
BUYERS Obligations and Expectations 
 
What? I have obligations as a Buyers Agent?  You bet. If you want to sell homes 
you should! DEFINE them clearly… and do that by looking at what you expect 
and what the buyer expects.  ONLY if you want to keep a good reputation… and 
get repeat and referral business… and not waste a lot of time! 
 
Almost all conflict comes because of unfulfilled expectations.  How 
well are we explaining the expectations you have… and asking enough 
questions to understand (and correct) their expectations?    
 
Done up front, the job of working with buyers becomes smoother… 
we remove the rocks from the path of buying a home.  It’s a stroll 
that’s pleasant and fulfilling for you both. 
 
Sound good? Let’s explore some of the expectations and obligations 
we have. 
 
You have expectations in working with a Buyer…. what are they? 
They’ll buy a house. 
They’ll give you all their contact info right up front. 
They’ll tell the truth… about income and ability to buy… about cash on hand… 
about their desire to buy… about when they want/need to close… about working 
with other agents… about needing to sell/cash-in stocks/get a lawsuit settled/get 
an inheritance... to buy. 
They will value your expertise and listen to your advice. (Rather than looking 
online and seeing a bunch of stuff pended already). 
They’ll be loyal to you and only you. 
They’ll refer you to others 
They’ll call you FIRST with any house they have interest in. 
They’ll get pre-approved or provide proof of cash funds. 
They have realistic expectations. 
They’ll make a reasonable offer based on the market conditions now. 
They’ll accept a reasonable counter offer. 
They’ll not mess up the deal by buying stuff, changing tax returns, changing jobs, 
etc during pending process. 
They’ll be reasonable on the home inspection. 
They’ll understand “time is of the essence”. 
They’ll understand that the lender is going to ask for the same thing over and 
over. 



They’ll stay calm and logical during the entire process. They understand this is a 
business contract.  
They’ll understand that “buyers remorse” is normal. 
That you’ll be paid fairly for the job you do. (They don’t ask for kickbacks, etc.) 
 
 
They have expectations too.  What do you think THOSE are? 
You’ll handle everything so they buy a house. 
You’ll get the best possible price. 
You’ll be available 24/7/365 days a year. 
You’ll get back to them immediately. 
You have no other clients or obligations. 
You’ll ask enough questions to truly understand what they want/need and advise 
if realistic and possible. 
You’ll advise them on what it takes to buy a home (put on a safe island, as FW 
says) 
You’ll share market knowledge and trends and stay on top of that. If they are 
from out of the area, this includes things like schools, crime rates, etc. 
You’ll know and be able to teach them about different types of financing if 
applicable. 
You will preview all the houses before they see them. 
You know everything on the market. 
You can into any house they want on their timeframe. 
You’ll explain all the costs of buying…. and of home ownership. What to expect 
after the sale.  
You’ll teach them the benefits of home ownership, including how to file home 
exemption to save $ on taxes, mortgage interest deductions, and more. 
You will negotiate in their best interest. 
You’ll never quit on them. 
You’ll answer the phone/return calls promptly. 
You’ll advise them on potential pitfalls and ability to get out of a contract/get 
their deposit back. 
You’ll protect their privacy. 
You’ll provide them vendors like loan officers, home inspectors, and other 
professionals they can trust. 
You’ll full understand the contract you are asking them to sign. 
You’ll point out the most important things. 
You’ll remember the “big picture” even when they forget it. 
 
 
You will work for them to find a home to buy.  



--What does that mean to you? Waiting for them to call if something comes in 
their In Box from your Auto Email?  Not ideal. 
--What does it mean to them? KNOWING what you sent on the Auto Email 
BEFORE they do and Calling THEM if something good comes on? Door knocking 
areas they like? Mailings? Calling all expired and fsbos? Previewing all property 
on the market? Knowing all new home communities and their features?  More? 
 
Are we clearly communicating this… IN A BUYERS PRESENTATION. The best 
buyers agents do. 
 
If we are not… why do we get upset when they don’t meet our expectations?  
 
Whose job is it to be clear these expectations?   Ours. 
 
How will we do that? Decide.  
 
Start with your INTAKE form for a lead…. Next look at your Buyer Script or 
Presentation… or create a checklist!  Smoothing the path will be beneficial to 
everyone. 
 


