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Notices

While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, we do not 
guarantee their accuracy now or in the future. KWRI makes no express or implied warranties with regard to the 
information and programs presented in the course, or in this manual, and reserves the right to make changes 
from time to time. 

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you 
understand how Keller Williams calculates profit sharing contributions and distributions under the MORE System, 
how Keller Williams determines agents’ compensation under the Keller Williams Compensation System, and how 
other aspects of a Keller Williams Market Center’s financial results are determined and evaluated. Any exercises 
are entirely hypothetical. They are not intended to enable you to determine how much money you are likely to 
make as a Keller Williams Licensee or to predict the amount or range of sales or profits your Market Center is 
likely to achieve. Keller Williams therefore cautions you not to assume that the results of the exercises bear any 
relation to the financial performance you can expect as a Keller Williams Licensee and not to consider or rely 
on the results of the exercises in deciding whether to invest in a Keller Williams Market Center. If any part of this 
notice is unclear, please contact Keller Williams’ legal department. 

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill 
Companies. The Millionaire Real Estate Agent is copyright © 2003–2004 Rellek Publishing Partners, 
Ltd. All rights reserved. 

Copyright Notice 

All other materials are copyright © 2020 Keller Williams Realty, Inc. or its licensors. All rights reserved. No part 
of this publication and its associated materials may be reproduced or transmitted in any form or by any means 
without the prior permission of KWRI.

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA)  and the National 
Do Not Call Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded 
messages, and check the National Registry and your internal registry before you dial.
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Elementals 5: Buyer Consultation

Set the Appointment
What are the three objectives of the buyer consultation?

1.	 _______________________________________________________________________
_______________________________________________________________________

2.	 _______________________________________________________________________
_______________________________________________________________________

3.	 _______________________________________________________________________
_______________________________________________________________________

Where is the buyer consultation in the Lead Generation Model?



Ignite 5.2  © 2020 Keller Williams Realty, Inc.6

Elementals 5: Buyer Consultation

Example Buyer Presentation: Your Dream Home
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Elementals 5: Buyer Consultation
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Prepare the Buyer Presentation
What are the goals for this page in the buyer 
presentation? 

How would you customize this page? What questions 
would you change? 



Ignite 5.2  © 2020 Keller Williams Realty, Inc.8

Elementals 5: Buyer Consultation

Example Buyer Presentation: Your Preferences
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Elementals 5: Buyer Consultation
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Prepare the Buyer Presentation
What information do you need to collect in the 
preference profile? 

Aha’s
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Elementals 5: Buyer Consultation

Example Buyer Presentation: Home Wish List
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Elementals 5: Buyer Consultation
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Prepare the Buyer Presentation

Your Home Wish List 
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Elementals 5: Buyer Consultation

Example Buyer Presentation: Your Neighborhood
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Elementals 5: Buyer Consultations
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Prepare the Buyer Presentation

Where do you find the information to complete the 
neighborhood insights details?  

What neighborhoods would you include for your role play 
partner based on their answers to the home wish list? 

•	

•	

•	      

1.	 

2.	 

Aha’s

For help with Neighborhood Snaps, go to answers.kw.com 

Click on Command Support, then click on Create a Neighborhood Snap Print or Social Design 
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Elementals 5: Buyer Consultation

Preapproval:______________________________________________________

_________________________________________________________________

Prequalification:___________________________________________________

_________________________________________________________________

Example Buyer Presentation: Buying 101
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Elementals 5: Buyer Consultation

Example Buyer Presentation: At Your Service
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Elementals 5: Buyer Consultation

Example Buyer Presentation: My Promise
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Elementals 5: Buyer Consultation

Prepare the Buyer Presentation

Team Market 
Center 

Years in Business

Total Clients Served

Repeat Clients

Clients served in 2019

What are your numbers?

What numbers would you use to highlight your value 
proposition?

What credentials will you share in your Buyer Presentation?

•	

•	

•	      

•	

•	

•	      
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Elementals 5: Buyers Consultation
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Share Your KW App

•	 Get Started with the KW App on answers.kw.com

•	 KWConnect Tech Enabled Agent Page

•	 Chat with support using the ? in Command

What are the resources in your Market Center for help with the 
KW App?
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Elementals 5: Buyer ConsultationThe 
KW App

Part One: 
Customize Your Consumer Experience 
with the KW App

© 2020 Keller Williams Realty, Inc.        
V 1.0-02.12.2020

Instructions: 
Use this guide to map out the steps your clients will take during the buying and selling process.
Print this guide for your seller process and again for your buyer process.
Go to agent.kw.com and log in.
Go to go.kw.com/appsetup to set up your personalized app.

B
EF

O
R

E To communicate with your clients, you first need to understand how people and 
transactions move through your business. 

Use the space below to map the current flow of your business from a buyer or seller lead  
up until the appointment.

Consider:

Need help? Visit answers.kw.com

1.
2.
3.
4.

In which part of 
the transaction 
process do buyers 
and sellers need 
the most 
assistance or have 
the most 
questions?

What extra 
guidance can you 
provide to address 
those questions 
and concerns?

1.

2.

Example: 
1. Decide to sell your home.
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Elementals 5: Buyer ConsultationThe 
KW App

Part One: 
Customize Your Consumer Experience 
with the KW App

D
U

R
IN

G What transactional milestones and customer service activities are important for your buyers 
and sellers once an Opportunity has been created in Command?

Use the space below to map the current flow of your business for all stages of an 
Opportunity. 

© 2020 Keller Williams Realty, Inc.        
V 1.0-02.12.2020

Appointment:

Under Contract:

Active:

Closed:

Need help? Visit answers.kw.com

In which part of 
the transaction 
process do buyers 
and sellers need 
the most 
assistance or have 
the most 
questions?

What extra 
guidance can you 
provide to address 
those questions 
and concerns?

Look at your listing 
presentation or 
buyer presentation. 
What transactional
milestones do you 
want to include 
in your KW App 
Guide?

Consider:

1.

2.

3.

Example: 
1. Review offers.

Example: 
1. Review the listing agreement.

Example: 
1. Close.

Example: 
1.Home inspection.
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Elementals 5: Buyer ConsultationThe 
KW App

Part One: 
Customize Your Consumer Experience 
with the KW App

A
FT

ER Consider what happens after a transaction closes. What do you want the client to see?

Use the space below to map the current flow of your business after a transaction closes.

© 2020 Keller Williams Realty, Inc.        
V 1.0-02.12.2020

Need help? Visit answers.kw.com

Consider:
In which part of 
the transaction 
process do buyers 
and sellers need 
the most 
assistance or have 
the most 
questions?

What extra 
guidance can you 
provide to address 
those questions 
and concerns?

1.

2.

Example: 
1. Submit the signed closing disclosure to the Market Center.
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Elementals 5: Buyer Consultation

Turn Aha’s into Achievement


