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The Plan for Today…

 Email and phone scripts designed to get results

 Scripts to maximize your initial response

 Re-engagement templates to keep you front and center

 Tips and scripts for handling objections too!

Today’s call will be recorded

Three R’s of New Lead Engagement

Reach out 
quickly and start 
a conversation

Find ways to relate 
to your lead by 

asking questions 
and empathizing

Resist the urge to 
sell or try to win the 

appointment

Respond

Relate

Resist



New Lead Engagement Scripts
(make these your own)

Phone EmailText

Phone & Voicemail

Best Practices for Leads with Phone Numbers

• Call right away, preferably 

within 5 minutes if you can

• Tell them why you’re calling, 

and ask open-ended 

questions

• If there’s no answer on your 

first call, don’t leave a 

message. Try calling again 

after 5-10 minutes

• If you don’t have a phone 

number, do some research 

to find it



New Lead Phone Call

Hi, this is ___________ from ____________.  You were looking at properties on 

my website, and I wanted to introduce myself.  Tell me a little about your 

experience with the search process so far.  

If you are like most people I have talked with, this entire process can be pretty 

confusing!  How long have you been looking online?  

What has helped you?  What hasn’t?

New Lead Voicemail

Hi, this is ___________ from ____________.  You were online looking at homes on 

my website and I just wanted to introduce myself.  If you are like most people I 

have talked with, this entire process is pretty confusing, and so I’d love to chat 

briefly with you to get an idea of your needs and your time frame so I can follow-up 

accordingly.  

Give me a call back at xxx-xxx-xxxx.  I look forward to hearing from you. 

Handling 

Objections 

or 

Resistance



Common Objection #1

“No thanks, I don’t need 

any help right now.”

“Hey – that makes complete sense.  This process takes a long time.  My goal is 

determine, if possible, where you are at in this process because I assume you 

don’t need me right now but down the road you might have questions.  Would it 

be ok if I continue to send you listings so you can search on your own time?”

Common Objection #2

“I’m sorry I should have better explained this.  You were looking at properties in 

XXX area and registered on my website.  I am reaching out to let you know that 

I actually exist behind the site because in my experience, waiting for someone 

to follow up with me is very frustrating.  If you’re actively looking to buy or sell, 

do you want to use my website?  There is no obligation or agreement and that 

way you can decide when to contact myself or anyone else.”

“Please take me 

off your list.”
“I don’t remember registering, 

I’m not interested.”

Common Objection #3

“Please don’t 

call me 

anymore.”

“No problem.  I completely 

understand that you want to go at 

your speed.  I would like to invite 

you to continue using my website 

throughout your search process 

that way you can reach out if/when 

you decide you are ready.”



Common Objection #4

“The listing I liked is 

no longer on the 

market.”

“No thanks, I’m 

going to just keep 

searching on 

Zillow.”

• Educate them on why this happened and 

why they saw it

• Very important to explain that you can 

service an entire area

• Just because that listing is either gone or 

wasn’t yours, you can still help

• Explain the pitfalls of Zillow and explain the 

data, along with how it works

• You have a website than can allow them to 

search anonymously

• You don’t have to bug them and they can 

communicate directly with specific questions.

Text

Two Texts that Get Results

Hey Jenn, I’m in an appointment 

right now.  What can I help you 

with so I have the information on 

the properties you want when I 

give you a call back?

No phone 

number?

Send as an 

email from the 

mobile app!



Email

Subject Line Best Practices

• Personalize or localize it 

when you can

• Keep it short and sweet

• Tell them (don’t sell them) 

what’s in the email

• Phrase your subject line as 

a question

• Avoid using all-caps or 

excessive punctuation

New Lead – Buyer

Subject: Sheldon?

It looks like home listings in the ________ area could be of interest to you. Did you 

find what you are looking for?  Am I able to be of service?  My name is _______ 

and I'm a local agent with ______.

If I can help in any way, please call/text/email me anytime...

Thanks!



New Lead – Buyer

Subject: Jenn?

Thank you for registering on my website.  You should have already received a 

welcome email with your login information, so you can see all properties directly 

from the MLS.  

Buying or selling a home can be an overwhelming process, so I’m here to help; if 

you have any questions at all, please don’t hesitate to ask.

I look forward to helping you achieve your real estate goals!

Thank you very much,

New Lead – Seller

Subject: [area name] Home Value

Hi there, I just received your request (via HouseValues.com) about your home in 

_______.  How can I help?  My name is ______ and I'm a realtor with ______. 

What did you think of the market evaluation for your home? A little high, too low?

New Lead – Seller

Subject: Sheldon?

I just saw your request come through from HouseValues.com and wanted to take a 

minute and send you a quick note...

Most of my clients and friends have tried an automated property evaluation website 

to get an estimated value of their home in today's market.  While the instant 

gratification is nice, I've found that it really takes a person to take a closer look in 

order to provide you a much more accurate understanding of what your home 

would be worth in today's market with a custom home evaluation. It's a service I 

provide all my friends and clients, whether you’re just looking or ready to list this 

week.

If you feel this would be helpful, or if I can answer any other questions, please let 

me know.



Re-Engagement Scripts
(make these your own)

Phone Email Text

Seller Re-Engagement

Subject: Comparable Properties

You had recently inquired about the value of your home and I wanted to touch 

base.  Assuming you are still considering listing your property, I wanted to help 

provide some comparable homes that have recently sold.  

Please see the attachment on this email with more detailed information regarding 

comps in your area.

Let me know what questions you have!

Deliberately forget to add the attachment

Seller Re-Engagement

Subject: Hi Sheldon…

A few homes just sold in your area and it’s likely changed the value of your home.  

Can I send you an updated estimate of its value?



Buyer Re-Engagement

Subject: [area] info

I took a look at some of the homes you have viewed and saved on my website and 

wanted to send over some information regarding the areas you’re looking in. Most 

people that I talk with have some specific things they look for in the city they want 

to live in.  

Please take a look at the attachments I have sent regarding the area.

Hope this helps you!

Deliberately forget to add the attachment

Buyer Re-Engagement

Subject: How am I doing, Sheldon?

I want to be sure I’m sending you only the most relevant properties. Should I adjust 

my search criteria for a better match to what you are looking for?

At one point you were looking for real estate.  Are you still looking to buy a home in 

_________?

Buyer OR Seller Re-Engagement

Subject: [Month] Home Sold Report

Happy [day of week]... 

Since March is officially in the books, I thought it may be of interest to see how 

many homes sold in Monroe in March, what they sold for, and how long it took 

them to sell. This report is based on residential homes (no condos) and they are all 

"re-sale" meaning I did not include any new construction. 

If you have any questions about the below or if you are considering pursuing a 

real-estate objective (selling/buying) this year and are open to a conversation, 

please let me know. I'm happy to help!

Pull report from MLS and include in email



Miscellaneous

I noticed you haven’t been back to my website in a while.  I hope that means 

you’ve found what you’re looking for, however if not, please feel free to browse the 

most up-to-date listings and market/neighborhood information.

If there’s anything I can do to help, don’t hesitate to ask!

Thank you very much.

Haven’t been back to your website

Miscellaneous

I noticed you unsubscribed from my emails and property alerts, was this your 

intention? 

The buying or selling process takes a long time.  My goal is determine, if possible, 

where you are at in this process because I assume you don’t need me right now 

but down the road you might have questions.  Would it be ok if I continue to send 

you listings so you can search on your own time?

Your lead unsubscribed right away

Miscellaneous

Did you know you can save searches on my website?  This will allow you to save 

your search criteria and run the search with one-click. 

To save a search, once you enter your search criteria, just click the Save Search 

button in the top right.  

To run your search to see if there are any new properties that match your criteria, 

click on your name in the top right, and select Saved Searches.  

Then just click Run to run a property search with your saved search filters. 

It’s that easy!  Happy searching!

How to work your website


