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Introduction

This script library provides proven language patterns for effectively responding to common 
client scenarios. Each script is designed to build rapport, address concerns, and move the 
conversation forward productively.

Guidelines for using these scripts:

Customize the language to match your natural speaking style
Practice until the responses feel natural and conversational
Focus on understanding the client's underlying concerns
Adapt based on client reactions and needs
Use these as starting points, not rigid scripts to be followed exactly

RallyPoynt OS - Response Script Library

© 2025 RallyPoynt. All rights reserved. Not for commercial redistribution.
rallypoynt.com | hello@rallypoynt.com | Based in Austin and LA

Page 3 of 23



Lead Response Scripts

These scripts are designed for first contact with new leads from various sources. The goal is 
to establish rapport, qualify the lead, and set up next steps.

Initial Website Lead Response

Website Inquiry - First Call

Hi [Name], this is [Your Name] with [Your Company]. I'm reaching out because you requested 
information about [property/service] on our website. Is this a good time to chat?

Great! I'd love to learn a bit more about what you're looking for so I can best help you. [Ask 
qualifying questions]

Based on what you've shared, I think the next best step would be [schedule showing/meeting/
send information]. How does that sound?

Key elements: Identify yourself and company clearly, reference their specific inquiry, ask if it's a 
good time to talk, listen more than you speak, and always establish clear next steps.

Zillow/Portal Lead Response

Portal Inquiry Script

Hi [Name], this is [Your Name] with [Your Company]. I noticed you were interested in [property 
address] on [Portal Name]. That's a great property in an excellent location. Have you had a 
chance to drive by it yet?

[If Yes] Great! What did you think of the neighborhood? [If No] No problem - it's in a really nice 
area with [brief description].

I'm curious - are you just starting your home search, or have you been looking for a while?

Focus on building rapport around the specific property they inquired about, then transition to 
understanding their broader real estate needs.
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Objection Handling Scripts

These scripts help address common concerns and objections raised during client 
conversations.

Commission Objections

When a Seller Questions Commission

I understand that commission is a significant investment, and it's important that you feel 
you're receiving value for that investment. Let me explain exactly what that commission covers 
and the return you can expect.

The commission isn't just paying for my time - it's funding a comprehensive marketing plan 
that includes [list key marketing elements], professional negotiations to maximize your sale 
price, and management of all the complex details from contract to closing.

My goal is to sell your home for the highest possible price in the shortest amount of time with 
the least amount of stress. In fact, homes sold by agents typically sell for [X]% more than those 
sold by owner, which often more than covers the commission cost.

Focus on value rather than defending the fee. Be specific about what services you provide and 
how they benefit the seller financially and emotionally.

Timing Objections

When a Client Wants to "Wait and See"

I understand wanting to wait for the perfect timing. What specifically are you hoping might 
change in the market if you wait?

[Listen to response]

That makes sense. One thing to consider is that while [acknowledge their concern], waiting 
often comes with its own costs. For example, [mention relevant factors: interest rate changes, 
price trends, inventory shifts, personal opportunity costs].

What if we approach this differently? We could [alternative approach that addresses their 
concerns while moving forward].

Acknowledge the objection, probe for specifics, provide relevant market context, and offer an 
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alternative approach that addresses their underlying concern.
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Negotiation Scripts

These scripts provide effective language for various negotiation scenarios during the real 
estate transaction process.

Presenting an Offer

Presenting a Strong Offer to Listing Agent

Hi [Agent Name], this is [Your Name] with [Your Company]. I'm calling about [property 
address]. I'm preparing to submit an offer on behalf of my buyers, and I wanted to give you 
some context before sending it over.

My clients are extremely interested in the home and are submitting a very clean offer. It 
includes [strong terms: price, financing status, timeline, contingencies or lack thereof].

Before I send it over, is there anything specific that would be particularly important to your 
sellers regarding terms or timing?

Build rapport with the other agent, highlight the strongest aspects of your offer, and gather 
intelligence about seller priorities.

Presenting Multiple Offers to Seller

I wanted to walk you through the offers we've received on your property. We have [number] 
offers to review today.

I've prepared a summary sheet that compares all the key terms: price, earnest money, 
financing details, closing timeline, and any contingencies or special requests.

Let's start by looking at the big picture, then we can dive into each offer individually. As we 
review them, think about what matters most to you beyond just the price - timing, certainty of 
closing, or any special terms.

Remember that we need to evaluate each offer as a complete package rather than just 
focusing on the highest price, as some offers with fewer contingencies or better terms might 
actually be stronger overall.

Use a systematic approach when presenting multiple offers to help sellers understand all 
factors beyond just price. Having a summary sheet prepared helps visualize the comparison.
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Countering an Offer

Delivering a Counter Offer

Thank you for your offer on [property address]. My clients have given it careful consideration 
and appreciate your interest in their home.

While they aren't able to accept the current terms, they'd like to propose the following counter 
offer: [counter terms].

The sellers are making these adjustments because [brief explanation if appropriate]. They're 
still very interested in working with your buyers and hope these terms will work for everyone.

Be respectful and appreciative, clearly state the counter terms, provide minimal but useful 
context for the counter, and express continued interest in reaching agreement.

Explaining a Counter Offer to Your Buyer

I just heard back from the seller's agent about your offer on [property address]. They've sent a 
counter offer for us to consider.

The sellers have countered with [specific terms]. Based on my knowledge of the market and 
this particular situation, I believe they're countering because [explain likely seller motivation].

Let me explain how this compares to your original offer and what I see as our options moving 
forward. We can:

1. Accept their counter as-is
2. Submit our own counter offer with adjusted terms
3. Walk away from this property and continue our search

My professional recommendation is [your advised approach], because [rationale]. However, 
the final decision is entirely yours. What are your thoughts about how you'd like to proceed?

Present the counter offer neutrally, provide context and professional analysis, offer clear 
options, and give a recommendation while emphasizing client choice.

Handling Multiple Offer Situations

Advising Buyers in Multiple Offer Situation

I've just heard from the listing agent that there are [number] offers being presented on the 
property today. This means we're in a competitive situation.
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In multiple offer scenarios, it's important to put your best foot forward. Sellers typically look at 
several factors: price, of course, but also financing strength, contingencies, closing timeline, 
and sometimes even the personal story of the buyers.

Given what we know about this property and the current market, here are my 
recommendations for making your offer as competitive as possible:

1. Consider offering [price strategy recommendation]
2. We could strengthen your financing position by [financing strategy]
3. We might adjust contingencies by [contingency strategy]
4. A flexible or accelerated closing timeline might be appealing

Remember, you should only offer what you're comfortable with and what makes financial 
sense for you. What are your thoughts on how you'd like to proceed?

Help buyers understand the competitive context without creating panic. Offer specific, 
actionable suggestions while emphasizing that they should stay within their comfort zone.

Repair Negotiations

Requesting Repairs for Buyer

Hello [Agent Name], I'm following up regarding the inspection on [property address]. My 
clients have reviewed the report thoroughly, and while they're still very excited about the 
home, there are some items they'd like to address.

I'm sending over their repair request which focuses specifically on [number] items that relate 
to health, safety, or major systems of the home. These include:

[List key items with brief rationale]

My clients understand that no home is perfect, which is why they've focused only on 
substantive items rather than minor cosmetic issues. They're requesting either repairs 
completed by licensed professionals or a credit of [amount] to address these items after 
closing.

Please review this with your sellers and let me know their thoughts. We're committed to finding 
a reasonable solution that works for everyone.

Focus on major items, provide clear rationale, offer options (repairs or credit), and maintain a 
collaborative tone rather than demanding.

RallyPoynt OS - Response Script Library

© 2025 RallyPoynt. All rights reserved. Not for commercial redistribution.
rallypoynt.com | hello@rallypoynt.com | Based in Austin and LA

Page 9 of 23



Responding to Repair Requests for Seller

I've reviewed the buyers' repair requests with my sellers, and I wanted to discuss their 
response.

After careful consideration of all items, my sellers are willing to address the following items, 
which they agree are substantive issues:

[List agreed items]

Regarding the other requested items, they feel these are either minor maintenance issues, 
within the range of normal wear and tear for a home of this age, or items that were already 
reflected in the listing price.

As a compromise, they're offering [proposed solution - either specific repairs only, partial 
credit, or combination].

The sellers want to be fair but also need to maintain the economics of the transaction that 
they agreed to. They believe this response addresses the legitimate concerns while still moving 
forward in good faith.

Acknowledge legitimate issues, explain rationale for declining others, offer a reasonable 
compromise, and emphasize desire to move forward positively.

Appraisal Issues

Addressing Low Appraisal with Seller

I just received the appraisal for [property address], and I wanted to discuss it with you right 
away. Unfortunately, the property appraised at [amount], which is [difference] below our 
contract price.

I've already reviewed the appraisal in detail. Here's what I found:

[Share key details: comparable properties used, adjustments made, any potential issues with 
the appraisal]

We have several options to consider:

1. We can appeal the appraisal if there are factual errors or missing information
2. Your buyers could increase their down payment to cover the difference
3. We could renegotiate the price to match the appraisal
4. We could meet somewhere in the middle
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5. Or we could cancel the contract if we can't reach agreement

I believe the most practical approach might be [your recommendation]. Before I respond to 
the buyer's agent, I wanted to get your thoughts and preferences on how you'd like to proceed.

Deliver the news directly but with empathy, provide analysis of the appraisal, present all 
options clearly, and offer a recommendation while seeking client input.

Negotiating with Buyer After Low Appraisal

Thank you for sending over the appraisal report. After reviewing it with my sellers, I wanted to 
discuss how we might move forward.

My sellers have carefully considered the situation. They understand the financing implications 
of the low appraisal, but they also believe the agreed purchase price accurately reflects the 
home's value for several reasons:

[Provide 2-3 specific justifications: recent comparable sales not included, special features 
undervalued, market trends, etc.]

That said, they want to find a solution that works for everyone. They're proposing [specific 
compromise - e.g., "splitting the difference with a $10,000 price reduction"].

This represents a good faith effort to address the appraisal issue while still recognizing the 
true value of the property. Does this seem like a reasonable approach to your buyers?

Acknowledge the issue, provide justification for original price, offer a specific compromise, and 
frame it as a reasonable solution.
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Listing Scripts

These scripts help you effectively communicate with potential and current seller clients 
throughout the listing process.

Setting the Listing Appointment

Calling to Schedule a Listing Appointment

Hi [Name], this is [Your Name] with [Your Company]. I understand you're considering selling 
your home on [Street]. First, I want to thank you for considering our team to help with such an 
important transaction.

I'd love to meet with you to see your home and discuss how we might work together. During 
this meeting, I'll learn about your specific goals, share our unique marketing approach, and 
provide you with a customized market analysis for your property.

This meeting typically takes about 90 minutes and is most productive if all homeowners can 
be present. Would either [suggest two options] work with your schedule? Great! And just to 
confirm, the property address is [full address], correct?

Before our meeting, I'll be sending over a pre-listing package with some helpful information 
about our process. Is it okay if I email that to you at [email address]? Excellent! I'm looking 
forward to meeting you on [date/time].

Be professional and confident, explain the purpose and length of the meeting, ensure all 
decision-makers will be present, confirm the address, and mention the pre-listing package to 
establish credibility before the appointment.

Pricing Discussions

Explaining Pricing Strategy

Based on my analysis of recent comparable sales, current market conditions, and the specific 
features of your home, I've prepared three pricing strategies for us to consider.

The first is a Competitive Pricing Strategy at [price], which positions your home very favorably 
compared to similar properties and could generate multiple offers or a quicker sale.

The second is a Market Value Strategy at [price], which aligns precisely with recent comparable 
sales and gives us a strong position while potentially taking a bit longer to sell.

RallyPoynt OS - Response Script Library

© 2025 RallyPoynt. All rights reserved. Not for commercial redistribution.
rallypoynt.com | hello@rallypoynt.com | Based in Austin and LA

Page 12 of 23



The third is an Aspirational Pricing Strategy at [price], which tests whether we can achieve a 
premium, though it may require more time on market and possible adjustments later.

Each strategy has pros and cons depending on your specific goals. Are you more focused on 
maximizing your sale price, ensuring a quick sale, or finding a balance between the two?

Present multiple pricing options rather than a single price, tie each strategy to market data, 
explain the trade-offs, and ask questions to determine their priorities.

Addressing Unrealistic Price Expectations

I understand you're hoping to list at [their desired price], and I appreciate you sharing that 
target with me. If we could sell your home for that amount, it would be wonderful.

I'd like to walk you through the comparable market analysis I've prepared, so you can see how 
I've arrived at my recommended price range.

These are the most recent sales in your neighborhood with similar characteristics to your 
home [share 3-4 key comparable properties with specific details]. As you can see, they've sold 
in the range of [price range].

If we price significantly above this range, here's what typically happens: [describe 
consequences - fewer showings, negative comparisons, extended days on market, eventual 
price reductions, etc.]

My job is to help you get the best possible price, not just tell you what you hope to hear. Based 
on the current market data, I believe a strategic price of [recommended price] will attract the 
right buyers and ultimately put the most money in your pocket. Would you like me to explain 
why this approach often results in a higher final sale price?

Be respectful of their position, use specific market data rather than opinions, explain the 
consequences of overpricing, and position yourself as focused on their best financial outcome.

Marketing Presentation

Explaining Your Marketing Plan

What truly sets our team apart is our comprehensive marketing strategy designed to showcase 
your home to the maximum number of qualified buyers. Our approach includes three key 
phases:

First, the Preparation Phase where we:
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- Conduct a professional staging consultation
- Complete high-definition photography and 3D virtual tour
- Prepare detailed property information and disclosures
- Strategically set the optimal list price

Next, the Launch Phase where we:
- Deploy our coming-soon marketing campaign
- Activate our network of buyer agents and past clients
- Implement targeted digital marketing campaigns
- List with enhanced features on MLS and 100+ websites

Finally, the Active Marketing Phase includes:
- Broker and public open houses
- Weekly performance analytics and adjustments
- Proactive feedback collection from showings
- Regular seller communication and strategy reviews

Each of these elements is important because [explain value]. What questions do you have 
about this marketing approach?

Structure your marketing explanation in phases, be specific about actions rather than vague 
claims, connect activities to benefits, and invite questions.

Listing Updates

Weekly Seller Update Call

Hi [Seller Name], this is [Your Name] with your weekly update on the marketing of your home 
at [Address].

Here's what's happened in the past week:

For market activity, we've had [number] showings and [describe feedback themes]. Online, 
your listing has received [number] views and [number] saves across all platforms. Our digital 
ads have reached [number] potential buyers specifically looking for homes like yours.

In terms of market context, there have been [number] new competing listings and [number] 
pending sales in your area. The average days on market is currently [number].

Based on this activity, here's my analysis: [provide honest assessment and recommendations].

For the coming week, we plan to [describe upcoming marketing activities or adjustments].
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What questions do you have about any of this information?

Be consistent with weekly updates, provide comprehensive data (showings, online activity, 
market context), include professional analysis, outline next steps, and invite questions.

Recommending a Price Adjustment

I'd like to discuss the market response to your home after [time period] on the market. While 
we've had [number] showings and considerable online interest, we haven't yet received offers 
at our current price point.

Here's what the market is telling us: [share specific feedback from showings, online analytics, 
and agent comments].

Additionally, since we listed, [number] comparable homes have come on the market at 
competitive price points, and [number] homes in our price range have reduced their prices.

Based on this market feedback, I believe a price adjustment to [new price] would reposition 
your home effectively and attract renewed interest. This recommendation is based on [specific 
rationale].

I understand a price adjustment is a significant decision. I'm recommending this not because 
your home isn't worth what we originally listed it for, but because we need to respond to 
current market conditions to achieve our goal of selling your home.

What are your thoughts about this recommendation?

Use concrete data rather than opinions, acknowledge that it's a difficult conversation, explain 
the "why" behind the recommendation, and invite their input rather than pressuring for an 
immediate decision.
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Buyer Scripts

These scripts help you guide buyers effectively throughout their home buying journey.

Buyer Consultation

Explaining the Buyer Consultation Process

Before we start looking at homes, I'd like to schedule a buyer consultation meeting. This is a 
crucial first step that many agents skip, but I've found it saves my clients significant time, 
stress, and often money in the long run.

During this 60-minute meeting, we'll:

1. Discuss your specific wants, needs, and priorities in detail
2. Review the current market conditions affecting your search
3. Explain the complete buying process from search to closing
4. Discuss financing options and introduce you to top lenders if needed
5. Create a customized home search strategy
6. Review the agency relationship and how I'll represent your interests

By investing this hour upfront, we'll streamline your search process and ensure we're 
completely aligned on your goals. The consultation has no cost or obligation - it's simply the 
professional way I begin working with all my clients.

Does that sound valuable to you? Great! When would be a convenient time for us to meet?

Position the consultation as a valuable service that benefits them, outline specific items to be 
covered, reassure that there's no cost or obligation, and confidently ask for the appointment.

Discussing Buyer Agency Agreement

An important part of our working relationship is establishing buyer agency. This is a formal 
agreement that I'll represent your interests exclusively throughout the home buying process.

Here's what it means for you:

• I have a fiduciary responsibility to put your interests first
• I must maintain confidentiality about your motivation, finances, and negotiating position
• I'm legally obligated to reveal all material facts about properties
• I must negotiate the best possible terms for you
• I provide professional guidance throughout the entire process
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I typically work with a [X-month] buyer agency agreement, which gives us sufficient time to find 
your home without rushing, but isn't so long that you feel locked in if things aren't working 
out.

In terms of compensation, in most cases, my fee is paid by the seller through the MLS offering. 
In situations where that's not available, we can discuss options at that time.

Do you have any questions about how buyer agency works or the agreement itself?

Explain the benefits rather than just the legal requirements, use simple language rather than 
jargon, address compensation questions proactively, and be transparent about term length.

Property Showings

After Touring a Property

Now that we've seen this home, I'd like to get your initial thoughts. On a scale of 1-10, how 
would you rate this property overall?

[Listen to their rating]

Interesting - what makes it a [their rating] for you? What features did you particularly like? And 
what didn't quite work for you?

[Listen carefully to their feedback]

That's really helpful feedback. Based on what you've shared, it sounds like [summarize key 
likes/dislikes]. Is that accurate?

This information helps me refine our search criteria. For our next round of showings, I'll focus 
more on properties with [features they liked] while avoiding [features they disliked].

One last question - if we made some changes to address [their main concern], would that 
significantly change your interest level in this home? Or should we continue looking for 
something that better matches your needs from the start?

Use the 1-10 scale to establish a baseline, ask for specific feedback rather than a yes/no 
response, validate and summarize their input, and use the opportunity to refine future 
showings.

Making an Offer
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Preparing for an Offer

I'm glad you've found a home you're interested in making an offer on. Before we prepare the 
offer, let's discuss the key components that will make it compelling to the sellers.

First, let's talk about price. Based on my market analysis, comparable sales range from 
[range]. Considering this property's condition and features, a competitive offer would be in the 
[suggested range]. What are your thoughts on offering price?

Next, let's discuss your desired closing timeline. The sellers have indicated they prefer [seller's 
timeline if known]. How flexible are you with timing?

Regarding your financing, will you be using [discuss their pre-approval details]? We should 
also decide on an earnest money deposit amount. I typically recommend [1-3%] of the 
purchase price, which shows your serious intent.

Finally, we need to consider which contingencies to include. The standard ones are financing, 
appraisal, and inspection. Each provides important protection, but in competitive situations, 
waiving or modifying certain contingencies might strengthen your offer.

Let's discuss each of these elements and craft the strongest possible offer based on your 
comfort level and the current market conditions.

Break down the offer into manageable components, provide professional recommendations 
while seeking client input, balance competitive positioning with client protection, and adapt 
based on market conditions.

Managing Client Expectations

Preparing Buyers for a Competitive Market

Before we begin your home search, I want to have an honest conversation about our current 
market conditions. Right now, we're experiencing [describe local market: low inventory, 
multiple offers, over-asking sales, etc.].

Here's what this means for your home search:

1. Be prepared to move quickly. When we find a home you love, we may need to make a same-
day decision.

2. Expect competition. Many homes are receiving multiple offers, sometimes 5-10+ offers on 
desirable properties.
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3. The list price is often just a starting point. Homes in your target areas have been selling for 
approximately [X%] above asking price on average.

4. You may need to make multiple offers before one is accepted. This is normal in this market 
and not a reflection on you or our offer strategy.

5. We might need to be flexible on some of your "nice-to-have" features to secure a home with 
your "must-have" features.

I don't share this to discourage you, but to ensure you're prepared. My role is to navigate 
these challenges with you and develop strategies to make your offer stand out. How are you 
feeling about these market conditions?

Be honest about market realities without being discouraging, provide specific local data rather 
than generalizations, establish realistic expectations before the search begins, and check for 
their understanding and comfort level.

RallyPoynt OS - Response Script Library

© 2025 RallyPoynt. All rights reserved. Not for commercial redistribution.
rallypoynt.com | hello@rallypoynt.com | Based in Austin and LA

Page 19 of 23



Objection Handling Scripts

These scripts help address common concerns and objections raised during client 
conversations.

Commission Objections

When a Seller Questions Commission

I understand that commission is a significant investment, and it's important that you feel 
you're receiving value for that investment. Let me explain exactly what that commission covers 
and the return you can expect.

The commission isn't just paying for my time - it's funding a comprehensive marketing plan 
that includes [list key marketing elements], professional negotiations to maximize your sale 
price, and management of all the complex details from contract to closing.

My goal is to sell your home for the highest possible price in the shortest amount of time with 
the least amount of stress. In fact, homes sold by agents typically sell for [X]% more than those 
sold by owner, which often more than covers the commission cost.

Focus on value rather than defending the fee. Be specific about what services you provide and 
how they benefit the seller financially and emotionally.

Timing Objections

When a Client Wants to "Wait and See"

I understand wanting to wait for the perfect timing. What specifically are you hoping might 
change in the market if you wait?

[Listen to response]

That makes sense. One thing to consider is that while [acknowledge their concern], waiting 
often comes with its own costs. For example, [mention relevant factors: interest rate changes, 
price trends, inventory shifts, personal opportunity costs].

What if we approach this differently? We could [alternative approach that addresses their 
concerns while moving forward].

Acknowledge the objection, probe for specifics, provide relevant market context, and offer an 
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alternative approach that addresses their underlying concern.

Agent Value Objections

When a Client Considers a Discount Broker

I appreciate you sharing that you're considering a discount brokerage option. It's always good 
to explore your alternatives.

If I may, I'd like to explain how our full-service approach differs, so you can make a fully 
informed decision. The key difference isn't just in the commission rate, but in the 
comprehensive service and results.

With our approach, you receive [list specific services that discount brokers typically don't 
provide: professional staging, high-end photography, premium marketing exposure, dedicated 
transaction management, etc.].

More importantly, our data shows that our marketing and negotiation strategies result in an 
average of [X]% higher sale prices than market averages, which typically more than offsets the 
commission difference.

Real estate transactions also involve significant financial and legal risk. Our full-service 
approach includes proactive problem identification and resolution that often prevents costly 
issues later.

Would it be helpful if I provided some specific examples of recent sales where our approach 
generated significantly higher net proceeds for our sellers compared to discount alternatives?

Acknowledge their consideration without criticizing competitors, focus on specific service 
differences rather than generalities, emphasize outcome differences (higher sale price, 
reduced risk), and offer concrete examples.

When a Client Knows Another Agent

I completely understand having a relationship with another agent, and I respect that loyalty. 
Those connections are valuable.

The most important thing is that you work with someone who will represent your interests at 
the highest level and help you achieve your specific real estate goals.

May I ask what particularly impressed you about their services? And are there any aspects of 
the real estate process where you felt there might be room for improvement?
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[Listen carefully]

Thank you for sharing that. Here's how my approach might differ in those specific areas: 
[address 2-3 key differences in your approach that relate to their experience].

Ultimately, this is a significant financial transaction, and you deserve the best representation 
possible. I encourage you to compare approaches and choose the agent who demonstrates 
the most comprehensive plan for achieving your specific goals.

Would it be valuable if I prepared a detailed presentation of my marketing and service plan 
for your specific situation, which you could then compare to other options?

Acknowledge and respect their relationship, focus on their goals rather than criticizing the 
other agent, identify specific differentiators based on their needs, and suggest a no-pressure 
comparison approach.

RallyPoynt OS - Response Script Library

© 2025 RallyPoynt. All rights reserved. Not for commercial redistribution.
rallypoynt.com | hello@rallypoynt.com | Based in Austin and LA

Page 22 of 23



Need help implementing these 
strategies?

We understand that real estate operators are 

constantly pressed for time. You may see the value in 

these strategies, but lack the bandwidth to fully 

implement them in your business.

Let us handle the implementation for you.

RallyPoynt consultants work directly with high-

achieving real estate professionals to adapt and 

implement operational systems specifically for your 

business.

Schedule a strategy session

hello@rallypoynt.com

rallypoynt.com

Based in Austin and Los Angeles
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