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Create a Memorable First 

Impression

● Introduce yourself and your agency with 
confidence

● Highlight your unique selling points
● Use visuals to capture their attention
● Convey a sense of trustworthiness and 

expertise



Address Prospects' Needs 

Directly

● Understand their pain points and objectives
● Show how your service solves their specific 

problems
● Highlight efficiency and cost-saving benefits
● Be clear and concise in your communication



Engage Them Emotionally

● Create an emotional connection to your 
offering

● Let them experience your service firsthand
● Elicit positive emotions through visual cues
● Showcase success stories and testimonials



Build a Compelling Story

● Use narratives to engage and persuade
● Present a problem and offer your solution
● Paint a vivid picture of what they can 

achieve
● Reinforce your message with relevant 

examples



Ask for Feedback and Ensure 

Understanding

● Encourage active participation and questions
● Use feedback questions to gauge 

comprehension
● Address any concerns or uncertainties 

promptly
● Make sure your prospects feel heard and 

valued



Simplify and Streamline 

Information

● Focus on the most important features and 
benefits

● Avoid overwhelming them with excessive 
details

● Make your offering easy to understand and 
implement

● Highlight simplicity and user-friendliness



Demonstrate Exceptional Value

● Exceed their expectations with added value
● Illustrate how your offering surpasses 

competitors
● Quantify the benefits in terms of ROI
● Emphasize the long-term value they'll 

receive



Address Different Perspectives

● Approach the property challenge from 
various angles

● Consider different motivations and priorities
● Adapt your presentation to different 

stakeholders
● Ultimately, reinforce the same core message



Appeal to Emotions and 

Aspirations

● Tap into emotions like pride, profit, and 
peace of mind

● Show how your offering fulfills their 
aspirations

● Highlight the desired outcomes they can 
achieve

● Connect on a personal and aspirational level



Create a Sense of Ownership

● Help prospects envision themselves as 
owners

● Use phrases like 'When you do this, you will 
experience...'

● Make them feel a personal connection to 
your offering

● Instill a sense of pride and satisfaction



Ensure Understanding and Buy-

In

● Don't assume prospects fully grasp your 
recommendations

● Explain the value and purpose in simple 
terms

● Ensure they see the benefits and how it 
applies to them

● Address any remaining doubts or 
uncertainties



IMPORTANT INFORMATION

This information is prepared as general 
training information for commercial real 
estate practitioners globally.  No part of 
this material may be regarded or relied 

upon as legal or specific advice for 
individual situations.  Although all care has 

been taken in the preparation of this 
material, recipients:

· Must not alter their position or refrain 
from doing so in reliance upon this 

material; and
· Are urged to seek independent legal 

advice with respect to the matters 
traversed in this material; and

· Are urged to undertake further studies 
into legislation and practices that apply in 

their location.

This is another quality resource from 

the Commercial Real Estate Training 

Online Series.  Contact us below:

http://commercial-realestate-

training.com

info@commercial-realestate-

training.com
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