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You'e all set up on RealScout...

...the question is: what next?

Whetheryou're a first-time user orlooking to maximize your existing setup, youneedto
know which actions to prioritize when, and how to implement them effectively.

The difference between adormant database and areliable profit center?
Asystemthat turns daily activity into closed deals.

Throughout this guide, you'll discover:
= Howtosetup forsuccessinyourfirstweek (and what to do after)
= HowtouseAlSearchto create buyeralertsinunderaminute

= Howtoturnsearchtemplatesinto socialmedialead capture tools

From day one to deal done, this guide will navigate you throughit all, helping you build workflows
that deliver abetterexperience foryour clients, and betterresults foryourbusiness.
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Setting Up For Success:
The First 60 Days

RealScoutis apowerful platform forautomated nurture and lead prioritization, but move too
fast, and you may find yourself with a cluttered systemthat doesn't deliverresults.

Before you start

Whetheryou're taking your first steps as a new agent or optimizing your existing
RealScout setup, the same rules apply:

Define your 60-day objective.
Don'ttry to "work yourwhole database" at once. Pick one measurable goal:

= 5buyerappointments, OR
= 5sellerconsultations, OR

= 10 nurture conversations with your sphere

Get clearonyourdatabasereality.
How many contacts do you have? How many have phone numbers? Addresses?
How many are actually emailable?

Understanding your starting point helps you set realistic expectations and
celebrate real wins along the way.
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Foundation Setup

Day 1: Account Activation
Goal: GetyourRealScout account ready to represent you

v Do this now:

= []LogintoRealScoutdashboard

= [[Complete the 4-step onboarding flow

= [JUpload professional profile photo

= []Verifyyourcontactinformationis correct
= []ConfirmyourMLS datafeedis connected

= []Reviewyourteamlogo placement

Why this matters:
Your photo appears on every email, every property alert, and every page your clients see.
Thisisyourbrand. Make it professional.

ProTip:

The onboarding flow checks your email deliverability settings.
Follow those recommendations to ensure your alerts reach clientinboxes.
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Day 2: Download the Agent App

FROMYOURPHONE:
1. Search"RealScout Agent"in App Store (i0S) or Google Play (Android)
2. Downloadthe agentapp (NOT the consumerhome search app)

3. LoginwithyourRealScout credentials

Why this matters:
Get pushnotifications when clients request showings orsend messages.
Respond fromanywhere.

Day 3-4: Add Your First 10 Contacts

You have 3ways to add contacts to RealScout:

Option1: Connect an Integration (Recommended)
1. Gotoleft navigation > Automations > Integrations

2. Click"ConnectanIntegration”

3. ChooseyourCRMorlead source

4. Follow connectioninstructions

5. Contacts sync automatically going forward

ProTip:
Connect Zillow and Realtor.com evenif you're not paying forleads. It doesn't hurt and ensures
any future leads flow automatically.
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Option 2: Import a Spreadsheet

Step 1: Download Template
1. GotoContacts-Import ContactList
2. Click"Download Template”
3. Openthe CSVinExcel, Numbers, oryoureditor of choice

4. Do not change the columnheaders - they must remain the same

Step 2: Add Contacts toFile
1. Copy/pasteyourcontactsinto the template
2. Requiredfield: Email (everything elseis optional)
3. Recommendedfields: First name, lastname, phone, address

4. SaveasCSVfiletype

Step 3: Set Auto Nurture & UploadFile
1. Uploadyour CSV file (max1000 rows perfile)
2. Check"Auto Nurture my contacts” (optional but recommended)

3. Clickupload

ProTip: ProTip - Two Ways to Bulk Setup:

Option1: Auto Nurture with Addresses
If youinclude addressesinyour spreadsheet AND check "Auto Nurture my contacts," RealScout
willautomatically create Home Value Alerts forthose contacts. No manual setup needed.

Option 2: Tag-Based Template Assignment

Beforeimporting, create a search template (like "First Time Buyer" or "Investor Deals"). Then add
a"tags"” columnto your CSVwith that template name. When you upload, all contacts with that
tag willautomatically be assigned that search. Perfect forbulk setup -import 50 buyersand
they allget the same listing alertimmediately.
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Option 3: Add Individually
1. Click "Add Contact" button (top right of any page)

2. Enterbasicinformation:

¢ Name

Email (required)

Phone (recommended)
o Address(if known - unlocks Home Value Alerts)

o Source (howyoumetthem)

Tags (buyer, seller, openhouse, etc.)

Contacttype (buyer/seller/both)
3. Click"Create"

ProTip:
Startwithyour10 warmest contacts - people who've engaged recently orwho you know are
activelylooking. These will give you early wins.
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Day 5-6: Enrich Contacts & Set Up Your First 3 Alerts

STEP 1: Enrich Your Contacts First

Before creating alerts, fillin missing contact information using Contact Enrichment:
1. GotoContacts-Clickonacontactname

2. Ontheircontactrecordpage, scrollto Contact Details tab

3. Lookfor"Enrich Contact" button
4

. Review suggested data:
e Phonenumber(forcalls/texts)
o Fulladdress(unlocks Home Value Alerts)
o Owner/Renterstatus

o Lengthofresidence (10+years =sellerlead)
5. Click checkboxesto accept datayouwanttoadd

6. Repeatforyourfirst10 contacts

Why this matters:
You can't callsomeone without aphone number. You can't send Home Value Alerts without an
address. Enrichmentunlocks all your nurture strategies.

STEP 2: Create Your First 3 Alerts
ALERT #1: Buyer with Al Search

1. Fromcontact's profile page - Click "Add Listing Alert”
2. Choose "Create abrandnewalert”

3. SelectyourMLS datafeed

4. Click "AlSearch” (left sidebar)

Enteranaturallanguage prompt (example):
"Single family home in Birmingham and Hoover, 4 bed, 3 bath, $400K-$500K,
must have pool, preferopenfloorplan”

realscout.com
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5. ReviewAl'swork:
o Check Core Requirements (beds, baths, property type)
o ReviewLocationfilters
o Lookat Pricing Strategy (Al finds motivated sellers automatically)

o Verify othercriteria(parking, HOA fees, etc.)
6. Click"Save Search”
7. Nameit(client sees thisname - keep it professional)
8. Selectcontacttoassignitto

9. Setfrequency: Daily (sends up to 3x/week onmatch days)

ProTip:

The more details you give Al, the better the search. Include schools, neighborhoods, must-
haves, and nice-to-haves. Alcanfind "motivated sellers” by scanning MLS remarks and price
reductionhistory.

ALERT #2: Past Buyer - Home Value Alert (HVA)
1. Fromcontact's profile page - Click "Add Home Value Alert"
2. Entertheirproperty address

3. Choose creation option:
o "Setupwithdefaults”

e "Customize and preview"

3. Click"Save and Complete"

Why this works:
Home Value Alerts keep you top of mind with past buyers. When they're ready to sell, you're
already intheirinbox every monthwith value.

ProTip:
Hide the exact value and show only the range. Clients are more likely to click "Request Valuation
Estimate" andreach out toyouforthe realnumber.
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ALERT #3: Seller - Market Activity Alert
1. Fromcontact's profile page » Click "Add Market Activity Alert"
2. Choose "Create abrandnew alert”

3. Definethe area:
o Drawashape onthe map around theirneighborhood

o ORenterzip code, city, orcounty
Click "Preview Market Activity"
. Nameit(e.g., "Silver Spring Market Activity")

Select contact and frequency

N o oo

Click "Save Market Alert"

The "nosy neighbor" angle:
Everyone wants to know what theirneighbors' houses are selling forand how many buyers are
looking. This alert feeds that curiosity and keeps yourelevant.
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Week 2: Build Your Daily Habit

Now thatyourfirst 10 contacts are setup with alerts, it's time to establish the
daily habit that will drive your success.

Your Morning Routine

Loginto RealScout Dashboard andreview:

1. Contact Highlights (center of dashboard)

Three sections show you exactly who needs attention:

Most Engaged

= Contactswithhighest Scout Scores (60-100)
= Green+numbers(scoreincreasing)

= "HighlyEngaged" badges

= Action: Callthese people today

Recently Re-Engaged
= Contactswhowentcold (30-90+ days) but are active again

= Action: Callwithin 24 hours - something changed

Slipping Away
= Contactswhowere hot but activity is dropping
= Rednegative numbers(score decreasing)

= Action: Reach out before they go completely cold
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2. Live Feed

Real-time activity stream showing:

= Propertyviews

= Propertiesthey'reinterestedin

= Propertiesthey've hidden/trashed
= Messagessent

= Timeline answers

=  Openhouseinfoclicks

ProTip:
Click onany activity to see the full details and take actionimmediately.
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Scale with Templates and
Auto-Nurture

Create Reusable Search Templates

Templates save you time and ensure consistency. Here are three to start:
Template #1: Open House Promo

1. Create searchusing Al Search: Properties similarto yourlisting

2. Click"Save Search”

3. Choose "Save astemplate”

4. Nameit:"OpenHouse [Address]"

5. Addtag: "OpenHouse Attendee"

6. When attendees signin, assign this template to themin bulk

Template #2: Investor Search

1. Alprompt: "Show properties with price reductionsin [area], motivated sellers, 30+ days
onmarket"

2. Save astemplate: "Investor Deals [Month]"

Template #3: First-Time Buyer
1. Alprompt: "Single family or condo, $200K-$300K, good schools, move-inready"

2. Save astemplate: "First Time Buyer StarterHomes"
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Turn Templates into Social Media Links

GotoMarketing-> Search Links
Click "Create Search Link"

Chooseyourtemplate

A wdpH

Customize:
o Addpublic display name (what prospects see)
e Uploadattractiveimage

o Addtrackingtag(e.g., "Instagram OpenHouse Ad")
5. Click"Generate Link"

6. CopylinkandsharetolG/Facebook

Real-world use:

Post to Instagram stories before your open house. Capture leads while you're busy showing the
property. When they signup, they're automatically assigned the search AND tagged with your
trackingtag.

Understanding Auto-Nurture

Auto-Nurtureis RealScout's set-it-and-forget-it automation that keeps your database
warmwithout manual work.

What Auto-Nurture Does:

Based onthe datainyourcontact's profile, Auto-Nurture automatically:

= Hasviewed property? > Creates Listing Alert (based onzip, price, property type)
= Hasaddress?-> Creates Home Value Alert (monthly valuations)

= Hasnodata?-> Sendsemail drip campaignto gatherinfo

Theresult: Every contact getsrelevant alerts without you building them manually.
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How Auto-Nurture Gets Turned On

AUTOMATIC (No actionneeded):
= Zillowleads > Auto-activated by default
= Realtor.comleads - Auto-activated by default

= Website leads (if you've connected via Zapier) > Auto-activated

MANUAL (For existing contacts):
1. GotoContacts - Select multiple contacts (check boxes)
2. Click "Auto Nurture" buttonabove thelist

3. Contactsare enrolledin Auto-Nurture drip campaign

ORforindividual contacts:
1. Gotocontact's profile page

2. Toggle "Auto Nurture" switchto ON

ProTip:

Readthe Auto-Nurture documentation before enabling it
(Leftnavigation > Automations > Auto Nurture > "LearnMore").

It's powerful but works best when you understand the full drip sequence.
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Key Takeaways

RealScout 1s where automated nurture
meets intelligent prioritization.

Understanding how to work the system efficiently and consistently is critical to turning your
databaseinto a profit center. Here are the 5 key components to keepinmind:

1. Startwith10,not 1,000 Define aclear 60-day objective. Pick 10 warm contacts to
activate first. Build consistency with a small group before scaling to your entire database.

2. Enrichbefore youengage Contact Enrichment unlocks phone numbers for calls,
addressesforHome Value Alerts, and ownerintelligence for prioritization. Enrich first,
follow up second.

3. Use Contact Highlights as your command center Most Engaged = calltoday. Recently
Re-Engaged = call this week. Slipping Away = save now. This dashboard tells you exactly
who needs attentionand when.

4. Let Scout Score tellyouwhento act Scout Score (O-100) automatically prioritizes your
hottestleads. Focus yourtime oncontacts withscores 60+.

5. Build adaily habit, not a monthly sprint 15 minutes every morning beats 2 hoursonce a
month. Consistency wins deals. Sprints create burnout.
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Support Resources

Need help?
Support: support@realscout.com &, 650-397-6500
Help Center: Click your profile icon > Support OR blue button (lower right corner)

Help Center has tutorials on every feature

Weekly Training: RealScout Basic Training Webinar
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