


Simplify and Exceed Expectations 

“It’s not about the market 
It’s ALL about your MARKETING” 



CONFIDENTIAL 1parkplace Property – DO NO DISTRIBUTE 

www.1parkplace.com 

 



Passion to innovate, educate and LEAD! 

• 2010 Dalton-Hundley Census 

• 2010 Real Estate Marketing Summit 

• Industry Town Hall   
• Real Estate Symposium 
• “Leveraging Your Links” book with Allan Dalton 
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 Agents are in control 
 

 Brokerage value constantly being challenged 

 

 Commission revenue shrinking 
 

 Competition is gunning for us 
 

 Need to increase productivity & capture rate 
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 Strategy embraced by Leadership 
 

 Clearly defined process  

 

 Team to execute 
 

 Technology systems to manage & measure 



Start with a Setup for Success 

CEO/Broker 

IT DEPT 

Trainer 

Managers 

SR MGMT 

Executive Level: 
• Buy-in/Hands-on Use is Critical 
• Detailed Implementation Plan 
• Establish Lead Certification/Policy 
• Exec/Mgmt Team Trained  
• Recruiting & Retention 
• Marketing Plan (On & Offline)  

Management Team: 
• Lead by example 
• Recruiting solution 
• Retention strategies 
• Reporting & Accountability 
 



Website Marketing & Promotion   

Online Offline 

Re-connecting with Sphere of Influence (Database) 

Welcome Letter Email drips 

Initial Setup & Customization (Certification) 

Website Contact Manager 
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Adoption and Use  

of System by Leadership 

Policy, Process & Execution 

by Management team 

Implement a Plan to Engage 

Consumers: On & Off line 
Measure & Track ROI/Results 

Opportunity Manager 

Qualifies Prospects 

(Move, Incubate, Delete) 
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 Support the company vision and mission 

 Contribute to the sales plan for ownership 

 Understand clearly where being measured 

 Productive agents & excellent capture rate 

 Open to improvement and change 

 Demonstrates measureable results 
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 Clear plan to select and develop agents 

 Consistent documented process  

 Simple to use tools that work 

 Certified agents – higher than Lead Router 

 Support from leading agents 

 Turn-key & measureable marketing programs 

 Opportunity response systems 

 Measurement & reporting systems 
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2010 – Sales Accountability Study 

(5+ million buyers  
Or 10+ million sides) 
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Is your Sales Ops pipeline leak free? 
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Sales Management Pipeline leak points 
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A leak at any point kills your deals and increases  marketing costs 
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10 Questions to determine 
readiness to dominate 

../../../RESMS/Videos/REMS2011Promo-LongTestimonials.mov
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../../../RESMS/Videos/REMS2011Promo-Animated.mov
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 Leadership has documented sales operation vision 
 

 Able to: 
◦ Make a promise 

◦ Deliver excellence  

◦ Exceed expectations 

◦ Keep it simple 
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 Sales Ops embrace the company sales mission 
 

 Is the mission clear, concise and achievable 

 Did sales management contribute to the mission 

 

 Do they add value and contribute to strategy 

 Understand key competitive strengths 

 Able to hold agents accountable for results 

 Is this consistent across all branches 
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 Company has a clear strategy to achieve the mission 

 

 Has the company analyzed the online and offline 
marketing of competitors.  Both on Google & the street 
 

 Is there a plan in place to defeat the competition? 
 

 Are the agents engaged with the strategy 

 

 How often are you comparing strategy to results 
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Sales managers are engaged in the success of the mission 
 
 Can the sales managers practice what they preach? 

 

 Do your sales managers a company platform for agent productivity? 
 

 Does the platform provide the accountability reporting to motivate agents? 
 

 Are your sales managers abreast of latest marketing and social tech? 
 

 Is there room for improvement with increasing capture rate of services? 
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Company culture has managers & agents embracing strategy 

 
 Can you define your company culture to agents? 

 

 Did you create it or did it develop over time? 
 

 Is there room for improvement and do you know what that is? 
 

 Would you be willing to change it knowing some may not cut it? 
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Company has best practice systems focused on sales mission 

 
 Does your best practice focus on customer or agent? 

 

 Is there a clear process for handling sales leads? 
 

 Does the sales management “coach” their agents using analytics? 
 

 Is your process documented, measureable and evaluated often? 
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Leadership has the desired technology for sales mission 
 
 Are the systems easy to understand? 

 

 Do they work and are they measureable? 
 

 Do your systems overlap – different system doing same thing? 
 

 Are your agents embracing your systems?  Adoption, Adaption & Use 
 

 How do you hold management accountable for adoption & use? 
 

 Are you focusing your agents on how to use tech to generate more 
listings instead of just buyers? 
 

 



CONFIDENTIAL 1parkplace Property – DO NO DISTRIBUTE 

www.1parkplace.com 

http://boss.1parkplace.com/V2
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Almost there! 
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Leadership has implemented a structured accountability plan 

 
 Sales managers have clear accountability plan from leadership 

 

 Sales managers are looking forward to being accountable in new areas 
 

 Leadership is willing to train seasoned managers to new styles 
 

 Leadership meets with managers to go over analytic reports  
 

 Leadership is looking for improved agent productivity, positive online 
customer reviews and increased revenue from services. Then new agents 
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 For Agents: 
◦ Number of contacts in DB 

◦ Number of new contacts added per week/month 

◦ Number of appointments per week 

◦ Number of homeowners targeted 

 

 For Leadership: 
◦ Office by office report on above trends – by agent 

◦ Number of new agents following system vs. seasoned 

◦ Trends matched to closings over time 

◦ Motivate agents and managers with this basic info 
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Sales has desired measurement tools to manage associates 
 

 

 Do Sales Managers develop agents based on tools or honor system? 
 

 Are you measuring your online reach to capitalize on opportunities? 
 

 Are managers developing strong farming agents – influencers? 
 

 Does the company provide easy to measure, turn-key marketing tools? 
 

 Does leadership review the measurement findings with management? 
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Are you confident leads are receiving maximum effectiveness? 

 
 Results are the bottom line – is there room for improvement? 

 

 Does your process allow for modifications that are result focused? 
 

 Do you have response systems in place to ensure results? 
 

 Do you control results or are we hoping for the best? 
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Leak Free Sales Management Pipeline! 
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 Add your score: 
 

 Between 45 and 50 points – Very sharp – cut it up! 

 Between 37 and 44 points – Iron out some wrinkles 

 Between 27 and 36 points – Get out the hammer 

 Below 26 points – Highest upside potential 
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 I will scan it and email send back to you with: 

 
◦ Copy of this PowerPoint show 

◦ 5 P’s or Real Estate Social Marketing 

◦ My Brokerage lead management white paper 
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 Collective thoughts… 

 How I would like to improve it 
 
◦ Make it bi lateral – info both ways 

◦ Receive updates via 3rd party systems 

◦ Track user activities beyond the lead 
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 Request a 4 phase 23 Point 

Custom Firm Assessment 

 

 Phase I – Online Marketing  

  

 Phase II – Off line Marketing 

 

 Phase III – Technology Review 

 

 Phase IV – Expanded Services 

 

 Request a step by step plan to 

move forward with a high 

performance marketing system 

that generates maximum results. 

Let’s get started TODAY! 



Thank you! 

Connect with 1parkplace for proven solutions… with RESULTS! 

 Contact: 1parkplace, Inc: 

     Steve Hundley - CEO 

 Phone: 888-425-2300  

 Email:  steve.hundley@1parkplace.com  

 Connect online: 
 

 Twitter: @1parkplace 
 

  Facebook.com/1parkplace 


