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Marketing Mistake 1

Talking too much,
and mostly about
yourself.

You’re great. The services you provide are probably great too,
but talking too much about yourself and your services can
actually backfire in marketing (and sales)

What to do instead:

Shift your focus from telling
to showing.

Whether in person or in print, rather than tell people “what
you do” and risk boring them with your 120-point marketing
plan; shift your focus to show people how well what you do
has worked for others. Social proof is an effective marketing
tool that cuts through marketing clutter. Incorporate client
video testimony, online reviews, and dollarized proof of your
negotiation skills for the best results.

For print and digital marketing, same rules apply. Rather than
tell them that you’re an expert, show them your expertise.
Create and deliver content that is relevant, timely, and most
importantly, insightful. The most impactful content teaches
your audience something they didn’t know, they didn’t know.
Become an expert at communicating your “expertise” and
watch clients start to actively seek you out for advice.
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Marketing Mistake 2

Sounding the same
as everyone else.

Many REALTORS® post their real estate board stats or news
articles on their Facebook page, but how many are adding
context to those statistics and articles? Your clients have
information and tools at their disposal 24/7. What they
don’t have is the wisdom that comes from your many years
of experience, your expert knowledge, and your way of
explaining things — what they lack is insight.

What to do instead:
Have an opinion.

Include your interpretation and advice to real estate news
everyone in your marketplace is hearing about. Break down
the broad market statistics and talk to your clients about what
the statistics mean to them, and their world. Offer your own
unique perspective and don’t be afraid to provide your honest
opinion. Buying and selling real estate is a big deal and people
want a leader who isn’t afraid to tell them the truth.
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Marketing Mistake 3

Spending too much
time finding leads
and not enough time
converting leads.

Ironically, one marketing mistake you might be making

is spending too much time marketing. Technology and
marketing strategies are powerful tools that can also distract
you from the real goal — converting leads to appointments,
and appointments into signatures (listing, buyer or sale
agreements). 500 likes on your Facebook page is great, but
are you providing value and selling more houses because of it?

What to do instead:

Become relentless at
lead follow up.

Before starting a new marketing strategy, ask yourself, “Am

| trying to stay busy to avoid doing the hard work — setting

appointments with the leads | already have?” Most agents could
Buyer Lead Prequalification and Follow up . . . . . . .
(www.richardrobbins.com/wp-content/uploads/ literally double their business just by implementing an effective
videos/BuyerFollowUp.mov) lead follow up system.

To become more effective at lead follow up, start by qualifying
all leads for motivation and avoid wasting your most valuable
resource — time. Take a look at this “live” Prequalification Video
that shows you exactly what to say and how to say it.

Until next time. Make it count!
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Questions? Or more information.
richardrobbins.com | 1 800 298 9587.

Disclaimer

Although this material has been compiled from sources believed to be reliable, Richard Robbins International Inc. cannot
guarantee its accuracy or completeness. All opinions expressed and data provided herein are subject to change without notice.
The information is provided solely for informational and educational purposes and is not intended to provide, and should not be
construed as providing individual financial, investment, tax, legal or accounting advice. Professional advisors should be consult-
ed prior to acting on the basis of the information contained in this post/website. Richard Robbins International Inc. assumes no
responsibility for errors or omissions in the content.
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