Real Estate Lead Follow-Up Script Library
Phone scripts, email drips, text templates, and objection handlers for buyer and seller leads
How to Use These Scripts
This is a playbook, not a teleprompter. Internalize the flow of each script, then deliver it in your own voice. Reading word-for-word will make you sound robotic — prospects can tell immediately.
Formatting Key
· Bold text = what you say out loud.
· [Bracketed placeholders] = replace with real info before calling.
· Italic text = stage direction or note. Do not read aloud.
· Each script has a Soft Sell (warm, consultative) and Hard Sell (direct, time-sensitive) version.
Pre-Call Checklist
Complete every item before dialing. Preparation separates a professional REVA from a cold caller.
· Open your CRM. Pull up the lead's record — name, property address, lead source, previous notes.
· Check the MLS for the lead's property. Note listing price, days on market, bed/bath count, recent price changes.
· Pull a neighborhood market report — avg price/sqft, avg days on market, active listings.
· Decide your CTA before the call. What one thing do you want the prospect to commit to?
· Have water nearby. You'll be talking a lot. Dry mouth kills confidence.
· Smile while you dial. Your vocal cords relax, pitch softens, the prospect can hear warmth.
Your 2026 Tech Stack
· CRM: Follow Up Boss, GoHighLevel, KVCore, LionDesk, HubSpot
· MLS: whatever your agent/broker uses (Bright MLS, CRMLS, Stellar MLS, etc.)
· Dialer: Mojo Dialer, PhoneBurner, ProspectBoss, or CRM-native dialer
· Email Automation: Mailchimp, ActiveCampaign, GoHighLevel, CRM-native sequences
· Market Data: Zillow, Redfin, Realtor.com, Altos Research
· Video Messages: Loom, BombBomb
· Scheduling: Calendly or agent's booking link
· AI Assistance: ChatGPT or Claude for drafting personalized emails and neighborhood research

Section 1 — Phone Scripts
Script 1A — New Buyer Lead (Soft Sell)
Use when: A lead has submitted an inquiry on Zillow, Realtor.com, the agent's site, or a social ad. Warm — interested but hasn't spoken to anyone yet.
Opening (Warm)
YOU: Hi, is this [Lead First Name]? (Wait for confirmation.)
YOU: Hey [Lead First Name], this is [Your Name] calling from [Agent/Team Name]'s office. I saw you were looking at properties in [City/Neighborhood] and wanted to reach out personally to see how I can help. Do you have a quick minute?
(If no:)
YOU: No worries at all. When would be a better time for a 5-minute call? I just want to make sure we're sending you the right listings.
Discovery (Build Rapport)
YOU: So tell me a little about what you're looking for. Is this your first home, or are you moving from where you are now?
YOU: Got it. And what area are you focused on? Is [City] your top choice, or are you open to nearby areas?
YOU: What's your timeline? Hoping to be moved in by a certain date, or still in early research?
YOU: Perfect. Have you been pre-approved for a mortgage yet, or is that still on your list?
Transition to Appointment
YOU: This is really helpful, [Lead First Name]. Based on what you told me, I think [Agent Name] would be a great fit. What they do for buyers in your situation is a quick 15-minute consultation — in person or on Zoom — to go over the market, your budget, and a game plan. Would [Day] at [Time] or [Day] at [Time] work better for you?
Close
YOU: Awesome. I just sent a calendar invite to [Lead Email]. You'll also get a text confirmation. If anything changes, just call or text [Agent Phone Number]. Looking forward to helping you find your next home.
Script 1B — New Buyer Lead (Hard Sell)
Use when: The lead inquired 48+ hours ago and hasn't responded to the initial follow-up. Speed to lead matters — responding within 5 minutes increases conversion by up to 80%.
YOU: Hi [Lead First Name], this is [Your Name] from [Agent/Team Name]. Following up because you looked at [Property Address or Neighborhood] a couple days ago. Quick question — are you still actively looking to buy?
(If yes:)
YOU: Great. Homes in [Neighborhood] are moving fast. Average days on market is [X days] and we've seen multiple properties go under contract within the first week. [Agent Name] has availability this [Day] at [Time] for a quick buyer consultation. 15 minutes. Can I book that?
(If they hesitate:)
YOU: Totally understand. Let me do this — I'll have [Agent Name] send you a personalized list of homes matching what you're looking for. No pressure. If you see one you like, just reply and we'll set up a showing. Sound good?

Script 2 — Expired Listing
Use when: A listing just expired on the MLS. Seller is likely frustrated and fielding calls from multiple agents. Your job: stand out by being empathetic, not aggressive.
YOU: Hi, is this [Homeowner Name]? (Confirm.)
YOU: Hi [Homeowner Name], my name is [Your Name] and I'm calling from [Agent/Team Name]. I know your home at [Property Address] just came off the market, and I'm sure you're getting a lot of calls from agents right now, right?
(Let them vent. Acknowledge.)
YOU: I totally understand. And I'm not going to waste your time with a sales pitch. Just one question — do you still want to sell your home, or has that changed?
(If yes:)
YOU: Good. What do you think was the main reason it didn't sell the first time? (Listen carefully. Don't interrupt. Write down exactly what they say.)
YOU: That makes sense. What [Agent Name] does differently is [insert agent's unique value — pricing strategy, marketing, photography, staging]. Right now, homes in [Neighborhood] priced correctly are selling in [X] days. They'd love to stop by for 15 minutes, take a look, and give you an honest opinion on what it'd take to sell. No commitment. Would [Day] at [Time] or [Day] at [Time] work?
If they push back: "I'm going to relist with my current agent."
YOU: I completely respect that. Loyalty matters. Can I ask — if your agent had done something differently, do you think the home would have sold? Before you relist, would it be worth getting a second opinion on what went wrong? That's all [Agent Name] is offering. Fresh eyes. No strings attached.

Script 3 — FSBO (Value-Driven)
Use when: Homeowner is selling without an agent. Your approach must be value-first, not salesy. Most FSBO sellers go that route to save commission; many eventually list with an agent anyway.
YOU: Hi, is this [Homeowner Name]? I'm calling about the home for sale at [Property Address].
YOU: My name is [Your Name], and I work with [Agent/Team Name] here in [City]. I noticed you're selling on your own and just wanted to check in — have you been getting much interest?
(Let them talk. Be curious. Don't pitch yet.)
Value Offer
YOU: That's great to hear. I work with a lot of buyers in [City/Neighborhood]. I wanted to offer you something at no cost — [Agent Name] puts together a free Neighborhood Market Report showing what comparable homes sold for in the last 90 days, what's currently on the market, and what pricing strategy helps sell faster. Want me to email it over?
(If yes:)
YOU: Perfect, what's the best email? I'll have it in your inbox by [specific time]. If you have questions after reading it, feel free to call or text [Agent Phone Number]. Happy to help even if you decide to keep selling on your own.
Soft Close (for follow-up)
YOU: One more thing. A lot of FSBO sellers I've talked to said the hardest part isn't finding buyers — it's handling negotiations, inspections, and paperwork once they do. If you get to that stage and want a second opinion, [Agent Name] is happy to chat. No pressure. Just want to make sure you have someone in your corner.

Script 4 — Past Client Check-In
Use when: A client closed 6–12+ months ago. Past clients are one of the most powerful lead sources because they already trust the agent. Goal: stay top-of-mind for referrals and repeat business.
YOU: Hi [Client Name], this is [Your Name] from [Agent/Team Name]. How have you been? I was thinking about you and wanted to check in — how's everything going at [Property Address]?
(Let them talk. Ask about the family, the neighborhood, any renovations.)
YOU: That's great to hear. By the way, the market in [Neighborhood] has been active lately. Homes similar to yours are selling for around [price range]. Thought you'd want to know, even if you're not thinking about selling right now.
Referral Ask (Natural Transition)
YOU: One more thing. Do you happen to know anyone — friend, family, coworker — who might be thinking about buying or selling in the next few months? [Agent Name] is always happy to help people in the [City] area, and we love client referrals.
YOU: Thanks so much, [Client Name]. Great catching up. If you ever need anything — contractor recs, home value updates, anything — just reach out.

Section 2 — Email Drip Campaigns
Load these into your CRM's automation tool as triggered sequences. Don't send them manually.
Timing rule: send Tuesday–Thursday, 9–11 AM in the lead's local time zone. Fridays get buried. Mondays are inbox-cleanup days. Keep every email under 150 words.
Drip A — New Buyer Lead (5-Email Sequence)
Trigger: lead submits inquiry on website, Zillow, Realtor.com, or social ad.
Day 1 — Immediate
Subject: Quick question about your home search, [Lead First Name]
Hi [Lead First Name],
Thanks for reaching out about homes in [City/Neighborhood]. I'm [Your Name], and I work with [Agent Name] at [Brokerage]. I'll be coordinating your home search and keeping you updated on new listings that match what you're looking for.
Quick question — are you looking to buy in the next 1–3 months, or still in research mode? Either way, I'd love to set up a 15-minute call with [Agent Name] to walk through the current market. No pressure.
Book a time: [Calendly Link]
Best,
[Your Name]
Day 3
Subject: [Lead First Name], I found some homes you might like
Hi [Lead First Name],
Based on what you're looking for in [City/Neighborhood], here are a few homes that hit the market this week:
· [Property 1 — address, beds/baths, price, link]
· [Property 2 — address, beds/baths, price, link]
· [Property 3 — address, beds/baths, price, link]
Any catch your eye? I can schedule a showing as early as this weekend. Reply or text me at [Phone Number].
Day 5
Subject: The [City/Neighborhood] market is moving fast
Hi [Lead First Name],
Quick market update — homes in [City/Neighborhood] are averaging [X] days on market. The best properties go under contract within the first week.
If you're serious about finding the right home, the best move is to get pre-approved (if you haven't) and have a buyer consultation with [Agent Name] so we can move quickly when the right property comes up.
Need a lender recommendation? I can connect you with [Lender Name].
Day 7
Subject: Still looking, [Lead First Name]?
Hi [Lead First Name],
Just checking in — still looking for homes in [City/Neighborhood]? If plans changed, no worries, just let me know and I'll update your file. If you're still in the market, reply "yes" and I'll keep the listings coming.
Day 14 — Breakup Email
Subject: One last thing, [Lead First Name]
I haven't heard back, so I don't want to keep filling your inbox. Pausing property updates for now — but whenever you're ready to pick up the search again (next week or next year), reply here or call [Phone Number].
In the meantime, here's a free Home Buyer's Guide for [City/State]: [Link]

Drip B — Seller Lead (5-Email Sequence)
Trigger: lead requests home valuation, fills seller inquiry form, or identified as potential seller from marketing.
Day 1
Subject: Your home value in [City/Neighborhood], [Lead First Name]
Hi [Lead First Name],
Thanks for your interest in what your home at [Property Address] is worth in today's market. A quick preliminary analysis based on recent comparable sales:
· Avg sale price in [Neighborhood]: [Price Range]
· Avg days on market: [X]
· Active listings right now: [X]
For a more accurate valuation, [Agent Name] offers a free Comparative Market Analysis. 20 minutes, no obligation. Would [Day] at [Time] or [Day] at [Time] work?
Day 4
Subject: What's happening in [Neighborhood] right now
Quick market snapshot for [Neighborhood]:
· [X] homes sold in the last 30 days
· Highest sale: [Price] at [Address]
· Buyer demand is [strong/moderate/cooling] vs. last quarter
If you're even slightly thinking about selling, this kind of data helps you decide on timing. Reply or call [Phone Number] anytime.
Day 7
Subject: 3 things top sellers in [City] are doing differently
After helping [X] sellers this year, [Agent Name] noticed three patterns:
1. They get a pre-listing inspection to catch surprises early.
2. They invest in professional photography and staging (even minimal makes a difference).
3. They price strategically based on data, not emotion.
Want to see how your home stacks up? [Agent Name] can put together a custom selling strategy. No cost. Reply "yes" and I'll set it up.
Day 10
Subject: [Lead First Name], are you still thinking about selling?
Market conditions in [Neighborhood] right now are [favorable/shifting], and homes priced right are moving quickly.
Want a no-pressure conversation about your options? [Agent Name] is available this week — in person, Zoom, or phone. What works best?
Day 14 — Breakup
Subject: I'll be here when you're ready
Pausing updates so I don't crowd your inbox. But whether you sell this month, this year, or three years from now, we're here.
Whenever you're ready, reply or call. For a free updated home value at any time, text "VALUE" to [Agent Phone Number].

Section 3 — Objection Handlers
Objections are not rejections. They're the prospect's way of testing whether you're worth their time. The framework:
· Acknowledge — show you heard them.
· Validate — agree with the feeling, not necessarily the conclusion.
· Pivot — redirect to the value you can offer.
· Re-ask — offer the next step again with softer framing.
Objection: "We decided to wait until spring."
Totally understand. A lot of sellers feel that way. But here's something interesting — in [City] we've actually seen some of the best sale prices happen in the off-season because there's less competition. Fewer homes = more attention on yours. Would it be worth a 15-minute call with [Agent Name] to look at the numbers and see if waiting is really the best strategy for your specific home?
Objection: "We already have an agent."
That's great. Glad you're working with someone. Don't want to step on toes. Are you already under a listing agreement, or still deciding? If you're still exploring, [Agent Name] would be happy to offer a second opinion on pricing or marketing. No pressure — just good to have options.
Objection: "We're just looking. Don't want to be bothered."
Completely respect that. Would it be okay if I sent you a quick email with properties matching what you're looking for? No calls, no follow-ups unless you reach out first. Can I grab your email?
Objection: "I don't want to pay an agent's commission."
Makes total sense. Commission is a real cost — you shouldn't pay it unless it actually puts more money in your pocket. The National Association of Realtors data shows agent-assisted sales typically net sellers significantly more than FSBO sales, even after commission. [Agent Name] can show you the numbers for your specific home. Would 15 minutes be worth it to see if the math works in your favor?
Objection: "Just send me something in the mail / email."
Absolutely. What's the best email? I'll send a customized market report for your neighborhood by [specific time]. If you see anything interesting, feel free to call. No pressure.
Objection: "Interest rates are too high."
Valid concern. Here's what [Agent Name] has been telling clients — while rates are higher than a few years ago, the trade-off is less competition and more negotiating power. Some clients have negotiated seller credits that effectively bring down their rate. Worth a quick call to explore options for your budget?
Objection: "I had a bad experience with an agent before."
Really sorry to hear that. It's more common than you might think, which is why [Agent Name] does things differently. Can I ask what happened? (Listen.) What [Agent Name] does is [specific difference: weekly updates, transparent pricing, guaranteed response time]. Would you be open to a 15-minute conversation to see if it feels different? If not, no hard feelings.

Section 4 — Text Message Templates
Texts have the highest open rate in real estate. Keep under 160 characters when possible. Always use the lead's first name and include a clear CTA. Never text before 9 AM or after 8 PM local time.
New Buyer Lead (Initial)
Hi [First Name]! This is [Your Name] from [Agent/Team Name]. Saw you were looking at homes in [Neighborhood]. Want me to send new listings as they come in? Reply YES and I'll set it up.
Post-Call Follow-Up
Hey [First Name], great chatting today! Here's the link to schedule your consultation with [Agent Name]: [Calendly Link]. Talk soon!
Expired Listing
Hi [Homeowner Name], I know your home at [Address] just came off the market. If you're still looking to sell, [Agent Name] would love to offer a free, no-obligation second opinion on pricing. Interested? Reply YES.
FSBO
Hey [Homeowner Name], I noticed your home at [Address] is for sale. I have a free neighborhood market report with recent sale prices that might help you set the right price. Want me to send it? Reply YES.
Past Client Check-In
Hi [Client Name]! [Your Name] from [Agent/Team Name] here. Checking in on you and the house. Everything good? Homes in your neighborhood are selling for [Price Range] right now. Let me know if you'd ever want an updated value!
Breakup Text
Hi [First Name], I've been trying to reach you but don't want to be a bother. If the timing's not right, totally understand. When you're ready to [buy/sell], text me back anytime. I'll be here.

Section 5 — Voicemail Scripts
Keep every voicemail under 30 seconds. People delete longer ones before hearing the CTA.
Voicemail — New Buyer Lead
Hey [First Name], this is [Your Name] from [Agent/Team Name]. I saw you were checking out homes in [Neighborhood] and wanted to reach out. I've got some great options that just hit the market. Give me a call at [Phone Number] when you get a chance, or I'll shoot you a quick text. Talk soon!
Voicemail — Expired Listing
Hi [Homeowner Name], this is [Your Name] from [Agent/Team Name]. I know your home at [Address] just came off the market, and I wanted to offer a fresh perspective on what it'd take to get it sold. No pitch, just helpful info. Call me at [Phone Number] or I'll try you again tomorrow.
Voicemail — FSBO
Hey [Homeowner Name], this is [Your Name] with [Agent/Team Name]. I saw your home for sale at [Address] and wanted to offer a free neighborhood market report with recent comparable sales. No strings. Call me at [Phone Number] or text me and I'll email it right over.

Section 6 — Quick-Reference Cheat Sheet
Print this and pin it next to your monitor for quick access during calls.
	Lead Type
	Your Opening
	Your CTA

	New Buyer
	"I saw you were looking at homes in [Neighborhood]..."
	Book 15-min buyer consultation

	Seller
	"Your home at [Address] could be worth [Price]..."
	Schedule free CMA

	Expired
	"I know your home just came off the market..."
	Offer free second-opinion visit

	FSBO
	"I noticed you're selling on your own..."
	Offer free market report

	Past Client
	"Just checking in on you and the house..."
	Ask for referrals


Coaching Notes
· Pause after an objection. Wait 2–3 seconds before responding. The real objection usually comes in the silence that follows.
· Double-dial. If a lead declines your first call, call again immediately. Unknown numbers calling twice feel urgent — pickup rate jumps 20–30%.
· Update the CRM after every call. 1–2 sentence note on what was discussed, plus next follow-up date. If it's not in the CRM, it didn't happen.
· Never challenge an FSBO's decision. Validate it first, then offer value. They'll come back when they realize the complexity.
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