15-MINUTE
Pre-Initial Consultation

Convert conversations to listing presentations that people show up for.
The National Association of Realtors reports 60%-75% of home owners will use the first real
estate agent they meet with - that’s an incredible percentage!
By being the first person to schedule a 15-minute pre-initial consultation, you are positioning
yourself to be the first Agent or Lender they meet.
But we know scheduling time isn’t easy. Agreeing on a time and place to meet for 60 - 90
minutes means calendars need to be perfectly aligned and meeting places, like homes, need to
be cleaned and available.
Trying to win this meeting lottery used to be a big disadvantage for real estate Agents and
Lenders. Now with Zoom, you have the power to schedule a quick meeting (or phone call) which
gives you the chance to make the best first impression.
First impressions are crucial. They say, “You only have one chance to make a good first
impression,” using By Referral Only Zoom with Cyrano.ai we believe you have a chance to make
a remarkable first impression and an informed second impression, based on the preferences
and priorities of your future buyer and seller.
Using this brief 15-minute pre-initial consultation you have an opportunity to get to know your
future buyers, sellers and borrowers and customize a presentation that speaks their language.

OPENING THE CONVERSATION
“Since preparation is always the difference between mastery and mediocrity, my purpose
for meeting today is to learn about you and your specific situation so I can craft a strategic
plan that will best help you sell your home / win the bid for your next home / get your loan
financed using the new rules of real estate.
I’m sure you have done your social media research, talked with friends and family about the
current state of affairs in the real estate and mortgage market, and you have formed your
opinion. And I’m curious, what is your opinion?”
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Let them talk. The more they talk, the more Cyrano can listen for you and offer
personalized advice.

WHEN APPROPRIATE CONTINUE:
“When we are done meeting on {insert date/time}, you’ll have a better, deeper understanding
of exactly what it will take to get your home sold / get your new home /get your loan funded
playing by the new rules which are in place right now.
Experience shows that playing the game by the new rules is the only way to get you from
where you are to where you want to be. In fact the people who are not playing by the new
rules are going to be deeply disillusioned, disappointed and maybe even depressed.
But here is the good news…
Right now, I know that you have some important things that you want to accomplish. After
listening a little bit about your circumstances, I believe I can help you!
To make absolutely sure, I want to ask you a few thought-provoking questions. As I listen
to your answers, if I don’t think I’m the right consultant to help you, I’ll let you know
immediately.
And if you don’t think you’re the right client for my help, please let me know – fair enough?
With your permission, may I ask you some questions now?”

© MMXX By Referral Only, Inc.

You must obtain written permission to copy or reproduce this. 800.950.7325, ext. 3401

3

YOUR (CLIENT’S) ULTIMATE SCENARIO
WHAT’S IMPORTANT ABOUT
, TO YOU?
This is the most important dialogue in the series, and your client will do most of the talking.
You’ll ask a series of questions that help your clients:
+ Clarify and communicate their long-term goals, needs, and expectations.
+ Identify the deeper significance of the transaction.
In the course of the conversation, you’ll demonstrate your care for and commitment to the
clients’ achievement of their dreams, and continue to build trust by showing that you heard and
understood your clients and take their wishes seriously.

BENEFITS:
+ Validates your role as a consultant rather than a traditional salesperson.
+ Shows the high standards of the personal service you deliver.

DIALOGUE:

Mr. and Mrs. Client, I don’t know if I’ll be able to help you. Earlier, I told you I would ask you
some thought-provoking questions, listen to your answers, and if I’m not the right consultant
to serve you, I’ll let you know. With your permission, may I ask you some thought-provoking
questions now?
What is important about

, to you?

You can vary what you say with advanced questioning techniques:
1. What is important about

to you?

2. Specifically what’s important about

to you?

3. What happens when you imagine

?

4. What would happen if you didn’t get
5. What would

?

do for you?

6. How would it feel for you to
7. What’s important in a

?
to you?

8. What do you really want?
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1.
2.
3.
4.
5.
6.
7.

CONFIRMING YOUR APPOINTMENT
“Based on what you said that ______ is crucial for you, your next best step is for us to meet
{insert date/time}. Before we meet, I will send you some more information to review and learn
the new rules of buying/selling a home that will give you an unfair advantage.
Do you have any questions for me right now? I look forward to meeting you again on the
{insert date/time} and showing you how I can best help you.”

Cyrano / By Referral Only Touchpoint Integration
After your Zoom Meeting, review your Cyrano Meeting Insights
Report, match the icons on their report with your By Referral Only
Lead Converting Free Reports and keep the conversation going
by giving them personalized information which aligns with
their values, priorities and easiest way which they process
information.
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CYRANO.AI
What does Cyrano do?

1

INPUT
Any communication, written,
spoken, any number of people

2

ANALYZE
Deconstruct the language with
proprietary models and engine

3

RESPOND
Actionable insights about the person,
or suggested replies
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FOR

RE AL
ESTATE

Hi Ryan,
We just finished analyzing the call you had with Isak Bosman and Barry
Jones. Our Al has some insights that we think can improve your
productivity and relationship with the other participants.
We recommend saving these reports so that you can review them later.
Over time, patterns about you and the people you frequently talk with will
emerge.
Take a look.
- Cyrano

CONVERSATIONAL COMMITMENT TREND
- Isak Bosman - Ryan Huff
COMPELLED

FOCUSED

CURIOUS
10

15

20

25

30

35

40

Observations about You
Spoke for about 33 minutes
Priorities: Community

Communication: Visual

Commitment Level:
Compelled

• You have a deeper than average appreciation for fairness.
• You will respond well to lower-key, friendly attention.
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MOTIVATION, VALUES AND COMMUNICATION STYLE
Here at Cyrano.ai, we consider these the Holy trinity of effective
communication. A great salesperson can naturally modify their pitch to adjust
for these issues. Authors and screenwriters take them into account for every
character they write dialog for.
We want to show you how to understand yourself and anyone else you hop
on a zoom call with.
We call measuring and interpreting these facets of communication
Deep Listening.
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VALUES
Personality profiles are interesting and useful to a point, but the truth is, you
aren’t always the same person. How you interact with your family is different that
how you interact with your boss or the used car dealer. Cyrano allows you to see
your behavior based on a simple set of value priorities.

ORDER: This thought process is all about rules, systems, structure and plans.

COMMUNITY: When making decisions, other people matter. Their current
behavior is often guided by ethics. They value being part of something larger
than themselves.
INSTINCT: No need for details, Give them the big picture and let them
trust their gut.

DATA: More information is always better. They want more information so
they can do the homework and get every answer to each question correct.

Looking at those 4 value types, you can understand why you would employ one
strategy over another in certain situations. Most people have 1 or 2 that they
prefer to use most of the time, but everyone is a combination of all of them. It’s
that unique combination of these values that drives our decision making process.
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COMMITMENT
“What’s it gonna take to get you into a new car today?” Have you ever had someone try
to “close” you while you are still in an early research phase? What’s it like when you’ve
made up your mind on something and someone wants to explore more options?
Understanding how committed a person is to an idea means you know what to say to
increase or decrease the likelihood that they take the next steps while showing them
respect.
Cyrano tracks each participants commitment levels to what is being discussed
during the call. Some people initially expect it should start low at the beginning and
end high, and while that sometimes happens, that’s not the only kind of graph that
shows a good conversation took place.

CONVERSATIONAL COMMITMENT TREND
As a normal conversation progresses, different topics are often discussed. Over
the course of an hour the people on the call might talk about 5-10 different ideas,
approaches or perspectives.

EXAMPLE
During a call where one person is unsure of what they want to do next
week, they might be asked about what happened yesterday. Their
commitment to what they want to do next week would show as low, but
their commitment levels about what happened yesterday could show high
confidence (so there could be a spike in the graph).
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COMMUNICATION STYLE
Humans have the five major senses of Sight, Sound, Feel, Smell and Taste. Of those
big five, we really use three in most of our thinking and conversations. Sight, Sound
and Feel dominate most of our communication with others and ourselves.

Photographers and painters can “see” something in their mind before it exists.
Musicians can “hear” a song as they read the notes on a page.
Athletes can “feel” their balance and make decisions faster than they can explain.

Often miscommunications is found when people are using different communication
strategies. A person is fidgeting because they want to distract their “feel” so they
can pay better attention. The speaker gets upset because they prefer sight and
sound and believe the audience member isn’t paying attention to them or their
PowerPoint. Recognizing how your communication style interacts with another
person’s allows you to get your point across more effectively and appreciate the
motivations behind some of their unconscious behaviors.
We are showing which style was most dominant on a phone call. This can be
impacted by the topic being discussed, though over time the patterns emerge and
become a critical part of deep understanding of the way a person thinks about the
world around them.
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Observations about Isak Bosman
Spoke for about 15 minutes
Priorities: Data

Communication: Visual

Commitment Level:
Compelled

• They often enjoy collecting data, facts or information.
• Isak is the kind of person who appreciates details.
• When working with them, expect them to lean into confusing
situations.
• Isak is going to respond badly to those who seem too direct or
enthusiastic whenever they are making an important decision.

Advice for Agents and Lenders
• After an initial consultation make sure you show Isak homes
which satisfy their need for privacy.
• Highlight the home's small details.
• To expand their awareness, explore what is valuabe to them
beyond the home's square footage.
• Give Isak plenty of time to review the data before they make
agreements. Once they've made a decision they will rarely
backtrack.

How to follow up with Isak
• Now that the call is over you might be thinking of how to follow
up. Our advice is that you let them know how their contribution
will fix the problem.
• They respond well when you ask for their help to put the next
steps in sequence and they will deliver more than expected.
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Use Cyrano.ai Insights to
Select & Deliver Communication
ORDER:
• Protect Your Home From Burglars
COMMUNITY:
• Making the Move Easy on the Kids
INSTINCT:
• How To Stop Wasting Money On Rent
DATA:
• How Sellers Price Their Home
• 5 Mistakes Buyers Make
• 5 Mistakes Sellers Make
HOW TO DELIVER YOUR MESSAGE
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Making the Move
Easy On the Kids
Most often, a move represents an important step forward for the adults in the family
because of a new job, promotion, transfer to a different office, or financial success has
allowed them to buy a more comfortable house in a different neighborhood.
Moving from one house to another is seldom easy and enjoyable for adults (who chose
to move), and can be especially troubling for children (who prefer to stay where they
are). But if parents are mindful of their children’s concerns and needs, they can minimize
distress and discomfort.

A Move Affects Children and Adults Differently
People typically live in a house for about five years and then move on as their
jobs and incomes allow. Five years is a small percentage of an adult’s life,
but it’s half the lifetime of a 10-year old: It includes almost all the years he or she can
remember. It may be the only home the child’s ever known, and the place s/he feels most
safe and comfortable.
A house is much more than a place to live to children. It’s the center of their world,
associated with familiar activities, sights, and sounds. A move threatens a child’s security
and leaves something unknown in its place. Their friends, and the familiar streets, schools,
shops, trees and parks are gone. The new neighborhood is someone else’s world.
The impact of a move on a child starts about the time he or she first hears about it, and
often continues until the new house becomes home. It’s not necessary to tell young
children about this big change immediately, although they must hear about it from their
parents before someone else tells them.
Expect that your children may be even more distressed after the move. The new house will
not be comfortable or beautiful the night the moving van leaves, or for months after. The
furniture won’t fit the rooms, and the floor will be covered with half-unpacked boxes. The
children won’t know anyone at school and, if you move during the summer, they may
have little opportunity to meet others their age. They’ll need your help: Plan ahead to
support and comfort them and ease the stress of the move.

Easing the Stress of the Move
Young Children Have Special Needs

Describe the move in a truthful, positive way. Tell upbeat stories about the
benefits of the new house and location. Plan together to make the new setting feel like home:
•

Ask about their favorite activities (e.g.,
soccer), and plan to investigate youth
programs in the new community.

•

Ask what they like best about the present
house (e.g., the swimming pool) and assure
them that you’ll find a place for them to
swim in the new town.

•

Ask what they like best about the
neighborhood (e.g., their friends), and
make plans to invite the children on the
block to a Welcome To the Neighborhood
Party once you’ve settled in.

•

•

•

•

•

•

Young children need protection from fear
of the unknown. Listen carefully to their
concerns and respond quickly to relieve
their apprehensions. It’s normal, for
instance, for a young child to worry that his
or her toy box and shelf of stuffed animals
might be left behind. Uncover those
anxieties by actively involving your children
in the process.

•

Don’t just promise to let them decorate
their own rooms – take them to the paint
store and let them bring home color
swatches. Shop together for bedspreads
and towels and carpets.

Ask what they like the most about their
school (e.g., their teacher), and let them
•
know that you’ll request a tour of their new
school and a chance to meet their teacher
beforehand.
•
Ask what they like most about their
community (e.g., the video game parlor),
and assure them that those activities will be
available in the new location.
Use children’s literature. Books can help
children prepare for and understand
difficult situations. Story characters who
model successful coping strategies are an
excellent resource for children.
If the new home is too far away for the
entire family to visit, show the children
pictures of the house, yard, and
neighborhood. Videotape it if you can.
Include pictures of each child’s new room.
Ask the children to name the house with
an inviting description, like “Oak Hill,” for
the big trees and sloping lawn.

They must leave old friends behind. Plan a
going-away party and let them invite their
own guests to bring closure to that parting.
Take pictures of everyone and make a
photo album. If a child is old enough, send
him or her out with a roll of film in the
camera and the assignment to photograph
the scenes he’ll want to remember.

•

Give each of them extra screen time so they
can keep in touch with people who are
important to them.

•

Buy a stack of picture postcards that show
positive views of your new community and
encourage them to write messages to the
friends and relatives they left behind.

•

Try to pack children’s things last and include
them in the packing process.

•

Keep security objects such as a favorite teddy
bear or blanket close by. Keep your routine as
normal as possible. Regular eating and nap
times are important.

Encourage children to get outside and get to know the people and the neighborhood.
Encourage older children to distribute fliers for babysitting, lawn care, or car washing.
Encourage them to participate in school activities that appeal to them. Get them on sports
teams and into clubs. Throw a housewarming party for yourselves and invite all the adults
and children on the block.

Teenagers
Most teenagers see themselves as adult members of the family, and may
feel disrespected if they don’t hear about the move early in the process.
Also, they’ll need time to work through the ordeal of leaving their friends.
Ending relationships and saying goodbyes takes time, and is best done before the move.
Some relationships will be extremely difficult to bring to an end, and these will require
thoughtful, personalized planning. How, for instance, do you move a 17-year-old a
thousand miles from her steady boyfriend?
Even though teens seem more advanced in their social skills, they may worry a lot about
making friends and fitting in. Visit their new school and check out local activities and
employment opportunities for young people.
Communities have their own culture and way of doing things, and this is often reflected in
the way teens dress. How they look is really important to teens. Before spending money on
a new school wardrobe, your teen may want to observe what’s “in.” Purchasing a few new
outfits can often help a teen feel more comfortable.
It’s particularly important to let teens known that you want to hear about, and respect, their
concerns. Blanket assurances may seem to your teen like you’re dismissing his or her
feelings. It may help to explain that the move is a type of rehearsal for future changes, like
co l l e g e o r a n e w j o b .
At any age, get help if emotional problems arise. Ask a teacher for assistance. Consider
professional counseling. Don’t let a serious problem slide.
Eventually, the strangeness and temporary discomforts should diminish. New friends will
become good friends. The new house may become the family gathering place that your
grandchildren will visit on holidays. In the long run, everything will work out fine.
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Protect Your Home from Burglars
This article provides practical and effective techniques for securing your home and
protecting your family from intruders. The report highlights the safety of doors, windows,
alarm systems, and general security.

Doors:
•

Choose strong and sturdy solid wood or metal exterior doors.

•

Mount the hinges on the inside, so someone can’t remove your doors from the outside.

•

If there’s a mail slot in your door, make sure that it’s small enough to prevent a person from
reaching in and grasping the doorknob or lock. If you have a pet door, investigate ways to
secure the door. For example, there are now pet doors that open only when activated by a
microchip in your pet’s collar.

•

For sliding glass doors, install a pin where the frames overlap to prevent the door from
opening.

•

Change or re-key your locks when you move into a new or existing home. The former
owners (or tradespeople) may have shared their keys with others.

Windows:
•

Don’t use crescent or “butterfly” latches to secure double-hung windows; they can be pried
open easily with a knife. Use a do-it-yourself nail or bolt window stop instead. Drill the hole
for the stop at a slight downward angle to prevent a burglar from using pressure to jiggle
the pin out of the hole.

•

Laminated glass windows (which can be cut only from one side) prevent an intruder
from cutting glass to gain entry. Laminated security glass products can be customized
for virtually any application, regardless of requirements for heat-transfer, visibility, or
aesthetics. They are especially effective in front-door windows and sidelights.

•

Filming a window to reduce heat from direct sunlight does not make it stronger.

•

Lock windows when not in use.

Alarm Systems:
According to the FBI, homes equipped with centrally monitored alarm systems are 15 times
less likely to be targets of break-ins. These guidelines will help you choose one that’s right for
your security needs.
1. Determine how much protection you need.
The goal of a residential security system is to detect an intruder as early as possible, alert the
home's occupants to his presence, and scare him away before he does any harm. Progressive
layers of protection accomplish this goal. Imagine four concentric circles around your house:
•

Center circle: Your family and your most valuable possessions.

•

Second circle: The interior of your home.

•

Third circle: The exterior shell of your home.

•

Fourth circle: The property around your home.

For most people, a system that protects the second and third circles is both effective and
cost-efficient. This involves installing sensors on the windows and exterior doors, and interior
motion detectors as backup to the point-of-entry protection. The additional cost of protecting
the innermost circle adds spot protection for high-value areas, such as a security closet or safe,
and may include a 24-hour panic button. At the outermost circle of protection, motion sensors
let you know when someone enters your property. Unless you live in a remote or concealed
location, this protection may be more than you need when balanced against the equipment
and installation costs.
2. Decide how you want the system to respond.
At a minimum, include one interior siren to scare off the burglar and alert you to the situation.
You may want to add an exterior siren so your neighbors will hear your activated alarm. Some
systems include automatic, silent monitoring, meaning they send a signal to a central station
where operators notify the police, fire department, or security company.
3. Choose an alarm system.
A basic alarm system consists of a low-voltage electrical circuit with sensors installed on doors
and windows. When someone opens a door or window, it interrupts the flow of electricity
through a sensor and activates a siren or flashing light. Many systems also include motion
detectors. When something moves within the detector’s range, an alarm sounds.
Electronic alarm systems come in two basic types:
1. Wired systems (with concealed wires in the walls and crawl spaces) require running
low-voltage electrical wires from a master control panel to doors and windows, motion
detectors, keypads, and sirens.
2. Wireless systems use miniature radio transmitters instead of wires, and require very little
drilling and no special tools to install. You can take a wireless system with you when you
move. A wireless system is a better do-it-yourself choice.

Optional enhancements are available in both wired and wireless systems – from motion
detectors that can’t be tripped by pets to remote access that allows you to check the system by
phone from a distant location.
4. Compare prices.
Get bids from two or three reputable security companies in your area. Compare the
installation charges, annual inspection costs, and monthly fees (for monitored systems). Also,
check with your insurance agent to see if you’ll receive a discount for installing a certain type of
system.
5. Use it right.
Alarm systems are only a part of good home security. Make sure that all the people who live
in your home understand how to use your electronic system. Check your protective devices
periodically to ensure they’re in working order.

General Tips:
•

Pay attention to equipment that allows easy access to second-floor windows or
balconies. If you’re remodeling or painting the exterior of your home, put ladders away
at the end of each day.

•

Make it difficult for an intruder to hide; trim bushes and trees to allow maximum
exposure of windows and doorways.

•

Motion detection lights on all sides of the house make your home less inviting to
burglars.

•

Don’t hide your house key outside. If a family member habitually loses or forgets his or
her key, consider giving a set of keys to a trustworthy neighbor, or hanging the key on a
long chain that a child can wear around the neck.

•

Don’t enter if it appears someone has burglarized your home; call the police from a cell
phone or neighbor’s house.
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How to Stop Wasting Money on Rent
and Own a Home Instead
If you’ve always rented a place to live, buying a home can seem like a
monumental undertaking. This report breaks down this home buying
process into clear steps.

Seven Steps to Transition from Renter to Homeowner
1

Identify Your Needs and Wants
Begin your search by considering the kind of home you need and want. Write down your
specific requirements, such as the number of bedrooms, size of yard, floor plan, location,
schools, etc.

2

Determine How Much You Can Realistically Afford
Consider your budget and financial obligations. Decide what monthly house payment you can
really afford. Most mortgage consultants advise limiting your payment to no more than onethird of your net monthly income. If you’re unsure, contact your mortgage consultant to assist
with the calculations.

3

Get Pre-Approved By a Mortgage Consultant
When you know in advance the amount of loan you can obtain, you can focus on searching for
houses in your targeted price range. This can save you time when you find that perfect home,
because sellers favor buyers who are pre-approved.
Experienced mortgage consultants can let you know what specific loan programs are best for
you. By taking a look at your financial situation and credit history, a mortgage consultant will tell
you if you can qualify for the home you want and will find a loan that best suits your needs.
For the approval process, you and your mortgage consultant will complete the required
documentation and submit it to an underwriter. A pre-approval is an actual loan commitment
from a mortgage consultant or lending institution. This means that you definitely qualify for
a loan. Talk to your mortgage consultant about the costs and time involved to secure preapproval.

4

Work With an Experienced Real Estate Consultant
You can learn a lot about consultants by talking to them about their experience. In a short time,
you’ll be able to determine if they’re the right person to meet your needs.
Questions for Agents:
1. In what areas of town and price ranges do you specialize? (Keep in mind that some agents
specialize in only one area or one price range.)
2. My objective is to buy a house by ___________. How will you help me achieve this goal?
3. How often will you update me with new property listings?

5

Tips for Successful House Hunting
1. Keep an organized record of your research. Write down comments about the homes you
see. Keep track of your likes and dislikes and offer feedback to your real estate consultant.
Some buyers are reluctant to tell an agent what they really think of a house; they think the
agent might take it personally. Remember, the homes don’t belong to the agent!
2. Make sure your agent is aware of your time schedule and expectations. Do you like to look
at one or two homes per session? Four? Eight? Discuss this with your agent.
3. Tell your agent about any homes you see that interest you and that you’d like to know
more about. This includes homes you’ve "discovered" as you explore the area and those
advertised online.
4. If you like to spend time driving around by yourself looking at houses, ask your agent
for a list of drive-bys – homes to consider first from the outside. Your agent can make
appointments to show you the interior of the properties that appeal to you.
5. It’s important to know beforehand whom your agent represents. Some agents work only for
the seller.

6

Make a Purchase Offer
Work with your real estate consultant to determine the most appropriate purchase offer. Your
consultant will present the offer on your behalf.

7

Save on Your Initial Investment and Monthly Payments
There are only two major investments to consider when buying a home. These are the initial
investment, which includes the down payment and closing costs, and the monthly payment,
which includes principal, interest, taxes and insurance. Here are some things to consider.

Initial Investment
1. Consider a low or zero down payment loan. You don’t necessarily have to put 20% or even
10% down. You can pay 5%, 3%, or even zero down on some loans.
2. Some Lenders have programs to cover your closing costs. Ask your mortgage consultant
about them.
3. As part of your offer, ask your real estate consultant about the seller paying some of your
closing costs.
4. Shop around for your homeowners’ insurance. A little comparison shopping can save you
money.
5. You may be able to deduct money paid for discount points from your gross income before
computing your tax. See a CPA for more information.
Monthly Payments
1. Get a loan that doesn’t have monthly mortgage insurance premiums. You may be able to
reduce or eliminate them by paying a little more at closing. By putting 20% or more down,
you can eliminate them entirely. Talk to your mortgage consultant about other ways to
eliminate monthly mortgage insurance payments.
2. Take advantage of rate lock programs that are currently available. You can generally lock in
a low interest rate 30 to 45 days in advance. Secure an appraisal before you lock in a rate.
3. Remember that interest payments on a primary residential mortgage are fully deductible.
Your property taxes are also deductible. Tax rates definitely favor homeowners. Be sure
to declare both your mortgage interest and property taxes when you file your income tax
returns.
4. Consider an adjustable rate mortgage. Adjustable rate mortgages (or ARMs) can be as much
as 3% lower than fixed rates. Only choose this option when you’re in a position to refinance,
should the adjustable rate rise sharply.
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Big Mistakes
Buyers Make

And How to Avoid Them

#1 Mistake

#3 Mistake

Not knowing how much they can afford before
they make an offer.

Not realizing in advance whom the real estate
consultant represents.

The easiest way to avoid this mistake is to get preapproved for a mortgage by a Lender so you know
in advance exactly how much you can afford.

Most people think that the agent they’re working
with is working for them. But unless they’re working
as your buyer representative, they represent
the seller. There are different types of agency
relationships you can have with a Realtor, so make
sure you’re clear on your options.

Most pre-approvals are free and it will give you a
basis to make a more informed purchasing decision
when you find the house you like.

#4 Mistake

#2 Mistake
Not realizing that the wrong mortgage can cost
thousands of dollars in needless interest and taxes.
Check with your accountant before you make your
final decision on which mortgage you’re going to
choose. Your CPA can tell you what the long-term
effects will be on your income, your taxes, and the
equity you build in your home over time.
Most people aren't aware that with a standard 30year mortgage they’ll be paying two-and-a-half
times the amount of the mortgage in payments. With
some advance planning and a simple strategy, they
can cut the amount of interest they pay dramatically
and own their homes sooner.

Not discovering hidden defects before they buy a
home.
One of the most expensive mistakes is also one
of the easiest to avoid, by having a professional
pre-purchase home inspection. Don't get stuck
with a money pit. The cost of a professional home
inspection is usually a few hundred dollars, but the
peace of mind it can give you and the expense you
can avoid are worth thousands of dollars.

#5 Mistake
Not knowing how much their credit can affect their
ability to buy or refinance a home.
Before you buy a home, many of the clouds on your
credit history can be cleared up or even eliminated.
Your mortgage professional can help you review
and prepare your credit file in advance.

This report courtesy of:
(Insert Company Name and Contact Info)

5

Big Mistakes
Sellers Make

And How to Avoid Them
#1 Mistake
Using a Real Estate Agent Instead Of a ClientCentered Real Estate Consultant
When you’re looking for help buying or selling
property, it’s important to remember that the terms
“real estate agent” and “Client-Centered Real Estate
Consultant” are not synonymous. Being clientcentered means always placing the clients’ needs
first. A client-centered consultant will ask profound
and insightful questions. They are the type of
questions the typical agent might not ever take the
risk of asking. It is important to have an objective
outside source ask probing, intelligent questions
because discovering what is really important allows
the buyer/seller and consultant to appropriately
define the problems and differentiate all the
essential objects from the less relevant concerns.
Only then can the team work together to craft a very
specific strategic process to make the transactions
moves forward based solely on the needs of the
client.

#3 Mistake
Not Appreciating the Buyer’s Point of View
Unreasonable though it may be, a prospective
buyer would like to see a perfect home from top
to bottom and inside and out. To improve the
likelihood of an easy, fast and profitable home sale,
we suggest that you attend to the following items:
On the outside
1.

Sweep the front walkway.

2. Remove newspapers, bikes and toys.
3. Park extra cars away from the property.
4. Trim back the shrubs.
5. Apply fresh, clean paint on your home, wooden
fence, and outbuildings.
6. Clean windows and window coverings.
7. Maintain sprinkler systems.
8. Maintain sealants around windows and doors.
9. Make sure roof and gutters are clean and in
good condition.

#2 Mistake
Failing to Maximize the “Curb Appeal” of Your
Home
When you’re preparing your house for sale,
remember the importance of first impressions. A
buyer’s first impression can determine whether
they’ll choose to look inside. It’s estimated that
more than 50 percent of shoppers decide to
purchase a home even before they get out of their
car. With that in mind, be sure to stand outside
your home and take a realistic “fresh look.” Then
ask yourself (and your Realtor) what you can do
to enhance the “curb appeal.” It could make a
significant difference in your final sales price as well
as the speed of your sale.

10. Mow the lawn frequently and plant flowers.
11. Keep pet areas clean.
12. Take down out-of-season decorations.

OLD RULES, NEW RULES:
Lead Conversation Video Scripts
INTRODUCTION
Before we meet there are a couple things we have to talk about, because buying a home
today is a new game being played by new rules because home prices are soaring and
houses are selling in hours rather than in days, weeks and months, and in some areas
there are
buyers for every ONE home available.
If you go out shopping for your new home and play by the old rules, then you’re going to
be deeply disillusioned, disappointed and maybe even depressed.
But here is the good news…
Smart people who are successfully winning and getting the home they want are playing
the home buying game by a new set of rules, while the people who are playing by the old
rules are losing out - over and over again. So before we meet, I want to share with you a
few of the new rules that the winners are using, that the losers are not.
Before we meet, watch the next three videos and learn the new rules that will give you
the unfair advantage.

VIDEO SCRIPT 1

Time is more valuable than money.
OLD
RULE

Take your time shopping and do everything possible to negotiate the lowest
purchase price possible.

NEW
RULE

Do everything possible to get a deal done because by the time you start living in
your new home, it is worth more than you paid for it.

Listen carefully, smart buyers who play by this new rule “time is more valuable than
money” realize that right now, homes are more affordable than ever because interest rates
are at historic lows and even though prices are high, homes are more affordable than ever
because house payments are lower than ever.
The new rule is: Do everything you can just to secure the deal today, because home values
are increasing by thousands of dollars and chances are, by the time you start living in your
new home, it is going to be worth more than you paid for it.
In the next video I’ll share a strategy that will show you how to win the bidding war without
making the highest bid.

VIDEO SCRIPT 2

Agreements are no longer made on price alone;
they are made on terms and cemented with price.
OLD
RULE

Buyer signs a contract and the deal closes in 30 to 45 days, and then
the seller moves out.

NEW
RULE

The more a seller values comfort and certainty, the less money you have
to offer to win a pricing competition.

One of many example of this new rule is… be willing to become a temporary landlord for as long
as it takes to make the seller feel good, which means after you close you might let them stay
rent free - for a month, maybe two, or maybe longer with a rent back. The new rule is you’re
buying their comfort with time so that they can use that time to find a place, lock it up, close
their escrow, and then move comfortably.
REMEMBER THE NEW RULE: Agreements are no longer made on price alone; they
are made on terms and cemented with price.
When we meet, I’ll show you different examples that appeal to sellers. Time is just one.
Watch the next video for new rule #3. This one will give you even more of an unfair advantage!

VIDEO SCRIPT 3

Get your loan done first.
OLD
RULE

Get a mortgage pre-approval letter and start looking for your dream home.

NEW
RULE

Get your financing 100% completed before you start looking at houses.

This old rule has been in place for decades, but the problem is… it does not work anymore.
In today’s markets, mortgage pre-approval letters fail miserably - almost every time! It
is actually good news, for you, that most buyers out there are still playing by the old rule,
because we’re winning by adapting and creating new rules.
The new rule is to get your financing 100% completed before you go shopping, and you have
the power to win against multiple offers.
The new rule is speed wins in competitive situations because when your loan is done first, you
can close as quickly as a cash offer… and weeks quicker than your competition with mortgage
pre-approvals.
When we get together, I will go into greater detail on how we will get your loan funded before
the competition begins, because you want to be prepared when you find your dream home.
I’m super excited to guide, lead and protect you, and give you all the new rules that will give
you the unfair advantage. I’ll see you soon to discuss all the new rules in the new game.

