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Customized Marketing Plan

For Ray and Susan Jones’ home
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HIDE THIS COLUMN - AGENT USE ONLY
Date Notes Follow-up
Preview Gather information
Goals:
How quickly do you have to move?
Is there a legal deadline?
(i.e. an offer on another home)
Do you have a price in mind?
How did you arrive at that number?
Tell me about your home...
Note to agent: was this home previously
FSBO?
Listed with another company?
(i.e. withdrawn or expired)
If so, ask questions about that.

Follow-up Present CMP

DAY
1 Thursday, January 10, Execute exclusive listing agreement
2008
Schedule photographs
Fill out MLS info form
Draft newspaper ads for split testing
Schedule signs
Schedule 21 day price review, if needed for ~ Make market review appointment for Wednesday, January 30, 2008
Leave any required disclosure documents
Schedule follow up meeting
Schedule open houses, if needed
Schedule agent tour
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2 Friday, January 11, 2008 Place sign
Enter info into MLS, web site and other
Place ads with local papers
Deliver fully executed CMP, including
advertising copy
pictures
MLS print out
web copy

3 Saturday, January 12, Deliver marketing packages that include
2008
current competitive market analysis
plat map
seller disclosures
legal description
other info that buyers might need

4 Sunday, January 13, 2008 Optional activities include:

Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with

properties newly listed

properties just sold

5 Monday, January 14, 2008 Optional activities include:

Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with

properties newly listed

properties just sold

4)
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6 Tuesday, January 15, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with
properties newly listed
properties just sold

7 Wednesday, January 16, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with
properties newly listed
properties just sold

8 Thursday, January 17, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with
properties newly listed
properties just sold
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9 Friday, January 18, 2008 Optional activities include:

Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with

properties newly listed

properties just sold

10 Saturday, January 19, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with
properties newly listed
properties just sold

11 Sunday, January 20, 2008 Optional activities include:

Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with

properties newly listed

properties just sold

/4
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12 Monday, January 21, 2008 Optional activities include:

Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with

properties newly listed

properties just sold

13 Tuesday, January 22, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with
properties newly listed
properties just sold

14 Wednesday, January 23, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with
properties newly listed
properties just sold

* %
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15 Thursday, January 24, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with
properties newly listed
properties just sold

16 Friday, January 25, 2008 Optional activities include:

Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with

properties newly listed

properties just sold

17 Saturday, January 26, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with
properties newly listed
properties just sold
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18 Sunday, January 27, 2008 Optional activities include:

Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with

properties newly listed

properties just sold

19 Monday, January 28, 2008 Optional activities include:

Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with

properties newly listed

properties just sold

20 Tuesday, January 29, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents
Update market analysis with
properties newly listed
properties just sold

*Hk
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21 Wednesday, January 30, Optional activities include:
2008
Follow up with buyer's agents
Send out direct mailing to target market
Send out direct mailing to neighborhood
Hold open house
Fax listing information to local agents

Update market analysis with Update market analysis with

properties newly listed properties newly listed

properties just sold properties just sold
Review plan activities to date and revise, if Review plan activities to date and revise, if needed
needed

30 Wednesday, February 06, Present updated plan, MLS info, etc...
2008

60 Friday, March 07, 2008 Review plan activities to date and revise, if needed
20 Sunday, April 06, 2008 Review plan activities to date and revise, if needed

120  Tuesday, May 06, 2008 Review plan activities to date and revise, if needed
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