MY MARKETING PLAN
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KELLER WILLIAMS REALTY
The competition may promise to put up a sign, place the listing in the MLS, advertise it in the local paper, advertise in a “Homes” Magazine, and maybe hold the property open.

As a Real Estate Professional, I will develop a Marketing Strategy – a plan to sell your home.  Here are some of the things I will do to market your home that the competition might not:

1.  First and most importantly, we make sure we are offering your property at a fair market value with terms that will cause it to sell.

2.  I will let everyone in your immediate neighborhood know your property is for sale.  Someone may have a friend or relative who wants to live here, especially if they know your home is at the right price with terms that they can afford.

3.  I will contact all the tenants and renters in the area.  Most people who rent are saving their money for one reason – to buy a home of their own.  I want them all to know that your beautiful home is for sale.

4.  I will contact my “Center of Influence”.  Those are people who refer business to me on a regular basis.  I will want to tell them about your home in case they know of someone who might be interested in it.

5.  I will contact the people in my farm area.  That’s the area in which I’m the authority.  I’m constantly talking to these people and keeping them abreast of what’s happening in the real estate industry.  One of them might know of someone who’ll be interested in your property.

6.  I will use your home as “my best listing”.  That’s where I make a commitment to contact 21 people a day, strangers, for five days and let them know about your home.

7.  I will make sure your home is on our switch sheet.  That’s the sheet that lists the houses we have advertised that day along with the other homes we have that are similar and also good buys.

8.  I will contact the better agents in town and let them know your home is for sale.  Statistics repeatedly show that 80 percent of the real estate is sold by 20 percent of the people in the business.  We want them to know about your home.

9.  I will “sell” the other agents in my office on your home.  The more they believe it’s a good house at the right price and terms, the more likely they are to sell it.

10. I will submit information to the Multiple Listing Service for distribution.
11. I will place a “For Sale” sign on your property which produces over 60% of the activity on a home.

12. I will photograph your home for display in ads, the office and custom Highlight Sheets.

13. I will arrange for the most convenient showings.
14. I will keep you informed of Sales Activity and Progress at least once a week.

15. I will thoroughly evaluate and qualify prospective buyers before showing your home to eliminate unnecessary inconvenience to you.

16. I will supply professional advice in interpretation of all offers.

17. I will handle and expedite all After-Sale processing:  a. all escrow procedures    b. all financing procedures     c. satisfying all legal requirements     d. order all title work         e. handle the payoff of any mortgages or liens.

18. I will give you a list of ways to make your home show well.

19. I will advertise your home through multiple Web Sites on the Internet.

20. I will guide you through the process of a private inspection.
This is what I’ll do for you if you list your home with me!
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