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Lead Generation and Conversion  
Strategies for Shifting Markets 

  

In today’s session you will learn: 

• The best proactive strategies for lead generation in a shifting market.  

• Why it pays to be first, fast, and in person when it comes to lead conversion.  

• How to convert more leads using an Equity Checkup, down payment assistance, and 
circle prospecting.  

I. The Most Important Tool in a Shifting Market: The Rate of Absorption 

• What type of market are you in? 

o Seller’s market – less than 6 months of inventory, prices up. 

o Flat market – 6-7 months of inventory, prices flat. 

o Buyer’s market – more than 7 months of inventory, prices down. 

• What the numbers mean: the probability of selling. 

o Check your MLS for the number of months of inventory in a given location. 

o Five months of inventory means that each month only 20 percent (one out of five) 
homes will sell and 80 percent (four out of five) will still be on the market the 
following month. 

o Three months of inventory means 33 percent of the homes will sell and 67 percent 
will not sell.  

• Help them understand: 

o Each month, if their property isn’t a better value in terms of price, condition, and 
location than about 80 percent of the other properties on the market, they will still 
be on the market next month.  

o If the property values start to decline, they will have to be aggressive about lowering 
their price to get ahead of the price declines—otherwise they will be chasing the 
market down.  

➢ Helpful Script #1: The rate of absorption 

Agent: You now have an important decision to make. Are you going to position your property 
so you are in the top 20 percent of properties that will sell this month, or will you position 
your property where it will be in the 80 percent that will still be on the market next month? 
It’s your choice—what would you like to do?  
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II. Lead Generation  

• 67 percent of all buyers only interviewed ONE agent that 
they hired.  

• 80 percent of all sellers only interviewed ONE agent! 

• Your #1 goal when you prospect or receive a lead: Set a 
face-to-face appointment ASAP! 

• The reason for your meeting – to prepare them to transact. 

o For buyers, check their credit report for errors, 
investigate if they qualify for down payment assistance, 
and begin the mortgage pre-approval process.  

o For sellers, review the steps to prepare their property for sale, how you will market 
their listing, plus examples of before and after staging.  

• Avoid the costliest mistake you can make. 

o According to NAR, 89 percent of all clients would use their agent 
again, but only 26 percent actually did: The reason? 

o They failed to stay in touch! 

o Remember, 1 out of 10 homeowners will transact this year. 

➢ Helpful Script #2: Get back in contact script 

Agent: Good evening John, it’s Sally Agent. It’s been way too long since 
we have seen each other. I would love to buy you a cup of coffee and get caught up. Does 
Friday or Saturday morning work for you?  

III. Referral Exchange Helps You Get Paid on Outgoing Listing Referral Leads 
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IV. Listings: Hiding in Plain Sight 

• Stop throwing away buyer leads – 58 percent have a 
home they own! 

• Where to find 65 percent of the sellers – prospect 
Boomers. 

V. Eliminate the Blackout Zone in Your Business 

• 75 percent of real estate search is in languages other 
than English. 

• 72 percent of the population in Los Angeles consumes 
TV and internet in languages other than English.  

• Immobel’s Xomio.com: 

o 19 different websites in …  

o 19 different languages on … 

o 19 different Google language sites such as 
Google.fr, Google.jp, Google.mx. 

VI. Likely.AI – Generate Listings FREE from Your Own Database 

• 2,663 contacts updated. 

• 216 sales in the last nine months. 

• 231 likely sellers in the next 90-180 days! 

• It’s not enough to just generate leads – you must be 
able to convert them as well. 

VII. The Best All-Purpose Lead Conversion Tool: The Equity Checkup 

• What to include in your Equity Checkup. 

o A photo of a local community gathering place. 

o An iconic shot of one of your area’s best-known 
features.  

o Provide property reports. 

• NARRPR.com: Realtors Property Resource. 

o When you get a lead, order a report on the spot using 
the mobile app. 

o Which way is the market trending? 

• HomeDisclosure.com. 

o Searches database for crime risks, environmental hazards, 
natural disaster risks. 
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• Include your comparable market analysis, and/or use HomeSnap, Trulia, and Zillow 
valuations PLUS: 

• Realtor.com’s RealEstimateSM  

 

 

 

 

 

 

 

• When the lead is a seller.  

➢ Helpful Script #3: How’s the market?  

Contact (Jerry): Are you in real estate? I see that you’re 
looking at listings on your iPad.  

Agent: Yes, I’m Sally Agent and your name is? 

Jerry: My name is Jerry. So, Sally, how’s the market? 

Agent: Jerry, which area is of most interest to you? 

Jerry: I have a condo in Lakeview. 

Agent: Jerry, I would be happy to send you an Equity Checkup on your property that includes 
over 20 pages of reports and other useful information about your property. All I need is your 
address.  

Jerry: It’s 252 Lakeview Circle #310.  

Agent: Thanks, Jerry. I can get that to you after my appointments this afternoon. Would you 
like me to text it or email it to you?  

Jerry: Why don’t you text it to me at 555-225-2525? 

Agent: I will do that. By the way, are you thinking about moving?  

Jerry: Not quite yet, but it looks like I’m being promoted to a new position in Seattle. 

Agent: That sounds exciting! I would be happy to drop by to give you a more detailed price 
opinion of your property. Would Saturday afternoon or Sunday morning work for you?  

Jerry: Saturday afternoon at 1:00 would work.  

Agent: Jerry, I’ll be there at 1:00. I’m also texting you my digital business card, so you have 
my contact information. I’m really looking forward to seeing your place and good luck on the 
job promotion! 
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VIII. When the Lead is a Buyer or Renter  

• Most people believe they must have a 20 percent 
down payment to purchase a home. 

• Be the hero/heroine to your first-time buyers. 

• DownPaymentResource.com. 

• The average DPR client receives $13,000 in down 
payment assistance. 

• Search a property on Zillow to see what down 
payment may be available.  

 

 

 

 

 

 

 

 

➢ Helpful script #4: How’s the market? 

Contact (Jerry): Are you in real estate? I see that you’re looking at listings on your iPad.  

Agent: Yes, I’m Sally Agent and your name is? 

Jerry: My name is Jerry. So, Sally, how’s the market? 

Agent: Jerry, which area is of most interest to you? 

Jerry: I would be interested in knowing about Lakeview condominiums. 

Agent: Jerry, the Lakeview condominium market in the $200,000-$300,000 price range has 
about three months of inventory. That means there is a shortage of listings. If you would like 
to know more about Lakeview, I can text or email you our Lakeview Annual Report right 
now—would that be useful?  

Jerry: Why don’t you text it to me at 555-225-2525? 

Agent: By the way, do you know anyone who is thinking about buying or selling a home?  

Jerry: Actually, I am, but I’m still a bit short on the down payment.  

Agent: Jerry, did you know that you may be able to obtain down payment assistance? There 
are a number of programs in our area that could help you. I’d be happy to have John Lender 
contact you. He can show you what’s available and can also help you become pre-qualified to 
purchase a home. Shall I have him contact you on your cell? 
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Jerry: That would be great—you really think I might be able to get down payment 
assistance?  

Agent: John will be able to tell you more about which programs are available in your area. 
Once you’re pre-qualified, I would enjoy helping you find the right home for you.  

Jerry: Thanks Sally. I look forward to getting the report and hearing from John.   

IX. Your #1 Goal for 2023: Be the First Agent 
to Meet the Prospect Face-to-Face 

Key Points 

• The first agent who meets with the seller face-to-
face wins the listing 80 percent of the time and 
converts the buyer 67 percent of the time.  

• Create an Equity Checkup using the guidelines 
from today’s session—it’s the best overall tool for converting both buyer and seller leads. 

• 84 percent of the properties in the U.S. qualify for down payment assistance—always 
check to see if your clients do! 
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