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Dear Reader,

There are about 2.5 million licensed real estate agents sharing just 10.2 million new and existing
home sales in the U.S. If you want more than 4 deals a year, you must market yourself to stand
out from the crowd.

Of course, your work doesn’t end there - it’s not just about standing out. Your first step is to rise
above the crowd. Then, when you've got your prospects’ attention, you show and tell them why
you are the one to help them solve their problems and achieve their dreams. The fact is that you
can make a great living as a real estate agent — even today. I will show you how.

In this info-packed e-book you'll find the tools you need to thrive as a real estate agent - even in
today’s tough market. The tools to generate new leads, convert those leads into clients, and
keep those clients as repeats and referrals. To win.

71 In Part I: Marketing Nuts and Bolts I'll lay out some of the principles of good marketing.

1 In PartIl: Online Marketing you'll learn how to make sure that buyers and sellers will find
you online.

71 InPartlll: Direct (Print) Mail Marketing, I'll show you how to leverage the advantages of
the good old-fashioned Pony Express .

1 In Part IV: Marketing, Crazy Loco Style, you'll learn about planning your integrated
marketing campaign with a touch matrix and setting your marketing budget.
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business to the next level, buy the full e-book at
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PART |I: MARKETING NUS AND BOLTS

Marketing, in a lot of ways, is like farming. You have to carefully plant
your seeds, then cultivate them - over time - with just the right amount
of water, fertilizer and sunshine. And, like farming, marketing is both
an art and a science. To do it well, you need to think, write, and design
creatively. You also need to analyze results, measure outcomes, and
tweak your strategy accordingly.

In Part I of the Real Estate Strategies e-book I lay out some of the principles of good marketing.

71 In Chapter 2: Marketing 101 z A Guide to the Art and Science of Selling, you'll get the
condensed version of Marketing 101

f InChapter3d + A A B E Iz Stayingwithidt@eAdir Housing Rules, you'll learn how to
stay within the Fair Housing guidelines

71 In Chapter 4: Once Is Never Enough, I talk about the importance of marketing consistently
- to win at marketing, you have to be in it for the long haul

1 In Chapter 5: Are You Relevant? you'll learn about how to make your communications
relevant to your prospects — and why that is so important

f InChapter6d . T x ) O& @k abokitQvbyl nlaldnlg it personal is a quick and
relatively easy way to get more clients

f InChapter7d, ) £ 91 08 OA ' T 1 ollll&in somébask tHipd ehvhitingead 8 8
editing

1 In Chapter 8: Can You Hear Me Now? Listening to the Voice of the Customer, I offer three
lessons on the importance of listening to your clients

To read the full version of the ebook,

PART II: ONLINE MARKETING

According to a recent National Association of REALTORS® study,
87% of buyers begin their home search online." So if you're a
buyer’s agent, you've got to be where the buyers are. Sellers are
online, too - they go to the Internet to learn the value of their
homes and look for a real estate agent. Will they find you?

' 2008 National Association of Realtors® Profile of Home Buyers and Sellers.
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In Part 1I: Online Marketing I outline ways you can make sure that buyers and sellers will find you
online - and like what they find (so much that they’ll hire you).

1 In Chapter 9: Your Website you'll learn 10 tips for maximizing the effectiveness of your
website and how to measure your site’s success

1 In Chapter 10: Your Blog I talk about blogs - the greatest thing since sliced bread -
including how to set one up and how to measure its success

1 In Chapter 11: Social Networks you’ll learn about the phenomenon that’s taking the world
by storm: social networking, and how to make social networks work for you

71 In Chapter 12: E-mail Marketing, you'll learn about writing e-mail subject lines to get your
messages read, and how to stay within the CAN-SPAM Act rules

To read the rest of Part II: Online Marketing (as well as the other parts of the e-book) visit

PART IlI: DIRECT (PRINT) MAILMARKETING

Call me old school, but I think (and the numbers agree) that the
good old-fashioned Pony Express still has its place. Direct mail
(which includes anything you send direclty to your prospects by
mail - letters, newsletters, postcards, etc.) has a number of
advantages, including:

1) As fewer and fewer real estate agents use direct mail, yours
will stand out.

2) Direct mail has a sense of permanence. Ideally, your direct mail will be so good that
recipients will want to keep it — whether it goes on the fridge or into the “resources”
folder. That means that even if the recipient isn’t ready to buy or sell today, your mail will
still be around when they are.

3) According to research from the U.S. Postal Service, 67% of Americans feel traditional
mail is more personal than Internet communications. Because personal connections
are so critical to your success, traditional mail should be a part of your marketing strategy.

4) People like getting mail. A study by InnoMedia revealed that 56% of Americans say
receiving mail is a pleasure.

In Part I11: Direct (Print) Mail Marketing, you'll learn

1 7 tips for direct mail success in Chapter 13: 7 Tips for Direct Mail Success
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' How often you should touch your contacts, in Chapter14g, (I x [/ £ZO0AT 3EI
Your Contacts?

1 How to use newsletters to win clients in Chapter 15: Newsletters
1 Making letters and postcards work for you in Chapter 16: Letters and Postcards
1 How to measure the success of your direct mail marketing in Chapter 17: Measuring the

Success of Your Direct Mail

Are you ready to take your business to the next level?

PART IV: MARKETING RAZY LOCO STYLE

My 2-year-old son has this crazy, arms-flailing run, a bit like The Monkees’
dance. When he does it, I call him “Crazy Loco” (we're bilingual in our
house). Now that you're armed with information about the different types of
marketing, it’s time to get started - arms flailing, Crazy Loco style.

In Part IV: Marketing Crazy Loco Style you'll learn about

1 Planning your integrated marketing campaign with a touch matrix in
Chapter 18

T Setting your marketing budget in Chapter 19

CHAPTER 20:GO FORTH AND MARKEBRAND YOU. . .

Hopefully in the last 59 pages you've learned how to use marketing to rise above the din of the
3,000 messages we see and hear every day. Because your one real chance at success will come
from standing out from the crowd. As you go forth and market brand you, remember:

1 Marketing is like farming. You have to carefully plant your seeds, then cultivate them -
over time - with just the right amount of water, fertilizer and sunshine.

1 To get a prospective client to sign on the bottom line, you've got to understand what that
client wants. And it’s probably not four walls and a roof.

1 Ifyou’re out there marketing yourself during this recession - when your peers are
hunkered down saving their pennies — you'll see greater success than they will, now and
when the market recovers.

1 Keep on marketing. One touch is never enough - only 2% of sales are made on the first
contact. Those who keep at it through the fifth, sixth. . .twelfth contact (and beyond!) are
those who win.

1 To be relevant, get to know your prospective clients and then focus on what they care
about.

Copyright 201 Castelazo Marketing Ltd. All rights reserved. Reproduction without permission is prohibited by law.

(@}

—

A



https://www.cmrealestatemarketing.com/real-estate-marketing-strategies
https://www.cmrealestatemarketing.com/real-estate-marketing-strategies

Websites - Blogs - Social Media Marketing - Internet Marketing - Direct Mail - Newsletters

1  Get personal. Break your prospects into groups and then create
relevant, targeted messages for each group.

1 Listen to your clients. Then follow through on what they tell you.

1 To maximize the effectiveness of your website, first define your
goals. What do you want your site to achieve? What is its purpose?
Then map out your strategy for achieving those goals.

1 Develop your website for human visitors. But optimize it for search
engines, too.

1 Measure, measure, measure. Test your results. Tweak your
marketing. Test again.

1 Become the expert by writing a blog.

1 To write e-mail subject lines that will get your message read, ask
yourself: Who am I sending the e-mail to? What is the purpose of
the e-mail? What is the outcome [ want to achieve?

1 Obey the CAN-SPAM Act when e-mail marketing.

1 Don’t ignore direct (print) mail just because it’s more expensive
than e-mail marketing. It still has its place.

1 To maximize the effectiveness of your direct mail, make sure it
stands out. Address the mail by hand. Forget the envelope. Go big. Put a stamp on it.

1 If done right, newsletters are the pinnacle of direct marketing because they have all the
advantages that other print mail marketing pieces (like letters and postcards) have and
they offer your prospects news they can use.

1 When writing letters, keep it personal, reinforce the unique benefits you offer, and call
your recipient to action.

1 Before you begin marketing, create a touch matrix - a plan of action - and set a budget.

1 You can be a top-producing real estate agent. Marketing will get you there.

ABOUT THE AUTHOR

Molly Castelazo, President of , is a writer by trade - and by nature; it’s
engrained in every fiber of her being. She puts her passion to work for Castelazo Marketing Ltd.
writing tips, news, how-to’s — everything real estate. In fact, she’s been writing about real estate -
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LEARN MORE

Website: www.CMRealEstateMarketing.com

E-mail: molly@cmrealestatemarketing.com

Telephone: 480-987-7958

BUY NOW

I hope you've enjoyed the sample chapters of How to Win: Marketing Strategies for Successful z
and Aspiring z Real Estate Agents. To read the rest, visit
https://www.cmrealestatemarketing.com/real-estate-marketing-strategies to purchase the full
version of the e-book.

Order your copy now!
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