“’ Wise Agents CASE STUDY - REAL ESTATE

Sales line
replies in seconds - 24/7

Saturday - 11:42 PM

Hi! Do you still have apartments
WISE WHATSAPP SALES AGENT available? Price?

1:42 PM

Everyreal estate lead gy et e you kg

buy or to rent, and for when?

answered in seconds, 1:42 PM v/
day (0] g nig ht . )T,zat;uy, 2 bedrooms, moving in next

11:43 PM
An Al sales agent that works the developer's WhatsApp
line: it answers, profiles each lead, shares real availability

and prices, books the visit and hands the lead to an Here are the 2-bedroom units
available today. Would you like to

advisor with the context written. visit? | have Monday 11:00 or 4:30.
1:43 PM v/

m Brochure - availability & prices

WhatsApp Business Live inventory Advisor calendars Monday 11 works

1:44 PM
Lead CRM Live since Aug 31, 2026

Booked for Monday at 11:00. Your
advisor will meet you there. v
M:44 PM vV

Lead assigned to an advisor - summary ready

lllustrative conversation, translated

CUSTOMER LOCATION PROJECTS MAIN CHANNEL
Real estate developer Northern Mexico 5 on the market WhatsApp, from Meta ads

FIRST TWO MONTHS - AUG 31 - OCT 22, 2026

577 5.6s 53.6% 91.7% 0.5%

leads handled median time to write a of lead messages of leads assigned to an of leads asked to stop
reply arrived outside office advisor receiving messages
hours
Executive summary Time to first answer
. Hours, or no reply at night and on
® Every lead answered in seconds, day or night Before Wise (g 0 @7
More than half of the messages arrive when the office is
With Wise '
closed. 5 . 6 S
Medlian time for the agent to write a reply. 9 in 10 replies are
£ Leads profiled and visits booked on the real written in 9.1s or Jess.
calendar
Budget, timing and intended use, one natural question at 53 6% 24/7
atime. of messages arrive with every one of them gets
the office closed an answer

- Warm leads handed to advisors with context
written
What they want, what they were told and the next step.
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V\' Wise Agents
THE CHALLENGE

Paid leads that went co

THE CHALLENGE +- THE SOLUTION

Id

Meta campaigns for five projects with very different rules, all sharing the same phone
numbers and the same sales team. Leads wrote at night and on weekends, and many
waited hours for an answer. Some never got one.

© Q = 8
Lostleads No traceability Manual profiling Scattered operations
Without fast replies and a Conversations lived in Advisors asked the same Inventory, client records and
clear follow-up, paid leads individual phones: no clear questions in every chat paperwork across WhatsApp,
went cold or slipped through view of open leads, owners instead of running visits and email and spreadsheets.

the cracks. or promises. closing deals.

THE SOLUTION

A sales agent that works the line 24 /7

Built into the sales team on WhatsApp Business, connected to the systems the team

already uses.

0 —)e

Answers Profiles Shows Books Hands off

Replies in seconds and Budget, timing, move- Live availability, Offers open slots on Assigns the right
detects which project in date or intended use, brochures, photos, the advisor's calendar advisor with a

the lead means. If one natural question at renders, floor plans and and confirms the visit. summary: what they
unclear, it asks instead a time. location. Never makes want, what they were
of guessing. up a price. told, next step.

@ Live inventory ® Advisor calendars ® Document library per project ® Lead CRM ® Voice notes & images

15 connected tools

Never promises a call or email it can't deliver Never gives a count of units left

Checks every d

Never applies o

ate against the real calendar Never repeats a question

ne project's rules to another Respects anyone who asks not to be contacted

People stay in control

Night & weekend shift
The agent switches on by itself outside

office hours.

Wise Agents Inc. - Case study

Team decides by day One-click pause
During office hours, the team chooses Advisors can pause the agent for any
whether the agent or an advisor talks to lead, and it recognizes existing tenants.
each lead.
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V\’ Wise Agents
RESULTS

Two months of live operation

e Live data - August 31— October 22, 2026

2,631 577

lead messages received leads handled

When leads write

32.2% weekday evenings
& nights

® 21.4% weekends
46.4% during office hours

53.6%

outside office hours,

Outside office hours: before 8:30 a.m., after 5:30 p.m. or
on weekends. During office hours the sales team leads, the
agent covers the rest of the day.

Who answers first, around the clock

12 am 12 pm

wed (N
o
i
Sat

Sun

® Wise agent answers

Where the leads came from

Sales team leads (agent on request)

RESULTS

9in10

replies written in 9.1s or less

686

agent replies at night and on
weekends

How the line performs

Leads assigned to an

. N 91.7%
advisor
Replies written in < 9.1 O 9in10
S
Fi.rst reply in under 1 o 41.8%
minute
Leads who opted out 0.5%

5.6s

median time to write a reply

3.2

profile data points captured per
profiled lead

From message to advisor

2,631 lead messages

z529 assigned to an advisor
(91.7%)

3.2 profile data points captured per profiled lead.

Wrote directly D 36.2%
Meta ads G 34.0%
WhatsApp database [ 15.2%
Unattributed [ ) 11.5%
Instagram (] 1.8%
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V\’ Wise Agents

BEFORE AND AFTER

What changed for the sales team

AREA BEFORE WISE

Response time
weekends

Lead tracking

Profiling

Booking visits

Handoff

The platform around the agent

[1 Lead CRM B

Live conversations and lead sources

n Rental & sales inventories i

Kept separate, always current

Innumbers

577

leads handled in two
months

686

replies at night and on
weekends

CONCLUSION

Hours, or no reply at night and on

Scattered across phones and chats

Done by hand in every chat

Back-and-forth messages

Advisor reads the whole chat

One-click quotes
Sent straight to the chat

BEFORE AND AFTER

WITH WISE

Seconds, 24/7

One CRM with every conversation, source
and stage

Captured automatically, project by project

Booked on the advisor's calendar from the
chat

Lead arrives with summary, profile and visit
ready

g5 Al-prefilled appointments
From the conversation

Sales & inventory dashboards @ CRM sync & remarketing

For the commercial team

5.6s

median time to write a

reply

Two-way sync; WhatsApp
campaigns; brokers see inventory
only

91.7%

of leads assigned to an
advisor

0.5%

opted out

More than half of this developer's leads write when the office is closed. The agent makes sure every one of
them gets a fast, accurate answer, and the sales team starts each conversation with a profiled lead and a

booked visit instead of a cold chat.

Seeitonyour ownsalesline

Live in weeks on WhatsApp, voice or email, connected to the systems your team already uses.

Wise Agents Inc. - Case study

Book a demo

sales@wiseagents.com
+1(650) 250-1450
wiseagents.com
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