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The material in this education session has not been reviewed, approved, or endorsed 

by the National Association of Home Builders (NAHB). The topics discussed and the 

materials provided herein are for informational purposes only, are not intended to be 

an exhaustive presentation of information on a particular subject, and should not be 

treated as such. The speaker or speakers are not acting on behalf of or at the 

direction of NAHB. 

NAHB specifically disclaims any liability, loss or risk, personal or otherwise, which 

may be incurred as a consequence, directly or indirectly, in the use or application of 

any of the materials presented in this or any other education session presented as 

part of the International Builders Show®.
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Meet Your Speakers

Tori Streff
Hillwood Communities 
Georgetown, Texas

• Marketing Manager since December 2019 for Wolf Ranch – Master 

Plan 755 Acres 1600 Homes & 900 Mulli-Family Units

• Texas Licensed Realtor®

• 2x Million Dollar Circle Award Platinum 

Greater San Antonio Builders Association

• Hillwood Communities is a multi-award winning developer known for 

creating true master-planned neighborhoods where community and 

innovation are brought to the forefront.  In the last 30 years, Hillwood 

Communities has delivered over 28,000 single family lots in 90 

master planned communities across 13 states and two counties.



Meet Your Speakers

Robert Cowes BBA, MBA

SmartTouch Interactive
Austin, Texas

• Real Estate Marketing book author from Panama Residing in Austin, 

Texas

• 6  Year Speaking at IBS

• Co-Founder President & CEO of only Full Service Agency dedicated 

to New Home Sales with CRM Technology

• MBA, BBA, 20 Years Focused on New Home Marketing

• 2 Million buyer leads leading to 2 Billion Real Estate sales  in 11 years

• Top 20 Advertising Firm, Top 100 Technology and Minority Owned 

Business in Austin 2014-21

• 60+ HBA Related Creative Awards



Each IBS education session provides .5-3 hours of continuing education 

credit toward NAHB professional designations. NKBA and AIA members 

may also earn continuing education credits by attending IBS 

education. Please refer to each session’s listing on the show website or 

app to determine the organization providing CE credits and the number of 

hours you will receive. Directions for reporting your hours can be found in 

the IBS Show Guide.

Continuing Education Credit



What You’ll Learn

• Learn tips and tactics you can use across multiple marketing channels.

• Determine how to actively adjust in real-time to focus tactics based on 

trending buyer behavior.

• Understand how to adapt these tips and tactics into a strategy and 

remain competitive in 2022.

• Analyze which marketing channels are trending in 2022 and how to stay 

ahead of important changes.



To Pivot or Not to Pivot 

Agenda – a Chat



Hillwood Communities 
President, Fred Balda,  
calls for pivot in 
marketing strategy for 
pandemic





✓ All Access Hub – Mobile App

✓ Virtual Model Park

To Pivot or Not to Pivot

Website Content1

https://wolfranchbyhillwood.smarttouchreview.com/model-home-park/


✓ Ramp up Digital 
Assets for 
Consumer/Realtor 
Access

✓ Upgrade/Launch 
New Technologies

To Pivot or Not to Pivot

Website Content1



To Pivot or Not to Pivot 
Search Marketing & SEO Spend

AdWords
Google

My Business
SEO
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Everything starts with a search…



2018 - Realtor %

2019 - Realtor %

2020 - Realtor %

2021 - Realtor %

✓ Focus on the Relationships – Long term 

✓ Realtors – Onsite Events, E-Marketing 
Communication, Reward Programs

Realtor Marketing
Improving Relationships…
in the Mean Time
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Pivot or Not to Pivot 
Email is Dead4



Highest open rates since 
2012 recovery

PRE 
PANDEMIC

12-20%
Average Open Rates

10%
Viewed Response

25-45%
Average Open Rates

30%
Viewed Response

NOW



6
Months

Pivot, decrease timing on 
delivery of drip email series 

60
Days



✓ Stay in Market – Stay Relevant!

✓ Focus on Offerings that set you 
Apart – even if you have nothing to 
sell now

✓ Reduce media spends and “bank 
them”

✓ Don’t go all dark unless you are 
closing out a project completely

✓ Implement “Boosts” with previously 
banked marketing dollars

Marketing Budget5



2021 Timeline

New 
Campaign 

Creation Start
Advertising 

Boost

Hill Country + 
Campaign 

Launch

Instagram Boost IDFA GeoFencing Google Display 
Ads

Realtor 
Email 

Increase

Community 
Email 

Template 
Redesign & 

Launch

Realtor 
Talk #1

Community 
Impact 

Magazine Ad

Realtor 
Rewards 
Launch
2021

New 
Brochure 
Redesign 

Start
New Drip 
Campaign 

Design Start

Realtor 
Talk #2

Realtor 
Talk #3

Realtor 
Talk #4

[ 1/1 - 12/31 ]

1/1 4/1 7/15/26 9/296/16 11/179/1 12/12/1 5/1

What Did Wolf Ranch Do With 
Marketing Budget Pivots?

1. Media Mix

2. SEO Heavy Focus

3. Eblast Focus

4. *Realtor Talks

– Onsite 

[ 7/1 - 12/31 ]
Hot On Homes Zillow Billboard –

HWY 29
Monthly SEO 

Articles
Facebook 

Ads



IDFAsModels

Churches

Employers

To Pivot or Not to Pivot 
Social Audience:  Use IDFA Audience 
or My Funnel Audience?

Retargeting

Video

Sponsored

Carousel

Lead Gen

VS
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✓ Invest in Creating Product Marketing 
that pivots your offering into a sought 
after Commodity

✓ Market to create Value – buyer value 
for living, home value, community 
value, and long term investment value

✓ Homebuyer desires & craves to 
purchase in your community/your 
home brand

✓ “Wolf Ranch is worth the wait”

To Pivot or Not to Pivot 
Setting the “Why Wait” 
Expectation 
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To Pivot or Not to Pivot 
CRM Importance

8



Limited inventory 
leaves more people 
in market

To Pivot or Not to Pivot 
CRM Importance

8



Some people have 
decided to wait

To Pivot or Not to Pivot 
CRM Importance

8



Market will get tougher 

with higher interest rates

To Pivot or Not to Pivot 
CRM Importance
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Leveraging list 
to pre-sell 
new communities 

To Pivot or Not to Pivot 
CRM Importance
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✓ Reduced Number of 
Specific CTAs on website, 
microsite, email, etc.

✓ Example – Removed/Hid 
Schedule Tour Form 
Feature

✓ Focus on general 
registrations and hook for 
future offerings/sales –
maximize contacts for 
CRM/lists

✓ Add multiple registration 
options – such as QR 
Codes

To Pivot or Not to Pivot 
Registering Buyers & 
Realtors
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To Pivot or Not to Pivot 
Should I Invest in
Ad Campaigns with 
Everything Selling So 
Fast?
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20%
improved 

engagement in 
click throughs.



To Pivot or Not to Pivot 
Should I Try Google 
Discovery Ads?

BONUS



To Pivot or Not to Pivot 

Addicting Feed of 

Your Favorites

BONUS



How it Works
• 15% CTR and 4 Sales for pilot 8 

clients in January 2022. 

• Website and search retargeting

• Key word and in market

• $300 minimum

• Ave. CPC 1.50

• Change ads once a month



Questions & 
Answers 



Speaker Contact Information

Available at the 
IBS Bookstore



Speaker Contact Information

Robert Cowes III
SmartTouch® Interactive 

rcowes@smarttouchinteractive.com

www.smarttouchinteractive.com

Tori Streff
Hillwood Communities

Tori.Streff@hilwood.com

Georgetown, Texas

https://www.wolfranchbyhillwood.com

Austin, Texas

http://www.smarttouchinteractive.com/


Visit us at Booth W4053


