Scripts: LPMAMA
Guide to things you should cover in a conversation with potential clients. Stop the search. 
L (Location): Aim to identify the preferred living areas of the potential buyer & other criteria
P (Price): Inquire about the buyer’s comfortable price range and how they arrived at that figure
M (Motivation): Seek to understand the buyer’s timeline for moving, their current living situation (renting or owning), and any related needs (like selling a home). 
A (Agent): Check if the buyer is already working with another agent and how they’ve been searching for homes. 
M (Mortgage): Ask about the buyer’s mortgage pre-approval status and offer assistance with finding a lender if needed. 
A (Appointment): Schedule an in-person meeting to discuss the home-buying process, market overview, and viewing of properties

Build Rapport
· Authenticity – be authentic. Smile  
· Empathy – get people to talk about themselves
· Similarity – Find common ground
· Shared Experience – spend time with people and your affinity for one another will rise


Introduction:
Hello _____________! This is ____________ with pembertonholmes.com. 
I see that you are looking at some homes in _____________.
What features have you seen that you like the most?
<Pause>
What questions do you have? I would like to better understand your home buying situation to serve you better. 

L – Location
Where do they want to live?
The you are looking at is located in the ________________ neighbourhood. Is that the area you are looking to buy in?
Yes – Great! What is it that you like about that area?
No – Great! What other areas are you looking to buy in? Just out of curiosity, what is it that you like about those areas?
Other Home Criteria
What do they want in their next home? 
How many bedrooms are you wanting to have in your next home? Bathrooms? How do you feel about your kitchen, basement, laundry room, garage, etc. 

P – Price
How much can they afford?
The home you are checking out are listed in the $___________ range. Is that the price range you are looking to buy in?
Yes – Okay, great! How did you come up with that price range?
No – So, what price range are you more comfortable buying in? Just out of curiosity, how did you come up with that price range?

M - Motivation
When can they move in?
Do you currently rent or own your home?
Own – Will you need to sell your home before you buy a new one?
Yes – Okay, we can help with that as well. Is it currently listed with anyone? Great! Ideally, when would you like to be in your new home?
No – Okay, what will you do with your home?

Rent – So are you in a long-term lease or are you month-to-month?
Month-to-month – Wonderful! Ideally, when would you like to be in your new home?
Long-term – Okay, great! When is your lease up? Great! If you found the perfect home today would you be able to get out of your lease early?

A – Agent
Have they signed a buyer representation agreement with another agent?
How long have you been looking for a new home?
How many homes have you seen the inside of?
Excellent! How have you been seeing homes? Are you going to open houses, knocking on doors, or having an agent show you?
Agent – Okay, great! Are you calling signs and having the listing agents show you the homes, or do you have an exclusive agreement with an agent?
Exclusive Agreement – Perfect! Smart move! If you see anything on my site, please make sure to notify your agent!
No – Okay, so you’re not working with one agent exclusively yet?

M – Mortgage 
Have they been pre-approved?
When you buy your home, will you be paying cash, or will you need a mortgage?
Mortgage – Great! Have you spoken with to someone about getting pre-qualified for a loan?
Yes – Wonderful! Who are you pre-approved with? So you already have the pre-approval letter, right?
No – Great! I highly recommend doing that. Many sellers won’t even consider an offer from a buyer who is not already pre-approved. I know a lender who would be a really great fit for you! They are great explaining the entire loan process and let you know exactly how much house you can afford, even if you decide not to use them to obtain your loan. Is this the best number for them to reach you?

A – Appointment
Set it!
Based on the information you have given me, here is what I recommend we do:
Let’s meet to go over the home buying process so you are ready when the time is right and do a complete market overview of the areas you’re looking to buy in. 
The let’s get you inside some homes in _________ that meet your criteria. Since I specialize in the area you are looking in, this will give you the edge in today’s market. Do weekends or weekdays work best for you? Mornings, afternoons, or evenings? Great!
Are there other decision makers who will be joining us?
Do you have something to write my address with? Great! We will meet at ______________. I’ll send you a text and an email with this address and my contact info. Let me confirm your email _____________. Is this one you check regularly? Great! I look forward to meeting you. Have a great day! 
