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PAUL MOYE’S

30 STEP MARKETING PLAN

My Objectives Are To:


Get your property fully exposed to the market as quickly as possible.

Help you net the most possible money.

Make every qualified buyer in your area aware of your property.

Maintain good communication with you.
1. In depth consultation with the Seller 
2. Complete all paperwork accurately

3. Install “For Sale” sign

4. Install New Style Sentri-Lock®  “Lock Box”

5. Submit to Multiple Listing Service

6. Submit to REALTOR.com, Homes.com, + Top National Search Engine Sites
7. Schedule Virtual Tour to be done & Linked to web sites
8. Discuss and schedule Open House

9. Ask Seller to save all business cards from agents
10. Review Centralized Showing Service showing procedures
11. Submit Ads to Keller Williams Homes and the Tennessean Homes Galore
12. Design & distribute a custom property brochure and flyers 
13. Install Brochure Box and In Home Marketing materials
14. Mail “Just Listed” Postcards to surrounding real estate offices / agents
15. Schedule my office caravan to visit and evaluate the house
16. Talk enthusiastically about the property with other real estate agents
CONTACT OWNER WEEKLY
17. Discuss showing agent’s & caravan comments & feedback 
18. Make plans to improve the property based on feedback
19. Pick up business cards and restock brochures & house book
CONTACT OWNER WEEKLY
20. Call Agents, obtain buyer feedback if not received via CSS
21. Discuss buyer feedback with homeowner
22. Review financing possibilities and other incentives
CONTACT OWNER WEEKLY
23. Pick up business cards/call agents from showings & Open House
24. Discuss buyer comments and activity with homeowner
25. Discuss market evaluation sales and competition

26. Discuss price, terms and condition of property as related to feedback
27. Review Seller’s motivation and urgency / need to sell

28. Discuss market position and price adjustment

29. Review all information and discuss next 30 days if needed
30. Insure all ‘Best Practices” are in place to insure “Best Offers” from Buyers
