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Real Estate Success Tip # 3: “What To Say To Leads To 
Convert To Appointments” 

 
 

It is important to understand that the consumer today loves to consume (Buy and Sell Real 
Estate), but they HATE “Being Sold”. So, the trick today is adding value by leading from a place 
of contribution, and once they are ready to buy and/or sell, they think of you and reach out to 
you. 
 
So yes, it takes more frequency than ever to convert leads into appointments, however you do 
not need to be high pressure. In fact, you end up turning off far more people than you help 
when delivering high pressure scripts. Again, the goal is to follow up frequently, lead from a 
place of contribution, and develop a relationship over time. 
 
One of the ways we generate a ton of leads and business, is by running Facebook Ads. So, let’s 
run an example of how I follow up with my Facebook leads. These are leads that have 
“Registered” on my website as a lead in order to search for homes. Let’s use the example of a 
lead saving a property as a favorite on my website. 
 
I would call them ASAP and say “Hi (their name), this is (my name) with (my company). I wanted 
to reach out, as I noticed you saved (the property address they saved as a favorite), as a 
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favorite on my Home Search Website, and I wanted to see if you had any further questions on 
that property, as well as see if there is other info/data on that home and area I can send you 
which you would find helpful? (Pause, and let them answer, answer any questions they may 
have, then try to set an appointment). I have some time this evening between 5pm and 7pm if 
you would like to meet at that home on your way home from work and spend a few minutes 
checking it out. Is that something you would like me to set up?” 
 
IMPORTANT NOTE: Remember from the previous tip, the same lead will reject you for an 
appointment 5 times before saying yes. So, I am expecting a no. If they say no, I say, “No 
worries at all. If you have any further questions, or ever need anything, please feel free to reach 
out anytime! Have a great day!” 
 
The goal is to follow up, lead from a place of contribution, try to set an appointment, and if 
unable, then repeat the process. 
 
As you can see, my lead follow up is far from pushy, but I do follow up frequently with courtesy 
check ins. 
 

 
As the famous sales saying goes, “The Fortune Is In The Follow Up”. 
 
Make sure you have a “Lead Follow Up Plan/System” in place, and make sure you are executing 
on it. At the end of the day, leads are not the main issues, it is the inability to convert leads into 
appointments that is the main issue. Most Realtors struggle with this, as they do not have a 
dedicated lead follow up system in place. 
 
My Team uses “Perfect Storm” ( www.PerfectStormNow.com ) as our CRM that automatically 
sends out our email/text follow ups, property alerts and auto tasks us on when to follow up, so 
each day we just have to log into Perfect Storm and it tells us what to do. There are a lot of 
good CRM’s out there for Real Estate Agents to choose from, so the important thing is to find a 
system that works for you. 
 
The next Tip will talk about the importance of a CRM/Database, and the MUST HAVE TOOLS 
your CRM/Database needs to have in place to be effective! 

 
 


