
4.0. How to Meet with Your Client 
 

In Chapter 1, we asked you to “put on your homeowner’s hat” as we 
covered that portion of the education, the “how to” of delivering the 
HIA® IMPACT to your homeowners. This material has been 
included for your reference when the need arises; however, we 
believe you should make every effort to create your own “personal” 
flavour as you apply the principles of the HIA® IMPACT. 
Specifically, we suggest that rather than memorizing a speech about 

any element of this presentation, that you learn the AIM1 behind each illustration, in other words, 
the “why.” Once you know why, the presentation will come with ease and so will your ability to relay 
the HIA® IMPACT to your client in a way that makes sense to both them and you. Lastly, we 
strongly suggest that you ensure that your client recognizes the BENEFIT of each point and then be 
sure to CONFIRM with them that they understand and agree.  
 
Throughout the guide in Chapter 1, stories and anecdotes have been shared based on HIA® 

Advisors personal experiences when developing and testing the HIA® IMPACT with their own 
clients. Many of these stories are powerful examples of the IMPACT at work. Over time you will no 
doubt develop your own repertoire of stories to draw upon when delivering this information. We 
recommend that you use these when you can. Until then, do not hesitate to lean on the tried and 
true case studies provided in this section of the manual. 
 
All of the clients that we have shared the HIA® IMPACT with love it! We are sure that yours will 
too. 

How to Deliver 
 
We have provided you with a “Homeowner Presentation” that you can personalize and laminate, 
which walks your Homeowners through the HIA® IMPACT - See Chapter #1. There is a lot of 
information in each of these slides. In order to ensure your homeowners absorb all of the 
information, which you are going to deliver to them over the course of 45 - 60 minutes, you will 
need to: 
 
1. Tell them what you are going to tell them. Tell them. Summarize what you told them. 
2. Follow the “ABC” Method. 
3. Use the HIA® stories until you have your own. 
4. Feel free to change the order of the laminated slides to those which best suit your style 

(including not utilizing some slides completely) 
5. Don’t be afraid to “do it your way”!! You are an individual and this is a system, it is not meant to 

be delivered by a canned pitch! 
 
																																																								
1 The purpose or point behind each slide 



When seeking confirmation for each point that you share with your clients, look for non-verbal cues 
such as affirmative head nodding and eye contact in addition to the verbal acceptances that you 
may be accustomed to. Remember, this HIA® IMPACT will be unlike anything that your clients have 
ever been presented to them by a real estate agent. Therefore, you should expect the need to 
explain things more than once or in a different way using stories. Take your time and ensure that 
your homeowners understand the benefits that your new working relationship brings to them and 
how this is a dramatic shift in your own philosophy and business practices or addition to what you 
currently do. You may already conduct pieces of the IMPACT for your clients so when relevant, 
simply point out how this process will better organize that value you offer. 
 
While delivering the Homeowner Presentation to your clients is a proven method, it is by no means 
the only method of growing your HIA® Community. This is only one option! See Chapter 1 for the 
presentation. 

 

Workflow 
 
The workflow below outlines a tentative meeting structure with your homeowners. In our 
experience the first meeting will take somewhere from 45 minutes to 1 hour, depending on the 
conversation. After that, it is up to you and your homeowner to determine the frequency and 
duration of meetings. Don’t forget, each time you create value for your homeowner you are 
completing a “transaction,” which builds emotional equity and reinforces a strong and lasting 
business relationship. 
 

 
 
 
Remember to deliver the system with passion and excitement; enthusiasm is contagious! Focus on 
the benefits to the homeowner, not the features of the site. Show them the value you will provide 
and the rest will follow. 
 

Homeowner Acceptance and Sign-on 
 
Once you have successfully completed the presentation, we believe that you will have the 
homeowner ready to become a part of your Community. To do this, we need to first collect some 
information, complete some documentation and set the date of your inaugural Home Investment 
Review.  
 
The documents to be completed are as follows: 

 
Have a chat  
about what  

you do  
 
Go through the  

Binder or  
online portal 

 
Fill out info, begin  

working for  
your homeowner 



 
1. The Homeowner Sign-up Sheet 
2. Regulatory Relationship Guide (RECA) 
3. Pertinent Information You Require to Complete Your First CMA on their Property 

Summary 
 
Step Two, the face-to-face portion of converting contacts to clients, has to date received nearly a 
100% closing rate! It is involved and takes a little investment of time however we know it works! 
We suggest that you build this foundation strong as your career as an HIA® is built upon it! 
 
Don’t forget to have your Homeowner’s sign up for your new service and make sure you schedule a 
follow-up date for your first Home Investment Review. 
	


