Real Estate Live Chat Script Templates
Real estate live chat script templates -- greet visitors, answer listing questions, book showings, and route buyers and sellers to the right agent.
Opening greeting
When to use: Use it as the first reply when a chat opens, often from a specific property page.
Script
Hi [visitor first name], I am [agent name] with [brokerage name] -- a real person, happy to help you dig into this.
I can see you are looking at [listing or area]. Are you thinking about it for yourself, or just getting a feel for the market right now?
If they are browsing
No pressure at all if you are early in the search -- tell me what matters most to you and I will point you to homes that fit.
If they are serious
If this one has caught your eye, I can pull the key details and check availability for a viewing.
Why it works
Naming the listing or area proves you know the inventory and makes the visitor feel understood, not processed. Asking whether they are serious or browsing sorts ready buyers from early lookers without any pressure, so the chat matches where they actually are.
Understand the request
When to use: Use it after the greeting to sort buyer from seller and gauge their timeline.
Script
Great, [visitor first name] -- quick one so I help the right way: [buy or sell question]
And [detail question] Even a rough answer helps me line up the right options in [area].
If they are selling
If you are thinking of selling, I can get you a sense of what your home might fetch and what the process looks like.
If they are buying
If you are buying, tell me your must-haves and budget range and I will focus only on homes worth your time.
Why it works
One buy-or-sell question forks the conversation correctly, so sellers are never treated like buyers or the reverse. A light follow-up on timeline and area gives you enough to line up real options, keeping the chat useful instead of generic.
Answer the listing question
When to use: Use it when the visitor asks about a home's price, details, or availability.
Script
Straight answer, [visitor first name]: [listing detail].
Something people love about this one -- [extra detail]. It is the kind of thing that does not always show in the photos.
On availability
As it stands, [status note], so if it is on your shortlist it is worth moving sooner rather than later.
Keep it open
Want me to send the full details, or would you rather see it in person to get the real feel for the space? Either way I can also share what is nearby so the location makes sense too.
Why it works
Answering the price or detail directly signals honesty and keeps a serious buyer engaged. Adding one feature the photos miss helps them picture living there, and a candid status note creates natural urgency without any pressure tactics.
Handle a price or fit concern
When to use: Use it when the visitor hesitates on price, location, or fit.
Script
That is fair, [visitor first name] -- [concern] is a real consideration, and I would rather be honest than talk you into something.
Here is my straight take: [response].
Another angle
If this one is not quite it, [alternative]. Sometimes the right home is one street or one price band away from where you started.
Check the fit
What would make a place feel right for you? Tell me and I will only bring you homes that clear that bar.
Why it works
Being honest rather than pushy earns trust that outlasts a single listing, and offering a genuine alternative shows you are matching the person, not offloading a property. Asking what would make it right turns an objection into a sharper brief for the search.
Book a showing
When to use: Use it when the visitor is keen enough to see a home or talk specifics.
Script
You sound ready to see it in person, [visitor first name] -- that is always where a home clicks or it does not.
I can show you [listing or area] on [time option one] or [time option two]. Which window works for you?
Make it efficient
If it helps, I can line up a couple of similar homes nearby the same day, so you get the most out of one trip.
Confirm it
Great -- I will confirm the viewing and send the address and details, plus my number in case anything shifts on the day.
Why it works
Two viewing windows make committing easy, and offering to group nearby homes respects the buyer's time while showing more inventory. Confirming the address and a direct number makes the appointment feel real and reachable, which cuts no-shows.
Route buyer or seller, or close
When to use: Use it when a specialist agent should take over, or once a showing is booked and you are wrapping up.
Script -- route
The best person for you is [specialist], [visitor first name] -- [reason], so you will be in genuinely good hands.
I am passing along everything we covered, so you will not need to repeat yourself. You can expect [follow up].
Script -- close
I think you are all set, [visitor first name]. Anything else about the home, the area, or the process I can help with?
Sign off
Thanks so much for chatting today -- house-hunting should be exciting, not stressful. Reopen this chat any time and I am right here.
Why it works
Naming the agent and the reason they fit turns a handoff into a warm introduction, and carrying the context across spares the visitor from repeating themselves. A friendly closing check and open door keep the relationship alive through a long buying or selling journey.
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