6 WEB STRATEGIES

business development

marketing messaging
by Tricia Andreassen

FOR WORKING NEIGHBORHOODS
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re there neighborhoods that are con-

sidered “hot” places to settle down or

perhaps that are on the right cycle to

experience significant turnaround? Add-
ing neighborhoods to your site can be a powerful
way to show that you are an expert in this market
to buyers and sellers.

From a listing strategy perspective, featuring neigh-
borhoods can help you gain credibility with your
sellers and help you gain market share. Imagine go-
ing on a listing presentation and showing sellers
that you have featured their neighborhood specifi-
cally on your website.

To maximize vour results, follow these specific
strategies:

Make sure each neighborhood on your website
has its own page of information like http://brad-
korb.com/magnolia_park.

Share with your sellers that featuring their

neighborhood draws buyers instantly to their
community, and in “one click,” buyers will find
their home quickly without having to do a tedious
search. When coding the MLS search, it will only
show properties in the specific neighborhood, re-
gardless of who has the listing. This gives the seller
the assurance that you would position their home
well in a featured list of properties.

Buy a domain name for each of your core farm-
ing areas that can show that you are the hub for

information about that area. For example, get
a specific neighborhood domain name, such
as www.NameOfNeighborhoodListings.com,
and then point that domain to pages on your
website or stealth pages.

Buy a domain name specifically for mar-

ket updates or “Hot Properties” new to the
market in that specific neighborhood. For ex-
ample, www.Your-AreaMarketUpdates.com or
www.NeighborhoodNamelListingAlerts.com
could provide information on what is active
on the market as well as offer the ability to sign up for
free listing alerts.

Buy a domain that leads a visitor to informa-

tion about home values in your farming area.
For example, buying the domain www.YourArea-
HomeValues.com will give the site visitor access to a
CMA request form to find out what's selling in his/
her neighborhood.

On any farming piece to the neighborhood, don't

forget to include the “call to action.” For example,
on your just-listed postcard, include verbiage like
“Thinking of Selling? Check out the competition at
www. NameOfNeighborhoodListings.com.” Then, on
that page, they can see what’s for sale in the MLS,

Remember to think about the homeowner who
lives in the area and give them information that
shows you are the expert. Give them what they
want. At the same time, prove to buyers that they
have come to the right place to find their special
home in their favorite community. RE
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