
Five inroads to Realtors & Clients
Read the following article.

Here’s how I would change it for home inspectors:

Realtors who have a lot of resources tend to do more
business than those who don’t. Of course, Realtors who
have a lot of resources tend to have been in business
longer than those who don’t, but that doesn’t have to be if
they will sit down a create a team of Power Partners.

Home inspectors can do the same when they are
marketing to Realtors. The job of home inspectors is to
find problems, but showing that one can be part of the
solution to those problems can be very valuable.
1. Use a team approach. Form a home inspector referral

network, comprised of a plumber, an electrician, a
heating and cooling technician, a roofing contractor, a
structural engineer, a chimney sweep, a general
handyman, and any other professionals you believe
appropriate (perhaps a garage door installer, a door and
window installer, etc.). Now when you get asked if you
know someone who can do the repairs, you can answer
“Yes.” After all, who likes to hear “no”?

2. Become a valuable resource. Offer Realtors and
prospective Clients advice on maintaining a home so
that they’ll turn to you whenever they need help with
something related to real estate. I have a huge library of
articles that I can provide, and the fact that I might
believe something and actually have a third-party
article that backs up my opinion is valuable marketing.

3. Earn money with other services. The more services
you provide, the more business you earn. Let’s say that
someone needed a home inspection, termite inspection,
septic and well water testing, and a pool inspection.
You do home inspections while your major competitor
provides everything the Client needs. One-stop
shopping will win almost every time.

4. Don’t make promises you can’t keep. The promise
that I hear most often is from home inspectors who
promise that a home inspection will take a certain
amount of time, leading the Clients and Realtors to
make plans for immediately following the home
inspection based on the promise. When the inspection
goes overtime, for whatever reason, Clients and
Realtors leave with a bad view of the inspector. I tell
my Clients that “It generally takes about 1½ hours for
every 1,000 square feet, longer if I have to make a lot
of notes.” In actuality, it takes me about 1¼ hours for
every 1,000 square feet, but that extra 15 minutes per
1,000 square feet is a good hedge. If I finish on time,
everyone’s happy, happier if I finish earlier.

5. Be persistent and consistent. It’s been proven time
and again that people are creatures of habit. In fact,
many business magazines regularly report that about
80% of workers don’t like their jobs but stay because
they know what their job entails, know how to do it,
and know that they’ll pick up a regular paycheck for a
regular amount each week or month. If you create a
pattern of persistency and consistency in your
marketing, your inspection protocols, your report
writing, and how you talk and act, you’ll win a lot of
business. Once you get that business, keep in touch
with them each month, either through a voice mail, an
email, or a postcard or letter. Make sure that your
monthly contact piece is something helpful, like a
reminder to change batteries in smoke and carbon
monoxide alarms, a reminder to change air filters, etc.
This is where your library of articles comes in handy.
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