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With all this talk in recent articles about marketing plans and marketing pieces, where do you 
come up with the ideas for your own materials—be it flyers, home books, newsletters, business 
cards, etc.?  How do you know that what you come up with (whether on your own, fully 
outsourced, or a combo of the two) will work for you?  What if you’re not “creative;” is there hope?  
Where do you get started? 
 
Well, part of getting started is being sure you know what you have to offer, who your target 
market is, how you intend to differentiate yourself, your available budget, and a commitment to 
stick with your marketing campaign.  With that much under your belt, you’ll want to contemplate 
individual pieces that fit together to reinforce the message you want delivered to your target 
market.   
 
Let’s say you’re farming a geographic area and you’ve committed to mailing or walking a 
promotional brochure to the area every six weeks, with a quarterly real estate newsletter 
interspersed.  Where do you come up with ideas as to what your brochures and newsletter should 
look like—colors, fonts, paper stock, graphics, content…  So much to think about…  Let’s make it 
easier, do what the pro’s do—steal it!   
 
Well, perhaps that’s a little harsh but in essence, the advice is sound.  Look far and wide at the 
marketing materials that catch your attention.  It doesn’t matter what the product or service is, just 
note the look, the style, the colors and graphics, the design and layout, the materials and 
mediums that stand out and grab your attention.   
 
What do your officemates and colleagues in the industry do that you’ve been impressed with?  
Have you seen flyers or materials put out by your title company or a local lender that you like?  
Have you recently picked up a brochure that did a particularly nice job of telling the business’ 
story or outlining their services?   Hundreds of thousands of dollars are spent on big name 
marketing campaigns; why reinvent the wheel?   
 
Become a collector of marketing materials.  Study each one individually and then look at them all 
as a whole.  What speaks to you?  If the elements you like represent you well and you feel it will 
speak to your market, then borrow those ideas (font types, linguistic style, design elements, use 
of graphics, etc.) to build your own marketing pieces.   
 
Another tip, I’ve read that 60-80% of all purchases are made on emotion verses logic.  Now, it’s 
nice when you have both factors in play, but the truth of the matter is emotion compels us to act, 
to pick up the phone and call.  Some advertising firms and campaigns deal strictly with emotion.   
 
Remember the T.V. commercial showing the baby in the center of an automobile tire?  What’s the 
impact; the implication?  This bare, defenseless child is utterly vulnerable.  The baby is 
completely dependent on you, not only to raise and nurture it, but every single time you strap her 
into a car and drive away she’s at your mercy.  Be sure your next trip is safe; take care of that 
precious child, buy tires by…   Um, the only thing is, I can’t remember the name of the particular 
tire company that ran those ads, so I’m not sure how successful the campaign was but you see 
the point.   
 
The play on emotions is very strong.  Compare that to a laundry list of the tire’s technical aspects 
and the manufacturer’s most recent awards; how dry!  Compare these to your own marketing 
campaign and your own materials.  If all you offer as a means to sell yourself and for others to get 
to know you is a sales resume and a list of memberships or awards, where’s the emotion?   What 
would compel them to call you?   
 
As always, if this seems overwhelming ask for help, but keep trying!  Before long you’ll get the 
hang of it.  In the meantime, hang in there! 
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