Investor’'s Guide to Working with
Realtors: Speaking Their Language
& Building Trust

Introduction

Realtors and real estate investors often have different priorities, but when they work
together effectively, it can be a win-win partnership. As an investor, understanding how to
communicate in a way that resonates with realtors will make them feel confident in
working with you and your team at We Rescue Homes. This guide will help you approach
realtors professionally, speak their language, and create a mutually beneficial relationship.

1. Understanding the Realtor’s Perspective

Realtors work on commission, meaning their goal is to close deals efficiently and
profitably. They focus on market value sales, client satisfaction, and smooth transactions.
To gain their trust, investors must demonstrate that working together will help them sell
more homes, close more deals, and make more money without unnecessary

complications.

Key Concerns of Realtors:

Will my commission be protected?

Is this investor serious and financially capable?

Will this deal close smoothly without unnecessary complications?
Will this investor respect my time and my client’s interests?

Can this partnership lead to repeat business?

2. How to Introduce Yourself as an Investor

When reaching out to a realtor, position yourself as a solution-oriented professional, not
just a bargain hunter. Here’s an example of how to introduce yourself:



“Hi [Realtor’s Name], my name is [Your Name], and I work with We Rescue Homes. We
specialize in helping homeowners sell properties quickly and efficiently, especially in situations
where a fast, hassle-free closing is needed. I’d love to discuss how we can work together and
potentially bring you more deals. Do you have a few minutes to connect?”

This introduction is clear, professional, and non-threatening, making the realtor feel
comfortable engaging in a conversation.

3. Realtor-Friendly Language: Speak Their Language

To build credibility, use terminology that realtors understand and appreciate. This will
show that you respect their profession and can work within their framework.

Investor Phrases vs. Realtor-Friendly Phrases

Investor Language Realtor-Friendly Alternative

“Iwant a cheap deal.” “I’m looking for properties that need
value-added solutions.”

“I buy distressed homes.” “I specialize in creative solutions for
motivated sellers.”

“I don’t want to pay market value.” “Iwork with sellers who prioritize speed
and convenience over price.”

“I need off-market deals.” “Do you have any listings that have been
sitting for a while or need creative
financing solutions?”

“Can you lower your commission?” “I respect your commission and want to
structure deals that are a win-win for
both of us.”

By framing your conversation in a positive and cooperative way, you increase the chances
of building a long-term relationship with the realtor.



4. How to Show Realtors That You’re a Serious Investor

Realtors are often approached by so-called investors who waste time, make lowball offers,
or fail to close deals. Here’s how to prove you’re serious and reliable:

Be Clear About Your Buying Criteria
- “I'm looking for single-family homes under $500K that need cosmetic rehab.”

- “I specialize in properties with motivated sellers who need a fast closing.”

Show Proof of Funds or Lender Pre-Approval

- This reassures realtors that you have the financial backing to close quickly.

Respect Their Time
- Avoid tire-kicking or making unrealistic offers.

- Be responsive and provide feedback on deals they send you.

Be a Closer

- If you commit to a deal, follow through. Nothing builds trust like a successful
transaction.

5. Structuring Deals That Realtors Love

To keep realtors engaged, structure deals in a way that benefits them. Here are three
investor-friendly deal structures that realtors appreciate:

Traditional Cash Purchase
- How it works: Investor buys a distressed property in cash, realtor gets full commission.

- Why realtors love it: Fast, easy closings with fewer contingencies.

Creative Financing (Subject-To or Seller Financing)



- How it works: Investor takes over the existing mortgage or creates a seller-financed
agreement.

- Why realtors love it: They can still earn a commission while offering sellers an
alternative to traditional sales.

Referral Partnership

- How it works: Realtors refer distressed sellers who don’t fit a traditional listing model. If
the investor closes, the realtor gets a referral fee or a listing on the resale.

- Why realtors love it: They make money from deals that might have otherwise been dead
leads.

6. Building a Long-Term Partnership with Realtors

To establish trust and long-term collaboration, position yourself as a realtor’s go-to
investor.

Provide Value, Not Just Requests
- Instead of just asking for deals, offer solutions:
- “Do you have expired listings or properties that aren’t selling? I may have a solution.”

- “If a seller doesn’t want to list traditionally, I can offer a direct purchase option.”

Be a Problem-Solver

- Investors who solve difficult seller situations (foreclosure, probate, tax liens) will get
more referrals from realtors.

Keep Realtors in the Loop

- Once you close a deal, update the realtor on your progress. They will be more likely to
bring you future opportunities.

Become Their “Investor Partner”

- Many realtors have listings that need work. Offer to partner with them on fix-and-flips
where they list the finished property.



7. The We Rescue Homes Advantage: Why Realtors Should Work With Us

When speaking to realtors, highlight how We Rescue Homes makes their job easier:

Fast Closings — We eliminate long waiting periods and financing delays.

Multiple Exit Strategies — Whether cash, creative financing, or partnerships, we find
solutions that benefit all parties.

Respect for Commissions — We ensure realtors get paid fairly on deals we work on.

Win-Win Deals — We provide realtors with more transactions, more closings, and more
income.

When realtors feel confident in you and your team, they will actively bring you more deals
and opportunities.

Conclusion: Master the Language, Earn the Deals

Working with realtors successfully comes down to speaking their language, understanding
their concerns, and offering win-win solutions. By positioning yourself as a professional,
reliable, and problem-solving investor, you will build lasting partnerships that bring
consistent deal flow and mutual success.

Next Steps:
Start reaching out to realtors with confidence.
Practice using realtor-friendly language.

Establish yourself as a trusted, go-to investor in your market.

By following this guide, We Rescue Homes can create strong, long-term relationships
with realtors, leading to more deals, faster closings, and greater success for everyone
involved.



