Designing Your Marketing Plan

A. Below are some questions to help you start designing your marketing plan.  This is by no means an exhaustive list, just something to start the creative juices flowing.

What is your marketing budget?

Who is your target market?

Where is your target market living now?

What income level do you need to reach for the homes you are developing?

Where is your target market working now?

How can you tailor your marketing program to your specific region?

How can you market your programs to language-minority communities?

What are the pros and cons of using realtors to market Land Trust homes?

B. Now that you have decided how you will market the program, next you have to design (or redesign) the orientation and qualification process.

How do you explain the Land Trust model to your potential buyers?

How do you make sure they understand the process of Homebuying?

What should you do when you have more buyers than you know what to do with?  

What are good ways to establish eligibility criteria and to screen buyers?

How do you make sure that the interested buyers are income-eligible and mortgage-ready?

What are some good orientation, homebuyer education and counseling formats?

What are some ways to manage a waitlist of buyers or to fairly select buyers from a pool? 
