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Real Estate Champions’ mission is to teach and inspire people to use their God given talents to achieve excellence in life.

Instant Listings™

From Expireds

Master Marketing Plan

Introduction
By no means is this marketing plan a boilerplate, be-all-do-all, one-size-fits-all marketing plan. It is a collection of marketing strategies for you to choose from and modify to fit your individual business and personality.  Every piece of this collection was built on tried and true tactics that we at Real Estate Champions, Inc. use on a daily basis. 

In addition to the practical applicability of these tactics to any audience, you also benefit from 18 years of expireds specific marketing and experience.  

Bottom line: These tactics and pieces, and much like them, have been used to contact expiring listings and turn them into clients.

Feel free to use and personalize all or some of the material.  Make it your own by customizing it with your stationary, contact information, etc.  

We acknowledge that, as time progresses, we may need to make adjustments to these marketing strategies; new systems may be developed, new technologies may become available, and so on.  That’s why we will be maintaining a members-only website for you to visit to get the most updated material for this program.  You can visit it at no cost for the life of your product and beyond at: 

http://www.RealEstateChampions.com/InstantListings
Marketing Plan
The target audience for this marketing plan is local homeowners who are about to (or already) have expired listing agreements.  It is thought that the Real Estate Agent should contact the homeowner immediately upon (or even prior to) discovering an expired listing.  

The discovery of expireds can be automated by being notified by the Expireds Data Service (RedX®) or by searching the local MLS data manually. 

This marketing plan (and the marketing elements that it includes) is complimentary to any that the Expireds Data Service (RedX®) may offer, but it is designed to be stand-alone.  

The Agent who wishes to handle all aspects of the marketing program in-house can then do so.

Most of the marketing strategies consist of multi-stage marketing – due to its high success rate and built-in lead qualification mechanisms.  

You will employ several modes of communication including, but not limited to: direct mail postcards, sales letters & free reports, voice mail lead qualification, voice mail lead capture, telephone, and in-person communication.

Marketing Strategy # 1 – Testimonial Letter Campaign  
Testimonials are the most powerful marketing element used today.  A well-written testimonial from a client can speak volumes about who you are, your credibility, your performance, and most importantly why someone should hire you.

If you haven’t gotten into the practice of acquiring testimonials from past clients you must start today.  They can make or break your business.

This program has included with it four elements for the Testimonial Letter Campaign.

The first is titled “Fundamentals of the Ultimate Testimonial Letter”.  READ THIS FIRST. It’s a cheat sheet on how to craft your own VERY effective testimonial letter.  One that you should integrate immediately in your business.

Second, you’ll notice that on the CD-ROM you’ve also been given three MS Word® documents that you can edit yourself.

The reason you have three is this. You should always target your prospect specifically.  Meaning, the letter should feel (to the reader) that it was written for them by someone they can relate to.

One of the letters is written with a low-maintenance, lower price range homeowner in mind.  Using the verbiage and dialog they may use if they were talking one-on-one with another person in their same situation.  It is a generic testimonial letter not specifically targeted to expireds.

Another letter is written with a high-maintenance, high-price point customer in mind and would be better suited sent to an owner of a home on a golf course or gated community. It is also a generic testimonial letter not specifically targeted to expireds.

The last letter is a testimonial letter targeted towards a homeowner who has either expired or will soon be expiring.  

Feel free to adjust and modify the letters to include your logos and/or letterhead, your specific name (be careful not to leave “Joe Agent” in there), specifics for past clients who’ve given you testimonials, and specifics targeting the recipient.

Between the three Testimonial Letter Templates and the cheat sheet, you have the makings of a great Testimonial Letter Campaign.

Once you’ve gathered your testimonials from clients, you can (and should) actually build separate campaigns for separate target audiences. One for different communities, areas, and audiences that specifically targets them. 

For example, a model for a campaign might start like this: you may have two to four testimonial letters that you send in a sequence over time.  Letter #1 is sent two weeks prior to expiring, letter #2 is sent one week before, letter #3 sent two days before, and letter #4 is sent three days after.

You may need to test a couple of different campaigns until you achieve your desired results.  Either way, you should strive to develop a sequence that works best for you and your target audience and then stick to it. Just as expireds can/should be a pillar of lead generation for your company, this tactic can/should be a pillar of your expireds marketing strategy.

This strategy can truly be stand-alone if built properly, and can be a source of leads for you indefinitely.  You don’t have to use it solely with expireds either, sending these types of letters is a great strategy for any prospective client.

Marketing Strategy # 2 – Local Market Trends™ Campaign  
This campaign is a two-step campaign and has been proven time-and-time again as an effective marketing strategy.

The first step involves you contacting the prospects either monthly or quarterly by postcard.  The postcard contains our Trademarked Local Market Trends™ Logo and a table of up-to-date MLS data that you must gather for your local area.  There’s a bit of time involved in gathering the data the first time, but it’s well worth it and maintaining the data is quite a bit easier.

This strategy of positioning yourself as the market data expert is a cornerstone in Real Estate Champions’ philosophy for Real Estate Sales Success.

If you know the market better than anyone else you will have an advantage in the information and will be able to sell yourself better than any of your competition as a result.

The postcard has on it market data for each and every price-range of properties.  You may even have separate postcards for residential, commercial, land, etc.; depending on the niche(s) you specialize in and the audience you are targeting.

The postcard really is a cleverly disguised stealth-marketing piece that flies in under the prospects’ radar.  The reason being is that is looks so official and provides the reader valuable content.

With the Local MLS Member # 123456 (fill in your membership # there) and the statement that this is a public service coupled with the official looking logo.  The key to this will be your ability to remain consistent.  You must commit to do this for several months for it to work.  Before long people will see it as truly a public service you are performing.

The postcard has been designed to allow for personal modification displaying you and your agency/company as the “Top Performer” in the spotlight.  

If someone receives this and reads it (believe me they will) and they have a need or interest in selling their home, who do you think they would call besides the top performing agent in the spotlight? 

There are two slightly different strategies you can use to implement this postcard:

Strategy A

In this case the postcard simply directs the prospect to call you directly and could be understood/perceived as an official referral of postcard sender. 

Strategy B

Alternatively, the postcard directs the prospect to call a 24-hour recorded message line to request a fully comprehensive Local Market Trends™ Report.

For this strategy you need to set up a Voice Mail with the following (or personalized) script.

Thank you for calling our 24-hour Local Market Trends™ Report line. This is a public service provided to {YourLocalMarketHere} residents.  

This FREE report reveals detailed market conditions empowering you to make the right real estate choices.  Whether you’re contemplating selling or might be in the market to buy in the near future the information contained in this report may save you thousands of dollars simply by making you a more informed consumer. Unfortunately, due to demand, we must limit this offer to only one report per household per month, thank you for your understanding. Please leave your full name, address with zip code, and phone number1 and we’ll send the most recent report to you within 1-2 business days.  Please make sure to spell your first and last name.  Thank you!

In an effort to stimulate higher lead quantity, you can choose to omit the request for a phone number1.  This has proven to have a greater response to your VM and generate more leads.  

However, you will not have a phone number to follow-up with the prospect.  Not to worry, if you do omit the phone number you may be able to do a reverse lookup to get their phone number for follow-up.

1Special Note: By the very fact that the homeowner called and ordered a report from you, made them a customer of yours and negates the DO NOT CALL law for 90 days.  Once they contact you it is perfectly legal for you to call them.  Check your Local and Federal guidelines to verify this. 

In order to complete this strategy you’ll simply customize the Local Market Trends™ Quarterly Report and Cover Letter and fulfill the orders from prospects as they come in.

Once in contact by letter and phone you should start utilizing the sales scripts and strategies to get face-to-face with the prospect and get their home listed.

Marketing Strategy # 3 – Guaranteed Home Sold™ Program Postcard Campaign  

This strategy involves a guaranteed sale of the prospects’ property.  The strategy is not a fully developed one by design.  You must first decide what terms that you would agree to purchase the property from the prospect.  The logistics (legal agreements, etc.) of doing so must also be in place prior to you offering to do so.

Consult a real estate attorney in your area to conform to local, state, and federal laws.  The attorney can assist you in the legalities that you must conform to, as well as, help you draft the legal documents and contracts that you will need. 

This strategy on the surface may seem shady or illegal to an agent unfamiliar with it.  It is, on the contrary a very powerful and effective strategy used by agents across the US and other markets.  Done properly this strategy can give you an upper hand on your competition that you will never lose.

Most agents would not go to the trouble of developing a strategy this complex.  The ones that do stand above the crowd and can use this strategy as a cornerstone to transform their businesses.

You can literally be the only game in town offering this solution to your prospective clients.  

A couple of ideas for purchase to run by your attorney are:

1) An agreement to purchase on a Lease/Purchase (or Lease/Option) with credit for lease payments deducted off the principal balance.  You’d need to have the documents drawn such that you would not have to be the primary resident and could in-turn lease or lease/purchase the property to someone else.  In real estate investment circles this is known as a sandwich Lease/Purchase (Lease/Option). Properly done so, this is still a win-win for the home-seller and can be very lucrative for the agent as well.

2) You could agree to purchase the home on terms that would make it easy for you to re-sell it or rent it to someone and still be a positive cash flow for you.  Just like the Lease/Purchase you have to be certain to make allowance for you to re-sell or rent so that you are not the primary resident.

3) You could offer to purchase the home for all cash at 70% – 90% of Fair Market (or Appraised) Value and get a bank loan to purchase it. Then either sell or rent it to someone else.

Once you’ve decided on the tactic to use, you can build the process to implement this strategy. Supplied with this Instant Listings™ program, is a two-step postcard campaign with three different postcards for you to use.

Just as before, you should build a sequence to send the postcards to prospects. For example, send a different postcard every week for three weeks.  Once the sequence is completed it can start all over again or be modified depending on your results and the time frame of the prospect. You may want to even integrate a testimonial letter (see strategy #1) or two of happy Guaranteed Home Sold™ clients.

The postcard in this strategy directs the prospect to call a 24-hour recorded message line to request more information on your Guaranteed Home Sold™ Program.

Just like before, you need to set up a Voice Mail with the following (or personalized) script.

Thank you for calling our 24-hour Guaranteed Home Sold™ Program Hotline. Unfortunately, due to the demand for participation in our program we are now forced to take applications.  If you would like more information sent to you on how you can participate, please leave your full name, address with zip code, and phone number and we’ll send information detailing the program along with a no-obligation application to you within 1-2 business days.  Please make sure to spell your first and last name.  Thank you!


In order to increase the quantity of leads, you can use the tactic we mentioned earlier in this marketing plan and choose to omit the phone number request.  

This program however, once developed, will be in high demand and requesting a phone number can serve to qualify only the most serious prospects. 

Once they leave their information you should follow-up with them by sending them a “”Sample” Guaranteed Home Sold™ Certificate (see your CD-ROM) along with a simple application you create. 

Once prospects “Qualify” by meeting your parameters, you would meet with them face-to-face to go over your Listing Presentation, which would include signing the documents your attorney has drafted for you to purchase their home.

The theme of the Listing Presentation should coincide with the fact that they have essentially already SOLD their home.  One way or another at the end of your listing agreement period, their home is SOLD and you are now a hero!

You should all have a feeling of celebration and you may want to even bring a bottle of champagne to seal the deal.

Marketing Strategy # 4 & #5 – “Fatal Mistakes™” & “Too Ugly to Sell™” Postcard Campaigns  

Just like Strategy #2, these campaigns are also two-step campaigns and have been proven time-and-time again as effective marketing strategies in just about every industry.  You may have even used or seen used a similar strategy on the Internet or in your local newspaper. 

You provide value in the form of a content-rich FREE Report that only your prospect would care to read.  You either advertise by postcard (see your CD-ROM for four different versions) or by placing an ad in the local paper or Thrifty Nickel.

The prospect then contacts you to get a copy of the “10 Fatal Mistakes Home Sellers Make™” or “The Top 10 Things That Make Your Home Too Ugly To Sell™” Reports.

Once you acquire their contact information, you send them what they’ve asked for and follow-up with them until they either give you their business or tell you to go away.

The postcard strategy has already been detailed earlier in this marketing plan, so please review what we’ve covered in prior sections.  

Just pick a postcard you like, or use all four of them, and send-send-send.  Print out the reports (you choose the quality, color vs. B/W, etc.) and send it with your cover letter (also on CD-ROM) and business card. 

*Special Note: There are two different reports and two different postcards for each report totaling four postcards for two special reports. Use either one or test both and stick with the one that works best for you.

Marketing Strategy # 6 – Follow-up Thank You Cards

One of the most heavily promoted strategies that Real Estate Champions supports is the Thank You Card.  It can be one of the most effective, simple-to-use, and underutilized, strategies in real estate today.

If you have not yet made this part of your business philosophy you must strongly consider doing so.  It really should be a marketing pillar for every agent in real estate.

We’ve supplied two versions for you to swipe, copy, modify and use in your business.  

The first one is meant for a follow-up to a preview meeting where you’ve had the chance to meet a prospective client and tour their home, but have not yet listed their property. 

The other one is meant to be sent to homeowners who you’ve presented to already.

There are subtle hints given on the Thank You Card Samples that you should be careful not to miss.

First of all, the whole thank you card strategy is based on a personal touch.  Make sure you handwrite, or at least hand sign, each one.  Use a blue pen to make sure there’s no mistaking that you actually signed this card.

Make sure that either you or an assistant hand label the cards and use a real stamp.  These subtle nuances will virtually assure that your cards are not thrown out with the junk mail.  They will also have a higher likelihood of being open and read.

Whether the card is a custom one made for you or one you buy in bulk from a stationary store doesn’t really matter.  

We have seen this strategy literally change the way our clients do business.  Please use it!!!

Marketing Strategy # 7 – Door Hanger / Drop Off

Included in this program are over a dozen postcards for you to customize and personalize.  We recommend that you utilize them in not only in your postcard campaigns to Expireds, but also as door hangers.

In the audio training Dirk recommends that you integrate stopping by the prospects’ home.  If the prospects are not home when you stop by, you should leave behind something to have them call you.  

Here’s a great strategy for using the postcards included in this program in this manner.

Step 1: Pre-print your favorite postcard(s) and punch a hole in the top-left corner

Step2: Lace a rubber band through the hole such that the band is now attached permanently

Step 3: Connect the postcard to the prospects door with the rubber band 

Conclusion
Basic marketing philosophy dictates that a prospect needs to be exposed to a marketing message twelve times before you are assured business 80% of the time.  The 80% success rate is, of course, if the prospect has a need for and the ability to buy your particular product or service.

Taking this into account (for this program):  Sending a postcard (1 exposure) that yields a call for the free report (1 exposure) that leads the prospect into reading the letter (1 exposure) and report (1 exposure) equates to four exposures.  If, after four marketing messages, the homeowner doesn’t respond, we recommend that you follow-up by: phone, a personal note, letter, or more postcards (as a reminder).

As with anything, you’ll likely develop a customized system that works well for you in your particular market for your particular niche in real estate.  

Please also check for updates and added marketing pieces from time-to-time at our members-only website.  You can visit any time for the life of your product and beyond at no cost to you:

http://www.RealEstateChampions.com/InstantListings
Postcard Printer Contacts
	Eastern
	Western

	Identity Press

(800) 457-0677

Dianna or (Donna & Samantha)

dianna@identitypress.net
http://www.identitypress.net/
	Moonlight Mailing

(541) 382-8402

Chris Mezzeta

office@moonlightmailing.com
http://moonlightmailing.com/


	Great Website Sources

	http://www.expresscopy.com

	http://www.amazingmail.com

	http://www.desktopsupplies.com/
http://www.VistaPrint.com
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