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Buyers
1. Buyers come from the following:
a. Referral or someone from database-see building and maintaining your database
b. A current listing prompting an interested buyer
c. Internet leads
d. Marketing or advertising

2. COMMUNICATION – First and foremost!  Utmost importance!  Whether it’s the other agent, your client, the lender, or the title company, we need to touch base weekly at a minimum to ensure all is proceeding as planned.

3.  Set an Appointment- Regardless of how the conversation starts, SET AN APPOINTMENT.  If you can get that potential buyer to sit with you at the office, coffee shop, etc., you can qualify the buyer, do some fact finding, and build rapport.

a. Buyers have 2 goals when they call you:  1. Eliminate the property  2.  Eliminate you.  They don’t want to work with anyone until they are ready to make their move.  The appointment, building rapport, and showing knowledge allows you to maintain/strengthen the relationship during their search.

4. Qualify the buyer- Fact find to ensure this is a buyer you want to work with.  You also want to watch out for possible personality clashes.  Some clients are not worth the stress.  Ask fact finding questions:
a. Are you working with an agent?
b. What’s your price range you are looking in?
c. Have you spoken/pre-qualified with a lender?  Are you buying with cash?  (If they are obtaining a loan, refer them to a lender and get pre-qual situated prior to spending too much time showing property)
d. What location?  Home criteria (beds, baths, sq ft., garage, etc.)?
e. What is your timeline?
f. Do you need to sell a home before buying this one?
These questions allow you to determine if they are an A, B, or C buyer.  They have to ready, willing, and able.  When qualifying a buyer, it’s a good idea to write down what they say.  You can save it to PC later.  Buyer’s like agents that appear completely attentive.

5. Blue Brochure/Buyer representation agreement- During your qualifying meeting, explain and have the buyer sign a blue agency brochure.  Also, If they are agreeable, have them sign a RE-14.  This is insurance that another aggressive agent cannot represent your client.  Some agents do, some agents don’t.  

6. Search for homes- Use MLS to find properties that meet your clients criteria.  You can also search craigslist and drive neighborhoods.

7. Show property – Be sure to check status of homes that you want to show.  Follow showing instructions and use showing time app.  Unless vacant, most homes require some sort of notice.  Do homework on properties ahead of time so you know local schools, restaurants, and neighborhoods.  We also want to be aware of any adverse material facts.  Be the expert.  Mapping and even pre-driving your route is encouraged to ensure no snags occur.

8. Write offer – Perform a CMA to determine an appropriate asking price.  Pay attention to details of RE-21 and ensure buyer’s needs are met (if they need closing costs, any modifications to the home, Closing date, etc.).  Explain purchase and sales agreement and get all pages signed.

9. Present offer – Call listing agent to ensure they are expecting your offer.  Include following items to strengthen your offer:

a. Copy of Earnest Money.
b. Pre-approval letter from lender or copy of bank statement showing cash
c. Signed property disclosure.

10. Monitor Transaction – Be sure all timelines are followed.  Be prepared to schedule any items the buyers cannot such as home inspections, repair people, appraisers, etc.  Also, inspectors need access to homes and you will need to provide that.  The main points:
a. Be sure inspection and RE-10 are performed within time frame
b. Forward all title commitments to buyers immediately
c. Schedule inspections, final walk-thru, and closing.

11. Accompany Buyer to closing – Review closing statement prior to showing up at signing table to ensure there are no surprises for the Buyer.  We are mostly here for moral support and to ensure our client felt represented through the entire process.  This is usually a happy time for the buyer.  Enjoy that with them.

12.   Closing gift – Get your client a nice closing gift and card and ask for referral.
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