Win Prospects Trust
with FAB Marketing

After taking this course you should be able to:
● Understand the importance of the FAB selling method as a
marketing strategy in real estate
● The difference between features, advantages, and benefits
● Why realtors need to differentiate themselves from the
competition by offering a unique selling proposition
● The importance of empathizing with your prospect’s emotions
● How to effectively use FAB selling technique in your
marketing strategy
● How to boost your sales with the FAB selling technique
● Understand how to use the advantages and benefits of the
property to promote features
● How to build a FAB message to get your prospect’s attention

And much, much, more.

Most people use FAB without knowing it. But why should you incorporate this strategy
when you market yourself?
The reason is because the FAB technique is one of the most effective ways to make
yourself stand out from your competitors.
In fact, the FAB methodology is ideal for real estate agents as it is easier to communicate
the features, advantages, and benefits of using your service over your competitors. On that note,
the FAB selling and marketing method is an integral part of an effective marketing strategy.

What is FAB Marketing?
FAB is an acronym that stands for:
● Feature: As a real estate agent, and when you are marketing your service, the feature is
you and how you position yourself against your competition.
● Advantage: What advantage do you have over your competition?
● Benefits: How will your prospects benefit from using your service instead of using a
different real estate agent?

Feature
A feature is an element of your product or service. As a real estate agent, an example of
a feature is a guarantee in writing that you will purchase a listing if you cannot sell it.

A feature can be exemplified as a unique characteristic of your real estate service that
allows it to stand out, a way of marketing the benefits and advantages to your prospects.
As a real estate agent, it’s essential to understand that most prospects focus on the
advantages, features, and benefits that real estate agents have to offer more than anything else.
It is worth noting, however, regardless of how many features a real estate agent has, each
element must have advantages and benefits. If not, real estate agents will have a tough time
differentiating themselves from their competition.
Real estate professionals have a problem with differentiation. Almost all realtors offer the
same things, such as free home valuations or excellent service. Because of the oversaturation of
real estate agents, service differentiation is crucial for finding success as a real estate agent.
Unfortunately, prospects can’t know why they need to work with you without
differentiation. We recommend finding a unique marketing proposition to boost your brand and
increase your sales.

Advantage
An advantage is how your feature will make your prospects home buying, or selling,
better and how your real estate offering is the better option over your competitors. Typically,
you should include an advantage that your prospect will experience by your real estate service
that no other real estate agent has to offer. Some examples of advantages include:
● X amount years of experience

● Ease of use
● Reputation
● Contacts
● Etc.
Advantages should be used as leverage to persuade your target audience that your service
is superior to your competition. It’s here that you start the sales process.
As a real estate agent, it’s crucial to understand all of your competitive advantages so
that you can side bust your competition and swoop on their prospects.

Benefit
It is vital that your prospects understand the benefits that they will receive as a result of
choosing you as their real estate agent. Reason being is that there are over 1.4 million real estate
agents in the United States, why should you get the listing?
Because you have a real estate license?
So do over a million other people.
So again, why should you get the listing?

In the mind of your prospect, the benefit of using your real estate service is why they
chose you as their real estate agent, which is a result of your advantage. One of the most
powerful influences in human behavior is emotions and you can leverage them by helping your
target audience imagine the positive experience that they will have by choosing you as their real
estate agent.
Consider the following points when designing marketing materials for yourself:
● What service features do you offer that differentiates you from your competition that also
benefits your prospects?
● Does your marketing communicate the benefits of your service to your target audience?
● How does your target audience benefit from using you as their real estate agent instead
of your competition?

The great thing about FAB selling is that this technique can be used as a guideline for
making excellent marketing strategies.
In fact, when used in marketing, FAB selling is so powerful that it has become a strategy
used by the world’s strongest brands.

Connect with your Prospect’s Emotions
Emotions are the roots of your prospect’s pain points, motivations for selling or buying a
property. Many people either buy or sell a property to satisfy a pain point that they are facing.
For example, people may purchase a property to achieve a feeling of success, feel safe, or secure
a sense of retirement.

Why FAB Marketing?
You might be asking yourself, “How do I create an emotional connection with my
prospects with my marketing efforts?” The answer is simple: FAB selling and marketing.
FAB marketing is so effective because it establishes trust between you and your
prospects. Remember, it’s your job to help buyers and sellers with a life-changing decision and
your prospects need to trust you in order for you to get the listing or make the sale.

How to use FAB Selling in Marketing
Now that you know what FAB marketing is, you probably want to know how to use it effectively
in marketing your real estate services.
● Have a unique service/selling proposition in your marketing
● Differentiate yourself by marketing your service in a way that separates you from your
competition

● Differentiate yourself by highlighting the advantages of choosing you as their estate agent
● Get in touch with your prospect’s motivation, listen, learn, and craft a FAB message that
will have your prospect’s attention.
● Don’t sell your service, sell the outcome.

If you understand your target audience's motivations, and pain points, then market yourself as the
solution, your prospects will realize that using your service is better for their needs than any
other real estate agent.

Boost Your Sales with FAB Marketing
FAB marketing is an excellent marketing tool for developing marketing materials that
convert.
As a real estate agent, when it comes to marketing your service to generate more leads, it
is vital to market the unique advantages that you offer and prospects the benefits that your
prospects will experience by working with you. With that said, if you understand how your
prospects will benefit from using your service then it will become easier to develop an effective
marketing strategy.
FAB selling can help you boost your sales as long as you take the time to do the process
correctly. Always keep asking yourself: “How will my target audience benefit from the
advantages and features?” and “How can I differentiate myself as a real estate agent?”

Having said all of that, brainstorm and draft up some advertisements using the FAB
technique and then create an elevator pitch so that you can market yourself using the FAB
method whenever somebody asks you what you do for a living.

