
  Segmenting Leads for Best Follow-Up: Resource 1 of 1 
 

 
 

Lead segments 
Using LP MAMA from Module Two is important because it guarantees you have the 
information you need to segment leads into the A, B or C Lead Categories. 
 

 

 

Now that you understand how to segment your leads, turn the page to review 
recommended communication plans for each segment. 

  

• This individual is ready to buy/sell/both. 

• A Leads want help viewing properties, discussing a 
listing strategy and preparing for transacting. 

• They need support to take the next step in the 
purchase/sale process in the next three months. 

• Timeline to transact is immediate. 

 

B 

Lead 

C 
Lead 

Months 

• This person sees homeownership as their eventual 
goal in the next year, but may have a rental lease, 
relocation plan, or lack of knowledge about the 
process to transact in the immediate three 
months. 

• Timeline to transact is 3-6 months. 

 
• C Leads have expressed interest in buying or 

selling, but may lack definitive plans, are uncertain 
about buying vs. renting, or are unable to secure 
financing in the next six months. 

• Timeline to transact is 6-12+ months. 

 

A 
Lead 
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Communication plans 
A Lead 

• You should be connecting with these leads often. 
• You should be speaking to them at least once a week, emailing them properties to 

view as necessary and scheduling appointments to tour or list homes. 
• As a rule of thumb, contact your A Leads through any means whenever necessary 

(phone, text, email, social media). 

 

B Lead 

• You should be nurturing these leads with regular, automated messages or a 
drip campaign. 

• Drip campaigns can include helpful insider knowledge for buyers and sellers 
about your market. 

• Send new local listings to prospective buyers as often as they like. 
• Prioritize a personal call at least once a month to build rapport, identify urgency 

to buy/sell and determine next steps to working together. 

 

C Lead 

• C Leads are primarily on drip campaigns. 
• Share any information that might negatively impact their ability to secure a loan, 

like changing jobs or purchasing a new car. 
• Give them options for lenders in the area. 
• Reach out at least once per quarter to check in on their home search. 
• Prioritize a personal call at least once per quarter to build rapport, identify 

urgency to buy/sell and determine if they should move to the A/B segments. 

Leverage the script documents in Module Four to nurture your leads and follow up 
with precision. 


