
Expired Listing Script

A truly effective expired listing script does more than ask questions it gives homeowners hope. Most expired sellers feel disappointed, embarrassed, frustrated with their previous agent, or uncertain about what to do next. The goal is to become the first person who understands their situation rather than the next agent trying to get a listing.

Here's a unique, conversational, and inspiring conversation:

Hi [Homeowner Name],
This is [Your Name] with [Brokerage].
I know you're probably getting quite a few calls right now, so I'll be brief.
I noticed your home recently came off the market, and before I called, I took a moment to look at the property. I was surprised it didn't sell.
Are you still hoping to make a move, or has the expiration changed your plans?
(Pause and listen.)
IF THEY ARE STILL CONSIDERING SELLING
I appreciate you sharing that.
Can I ask you something?
When you originally put your home on the market, what was the goal? What were you hoping selling this home would allow you and your family to do?
(Let them tell their story.)
That's important.
The reason I ask is because most expired listings focus on the house. I prefer to focus on the people behind the house and the goal they're trying to achieve.
What do you feel was the biggest obstacle that prevented your home from selling?
(Listen. Let them vent.)
I understand.
One thing I've learned over the years is that an expired listing isn't a failed home sale. It's simply a strategy that didn't produce the result you deserved.
The good news is that strategies can change.
Sometimes it's pricing.
Sometimes it's marketing.
Sometimes it's presentation.
Sometimes it's timing.
But the goal that motivated you to sell in the first place is often still there.
That's why I'd like to offer a complimentary consultation. No pressure, no obligation, and no sales presentation.
I'll simply show you what's happening in today's market, what I believe held the property back, and what opportunities may exist moving forward.
If it makes sense, great.
If it doesn't, you'll still walk away with valuable information.
Would you be open to a quick 15–20-minute meeting?
(If yes)
Wonderful.
Would tomorrow afternoon or tomorrow evening work better for you?
IF THEY SAY THEY NEED A BREAK
I completely understand.
After investing time, energy, and emotion into selling a home, taking a step back is often the right decision.
Before I let you go, can I ask one quick question?
If the right opportunity presented itself six months from now, would moving still be something you'd consider?
(Listen.)
That makes sense.
Would it be helpful if I sent you an occasional market update so you can stay informed without any pressure or commitment?
That way you'll know exactly what's happening in your neighborhood whenever you're ready to revisit the idea.
What's the best email address for you?

IF THEY HIRED ANOTHER AGENT ALREADY
That's great.
Choosing the right agent is an important decision, and I'm glad you found someone you feel comfortable with.
Out of curiosity, what qualities or approach stood out to you when selecting them?
(Listen.)
Thank you for sharing that.
I genuinely hope everything goes smoothly for you.
If circumstances change, or if you ever want a second opinion regarding pricing, marketing, or strategy, I'd be happy to be a resource.
Would it be alright if I checked in down the road?
CLOSING THOUGHT
Mr./Mrs. [Name], whether we work together or not, I want you to know that many homes that expire eventually go on to sell successfully.
An expired listing doesn't define the future outcome.
Sometimes it simply takes a fresh perspective, a different strategy, and someone willing to listen first.
Thank you for your time today.

What makes this different is that it shifts the conversation away from "Why didn't your house sell?" and toward "What life goal were you trying to accomplish?" That creates an emotional connection and positions you as a trusted advisor rather than another agent chasing an expired listing. For your coaching brand, Foundations of a Real Estate Agent, this approach also models relationship-based selling instead of transactional selling.

