[image: image1.jpg]THE HERSHMAN GROUP





Section Four

Scripts/E-mails

Introduction

Questions to Ask Rate Shoppers
4.1

Questions to Ask a Real Estate Agent
4.2

Questions to Ask a Home Shopper
4.3

Refinance Call Questionnaire
4.4

Refinance Script—B Credit
4.5

First Time Homebuyer Script
4.6

Refinance E-mail
4.7

First Time Homebuyer E-Mail
4.8

[image: image2.jpg]THE HERSHMAN GROUP





Section Four‑Scripts/E-mails

Introduction

All the marketing in the world will not help if we do not sell people when we speak to them over the phone and/or when we meet with them face-to-face. We know people will call us and ask what is your rate? We also know that giving them a rate is the last thing we want to do at this point. We want to find their needs, meet those needs and start developing a relationship. We want the call or meeting to be a beginning point—not an end. 

You would be surprised to find out how many loan originators or brokers just do not know what to say after that infamous question is asked. We do not know how to confidently gather the information for a needs assessment in an organized fashion. How can you persuade someone to do business with you if you do not present yourself in a confident fashion? 

This Marketing Kit would be incomplete without sales materials to help you handle the calls that will be generated by the many letters, flyers and newsletters presented in this book. The ultimate synergy? Saving time and money. If you spend your money making the phone ring, do not start over again and again by not converting the calls. 

Want to take advantage of even more synergy? Provide the questions to ask home shoppers to your most important referral sources--Realtors( and builders. The true definition of synergy is to provide value to those you are serving. 
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