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• Use a Real Estate system - why that's applicable

• Get Proper Training - Luxury Home Marketing Training Course offered by 

Laurie Moore-Moore, founder of the Institute for Luxury Home Marketing

• Find and hire talent who know the market you’re after

• Build and maintain high-end client relationships – go where there’s money

• Prospect and advertise to the upper tier market

• Keep ego out of the equation – qualify your luxury buyers early – show proof 

of funds & make them feel they’re getting to see what others can’t

• Stay balanced and productive in a SHIFTING market



The MREA Model says Know Your Numbers

A Financially Successful Client Will….

 Marketing – systems – people – NUMBERS

 Get very specific on goal setting, budgeting and marketing – upper-end listings 

can “eat your lunch” if you’re not careful, can get expensive

 Know your luxury inventory and history of the properties; who owned, who built it 

and who’s in it now – Maintain privacy but create “experience” for the clients

 Show the clients market data – they are well educated with their money

 Be prepared to deal with the handlers / managers / designers / attorneys

 Get accountable with a coach – one who knows the luxury market

 By the time he was 9 years old, Tiger Woods had five (5) coaches 

 What you think & review everyday …. your mind will Manifest

 Set rewards for goal achievement



Building Client Relationships Starts 

with a Database

 Develop a “Golden” Database (We use Top Producer 8i)

 Use Social Media sites where Luxury Buyers spend time

 Track your clients activity and correspond often

 Be persistent in your efforts, but patient for your results. 

 Every member of team responsible for adding names – all year



Top Producer 8i – Market Snapshot –

A Repetitive Tool



Platinum Sales Systems – Our Listing “Separator”

The Perfect Combination of High-Tech and High-Touch

Enhancement to Our Current Business Model

Did NOT Require a Complete Overhaul of Our 

Marketing System

Sets Us Apart From Our Competition 

Buyers Have All The Information They Need to 

Make Faster Decisions – MLS systems are limiting

Sellers Appreciate Our Investment in Showcasing 

Their Home – stroke their EGO

Comprehensive           

Integrated             

Distinct



Unique Physical & Online Products

• Platinum Portfolio

• Virtual Open House Invitations

• Platinum Invitation Jackets

• Multimedia Marketing 

Presentation

• Platinum Luxury Listings

• SEO - Best Practices Guidebook

• Syndication 

Expands Our Online Presence

• Dozens of Optimized Sites

• Interlinked With Each Other and           

Platinum Luxury Listings



Platinum Home sites For Kink Team Listings

Personalized Marketing 

Presentation

Documents: Floor Plans, 

Surveys, Seller’s Disclosure
Link to Builder’s Sites

Link to Neighborhood Sites



• Convenient  Access

• Simple to Use – Easy to Learn

• Add Lifestyle info & More Details

• Unlimited Quality Photos

• Unlimited Data about house

• Unlimited Links to area

• Easily Manage Our Listings

• Far more robust than the 500  

Character count on most MLS

Platinum Member Interface – Easy Entry

Quickly Market Our Listings!



Cast a Wider Net With An Integrated Online Strategy

The Kink Team Website

PlatinumLuxuryListings.com

Platinum Homesites



Visit Platinum Sales Systems … at NAR

Visit Booth # 727

Platinum Sales Systems

www.YouDeservePlatinum.com

Free Posting of Your High End Listings on 

www.PlatinumLuxuryListings.com 

Free Platinum Homesites 

for Two of Your 

Luxury Listings



Market Your Brand – Farm for New Upper-tier Clients



Be creative with your marketing materials

Sell Lifestyle and tell a story – Messaging is critical – Romance the property!



Use Aerial Shots

Photo selection and Quality 

is CRITICAL

Wide-Angle is Imperative!! 



Develop High Impact EmailsHold VIP Parties

The mindset of the Luxury 

Buyer is About The Experience

What did current owner LOVE 

about the house?? 



Market Your Brand – Web – Social Media - Direct Mail

Market to “Top Agents” in your Town  

Know who are the movers & shakers in the 

luxury arena and send materials direct  

Meet & network with them – Call often



Build Secondary Websites

For Your Luxury Properties

Have IDX links From MLS to your 

detailed property pages

www.7ClunyCourt.com

Stan Barron – Advertising

Benefits vs Features

Use Headlines to sell Human Emotion





Institute for Luxury Home Marketing KW Luxury Homes



Craig’s List

Woodlands Online

Horse/Lake Sites

WSJ.com

NYTimes.com

Dupont Registry

Rob Report



Putting It All Together

 You have to study and hang out around the luxury level clientele 

 What about this luxury property makes it different than others

 The best follow rituals every day without fail ~ learn from them

 Remember – it is activity then results not activity without results

 You are not more than five (5) years away from being a leader in your 

market if you plan and hold yourself accountable 

 Don’t be afraid of where accountability will / can lead you

 Meet and Network with Luxury high-end Realtors 

 Become the Luxury Specialist of Choice in Your Area 


