From Static Forms to Conversational Applications

How Al is Transforming Lead Capture and
Applicant Experience in Redl Estate
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Executive Summary

In real estate, the first interaction often determines whether a prospect converts into a serious applicant.

However, traditional form-based approaches create friction—leading to drop-offs, incomplete data, and lost opportunities.
This case study explores how a real estate organization transformed its applicant intake process by replacing static forms
with an Al-powered conversational interface, delivering a dynamic, guided experience.

Key outcomes:
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completion rates processing entry effort and completeness
The Problem: Why Static Forms Fail The Shift: Conversational Lead Capture
Traditional applicant intake processes are often: Instead of optimizing forms, the organization took a
+ Long and difficult to navigate different approach:
 Lacking contextual guidance for users Transform the application process into a guided,
* Prone to incomplete or inaccurate submissions conversational experience.

+ Disconnected from scheduling and follow-up
The goal was to make lead capture:

workflows
* More intuitive for users
* This results in: + More structured for the business
+ High drop-off rates + More scalable for operations

* Poor lead quality
* Increased manual effort for operations teams
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The Solution: Agentforce-Powered Application Experience

— 1. Guided Conversational Application Flow
+ Step-by-step interaction replacing static forms
+ Context-aware prompts based on user responses
Impact:
+ 35-45% higher completion rates
+ Reduced user drop-offs

2. Integrated Appointment Booking

+ Enabled scheduling during initial interaction

+ Eliminated separate coordination steps
Impact:

+ 30-40% faster lead-to-appointment conversion
* Improved responsiveness

3. Real-Time Record Creation
+ Captured data and created records instantly in Salesforce HiES
+ Eliminated manual processing

* Impact:

+ 40-50% faster lead processing cycles
+ Reduced operational delays

4. Improved Data Quality and Consistency

« Structured data capture through guided prompts
+ Reduced errors and missing information

* Impact:

+ 25-30% improvement in data accuracy

+ Better downstream decision-making
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5. Experience Cloud Deployment for Accessibility
+ Delivered a seamless, responsive interface
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. | + Enabled access across devices and user types

The Impact: Rethinking Lead Capture in Real Estate

Operational Efficiency Business Outcomes User Experience
» Reduced manual workload « Improved lead quality * Intuitive, guided interactions
+ Faster processing cycles + Faster conversion cycles c Redl_.lceq friction in the
* Improved scalability « Better utilization of sales teams application process

* Higher engagement and
completion



What This Means for Real Estate Leaders

This transformation highlights a broader shift:

Lead capture is no longer about collecting data; it’s about guiding users through a seamless experience.
Organizations that adopt conversational interfaces can:

+ Improve conversion rates
+ Capture higher-quality leads
+ Reduce operational complexity

Key Takeaways

Conversational workflows outperform Guided interactions improve both
=  static forms experience and data quality

Automation must extend into record . . )
. Q=] User experience is critical for conversion
creation and workflows 3

Ready to Transform Your Lead Capture Experience?

If your application process still relies on static forms, it may be time to rethink how you engage prospects. Discover how
conversational Al can help you improve conversions, streamline operations, and deliver better user experiences.
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