
How to increase your lead conversion 
by up to 400% 

and then leverage 
your productivity with an 

inside sales agent or lead coordinator 



About Don Wenner  

• I own DLP Realty, in Bethlehem PA 
• Ranked in the Top 100 Real Estate 

Agents in North America by the Wall 
Street Journal / Real Trends 

• #1 Listing team in the Country: 60-90 
homes listed per MONTH. NO REO 

• 507 Homes Sold in the past 12 months 
• $3,456,522 in GCI in the past 12 months 
• Sales Growth over 6 years in the 

business: 67, 120, 202, 254, 337, 507 



About Positioning4Profits 

• Real Estate Lead Generation, Consulting & 
Technology 

• Our focus: Positioning you to make more 
Profits 

• Partner is Curtis Johnson – 1 of the Top 50 
Agents in North America by the Wall Street 
Journal. Runs a Real Estate Business. 
Averaging 300+ homes sales per year 



Not Theory  
REAL RESULTS TODAY 

 



Key Components of 
Lead Conversion 

Speed 
Script 

 System 
 



Web Lead Conversion 

 
Average Agent 1% 

Target: 4% 
 



Speed 
Goal: Contact within 5 

minutes or less 
 

Why? 



Response Time 
 

Contact Rate Decreases 100X from 5 minutes to 
30 minutes 

 
Odds of qualifying lead decreases 21 times after 

just 30 minutes 
 

78% of web leads do business with the 1st 
company to connect them 

 
Only 3% of voicemails are returned 



 

My Test of Real Estate Agent Response Time 
 

I tested 20 real estate agents/teams 
By submitting my information on their 
website in the middle of the day on a 

weekday 
I received a total of 12 phone calls  

The fastest response was 22 minutes 
The last  first call was 3 days later 

The average was 6 hours 
8 never even contacted me 

 
 



 

When to Call 
 

Lots of studies on this: 
Wednesday & Thursday is the best day 

Tuesday is the worst day 
4-6 is the best time of the day 

1-2 is the worst time 
 

Immediate response is significantly more 
important than time or day  

 
 



 

Conversion Per Attempt 
 

1 attempt: 37% 
2 attempts 61% 
3 attempts 73% 
4 attempts 82% 
5 attempts 85% 
6 attempts 90% 

7th-10th attempt 91-93% 
11th attempt 95% 

 
 

 



Script 
 

Initial Call 
V-mail 

Follow up 
 
 

 



WISGAT Script 



System 
 

What do you want in a system? 
• Ability to capture leads & get 

information to you quickly 
• Ability to have as much insight 

into prospects wants/needs as 
possible 



Dashboard View 



Lead Detail Page 



System 
-Ability to track Speed 

 



System 
-Ability to utilize scripts 

 



System 
-Automated follow up / drips / 
engagement 

 
 
-Ability to organize & manage 
prospects 
-Insight to know what works and 
what does not work 

 



System 
-Ability to organize & manage 
prospects 

 
 
 
 

-Insight to know what works and 
what does not work 

 



System 
-Insight to know what works and 
what does not work 

  
 



 

Other Tools in Lead Conversion 
 

Text 
Email 

Social Media 
Mail 

 



Follow up Sequence for new Lead 
1. Call Immediately & leave message if you do 

not reach 
2. If you do not reach send text  
3. Send email 
4.  Send Facebook Message 
5. Call again 15 minutes later from a different 

number if possible & do not leave message 
6.  Call again 1 hour later and leave message 
7.  Call once per day for the next 6 days 
8. Email every other day 
9. Continue to call weekly  

 



After contact  if not yet converted: 
 

• Buying/Selling in the next 30 days: 
•  Follow up every 2/3 days 

 
• Buying/Selling in 30-90 days: 

•  Follow up weekly 
 

• Buying/Selling in 90 days plus: 
•  Follow up bi-weekly 



Results you can expect with speed, 
strong scripts & an excellent system 

 
• 4% of online leads to go to closing 

within 12 months 
 

• 1 in every 25 leads will be a closed 
transaction 
 

• My team had a 3.8% in 2012 up from 
2.5% in 2011 

 



How to Increase Lead Response Time 
 

#1 Effective Lead Rotations – Timed Rotation 
 



How to Increase Lead Response Time 
 

#1 Effective Lead Rotations – Single Agent 
 



How to Increase Lead Response Time 
 

#1 Effective Lead Rotations – Round Robin 
 



How to Increase Lead Response Time 
 

#1 Effective Lead Rotations – Instant Leads 
 



 
 
 

#2 Inside Sales Agent 
Have someone focused on 

converting leads & nothing else 
Increase response time 

Better & More consistent scripting 
Will focus on converting lead not 

on fitting lead into his/her 
schedule 



My Inside Sales Department 
 

Buyer Side Inside Sales Agent 
Listing side Inside Sales Agent 

M & T 8 to 5  
W, Th & Fr 8 to 12 & 2 to  

Alternate Saturday 10-3pm 
 

During “Off” Hours we utilize  
Timed Lead Rotation –”Money Phone” 

w/ a 10 minute lead response maximum 
Then we “blast lead” to all agents & first to 

convert keeps the lead 



 
 
 

Q & A 
Don Wenner 

don@positioning4profits.com  
610-370-6450 

www.dlprealty.com 
www.searchthelehighvalley.com 

www.positioning4profits.com  


