Buyer’s Consultation Questions
Key questions to establish rapport and understand client needs
Building Rapport
1. Greet the client and introduce yourself. Ask them how much time they have. Set the tone for the meeting. 
Learn about their history
1. Where are you living now? Do you own your current home? How long have you owned it? Tell me a little bit about it. 
2. About how many homes have you owned in your lifetime?
3. When you purchased your current home, how did you find it? How long did it take? 
4. How did you like that process? Is there anything you wanted to change? Is there anything that you wish could have been done differently?
Present your Buyer’s Process and Qualifying Process
1. Let’s start with what you have so far. Have you been looking at any homes in particular?
2. What was it about this property that attracted your attention?
3. Have you driven by or gone inside any of these homes?
4. I’d like to start narrowing down some of these options, what are your thoughts on…
a. Off market properties
b. New Listings
c. New Construction
d. For Sale By Owner
5. Okay, great. We have a solid set of parameters to start with. The next step is to narrow these down a bit further. We’ll begin by reviewing a broad range of listings. Some we’ll visit in person, others we’ll look at online, and a few we can likely eliminate right away. This is a process of elimination with the goal of identifying the homes that best fit your needs. Once we have a short list of favourites, I’ll complete a market analysis on each one to ensure we have a good idea of what the value is should you want to make an offer.
6. Now I want to understand whereabouts you are in the buyer’s journey. On a scale of 1 to 10, how ready do you think you are to buy a home? 10 being I have the perfect home in mind, I know exactly how I’m going to afford it, and I have everything packed up and ready to move tomorrow. 
Determine their wants and needs
7. If it is alright with you, I’d like to do a little exercise. I want each of you to write down a list of things you want in a home. After you’ve made the list, put a star next to the three items that are most important to you. 
a. Is there anything that would be a must-have?
8. Ask them why they starred those specific items. Are they a need or are they a want? Wants can disqualify a property that may otherwise meet their needs and they should be cognizant that not everything can be found in one home. It’s more generally like 85% of items that they want can be found and 15% not. 
Determine how much they can afford
9. Are you paying cash or getting a mortgage? 
10.  (If unsure) Would you like to meet with a lender for a second opinion?
At this point, the buyer will likely need to schedule a meeting with the broker. At this point, you should begin putting together a list of parameters for an MLS search for the client. 
When you do meet with your client again, show them what’s selling. Not just the actives. This is important for them to get an understanding of what the market is like. 
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