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Understanding the Market
Today

Iﬂ Market Insight

e The property market presents unique challenges today, with
fewer enquiries and limited negotiation scope for top prices.

e Property owners need to set realistic prices from the beginning,
avoiding expectations based on past peak prices.

e Agents must provide a clear, current market perspective, target
audience insights, and effective promotional strategies.

e Prepare comparable lists and market commentary to back every

property listing and support pricing decisions.



Crafting the Perfect
Property Listing

Iﬂ Listing Essentials

e Focuson each property's unique features to create an engaging
and appealing property campaign.

e Develop a compelling story about the property and strategically
share it with the target audience.

e Ensure every listing is relevant and well-priced for the current
market conditions.

e Plan and optimize each property campaign, paying attention to

the strategy and effort required.



Effective Campaign
Strategies

Iﬂ Campaign Focus

e Top agents thrive by working on lists of people and strategically
targeting market opportunities.

e Every exclusive listing should be given focused attention and
strategically marketed.

e Consider the best marketing methods to promote each property
intensively.

e Bepersonadlly involved in all stages of the marketing campaign to

drive better results.



Top Agent Tactics

|ﬂ Agent Success

e Generic agents struggle while top agents thrive due to their
diligent efforts and focused strategies.

e Top agents constantly engage with their lists of people,
regardless of market conditions.

e Daily routines are centered around conversations with potential
buyers and market influencers.

e Focus on exclusive listings to maximize results and maintain client

trust and satisfaction.



Exclusive Listings Matter

|ﬂ Exclusive Focus

e |dentify and target the correct market for each exclusive listing
with dedicated focus and time.

e The number of properties you handle depends on their size and
type, requiring careful management.

e Large properties need significant effort, while smaller listings are
more manageable.

e Top agents can efficiently manage approximately 10 average-

sized exclusive listings simultaneously.




Strategic Marketing
Efforts

Iﬂ Marketing Impact

e Marketing strategies should highlight the property's quality and
appeal to today's buyers.

e Focus on personalized marketing efforts within the local target
market for the best results.

e Vendor-paid marketing is essential to securing exclusive listings
and driving meaningful enquiries.

e Explain the benefits of vendor-paid marketing to clients to ensure

their commitment.



Vendor-Paid Marketing

Iﬂ Client Investment

e Vendor-paid marketing is crucial for effectively listing and
promoting propertiesin today's market.

e Provide clients with compelling reasons to invest in marketing and
explain the benefits.

e Use marketing funds strategically to capture the right enquiries
and opportunities.

e Serious property owners will understand the importance of

investing in proper marketing.




Personal Involvement in
Marketing

Iﬂ Hands-On Effort

e Agents must be actively involved in the marketing activities of
their exclusive listings.

e Personal effortin promotional activities leads to better enquiries
and higher potential prices.

e Today's market demands that agents go beyond advertising and
engage personally with each listing.

e Hands-on involvement ensures better visibility and engagement

with potential buyers.



soLuTtic Optimizing Enquiries and
Opportunities

m Maximizing Reach

e Effective promotion of properties leads to increased enquiries
and opportunities for better prices.

e Focuson targeted promotional efforts to attract serious and
interested buyers.

e Engagement with the property market on a personal level
enhances the chances of closing deals.

e Strategically managed listings and promotions ensure optimal

market reach and response.



Personal Touchin
Property Listings

Iﬂ Engagement Matters

e Advertising alone is insufficient; agents must engage with
property listings in a personal way.

e Personalinvolvement translates to better enquiries and higher
offers for property listings.

e Agents should actively take listings to the market, ensuring they
reach the right audience.

e Engage with potential buyers personally to create stronger

connections and drive better results.
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IMPORTANT INFORMATION

This information is prepared as general
training information for commercial real
estate practitioners globally. No part of this
material may be regarded or relied upon as
legal or specific advice for individual
situations. Although all care has been
taken in the preparation of this material,
recipients:

- Must not alter their position or refrain from
doing so in reliance upon this material; and
- Are urged to seek independent legal
advice with respect to the matters traversed
in this material; and

- Are urged to undertake further studies into
legislation and practices that apply in their
location.

This is another quality resource
from the Commercial Real Estate
Training Online Series. Contact us
below:

http://commercial-realestate-training.com
info@commercial-realestate-training.com

© Copyright John Highman 2024.
All Rights Reserved

P/1\ N
EEEm
W W W A
A\ | /4

Commercial Real

Estate Online

BAL

GLO



http://commercial-realestate-training.com/
mailto:info@commercial-realestate-training.com

	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14:  IMPORTANT INFORMATION  This information is prepared as general training information for commercial real estate practitioners globally.  No part of this material may be regarded or relied upon as legal or specific advice for individual situation

