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Social Media Scripts 
   
 
I created these scripts from my own experience and with the help and guidance of my mentors, 
my hope and intention is for you to be confident and strike up a conversation with a potential 
client as well as build a relationship. Please be genuine and make these your own, this is strictly 
a guideline to assist you. 
 
THESE SCRIPTS ARE NOT INTENDED TO BE SALES SCRIPTS, SO LETS 
EXCLUDE THAT FORM OUR MINDS.  
 
I ENCOURAGE you to edit these scripts and make them your own, keep it real!!! 
 
I always say I really dislike scripts because I feel like I have to memorize them and I do not feel 
as genuine as I would like to be, however I definitely have used some help with some influential 
leaders while studying this business. 
 
 

Let’s discuss your markets: 
 
1. YOUR WARM MARKET 
Your warm market are the people that know who you are are example friends and family. 
 
2. YOUR LUKEWARM MARKET 
These people are random acquaintances that you met through mutual friends, or at a bar, or 
event and randomly you see a suggested friend suggestion populate on your social media. 
 
Your friends on social media however they really don't KNOW you. 
 
3. THE COLD MARKET 
These are people you have not connected with at all, that have requested to be your friend on 
social media because you are building up your profiles, or people you meet randomly in line at 
the grocery store.  Though it may be easier to talk to people you do not know I do suggest you 
start with your warm market to build up that confidence! 
 
 
The GREAT THING is these examples will work for each market if you just change a few words 
here and there and know your audience and who you are messaging. 
 



Okay so here is what I used to do and learned very quickly how this does not work and it was 
definitely CONFIRMED i should not do this as I dug deep into learning ore. 
 
 
DO NOT SEND THE FOLLOWING: 
Business links or information via message 
Any links as your first message 
Any links EVER! ( there are circumstances rarely ) 
 
 
Professionally speaking no business deals are closed via text. The best thing to close is to get 
on the phone or Zoom / Facetime 
 
YOU DEFINITELY CAN START YOUR CONTACT VIA MESSAGE BUT ALWAYS CLOSE 
VERBALLY!!! 
 
REMEMBER THIS IS YOUR BUSINESS WE NEED TO TREAT IT LIKE A BUSINESS!!!! 
 
 

THREE MESSAGE TECHNIQUE!!! 
 
Before we dig into the examples of the three messages a few things you need know before just 
sending out messages. 
 
Do your research about your potential client, head over to the website and see what they are up 
to.  Find about what they are into, or what they currently doing 
    - Does it look like someone you want to make a business builder or just a customer 
    - Where do they live? 
    - What is there current position, are they single mom, etc. 
 
By doing this it is easier to strike up a conversation! 
 
 

Message #1 
 
The goal for sending out your first message is to start a conversation and to interact with them 
and them back with you.  WE DO NOT JUST WANT TO JUMP INTO PRODUCT OR 
OPPORTUNITY TRUST ME THEY WONT ANSWER!!! 
 
Here is what I typically will say: 
 



“ Hey Anthony, How’s it going? We haven't chatted in awhile but I came across your facebook 
page.  I noticed you are a realtor now how is that going for you?” Are you loving it? 
 
This is something I would say to someone that I’m friends with that maybe I know from school 
or the past but have not talked to in some time. 
 
If it is someone from my warmer market like a good friend I would make this start up 
conversation more personable for example how are the kids, what’s keeping them so busy 
lately …. 
 
NOW VERY IMPORTANT WAIT TIL THEY REPLY DO NOT SEND OUT MESSAGE TWO 
UNTIL THEY RESPOND!!! 
 
 

Message #2 
 
You only move on to message two until they respond back.   
 
The goal for message two is to see if they are open to receiving more information we want 
them to ask you for the deets. 
 
Here is something I would say: 
 
“Thats awesome so good to hear that you are doing really well with this path!! Hey listen I do 
not want to take too much of your time but I am glad you enjoy what you are doing! I have a 
business project that I am currently expanding and I am looking for hard working candidates to 
grow and network with me…would you be open to connecting more and learning about a side 
income project that did not interfere with what you are currently doing?” 
 
 
AGAIN SAME CONCEPT DO NOT SEND MESSAGE THREE UNLESS THEY RESPOND 
BACK!! 
 
If they respond and say “what is it?” refer to message #3 
 
 

Message #3 
 
The goal for three is to close up the deal essentially! AGAIN WE DO NOT WANT TO SEND 
LINKS OR A BUNCH OF LITERATURE WE WANT TO GET THEM ON THE PHONE OR ZOOM!! 
We want to be able to answer questions for the with excitement. 



 
Here is something I would say if they are open: 
 
“Thats awesome. Is there a time or day that is best to contact you about 15-20 minutes of your 
time to share with you!  I would love to be able to send everything in a text  or email however 
its professionally better to explain on the phone than a text. Monday and Wednesdays work 
best for me what works for you?” 
 
Once they give you a time confirm that time and state: 
 
“Perfect that sounds great! I have you booked in my calendar and will send you a reminder as 
well. I look forward to sharing!” 
 
Super simple right.  I am telling you if you follow the flow of these three messages you are 
going to see how your responses will be different as opposed to sending them a bunch of 
information and links from jump and than you hear crickets! 
 
Here is what I want you to do: 
 

PUT THIS INTO ACTION!! 
 

For your exercise, I want you to: 
 
Step #1 - Reach out to 5 prospects and use this method of the 3 steps 
 
Step #2 - Post in our Team Kriado Group on your results. 


