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GENERATING MORE OFFER-
READY BUYERS

Even the most dedicated real estate 

agents have a finite amount of time, 

making it extremely important to organize 

your efforts toward generating more offer-

ready buyers.

The bad news is that there will always be 

looky-loos who may never become buyers. 

The good news is that leveraging data and 

technology can help you identify 

prospects who are ready now.

If you look at the transactions you’ve 

closed over the past year, chances are 

most of them began with referrals, past 

clients and skilled communication with 

your ever-growing sphere of influence. So, 

job one is to stay in strategic contact with 

this rich source of leads.

Beyond that, pay attention to these signals 

that prospects may be serious buyers:

• They are willing to be pre-approved for 

a mortgage

• They have a date by which they must 

move, or a definitive town or 

neighborhood in mind

• They are eager to view multiple 

properties in a given day

• They respond quickly to your texts and 

calls

There are also less obvious but valuable 

signals you can access from your local MLS 

or from an IDX website provider, including:

• Repeated searches for the same criteria, 

such as features, area and school district

• Repeated views of the same property

In either of these cases, immediate follow-

up communication is called for. An initial 

text or phone call should offer a brief 

introduction, your expertise in the local 

area, any new information you can pull on 

the property and/or area of interest, and a 

suggested time for an interview or 

showing.

In today’s red-hot market, with more 

demand than supply, many buyers may 

have lost out in competition and taken a 

step back. But an uptick in their searches 

is a good sign they may be ready to try 

again. A savvy agent will stay in touch with 

past prospects as suitable properties 

appear and use technology to identify new 

prospects who seem ready to transact. 


