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Cell phones: Can't live with them - can't live without them
November 14, 2013 - Connecticut

Cell phone definition - a hand held device that can interrupt us at any time! Of course there are
tremendous benefits to today's technology; making emergency calls from anywhere (where there is
a cell tower) and many phones are computers with e-mail and Internet access. In our business this
instant communication can be a big help.

How and when these phones are used must be thought about. There is the safety issue, talking or
texting while driving, can be a serious distraction. Even the cars with phones built in; what are you
thinking about while you are talking, the conversation or the road?

Sometimes, being anxious to answer every call, may give another person that your with, a sense
that the person on the phone is more important that them. Not a good impression for a client or
customer.

One of my agents told me the following story. He was showing a property that he had listed for
lease. Another agent brought a potential tenant; the owner met them to open the building and meet
the tenant. As soon as they began a dialog, the owner's cell phone started ringing; he excused
himself and took the call. After, he started to talk about the building, and his cell phone rang again.
The tenant patiently waited to ask a few questions. His agent's phone rang too, and the agent took
the call. To really top things off the owner had a second cell phone, which of course went off; he was
now talking on two phones! My agent assisted the tenant as best he could, but the potential tenant
was obviously turned off by the lack of courtesy displayed by the owner and even his own agent.
The owner's actions delivered the message; | have more important things to deal with than you.
Agents, when you are with a client or customer shut your cell phone off, give them your undivided
attention. At showings, ask all parties to put there phones on mute during the tour.

When we answer the phone our attitude can be heard at the other end of the phone. The tone of our
voice, the speed at which we talk, the language we use all deliver a message. Receiving a call
interrupts what we were doing. Are we ready to project our best image to the caller? Are we ready to
stop what we were doing, to give the caller our undivided attention? Or are we trying to do two
things at once showing a property and talking to a new customer, as quickly as possible, to get back
to the showing?

Don't take the call, finish your showing, retrieve your voicemail and call back with a great attitude
and full attention, which gives the right first impression. Hint: before you answer or dial the phone
take a deep breath and smile. That smile will be heard!

How often do we get voicemail when we call someone? Prepare for this too, it happens so often that
we should assume we are going to have to leave a message. Clearly state who you are, why you
are calling, and how to reach you. If you start playing "telephone tag" with someone leave a
definitive time and place they can reach you or advise them you will respond by e-mail.

People have a tendency to regularly check their e-mails and texts on their phones. But retrieving



your voicemail requires the extra steps of dialing out and entering a code; sometimes this is not
checked often enough. When driving through a "dead zone" the phone may not ring, but a voicemail
may have been recorded, which would appear when you get service again.

Our cell phones make communication easier, but how and when we use them communicates other
messages. The customer or client you are out with, or the calls you are taking deserve your
uninterrupted attention.
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