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Cra?	
  your	
  vision.	
  
	
  
Make	
  it	
  a	
  reality.	
  



Online	
  Business	
  Model	
  for	
  Real	
  
Estate	
  Selling	
  



Digital	
  MarkeHng	
  101	
  

•  Everything	
  you	
  do	
  to	
  promote	
  a	
  business	
  
online.	
  
– Public	
  relaHons	
  
– AdverHsing	
  
– PromoHon	
  



Hotels	
  &	
  Restaurants	
  =	
  5%	
  

Media	
  CommunicaHon	
  Services	
  =	
  0%	
  

Provident	
  &	
  Insurance	
  Companies	
  =	
  0%	
  

Business	
  Processing	
  =	
  17%	
  

TransportaHon	
  =	
  12%	
  

Banking	
  &	
  Finance	
  =	
  14%	
  

Real	
  Estate	
  =	
  26%	
  

Hospital	
  =	
  7%	
  

Chart	
  5:	
  Extent	
  of	
  Online	
  Engagement	
  in	
  the	
  Services	
  Industry	
  
Percentage	
  of	
  Revenues	
  By	
  Sector	
  

Average	
  for	
  Services	
  Industry	
  

Source:	
  I-­‐Metrics	
  Asia-­‐Pacific	
  CorporaJon	
  Survey,	
  August	
  2013	
  
Note:	
  Percentage	
  of	
  revenues	
  derived	
  online	
  are	
  based	
  on	
  interviews	
  with	
  a	
  sample	
  of	
  52	
  supply	
  chain	
  execuJves	
  of	
  top	
  
Services	
  companies	
  based	
  in	
  the	
  Philippines	
  drawn	
  from	
  a	
  randomly	
  selected	
  panel	
  of	
  300	
  top	
  Services	
  corporaJons.	
  



Hotels	
  &	
  Restaurants	
  =	
  5%	
  

Media	
  CommunicaHon	
  Services	
  =	
  0%	
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  &	
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Business	
  Processing	
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  =	
  7%	
  

Chart	
  5:	
  Extent	
  of	
  Online	
  Engagement	
  in	
  the	
  Services	
  Industry	
  
Percentage	
  of	
  Purchases	
  By	
  Sector	
  

Average	
  for	
  Services	
  Industry	
  

Source:	
  I-­‐Metrics	
  Asia-­‐Pacific	
  CorporaJon	
  Survey,	
  August	
  2013	
  
Note:	
  Percentage	
  of	
  purchases	
  done	
  online	
  are	
  based	
  on	
  interviews	
  with	
  a	
  sample	
  of	
  52	
  supply	
  chain	
  execuJves	
  of	
  top	
  
Services	
  companies	
  based	
  in	
  the	
  Philippines	
  drawn	
  from	
  a	
  randomly	
  selected	
  panel	
  of	
  300	
  top	
  Services	
  corporaJons.	
  



Making	
  your	
  E-­‐Commerce	
  Start-­‐Up	
  
Work	
  

Source:	
  Richard	
  Eldridge,	
  Lenddo.com.ph	
  



Porter	
  Gale	
  FUNNEL	
  TEST	
  

Passion	
   Passion	
  

Sweet	
  Spot	
  

Purpose	
  

TONE	
  

Passion	
  



Source:	
  Business	
  Model	
  GeneraHon	
  book	
  –	
  h%p://businessmodelgeneraHon.com	
  



Embracing	
  change	
  



Real	
  Estate	
  Service	
  Professional	
  

Digital	
  MarkeJng	
  for	
  
Real	
  Estate	
  Industry	
  
Program	
  

Environment:	
  Many	
  RESP	
  
markeHng	
  online.	
  

Friends:	
  Uses	
  social	
  media	
  to	
  
market	
  online.	
  

Market	
  offers:	
  Various	
  digital	
  
markeHng	
  and	
  e-­‐commerce	
  
training	
  (generic	
  in	
  format)	
  

AYtude	
  in	
  public:	
  
CompeHHve.	
  Upbeat.	
  	
  
EnthusiasHc.	
  

Appearance:	
  
Eager	
  &	
  open	
  for	
  
partnerships	
  
online.	
  

Behavior	
  towards	
  
others:	
  
Observant.	
  May	
  follow	
  
lead	
  of	
  others.	
  

Friends	
  say:	
  “You	
  
should	
  market	
  
online.”	
  

Boss	
  say:	
  “Go	
  where	
  the	
  market	
  
is.	
  Hit	
  your	
  quota.”	
  

Influencers	
  say:	
  “Don’t	
  
hard	
  sell	
  or	
  spam	
  online.”	
  

Jane4e	
  Toral	
  

What	
  really	
  counts:	
  Get	
  conHnuing	
  
leads-­‐sales-­‐referrers	
  online.	
  

Major	
  preoccupaJon:	
  Sustaining	
  
revenue	
  /	
  income.	
  Growing	
  family.	
  

Worries:	
  Not	
  making	
  a	
  sale.	
  Making	
  ends	
  meet.	
  
AspiraJon:	
  Quality	
  lifestyle.	
  Industry	
  recogniHon.	
  

Fears:	
  Not	
  
compeHHve	
  
with	
  peers.	
  

FrustraJon:	
  
Not	
  geing	
  
results.	
  

Obstacle:	
  Managing	
  
Hme	
  and	
  resource.	
  

Wants	
  /	
  Needs:	
  
Quality	
  leads.	
  
Top	
  of	
  mind.	
  

Measure	
  success:	
  
Sales	
  conversion.	
  
Authority	
  status.	
  

Obstacle:	
  PrioriHzing	
  
and	
  managing	
  tasks.	
  



Making	
  them	
  work	
  together	
  

•  Use	
  the	
  Porter	
  Gale	
  Funnel	
  Test	
  to	
  know	
  your	
  
passion	
  and	
  this	
  is	
  what	
  will	
  make	
  you	
  unique.	
  

•  Use	
  the	
  personal	
  business	
  model	
  canvas	
  to	
  have	
  
a	
  one-­‐page	
  view	
  of	
  your	
  real	
  estate	
  service	
  
pracHce.	
  

•  Use	
  the	
  customer	
  empathy	
  map	
  to	
  document	
  
your	
  understanding	
  of	
  each	
  customer.	
  This	
  will	
  
provide	
  you	
  insight	
  on	
  improving	
  the	
  value	
  you	
  
offer	
  and	
  customizing	
  your	
  markeHng	
  messages.	
  


