Welcome.

In this course, you will learn:
● Consumer behavior
● How to motivate buyers and sellers to act on your marketing
● The role of solution selling in marketing
And much, much, more.

Successful marketing campaigns involve researching their target audience and
identifying the challenges that their prospects face in the real estate market. Such
questions might include:
● Do property values need to increase to motivate homeowners to sell?
● Do interest rates need to come down for prospects to make a purchase on a
property?
● Does your audience need a higher price to be motivated to sell?
● Does your target audience need a shorter commute to work?

The message tone of your marketing campaigns shouldn’t be blatantly selling your real
estate service. Instead, your marketing should:
● Have a specific purpose
● Have specific objectives to satisfy that purpose
● Address a problem and propose the solution to your target audience’s pain points
● Identify the problem your target audience is facing so that your ad
communicates the solution they need to buy or sell a property.
● Marketing tone

Sometimes, prospects present their problems, but it’s usually up to you to ask the right
questions to discover your target audience’s pain points for yourself.

Those who discover the wants of their target audience have the strongest marketing
opportunities.

Step One: Identify your Target Audience’s Needs

Marketing involves customer research. Get
your hands dirty and get to work by identifying who your target audience is.
● To identify who your target audience is, first start by asking thirty members of
your target audience:
● What problems they have with realtors, when selling or buying a property,
● Things that they would like to see a real estate agent do differently, or perhaps
they’ve encountered in the past
● Identify a common trend that you can use to position yourself in the marketplace.
● Market yourself as the solution to your target audiences pain points

Ask your target audience questions such as:
● What would you like to see real estate agents do differently?
● What can real estate agents do to make a better impression on you?
● If you need a real estate agent, where would you most likely go to find one?
Your target audience may not fully understand what their pain points are, just ask
different property buyers and sellers what their issues were when buying or selling a
property and gather as much data as you can about your target audience. When
marketing yourself, one of your main goals should be to simply identify the specific
needs of your target audience and prospects.

NEVER make assumptions about what is wanted or needed by your target audience.
Intead, simply just ask a sample pool of thirty random people from your target audience
what features they would like to see offered by real estate agents, let them talk, and
listen.

Asking questions can open doors for you, don’t be shy. Sometimes the people you
question will not have an answer, which is why you need to ask as many people as you
can and collect as much data as possible from your target market.
Consider the following questions:
● What would you like to see real estate agents do differently?
● What kind of expectations do you have when hiring a real estate agent?
● In hindsight, what would you have done differently when hiring a real estate
agent?

Step 2: Brainstorming Solutions and Developing Innovative
Solutions
Once you have identified your target audience’s pain points, take the time to think about
both solutions and opportunities that meet the specific needs of your prospects. When
it comes to understanding your prospects, everybody will have different personality
types, likes, and dislikes So that when you do your marketing you come in contact with
people who share the same commonalities, characteristics, and interests when you
market yourself. With that said, When marking yourself, you should position yourself as
a real estate agent with the role of solution selling.

When marketing yourself as a real estate agent, you should consider offering a unique
approach to addressing solutions to your target audience’s pain points. On that note,
there are five phases to think about design when brainstorming the design of your
marketing content.

Five Tips for Solution Marketing
1. Emphasize with your prospect- Truly understand the challenges or issues that
your prospects face.
2. Define the needs or wants of your prospects – Don’t just assume needs, research
and clearly define them.
4. Develop new ideas- Generate new ideas to solve user needs. Challenge current
thinking and go beyond the obvious to find a solution.
5. Prototype- Describe how the solution will work and conduct a survey describing
the solution(s) that you are proposing through your marketing materials. In
general, you should interview at least thirty random people, not strangers, from
your marketing materials and ask them what they would do differently if it was
their ad.
6. Test- Put your new ideas to the test in a real environment and slowly implement
your new marketing strategy and make the necessary changes until you achieve
the desired results.

Brainstorming Tips for a Successful Real Estate Marketing
Plan

If you’ve already identified your target
market, and created a customer persona, then you are off to a good start, but don’t stop
there. Don’t immerse yourself by investing time and money into creating marketing
materials just because you learned a little bit about your target audience. Instead, ask
open-ended questions to better understand the hierarchy of your target audience’s pain
points so that you can efficiently prioritize their values, attitudes, and beliefs.

1. Generate, do not evaluate: Brainstorming isn’t about finding the best ideas or
creating the most carefully crafted solutions. Brainstorming is a mere act of
generating ideas. After you have exhausted all of your creative resources, then
you can begin screening your ideas by separating your marketing concepts from
strongest to weakest. However, if you are too critical of your ideas, to begin with,
you will never reach the part of your brain where creative ideas are generated.
2. Start your brainstorming session with a goal and write down each idea: Whether
an idea is good or bad, it must be written down. Remember to be specific with
your marketing goal when brainstorming.
3. Encourage crazy ideas: Assume anything is possible and brainstorm without ANY
restrictions. You will have the opportunity to revise and make your ideas realistic
later.
4. Focus on quantity, not quality: The more ideas, the better. Ideas generate new
ideas, so let your creativity run wild.

STEP 3: Create Specific Service Declarations
● After thinking about a customer-specific solution, do you want to find a way to
best present your solution?
● How will you present this idea to your prospects so that they immediately see its
relevance to their situation?
● How are you going to establish the value proposition that you have to offer?
● Will you position your idea as a benefit to your potential client, and not as a
selfish sales pitch?
Start writing a comprehensive benefit statement, the statement that provides a holistic
picture of how your solution will meet the needs of your prospects.

A general benefit statement is an opening statement for your marketing that provides
insight into how your solution meets the needs of your potential customers.

General benefit statements, as opposed to specific benefit statements, or broad enough
to be relevant to most people. Explain the general statement of benefits and its role in
marketing.

Specific benefit statements identify how a solution addresses the specific situation and
needs of a potential customer and is tailored to a specific niche audience.

The specific benefit statement appears as soon as you grab the attention of prospects
and generate leads.

Benefit statements identify exactly how your real estate service will benefit your target
audience. You shouldn’t have to aggressively over-sell yourself, your service
proposition, competitive advantages, and the consumers perceived benefits within your
marketing should sell your services for you. If you’ve done your research and thinking
and a solution that works for your target audience is essential, your income statement is
the tool that will help you get the information out.

