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You have a new property in your
portfolio ready to be marketed

W\ whise

Now your mission is to find the potential buyer or tenant as quickly as
possible.

Finding this prospect directly from a rigorously updated database is
essential.

But it is not always easy to build a reliable database, to update it or to
search it in order to quickly find THE future buyer or tenant of your new
property.

Therefore, the use of a real estate CRM is not only essential, but it can
also be extremely effective.

This white paper is devoted to putting the buyer or tenant in touch with
your property portfolio and to creating and managing a database.

It is the third of a series that aims to demonstrate how WHISE can
guide you through the various steps of a property transaction.
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O /‘ Setting up a database

The first step is of course to create a database quickly and
easily.

But how do you keep track of not only the contact details but
also the search criteria of all your contacts?

How can you avoid spending precious time recording and updating all the information?

CREATING AND REGISTERING A CONTACT

WHISE is a CRM dedicated to real estate agents. Each contact

form you create is adapted to this activity and includes all useful

information such as full contact details, but also and above all 2
as many search criteria as necessatry.

Your contacts have different profiles. They may be a family @
looking for their new home or an investor wishing to increase its
property portfolio.

Each profile may have one or more searches with different criteria. The precision of
the search is left to your discretion and at the request of your contact.
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You are therefore certain that, whatever the profile of your contact is, you will be able
to suggest properties adapted to its needs.

General  Searchcriteria  Documents !

Criterion 1

v General info

Transaction For rent

Language o Category House
i |_Q Condition Condition
Search criteria Price 360.000
v Contact info 1
Region Region a -3 - o
Phone 1
Zip - City 1000 . .
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AUTOMATIC INTEGRATION OF CONTACTS FROM
THE WEB

With WHISE your database is built up automatically and in a smart way!

In fact, each contact who sends you a request for information on a property available
from your site or a real estate portal is automatically created and integrated into your
platform.

TIPS & TRICKS
0] In 2020 some of our real estate agents have seen their database of
00 potential buyers/tenants increase by more than 20,000 contacts that

were automatically created in their software! An undeniable source of
opportunities!
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AUTOMATIC AND SMART CREATION OF SEARCH
CRITERIA

In addition to the contact details, WHISE adds

search criteria to a contact based on the = 3 < 2
parameters of the property for which he or she
f& 120 - 140 m &

has asked you for information.

&2

Indeed, if a prospect has requested information 470.000 - [

about a 350,000 euro house located in Evere, 200 - 350 m Y
we can assume that he could also be interested '

in other houses with a similar budget in this

area.

A FLAWLESS FOLLOW-UP FOR THE OWNER

S, Acivity 1D:1613161 Name: DHOSE The contact is registered in the history
N of the property for which he has
20172020 - v requested information, which also
Results: 7
odegoy allows you to show your
) Automatic emal 25 Jan20 \/  visite-DHOSE TANGUY -all.. ™ yisite - . .
<) v (2 e professionalism and your follow-up to
Data adaptation 6040 Charleroi Jumet, allée des
the owner!
?"‘J,“'*,"Z" \/  Visite-allée des Ramiers 1, 6... o
wut DHOSE TANGUY

24 Jan 20 Reminder pour un rendez-vous  H
From: "Herman Claude” Sent: 24
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AVOID DUPLICATES!

WHISE enables an efficient management of duplicates.

1. Your contact makes several requests at
different times? If he uses the same email
address, it is the same contact and is not
created multiple times. His "record" is then
modified and the criteria added.

2. Are you entering a contact whose telephone number or email address is
already associated with another contact in your database? WHISE automatically
informs you that another contact has the same information and asks you what
to do.

What about the contacts that you come across on a
daily basis or that you have on the phone?

The registration of all these

f°" S _ - contacts is facilitated by
A the use of a mobile version,
@ o accessible at any time and
allowing you to insert or

4 consult all useful
| information when you are

° o Q... in the car or on a visit, for

| example.
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O Retain
your contacts

To get your contacts to register in your
database or simply to take the time to
Ta rget your DVOSDGCTS update their criteria, it is not enough to tell
. - them that you will inform them of your new
N C||Ck properties. All real estate portals already
allow them to do so!

Give them something extra by offering the possibility to propose your new properties
BEFORE they are available to the general public.

WHISE allows you to check your database and inform your customers before the
property is even visible on the web portals!

Highlight your tools by publishing first on your own site and target your potential buyers
in one click using WHISE's matching tool.

ALWAYS MORE EXCLUSIVENESS AND
ADVANTAGES!

WHISE allows you to organise private sales very easily. This type of sale, which is very
popular for prestigious properties requiring a certain degree of discretion, can also be
applied to your portfolio. How does it work? The property is not available anywhere
else but in your software, not even on your website!

Make a matching between this property and your contacts and send them a preview
of the photos and description of the property.
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They can register for a visit within 48 or 72 hours and enjoy total exclusivity on this
new property.

Not only does this practice create emulation around this new product, but it also
allows you to put some pressure on your potential buyers, which leads to a much
faster decision making process.

O 3 Inform quickly, smartly and

automatically

As we mentioned earlier in this paper, creating a database is an important step.
However the most significant step is undoubtedly to be able to compile it quickly and
efficiently.

WHISE, through its matching function, allows smart, personalised and automatic
matching between your contacts and your property portfolio.

3.1 AN SMART MATCH

Your contacts are tired of being constantly bothered by e-mails, sms or
other forms of communication with information that doesn't correspond
at all to what they are looking for, or of receiving the same information
several times.

One click is all it takes to carry out an initial search in your repertoire and
to have a list of potential prospects based on criteria that you will have

set as a priority.

Refine the selection by adding as many criteria as you wish according to
the profile of the property or the profile of the desired buyers/tenants.

The list of results displayed also allows you to see if and when your
customers have already received information about the property.

. .
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Selling properties in the countryside, in a big city or on the coast involves
specific requests with specific criteria. You define in advance whether
you want to work on very large geographical areas or, conversely, on very
small areas such as neighbourhoods. Anything is possible!

Selling a four-sided house or a project of 15 flats under construction
implies a completely different approach to your potential buyers and
requires a matching adapted for these property profiles.

In the latter case, the matching will only select the "typical" properties in
the project and not the complete list, to avoid sending an overly
exhaustive list that could scare off the prospect.

3.2 APERSONALISED MATCH

Your marketing strategy is not the same as that of your competitors and
you want to be able to stand out in any communication with your clients.

This strategy must be reflected in the match you make and in the
information, you pass on to your candidate buyers/tenants.

Each agency can define its own criteria, be very selective and take into
consideration more criteria than the average or, conversely, take much
less into consideration because it is subject to a clientele with broader
criteria (investors for example).

Also take the time to think about differentiating elements such as:

— When would you like to make this matching? Announce a property
as " soon available ", make it immediately accessible to all,
organise private sales ...

— Would you like to communicate on behalf of your agency or on
behalf of the salesperson in charge of the property?

— Would you like to communicate as much information as possible
immediately or would you like to attract the attention of your

candidates in order to be able to advise them personally later on?
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The answers to these questions will make it easier for you to set up your match:

— Number of criteria to be taken into account

— Definition of the geographical area to be taken into consideration
or not

— Definition of the sender

— Definition of the presentation template of the properties

Once these rules are known and the configuration carried out, one click will be enough
to start marketing your properties while respecting your communication strategy.

3.3 ANAUTOMATED MATCH

How can you guarantee/be sure that any new contact will receive
information about your property throughout its marketing?

How can you ensure that your sales representatives remain present in
the field?

How can you inform your prospects that the price of the property has
changed without spending too much time on this?
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It is precisely to answer these questions that WHISE has developed a
100% automated system of its matching.

You choose the sending frequency, the filters to be taken into
consideration and WHISE takes care of the rest:

1) Management of the history AND the price: no sending of
information about a property if the contact has already received it
EXCEPT if the property has a price change!

2) Any new contact registered in the database automatically
receives information on properties already in the portfolio that
may correspond to its requirements.
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O 4 The quality of your database: The key

to your success!

Your customers' lives are changing and so are their needs!

How can you prevent your database from becoming a mastodon whose management
and updating becomes a business in itself?

Keeping a database up to date is a daily job that can be made easier if you have tools
that allow a semi-automated processing.

WHISE provides them with a unique tool that allows them to consult and modify the
information you have in memory!

417 WHO BETTER THAN YOUR BUYER KNOWS WHAT HIS
PRIORITIES ARE?

Every time you send information about a
v new property through our platform, your
e candidates will have a clear view of their
request. This is the personal data page.
- This page contains all the contact details
but also all the criteria saved for each

one.

The personal data page allows you to update the needs of your buyers/tenants in your
CRM in real time!

. .
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47 DIDYOU SAY « HOT LEADS »?

WHISE proposes a mail-alert system informing you of a new request from
your prospect. Our CRM also informs you at any time of the relevance of
the search through information such as:

. The date of the contact update
EE The date of his last request
y The date of his last visit

You know at all times if your customer is very active and needs special
attention!

4.3 KEEP IN TOUCHWITH YOUR CANDIDATE
BUYERS/TENANTS

Send them targeted mass mailing campaigns that allow them to update
their status and search. Remind them of the benefits of doing so.

To contact your customers, you will be sending a considerable amount
of email. How can you send all these emails in a secure way, making
sure that the addresses are still correct?

WHISE has developed tools that allow
you to send a large quantity of e-mails
in a secure way but also to identify
contacts who do not have a valid e-mail A\ Contacts v Calen
address anymore. You then know how
to handle these contacts properly or ~
simply archive them.

3

When a contact informs you that they have found "their pearl”, what do
you want to do? Whatever the answer to this question is, you can ask the
CRM to carry out the desired operations (archiving, deletion of criteria,

).

WHISE allows you to configure the behaviour to adopt when a contact :

. .
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Ciee Unsubscribes from your newsletters

0000
;;555;, Informs you not to search anymore
LN ) L]

feees Mentions that he/she no longer wishes to receive
information from you

This processing will then be automatically set up guaranteeing an up-to-
date and reliable database.

. .
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WHISE guide you throughout the various steps of a real
estate transaction from prospection to completion (sale or
rental), by facilitating and automating the follow-up of your
customers and your properties.

Our next file will be dedicated to the
planning of your visits and the finalization
of your transaction.
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