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Creating Follow-Up Processes to  
Engage Your Home Buyer Prospects
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What Is a Follow-Up Process? 

We understand that it can be difficult to know where 
to start when creating a follow-up process. This guide 
will give you the fundamentals, along with six sample 
workflows to put you on the right track. You’ll also find 
a worksheet to help you plan your processes and  
fine-tune them as needed.

A follow-up process, or workflow, is a series of actions 
within a time period designed to nurture a lead to the 
next step of the sales funnel. A developer may have 
several workflows, each with a different goal:

• Qualify a lead    

• Set up an appointment    

• Provide information  

• Schedule a return visit   

• Re-engage      

• Keep top-of-mind
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Why Set Up a Process? 
Developing a follow-up process will help  
your team close more deals by:

• Alerting them with predictable, consistent activities  
  so leads aren’t forgotten

• Taking the guesswork out of follow-up so that it    
  happens quickly and consistently.

• Positioning your sales agent(s) as THE new  
  home resource

• Facilitating brand and messaging consistency

• Targeting communication based on the prospect’s  
  status and needs, instead of “seeing what sticks”

• Educating prospects so that when they are ready to  
  purchase, they look to your team as the experts 

• Re-engaging aged or inactive leads

• Maintaining VIP interest through pre-sale or new  
  development launch 

• Connecting prospects with REALTORS®
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Checklist: What do  
You Need to Create a  
Follow-Up Process?

Before creating your follow-up processes, you should 
have or know the following: 

• Your buyer profiles

• A content library (blog posts, videos, resources, etc.)

• What information should be distributed at which  
  points in the sales cycle

• Length of the sales cycle in your market

• Goal for each sales process

• Measurements of success — When is it time to start  
  the next sales process?

Every builder and developer should implement the 
following three core follow-up processes: 

• Online Lead

• Walk-In Lead

• REALTOR®  

All other follow-up processes are complementary  
to these.

Build your own process using the worksheet  
at the end of this guide.
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Sample Follow-Up Processes

Online Lead follow-Up Process 
The buying process starts long before a prospect signs 
up on your website. People may have visited your site 
multiple times, compared several homes, driven by 
your communities, then finally taken the plunge and 
registered. A quick, professional follow-up establishes 
their value and your credibility. Provide them with 
information they can’t find on your website.  
Be the expert.

With consistent follow-up,  
30% of all Internet leads can  
convert to contract.

Day 0 – Auto-reply email

Day 0 – Phone call (as quickly as possible)

Day 0 – Thank you email

Day 2 – Video email

Day 4 – Phone call

Day 7 – Email

Day 9 – Phone call

Day 14 – Email

Day 19 – Phone call

Day 25 – Email

Day 30 – Email
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Sample Follow-Up Processes

Walk-In Process 
The walk-in process is designed to provide more 
detailed information, to answer questions, and 
maintain interest during the prospect’s decision-
making period. Standard email templates won’t do; 
this requires a high degree of personalization.   
Remind prospects why they need to buy with you,  
and continue to give them relevant information 
tailored to their needs.

“Builders who have a defined sales process 
in place for walk-in traffic see immediate 
results, more interactive customers, and 
most importantly, return visits.”

– Kerry Mulcrone, Kerry & Co.

Day 0 – Text thank you message

Day 0 – Email with next steps

Day 1 – Email with photo collage/video of house tour

Day 2 – Phone call

Day 5 – Email, building/area amenities

Day 10 – Email, another visit (design center)

Day 14 – Phone call

Day 21 – Rating change, adjust process
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Sample Follow-Up Processes

Realtor®/Co-Op Agent Process 
Show your REALTORS® love! Outside agents can bring 
in up to 90% of new home sales in some markets.  
REALTORS® get a lot of email, so make sure yours is 
worthwhile and compelling to read.

“In many areas, we average 70%  
(or more) of our sales from General  
Real Estate Agents.”

– Kimberly Mackey, New Homes Solutions

Day 0 – Thank you email

Day 1 – Text or phone call

Day 3 – Email: co-op agent incentives

Day 7 – Email: helpful information/resources  
   about community

Day 14 – Email: keep me posted about your 
    client or others who might be interested
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Sample Follow-Up Processes

Community/Neighborhood Coming Soon Process 
This process is designed for people who are interested 
in a community before construction is complete. You’ve 
started a marketing campaign to attract interest, 
but there may not be a sales model to show. The key 
with this process is to engage prospects by providing 
drips of information and periodic updates during 
their wait. Provide them with very basic information, 
give them timelines, ask for input on home design 
ideas or amenities, and start to gather demographic 
information to build a buyer profile.

Builders and developers who use a sales 
process can win up to 30% more sales than 
those who don’t.

Day 0 – Thank you email

Day 1 – Text or phone call

Day 3 – Email: co-op agent incentives

Day 7 – Email: helpful information/resources  
   about community

Day 14 – Email: keep me posted about your 
    client or others who might be interested
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Sample Follow-Up Processes

Facebook Lead Follow-Up Process 
Facebook Ads can be one of the most effective, 
economical ways to acquire new leads. Facebook 
leads are different from website leads in that 
prospects have little or no familiarity with your 
company or product at the time of signup. That’s 
why it’s critical to follow up within a few minutes. This 
sales process should introduce your company and 
a salesperson, and should direct prospects to your 
website for more information, rather than attempting 
to qualify them.

Day 0 (minutes) – Phone call or text message: 
         you have received their request  
         for more information

Day 0 – Welcome and thank you email. introduce  
    yourself: let them know you can help

Day 2 – Video email: explain your role

Day 5 – Phone call

Day 7 – Rating change, adjust process
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Sample Follow-Up Processes

Re-Engagement Process 
Use this process if you haven’t heard from someone 
in a while, but you’ve noticed they’ve recently visited 
your website or opened a marketing email (like a 
newsletter). They may be in the market again, so 
position yourself as an expert and helpful resource.

“A re-engagement campaign can convert 
5% of aged leads to appointment.”

– Mike Lyon, Do You Convert

Day 0 – Email: it’s been awhile, here’s what  
    you’ve missed

Day 4 – Email: we thought you may be interested  
    in this email

Day 10 – Phone: is a home purchase still in the works?

Day 20 – Email: now’s the time to plan out your  
     new home

Day 45 – Video email

Day 60 – Rating change, adjust process
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Lasso Can Help You Create 
A Process That Matches Your 
Buyer’s Journey at Each  
Stage of the Sales Cycle
Awareness | Consideration | Selection | Purchase | Referral

 
Activities that can be part of your process: 

• Personal email  
• Mass email  
• Phone call  
• Video email  
• Text  
• Appointment  
• Brochure or notecard  
• Rating review 

Types of follow-up processes: 
• Welcome/Introduction  
• Top-of-mind • Online Lead    
• New Community/VIP  
• Walk-in Prospect  
• REALTOR®  
• Re-engagement  
• Post-appointment  
• First-time purchaser
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Follow-Up Process Worksheet

Use the following worksheet to build your follow-up process. 
To get started, use the sample processes discussed 
throughout this guide.

STEP  TIMING  ACTIVITY  CONTENT  AUTOMATED

1  e.g. Immediate  e.g. Auto-reply email  e.g. Thanks for registering  Y or N

2  e.g. Day 0  e.g. Phone call  e.g. Schedule an appointment  Y or N

3

4

5

6

7

8

9

10

11



About Lasso CRM 
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866.374.3221   |  www.ecisolutions.com   |   How business gets done.

For over a decade, Lasso CRM has been helping home 
builders, real estate developers, and new home marketing 
agencies sell more new homes faster, easier, and more 
profitably. 

Contact us to learn more about  
Lasso CRM or schedule a live demo today. 


