THE 2026 GONVERSION PLAYBOOK FOR THE FIRST o MINUTES

How to Respond, Convert & Win in the First 5 Minutes (2026 Edition)
How to Use This Guide:
* Copy + paste each prompt into ChatGPT (or your Al assistant of choice).
* Replace the [bracketed fields] with your specific market, niche, or buyer type.

e Use the output in text messages, emails, Reels, video scripts, or printouts.

Leads are more impatient and more distracted than ever. They're clicking multiple agents, browsing multiple listings, and

comparing responses like a customer service test.
Speed-to-lead isn’t a “nice to have” anymore; it's your conversion edge.

This guide gives you a simple, repeatable system to:
» respond fast (even when you're busy)
e sound human (not automated)
¢ build trust immediately
* qualify leads quickly

* move from inquiry to appointment

What “Speed to Lead” Actually Means: Speed to lead is not just replying quickly.
It's a 5-minute conversion sequence that does 3 things:

1.Confirms you saw them (trust)

2.Gives them a clear next step (direction)

3. Asks a simple question (engagement)

When you do this, you win the relationship, because most agents never create momentum.

THE
SCOFIELD | @
~—— GROUP ——



The 5-Minute Conversion Stack
Step 1(0-60 seconds): Instant Acknowledgement Text

Goal: Confirm receipt + open a loop.

Template (Buyer Lead):
“Hey [Name], Got your message about [address/area]. Quick question: are you available to see homes today/this week

or still planning timing?”

Template (Seller Lead):
“Hey [Name], Thanks for reaching out about your homes value/selling. Quick question: What's your timing on listing your

home for sale? What's motivating your move?

Template (General Online Lead):
“Hey [Name], it's [Your Name]. Just saw your request. What's the #1 thing you're trying to solve right now? Buying, selling,

or just getting a plan?”
Al Prompt Pro Tip
Act as a real estate conversion expert. Write 10 first-response texts for online leads that feel modern, confident, and

human. Include versions for buyer, seller, and investor leads. Keep each under 160 characters.

Step 2 (1-3 minutes): Human Touch (Voice Note or Call)

Goal: Differentiate and build trust fast.

If you can call, call.

If you can't, send a 10-15 second video text.

Video Text Script (simple + effective):

“Hey [Name], it's [Your Name]. | saw your request about [area/home]. | can help. | just want to ask two quick questions
so | send you the right options. When's a good time today?”

Why it works: voice instantly separates you from the dozens of text-only agents.

Al Prompt Pro Tip

Act as a real estate ISA manager. Create 5 short voice note scripts | can use for new leads. Make them friendly,
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Step 3 (3-5 minutes): Value Drop (Not a Pitch)
Goal: Prove competence before they ask for it.

Send one helpful item right away, something that makes them feel taken care of.

Value Drop Options (Buyer):
» “Here are 5 homes under $X that match what you're looking for .”
» “Here's my ‘buyer plan’ so you know what happens next.”

» “Here's what's actually happening with rates in your price range.”

Value Drop Options (Seller):
» “Here's a quick price range based on recent comps (not Zillow).”
» “Here's a seller checklist for netting more in today’s market.”

» "Here's what buyers are paying a premium for right now.”

Example message (Buyer):

“Just pulled a quick list. Want me to send options by text or email? And do you prefer 3 bed+ or are you open?”
Why it works: you're delivering service immediately, not begging for time.

Al Prompt Pro Tip
Act as a real estate content strategist. Create 10 “value drop” messages | can send buyers and sellers within 5 minutes

of an inquiry. Each message should include value + a simple next step question.

The 3 Biggest Lead Types (And Exactly What to Say)
1) “I'm Just Looking” Buyer

What they really mean: “l don't trust you yet.”

Best response:
“Totally fair. Most people start there. Quick question: if the right home popped up, would you want to see it this week—

or are you still 30-90 days out?”

2) “We're Waiting for Rates” Buyer

What they really mean: “I'm scared to commit.”
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Best response:
“Totally get it. Most buyers are watching rates. Quick question: is your bigger concern the monthly payment or missing

the right house?”

Then follow with:
“If rates drop later, you can refinance. If prices rise and inventory stays tight, you can’t rewind that.”

(Keep it calm, not salesy.)

3) “We Might Sell... Maybe” Seller

What they really mean: “I don’t know if it's worth it.”

Best response:
ir r r . . .
Totally normal. Here's what | can do: I'll run a quick net sheet so you can see if selling actually makes sense. Do you

want to optimize for speed of sale, or for top dollar?”

The 10-Day Follow-Up System (What Most Agents Don't Do)

Here's a simple cadence that converts hesitant leads (which is most of them in 2025/20246):
Day 0: Text + Call/Voice note + Email

Day 1: Text: one question (timing / motivation)

Day 3: Value message: list / checklist / market update

Day 5: Call: “quick plan” conversation

Day 7: Text: two-path question

“:Want to keep looking this week, or should we circle back in a few weeks?”

Day 10

Decision message:

“Totally fine if timing changed—should | pause, or keep sending options?”
Al Prompt Pro Tip

Act as a real estate conversion copywriter. Write a 10-day follow-up sequence for a buyer lead who inquired online but

hasn’t committed. Include texts + 2 emails. Keep it confident, modern, and not pushy.
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