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As you may know, most all top-producing real estate agents make about 75% of 

their income from listings. I personally built an extremely successful real estate 

career by focusing on getting good quality listings. 

 

While listings are the key to long term real estate success, if worked properly, 

buyers can also be a great source of additional revenue. When worked the wrong 

way, however, buyers can be a real nightmare. 
 

 

Come on, admit it… buyers can be a real pain in the neck! 
 

 

Consider this story about an agent who we’ll call “Susie”, and her potential buyers 

who we’ll call “Mr. And Mrs. Goober”. The names have been changed to protect 

the innocent. 
 

 

 

Susie was a new agent, and was struggling to get things going. Her manager had 

suggested she do an Open House, so she asked one of the top agents if she could sit 

one of their listings. Susie had three groups of people stop by, one who said that 

they needed a bigger home, and were just starting to look. Yes, 

it was the Goobers. 
 

 

She offered to be their agent, and they agreed. On weekends they would look at 
home after home. This was now the third consecutive weekend, and Susie had 
shown the Goobers a total of 38 homes. As they drove off from the 11th home of 
the day, the Goobers two young boys, Gilligan and Maynard, were complaining 
about how hungry they were. 
 

 

With no relief in sight, Susie gave in to their pleading and pulled into McDonalds. 

It seems that the older Goobers were a bit famished themselves. After Susie’s 

pocketbook was $28 lighter, they got back in the car and left. 
 

 

That’s when Gilligan, who was wrestling with his brother, spilled his large 



 

chocolate shake all over the back seat of Susie’s car. “You may want to give that 

some cleaning when you get home, Susie!” exclaimed Mr. Goober.



 

Susie felt like ditching the Goobers right there on the side of the road, but she was 

sure that they must be getting close to making a purchase, and she needed the sale. 

“You can do it,” Susie told herself as they pulled up in front of the 

12th home of the day. It was a nice looking home, the top agent in her office’s 

listing. “Please don’t let the cat out”, the owner said as she let them in. 

Unfortunately, the two younger Goobers tried to grab the cat, which darted out 

the door. “Oh no,” cried the owner, as she headed down the driveway looking for 

the cat. 
 

 

Susie went in after the Goobers, who were already in the family room. Susie 

looked down, and almost fainted. There was a track of grease all along the 

beautiful beige carpet! Turns out Maynard had stepped in some oil out in the 

street, and what a mess it was. 
 

 

“Oh well, you know how kids are!”, laughed Mrs. Goober. “I don’t like this 

one anyway, lets go on to the next one.” Susie couldn’t believe it. The 

Goobers headed for the car, while Susie spent a few minutes looking for the 

owner, who was no where to be found. 
 

 

Meanwhile, Gilligan was honking her horn and laughing hysterically. Susie 

took out a card and wrote “I will call you later”, and left it on the entry table for 

the owner. 
 

 

After four more homes, they called it a day. “Thanks for showing us houses 

again, Susie” said Mr. Goober. “I think next we want to look in the Southeast 

part of town. We’ll call you this week.” Susie walked into the office, feeling 

like she had just ran a marathon. She never thought real estate would be like 

this! 
 

 

The next day Susie’s phone rang. It was Mr. Goober. “I’ve got some news for 

you, Susie. On the way home from church, we saw an open house, and well, it 

had everything we wanted. We had to put a deposit down on it so no one else 

would get it!” 
 

 

“That uh, wow, uh, I mean, um, that’s great, Mr. Goober”. Susie tried to sound 

happy. “Thanks for all your help, we really appreciate it” Mr. Goober 

continued. “We’ll call you for our house warming party. Bye Bye”. Susie 

didn’t know whether to cry or throw up.



 

Susie saw the Sunday paper on the table and opened it up. She went straight to the 

help wanted section, and began to look for a real job. 
 

 

 

It’s kind of funny, but it really isn’t. This same sad story plays out every day at real 

estate offices across North America. Is it any wonder that 75% of agents that get 

into real estate are gone within the first few years? 
 

 

I personally always hated dealing with buyers. There just seemed to be way too 

many uncertainties involved with them: 
 

 

Would they really buy? 

Would they really qualify? 

Would they buy a home without me? 

Would they change their minds? 

I liked listings. You list a house, and when it sells you get paid. No ifs, ands, or 

buts about it. When you compare that to going out and driving buyers around all 

day hoping that they might buy… BUYERS SOUND LIKE NO FUN!! 
 

 

My problem was that I was approaching it all wrong and had no system for 

working with buyers effectively. Sure, I was having good success by focusing on 

listings, but I was also missing out on lots of easy money! 
 

 

Approached the wrong way, buyers can make even the best agent start eyeing that 

help wanted sign at Wal-Mart. Any agent that has been in real estate for any length 

of time has at least one buyer horror story to tell. But there is one thing you should 

know… 
 

 

IT DOESN’T HAVE TO BE THAT WAY!!! 
 

 

When worked the right way, buyers can be an easy and profitable extension of 

your listing business. 
 

 



 

The great thing is that you don’t have to do anything different to get all the buyers. 

When you focus your efforts on getting and maintaining lots of quality listings, the



 

last thing you will have to worry about is prospecting for buyers, because they will 

be all over you! 
 

 

Think about it:  What do buyers really want?? 
 

 

I mean what do they really want on the most basic level? 
 

 

That’s right… 
 

 

A HOUSE!! 

 

Yes. That’s what they are really after, isn’t it? 
 

 

The point is that if you have a bunch of good listings, the buyers will be attracted 

to you like a magnet! 
 

 

This is not some abstract theory that I read somewhere. I built my real estate career 

on it. Once I had an inventory of quality listings, I had more buyers falling into my 

lap than I knew what to do with. See my other books for proven ways to generate 

tons of listings. 
 

 

NEVER FORGET: 
 

 

THE EASIEST AND MOST PROFITABLE WAY TO GET BUYERS IS TO 

HAVE WHAT THEY REALLY WANT… HOUSES!! 

 

My philosophy is to concentrate on listings first and foremost, and then work only 

with the “cream of the crop” of buyers that call me. The buyers have to prove that 

they are “worthy” by jumping through a series of hoops that I set up. 
 

 

This means buyers who will come to the office, will only work with me, and will 

drive by homes from a list that is given to them, decide which ones they want to 

see the inside of, and then will buy after being shown 5-6 homes, 10 max. 
 

 

CAN IT REALLY BE DONE? 
 

 



 

YES!!



 

Again, this isn’t just some theory. This is proven stuff that I used to become the top 

agent in my area. My track record speaks for itself! 
 

 

If you want to know how, you are reading the right material. READ ON! 
 

 

The key to working with buyers successfully is to have a set of rules and a system 

that you stick to. The following pages will describe my system and how I work it. 

 

There are the four main steps to profiting from buyers. They apply if you are 

working the buyers yourself, or have buyer specialists working for you. Later in 

our discussion, I will go into detail about buyer specialists, and why I feel they are 

the neatest thing since sliced bread. 
 

 

The 4 basic steps to working profitably with buyers: 
 

 

LEAD GENERATION - Getting the potential buyers. 
 

 

QUALIFYING - Sorting through the potential buyers to find the best ones. 
 

 

SHOWING AND SELLING TECHNIQUES - Turning them into clients. 
 

 

CONTRACT TECHNIQUES - Writing offers that get accepted and closed. 
 

 

Let’s take a closer look at the 4 steps you must master, not just understand, to be a 

super success in real estate sales.



 

 

 

 

 

 

LEAD GENERATION 
 

 

 

Before we talk about how to locate good buyers, let’s look at what they really 

want. They want three main things: 
 

 

1)  To find the home they want, 
 

 

2)  at the best price and financing rate, 
 

 

3)  with the least amount of hassle and inconvenience. 
 

 

That’s it. Everything you say or do that is aimed at buyers must focus on these 

three items. Give them what they want and they will beat a path to your door! 
 

 

So exactly how do you find people who want to buy a home? 
 

 

Lots of people  want to buy a home! You need people who not only want to buy, 

but can! 
 

 

That’s right. This means people who are both motivated  AND qualified to buy. 

And motivated and qualified to buy when? 
 

 

TODAY!! As in NOW! 

 

Not two months or a year from now, TODAY!! 
 

 

Just to make sure that you got it, say the following out loud: 
 

 

“I only show homes to buyers who are motivated and qualified to buy today!” 
 

 



 

It really is just that simple. No reason to make it any more complicated! 
 

 

I know what you’re thinking. That all sounds well and good, but where do you find 

all these good buyers? And how do you make sure that they are ready and able to 

buy?



 

 

It really is simple, if you take it step-by-step. 
 

 

First, you need to get leads. The best way to get buyers (and sellers too, for that 

matter) is referrals. There is nothing better than having people recommend others 

to you. The “Momentum and Referrals” book is filled with strategies for getting a 

constant stream of referrals and building your business so that it grows like a 

snowball rolling downhill. 
 

 

Next to referrals, the best way to get buyers is to have lots of good listings, because 

the buyers will call you! (See the “Million Dollar Listing Secrets” and 

“Marketing Smart” books for time tested, proven Response-Generating Marketing 

(RGM) techniques for getting hassle-free listings that sell.) 
 

 

So listings really are the starting point. (Have I made that clear enough yet??) 

However, I know that some of you are saying, “Yeah, but there must be a way to 

get buyers without listings.” 
 

 

OK, there is. The second best way to get buyers is to use Response Generating 

Marketing techniques to get buyers to call you. There are many methods, including 

home magazine ads, newspaper, flyers, direct mail, door hangers, val-pak coupons, 

buyer seminars, and more. See the buyer sections in “Marketing Smart”. That 

book is devoted to effective lead generating techniques for all aspects of your 

business. It contains numerous ideas and strategies for effectively targeting both 

buyers and sellers. 
 

 

In the “How To Get Wealthy Investing In Single Family Homes” book there is a 

great program for getting investor clients to buy homes from you. This is a great 

niche to target, because the buyers are usually solid, they often buy from you 

repeatedly, and not too many other agents work it. 
 

 

Learning the proper marketing methods will provide you with a constant stream of 

interested buyers.



 

 

 

 

QUALIFYING THE LEADS 
 

 

 

This step is critical to your success with buyers. Understanding exactly how to 

make sure that you only work with buyers who are ready, willing and able to buy 

today will make you rich (and keep your gray hairs to a minimum). 
 

 

Why do real estate agents waste so much time with buyers who can’t or won’t 

buy? 
 

 

The main reason is that they simply do not know how to properly qualify their 

buyers. They don’t know what to say, or how to say it. They have no step-by-step 

system. 
 

 

They just throw buyers in their car and head out to “show homes,” hoping that 

something works out. They figure that if you throw enough spaghetti at the wall, 

some of it is bound to stick. 
 

 

STOP IT!! 
 

 

Do not put anyone in your car until they are thoroughly qualified! 
 

 

Do you like to work for free?? 
 

 

THEN STOP IT!! 
 

 

JUST SAY NO!! 
 

 

The first step is to ask the right questions. Don’t be afraid to ask the important 

questions. Your time is too valuable. 
 

 

REMEMBER: You only want the best buyers. Let some other poor agent go out 

and “run the roads” with the flaky buyers! 



 

 

 

The questions you ask in the qualifying process are a lot like a big sifter. You pour 

all of the potential buyers in the top, and only the fine, quality ones come out the



 

bottom. You discard the rest! (Or put them in your database to keep in touch until 

they do become a motivated and qualified buyer.) 
 

 

The top priority when handling a buyer call is to find out 4 primary things:  
 

 

1)  SOURCE- You always want to track where buyer calls are coming from, so 

that you can spend your precious advertising dollars in the most efficient manner 

possible. If a particular home magazine or newspaper is not pulling many calls, 

you should stop wasting your money there. Conversely, if something is 

generating a lot of response, you probably want to continue or even increase it. 

Don’t ever advertise repeatedly in a publication just because everyone else does. 

Test and track your results. The source may also be a referral, in which case you 

will want to thank the person who referred them. 
 

 

2)  ARE THEY ALREADY WORKING WITH AN AGENT- This will save 

you lots of time. You don’t want to spend 15 minutes telling a caller all about the 

features and benefits of a home, all of the services that you provide, etc., only to 

have them say, “Thanks a lot , I’ll get my agent to show it to me.” When someone 

calls on a sign or ad for one of your listings, ask them if they are currently 

working with an agent. If they say no, fine. If they say yes, ask them if they are 

happy with the agent. If they say yes, give them the MLS number and politely tell 

them that their agent can pull up all of the details and show it to them if they are 

interested. 
 

 

3)  DO THEY HAVE A HOME TO SELL FIRST- On average about 30% of the 

people who call for information on a house already own a house that they need to 

sell before they can buy. You know what this means- A LISTING! And maybe a 

sale too. The first step for these folks is to get their home on the 

market. Your sign should be in their yard! 
 

 

4)  WHAT IS THEIR MOTIVATION- This is crucial. Are they ready to buy 

today, or just “looking around”? Their level of motivation will determine how you 

proceed with them. 
 

 

The following is the script that my staff and I use on buyer calls to “sift” through 

potential buyers and find the good ones that we want to work with. 
 

 

REMEMBER: The goal is to quickly find out the 4 primary things listed above 



 

and if they are solid buyers, get them into the office.



 

CALLER: “Yes, I was calling about……….” 
 

 

AGENT: “Yes, I can help you. What caused you to call? Did you see a 

sign or an ad in a publication?” 
 

 

CALLER: (Response) 
 

 

AGENT: “OK. Also, is there a 5 digit MLS number next to the ad? 

CALLER:  (Gives MLS number) 

AGENT: “Great, so you are looking to buy a home?” 

CALLER:  (If yes, proceed!) 

AGENT: “Super. I would love to help you. Again, my name is Mark, and 

yours is?” 
 

 

CALLER: (Gives name) 
 

 

AGENT: OK, (name), and what is the phone number there just in case we 

get disconnected? 
 

 

CALLER: (Gives number) 
 

 

AGENT: Let me get the information on that home for you. By the way, 

are you currently working with an agent? 
 

 

CALLER: (Response) 
 

 

 

Let’s stop for just a minute. So far we have determined the source of the call, and 

got the caller’s name and telephone number. 
 

 

What if they don’t want to give their name or phone number? Experience has proven 

to me that most callers who won’t give you their name or phone number are not 



 

serious. 
 

 

If they say, “I would rather not give you my name or number,” I respond



 

“One of the reasons I ask for your name and number is not because I am going to 

call you back and pester you, but because it helps me determine how serious the 

people who call me are. Tell me, are you serious about buying a home?” 
 

 

You may need to talk with them for another minute before they are comfortable in 

giving you their name and number. If they still refuse to give their name and 

number, I politely tell them that my time is very valuable, and that I don’t work 

with people who aren’t serious enough to give me their name and phone number. 
 

 

That might sound harsh, and you may think that you’ll lose some buyers. But 

consider this: YOU CAN'T LOSE SOMETHING THAT YOU NEVER HAD! 
 

 

NOTE: A lot of how people take what you say is based on how you say it. 

Whenever I am speaking to anyone, I am always cheerful, polite, and courteous. 

 

You already know the purpose of asking if they are working with an agent. If they 

respond yes, ask them if they are satisfied with the agent. If they hesitate or say 

they’re not sure, say this: 
 

 

“It’s not my goal to try to steal you from another agent, but buying a home is a very 

important investment, and you want to make sure you have an agent that is very 

knowledgeable and that you are comfortable with. If you are happy with the service 

that your agent is providing, then please stay with them. If not, I would love to help 

you if you are serious about buying a home.” 
 

 

The dialogue continues: 
 

 

AGENT: Here are the details on that home. What specifically can I tell 

you? 
 

 

CALLER: (Asks questions) 
 

 

AGENT: Gives some information, and works in the following questions: 

Do you live in the area now? 

Do you own or rent? 

Do you need to sell before you can buy? (if they own) What in the ad 



 

caught your eye? 

How soon do you want to be in your new home? 

How many homes have you looked at? 

How much do you have for a down payment?



 

How is your credit? 

Have you been pre-approved by a lender? 
 

 

CALLER: (Responds to various questions) 
 

 

AGENT: Well, let me ask you this. On a scale of 1 to 10 with 1 meaning 

that you’re just looking around and 10 meaning that you would buy today if you 

found the right house, where would you rate yourself? 
 

 

 

With these questions, you can easily determine most everything you need to know 

about the caller, and decide if they are your kind of buyer. 
 

 

REMEMBER:  YOU DO NOT WANT TO WORK WITH EVERY CALLER! 
 

 

Out of all the calls you get, only about 15% will pass your guidelines. They are the 

best of the best, the cream of the crop. 
 

 

What do you know about this group of 15%? 
 

 

THEY ARE MONEY IN THE BANK!! 
 

 

If after the initial qualifying, they sound like a good buyer, say this: 
 

 

“(Name), you sound like you are serious about buying a home, and I specialize in 

working only with serious buyers. I would like to meet with you at my office to 

show you how my experience and knowledge can help you get the home that you 

want, at the best possible price and financing rates, with the least amount of hassle 

and inconvenience. Is a daytime or early evening appointment best for you?” 
 

 

They will often set an appointment with you. They may also say, “Can’t you just 

give me the address so I can drive by and see if I like it?” To that I reply: 
 

 

“I will give you the address, but let me share some facts with you that you’ll find 

interesting. Only 1% of the time does a caller buy the home that they first called 



 

on. That means that the chances of you actually buying this particular home are 

only one in a hundred.”



 

“Since you asked for the address, I assume that you are calling on ads and then 

driving by them. The problem with that approach is that only 15% of all homes 

that are for sale are advertised… that means that 85% of the homes for sale are 

not in the home magazines or newspaper. Plus, because of the delay in publishing, 

many of the ones that you see in the homes magazines are already sold, and new 

ones have come onto the market. In fact, most of the best homes never get 

advertised, because real estate agents sell them to their best customers right 

away!” 
 

 

“I am telling you this because you seem like you are serious about buying, and 

calling on individual ads is not the way serious buyers find a home. The best, most 

efficient way to find your home is to work with a professional agent who will sit 

down with you and discover exactly what you are looking for.” 

 

“The agent will then go into the computer system where all of the homes that 

agents have for sale are stored. The agent can then pull up a select list of 

properties that meet your needs. Only the homes that match the price, area, style, 

size, etc. that you want are selected. This saves many hours of calling on homes 

that don’t suit your needs.” 
 

 

“In addition to this focused, efficient search, a professional agent will handle all of 

the details for you, including writing the contract, negotiating for you, and dealing 

with all the issues from the title/escrow, mortgage company, inspectors, 

appraisers, etc.” 
 

 

“Maybe you haven’t found a great agent until now. I mentioned before that I 

specialize in working only with serious buyers. I know this city inside and out, and 

where to find the best values. I will represent your best interests as a buyer’s agent 

to get you the home you want, at the best price and financing rates, with the least 

amount of hassle and inconvenience to you.” 
 

 

“Why don’t you come by the office, at no obligation whatsoever,  and we’ll talk for 

20 minutes or so. If you don’t honestly think that I can save you a lot of time and 

money, we’ll shake hands, and you’ll leave - no strings attached. How’s that for a 

no-lose proposition?” 
 

 

If they don’t want to meet with you - oh well. You gave them the truth. You gave it 

your best shot. Just give them the address and tell them to call if you can be of 



 

further assistance. Maybe they will get tired of wasting their time driving around - 

if they are serious they will. Until then you don’t care because…



 

 

YOU ONLY WORK WITH SERIOUS BUYERS! 
 

 

Important note:  You can not make a serious buyer. Either someone is serious or 

they aren’t. Sure, you can point out reasons why they should buy now (i.e. interest 

rates or prices are starting to rise, etc.), but either someone is motivated and 

qualified, or they are not. 
 

 

That brings us to the buyers that have a home that they need to sell before they can 

buy another one. These calls are an excellent source of listings, if handled 

properly. Many times you need to assist them in getting their priorities straight. 
 

 

If a caller needs to sell their current home in order to get the money to buy the next 

home, there isn’t much sense in them going out to look at houses, because even if 

they found one that they really liked, THEY COULDN’T BUY IT!! 
 

 

NOTE: If you are offering a trade program, this is a great time to tell them about it. 
 

 

These people need to realize that the first step is for them to get their home up on 

the market, because going out house shopping first is putting the cart before the 

horse. 
 

 

Here is a typical dialogue: 
 

 

“You said that you need to sell your current home to get the money for the down 

payment on the new home. That is a common situation. Since your home is not 

currently available for sale, the first step is for you to at least get your home up on 

the market.” 
 

 

They may not understand the process, and say something like, “Why should we put 

our house up for sale, when we haven’t even found one to buy yet?” 
 

 

“I understand what you are saying, but let’s look at things objectively. If you went 

out looking at homes and found one that you really loved… you couldn’t buy it 

right now, could you?” 
 

 



 

They might say, “But can’t we just make an offer contingent on our house 

selling?”



 

“Yes, you could do that, but it is not in your best interests, and here’s why. Suppose 

that you found a home and put a contingent offer on it. A contingent offer is a very 

weak offer, one that has little appeal to a seller. I mean, if we had your home up for 

sale, and an offer came in where the whole deal was contingent on the buyer selling 

his house that wasn’t even on the market yet, would you be excited about the offer? 

Would you want to take your home off the market, and wait for who knows how long 

just hoping that the buyer can sell their house? I doubt it!” 

 

“So even if you found a seller willing to take your contingency, since it is such a 

weak offer, you would not have much bargaining power. You would not be able to 

negotiate as good of a price. Furthermore, you would then be in a hurry to sell 

your current home, and probably end up selling it for less than if you had more 

time.” 
 

 

“So the end result of a contingent offer, if it even works out at all, is usually that you 

pay more for the new home and end up selling your existing home for less, plus a lot 

of unnecessary stress. That’s not what you want, is it?” 
 

 

“The best plan is to put your home on the market first. It may sound a little scary, 

but it really isn’t. In our area there are tons of homes for sale… finding a home is 

easy. The tougher part is selling the one that you already own.” 
 

 

“Keep in mind that it currently takes an average of nearly 5 months to sell and 

close a house in this area. The smart thing is to put your home up on the market, 

and then when we find a buyer for your home, we’ll have 30-60 days to find you a 

new home, which is no problem. In fact, with my experience and knowledge of the 

market, I can probably find you a home within just a few days. I will make sure 

that all the details and timing work out so that you move conveniently from one 

home to the other, just like I have for hundreds of others.” 
 

 

“(Name), as you can see, the proper thing is for me to come out and take a look at 

your current home. I will prepare a computerized market analysis, and a marketing 

plan showing exactly how to sell your home fast and for top dollar. There is no cost 

or obligation, and at least you’ll know exactly where you stand. Just to make you 

feel better, I will bring a list of some available homes for you to drive by so you 

can get an idea of areas that you want to consider once we get an offer on your 

home. Let me ask you a few more questions about your current home…”



 

You should be willing to spend a little more time on the phone with these callers 

because they can be a listing and a sale on the other end too. Most of the serious 

ones will agree to meet with you, once you educate them on the process. Those that 

won’t? You guessed it – thank them for their time and ask them to call you if they 

get more serious. 
 

 

One of the single biggest ways that agents waste their time is working with buyers 

who are not financially qualified. In fact, 3 out of 4 deals that fall apart do so 

because the buyer could not get financing. 
 

 

Many agents are hesitant to inquire about prospects financial matters. But if you 

want to work with buyers successfully, this is one area where you are going to 

have to stand your ground. 
 

 

DON’T WASTE ONE MINUTE WITH A BUYER UNLESS YOU KNOW 

THAT THEY ARE FINANCIALLY CAPABLE OF BUYING. 
 

 

But how do you know? I mean really know?? 
 

 

Sure, you can have the buyer speak to a loan officer on the phone for a “pre- 

qualification”. While this is better than nothing, the problem is that a lot of pre- 

quals aren’t worth beans. It is all based on a verbal conversation, and buyers often 

“forget” about some of their bills and financial obligations, overstate their true 

income, and most buyers really don’t know exactly what is on their credit report. 
 

 

The smart way is to have the buyer pre-approved with your lender. This is a lot 

different from a pre-qual over the phone. It requires a buyer to fill out a complete 

loan application, pay for a full credit report, and submit all of the required 

documentation. 

 

It takes more time, but you will know exactly what you are dealing with, and a pre- 

approved buyer that is committed to you is money in the bank. If the buyers resist 

the idea, you need to educate them. 
 

 

“Once you meet with the mortgage company, you will then know exactly what you 

can qualify for. Banks have their own formulas and ways of looking at things, so 

submitting your loan application and having your full credit report pulled up is the 

only way to know for sure exactly what homes you can qualify for.”



 

“This way you can look at homes with confidence, without any stress about 

whether or not your loan will get approved. Plus, when you make an offer on a 

home, you will have more bargaining power with the seller when we can show 

them a letter from the lender stating that you are pre-approved. This is very 

important, because many of the best homes can have 2 or 3 offers on them at the 

same time. The buyer that can show they are pre-approved often gets the house!” 
 

 

“You have indicated that you are serious about buying a home. Part of being 

serious is getting pre-approved for your loan. Over the years, we have found that 

the best, most professional way to proceed is for you to spend a few minutes at the 

mortgage company. It is time well spent, and is definitely in your best interests. 

What is your schedule…” 
 

 

What if they say that they are going to pay cash? Ask for a copy of their bank 

statement. 
 

 

I am not kidding one bit. Is your time valuable? 

Stop wasting your time with flaky buyers! 

Repeat this out loud: 

HAVING NO BUYER AT ALL IS BETTER THAN HAVING AN 

UNQUALIFIED OR UNMOTIVATED BUYER!! 
 

 

Important note: Here is a system that you can implement if you have the time (i.e. 

assistants.) If the buyer is qualified but not really serious yet, offer to include them 

in your “Free Home Finder Service”. 

 

Here’s how it works. You find out what the buyer is looking for in a home, and 

input the criteria in the computer system. The system will then identify each day 

the new listings that have been input by other agents that match the buyer’s needs. 
 

 

Most MLS systems have a prospect feature that does this, or there are several after 

market computer programs that interface will with your MLS that do this and many 

other statistical functions. 
 

 

Every week, you mail the buyer addresses and specifications, even pictures 



 

(depending on your MLS) of the new listings that match their needs. That way, 

they can drive by them at their leisure.



 

 

They just need to come to the office to pick up their first batch of listings, and sign 

an agreement that says that if they are interested in any of the homes that you give 

them, they are obligated to work only with you on them. 
 

 

The repeated mailings will help form a bond, and increase their commitment level. It 

doesn’t work for every buyer, but it can be a good way for you to get a solid link with 

buyers that aren’t quite ready to fully commit to you.



 

 

 

 

SHOWING AND SELLING TECHNIQUES 
 

 

 

Once you have properly qualified your buyers, you have laid the foundation for a 

successful transaction. But there is still much to do. You need to identify a house, 

write a contract, get it accepted, and get it closed. There are smart ways to 

accomplish these things, and ways that will lead you to frustration. 
 

 

You need to get things going in the right direction starting with the appointment at 

your office. Your buyers should have already met with the mortgage company and 

had their credit report ran. You now have a buyer who is financially qualified and 

ready to buy today. 

 

You need to be prepared for the buyer appointment just like a listing appointment. 

This means having an organized, well-planned, practiced presentation that focuses 

on how you help buyers get what they really want. Do you remember the 3 things 

that buyers want? 
 

 

 

1) To find the home they want, 
 

 

2) at the best price and financing rate, 
 

 

3) with the least amount of hassle and inconvenience. 
 

 

 

The first objective is to get them emotionally and legally committed to work with 

you exclusively. This is accomplished by carefully explaining all of the services 

you provide that benefit them, and having them sign a Buyer Broker Agreement. 
 

 

Some of you may be asking, “Have them sign a what?” For those of you that don’t 

know, a Buyer Broker Agreement is like a listing agreement for buyers. It obligates 

them to buy a home through you. 
 

 



 

In some areas of North America this is common practice, in others, it is virtually 

unheard of.



 

A sample Buyer Broker Agreement is included, but be sure to check your State and 

local laws BEFORE using any such agreement.  

 

Many of you may be wondering why a buyer would sign such an agreement. A 

better question is… why shouldn’t they? 
 

 

Are your services top quality? 

Are you knowledgeable? 

Is your time valuable? 
 

 

Do you think buyers should buy a home through another agent after you have 

spent your valuable time and shared your valuable knowledge with them? 
 

 

Do doctors, accountants, and other professionals work for free? 
 

 

Would you represent, market, advertise, promote, show, and handle negotiations 

on a home without an exclusive listing agreement obligating the seller to pay you 

when it sells? 
 

 

NO? 
 

 

So then why can buyers soak up all of your knowledge, run you ragged for days, 

weeks, even months, and then buy a home without you? 
 

 

BECAUSE YOU LET THEM!! 
 

 

I SAY ENOUGH IS ENOUGH! 
 

 

I like to get paid for the quality service that I provide. 
 

 

Here is a typical dialogue for when buyers come into the office: 
 

 

“(Name), I appreciate you coming down to the office. By getting pre-approved for 

your mortgage and coming here today, you have shown that you are serious about 



 

buying a home. That’s great, because I specialize in working only with people who 

are serious about buying a home.” 
 

 

I then hand them a “Home Buyer Guidebook” (A sample is included at the end).



 

 

“You have taken the first steps already, now we need to find a home for you. Let’s 

take a few minutes and go over the home buying process and the steps we’ll be 

taking from here.” 
 

 

“First, I want you to know that I will be assisting you every step of the way. This 

includes advising you about the community and specific areas, values and trends, 

and helping you pick the home. I will also arrange for the best financing, structure 

the contract, handle all the negotiations, and represent your best interests at all 

times.” 
 

 

“I will also coordinate all of the details with the title/escrow company, mortgage 

company, appraiser, inspector, and other real estate agents throughout the entire 

process.” 
 

 

“Since you are serious, I am willing to make a commitment to provide you the very 

best service available anywhere. The first step is to complete the Buyer-Broker 

Agreement that will authorize me to go to work for you.” 
 

 

I then go over the agreement, filling in the information about the general nature of 

the property they are looking for, and have them sign it at the end. Very simple. 

 

You can make it more difficult in your own mind if you wish, but it’s easy. 
 

 

90% OF ALL BUYERS DO NOT HAVE A PROBLEM WITH IT! 
 

 

Buyers expect that there will be various papers that must be signed in the home 

buying process. Also, when you follow the qualifying system previously outlined, 

the buyer is going to know that you are a cut above the average agent, and are 

focused on getting them what they want, so they will be motivated to work with 

you instead of some other agent. 
 

 

Sometimes the buyer will ask you about the form, and why they have to sign it. 
 

 

“(Name), I understand your being unfamiliar with this form, so let me explain. 

Nevada law requires that a real estate agent disclose in writing who they 

represent. In the State of Nevada, a real estate agent can either represent the 



 

seller, the buyer, or in some circumstances, both. When you sign this form, you 

retain me to represent your best interests.”



 

“Most all buyers want their agent to represent their best interests, not the sellers. 

I’m sure that you feel the same way – I mean, of course you don’t want your agent 

to be looking out for the seller! If you had to go to court, you wouldn’t hire the 

same attorney as the other party, would you? Studies have shown that a buyer who 

is represented by their own agent often gets a better deal than a buyer who isn’t 

represented.” 
 

 

Most of the time they will go ahead and sign it. Occasionally, you’ll get a buyer 

who will still resist signing the form. I will say to them: 
 

 

“Well, I don’t know what to tell you. Is there something in particular in the 

agreement that concerns you? Don’t you think I should get paid for my services? 

Are you planning on buying a home from another agent?” 
 

 

Keep in mind that only very rarely will a buyer be opposed to signing the 

agreement. Sometimes they will merely have a question, like possibly about the part 

where it says that the buyer is responsible for paying the brokerage fee. I will assure 

them that I will only show them homes which the seller is willing to pay the 

commission. 

 

If they just won’t sign it, well, you guessed it … you have to kill them! 

That’s what your errors and omissions insurance is for! 

Seriously, if they won’t sign the agreement, you are at an impasse. They are not 

playing by your rules and your guidelines. Tell them that you really don’t 

understand, but if they don’t want to work with you, that’s OK. Wish them the 

best. 
 

 

Keep in mind this does not happen often! 
 

 

Note: The agreement has a blank space for a retainer fee. Many agents I know do 

charge an up front fee of $250 to $500. I do not charge a retainer fee at this time, 

although I may in the near future. I simply put N/A in that blank. You decide for 

yourself if you want to charge an up-front fee. 
 

 

Once the Buyer-Broker Agreement is signed, I give them an overview of how the 

process will work.



 

“The first step is for us to review exactly what you are looking for and do a 

computer search to find matching homes. We should get around 20 homes in our 

search. I will make up a map with directions for you to drive by these homes at 

your convenience to determine which neighborhoods you like and which homes 

you want to see the inside of. That way, we won’t waste your time going inside of 

houses that you don’t like from the outside or don’t like the neighborhood.” 
 

 

“When you drive around, make note of the houses that you want to see the inside 

of. I will make the arrangements, and take you to see them. Once we have found 

the home that best suits your needs, we will write up the purchase agreement and 

other necessary paperwork. Samples of all of the forms are in your buyer package. 

Let’s take a few minutes to review the paperwork and the procedures so that you 

will be familiar with them.” 
 

 

This is very important. People often get uptight and unsure of themselves (and 

afraid to make a decision) when they don’t know what is going on. By explaining 

everything and going over the forms, they will be much more at ease when the 

time comes to write up the offer. 
 

 

“Once we write the contract, I will negotiate on your behalf and try to get the 

offer accepted. Then I will see everything through to a successful closing. Let’s 

look over your criteria.” 

I then review with them what they want as far as: 

AREA 

PRICE RANGE 

STYLE 

SIZE 

1 OR 2 STORY 

NUMBER OF BEDROOMS 

NUMBER OF BATHROOMS 

FAMILY/BONUS ROOM 

FIREPLACES 

AGE OF HOME 

LOT SIZE 

POOL/SPA 

GARAGE REQUIREMENTS 

SPECIAL REQUIREMENTS, ETC.



 

I ask as many questions as practicable about their wants and needs to narrow down 

the search. I try to find about 15-20 homes. At that point, I map everything out 

clearly, cover any other questions that they may have, and send them out on their 

mission. I tell them to get back to me as soon as possible with the homes they want 

to see the inside of. 
 

 

You may be thinking, “Come on, can you really get them to go drive by the homes 

themselves?” 
 

 

ABSOLUTELY!! 
 

 

The main thing is to change your own mindset about the process. You need to 

understand that the most valuable aspects of your service are all of the important 

items mentioned before, like advising on financing and values, writing the 

contract, negotiating, handling all the little details, etc. NOT the simple act of 

driving them around to look at homes! I mean, anyone could drive them around 

like a taxi driver, right? 

 

NOTE: If you have a buyer that is serious, motivated, and pre-approved, you may 

want to take them out and personally show them homes right away if you don’t 

have anything else going on. It depends on their motivation and your schedule. 
 

 

Here are some other tips for you: 
 

 

 

¾ Give the buyer some of your business cards to give out if they stop at an open 

house or new home site. Instruct them to tell the agent that they are being 

represented by you, and ask if it is a problem if they look at the home.  If the agent 

has any problem or policy that requires that you accompany them, tell the buyers to 

leave immediately without going through the home. They should then call you, and 

you will go back with them. 
 

 

¾ Try to build a rapport with the new home site agents in your area. Often you 

may be able to “register” your buyers with a simple phone call. 
 

 

¾ There is no such thing as the “perfect home”. It just doesn’t exist. When your 

buyer finds a home that meets their criteria, suggest that they buy it! If it meets their 



 

needs, there is really no reason why they shouldn’t just go ahead and write an offer, 

is there?



 

¾ Reframe your mindset to the fact that driving people around in your car like a 

taxi driver to look at houses is not one of the more valuable parts of your service. 

 

¾ Realize that with proper questioning and selection, there is no reason to show a 

buyer more than 10 homes. 
 

 

¾ Show the home that you think will best match their needs first. If they like it, tell 

them they should buy it! If they want to look at a few others just to make sure, 

that’s OK. Just don’t fall into the time wasting trap of “saving the best for last”! 
 

 

¾ Fact: The more homes that you show them, the less likely they are to make an 

offer that day. 
 

 

¾ Repeat any objections back to the buyer, pause, and then offer suggestions if it is 

something minor. For example, If the buyer says, “Oh, I don’t like this green paint”.  

You might simply say “You don’t like the green paint.” Pause for a few seconds, 

because a lot of times they may say, “Well, I guess it’s not so bad.” If they don’t say 

anything after your pause, continue with something like “Can 

you imagine what it would look like with a fresh coat of white paint? We have a 

painter who could probably repaint this whole section for less than $400.” 
 

 

¾ DO NOT BE AFRAID TO SUGGEST THAT THEY MAKE AN OFFER! 

Most people are naturally hesitant to make a decision, and may need a friendly 

“nudge” to get things rolling. Remember, you and the buyer are not going 

through all of this just for kicks. There is one purpose and one purpose only, and 

that is for them to buy a home! 

 

¾ Write the offer right then and there, at the house if possible – or out front in 

your car. Do not wait to drive back to your office or anywhere else. They may 

have second thoughts, something more important may come up, they may see 

another for sale sign that they want you to investigate… any number of things 

could happen. Don’t chance it!



 

 

 

 

 

 

CONTRACT TECHNIQUES 
 

 

Once you have found the right home and the buyers are ready to write the offer, 

you are half way there. This is no time to get lazy, sloppy, or cut corners. The extra 

few minutes you spend now can save you many hours down the road fooling with 

unnecessary back and forth counter offers and contingency sign-offs. 
 

 

Try not to ever write an offer that you know will be countered. While you are 

always going to have some counter offers, your goal is to have as few as possible. 
 

 

If a buyer wants to offer a ridiculously low price, you need to educate them that it 

is not in their best interests to do so if they are serious about buying the home. A 

low offer can insult or anger the seller, often causing a counter offer at list price. 
 

 

When it comes to determining what price to offer, this is a helpful dialogue: 
 

 

“(Name), I know that you want to get the home for the lowest possible price, and 

since my duty is to represent your interests, that’s what I want too. Let me tell you 

the best strategy I know for getting this house at the best price.” 
 

 

“Every seller has a bottom line price, where any offer that is lower than that price 

is going to get a counter offer. The secret is to offer a price that is a little bit lower 

than the sellers bottom line, where they want to make a counter offer, but they just 

go ahead and take it because it is so close… and they don’t want to risk losing the 

deal.” 
 

 

“Of course, I will help to sway the seller by telling them that the offer price is 

higher than what you wanted to pay, and that you have come in with your best 

offer for this home. If the seller is motivated, I can usually get them to accept the 

offer. But this only works when we go in with a strong offer.” 
 

 

Here are some tips to help you get more offers accepted and save time: 
 



 

 

¾ Get the highest offer that you can that is still a good value for the buyer. You 

might say: “(Name), you are serious buyers, and we want the seller to know it. 

Let’s make them an offer that is the best you are willing to go on this home, so



 

we don’t waste time with any silly games. They are asking $187,500, and the 

comparables that we have reviewed show that similar homes have sold between 

$178,000 and $189,900. Their asking price is a fair one. What do you want to 

offer?” 
 

 

¾ Always call the listing agent prior to writing the offer to verify that the home is 

still available and to find out about their motivation, any special time frames, etc.  

You don’t want to waste time writing an offer on a property that is already under 

contract. If you can’t reach the listing agent or someone knowledgeable from their 

office, then go ahead and write the offer anyway. 
 

 

¾ Always make your offers appear legible and neat. This means printing neatly 

(no cursive), or typing the offer. Many agents now have all the forms in their lap 

top computers, and just fill in the blanks and print them out. The point is that a 

sloppy looking offer casts an image of low quality on you and your buyer. 

 

¾ AVOID COUNTER OFFERS! The surest way to do this is to write a great 

offer in the first place. This means no low-ball price, no ambiguous wording, no 

silly or open ended contingencies, or other things sure to get the seller (or the 

seller’s agent) in a fuss. 
 

 

¾ Make sure that any interest rate specified in the offer is indeed still available. 
 

 

¾ Be very specific about what costs each party will be responsible for paying. 
 

 

¾ Find a great title/escrow and mortgage person and specify them in all of your 

contracts. When you have lots of transactions, it makes things much simpler when 

you can go over numerous deals with just one phone call – with a person that you 

know is on the ball and you can count on. Plus, when you give them lots of 

business, you’ll get special treatment and be able to “call in a favor” when you 

need it. Also, you can probably get them to share in some of your advertising and 

marketing expenses. 
 

 

¾ Always include with the offer a pre-approval letter from the lender showing that 

the buyer is qualified, serious, and ready to go. 
 

 

¾ Get the highest earnest deposit possible. A rule of thumb is a minimum of 2% 



 

of the sales price.



 

¾ Be extremely specific about what items are included in the purchase 

(appliances, light fixtures, shelving, etc.). 
 

 

¾ Make your offers as “clean” as possible. For example, on all contingencies give 

an expiration date and spell out what will happen if the contingency is or isn’t met. 

It is best to make the contingency self canceling. For example: “Inspection shall be 

paid for by buyer and shall be completed and reviewed within 10 days of 

acceptance. If written notice of buyer’s disapproval is not received within said 10 

day period, the contingency shall be considered removed.”  

 

¾ Present your offer ASAP. The longer you wait, the greater the chances that the 

buyer will change their mind, another offer will come in, or something else will 

happen to complicate things. 
 

 

¾ If a buyer is “on the fence” about writing an offer or debating the price on an 

offer or counter-offer, say this: “How would you feel if another offer came in 

right now, and the home that you and your family want got sold to another 

buyer? Do you really want to risk losing the house for $1,500 (or whatever 

amount)?” 
 

 

¾ You can often put things in perspective for the buyer by “reducing to the 

ridiculous”. For example, “Mr. And Mrs. Buyer, the difference in the monthly 

payment if you go with this counter-offer is only $1.38 per day. Gosh, that’s 

hardly more than a can of soda!” 
 

 

¾ Always make sure that your buyer is available by phone during the offer 

presentation so that you can quickly get any necessary addendum or counter offer 

ratified. If there are multiple offers, you should have them wait outside in the car, 

or be with you if it is being done by fax/phone. 
 

 

These strategies are all proven to help you make the most amount of sales, in the 

least amount of time, with happy, satisfied clients.



 

 

 

 

BUYER SPECIALISTS 
 

 

 

Here is a bonus section that I know you will find valuable. Up to now in our 

discussion, we have assumed that you were working with the buyers yourself. This 

is alright, but if you really want to send your production through the roof, you need 

to get at least one buyer specialist working for you. 
 

 

A lot of agents are starting to realize this great profit center, but still less than 1 in 

100 agents are using this idea. This is a strategy that changed my life! 
 

 

I truly believe that this is one of the greatest concepts ever in real estate sales. For 

those of you that don’t know, a buyer specialist is a licensed assistant that works 

exclusively for you, and only works with buyers. They don’t list or do anything 

else, they just show and sell houses. 
 

 

One of the biggest reasons that agents have so much difficulty in the real estate 

business is that there are way too many tasks and responsibilities for one person to 

effectively handle. This is the reason many agents hire assistants to handle the 

clerical work, but few have hired buyer specialists. 
 

 

I always liked taking listings, but HATED driving buyers around. I was making lots 

of money focusing on listings, so a lot of good buyers that called me simply fell 

through the cracks. Although I hated working with buyers, I realized that I was 

missing out on a lot of extra commission dollars by blowing them off. 
 

 

Then I heard about buyer specialists. My mind started spinning. It sounded too 

good to be true. No more driving buyers around. What a great idea! Hire someone 

else who’s whole job is just to work with the buyers and show them homes. 
 

 

So I hired my first buyer specialist in 1993 and have not shown homes since! I now 

have 6 assistants, 3 that are buyer specialists. I know that you may want to know 

more about this, so here are answers to the most frequently asked questions. 
 

 



 

QUESTION: How do you find a good buyer specialist?



 

ANSWER: One of my best ads is a response-generating type and is 

included for you. I put it as an insert in a newsletter that is mailed to all the agents 

in our board. You can also try newspaper ads and word-of-mouth with other agents 

and others in the industry. 
 

 

The idea is to find someone who is reasonably sharp but doesn’t like having to 

compete for listings, or handle all of the details of the whole overall business. It needs 

to be someone who wants 

to be a team member, someone without a big ego or the need to be in the spotlight. 
 

 

QUESTION: How are buyer specialists compensated? 
 

 

ANSWER: Mine are on commission only, so they don’t get paid at all 

unless they sell something. I pay mine on a 40% split. That’s 

60% to me, 40% to them. So on a $200,000 house with a 3% 

co-op commission, the buyer specialist would get $2,400. 
 

 

I know what you may be thinking. Why would any decent agent work for a 40% 

split when they could get at least 50%, if not 

60-90% working on their own? Simple. When an agent joins 

my team as a buyer specialist, they have no advertising expense (I spend over 

$5,000 per month to make the phone ring.) They have no escrow tracking or follow-

up (I have a full time 

transaction coordinator.) They also have private offices, consistent leads, 

prestige, and the support of the team environment. 
 

 

To many agents, this is a very attractive situation. They can focus on one aspect of 

the business, and it’s a lot less stressful. I have received dozens of calls from agents 

wanting to be on my team as a buyer specialist. 
 

 

QUESTION: Do you offer any incentives or bonuses? 
 

 

ANSWER: Yes. They receive an extra 5% if they sell one of my own 

listings, plus they get an extra 5% on each sale after the first four sales during 

each calendar month



 

QUESTION: What costs do you pay for the buyer specialists? 
 

 

ANSWER: Mine pay all of their own costs (board dues, license fees, cell 

phone, gas, etc.)  However, I do provide desk space, phones, and conference area. 
 

 

QUESTION: What kind of production is reasonable to expect? 
 

 

ANSWER: A good buyer specialist should average 3-4 sales per month, 

sometimes more. It depends on market conditions, and how many leads you are 

generating for them. 
 

 

QUESTION: Who presents the offers? 
 

 

ANSWER: Once the buyer specialists are experienced and trained, they 

present their own offers, unless it’s one of my listings, in which case I am involved. 
 

 

QUESTION: Do they have a job description and contract? 

ANSWER: Yes, see the “Systems and Teams” book. 

QUESTION: How do you monitor them? 

ANSWER: I have weekly meetings with my entire staff, and after the main 

part of the meeting, I break off and meet separately with the buyer specialists for 

about an hour. They are required to hand in a weekly activity form. We also discuss 

particular buyers and overall activity, make sure that they have previewed all the 

newer listings, and role play on buyer calls and presentations. 
 

 

QUESTION: How do buyers react to working with a buyer specialist? 
 

 

ANSWER: They love it! Remember, the buyer specialist can focus 100% 

of their attention on the buyer. Compare this to a buyer working with a typical agent 

that has limited time and is constantly interrupted with calls about listings, closings, 

etc. 
 

 

QUESTION: What are the biggest mistakes to avoid with buyer specialists?



 

ANSWER: 1) Hiring the wrong type of person. 
 

 

2) Hiring a buyer specialist when you aren’t generating enough buyers to keep 

them busy. 
 

 

3) Keeping good buyers for yourself and giving the flaky ones to the buyer 

specialist. 
 

 

4) Not making them accountable for their leads. 
 

 

5) Not having a systematic method for allocating buyers to multiple buyer 

specialists. 
 

 

6) Not studying and learning to be a good manager. 
 

 

7) Not spending enough time training, motivating, and working with them. 
 

 

 

 

 

SPECIAL HINT: It is not well known, but you can have two different phone 

numbers programmed into the same cell phone. You simply press a couple buttons 

and the phone will switch from one number to the other. 
 

 

I use the second number exclusively in all buyer advertisements. This number can 

then be forwarded to our private lines at the office, to the other cell number, to 

buyer specialist’s cell phones, etc. 
 

 

This allows you to have a phone number that you can forward anywhere you want, 

anytime that you want. I often forward the number to buyer a specialist’s cell phone 

in the evenings, and on weekends. 
 

 

As an added bonus, the cell bill shows the date and time of all the incoming calls, 

the length of the call, as well as who the call was forwarded to. This is great for 

tracking purposes. 
 

 



 

Of course, you will only want to forward the calls directly to the buyer specialists 

if they are skilled, trained, and know exactly how to handle the calls. (This is why I 

spend lots of time role playing with the buyer specialists in our meetings.)



 

I have been doing this for several years, and rarely ever even have to speak with 

buyers myself. I love it!! 
 

 

 

In summary, getting a buyer specialist can really make real estate fun for you. Just 

make sure that you are prepared for the added responsibility of training and 

managing them. 
 

 

 

 

 

 

 

REVIEW OF BUYER STRATEGIES 
 

 

• Worked the wrong way, buyers can be a painful, frustrating experience. 
 

 

• Worked the right way, buyers can be profitable and enjoyable. 
 

 

• The best way to attract buyers is to have lots of quality listings. 
 

 

• The 4 basic steps you must master to work profitably with buyers are: 

1) LEAD GENERATION 2) QUALIFYING 3) SHOWING AND SELLING 

4) WRITING CONTRACTS 
 

 

• The 3 things that buyers really want are: 1) To find the home that they want 2) 

at the best price and financing rate  3) with the least amount of hassle and 

inconvenience. 
 

 

• Make a solid commitment only with buyers that are qualified and ready to buy 

today. 
 

 

• You must have a step-by-step system for qualifying and working with buyers. 
 

 

• The 4 things you need to quickly find out from a buyer are: 
 

 



 

1) THE SOURCE OF THE CALL 

2) ARE THEY WORKING WITH AN AGENT 

3) DO THEY OWN A HOME THAT THEY NEED TO SELL FIRST 

4) THEIR MOTIVATION



 

• You can offer a “Free Home Finder Service” to qualified buyers who are not 

yet serious enough. 
 

 

• Have the buyers come to the office and commit to working with you. 
 

 

• Thoroughly explain your services and the home buying process. 
 

 

• Have them sign a buyer-broker agreement. 
 

 

• Review the criteria of what kind of home they are looking for. 
 

 

• Give them a list of properties to drive around and look at on their own. 
 

 

• Realize that there is no such thing as a “perfect home”. 
 

 

• If the buyer finds a home that meets their needs, they should buy it! 
 

 

• Write neat, clean, and precise offers that will get accepted and closed. 
 

 

• Buyer specialists can make real estate easier and a lot more fun. 
 

 

 

There you have it. Working with buyers doesn’t have to be a nightmare!! 
 

 

If you follow the rules and guidelines outlined here, you can enjoy the extra profits 

from working with buyers without experiencing the frustration that most agents 

feel. 
 

 

There is a saying in the real estate sales business that says: If you control the 

listings, you control the market. 
 

 

I agree with that completely, but consider this: If you control the listings AND  the 

buyers… you control EVERYTHING!! 
 

 



 

 

 


