
cold call planner
10 BEFORE 10AM

NAME PHONE NOTES 



1. Offer something of value – Don’t just call up and say, “Hey I’d like 
to sell your property, how about it?” You need to have some value to 
share with them, like recent sale prices in the area or market update. 
Once you offer some value then you can move into your sales 
propositioning.

2. Practice the art of cold calling with other experienced agents – 
The best way to learn how to have cold calling conversations is to 
listen to others having cold calling conversations. Join experienced 
agents when they are making calls and observe how they handle 
themselves, ask them to listen to yours, and follow constructive 
criticism and advice they share. 

3. Be yourself – Cold calling aims to gain interest and trust, with 
so many cold callers these days selling all sorts of things, people 
are very adept at picking up someone full of crap. Be genuine, be 
honest, and be open. Listen to what they want to say as well, don’t 
just rush to have your say and get your sales pitch across, listen to 
them and a new sales pitch may just open up. 

4. Have some ideas but not a script prepared – There are so many 
real estate scripts available for you to copy on all sorts of topics, at 
the end of the day it is great to have an idea of what you are going 
to say but be careful not to sound like a robot. Following a script 
makes it hard for you to really listen to the person you are talking 
to. You should know your goal, be positive, show empathy, ask 
questions, and then share your solutions or value proposition. 

5. Make it your routine – Book it in your calendar and just do 
it. Whether it is daily or weekly, this should be one of your non-
negotiable tasks and set in stone into your weekly schedule. The 
more you do it the greater your confidence will grow. 
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