EMOTIONAL ENGAGEMENT

Connecting with clients on an emotional level to drive sales

Agent: Good afternoon, [Client's Name]. | wanted to reach out personally after our tour of
the historical house on Maple Drive. It seemed to resonate with you. What were your
thoughts?

Client: Hello, [Your Name]. It's kind of you to check in. That house... it reminded me of my
grandmother’s. It had a similar warmth and charm.

Agent: It’s wonderful when a home evokes such cherished memories. It tells me that the
house could be more than just a building to you; it could be a continuation of those warm
family traditions you hold dear.

Client: Exactly, there’s just something about it that feels right. But I’'m also trying to think
with my head, not just my heart. It's a big investment.

Agent: Absolutely, and it’s important to balance emotion with practicality. Remember, a
home is where life unfolds and memories are made. It’s where you'll celebrate milestones and
perhaps even retire one day. This house is not only a sound investment financially; it’s an
investment in the backdrop to those future memories.

Client: That’s true. The garden would be perfect for the kids, and the study is right in line
with what I've always wanted.

Agent: | could see that. When you walked into the study, your face lit up. Imagine it being
your sanctuary, a place to read, work, or simply relax. That kind of personal space is
invaluable.

Client: You’re not making this decision any easier, [Your Name]!

Agent: [Laughs] My intention isn't to make the decision harder, [Client's Name], but to
ensure that it’s a heartfelt one. You mentioned the kids would love the garden—imagine the
birthday parties and family gatherings there. Those moments are the essence of what makes
a house a home.

Client: When you put it that way, it does sound quite special.

Agent: How about we discuss this over coffee? We can talk about the practical aspects in
detail and ensure that this house is not just emotionally fitting, but also a wise choice for the
long term.

Client: I'd like that. Thank you, [Your Name].

Agent: My pleasure. I'll arrange a time. Take care until then.
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