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PAST CLIENT TEXT
Your Text: Hi (name) the market’s really moving and home values
are going up, up, up. Curious about your home’s new value?
Their Text: Sure, sounds great.
Your Text: Wonderful, I’ll put together your home’s value. Have you
done any upgrades? Once it’s ready do you want to meet for coffee,
or just stop by the house?
[IF THEY ASK “HOW’S THE MARKET?”]
Your Text: It depends ... it’s different for: buyers, sellers, investors or
renters. When’s a good time to talk?

PAST CLIENT / CENTER OF INFLUENCE
Hi … this is (name) with (company). It’s been a while [OR] I hope you and your family
are well.

Real quick, I was wondering if I could help you with any real estate
questions you might have. Great!

Examples:
• Are you curious about the value of your home?
• Do you want to know what is going on in your neighborhood?
• Do you want to know general market conditions?
• Is it time to sell your home?
• Should you be reﬁnancing now?

As you know … I want to be your resource for everything real estate
related. Please call me if you ever have questions … okay? Terriﬁc!

(Name) … my business is based on referrals from great clients (friends, people) like
you. So … before I let you go … Who do you know that needs to buy or sell a home
now or in the near future? Excellent!

Can you think of anyone from your ofﬁce, neighborhood, family or
church? Super!

I appreciate your help and if anyone should come to mind please don’t hesitate to
call me! Thank You!

EXPIRED: PHONE CALL
Hi ... I am looking for (name). This is (name) with (company). I noticed your
home was no longer posted online ... and I was calling to see ... is it on ... or off
the market?
• Are you taking your home off the market?
• Are you getting a lot of calls?
• You may be asking yourself ... where were these agents when
my home was on the market, right?
If you had ... sold this home ... where were you moving to?
*If I brought you an all cash buyer, close in 30 days, where would you like to
move to?
What was your original timeframe to sell and be moved?
Ouch!/Really?
Why do you think your home did not sell? Really?
How did you pick the last agent you listed with?
Knowing what you now know ... what will you expect from the next agent you
choose?
What type of feedback did you get from the people who saw your home? Tell
me more about that.

EXPIRED: PHONE CALL CONT’D
There’s only two reasons a home doesn’t sell ... the price ... and ... the
exposure or marketing to attract qualiﬁed buyers... If I can show you
... how to make the necessary changes to get more showings and
ultimately sell your home would that be of interest to you? Perfect!
Let’s set an appointment so we can ﬁgure out exactly what it will take to
sell your home. Can I come by today at (_______) or is (_______) better
for you?

PRE QUALIFYING YOUR LISTING
APPOINTMENT DIALOGUE
Hi (name) … it’s (name) with (company) … I’m calling to conﬁrm our
appointment for (day/time) … does that time still work for you?
I’m really excited about the opportunity to work with you. I take this
process very seriously and I’m committed to getting your property sold at
the highest price in the shortest time frame. I want to be 100% prepared
before I come out … so I have some additional questions for you:
Let’s conﬁrm ... when we sell your home ... you’re moving to (city), correct?
And you want to be there by (time frame) right?
Assuming you ... choose me ... to represent you ... how soon can we begin
marketing your property?
Tell me again ... your main reasons for selling this property?
So ... what price do you want to sell your home for?
How did you determine that price?
And ... how much do you owe on the property?
Are there any other special features of the home ... you feel could impact
the value?

PRE QUALIFYING YOUR LISTING
APPOINTMENT DIALOGUE CONT’D
Is there anything that could be perceived as a negative ... that could also
impact the property value?
This sounds great I’ll be sending over my marketing proposal via email …
will you take a few moments and review it before I arrive?
Will all the decision makers be there?
[IF YOU ARE COMPETING ASK]
So tell me … what are you looking for in the agent you choose to
represent you?

ADDITIONAL
QUALIFYING QUESTIONS
How will you know when you have the right agent?
Do you have any questions for me before I arrive to prepare for our
meeting?
Obviously ... if you are as conﬁdent as I am that I can... sell your
home...
will you be ready to ... list with me ... at the appointment?
[IF NO]
Tell me about that? (discover and resolve)
[IF YES]
Wonderful! Please have a copy of your key and your mortgage information
handy for me, okay?
This sounds great! I have everything I need to prepare ... Again ... I’ll
be
sending over my marketing plan and more ... Will you take a few
moments
and review it?
I look forward to seeing you (day/time) ... Have a great day.

UNIVERSAL
QUALIFYING QUESTIONS
(You can use this dialogue for most leads you speak with
by modifying your opening)
If you sell your home, where are you moving to? Terriﬁc!
How soon would you like to be there? Tell me about that...
So, what’s causing you to move to (x)? Tell me more about
that.
Who is involved in the process of (x)? How do you feel
about it?
What has to happen in order for you to?
Do you have a plan “B”... in case this doesn’t work out?
Let’s go ahead and set an appointment... Which is better
for you...
mornings or afternoons?
How about (_____) or (_____) time?

OPEN HOUSE:
EMAIL TO DATABASE
Subject Line:
Guess what I’m doing this weekend?
Body of the email:
Hi (name), hope all is well with you. This weekend I’ll
be holding a just on the market listing at (address)
open from ____ to _____. If you’re in the neighborhood, stop by. I would love to see you.
If you know someone who’s looking for (describe
simply the property) feel free to forward this along to
them. Make sure you watch the video! I hope to see
you soon.

LEAD FOLLOW UP
Option One:

Hi (name), it’s (name) with (company) … how are you today? We spoke (time
frame or location or introduction) about your desire to (buy/sell/invest) …
and … I’m following up as promised ... to schedule a time to meet with you ...
Do you have your calendar handy? Are mornings, afternoons or early evenings better for you? How about (date) and (time)?

Option Two:

Hi (name) ... it’s (name) at (company) ... I’ve been thinking about you and
your desire to (action they want to take) ... I’ve been doing some research...
and would like to schedule a time to meet to (show you what I’ve found/see
your home/discuss the next steps) ... and I was wondering ... what would be
the best time to get together?

FSBO PHONE #1
Hi, I’m looking for the owner of the home for sale.
This is (name) with (company). As an area specialist, my goal is to
know about all the homes for sale in the market place for the buyers
I’m working with. Do you mind if I ask you a few questions about your
property? Excellent!
I know the ad in the paper said it had (#) bedrooms and (#) baths,
• Are the rooms a good size?
• How is the kitchen?
• Have the bathrooms been remodeled?
• Would you tell me about the yard?
• Tell me about your neighborhood: do you feel it’s nice for
raising a family?
• Is there anything else that is important to know?
Sounds like you have a great home, why are you selling? Great!
Where are you moving? Terriﬁc!
How did you decide on that area? Fantastic!
Who did you want to sell your home to: a friend, neighbor or a
relative? Great!

FSBO PHONE #2
Hi, I am calling about the ad in the paper: you sound like the owner?
Great (name), this is (name) representing (company). I just want you
to know up front that I am a Real Estate Agent, okay? By the way,
compliment the area.
Now, you are selling the home yourself without an agent, right?
Wonderful!
What time frame have you given yourself before you would consider
listing and selling through a real estate agent?
Speciﬁcally, where is the property located? Get address!
What type of landscaping do you have on the property? Great!
How would you rate the interior? Average, Above Average, or Needs
Improvement? Interesting.
WOW ... This home sounds great! Why would you even want to sell
it? Really!
How soon do you have to be out of there? I understand.

FSBO PHONE #2 CONT’D
So ... how long have you owned this home? Wow!
Are you prepared to adjust your price down when working with a
buyer? Great!
Why did you decide to sell yourself, rather than hire a powerful
agent like me for the job of selling the home?
What time frame have you given yourself before you interview an
agent like me, for the job of selling your home?
[IF THEY SAY NEVER]
What has to happen before you will consider hiring a powerful
agent like me, (name) at (company) for the job of selling your home?
Perfect!
This sounds great. Since you’re selling a home in the (area name)
area and I sell a lot of homes here, you should invite me over so I can
see your home. This way I could describe it to a potential buyer, does
that make sense? Doesn’t that make sense?

Once you’ve secured the appointment be sure to
add them to your CRM and send them a video text
and email letting them know how much you’re
looking forward to meeting with them. Then
schedule a task reminder to follow up the day prior.
LionDesk makes it easy.
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