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Marketing your 
accomplishments 
to win new business

Harry  
Zlokower

Public Relations

Those of us on the service side of 
real estate are challenged when it comes 
to building our businesses. We learn 
quickly that referrals and networking 
will only take us so far, that sooner 
or later we have to find more efficient 
and economic ways to reach as many 
prospects and influencers as possible.

Typically the way to reach people is 
through media publicity, advertising 
and public speaking and even more 
today through websites, email blasts, 
search engine optimization and so-
cial media. But one strategy remains 
constant: what you say, how you say 
it and when.

After all, how many times can you 
tout your prowess as world’s best deal-
maker, builder, investor, asset manager, 
landlord, or lawyer before your audience 
dismisses you as a blowhard? The way 
to avoid this trap is to leverage your 
accomplishments so that as much of 
your audience as possible takes notice 
and recognizes you for what you are.

Suppose, for example, that you rep-
resent the buyer in a large transaction 
about to go into contract. You have 
been working hard on the deal and 
most importantly want to close so that 
you can have a happy client and collect 
your commission. Yet even while you 
are doing this, you should also be lay-
ing out a strategy, with the approval of 
your client, to announce the deal and 
your role in it. 

One big reason for this is that in 
today’s 24/7 news cycle, journalists 
get wind of deals quickly and may not 
know of your role. A second factor is 
the many players in a deal, any of whom 
can announce the deal without you. 
All parties to the deal should agree in 
advance to prepare an announcement 
together so that everyone gets their due 
credit in a timely manner.  

Harry Zlokower is president of  
Zlokower Company and immediate 
past president of the New York  
Chapter of the Public Relations  
Society of America, New York, N.Y.
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Attention
Building owners  

& Managers.

StoP throwing
out of the 

window

noW is the            to take 
control of your 
HeAtinG CoStS

it’s time for 
a Heat Computer

Is the news of your latest deal growing stale? WaxWords Incorporated, the public relations 
firm that saavy real estate professionals turn to for ummatched knowledge of their business 
and the media, can get your news to the media and the public quickly and accurately. With 
our 40 years of media experience, national contacts and the latest technology, we deliver 
the messsages of developers, landlords, brokers, architects, lawyers and more to local, 
regional, national and trade media. Let us show you how we can raise your media profile. 
Contact us now.

Are your deals yesterday’s news?

631.574.4433

WaxWordsIncorporated  

Public Relations Specialists for the Real Estate Industry

    Facebook.com/WaxWordsIncorporated
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“Our per-invoice cost dropped 60% with Yardi Procure to Pay.  
We process about 5,000 invoices per month, so that translates  

to thousands of dollars and a lot of paper saved.”
Gary Shaw 

President,  Arcadia Management Group Inc.

YARDI Procure to PayTM

Smarter Cost Control

Minimize touch points with paperless invoice processing.  
 
To learn more, call 800.899.7591 
or visit www.yardi.com/procuretopay.


