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Craigslist Mastery – Getting The Most Out Of The System 
 

Welcome to the Craigslist System for Real Estate. In the following document we have outlined items for 

you to do and what not to do in order to be effective with Craigslist for real estate. Mastering the 

techniques in this guide along with the scripts and ads in the additional training materials will give you 

the tools and the training necessary to use Craigslist to create a powerful buyer lead generation system. 

Please not there is no such thing as “getting too good” at this system. It can always be taken to the 

extreme with more ads, generating more calls, and putting more commission dollars in your pocket. 

We would like to suggest you keep the following in mind as you read this guide: 

 This system will work even if you don’t like working with buyers – you can generate leads and 

book appointments which will create the following options for you: getting a buyer agent, 

getting a showing agent, or simply referring these leads to other agents in your office or area. 

 You don’t have to have listings for this system to work – agents in your area who have listings 

and aren’t marketing them are in general more than happy to let you market their home. 

 Master the scripts & return calls – the better you can become at scripts and the quicker you can 

return calls the more effective the system will be for you. We recommend listening to the script 

training multiple times and practicing with a partner to perfect your scripts.   Remember your 

calls should be short and give the prospect an opportunity to come in and meet with you.  When 

they don’t want to meet with you they are part of the 85% (see rule below). 

 Understand the 85% Rule – 85% of all leads aren’t just a waste of time they are a total waste of 

time. It doesn’t matter what the lead source is this rule will hold true so we suggest you prepare 

for it ahead of time. The great part is the 15% are where the money is made. 

 Test, test, and more testing – we have tested this system thoroughly and have included a 

detailed set of headlines to save you time. Headlines are area dependent and these are the best 

headlines we discovered after over 12 months of testing. To qualify to be in our list the headline 

had to generate leads. 

 800# - While not required for the system to work providing users with an 800# to call for 

information will dramatically increase the leads that you receive. By purchasing the system we 

get you out of the set-up fee with proquest and you can get that by logging in to the online 

system or by e-mailing us at support@therealestatesuccessprogram.com and we will provide 

you with the information. 

mailto:support@therealestatesuccessprogram.com
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Craigslist Mastery – What not to do 
1. Do not keep posting the same ad day after day? 

a. You must make changes to the ad, even if they are small. The headline is the number 1 thing 

that you need to change. Do not put the same ad up within 24 hours without changing it. 

2. Don’t put an ad up without having 2 things 

a. A link to your website 

b. A phone number to contact you 

3. Don’t lie in your ad 

a. There is marketing and there is lying. If your property doesn’t have something but you know 

everyone wants that one thing don’t say it has it just to get more calls. For example if 

everyone wants RV parking don’t say your listing has it just find a listing that has it and 

advertise that one as long as you have permission. 

4. If you don’t have enough listings get more or get permission 

a. Some MLS systems are going after users who are advertising listings that aren’t theirs. There 

are ways to avoid getting caught in this. 

i. Get more listings – use one of the listing systems like FSBO, Expired, etc 

ii. Get permission from another agent – agents like people to advertise their listings. 

Check with someone who has too many (hint REO agents) and get permission to 

bring them buyers by advertising their listings. 

5. Don’t overuse HTML 

a. This will only cost you too much time and a little is good, too much is bad. 

6. Don’t only post 1 ad a day 

a. This is not enough to make this system work. You have to be posting 7 or more ads a day to 

make this system truly effective. 

7. Don’t spend too much time on your ads 

a. You should be able to get each ad up in 5 minutes or less (after the first week). This means 

you should be investing 35-45 minutes a day maximum to run 5-8 ads a day every day. You 

can most certainly have an assistant do this work once you get it all figured out. 

8. Post in nearby cities or areas that relocate to your area 

a. In Los Angeles Craigslist is broken up to many different areas but since drivers are willing to 

commute post ads in the surrounding areas. If you are in an area that Craigslist has listed 

different areas test posting the ads in different cities. 
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9. Don’t misspell words in your ad 

a. Nothing is worse that misspelling information in your ad. They distract from your message 

and you will turn people off from visiting your website. 

10. Don’t point the ads to your home page 

a. This is a waste of effort. If you point them to your home page the person will get lost, 

frustrated, and leave. Point them to a page on your website or blog that talks about the 

home, condo, land, building that you are advertising.  This page should have a form where 

they can request more information on the property. 

Craigslist Ad Headlines – 30 Powerful Headlines 
Having a powerful, attention getting, and compelling headlines is the single most important part of the 

Craigslist system. Without a powerful headline no one will see your ad, no one will be able to visit your 

website or call your 800#. 

These headlines are designed to get people to click to see your ad and then read about what you are 

offering.  

Headline testing is important and you need to try different headlines to see what will work in your area. 

Certain headlines respond well in areas while others do not. 

1. BUY A HOME UNDERMARKET VALUE IN 30 DAY OR LESS… GUARANTEED! 

2. SAVE $3,512 WHEN BUYING YOUR NEXT HOME 

3. BUY THIS 3BD, 2BA HOME FOR $30,000 UNDER APPRAISED VALUE 

4. FREE LIST OF BELOW MARKET HOMES THAT’S GUARANTEED TO SAVE YOU A MINIMUM OF 

$5,000 ON YOUR NEXT HOME PURCHASE 

5. WHO ELSE WANTS TO SAVE $5,400 WHEN BUYING THIS 4BD, 3BA HOME? 

6. BUY THIS 5BD, 2 ½ BA HOME WITH LESS THAN $2,000 

7. 26 PRE-FORECLOSURE THAT PROVIDE INSTANT EQUITY FOR SMART BUYER 

8. IS SAVING THOUSANDS OF DOLLARS ON THE PURCHASE OF YOUR NEXT HOME WORTH FIVE 

MINUTES OF YOUR TIME – THAT’S ALL I NEED TO SHOW YOU HOW I DO IT 

9. CALL 1-800-XXX-XXXX TODAY FOR AN EASY WAY TO CUT YOUR HOME BUYING COSTS BY 25% 

10. 21 HOMES YOU CAN BUY WHEN YOU CAN’T GET QUALIFIED 

11. FREE E-BOOK REVEALS 12 MONEY-SAVING TECHNIQUES ANY BUYER CAN USE 
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12. TAKE THE 1-MINUTE HOME BUYER TEST BY CALLING US AT XXX-XXXX – 24 HRS 

13. OWN THIS 3 BD, 3 BA HOME THE EASY WAY – JUST $2,000 DOWN AND UNDER $800 A MONTH 

14. THE #1 MOST COST EFFECTIVE THING YOU CAN DO WHEN BUYING A HOME IN THIS TOUGH 

MARKET 

15. THE 27 STRATEGIES YOU NEED TO HAVE WHEN BUYING A HOME – MISS JUST ONE AND YOU 

WILL LOSE MONEY 

16. THE 120 SECOND HOME BUYING CHALLENGE – IT COULD BE WORTH THOUSANDS IF YOU FAIL – 

CALL XXX-XXXX TODAY TO TAKE THE TEST 

17. FREE LIST OF THE 44 BEST INVESTMENT PROPERTIES IN THE METRO AREA 

18. WHY IT NOW MAKES SENSE TO INVEST IN REAL ESTATE – GET YOUR FREE LIST OF 

UNDERVALUED HOMES TODAY BY CALLING 1-800- XXX-XXXX 

19. WHAT’S YOUR BEST CHANCE TO MAKE MONEY ON THIS CRAZY REAL ESTATE MARKET? THE 

ANSWER BELOW MAY SURPRISE YOU! 1-800-XXX-XXXX – FREE RECORDED MESSAGE 

20. FREE HOME BUYER EVENT -- FIRST TIMERS AND REPEAT BUYERS BOTH WELCOME! 

HUNDREDS HAVE BOUGHT HOMES UNDER MARKET VALUE – 1-800-XXX-XXXX TO FIND OUT YOU 

CAN DO THE SAME 

21. A BUYER MAKES MISTAKE THAT COSTS HIM $22,000 IN SOUTH METRO (CITY)  

22. FREE LIST - 42 VACANT HOMES THAT YOU CAN CLOSE ON (AND MOVE INTO) WITH 3 WEEKS! 

23. SIMPLE 5-STEP PROGRAM FOR BUYING YOUR FIRST HOME IN (CITY) 

24. WHEN REAL ESTATE AGENTS PURCHASE HOMES – HERE’S WHERE THEY LOOK FOR THE BEST 

DEALS… 

25. LOCAL REAL ESTATE AGENT PROVES 80% OF RENTERS CAN ACTUALLY OWN FOR LESS MONEY 

PER MONTH – CALL 1-800-XXX-XXXX TO SEE IF YOU ARE APART OF THE 80% 

26. FREE HOME FINDER SERVICE – NO CONTRACTS – NO APPOINTMENTS – YOU LOOK AT YOUR 

CONVENIENCE 

27. 47 HOMES THAT THE BANKS ARE BEGGING ME TO GET RID OF – AT ANY PRICE! 

28. IS KNOWING HOW TO BUY A HOME WITH $50,000 IN IMMEDIATE EQUITY WORTH $1 TO YOU? 

29. 4 BD, 2 BA HOME THAT OWNER SAYS… “SELL IT TO THE HIGHEST BIDDER BY SUNDAY!” 

30. BUY FROM NO REALTOR… UNTIL YOU’VE ANSWERED THESE FIVE QUESTIONS. 1-800-XXX-XXXX 

TO GET THE 5 QUESTIONS THAT COST 99% OF ALL BUYERS THOUSANDS AT CLOSING! 
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Craigslist to Generate More Buyers To Your Open Houses 
A great way to increase the power of your Craigslist System is to use it to send motivated buyers to your 

open houses. Buyers on Craigslist are looking for information and want to see properties. You can 

eliminate your competition by getting to these buyers first and meeting them at your office or at an 

open house. To get potential buyers to your open house we recommend the following schedule at a 

minimum to increase the attendance to your open house. 

 Day 4 prior to the open house – If your open house is on a Saturday this would be Tuesday. If your 

open house is on a Sunday we still recommend starting to advertise your open house on Tuesday.  

o Place an ad on craigslist inviting buyers in the area to a home that they may have 

overlooked. In the ad do not give the address of the home but only the price range and 

general area of town. Inform them in the ad that if they would like a special time to see the 

house they can do so by visiting a link (back to your website) and providing you with 

additional information. 

 Day 2 prior to the open house – This ad should continue to encourage buyers to visit your website 

where they can opt-in for additional information and get a “reminder” to attend the open house. 

This ad can be placed on Thursday even if the open house is on a Sunday. 

o Place an ad on craigslist inviting buyers to get a “reminder” e-mail or call about the 

upcoming open house. Inform them that by filling out the information back at your website 

they will also receive a list of additional homes that may meet their criteria. 

o We encourage you to have a time of your open house reserved for clients who have 

registered. The concept is like a “special open house”. This can be done 30 minutes prior to 

the open house, at the end, or even a short window in-between your open house hours. 

o In this ad do not put the price but a price range and the bedrooms and bath of the home. 

 Day 1 prior to the open house – This ad should be an additional reminder about the open house and 

should be placed on Friday prior to a Saturday or a Sunday open house. 

o In this ad it is important to continue to remind the potential buyer to register at your 

website for specific information and a special time to come to the open house. 

o In this ad provide a picture of the home (where the address or numbers cannot be seen) and 

the cross streets of the home. 

 Day of the open house – this ad is about getting those who haven’t registered to the open house to 

your open house during the times you are having it. 
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o In this ad provide a link via MapQuest or Google maps to the actual address of the property. 

Provide a “direction” phone number via your 800# and make sure that they can connect to 

you via the system to your cell phone to provide them with additional directions should they 

need it. 

Craigslist Lead Conversion Tips 
Converting leads is critical to success with the Craigslist for Real Estate System. The script CD will have 

detailed scripts to increase your conversion skills. The tips below will put you on the right path to 

converting leads to appointments. 

These tips come from over 40,000 calls and converting thousands of leads to buyers appointments.  We 

would like to suggest you follow these tips on every call that you make to every lead generated from the 

system. 

Ask questions immediately – Asking questions is critical to success with converting leads to 

appointments. Even though prospects will have called about one of your properties you had an ad for 

the point is to see if they are motivated enough to complete a purchase with you. 

Know that 85% will not qualify for your service – No matter what the lead source whether it be 

referral, sign call, Internet lead, or craigslist lead 85% of all leads won’t just be a waste of your time but 

will be a total waste of time. The goal is to eliminate the 85% so you can spend time with the 15% who 

are worth your time, money, & effort. 

Keep conversations to 5 minutes or less – Set your goal to keep off the phone in 3 minutes or less. 5 

minutes is a maximum amount of time to spend on the phone. After that time it is too easy to get 

caught in what we call “chit chat” mode where you are not qualifying but only trying to find something 

in common with them. The only goal of the first call is to qualify motivation for an appointment or 

eliminate them.  
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Craigslist Cheat Sheet – 20 Point Master Checklist for Success 
 

To make sure that your advertising on Craigslist is as profitable as possible make sure that you use the 

checklist below. 

For maximum profitability print out this checklist and use it on a daily basis 

Item No Task Notes Completed 

1 Ads are posted at 3 different times during the day   

2 Every ad has multiple calls to action to get them to 
volunteer more information 

  

3 Your website has a dedicated page for each property 
you are advertising on  

  

4 You use pictures on every single ad   

5 It is extremely easy for craigslist prospects to give you 
more information: 

 You are using an 800# call tracking number 

 You have an opt-in form on your website 

 You have an easy to use contact form that 
doesn’t require phone number 

  

6 You test a different headline in your ad weekly when 
you don’t get any response from the ad 

  

7 You follow-up with all of the leads from your ads 
within 15 minutes maximum 

  

8 You are tracking the results of your ads 

 You know what ad they called from 

 You know what headline they were seeing 

 You know what property attracted them 

  

9 You run the system Monday thru Friday   

10 You are using a domain name that is related the area 
that you work 

  

11 You try and get an appointment without saying 
appointment on every single call 

  

12 You understand that 85% of the people that you are 
going to deal with are not going to qualify for your 
services 

  

13 You test different ad Formats 

 Run the same ad at the same time but in two 
different formats using different templates 

  

14 Every time you post ads you post at least 2-5 ads 

 Your ads are posted in the morning prior to 
9:00 am 

 Your ads are posted prior to noon 

 Your ads are posted from 2-4pm 

  

15 You have at least 3 drip e-mails that follow-up with   
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Craigslist opt-ins to get them back to your site & get 
them to call you 

16 You have written a blog post on your site about your 
listing 

  

17 You posted at least 1 “Super Ad” using a Free 
program like postlets for maximum exposure of your 
ad 

  

18 You call leads back within 7 minutes or less   

19 You attempt to qualify every lead by asking them 
questions to get them to come to your office and you 
do not meet any leads at a property unless they are 
already a client. 

  

20 You advertise your open houses on Craigslist 

 4 Days out you advertise you are having an 
open house. List a price range along with a 
link back to your website. 

 2 days out you advertise your open house 
with the time, price range, and a link back to 
your website. In this ad also include the 
bedrooms and baths of the home. 

 1 day out you post an ad that lists the 
neighborhood and cross streets so that 
people can find the location of the property. 

 The day of the open house provide a link 
using a mapping website such as Google 
Maps or Mapquest. Provide a toll free 
number that they can call in order to get 
more information and directions as well. 

  

 

 

Additional Notes & Tracking 

Use the space below to track the results of your ad on a daily basis so you can determine what is the 

most effective and profitable ad. 

 

http://www.postlets.com/

