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Effective marketing is more than placing a listing
online. It combines pricing, preparation, professional
presentation, broad exposure and a clear plan for
buyer response.

This guide explains how those pieces work together
to help your home stand out clearly and reach
buyers with the right information at the right time.

LAUNCH WITH A PLAN - NOT JUST A POST.
Present the home clearly, reach the market and respond to the evidence.
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BUILD THE STRATEGY

Four Parts of a Strong Marketing Plan
The strongest marketing plans connect the home's position, presentation, exposure and follow-up instead of treating each item as a separate
task.
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1 Positioning

Define the likely buyer, the home's strongest value points
and how the price compares with current alternatives and
recent sales.

2 Presentation

Prepare the property, photography and listing information so
buyers can understand its condition, layout and important
features.

3 Distribution

Launch through MLS® and available digital channels, then
support the listing with targeted communication and
shareable materials.

4 Communication

Make showing access clear, gather useful feedback and keep
the seller informed about activity, competition and next
decisions.

BEFORE THE LISTING GOES LIVE

Confirm the list price, property details, inclusions and showing instructions.

Complete preparation and review how each room will appear in photographs.

Gather improvements, permits, warranties and details buyers may reasonably ask about.

Coordinate photography, measurements, signage and the intended launch date.

WHAT MARKETING CAN - AND CANNOT - DO

Marketing can improve clarity, exposure and the opportunity for qualified buyers to engage with the listing. It cannot guarantee a sale
or permanently overcome a mismatch between price, condition and the market.

Create a strong and accurate first impression.

Help buyers compare the property with available alternatives.

Make the home easy to discover, understand and arrange a showing for.

Provide useful activity and feedback for later strategy decisions.
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CREATE THE FIRST IMPRESSION

Show the Home Clearly and Professionally
Most buyers first experience a listing through a screen. The visuals and information should make the property easy to understand without
overstating what it offers.
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1 Professional photography

Use balanced lighting, thoughtful angles and a logical image
sequence to show the home's space, condition and strongest
features accurately.

2 Compelling listing copy

Lead with meaningful property details and benefits. Use
specific, accurate language rather than vague claims that
buyers cannot verify.

3 Helpful visual context

Measurements, floor plans, video or virtual-tour tools may
help buyers understand flow and scale when appropriate and
available.

4 Consistent presentation

Keep the property details, photographs, social content and
printed materials aligned so buyers receive one clear story.

PHOTO-READY MEANS...

Counters, floors and primary sightlines are free from unnecessary clutter.

Window coverings are open, bulbs work and the lighting feels consistent.

Beds, towels, furniture and decor have been reset carefully.

Bins, cords, cleaning products, pet items and personal information are out of view.

WHAT BUYERS SHOULD UNDERSTAND QUICKLY

Property type, location and general layout

Bedrooms, bathrooms and functional spaces

Condition, updates and notable features

Parking, lot and outdoor spaces

Important costs, inclusions and restrictions

Showing process and offer instructions

Accuracy matters. Marketing should create interest while giving buyers a reliable basis for deciding whether the home fits their needs.
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REACH THE MARKET

Coordinate Exposure and Buyer Access
Exposure works best when the listing is complete, easy to find and easy to show. Each channel should support the same launch strategy.
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1 MLS® and syndication

The MLS® listing provides the central property record and
may distribute information to brokerage, consumer and
partner platforms.

2 Digital and social content

Use selected images, video and property highlights to create
awareness and guide interested buyers back to complete
listing information.

3 Agent and buyer networks

Direct communication, saved-search matches and
professional networks can help connect the listing with active
buyers and their representatives.

4 Showing access

Clear instructions, reasonable availability and a
well-prepared property reduce friction when qualified buyers
want to see the home.

A COORDINATED LAUNCH

Publish only after the photographs, property details and showing process are ready.

Review the live listing on desktop and mobile for accuracy and image order.

Activate supporting marketing close to the listing launch rather than spreading it out randomly.

Respond promptly to showing requests and questions from buyers or their representatives.

MEASURE THE RESPONSE

No single metric tells the whole story. Review activity as a pattern and compare it with similar listings and current market conditions.

Online views, saves, shares and direct inquiries

Showing requests, completed showings and repeat visits

Buyer and agent feedback about price, condition and presentation

Offers, recurring objections and changes in competing inventory

New sales that provide updated evidence for the strategy
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LAUNCH AND REVIEW

Your Home-Marketing Checklist
Use this checklist to coordinate the launch and the first stage of the listing. Adjust each item for the property and current Saskatoon market
conditions.
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BEFORE LISTING

Confirm price, positioning and target launch date

Complete preparation and professional photography

Verify property facts, inclusions and disclosures

Prepare showing instructions and seller logistics

Approve the listing copy and marketing materials

LAUNCH DAY

Review the live listing for accuracy and image order

Confirm syndication and supporting digital content

Activate signage and showing access as planned

Notify relevant contacts and buyer networks

Be ready to respond to questions and requests

FIRST 7 DAYS

Track inquiries, showings and recurring feedback

Keep the home ready and showing access reliable

Monitor new listings, price changes and sales

Communicate activity and early patterns clearly

ONGOING REVIEW

Compare activity with similar competing homes

Review price, condition and presentation together

Refresh supporting marketing when appropriate

Adjust the strategy when the evidence changes

NOTES AND NEXT STEPS

MARKET YOUR HOME WITH A CLEAR PLAN.

Combine professional presentation, strong exposure and informed follow-up.
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