
Listing Leverage Checklist

During Campaign/Sale Who Done

Ensure you’re connected on social media – LinkedIn, Facebook, Instagram

Record first social video – excited to be launching property

Personal introduction to neighbours – early notification of a listing in their street

Neighbour & VIP Open Invite

Notification to Changeovers in Pipeline – new listing around the corner

Ask owner to Facebook “like” & share their property on relevant sites – one day apart

Invite relevant Pipeline A’s & B’s to Open for Inspection with valid reason

Invite letter to all owners of the street to view the property – open or private inspection

Personalised Letter to absentee owners of a new property in their market

Personalised letter to withdrawn properties in last 12 months – within location and property value

Personalised letter to On the Market owners including property brochure

Ask owner to share property video &/or pics on Facebook (beginning of 2nd week)

Call remainder of street not contacted face to face – gain permission to let them know results

Send a thank you card with brochure and business card to all positive contacts

New Opportunity to live and invest in XYZ Street flyer to area 500 – 1000 delivered

SMS all buyers “thank you for attending” open on Saturday afternoon

Buyer match database and send personal email or sms to invite to inspect

Mid-campaign update to neighbours – campaign update and invite to auction

Auction Invite to all owners in the street & to pipeline sellers

Post Campaign/Sale Who Done
Organise New Owners/Successful Sale Flyer with key stats delivered to 500 – 1000 residents

SMS buyers who attended opens of the sale result – use a hook reply Yes if you’d like sale info

Call Changeovers in Pipeline – property sold – how are your plans going?

Call relevant Pipeline A’s & B’s with sale result & campaign update numbers, interest levels etc

Personal update to neighbours – You have new neighbours!  We have buyers still keen…

Call all owners in the street with a sale result update – We have buyers still keen on the area

Personalised Letter to absentee owners of the sale result

Personalised letter to withdrawn properties in last 12 months with sale result

Personalised letter to On the Market owners advising of sale result

Call open home attendees with the final result – Check their current situation & help needed

Ask owner to post a pic with sold sign on their Facebook page

Leverage Personal Introductions to the surrounding few streets – similar properties, work being done

Call Auction attendee list – thanks for attending & any specific property needs right now?

Ask owner for a Client Review – How did we go?

Send the Client Review to relevant Pipeline & positive parties in the street

Video Review grab with your sellers – what was your experience like?

Coffee catch up with owners – Any comments, recommendations or improvements?

Update Listing Case Studies with relevant campaign stats
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