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Any job is tough to complete if you don't

have the best tools to help you. These 10

winning marketing strategies are just the

right materials to elevate your business.

1. An Ounce of Prevention.

How often do fads come and go? Sometimes they're here today and gone
tomorrow.  Other times they're here to stay. Well, the problem is that it's pretty
darn hard to predict exactly what will happen in the marketplace this year,
much less for the next decade. Look at the internet and how much has it
impacted marketing techniques in the last decade. You really need to try and
safeguard against unexpected whirlwinds that can sweep the market when
you are planning your marketing strategy. Don't get stuck on one marketing
technique.  Be �exible! You never know what's coming down the pike!

2. A Foot in the Door.

Do you mentally check customers off your prospect list once they have
purchased a home? Or rented? Or used another agent? You may be short-
changing yourself at the end of every day. It's a heck of a lot easier to sell to
someone who's already familiar with your service, brand, and integrity than to
keep starting over trying to �nd a complete stranger and then WIN THEM
OVER.  Stay in contact. Let them know about your upcoming listings, let them
know about past sales, let them know about your community, stay
connected, and watch your pro�ts add up.
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4. Convert Fractions to Decimals.

3. Keep it Believable.

You probably thought you weren't going to be tested on math again after the
state exam- right? Well, you are wrong. 18.6 percent has a ring of believable
detail to it and it has a ring that smacks of truth. When you round up and say,
“My listings sell 18.6% higher than the completion in Grandview Heights.”, it
just sounds more believable than, “My listings sell 20% higher than the
completion in Grandview Heights.”. Fractional numbers presented in decimal
form just sound scienti�c to most and reinforce your reliability. Get the
calculator out and start converting your way to great copy and it will have a
big impact on your advertisements.

You don't want customers looking over the tops of their glasses with raised
eyebrows at you. Do you? You should want them to believe what you say is
veri�ably the truth. Now, I didn't say not to be colorful and descriptive- just to
keep it within believable bounds. No one trusts the exaggerated or a
braggart. Catch their attention just enough to want to dig in to see if it is really
true!

5. Stack Them Back to Back.

Blow out or steady stream? Rather than have an all out Open House Fest
every single weekend for a solid month try to stagger them. An open house
on Wednesday night from 6-8 pm might get the attention of someone who
does not travel that way on the weekends but sees it coming home from
work. It always demonstrates to the neighbors that you work hard and not
just Sunday afternoon. The bottom line is it will display to everyone that your
marketing is not cookie cutter!
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7.

8. Get Personal.

6. Ready, Aim.

Everyone enjoys that special one-on-one attention. Think about it- does your
advertising copy address the group, or does it speak to each and every
individual who reads it? You'll start seeing more response's when you chuck
formality, and let a little personal style show through! Especially in video, “Hi,
everyone I wanted to make sure I passed along this special offer. Well, if it is
for everyone how special can it be?  It is a completely different message when
you says, “Hi, I wanted to make sure I passed along to YOU this special offer.”.

Are you shooting for the right target?
Yeah, I'm talking about the audience
you target with your ads. Here's a
quick check – Are you putting out an
ad about your brand to people who
should be interested in your product? The SOI postcards are more about your
relationship with the people you know and the GEO farm postcards you are
sending are more about the house, neighborhood, and lifestyle of the
property. Two different message's because it is two different audience's.  Be
careful where you aim your marketing efforts!

Not everything to all people! Competing with people who have huge
budgets and seemingly unlimited resources isn’t feasible, possible, or for that
matter a good idea. So what does someone do that is on a budget? First
realize things are not always what they seem! Do not chase an illusion.
Moreover understand that niche marketing can be your answer. We can’t and
should not market our services and listings to the world at large we should
focus on who may need what we want and why they may be open to working
with us. How? Just think about who you have the most in common with and
advertise what you do where their attention already is! A great example, if you
have an intercoastal water front listing don’t put it in “Farms and Land”
Magazine! One size does not �t all!
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10. Be Irresistible.

In the end it really boils down to being concise about who you are, what you
offer, and how you deliver your service.  Just remember what Warren Buffet
said, “Price is what you pay and value is what you get”. 

Be the agent that is too valuable to pass up. If they know your value before
you talk price they will never care about the price because there is too much
value! Keep in mind too that the packaging often makes the difference
between a happy transaction and a mediocre one. When you wrap what you
say and how you do things with so much visible, tangible, and intangible
value- they'll think they're getting a steal on your service. How much more
money would you make if you could charge annually .25% more on each
transaction just because there is no argument about your commission
structure?

Let's face it you're not likely to get every sale of every person you meet.
Fortunately, all Buyer & Sellers don't buy on impulse, how much wasted
paperwork would that be? WOW!  So what happens to the customer that saw
a home with you and then stopped calling back one day?  Do they all just buy
with someone else?  And if they do buy with someone else do you still stay in
touch? How about if your listing expires?  Do you still provide the seller some
value? If you have no follow up protocol who really knows what ever
happened to them and all that opportunity? Wouldn’t it be great to know if
they bought with someone else and “why” they did that? Did they just
change their mind? Is it something you said? There is a lot to learn in the
follow up!

9. Invest in a Future Worth Having.
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