Cold Calling Script

If your goal is to generate more appointments, the script needs to move beyond "Are you thinking about selling?" Most homeowners have heard that question dozens of times.
A stronger approach is to focus on opportunities, life changes, and equity rather than asking directly for a listing.
The Opportunity Call
Hi [Homeowner Name], this is [Your Name] with [Brokerage]. Did I catch you at an okay time?
(Pause.)
The reason for my call is simple. I spend a lot of time helping homeowners in your neighborhood understand what's happening with their home's value and the opportunities available to them.
I wasn't calling to ask you to list your home today.
I was curious if you've wondered what your home could sell for in today's market and whether moving would even make financial sense?
(Pause and listen.)
If they express interest:
That's exactly why I called.
Many homeowners are surprised to learn how much equity they've built and how that equity can create options they didn't realize they had.
Some are looking to downsize, some want more space, some want to reduce expenses, and others simply want to understand their position before making future plans.
If I could show you what buyers would likely pay for your home today, along with what your net proceeds might look like, would that information be valuable to you?
(If yes, schedule appointment.)
Great. Let's find a time that works for you. It usually takes about 15 minutes, and there's absolutely no obligation.
If they say "Maybe":
I completely understand.
Out of curiosity, if you ever decided to move, what would be the reason?
(Pause and listen.)
That's helpful.
The homeowners I work with usually start by gathering information long before they make a decision. Having accurate numbers gives you the ability to act when the timing is right rather than starting from scratch.
Would it be helpful if I sent you a complimentary home value and neighborhood market report?
If they say "No":
No problem at all.
Before I let you go, let me ask one quick question.
If your home was worth substantially more than you expected, would you want to know?
(Most people say yes.)
Perfect. That's all I help people do stay informed about one of their largest financial assets.
If you'd ever like an updated valuation or have a real estate question, I'd be happy to be a resource.
Thank you for your time and have a great day.

What makes this script different?
· It removes pressure by saying, "I wasn't calling to ask you to list your home today." 
· It focuses on equity and opportunities, not selling. 
· It creates curiosity about their largest asset. 
· It uncovers motivation naturally. 
· It positions you as a trusted advisor instead of another agent looking for a listing. 
The strongest line in the script is:
"If your home was worth substantially more than you expected, would you want to know?"
Almost every homeowner answers yes, and it opens the door to a meaningful conversation without triggering resistance.
(Always end courteously never burn bridges.)

Tips for Success
· Sound curious and conversational, not scripted.
· Smile while speaking it comes through in your tone.
· Keep it short (2–3 minutes max unless they’re engaged).
· Follow up with a personalized text or email recap if they show interest.

