Nurturing Real
Estate Leads
Working with a lead doesn’t have to be a challenge. Learn
when you should contact a lead, what to say, and why you
shouldn’t give up on them.
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Introduction

S

ince 2003, we’ve talked to thousands of our First 2 Contact customers -- new

agents, agents with and without assistants, brokers. What we’ve learned is they like
receiving verified leads but don’t know how to communicate with them in a way that
increases lead conversion.
This ebook provides tips on getting the most out of your leads by nurturing them.
When you know how to nurture a lead, it’s more likely they will become your client and
eventually a sale. Keep in mind, if you don’t take the time to work with the lead, they
will find another agent who will take the time.
Highlights:
●

The best time to contact a lead

●

How often you should contact a lead

●

What to say once you get them on the phone

●

Nurturing emails

●

Getting the lead to commit to an appointment

●

Nurturing them as you begin showing them homes
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When Should I Contact a Lead?
Immediately after you receive the lead!
We understand that it is not always possible to follow up with a lead
immediately. What we know is most customers expect it. That’s right.
It’s all about the customer.

There’s no denying that the quicker you
follow-up with a lead, the more value you
create for yourself and the lead. If the lead has
already been verified for you, you’re not only
saving time but money as well.

CLICK FOR VERIFIED LEADS

Get them on the phone while they’re thinking
about buying or selling a property. A case
study from the California Association of
Realtors found that only 8% of Realtors
delivered an instant response to leads -- be
in that group! The study also found that 45%
of consumers expect an instant response.
Impress both the expecting and unexpecting
leads by making contacting as soon as you
receive them. Keep in mind, calling them
later the same day results in 0% lead
satisfaction, according to the study.
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According to Hubspot,
companies who
contact leads within
an hour of receiving
the lead alert are 7x
more likely to engage
in conversations with
key contacts as
compared to those
who waited an hour or
more to contact the
lead.
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How many times should I call a lead?

Chances of contacting
the lead increases by
900% when you
attempt to contact
them 6x in 6 day period.
Shon Kokoszka, Icon Coaching

Shon Kokoszka, of Icon Coaching, suggests contacting them
every day for 6 days. After calling and calling, you may feel
like giving up on the lead but remember, they reached out
for a reason.
As you continue to reach out, the lead might get tired of
receiving a bunch of emails or might not want to pick up a
call, but that doesn’t mean you give up on them.

Schedule a block of time each day to follow-up with the leads you didn’t reach the first time.
For example, Thursdays from 1-1:30pm might be a slow time for you but a great time to
consistently reach out to leads. Remember, lead follow-up is an important key leading up to
conversion.
Even if they’re just dreaming about buying or selling, continue to reach out and nurture the
lead a minimum of 8-9x over 2 months. What are their plans? How can you help them
develop a plan? What can you provide to get them excited about a future purchase? Get
them focused on a planning vs. obstacles.
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What should I say once I’ve got the
lead on the phone???
Keep the following in mind before calling the lead:
●
●
●

The lead is just testing the water
They’re unfamiliar with you
They may be opposed to agent representation

Remember, making this call is a great opportunity to
connect. Who cares if they don’t answer; letting them know
you’re a human and not a computer is enough. Avoid
beginning the conversation with the reason why they
should do business with you. Think of how you can be
helpful based off of what they need and where they’re at in
the buying/selling process.

Be prepared for their responses ahead of time:
●
●
●
●
●
●
●

Come from a place of helpfulness and compassion
Build trust and add value
Start your responses with “excellent”, “sounds
great”, “outstanding”, etc.
Address their questions in ways that keeps them
engaged and wanting more
Offer to fulfill their requests
Position yourself to possess something the lead
wants
Exceed their expectations by offering more than
thought they would receive

Ask for an appointment again and
again and again.
Asking for an appointment is an
important step in converting the
lead into a client. Don’t let the
lead dictate whether or not an
appointment is made. If they
decline early in the conversation,
find a way to ask again. Perhaps
you’ve just agreed to share a list
of homes. As you look up the
information, ask for more
neighborhood criteria (ex.
pet-friendly parks, community
pool, walking paths, etc.). You’re
controlling the conversation and
keeping them engaged. As you
build this trust, ask for the
appointment again.

According to a study by WAV Group,
48% of buyer inquiries were NEVER
responded to.
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Acknowledge their needs
Create an emotional connection
Establish yourself as the expert

Emotions and
decision-making go
hand-in-hand. Create
an emotional
connection with leads
and they’ll be more
likely to engage and
continue the
relationship.
-Harvard University
When talking to a lead, the conversation should leave them feeling like they’re talking to a new
friend vs. a pushy salesman. Take the time to ask questions that target key points while making
them feel like you understand them and are happy to help out.

Agent: “What kind of a neighborhood are you looking for?”
Lead: “A quiet area. Homes with big yards and lots of trees.”
Agent: “Fantastic. A big yard and lots of trees. Is that the type of property you grew up
on?” (Acknowledged needs/criteria)
Lead: “Yes. I loved the house I grew up in and the lot was incredible. I want my kids to
experience that.” (Emotional connection to property type)
Agent: “I already have some properties in mind. I recently showed a large property with
older trees, and….” (Establish you’re the expert on this type of property)
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You’ve enjoyed a
lengthy conversation
but the lead is
hesitant to make a
commitment.

“You’ve already taken the time to reach out to get more information on homes, and I look at
100’s of homes each month and know the market. Through the process of looking at homes
with you, I’ll learn about you and educate you on the common pitfalls that buyers fall into
when buying their first home. Plus, I’ll teach you negotiating strategies to get the best price on
the home you decide to purchase. You want to find the right home, don’t you?”
- Shon Kokoszka, Icon Coaching

“What price range suits you best?”
Many leads don’t know what loan amount they qualify for because they have just begun
the process of looking for a home. If the lead isn’t pre-qualified and “just looking”,
help them understand where they need to keep their monthly mortgage payment and
how it can make their search more effective. How much are they going to put down?
Get to the bottom of what they can afford by asking “What price range suits you best?”.
Educating the lead is part the nurturing process. They’ll start to understand how it
applies to the beginning phase of the home search and eventually they will want to get
pre-qualified.
In this example, a lead just wants to get a list of HUD homes, as promised by your
website. You want to qualify them. Instead of telling them you’re an expert in HUD
homes, simply tell them, “there has been a lot of interest in HUD homes lately”. Tell
them you would be happy to get them a list of HUD homes in their area and, while
you’re doing that, ask them what price range they’re most comfortable with. You just
qualified the lead. Confirm you will email the list of homes they requested and, to add
more value, begin sharing a bit about your expertise in HUD homes.
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Nurturing Emails

Nurturing your leads through a drip email
campaign

is

convenient,

provides

educational information and keeps the lead
engaged.
measure

Consider a product that will
the

interest.

lead’s

engagement

and

It’s most beneficial to find

software that keeps track of whether or not
the email was opened and if they clicked
any links.

“Know the second a lead
opens an email, send a
perfectly timed
follow-up, & close deals
faster than ever.”
-Hubspot

Many products, like HubSpot’s Sales Hub, allow you to see the lead’s history -- which emails were
opened, which documents were viewed --- so you know which leads are engaged and which are not.
Segment your audience, creating nurturing campaigns for sales-ready leads and separate campaigns for
those in the early stages of buying. Warm leads receive personalized follow-up emails to keep them
engaged and convert them into sales. For those who didn’t open your emails, automate a different
email campaign with helpful information, free advice and calls-to-action.

Example introductory email:
Hi _______,
Thank you for registering on my website to receive alerts on the newest listings to hit the market. Our state of the art
website updates hourly so you’ll be the first to know when a home, meeting your criteria, hits the market.
Buying a home is exciting and my clients are grateful for the guidance I’ve provided. Over the past decade, I’ve
helped hundreds of clients find their perfect home. Please visit my blog to learn more about the buying process and
how I can make it easier.
Read More: Preparing to Buy a Home
Enjoy your day!
Abe Agent
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Continue to Nurture: Showing Homes
You’ve generated leads, nurtured them through calls and email, and now it’s time to show them
homes. You’ve nearly made it to the finish line. The house of their dreams is on the horizon.
Meeting them at the office
●

Make them feel special. The receptionist greets them by name and shows them into the
conference room where they see their favorite beverages and snacks.

●

Their name is on a folder brimming with information about the homes and neighborhoods
you’ll be visiting. Crayons and coloring books will keep the kids happy.

●

Keep the meeting short so you can get on the road and show them what they’re most
interested in, their future home.

Showing homes in the evening
●

If they have a large family, transport them in a roomy vehicle with large windows to keep
everyone comfortable and enjoying the view.

●

Instead of simply showing them homes, drive by areas that compliment their checklist: dog
park, coffee shop, hardware store, etc. When they know you know the area, they will
continue to feel more confident in your abilities. Get their feedback and adjust your home
search accordingly.

●

End the evening by giving them a gift certificate to a local restaurant in the neighborhood
that most interests them.
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IN CONCLUSION
As you can see, there are many ways to nurture a lead,
from the first point of contact to showing them
homes. Begin by building trust and rapport. Give
them what they’re looking for at their stage of the
buying/selling process. As they receive emails,
specific to their needs, you might find them reaching
out to learn more. They start following you on social
media. They read your blog and share it with
like-minded friends. Your name and brand are top of
mind, and you begin to establish yourself as THE
resource in real estate. They trust you’re going to find
them what they need and, in turn, you’re molding the
lead into a client.
As you define your processes, you will begin to see
patterns and understand how various leads fall into
specific categories. You will develop numerous email
campaigns to nurture each type of lead. You may
even find yourself returning to old, cold leads and
nurturing them into clients.
Treat your leads with compassion and come from a
place of helpfulness. They need you, they just might
not know it yet. Get out there, begin the lead
conversion process and start changing lives. You’ve
got this!

Remember, every lead is an opportunity.
It’s all about how you nurture them.

