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REAL ESTATE MARKETPLACE

Garry Wise Chris Scott
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4 DRIVERS OF CHANGE IN THE REAL ESTATE MARKETPLACE

1 Continued evolution and adoption Internet technologies.

2 Demographics of home buyers and sellers.

3 Changes in consumer attitudes towards information.

4 Technology natives entering our competitive space.
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USE OF INTERNET TO SEARCH FOR HOMES 2003-2015 

▸ Over 9 out of 10 Home 
Buyers use the Internet to 
search for homes. 

▸ Other studies show 97% use 
of the Internet during home 
search.
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Source: NAR, Profile of Home Buyers & Sellers
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PERCENTAGE OF HOME BUYERS WHO FOUND THE HOME THEY PURCHASED ON THE INTERNET

▸ Almost half of Home 
Buyers found the home 
they purchased online.

Source: NAR, Profile of Home Buyers & Sellers
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AGE OF HOME BUYERS

▸ 2 out of 3 Home Buyers are under the age of 55 
(66%).

Source: NAR, Profile of Home Buyers & Sellers 5
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“DO YOU TRUST ONLINE REVIEWS AS MUCH AS PERSONAL RECOMMENDATIONS”

▸ 88% of consumers trust 
Online Reviews as much as 
personal recommendations.

Source: Consumer Review Survey, 2014
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1 Help seller market home to potential buyers

2 Help sell the home within a specific timeframe

3 Help price home competitively

4 Help find a buyer for home

5 Help seller find ways to fix up home to sell it for more

6 Help with negotiation & dealing with buyers

7 Help with paperwork, inspections, etc.

8 Help seller see homes available to purchase

WHAT HOME SELLERS WANT FROM THEIR REAL ESTATE AGENT

Source: National Association of Realtors, 
Profile of Home Buyers & Sellers
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NUMBER OF NEW REALTORS® 2012 - 2015

▸ Between 2012 - 2015 
167,771 new Realtors®. 

▸ 16.8% growth in 3 years.

Source: NAR Member Count

Year # of Realtors®

2012 999,824

2013 1,042,231

2014 1,099,102

2015 1,167,595
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HOW WE CAN PROFIT FROM THE NEW TOOLS OF OUR TRADE

▸ Tools are ways to get an “instant” competitive 
advantage. 

▸ Tools are a mark of professional distinction 
(Who uses the latest tools? Leaders.) 

▸ Tools give us new capabilities and the ability to 
act on new strategies & tactics. 

▸ Ineffective or obsolete tools cause people to 
question your competence.
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4 TOOLS FOR REAL ESTATE PRACTITIONERS

1 Tools of Efficiency Outperform others at the same tasks without 
additional effort.

2 Tools of Promotion Connect with more customers and prospects 
without additional expense

3 Tools of Confidence Build a sense of trust about our competence to 
reduce cost of transaction.

4 Tools of Conversation Powerful language and narratives to guide client 
outcomes.
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5-STEP PLAN FOR A BULLET 
PROOF ONLINE REPUTATION

Garry Wise Chris Scott
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How many pages deep do 
people go on search engine 
results?

3.7%4.8%

91.5%

1st Page 2nd Page 3+ Pages

91.5% of people only look at the first page of 
search engine results.
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5-STEP PLAN FOR A BULLET PROOF ONLINE REPUTATION

1 Update your online bio with specific criteria.

2 Buy a domain and direct it to a profile site.

3 Improve your LinkedIn Profile with multi media.

4 Publish Expert Articles on LinkedIn Pulse.

5 Setup Google My Business for Reviews and Local SEO.
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goal of giving you a 5-star experience.
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CRM CAMPAIGNS & 
BEST PRACTICES

Garry Wise Chris ScottDave Crumby
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Daily

• Manage current clients - following up, 
scheduling calls, emails, appointments, 
reviewing & updating notes.


• Manage transactions - see what needs to 
be competed, staying in touch with players, 
and client updates.


• Review and update 10 contact records.


• Contact info, status, sales activity, etc.


• Followup with monthly network campaigns.
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Digital Campaign Map
Publish Blog 

Post
Attach PDF Report to 

Cover Email
Email  

Network

Call/VM 
Network

Social 
Post

LinkedIn 
Published Post
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What is buying power? It is the combination of how much you can 
realistically pay for a home and your credit-worthiness. You’ll 
need money saved for the down payment -- which is typically 
between 10% - 20% of the price -- as well as cash for closing 
costs, such as transfer tax, PMI, title insurance, and legal fees. 
For ongoing mortgage and maintenance, your monthly obliga-
tion shouldn’t be more than 36% of your monthly gross income.
A good credit score is usually 720 or above. A loan professional 
can help you figure out your buying power and give you a clearer 
idea of if your score is in the ‘good’ range. Have them check your 
score for you so that you don’t inadvertently lower your score by 
checking it yourself. You want to clean up your credit as soon as 
you can, and definitely before you get a mortgage pre-approval.

Know your buying power

Winning Home Buying Strategies  
and Secrets from Industry Insiders

Thinking about 
buying a home?

Since it’s likely the single 
biggest investment you will 
ever make, being prepared 
will help you make a smart-
er purchase decision. Don’t 
make an offer until you read 
and understand these real 
estate insider tips.

SAMPLE DIGITAL CAMPAIGN

Blog Post PDF Report Cover Letter
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SAMPLE DIGITAL CAMPAIGN

Phone Script Social Post LinkedIn Published Post

Protesting your property taxes can save you hundreds (and in 
some cases thousands) of dollars a year. 

Need help getting information to protest your property taxes?  

Let me know and we’ll schedule time to produce some 
comparable property values to use for your documentation.
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GOODHOME VALUE 
ANALYSIS

• Comprehensive pricing 
assessment of your 
home’s value. 

• Tips and 
recommendations so 
you can increase your 
home’s resale value. 

• Access to my priority 
help hotline if you have 
any questions.
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ONLINE MARKETING 
CAMPAIGNS & METHODS

Molly McKinley Chris Scott
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1 Create a featured listing landing page on your website

2 Name your photos of the listing with the full property address

3 Video of the listing uploaded to Youtube & embed on page

4 Run a Coming Soon/Just Listed Facebook ad campaign

5 Hold an Open House and promote it via Facebook ads

6 Send out the “First to Know” email to contacts

7 Post on Craigslist

8 Upload photos of the listing to a Pinterest board

9   Instagram pictures of the property

10   Promote home on Twitter

10-Step Method to Market Real Estate Online

35% of Home Sellers 
Want Agent Market 
Home & Find a Buyer
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LISTING PRESENTATION SLIDES  
FOR THE DIGITAL AGE 

Garry Wise Chris Scott
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3 P’s of Home 
Selling Process Preparation

Price Promotion
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THE REDM CERTIFICATION COURSE

➤ Give you the skills to promote your 
sellers’ home online. 

➤ Give you recognition and accreditation 
for your marketing knowledge and skills. 

➤ Show you how to use the same practices 
to promote & grow your own business.

Copyright 2014, The Paperless Agent

Digital Listing Presentation
Power Pack - Upgraded
$967 

$1,641 Value

$397
 75.8% OFF
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ONLY
TODAY ONLY!

First Year REDM 
Membership
$77

REDM Certification 
Course
$597

ThePaperlessAgent.com/getredm


