
 

 

Come join us Thursday mornings! 
 

 9:00 am to 10:00 am Marketing Session 
Ken & Aileen Pruitt Education Center, RASL 

 
10:15 to 1:00 p.m. Open House Tours 

 
See attached tour schedule 

Come pitch your listing, any listing of your choice! 
You get just 30 seconds, so take your best shot! 

Got a client with a special need or want? 
Come let others know about it. 

Come announce your weekend open houses or REALTOR events. 
Come hear about upcoming events, education, or other  

announcements from RASL. 

Come network with other REALTORS and affiliates. 

® 



 
Date Tour Areas 

January 17 7710, 7720 
January 24 7030, 7040, 7050 
January 31 7170, 7260, 7270 
February 7 7010, 7020 

February 14 7300, 7400, 7800 
February 21 7100, 7110, 7150, 7190 
February 28 7500, 7600 

March 6 7130, 7140, 7370 
March 13 7060, 7070, 7080, 7090 
March 20 7730, 7740, 7750 
March 27 7180,7220, 7280 
April 3 Wild Card 
April 10 7710, 7720 
April 17 7030, 7040, 7050 
April 24 7170, 7260, 7270 
May 1 7010, 7020 

May 8 – No Marketing Session, Builder Tour 
May 15 7300, 7400, 7800 
May 22 7100, 7110, 7150, 7190 
May 29 7500, 7600 
June 5 7130, 7140, 7370 

June 12 7060, 7070, 7080, 7090 
June 19 7730, 7740, 7750 
June 26 7180,7220, 7280 



 

July 3 7710, 7720 
July 10 7030, 7040, 7050 
July 17 7170, 7260, 7270 
July 24 7010, 7020 
July 31 7300, 7400, 7800 

August 7 7100, 7110, 7150, 7190 
August 14 7500, 7600 
August 21 7130, 7140, 7370 
August 28 7060, 7070, 7080, 7090 

September 4 7730, 7740, 7750 
September 11 7180,7220, 7280 
September 18 Wild Card 

September 25 – NO MARKETING MADNESS 
October 2 7710, 7720 
October 9 7030, 7040, 7050 

October 16 7170, 7260, 7270 
October 23 7010, 7020 
October 30 7300, 7400, 7800 
November 6 7100, 7110, 7150, 7190 
November 13 7500, 7600 
November 20 7130, 7140, 7370 

November 27 – NO MARKETING MADNESS - HOLIDAY 
December 4 7060, 7070, 7080, 7090 
December 11 7730, 7740, 7750 
December 18 7180,7220, 7280 

Date  Tour Areas 



 

Important guidelines 
Open House 
Each REALTOR is responsible for registering their listing in the open house tour. 
Deadline for registration is 5:00 pm the day before the scheduled Open House!   
Please see calendar for Open House dates to make sure you don’t miss the deadline. 
Listing agent must be present at Marketing Session prior to the scheduled Open House.  
If you are not present, your house will be marked as closed for that day. 
 
  Marketing Session  
Sessions start promptly at 9:00 
Those present may pitch any one of their listings; One 30 second pitch per REALTOR. 
Wants and Needs may also be presented during the Marketing Session 
As we announce listings held open, the listing agent will state if the house will be open, announce 
any incentives, and/or special instructions such as gate codes, etc. 
 
In an effort to make sure all Member’s listings have an opportunity to be shown, we will attempt to go 
through the rotation four times during the year with a Wild Card week for listings outside St Lucie 
county. We will also spend one tour date on Builders models.  

 
 

Registering Your Property for 
Marketing Madness & Open House Tours  

 
 1.    Pick area and tour date (per schedule). 
 
 2.   Select the property in that area you wish to hold open. (limit 2 houses per REALTOR or Team per week) 
 
 3.    Log on to RMLS. 
 
 4.   Click on “modify or add new listing” from your home page (located on left side of screen). 
 
 5.    Key in the MLS # of the listing(s) you plan to hold open and click on GO. 
 
 6.   Select “Open House”. 
 
 7.   Click on “Add an Open House”. 
 
 8.   Note several highlighted fields . 
  
9.   Complete the information to place your property on tour. 

 
Open House type select: Open House is MLS wide. 
Open House date is date listed on schedule for that area. 
Open House time is 10:15 a.m. until 1:00. ( houses must be open during these times) 
Open House office phone: recommend cell # of listing agent or person sitting the open house. 
Open House status – “Active” 
Refreshments – Y or N 
Directions: please be sure the directions are accurate and easy to understand. Better to use N, E, S, 

or W and not right or left. 
Remarks – if there is a gate code, if you are offering any incentives for agents to stop by, any unusual 

information deemed necessary. 
Incentives – totally optional, some examples: $25 cash prize, gift certificates, lotto tickets, free golf, you 

get the idea, but be sure you will be at the next meeting to award the winner. 
 

 10.   Be sure to click on “Submit” when finished so that it is registered. 
  




