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 Helps you identify new opportunities. 

 Enables you to be more strategic. 

 Outlines cost and projected results.

 Ties all tasks to a tangible goal. 

 Keeps the entire team focused. 

THE IMPORTANCE OF A 
MARKETING BUDGET  



 The average marketing budget for a 
service-based sales professional is about 
10 percent of your commission income. 

  Lead with revenue. 

• Look at what’s working, and keep  
doing more of that. 

• Reexamine your sales from the 
previous year. 

CREATING A  
MARKETING BUDGET   



 Gary Keller, cofounder of Keller Williams, recommends that  
real estate businesses follow this model. 

 Based on three concepts: what goes in, what goes out, and what’s left over. 

THE MREA  
ECONOMIC MODEL 

WHAT GOES OUT  
(Expenses) 

Cost of sales (COS) are the costs 
of making a sale, including 
marketing. This should be 
limited to 30 percent of GCI.

Operating expenses include 
your real estate business’s 
overhead, including your office 
and your staff. That should also 
be limited to 30 percent.

WHAT GOES IN 
(Income)

Gross 
commission 
income (GCI) 
is 100 percent 
of the revenue 
your business 
takes in. 

WHAT’S LEFT OVER 
(Profit) 

When you keep  
your expenses to 
those levels, you’re 
left with profit.



 Your marketing budget cannot happen until 
you set revenue goals for your business. 

 Reverse engineer to determine where your 
deals are going to come from. 

 Plug in your information and develop the 
revenue needed to reach your goals.

 Determine how many transactions are 
needed, and select the appropriate channels.

MARKETING REVENUE 
CALCULATOR



$100k   
Net profit goal 

$8,400,000   
Sales volume 

$250,000   
GCI

$75,000   
Cost of sales (30%)

$75,000   
Operating expenses (30%)

$200,000   
Average home price

$6,000   
Average commission (3%)

42   
Number of homes
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 Our Real Estate Playbook provides 
eight tactical ways that you can  
utilize to help you hit your GCI. 

• Farming

• Referral and repeat business

• FSBOs

• Expired listings 

• Open houses

• Internet leads

• Seminars 

HOW DO YOU 
GET THERE? 



 Includes multiple real estate content ads that you can select from to 
customize your Tear Out Cards, Back Inside Cover, and Back Outside Cover.

• Ads are geared toward financial preparation, dealing with expectations, 
and what to do after settling.

 Issue articles are great conversation starters to reach out to past clients 
and ask for referrals. 

EXCLUSIVE CONTENT



 Customize your magazine with 
real estate content ads, and bring 
it with you when you door knock.

 Pop by with one of the recipes 
from the magazine. 

 Focus on open houses when 
you’re farming.  

USING YOUR MAGAZINE  
FOR DOOR KNOCKING 
AND FARMING



 Select five clients to call a week based  
off the articles. 

 Utilize issue articles as a  
conversation starter.  

 Rely on our referral script when making  
the phone calls.

USING YOUR MAGAZINE 
FOR REFERRAL AND  
REPEAT BUSINESS



 Make your calls on a Monday. 

 Drop by with your promotional 
copies of the magazine.

 Download our promotional 
copy stickers.

 Showcase a listing or upcoming 
event to highlight your 
marketing efforts. 

USING YOUR MAGAZINE  
FOR FSBOS AND  
EXPIRED LISTINGS



  Every issue is created with you in mind—you have the ability to 
customize it based on your business goals. 

  If you would like to target one of these areas in an issue, the same can 
be done for future issues. 

 Now calculate your cost.

RECAP



New clients

Sign up on remindermedia.com/action and  
receive 15 free promotional copies

Current clients

Order 20 promotional copies  
and we will pay for half (up to 10)

SPECIAL WEBINAR-ONLY DEAL



QUESTIONS?



THANK YOU  
FOR LISTENING!

Recorded session and slides will be emailed to you. 

 @ReminderMedia  |   ReminderMedia  |   ReminderMedia  |   ReminderMedia

For daily coaching tips and motivation,  
follow us on social media. 


