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[bookmark: _Toc66888560]Marketing 341 Realty overview
Marketing 341 Realty is a private real estate company that is located in Queens, New York state. The main objective of Marketing 341 Reality is to offer real estate and property management services to property owners and real estate investors. Our main objective will be to list and sell property on behalf of their owners and maintain their value as they generate income through renting. Our primary operation zones will be Brooklyn, Queens, Bronx, Manhattan and Long Island. Due to the increased population in these areas, investors have ventured into the real estate business of building houses to meet the high demand of houses. This guarantees Marketing 341 Reality limited high growth potential to thrive in the real estate industry. By helping sellers connect with buyers by arranging deals, enabling homeowners to supervise, maintain, and coordinate their houses at a commission while generating revenue in terms of rent, Marketing 341 Reality will be able to make profits.
[bookmark: _Toc66888561]Services
Marketing 341 Reality will be offering three services which are; Listing, Selling, and property management. The listing element will involve marketing developers or home owner’s property and selling it at the agreed price on behalf of a seller. Selling will include finding a potential buyer a home and transacting on behalf of the buyer. Property management services will entail maintaining, renting, signing new lease contracts, and budgeting and arranging for repairs.
[bookmark: _Toc66888562]SWOT Analysis
After an in-depth scanning of the company's environment using the Strengths, Weaknesses, Opportunities, and Threats (SWOT) analysis, the firm has proved that it can compete with other firms' dominant in the industry (Obi, 2019). 
[bookmark: _Toc66888563]Strengths
· Marketing 341 Reality is strategically located in New York the most populous city in United States, making real estate and property management firms highly profitable from the high demand for residential and commercial houses. With this demand, supervision and coordination contracts are proportionately increasing day after day in Brooklyn, Queens, Bronx,	Manhattan and Long Island.
· The company management team is a strength as they have good diverse knowledge and experience in real estate, for our Chief Executive officer was a former finance manager in a leading real estate firm while the marketing director was a private real estate broker. This knowledge will help us in networking and business making contracts.
· Marketing 341 Reality has also developed a user-friendly application and website where homeowners, investors, and tenants can efficiently reach us and seek for our services. This platform will also be used for the marketing of our services.
· The company also has a strong research and development team whose main role is to scan the market and identify potential business areas to tap new contracts. 
[bookmark: _Toc66888564]Weaknesses 
· One operating office is a challenge for Marketing 341 reality as we have a large managerial team that can be split to work from our different service areas to ensure workers' close supervision.
· Inadequate accounting team, the firm has only two finance and accounting colleagues and this is a challenge due to the huge financial workload especially making payments, procurement and preparation of financial reports.
· Limited sources of information are also another weakness since we are a start-up company that has not operated in the industry.
[bookmark: _Toc66888565]Opportunities 
· New York's drastically increasing job growth, employment income is high, and new people are getting employed. This increases the rate at which people buy new houses to live or start business and search for rental homes, hence opening new doors for us to do business with them.
· Technological advancement like big data will help our company target the right clients, know them, buy, and be reached most appropriately. Accessing big data will be an invaluable element in targeting the right customer and refining our operating strategy.
· Automating the back office activities which help in collecting data about our clients hence getting a complete customer cycle from the time they were potential clients until they become owners or tenants

[bookmark: _Toc66888566]Threats 
· Economic recession is a significant threat to our company; this is because when it happens, very few people will be willing to spend on real estate and property management. We will lose contracts as people won’t have enough money to survive and still service their houses.
· Competition from other established firms in New York are a major threat. This is because they have an excellent network than we have and diversified to other areas, making high-profit margins worth stage a price war against us.
· Unfavorable government regulations, for example, on foreign policies like migration and travel that forbid cross-border investing are a threat. Also, high-interest rates and inflation make homeownership expensive lowers business potential.


[bookmark: _Toc66888567]Marketing strategy
Marketing 341 Reality will use both online and physical marketing strategies to promote and develop the business brand among the residents of New York. This will make our firm sustainable in the long run hence making high returns for our shareholders (Armstrong & Kotler, 2005). the following are the marketing strategies: 
The first strategy is developing a website. For easy accessibility, Marketing 341 Reality limited has created a website, www.Marketing341Reality.com, where all its real estate and property management services and products are well written for all potential clients wanting to partner with us. This information includes phone number, office location, email address, values, mission, vision, and management team.
Another marketing strategy is running social media platforms. Since all people in New York state have joined at least one social media platform, it will be an effective way of connecting our company with prospects. We will create accounts with Facebook, Twitter, Instagram, and telegram. Through them, we shall post our services, offer and grow our brand as Marketing 341 Reality to compete favorably with other industry players. 
Additionally, we shall use email marketing with our past customers. Email is a good strategy as people check their mailbox almost every day hence becoming aware of any service or big event we have planned. Past customers may refer their friends to us by forwarding our email to connect with them as new customers.
Participating in local and national sponsorship of corporate, sports, and school events is an avenue to promote our firm. Doing this social responsibility will help us to win public approval hence creating loyal relationships with customers. Besides, having our logo and company name written on the giveaways like t-shirts will make Marketing 341 Reality limited more popular.
We shall use digital billboards located at strategic points on the roads and New York City as an approach for marketing our firm. With the use of attractive pictures to capture people's attention and our contact information well written, clients will know us, love our services, and contact us to do business.
[bookmark: _Toc66888568]Competition
Even though the New York real estate industry is prevalent with many players offering a diverse range of services, Marketing 341 Reality has a competitive edge to thrive and become a leader. The company has unique products targeted at a specific group of people (Teicher, 2018). The following are some of the competitive advantages that Marketing reality has compared to competitors:
Unlike most firms, marketing 341 Reality has designed a unique product that gives it a sharp edge of prospering. While most real estate companies and agencies, offer a wide range of services from development, sales, marketing, brokerage, property management, advisory to valuations. We have concentrated on listing, selling and property management only. We shall build our expertise and grow our brand to become real estate selling and property management specialists.
Another added advantage is our market niche; we plan to operate in Brooklyn, Queens, Bronx, and Long Island only. These areas are among the most preferred by tenants and new homeowners. Therefore, this gives us a broad market of people to partner with us in helping them get a quality home to stay. Our offices are at strategical situated at New York where people can visit for face to face signing of agreements.
Our strong management team, which has diverse, well-balanced skills, is an advantage that most firms lack. Our C.E.O was a former finance director, our Operations Manager, former marketing director, and our chief financial officer is a former real estate developer. Our marketing director is a PhD holder and an expert in company promotion. With these knowledgeable people who understand the real estate industry's patterns, Marketing 341 Reality will never face finance distress due to mismanagement of resources as many agencies and firms.
Technological boom, like big data and artificial intelligence (AI) is an advantage for us. For example, with the use of big data, our company will be able to gather real-time information as well as history about all patterns and building systems. This will keep us proactive by making productive decisions without wasting time. This way our clients will be satisfied as all their needs will be catered for and in case of any inconvenience, prior information will be passed. By using AI, our customers will be able to search for value and trait-related home preferences apart from our competitors' obvious size and location.
           Our excellent marketing strategy is also a winning element for our firm. Marketing 341 Reality plans to do extensive promoting both online and physical to claim a significant market share in the industry. We shall launch a client-friendly mobile app, website, medial social platforms, YouTube channel to help reach and connect with as many people worldwide as possible. We shall also do email marketing to our prospects. Through social responsibility initiatives like sponsorship and food donation programs, we will make lifetime connections that make our firm sustainable.
[bookmark: _Toc66888569]Keys to success
We are setting goals for both short term and long term accomplishments. These goals should be in line with our mission and vision statement, focusing on inspiring and impacting a lasting relationship. Our short term goal is to gain a 20% market share in the next one year. Our long-term plan is to grow as a leader in the industry in terms of market share and revenues.
Make a connection with all our past clients. Former satisfied clients will help marketing through referrals and act as testimonies of our good work, which can be displayed in our website and social media platforms. Our firm will be able to create goodwill which is key to make us great.
Be open and transparent with our clients. All information concerning the property will be given to our prospects withholding nothing. This will include all legal and financial risks that may be associated with a property. This will help customers to get the best advice and also keep away from delays that may happen.
Not focusing on selling too much but putting more effort into the consultation will help get us the clients preferences then advise them from that point. Stressing much on selling may ruin the deal before it matures as a trust from the customer may get lost. We should focus on customer requirements and if they are worth a good deal sign up a contract.
Having an excellent online presence is a success key to our firm. This is because many business deals start online where a client is referred to us; they search our availability on the internet. Our website will be active, loaded with trustworthy quality information that can attract visitors and turn them into clients.
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