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Marketing Worksheet

	What are you trying to achieve with this marketing piece/campaign? (buy ugly houses at a 50% discount, sell the house at 1122 easy street etc)



	Who is your prospect? (if you have more than 1 prospect, i.e. 1st time homebuyers and the agents who serve them, use 2 separate worksheets)

Is there a particular situation he’s in?
Is there a place he’s likely to be in often?
Are there particular places where he’s likely to work?
Are there professionals that he’s likely to consult?
Will he use the web to try to find the product/service he needs?
Is there  a professional organization that serves him?
Are there non-profit agencies that serve him?
Are there websites or publications that serve him?
Is he involved in legal action of some sort?
Other demographics: age, income level, education level etc:







	How will you reach your prospect (direct mail, targeted publication, shotgun marketing. Be specific—i.e. get a list from the courthouse, run an ad in Ugly House Weekly etc)









	What is keeping your prospect up at night, and how will the benefits you offer and the values of your business make him feel better? List all that apply.

	Prospect’s concerns

Overwhelm 
Taxes/passing money to kids
Reluctant to give up income
Want to fix but can’t fix














	Your solutions

Want the income from your building without the hassle?


	Who or what are your prospects alternative, and how are you better?

	Competition












	Your advantages

	What are the major objections that your prospect will have to responding, and how will you overcome them?

	Objection
Doesn’t believe you








	Answer

	Do you have, or can you get real testimonials from customers that are like this prospect?




	What do you want the prospect to do RIGHT NOW?




	What you do when the prospect takes this action? Be specific






	Write at least 20 headlines that will interest, challenge, rouse, or otherwise get the attention of your prospect

Want to keep the income from your apartment building, but lost the tenants?
If you could sell that building but keep the income, would you?
Do you know that the IRS lets you sell your apartment building and pay no taxes?













	Do you have a true, compelling story around your offer or the prospect’s situation? It can be yours, someone else’s, or even another prospect’s. write it out here.







	Create a guarantee around your offer—what will you do, and what will happen if you don’t?







	Can you create a deadline around your offer?









	What P.S.s will you use?






Read your own writing:
· Is there any way to turn all the “I”s, “we”s and “me”s into “you”s?
· How much time are you spending talking about things that are irrelevant to what the seller’s situation or concerns (ie why you’re writing to them, how you found their name, who you re and what you want?) eliminate all of it.
· What are you saying that might be misunderstood or disbelieved by the seller? (ie Cash offer, I buy 5 houses a month and would like to buy more, as-is). Eliminate or clarify all of it
· What are you saying that will generate calls you don’t want? (ie ‘fair offer’, ‘full price’, ‘even if you don’t want to sell your house call me’. Eliminate all of it
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