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IT ALL STARTS WITH A PLAN

Creating an “"End to End” Marketing Plan is vital to your
success. It all starts with first identifying your correct
audience and the most cost effective way to reach that
audience. Having a solid plan for each step will ensure
you won't get stuck with lots of leads but no system to
incubate and convert.

A goal without a plan is just a wish.”
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IDENTIFY

YOUR TARGET AUDIENCE

& = -

If you want to bring in the most qualified leads, the first thing you have to do
is identify who those leads are. It can be easy to say ‘I want to target all buyers,
or “I want to target all sellers,” but the reality is that this is both expensive and
unrealistic-and probably not true!

1

There are 3 very important reasons why you want to get targeted leads:

« Targeted leads convert faster
« Targeted leads cost less
« Targeted leads want to talk to you



Find Your Dream Estate
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Country Homes and Equestrian Properties For Sale

Whether you are a weekend rider searching for a hobby farm or an experienced competitor, we can show you the home that best fits
your dreams.

$465,000 $1,100,000 $879,000

¢ 13654 WILTSTORERD 20011 PLEASANT MEADOW LN 41871 BENINGBROUGH PL N
LEESBURG, VA 20176 PURCELLVILLE, VA 20132 LEESBURG, VA 20176
Status: ACTIVE Status: ACTIVE Status: ACTIVE
BEDS BATHS BEDS BATHS BEDS BATHS
4 4 (full) 5 4 (full) 5 4 (full) 1 (half)
ACRES ACRES ACRES SQFT
6.91 13.67 10.01 6,100

;I'ARGETED LEADS CONVERT FASTER

Would you rather work with a buyer who tells you they're interested in
“North Carolina real estate” or a buyer who says they're looking for “a
home with a pool in a gated community in Raleigh, NC?"

You're probably going to pick the second buyer, right? The person with a
focused idea in mind is further down the sales funnel. You'll be able to
show them the specific homes that they want to see. With the first buyer,
it would be a matter of driving them all over the state until they finally go
far enough down the funnel to make a decision or realize they wanted to
be somewhere else entirely.
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Ah yes, the sales funnel. You're probably at least somewhat familiar with this concept: that ice
cream cone shaped diagram that shows the steps a buyer must take to become a closed sale.

If you're interested in an in depth look at how the sales funnel directly relates to your targeted
audience and your marketing strategy, then keep reading!

Dreamer

Researcher

Initial

Buyer

Motivated
Buyer




DREAMERS & RESEARCHERS

Let's break down the sales funnel.




INITIAL BUYERS, ACTIVE BUYERS,

& MOTIVATED BUYERS




HERE'S WHERE YOU WANT
TO TARGET BUYERS

So this begs the question: where in the funnel should | target a client? In our experience, you want
to hit that sweet spot when the homebuyer is either an Initial Buyer or Active Buyer.

Dreamer

Researcher

Initial Capture them too early

Buyer and you waste time and
money incubating them
IDEAL TI M E through the long buying
funnel. Capture them too
To CAPTU RE late and they may have
LEADS already established a

relationship with
another agent.

Motivated
Buyer
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BETTER RESULTS

Raleigh Homes for Sale with In-Ground Pools - Linda Craft
https://wwww lindacraft.com/homes-withpools ¥
h Cary Apex, Areas). What better way
5

g point for
2 numberof.

When we ask clients, “Would you rather put all your energy into ranking number one for
homes for sale in your city, or number one on several different searches for homes for sale
with x amenity,” they usually go with the latter.

Low-Hanging Fruit

Linda Craft is one such story. Rather than targeting all of Raleigh, we encouraged her to rank
instead for homes in the area with a specific feature. We helped her identify “homes with
pools” as one of many untapped niches in the area that we could focus on.

So we built a landing page that specifically featured homes for sale in Raleigh with private
pools. Building the page with SEO rich copy ensured that Linda Craft's page would rank well.

Sure enough, when you search for “Raleigh homes for sale with a pool,” Linda's page is # 1.
Need help finding your niche? We'd be happy to chat with you and help you figure out what

sets your business apart from others in your area. Set up a marketing consultation with our
team today by calling 919-877-8511 or shooting us an email at hello@dakno.com.
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ESTABLISH

YOURSELF AS THE EXPERT

¢ < O

In a world as competitive as real estate, you need to give your clients a reason
to not only work with you, but also a reason why they should choose you over
other agents. Otherwise, you just become the person who lets them in houses.
Establishing yourself as an expert will not only provide immediate value to your
clients, but keep them coming back to you again and again.
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LIFE AT THE TOP

STYLISH PENTHOUSE LIVING

EXPLORE DC
ABOUT

/) CONTACT

i
$979,500
A | | |
‘The Coltrane - U Stre
!'Iw':f;’iopmw.




kLIFE AT THE 7OP

Anyone can compile a list of penthouse listings and tell you how many rooms they have, their
amenities, and features, but Jeff took things to the next level. On his website, Life at the Top,

Jeff has a page called “The ‘It' Buildings.” This carefully curated page features condos by a variety
of types: from Most Modern to Most Grand, from Best View to Best Conversion, from Rarely
Available to High Demand. No matter what kind of home clients are looking for, Jeff makes it
easy for them to find.

ACTION: What can you add on your site that no one else has? Think about how you can
differentiate yourself by putting a unique spin on neighborhoods or buildings.

15



HOMES

One of the biggest fears agents have when it comes to choosing a niche is that they'll
pigeonhole themselves and limit the number of homes they can sell. But don't worry! Just
because you have a niche doesn't mean that's the only thing you can sell.

Jeff Wilson doesn't just sell DC penthouses. He also maintains his highly successful site
trophyhomes.com where he features luxury single family homes in the DC area. He's
expanded his reach and made himself an expert in luxury homes.
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GENERATE

TARGETED LEADS WITH COMPELLING OFFERS

Okay so how you have a niche.
How are you going to generate leads?

Give your audience compelling calls to
action throughout the site that
encourages them to engage.

Check out more information about
Jeff Wilson's “Hidden Penthouse List”
on the next page »

Hidden Penthouse List

All the Hard-to-Find Penthouses
In One Convenient Place

OUR"IT" BUILDINGS *»

GET LISTING ALERTS

MODIFY SEARCH »

$5,900,000
2900 K STNW #PH-607
WASHINGTON, DC 20007

Status: ACTIVE

BEDS BATHS
4 5 (full) 1 (half)

SQFT

b , gt N -
$3,488,800
1111 19TH ST N #2801
ARLINGTON, VA 22209

Status: PENDING

BEDS BATHS
3 3 (full) 1 (half)

$3,950,000
1515 15TH STNW #708
WASHINGTON, DC 20005

Status: ACTIVE

BEDS BATHS
2 (full)

$2,995,000
5600 WISCONSIN AVE

#1103,1104
CHEVY CHASE, MD 20815

Status: ACTIVE

BEDS BATHS
4 4 (full) 1 (half)




Hidden Penthouse List

GET NEW LISTING ALERTS P

SEARCH ALL LU

EXPERIENCE EL

Status: ACTIVE Status: ACTIVE Status: ACTIVE Status: ACTIVE

$3,200,000 $1,299,000 $2,550,000 $1,099,000
($16,807.00/mo.) ($6,822.00/mo.) ($13,393.00/mo.) ($5,771.00/mo.)
3251 PROSPECT ST NW 2501 M ST NW #715 2002 MASSACHUSETTS AVE 1321 RST NW #4
#402 WASHINGTON, DC 20037 NW #PENTHOUSE #4 WASHINGTON, DC 20009
WASHINGTON, DC 20007 WASHINGTON, DC 20036

Beds:2 Baths: 2 (full}| 1 (half) Beds:2 Baths: 3 (full)
Beds: 5 Baths: 4 (full) | 1 (half) Sqft: 1,321 Beds:3 Baths: 3 (full) | 1 (half) Saft: 1,448
Sqgft: 3,550 Sqft: 2,400

LIST

Jeff Wilson knows that his clients are looking for information about penthouses. They want to
see penthouse listings, and they want to know about the condo buildings that these
penthouses are in. That's why we worked with Jeff to create his Hidden Penthouse List.

Jeff's Hidden Penthouse List is the only place online where homebuyers can stay updated as
penthouses hit the market in DC

That's why Jeff not only maintains his Hidden Penthouse List page, but also allows site visitors
to receive email alerts as new penthouses hit the market.



TESTIMONIAL

“‘Dakno was able to match my passion and deliver an
online strategy that catapulted me to the top of the search
engines. Not only can | rely on their strategic thinking and
creative ideas, but also | know that they will deliver the
results I'm looking for.”
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BH) ReALTY, INC.

Find the TRUE Value of

Your Sheridan Home

Address, City, State, Zip

kSELLEI:! LANDING PAGE

Civing compelling offers isn't just a strategy for attracting buyers; it works for sellers, too!
What's the first thing sellers generally want to know when they're thinking about selling
their home? Of course it's “how much is my home worth?”

Targeted seller landing pages that give potential clients direct access to a CMA form are
much more likely to bring in leads. This is especially true if your site has the ability to save
all addresses entered, even if the lead doesn't provide their name or contact info.

(And of course, all Dakno websites have this capability.)

BONUS TIP: Finding home value is just one of many way to generate seller leads. Contact
us to learn about other unique ideas for attracting sellers.

20
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PAID SEARCH EXAMPLE
SELLER KEYWORD CAMPAIGNS

Note that this is just one example.

Google Keyword Campaign #1

“What's My Home Worth” (sample keywords)

home values

what's my home worth
estimated value of my home
value of home

zillow home value

home values in [area name]
my home value

property value

how can | find the value of my home
tax value of my home
zestimate

house prices

Google Keyword Campaign #2
“‘Best Realtor” (sample keywords)

best realtor

best real estate agent
number 1 real estate agent
number 1 realtor

best real estate agency
top realtor in

top real estate agent in
real estate agent reviews
realtor reviews

2 Comments

O comment

[fj Like

ida
James Morris likes Buy South Flori

Spo 9

@ Buy SoutrT I!:rorida
Your home could be worth thousands more than you

cealize. Quickly and easily find the value of your South
Florida home using the same tools and resources real

estate agents use.




cpf CLAYTON

PROPERTY FINDER

Live Here. Play'Here, Rent Here.

EXPLORE PREMIUM
CLAYTON RENTALS NOW

FACEBOOK ADVERTISEMENT

While scrolling through your Facebook feed, you've probably seen posts that are marked as
“sponsored.” Sponsored posts are a great way to reach the audience you're searching for.
Plus, with Facebook Ads, you can be very specific about which audiences you want to target.

For instance, you can specify that you want your ad to target people with an interest in
horseback riding and an income of $ 100k or higher. Then, when you run a Facebook ad talking
about how you're the expert in selling equestrian properties, you'll receive only the most quali-
fied leads.







Have you ever been shopping
for a pair of shoes on site like
Zappos.com, and then after you
leave the site you see an ad for
the exact same pair of shoes?
That's no coincidence: that's

an example of a retargeting
campaign.

Ads that follow you aren't just
good for selling shoes. They're
great for real estate too! When
a visitor comes to your site, they
pick up a cookie. We can use
that cookie to have your ads
follow them-and keep you top
of mind.

Walter Burns uses retargeting
ads to bring back clients who
have been to his condo-specific
landing pages.

Your #1
Resource For

UPPER
GRAND
CONDOS!

‘:‘ vVing on

= THE HUDSON®
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WIN OUT OVER OPENDOOR

a5 ydaccent

REALTORS® HOME SEARCH BUY LEASE SELL AREA SENIOR LIVING CONTACT ABOUT US 918-665-8559

Get Cash for Your Home

Receive an Instant Offer

/N

* Enter your home address

Get your free offer

By giving us your phone number and email address, you are giving Accent Realtors permission to contact you via email
or phone.

There's been a lot of concern about sites like Opendoor and Knock taking over the
real estate space, but the truth is, having a niche market and being an expert can
help you target the audience that's interested in the fast, easy sell.

Having targeted pages such as Paul Wheeler's Instant Offer page is a great way
to speak to clients who are considering using a home buying services such as
Opendoor. When leads fill out this form it gives Paul Wheeler a chance to connect
with these homesellers, and he can educate them on the difference between
listing with an agent or going with a service. The majority of these leads end up
working with Paul.
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PAUL WHEELER



When it comes to targeting sellers with paid advertising, it's all about what terms
your audience is searching for. Go beyond simply “what's my home worth?”
and think about what searches a seller is making before they're ready to list.

Paid advertising is an awesome strategy when it comes to generating targeted
leads. However, one thing that can really make or break your campaign

is the keywords you're targeting.

To get additional tips on target keywords, keep reading!




INCUBATE
LEADS USING A FOLLOW UP PLAN

Now that you've got a niche and a plan to market towards a targeted audience, you'll
be pulling in tons of additional leads. So what are you going to do with them all? You
don't want to miss out on closings because you let leads gather dust in your client
database.The first thing you need is a comprehensive Customer Relationship
Management (CRM).

THE SIX ELEMENTS OF AGREATCRM\.

© ©

1. SOCIAL DATA 2. TEXT & PHONE INTEGRATION 3. MARKETING DATA

@ O

4. IDX DATA 5. TRACKING DATA 6. LEAD LOGIC




SOCIAL DATA

A good CRM should be able to identify a lead's social media presence.
That way you can check in and get to know a bit about the lead. It will
be easier to reach out if you have things in common. As the saying
goes, "people like doing business with like-minded people."

TEXT AND PHONE INTEGRATION

Lead incubation time can range from a few days to a year or more. Your
CRM should not only keep track of conversations you've had, but also
make it super easy to input data—as easy as emailing your client.

MARKETING DATA

When was the last time your lead visited your website? When did they
last received one of your drip campaigns? This is important information
for pairing interaction with interest. You have a much better chance of
getting your phone call answered if they were just on your site yesterday
versus a month ago.



OF A GREAT CRM\»

IDX DATA

It's much easier to sell someone a home if you know what they want!
Are they looking for a $150k townhouse or a $400k home with a pool?
Are they favoriting properties and signing up for listing alerts? Having
this info paired with your leads is crucial to a good follow up campaign.

TRACKING DATA

Where are your leads coming from? How will you be able to tell if your
new Facebook campaign is working? A good CRM will not only mark
where your leads have come from, but also indicate every source your
lead has interacted with.

LEAD LOGIC

With the amount of leads that pile up in a CRM, it can be difficult to
manage them all on your own. That's why a great CRM will monitor
your leads for you and adjust their status according to their activity.

If you're wondering whether or not our CRM does all of these things, the answer
is yes! If you want to see it in action, give us a call at 919-877-8611 or shoot us an
email at hello@dakno.com and we'd be happy to setup a demao.

30



THE CADENCE

N N

All of our leads are going to be
at different points in the sales
funnel, which meansyouwon't
be interacting with them in
the same way. Mastering the
cadence is all about knowing
when to reach out.

The first step is to sort leads
by how far down the sales
funnel they are. For instance,
cold leads don't need to be
touched as often as hot leads.
We recommend sorting your
leads into buckets by status
and following up accordingly.




CONSISTENT

On average, a lead needs to b
least 7 times before they conwv
means an initial phone call or
just isn't going to cut it. Howe
a routine for follow-ups can e
don't fall through the cracks, a
them are converting.
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Back Adam

@ Love that it has a pool

Great! Why don't we go look at it
Saturday? | 1

@ Does 2pm work?

Of course! ! ¥

We should also check out 27
Beechwood. It's in your price point and
has a beautiful pool

@ I'll check it out. Thanks!

Rebecca Bosch

Cell
901-448-5801

TEXT AND PHONE INTEGRATION

Another key component to mastering the cadence is ensuring that you can keep
track of all client interactions no matter which platform you're using.

In this day and age the mobile experience is a huge part of the real estate process.
Whether clients are looking to buy or sell a home, there's no doubt you'll probably
be keeping in contact with them via text.

That's why it's so important to have a CRM that integrates seamlessly with both
phone calls and text messages. With Dakno Messenger you have the ability to send
and receive calls from a unified number. This means texts and calls won't get lost
between your personal number and your messenger number, and you can spend

more time finding the home of their dreams.

34



ADAPT TO LEADS

WE BREAK LEADS UP INTO 3 CATEGORIES:

Leads given the monitor
status are cold leads. You'll
want to reach out the these
leads less often, rely more on
automation, and focus your
attention on warmer leads.

o~

ENCOURAGE LEADS:
Whilethey may notbereadyto
buy orsell yet, they're certainly
showing more interest. You'll
need to start following up
with them more often.

5, d 5501 Just make sure they mention
el send you $50!Just make sure (€Y nention Y/

5 efer a new client to us, we'll
07 Don't forget - if you refer a ne
an extra $507 Don't forget

Welcome back!

Team Lead Breakdown O
/] hours

Pursue 8
Average Response

(6 Encourage Time

Monitor

Contacts Reached

@ Qualify

Email Marketing

@ New BCC

Property Updates.

174 =

Converted Leads

o~

PURSUE LEADS:
These are your most qualified
leads; therefore, they're the
ones you need to reach out to
most frequently.

ou when they call. =)

£ Team Dashboard

<

Unassigned Leads

Where are your leads coming
from?

DaknolDX - Property Organizer Signup
Seller Lead

DaknolDX - Contact

Mini Contact

DaknolDX - Saved Search

DaknolDX - Request Showing




THE CADENCE IN ACTION

How often does this happen to you? You reach out to someone who visits your site
and ask about their timeline. Then they reply, “Hey, thanks for reaching out, but
I'm not really ready to buy yet. I'm just looking right now. Follow up with me in six
months and let's see where | am then.”

So you tag them in your CRM as a buyer, and set a calendar reminder to follow

up with them in six months. Six months later rolls around, and you reach out to
them to check in about where they are in the homebuying process. “Oh, thanks for
checking in,” they reply, “but | actually bought a home 3 months ago.”

I'm sure it's at this point the old adage, “buyers are liars” crosses your mind. So
what's up with that? Well the truth is, many buyers see the home of their dreams
sooner than they expect to. So if you're not top of mind, it won't even occur to them
to call you.

When you put these contacts in DaknoAdmin, the second they show additional
activity on your site, DaknoAdmin will automatically notify you and change their
status. So you can reach out the moment they start looking more seriously, and
you'll never miss a lead again.
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AUTOMATION THAT DOESN'T FEEL AUTOMATED

When a lot of agents think of email marketing, they think of newsletters, but the truth of the matter is
newsletters just don't work. The goal of any good email marketing campaign is to make it feel personal—it
shouldn't feel as if your emails have gone out to 300 other people. Think of the kind of message you would
send out on your phone to a friend while waiting in line for coffee.

Let's go see houses Inbox x

1:35 PM (2 minutes ago
o me ( ©) Y &

Hi Jeff,

It dawned on me today that our relocation guide has a lot of great information in it like excellent service providers to call for your new home, tax
information and fun things to do in our area too. Sorry | did not think to send it to you before.

Please enjoy our complimentary relocation guide and let me know if | can be of any service to you.

All the best,
Linda

Sent from my iPhone

4 Reply ®» Forward

A

Quick Tip: By adding the line “Sent from my iPhone”
to the bottom of your emails, it truly appears as if this
is a quick email sent from your phone.

37



TESTIMONIAL

"I've been working with Dakno for over a decade and |
wouldn't be where | am in the market today without them.

They have helped me grow my business exponentially and
continue to deliver phenomenal results.”
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CONVERT

LEADS INTO CLIENTS

@ =i 2}

Now that you've put in the work into cultivating these leads, it's
time to seal the deal! Your work isn't quite done yet. If converting a
lead is a marathon, this is the last two miles: you're so close, but
you've still got a bit of leg work to do.

At this stage you're working with active buyers, which means you
need to be an active agent. Don't just wait for them to come to you.
Use language that assumes you've already got their business.

For example, language that makes them say yes: "When we list your
home, we'll implement this marketing strategy": "After today the
photographer will contact you"; "Suzie is the stager, be sure to listen
out to a call from her." Don't be afraid to ask for the sale!



LINDA CRAFT
X TEAM

Sell YoursHouse
for CASHNOW. s

[ Ao
SCTHE NOW

No Hassles, Ao Wailing, NoInlerraplions,
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kMAKE BIG PROMISES

Have you ever seen a weightloss program that boasted that you could lose a solid 5 pounds over the next 4
months? Yeah, and | doubt you ever will. Chances are it's going to be something more along the lines of "lose

30 Ibs. your first month!" You're going to be more inclined to check out the program that makes
a big promise.

The same is true of real estate. Give people a reason to contact you: make a big promise that you can sell their
home or help them buy the home of their dreams.




VOICEMAIL EXAMPLES

Making big promises doesn't just hold up for ads, it's something you can inject into even your
emails and voicemails. For example, have you ever left a voicemail that sounds like this:

AECE e )

secc0 Verizon & 3:43 PM = % 100% M+ eec00 Verizon T 3:43PM * % 100% END #
Voicemail Voicemail
Brad - Brad T
mobile D @ mobile U @

July 27, 2017 at 8:13 AM July 27, 2017 at 8:13 AM

Hi Frank, it's Brad from ABC Real Estate, You
reached out to us about selling your home and |
would love to speak with you. Give me a call at
919-555-1234. Thanks.

Hi Frank, it's Brad. You reached out a while ago about
wanting to know the value of your home. | went back
and pulled your file and was comparing it against
some recent comps in your area. In looking at things, |
think | can net you an extra $8, 000-510,000 for your
house. I'd love to talk through it and get your opinion
Give me a call back today so | can take 5 minutes to
run though it 919-555-1234. Thanks!

P ooo| -013
Speaker Call Back Delete

P ooo| -033
Speaker Call Back Delete

4 V

In this example you've offered
them a potential additional
$8,000-$10,000 on their home in
return for 5 minutes of their time
when they call you back. Not to
mention you've made yourself
sound like an expert who takes
their time to do research. We can
guarantee you'll be more
successful with a voicemail
like this.

Is this person going to call
you back? No. You haven't
given them a reason to!
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COACHES’ CORNER




Qs 303-682-1072

D Amy@mecleaninternationalcom

AMY STOEHR

Vv

“There are precious few
companies in the real estate web
space who deliver not only a
guality product that generates
great results but also outstanding,
responsive customer service that |
can feel confident
recommending. Thank you,
Dakno, for ensuring the clients we
refer feel heard and

well taken care of”

A

g mcleaninternational.com/amy_stoehr

Amy Stoehr is the President of MclLean International. She uses her personal real estate
experience and down-to-earth approach to help both individual agents and large real estate
teams identify their goals and grow their business. Clients who work with her describe her as
incredibly supportive and a master of strategic thinking. Because Amy is attentive to systems
that work on an individual or team level, she can help you identify ways to stay organized and
stay on track to achieve your business goals. Her optimistic and upbeat attitude is perfect for
anyone looking for a positive change in their business. If you're looking for sorneone who can
support and guide your continued growth, give Amy a calll



610-324-5240

S
JUDY WEBER & D} Judy@LivyBynn.com
JAN COPELAND 1 LivyBrynn.com/Resources

"There is power in collaborating with vendors who share your same high standard of
excellence. Vendors who fully understand your industry and work tirelessly to over-deliver for
you. Dakno Marketing is one of those vendors, serving as our go-to website, lead gen & CRM
solution in the real estate space. From the first interaction with them, we've been blown
away not only by their expertise and amazing website & marketing packages, but also by
their outstanding customer

service. Dakno takes the time
to explain things and their
team has a way of making you
feel like you're their #1 client.

Having established the
‘gold standard’ in real estate
coaching for women, we

are thrilled to have found a
company like Dakno to partner =
with, because Dakno helps our |
clients get RESULTS! If you're
serious about building your
real estate business into an
outrageous success, there's
none better than Dakno.” [

Jan Copeland, an experienced Top 1% Agent, nationally-ranked Team Leader, ‘Top 100 Most Influential
Real Estate Agent’, is the President & CEO of the Livy Brynn Success Boutique -- the Ist & only
complete real estate coaching & training company committed to advancing women in the real estate
industry. Her twin sister, Judy Weber, serves as the company's VP & General Counsel, and is also an
award-winning REALTOR®. Livy Brynn offers 1.1 & Group Coaching, online self-directed courses as well
as live events throughout the United States & Canada. Livy Brynn serves women real estate agents

exclusively and everything they develop is specifically designed by women, for women.
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Qs 1(866) 362-2226
DA bruce@brucekeithresults.com

BRUCE KEITH

4

“As a long-time Coach and
Sales/Business Trainer, | learned that
the key to selecting a top-notch
service provider like Dakno is identical
to when a Seller or Buyer is making a
choice. It's the same criteria — ‘Can
they put together a package that's
personalized to my specific needs, are
they responsive when | need them,
and do they get results?’

“Dakno does all that and more.
There's no risk here, they are the
leaders at what they do. | continue to
be impressed with the adjustments
they make over the years in adapting
to the changing marketplace — they're
always ahead of the competition. Hire
them to do what they do best and get
back to what you do best. My
Coaching Clients have found this to
be a highly successful combination.”
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Bruce Keith coaches real estate agents and teams all around the country. He excels at identifying
a client's strengths and using these strengths to spur the growth of their business. No need to be
a “sales person” — Bruce is happy to work with any kind of personality type, as he knows that being
sales-y isn't necessarily the key to success.
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PARTNER WITH A
MARKETING EXPERT

At the heart of things, we're a bunch of marketing geeks. Each member of our
talented team of account coordinators is in the business because they're passionate
about finding new, creative ways to increase your lead gen and maximize conversions.

We love working with clients at every level of their marketing journey. From those who
are just getting started with marketing and need help defining their brand, to clients
who have well-established brands who are looking for ways to further grow their
business we're excited to work with you to find the personalized strategy that works
for you and your team.

Interested in hiring us? Give us a calll We're looking forward to working with you :-)

Nicola Leoni
Marketing Team Manager




LET US HELP YOU!

Thanks for taking the time to read through The Marketing Pla Ok.
hope you found these tips and strategies to be helpful.

Now that you've been armed with the tools for expert marketing you can
implement your own strategy. Of course, if you have any questions about

your marketing plan or just want to pick our brains about growing your
business feel free to give us a call!






