
LOGO CALL TO ACTIONFIND YOUR HOME THE COMMUNITY

What Do Your Homebuyers Want
A clear and concise description to let people know that what they want is in reach

and they can get it at your community.

CALL TO ACTION SECONDARY CTA

What Makes Your Community Different
Identify 3 - 6 essential features that differentiate your real estate development from others in the area. This 

paragraph can be aspirational, strictly the facts, or a combination of the two. You can make a list or use 
sentences. Write the words first, then add a handful of images to support them.

Who Is Your Community For?

Summarize the facts. People need to know if your community is in their price range and where it’s located.

What do current residents have to say about living here? Share testimonials to show prospective 
homebuyers that people do love living in your community. Ideally, you want each testimonial to be 2-3 

sentences long. You only need 3-4 testimonials to use throughout your website.
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Getting what you want is easy
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Our strategic approach to marketing helps companies in 
blue-collar industries like construction, industrial services, and 
manufacturing achieve dependable growth year after year.

CONTACT INFORMATION

https://www.digglescreative.com
warren@digglescreative.com

What’s at stake for you and your family
if you don’t choose the right neighborhood?
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image of life at your community in the background


