
From the desk of Bart Vickrey (The World’s Most Interesting Real Estate Agent): 
 

 
Real Estate Marketing Genius 

 

 
 
 
 
Years ago two brothers owned a small business.  The business was located across the street 
from the University of Michigan they both attended.  Tom went to school during the day and ran 
the business at night.  James ran the business during the day and went to school at night. 
 
Despite their early efforts the business struggled mightily.  James approached Tom one day and 
told him he wanted out.  Not only of the business, but he was quitting school as well.  Tom 
wasn’t ready to throw in the towel.  He traded his half of an old Volkswagen Bug they both 
shared, for James half of the business.  Now Tom owned all of the struggling business. 
 
Tom racked his brain on ways to improve sales.  Finally one day he came up with a 
breakthrough.  Being in the pizza business across the street from a major university, Tom 
focused on the potential client right in front of him. 
 
His idea was a simple marketing slogan to attract attention to his business.  That slogan? 
 
“Hot Fresh Pizza Delivered to Your Door in 30 Minutes or Less, or It’s Free!” 
 
This one simple marketing slogan created the business we now know as Domino’s Pizza.  One 
brilliant piece of marketing launched a brand.  A brand that is now known all over the world!  
 
Tom Monaghan sold Domino’s Pizza in 1998 for $1,000,000,000.00.  That’s billion, with a B. 
 



That story and my belief in marketing led me to revolutionize my own business.  What Tom 
Monaghan did for Domino’s Pizza is what’s called an Irresistible Offer in the marketing 
world.  Make an offer so good, the clients cannot say no. 
 
I remember back in the summer of 2013 my family and I spent three weeks with my mother in 
Naples Florida.  At the end of the night after everyone else had retired, I’d watch a little TV with 
my mother. 
 
This commerical kept running of a big guy with his pretty blond assistant.  He owns a car 
dealership in Naples.  He was standing in front of his store.  Next to him was his assistant with a 
stack of iPads.  His offer was, “Buy or Lease a Brand New KIA in the Month of June and Get a 
Brand New iPad for FREE!” 
 
As our vacation rolled into July, his commerical changed.  “Buy or Lease a Brand New KIA in 
the Month of July and Get an All Expense Paid Trip on a Luxury Cruise Ship!”  He ended every 
commercial with, “It’s gonna be huuuugggeeee!” 
 
So finally I asked my mother, “What do know about this guy?”  She went on to tell me that he’s 
the biggest KIA dealer in the country! 
 
The reason I tell you these two stories is simple.  Because when you list your home with Bart 
Vickrey & Co Real Estate our incredible offers and marketing efforts make your home sale 
GUARANTEED! 
 
Our irresistible offers for you come in the form of Guarantees: 
 
“Your Home Sold in 89 Days or Less Guaranteed, or We Sell It For Free!” 
 
Easy Exit Guarantee: you’ll never be stuck in a long-term contract with our cancel at any time 
agreement.    
 
Communication Guarantee: you’ll never have to worry about what is going on with the sale of 
your house.  We call you before every showing, after every showing, every two weeks whether 
you’ve had a showing or not (so that you know we’re always thinking of you), and send you a 
detailed monthly marketing report. 
 
We also make irresistible offers to potential buyers which attracts them to your house like moth 
to flame. 
 
“Buy this incredible home at 123 Banana Street and Get a Brand New iPad!” 
 
“Make this move-in ready better than new home yours and Get FREE Dairy Queen for an Entire 
Year!” 
 
Most all agents I see in the business just don’t get it when it comes to running a business.  One 
of the biggest mistakes I see them make is with marketing.  First of all, most agents do ZERO 
marketing.  I shared with you in an earlier letter the staggering statistic. 
 



The Average Agent only Spends $182 a month on marketing.  Bart Vickrey & Co Real Estate 
spends over $5,000 a month! 
 
For the few agents that do spend some money on marketing, most get that wrong too.  A big 
billboard with your fat head on it saying you have integrity is not marketing.  The paper placemat 
at Round the Clock Restaurant with a picture of you from 1997 that has some ridiculous slogan 
like “I sell houses by the yard!” is not going to get the job done.  Or sending out a postcard with 
a picture of you standing in the middle of a corn field that says, “I’m Outstanding in My Field!” is 
borderline certifiable. 
 
I love the fact that most agents get most of what they do wrong.  But it becomes dangerous for 
you.  I can understand if you’re unaware that not all agents are created equal.  As an industry 
we’ve done a horrible job disseminating the message. 
 
Please do not allow for the fate of your biggest asset to be left in the hands of the uninspired, 
the untrained, the undisciplined, and inexperienced! 
 
Hire the Team with the proven systems.  Hire the Team with the proven results. 
 
Hire Bart Vickrey & Co Real Estate!  List. Sold. Happy.  
 
Call me!  I’m waiting by the phone!!! 
 

219-531-1111  bart@bartsellshouses.com 
 

 
 

Your best friend in real estate, 

 

Bart Vickrey 
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