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Somewhere in your CRM, there's a name you haven't called in a while. Maybe a renter who got in 
touch a year or two ago, asked a few questions, then went quiet.  

You may have assumed they weren't ready, or that the numbers didn't work for them. In many 
cases, that's exactly what happened. But new research from Yorkshire Building Society, 
Accord's parent company, suggests another group sits behind those closed conversations too: 
people who could realistically buy, but who ruled themselves out before you ever got the 
chance to check. 

This recent Growth Series blog explores how you can help these clients, including: 

• Finding them in your own pipeline 
• Reframing the conversation when it comes up 
• Checking in without becoming background noise 

 

 
Read the full blog here 

https://growthseries.accordmortgages.com/
https://blog.accordmortgages.com/why-some-clients-are-closer-to-a-mortgage-than-they-think
https://blog.accordmortgages.com/why-some-clients-are-closer-to-a-mortgage-than-they-think

