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Agents can convert their online leads at double digit leads.  Talking about leads that lead phone 
number and contact info.  Nathan Dart is converting online leads at 24%.  Not converting same 
month received, but with strong follow up, converting over time. 
 
Many agents have a preconceived notion about online leads.  Online leads are one of the best 
sources out there, but have a bad rap.  Online leads are a stead, consistent, predictable leads.  
You could turn it on today and have leads today.  Providers:  Zillow, Trulia,... 
 
Big myth about online leads:  they suck.  “I tried it and it didn’t work.” It’s not the leads that 
suck, it’s your lead nurturing system that sucks.  Most agents don’t have a SYSTEM.  Most 
agents only make ONE attempt at contact, then quit.  Need a longer-term follow up plan. 
 
Why most agents don't convert online leads effectively.  Fear: agents don’t like rejection. This is 
hard work.  Skill to follow up.  Need scripts and persistence.  Phone avoidance rejection.   
 
The lead follow up plan for converting your online leads in double digit range.  Need phone 
number and email address. 
 

 2 calls per day, 5 days per week, for 2 weeks straight.  20 calls:  talk or voice mail 

 5 emails in first 2 weeks 

 3 text messages in first 2 weeks 
 
Talk, pre-qualify, place them in appropriate follow up system based on their goals.   
Average agents contacts lead 1.2 times before quit. 
43% of online leads never receive any response from any agent. 
 
Initial sales wall.  (retail)  “May I help you?”  “Just looking.”  Most sales walls are only one 
objection deep.  Instead try, “What are you looking for today?” 
 
Seller lead script.  “I know you requested an online evaluation of the value of your property. 
And I was taking a look at it and I think it might be off.  Did you feel the same way? I’m in the 
process of putting together an updated market evaluation for you.  I know you’re busy.  I just 
need two minutes of your time.   Then I’ll let you get back to your day.  Does that sound fair?”  
No just curious. “That’s fantastic.  And in my experience, when people such as yourself start 
looking, they usually have some idea of when they’d be thinking about potentially selling.  So 
what are you 2, 3, 6 months down the road.  What’s that timeframe in the back of your mind?” 
 
Buyer lead script (renter).  “So if you are renting, you’re probably paying what $2,000 a month 
in rent?  Have you ever wondered what you can own in the home market for $2,000 per 
month?  Because I have a report that I can put together that shows you how your rental rate 
can translate into purchase power.  Would that be something you’d find valuable?” 


