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THE ULTIMATE CONCIERGE EXPERIENCE GUIDE

Are You Truly Providing Concierge Service?

A concierge is defined as a person or service that provides assistance with personal
business. In real estate, this means offering a high-touch, high-value experience that makes
your clients feel like VIPs.

Do You Have a Concierge-Level Process for Every Seller & Buyer?

Success in real estate isn’t just about transactions—it’s about delivering exceptional service
that goes beyond expectations. Ask yourself:

« Do you have a structured process that ensures every client receives white-glove
treatment?
« Are you making your clients feel valued and important?
« Are you taking both small and big actions to go above and beyond?
The Concierge Mindset: MMFI (Make Me Feel Important)
Luxury service isn’t just about grand gestures—it’s about the little things that make a lasting
impact. Going above the call means anticipating client needs and delivering value at every

touchpoint.

Concierge Service Examples: Going the Extra Mile on next page...
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Post-Call Follow-Ups
« Send a personalized video text or a simple follow-up message summarizing next steps
and thanking them for their time.
« Reinforce that you are their trusted guide throughout the process.

Exclusive VIP Program & Client Appreciation
« Develop a VIP Client Program that rewards loyalty and referrals.
« Implement client appreciation marketing, such as handwritten notes, small gifts, or
exclusive events.

The Power of Vendor Partnerships

« Maintain a comprehensive vendor book with trusted professionals who can assist with:
o Lawn Care & Landscaping
o Pest Control
o Painting & Home Renovations
o Cabinets, Countertops, & Flooring (Carpet, LVP, Hardwood, Tile)
o Plumbing, HVAC, & Electrical Services

« Proactively connect clients with these resources to make their experience seamless.

Staging & Presentation Excellence
« Provide access to top-tier staging services to maximize home appeal.
« Guide sellers on minor improvements that can increase market value and curb appeal.

Be the Local Expert
« Offer clients a comprehensive guide on:
o Top-rated schools and school districts
o Popular community events & activities
o Best local restaurants and shopping
o Relocation tips for new residents
« Position yourself as the go-to real estate advisor for lifestyle and home-buying decisions.

During the Transaction: Stress-Free Experience
« Handle the details:
o Schedule and manage home inspections
o ldentify utilities and provide setup information
o Gather essential details to streamline the closing process
« Stay proactive: Keep clients informed with regular updates so they always know what’s

next.
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Showcase What Makes Your Service Unique
« Identify what sets you apart from other agents. Ask yourself:
o What am | doing differently that provides extra value?
o Would | be excited to hire myself based on the experience | provide?
« Would you personally pay $15,000 for the level of service you offer? If not, elevate it!

Your Business Thrives on Visibility & Value

You Only Get Paid for What You Do—So Show It Off!
« Don’t be afraid to promote your exceptional service.
« Storytell your successes through email, social media, and testimonials.
« Businesses fail for two reasons:
o Clients forgot about you
o Clients never knew you existed

Solution? Market yourself daily.
« Share real stories of how you’ve gone above and beyond.
« Highlight client wins and experiences.
« Show potential clients why you are the only choice for exceptional real estate service.
Final Thought: Are You Truly Concierge?
Make your clients feel special.
Go above and beyond every step of the way.

Provide a service that YOU would pay top dollar for.

Be the agent who turns every transaction into a luxury experience.
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