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TUESDAY TECH TIPS
A weekly update of real estate related tech news and tips

Marketing
Basics

Need Help?
If you'd like to run ads for
your listings or for your
services, but don't want to do
the work, let me know. I can
help. If you'd rather learn
how to create and run ads, I'll
be happy to teach you.

How to Get Help
Simply visit http://
www.RealtyTechBytes.com/
Hire-jerry to learn how to hire
me. Go ahead, do it!

The Blog

I got to thinking about
marketing today so I
thought I'd review this
all important subject
with you today. I was
also reminded that the
end of the year is about 27 weeks away. Thinking about this
made me wonder: if we are half way through the year are you
at least half way towards your income goals for the year?
There are many different approaches to marketing but all
involve the same basic elements. With all the shiny objects
and new technologies we have available to play with today, the
fundamentals of marketing – online or off – are often forgotten.
When you keep these principles in mind, marketing is much
simpler and you'll be more successful in your results.

For the past 9 years I have
been publishing a weekly blog
for real estate professionals.
Each week I find some new
app, software program or
some new gadget that I think
will be helpful to you in your
business. Occasionally, I slip in
a little sales training that I think
you would useful too.

Your Target Market

And on rare occasions I
publish a rant about
something that rubbed me the
wrong way. Check it out:

Feed the Hungry Crowd

http://www.RealtyTechBytes.com

Successful business all starts with your target market.
Identifying and getting to know your audience is the first and
most important step. Failing to define specific target customers
is one of the most common reasons some agents never thrive.
Some good examples of a target market are first time buyers,
move up buyers (and sellers), move down buyers (and sellers)
expired listings, FSBOs, a geographic farm, a profession such
as Doctor or Dentists, and so on.

Once you know your market well, it's easy to get an idea of
what they want. The second step in successful marketing is to
either create or find services that they need. If you know how
to listen, your target customers will tell you this. Look for areas
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where there's demand but a gap in the market - where no one
is providing a solution to people’s most urgent needs.
Delivering the Goods

Here are some useful
Links
(For when I can’t be there)
TopProducer Help
http://www.topproducer.com/
campus/top-producer/topproducer-help

zipForms Help
https://www.youtube.com/user/
zipLogix/featured

Docusign Help
https://support.docusign.com/

Did someone give you
this newsletter? Would
you like to receive your
own copy by email?
If so, go here to
subscribe:
http://RealtyTechBytes.com/SignUp

With a hungry crowd and the product they're desperate for,
your next challenge is to figure out a way to put it in front of
them. If you're marketing offline, you need to communicate
with your target market and make your offer. This often
involves face-to-face or physical contact. Online, you create a
website. This is the 'home' of your product or service.
Promotion Methods
Up until now, I've covered the basics of marketing and these
are fairly universal. When it comes to promotion methods,
there is an endless array of options.
Offline promotion methods include advertising in print or on
television, hosting or sponsoring events, promotional items,
coupons, direct mail, networking in the community and open
houses.
To promote your product online, people usually start with
search engine optimization (SEO) techniques. You may also
build awareness of your brand through social media sites, an
email list, promotions, blogging, or similar methods.
The Right Mindset for Successful Marketing
With all the options for promoting your business, try not to get
overwhelmed. Simple is always best. The key to successful
marketing no matter what methods you use or services you
promote is to keep it focused on your prospects.
Always start with what they need and want, and work your way
back to your offer from there.
If you know them well, provide what they want and promote it
where they can see your offer, your success is assured.

Please share this newsletter with your friends!
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