
 

 

GEO-SEARCH CALL SCRIPT 
 

You: 
Hi________, 

It’s ________calling, this is a business call, I just wanted to steal 30 seconds 

of your time, do you mind? 
 

Them: 
 No I don’t mind 
 

You:  

Ok thank you, I just wanted to let you know that I was in the middle of a few 

things and came across a Listing on __________, and since it’s around the 

corner from you, I figured I’d let you know that it’s currently listed at 

________. Not sure if this interests you in any way, maybe it does, maybe it 

doesn’t. But I figured it would be good info to give you an idea of what’s 

happening in your area, and if you or anyone you know happen to be 

looking to make a move in or out of the area, you can share with them as 

well. If you have any questions or need anything at all, just let me know, I’m 

always here for you. Like I said, 30 seconds was all I wanted. I’ll let you go, 

talk shortly! 😊 
 

 

OR… 

 



 

 

 

Them:  
Yes I do mind, in fact I’m just with people. 
 

You:  

Ok no problem, I’ll shoot you a quick email. Hope all is well, and say hi to 

(husband/wife/kids/dog….) 
 

 
THEN WHAT TO DO: 
Add the notes into their contact profile to track that you made the call, or you sent the email, and to remember 

what you spoke about. This is you creating history for each of your contacts. This is working towards that 

retirement plan of possibly selling your business down the road. No history, no sale, and you just have to keep 

working for the rest of your life. 

 

Once you make the notes, schedule your next call in your calendar. This could either be done, by scheduling it 

directly into the calendar as an event attached to the contact record, OR a better suggestion would be to turn 

them on for your “call list”.  

 

This next call needs to be a personal “hello” rather than a business call. You can schedule them weeks or even 

months out. This way you will never forget to stay in touch personally, and you will continue to build and 

nurture that relationship. 

 

THE OTHER THING TO ADD: 
Some people do not feel comfortable asking for business. So above where you ask if they want to move or if 

they know anyone…this is you asking for business. Don’t ask 12x’s/yr. Once to twice a year on a personal 

conversation, done the right way, is not a problem. Beyond that, make sure you have more personal 

conversations than business. Let your marketing do the business talk in the background.  

 

 


