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Newspaper Classifieds

Newspaper ads 

Newspaper ads are convenient sources of real estate leads.  The top 

reason why real estate agents put out advertisements by the hundreds 

and thousands of dollars in newspaper ads is this:  they need to 

acquire listings.  The simple fact of the matter is, most home sellers 

look at these newspaper ads.  Via this route, they then ponder and get 

to decide who or which is the real estate agent and company that does 

a great job of marketing homes.  

Newspaper real estate ads create an impression to home sellers that 

these real estate companies will just as similarly do a great job in 

selling their houses.  Usually, it is the bigger companies in real estate 

that also run the big newspaper ads.  

These large real estate companies also have a similarly big inventory 

of houses which they put out in wide two-page ads in newspapers. 

Chances are good that the house that you are selling will be included 

in this large spread.  

Home sellers require that the houses they are putting up for purchase 

will have the most exposure and the ads in newspapers put up by such 

companies seem to fill this real estate need. 

However, the risk in these types of ads are that the real estate 

company may have an additional 300-400 more of these houses in 

their listing inventory.  It all depends on luck and timing as to the 



number of times the house you are putting up for purchase will be 

seen.

Another reason for putting up real estate ads in newspapers is this:  it 

is done in order to gain leads.  There are numerous buyers who look at 

these newspaper ads.  And the number of readers and eyes that look 

on these ads is unlimited.  Or so it seems, because according to a 

survey profile of Home Buyers as well as Home Sellers, only a measly 

five percent of people who look for homes in newspaper ads actually 

make a purchase. 

Actually, a total of 95-98% of newspaper readers do exactly that, they 

read and neglect or simply do not purchase real estate despite the 

number of ads put out by real estate companies.

This is a stark difference to the whooping 53% of buyers who actually 

start their search in newspapers and magazines.  

But the most important reason why newspaper ads are used so much 

for snagging those real estate leads is because agents use this avenue 

as an effective means for self-promotion.

  

The idea is that, the more their names are exposed and the more it 

gets to be familiar to readers, it is therefore highly likely that home 

sellers will come and get them when they are thinking of putting up 

their homes for selling.  This is a very subtle yet effective form of 

branding.  

Fortunately or unfortunately, though real estate agents know the 



valuable contribution that newspaper ads provide, they hardly inform 

home sellers of this fact.  It has also been proven that the real estate 

section of newspapers is its' least read part.

Some home magazines go to the extent of touting that advertising in 

them would, more often than not, generate sales.  Though it seems 

they offer the best value compared to the rates of ads in newspapers, 

the survey shows that readers actually do little buying in spite of the 

highly glossy pictures the home magazines provide.

This even if in addition to the millions of people they call their readers, 

and the coast to coast reach of their magazine, the numbers show that 

their readers just read, and a very small percentage of them actually 

buy.  But it is also a fact that the two percent who actually buy may 

leave a bit of room for hope for the home seller, so what the heck.

In short, home sellers have been conditioned that advertising real 

estate in newspapers works, this even if real estate agents have 

surveys that prove otherwise.  This is because the benefits real estate 

agents get are just as money-worthy, and these are in the form of 

leads.  And in the world of real estate, leads are investments that 

could be worth a lot; if not now, it will be in the coming weeks, months 

or years ahead.



Private Radio transmitter

"Real Estate: Follow up on Leads via Radio Transmitter"

Selling real estate is quite difficult to master. It is one of the most 

competitive and uncertain fields in business where there are no 

specific guarantees.

It takes a certain amount of ability, grit and determination for the men 

and women of this field to flourish. Still, real estate has produced 

many of the country's popular millionaires, like Donald Trump.  This is 

the reason why there are still a lot out there who are struggling to 

survive in this field.

Here are some qualities that a real estate agent must possess:

1. Knowledge of the market.

Real estate agents and developers, like any other people in business, 

should have a mastery of the industry.

You should know everything that there is to know about your chosen 

profession. There are no guarantees of a monthly paycheck in selling 

real estate so you have to know how to hit a jackpot.

Knowing the ins and outs of the business would more or less prepare 

you for the hard work ahead.



2. A sincere interest in people.

Here, you do not just deal with lands or properties. You should have 

an ample amount of people skills for you to have a better grasp of 

your customer's needs and put everything to their satisfaction.

You should also care enough for the people that you service so that 

you can give them exactly what they want, and their appreciation 

should be a great reward for you, not to mention the financial gains 

that you can obtain for yourself.

3. A willingness to work hard.

Only the toughest survive in the field of real estate. Working as hard 

as you can in this field, just like in any other business, is the key to 

your success.

'Using a Radio Transmitter to Follow up on Leads'

As a real estate agent, who would not want to gain more hot leads, 

more listings, more customers and bigger commissions? 

One of the tools that you can use as a real estate agent to climb to the 

top is by using a radio transmitter.

Here is a list of how you can use it to your advantage:


