November 20, 2005

Dear Builder (or Realtor®):

Have you found that you are spending more time trying to find clients and less time to do what you do best…building homes (selling homes)?

  (The letter begins with a headline question.  It is designed to peak their interest and read 

  the rest of the letter.  It acknowledges a typical problem most builders have anyway so 

  you are proactively addressing it up front.)

You are probably happy with the lenders that you are working with but I would like a chance to meet with you and offer some unique ideas to generate leads – which maybe your current loan officers are not doing for you right now.

(You are acknowledging that you know about the lenders they are working with right now – but that you have come ideas to help them increase their business.  If you have a construction loan program or long-term lock-in options that are different than your competitors, you should mention it in this paragraph too.)

Why would you want to meet with me?  Just like going to your doctor and he suggests major surgery – most people usually want a second opinion.  After all, that’s what your customers do to you!  When they have made up their minds to build a home, they visit your competitors for other opinions right?

(They probably are asking this very question – so why not address it up front.  You are asking for a chance to give them a 2nd opinion on what you have to offer.  This is where you need to do your research and know exactly what other lenders are providing your builder.)

If a second opinion is important to you, I would like the opportunity to meet with you on DATE, at TIME and I promise the meeting will not take up more than 22 minutes of your time.
(You are setting up the date and time [usually about 10 days after they received the letter] and it’s important to also mention what day of the week the date falls on.  One of 3 things will happen when you mention a date.  One, they will look in their calendar to see if they are available.  Two, they already have appointments and want to reschedule.  Three, they don’t want to meet with you.  By mentioning the amount of time you will need for the meeting, you’re implying that the meeting will be short and to the point.  Notice that it’s less than one-half hour of their time and it’s an odd number of minutes that will help them remember you.)

If you don’t see any benefits in working with me or I am not able to offer you unique marketing ideas and construction or final loan options for you and your client, I promise that I will never bother you again.

(Your meeting will only last 22 minutes – so you need to be prepared.  Know that you DO have something different to offer.  By telling the builder that if you won’t bug them again if you don’t have anything to offer, you are subtly telling them that you DO have some great ideas or you wouldn’t waste your time either.)

P.S.  I will call you a few days beforehand to confirm our appointment to determine if I can help you with your new construction business.

(Call 2 to 3 days ahead of time to confirm the meeting date and time.  In the letter, you have not mentioned the “location” of the meeting so this gives you the opportunity to determine where the meeting will be held.  Some builders are on the job site so offer to meet them at the job site or construction trailer to make your presentation.

