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Initial Questions for a Realtor to Ask at a Business Meeting 

1. What got you started in your business? 

1. How has your business been this year? 
How many clients did you help? 

3. How many clients would you like to help annually? 

1. If I were to refer you a client, walk me through your pro-
cess—what should I expect to see? 

3. How do you spend your time when you are not working? 

1. Which Realtor (s) do you currently refer your clients to?: 
a. Who? ___________________________________ 
b. How long? _______________________________ 
c. What do they do well? ______________________ 
d. How could I be your backup? ________________ 

3. If you were to sell your own home or property, who would 
you work with? What causes you to trust them with your per-
sonal business? 

3. Could you provide me some of your clients surveys or testi-
monials? 

2. Do you track your leads? If so, how? 

4. What are you doing to grow your business? 

4. Who are some of your top influencers/mentors? 

2. What was your “past life” before your current career? 

4. Would you be against referring each other 3 clients this
month to start to see if we are a good fit? 

2. What’s the important about referring and working with a
Realtor to you? 

4. How would you like me to refer you to potential clients?
What type of introduction do you like best? 

2. What makes you different from your competition? And how
would that help my clients? 
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‘Flip The Sale’ Theme 

‘Goal Oriented’ Theme 

‘Rapport Building / Values’ Theme 

‘Possessive / Assume the Sale’ Theme 




