
“Here's to the bright New Year, and a fond farewell to 
the old; here's to the things that are yet to come, 

and to the memories that we hold.”  

According to the “2010 Profile of Home Buyers and 
Sellers Report” from the National Association of 

Realtors, real estate 
agents and the Internet 
continue to be the most 
important resources for 
the home search proc-
ess. 
 
In fact, 89% of all home 
buyers use the Internet 
to search for homes; 
88% of all buyers use a 
real estate agent.  
 
Only 2% of all buyers 

found the home they purchased from a print newspa-
per ad—even fewer, less than 1%, from one of those 
glossy, expensive Home Magazines. And certainly 
buyers are not looking at ads promoting an agent as 
being #1.  Buyers want Visuals on the Internet—
photos of the property, virtual tours and detailed in-
formation about that home, schools and community.   
 

For home buyers the Internet has become a way to 
add to and supplement the search process.  The impor-
tance of a strong Internet Presence combined with a  
Multi-Media Marketing Plan focused on capturing  
high-quality prospective buyers—and then utilizing 
the experience and skill of a Realtor to convert those 
prospects to buyers is key to a successful real estate 
transaction today.  
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The next wave will be the increased use of mobile 
applications as more buyers move to that medium to 
search for homes.   Recognizing trends in real estate 
has always been a top priority in my real estate career.  
As a continuation of that interest, I will Chair the 2011 
Technology Committee for the Multiple Listing Ser-
vice of Long Island where we will evaluate technol-
ogy, services and products for the organization. 
 

Even if you don’t use the internet that often—as a 
seller you have to think like a buyer.  Where is a buyer 
going to look for a home?  That’s where you want to 
focus your marketing. 
  
Some “snapshots” of my  Internet Marketing Plan are 
shown on the back of this flyer. To fully explain my 
marketing program and how it can work for you, 
please contact me at 631-549-1993 and arrange for a 
Professional  Marketing Consultation. 
 
During our meeting we can also: 
• Establish your needs and requirements and how 

we can achieve your goals 
• Discuss how to prepare your home for the mar-

ket—with some home staging tips to help present 
your home at its best 

• Determine the value of your home in today’s real 
estate market.  I’ll prepare a complimentary  Mar-
ket Value Report for your home. 

  
There is no charge and you are under no obligation for 
this service, of course. 

89% of all home buyers use the 
Internet to search for homes 

88% of all buyers use  
a real estate agent.  

...as a seller you have to think like a 
buyer.  Where is a buyer going to look 

for a home?  And that’s where you 
should focus your marketing. 

 



.  
 

Some of the 
Internet 

Marketing for 
My Listings:   

Home 
Web Site,  
Interactive 
Floor Plan, 

Virtual Tour. 

Tags 
enable a buyer to use his Smart-

phone to snap a shot of the 
code –Access a mobile website 
to view a Property Spec Sheet 

and Photos of Your Home! 

www.6FoxLaneDixHills.com 

LIagent.com  

 

 

Cheryl’s Web Site - 
High Ranking on 
Google Searches 

Facebook.com/DixHills 
DixHillsBlog.com 

If your home is currently listed for sale with another Broker, this letter is not meant as a solicitation to list your home with me. 


