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Half-Hour Hustle : How to W.O.W.
Buyers in the first 30 Minutes

What you do right after the first call sets you apart. This checklist is your guide to working the angles, digging in, and
coming back with value—fast. Use it to show them you listened, you care, and you're making their search easier.

1. Video Introduction

How to Wow:
Record a short, personalized video introducing yourself, referencing specific details from your conversation.
Keep it under 1 minute, and send it via text or email to make a personal connection.

o Example: “Hi Alex, it’s Sarah with Prime Realty! | loved hearing about your search for a craftsman-style home.
I’ve already started pulling options to share with you soon!”

Why it Wins: It humanizes the interaction, builds rapport quickly, and sets you apart from the competition.

2. Customer-Generated Addresses (CGA’s)

How to Wow:
Provide detailed insights about the properties buyers expressed interest in during your conversation.
Highlight key positives like seller disclosures, renovations, or unique features.
o Example: “Hi Alex, about the home on 456 Oak St., | wanted to mention the seller recently upgraded the HVAC
system-it’s a great bonus for energy savings!”

Why it Wins: It’s easier to meet customers at homes they already want to see.

3. Curated Off-Market Options

How to Wow:
o Share exclusive or coming-soon listings tailored to their preferences.
o Highlight your network and connections as the source for these opportunities.
o Example: “l just learned about this off-market property that fits your criteria—let me know if you’d like to see it!”

Why it Wins: Sharing actionable insights early positions you as an expert while respecting the buyer’s pace.

4. Personalized Market Insights

How to Wow:

o Summarize relevant market trends like average prices, inventory, or days on market.

o Focus on providing practical information without being overly pushy in early conversations.

o Example: “Homes in your area are selling quickly—let’s work together to find the right fit at the right time!”

Why it Wins: Sharing actionable insights early positions you as an expert while respecting the buyer’s pace.
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5. Neighborhood or Lifestyle Guide

How to Wow:

o Share highlights of the area, such as schools, parks, restaurants, and commute options.

o Tailor recommendations to their preferences, like family-friendly neighborhoods or vibrant social scenes.
o Example: “l thought you’d love this guide to nearby schools and parks—let me know what catches your eye!

Why it Wins: Helping buyers envision their future lifestyle makes their decision easier and more personal.

6. Professional Welcome Kit

How to Wow:
o Create a polished PDF or email that packages your process, expectations, and resources.
o Include links to curated tools like financing partners or buyer tips, but avoid duplicating other checklist items.
o Example: “Here’s everything you need to get started, fromm home search to trusted lender recommendations.”

Why it Wins: It builds instant credibility and establishes trust through the experiences of others.

7. Home Buyer Checklist

How to Wow:
o Build a simple, step-by-step guide covering budgeting, pre-approval, wish list, and preparing for closing.
o Organize the information thoughtfully before sending it to the client in a professional format.
o Example: “This checkilist is simplifies your journey—let me know if you have any questions about the next steps!”

Why it Wins: Simplifying the process reduces stress and shows your value as their guide.

8. Social Proof

How to Wow:
o Share client testimonials, success stories, or a link to your glowing reviews.
o Use examples that align with the buyer’s concerns, such as first-time buyers or relocations.
o Example: “One of my clients recently found their dream home in just two weeks—here’s how we did it!”

Why it Wins: Stories and testimonials build trust by proving your credibility through others’ experiences.

9. Mortgage and Financing Guide

How to Wow:
o Provide clear explanations of financing options, pre-approval steps, and trusted lender referrals.
o Address common concerns like interest rates or loan types in a way that’s easy to understand.
o Example: “Here’s a guide to help with financing—plus my top lender recommendations to make things easy.”

Why it Wins: Helping buyers navigate financing builds trust and eliminates a major stressor.

10. Moving or Transition Checklist

How to Wow:
o Provide a practical guide for moving, including tips for utility setup, address changes, and hiring movers.
o Offer local referrals for movers, cleaners, or organizers to make the transition seamless.
o Example: “Here’s a moving checklist and a few trusted local vendors to help your transition go smoothly.

Why it Wins: Showing care for the entire journey makes clients feel supported from start to finish.
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