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The Plan for Today…

Seller scripts to maximize 

your initial response and 

re-engaging old leads

Today’s call will be recorded

Email and phone 

scripts designed to 

get results

Best practices and 

overcoming 

common objections

Listings Don’t Give License to be Lazy

• Sellers have more control 

over their timeline

• Nearly 60% of the seller 

journey takes place before 

a professional is involved

• The majority of your effort 

happens before you 

convert them



Engaging with Seller Leads

• Sellers are cautious, and they 

can tell quickly if an agent is 

just trying to make money

• Many will talk to various agents 

until one tells them what they 

want to hear

• Appeal to the sentimental 

piece, and do not come off as 

“let me list your home”

New Lead Engagement Scripts
(make these your own)

Phone EmailText

Phone & Voicemail



Leads with Phone Numbers

• Call right away, preferably 

within 5 minutes if you can

• Tell them why you’re calling, 

establish rapport, and ask 

open-ended questions

• If no answer, don’t leave a 

message…Try calling again 

after 5-10 minutes

Establishing Rapport

“I have a 

friend that just 

moved there.”

“There’s lots 

of people 

moving to that 

area, what’s 

going on? 

Why is that?”

“The listing 

market is crazy in 

your area right 

now – Are you 

getting calls from 

a lot of agents?”

“I grew up in 

that area…”

“One thing I noticed 

about your home is 

XYZ, that’s really 

popular right now.”

✓ Do your research 

and don’t go into 

this blind

✓ Tap into the 

emotional aspect of 

selling a home

✓ Build rapport with 

knowledge about 

the area

“Were you 

hoping to get 

a specific 

value?”

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.

Seller Scenarios & Objections



Common Objection #1

“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.”

✓ They may be inquiring 

for a friend or family 

member

✓ They went online and 

filled out a form for a 

specific reason

“No thanks, I 

don’t need any 

help right now.”

✓ Offer to keep them 

updated and send 

them market data

Common Objection #2

“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.”

✓ Offer to keep them 

updated and send 

them market data

✓ Pique their curiosity 

by mentioning the 

market conditions

✓ Could be a seller at 

the very beginning 

of their timeline

Common Objection #3

“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.”

“Please take 

me off your 

list.”

“I don’t remember 

filling anything out, 

I’m not interested.”



Common Objection #4

“That’s a great starting point. Just keep in mind, the 

value of your home can’t be gauged site unseen, and 

often times a professional can provide a far more 

accurate valuation for your home – even if that 

professional isn’t me.”

✓ You don’t have to bug them, and 

they can communicate directly with 

questions

✓ You have a website that can allow 

them to search homes and market 

data anonymously

“I got my 

Zestimate… 

I’m good.”

Common Objection #5

“That makes sense, but let me ask 

you…Do you want one buyer? Or do 

you want all of the buyers?

Do you want just one person to see the 

home, or do you want multiple offers?”

“If you have a buyer 

for my home, then 

I’ll list with you.”

✓ Take the opportunity to tell them 

how you plan to market the property 

for maximum exposure

✓ Educate them on the power of the 

MLS and a website to attract all of 

the buyers in the area

Common Seller Scenario

“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 aren’t the 

registered owner 

of the home they 

inquired about

✓ Ask probing 

questions and don’t 

assume anything

✓ Possible renter or buyer, 

or know someone 

looking to sell

✓ There’s a reason 

they looked up the 

value of the home



Common Seller Scenarios

“If you need any help, I work with a 

great lender in the area, and he’s taken 

excellent care of many of my clients.”

They’re just 

looking to 

refinance

“That makes sense, especially with the 

market in your area. May I ask what 

sparked your curiosity?”

They were just 

curious of the value

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

• Phrase your subject 

line as a question

• Avoid using all-caps or 

excessive punctuation

New Seller Lead

Subject: [Area] Home Value

Thank you for contacting me through [SOURCE]. I am in the process of gathering the information 

that you requested. In the meantime, feel free to view my website to find all the current MLS 

listings in the area at [WEBSITE URL].  Here you can follow and save listings as they come on 

the market, as well as track home values in your area.

I’ll be in touch shortly to provide the information you requested and answer any other questions 

you may have. In the meantime, you'll be receiving an email with a login and password so you 

can access my website and view comparable home prices and market data.

Please don't hesitate to reach out with any questions. Thank you!



New Seller Lead – Short & Sweet

Subject: [First Name]?

Hi there, I just received your request (via [SOURCE]) about your home in [AREA/CITY].  How can 

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

I’ll be in touch shortly to provide the information you requested and answer any other questions 

you may have. Thank you very much!

Seller Re-Engagement Scripts

Seller Re-Engagement

Subject: Hi [First Name]…

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?



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: [Month] Home Sold Report

Happy [day of week]... 

Since [MONTH] is officially in the books, I thought it may be of interest to see how many homes 

sold in [AREA] in [MONTH], 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 selling 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

Seller Re-Engagement

Subject: Hi [First Name]…

A few months back, you were researching the market value of your home on [ADDRESS]. 

Because so much has changed, would it be of value to receive a new, REVISED market 

valuation report? – Simply reply back with "Yes". It's free w/no obligation. 

Your home could be worth way more than you think! 



Seller Re-Engagement

Subject: Hi [First Name]…

Hey, I just wanted to drop and line and let you know I’ve been keeping my eye out for comparable 

listings that match your home’s criteria.  If anything hits that market that I think you’ll want to see, 

I’ll be sure to send it over.  

If there’s anything else I can do, please let me know.

Thank you very much!

Add your expertise to explain why there are so few listings that match their home's criteria

Seller Lead – Already Working with Agent

I noticed that when you requested a CMA, you stated you are currently working with another 

agent to help you sell your home. I know that I work hard for my clients so if your agent is also 

working hard for you then that’s great!  You should stick with that person.  

If not I would love to talk with you to see if we would be a better match. If you would like us to 

contact you then email back the best contact number and the best time to call. Or you can reach 

me anytime at XXX-XXX-XXXX.

Seller Lead – Already Working with Agent

I noticed that when you requested a CMA, you indicated you are currently working with another 

agent to help you sell your home. The last thing I want is to step on anyone’s toes.

However, if you checked that box by mistake, I’d be more than happy to send a valuation for your 

property. If that’s the case, simply reply to this email, or give me a call at XXX-XXX-XXXX.

Thank you very much!



QUESTIONS?

Want more?
Visit Learn.MarketLeader.com


