 McKae Properties
Marketing Plan

· Gather detailed information on your home and review you needs, goals and time requirements.
· Provide a fair market evaluation based on an analysis of recent sales, current listings and trends within the area.
· Assist you in preparing your home for sale.
· Order Termite Inspection
· Order Property Inspection
· Review the benefits of a Home Warranty Plan.
· Complete all necessary paperwork – contracts, disclosures, etc.
· Set up appointment for Virtual Tour and Photos
· Price your property to allow for an overbid or for reasonable flexibility on offers, considering market conditions and your needs.
· Confirm price opinion by inspection and survey of a small number of real estate professionals from Keller Williams.
· Design a marketing flyer

· Compile a Home Profile Book highlighting the features and benefits of your home

· Order Keller Williams distinctive “FOR SALE” signs to be placed prominently on your property with direction signs to the property, if necessary.
· Submit your home to the regional Multiple Listing Service for immediate exposure to the real estate community.

· Schedule and host the Tuesday Broker’s Tour

· Schedule Sunday Open House.

· Contact developers in the area for possible interest

· Email top agents in area notifying them about your home

· Prepare and send Post Cards to neighbors and to top real estate agents that service the area, as well as major corporations in the immediate area.
· Implement media advertising campaign.

· Place in my local newsletter distributed throughout San Mateo & Santa Clara County.  Place internationally with , Proxio
· Begin “Hour of Power” calling to prospect clients and surrounding neighborhood and corporations to promote your home.
· Install a lock box on the property to make it easy for agents to show your home.

· Place your home on the INTERNET:
1. Keller Williams.com
2. McKaeProperties.com
3. Realtor.Com
4. Craigslist.com
5. OpenHouse.com
6. RE Infolink

7. Google Base

8. Luxury Homes  For Sale

9. Kijiji.com

10. Zadzoo.com

11. Postlets.com

12. Zillow.com

13. Trulia.com

14. Flipit.com

15. MLS Lsitings.com
16. Twitter, Facebook, Linked In plus numerous other social networking sites
· Create a dialog with agents who have shown your home to gain valuable feedback.

· Review accumulation of sales agents’ opinions of value and marketability, meet with you, discuss all comments and opinions, and confirm pricing and marketing strategies.

· Host Sunday Open House.
· Contact those local real estate agents that did not view your home during the Broker’s tour and invite them to the open house.

· Contact those people who attended the open house, inquire as to their needs and impressions, and ask for referrals.

· Meet with you; review all comments and opinions, update you on activity and interest in your home, revise pricing and marketing strategy if necessary.

· Employ appropriate plan of action when offers are submitted.
· Discuss various ways to structure counters, which will provide you with the maximum protection.
