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Lead Buying Journey and Script Theory

Typical Homebuying Journey

First Few Months in Months 3-6 in 6 Months or more into journey
Beginning Journey Deciding “Wants & Needs” Shopping / Asking for Showings
Facebook Leads (7$/Lead) Zillow ($200/Lead)
Open House ($0 but low yield) Realtor ($175/Lead)

Google Adwords ($20/Lead)

\ 4 \ 4 v
Lead Characteristics Lead Characteristics Lead Characteristics

- - Has price range in mind, style
Unsure, afraid to commit, not ofphome sg" uhsure buty

sure of needs starting to crystalize specifics

Ready to look, clear picture of
moving date, area, price range

\ 4 \4 v
Follow Up Approach Follow Up Approach Follow Up Approach

Consultive, teacherlike, House focused, still teacherlike Start scheduling showings.
supportive. Goal is to meet but more specific to homes in It's go time!
ASAP to build rapport area, financing to be addressed
v

Lead Sources help give insight to buyer readiness. More importantly,
ask questions and LISTEN to answers, observe body language,
words used, pattern of speech to give insight into how far along the
buyer is in their journey.




Scripts for Buyers Beginning Their Journey

[ ———
Hi, John! | see you were > Good - | like <
shopping for homes on my large kitchens T
website. Curious, out of o é'lk't : a 0(;1 |
what you see available, ({,i'ufik; /‘r’mi"‘ii)e 2o
anything stand out good or Bad - | hate ’
bad? > small yards < U Gaive
Opening Scripts details to

connect
personally

Hi, John! Wanted to > Yes < Got it. Glad you did/
introduce myself and reach sorry we'll fix it
out regarding your home Have you been
search on my website. Were looking for a home
you able to login & see long?
photos? > No < '

like to enroll you in our VIP like to take 30 min to

Buyer Program. Lot's of free teach you about the
process and enroll you

in VIP Program. Are
you sure?

You:

\ .
i ——] | like them too! Do
you cook?

v #1

products! When is normally
a good day to meet? p- Don'twantto <

Closing for

Appt. Scripts Examples:
| know you're not ready to
buy yet. But I've found a
quickychat with our lender > Yes <
over the phone can nail down Great, call them/Ok,
your monthly payments. when can my lender
Knowing the cash needed to call you and is this
buy & payments involved number ok?
reduces stress. Do you have > No <
a friend or family member in
the mort. biz?

Them:
Yes been looking 2
months.

You:

Wow. | bet you have 1
Mil agents emailing
now! haha!

After connecting w/
Lead on personal I'm sure you're not looking > Tuesday < Great see you Them:
level. to buy any time soon but I'd then/Understood, I'd I liked big kitchen.




Opening Scripts

Scripts Midway

Hi John! | noticed you were
looking in the XYZ zip
code/city name area. Looks
like there were a few you
missed. Are you set on that
neighborhood? | can send
you a few more if so?

Hi, John! I'm sure you're
not quite ready to buy yet
but I've found it helpful to
tour a few homes to start to
crystalize your wish list for a
new home. What day/time
are you normally free?

Great. Is your email XYZ?
Also, what day of the week
Yes > is best to look at homes?

Got it, what area do you
prefer? Also, what day of
No > the week is best to look at
homes?

Wednesday [z I'll send you some homes

Great! Is XYZ your email?
and we can confirm.

prefer? Is XYZ email the best
Not Sure P> address to send you some?
We can start looking this way
and wait to go in person.

y

Got it, what area do you |




Opening Scripts

Advanced

Hi, John! You contacted >
me about 123 Smith St
on 'Lead source'. What

stood out about this

home that you liked?

>
Hi, John! | received a >
message regarding
your interest in 123
Smith St. When would
you like to see it?
>

Any likes

Not sure

Wednesday

Not Sure

A

| like those too! Or, my wife
likes those. (RELATE TO

THEM!) Then, advise there
are more that have those
features. What day is best
to look for you.

| understand. It can be
overwhelming. What things
do you dislike? Maybe we
can work backwards from
there.

Great! Is XYZ your email?
I'll send you some homes
and we can confirm.

Understood. Have you |

started working on your
financing yet?

y



Common Buyer Objections

\

Just Looking/Browsing Not Ready/12 mo out How'd you get my info | have an agent

Looking is fun! My wife and
| shop regularly and we
aren't moving anytime soon.
What are you looking for
when you move next? And
do you own or rent right
now?

\

Got it. I'm always amazed
when people plan this far
ahead. | cant even plan

dinner! (haha). So, what is

the plan exactly?

\

Sorry for any confusion.
You contacted me somehow
on my website. | had a note

to reach out and get your
thoughts on the houses you
see. What stood out
good/bad about the homes
you saw?

Common Seller Objections

\

Got it. It speaks highly of you that
you want to maintain that
relationship and are bringing it up
now. That being said, I've found
home buyers that are looking on
their own many times are
receiving less than stellar service
so they are searching on their
own to suplement. Did you know
if you haven't obligated yourself
to any other agent legally, you
can work with more than one
agent at a time?

Yes! I'm interested in my home
value and I'm not moving so |
understand. Did you by chance
see how many buyers are
looking for a home like yours?
If you missed it, | can pull it up.
It's incredible the activity in your
area. If you received a good
offer, would you be open to

moving?

Got it. I'm always amazed
when people plan this far
ahead. | cant even plan

dinner! (haha). So, what is

the plan exactly?

Sorry for any confusion.
You contacted me somehow
on my website regarind your

home that you own. |
noticed the auto-eval was
off some and wanted to see
if you wanted me to update

it/fix it so you can get a

better idea of value?

Just Curious regarding Not Ready/12mo out How'd you get my info
home value

Got it. It speaks highly of you
that you want to maintain that
relationship and are bringing it
up now. That being said, this is
likely the largest sale of your life.
Rather than making this about
being kind to other agents due to
varied relationships, the decision
on who to list your home should
be all about you. You owe it to
yourself to interview as many
agents as possible.




Seller Y-Priority Alerts

Seller Remarketing Call To Action: CTA - Home Value
Visit Market Trends Checked

Hi, John! I've been Hi, John! | wanted to Hi, John! My system
sending some home make sure some of the flagged your home value
owner data your way nuances of the market check due to there being
recently. Did you see tool | sent you came a minor issue with the

your home value and the through ok. When can we data. When can we meet
number of buyers looking chat about this in detail? so | can fix and review
for a home like yours? the info?

Buyer Y-Priority Alerts

Call to Action - Call to action -
Private Showing Viewed Homes

Hi, John! I'm sure you
don't want to sell your
house tomorrow but I'd
like to strategize with you
on when the right time
would be to bring my
buyers by.

Hi, John! Did you happen
to see the folks down the
street from you that just
listed their home? | know
you arent ready to list
your home, but I'd love to
chat with you about how
these listings will impact
your home value.

Buyer Remarketing Viewed Listing 3 e : - o
Shared Listing Handraiser First Saved Listings

Hey, John! | was going Hey, John! Sorry if I'm
through my files and | being a pest but there Hey, John! There are
wasn't sure if you ever are a few homes on some homes in the

found a home? Were "listing viewed 3 times" "neighborhood of shared
you still looking in XYZ street and another in that home" | think you will
Zip? There are a few | area | saw that | think LOVE. When can we
think you missed that you you would like. Are you look at a few?
might like? free one dlay ;r;is week to ’
00k?7

Hey, John! Hows the
search coming along? |
wanted to pencil in a time
to talk about your real
estate plans. | realize
you don't want to buy a
home tomorrow or
anything. But with a
purchase of this size, it's
important to be prepared!

Hey, John! There are
some homes in the
"neighborhood of saved
home" | think you will
LOVE. When can we
look at a few?




Expired/FSBO Intro Script

Intro Call/Text Opening

Hi, This is Agent Name w/ Company. | noticed you hadn't sold
your home yet and | think | know why. Looks like your ranking
on social media was incredibly low and your profile on
Zillow/Trulia/Realtor.com was buried behind the competition
due to some simple ommissions in your listing profile. When
can we review this so the next time you list you won't be at
such a marketing disadvantage?

‘ |
v v

Favorable Reply Un-favorable Reply

If you're still open to selling your home
one day, | actually pulled a report in my
active database and have a list of buyers
. that have searched for a home in your
Set appointment area, price range, and size. I'd love to
show you how we are able to market to
these folks if you're still open to selling
one day. Again, this is just a free
education for planning purposes. Nothing
more or less.




Questions to Increase Engagement

Question #1 Question #2 Question #3

What did you like and what would If you could wave a magic wand, Do you have a friend or a family
you change about the homes you when would you be in your new member in the mortgage business?
saw? home?

Most agents ask something like:
Most agents ask something like: Most agents ask something like: Do you want to talk to my lender?
What kind of home do you want? When do you want to buy your new He is really good. If the buyer is like
If the buyer is early on in their home? If the buyer isn't sure about most, they are generally jaded with
process (like in a PPC lead their plans, they will rush off the salespeople and they will assume
scenario), they won't respond phone. This question allows them you are getting a kickback. This
favorably. to share their dreams. question allows them to realize you

have their best interest at heart.




