& HUD CONSULTANT OUTREACH | CLIENT BENEFITS

BUSINESS BUILDER BLUEPRINT RESOURCE

HUD Consultant Outreach Script
Focused on Client Benefits

Turn your consulting process into a clear promise of communication, confidence,
and peace of mind.

Developed from the March 24, 2026 Premium Elite Weekly Coaching Session

National Association of FHA Consultants
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Lead With the Outcome, Not the Steps

A prospect rarely hires a HUD consultant because they are excited about a sequence of reports and
notifications. They hire a consultant because they want the renovation process to feel
understandable, controlled, and supported. Your workflow establishes credibility, but the benefit
explains why that workflow matters to them.

The Core Shift

Process statement: “I prepare the Specification of Repairs and notify the lender when it is scheduled.”
Benefit statement: “I keep the lender informed as the file moves forward, so your team has visibility, the
borrower knows what to expect, and no one is left wondering what comes next.”

The Benefit Bridge

1. Name the client's concern. Start with the uncertainty, communication gap, delay, or planning
problem they already feel.

2. State what you do. Describe one relevant part of your process in plain language.

3. Translate it into a practical benefit. Explain what becomes easier, clearer, faster, or more
organized.

4. Add the personal payoff. Connect the benefit to confidence, peace of mind, better planning,

or fewer surprises.

5. Offer one next step. Ask for a short call, an introduction, a file review, or permission to follow

up.
Core Positioning Statement

Use in introductions, presentations, and profile copy | cCustomize the bracketed language

| help borrowers, lenders, and real estate professionals move through the renovation process with greater
clarity. My role is to organize the required consulting work, communicate progress, and help the team
understand what comes next. That gives the borrower more confidence, gives the lender better visibility,
and helps the agent protect the transaction from avoidable confusion.
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Translate Your Workflow Into Benefits
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Use only the steps that match your actual scope, the lender's process, and the specific loan

program. Never promise an approval, closing date, cost, or outcome you do not control.

PROCESS STEP

Confirm scope and next
steps

Schedule the property
review

Prepare the Specification
of Repairs

Notify the lender when
the report is scheduled

Communicate status and
open items

Support progress reviews
and closeout

PRACTICAL BENEFIT

Clients know what happens first, what
information is needed, and who is
responsible.

The file keeps moving and the parties can
coordinate access and timing.

The renovation is organized into a clearer
written scope that the team can review.

The lender receives visibility without having
to chase the consultant for an update.

The borrower, lender, and agent can see
what is complete and what is still needed.

Documented observations help the
appropriate parties evaluate progress and
next actions.

THE FASTEST WAY TO REWRITE ANY PROCESS STEP

Fill-in Formula

CLIENT PAYOFF

Less confusion and a clearer path forward.

More confidence that progress is being
made.

Better decisions and fewer avoidable
misunderstandings.

Peace of mind and fewer unanswered
questions.

They can plan time, finances, and
transaction decisions with less uncertainty.

A more controlled experience from
renovation planning through completion.

“I [process step], which means [practical benefit]. That helps you [personal or business payoff], so you can

[desired outcome] without [pain or uncertainty].”

Example: Lender Notification | Meeting-based example

I notify the lender when the Specification of Repairs is scheduled and provide updates at the appropriate
milestones. That gives the lender visibility into the file, helps the borrower understand what comes next,

and reduces the feeling that the project has disappeared into a black box.
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Primary Outreach Scripts

Choose the version that fits the relationship. The goal is to open a useful conversation, not explain

the entire 203(k) process in the first contact.

30-Second Networking Introduction | For lenders, agents, and referral partners

Hi, I'm [Name], a HUD consultant serving [Market]. | help renovation-loan teams create a clearer
experience for the borrower by organizing the consulting work, communicating progress, and keeping the
right people informed. That means fewer unanswered questions for the client and better visibility for the
professionals guiding the transaction. Who on your team handles renovation loans?

Loan Officer Phone Script | 60 to 90 seconds

Hi [Name], this is [Your Name]. We met at [event or introduction], and | wanted to reconnect because |
work with renovation-loan teams in [area].

One concern | hear is that after a consultant receives the assignment, the lender and borrower do not
always know what is happening or what comes next. My process is built around visibility. | confirm the
next step, communicate when the Specification of Repairs is scheduled, and provide status updates at the
appropriate milestones.

For your team, that can mean fewer follow-up calls and a more confident borrower. For the client, it
means greater peace of mind while they plan the home, the renovation, and their finances.

| would like to learn how your team currently handles 203(k) files and where communication tends to
break down. Would you have 15 minutes on [day] or [day]?

Loan Officer Voicemail | 20 to 30 seconds

Hi [Name], this is [Your Name], a HUD consultant serving [Market]. | help renovation-loan teams give
borrowers a clearer, better-communicated experience, including proactive lender notification and
milestone updates. | would love to learn what your team values most in a consultant. You can reach me at
[Number]. Again, this is [Name] at [Number].
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Loan Officer Follow-Up and Discovery

Loan Officer Email | Subject: A clearer consultant experience for your 203(k) borrowers

Hi [Name],

| help renovation-loan teams reduce the communication gap that can occur after a HUD consultant
receives an assignment. My process emphasizes clear expectations, proactive lender notification, and
appropriate milestone updates.

The practical benefit is better visibility for your team. The client benefit is peace of mind. Borrowers can
understand what is happening, prepare for the next decision, and feel supported while planning their
future home.

I would value 15 minutes to learn how your team handles renovation files, what your borrowers find most
confusing, and what an excellent consultant relationship looks like to you. Are you available [option 1] or
[option 2]?

Thank you,

[Name]

[Title or credentials]

[Company] | [Phone] | [Email]

Pain-Point Discovery Questions

e Where do your 203(k) or renovation-loan files most often slow down or become confusing?
* What do borrowers call you about after the consultant is engaged?
¢ What information do you wish consultants communicated earlier or more consistently?

¢ Which milestones do you want the consultant to confirm, and who should receive each
update?

¢ What has made a consultant easy to work with in the past?
*  What consultant behaviors have created extra work or concern for your team?

e If | could improve one part of the borrower experience for you, what would matter most?

Listen Before You Pitch

Use the prospect's own words in your follow-up. If they say their greatest concern is silence after
assignment, lead with communication. If it is borrower confusion, lead with expectations and clarity. If it is
file coordination, lead with visibility and documented next steps.
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Agent and Borrower Scripts

Real Estate Agent Outreach | 45 to 60 seconds

Hi [Name], I'm [Your Name], a HUD consultant serving [Market]. Renovation financing can feel
complicated to buyers because several people, documents, and decisions are involved. My role is to help
make the consulting side clearer and more predictable.

| explain the next step, organize the required consulting work, and keep the appropriate parties informed
as the file progresses. That helps the buyer feel supported and helps the agent know what to expect while
protecting the momentum of the transaction.

| would be glad to provide a short educational session for your team on what happens after a buyer
chooses a renovation-loan path. Would [day] or [day] be better for a 15-minute conversation?

Borrower Welcome Call | use after assignment and authorization

Hi [Borrower Name], I'm [Your Name], and I'll be supporting the HUD consulting portion of your
renovation project. | know this process can feel unfamiliar, so my first goal is to make the next steps clear.

I'll explain what | need from you, when the property review and Specification of Repairs are scheduled,
and when you can expect the next communication from me. | will also notify the lender at the appropriate
point so the team has visibility.

You will not need to guess what comes next. I'll help you understand the consulting steps and identify
who should answer questions that fall outside my role. Before we begin, what are you most concerned or
uncertain about?

Borrower Follow-Up Email | subject: Your next HUD consulting steps for [Property]

Hi [Borrower Name],

Thank you for speaking with me. My role is to make the HUD consulting portion of your renovation
process clear and organized.

Your next step is [next step]. My next update will be [confirmed date, event, or timeframe]. | will notify
[lender or authorized parties] at the appropriate milestone and let you know what information is still
needed.

Thank you,

[Name]
[Company] | [Phone] | [Email]

NAFHAC Premium Elite | Business Builder Blueprint Resource | Page 6



& HUD CONSULTANT OUTREACH | CLIENT BENEFITS

Follow-Up That Feels Helpful

Simple Outreach Sequence

1. Day 1: Call with a benefit-led introduction and ask one discovery question.
2. Day 1: Send a short email that repeats the main benefit and offers two meeting times.

3. Day 3 or 4: Share one useful insight, checklist, or brief example related to the pain point they

named.

4. Day 7: Ask for the specific next step: a 15-minute call, team introduction, office presentation,

or file-review conversation.
5. Day 14: Close the loop respectfully and ask whether a later date would be more useful.

6. Ongoing: Keep the relationship warm with relevant education and consistent, permission-

based follow-up.

Objection Responses

“We already have a consultant.”

That makes sense. I'm not asking you to replace a relationship that works. | would like to understand what
your team values so | can be a reliable backup when capacity, location, or timing becomes an issue.

“Just send me your information.”

Absolutely. To make it useful, may | ask one quick question? What is the biggest communication or
coordination challenge your team experiences on renovation files? I'll tailor what | send to that concern.
“The process takes too long.”

| understand the concern. | cannot control every party or timeline, but | can make my part visible and
organized. Clear expectations and timely updates help the team identify the next action without waiting in
silence.

“Our borrowers get overwhelmed.”

That is exactly where clear communication matters. | break the consulting work into the next understandable
step and explain who is responsible for each decision, so the borrower is not trying to solve the entire project
at once.
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Build Your Own Benefit-Led Message

Complete this worksheet for each audience. Practice the finished message until it sounds natural,

then test it in low-stakes conversations and refine it from the feedback you receive.

Audience:

Problem or concern they feel:

One process step that addresses it:

Practical benefit:

Personal or business payoff:

One clear next step:

Write the Final Message

“Many [audience] experience [problem]. | [process step], which gives you [practical benefit]. That helps
you [payoff] without [pain or uncertainty]. Would it be useful to [next step]?”

Before You Use Any Script

* Replace every bracketed field and remove services you do not provide.
* Match the wording to the actual loan program, lender process, scope, and rules.

e Use confirmed dates and milestones. Never promise approval, closing, costs, savings, or

another party's performance.
e Confirm authorization before sharing borrower or property information.

* End with one clear next action, log the follow-up date, and track the result.
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