Brand You

* Product

* Market
Situation

e Unique Talents
Value Add

What’s Your Niche?

Roll The Dice Marketing Plan

Daily Weekly

Understanding
You

Monthly Quarterly
Finding Yourself B2CV B2B

Answer These - . _’ |
Why Do Business with The Company? _—
Why Do Business with You? o I Realtor L.
Did You Say... — -
* Great Products o . Loan 74’
» Great Rates — [—
» Great Customer Service L. Buloer
» Been In Business for X Years — —
" Bankv Mortgage Banker




Networking - Affinity

Financial
Planners

Accountants

Attorneys

Home
Improvement
Contractors

Gym Owners

Furniture
Dealers

Lawn Service

Loan Officer Segmentation

|

Relater Solution
Provider

Closer

Play to Your Strength and Learn From the Others

30/60/90 Plan

Action ltems

Goals (SMART)

HLTV Consumer Segments

Home as
Shelter Walk With
Me

" Friends/Fam

I Know Best

Keep Me On Track

Team Players

= 60% High LTV Mkt

« Simplicity

« Safety, Security
Trump Price

+ Worries About
Future

« Wants Help with
Finances

+ Siightly Older,
Moderate Income

Please Help
Me

« Shops Web for
Price

i

+ Confident DIY
Financial Planner

« Higher Income
Male

< wortgaging
Fuwre
Rate Shoppers

« Price Oriented
+ No Service Wanted

Home as |Taking Big Swings
Investment

Transactional +«—— _ —* Consultative




