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Ricky’s 21-Point Marketing Plan 
                       Address: _______________________________________________ 
I’ll promote your home to our company by:                                                            Date Due By:

1.
Publicizing your home to our Keller Williams office immediately by                                        email so our agents can arrange showings with qualified buyers.
___________

2.
Delivering information on your home to our nearby KW offices so that
our company’s agents can arrange showings. 
___________

3.
Arranging our weekly office tour for local KW agents.   
___________
I’ll promote your home through the Multiple Listing Service by:


4.
Submitting property information immediately to the local MLS. 
___________

5.
Creating (with your cooperation) a brochure/flyer for your home. 
___________

6.
Placing our company yard sign strategically on your property and attaching                                             a flyer box on this sign for drive-by potential buyers. 
___________

7.  Attaching lockbox on/near front door for maximum exposure through                                                   local Centralized Showing Service. 
___________
I’ll market your home through these proven strategies:


8.
Placing your home on our Keller Williams office web site and showcasing                                             your home on my personal KW web site. 
___________

  9.  Preparing a Competitive Market Analysis (CMA) report for you based on                                         recent sales and current listings of similar property in the market area;                                        Discuss local market conditions that have major impact on marketability. 
___________

10.
Reviewing market strategies employed to date and the impact of strategies
concerning exposure of the home to potential purchasers. 
___________

11.
Following up with all agents who have shown your property and
communicating their responses to you weekly. 
___________

12.
Informing and updating agents of any pricing, financing, or physical
changes in your property. 
___________
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Ricky’s 21 Point Marketing Plan (Cont)

                                                                                                                                       Date Due By:

  13.
Contacting other listing agents to review competitive listings on the market
          and reporting to you general showing activity and other conditions. 
___________

14.
Identifying the market segments, with your cooperation, that would
most likely purchase your home. 
___________

15.
Specifically marketing your home to target groups of potential buyers. 
___________

16.
Contacting 25 neighbors using a home brochure/flyer; Asking for names
of potential buyers for your home. 
___________

17.
Discussing the open house strategy to attract buyers; deciding
whether your particular market segment can be reached via
this strategy (variables are traffic patterns, location, price range,
buyer habits, and time of year) 
___________

  18.
Discussing forms of advertising; deciding whether various print
advertising mediums can reach identified markets; discussing
alternatives to print advertising. 
___________

19.
Sending home brochure/flyer to my customer-client list; Inviting them
to give buyer referrals to me. 
___________

20.
Providing you with copies of hand-outs, advertising, and flyers
created to market your property. 
___________

  21.
After 45 days on market, providing you a written report of the market
activity to date; meeting in a formal review of the above marketing plan                                        to brainstorm new or creative marketing strategies to employ. 
___________
Additional Suggested Marketing Steps:
____________________________________________________________               ___________
____________________________________________________________               ___________
             ____________                                                            ____________
             Agent’s Initials                                                            Seller’s Initials


