


CENTURY 21 HOMESTAR

FOLLOW-UP SYSTEM


SLIDE 1 — FOLLOW-UP SYSTEM

The Fortune Is In The Follow-Up


• How Top Agents Convert More Leads

• Systems That Turn Conversations Into Closings

• Consistency Beats Talent


Talking Points:

• Most agents lose deals because they stop following up too soon

• Consumers usually work with the agent who follows up consistently

• A great follow-up system creates predictable income


SLIDE 2 — WHY FOLLOW-UP MATTERS

Statistics Every Agent Should Know


Key Facts:

• Most leads do NOT convert immediately

• Many buyers and sellers take 3–12 months before moving

• Most agents stop after 1–2 attempts

• Top agents follow up 10–15+ times

•

Important Message:

“Speed gets attention. Consistency gets clients.”


Discuss:

• People are busy

• Timing matters

• Trust is built over time

• Follow-up keeps you top of mind


SLIDE 3 — THE BIGGEST FOLLOW-UP MISTAKES

Common Agent Mistakes


Mistakes:

❌  Waiting too long to respond 
❌  Only calling once 
❌  Sounding robotic or salesy 
❌  Not using a CRM  



❌  Forgetting past conversations 
❌  No system or schedule 
❌  Giving up too early


Teaching Point:

“Without a system, follow-up becomes random.”


SLIDE 4 — THE PERFECT FOLLOW-UP SYSTEM

The 5-Part Follow-Up Formula


Every Agent Should Have:

1. CRM Database

2. Phone Calls

3. Text Messages

4. Email Campaigns

5. Social Media Touches

6.

Explain:

• Multiple touch points create familiarity

• Consumers respond differently to different communication methods

• Consistency creates trust

•

Quote:

“People work with agents they remember.”


SLIDE 5 — SPEED TO LEAD

The First 5 Minutes Matter


Best Practices:

✅  Call immediately 
✅  Send text immediately 
✅  Use automation when possible 
✅  Multiple attempts in first 24 hours


Example Text:

“Hi John! This is Tony with Century 21 HomeStar. I saw you were looking 
at homes online and wanted to see how I could help.”


Teaching Point:

The faster you respond, the higher the conversion rate.




SLIDE 6 — THE 7-DAY FOLLOW-UP PLAN

Example New Lead Schedule


Day 1: Call - Text - Email

Day 2: Follow-up text

Day 3: Phone call

Day 4: Send helpful information

Day 5: Social media engagement

Day 6: Another text/check-in

Day 7: Phone call with value


Message:

Consistency without pressure.


SLIDE 7 — FOLLOW-UP SCRIPTS

What To Actually Say


Buyer Example:

“Just checking in to see if you found any homes you liked this week.”


Seller Example:

“Wanted to see if you are still considering making a move this year.”


Sphere Example:

“Hey! Just wanted to check in and see how everything is going.”


Teaching Point:

Keep it conversational and helpful.


SLIDE 8 — USING A CRM THE RIGHT WAY

Your CRM Should Work FOR You


CRM Uses:

✅  Lead organization 
✅  Automated reminders 
✅  Smart campaigns 
✅  Notes and conversations 
✅  Drip marketing 
✅  Pipeline tracking

Important Rule:

“If it’s not in your CRM… it doesn’t exist.”




Discuss:

• Automation saves time

• Organization creates consistency

• Systems reduce stress


SLIDE 9 — LONG-TERM FOLLOW-UP

Most Deals Happen Later


Long-Term Strategy:

• Monthly check-ins

• Market updates

• Holiday messages

• Home anniversary texts

• Social media engagement

• Educational content

•

Teaching Point:

The goal is relationship building — not chasing.


Quote:

“Top agents stay in touch forever.”


SLIDE 10 — DAILY FOLLOW-UP ROUTINE

Daily Non-Negotiables


Every Day:

✅  Respond to all new leads 
✅  Make follow-up calls 
✅  Send follow-up texts 
✅  Update CRM notes 
✅  Check hot leads 
✅  Schedule tomorrow’s follow-up


Suggested Time Block:

• 1–2 hours daily minimum

•

Message:

Follow-up should happen EVERY day.


SLIDE 11 — FINAL MESSAGE / CLOSING

GREAT AGENTS DON’T STOP FOLLOWING UP




Key Takeaways:

• Speed matters

• Consistency wins

• Systems create income

• Relationships build businesses

• The fortune is in the follow-up

•

Final Quote:

“Most agents give up too early. Successful agents don’t.”


Closing Discussion:

• What follow-up system are you currently using?

• What can you improve immediately?

• What automation tools could help you scale?


