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Week of June 19, 2017 

Solving The Marketing Maze 

New business development requires dexterity, aligned incentives, valued relationships, acute 
business sense, specific client targets and insightful talent. In the real estate industry, the keys 
to new business development are knowing whom to target, what to say, who should engage in the 
dialogue and, most importantly, having a strategic edge. The foundations for a best-in-class 
business development plan include getting into the world of your prospective clients; understanding 
their needs (not yours) and how they measure success; and demonstrating a passion for solving 
their problem or issue. 

Today, we see an excess of 
vehicles for marketing your 
firm’s capabilities. In a rapidly 
changing world, it’s critical to 
know your new business 
“target” (psychologically, 
technically and strategically) 
and choose the right channel 
to create an invitation to 
engage and/or relationship. 
Key elements include: 
connecting the marketing dots 
to create a clear and consistent 
message; presentations that 
feature or focus on the 
prospective client (again, not on 
you or your firm); and 
communicating the content that 
speaks for you when you are 
not there.  

For a new business plan to 
work, it must resonate with 
the target audience; be 
inspirational and aspirational; 
stand for the values you and 
your prospective client both 
hold in common; and it must 
have a targeted behavioral 
outcome. 

This chart to the right highlights 
the maze of marketing/new 
business vehicles and actions 
you should incorporate in your 
new business planning process.   
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Key Questions To Discuss With Your Leadership Team 

1. Does your organization have a clear and embraced new business development plan? Does it 
cover the 2017 – 2019 period? 

2. Who is accountable for leading the new business efforts, and what firm resources are at his/her 
disposal to be successful? 

3. What is your competitive edge…and what is your differentiating story? 

4. When a prospective client asks, “Why should I select you/your firm,” what is the answer that 
would achieve a strategic advantage? 

5. Who is your thought leader? How many of the boxes in the Real Estate Marketing Matrix does 
your firm utilize? How many of these would you rate your firm’s efforts as an A+? 

 

Closing Comments 

We hope you enjoyed this article and will be able to utilize the “Key Questions” at a future leadership 
meeting within your firm.  

We welcome your comments, feedback, insights and perspectives 

Regards, 

 
Christopher Lee 
 
Note: This report has been prepared by CEL & Associates, Inc., who retains all rights to its content. This 
report may not be reproduced, distributed, and/or used in presentations or offering/fund raising 
prospectus/memorandums, and/or used in communications, speeches and/or presentations in its entirety or in 
parts without the prior written consent of CEL & Associates, Inc. You may reproduce/distribute and/or share 
this article with friends, colleagues and associates. Opinions and forecasts contained in this, prior and future 
articles may change without notice. The author encourages readers to offer comments, feedback and 
recommendations for further enhancement to newsletter@celassociates.com 
 

Prediction 

“Top real estate brands will tap into the power of strategic 

partnerships, content creators, predictive analytics and thought 

 leadership over the next 36 – 48 months…and as a result,  

transform the way new business is generated.” 
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Give Us Your Opinion: We want to hear from you and to have future issues reflect your needs and questions. Please 
email your comments, ideas, suggestions and insights to newsletter@celassociates.com. 
 

For More Information: For more information regarding our services (Strategic Planning, Compensation, Opinion 
Surveys, Benchmarking, Performance Improvement, Succession Planning and Governance/Management), please email 
us at newsletter@celassociates.com or call 310.571.3113.  
 

To Subscribe: To subscribe to CEL & Associates, Inc. and Christopher Lee’s Strategic Advantage and Leadership 
Conversation newsletters with ongoing insights, opinions and forecasts regarding issues, trends and opportunities within 
the real estate industry, please email us at newsletter@celassociates.com with “Subscribe” in the Subject line and provide 
your full contact information. 
 

To Change Your Contact Information: Please email us at newsletter@celassociates.com with “Change Contact 
Information” in the Subject line and include your new contact information. 

 

Disclaimer: The opinions, forecasts, information and insights presented in this article are of a general nature and do not 
constitute the provision of investment, management or economic advice to any person, organization or governing board, 
and this article does not contain any recommendation(s) to buy, sell and/or invest in any security, real estate asset, fund 
or adopt as an element of any investment strategy. Opinions and forecasts expressed herein are subject to change 
without notice. Relevant information was obtained from sources deemed reliable. Such information is not guaranteed as 
to its accuracy.  

 

 

SPREAD THE WORD 

If you enjoy reading Strategic Advantage and Leadership Conversation, and have benefited or received value from our insights 
and recommendations over the past 23 years, perhaps your friends, business associates, other members of your team or industry 
peers will also enjoy it. 

You can provide them with an individual subscription by several options: 

 Click here: http://newsletter.celassociates.com and fill in their contact info or forward this link to them  
 If for multiple people, send us an email with a list of their individual contact info and email address 

Today there are over 12,000 readers of Strategic Advantage…spread the word. 
 


