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Introduction

Are you a residential real estate agent? If
you are, this book is for you. This book contains a lot of
information that you could pass onto your clients. In doing so, you
can have a better working relationship with them. There are also
promotional pieces that you can use to mail or email to your
clients. All of these pieces and information had high results.
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Client/Agent
Relationship

Since the Minnesota Legislature passed
legislation (October 1993) permitting real estate agents to
directly represent buyers and/or sellers, buying or selling a home
is a much more pleasant experience, especially if we work together
in a systematic and efficient manner using one Realtor.

 Helpful Hints in
Working with Your Realtor

It is most effective and in your best
interest to make an agreement to work with only one Realtor. It is
my wish that your agent of choice would be me, [agent name].

The MLS System allows you to contact just
one Realtor of your choice and to still be provided with access and
information on every home on the market.

Your agent should not pressure you to buy
any particular home. By working with only one agent, you may choose
the home you really want. I will supply you with all the
information on all homes that are available in your price range
(and of course, on those homes you select). I will provide you with
the information necessary or make you own well-informed decision.
If you should see signs or ads that appeal to you, you may call me
at any time to receive efficient information (no matter who else
has the home listed).

Explain yourself only once. You only need to
tell one agent (me) what you’re looking for in a home. I will then
keep a close watch as new listings become available. By knowing
your specific needs, I am able to present to you the “perfect” home
for you.

You save valuable time because I can show
you detailed information sheets on all the homes available that are
listed by every agent of every company. You may then make a list of
the homes you would like to see, and eliminate those which would
not meet your needs. I save you gas and valuable time that may
otherwise have been spent just driving around. I will then set up a
“tour” of the home you’ve selected, allowing you to view them at
your convenience in just one afternoon or evening.

I can also show you another company’s “open
house”. However, if you go to an open house or see a non-open house
with another agent without me being present, I generally cannot
help you to negotiate an offer on that particular property. Please
remember that Realtors are strictly commissioned sales people. For
the time, energy, and professional experience that your agent has
given to aid you in your search, please return that consideration
with your loyalty.

 Open Houses

Please call me and allow me to research any
homes that you may find of interest, and I will set up a private
showing for you. I also have access to information that may not be
available in a newspaper ad or that you may not receive from the
listing agent. I am here to service you as a buying agent.

 Ads in the
Paper

Again, it is important as you read through
the paper that if you should run across something appealing, please
call me (whether it is an open or a non-open). I will arrange for a
private appointment for you to see the home at your
convenience—with me.

 For Sale by
Owner

If you see a “For Sale by Owner,” I can get
permission from the owner to show you that home. We all have a
common goal: to service you--the buyer. The owner wants his home
sold, and I can protect you with a private showing.

* I will help you to find the best home for
you.

* I will help you find the best financing
available.

* I will follow the transaction to assure
you of a relaxed closing, and will be there to answer any questions
you may have.

* I will help you negotiate your purchase,
help you obtain a mortgage, answer all your questions, and guide
you all the way through moving day.

* My only request of you is that I have a
sincere commitment that you will not go through open houses or talk
to other agents without me. Thank you!



Establishing
Our Working Relationship


Multiple Listing Systems (MLS)

Realtors share listing information through
the MLS so that all buyers have a fair opportunity to see all
properties. Sellers gain maximum exposure to their properties by
use of this system. Whenever any Realtor lists a home, it is
entered into the MLS books. Some sophisticated MLS computer systems
allow Realtors to enter their prospect’s search parameters in the
computer so the Realtor can efficiently check every day to see if
any new properties have come on the market. Likewise, the MLS
system allows the buyers access to past sold information that will
educate them on the state of the market. It is usually through the
MLS system that buyers find the right home.

 Open Houses

In an effort to attract buyers, sellers
allow Realtors to hold their homes open. Typically, these are held
on Saturday and Sunday afternoons. The Realtor who is taking the
time to hold the house open is paid a commission when someone walks
in and subsequently buys the home. Therefore, it is critical that
buyers understand open houses are not as “open” as they appear.

When you have selected a Realtor to help you
find a home, some general guidelines apply.

1. The selling Realtor can call the open
house Realtor and ask permission to send the buyers through (should
the selling Realtor be unable to accompany the buyers). Typically
the open house Realtor is more than happy to do this. WARNING:
Should buyers walk into an open house without the selling Realtor
[agent name] they are most likely to be on their own with whoever
is holding the home open. The selling Realtor [agent name] will
generally receive little or no commission, and everyone loses.

2. Open houses are available because they
did not sell during the week. The best homes typically do not make
it to the open house, so why go to opens?

3. Open houses occur on weekends, which is
leisure time. Why not have your Realtor [agent name] work full time
for you so you can have the weekends off?

 For Sale by
Owners

Remembering that buying a home is a process
and that the Realtor is there for the buyers at all times, a few
words need to be said about For Sale By Owners.

1. When you see a For Sale By Owner, have
your Realtor approach them for a showing. 99% of the time they will
compensate a Realtor and allow a showing.

2. By having your Realtor show you the home,
you now have someone you can negotiate with, rather than going
face-to-face with the owner. Remember the adage from the law
profession. “A lawyer who represents himself has a fool for a
client.” Don’t be a fool.

3. Your Realtor can preview the For Sale By
Owner and tell if it is worth seeing, saving you valuable time.

Both buyers and Realtors are looking for the
right home. While only the buyer knows if it is actually the right
home, the Realtor knows all the intricacies of negotiating and
closing a successful real estate transaction. Together they form a
team that enables the buyers to find the right home.

A couple of final notes. Because it is a
team effort, we like to encourage buyers to drive through areas of
interest to see if there are any homes that they like. If it is
listed, tell your Realtor the address and they will show the home.
If it is not on the market, we encourage Realtors to call the
owners and ask them if they ever thought of selling. Surprisingly,
some owners have thought of selling and they are receptive to
having their home shown. The point here is that the Realtor needs
the buyers’ help in finding the right home, and buyers who are
active participants usually get the best home.

The Point
is: IF you see any home you like—on the
market, listed by [agent’s company] listed by any other Realtor or
real estate company, a For-Sale-By-Owner home, or any house you
like, even if it is not for sale, call [agent name]!


 Our Only Source of
Income is Commission

Time, For Us, Literally, is Money

A Story:

A buyer, who was a good friend of a Realtor,
an acquaintance of mine, called this Realtor, and exclaimed,
“Frank, you’re going to be really happy for us! We just found the
perfect house!” Frank was very happy. After all, not only did he
want his friends in a nice house, but by this time, he had invested
around 20 hours a week for five weeks in his friend’s (his
client’s) house search. Frank said “Great! When should we view the
home and write the offer?” His friends replied, “We don’t even have
to do that! We saved you that time! We already viewed the home with
the Realtor holding the open house, and wrote the contract that
day. And it’s been accepted! We knew you’d be thrilled for us!
Plus, we don’t have to waste your time looking at houses
anymore!

Now, the moral is: was Frank thrilled? Or
would he have appreciated (or needed) being paid for his 100 hours?
Frank wasn’t wasting his time (before). He was investing his time
working for his clients.

The fact is–in this business–no matter how
much time any Realtor has invested in a client, the rules are that,
the Realtor who shows the client the home, and writes the contact,
is the person who gets paid! Frank got zero ($0) for all his work.
And he went home to
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