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Marketing Tips and 
Opportunities

Building relationships
Events
Print
Web/Email
Other



Building Relationships
Meet as many agents as you can and build 
positive, cooperative rapport
Remind them what value you can add to their 
business (use our PowerPoint!)
Target agents with 

Good reputation, integrity
Marketing plan in place

Sit down with them and brainstorm ideas!
Network with other professionals involved in the 
real estate transaction (termite inspectors, home 
inspectors, title companies, etc.) Agents or 
consumers ask them for recommendations. 



Events

Weekly sales meetings
Free seminars for agents via 
Associations or brokerages
Association 
conferences/meetings



Events

Conduct homeowner 
workshops in conjunction 
with realty firms or an agent
Appear at open houses 
(public or broker: work with 
agents to hand out free info)
Co-host a real estate 
roundtable discussion



Print Opportunities

Create marketing pieces in 
conjunction with agents for 
whom you’ve conducted 
audits

E.g. Lenders and agents co-
create pieces now, to leave as 
take-away handouts at 
listings. 







Print Opportunities
Co-brand standard marketing tools 
Contact state/local REALTOR 
publications 

Often published by Associations
Offer to write an article
Advertise in these publications

Invite press, homeowners and 
agents to attend your energy audits 
Consider a broadcast flier service 
(if available in your area)



Print Opportunities

Work with an agent to build a notebook of 
“green” area info for their buyers and sellers. 
Be sure your name is at the top!

Agents can supply this booklet to all clients
Consumers are hungry for direction and 
information on green resources in THEIR area



Web and Email

Establish an email newsletter or blog in 
partnership with an agent

Blogging takes commitment and you do not 
always know who your readers are, but you 
attract readers interested in a specific topic 
rather than pushing information on those who 
may or may not be likely clients.
Email newsletters reach a larger audience once 
you get a list, you know who is getting it, and 
you could offer a subscribe/unsubscribe feature.



Web and Email

Do your research
Google “real estate blog San Diego” etc.
Find out (if you can) who gets the most readers
See if you can start your own blog and ask an 
existing (and popular) real estate blogger to add 
you to their affiliated links, OR
Add regular comments to an existing real estate 
blogger’s site





Web and Email

Work with an agent who has an existing real 
estate email newsletter; add a regular column
Use business networking sites to be as 
visible as possible to area agents 

ActiveRain.com (can post columns here)
LinkedIn.com
ZoomInfo.com



Web and Email

Refer your Web visitors to partner with real 
estate agents’ sites and ask them to do the 
same for you. Set it up to rotate agents each 
time the page is uploaded.
Build a database of agent email addresses

Notify them of your events
Invite them to partner with you
Send them your rates and offer discounts
Share success stories



Web and Email



Web and Email



Other

Connect with state, local green initiatives
Partner with agents and get involved in local 
energy-related events such as climate action 
group seminars, city government seminars on 
saving energy, etc.



Other

Refer
Refer
Refer

If you send business to your real estate partners, they 
are far more likely to return the favor!
Agents are always seeking ways to expand their 
“sphere of influence”, or the number of people that 
can be potential clients or can send them potential 
clients

Did you call 
Julie yet? She 

knows her 
stuff!

I’m telling 
you, Julie 

Hawkins is 
top notch!

I know 
this really 
dynamite 
agent….



Other

Encourage an audit as a closing gift and 
offer discounts to agents who purchase 
them for clients
Offer creative closing gift packages for 
agents

Gift baskets with CFLs, educational material, an 
energy audit coupon, organic products and green 
cleaning supplies, etc.

BE CREATIVE ! ! !



In Summary…

Existing homes—huge opportunity for new 
business partnerships, profit and energy 
savings.
Agents need you to meet the 

overwhelming demand for 
energy efficient, green living!

You need them, too!



Our Contact Info

Candace Lightner, REALTOR®

Coldwell Banker
Consultant to the U.S. Department of  Energy

clightner@mris.com

Julie P. Hawkins, REALTOR®, LEED® AP

D&R International, Ltd.
On behalf  of  the U.S. Department of  Energy

jphawkins@drintl.com
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