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Dave: Well, good afternoon. This is Dave Clark, senior business and leadership coach with Excelleum Coaching and
Consulting, and welcome to our “Ask the Coach” call today. So today I have Stacy on the call with me. Stacy, welcome to
the call.
Stacy: Thank you.
Dave: Stacy is an often-time visitor to our “Ask a Coach” call, and always has some awesome questions for us to discuss. So
Stacy, what do you have for us today to talk about?
Stacy: Well, any unique marketing that maybe I haven’t thought of, for a new listing that’s on the water? It's not common to
have water property here. I mean we have it, but it’s not something that is a dime-a-dozen. It’s rare that someone wants to
give up their waterfront property. So I have this listing, and I have another one coming on a different body of water within
the next couple of months as well. So I have lots of water on my mind these days. And I was looking for unique ideas and
things to help promote it, and get recognition for having a listing that’s on the water, so maybe I’ll get another listing. And
then also for attracting the right buyers, because they are not necessarily in a group that is doing something water-related.
They want to be, but they’re not in it yet. So finding them.
Dave: So, let me ask you a couple of questions, Stacy. What is the price point of this new listing that you have, the 6,000
square foot listing?
Stacy: $859,000.
Dave: Okay. Seems like a pretty reasonable price for a home on the water, at 6,000 square feet plus. And what about the one
that's coming up?
Stacy: The one that’s coming up is going to be probably $660,000. And it is on the water as well; different body of water.
It’s not a lake; this is more I guess the river that’s flowing in from another section where it is bigger and wider. This is a
thinner, more narrow section on the second one. But still, _______ that type of thing.
Dave: Sure. So, would these be considered homes that are kind of a destination home, or would this be more of a permanent
residence?
Stacy: I think back years ago it could’ve been a destination home, but now these are definitely people live and commute and
we have families in these areas. So it’s not just a weekend thing.
Dave: Okay. And so where are the families coming from that would live in these homes, typically?
Stacy: Probably within the area. Could be a re-lo. Most likely still in probably roughly the same zip codes, if not just the
next one over. So probably the same city, or one city away.
Dave: Okay. So, do we have a particular city that we see a lot of traffic going back and forth? Is there one area where they’d
like to commute into this area from specifically?
Stacy: Not really. It sounds like we’re a hodge-podge of just… People work all over. A lot of people work from home these
days, so people are just living at home, having a home office, which both of these homes have space for home offices, and
that type of thing. But it’s probably someone local that’s just moving. The thing about both of them is they’re both no
HOAs, so it’s kind of “do what you want” kind of thing. Definitely the one on the lake is “do whatever you want” pretty
much.
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That one I would say feels like a neighborhood; the second one – every single house is totally different, there are some vacant
lots, it’s an old, old neighborhood, and so it could have some old, even sort of run-down homes, and then the next one can
look like a mansion. So, it’s just really a mix-up, and so when you mention the neighborhood people go, “Ooh”, because
they don’t know what the house looks like yet. So, it could be fabulous and it could be, “Ooh”. So, it’s hard to say,
“Advertise the neighborhood”, because that’s not going to work. Now that one’s coming soon – that second one – so it’s
going to be really just marketing the water piece and seeing if they don’t really care about the other houses in the
neighborhood.
Dave: Okay.
Stacy: And they both are totally unique. They both aren’t like anything else in their immediate area, so I had to go way out
of the way to find comparables. So I’m looking for other things on water at all, within the county or even right outside the
county, and then trying to match up square footage.
Dave: So when you say “unique”, describe some of the features for me, if you would.
Stacy: So the one that’s on the market – why it’s unique is, there’s nothing else like it, as far as size and newness. It’s got all
the bells and whistles of a newer home – so granite in the basement bar area, granite in the kitchen, stainless steel appliances,
hardwood floors, it’s freshly painted. It’ just got really, really nice appliances. But then it’s on the lake, and then three doors
down could be a 2-bedroom, 1 bath that hasn’t been updated since 1950. So that's what I mean – that it’s unique in the area,
there’s not other really nice… I mean in our area it’s kind of like luxury, so it’s a luxury home on the lake. The other homes
aren’t necessarily like that.
Dave: Okay.
Stacy: There might be a few others; don’t get me wrong. But they’re just not this magnitude, like this size, and so that’s why
that one’s unique. It has a first-floor master – that’s very much sought-after here. We have a lot of people that worked in the
military or the government, and now they live here because all the grandkids still live here, so they’re not leaving. So, even
though it’s an expensive place to live, they’re just staying, even though they're not working. So it could be somebody that’s
retired that just wants to be in the area, but it’s a whole lot of house for two people.
Dave: It sounds like a lot of house for two people. So tell me a little bit about the lifestyle out there. If I were to buy this
home today, what would my lifestyle most likely look like?
Stacy: So you probably are going to work from home, you’re going to be someone who loves nature, who wants to boat, who
wants to jet ski, who likes to entertain, who probably not necessarily cooks, but definitely utilizes the two kitchen areas.
There’s room for a theater, room for multiple game tables, pool table, plus there’s room to have a gym, a home office, and a
private playroom. And there are just lots and lots of living spaces, lots of decks, a gazebo. So if you’re an outdoor person,
you just want to sit out, there’s some eagles that frequent the area, so bird-watching, wildlife-watching. I mean right here
next to the interstate. It’s like four miles to the VRE, which is the train, and just a few miles to the interstate, if you’ve got to
commute in. So, definitely someone who has a job is going to have to live there, probably.
Dave: Okay. So, how far are we away from DC? Stacy, did I lose you?
Stacy: No, I’m here. Probably an hour, a good hour.
Dave: An hour. Okay, but we could get there by train, by freeway, we have a lot of ways to get there, right? So, it sounds
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like this house is really designed for somebody who does want to do a great deal of entertaining. And so, who can you think
of that we could connect with in the DC area that would be most likely to want to do a lot of entertaining? Who comes to
mind for you?
Stacy: An executive.
Dave: Okay, executive. What about lobbyists?
Stacy: I don’t know anybody.
Dave: Might be a possibility. So we just want to get a few out here on the table, so we might know where to start
connecting. Okay, is there anybody else that you can think of?
Stacy: Let’s see. I’m not sure. I mean someone who likes to… It’s the level of the price too, so it’s kind of like they’ve got
to be successful but have time to enjoy it. A lot of people that are successful don’t have any leisure time because they’re just
busy working.
Dave: So it might be one of those types of homes where the entertainment could be part of work. We literally bring work
home with us. We bring people to our home, entertain and do business there as well. So there may be some opportunities.
The other thing that’s with some of the people in DC – that do spend a lot of time entertaining, that need to get clients away,
where they can create that rapport, that relationship, and speak privately, that type of thing. So, that might be one option. It’s
kind of a stretch, but let’s think about too… You said it’s most likely to be somebody local, somebody that enjoys the water
sports, has a big boat. This is a pretty good size lake, right?
Stacy: Mm-hmm.
Dave: So it’s going to take a good size boat, a lot of jet ski activity and that kind of thing. So, this is going to be perhaps
buyers with a larger family. You’ve got 6,000 square feet there, so we could have a pretty good size family there. And then
as far as some of the social activities around the area, is there a country club, for example?
Stacy: There are country clubs around, like golf country clubs where there are gated communities, and those are large homes
in there. I don't really know how to target those particular people, other than a Facebook target.
Dave: Yeah. Well, that’s actually where I’m going. Thank you for bring that up, because that’s kind of what I’m talking
about. We may want to go directly to Facebook and begin to identify those people in those categories. Let's say the groups
that we specifically identify from Washington DC area, or from some of the other larger communities, that might want to use
this home for entertainment purposes. The country club set – we might want to tap into those folks. Typically we may find
the higher incomes and people that are more oriented towards entertainment as well. But we also don't want to miss out on
the larger families, and give them an opportunity at this sort of a lifestyle. So this might be one of those things where that’s
what we talk about.
You’ve got some great features here. So if I may, let me repeat back to you some of the things you told me. This home has a
great home office, so that’s going to give us the opportunity to talk to somebody about losing the commute…
If you're tired of commuting and you have the option to work from home, this may be the perfect home for you.
Somebody who loves nature…
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Do you need to take a little bit of time away from the stress of your high test work / life style and be able to unwind
and relax?
That’s another feature that we may want to talk about. The home has two kitchens – that could be huge, if we're going to do
a lot of entertaining, right? So that means we could even bring in a catering company, they could work in one of the kitchens
and leave the other one open for us. Maybe they're behind the scenes but they could cater the affair – that's going to be
something to think about as well.
Or for the holidays, if we have large extended families, that could be a huge option for them – a gourmet chef that likes their
own kitchen, but if we’ve got big families or we’re preparing a lot of food, that second kitchen is certainly going to come in
handy. We’ve got the home theater – we get a little rain, we get a little snow, we’ve still got a place to bring everybody
indoors and enjoy that family time together, or time with friends. We could do a lot of entertaining with the theater. Gym
and the home office – okay, we kind of hit that. Lots of decks. So, you’re telling me the view is pretty spectacular, I’m
guessing?
Stacy: Yeah.
Dave: That kind of goes along with the nature. And then again, the gazebos, which gives us an opportunity to walk the
property and really enjoy it from not only the home itself, but from the grounds. So, we want to target people that are going
to fit into those kinds of categories. So as we think about it, the “work from home” idea is going to be pretty awesome.
That's going to be a big one. The lifestyle.
And one of the things we may want to do if we think about posting this is to get a great video of activities on the lake and
show that off, because it's about the features. Certainly it’s about the home, but it’s also, what will this home do for you? So
as you begin to think through your marketing plan, put yourself in that position – what are the things that you would do if you
lived there? You’d get outside, you’d buy a jet ski, you’d have a large boat, you’d go fishing, you’d take the family
waterskiing, whatever it is. And let's kind of highlight those areas and get people interested and passionate about what this
lifestyle will do for them. Because that’s what they’re buying – lifestyle.
Stacy: Definitely.
Dave: And so we want to think about that. And then as we think about the groups we want to target, let’s take a look at those
folks that are tired of being in the city, those folks that wouldn't mind to commute, or better yet would love that home office.
And by the way, that means when you’re home on the weekends or you're entertaining, you have all of these other features
and benefits of living in that property. So it might take a little bit of time to find the right category of people to reach out to,
but let’s take a look at the people that socially would fit into the needs of what this home offers. Does that make sense?
Stacy: Mm-hmm, right.
Dave: Okay. And so I think that’s going to be one of the ways to go. Now, do you have an iPad?
Stacy: Mm-hmm.
Dave: Okay. So one of the things you might think about is getting a video, maybe creating three to four to five different
videos on different features of this home to post, and get those out there. This is also going to be a great tool for you for
working your sphere of influence, and that’s going to be one of the areas I think you’re going to want to go to first. And it
might be one of those things where we say…
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Not sure this home is a great fit for you, but you most likely know someone that will really love it.
And then attach that two to three minute video that shows one of those features. And maybe you mix it up and you test to see
which ones you get the best response from. So, is it the waterfront or is it the home itself for the entertaining? You follow
what I’m saying here?
Stacy: Right, right. I do have a video that is a video of the pictures that the photographer put together, so that's very nice. I
have that posted. I posted that right away.
Dave: Okay. Have you had anybody comment on it?
Stacy: No. I’ve had someone like it, but it’s friends – other realtors, friends, whoever. I have it posted and then pushed to
my personal page as well.
Dave: Okay. So, I guess what I'm saying is, we very much would like to get specific features out there. Now if all of these
photographs show everything, that could be one thing. But we may want to take a video and focus in on something else.
Now, could be you walking the property. I can see you walking out towards the end of the dock and talking about pulling the
big boat up here and being able to sit on the boat and drink a glass of wine, enjoy the sunsets from right here on the dock,
something like that.
So mix it up a little bit, because what we're trying to do is cast a big net. We're trying to interest a lot of different people and
get them interested in coming out and taking a look, because that's where we can really sell it. That's when all the features
come together to make one heck of a great package for it.
So think about putting that together and perhaps texting that out or emailing that out to your sphere of influence. And again,
because you're not trying to sell this specifically to an individual, you're trying to get them to refer somebody to you or think
about somebody that this home might be a fit for – and guess what? It might still be them. So, text it or email it, and again,
kind of the scripting along the lines of…
Not sure this house would be something you'd be interested in, but it is such a spectacular home and such a great
value, you may know of somebody that would be interested. So please reach out to me and let me have their contact
information.
Or if you feel like it, somebody that you've been working with that it's a good fit – send them a text that says…
May have found the perfect home for you. Don’t think it’s going to last long. It’s got everything you want,
including the double kitchens. So call me and I can show it to you this evening or tomorrow morning.
Create some emergency and get passionate about it. So I guess to circle back on this, it's to identify those groups of people
that would most likely be interested in this, based on the features that you've described. And then we can do a little bit of
Facebook marketing. And if you haven't gone through the Facebook series that we have on Elite Agents Online, I would
highly recommend that you do that. There’s a series of different training and techniques that you can use with Facebook to
get your marketing message out. And I think I would start there. I would also start, again, with your sphere of influence, and
let’s work that down and see what kind of Interest we can get. But at those price points in your area, on the water, with those
features – this should be a really saleable listing for you.
Stacy: I hope so. Yeah, thank you.
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Dave: You’re very welcome. Well, thank you for jumping on the call with me today. It’s always good to talk with you;
you’ve always got great stuff to talk about. And congratulations on these two listings.
Stacy: Thank you!
Dave: This is a fantastic way to go and get your open houses going, so you can start pulling those specific clientele types into
that house, which will not only help you get that one sold, but also maybe you can play them off of each other – the $859,000
and the $660,000 price points, and then also it should help elevate and get you into that little bit higher level of clientele, so
that you have more of these listings come off on that waterfront.
Stacy: Right, exactly. Okay. Thank you!
Dave: Okay, awesome. Thank you, Stacy. Will talk to you soon. Take care and thanks for being with me today!
Stacy: You too. Take care. Bye bye!
Dave: Bye for now!

www.excelleum.com
Copyright © MMXVIII Debbie De Grote. All rights reserved

