turn out to be 

something you like, we can hop in the car and go see them right away. Are you available 

tomorrow at 5:00 p.m. or Wednesday at 2:00 p.m.?  

or 

I just heard about a foreclosure property that is coming on the market. If you could tell me what 

you are interested in, and what your price range is, I’ll be happy to send you more information if 

the property is a match!  
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Top Ten Closes That Work!                                          

1. The Hard Close   

 Let’s meet! 

2. The Soft Close   

I’ve really enjoyed visiting with you. Would you like to get together to discuss this 

further? 

3.   The Direct Close   

Can we meet today? 

4.   The Indirect Close 

Would it be okay if I got you some information to look over and then we can meet to 

discuss? 

5.   The Trial Close   

Have we gone over enough today that meeting would be our next step? 

6.    The Assumptive Close   

It sounds like we should meet. I am available most times this week, so what works best 

for you? 

7.    The Negative-Positive Close   

Would you be off ended if I asked if we could meet to go over this? 

8.   The Take-Back Close   

I’ve really enjoyed visiting with you. To be honest, I’m not sure if I can be of help or not, 

but I’d be honored if we could meet to fi nd out. 

9.   The Tie-Down Close   

Wouldn’t it make sense to meet in the next day or so? 

10.   The Alternative Choice Close  

What works better for you? Meeting today, sometime this afternoon, or tomorrow 

morning? 
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More Scripts 

Note: One script does not fit all. There are some you will use to tailor your response to the specific 

caller.  

Calls from the Internet 

Hi, this is _________ your local real estate expert, I am responding to your request for 

information on the property at __________. Thanks for the inquiry. What can I tell you about 

the property? What specifically caught your eye? That’s a great feature. There are several other 

homes in that neighborhood like that. I would love the opportunity to meet you and go over 

them with you. Could you come to the office tomorrow at ______ or Thursday at _______? 

Asking about Financing 

Are you already working with a lender? If not, I can recommend several lenders who are 

competitive and can deliver what they promise.* 

or 

Will you be paying cash or getting a mortgage for the purchase of your home? 

or 

Have you been preapproved for a mortgage yet? 

* Be sure you always recommend more than one lender or you may be liable if there are 

problems with the transaction. 

Rent vs. Own 

Note: Depending on whether your prospects are renting or own their current property, the conversation 

will go in different directions. 

They rent  

Buyer’s name, quick question. Do you own the place where you are living now or are you 

renting? When is your lease up? Then it’s not too soon to start looking. It can often take a while 

to find a house, complete the purchase, and get you keys! They own Have you talked with an 

agent about selling your current home? … Oh, you haven’t. Well, when is the last time anyone 

did a Comparative Market Analysis on your home? I would love to be able to prepare one for 

you, so you know the true market value of your home on today’s market. Otherwise you risk 

finding a home you fall in love with and can’t buy because your current home still needs to be 

put on the market. What time would be better, tomorrow at _______ or Thursday at _______?  
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More Scripts (continued)                                                       

Referral Calls  

Calling your database Are you thinking of selling your home? Do you know someone who is? You 

do? 

By the way, don’t just give my name to them. Tell me how to contact them. Can you give me 

their name and email address or phone number?  

I promise to keep you posted on how I’m working with them and what is happening in their 

search for a home. 

I know I’ll enjoy working with them. If they’re friends of yours, I know they’ll be a lot like you.  

Calling the referral  

Hi, ______, this is ________ your local real estate expert. I got your name from______. I helped 

them in their home search, and they told me that you are also in the home-buying process right 

now. If you are not currently using an agent, your friend thought I might be able to help you as 

well.  

Lead Conversion at Open Houses 

Close At the Open House                                                                                     

AGENT: Th is house has four bedrooms, 2.5 bathrooms and is 2,520 square feet. Are you looking 

for a four bedroom house?  

BUYER: Actually, we are looking for a three bedroom.  

AGENT: Well, I happen to have a list of all the properties in the neighborhood and the next that 

are for sale. Why don’t you take a look? I can tell you about the three bedroom houses, and if 

any of them seem interesting, we can go and see the inside of the properties you like when I 

finish up here at 4:00 p.m.  

Close After the Open House                                                                      

AGENT: Thanks so much for coming to my open house on Sunday! Did you see any other 

interesting properties when you were out looking?  

BUYER: Not really.  

AGENT: Well, I got online and found five other properties that match what you are looking for. I 

would love to meet with you so we can go over them, and I can tell you about the way I work. 

Then, if you like the look of any of them, we can hop in the car and go look at them right away. 
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Notes 
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Cultivating Leads 

3 Great Call Scripts 

Call 1 

Hi, ____________, this is _________ your local real estate expert. I hope I’m not catching you at 

a bad time. 

If it’s a bad time 

Oh, I’m sorry. Is there a better time for me to call, perhaps tonight or another time? 

I’d like to find out what you think about the information that I sent. 

or 

Oh, I’m sorry. I’ll be brief then. 

If it’s a good time 

Okay, great! The reason I’m calling is because I really care about you (and other buyer’s name) 

so I want to touch base and find out what you think about the information that I sent. Can you 

tell me what you like and dislike about the properties? [Repeat what the buyer responds and let 

the buyer know how that will refine future searching.] 

If buyer has positive reaction to any property 

Are you ready to come to the office for a consultation where I can ask in-depth questions to 

really understand what you are looking for and then go look at houses? 

If buyer has not looked at the information 

When you’ve had a chance to review the properties, I’d like to get your reaction so I know how 

to refine our search in order to find the choices that best meet your needs. When is a good time 

for me to call back? 

If the buyer hasn’t been preapproved for a mortgage loan 

____________, I also wanted to find out where you stand on getting preapproved for a loan. Do 

you have someone that can help you with your mortgage approval? 

Call 2 

Hi, _____________, this is ___________ your local real estate expert. Am I catching you at a 

good time? Buyer’s name, the reason I’m calling is to touch base and find out if there is anything 

I can do to help you focus your home search.  
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Call 3 

Hi, ____________, this is __________ your local real estate expert. I hope I’m not catching you 

at a bad time. Buyer’s name, the reason I’m calling is to touch base and find out if your needs or 

time frame have changed. 

 

Handling Objections 

Buyers Want to Meet You at a Property                                         

BUYER: We don’t want to come to your office. Can’t you just meet us at the house?  

AGENT: Well, I appreciate that, but can I ask you if this is the only house you are interested in?  

BUYER: No.  

AGENT: Well, I want to show you the easiest and most effective way to find a house. Why don’t 

we meet, and I’ll find out exactly what you are looking for, and then send you emails of every 

single home that matches your criteria. 

or 

Well, I appreciate that and I understand your concern, but I must tell you, I operate differently! 

Before I can satisfy your need in your next home, I must first identify those needs and that 

process is done in my office. Doesn’t it make more sense to spend an hour together uncovering 

your needs than spending hours driving around looking at homes, hoping to stumble on the 

perfect one?  

or 

I’d be happy to show you the house you are calling about, but I must tell you, I operate a little 

differently! You see, I am not like most agents who will waste your time by showing you just one 

house in the hopes that this is the only one you are interested in seeing. If you choose to work 

with me, we are going to take a proactive approach which will virtually assure you of seeing 

what you want and wanting what you see! This process starts in my office. Does that make 

sense?  

 

 

Buyers Are Looking for an Experienced Agent                              

BUYER: How long have you been in real estate?  

AGENT: I’ve been in real estate longer than I thought possible! (Laugh). My Market Center/Team 

is one of the most successful in our area, and we have closed number of transactions in year.  
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Buyers Do Not Want to Work with an Agent                           

BUYER: We can find a house on our own.  

AGENT: I understand how you feel. But many people find that it can be very time consuming. 

About 50 percent of the homes you see listed in advertisements and on websites are already 

sold or under contract. Many properties are not advertised at all.  

BUYER: We’re going to use the Internet and find our home online.  

AGENT: I can understand why you say that, but we have found that many times the homes on 

the Internet have not been updated and may not be available anymore. You’ll also need 

someone to get you inside those homes. You know finding a house is the fun part, and we can 

do that together, but my real job starts when you’ve found the house and you’re ready to buy it.  

BUYER: We want to save money by calling from signs rather than working with an agent.  

AGENT: Well, the good news is it costs you nothing to have me work for you. The seller pays the 

commission. It’s a big advantage for you to have an agent on your side. Independent 

representation tends to make people more honest. My job it to get you a better price and better 

terms on the house you want to own. 

Buyers Do Not Want to Sign a Representation Agreement                                                                                      

BUYER: We don’t want to sign any contracts.  

AGENT: I understand how you feel. Did you know that this is a service contract agreement? 

Without it, I technically represent the seller, not you! If I learn something about the seller that it 

may benefit you to know—for example, they are divorcing—I am legally barred from telling you. 

I want to be your advocate, not theirs. 

or 

I understand your concerns. When buyers sign an agreement with me, I give them 100 percent 

of my loyalty, and that has many benefits. For example, my committed buyers are notified first 

when I hear about properties that have not yet hit the market. Loyalty to me is what I ask for in 

return. 

or 

I understand that we are in the process of interviewing each other to make sure we have a good 

fit and sometimes that means we need to spend a little time together. I’d be happy to meet with 

you just once to look at properties before you sign. Why don’t you take the agreement home 

and read it over. If you are comfortable signing with me after our first tour, you will give it back 

to me then.  

or 
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BUYER: I really don’t want to get locked into an agreement.  

AGENT: I understand completely. Th ink of this agreement as a form of going steady, not 

marriage. If you decide at any time that you don’t want to go steady anymore, we can just break 

up. There’s no need for a divorce. And you can break up with me by phone, email, fax, or a post-

it note! If you feel okay with that, you can just okay the agreement with your initials. 

or 

I sense a little apprehension here. This is what I suggest we do. We sign an agreement for one 

day. I’ll take you out to look at houses. If you ultimately buy one of the houses I show you, you’ll 

buy it with me as your agent. If we don’t find the right one, we can extend the agreement and 

look again or we can call it quits. How does that sound? 

or 

There was a time when real estate agents only represented home sellers. After some time 

people began to realize that buyers needed someone to act in their best interest. When agents 

first started representing buyers, no one thought of using buyer representation agreements. 

Later, people started to realize that an agreement could clarify the rights that buyers deserve. 

or 

I understand how you feel. If we do decide to work together, I will be able to give you the best 

information and representation in the industry. Customers who work with me on an exclusive 

basis have many benefits. For example, I have access to properties that have not come onto the 

market yet, and my committed customers are notified first when that happens. Can you see 

how that is a benefit of signing an agreement with me? 

or  

I’d like a chance to provide the service that you want. If you’re not happy with the way things 

are going, all I ask is that you let me know. Beyond that, we can cancel the contract. I don’t want 

you telling other people that I am doing a bad job. BUYER: We’re not going to decide anything 

today. AGENT: I understand we’re both in the process of interviewing each other to make sure 

we have a good fi t and sometimes that means we need to spend a little time together before 

anything gets signed. 

or 

Mr./Ms. Buyer, I appreciate your decision. Since I can only work with buyers who work 

exclusively with me, I’ll have to just wish you luck in your home search. Thanks for coming in to 

meet with me today and let me know if you change your mind.  
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Buyers Are Undecided                                                                   

Script 1 

BUYER: We’re not ready to buy.  

AGENT: I totally understand. Let me ask you a question. How do you feel about continuing to 

rent and receiving no advantage? Once you buy, you will get the tax deductions, you’ll have 

ownership, and appreciation, none of which you’ll be able to get out of a landlord. You can 

either pay your mortgage down or you can pay your landlords’ down. What do you think? 

Script 2 

BUYER: Prices are dropping—we want to wait before making an off er. AGENT: Oh, I can 

sympathize with that! But the only way you’ll know that prices have stopped dropping is when 

they start going back up again! 

or 

Do you know that if interest rates go up just 1 percent, the price on the house will have to drop 

by 10 percent on a thirty-year loan to make up for that?                                                               

Script 3 

BUYER: We haven’t seen enough homes to make a confident decision.  

AGENT: My role is to sort through the homes that meet your needs and wants and show you 

only the best, currently available homes—not to exhaust you! Th e best homes on the market go 

fast. Are you willing to lose the perfect home just so you can see everything out there? 

or 

I can understand your interest in seeing a lot of houses. Many people feel that way. Tell me 

what you’re thinking. Do you think there might be something better? 

BUYER: Yeah, we just haven’t seen enough to be sure this is really the best house for us.  

AGENT: Mr. /Mrs. Buyer, let’s take a few minutes to go over what you need and want in a 

house. [Pull out their list of needs and wants and point out how closely the house fi ts their 

criteria.] I also want to let you know that I am your personal shopper. I am constantly looking at 

property and I know the value of houses in this area. Knowing what is on the market, I can tell 

you that there are no homes that come closer to meeting the things you have told me you need 

and want in your home. Would you feel better if I give you some homes to drive past and then 

you can let me know if there are any you want to tour? 
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Buyers Are Undecided (continued)                                                                  

Script 4 

BUYER: We don’t like carpet/paint/appliances in this house.  

AGENT: I can understand that. Other than replacing the carpet/ paint/appliances is there any 

reason you would not make an off er on this house today?  

BUYER: No.  

AGENT: Great! You know, it doesn’t take much to replace carpet/paint/appliances. We can ask 

the seller for a carpet/ paint/appliances allowance. How does that sound? 

Script 5  

Indecision in a buyers’ market: 

BUYER: We just can’t decide.  

AGENT: As you know, we are in a buyer’s market. It can be confusing since there are so many 

homes to choose from. Because of this, you need to concentrate on what’s most important to 

you—location, floor plan, condition of the home, style of the home, or something else. If you 

can’t decide what’s most important to you, you may miss out on a great opportunity. 

or 

Even in a buyer’s market the best houses always sell the quickest, so if you see something that 

you want, you need to make an offer right away. 

Script 6  

Indecision in a seller’s market 

AGENT: Mr./Mrs. Buyer, tell me, if someone else was to get this house tomorrow, how would 

you feel?  

or 

Homes are selling quickly, meaning there are not many houses to choose from. Everyone wants 

the best value so if you see something, there is a good chance another buyer is going to feel the 

same way and make an offer. 
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Buyers are Undecided (continued) 

Script 7 

BUYER: We’d like to sleep on it. 

AGENT: I understand that this is a very big decision. You may just be experiencing buyer’s 

remorse in advance. It’s natural to second-guess big decisions. I’ll tell you what. Let’s write the 

offer now so you have the best chance of getting this house that you really like. If you change 

your mind before the seller responds, we can withdraw the offer. If the offer is accepted, you’ve 

got a great home and you have the option period to think it through further. How does that 

sound? 

or 

If you sleep on it, you might not sleep in it. (joke) 

Script 8  

BUYER: This is too big a decision. 

AGENT: I understand how you feel. Many homeowners once felt that way, and what they found 

is that there is no such thing as a perfect house. Houses age and things can go wrong. What we 

will do is have an inspector conduct a thorough examination of this house. He’s the expert and 

he’ll give you a detailed list of all his findings. If he uncovers any real issues, we’ll negotiate for 

repairs or you can decide that you don’t want the house and walk away at that time. Do you feel 

comfortable with that?  

or 

I agree, it is a big decision. You may just be experiencing buyer’s remorse in advance. It’s natural 

to second guess big decisions. I’ll tell you what. Let’s write the offer now so you have your best 

chance to get this house that you really like. If you change your mind before the seller responds, 

we can withdraw the offer. If your offer is accepted, you’ve got a great house and you have the 

option period to think it through further. Are you comfortable with that 

Script 9 

BUYER: I am still in a lease.  

AGENT: Well, since your goal is to move at the end of your lease, now is the time to get 

prepared. You will have to get preapproved, start your home search, and then find the house. 

Once you have found the house, it typically takes a preapproved buyer thirty days to close on 

their home. So it sounds like the timing is good. 

or 

What if the seller were to agree to buy out the remainder of your lease? If that were the case, 

wouldn’t you want to get started today? 
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Confirming the Buyer Consultation 

Appointment             

Leverage the Confirmation Call                                               

Create Interest                      

I was just calling to confirm tomorrow’s appointment. I’m looking forward to meeting you, and I 

have prepared a list of some other properties similar to the one you called about that have just 

come onto the market. 

  or 

I was just calling to confirm tomorrow’s appointment. I’m looking forward to meeting you, and 

since we are currently in a buyer’s/seller’s market, I wanted to ask if you would be interested in 

reviewing some of my statistics on local market trends. 

Prequalify 

Ask about preapproval: 

Hi, buyer’s name, this is your name with EXP Realty. We’ve got a consultation appointment 

scheduled for date and time. I don’t have preapproval on a loan for you, so I am checking to see 

where you stand on that.  

If they have not gotten preapproval:  

In order to provide useful assistance to you, we need to be certain about the price range. It 

would only be frustrating to look at houses that you’re not going to buy. How would you feel if I invited 

an excellent lender to talk with you at my office before we begin your consultation? 

Notes 
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Buyer Consultation                                                            

Set the Stage                                                                         

1.  Welcome, establish rapport 

Use any of the scripts below as you welcome buyers to the office and set the tone for the consultation. 

Hello, Mr./Ms. Buyer, it’s a pleasure to meet you. Did you have any trouble finding the office? 

Let me just give you a quick tour of the office … 

Can I get you something to drink? 

2.   Turn off  cell phones 

I’m going to turn off  my cell phone so we don’t have any interruptions. 

3.   Purpose of the meeting and your mission 

Note: Use any of the scripts below as you explain the purpose of the consultation and what you will do 

for your buyers. 

Today’s meeting is all about you. Th e purpose of our meeting is for me to thoroughly 

understand your wants and needs so we can find your ideal home. 

My job today is to find out what kind of home will suit your lifestyle, your needs, and your 

wants. I’ll educate you on the whole home-buying process, answer all of your questions, and 

then find out if this is something you want to pursue. 

I have a process that I use with all of my clients. Before we get into the car, we’re going to define 

your ideal home, make sure that it meets your financial needs, and then thoroughly discuss our 

expectations and roles in this relationship. 

My mission is to find a house the meets your needs and is within your budget. We’ll do that with 

the least amount of hassle and get you in your new home when you need to be there. How does 

that sound? 

My mission is to help you achieve your goals and exceed your expectations. 
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Set the Stage (continued) 

4.   Explain the three possible outcomes of the consultation 

I want to help you achieve your goals and exceed your expectations, so you will never, ever 

hesitate to refer me to family, friends, or coworkers. Therefore, at the end of today’s meeting, 

one of three things is going to happen. One, you’re going to understand all the benefits that I 

can provide to you, and you’re going to choose to hire me. And that would be great. Two, you 

may not understand all the benefits that I can provide to you, and you may choose not to hire 

me. And to be quite honest, that wouldn’t be so great. Or three, I may choose not to represent 

you in the purchase of your next home if I feel I cannot provide the level of service that will 

meet or exceed your expectations. 

5.   Transition on a high note  

Note: Use any of the scripts below as you transition into the needs analysis.  

From here on out, it is all about you—what you want and need to find in a home and what you 

can expect from me.  

Mr./Ms. Buyer, are you ready to switch gears and talk about the home you want?  

I’m going to be asking a lot of questions in order to develop a clear understanding of what you 

need and want in your next home. Th at way, I won’t waste your time by taking you to see 

properties that don’t suit you. How does that sound? 

I can’t be the answer to your prayers until I know what you are praying for. 

 

Do the Needs Analysis                                                               

1.   Ask Broad Questions 

Let me ask you to picture yourselves four months down the road, after you’ve moved into your 

new home. You’re no longer looking at properties, you’re finished unpacking, and you’re 

completely settled. Th e pressure is off . Please describe your new home for me. 

or 

Mr./Mrs. Buyer, you get to have three Must-haves in your new home. Now I know there are 

many things you would like to have, but you must focus on just three each and these are the 

Must-haves. We can add the LIKE-to-haves later. 

* Ask this question of each buyer. One partner cannot say what the other said. It is important for each 

person to express what is important to them. 
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Do the Needs Analysis (continued) 

2.   Work From Broad to Narrow Questions 

AGENT: Do you like to entertain?  

BUYER: Yes, we entertain a lot.  

AGENT: Do you like to entertain formally, say in the dining room, or informally, in the kitchen or 

yard?  

BUYER: We’re pretty informal. We entertain family a lot in the kitchen.  

AGENT: What features does your kitchen need so you can comfortably entertain there? 

BUYER: Counter space and an island, with room for a large table. 

AGENT: What size should the kitchen be to fi t the table, etc.? 

3.   Dig Three Levels Deep With Your Questions 

On a scale from 1 to 10, with 1 being not what you want at all and 10 being the perfect house, 

what one thing does your new house have to have for it to be a 10? 

or 

You say you would like a big yard. How big is big? 

What are your plans for the big yard? 

Why is that important to you? 

or 

What exactly do you mean by _____? (e.g., large kitchen, privacy, nice view) 

What do you get when you have _____? (e.g., large kitchen, privacy, nice view) 

What does having that do for you? 

4.   Ask About Fears, Anxieties, and Uncertainties related to Buying a Home 

Is there anything about the home-buying process that you are unsure about? 

Is there anything about the home-buying process that scares you? 

Do you have any concerns you would like to share?  

Tell me, as we move ahead in this process, is there anything that gives you that knot in your 

stomach that makes you think you can’t go forward? 

* If you are working with a couple, make sure you hear from them both.  
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5.   Verify Financing     

Buyer has their own lender 

Have you been preapproved for a certain amount? 

I often suggest getting a second lender as a backup in case anything falls through with your fi rst 

lender. 

or 

May I suggest that you speak with another lender or two, so you can look at the different 

opportunities and options that might be out there for you? 

Buyer has not spoken with a lender  

I can recommend two or even three lenders that I know will do a great job for you. 

or 

We need to have a good, realistic expectation of what you can afford. Why don’t we get that out 

of the way and speak to a lender right now so we are all on the same page with the amount you 

can spend. Th at way you’ll feel more comfortable moving forward on your home purchase. 

or 

Would you be off ended if I have a few lenders I recommend give you a call? I would hate for 

you to start looking at houses, fall in love with one of them, and then lose it because (you don’t 

get approved for that amount). 

or 

Would you be off ended if I have a few lenders I recommend give you a call? I would hate for 

you to start looking at houses, fall in love with one, and then lose it because (the sellers accept 

an offer from a preapproved buyer). 
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Share your Value Proposition 

1.   Transition 

Let’s shift gears for a minute and talk a little bit about me and how I work. 

2.   Examples of Value Propositions 

I will work to get you the house that you want, on terms that you are comfortable with, and I 

will always represent your best interest. 

or  

My job is to be an adviser as you go through the homebuying process. I help buyers all the time, 

so I know all the details of the purchase process. I know the market and will keep you well-

informed. When we find the house that you want, I will do a comprehensive market analysis for 

you and I will negotiate the best possible deal. I will be here for you every step of the way. 

or 

My buyers find a house in less time than people who work with other real estate agents. They 

pay less money for their houses because I know the market statistics. I know the market very, 

very well. I know how long properties have been on the market. If you tell me about a home 

that you want to see, chances are, I’ve seen it. 

or 

My job is to be your advocate, to protect you during the process to make sure you do not make 

any unwise decisions. I really serve as your protector as we consider homes and their values, 

and then as we write contracts and negotiate.  

Educate Buyers 

1.   Talk About the Market 

AGENT: At the moment, we happen to be in a buyers’/sellers’ market. Do you know what that 

means?  

BUYER: Not really ... 

AGENT: This is what’s on the minds of most sellers today/This is what’s on the minds of most 

buyers today … 

Are you aware of what is happening with interest rates?  

BUYER: A little bit.  

AGENT: What have you found?  
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Educate Buyers (continued) 

 

BUYER: Any response.  

AGENT: This is what I’ve seen lately ... Do you have any questions about interest rates? 

 

2. List price and average days on market  

The list-to-price ratio and average days on market are important factors to consider. The list-to-

price ratio is the percentage the home eventually sells for compared to its list price. For 

example, if the list-to-price ratio is 96 percent, and the home is listed for $100,000, then that 

home eventually sold for $96,000. So if homes in this neighborhood sell after an average of 

ninety days, if you find a house that has been on the market for about that time, we can go in 

with a more aggressive offer because the seller will be more likely to accept an offer that is 

within 4 percent of the list price. However, if you find a home that just came on the market, the 

seller will most likely be looking for an offer closer to their list price and be less willing to 

negotiate. We’ll factor in both of these considerations when we find the home you want to buy! 

3. Fair market price vs. a deal 

AGENT: There are two ways to buy your next home. One is to pay fair market price, the other is 

to get a deal. Do you want to pay a fair market price, or get a deal?  

BUYER: We want a deal!  

AGENT: Let’s talk about what a deal means and what fair market value means. Homes that are in 

good condition and priced correctly will generally find a ready, willing, and able buyer out there 

who is willing to pay fair market value. A deal is a home that has some problems that would stop 

someone from paying fair market value. It may be the location, or it may need some work—

cosmetic and often structural. So, are you prepared to roll up your sleeves and do some work to 

get a deal, or do you want to pay fair market value? 

BUYER: We don’t have time to do any work! Maybe the best thing to do is pay fair market value 

and get a house that is move-in ready. 

AGENT: Okay! Th at doesn’t mean we’re not going to negotiate or that we’re not going to work 

hard to pay a good price; it just means we are willing to pay fair market value for a house in 

good condition that meets your needs. Does that sound good to you? 
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Educate Buyers (continued) 

 

4.  Set Expectations for How Many Houses the Buyers Will See  

Here’s the deal. Our job is to let you know about the best properties the minute they hit the 

market. We don’t want you to miss anything. If we wait until the weekend to go look at houses, 

we’re going to be looking at the leftovers that came on the market earlier in the week. If a 

house is a really good value, it will sell right away. Th e best houses are the best houses for a 

reason; they are in the best condition, and they are priced to sell. Rather than waiting until the 

weekend to look at houses, I want you to see a good house the day it comes on the market. 

What we want you to do is drive by the house—on your lunch break, on your way home from 

work, or in the evening. When you see a house you like, we’ll quickly arrange to meet you there 

and go through it. 

or 

Quite honestly, a lot of people think you need to look at a lot of houses and that’s not true. I 

need to look at a lot of houses. You don’t. I will continue to show homes until you find the one 

you want. Please understand that my job is to help you find the home you want with the least 

amount of time and hassle to you and at the price you want to pay. That’s what’s important to 

you, isn’t it? 

or 

Think of me as your personal shopper. As a shopper, it is my job to look at and evaluate what is 

available. I’ll be screening everything that comes on the market and is close to what you want. 

I’ll look for the best value in comparison to what is available. I’ll select the best properties and 

take you to see only the ones that are a really good fi t for what you want. How does that 

sound? 

or 

By the way, Mr./Ms. Buyer, national research indicates that people who work with a real estate 

agent, on average, visit approximately six houses before they fi nd the one they want. For the 

people I work with, it’s even fewer than that because of the preselection I do. How does that 

sound? 

or 

You only want to see the homes that best fit your needs, isn’t that right? You don’t want to see 

all of the houses in your area, do you? 

or  
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Educate Buyers (continued) 

Well, if you’re good at telling me what you want, and if I’m good at listening to what you’re 

telling me, I should be able to take you to your new home the fi rst time we go out. Wouldn’t 

that be great? 

or 

Don’t be surprised if the first home we see is the one you want to buy. 

or 

Mr./Ms. Buyer, remember when we talked about what you need and want in your new house? 

We are going to find as much of that as we can, but honestly, there is no such thing as a perfect house. 

Even people who build their dream home have things they would change. When we find a house that 

has your five need-to-have features, that is a 90–95 percent house. I’m going to suggest you write an 

offer. Does that work for you? 

5.   Ask How Buyers Want to Look at Houses 

What home search methods appeal to you? Do you prefer to review homes online, do drive-bys, 

go to open houses, or a combination of all three? 

or  

Let me give you a few tips for looking at houses when you are on your own.  

6.   Discuss Looking at Houses Without You 

As you are going about your lives, you’ll see for sale signs in front of houses; you’ll see homes 

for sale by owner, new construction, and open houses. The best thing you can do is call me 

when you see anything that interests you. I may already be familiar with the property and can 

tell you about it. I am always happy to call the seller and get additional information. As your real 

estate agent, it is my job to look out for your best interest. Th e process works best if you call me 

first and I go with you to view the property. Alternatively, you can give the seller one of my 

business cards and let the seller know that I am representing you in your purchase. 

or  

When a homeowner or builder agent says, “We are not cooperating with Realtors,” what they 

are telling you is this, “We do not want to pay your Realtor.” They cannot deny you 

representation; they can only decide they don’t want to pay your Realtor. But I’d like you to 

remember this: nobody will look out for you like I will. Those people all work for the seller; they 

don’t work for you and they don’t look out for your interests.  
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Educate Buyers (continued) 

7.   Discuss Making an Offer, Negotiating, and Contract-to-Close Issues  

Making the Offer  

I will prepare a competitive market analysis for you, so we can see what is sold and what is on 

the market, so we can make a good value judgment. You are going to be very well-educated 

when we go in to make this offer, and have an excellent understanding of what the house is 

worth. 

or  

There are many contingencies that we can put in the contract to protect you. We put some into 

our contracts as a standard procedure. [Give them a copy of the clauses and addenda you attach 

to your contract.] Here is a copy of what our contract looks like and what addenda we 

automatically attach to it, so you can review it. I want you to have a look at it and ask me any 

questions, so that when we are ready to write up an offer, you’ll be very comfortable with the 

paperwork. 

Negotiating 

You understand that my job is to negotiate on your behalf in this transaction. Th e good part is, 

it’s all about you. It’s your house, and I want you to have your house. Th e best part is I have no 

emotion invested in the transaction, because while you are emotionally attached to the home, I 

am professionally attached to it. So what you and I discuss does not come through emotionally, 

but professionally. Th e sellers will never hear that you may be willing to pay more. They will 

never hear any anxiousness. They will hear your terms factually and professionally, because my 

job is to get you the home that best fits your needs both emotionally and financially.  

Contract-to-Close  

The most important part of my job starts after you have made the offer. Finding a house is work, 

but it’s fun. Getting to the closing table is the hard part. I make sure that everything happens 

smoothly, thanks to the systems we follow. I stay in touch with the lenders and the title 

company. Every week we check to see where we are and what we need. We get the closing 

papers and review them, and we handle any issues that come up during the inspections, termite 

inspections, and so forth, so you can relax and know that you are going to get to the closing 

table.  

8.   Discuss Closing Costs 

Let’s go over all the costs associated with closing. I’d rather discuss any concerns now, rather 

than at the closing table.  
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Set Service Expectations                                                        

1.   When Going Over Their Customer Service Expectations 

Buying a home can be a great experience or it can be a frustrating one. My goal is to make sure 

that this is a 10+ experience for you. I want you to walk away feeling excited about the purchase 

of your new home, and having chosen to work with me. My business is built on referrals, and I 

want to know at the end of the day that you are happy with the services I provided, and that 

you would be willing to recommend me to your family and friends. 

or    

Now that you understand how I work, please tell me what else will make this a “10” experience 

for you.   

Can you describe exactly what I need to do to accomplish that?   

Can you tell me what about that is important for you? 

2.   Discuss How You Win With One Another 

How does someone win with you? 

How does someone lose with you? 

or 

When I advise you on your home purchase, on a scale from 1 to 10, with 1 being indirect and 10 

being absolutely direct, how do you want me to communicate with you?  

If response is less than 10. 

Can you tell me what you mean by that? 
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Close for the Agreement                                                         

1. Your Commission 

I don’t know if you are aware of this or not, but our fee is paid by the seller. I can work for you, 

find you the best house, negotiate to get the best possible terms, and someone else pays me. 

Isn’t that great? 

or 

Let’s go over the transaction fee. This fee covers the administrative and coordination costs of 

getting you from a signed contract to the closing. I engage an assistant, who you met, to manage 

the process. Even though my compensation comes from the seller for writing up the agreement 

of sale, we do ask you to be a part of supporting the administrative staff  that will get you 

through this transaction worry-free.  

2. Agency 

State law requires that I explain agency to you. Right now I do not represent you in any way. The 

only way you can be represented is when you sign an agreement with a real estate broker. A 

real estate agent can represent either a buyer or a seller, but not both in the same transaction. 

Th at is good for you because your real estate agent has a fiduciary obligation to only one side of 

the transaction. Does that make sense? Do you have any questions? I need you to sign this form 

that acknowledges I have explained agency to you. 

3. Dual Agency  

State law requires that I explain agency to you. Right now I do not represent you in any way. The 

only way you can be represented is when you sign an agreement with a real estate broker. You 

can be represented in one of two ways, either in a single agent relationship where your broker 

represents only you, or in a dual agency relationship where the broker is an intermediary for the 

buyer and the seller. A dual agency situation arises when a buyer is interested in purchasing a 

property that his or her agent is selling. If that occasion arises, I would need permission from 

you and the seller to proceed with the transaction. If we did proceed, I would treat both you and 

the seller honestly and fairly. I would not disclose any confidential information. I could do a 

market analysis for you, but you would have to decide for yourself what you want to off er on 

the house. Then I would present your offer to the seller without making any recommendation as 

to whether the seller should accept, make a counteroffer, or reject your offer. Does that make 

sense? Do you have any questions? I need you to sign this form that acknowledges I have 

explained agency to you. 
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Close the Agreement (continued) 

4. Buyer Representation 

Can you see how it could benefit you to have somebody looking out for your best interest as you 

search for the best home and negotiate its purchase?  

Great! This form says that I will represent you in your home purchase. 

or 

This form allows me to represent you and look out for your best interest. 

or 

I would like to continue this relationship. Are we at the point in our relationship where you want 

to hire me so we can move forward with finding a home for you?   

Here’s how we take care of that. You just need to okay this agreement right here. 

or 

A real estate agent who is working with a buyer but doesn’t have a buyer representation 

agreement is technically representing the seller. The only way a real estate agent can represent 

a buyer exclusively is if the buyer is in a contractual agreement with the buyer.  

or 

Just as you would hire an attorney to represent you in court or you’d hire an accountant to do 

your taxes, you’re hiring me as a real estate agent. And just like any professional, I’d like to have 

something written to acknowledge our agreement. Th is protects you in that if you feel like I 

haven’t represented you or looked out for your interests, you have legal recourse because it’s 

written down on paper what my requirements are to you. And if I don’t act on those 

requirements, this is your document to protect you. 

or 

Here’s how I work. I only provide my level of fiduciary service to people I know, who are 

motivated and willing to do business with me and understand the value of that. Mr./Ms. Buyer, 

we make a mutual commitment to each other. Now, this agreement outlines that commitment 

and you can see here if at any point in time you don’t feel that I’m living up to my side of the 

bargain, you can fi re me with written notice. Th ere doesn’t have to be any cause, no anything, 

and all it says is that if you end up a buying a home that I was helping you buy before that time, 

then we’ll be back into a relationship on that home. 
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or 

 

 

 

Close the Agreement (continued) 

Buyer representation is a two-way agreement. It allows us to work together without hesitation, 

without possible conflict of interest, without division of duties or loyalty. A benefit to you is that 

if I learn something about the seller that you don’t know, I am duty bound to tell you—even if it 

is confidential information. 

or 

If I don’t have a signed buyer representation agreement with you, I technically represent the 

seller. That means I can’t tell you anything I happen to find out about the seller’s situation. Let’s 

say, for example, we have a seller who is going through a divorce and is desperate to sell and 

move on with life. This person is really willing to accept less than the list price. If I don’t have a 

buyer representation agreement, I can’t tell you that, but if I am representing my buyer 

exclusively, and the listing agent happens to let that information slip, then I can tell my buyer 

about it. It’s a real advantage to a buyer to have exclusive representation. 
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Establish Next Steps                                                                   

1.   Answer Your Buyers’ Questions 

Do you have any more questions before we get started on the paperwork? 

Is there anything you would like to discuss further before we get started on the paperwork? 

2.   Keeping In Touch 

Who should we designate as my primary contact? This is the person I will be contacting to set up 

meetings and schedule showings. 

What is the best way for me to keep in touch with you?  

Any other way?  

What times are the best for me to call you? 

What are the best times for you to look at houses? 

3.   Ask For a Referral 

Do you know anyone else who could benefit from the same services I am providing for you? 

4.   Confirm Criteria for House 

So let’s review exactly what it is you are looking for in your new home. Please let me know if 

there is anything you would like to add, or reconsider. 

 

Establish Next Steps 

5.   Close For the Next Appointment 

The best time for you to look at houses is Saturday, right? So why don’t we meet this Saturday 

at __________ to start?  

6.   End On a High Note 

Thank you very much for your business! I can’t wait to find your perfect house!  
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Notes: 

                                                                                                                                                                               


