
Module 1:  Laying the Foundation for 
Successful Marketing



A quick disclaimer
We can’t guarantee any specific results.  There are many factors that will affect how 
effective your marketing is, including your experience, your local market, etc.  We’re 
not responsible for any negative consequences that may come from your marketing 
efforts, including any losses you experience.  You are responsible for checking into 
what’s legal in your area.  We’re not responsible if you do something we recommend 
that’s not legal or causes some kind of negative consequences.  Some of the 
marketing methods we’ll discuss cost money.  There are always risks involved with 
marketing.  You could spend money and not get results.  You assume all risks involved 
and agree not to hold us liable for anything that results from applying any suggestions 
in this program.



The purpose of this program

In this program, I’ll show you how to create a 
Magnetic Lead Machine for your real estate investing 
business.

In other words, you’ll learn how to set up your 
marketing in a way that leads are attracted to your 
business and they stream in on a continual basis.

The hardest part is getting the gears in place and 
turning.  Once you do, it gets easier.  Then you just 
have to do maintenance on the machine to keep it 
running.



What this module is about
Before we get into the marketing techniques and specific actions 
you need to take to build your magnetic lead machine, it’s 
important to make sure you are in the right frame of mind.  If 
not, you won’t be successful.

In this module, we’ll be laying the foundation.  As a real estate 
investor, you should know the importance of a good foundation.  
If the foundation is bad, it doesn’t matter how nice the house 
looks.  It could collapse and you have nothing.

Similarly, when it comes to marketing, you can have all the best 
techniques, but if you don’t have a solid foundation, your efforts 
can be wasted and your business can collapse.

There are two parts to our foundation:  1) Having the right frame 
of mind and 2) Marketing principles that apply to all of your 
marketing.

Let’s first address getting into the right frame of mind.



Will this work?
To start, how would you answer this question:

Does real estate investing work?

If you haven’t done your first deal yet, do you believe it can work for you?

If you’re not sure, or if you’re skeptical, you’ll be approaching everything with doubt, 
which will prevent you from being successful.

“Whether you think you can or whether you think you can’t, you’re right.”

-Henry Ford

One of the main ways to get what you want out of life is to believe you can have it.



What to do if you have doubts
Investigate more and find examples of people in similar situations as you who have 
made money in real estate.

If you have seen that people similar to yourself, maybe even in more difficult 
circumstances, have made money with real estate, then you don’t have the question 
in your mind about whether this will work.

You can search on Google for “real estate investing success stories” to find examples 
of real people who have successfully made money with real estate investing.

We’ll also share some links to success stories you can read.



Who is responsible?
Another important part of being in the right frame of mind is recognizing that real 
estate investing is a business.

As the business owner, you are 100% responsible for what happens.

If you know it’s possible to be successful in real estate but you’re not there yet, you 
know it’s because you’re not yet doing the right things.  And no one else is going to 
do it for you.

When you work a job for an employer, you can whine and complain about the boss, 
and all you have to do is show up and you’ll make money.  But as a business owner, 
you’re the boss.  That means you’re 100% responsible for your income.  Not 
everything you do will work out.  You may put in lots of hard work and not make 
money.  



Who is responsible?
Some things are out of your control.  You may put out signs and they blow away or 
get rained on.  You may hand out business cards that get thrown in the trash.  You 
may run an ad that doesn’t work.  Those things happen.

If you don’t give up, if you adapt as needed, if you consistently put out more 
marketing, it will eventually work.  But you need persistence and determination.  You 
have to really want it and be determined to do whatever is necessary to make it 
happen.

Ultimately, your success is your responsibility.  No one else is going to put in the work 
to make you successful.  You can make excuses or you can make things happen.

To be successful, you must be willing to accept 100% responsibility.



Most Common 
Misconception:
If I put up a website, people will automatically find it 
and I’ll start getting leads.



Putting up a website is like getting a new 
phone number.

No one knows about your website automatically.

Your website will not instantly be in Google.

For people to find you through sites like Google, you must either do the work or hire 
someone to do it.

It’s possible to get free leads from search engines like Google, but it’s a long-term 
strategy and will most likely not get you leads for months, no matter how much you 
pay.  

And it’s not really free.  SEO (Search Engine Optimization) means you either have to 
spend hours of your time or spend ~$1,000+/month.



You don’t want to ignore search engines but you 
also don’t want to focus on it in the beginning.

Initially you should focus on marketing that will get leads immediately.

You can get the ball rolling with search engines by doing some basic optimization but 
if you have limited time, focus on short-term strategies.

As you get time, or if you can afford to hire someone, you can get more serious about 
search engine optimization.



It’s possible to get leads from sites 
like Google within days and without 
a huge investment of time or 
money.

Sites like Google have options for 
advertising, which allows you to get 
your site to show up right away.

You can set your budget to whatever 
you can afford.

We’ll cover this in this training.



What is marketing, really?

It’s getting your message in front of people who would be interested.

We’ll be covering ways to do that, but you should think creatively and always be 
looking for new opportunities to reach people.  Pay attention to what other 
successful investors are doing, including in other areas.

Think of who would be interested in what you can offer, and think of where those 
people go, what they do, and how you can get your message in front of them.



Outbound vs. Inbound
Example of outbound marketing:  you find people who you know have a house for 
sale (responding to Craigslist ads, newspaper ads, signs in front of houses, etc.) and 
you call them.  Outbound means you’re making the initial contact.  You’re calling 
them first.  Typically, most of them won’t be interested in your offer.

Example of inbound marketing:  you place an ad on Craigslist or put out signs.  People 
see the signs and the ones who are interested call you.

Both work, but outbound is harder.

This course focuses on inbound marketing.  We will find ways to get people who are 
interested in what you have to offer to come to your website or call you.

In other words, instead of chasing after people, trying to convince them to work with 
you, we’ll attract them to your business like a magnet.



The problem with outbound marketing
With outbound marketing, you’re contacting many people and most are not 
interested in what you have to offer.  That means you get dozens and 
dozens of “no’s” before you would ever get a “yes”.  In some cases you may 
have to get 100 “no’s” before one person would say “yes”.

Does it work?

Yes.

But most people get so discouraged from getting so many “no’s” and 
dealing with unmotivated, skeptical, or angry people that they give up 
before ever getting a “yes”.  They get so many “no’s” that they think it’s 
never going to work.

It also takes a lot of time and energy.



Benefits of inbound marketing
The people who contact you are pre-qualified.  They must be at 
least a little interested in what you offer or they wouldn’t have 
contacted you.

You’re in control.  Rather than trying to talk someone into 
working with you, you are in a position to decide whether you 
want to work with them and help them.

It gives you an opportunity to establish some credibility as a 
business.  For example, you can send people to your website, 
which makes you look more professional, as opposed to being a 
random person calling them on the phone.

Your business and your marketing become like a magnet.  The 
people who are interested will be attracted to it.  So you will 
primarily be dealing with people who are at least somewhat 
interested.  This saves you energy because you don’t have to 
deal with as many unmotivated people who are not interested in 
your offer.



What are leads and prospects?
Prospects = People who might be interested in what you have to offer.

Leads = People who respond to your marketing, indicating they are interested and 
have given you a way to contact them.

With inbound marketing, leads are the people who respond to your ad.  For example, 
people who come to your website and fill out a form or call you.

Usually only a small percentage will result in a deal.



Important marketing principles
Your message must be clear – people must know what you offer.

Your message must be easy to read.

Your message should focus on the benefit to the reader.



Examples

HARD TO READ, NOT CLEAR CLEAR, EASY TO READ



What should I list in my ads:  my website 
address, my phone number, or both?
Depends on your goals.

Some people hate talking on the phone and would prefer to visit a website.

Some people hate technology and would prefer to talk on the phone.

If your ads include both, you increase the chances of people contacting you.

A website is low pressure and pre-screens people and is open 24/7.  However, some 
people will leave without contacting you.

Phone calls take more time and you can’t answer 24/7.  However, you’ll have a record 
of missed calls that you can return.

If you’re uncomfortable on the phone, you can just list a website, but it will mean 
fewer leads.



Tips for effective website address
Best to have your own domain name (like MikeBuysHouses.com)

If you’re using offline marketing like signs, your website address should be easy to 
remember and easy to spell.

Bad examples:  easypropertysolutions4u.com, ibuysellrealestatestore.info

Good examples:  JoeBuysHouses.com, CashForHomes.com



Branding
People will most likely see marketing messages from multiple investors.  They need to 
be able tell the difference between you and other investors.

You want people to get familiar with your ads.

If people see 2 or 3 ads for the same service (for example, “I buy houses”), they’re 
more likely to go with the one that they’ve seen before, that they recognize.

If you’re constantly changing your ad, it will never be familiar.



Branding
Branding doesn’t have to be complicated.  You don’t necessarily need a logo or a 
slogan (though it may make you look more professional).  You just have to do 
something to not sound so generic so people know if they see your ad more than 
once.

It could be as simple as including your name or something else personal.  For 
example:

Mike Buys Houses

Mom Who Buys Houses

The Biker Who Buys Houses

Everyone says things like “I buy houses” or “cash for houses”.  You can do that, but 
include something unique that people will remember.



Keep ads consistent
Common mistake is to try an ad once or twice and then change it, thinking it doesn’t 
work.

It takes time for ads to get results.  People usually need to see your message multiple 
times before they will act on it.

If you’re constantly changing your ad, it’s like starting over every time.

As long as your message is clear, easy to read, and the benefit to the reader is 
obvious, don’t change it.

You can’t try an ad once or twice and decide it doesn’t work.



Keep ads consistent
Example:  You could put business cards in a coffee shop.  A month or two could go by 
and you get no calls.  You could decide that it doesn’t work and stop putting out those 
cards.  But in 4 months from now, someone could go in, pick up a card, call you, and 
you get a deal.

Did this marketing work?

If you kept going back and dropping off cards, yes.  But if you did it for one or two 
months and gave up, you’d say no.

Consistency and persistence are vital to your marketing success.



Keep ads consistent
You never know when and where the right person will see your ad.

You may have the perfect ad.  But if the person who needs your services doesn’t see 
it, you won’t get results.

Or if you have the perfect ad in a good location, but the person seeing it isn’t at a 
point in their life when they need what you offer, they won’t contact you.

But if they see it, and their circumstances change and they go back to where they saw 
your ad to try to find it again, will your ad still be there?  Will they be able to find you 
again?



Keep ads consistent
It's just a matter of the right person being in the right place at the right time. 

In other words, a person who is an ideal prospect who is in a spot where you have an 
ad, at a point in time when it's just what they're looking for. 

Your best shot at making that happen is to have your ads in as many places as 
possible, and to keep them there.



Many lines in the water
Any individual method could result in a deal, but may not right away.

For example, with the business card in the coffee shop, let’s say that gets you a great 
lead a few months from now.  That’s good, but it’s not enough.



Many lines in the water
FISHING AS A HOBBY:  1 POLE, 1 LINE, 1 TYPE 
OF BAIT, 1 LOCATION. MAY CATCH A FISH, BUT 
IT COULD TAKE A LONG TIME.

SERIOUS FISHERMAN WILL HAVE 
MULTIPLE LINES IN THE WATER TO 
INCREASE THEIR CHANCES OF FINDING 
AND CATCHING HUNGRY FISH.



Is this a hobby or a business?
If you’re serious about making money, you need to have as many lines in the water as 
possible.

You can’t do one thing and expect to get immediate results.  You must get as many 
different lines of marketing out there as possible and keep them out there if you want 
to get leads coming in.  Think of each piece of marketing as a baited hook.  You never 
know when someone is going to bite.

In this program we will cover marketing methods that have been proven to work for 
real estate investors.

Anything that gets your marketing message in front of people can work if it’s there 
long enough for the right person to see it.



Don’t put all your eggs in one basket
As you find marketing methods that work for you, obviously keep doing them, and 
you’ll want to spend most of your time on the methods that get the most results.  But 
keep doing other types of marketing.

Even if you find something that works well, something could change at any time and 
you may not get any leads from that source.

For example, if you’re using Craigslist, that could stop working.  If you’re depending 
on search sites like Google, they could change something that instantly shuts off your 
leads.  If you’re putting out signs, they might become illegal in your area.

If you’re depending on only one method for most of your leads, what will happen if 
you lose that source?

That’s another reason why you want to have as many different sources of leads as 
possible.  If one thing stops working, you have others still bringing in leads.



Be professional
To be successful, you have to treat this like a business.

Have a professional voicemail message and a professional website.  Answer your phone in a 
professional way.  It doesn’t have to be formal, but something other than just “Hello?”  At 
least say, “Hello, this is _____.”  If you have a dedicated phone number for your business, 
maybe include your business name.  For example, “Joe Buys Homes, Inc., How may I help 
you?”

People expect to have a reply to phone calls and emails in a timely manner (within 1 business 
day)

You’ll need to have a way to keep things organized – Who do you need to call?  When do you 
have appointments?  Who have you already contacted?

There are free tools available that can help you get organized.  For example, Google offers 
some nice tools like a calendar, “to do” lists, spreadsheets, and more.  You could set alarms 
on your phone to remind you of important things you need to do.  You could use sticky notes 
to help you remember things.  Do whatever works for you.



Have fun
Try to be yourself and have fun.  Don’t be afraid to joke around at times.  It puts other 
people at ease and breaks the ice.  Being professional doesn’t mean being a robot.

If you’re feeling stressed or you’re in a bad mood or you’ve just dealt with someone 
difficult, take a few minutes to get into a better frame of mind before talking to leads.  
Do something that makes you feel good, like going for a walk or watching a funny 
video on YouTube.  It can make all the difference.

Think about the kind of life you want to have.  If you could feel any way you wanted, 
how would you like to feel?  What do you need to do to feel that way?

Take time for yourself when you need it so you can enjoy what you’re doing.

Remember why you’re doing this.  What are your goals?  This will help keep you on 
track when you feel overwhelmed.



Key takeaways
You can only be successful if you believe you can.  If you have doubts, address them.

Real estate investing is a business.  To be successful, you need to treat it like a 
business.  Be professional, and recognize that you are 100% responsible.

No one will know about your business if you don’t tell them.  Putting up a website is 
not enough.  You need to be busy getting the word out about your business daily.

Focusing on inbound marketing is generally best because people contact you only if 
they’re interested.

Be sure your ads are clear, easy to read, and focused on benefits.

Keep your ads consistent.  Changing them all the time doesn’t allow them to become 
effective.  Brand your ads to make them easy to remember.

Have as many different marketing methods going as possible.



Let’s get started!


