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30 Second Commercial 

 

30 Second Commercial Scripts 
Structure 

1) What do you do? (so that a second grader can understand) 
2) Trigger pain points by saying, “Typically, we work with people who . . .” 
3) One liner about your offering 
4) Get a “yes” 

 
Tip: Say “we” instead of “I” because you always want to use the higher authority angle. This 
conveys that you are not the decision maker (or sole decision maker). 
 

30 Second Commercial Script for Private Investor Prospects 

“We buy, lease, and sell real estate. And use cash from investors to do so.  

Typically, we work with people who are tired of the volatility of the stock market, are frustrated 
with the meager returns in their CDs and mutual funds, IRAs . . .  

We provide safe secure opportunities in real estate for everyday people to get their money 
working hard for them instead of the other way around. 

Does that make sense?” 

 

30 Second Commercial Script for Qualifying Seller Leads 

Tip: Only use this if the seller inquires about you or your company. Otherwise, just take them 
through your normal qualifying process. 

“The company I work with buys, leases, and sells real estate.  

Typically, we work with people who are tired of dealing with Realtors that consistently over 
promise and under deliver, can’t afford to have another contract fall through on them, are 
frustrated because the bank won’t stop calling, or don’t have the luxury of waiting around forever 
to maybe sell their house one day. 

Our service is really speed to take care of a problem property and the ease of working with a 
professional home buyer. Now, we are a company so we would have to make a profit on the 
property, if you are OK with that, then we can at least look into it for you. 

Does that make sense?” 


