
FACTS DON’T SELL—EMOTION DOES 
 
Consumers purchase logically, but buy EMOTIONALLY. 
 
“I only bought the car for transport” (The fact that it is a low slung red sporty job has 
nothing to do with it?? – ego, image, prestige – all emotional). 
 
Making buying decisions emotionally is instinctive and the professional advertising 
people long ago realized if you tap into what is instinctive, your ad is half way there 
already. 
 
That is why the products we buy everyday, cornflakes to carpets to cars, are advertised to 
us EMOTIONALLY. 
 
Is buying a home an emotional process?  Of course, YES! Buying a home is one of our 
most EMOTIONAL purchases. 
 
So, it stands to reason your ads MUST appeal to your prospects’ EMOTIONS – 
otherwise you stand the risk of ignoring the fundamental motivational factor for all 
purchasing decisions. 
 
However, when you look at most Real Estate ads, would you agree they are nothing more 
than an inventory of features?  It’s time to make a change for the better! 
 
 
 
HERE IS HOW TO PUT EMOTION IN YOUR ADS? 
 
Remember that people don’t actually buy products – THEY BUY A PICTURE OF 
WHAT THAT PRODUCT IS GOING TO DO FOR THEM - A PICTURE OF 
THEMSELVES INJOYING IT.  So, put them in the picture! 
 
THE SECRET Don’t tell them – WHAT IT IS rather, tell them WHAT IT DOES – FOR 
THEM! For example: “FULLY FENCED” that is merely telling the prospect what it is, 
by listing a feature.  Consider this: “SAFE FOR CHILDREN AND PETS” This fully 
fenced home will give you peace of mind knowing that…. Now, you are telling them 
WHAT IT DOES – FOR THEM.  Highly emotional and very strong. 
 
For example: 
HAMMOCK SWAYING, GOOD BOOK/COLD DRINK – paints an emotional picture 
of relaxation, peace and quiet, de-stressing – as well as trees, shade, birds and possible 
privacy. 
 
“CROQUET, DAD?” Paints an emotional picture of family togetherness, caring, sharing, 
love and fun, as well as saying the back yard is BIG enough and FLAT enough without 
wasting words to describe or measure it. 



The next vital issue is:  
 
Consider your Target Audience 
Another of the secrets of great advertising is to be very specific in targeting your market.  
If you are aiming at first home buyers, talk to them only, about the things that interest 
them (emotionally) – NOT “first home buyers or investors”, lumped in together.  This 
tends to sound like “poor people or rich people” and it is virtually impossible to create 
one-on-one empathy when talking to two or more different markets in the same ad.   
 
Do you know what percentage of sales in your area are family buyers, couples, first home 
buyers, professional people, home business owners or investors? There are buyer profiles 
available to help you ascertain what market you should be aiming your ad to – don’t write 
multi-purpose ads – be targeted, be specific.  To illustrate this, I’ll show you a successful 
ad for the following home (previous ads run had brought no response at all).  This ad 
sold the home.  The phone rang for weeks after and more homeS were sold from it – A 
TOTAL SUCCESS! 
 
 
AFFORDABLE AMERICAN DREAM 
The dream of owning your own home.  A home with a quiet street with only four houses 
including yours.  Your house being quality brick and tile with 3 big bedrooms, all with 
built-in closets.  Wood floors with modern carpets in the bedrooms and living area.  Plus 
walls and ceiling freshly painted.  How affordable? $129,000 negotiable. (Agent name 
and contact info) 
 
This ad illustrates the points made so far: 
 

1 This ad was very specifically targeted to first home buyers (without labeling 
them), relative to the buyer profile in the area. 

 
2 It is appealing to the EMOTIONS –one of the strongest – the desire to own our 

own home. 
 

3 It is definitely a one-on-one communication – you can read it as if the ad was 
written for you alone (try it and see!). 

 
Finally, it is a very positive as well as warm ad – you almost feel like you own the home 
already, whilst you’re reading the ad – do you get that feeling? 
 
 
To Summarise: 
 
Two elements VITAL to the success of all advertising: 
 

1 EMOTION 
2 SPECIFIC TARGETING MARKETING 

 



Examples of more benefit emotion  
•  1930s design and charm with hardwood floors, fireplace, breakfast nook and 

formal dining room with built-ins. It’s a pleasure to come home to this 4-bedrrom, 
3-bath haven located on a 1-acre wooded lot just outside the city limits.  Large 
master suite has bay window overlooking rock/rose garden.  Call John Bennett at 
000-000-0000 to set up a time to view this jewel.  Surprisingly affordable at 
$172,000. 

 
•  The much sought-after Forest Views subdivision has a 3-bedroom, 2-bath ranch 

home available for purchase.  Kitchen recently remodeled with all-oak cabinetry 
and granite countertops.  The two-car, attached garage, privacy fence and wood 
deck with hot tub are just a few of the special touches included with this 2,600 
square foot beauty.  The tree-covered one-acre lot provides plenty of colorful 
splendor in the fall.  Call Stephanie at 000-000-0000 to set up a time to see this 
one-of-a-kind home offered at $198,000. 

 
•  This 3-bedroom, 2-bath tri-level has over 2,000 square feet of living space.  9-

foot-high ceilings with crown molding add elegance to this custom-built home on 
a 2-acre professionally landscaped lot just 10 minutes from downtown.  All 
appliances and many hand-crafted light fixtures are included in the $210,000 
price.  Call Pierre at 000-000-0000 to learn more about the savings offered by 
motivated seller. 

 
•  2,600 square feet of high-quality townhome construction lovingly maintained.  2-

bedroom, 2-bath unit with gas log fireplaces in master suite and great room.  
Formal dining area with pass-through from modern kitchen.  Bay window 
overlooks well-manicured lawn and sliding doors lead to backyard patio.  Once 
you see this affordable offer, you’ll want to call it home. Donna 000-000-0000. 
$170,000. 

 
•  It’s not just the 3 bedrooms, each with a walk-in closet.  It’s not just the 1,200 

additional square feet of the basement.  Three levels of this glorious townhome 
stack up to give you room to breath and room to grow.  With a combined square 
footage of 3,600, this 2.5-bath home makes it easy to entertain friends and family.  
There’s always room fro company! Call  Darryl at 000-000-0000. $210,000. 

 
•  When is a townhome better than new? When it has been lovingly maintained by a 

skilled craftsman.  All-wood, built-in bookshelves and storage cabinets make this 
home both beautiful and functional.  Two-car garage and large, landscaped lot are 
included in the $200,000 price tag.  Call Sharon at 000-000-0000.  You have to 
see this home to believe it! 

 
•  Enjoy 2,400 square feet of one-level living in this 3-bedroom, 2-bath home on a 

heavily wooded corner lot.  The eat-in kitchen has an abundance of cabinet space.  
Refrigerator, stove and dishwasher are still under warranty.  Cathedral-ceilinged 
great room with stone fireplace is perfect for entertaining guests.  Master bath 



contains spa tub and shower.  Call Aaron today for more details.  000-000-0000. 
$180,000. 

 
•  Are you looking for room to spread out? The price on this spacious 2,800 square 

foot all-brick ranch has just been reduced for quick sale.  With 5 bedrooms and 
2.5 baths, this generous floor plan can be easily adapted to fit your needs.  New 
kitchen appliances, all-wood cabinets and updated lighting fixtures are just a few 
of the amenities in this homeowner’s dream.  Call Rita at 000-000-0000 to 
schedule an appointment today. $225,000. 

 
•  Whether it is the versatility of the three-car attached garage, the possibilities of 

the 2-acre lot or the functional floor plan, you’ll love the special touches 
throughout this newly constructed ranch home.  Spacious walk-in closets are 
standard in each of the 3 bedrooms and both bathrooms are equipped with spa 
tubs, showers and high-quality tile floors.  Backyard wood deck accessible 
through French doors.  To find out more, call Helen at 000-000-0000. $250,000. 

 


