
4.5. How to Explain the Comparison of Cycles 

The AIM 
 
The AIM with this slide is short. You just want to give your clients a clear visual showing the 
difference between our HIA® IMPACT and the transactional business model. They can see how as 
a Home Investment Advisor™ you are by their side full time. This is a simple but very effective 
illustration! A picture is worth a thousand words. We believe that real estate professionals using 
this system will be offering a comprehensive service to homeowners. 
 
92% of REALTORS® surveyed believe the HIA® IMPACT provides superior value to 
homeowners. An additional 92% surveyed believe the HIA® IMPACT provides the 
agent with a superior value proposition. 
HIA® Agent Survey, 2016 
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The Benefit and Confirmation 
 
As in the previous slide, the Benefit and the Confirmation can be joined in the question, “do you see 
the value of the Home Investment Advisor™ model, which allows me to work with you throughout 
your entire ownership cycle and then be there again in your next cycle?”  
 
 
The Benefit to you, the HIA® 
 
The cornerstone of the HIA® IMPACT is "full cycle real estate service." Simply put, this is the 
quantum leap from real estate as a transaction-based business to a service that equates closer to 
wealth management. An HIA® believes and understands that a homeowner’s most valuable asset 
requires and deserves more time and continuous attention than today’s agents are offering. This 
concept of full cycle real estate service has significant benefits for the homeowner as well as the 
agent.  
 
For the homeowner, it allows them to have a trusted advisor throughout their cycle of 
homeownership, to consult with and gain knowledge and insight from long before, and well after, 
the point of sale. Additionally, it eliminates the need to engage the services of an agent for the first 
time in perhaps the most stressful point of the cycle, the fourth quarter. The tools provided allow 
the HIA® to accelerate the bonding process between homeowners and advisors. 
 
To that end, the HIA® will further the public perception of the industry and greatly benefit the agent 
by allowing them to engage homeowners and prove their worth up front at a point in the ownership 
cycle that is neither fraught with stress or competition from other agents. It allows the agent to be 
an advisor to the homeowner throughout the entire real estate cycle, and each one after, while 
building goodwill and relationships that lead to referrals and new business. 
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