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Connect with clients on a deeper level using the Emotive Selling System. This system
guides you to:

*  Frame listings for emotional commitment
*  Guide buyers through decisions intuitively
*  Reduce post-tour friction

Enhance your sales effectiveness by tapping into buyer emotions.
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The Realtor’s Influence Checklist

Buyer Psychology Snapshot Sheet

The Home Story Framework

The Listing Language Reframing Sheet
Emotional Staging Checklist

The “Before the Tour” Buyer Priming Script
The Emotional Open House Flow

The Objection Softener Toolkit
Behavioural Follow-Up Message Templates

Offer Framing Phrases for Multiple-Offer Situations
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Audience: Realtors, brokers, team leads, client-facing specialists
Use Case: Use weekly or after showings to sharpen awareness of how you're showing up
and influencing buyer psychology

Core Insight:
Influence in real estate isn’t about pushing. It's about guiding perception with empathy,
clarity, and timing. This checklist keeps your behavioural edge sharp.

D | gave the buyer space to speak before | pitched anything
D | acknowledged hesitation without trying to fix it immediately
D | framed myself as a guide, not just a salesperson

D | clarified their emotional driver (e.g. peace, pride, safety, growth)

D | used “you” language instead of feature-first language
D | helped them imagine a moment, not just a layout
D | reinforced positive emotions (“Feels like home?” / “Nice energy here, right?”)

D | planted subtle ownership cues (“Your future kitchen...”)

EMOTIVE SELLING SYSTEM © LIMBINIC CONSULTING 2025



D | used a next-step prompt that felt light, not pushy
e.g., “Want me to prep a comparison to make this easier?”

] 1 left a clear emotional anchor before parting

e.g., “This home’s got something you can’t list on paper, huh?”

] | followed up with resonance, not reminders
e.g., “Still thinking about how that light hit the living room...”

Final Tip:
Print this. Review after every showing. What you measure improves, and your presence is
your product.
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BUYER PSYCHOLOGY SNAPSHOT SHEET

Audience: Real estate agents, luxury brokers, listing consultants

Use Case: Use during lead intake or first showings to adapt tone, messaging, and
experience to the buyer’s dominant decision pattern

Core Insight:

Buyers don't fall in love with listings. They fall in love with feelings. This sheet helps
decode their emotional blueprint so you can sell the moment, not just the floorplan.

The Security Seeker
“I just want something that feels safe and stable.”
*  Motivated by: Control, predictability, family protection
*  Sell with: Reliability, neighbourhood continuity, peace of mind phrases
* Language: “Safe investment” / “Built to last” / “Quiet and predictable flow”
The Prestige Buyer
“This is about who | am, and how | show up.”
*  Motivated by: Status, style, personal expression
*  Sell with: Storytelling, design details, scarcity framing

”

* Language: “Statement home” / “Rare opportunity” / “Architectural signature
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The Practical Planner
“I just need something that makes sense.”
*  Motivated by: Logic, value, convenience
*  Sell with: ROI, layout utility, upkeep clarity

* Language: “Smart layout” / “Energy efficiency” / “Optimized for everyday living”

The Emotional Idealist

“I'll know it when | feel it.”
*  Motivated by: Intuition, vibe, emotional resonance
*  Sell with: Warmth, story, lifestyle vignettes

* Language: “Feels like home” / “You just breathe easier in here”

£3 Quick Use Tip:

Match the showing flow and narrative to their dominant type. Shift your pacing,
metaphors, and details to fit their inner story, not your script.
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THE HOME STORY FRAMEWORK

Audience: Real estate agents, brokers, luxury listing specialists

Use Case: Use when writing listing copy, prepping open house intros, or designing listing
presentations

Core Insight:

People don’t buy homes. They buy a future self they can picture inside that space. This

framework helps you craft emotionally resonant descriptions that make that future feel
real.

1. The First Impression
Start with a feeling, not a feature.

* “Step inside and you're met with a quiet calm, the kind that invites you to breathe
deeper.”

*  “There’s a stillness here that feels like it’s already yours.”

Bias Leveraged: Emotional priming / sensory immersion
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2. The Daily Ritual Hook
Anchor attention in the buyer’s everyday moments.

*  “Imagine your morning coffee by the east-facing window, sunlight stretching
across the hardwoods.”

*  “Dinner prep with music in the background, doors open to the summer breeze.
This space is made for rhythm.”

Bias Leveraged: Cognitive fluency and lived-in fantasy
3. The Lifestyle Lift
Position the home as a tool for becoming their best self.

*  “Whether you're entertaining or retreating, this layout gives you room to move and
moments to pause.”

*  “Thisisn’t just a home, it’s a reset button.”
Bias Leveraged: Identity alignment and aspirational framing
4., The Lasting Echo
Close with a whisper, not a pitch.
*  “It's not loud. It’s not flashy. It just... feels like you've already arrived.”
* “Some homes ask you to adapt. This one seems like it's been waiting for you.”

Bias Leveraged: Emotional closure and memory anchoring
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£3 Quick Use Tip:
Use this framework for listings, in-person tours, or even reels/short-form video scripts.
Don’t just show the home, tell the story that unlocks the yes.
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THELISTING LANGUAGE REFRAMING SHEET

Audience: Realtors, brokers, copywriters, listing marketers
Use Case: Use when writing MLS copy, listing websites, brochures, or captions to create

desire, not just deliver data

Core Insight:

Buyers skim with logic but decide with emotion. This sheet upgrades your listing
language so it hooks the buyer’s feelings, not just their checklist.

Generic Phrase

“Open concept kitchen”
“Spacious master bedroom”
“Updated appliances”
“Great natural light”

“Bonus room”

“Fenced backyard”

“Near shops and transit”

EMOTIVE SELLING SYSTEM

Behaviourally Reframed Version

“A kitchen that keeps you connected, to family,
guests, and light”

“A retreat you’ll look forward to sinking into every
night”

“Modern upgrades where it mattersquiet, efficient,
seamless”

“Soft, sweeping light that lifts the entire mood of
the home”

“A flexible space that adapts to you: home office,
studio, or escape”

“A safe, private backdrop for quiet coffee or
backyard adventure”

“Walkable, connected, and built for the pace of real
life”
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1. Start with emotion, follow with logic
“It feels right, and checks every box.”

2. Useidentity-anchoring phrases
“For the host who loves to gather” / “Made for the quiet morning person”

3. Close with a micro-vision
“You’'ll know it the moment you step into the foyer.”

@ Quick Use Tip:

Apply this sheet when revising listing copy or pitching a stale property. Just 2-3 reframes
can shift buyer perception entirely.
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EMOTIONAL STAGING CHECKLIST

Audience: Realtors, staging consultants, luxury agents
Use Case: Use before photography, showings, or open houses to optimize the feel, not
just the look of a property

Core Insight:
People don’t remember square footage, they remember how they felt in the space. This
checklist helps create sensory moments that stick.

Visual Impact

D Sightline cleared from entry to main space
D Natural light maximized (curtains open, mirrors placed)
D Remove 1-2 items per room to reduce visual fatigue

D Focal point in each key room (art, fireplace, vignette)
Scent & Air

D Subtle scent activated (fresh linen, citrus, soft wood, baking)
] No artificial fragrance overload
D Windows aired out prior to showing

D HVAC / furnace checked for sound/smell
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Sound & Silence

D Ambient music light and low (if applicable)
D No creaks, buzzes, echoes; soft furnishings help

D Silence in “moments of pause” zones (bedrooms, reading nooks)
Touch Triggers

] Textured blankets, towels, throws in visible areas
] Polished handles, faucets, and surfaces

D Soft-close drawers and doors (if featured, demo them)
Emotional Layering

D “Moment” created in kitchen (cutting board, olive oil, wine)
] Welcome message or nameplate in entry

D Lifestyle scene set on patio / balcony

D Light a candle, play soft music in the master bathroom before showing
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£3 Pro Tip:
Always end the tour where you want them to emotionally land: kitchen, primary suite, or
view moment. That’s what anchors the decision.
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THE “BEFORE THE TOUR"” BUYER PRIMING SCRIPT

Audience: Realtors, luxury agents, showing specialists
Use Case: Use in the car, over the phone, or at the door, right before a showing begins

Core Insight:

The first thing a buyer feels shapes how they interpret everything that follows. This script
helps set the emotional lens before they cross the threshold.

Adapt these examples according to the Buyer Psychology Snapshot
Step 1: Welcome and Cue Emotion

“Before we step in, | just want to say, this place has a really calming feel to it. Almost
every client who's seen it has said the same.”

Why it works: Sets a subconscious expectation of emotional comfort

Step 2: Prime for Lifestyle, Not Specs

“So while we're walking through, don’t worry about every detail right away, just ask
yourself: ‘Could | see/feel myself living here?””

Why it works: Shifts focus from logic to lived experience
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Step 3: Anchor With Personal Ownership Frame

“Imagine walking in after a long day and this is what you come home to.”
Why it works: Uses pre-suasive ownership effect (feels like it’s already theirs)

Optional Variation (Text/Call Before Showing):

“Quick heads up, this home really hits different in person. I'd love for you to walk in with
fresh eyes and just feel it out before we get into the details.”

Pro Tip:

Use this even if the home isn’t perfect. It primes selective attention. Buyers will notice
what confirms the emotional cue you’ve given.
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THE EMOTIONAL OPEN HOUSE FLOW

Audience: Realtors, team leads, luxury agents, open house hosts
Use Case: Use to design in-person tours that build emotional connection, memory
anchors, and lasting impressions

Core Insight:
Buyers don’t remember facts, they remember moments. This flow turns an open house
into a carefully sequenced story that builds momentum toward a “yes.”

1. The Entry Frame (Priming the Mood)

“This place just has a quiet confidence to it, you'll feel it right away.”
Emotional cue: Ease and ownership preview
& Bias: Primacy effect

2. The Momentum Walkthrough

Walk the light path first (living — kitchen — outdoors), avoiding “meh” rooms until later.

Emotional cue: Upward rhythm

«w Bias: Affective forecasting (future-feeling simulation)
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3. The Daily Life Vignette

“This is where | picture slow Sunday mornings: light, quiet, coffee, maybe jazz?”
Emotional cue: Relatability

& Bias: Lifestyle mirroring

4. The Ownership Echo Moment

“If this were your home, what'’s the first thing you'd change or add?”

Emotional cue: Pre-purchase identity shift

& Bias: Endowment effect

5. The Parting Frame

“There’s a stillness to this one most people don’t expect. I'll give you a few minutes to just
feel it out before we chat.”

Emotional cue: Reflection and autonomy

«& Bias: Freedom reinforcement

£3 Pro Tip:

Never end on a garage or storage room. Always loop back to the space with the biggest
emotional hit. Where do they spend most of their time? The kitchen, living room,
backyard? That’s where memory lingers.
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THE OBJECTION SOFTENER TOOLKIT

Audience: Realtors, brokers, open house hosts, buyer agents

Use Case: Use during showings, follow-ups, or negotiations to keep emotional trust intact
while gently shifting perspective

Core Insight:

Objections are rarely rational. They're fear signals. This toolkit helps you respond in a way
that preserves momentum instead of triggering resistance.

Objection 1: “It feels a little small.”

“Totally get that. It's amazing how layout flow can change that feeling. Want to walk it
again and focus just on movement?”

Strategy: Redirect from judgment to experience
& Bias countered: Initial framing bias

Objection 2: “It's at the top of our budget.”

“That makes sense. If everything else fits, would it help if we explored where flexibility
could come from?”

Strategy: Reframe budget as a lever, not a wall

« Bias countered: Loss aversion
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Objection 3: “I'm not sure about the neighbourhood.”

“That’s fair. Want to grab a coffee nearby after and feel it out a bit?”

Strategy: Expand the decision lens with sensory data

&« Bias countered: Ambiguity avoidance

Objection 4: “It needs too much work.”

“Yeah, there’s a project or two. The chances are that in any house you’re going to want to
take on projects to make it your own. How would you change this home to make it
yours?”

Strategy: Turn flaw into customization opportunity
« Bias countered: Status quo bias

Objection 5: “We just didn‘t feel it.”

“Totally okay. Some homes spark something instantly, others take a moment. Can | ask
what feeling you were hoping for?”

Strategy: Invite them to define their decision lens

& Bias countered: Emotional dissonance

Pro Tip:

Say these with calm certainty, not defensiveness or pressure. Emotional tone carries more
weight than logic in objection moments.
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BEHAVIOURAL FOLLOW-UP MESSAGE TEMPLATES

Audience: Realtors, buyer agents, showing specialists

Use Case: Use after showings or open houses to reframe hesitation, re-engage interest,
and nudge decision-making gently but effectively

Core Insight:

The decision rarely happens during the showing. But the emotion does. These follow-ups
are built to revive that emotional state and give it structure.

Template 1: Emotional Echo (Text)

“Still thinking about the way the light hit that kitchen corner. It ffelt like a real pause
moment. Want to walk through again with fresh eyes?”

&« Bias: Emotional memory trigger

Template 2: Paced Framing (Email)

Subject: Quick thought on [property nickname or street name]
Hey [First Namel],

I've been thinking: what stood out most wasn't the size or finishes, it was the feel. There’s
a calmness in that home that’s rare to find.

If you want to walk through again with less pressure and more time, I'm happy to set that
up. Let’s focus on the flow, not the checklist.

« Bias: Processing fluency and reactivation framing
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Template 3: Micro-Commitment Nudge

“Would it be helpful if | pulled a quick side-by-side with the other 2 options you were
considering? No pressure, just want to make the lens sharper.”

& Bias: Commitment and clarity cue

Template 4: Loss Aversion (Soft Close)

“I don’t want you to lose the one that feels right just because it’s easier to wait. If this is
still echoing for you, I'd suggest we talk next steps before it's gone.”

& Bias: Fear of missing out and identity alignment

Pro Tip:

Send your follow-up 4-6 hours after the showing, not immediately. Let the buyer
daydream first. Then reframe.
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OFFER FRAMING PHRASES FOR MULTIPLE-OFFER
SITUATIONS

Audience: Realtors, buyer agents, team leads

Use Case: Use in offer prep calls, emails, or text threads when a buyer is hesitant,
overwhelmed, or uncertain in a competitive bidding scenario

Core Insight:

In high-stakes situations, buyers feel emotionally hijacked. The right framing language
calms the limbic system and sharpens commitment, not pressure.

“Let’s focus on what you don‘t want to regret.”

“In a week, would you be more upset that you did this, or that you didnt?”

« Trigger: Future regret framing

“You're not overpaying. You're winning the home that fits you.”

“Price matters, but feeling right in the space is what you live with every day.”

«o Trigger: Outcome identity reinforcement

EMOTIVE SELLING SYSTEM © LIMBINIC CONSULTING 2025 23



“Strong doesn’t mean reckless, it means clear.”

rn

“This offer says: ‘We're serious, we're fair, and we're ready.

& Trigger: Commitment clarity and emotional reassurance

“Let’s write this so the seller feels the buyer behind the number.”

“We can include a note, a term tweak, or something personal. It’s not always just math.”

&« Trigger: Humanization in competition

“The moment you know, you know.”

“If you're already imagining your furniture in that living room, you're not guessing. You're
just deciding.”

« Trigger: Emotional ownership cue

€3 Pro Tip:
Say these phrases softly, not urgently. Your tone becomes their internal narrative. Calm =
confident = committed.
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If you found this toolkit valuable, here are three ways to go further:
1. Book a Strategy Call:

Let’s map these frameworks directly to your current challenge.
Book Your Call Here

2. Download Another Toolkit:

Explore toolkits for sales, leadership, persuasion, and negotiation.
4p See our Tool Kit Library HERE

3. Subscribe to the 5-Part Enablement Series:

Get deeper behavioural strategies, templates, and case studies delivered in 5-minute
reads. Sign up HERE.

Questions? Feedback?
Reach out directly: Tom Reilly

¢ tom@limbinic.com

> limbinic.com | reillysalesconsulting.com
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Limbinic Consulting

"The Science of Influence for High-Stakes
Professionals."

LIMBINIC

=CONSULTING= Limbinic empowers leaders in law, consulting,
financial services, and other high-stakes industries
to master the art and science of influence.

Our frameworks combine cognitive science, courtroom persuasion tactics, and elite-level
strategic communication to help you shape outcomes where stakes, and scrutiny, are
highest.

From closing multi-million-dollar contracts to winning high-risk negotiations, Limbinic
gives you the tools to influence like a superpower.

Reilly Sales Consulting (RSC)
REILLY "Where closing psychology meets bulletproof sales

Reilly Sales Consulting helps B2B sales teams close faster, with less friction, and greater
predictability.

We install frameworks rooted in behavioural science that unlock complex buying groups,
surface hidden objections early, and engineer decision-making confidence without the
pressure tactics that buyers resist.

Whether you're scaling SaaS, professional services, industrial manufacturing, or founder-
led growth, RSC gives your team the psychology-driven edge to win faster, bigger, and
more often.
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