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Despite the rise of digital marketing and online leads, cold calling remains a

powerful, direct, and cost-effective way to connect with potential clients and

generate new business. But it isn't just a pure numbers game; while consistency

and volume are important, success is also a result of discipline, hard work, and

employing the right techniques.

Cold Calling in Real Estate

Let’s talk about something that can feel a little…well, cold!

This playbook is designed to give you the structure, techniques, and tools you

need to optimize your calling efforts, navigate challenges, and ultimately,

close more deals.



Structuring a Productive
Calling Schedule

Consistency and timing can make a
significant difference in your cold calling
success. It’s not just about what you say,
but when you say it.
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Best Times to Call

Finding the absolute best time can involve some trial and
error for your specific market and target audience. However,
several sources offer valuable insights on optimal calling
windows:

While these are good starting points, pay attention to your
results and adjust your schedule based on when you have
the most successful interactions.

Late business hours, typically Wednesday and Thursday,
are suggested as prime times.

Some suggest morning hours (8 AM–10 AM) for potentially
higher response rates, or evening hours (6PM – 8PM) for
working professionals.

Avoid calling during early mornings, late evenings, or
lunch breaks as people are less likely to be available or
receptive.

Other recommendations include mid-morning (10AM –
11AM) and late afternoon (2PM – 4PM).



Setting Daily, Weekly, and Monthly Goals

Time-Blocking for Maximum Efficiency

Structured goals help you stay focused and motivated.

To ensure you consistently hit your goals, block out specific times in your calendar solely for cold
calling. Treat these blocks as non-negotiable appointments. Many agents find it effective to get cold
calling out of the way first thing in the morning to avoid procrastination. Staying organized and
focused during these sessions is key.

Daily Goals: Set realistic targets for the number of dials you will make, the number of conversations
you aim to have, and the number of appointments you want to schedule. Manually, you might do
around 240 dials in an 8-hour shift, but with automation tools, this can increase significantly, leading
to more conversations.

Weekly Planning: Dedicate specific days or blocks of time for different activities. You might allocate
certain days for making new dials and others for focused follow-up calls.

Monthly Review: At the end of each month, analyze your performance metrics to see what worked
and what didn't. Use these insights to refine your strategy and adjust your goals for the following
month.



Overcoming Objections
and Handling Rejection

Objections are a natural part of the cold
calling process in real estate. Don’t let them
deter you! Instead, view objections as
opportunities to address concerns,
showcase your expertise, and strengthen
the connection. Developing resilience in the
face of rejection is crucial; see each "no" as a
step closer to a "yes".
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Common Objections
You'll Encounter
Be prepared for these frequent responses:

“I'm not interested.”

“I'm not sure it's worth the commission.”

“I already have someone helping me.”

“We're pretty settled.”

“Now isn't a good time.”

“No potential buyers call me.”



Handling objections isn't about arguing; it's about understanding, empathizing, and providing value.

Techniques to Handle Objections Gracefully

Practicing different scenarios and your responses will help you feel more confident and prepared.

"No problem at all - I completely understand. Before we part ways, may I ask what your current plans
are regarding [property]? If anything changes, I’d love to assist you."

Script Idea for Handling "I'm not interested":

Listen Actively: Pay close attention to the prospect's concerns. Let them fully express their thoughts before
responding. This shows you value their opinion.

Acknowledge and Empathize: Start by acknowledging their point of view. Phrases like "I completely understand
how you feel" or "That's a common concern" can build rapport. Using empathy helps build trust.

Address Concerns Directly and Offer Solutions: Provide relevant information and assurances. Showcase your
expertise and explain how your services can solve their specific problems.

Redirect Focus: Gently guide the conversation back to their pain points or goals and how you can help them
achieve what they want.

Share Success Stories: Offering testimonials or case studies from clients who had similar objections can build
credibility.

Stay Professional and Courteous: Even if the prospect is rude or rejects your offer, maintain a positive attitude.
Thank them for their time.

Leave the Door Open: If they aren't ready now, express your willingness to assist them in the future and ask if you
can follow up later.



Converting Conversations into Appointments,
Listings, and Closings

The primary objective of cold calling is
not necessarily to close the deal on the
first call, but to generate leads and
schedule appointments. Turning that
initial conversation into a tangible
opportunity requires strategic next
steps.
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From Initial Contact to Scheduling Appointments
Your goal for the initial cold call should often be smaller than closing the deal - focus on getting them
to take the next step, like scheduling a follow-up call or a meeting.

Engage the prospect with open-ended questions
to gauge their interest, timeline, motivation, and

specific needs. Understanding their situation is key
to knowing how you can help.

Once you've identified a potential fit, propose a
specific next step. This could be scheduling a brief
follow-up call to discuss details, a meeting to see

the property, or sending them relevant
information. Make it easy for them to say "yes" to

this smaller commitment.

Ask Qualifying Questions Offer Immediate Next Steps



Rarely does a deal close on the first call. Most require multiple touchpoints. Consistent follow-up is
crucial for building relationships and converting leads.

Nurturing Leads Through Follow-Ups

Leverage a CRM tool to track
every interaction, make detailed

notes about the conversation
and the prospect's needs, and

set reminders for future follow-
ups. This ensures no lead falls

through the cracks.

Use a CRM

Develop a systematic plan. One
suggested schedule involves

following up on days 1, 3, 7, 28, and
then every 30 days.

Strategic Follow-Up
Schedule Each follow-up should add

value. Send relevant market
reports, property listings,

home buying/selling tips, or
other helpful resources.

Provide Value



When the time is right to move towards closing, keep these points in mind:

Tips for Closing Deals Effectively

Create a sense of urgency by
discussing current market

dynamics that benefit the prospect.

Share relevant testimonials or
case studies to demonstrate your

success and credibility.

Reiterate how your services
directly address their needs and
help them achieve their goals.

Highlight Market
Conditions

Offer Social Proof Focus on Benefits



Time Management and
Scripting Strategies
Maximizing your calling efficiency
involves not just how you call, but who
you call and what you say.
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Prioritizing High-Value Leads
Not all leads are equal. Focus your efforts on prospects who are more likely to be motivated to transact.

Expired Listings: These homeowners have already expressed a desire to sell and may be frustrated with
previous attempts. They are warmer than true cold leads.

For Sale By Owner (FSBO) / For Rent By Owner (FRBO): While initially resistant, these owners are actively
trying to sell or rent their properties and may be open to professional help to save time or maximize profit.

Absentee Owners: Owners who don't live in the property can sometimes be motivated by the hassle of
managing a rental or vacant property from afar.

Pre-foreclosure or Probate Properties: These situations often indicate potential distress or urgency,
making owners more motivated to sell.

By focusing on these lead types, you're dialing into pools of people who are more likely to be receptive
to a conversation about real estate.



Crafting Compelling Scripts
A script is your guide, not a rigid set of rules. It
helps you stay on track, deliver a clear
message, and handle common situations.

Strong Opening Line: Grab their
attention immediately and state the
purpose of your call. Make it relevant to
them.

Clear Value Proposition: Quickly
explain how you can help them or why
they should listen. What unique
benefits do you offer?

Engage with Questions: Ask open-
ended questions to encourage
dialogue and uncover their needs and
motivations.

Highlight Benefits Early: Let them
know how you can help them achieve
their goals, whether it's selling quickly,
getting the best price, or finding the
right property.



Adapting Scripts for Different Lead Types
Tailor your script based on who you are calling.

Focus on how you can help them
save time, navigate the

complexities, and potentially net a
higher price even after

commission. Acknowledge their
effort in selling it themselves.

Highlight the challenges of long-
distance ownership and offer a
hassle-free selling process that

eliminates maintenance
headaches or potential tax issues.

Reference their previous listing
attempt. Emphasize that you
offer a different approach and

have a track record of success in
their area.

FSBO Script Absentee Owner Script Expired Listing Script



Follow-Up Strategies for
Relationship Building

We can't stress this enough: follow-up is
non-negotiable for success in cold calling.
While the initial call is about making
contact, follow-up is where you build trust,
nurture the relationship, and stay top-of-
mind until the prospect is ready to take
action. Studies show that a high
percentage of deals require multiple
touchpoints, sometimes many of them.
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Why Follow-Ups Matter Builds Trust and Rapport: Demonstrates
your commitment and value.

Stays Top of Mind: Ensures they think of
you when they are ready.

Nurtures Leads: Allows you to engage
prospects over time, even if they aren't ready
immediately.

Addresses New Concerns: Provides
opportunities to answer questions that arise
later.

Increases Conversion Potential: Leads are
statistically more likely to convert through
follow-up efforts.



Tools for Tracking
Follow-Ups

CRM Software: The gold standard for
tracking interactions, scheduling tasks, and
managing your pipeline. Many offer
automation features.

Managing numerous leads and follow-up
schedules manually is nearly impossible.
Utilize tools to stay organized

Spreadsheets: A basic but functional option
for tracking contact details, last interaction
date, and next steps.



Follow-Up Email: Summarize your call, send promised information (listings, market data), or share a
valuable resource. Keep it personalized.

Example Email: "Hi [Name], following up on our conversation about [Property] earlier today. It was
great speaking with you. As promised, here is the market report for your neighborhood. Let me
know if you have any questions or if there's anything else I can assist you with!"

Examples of Effective Follow-Ups
Mix your follow-up methods to keep things fresh and connect on different levels.

Follow-Up Call: A direct check-in. Refer back to your previous conversation.

Personalized Video Message: A more engaging way to connect.

Remember to schedule appointments or next steps and document them in your tracking tool.

Follow-Up Text Message: A quick, non-intrusive check-in.

Example Text: "Hi [Name], just checking in—hope everything’s going well. Still interested in
discussing options for [Property]?"



Ready-to-Use Scripts
for Targeted Leads
Having tailored scripts ready for
common lead types can streamline
your calls and help you speak directly
to the prospect's likely needs and
motivations. Remember to customize
these templates to fit your personality
and specific approach.
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Prioritizing High-Value Leads

Script for Distressed Property Owner

A.

B.

You: "Hi [Name], this is [Your Name] with [Your Real Estate Company]. I specialize in helping homeowners
in [Area] who need to sell quickly without the hassle of repairs or traditional showings. Would now be a
good time for a brief chat about how we might be able to help you achieve your goals?"

You: "Hi [Name], this is [Your Name] with [Your Real Estate Company]. I'm calling regarding your property
at [Address]. I understand that sometimes owning a property can come with unexpected challenges like
[mention a general issue, e.g., needing repairs, dealing with tax liens]. My team and I work with sellers in
situations just like this to find solutions that bring peace of mind. Is now a moment we could explore
potential options?"

You:  "Thanks! Based on the properties I've helped sell in your area recently, I think I might have a solution
that could work for you. It often involves a fast closing and you wouldn't need to worry about fixing
anything up. Would you be open to a quick conversation to see if it's a fit?"

You:  "I appreciate you sharing that. It sounds like [acknowledge their specific issue]. We've helped other
homeowners facing similar challenges by [mention a relevant solution, e.g., connecting them with
resources, offering a quick sale option]. I'd love to briefly discuss some possibilities tailored to your
situation. Could we chat for just a few minutes?"

Lead: "{Responds}" 

Lead: "{Responds}" 



Script for Absentee Owner

Script for FSBO (For Sale By Owner)

C.

D.

You: "Hi [Name], this is [Your Name] with [Your Real Estate Company]. I'm calling today because I noticed you
own a property at [Address]. As you know, owning a property from a distance, or as an investment, can
sometimes present challenges like management or maintenance headaches. Many absentee owners I work
with choose to sell to simplify things or free up capital. Have you considered exploring that option recently?"

You: "Hi [Name], this is [Your Name] with [Your Real Estate Company]. I'm calling regarding your property at
[Address]. I understand that sometimes owning a property can come with unexpected challenges like
[mention a general issue, e.g., needing repairs, dealing with tax liens]. My team and I work with sellers in
situations just like this to find solutions that bring peace of mind. Is now a moment we could explore
potential options?"

You:  "Understood. Well, I wanted to reach out because I work frequently in the [Area] market and have
helped many owners like yourself navigate the process smoothly, often handling everything remotely. Can
we take just a couple of minutes to talk about what a hassle-free sale could look like for your property?"

You:  "I completely understand your viewpoint on commission, and saving money is important. My goal is to
demonstrate how my expertise in marketing your home and negotiating with buyers could attract more
offers and potentially a higher overall price, ultimately putting more money in your pocket. Could we
schedule a quick call or meeting to discuss this in more detail?"

Lead: "{Responds}" 

Lead: "I prefer selling it myself to save on commission.



Script for Expired Listing:E.

You: "Hi [Name], this is [Your Name] from [Your Real Estate Company]. I'm calling about your property at
[Address]. I noticed it was on the market a couple of months back but isn’t currently listed. [Optional:
Acknowledge they might be frustrated]. Sometimes, a fresh marketing approach or a different strategy can
make all the difference. I've had success selling properties in your area recently. Would you be open to
discussing strategies to re-list successfully?"

You:  "Understood. I know having a listing expire can be disappointing. My approach focuses on [mention a
unique aspect of your service, e.g., targeted marketing, pre-qualifying buyers]. I'd love to show you how I've
helped others in [Area] sell their homes quickly and for a great price. Could we schedule a brief meeting?"

Lead: "Yes, but we took it off the market for now." 



Anatomy of an Effective
Cold Call

7
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6-7% 

30% 

30% 

30% 

Buying now 

Open to it 

not thinking
about it 

don't think they're
interested 

know they're not
interested



Key Elements of a Call That Converts

Opening Line

Pain Point Identification

Objection Handling

Closing Statement / Call-to-Action

Value Proposition

our first few seconds! Grab attention, introduce yourself and your company, and
state the purpose relevant to the prospect. Make it friendly.

Ask open-ended questions to understand their current situation, needs,
motivations, and challenges. Listen actively!.

Be prepared for objections. Listen, acknowledge, empathize, and address concerns
with confidence and relevant information. Turn challenges into opportunities.

Clearly state what happens next. This is typically scheduling a follow-up call, a
meeting, or agreeing to send information. End on a positive note.

Clearly and concisely explain how you can help them or why this call is beneficial
to them. Focus on solving their problems.



Pre-Call Preparation
Checklist

Before you even pick up the phone,
preparation is paramount. It boosts your
confidence and allows you to have more
relevant conversations.
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Steps to Prepare for Success

Gather property details (address, owner name, listing history, price) using tools like skip tracing, public records, or
real estate databases.

Select or adapt a script tailored to the lead type (FSBO, Absentee Owner, Expired, etc.).

Define clear, realistic targets for the calling session (e.g., number of dials, conversations,
appointments scheduled).

Identify potential pain points, motivations, or specific needs based on your research (e.g., expired listing frustration,
absentee owner challenges, property condition).

Customize it with the prospect's name and property details.

Review your list and prioritize high-intent leads.

Familiarize yourself with the neighborhood and local market trends.

Highlight benefits relevant to their likely situation early in the script.
Review common objections and prepare your responses.
Practice your pitch! Roleplay different scenarios to sound natural and confident.

Research Prospects

Prepare Scripts

Set Goals for the Session



Practice scripts and delivery

Set daily goals for dials, conversations, and appointments

Prioritize high-intent leads

Sample Pre-Call Preparation Checklist

Research property and owner details

Identify potential pain points/motivations

Prepare and customize scripts for lead types

Review objection handling strategies



Daily Dialing Success
Checklist

Staying organized and focused during
your calling sessions is key to maximizing
your productivity.
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Staying on Track During Calls

Use your CRM or a spreadsheet to track progress in real-time.
Log each dial and its outcome (e.g., connected, voicemail, no answer).
Take concise notes on prospect responses, interests, objections, and any details shared.

Track the number of conversations you have.
Track appointments scheduled immediately during or after the call.
Monitor the types of objections you encounter to refine your approach later.

Minimize distractions during your calling block.
Take short breaks to recharge and maintain energy.
Remember your goal: helping someone with their real estate needs.
Celebrate hitting your daily goals or having productive conversations.

Stay Organized During Calls

Focus on Key Metrics

Reminders for Staying Focused



Sample Daily Dialing Success
Checklist

Log each dial and its outcome

Take notes on prospect details and conversation points

Note objections and responses for future reference

Schedule appointments immediately during the call
if appropriate

Review daily goals and track progress in real-time

Take short breaks as needed



Post-Call Follow-Up
Checklist
The work isn't over when the call ends!
Effective post-call actions are essential
for nurturing leads and moving them
towards conversion.
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Ensuring No Lead is Overlooked

Send a timely follow-up email or text message.

Confirm meeting times via email or calendar invites.

Immediately document the agreed-upon next steps and set reminders in your CRM.

Add the lead to an appropriate nurturing sequence in your CRM (e.g., weekly market updates, tips for
sellers/buyers).
Provide valuable resources over time to stay engaged and build trust.

Summarize the key points discussed and include any promised information (listings, market data, etc.).
Use personalized templates to make the communication relevant.
Example Email: "Hi [Name], it was great speaking with you earlier today about [Property]. Based on our
conversation, I wanted to send over [attach/link relevant info]. Let me know if you have any questions or
would like to discuss further!"

Example Text: "Just following up—hope all is well! Wanted to send over the info we discussed about
[Property]. Let me know if you got it."

Send Follow-Up Communications

Schedule Appointments

Document Next Steps

Nurture Leads



Sample Post-Call Follow-Up
Checklist

Send follow-up email or text (include relevant info)

Schedule appointments and confirm times

Add lead to nurturing sequence in CRM

Document next steps and set reminders in CRM



Tracking Results and
Analyzing Performance

To truly master cold calling, you need to
understand what's working and what's
not. Tracking your results provides the
data you need to refine your strategy
and improve over time.
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How to Measure Success
Key metrics give you insights into your cold calling effectiveness:

The sheer volume of calls. How many people you actually
spoke to.

The ultimate metric - how many
appointments turned into deals.

Calculate the percentage of dials that
become conversations, conversations

that become appointments, and
appointments that become closings.

This helps you identify where
bottlenecks exist in your process.

How many conversations turned
into the next step.

Dials Made Conversations Had

Closings Conversion Rates

Appointments Scheduled



How to Measure Success

Sample Tracking Template

Regularly analyzing your data is crucial for continuous improvement.

Using a simple table like this can help you visualize your activity and results:

Review your metrics daily or weekly to see trends.

Identify common objections and adjust your scripts or techniques.

Analyze which lead types or times of day yield the best results.

Use CRM analytics to gain deeper insights into your pipeline and lead sources.

Date Dials Conversations Appointments Closings Notes

2025-05-14 XX XX XX XX Responsive
preforeclosure, wants
to know options

XX XX XX XX not interested2025-03-14

... ... ... ... ... ...



What’s next?
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