
Call  immediately.

Automated  Email:  BombBomb  video
introducing  yourself  (putting  a  name  to  the
face) ,  saying  you 'd  be  happy  to  answer  any
questions  they  may  have  about  the
property  they  inquired  on  or  others,  etc!  

Automated  Text:  "Hello,  Nikki  Betz  here  with
Keller  Williams  Realty.  Just  received  a
notification  that  you  are  interested  in  a
property,  would  you  l ike  to  set  up  a
showing? "

DAY 1

'NEW' BUYER LEADS

21 DAYS OF PAIN OR GAIN

Automated  Text:  "Hi!  I  tried  to  call,  text,  and
email  yesterday... is  today  a  better  day  to
reach  you? "

DAY 2

Try  Calling  Again.

Automated  Text:  "Hi  {VisitorFirstName}!  Just
checking  in  again  to  see  what  your  time
frame  for  purchasing  is,  Would  be  happy  to
assist  you  in  your  home  search.  Choose  a
letter  below:  A) within  3  months  B) 6
months  C) not  sure  just  browsing  Thank
you!  Nikki  Betz  Keller  Williams "

*Set  them  up  on  an  E-Alert

DAY 3

Try  Calling  Again.

Automated  Text:  "Are  you  wanting  to
schedule  a  time  to  look  at  properties?  If  so,
which  properties  are  you  interested  in? "

DAY 4 

Automated  Email:  BombBomb  video
checking  in  to  see  if  they  are  still  interested
in  the  property  or  if  there  are  any  questions
they  can  answer

Automated  Text:  "Are  you  available  this
week  to  meet  at  my  office  or  we  could  meet
for  coffee  to  discuss  your  home  search?  -

Nikki "

DAY 5 

Try  Calling  Again.

Automated  Email:  "It 's  me  again...I  want  to
learn  how  I  can  help  with  your  home  buying
process?  Do  you  need  a  lender
recommendation  and  are  just  not  sure  what
you  might  be  approved  for?  If  you  would
like,  I  have  time  this  week.  We  could  meet  at
my  office  to  go  over  a  plan  or  simply  see
what  we  can  do  to  help?  

Check  out  my  calendar  to  schedule  a  time
to  meet  with  me:
calendly.com/sarasotahomespecialists
{AgentSignature}"

Automated  Text:  "Are  you  currently  out  of
town?  If  so,  when  will  you  be  available  to
talk? "

DAY 6 

Automated  Email:  "Hello  {VisitorFirstName} ,
A  few  days  ago  you  inquired  on  a
property/ l isting  and  I  have  tried  to  reach  out
to  you  multiple  times  via  phone,  text,  of
course,  email.  
I 'm  sure  you  have  questions,  or  possibly
getting  close  to  wanting  to  look  at
properties  currently  on  the  market  to
compare  to  the  one  you  inquired  on.   
To  make  your  search  easier  use  my  website
nikki.SarasotaHomeSpecialists.com
Look  forward  to  hearing  from  you.  
{AgentSignature}"

DAY 7 



Check  in  call.

Automated  Text:  "Nikki  Betz  here  with  Keller
Williams  Realty.  It 's  important  to  me  to  know
how  I  can  help.  Are  you  interested  in  New
Construction  opportunities  here  in  the
area?  Feel  free  to  check  out  my  website
Nikki.SarasotaHomeSpecialists.com "

DAY 8 

Automated  Text:  "I  don 't  want  to  keep
bothering  you  so  please  let  me  know  how  I
can  assist  or  if  you 've  decided  to  hold  your
search.  If  you  don 't  think  you  will  be  ready
for  a  year  or  two  that 's  fine...  it 's  not  too  early
to  learn  the  market  and  market  trends. "

DAY 9 

Try  Calling  Again.

Automated  Email:  "As  you  can  see  I 'm
persistent.. .  What  can  I  do  to  help?  Are  you
interested  in  learning  about  the  team  my
husband  and  I  have  and  how  we  can  can
help  you  make  the  one  of  the  biggest
purchases  you  will  make  in  your  l ife  as  easy,
painless,  & smooth  for  you  as  possible?  If
YES?  Then  let  me  know  when  the  best  time
is  to  connect  with  you? "

Automated  Text:  "Do  you  need  to  sell  your
home  first?  We  can  help  with  that! "

DAY 10 

Try  Calling  Again.

Automated  Text:  "By  now  I 'm  guessing  I
have  the  wrong  number?  If  you  forgot  who  I
am...  This  is  Nikki  Betz  with  Sarasota  Home
Specialists-Keller  Williams "

DAY 11 

Automated  Email:  "I  just  wanted  to  send  a
quick  note  to  see  if  you  were  receiving  my
listing  email  updates.  I  know  that
sometimes  they  get  sent  straight  to  spam  so
I  wanted  to  make  sure  they  were  being
delivered  to  your  inbox.  Please  let  me  know
if  I  need  to  make  any  adjustments  in  the
properties  I ’m  sending  to  you.   I  look
forward  to  hearing  from  you  soon. "

Automated  Text:  "I  don 't  l ike  to  give  up,  so  in
a  last  effort  to  connect  with  you...would  you
be  interested  in  speaking  to  my  husband  or
assistant  Hannah? "

DAY 12 

Try  Calling  Again.

Automated  Email:  "Hello,  it 's  Nikki  again...
My  husband  and  I  take  pride  in  providing
the  best  customer  service,  the  best
customer  experience,  and  the  best  home
buying  or  selling  experience  possible!

I  know  you  might  be  busy  or  you  just  started

to  check  out  the  area,  but  every

opportunity/client  is  very  important  to  us

and  our  success.  It 's  important  that  I

connect  with  you  at  some  time,  whether  it 's

today,  6  months  from  now,  a  year  from

now..  that 's  fine.  Just  let  me  know.  In  the

mean  time  PLEASE  use  our  website  as  it  is

the  best  tool  for  you  to  get  the  most

accurate  information  in  real  time. "

DAY 13 

Try  Calling  Again.

Automated  Email:  BombBomb  video  seeing
if  there 's  a  better  number  you  can  reach
them  at?
'

If  still  no  response,  Switch  them  to  a
different  drip  campaign.

DAY 14



Call  immediately.

Automated  Text:  "Hi—this  is  Nikki  Betz  with
Keller  Williams— Is  there  anything  you ’d  l ike
to  tell  me  about  your  property  as  I  create
this  home  valuation  report?  If  not,  I ’ l l  email  it
to  you  shortly.  If  you  don 't  receive  within  a
couple  hours  please  text  or  call  me  so  I  can
drop  one  to  your  door. "

DAY 1

'NEW' SELLER LEADS

SELLER QUALIFY PLAN

Automated  Text:  "{VisitorFirstName} ,  thank
you  for  checking  our  websites  & pondering
a  sale!  Looking  to  sell  in  the  next  1,  3,  or  6
months?  -Nikki  @ Sarasota  Home
Specialists "

DAY 2

Automated  Email:  This  is  Nikki  Betz  w/ Keller
Williams  !  Thanks  for  stopping  by  our
website  to  gain  some  insight  into  your
home ’s  value.  We  have  an  influx  of  people
stopping  by  our  site  and  want  to  make  sure
we  respect  your  privacy,  as  well  as  your
timing!Would  you  mind  simply  replying  to
this  message  and  let  us  know  if  you  are:
A  - You  are  ready  to  l ist  and  sell  your  home
in  the  next  30  days?
B  - You  are  actively  formulating  a  plan  and
will  be  ready  to  l ist  in  the  next  30  to  90
days?
C  - You  are  seeing  what  the  market  looks
like  and  will  be  looking  to  l ist  in  the  next  90
to  180  days?
D  – You  are  just  curious  and  will  not  be
listing  your  home  in  the  foreseeable  future?
As  a  thank  you  for  just  stopping  by  we
would  l ike  to  give  you  a  "free  gift " .  Click  this
link  to  get  some  free  tips!
“Adding  Value  to  Your  Home” Guide "

Check  MLS  to  see  if  the  home  is  currently
listed  and  the  Property  appraiser  to  see  how
l h ' d h h

DAY 3

Automated  Email:  "Thank  you  for  requesting
a  valuation  on  your  property.  The
automated  valuation  you  were  provided
uses  third  party  sold  data  in  order  to
provide  an  instant  valuation.  I  have  created
a  custom  valuation  for  your  property  using
more  recent  sold  data,  my  current  market
analysis  and  years  of  area  experience  that
will  provide  you  with  a  more  accurate  idea
of  the  value  of  your  property.
May  I  bring  it  by,  or  would  you  prefer  it  in
email  form? "

Try  calling  again.  

DAY 4 

Automated  Text:  "Hi  {VisitorFirstName} ,

thanks  for  registering  with  our  website!

Would  you  l ike  a  more  detailed  Valuation  of

your  property?  - Nikki  Betz "

DAY 5 

Automated  Email:  "I  wanted  to  touch  base

with  you  and  invite  you  to  become  one  of

our  “Raving  Fans” .  A  raving  fan  is  someone

who  has  trusted  us  with  their  most

important  sale  and  we  have  really  taken

care  to  their  needs,  at  a  great  price,  while

respecting  the  timing  of  our  clients!

Here  are  some  of  our  “Raving  Fans” reviews

about  us:

REALTOR.com  Raving  Fans  Reviews!

Whether  you  are  ready  to  move  today  or  a

year  from  now,  we  promise  to  deliver  high

quality  services  to  your  family  with  the  goal

of  creating  one  more  “Raving  Fan”!Feel  free

to  email  or  call  at  ANY  time,  with  questions

about  ANY  property!  No  cost  or  obligation!

We  simply  want  to  earn  your  business! "

DAY 6 



Check  in  call.

Automated  Email:  "Happy  {DayOfWeek}

{VisitorFirstName}!
We  have  learned  that  communities  with
higher  ranked  schools  have  homes  selling
faster  and  often  times,  for  more  money  than
homes  with  lower  school  rankings!  I  have
put  together  a  l ink  for  the  most  recent
rankings  of  schools  in  your  area.  I  hope  you
find  this  information  helpful  in  your  search!
https://www.greatschools.org
Feel  free  to  contact  me  with  any  questions
or  requests!  As  always,  not  cost  or
obligation! "

DAY 7 

Automated  Email:  "You ' l l  have  noticed  by
now  that  I  have  set  you  up  to  receive  l isting
updates  for  properties  similar  to  yours.
Many  of  my  clients  find  these  alerts  helpful
as  it  allows  you  to  keep  an  up  to  date  idea
of  properties  l ike  yours  that  are  coming  on
the  market.  May  I  adjust  these  alerts  for  you
in  any  way?
Looking  forward  to  hearing  from  you,  Nikki
Betz "

Automated  Text:  "Been  pondering  a  home
sale  for  a  while?  The  process  can  be
tedious!  We  have  a  great  history  to  ensure  a
smooth  sale.  How  can  I  help  @ this  stage  of
the  info  gathering? "

DAY 8 

Try  Calling  Again.

Automated  Text:  "What ’s  your  schedule  l ike
in  the  next  few  days?  Would  you  l ike  to  set
a  time  to  discuss  values  & the  "competition "

in  your  area?  I  look  forward  to  hearing  from
you  soon,  Nikki  Betz  w/ Keller  Williams "

DAY 9 

Automated  Email:  "As  you  are  aware,  selling
a  home  is  not  as  easy  as  just  a  sign  in  the
yard!  There  are  so  many  factors  that  impact
the  home  sale,  and  one  of  the  most
important  things  is  choosing  the  right
contractor  for  staging  and  improvements
before  you  l ist!  With  the  right  resources  and
actually  "finishing  on  time " ,  Contractors  are
a  big  part  of  the  decision  process.  We  have
both  good  and  bad  experiences  in  working
with  Contractors,  and  have  found
experience  is  the  best  way  to  choose  a  key
role  in  your  sales  process!  Because  you
only  sell  a  home  every  so  often,  we  know  it
is  difficult  to  choose  the  right  partners.  We
however,  close  a  lot  of  transactions  every
month  and  put  together  a  free  l ist  on  local
contractors.
We  have  included  the  names  of  contractors
and  vendors,  with  a  high  level  of
confidence  in  these  companies,  (see
attachment)!
Feel  free  to  reach  out  to  any  of  them,  and
relevant  answers  should  be  provided  to  any
questions  you  might  have  about  what  can
be  done  to  maximize  your  return  on
investment!
Would  you  l ike  me  to  schedule  any  of  these
contractors  personally,  for  a  preliminary
walk-thru?
Feel  free  to  contact  us  any  time  with  ANY
questions!  As  always,  not  cost  or
obligation!May  The  Best  Hammer  or  Paint
Brush  Win! "

DAY 10 

Make  a  check- in  call.

 

Automated  Text:  "{VisitorFirstName} ,  thanks

for  registering  on  our  website..  I  tried  to  call

& am  curious  how  I  can  help  w/your  home

sale?  -Nikki  Betz "

DAY 11



Automated  Email:  "As  you  know,  most
business  is  done  by  word  of  mouth.  When
we  have  a  good  experience  at  a  restaurant,
we  tell  all  our  dine-out  friends  they  need  to
try  it!  The  same  is  true  with  Real  Estate!  As
we  provide  great  service  to  friends  and
clients,  often  times  they  will  send  us
referrals!  We  hope  the  information  provided
to  you  over  the  last  few  emails  has  shown
just  a  few  of  the  things  we  do  to  create
great  value  for  our  clients!
From  time  to  time,  when  real  estate  comes
up  in  conversations,  we  would  appreciate  it
if  you  would  let  your  friends  know  about  us
and  the  services  we  provide.  Your  business
matters  and  your  referrals  will  be  well  taken
care  of…  “We  guarantee  it! "
We  look  forward  to  serving  you  in  the
future!
If  you  can  think  of  anyone  right  now,  simply
forward  this  email  to  them  and  copy  me,  so  I
can  follow  up  and  give  them  the  same  level
of  service  you  have  come  to  expect! "

DAY 12 

To-do:  Check  in  again  & verify  timelines,

email  address,  reason  for  site  visit

Automated  Text:  "Quick  text  to  remind  you  a
Team  is  here  for  you,  when  "sell  this  home "

time  is  NOW!  Anything  I  can  help  w/ @ at
this  point? "

DAY 14 

Automated  Email:  "HAVE  I  BEEN  HELPFUL
IN  YOUR  REAL  ESTATE  INFO  GATHERING
PROCESS?

{VisitorFirstName} ,

Good  {TimeOfDay} to  you  and  yours!

I  just  want  to  know  if  the  information  sent
via  email  has  been  helpful  to  you?  Over  the
past  several  emails  we  have  sent

:•  Free  Gift  In  Home  Selling  Values!
•  Some  “Raving  Fans” Reviews!
•  Neighborhood  Sales  Information!
•  School  and  Community  Information!
•  Home  Improvement  Professional
Information!
•  Market  Referrals!

I  wanted  to  touch  base  real  quick  and  let
you  know  that  I  will  not  be  sending
messages  so  frequently,  going  forward.
From  time  to  time,  I  will  reach  out  to  you
with  valuable  information  and  keep  in
touch,  until  you  get  closer  to  making  that
move!This  should  get  you  started...  Is  there
anything  else  you  feel  you  need  right  now?I
look  forward  to  working  with  you  and  want
you  to  know  I  am  here,  when  and  if  ever
needed!Feel  free  to  call,  email  or  text  with
ANY  questions  you  have  going  forward!  As
always,  no  cost  or  obligation  to  talk!

To  Our  Combined  Successes,
Nikki  Betz "

DAY 15

Automated  Email:  "Hi  {VisitorFirstName} ,
I  just  wanted  to  make  sure  that  I  haven 't
dropped  the  ball  in  any  way.  I  am  here  to
assist  you,  even  if  you  are  not  interested  in
listing  at  this  time.  Are  there  any  questions
that  I  may  answer  for  you  regarding  your
specific  property  or  the  state  of  the  current
market?
Let  me  know  how  I  may  help!

DAY 13


