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• Realtor for over 18 years with focus in luxury South Florida 
Markets:

– Coral Gables, Coconut Grove, Pinecrest, South Miami

• #1 Realtor at EWM Coral Gables Office

• Winner of ‗06 & ‗08 Best of South Florida, Realtor of the Year

• Top 10 Realtor Miami-Dade County ‗06, ‘07 & ‘08
(out of 28,000 Realtors)

• Member of Luxury Home Institute

• Member of Who‘s Who in Luxury Real Estate 

• Member and Director of Master Brokers Forum

• Member of Council of Residential Specialists (CRS)

• Member of Allen Hainge‘s Cyberstars

• Named a ―Miami Mega Broker‖ by Unique Homes Magazine 

Professional Background



In Reality in Advertising (Reeves 1961, pp. 46–48) Reeves laments that

the U.S.P. is widely misunderstood and gives a precise definition in

three parts:

• Each advertisement must make a proposition to the consumer. 
Not just words, not just product puffery, not just show-window 
advertising. Each advertisement must say to each reader: "Buy 
this product, and you will get this specific benefit." 

• The proposition must be one that the competition either cannot, or 
does not, offer. It must be unique—either a uniqueness of the 
brand or a claim not otherwise made in that particular field of 
advertising. 

• The proposition must be so strong that it can move the mass 
millions, i.e., pull over new customers to your product. 

Unique Selling Proposition

http://en.wikipedia.org/wiki/Puffery


USP is Important in Real Estate

• Not every listing will be unique or noteworthy 

• But do try to be selective about your properties

• One ―buzz-worthy‖ property will help all other listings you have

• One ―buzz-worthy‖ property typically helps secure 
multiple future listings due to exposure

• This was the case with the following property:



Case Study:  Integrated Real Estate Marketing Campaign

“Upswing” - An Architectural Adventure

5105 SW 82nd Street

Coral Gables, FL

Marketing Objective

To sell this contemporary home at the highest price in the shortest 

amount of time.



Integrated Real Estate Marketing Campaign

Marketing Challenge

•Limited Target Audience

The property is a unique, contemporary architectural gem which 

appeals to only a niche market in South Florida. 

Located in a prestigious Miami neighborhood, the home is not a typical 

Floridian home and its modernist flare will not appeal to many luxury 

home buyers.

•Price Point

Given the real estate downturn, prospective home buyers are 

extremely cautious when purchasing in South Florida. A $4 million price 

point also constricts the prospective buyer pool.



Integrated Real Estate Marketing Campaign

Marketing Opportunity

Unique Selling Proposition

• Estate was originally designed with an art collector in mind

Marketing Strategy

Target Audience: Given the estate‘s obvious appeal to art collectors:

•Focus on art buyers, gallery owners and others within the art scene as 

primary target market

•Hyper Local Tactic:

-Leveraged the prestigious Art Basel event in Miami Beach to 

reach prospective buyers who relish contemporary, high end art.

-Strategy was to present the property as the ideal home to 

express a buyer‘s creativity while highlighting the home‘s gallery-

like sensibilities.



Integrated Real Estate Marketing Campaign

Marketing Tactics

Property Website

Created a unique URL: 

www.5105sw82street.com

Featured Websites

The property was featured in luxury 

real estate sites and others:

Realtor.com

Luxuryhomes.com

Mayfairinternationalrealty.com

Luxuryrealestate.com

Christiesgreatestates.com

Veryspecialhomes.com

Ewm.com

Zillow.com

Trulia.com

http://www.5105sw82street.com/


Integrated Real Estate Marketing Campaign

Art Basel Realtor Email Campaign

An email campaign was developed inviting high-end Miami 

Beach Realtors and prospective buyers to view the property 

during the weekend of the Art Basel event. The incentive 

included complimentary limousine service to and from the 

property to help elevate the sophistication of the property.

Art Basel Art Gallery Owner Email Campaign

Developed for S. Florida Art Gallery owners 

explaining that the property was on the market 

and ideal for an art collector. It provided an 

incentive for gallery owners to refer prospective 

homebuyers to the home. In the event, that 

his/her referral resulted in the home‘s sale, a 

$5000 gift certificate would be purchased from 

said gallery as a gift for the new homeowner.



Integrated Real Estate Marketing Campaign

Q&A Blog

The present homeowner was a noted art collector and was interviewed 

by Carole Smith for her blog. The post featured highlights of her 

home‘s appeal and comments on the upcoming Art Basel event.

Carole leverage this post and referenced on other art-related blogs.

Google Keywords

A specific subset of keywords were purchased to support this 

campaign including hyper-local keywords ranging from Miami, Miami 

Beach to Coral Gables real estate.

Video

A property video was created and posted on all relevant websites 

including youtube.com

http://www.reelestates.com/videos/4392.wmv

http://www.reelestates.com/videos/4392.wmv


Integrated Real Estate Marketing Campaign

Print

A dedicated ad was created to run in the Miami Herald‘s Art Basel 

publication insert.

The property was also featured in ongoing publications.

High quality, 4 color, 20-photo books were developed to distribute to 

qualified buyers.

Public Relations

A public relations campaign developed to showcase this architectural 

masterpiece in national publications.



Integrated Real Estate Marketing Campaign

Public Relations

A public relations campaign was developed to showcase this 

architectural masterpiece in national publications.

Event Planning

A cocktail party was hosted in late January with guided art tours of the 

present home owners collection to generate more foot traffic.



• House temporarily went off the market

• Showings for this property were 15-20% higher than a similarly 

priced listing I had at the time

• I secured 5-6 incremental listings directly as a result of all the 

marketing done for this property

Keeping an eye on USP pays off!

Results

smith.c@ewm.com




