REAL ESTATE

AS A REAL ESTATE AGENT, YOU'RE ALWAYS
looking for new avenues for potentially lucrative
deals, and one of the best may just be expired
listings—homes that were put on the market but
didn't sell. Ideally, you should reach out within a day
or two of the expiration since many homeowners
may still be interested in selling but are unsure
about what comes next. Starting this conversation,
though, can sometimes feel tricky because they
may feel disgruntled or even defensive.

To make it easier, borrow the language and scripts
from Stephen Acree and the Acree Brothers Realty
Team in Lynchburg, Virginia—a small but mighty
group who closed over 240 total deals in 2024, and
have already surpassed 210 closings so far in 2025
with just five agents. Their approach is all about
empathy, not pressure. The goal is to acknowledge
the seller’s frustration, understand what went wrong
the first time, and offer a fresh, more effective
strategy to help them get the result they want.
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EXPIRED LISTINGS

FCH

Agent: Hi, is this [homeowner's name]?
Prospect: Yes.

Agent: Hey [name], this is [your name] with [your brokerage]. | know this call might be a
little unexpected, but | noticed your home recently came off the market and wanted to check in.
Did it not sell, or did you decide not to sell?

If they say their house didn‘t sell:

Agent: Got it. | actually talk to a lot of people in the same boat—they had really nice homes
that didn't move, often for reasons outside their control. If you don't mind me asking, what do
you think held it back?

Listen carefully. If they mention price, timing, or agent issues, tuck those details away for later.

Agent: That makes total sense. You're definitely not alone. Many of my clients felt the same
way at first. In fact, a lot of the homes I've helped sell this year were previously listed and just
needed a different approach. Now, you might not be interested anymore, and | respect that, but
if | could show you a way to relist and actually put money in your pocket this time around, would
you be open to a conversation?

If they say we're taking a break.:

Agent: | totally understand. That gets said a lot—sometimes taking a step back is the best
move. Just so | don't follow up at the wrong time, are you 100 percent sure your plans are
still on hold, or is there a chance you might revisit them in a few months?

If they’re open to revisiting:

Agent: What do you like about the idea of waiting? Is it timing, interest rates, or just
needing a breather?



Listen and adapt. Then turn the discussion to follow-up:

Agent: If it's OK with you, I'll check back in a few weeks in case anything changes. In the
meantime, I'd be happy to send over a quick home value update, just something to keep you
informed. Would that be helpful?

If they say they’re selling it themselves or working with someone else:

Agent: | completely understand—you want to keep things simple and handle it on your own. If you
run into any questions during the process, don't hesitate to give me a call. I'm always happy to be
a resource, no strings attached.

How about | check in with you in a couple of weeks to see how things are going and if you've
had a chance to go live? That way, if there’s anything | can do to help or if you hit any roadblocks,
you've got someone you can reach out to.

You want to make sure you always end the call by scheduling a specific time frame for a check-in.
It shows professionalism and keeps the conversation open for future opportunities.

This script is a great starting point, but there’s no need to follow it word for word. Make sure

to listen to the homeowner’s concerns and adjust what you say accordingly. And don't feel
discouraged if the first few conversations don't go your way—the more you talk to homeowners,
the easier it will get.

If you're looking for more ways to grow your business, our free resource library is packed

with scripts, guides, and templates for real estate professionals. Or check out how our various
marketing tools, including our personally branded magazines and print-on-demand postcards,
can help you close more deals. For instance, mail your magazine to a homeowner right after
their listing expires or bring copies to your appointments with them. This item will set you apart
from their previous agent by showing polished, professional branding while providing value—far
more impressive than any old flyer or postcard.

For more information on how our coffee table-quality magazines and other marketing products
can help you connect with homeowners, book a free demo with our team today!


https://remindermedia.com/resource-library/
https://remindermedia.com/book-a-call-blog/

REAL ESTATE

REAL ESTATE IS A RELATIONSHIP BUSINESS,
which means that staying in touch with past
clients, friends, and local connections is crucial
to your success. But if you're struggling with
how to do so effectively beyond simply adding
them to your email list, refer to this script from
Stephen Acree and the Acree Brothers Realty

Team in Lynchburg, Virginia, who used it to

help them close 85 deals in 2024 and over 100
so far in 2025. The conversation is warm and
personal with a focus on offering value first,
leading smoothly into a referral request in a way
that feels natural and appreciative rather than
transactional.
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SPHERE/REFERRAL/
MAGAZI

JFCH

Agent: Hey [client’s name], how are you? This is [your name] with [your brokerage]. | just wanted
to check in and see how things are going. How's your [family/business/life]?

Pause and listen. Use any notes in your CRM on past transactions, birthdays, vacations, or hobbies
to guide your questions, and start by asking how work is going. This simple opener helps you
reconnect on a personal level—and most people will naturally ask how your work is going in return,
giving you a natural segue into sharing what you’ve been up to professionally.

¢ The last time we talked, you mentioned your daughter was graduating. How did that go?
* Weren't you planning a big trip to the beach this summer?
* How's the new place treating you? Did you ever finish the kitchen remodel?

For another way to make a personal connection, ReminderMedia clients can also reference their
personally branded magazine—a 48-page professional-quality publication featuring entertaining,
inspiring, and engaging articles.

Agent: | wanted to ask if you got a chance to check out the magazine | sent you.

If they did read it:

Agent: Nice! | really liked that article about [relevant topic, such as local travel, wellness,
or food]. | thought it might be something you'd enjoy too.

If they haven't looked at it yet:
Agent: No worries! It's one of those things that's easy to set aside. When you get a chance,
| think you'll really enjoy [the recipes or DIY tips in the back]. | always try to include stuff

that's actually useful or fun.

Whatever your approach, don't rush this part. The deeper the discussion, the stronger the
relationship. You're not calling to ask for something—you’re calling because you care.



Once the conversation is flowing and the tone feels right, transition to asking for a referral.

Agent: While I've got you, | wanted to ask if you happen to know anyone looking to move/| can
add value to like the market/interest rates that | can connect with. Maybe a friend, neighbor, or
family member who might need updates on the market?

Pause, give it time/don’t be afraid of awkward pause while they think. If they
mention someone:

Agent: That's amazing! What is their number?
Once they give you the number:

Agent: Thank you so much that is huge. Actually? Would you feel comfortable putting us in touch?
Even just a quick group text or email introduction would be perfect. Your recommendation really
means a lot.

If they say they can’t think of anyone right now:

Agent: That's totally fine. If someone does come to mind, feel free to pass along my info.
Or let me know if they'd like a copy of the magazine too! It's a great way for them to get to
know me before they even need anything.

When talking to clients, remember that the point is to be conversational and continue building
your relationship with them, even long after their closing date. When you make a point of
connecting, you'll stay top of mind so that when they do end up needing to buy or sell again or
have a friend or family member who does, they'll reach out to you for help.

And if you're not yet using ReminderMedia’s marketing products, such as one of our personally
branded magazines, it's a great time to start. For example, your own magazine is the perfect item to
send to previous clients and new prospects, just like Stephen Acree does. It can help position you as
a trusted expert, keep you top of mind, and open the door for more conversations and referrals.

Want to learn more? Book a free demo to see how our marketing tools can help you build
relationships and close more deals.


https://remindermedia.com/book-a-call-blog/

REAL ESTATE

FOR SALE BY OWNER (FSBO) PROPERTIES Take a cue from Stephen Acree and the Acree
can be an excellent opportunity for agents— Brothers Realty Team in Lynchburg, Virginia.
but they also require a thoughtful, balanced Their success—over 240 total closings in 2024
approach. Homeowners who choose to sell on and more than 210 already in 2025—comes
their own are often motivated and confident, from leading with empathy and value. Instead
but they may not realize how much time, effort, of telling FSBO sellers what they can't do, their
and expertise it takes to get the best possible approach highlights what they stand to gain:
result. That's why your outreach should come more money in their pocket, less hassle along
from a place of helpfulness, not pressure. the way, and the peace of mind that comes

from partnering with the right professional.
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Agent: Hi, is this the owner of [property address]?

Prospect: Yes, it is.

Agent: Great! This is [your name] with [your brokerage]. I'm calling because I've been
reaching out to local owners who are selling their homes on their own, and | wanted to
check in to see how things are going for you.

Let the prospect share an update.

Agent: Have you gotten any offers yet?

Prospect: Not yet. / A few. / etc.

Agent: What do you think has been the biggest challenge so far?

Let them talk. Listen to their pain points and show empathy, not judgment.

Agent: Yeah, that's something | hear a lot. From pricing the home to getting serious buyers
through the door, it can definitely be a lot.

Now that you've connected empathetically, feel free to press them a little.
Agent: What's your plan if the home doesn’t sell in the next few weeks?

You're gently opening the door to a better solution without being pushy. Once you've
established a little rapport, be direct about how you can help.

Agent: Let me ask you this: If | could help you net more money in your pocket than what you're
asking for right now, would you be open to a quick conversation?

Prospect: It depends.



Agent: That's totally fair. And to be clear, I'm not asking you to list with me today. I'd just love
the opportunity to meet you, shake your hand, and show you how we might be able to make this
easier and more profitable for you. Would a morning or afternoon this week work better for you?

Let the prospect indicate their availability.

Agent: Would [time] tomorrow work? We can meet at your home or over coffee—
whichever’s easier for you.

If they say yes:

Agent: Awesome! I'll text you to confirm the time and place. Is there anything specific
you'd like me to bring or prepare for our meeting?

If they say no or hesitate:

Agent: No worries at all. Would a different day work better? Or would you prefer that | send
over some quick information for you to look through first?

Prospect: I'm not really interested. / I'm going to sell it myself.

Agent: | totally understand, and, honestly, | believe you can sell it on your own; I've seen
homeowners do it successfully. But if | could still help you walk away with more money and
possibly save you some time and stress in the process, would you be open to at least seeing
how that might work?

This is your value proposition—more money, less hassle. Say it calmly and confidently.

If they still say no:

Agent: No problem at all—I totally understand. Would you be open to me sending over a buyer if
| have someone who might be a good fit?

If they say yes:
Agent: Awesome! What I'd love to do is swing by and take a quick video on my phone—that way |
can share it with any potential buyers I'm working with. When would be a good time for me to stop

by the property?

At every stage, make sure to set the expectation that you'll be following up. Keep the door open
for future conversations and continue positioning yourself as a helpful resource.

If they decline or seem hesitant:

Agent: Totally fair. If anything changes, or if you ever want a second opinion, don't hesitate to
reach out. Wishing you the best either way!



Reaching out to FSBO sellers takes patience, empathy, and practice. This script gives you a
framework, but the key is having genuine conversations. Every homeowner has their own story—
some are confident they can do it on their own, while others may already feel frustrated. Whatever
the response, your job is to listen first and offer value where it's needed. Don't be afraid to add
value. Offer to hold an open house or ask to check in to see how it is going.

If you want to stand out even more, ReminderMedia has numerous tools that can help. From
thoughtful touchpoints like personally branded magazines to eye-catching postcards, our products
can help you build trust and stay top of mind with clients and prospects. For instance, you can
easily drop off copies of our 48-page, coffee table-quality magazines with FSBO sellers, saying
that you wanted to stop by and leave the publication just in case they ever need a hand. Agents
report that homeowners often call back after being impressed by the quality of the item. You can
also attach a short letter that acknowledges their FSBO effort and offers a no-obligation resource.
Whatever route you take, you're simply using the magazine as a visual reminder that you're
available if they need help.

Are you interested in learning more about how ReminderMedia’s products can help you close more
deals? Book a free demo today!


https://remindermedia.com/see-your-sample/
https://remindermedia.com/book-a-call-blog/

REAL ESTATE

PAID LEADS FROM LEAD-GENERATION
platforms can be an excellent way to build your
client list quickly, especially if you're new to real
estate. But no matter how promising a lead may
seem, success ultimately depends on how well
you follow up.That's where a proven approach
makes all the difference. Take, for example,
Stephen Acree and the Acree Brothers Realty
Team in Lynchburg, Virginia. Using the script
below, they've turned online leads into real

relationships—closing 77 deals in 2024 and

48 so far in 2025. Their strategy focuses on
building rapport quickly so prospects feel
comfortable engaging, listening closely to
understand what the buyer truly wants, and
setting an in-person meeting that moves the
relationship forward. It's not about pushing
for a sale; it's about starting a conversation
that converts curiosity into trust, and trust into
closed deals.
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PAID LEADS

o

JFCH

(FOLLOW UP BOSS / FUB)

Agent: Hi, is this [prospect’s name]?
Prospect: Yes.

Agent: Awesome! How are you doing today?
Prospect: Good.

Agent: Glad to hear it! This is [your name] with [your brokerage]. | got a message that you've been
looking at homes recently and just wanted to check in. Have you already found a house?

Prospect: No, not yet.

Agent: Got it! Well, I'd love to hear more about what you're looking for. Sometimes talking it out
helps clarify things. Can | ask what kind of home are you hoping to find?

This is where the conversation becomes relational. Use their responses to guide your next
questions and make a genuine connection. Utilize the FORD method: (family, occupation,
recreation, dreams) with questions like:

* Are you hoping to stay close to family?

® Do you work from home, or is your commute a concern?

® What kind of local amenities do you want to be near?

e |s this your first home or more of a long-term dream move?

Don't just jump into a list of questions—instead, guide the conversation toward what truly matters.
Start by uncovering their motivation—the reason they showed up or are open to talking. Once you
understand why they care, you can move naturally into the details that help you serve them best.

When it feels right, learn more about their situation:

® What's your timeframe for making a move?
* How many bedrooms and bathrooms are you looking for?



* Do you have a specific location or neighborhood in mind?
* Are you hoping for a larger lot or some acreage, or something a little easier to maintain?
* What price range are you hoping to stay within?
Throughout the conversation, balance three key goals:
® Motivation: Discover why they’re moving or buying. This is the heart of the conversation.
¢ Relational connection: Build genuine trust. This is the only reason they’ll want to work with you.
* Go for the appointment: Once you understand their needs and have built rapport, invite them

to meet for a buyer or listing consultation.

Agent: What I'd love to do next is meet up with you, shake your hand, and put together a game plan
for how we can help you find the right home. Would morning or afternoon work better for you?

Always give two clear options. This keeps the momentum and makes it easier for the prospect to
commit rather than saying, “Let me call you back.”

Let them respond:

Agent: Perfect, would Friday or Saturday work better for you?

Let them respond:

Agent: Great! | have a couple of times open, would 5 or 6 o’clock be better?
Once they pick a time:

Agent: Awesome. I'll text you the address as soon as we get off the call. Is there anything specific
you'd like me to prepare before our meeting?

If they say no:

Agent: | totally understand. Does another day this week work better?

Prospect: No, I'm not ready to meet yet.

Agent: No problem at all. Here's what I'll do: I'll send you some homes based on what we talked
about today. I'll also set you up with a custom search so the right listings go straight to your
inbox—no need to keep refreshing Zillow or realtor.com.

Oh, and just so you know, we also have access to homes that aren’t online yet. | want to make sure

that you don't miss out should a good listing for you come across my desk. Would this time of day
typically be good for a quick follow-up call to get some feedback?



Keep in mind that online leads don’t always convert on the first call—or even the fifth, tenth, or
twentieth. (Stephen’s team will sometimes work a Facebook lead for over a year.) This script is
designed to help you start real conversations and build trust from the very first interaction. Don't
be afraid to slow down, ask questions, and make it about them. You'll hear “no” and “not yet” a
lot, but stay consistent and the results will come.

If you're ready to generate more consistent leads without adding more to your plate,
ReminderMedia’s Facebook Lead Generation services can help you get in front of the right
people at the right time with professionally designed ads that drive real engagement. And
with our Al-powered follow-up, you'll know exactly which leads are warm and who you should
reach out to next.

If you're ready to turn online attention into real-world closings, book a demo today and discover
how our Facebook ads and other marketing tools can help take your business to the next level.


https://remindermedia.com/facebook-lead-generation-service-blog/
https://remindermedia.com/book-a-call-blog/

REAL ESTATE

WHEN DONE RIGHT, OPEN HOUSES CAN 2024 and 19 so far in 2025 using the script

be a consistent source of quality leads. It's not below. Their strategy is simple but powerful:
about selling the specific home a prospect make a strong first impression, ask thoughtful
walks through—it’s about positioning yourself questions at the door to understand what

as the agent who can help them find the one buyers are looking for, and reconnect at the
that's truly right for them.To see this approach end of the showing to schedule appointments
in action, look to Stephen Acree and the Acree with serious prospects. This method builds
Brothers Realty Team in Lynchburg, Virginia. trust quickly and transforms casual visitors into

They've mastered the art of turning open house ~ committed clients.
visitors into future clients, closing 18 deals in

@ remindermedia



OPEN HOUSE

FCH

Before the open house begins, place a sign-in sheet or tablet on a table right inside the front door
to get information from each person who visits. Then, as clients walk in, greet them enthusiastically.

Agent: Hey there! I'm [your name] with [your brokerage]. Thanks so much for stopping by.
Before you head inside, | just need you to sign in real quick.

Make sure to walk them directly to the table, and stress that everyone must sign in before walking
through the house for security purposes. You can tell them that once they’re done, they are

welcome to open up doors, drawers, and whatever else they may want to see in the house.

As they’re signing in, this is your chance to ask questions—not like a from but like a friendly,
curious guide. You're gathering key info to tailor your follow-up later.

® Where do you live now?

* Do you rent or own?

* How long have you been looking for a home?

* What are you hoping to find in your next place?

Agent: Great. Feel free to take your time looking around. Let me know if any questions come up.

Now give them space to see the house without you looking over their shoulder. Just make sure to
be available for if they initiate conversation at some point. As they leave, meet them at the door.

Agent: Thanks again for coming by. What did you think of the house?
If they liked the house:

Agent: That's great to hear! Would you like me to send you some info on the property or set up
another showing so you can take a second look?

If they say it's not the right fit:
Agent: | totally understand. Sometimes you have to walk through a few before finding the right

one. Based on what you told me earlier, I'd love to help you find something that suits you. Would
you be open to meeting this week to go over a few homes that might be a better match?



If they say yes:

Agent: Awesome. Would mornings or afternoons work best for you? | can pull a few listings
before we meet.

If they're hesitant:

Agent: No worries at all. Il shoot you a quick text later today with a couple options | think
you'll like. And if anything stands out, we can take the next step from there.

An open house isn't just about selling the property—it’s your chance to build real connections
with active buyers. This script gives you a simple structure for making a strong first impression,
gathering useful info, and following up with purpose. As you meet more people, you'll start to
recognize patterns in what buyers want and learn how to guide them toward the right home.

However, make sure the conversations don't just end after the open house is over. ReminderMedia
offers numerous products that can help keep you top of mind, including personally branded
magazines and social media automation. One of our 48-page, coffee table-quality magazines is
the perfect item of value to display at your open houses and offer to anyone who comes through.
When they leave with it, it serves as a physical reminder that you're available to help them find
their next home. We also have a great library of additional open house resources, including
signage and a playbook.

Are you interested in learning more? Book a demo and see how we can help you turn open house
traffic into long-term clients.


https://remindermedia.com/see-your-sample/
https://remindermedia.com/openhouse/
https://remindermedia.com/book-a-call-blog/

REAL ESTATE

DOOR KNOCKING MAY FEEL OLD-FASHIONED,
but when done right, it can be one of the
most effective ways to build relationships

and uncover future listings. Unlike random
cold calls, this approach gives you a clear
purpose for reaching out—whether you're
canvassing around a recent open house, a
just-sold property, or your own neighborhood.
Each conversation helps you make meaningful
connections with homeowners and position

yourself as a trusted local resource.

To see this strategy in action, look to Stephen
Acree and the Acree Brothers Realty Team in
Lynchburg, Virginia—a small but mighty group
who closed over 240 total deals in 2024 and
have already surpassed 210 closings so far

in 2025 with just five agents. Their approach

is rooted in authenticity and value. The goal

is to start genuine conversations, build trust,
and set the stage for future opportunities.

@ remindermedia



DOOR
KNOCKIN

JFCH

Knock on the door, and step back about six feet to give the homeowner physical space, helping
them feel more at ease when they answer. Keep your body language open and friendly, such

as by smiling, leaving your hands out of your pockets, and making sure that your branded name
tag or folder is visible.

Agent: Hey there. I'm [your name], a local real estate agent with [your brokerage]. | was
wondering, are you the owner?

Homeowner: Yes, | am.

Agent: Awesome. The reason I'm out here today is that we just [listed/sold] a home right around
the corner at [nearby address], and it stirred up quite a bit of interest. We had a few buyers miss
out, so I've been talking with neighbors to see if anyone might be considering a move or at least
be curious about their home’s value. Do you have any future plans for the property, or are you
pretty happy where you are?

Homeowner: | don't really have any plans right now.

Agent: | totally get that. If someone came along with the right offer, would that be something
you'd consider?

If they say they’re interested:

Agent: Out of curiosity, is there a number where you'd say, “Yeah, I'd let it go for that”?

Let the homeowner throw out a figure.

Agent: Got it. Thanks for being up front. That could actually be in range based on what we're
seeing in the neighborhood. I'd love to take a quick look at the property sometime this week

with my partner, just to see if it's a fit for any of our current buyers or investor clients.

Would that be okay?



If they say they’re not interested:

Agent: Totally understand—not everyone’s looking to move right now. I'm just stopping by to
share some local updates since home values have been shifting pretty quickly in the area. Would
you be open to a free home value report? No strings attached, it's just something to keep on hand
in case you ever want to revisit things down the road.

If they say yes:

Agent: Awesomel! I'll put one together and drop it off for you. What's the best number to reach
you if | have any quick questions about your home?

If they say no:

Agent: No problem at all—I totally get it. My goal is just to add value where | can. Let me ask,
are you doing any home improvements or updates? | work with a lot of local contractors and love
connecting homeowners who need reliable help.

If interested:

Agent: Perfect, what is your phone number so | can send you their info.

If they're still not interested:

Agent: No worries! | also send out a free bi-monthly Home & Garden magazine with great design
ideas, seasonal projects, and homeowner tips. Would you like me to add you to the list? It's totally
free and gets mailed right to you.

If they say no again:

Agent: All good! The last thing I'll leave you with is my yearly market update—it's a simple
snapshot of what homes in your area are worth. Mind if | text that to you once a year just to keep
you in the loop?

If they decline everything or say they just want your business card:

Agent: Totally fair! | think | might have something in my car.

Grab a business card and a personally branded flyer or magazine to leave with the homeowner.

Door knocking is all about getting a conversation started. You're not just checking in on one
property—you're planting seeds in the neighborhood and building familiarity over time.

The key is to niche down the conversation as you go—listen for what matters most to the
homeowner and use that to guide the dialogue toward either getting their phone number or
setting an appointment to talk again. Your main goal is to add value, not to sell. But you should
always aim to walk away with a way to contact them again—whether that's a quick check-in call, a
market update, or a home resource you'll send later. Set the expectation that they’ll hear from you
again, so your next touchpoint feels natural and welcomed.



Want to stay top of mind with the homeowners you meet? ReminderMedia can help you do that
with personally branded magazines, targeted postcards, and more that keep your name in front
of potential sellers. For example, you can send out a postcard campaign to the area, which will
help introduce you to homeowners. Then, when you walk the neighborhood and talk to each one,

leave them with a copy of your personally branded magazine, which serves as another physical
reminder that you're available to help sell their house.

For more information on how ReminderMedia’s products can help you connect with homeowners,
book a free demo today.



https://remindermedia.com/postcard-marketing/
https://remindermedia.com/see-your-sample/
https://remindermedia.com/book-a-call-blog/

