
 
 

 

 

Essential Seller Scripts & Strategies 
In this class, we covered tips and strategies for effectively engaging new seller leads, as well 

as re-engaging sellers in your pipeline. We also shared fool-proof email, text, and phone 
scripts that you can use and implement right away.   

 

Click Here to see our entire list of email scripts 
 

Phone & Voicemail Scripts 
If your new seller lead provides a phone number, don’t be afraid to give them a call, just be sure to call 
right away, preferably within 5 minutes if you can. Tell them why you’re calling, and ask open-ended 
questions so they engage with you. If there’s no answer on your first call, don’t leave a message. Then you 
can try calling again after 5-10 minutes (do leave a voicemail here if no answer). 
 

New Lead Phone Call 
 

Hi, this is ___________ from ____________.  You inquired about the value of your home on 
[SOURCE], so I just wanted to reach out and introduce myself, and let you know I’m preparing 

your valuation. What were you looking to find with this value? Were you hoping to find a 
specific value? 

 

 
New Lead Voicemail 

 
Hi, this is ___________ from ____________.  You inquired about the value of your home on 
[SOURCE], and I was calling to introduce myself. I’m preparing your valuation, but I’d love to 
chat with you to get a little more information, and see what were you looking to find with this 

value, or if you were hoping to find a specific value. 
 

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

 
New Lead Voicemail 

 
Hi, this is ___________ from ____________. You requested a CMA for your home on 

[source], and I just wanted to introduce myself. I’m sure you’re getting a lot of calls like this, 
and if you’re like me, sometimes you just get online to do research and want to be left alone. 
So, please, keep doing that. I’m preparing your home’s valuation, and there no obligation, so 
you can decide when to contact me or anyone else. If you have any questions, please don’t 

hesitate to reach out, you can call me at XXX-XXX-XXXX. Thank you very much. 

 
 

Effective Text Messages 
Texting should typically occur more once you’ve established a relationship with your contact. However, for 
new lead engagement, there are two, highly effective text messages to send: 
 

1. Text just their first name with a question mark (e.g. Steve?). You’d be surprised how often people 
respond to this, even if just out of sheer curiosity! Once they respond, start your conversation. 
 

2. Send the text below to new leads, even if you’re not in an appointment or busy. It is a very effective 
way to get a response, and find out more info on what they’re looking for. 
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Hey Jenn, I’m in an appointment right now.  Other than your home evaluation, what can I help 

you with so I have all the information you want when I give you a call back? 

 

 
Establishing Rapport 
When reaching out to a new seller lead, it’s important to try to establish rapport early on, so you can better 
your chances if building a relationship with them. You can leverage personal anecdotes, knowledge of the 
area or neighborhood, expressing empathy, educating them on the process and resources available to 
them, and by tapping into the emotional side of selling a home. 
 

 
 

Handling Objections or Resistance 
It’s not uncommon to get resistance or objections from new seller leads, especially upon your initial 
contact. It’s important to understand why, it’s not because they don’t like you, it’s because they may be 
early in their timeline, just starting their search, or simply not ready to talk to an agent. Remember, most 
consumers are searching for the value of their home, not for real estate agents. 

 
“No thanks, I don’t need any help right now.” 

 
OK, that’s fair. I’m going to go ahead and send you your valuation so you have it, 
and if anything changes in your market in the coming weeks or months, I’ll let you 

know. If you do need help or have questions, don’t hesitate to reach out? 

 
 

“Please take me off your list.”  “I don’t remember registering, I’m not interested.” 
 

I’m sorry I should have better explained this. You requested the value of your 
home on <SOURCE>. I’m reaching out to let you know that I received your 

request because in my experience, waiting for someone to follow up with me is 
very frustrating.  

 
I’m putting your valuation together, would you like me to email it, put it in the mail, 

or both? Or, I could stop by this afternoon, what works best for you? 

 
 



 
 

 

 

“Please don’t call me anymore.” 
 

Let me guess, you’re getting calls from other agents? You’re in a crazy market for 
listings, and you requested the value of your home, so it’s not surprising that 

agents are calling you. 

 
 

“I got my Zestimate, so I’m good.” 
 

That’s a great starting point. Just keep in mind, the value of your home can’t be 
gauged sight unseen, and often times a professional can provide a far more 

accurate valuation for your home – even if that professional isn’t me. 

 
 

“If you have a buyer for my home, I’ll list with you.” 
 

That makes sense, but let me ask you…Do you want one buyer? Or do you want 
all the buyers? Do you want just one person to see the home, or do you want 

multiple offers? 

 

 
Common Seller Lead Scenarios 
These are the most common scenarios when it comes to seller leads, which can often leave you 
wondering how to engage with them. A lot of this comes down to mindset, and these scenarios do not 
indicate a bad lead; remember, they went online and filled out a form for a reason.  
 

They aren’t the registered owner of the property they inquired about 
 

 
I noticed you’re not the owner of the home – Did you inquire for a friend or 

relative? Or are you possibly in the market for a similar property? 

 
 

They’re just looking to refinance 
 

If you need any help, I work with a great lender in the area, and he/she has 
taken excellent care of many of my clients. 

 
 

They were ‘just curious’ of the value 
 

That makes sense, especially with the market in your area. 
 May I ask what sparked your curiosity 

 
 
 

 

Click Here for the class recording 
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