
Day 1
Send recommended listings to your leads based on any insight 
you have on their home searches. Set a reminder to reach out 
on day 3.

Sample email template:

Subject: [Name] – Must-See Options in [Area] 

Thanks for using my website to search for property details 
and photos. I wanted to make sure you had the chance to see 
these listings in [area]. 

What are the top 2-3 features you’re looking for in a new 
home? (For example: pool, view, single story, fixer, etc.)

Be sure to visit my website anytime for more up-to-date info! 

[Insert link to listings in X area on your website] 

Day 3
Send an email with a link to a report on your website. Again, the 
goal is to bring consumers back! Set a reminder to reach out on 
day 5.

Hot tip: The Market Leader agent website offers a Market Insider 
page that allows you to provide neighborhood demographics, market 
analysis, school information, and more—which encourages consumers 
to come back to your site again and again.

Day 5
Sign leads up for automated listing alerts based on the 
information you have gathered from data collected on each 
lead. Set a reminder to reach out on day 7.

Hot tip: Market Leader Mobile makes it easy to set leads up with 
automatic listing alerts while you’re on the go! 

Hot tip: Market Leader website analytics give you real-time 
information on lead activity (i.e. neighborhood preference, price 
range, home features, etc.).

Day 7
Add consumers to a newsletter and/or other relevant email 
campaign. 

Hot tip: Market Leader makes it a snap with pre-built email 
campaigns! Synced directly with your Market Leader CRM, you can add 
contacts to your customized campaigns and engage leads with the 
information they need.

What’s next? 
Join the Million Dollar Pipeline Program by Market Leader for 
more step-by-step guidance on lead engagement including a 
Seller Lead Conversion Plan.

7-day plan to engage with a new lead

Understanding today’s  
real estate consumer

9 out of 10 consumers start their search online.*

Over 70% of today’s consumers choose the first 
agent to provide relevant content.*

“I just implemented the Seller Lead Conversion Plan on 
five new leads and received two responses in the first 
email regarding relocation. Thank you, Market Leader!” 

— Karl Hess, REALTOR® and Million Dollar Pipeline Member

*According to the 2013 NAR Profile of Home Buyers and Sellers.

milliondollarpipeline.com  •  888-820-4778
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Your goal: Use the 7-day plan to respond to leads first 
and keep them engaged throughout the entire process.
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Your number one goal when generating new online leads is to drive them back to your website! They 
may not want to reveal their identities just yet, but you’ll be the one they come back to for information. 
Here’s a proven plan to convert prospects from “just looking” to “active” leads in your pipeline. 

http://www.marketleader.com/mdpp

