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5 MISTAKES PRINCIPALS MAKE WITH THEIR MARKETING

Mistake No. 1 - No distinct image

Creating an image of what you stand for is important because it provides people with a reason to remember you.  It should give people a reason to want to work with you.  Too many agents are focused on imitation or being one of the pack.  

Lack of a strong company image also contributes to how your agents think of themselves and how they feel about the company, as well as your ability to recruit top agents successfully.

The first step in creating a brand image is to identify what your business stands for – this should be a representation of your vision/mission statement.  It has to be meaningful to your clients and to your team.  Remember that your ability to attract and retain great people will be heavily influenced by your image.

Mistake No. 2 - Lack of consistency

Consistency in all of your advertising is critical to ensuring you create that compelling image.

Take all of your marketing materials and collect them in a room.  Are they consistent in tone, message and style?  If not then the chances are you have wasted a portion of your marketing budget.  

If you are able to continually reinforce a message then it becomes far more powerful.  Your materials need to work in conjunction with each other rather than against each other.  So make sure they are always consistent. 

Mistake No. 3 – Only running property ads

House ads can be highly effective at displaying to potential vendors that you have the ability to list properties.  

However what they do not do is give the potential vendor any sense of who you are or what you stand for.  Pick up a copy of your local newspaper and look at the display ads – over time they have all become the same – full page, half page, quarter page and smaller modules.  Photo of the property, agent brand at the top or the bottom and that is about it.  How does this ad convey anything about your brand image or what your company stands for?

You should use a combination of property ads and image ads.  The image ads when teamed with great copy will reinforce your image and complement your property ads.

When you do decide to run property ads put some effort into incorporating some extra effort to bring your image into the ads.

Mistake No. 4 – Not marketing consistently throughout the year

Many agents and agencies seem to think that it is only necessary to advertise when listings slow?  

The challenge in this approach is that you create a business consisting of peaks and troughs.  You know how it goes – when you are listing property regularly you stop advertising.  By the time you have finished selling your listings you realise that you haven’t had time for prospecting and you find your pipeline is almost empty.  You panic and open the floodgates on personal marketing.  You spend a few weeks with no listings and then the marketing starts to create leads, listings follow and you turn off the marketing.  Before you know it you have another trough.  

Mistake No. 5 – Not giving your agents a profile

Many real estate principals forget one of their most important customer segments – their agents.  Like it or not they need to see that you are also interesting in working for them.  In a competitive marketplace you need to retain your best people –and as long as the executions are in keeping with your overall brand image then this is an excellent tactic.  It is a real win-win.

Mistake No. 6 – Misunderstanding how use the internet to build business

Very few real estate companies have managed to capture the full value of the internet.  The internet offers a great tool for those agents savvy enough to capture its full potential.  Here are some tips on how to maximise the value of the internet for your business:


1. Have a website that reflects your brand

2. Be sure that the site provides compelling information on all of your services

3. Include high quality photos and copy on all properties – including rentals

4. Include as many photos and as much information as is required to display the property in its best light

5. Have an email lead management process 

6. Have a subscriber area where people can subscribe to receive information from you

7. Have a property alert system that automatically emails properties that match buyers criteria 

8. Update your site regularly

9. Have a section specifically targeting vendors highlighting why you are different and focusing on your agents, your track record and testimonials


