
 
 

It may seem a little uncomfortable at first to speak with someone you have no 
information about when you call a number-only phone lead. Just remember that your 
contact is simply a new acquaintance you haven’t met yet: one who is very interested in 
getting more information about your property. 
 

• When calling the blind telephone lead, introduce yourself and tell them you are 
responding to their request for information about your property. Ask them if this 
is a good time to visit about their new apartment, or would they prefer you to call 
them back at a designated time.  Extending such courtesy will put your prospect at 
ease.  

 
• Ask them their name and jot the name down immediately.  Use their name 

repeatedly, but sparingly, during your conversation.  There is no finer music to 
any ear than the sound of our own name. Calling them by name too often will reek 
of insincerity.  

 
• Engage the caller with an open-ended question.  Open-ended questions are 

questions that cannot be answered by “yes” or “no”.  For example, you may ask 
what city they are currently in and how they heard about your community.  People 
love to talk about themselves in most cases, and they will give you valuable 
information if you listen attentively. 
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• Responding to a blind phone call is first about determining your prospect’s needs, 
expectations, and limitations. Qualify your telephone prospect as you would any 
first contact phone call.  Have their guest card ready and be prepared to add 
information. Be sure to ask for their email address and offer to email them 
detailed information on the type of apartment they are looking for.    

 
• The ultimate purpose of any telephone marketing call is to set an appointment. 

Invite your prospect to set a time to visit your community.  Ask what day would 
be best for them and then offer them two choices of times: i.e. “Would you prefer 
one o’clock or three o’clock?” Be prepared to be flexible. Why use this either/or 
technique? Because it communicates that you consider the appointment to be of 
great importance and therefore, your prospect will more often view it with the 
same respect.    

 
When you have finished making contact and setting an appointment, you can follow up 
your telephone generated lead as any other.  Your caller will be flattered that you 
contacted them personally and helped them find a lovely new apartment home.    
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