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How did we get here?

A quick history lesson…



- Prior to the 80’s was “Caveat Emptor” (buyer beware), buyers were 
unrepresented

- Mid 1980’s  Listing Disclosures are created

- Early 1990’s Buyer Acknowledgement of Seller Representation

-Mid-90’s (almost 30 years ago!) Buyer Agency, but no requirement 
for agreement PRIOR to showing



76%
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Some Things to Consider…



Could it be that the residential side of the industry has become 
overly reliant on the MLS?

Buyers of the future will require more than “I’ll let you know 
when something to comes up” in MLS.  

In today’s environment, buyers don’t need a “drip campaign” of 
new listings…they have ZILLOW!  

You need to show them strategies for how you will help make 
the process easier and less stressful for them!



Think “Commercially”
Commercial agents and brokers don’t rely on MLS nearly as much as 
residential practitioners 

As a result, they are adept at “putting deals together”

This is a skill set that  is the next frontier for residential agents



Think of it this way…

When you go on a listing appointment, you don’t put 
the sign in the yard, hang a lockbox on the door and 
THEN have the conversation about your value with the 
seller!

You have the conversation, get agreement, then start 
the process



This is not a new skill set, in fact  you are already doing it on 
one side of the transaction.  

But for many, its simply because there is a state law that says 
you can’t put a sign in front of a home without an agreement.  

However, in virtually every state, you can begin working with a 
buyer without an agreement.  



Even on unlisted properties, it is common practice to get the 
agreement in place before showing the property, whether that is a 
one-time listing or an authorization to show.

The great news is, you have the skill set!  

What we need is  the dialogue and process

Listing Property = Listing Buyers



Moving forward, you must move from 
CONVERSATION to CONSULTATION!

Current Model for most:

CONVERSATION to SHOWING  



Part 1
Acquisition



The goal of any contact is to 
IDENTIFY a potential client, 

not to try and turn everyone 
into a client!



Immutable Law #2:  "The Battle of Processes" Get the Buyer into 
YOUR process!  People refer processes!

In today's environment, you must differentiate at 
INITIAL CONTACT!

But How?
Dialogue
Materials
Processes



What’s Your Process?



The Conversion Process:
Conversation          

         Materials           

              Consultation         
          
                                                              Agreement

             Showings           

                                 Contract

                    Consultation           

                   Contract



The 4 Step Qualification Process

Desire
(Do they have a 

desire)

Ability 
(Can they)

Assistance 
(Would they like 

some help)

Interview 
(Could you 

interview for the 
position)

If you receive 4 “yesses” you now have a lead! 
 Book an appointment for a listing/buyer consultation!

D A A I



Buyer and Listing Questionnaires





Really want to knock it out of the park?



VIDEO CARD



Bottom Line…

More money will need to be spent to 
differentiate yourself with 
buyers…JUST LIKE THE LISTING SIDE!!!



Part 2:
The Consultation



QUESTION:

What is your desired result of  
the consultation?

A signed Buyer Agency Agreement

The “New World” may REQUIRE an Agency 
Agreement PRIOR to Showing!!



Step #1 Beginning the Conversation 
“As we go through the process today, I would like to ask you some 
questions about your goals in the home buying process.”
 
“Have you been through this process before?”

“Was it a good experience or bad experience?” 

(Write answers down/Explore)

Go Three Deep!!!  (What, Why, How?)



The “Big Questions”
Do you think buying a home is easy or hard?

Do you think there is a lot or a little negotiation that goes on?

How many properties do you think you’ll need to look at before you 
purchase?

What are your thoughts on the current marketplace?  

Write down and explore their answers! 



After you have explored their answers, explain the reality of the current 
marketplace:

The speed of the marketplace 

Lack of existing inventory

The importance of having financing secured

Multiple offers        

Bidding wars       

Paying over asking price 



“It’s been my experience that at the end of our meeting today, one of three things will 
happen:

First, you may choose me to represent you in the purchase of a new home, and that 
would be great.

Secondly, you may choose someone else to represent you, and to be
honest, that wouldn’t be so great.

And thirdly, I may be unable to represent you.”



“As we go through this process, we may come across an 
expectation that you have that I feel I cannot meet or exceed. 
And if we reach that point, I simply may be unable to represent 
you.”

“Would that be fair?”



If you would, please define your “perfect house” for me, in detail…

Write down all thoughts/answers!  

Go “three deep” in your questioning until you are CRYSTAL CLEAR
on exactly what the client is looking for in the transaction 

Specificity is the key!  

Step #2 Getting Specific 



Prioritizing The Criteria



"Which of the items from our previous “perfect house” list is non-negotiable?  In other words, if the 
house doesn’t have “X” you don’t even want to look at it?"

“What is important to you about (answer given) ?”

"What would be the second most important feature?"

“What is important to you about (answer given) ?”

"How about a third feature?"

“What is important to you about (answer given) ?”

"Anything else that is important?"  Keep asking until the list is exhausted



Ask the buyer to "defend" each of their needs/wants for the new house, as you go

Example:  "We need 3 bedrooms“

“Let’s talk about the uses of each of the bedrooms”

“Well, 2 to sleep in, and the third for an office”

“Do you specifically need a bedroom for the office, or a space large 
enough for an office in the house?”

This conversation allows you to possibly expand the parameters of the search.



Be willing to have this conversation about all features 
mentioned.  

With low inventories,  we are looking to expand the search 
criteria.

With high inventories, we are looking to tighten the search 
criteria.

The same process accomplishes both



Checking for Commitment



“If I can show you a way we can 
satisfy these needs tonight, would 
there be any reason you wouldn’t hire 
me to represent you?”



“Should you choose to hire me to represent you, here 
is the 5-step process we will be using..” 



Step 1: Property Search Techniques

1. MLS – ALL RELATIONSHIPS
2. Neighborhood Mailers
3. Calls
4. Door Knocking
5. Networking with other Agents (Pre-Market)
6. Canvassing Past Clients



The “Blue Ocean” 
Letter



Step 2:  Pre-Offer

Market Analysis on all properties under consideration

Review of:
Covenants/Restrictions
Review of HOA Documents
Utility Bills
School Information 
Any other pertinent information



Step 3: Negotiation Strategies

Proper Initial Offer Strategy:  

The higher the initial offer, the lower the sales price.  Less than the seller expects, 
but high enough they are afraid to counter. 

“Plan B”:

We will always have a “Plan B” house we are willing to purchase if the offer is not 
accepted.  This will help to create leverage.



Step 3: Negotiation Strategies (Continued)

Market Analysis to Seller:

I will attach a market analysis to each offer so that the seller will 
understand how we determined our offer amount.

Presenting Offer to Seller and Seller’s Agent:

I will make it a condition of the offer that I meet with seller and seller’s 
agent to present the offer.  This is to make sure that our offer is not 
“spun” to the seller. 



Step 4: Contract To Close

I will provide recommendations on:
Inspectors (I will attend all inspections)
Contractors
Lenders
Title Insurance
Home Warranty

We will devise the proper strategy for Negotiating Inspection 
Remedies (if needed).



Step 4: Contract To Close (Continued)
Review Title Commitment
Review Survey
Provide you with a list of  “To-Do’s” before  closing

Communication Guarantee:
Weekly communication on progress and process.



Step 5:  CLOSING 

Review HUD Statement prior to closing for accuracy

Attend Closing



Win/Lose & Mutual Expectations



Expectations

“Let’s switch gears for a moment.”

“What do you feel you have the right to expect from me as 
your real estate agent?”

“What do you feel I have the right to expect from you as my 
client?” 



Expectations
“How does someone win with you?”

“How does someone lose with you?”

“What is your preferred communication method?”

“On a scale of 1-10 with 1 being dishonest and 10 being     
extremely honest, how honest do you want me to be with you?”



“I have my own list of what I think you can 
expect from me and what I expect from you.”



What you can expect from me

To be punctual

To find the best homes

To be loyal

To be honest

To respect your time

To be sincere

To listen to your opinions

To negotiate the best price

To be your consultant

To relay information in a timely manner

What I expect from you

To be loyal

To make an appointment to see property

To be honest

To be motivated to buy

To respect my time

To obtain a pre-approval letter (if needed)

To respect my opinion

To be realistic on inspection requests



“I would like to commit to finding your perfect home, and I only ask 
one thing in return from you: That you commit to working exclusively 
with me. 

I guarantee you the best service in this industry if you can guarantee 
me your loyalty. What do you say?” (Sign Buyer’s Agency Agreement)



Suggested Agency Agreement Language:
1.Put an asterisk (*) in the space for commission rate
2.Under the “Special Agreements” section of the agreement:

“Fee to be that which is offered by the listing company, but 
under no circumstances shall fee be less than ____ %”





Really Bringing Value:

Consider a $500-$1000  upfront retainer that is fully credited at the 
purchase. 

This will allow you to secure a higher level of commitment, as well as 
help defray the costs of the marketing for off market properties



BUT WHAT IF THEY REFUSE TO HIRE YOU?
Use this dialogue:

“I’m sorry that you are choosing not to hire me to represent you., and that we aren’t going to be able to 
work together.  

As you leave here today, I have a suggestion for you.:  

Please hire someone to represent you in the purchase, as buying a home in today’s market is a big deal.  
Now that person isn’t going to be me, and I’m okay with that, but please hire someone you like and trust.

Thanks for your time…



See you October 18th
For

The Immutable Laws of Real Estate
"The more things change...The more they remain the same"



Thank You!
For more information please visit

waynefredrick.com

Wayne@stfconsult.com
417-838-9944

 Admin@stfconsult.com
417-860-4903

Contact Wayne:

Contact Madeline:

http://www.waynefredrick.com/
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