
 

 

GEO SEARCH CALL BACK SCRIPT 
 

You: 
Hi_________, 

It’s _________again, you know that listing I called you about the other day? 

….yes I know you said you didn’t know anyone and you weren’t 

interested…but I had to call and let you know that it Sold.  
 

Them: 
What did it sell for? 
 

You: 
It sold for $________, that was x______over asking, OR x___% above the 

average. Just wanted to let you know! 
 

 

Possible Outcomes –  
 

Them:  
Ok, thank you for the call.  
 

You: 
No problem, we’ll talk shortly! 
 

 



 

 

 

Next Steps: 
Track the notes in the Activity Tab of their profile. Then go to the 

Relationship Tab and check the “Daily Call List” box to add them to your Call 

List. Make sure you also select the frequency on which the system will 

prompt you to call. This process will now add them to your Call List, and will 

as well be set up to remind you using your Daily Call Starter emails. Make 

sure they are also turned on for Direct Mail and email marketing. And you 

can even add them into the eMarketing mail Drip campaign so they receive 

relevant listings from you periodically. Like your call list, this can be set to as 

frequent or infrequent as you want. Of course, always make sure to hit Save. 

They are now on your 10yr plan. Then go on with the next call.  

 

Note: 
You may receive some of those reminders and choose to snooze them 

because you had just seen the person. That’s fine. Remember though, that 

when you saw that person, you should add a note in their profile about it. 

For example: Saw her at the coffee shop yesterday, chatted for a few 

minutes she mentioned going away on a vacation in 3 weeks. Personally, if 

that was the conversation, I would actually schedule to text her about 1-2 

weeks after she gets back from vacation to see how it was. Again I would 

make sure to note the text message. This is me staying in touch, and this is 

me making sure to be genuine. Yes it takes time, but this is you building your 

book of business for down the road. 

 



 

 

 

OR the call could go like this – 
 

 

Them:  
Oh really? Hey thanks for the call on this, actually do you have 2 seconds? 
 

You: 
Of course, anytime.  
 

Them:  
What do you think we could get for my house? 
 

You:  
I’ll swing by and have a look so we can answer that properly for you. Would 

(pick a date and time option 1) or would (pick a date and time option 2) be 

better for you? 
 

Them:  
Let’s go with ________. 
 

You:  
Perfect, I’ll see you then. 
 

 

 



 

 

 

Next Steps: 
Track the notes in the Activity Tab of their profile. Then immediately 

schedule the meeting in your calendar. Always schedule starting from the 

contact profile, so the history will be tracked with this client. Then prior to 

showing up, prepare yourself to bring them a leave behind package which 

contains comparable sales over the past 30 days, along with some 

testimonials of the stellar work you’ve done. 
 

 

Note: 
This scenario will break down differently per client. You will also walk and 

talk differently with each client. No two people are the same. So don’t stick 

to this exact script. Use your words, and remember to change up how you 

execute depending on who you’re speaking with. Remember too, that when 

your friend or family member calls upon you for a business reason, you need 

to treat them exactly as you would someone who you just met and you’re 

trying to make a good impression with. Family and Friends will judge you the 

hardest. Don’t take the situation lightly just because of how you know them. 

 
 


