
 

 

  



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
Convincing an owner to trust you is the first and, without a doubt, the most 

essential step in obtaining more business.  

 

Through this file, we invite you to discover how to use the advantages of 

WHISE to convince your prospect. 

 

Your real estate software is an essential tool to guide you through all the 

steps, from convincing the owner to selling the house.  

 

WHISE supports you in the different stages of the real estate transaction by 

facilitating and organizing the most repetitive and administrative aspects. You 

then have more time to do what you do best: negotiate, sell, rent, and be 

present in the field! 

 

Show the owner: 

 

- the properties you have already sold 

- that you have the tools to sell or rent the property 

- that he can track, step by step, the work done to succeed in his 

sale/rental 

  



 

 

 

#1 Show the properties you have already sold 
 

You have already sold in the region where the property is located: 

Showing your prospect that you have already sold properties in the region is an important 

asset. This indicates that you know the area and the value of the real estate.   

 

You have not yet sold any property in the region: 

You can nevertheless show your prospect that you have already sold similar properties and, 

of course, you can show him the prices.  

 

Searching on an internet portal to find out the prices displayed for similar properties in the 

same region is interesting. However, you should clearly explain that the listing prices are not 

the obtained selling prices. 

 

How can you make yourself even more relevant? Show him the prices you actually obtained; 

this will make future negotiations more straightforward. 

 

How to do it with WHISE? 
 

The first step is to build a database of sold properties. 

 

WHISE provides you with several essential elements:  

 

TRANSACTION STATUS:  

 

 
 

WHISE allows you to follow your transaction step by step and modify the property's status 

according to the results. 

 

You can, therefore, very quickly build up a database of properties sold and even properties 

that could not be sold, for example, because the price is too high (an argument that you will 

no doubt be able to use ;-) 

 

THE OBTAINED SELLING PRICE: 



 

 

 

For each transaction carried out, WHISE allows you to fill out the obtained selling price. 

This allows you to demonstrate to the owner the difference between the "advertised" real 

estate value and the obtained selling price. 

 

 
 

A LIST OF PROPERTIES SOLD 

 

How to attractively show your prospects the properties already sold? WHISE is available on 

your smartphone, tablet, or laptop. You can show the list very quickly and "live." 

  



 

 

Filters 

 

Use the filters available to you. They will allow you to show in a fun and straightforward way 

which properties are sold and at what price: 

 

Use the "map" view to optimally show the properties sold in the desired region. Use the list 

view if you want to display similar properties that are not located in the same area. 

 

#2 You may already know the buyer! 
 

 

 

Today, it is no longer possible to convince an owner by just saying that you will publish his 

property on an internet portal using an excellent description and photos. Nowadays, an 

individual has many platforms at his disposal that allow him to put his property on the market.   

 

Your real estate software is a professional tool that you can use to convince the owner.  One 

argument to be made is that you have a database of potential buyers who are really looking 

to buy a property.  

 

As a real estate agent, you are in daily contact with people who want to invest in real estate. 

You can build a database of potential buyers and investors.  

  



 

 

How do you manage all these contacts with WHISE? 
 

WHISE allows you to manage in a semi-automated way all of the contacts you meet or contact 

you through the media or your own website. 

 

• Each person asking you for information about a property that you have published is 

AUTOMATICALLY saved in your database  

 

• Also, the search criteria are automatically saved and updated regularly 

 

Nothing could be simpler than building a database of potential buyers and keeping it up to 

date. 

 

Here is an interesting argument to convince your prospect owner, which can undoubtedly 

push him to work with you.  

 

Explain to the owner how you find potential buyers and how you organize these contacts.  

Then show him how you match the property with the contacts in your database.  You can even 

show him how many potential buyers you have that may be interested in his property. 

 

 
  



 

 

#3 – Your owner can track your progress in selling the 

property! 
 

Technology now allows everyone to have immediate and easy access to information. 

 

Your prospects are aware of these technologies and appreciate using them to follow their real 

estate transaction. 

 

Give them the possibility to track in real-time the progress in selling the property! 

 

With WHISE, you can give access that allows your owner to see 

 

- Visits carried out and/or scheduled as well as the report you have provided 

- The advertisements  

- Emails sent to prospective buyers who are in your database 

- The administrative follow-up that you carried out 

 

This will undoubtedly be a strong argument in your negotiation with this prospect and a 

guarantee of your transparency and professionalism. WHISE also gives you the opportunity to 

decide what you will share with the owner. 

 

HOW TO ENSURE THAT ALL INFORMATION WILL BE AVAILABLE? 

 

In your WHISE diary you have, for each appointment, a "description" field in which you can 

insert a comment on the visit you have just made. 

 

 
 

Indicate all the remarks transmitted by the potential buyer, his interest and the follow-up to 

be carried out. These comments will be visible AUTOMATICALLY and IMMEDIATELY to your 

owner.  Of course, the coordinates of the prospect are not shared with the owner and you can 

also note a description that is not shared with the latter.   

 

Advertisements as well as all emails sent to your prospective buyers are automatically saved 

in the property history and made available in the owner's activity report. 

 

You don't have to spend precious time completing this information and you can also be sure 

that this report will be updated daily and will demonstrate the work done.  



 

 

Want to know more about WHISE Owner Access? 
 

Below you find an example of the owner report.    

 

 

 


