
Real World 
Lead Conversion 

Strategies



“Most people go through their whole life and never get leverage, 
and that’s sad…but what’s worse is when people have leverage 
and don’t use it.”

-Colin Cowherd



We are living in the most stressful time in real estate. Some would 
argue, even more stressful than  2007-2009.

The market is “too good”.  Listing agents are losing the natural 
organic leverage point of listings.

Buyer agents are seeing their value stripped away.

Buyers and agents are stressed over constant bidding wars and 
having to make a decision “on the fly”.



Properties are seeing multiple offers in hours.  

Buyers are missing out on multiple properties because they can’t/won’t     
pay enough.

Sellers are afraid to put their homes on the market, fearing they won’t be 
able to find a replacement, which leads to even lower inventory

How did we get here?

What can we do about it?

Is it possible agents helped to create it?

Did our traditional way of doing business finally get exposed?



The real estate industry is being attacked from all sides, as third 
parties have seen the amount of money being generated in a real 
estate transaction, and they want to get their part.

Some attacks have come from 3rd party aggregators, others have 
come through the court system…



Are you prepared to look at your process in a different way?

Are you prepared to change the buyer process to bring real value 
to the consumer, while creating a leverage point on the listing 
side?



Real Estate sales has reached the point where a “blue ocean strategy” is 
needed.
The market universe is composed of two types of oceans: red oceans and 
blue oceans
Red Oceans…The traditional way of working with a buyer to find a home-the 
known market space…MLS
Blue Oceans…The unknown/untapped market space…properties that will be 
listed, but aren’t yet.



Our industry’s reliance on MLS as the “go to” place for property has 
lessened the value proposition of the agent, and created a “red 
ocean”.



The Traditional Method…

Step #1…Ask a few cursory questions of the buyer on physical 
requirements for a house

Step #2…Insert Criteria in MLS and see if anything comes up

Step #3…Put the client on a “drip campaign” of new listings



Buyer need! 5 bed, 2-3 baths, walkout basement, located in 
the Sawyer Creek or Lee Brooke subdivisions in Rogersville. 
$315k max budget. Any new listings hitting the market 
soon?

I have a buyer who wants view of table rock lake condo 
2bed or 3bed in majestic or emerald under 300K

Looking for a home up to $550k in Glendale school district. 4 
bedroom, basement and updated. Loves Oak Knoll and Emerald 
Park. Anything coming up that isn’t listed yet? Ready to write 
ASAP!

Step 4…Post in in Realtor FB groups…
”I have a buyer looking for “xyz” 



Step 5…WAIT until something comes up, and hope the buyer doesn’t 
find something on their own. 

Step 6…When something comes up, get your buyer in a bidding war 
with other buyers who are using the exact same process! (RED 
OCEAN)



Rather than “waiting for something to come on the market”, let’s 
develop a strategy for providing the buyer with an experience they have 
always wanted, but haven’t been able to find.

Create an outstanding customer experience for the buyer, while also 
leveraging the relationship for more business.



The 
Blue Ocean Strategy 
for Buyer Leverage



Effectively working with buyers in today’s market requires “new 
approaches”  

You wouldn’t think of putting a sign in the yard of a property 
without a listing agreement, (because you can’t), yet agents work 
with buyers regularly without an agreement in place.  



It is time for agents to raise the bar on 
professionalism themselves, as the industry 
will never do it.  

This creates the Blue Ocean



What does a Blue Ocean look like?

Having materials and processes that separate you from your 
competition, and delivering them to your clients at first contact and 
consistently through the process:

Introductory Videos
Buyer Packets
Initial Buyer Consultations that lead to an agreement
Not working with a buyer without an agreement
Bringing REAL value to your client
Defining the “Perfect House” for the buyer
Utilizing Strategies to find the “Perfect House”
Creating a TRUE fiduciary relationship with the buyer



Today’s Playing Field:

Because of the massive amount of information available today, 
buyers can look at Realtors as “interchangeable pieces”

The traditional methods of working with buyers revolve around 
reaction, time, and in today’s world…STRESS

Realtors are hesitant to spend money working with buyers due to 
lack of an agency agreement

Selling real estate is a “battle of processes”

The current market has exposed the industry’s lack of process in 
effectively working with buyers



Generation

Differentiation

Presentation

Agreement

Identification

Contract

Close



Generation



As a general rule, Lead Generation is NOT the issue!

Leads are generated from the following sources:

Third Party Portals (Zillow, Trulia, Realtor.com, Opcity etc.)

Open Houses

Referrals

Social Media 



Differentiation



The importance of differentiation at INITIAL contact cannot be 
over-stated!  No matter the lead source, you MUST show value at 
initial contact.  

Value is determined by some very basic strategies:

1. Be enthusiastic!
2. Be Prepared 
3. Understand the dynamics of the meeting
4. INTERNALIZE your dialogue!



Are you armed for success?



Lead Conversion Tools

Buyer Questionnaire

Criteria Sheet

Listing Questionnaire









TRUTH:  Your success in lead conversion will greatly
depend on your dialogue, confidence, and passion.

IN OTHER WORDS:

INTERNALIZED DIALOGUE

CONFIDENCE

PASSION

RESULTS

HABITS

MASTERY



The “hidden” benefit of internalized 
dialogue…

You become a GREAT LISTENER!!!



Always remember that you are not the only agent the person has talked 
to.  If you handle the conversation in the same manner, as the other 
agents, then in their mind, you are just like all the other agents they have 
spoken to.  (Not good)

To handle the conversation effectively, you must understand that the 
conversation is a “give and take”

When a buyer asks a question, ANSWER IT! But always follow up with a 
question of your own.  NEVER ask for the buyer’s name until 30-45 
seconds into the conversation

NEVER HAVE A CONVERSATION  WITHOUT A QUESTIONAIRE IN FRONT OF 
YOU!!!



Utilizing the appropriate 
Questionnaire, begin 
the conversation… 



The 4 Step Qualification Process

Desire (Do they have a desire to buy)
Ability (Can they buy)

Assistance (Would they like some help)
Interview (Could you interview for the position)

If you receive 4 “yesses” you now have a lead!

Book an appointment for a listing/buyer consultation!



Deliver the appropriate materials for the 
situation:

Either in person, via mail, or email



Send a “thanks for the meeting” video

If you physically handed the materials to the client (open house), or you are 
emailing materials to the client…text a video within 15 minutes after they 

leave

If meeting was over the phone, and you are mailing materials…





Presentation



QUESTION:  What is your desired result of the consultation?

A signed Buyer Agency Agreement



“I really appreciate you meeting with me today, have you been through this 
process before?”

“Was it a good experience or bad experience?” 

(Write answers down/Explore)

Go Three Deep!!!

Once the ice has been broken, take control and be confident!



“As we go through the process today, I would like to ask you some 
questions about your goals in the home buying process.”

Always go “3 Deep” with questioning throughout the process!

What are your thoughts on the current marketplace?  

Write down and explore their answers! 

After you have explored their answers, explain the current marketplace. 

Key topics:

The speed of the marketplace Lack of existing inventory

The importance of having financing secured Multiple offer 
situations

Bidding wars Paying over asking price 

Step #1 Beginning the Conversation 



“If You would, please define your “perfect house” for me, in detail…”

Write down all thoughts/answers!  

Go “three deep” in your questioning until you are CRYSTAL CLEAR on

exactly what the client is looking for in the transaction.  

Specificity is the key!  

Step #2 Getting Specific 



The “Big Questions”

Do you think buying a home is easy or hard?

Do you think there is a lot or a little negotiation that goes 
on?

How many properties do you think you’ll need to look at 
before you purchase?



“Well, it’s been my experience that at the end of our meeting today, 
one of three things will happen:

First, you may choose me to represent you in the purchase of a new 
home,  and that would be great.

Secondly, you may choose someone else to represent you, and to be 
honest, that wouldn’t be so great.

And thirdly, I may be unable to represent you.”

TRUTH: This conversation is VITAL to your validity

Step #3 Validate your role



“Why would you be unable to represent us?”

“As we go through this process, we may come across an expectation 
that you have that I feel I cannot meet or exceed. And if we reach that 
point, I simply may be unable to represent you.”

“Would that be fair?”

What If They Don’t Ask?

“Now the fact that I may be unable to represent you may sound 
strange to you so let me let me explain. ….(continue as above)



Step #4 The Plan

If we were working together, here is my role in the 
transaction…to create strategies to put you in control, not only 
in negotiations, but also to help you find the “perfect house”.

As we discussed, currently in this market, buyers don’t have a 
lot of control, but I have a game plan to not only help you find 
the perfect house, but try to keep you out of a bidding war 
with other buyers.  Is that something that would interest you?

“Yes”



Based on the information you gave me earlier, I will see if I can get 
someone to sell their property that is currently not on the market, or 
someone who is contemplating a sale in the next few months, and 
see if we can’t get you in there before it hits the market.  
Additionally, I will still be exploring properties in the traditional 
methods as they come on the market.  

Here is the process we would  be using:
1. Direct mail to the neighborhoods you defined earlier.
2. Driving the neighborhoods together and having you define 

particular homes that interest you.  I will contact those sellers and 
see if they are contemplating a sale.

3. Canvass other Realtors on properties they have coming on the 
market.





“Can we change gears for a moment?”

“What do you feel you have the right to expect from me as your real estate agent?”

“What do you feel I have the right to expect from you as my client?”  

“How does someone win with you?”

“How does someone lose with you?” 

“What is your preferred communication method?”

“On a scale of 1-10 with 1 being dishonest and 10 being extremely honest, how
honest do you want me to be with you?”

“I have my own list of what I think you can expect from me and what I expect from
you.”

Step #5 Expectations of the Relationship



• To be punctual
• To find the best homes
• To be loyal
• To be honest
• To respect your time
• To be sincere
• To listen to your opinions
• To negotiate the best price
• To be your consultant
• To relay information in a timely 

manner

• To be loyal
• To make an appointment to see 

property
• To be honest
• To be motivated to buy
• To respect my time
• To obtain a pre-approval letter 

(if applicable)
• To respect my opinion

What I expect from youWhat you can expect 
from me



Loyalty Should Come Up In This Conversation!
“I would love to work with you to find your perfect home, and I only ask one thing in 

return:

That you commit to working exclusively with me.  

By exclusively, I mean if you attend any open houses or talk with any new-home
builders, you let them know immediately that you are happily represented by
me. 

Is this fair? 

I can guarantee you the best service in this industry if you can guarantee me
your loyalty. What do you say?” 

(Sign Buyer’s Agency Agreement)



Remember…

Great Scripts and Dialogues only 
work with people who are actually 

going to do a transaction!



In Summary:

Internalize your scripts

Have great materials

Provide Strategies

Take your clients through YOUR process, don’t become a 
part of theirs!



Thank You!
For more information:

waynefredrick.com

Wayne@stfconsult.com
417-838-9944
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