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The purpose of the present research study is to investigate marketing managenent of the broker, the
sellers’ reasons for resale, and the buyers” reasons for their purchese. The findings of the studly reveal thet the
marketing management of the broker can be divided into two components.  The first component is utilizing
specific printecl metters and putting up an advertiseent in front of the house o be resold, which is the most
effective method to attract the attention of the targeted groups as well as economically reasonable. The second
component is agopting the marketing strategies commonly employed in foreign countries—the farming system
and the co-brokerage system 5o doing, different brokers have the same list of houses to be resold for their
client to select andl share relevant information; thus, increasing sales opportunities. The brokers agree thet these
two Systems can significantly improve sales proviced thet the brokers themselves are proficient.

More homeowners prefer the brokerage services oe to their sales techniques and they have more
selections for the buyers to choose from Also, they have more access to the buyers and they help save the
sellers’ time. However, oaners have higher expectations of the brokers and they believe thet the brokers should
be able to give reliable acvice and not take achvantage of their cLstorrers,

Nowadays, some homeowners want to sell their houses e to aneed for cash flow or a decrease in
income resulting from the economic recession, making them unable to pay the mortgage. As for the buyers,
they wiant to buy a resale house because they want to choose the neighbiorhood, community and environment. In
adlaition, the fact thet they can meke a decision besed on the actual condition of the house enaboles them to avaid
certain risks involved in buying a new house which is still uncer corstruction.  Moreover, some buyers are
afraid thet they may lose their down payment if the developers faced a liuicity problem and not be able to
complete their housing project. Conseguently, a larger nuber of buyers choose resale houses rather than new
Ones.

Based on these reasons, the brokers need to develop their marketing management by utilizing more
sales systems from abroad and meking more use of clifferent kinds of meia, especially new ones. They need to
be trained 50 & to fully understand the profession and, & the same time, to strictly comply with professional
ethics.  Ifthe brokers are more knowdedgeable and skillful, they and their services wall be more acoepted. Vihen
the services are better recognized, the nurmioer of resale houses will be higher, and theirr chances to sticcessfully
Close aceal on resale houses will increase accordingly.
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