
PREPARED ESPECIALLY FOR:

JOSIAH ALLEE | REALTOR® BROKER | ANTHONY TEAM REALTY

8 - W E E K  M A R K E T I N G  P L A N



AGENT
BIO PAGE

Josiah Allee
Realtor® Broker
Anthony Team Realty
(317) 608-9685
(317) 220-6002
josiah.allee@talktotucker.com
anthonyteamrealty.com

About Josiah Allee

Being a fourth-generation real estate broker, Josiah has been raised in 
and around the principles of making honest transactions in the greater 
Indianapolis area. Josiah has seen and experienced, firsthand, many 
aspects of real estate and now is continuing his journey with Anthony 
Team Realty.

Growing up a Hamilton County native Josiah is passionate about the 
history and the future of this one of-a-kind area, he understands that 
everyone is different and that there is a home for everyone in Central 
Indiana. Being heavily involved with multiple community building 
organizations, The Hamilton County 4-H Extension, Josiah actively gives 
into the place that has given so much to him.

Josiah prides himself on being able to access the wants and needs of 
his clients, in order to find the perfect home for them.



CAMPAIGN SETUP
& PRE-LAUNCH MARKETING

WEEK 0

We only have one chance to make a first impression with the consumer. Many 
agents and brokerages stumble upon this step and cost their sellers real money 
when buyers don’t value the home enough to make solid offers. 

So, how can we avoid this misstep?

Much of the property marketing campaign rests upon the consumer’s ability to 
find your property online ... and to find it with the right information.

These pre-launch activities, therefore, are designed to seed the marketplace, 
optimize for SEO, and position the property for the best possible impression right 
out of the gate.

o	 F.C. Tucker branded “Coming Soon” real estate sign placed  
on property.

o	Marketing Narrative and Lifestyle Story for the property, location, and 
neighborhood is drafted with client input.

o	Marketing Copy for the property is distilled from the Marketing 
Narrative and Lifestyle Story.

o	 Featured Property landing page on Tucker website.

o	Professional-Grade Photography (with address and description in file 
name) uploaded to the Featured Property Landing Page.

o	Property Tour & Seller Interview Video uploaded to YouTube and 
embedded on Featured Property Landing Page.

o	Property posted to Anthony Team Realty Facebook page.

o	 Facebook Ad Campaign starts marketing property (will run for 30 days 
using three different images to split test for best response).

o	Client shares link to Featured Property Landing Page on Facebook (and 
other preferred social channels).

o	Client shares post from Anthony Team Realty Facebook page on 
personal profile.

o	 Showing System set up by attaching MLS/BLC record to lockbox.



2 
GET YOUR HOME READY 
Tips for being show ready 

Getting your home ready for the market is a critical step for a successful sale. 
It will take some time, energy and elbow grease. Think about the following: 

Have a home inspection. Be proactive by arranging for a pre-sale home 
inspection. An inspector will be able to give you a good indication of 
the trouble areas that will stand out to potential buyers, and you'll be 
able to make repairs before showings begin. 

Get replacement estimates. Do you have big-ticket items that are 
worn out or will need to be replaced soon, such as your roof or 
carpeting? Get estimates on how much it would cost to replace them, 
even if you don't plan to do it yourself. The figures will help buyers 
determine whether they can afford the home and will be handy when 
negotiations begin. 

Organize and clean. Pare down clutter and pack up your least-used 
items, such as large blenders and other kitchen tools, out-of-season 
clothes, toys, and exercise equipment. Store items off-site or in boxes 
neatly arranged in the garage or basement. Clean the windows, carpets, 
walls, light fixtures, and baseboards to make the house shine. 
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Rena is amazing! 

We have used her 

before and will again. 

~Tammy 

CAMPAIGN LAUNCH
WEEK 1

Launch activities build on the Pre-Launch phase by “announcing” the property’s 
availability through a combination of online and offline channels. By using online 
marketing to connect with consumers, and offline marketing to connect with real 
estate agents, your property receives effective exposure to prospective buyers.

o	Announce new property on market to national network of  
real estate agents.

o	Property promoted in MLS/BLC.

o	Property Tour Video uploaded to MLS/BLC.

o	 Showcase listing on Realtor.com and over 400 other  
real estate websites.

o	Property Tour Video uploaded to all strategic websites.

o	Property posted on Anthony Team Realty’s Instagram, Facebook,  
and Twitter pages.

o	Real Estate Flyer PDF designed for client.

o	Client shares Real Estate Flyer PDF with neighbors, friends, and family.

Ongoing

o	 Facebook Ad Campaign targeting “People Likely to Move”  
residential profile.

o	 Featured Property on Anthony Team Realty and Tucker websites.



Jim’s planning,  

expert guidance, and 

diligence made the sale 

of our home easy and 

fast at a better sale 

price than we expected. 

~ Lauren

CAMPAIGN ANALYSIS
& IMPROVEMENTS

WEEK 2

Throughout the campaign cycle we will be checking data and evaluating 
effectiveness of the message and images in getting impressions and Click-
Through Rates (CTR) in desirable ranges.

We will constantly test and make adjustments as necessary.

o	Campaign results analysis with modifications to ongoing campaigns.

o	Property Tour & Seller Interview videos uploaded to Anthony Team 
Realty Facebook page.

o	Re-sequence photos in MLS/BLC so property will appear at top  
of searches.

o	Determine whether Open House is feasible and likely effective. If yes, 
then Open House scheduled for WEEK 3 or WEEK 4.

o	Client shares link to Featured Property Landing Page on Facebook (and 
other preferred social channels).

Ongoing

o	 Facebook Ad Campaign targeting “People Likely to Move”  
residential profile.

o	 Featured Property on Anthony Team Realty and Tucker websites.

o	Property promoted in MLS/BLC.

o	 Showcase listing on Realtor.com and all the other 400+  
designated websites.  



CAMPAIGN OPTIMIZATION
WEEK 3

During this phase of the campaign we will let the efforts from the previous weeks 
do their work to build traffic and views. If we decide to host an Open House, 
preparation and marketing for it will launch.

o	Re-post property photos on Instagram and Twitter.

o	New Facebook campaign to promote Property Tour  
& Seller Interview Videos.

o	Client shares Featured Property Landing Page link on Facebook (and 
other preferred social channels).

If Open House is Scheduled

o	Open House Flyer designed for Client to share with neighbors  
and friends.

o	 Facebook Campaign to promote Open House to “People Likely to 
Move” residential profile.

o	Client shares Facebook Event for Open House on their Facebook page 
(and other preferred social channels).

o	Open House posted on Instagram and Twitter.

o	Door-Knocking Campaign by agent to share Open House Flyer  
with neighborhood.

Ongoing

o	 Facebook Ad Campaign targeting “People Likely to Move”  
residential profile.

o	 Featured Property on Anthony Team Realty and Tucker websites.

o	Property promoted in MLS/BLC.

o	 Showcase listing on Realtor.com and all the other 400+  
designated websites. 

o	Re-sequence photos in MLS/BLC so property will appear at top  
of searches. 



Our agent was on top of 

the whole process, she 

constantly had updates 

on amendments, 

timelines, etc ... before I 

even thought to ask 

for them. 

~ Matt

CAMPAIGN PERFORMANCE
WEEK 4

There is a constant ebb and flow of marketing activities that start and end 
simultaneously. This is intentionally designed to generate a steady stream of 
online and offline interest, while ongoing promotion will make sure your property 
is seen by both consumers and their agents.

o	Campaign results analysis with modifications to ongoing campaigns.

o	End of Facebook Ad Campaign targeting “People Likely to Move”  
residential profile.

o	End of Facebook Campaign to promote Property Tour & Seller 
Interview videos.

If Open House is Scheduled

o	Open House Flyer designed for Client to share with neighbors  
and friends.

o	 Facebook Campaign to promote Open House to “People Likely to 
Move” residential profile.

o	Client shares Facebook Event for Open House on their Facebook page 
(and other preferred social channels).

o	Open House posted on Instagram and Twitter.

o	Door-Knocking Campaign by agent to share Open House Flyer  
with neighborhood.

Ongoing

o	 Featured Property on Anthony Team Realty and Tucker websites.

o	Property promoted in MLS/BLC.

o	 Showcase listing on Realtor.com and all the other 400+  
designated websites. 

o	Re-sequence photos in MLS/BLC so property will appear at top  
of searches. 
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PREPARE YOUR HOME 
Simple Tips for Preparing your Home for Showing 

Remove clutter and clear off counters. Throw out stacks of newspapers 
and magazines and stow away most of your small decorative items. Put 
excess furniture in storage, and remove out-of-season clothing items 
that are cramping closet space. Don't forget to clean out the garage, 
too. 

Wash your windows and screens. This will help get more light into the 
interior of the home. 

Keep everything extra clean. A clean house will make a strong first 
impression and send a message to buyers that the home has been 
well-cared for. Wash fingerprints from light switch plates, mop and wax 
floors, and clean the stove and refrigerator. Polish your doorknobs and 
address numbers. It's worth hiring a cleaning service if you can afford it. 

Get rid of smells. Clean carpeting and drapes to eliminate cooking 
odors, smoke, and pet smells. Open the windows to air out the house. 
Potpourri or scented candles will help. 

Brighten your rooms. Put higher wattage bulbs in light fixtures to 
brighten up rooms and basements. Replace any burned-out bulbs in 
closets. Clean the walls, or better yet, brush on a fresh coat of neutral 
color paint. 

Don't disregard minor repairs. Small problems such as sticky doors, torn 
screens, cracked caulking, or a dripping faucet may seem trivial, but 
they'll give buyers the impression that the house isn't well-maintained. 

Tidy your yard. Cut the grass, rake the leaves, add new mulch, trim the 
bushes, edge the walkways, and clean the gutters. For added curb 
appeal, place a pot of bright flowers near the entryway. 

Patch holes. Repair any holes in your driveway and reapply sealant, if 
applicable. 
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CAMPAIGN EVALUATION
& RE-LAUNCH

WEEK 5

If there is insufficient interest in the property (lack of traffic & showings, negative 
feedback on value from people who toured property), then a price reduction is 
likely appropriate. Your relocation company will, typically, direct the schedule 
for price changes. Research and feedback from the market will provide insight 
on pricing to sell the property within the desired timeframe. Again, though, the 
relocation company will likely advise you on what they want the price to be.  
Once a new price is determined, the marketing campaign will be updated  
and re-launched.

o	 If online traffic is not converting into offline tours, then price must be 
re-assessed for possible adjustment to attract more traffic.

o	Anthony Team and Tucker announce price reduction to its national 
network of real estate agents.

o	Price update and promotion on Featured Property Landing Page of 
Anthony Team and Tucker websites.

.o	Price update and promotion in MLS/BLC.

o	Price update and promotion on Realtor.com and all other websites.

o	Price updated and property photos re-posted on Instagram and Twitter.

o	New Facebook Ad Campaign marketing price reduction to Likely to 
Move profiles and re-targeting company traffic using Website  
Custom Audiences.

o	Client shares Featured Property Landing Page link on Facebook (and 
other preferred social channels).

Ongoing

o	 Featured Property on Anthony Team Realty and Tucker websites.

o	Property promoted in MLS/BLC.

o	 Showcase listing on Realtor.com and all the other 400+  
designated websites. 



Thank you, thank you, 

thank you! You made 

our dream of owning a 

home come true. You 

are patient and take the 

time to make sure  

your clients are your  

highest priority.   

~ Tamekia 

CAMPAIGN ANALYSIS
& IMPROVEMENTS

WEEK 6

Consistent monitoring and analysis of data to determine the effectiveness 
of message and images in producing Click-Through Rates (CTR) is critical 
in presenting the property in the best possible light. Ongoing campaign 
improvements, and your support as the seller, are key to getting your home sold.

o	Campaign results analysis with modifications to ongoing campaigns.

o	Determine whether Open House is feasible and likely effective. If yes, 
then Open House scheduled for WEEK 7 or WEEK 8.

o	Real Estate Flyer PDF update.

o	Client shares Real Estate Flyer PDF with neighbors and friends.

Ongoing

o	 Featured Property on Anthony Team Realty and Tucker websites.

o	Property promoted in MLS/BLC.

o	 Showcase listing on Realtor.com and all the other 400+  
designated websites. 

o	 Facebook Ad Campaign marketing price reduction.



CAMPAIGN OPTIMIZATION
WEEK 7

As conducted in Week 3 of the campaign, we will let the efforts from the previous 
weeks do their work to generate traffic and views. If a decision to host an Open 
House has been made, preparation and marketing for it will also take place.

o	Re-post property photos on Instagram, Facebook, and Twitter.

o	 Facebook Ad Campaign marketing price reduction.

o	Client shares three professional-grade photos of their home on 
Facebook (and preferred social channels).

If Open House is Scheduled

o	Open House Flyer designed for Client to share with neighbors  
and friends.

o	Client shares Facebook Event for Open House on their Facebook page 
(and other preferred social channels).

o	 Facebook Campaign to promote Open House to “People Likely to 
Move” residential profile.

o	Open House posted on Instagram and Twitter.

o	Door-Knocking Campaign by agent to share Open House Flyer  
with neighborhood.

Ongoing

o	 Featured Property on Anthony Team Realty and Tucker websites.

o	Property promoted in MLS/BLC.

o	 Showcase listing on Realtor.com and all the other 400+  
designated websites. 

o	Re-sequence photos in MLS/BLC so property will appear at top  
of searches. 



Our agent was 

responsive to our 

unique needs. All 

our questions were 

answered quickly; and 

we felt confident with 

each suggested course 

of action when we 

were uncertain. We’ll 

definitely work with 

Anthony Team again.

~ Lonnie & Jacki

AGENT NETWORK  
RE-ENGAGEMENT

WEEK 8

From the very start, I will communicate with our network of real estate 
professionals, both local and national, as well as through the Relocation Network, 
so they will communicate with their buyers. During this week I will reach out, 
again, to the agent network using a direct-marketing message to get their 
attention and to get market feedback on the property.

o	HELP email sent to our local network of real estate agents.

o	HELP social message sent to our national network of real estate agents.

o	HELP email sent to the Relocation Network of companies for  
their buyers.

o	Re-post Property Tour & Seller Interview Video to Anthony Team Realty 
Facebook page.

o	 Featured Property Landing Page shared by Client on Facebook (and 
other preferred social channels). 

If Open House is Scheduled

o	Open House Flyer designed for Client to share with neighbors  
and friends.

o	Client shares Facebook Event for Open House on their Facebook page 
(and other preferred social channels).

o	 Facebook Campaign to promote Open House to “People Likely to 
Move” residential profile.

o	Open House posted on Instagram and Twitter.

o	Door-Knocking Campaign by agent to share Open House Flyer.

Ongoing

o	 Featured Property on Anthony Team Realty and Tucker websites.

o	Property promoted in MLS/BLC.

o	 Showcase listing on Realtor.com and all the other 400+  
designated websites. 

o	Re-sequence photos in MLS/BLC so property will appear at top  
of searches. 
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