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Leads Quick Tips & Rebuttals


Opening Line:

“This is ________ , you just inquired on a property how can I help you?”

No need to mention the firm name. They work with YOU the agent 
No need to reference the particular property. They will likely buy something else. 



I have an agent:
“No worries! I love meeting new people so if I can be of any help just give me a call anytime. I’m going to email you some homes just in case your agent misses something.” 

Drip everyone. Agents will slack…miss opportunities…and you will make a sale this year to someone “with an agent” if you consistently touch them and create an automated MLS search for every lead. 


I want to speak to the listing agent:
“Totally understand…I actually focus on representing buyers and can answer any questions that they can…the difference is my loyalty is to you…they may have a loyalty to the seller.” 

Or

“Listing agents can be tough to get a hold of, but can I answer any questions you may have?”



I’m just looking:
“No worries! I love helping people so if I can be of any help just give me a call anytime. I’m going to email you some homes just in case something strikes you.” 


Not real property Trailers:
“I don’t sell Trailers that are leased. The lot rent is often almost as much as a mortgage. You may want to consider talkitng to my lender. He may be able to help you buy something.”

You are fee to disregard these leads. We will track these and get refunds.  

Land and Lots:
Send them the “Consumer Land Buying Quick Tips Form” from the toolkit. 

I have sold lots to consumers that I never even spoke to. 
You will not have to do a lot of work here…Commissions under $1,000 are paid to you 100%, so if you  see a lot that is paying out $500-$1000 it may make sense to make a quick call. 

The time to work these is very minimal. You may end up making money like a attorney $300/hr. for answering a quick call. 
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[bookmark: _wmjb9rkh6da2]How to Respond to Common Objections in Real Estate
Feel free to use these scripts. Conversations can go a myriad of ways, but these should give you a headstart at handling objections.
 
[bookmark: _jqky3aiax7km]1. “I don’t need your service. My friend (or relative) is an agent.”
A lot of people know someone in real estate, so here’s a quick to way to offer an alternative value.
“That is great to hear! Would it be a problem if I also sent you some homes in case they miss a great deal?”
NO 
“Ok, wonderful, If you see anything you like, please let me know! We can set up a showing anytime.”
 
[bookmark: _3w84ttp87869]2. “I’m okay right now. I’m renting a nice place that I like.”
This is a golden opportunity to show them a financial opportunity in owning.
“Well if you would like to start building equity, please let me know….have you spoken to a lender recently?”
NO
“Excellent, I’m going to have my lender Graco give you a call, he may be able to assist you.”
YES
“Excellent, I’m going to have my lender Graco give you a call, he may be able to assist you with one of his new programs.”
 
[bookmark: _f6t3twybxn3c]3. “I’m a couple of years out from buying.”
Everyone loves to window-shop, but it’s a good time to explore the right time to buy.
“ If we could get you approved for a loan,, would that be of interest to you?”
 



 
 
[bookmark: _ugn50qlsng3l]4. “My credit is bad, so I’m just daydreaming right now.”
This is a great opportunity to offer financial advice that could re-shape their lives.
“ Many times they can make a couple of tweaks that can bump your score dramatically. Can I share your name with my lender who can assist you with credit repair?”
 
[bookmark: _cpbf5p51mh2a]5. “I’m just looking on behalf of a friend (or family member).”
“No problem at all. I can reach out to your friend/family and send them some homes, what’s their best contact information?”
 
[bookmark: _c059op540e39]6. “I have an agent already.”
A lot of people know someone in real estate, so here’s a quick to way to offer an alternative value.
“That is great to hear! Would it be a problem if I also sent you some homes in case they miss a great deal?”
NO 
“Ok, wonderful, If you see anything you like, please let me know! We can set up a showing anytime.”
 
[bookmark: _sio34lxdwh8d]7. “I’m just looking right now.”
“No problem! I’m going to send you some homes to look at and if you’c like to see any of them, please let me know. Are you available next week to view some?”

 
[bookmark: _a4aj5ejolw80]8. “I’m busy right now. I’ll call you back.”
Try to get a small commitment here – ask if they can answer 4 quick questions in less than 2 minutes. This will set you up for further conversations later, where you can offer more detailed help.
“No problem at all, I’m going to send you some homes in the area, Will you let me know if you see anything you’d like to schedule a showing for?”
	YEs
“Excellent, I’ll reach back out in a week to touch base.”


[image: ]
[bookmark: _dznkqyiq7yjc]Script #1: When the buyer is just looking for property info
The best thing you can do in this situation is to keep them on the phone so that you can uncover more information about what attracted them to this property, regardless of the property’s current status on the market. Ask probing questions and get them talking in order to demonstrate your value and show that you’ll be able to guide them throughout the entire process.
“Let me double-check on the status of this property… in the meantime how’s your home search going?” (listen for queues for your next questions)
“I know you’re really just gathering information what questions can do you have?”
[bookmark: _3dwhi3drd0lx]Script #2: When a buyer reaches out about a pending property
They didn’t notice that the listing already said “pending” when they submitted a request for more information. Instead of firing that information off via text or email, try to get them on the phone so you can provide a little more color. Here’s a sample script to help you:
“We’re in a seller’s market and some properties move within days or even hours. While this listing is already pending, I want to make sure you aren’t a day late on all the other listings you find interesting. In fact, there are several listings that haven’t come on the market yet that might be of interest to you. I can certainly set up showings as soon as they become available. I’d like to ask you a couple of questions about your home search so I can make sure our time is well spent.”
[bookmark: _au1tg4ufjtqp]Script #3: When they weren’t expecting a callback
They submitted a lead form on a property, but for some reason weren’t expecting a real human to respond to them. As soon as you text or give them a call, you’re met with the “Oh, I’m not ready to talk to a real estate agent yet.” That doesn’t need to end the conversation! Here’s a quick script to warm them up:
“Totally understand. Can I be an extra set of eyes for you as you continue your search? I have the opportunity to preview listings before they come on to the market. If I find something that fits your needs, can I contact you?”
Then, ask questions to make sure you understand their wants and needs so you can send them relevant information. Examples include:
· Are you committed to this specific neighborhood? What attracts you to it?
· How many bedrooms and baths would your ideal home have?
· When is your ideal timing for buying a new home?
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New Construction Leads


It is important to note that new construction currently in 2023 takes between 16 and 24 months. Many times people will inquire on new construction homes, thinking naïvely, that they can be built in six months. The supply chain issues and difficulties in the current market have caused a glut of backlog in the construction industry. It is important to convey to buyers that new construction can be a painful and long process. Many times there are delays and consumers are better off to look at the existing housing stock. DRIP THEM WITH EXISTING HOMES - And new homes

If however a customer is willing to wait 16 to 24 months, and is also interested in new construction, we have provided a list of a few builders in the area.

Please feel free to do your own research, call local builders, make sure to check their credentials.

There are builders out there that take deposits from consumers and do not build the homes. I would highly recommend going with a reputable builder.

 Each and every time you refer a builder out to a consumer, please make sure to register the consumer with the builder PRIOR to getting the consumer their information. Many builders are slippery, and will not want to pay you your rightfully earned commissions. It is very important to register each consumer with several builders in the area.  

It is a great option to take the consumer down to the office and register if you cannot register them remotely or over the phone. 

With each and every new construction lead, please make sure to also create an MLS search of existing houses in the area. Many times, existing homes can be a better value than the new construction homes that are currently going up.

WJH - Century Communities
Phone: Erin Hurter 941-250-4940
Centurycommunities.com

DM Dean 
Phone: 941-391-7444
Dmdean.com
customhomes@dmdean.com

Christopher Alan Homes
Phone: 941-548-6346
christopheralanhomes.com
info@christopheralanhomes.com

Gary Trombley 941.391.7444 
DM Dean custom homes
garytrombley2@aol.com

•Eric Brotz 941.238.7892
Christopher Alan Homes
EBrotz@christopheralanhomes.com

•Erin Hunter 941.250.4940
WJH- Century Communities 
Erin.Hurter@centurycommunities.com

•Carrie Taylor 941.402.1066
Holiday Builders 
Ctaylor@holidaybuilders.com

•Mike Morrison 941.408.5289
Quality Homes 
Mike@qualityhomesofpc.com
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