Tip of The Iceberg
“I don’t want to discourage you, but I want to tell you something that may really discourage you, even hurt your feelings, is that alright?”

They Answer . . . “yes.”

“ What I have to tell you is that you will probably never find the home that you are looking for, the home that is meant for you, should be yours, and would you like to know why?”

They Answer . . . “why not?”

“Well, if I’m reading you right you’re going to open houses and calling on ads, is that about right?”
They Answer . . . “well yes.”

“You see when you go to an open house, you’re seeing a home that hasn’t sold right away, the agent has time to hold an open house that means that a lot of buyers have been exposed to that home, but no one has purchased it, see what I mean? When you call on ads, ads are run on homes that haven’t sold yet, they are homes that buyers have seen and passed up for other homes.  Starts making sense doesn’t it – the worst part is you will probably never see the home your looking for, that’s because that home is sold before the sign goes up, before the ads are written, and before there are any open houses.”

“Get the picture?”

“Have you ever seen an iceberg, or a picture of one?”

“I saw a picture once.”

“Picture and iceberg, you know how the top is sticking out of the water?”  They answer “yes.”  You go on, as you graphically illustrate with your hands, stand up if at all possible . . .”Well that’s the ads and open houses, under the water there is this huge mass of ice, this huge hunk of ice that represents all of the homes that you will never see. In that mass of ice under the water is your home, the home you’re looking for, see what I mean?”

“The home you’re looking for is going to be sold to a direct client.”

Wait for a facial response, or verbal.

“Would you like to know who the Direct Clients are?”

They usually nod or say “Yes!”

“Direct clients are buyers that we have been working with, they have been pre-approved and pre-qualified for a loan, and all they have to do is find the home they want.  When homes are first listed we look on the MLS in morning, Mid-day, and evening, they know about them right away, direct clients are clients that have Buyer/Agent agreements signed, they are the first ones to see the really good homes.”

“Discouraging isn’t it?”

They usually respond with . . . “yes!”

“What you need to do is become a Direct Client, would you like that?
They say “I think so.”

You say . . . “to become a direct client you have to decide to work with one real estate agent, get signed up on an Exclusive Buyer, Agent Contract, then you’ll be seeing all of the homes when they first hit the market, is that something that you would like?”

“Let me pre-qualify you right now, then I’ll have a lender pre-approve you for a loan, and if we like each other we’ll decide that we want to work together and we’ll get a Buyer Agent Agreement between the two of us.  You’ll be in your new home in about a month, how does that sound?”

“I’ve got the feeling that you and I are going to work really well together, that you will be finding your home very soon.”

