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When a person, asks, “So what do you do?” you need to ask them a question to engage them. 

An example is, "Well, you know when people are buying or selling a home how nervous and stressed out they can get?” Pause and let the other person respond with a “yes”. Then you say, “Well I take care of all the details and paper work, I hold their hand through the process and make the whole thing a relaxing, enjoyable experience for my client. My name is _____________, and I’m a real estate agent with __________.

(You didn’t talk about yourself.  You showed that you have a thorough understanding of the issues and problems people face when buying or selling a home.  You have provided specific solutions to the client’s problems).


Direct Approach:

"I help (type of prospect) who have a (problem you fix) achieve (desired result) without (common pain or inconvenience).

Do you know anyone who (summarize your real estate services mentioned above)?"

Indirect Approach:

"You know how some people have a problem with (problem selling or buying a home)...?

Well, I offer a way to solve that with (buyer or seller solution leading to your real estate service)
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