
Four
Questions
TO WIN OVER HOMEBUYERS



 The significance of making a stellar first impression cannot be
overstated. Nowhere is this more crucial than in that initial
meeting with a potential homebuyer. The first meeting is not
just an introduction; it's the gateway to a lasting connection,
the pivotal moment where a homebuyer decides whether they
want to hire you.

Homebuyers, much like any individuals seeking professional
guidance, are not only looking for a house; they are searching
for a partner, an expert who understands their unique needs,
dreams, and concerns. As a real estate professional, your ability
to create a positive and memorable first impression is the key
to unlocking doors – not just to properties but to trust and
collaboration.

Think of each first home
showing like a first date!



4 Questions to Win
Over Homebuyers
A real estate agent should avoid appearing
pushy or salesy and instead strive for
authenticity. Homebuyers are more likely to
trust an agent who communicates genuinely
and transparently. Consider this meeting as
your opportunity to showcase not just your
knowledge of the market or your proficiency in
negotiations but, equally importantly, your
authenticity and commitment. It's the juncture
where you transform from being a real estate
agent into a trusted advisor, guiding your
potential clients through one of the most
significant decisions of their lives.

Do you have hyper-local knowledge?1.
Buyers are eager to discover if you possess in-depth knowledge of the local area and market.
Are you recognized as an expert in the field?

a.

What would it be like working with you?2.
Buyers desire you to be their "easy button." Recognizing that a home purchase is a significant
and emotional decision, they want assurance that you'll guide them through this crucial
milestone.

a.

Will you deliver results?3.
Demonstrate how you plan to achieve results. Buyers are keen to ensure they get a good deal
without overpaying or encountering unfavorable terms. Building trust in your ability to secure a
favorable outcome is paramount.

a.

When meeting with buyers for the first
time, they seek answers to three essential
questions about you:



The crucial factor
in winning over homebuyers lies in the questions you ask.
Asking questions to a homebuyer serves as a strategic and
effective approach to selling without sounding pushy or
salesy. Frame your questions in a way that educates the
homebuyer about the market, the neighborhood, or the
home buying process. This positions you as an informative
guide rather than someone solely focused on making a sale.
Here's how:

Building credibility with a homebuyer during
 the initial meeting is crucial. Trust is the
 foundation of any successful client-agent
relationship, especially one as significant as buying or selling a home. By quickly
building credibility, you demonstrate your competence and reliability, laying the
groundwork for trust to develop. 

Initially, what question do you use as your opener? What is your approach when
you first arrive? It's essential to start with a question that contributes to
establishing credibility with your hyper-local knowledge.

Ask questions to build
credibility.

Ask questions to build how
easy it is to work with you.

Ask questions to build how
you will achieve results.

1.

2.

3.



Question #1
How long did it take you to get here?
Let the homebuyer share their response. Whether their commute was a brief
10 minutes or 2 hours, use this moment to reciprocate. Draw from their
answer to craft your response with a local and market focus to instill
confidence in the homebuyer that you possess a solid understanding of the
neighborhood and the local market, thereby establishing your credibility.
Create relatability and provide insights about the neighborhood, local
restaurants – perhaps sharing your personal favorite restaurant – schools and
local market trends.

BUYER: We live nearby so it took us 15
minutes.

Awesome. I live close by too. I’ve
been in the area for 10 years, and the
community is very friendly. Plus the
convenience of great shopping and
restaurants makes it an ideal location.
My favorite restaurant is ____. They
have the best homemade pasta. You
should check it out.

AGENT:



Question #2
What drew you to this neighborhood?

BUYER: We love the craftsman-style homes
and how friendly the neighborhood is.

That makes sense. Most people love it
for the same reasons, which is why sales
are competitive. In the last 90 days, all
homes sold on average 5% over the
asking price. On average, they were all
sold within 14 days. In the last 5 years,
home values have increased 25% year-
over-year.

AGENT:

Having established credibility, now is your chance to assure the homebuyer
that partnering with you as their agent will be an enjoyable experience. By
providing insight into your approach, communication style or expertise, you
can build trust with the homebuyer. 

First, identify your unique strengths, your "superpower." Consider the
qualities that you can leverage to demonstrate your capability in making the
homebuyer's purchase a seamless and effortless process for them.



Can you decsribe your dream home?
Question #3
Regardless of their response, reiterate their answer, then articulate your
unique strengths or "superpower."

BUYER: My dream home has 3 bedrooms, 2 baths, a large
kitchen because we love to cook... and a large yard...
We have a dog and he loves to run around...

Awesome. Your dream home features 3 bedrooms, 2
baths, a large kitchen to enjoy cooking, and a
fantastic outdoor space for your dog to do “zoomies”
all day. I appreciate you taking the time to share that
with me. [Insert your superpower] In assisting my
clients, I take a personalized approach by thoroughly
understanding your preferences and priorities.
Effective communication is a cornerstone in my
client relationship. My clients tell me that my
continuous communication and guidance at each
stage of the process made their experience smooth
and comfortable. Even more, they feel empowered,
making well informed decisions.

AGENT:

Now that we've built credibility and how easy it is to work with you, share how
your strategic approach and expertise in the real estate market will achieve
results. By adopting an informative and client-centric approach, you can convey
your sales strategy in a way that feels helpful and genuine rather than overly
sales-oriented.



Question #4
Now that you have told me what you
want in your dream home, when would
you like to move?

BUYER: We want to find a home and move in two months.

AGENT: Awesome. Let's explore a strategy to help you achieve your
goal of moving into your dream home within the next two
months. I have a partnership approach that guarantees that
we are on the same page every step of the way. I value your
input and collaborate closely to align our decisions with
your preferences. With a deep understanding of local
market trends, I stay ahead of the curve, and this allows me
to find opportunities and navigate the market effectively.
Negotiating on your behalf is a crucial aspect of my strategy.
My goal is to secure the best possible deal for you. Real
estate transactions can present challenges, but my
proactive problem-solving approach helps navigate any
obstacles that may come up, ensuring a smooth and
successful closing.

To sum up, establishing credibility, showcasing the ease of working with you,
and outlining your strategies with achieving results are vital components in
building trust and fostering a personal connection. When buyers have
confidence in your expertise, perceiving you as a credible professional, they
are more inclined to heed your advice, and ultimately choose you as their
agent.
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