
 

 

Business Plan Workshop 2021 

 

1. Create a vision statement 

What do you want to accomplish in the short- and long-term? Develop 

a vision statement to identify the goals you’d like to reach. This 

makes it easier to lay out steps for reaching your business’ vision. 

2. Identify your target customer 

Who are you marketing to? Will you be marketing to sellers, renters, 

first-time home buyers, etc.? Identifying the personas you’re selling 

to paints a clearer picture of who to target with your marketing efforts. 

3. Develop goals 

Set goals for your overall marketing initiatives and summarize which 

strategies you’ll use to accomplish these goals. What are the business 

goals you’d like to reach? And what criteria will you use to decide if 

these goals have been met? 

 



4. Determine your unique selling proposition 

Think about what differentiates you from your competition. Here are 

some questions you can ask yourself when developing your 

proposition: 

• What can you offer that others can’t? 

• How does your unique approach or personality create value for 

prospects? 

• What are the latest pricing, selling, and buying trends in your 

market? 

• How can you discuss these trends (including the numbers) with 

prospects? 

5. Determine tools and budget for each strategy 

Pick the top marketing ideas that will work for your business, selling 

proposition, and ideal target market. From there, calculate how much 

of your budget to allocate to each strategy. 

6. Measure performance 

Once you’ve identified the tools you’ll be using to market your 

business, write down key metrics to measure their success. Determine 

the timeframe for the strategy or campaign and set a goal. Let’s use a 

paid Instagram ad as an example: 

Campaign: Instagram post promotion 

Length of promotion: 3 weeks 

Goal: The post should gain 1,000 impressions and have a click-

through rate of 1% 



We know 78% of all real estate transactions come through repeat 

and referral business. 76% of home sellers abandon their previous 

agent and work with someone else. Whether it’s third party reviews or 

word of mouth, make sure your efforts allow your sphere of influence 

to grow. Time, delivery, and ROI is the balance for 2021. 

 

Brand building will be crucial throughout the rest of the year and into 

2021. There has been a real awakening in identifying and living 

corporate brand values. Simply saying the “right thing” is not enough.  

Consumers’ needs have gone through tremendous adversity this year.  

 

They are becoming increasingly more money conscious, more socially 

and politically aware, and more picky about their homes- and the 

service providers they choose. 

 

The brands that have aligned their services with these changes are 

getting far more attention and solidifying relationships for years to 

come. If you haven’t looked over your Values and Mission Statement 

in a while, now is the time.   

 

Is it time to throw away the SWOT Analysis and Smart Goals?  

No. It’s time to double down. It’s essential to have a Plan A, but now 

you also need a Plan B (and even a Plan C). Review how you adapted 

to change this year, and build on that in a sustainable way.  

 

 

As consumers have sped up their timelines to move, technology has 

moved faster. Real estate technology has made as many changes in 6 



months as they normally would have in 3 years. It’s important for you 

to be as up to date as possible.  

 

Cost savings tip: Review your brokerage technology and your 

Association Member Benefits before adding on or moving to another 

provider. 

 

Plan and live for sustainable growth. 

Reprioritize customer retention and referral strategies amidst 

customer acquisition and lead generation budgets. Virtual client 

nurturing events are part of a set of new best practices. 

 

Hire talent with long-term value. 

Re-image what “work” means for your organization. Remote-based 

work, using smarter marketing automation, restructuring staff roles, 

and creating a hybrid office model are all things to consider. Leverage 

might look different, but make it work for you.  
 

Mental health and wellness for yourself and your team is critical. 

We are in uncharted territory when it comes to managing the level of 

change and stress we’ve seen this year. The health and well-being of 

your business is vital to sustainability.  

 

Your team’s culture is the foundation that nurtures the value every 

team member brings to the brand, and to their own productivity.  

 

Make a new plan for marketing and social media strategy. 



Your marketing content and channels you use are up for a big 

reevaluation.  In real estate, your reputation is what others say about 

you.  

 

2021 Marketing Strategy 

 

Step 1: Publish Useful Real Estate Information 

First step, publish real estate information that people will find useful 

and engaging. This is where we use a blog post. Blog posts make the 

information easy to produce, publish, and share.   

 

Market snapshots & updates are an easy way to provide information 

that will be interesting to your network. But you can provide 

information on nearly anything! Home buyer & seller tips, remodeling 

advice, home equity, etc! As long it's real estate related and 

interesting, you're good to go!  

 

After you create this piece, it will become the reason for outreach to 

your network AND it will help create authority & credibility for your 

online reputation.  

 

Step 2: Send the Info to People You Know 

Finding a reason to email you contacts can feel difficult? How do you 

reach out without feeling like you're just sending spam or like your 

only reaching out to see if they are interested in buying or selling a 

home? 

That's where the blog post comes in. Sharing the valuable information 

you created becomes an easy reason to reach out to everyone you 

know.  



So for Step 2 of this campaign, you're going to send an email to all of 

you contacts. In your email, summarize the main points of the blog 

post and provide a link to the full article. You can use the example in 

the video above as the basis for your email! 

 

Step 3: Share a 1-Minute Video 

If you're not currently using video in your marketing, it's time to start. 

Video is the most effective marketing medium right now. In fact, first 

using video get 6 more leads than those that don't.  

 

Step 4: Post Info on Social Media 

For Step 4, you're going to continue to get your valuable real estate 

information in front of your contacts in as many ways as possible.  

 

Share your the blog post your created across all of your social media 

accounts. Post it to your Facebook Business Page, share it on 

LinkedIn, Instagram, Pinterest... Whatever you use, go ahead and 

share the awesome resource you created!  

 

Step 5: Personal Outreach 

When you consistently do the previous marketing activities, you're 

going to get your contacts thinking about you when they think about 

real estate. To capture the opportunities that is generating, you need 

to do personal out reach.   

 

Personal out reach, however, has changed. These days, people rarely 

answer the phone. So if you want to have personal communication 

with someone, you're better off trying an alternative form of outreach. 



My personal favorite--and in my testing, most effective--method of 

outreach is Facebook Messenger.  

 

Facebook Messenger is a convenient, unobtrusive way to have a 

conversation with one of your contacts. Messenger gives your 

contacts the ability to read & respond at their leisure, and for all of 

these reasons, Facebook messages have an astronomically high 

response rate.  

 

And reaching out with Facebook is incredibly easy! Just send a quick, 

"You recently popped up in my feed, and it made me wonder how 

you're doing". As you can see in the example above, it can produce 

some amazing results!  

 

 

 

 
 


