10 Step Technology Marketing plan from Guerilla Marketing


1. Engage in Research

a. What are others doing?

b. What technology will improve your offering?

c. Which can save you time and money?

d. Which will improve your effectiveness? And your efficiency?

2. Check out the competitors

a. See what they are up to

b. What technology are they using?

c. How is it helping them

d. Can you do it better?

e. The idea is to surpass them!

3. Check your own customers

a. What technologies do they use?

b. IF they use the web, better get a website pronto!

c. Your job is not to keep up but to surpass them pronto!

d. Send a brief questionnaire and ask prior clients or recent closed sales in your area. Serves two purposes tells them you’re here and care!

e. Remember to ask for an e-mail address on every response. If you have to pay to send it you should try to get something in return even if it’s only an e-mail address!

4. Limit your purchases to your real immediate needs.

a. Make a plan for improvements and budget for them!

b. The plan is to fortify yourself with technology. Remember when you are charged by tigers, you need the tools to serve them!

c. A consultant might be worth their weight in gold for this one.

d. One more thought on this topic: you must understand how the equipment works! Many many, REALTORs, (Agents) have software still sitting on their shelves after a year or more because they didn’t plan the time to learn how to use it. Some of that software is worth thousands of dollars on that shelf and even more if they had actually learned to use it! So here is the lesson. Don’t buy unless you plan the time to learn the software.

e. When people ask me which software they should buy, I always tell them the one that they plan to USE! All of it is a waste if they don’t use it.

5. Examine your alternatives, try to answer these questions:

a. How can you improve customer service with technology?

b. How can you add more effectiveness for your marketing with technology?

c. How can you streamline your way of doing business with technology?

d. If it adds a competitive edge that is meaningful and dramatic it’s a plus.

e. If the answers to all of the above is IT CAN then do it.

6. Talk to your staff.

a. Don’t keep it a secret. Talk to your staff, talk to you customers and get them as comfortable with your tools as you are.

b. Make sure that everyone supports and understands the technology.

7. Develop a plan and put it in writing.

a. Plan what and plan for when you’ll need it.

b. Plan how much and how to get that much.

c. Once you understand your needs and how they might be better served it will be easy to prioritize when you need to buy and what you need to buy.

8. Train your self and your staff to use the equipment and software.

a. You want to look forward to using the systems that you will put into place and then you will be more likely to use them.

b. If you are in control of the equipment or software you will never resent it.

c. If you are in control you will WANT to use it and that is a secret of success. The equipment or software that you use is the tool that will be most successful!

d. You and use software to:

i.  stay in touch with customers

ii. create marketing pieces

iii. Automate reports for customers

iv. Automate phone systems that keep you in touch constantly.

9. Purchase equipment that you can grow into not out of!

a. A computer that will run all of the software that you might want in the future, so it must be powerful.

b. Never forget that you can upgrade if you must, be there may be downtime involved so buy the best that you can afford now and plan for the time you may need to be down when you have to do the next upgrade.

c. If you have the power in the computer then upgrading the software will be easier.

d. So you need a database and for REALTORS that means a contact management software package.

e. One that lets you track contacts, send e-mail for flyers, newsletters or just a quick note. One that allows you to keep your calendar, notes, a journal, and tasks would be useful.

f. Your technology may pay for itself in the first month or so.

10. Evaluate your progress.

a. At the end of each month check to see if you are following your plan.

i. Is the technology serving your needs?

ii. Are you comfortable with it?

iii. Are your customers happier?

iv. If not make changes so that it works for you!

v. Use your new technology to help you keep better records and to sort information in ways that were never possible in the past.

1. For instance when you place an ad. What kind of responses do you get? What is the best place to place an ad? What is the best return on investment.

2. Remember these tools are to help you get better at running your business, too!

b. These 10 steps will lead you into your future and you will probably never look back once you have taken the first steps into the future.

c. All 10 steps can be made in 30 days or less except the evaluation which should be an ongoing process. Look at your businesses progress monthly and readjust where necessary.

d. Remember that technology is only a tool and you are the person who has to actually USE IT! Make sure that you are physically comfortable when you are using it.  Note the light, the chair the level of the monitor and the keyboard! It’s not just about machines it’s about people too!

e. Remember that you are saving money by buying something that will save you time now. Don’t wait for prices to go down because you have a COST OF YOUR TIME while you continue to do things inefficiently and the hard way. Your time is more valuable than money because we all have a limited amount. Some day all of our time is just plain over and done. You see?

f. Ask me about the 5 step time saving plan.

