Serious Buyer Script
I want to go over what I call a Serious Buyer Script. For those of you out there that are running classified ads or magazine ads, or you’re getting leads off your Web sites, this is a script that I want you to keep in mind. I can tell you from experience, if you answer any questions over the phone to a buyer, you are never going to convert them; so you have to get control of that buyer right up front. 
Now, keep in mind when you are talking to people, when somebody is calling off a magazine ad, Web site, or a classified ad, all they want to know is what the price of the home is and where it is located.

But if you give them the price of the home, and you give them the address or any other information about that home before you ask very important questions and determine their motivation levels, you will never get conversion.

When somebody calls up and asks you, “I just want to know the address of that home you have advertised in the paper,” or, “I just want to know the price of that home you have advertised in the magazine,” here’s how I would handle it.
“Great, let me find that information for you, Mr. Buyer. While I’m doing that would you mind if I’m very direct with you? Would you mind if I just get to the point?”

And they always say, “Yes, no problem.”

“Well, Mr. Buyer, I’ve done this for a long time. I’ve talked to a lot of buyers over the years and there’s one thing that I really have come to understand. There are serious buyers and then there are just people out there just kind of looking around. Here’s where I need to be direct with you. A serious buyer will look at all the homes available for sale.

“They just don’t want to see one home; they want to see everything in their price range, and their characteristics, and their little logistics and their location, all of that. A serious buyer has no problem getting pre-qualified; they’ll talk to a lender any time because they really want to know what they can afford based on payment and amount down, interest rates and all that stuff.

“A serious buyer will work with one agent and one agent only. Quite honestly, and this again is where I need to be direct with you, a serious buyer is looking to buy in the next 30 to 45 days. Now given all of those statements, would you categorize yourself as a serious buyer at this particular point?”

Now, what happens at least 85% of the time? That buyer is going to come back and say, “No, I’m not a serious buyer. We’re not buying until next September,” or, “No, we’ve already been pre-qualified. We don’t want to talk to any other lenders,” or, “No, I just want to know the one price on that particular property, or that address. That’s all I care about. I don’t want to see 15 other homes.”
Or, “No, there’s no way I’m only working with one agent. I don’t want to be tied down to one agent. I don’t want one agent working for me. I just want to work with the agent who has all the homes listed.”

So whatever they tell you at that point, your comment to them is, “We probably don’t have a match and I probably can't help you. You need to find your information somewhere else.” And do it in a nice way. This is why I want you to learn this serious buyer script because I have a lot of agents in my program that think the way they’re going to get conversion is by being helpful to people up front, by answering questions upfront.

I can promise you, although this sounds rude and to the point and blunt and over the top, if you don’t take them through something very similar to this Serious Buyer Script, you’re going to waste a lot of time and energy with people that won't be loyal to you, with people that have financing problems, with people that are on a motivation scale of one to ten – a two or a three. 
I don’t want you doing that because all I care about is money making activity. When you are on the phone with those 85% of the people that won't jump through those three or four hoops, you’re not in money-making activity. You are in waste of time kind of activity.

