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Initial Conversation 

 After receiving a client lead, a VIP Realtor should respond by calling the client back right away so 
that they can establish a rapport, find out the client’s needs and tell them the VIP Story. 

 Your first conversation with a client is likely to be a lengthy one, sometimes lasting 20 minutes 
or more, so it’s important to make sure you have time to talk and find out if the client has time to talk.  
Ask them if they have a moment, and if they don’t, offer to call them back.  Get a specific time to call, 
and then call when you say you will! 

 It is important when talking to clients to smile, (even when you’re on the phone) be upbeat and 
enthusiastic about VIP Realty.  If you are enthused about your company, they will become enthused 
about it and be more likely to tell others about you.  Nobody wants to hear about your problems or if 
you’re having a bad day.  So, keep personal talk out of your conversation with clients.  Be polite, 
professional and confident when talking to clients – and don’t forget to smile! 

EXAMPLE OF AN INITIAL CONVERSATION: 

VIP Realtor: Good morning (afternoon).  This is (your name) with VIP Realty and I am the agent working 
in your area.  I’m just calling to introduce myself and see how I can assist you.  I understand you put in a 
request for more information on our website and you are interested in (address they viewed). 

Client: That’s right… 

VIP Realtor:  Looks like a nice property…do you mind telling me where you are in the home buying 
process?  Are you currently working with a Realtor?  [You will want to find this out, because if they are 
already under a Buyer’s Representation Agreement, it makes no sense to go any further in the 
conversation.  But just because they have seen a property with an agent, doesn’t mean they are being 
represented.  If they have not signed a Buyer’s Representation Agreement, they are free to work with VIP 
Realty.] 

Client: Well, we’re really just starting…I was looking around for homes on the internet the other night 
and came across your website… 

VIP Realtor: We’re glad you found us!  Did you have a chance to read about how VIP Realty works? 

Client: A little bit, but I don’t understand it at all… 

VIP Realtor: Do you have a moment to talk? 

Client: Sure… 

VIP Realtor: Let me tell you a little bit about our company, VIP Realty.  We are a full-service real estate 
company, but we’re different than how you think of most traditional real estate companies.  And the 
difference is, when you use us to buy any home that’s for sale, we’re going to pay you 1% cash back.  For 
example, if you bought a $100,000 home, after closing we’ll actually PAY YOU $1000.  Most real estate 
agents just give you a house plant or a gift certificate for dinner but we’re actually going to put a 
significant amount of cash back in your pocket. 

Client: Really? 
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VIP Realtor: Yes…and let me emphasize that I mean we’ll pay you cash back on any home that’s for sale 
out there…doesn’t matter which company’s sign is in the yard.  In fact, when you drive around and see 
those signs in the yard, keep in mind that agent is working for the seller.  In fact, we can also get you the 
rebate with new home builders and in most cases, even with For Sale By Owners.  With a new home 
builder, if you’re out driving around, feel free to look at their model homes…just be sure to let them 
know you will be represented by a Realtor and if you register with them, be sure to put down my name 
as your Realtor, because I can still get you that cash-back rebate.  Or, if find a new builder home you are 
interested in, just call me and I’ll meet you there, at the builders to represent you and get you the 
rebate.  The FSBO owner does not want to pay 6% to sell their home but is normally willing to pay our 
low 3% commission if we can bring them a qualified buyer and then we can give you the 1% rebate.  If 
you’d like to  see the inside of any house that catches your eye, I’ll give you my cell phone number to 
keep handy, so you can give me a call at any time and I’ll set up an appointment for us.  Are you 
currently leasing or do you own your home? 

 

KEY ELEMENTS THAT NEED TO BE INCLUDED IN INITIAL CONVERSATION: 

1. Try to set up a face-to-face meeting with them by arranging a showing for one of the properties 
they are interested in.  Studies show that 70% of buyers work with the first agent they meet. 

2. You will represent them as their exclusive buyer’s agent, represent their interests and only you 
(as a VIP Realtor) will pay them to buy a home by giving them a 1% cash back. 

3. You can get them the rebate on ANY home they want to purchase (over $100,000).  That 
includes re-sales, new construction, FSBOs, lots and land. 

4. Be sure to leave them your direct line and let them know they can call you anytime. 
5. Thank them for their time, confirm their email address, and let them know you will be emailing 

them your contact information. 

Use your best judgment on how long to keep the conversation going.  If the client seems interested and 
inquisitive, you can tell them more.  At some point, either in your initial conversation, subsequent 
conversations or after you meet the client for the first time, you will want to work in key points about 
the VIP Efficiency Model.   


