Sales Lead Qualification with Al
A mid-sized real estate and mortgage brokerage company focused on residential properties in diverse
markets generates leads primarily through weekend open houses, with follow-up managed by office
assistants during the week. This leads to inefficiencies in lead conversion.

Ghallenge:

* Ineffective Follow-Up: Potential buyers frequently missed weekday calls due to their schedules, and
weekend follow-ups were logistically challenging for the staff.

» Generic Engagement: Manual follow-ups lacked personalization, often not promptly addressing specific
property interests or buyer queries.

* Missed Opportunities: Not all leads were effectively qualified for both property interest and mortgage
needs.

Solution: Implementation of Al-Powered Phone Agent

¢ Data Integration: Immediate integration of open house visitor form data into the Al system, including
personal details, property interests, and any notes from the event.

¢ Automated, Timely Follow-up:

* Galling Strategy: The Al agent was programmed to make calls at optimal times, adjusting based
on data about when leads are likely to answer.

 Persistence: Calls were scheduled at regular intervals with a decrease in frequenacy if no
response, ensuring persistence without annoyance.

e Dynamic Interaction:

» Voice and NLP: Utilized advanced NLP to understand and respond to buyer inquiries about
properties, the agency, or mortgage details.

* Real-time Information: Provided accurate property details, local market data, and mortgage
information based on the latest data. If unable to answer a query, the Al could schedule a call
with the real estate agent using Google Galendar integration.

* Mortgage Upsell:

 Inquiry and Qualification: The Al engaged in conversations about mortgage needs. If a lead

didn't have a broker or was open to new options, it would qualify them further and pass the lead to

an in-house mortgage agent.

* Information Provision: Offered real-time mortgage rate quotes and payment calculations based
on provided financial information.

Results:

* Engagement Rate Increase: Engagement with open house attendees rose by 47%, with more interactive
and informative calls.

* Lead Quality: More precise lead qualification led to a 32% increase in conversion from lead to sales
appointment.

* Mortgage Leads: An additional 28% of leads were converted into mortgage consultations, significantly
boosting the mortgage department's pipeline.

 Efficiency: Time-intensive tasks were automated, allowing human staff to focus on high-value
interactions.
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