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The greatest advertisement in the world 
is not going to make someone buy or sell 

a home.  

The key to success is being the one that 
comes to the top of their mind when they 

are ready to sell or buy.



Purchased our Agency in 2003 – One 
Office/Two Agents

Since Then Have Opened Five New Offices, 
absorbed an in-market competitor and 
started a property management company.

In November 2009 We Purchased Stowe 
Realty and Opened Our Exceptional 
Properties Division.



Customer-Focused Content (why should they care?)

Delivered In A Consistent Visual Style through
which people say “this is my kind of company”

Evolves as markets and customers evolve

Defines a compelling, relevant purpose that goes 
beyond the product

Attractive and Memorable to target customers in order 
to build preference, drive purchase behavior, and 
sustain a price premium

Creates brand enthusiasts who will re-tell your story



Some will say,
“If it ain’t broke, don’t fix it.”

As a result, too many brokers cling to their 
initial ‘branding’ efforts from the 
founding days due to sentimentality.

Will that sell your product or service in 
today’s evolving, competitive 
marketplace?





“The highest-paid person in the first half of 
the next century will be the “storyteller.” 
The value of products will depend on the 
story they tell. Nike and many other global 
companies are already mainly storytellers.
That is where the money is — even today.”

— ROLF JENSEN    
Author, “The Dream Society: How the Coming Shift from 
Information to Imagination Will Transform Your 
Business”



Experienced Agents Attention to Detail

Professional Family Oriented

Teamwork Councilors 

Partners Independence

That was our story and we’re sticking to it!































Ask  For Quotes In Total Dollars – Not Per Column Inch

Premium Placement

Long Term Contracts

Remnant Space

Elance.com/VAs

Professional Photos















Consider the content that you’re currently displaying on the 
site.

Invest the resources to make it compelling, creative, 
focused, relevant and memorable. This is crucial to effective 
search engine optimization.

Integrate site functionality that will perform tasks that you 
can remove from your staff; integrate automation to 
distribute content that you’re doing manually now.

Invest in quality; find someone qualified and trustworthy to 
build your online user experience…someone who will convey 
your story with a powerful visual language that will 
permeate your outreach and compel thought or action.





The goal is not to become the top result in a search

The goal is to increase your visibility to your audience so that 
the right people can find you, and be compelled enough to take 
the desired action

SEO is not a 1-time implementation; it requires ongoing 
maintenance 

Effective websites are routinely discovered outside of search 
engine results;  they’re found via social networks and optimized 
content/links from other sites

People make instant decisions based on what they see; poorly 
branded sites are ignored regardless



Post Card Mailings

Top 100 Clients

Top 500 Clients

Client Appreciation Parties

Vendor Programs



— Seeing is believing; how much you value your company is 
evident in your visual branding—reflect this value in your 
brand.

— Make sure that you have something engaging and
polished to show before directing people to your site or 
materials.

— Avoid employing any inconsistent or antiquated messages or 
visuals that could destroy sales or partnership opportunities.

— Branding is like gardening: plant seeds in fertile soil, 
cultivate, weed, get your hands dirty at first. Inevitably you 
will reap a harvest, but usually in a different season.


