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Secret to
Successful
Real Estate
Marketing

Find out how an agent like you changed 
their whole approach to listing property 

and earned $100,000 in two weeks.

By Ken Robinson - www.propertynews.info
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How to motivate a vendor 
to phone your agency first
Right now, as you are reading this, a prospective vendor is tossing up which agent they should list 
their home with - you or one of your competitors.

How do you present that point of difference to a prospect which will convince them that your 
agency is the only choice?

From the outset you need to show vendors your company has recently helped someone like your 
prospect achieve the right result thanks to your ability to sell property in any market. 

What is needed are factual examples of how you have successfully helped a vendor achieve their 
goals. 

How will this booklet help you? 
In this free report we share how one agent who hated cold calling found an approach that enabled 

him to successfully generate $100,000 in commission within two weeks.
Can you get the same result? 
I have no way of knowing whether this will work for you. The approach we produced for our client 

generated over 15 appraisals in two weeks. He was then able to take those appraisal leads and turn 
them into listings which he sold. Our client applied our lead generating system and it worked for him. 

I would imagine, that other agents not up to the task of effectively selling property would have 
taken those sames leads we created and most likely would not have had the same result. Our part is 
to help you generate leads. Once you get the leads it is then up to you to sell them.

The main thing that I know is that the system we are about to share in this booklet as worked 
for many of our clients over the past 13 years. If nothing else I hope you leave this booklet having 
being inspired by what is possible.
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How one agent 
gave himself a 
head start

If you need new listings, but hate door knocking or cold calling then this report will reveal to you the 
steps Chris McKnoulty, a Brisbane real agent specialising in Development Sites, took that earned him 
$100,000 in commission from the sale of several homes. 

Chris, like many agents hated the thought of door knocking or cold calling, but needed to find listings 
quick smart.

Chris McKnoulty, like many agents hated the thought of door knocking or cold calling, but needed to find listings 
as he opened the doors to his new real estate office in inner-Brisbane. 

Having worked in some of Australia’s most successful real estate practices, he had made the break with 
successful full-time employment to establish his own business.

With a sales track record to be admired Chris was leaving nothing to chance.
The following is the contents of a letter Chris wrote to thank Ken Robinson for the efforts he put into 

attracting 15 new appraisals for him, which led to Chris earning $100,000 in commission.
“In establishing my new real estate practice, I was determined to invest in as many marketing channels as 

possible,” said Chris McKnoulty.
“As far as I was concerned, this was the one time I was going to pull out all stops. I hired the best media and real 

estate marketing advisors to help me plan and implement an effective marketing program. 
“My first choice was a public relations campaign utilising both television and daily newspapers. 
“The public relations specialists exceeded my expectations by organising an editorial in one of Brisbane’s leading 

newspapers – The Courier Mail. Plus, they facilitated a TV segment on one of Channel 9 Brisbane’s programs. 
“Both of these opportunities gave me mass coverage not only in Brisbane, but right throughout Queensland. The 

same coverage would have cost me tens of thousands of dollars in advertising to achieve similar exposure.
“Did the newspaper and television coverage deliver?

“Both the newspaper the television coverage created only one lead which amounted to nothing!
“My second choice was distributing a local newsletter.
“Peter Hutton - my real estate coach, advised me to contact Ken Robinson, from Newsletter House, to produce a 

four page newsletter, with a print run of 5000, to be distributed locally. 
“A number of years ago Peter owned a leading real estate office in New Farm Brisbane and regularly received 

new appraisals that lead to new business through Ken’s newsletter program. 
“Did the newsletters deliver?
“Within a day or two of the first issue being distributed I received several strong leads. In total the first newsletter 

generated 40 inquiries, which lead to 15 appraisals and resulted in 5 sales, earning me $100,000 in commission.
“The second newsletter generated 10 leads which are turning into solid pieces of business.
“I found the results surprising.
“From the outset, I was pretty much convinced that the mass media approach through both television and 

newspapers would gain me the best results due to its mass reach. Having now gone through the exercise, I learnt 
that the newsletter approach was far more effective because it spoke to potential prospects at a local level zeroing 
in on how I could help them achieve the results they were after .

“Whats more Ken offered my exclusivity for my farming area.
“Yes, I would definitely recommend Ken’s newsletter approach. It was a good investment I am looking 

forward to continuing into the future.”
To  find  out  if  Ken’s newsletter approach  is  available  in  your  local  area  please  phone Ken Robinson on 

0408 028 825.  

Chris McKnoulty, Development Site Specialist, with one of 
his many property clients who have gained financially
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Some of Chris McKnoulty’s recent newsletters
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You need to give people  
a reason to say “YES”
I  had  a  phone  call  from a Principal asking for help. He was furious, he had written a flyer to generate local 
listings, only to find his competitors had copied his flyer.

Feeling  ripped  off  by  this  blatant plagiarism, he came across our newsletter being used by an agency outside 
his area. 

Having  gone  through  our  online presentation, he soon realised that our newsletter approach was very much 
tailored to his own office. 

I told him, we write case  studies  about  your  success. This level of customisation is hard to plagiarise. 
This agent had been  doing  his  own  research  as  to  what  works when producing  newsletters.  
He  shared  with  me  that  generic  newsletters don’t work. 
In  my  opinion,  having  now  produced newsletters for over 400 real  estate offices across Australia and New  

Zealand, he is correct. 
Just  recently,  I  received  two  newsletters from agents in different parts of Australia that were exactly 

the same. These two agents had used the same  template.  One  of  the  agents  had  even  intimated in his 
introduction that he had  spent time putting it together himself. 

If you’re going to build credibility you  have to provide vendors stories of other vendors who are enjoying the 
benefits of selling their properties through you. 

This is best done through a case study about a local vendor’s success with you and your office. If the publication 
doesn’t have local  content, you will not grow a readership as  it won’t relate to the locals.  

What’s  worse  it’s  easy  to  gain  the  reputation as a business who sends out  junk mail pretending to be a 
newsletter.  Your newsletter is supposed to build  a solid connection with the locals, don’t  alienate them with more 
junk mail. The advantage of a solid readership is  that each month they are being reminded of your consistent local 
results.  

When the reader is ready to sell, they are convinced that the local agent with  the  track  record  of  success  
profiled  in  the newsletter is the person they should contact to sell. 

To  find  out  if  Property  News  is  available  in  your  local  area  please  phone 02 4954 2100. 
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Why newsletters establish 
you as the local expert
By now you have probably heard of one of the fundamentals in marketing - “The Know, Like, and Trust 
factor”. This is a simple concept to understand, but it aint easy to implement with the marketing 
most agents use. Whereas reading a newsletter allows a potential vendor to get to know you, like 
what you do and walk away having read the newsletter trusting you a lot more. Don’t believe me, take 
a read of this editorial profi ling how one of our clients helped a landlord sell four investment units. 
This article is a clear example of the power of the  - “The Know, Like, and Trust factor”.
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A quick note about this content:
This booklet is copyright protected

Copyright © 2017 Ken Robinson, Newsletter House Pty Ltd

All rights reserved. No parts of this booklet may be reproduced, stored
in a retrieval system, or transmitted in any form or by any means,
electronic, mechanical, photocopying, recording or otherwise without the
written permission of the authors.

What we simply mean is that it would be easy to pass this along to
someone in an email but we request that you respect the author’s rights
and direct people to www.propertynews.info where they can get a copy  
for themselves. Many thanks.

Newsletter House Pty Ltd
www.propertynews.info


