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Last month we focused on “real estate reviews,” this month is “buyers’ month!” In our fast 
pace market, we need to slow down up front with our buyers to explain to them the process by 
which you’ll  help them find the right home and win the acceptance of offer. Throughout the 
month we’ll share great information like the dialogue below (straight from “Ninja Selling”) to 
help you with your buyer process.  

The psychologist Georgi Lozanov, author of Suggestology and Outlines of Suggestopedia, points 
out that people are very open to suggestion. Your suggestions speak to their internal dialogue. 
Here’s an example of suggesting to buyers that it is OK to buy a home that’s not perfect. 
 
The 85 Percent Perfect Home 
After the buyers have told you what they are looking for in a home and before you start looking 
at homes, have this dialogue: 
Summarize what they are looking for in a home. Then say, “Our goal is to help you find a home 
that is as close to meeting these features as possible and, most importantly, finding a home you 
will be happy living in.” 
Look at them and nod. They will nod back. You have just confirmed agreement on this. 
Then say, “You know, so far I’ve never had a customer who found the perfect home. We’ve 
been close to perfect a few times, but there is always something that isn’t exactly perfect.” 
Share a story: “Sometimes, buyers get frustrated and feel the only way they will get a perfect 
home is to build it. So they buy land, get an architect and a builder, and take the time to build 
their dream home. 
Then guess what? That house isn’t perfect either! 
The idea of a “perfect home” from a features standpoint really doesn’t exist; at best, the “perfect” 
is temporary. The reason for this is that over time our needs change and often it’s sooner than we 
expected. Let’s do a better job to help our clients understand this. 
 

 


