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[bookmark: _9zytfz12ak7x]Pillar 1: Campaign Objective
Primary Goal:
 Accelerate the closing process and complete the sale of the remaining five units at Eighteen Moka.
Success Metric:
 Generate qualified leads who submit their contact information through a landing page and proceed to schedule a private viewing or consultation.
Benchmark Expectations:
· Conversion rate for landing page: 5–10%

· Estimated cost per lead for luxury real estate: $25–$75 USD

· Target number of qualified leads: 50–100 to achieve five sales

Pillar 2: Target Audience
Ideal Audience Profile:
· High-income individuals and families based in Trinidad and Tobago or the Caribbean region.

· Senior executives, business owners, and professionals seeking an upscale residence.

· Older people, with money, who have retired or are about to do so and want to live in a VIP space with a golf course, technology, modern architecture

· Investors interested in luxury properties for resale or high-end rentals.

· Individuals drawn to privacy, modern amenities, and natural beauty.

· Buyers looking for a lifestyle aligned with status, tranquility, and sophistication.

Recommended Targeting Options:
· Facebook and Instagram Ads targeting interests like real estate, luxury goods, golf, architecture, and interior design

· LinkedIn Ads targeting professionals by job title (CEO, Director, Business Owner), income bracket, and location

· Email campaigns sent to curated lists of high-net-worth individuals (HNWIs)

Distribution Channels:
· Facebook and Instagram paid ads

· LinkedIn Ads

· Email marketing

· Lifestyle and real estate publications (e.g., MACO Caribbean Living, Caribbean Beat)

· PR campaign featuring Moka as a case study in modern tropical luxury

Pillar 3: Irresistible Offer
Lead Magnets to Capture Contact Information:
1. Exclusive Virtual Tour (available after filling out the contact form)

2. Downloadable Fact Sheet with floor plans, pricing, finishes, and features

3. Schedule a Private Consultation (in-person or virtual)

Calls to Action (CTA):
· “Request Exclusive Access”

· “Schedule Your Private Tour”

· “Discover Life at Eighteen Moka”

Pillar 4: Thumb-Stopping Visual
Recommended Photos:
1. Aerial view of Eighteen Moka with golf course backdrop

2. Interior view showcasing natural light, luxury finishes, and open space

3. Pool and deck area at golden hour with entertaining setup

Recommended Videos:
1. Guided walkthrough tour of a finished unit

2. Testimonial from a current resident or investor

3. Lifestyle video featuring a couple or family enjoying a peaceful day at Moka

These visuals should emphasize exclusivity, tranquility, attention to detail, and superior living standards.

Pillar 5: Compelling Message
Sample Messaging for Ads, Email, and Landing Page:
1. “Designed for the few—only 8 residences at the edge of St. Andrew’s Golf Course. Five remain.”

2. “Luxury redefined in Moka Valley. Experience modern architecture, smart technology, and complete privacy.”

3. “Live where others vacation. Eighteen Moka offers an exclusive lifestyle for those who expect more.”

4. “Architectural calm. Elevated naturally. Set in Moka Valley. Eight residences only. Nothing like it on the market. Nothing trying to be..”

5. “Some places don’t need marketing. Just an invitation.” Eighteen Moka was designed for those who know exactly what they’re looking for...”

6. “It’s not retirement. It’s refinement.” For those who want less noise, more clarity, and a home that delivers on amenities and location..”

7. “Eighteen Moka is for those who are looking for comfort and exclusivity. Private & exceptionally built. A home that speaks quietly and says everything.
Each message aligns with your brand’s purpose of raising living standards and now expands into aspirational luxury living.

Pillar 6: Customer Journey
Mapped Journey from Awareness to Advocacy:

	Stage
	Action
	Channel
	CTA

	Awareness
	Sees ad or receives email
	Facebook, Instagram, Email
	“Discover Eighteen Moka”

	Interest
	Visits landing page
	Website
	“Request Exclusive Access”

	Consideration
	Views virtual tour, downloads fact sheet
	Email follow-up
	“Schedule a Private Tour”

	Decision
	Connects via phone or WhatsApp
	Phone/WhatsApp
	“Secure Your Unit”

	Action
	Completes purchase
	In-person/Virtual Meeting
	—

	Advocacy
	Shares testimonial, refers others
	Email, Video, Word-of-mouth
	“Tell Us Why You Chose Eighteen Moka”




CHARACTERISTICS OF MOKA: 

Nestled in the lush Moka Valley, a private sanctuary overlooking the fairway of St. Andrew’s Golf Course awaits you. 18 Moka is the perfect hideaway for busy professionals or if you simply seek a tranquil home. These units come fully equipped with: 
• Modern luxury finishes 
• Hurricane resistant glass facade 
• Advanced HVAC and dehumidifier technology 
• Extensive secutity systems 
• Outdoor pool and deck are designed for optimal entertainment 

"Settle into a new living experience, in a picture perfect setting overlooking the St. Andrews Golf Course. A personal sanctuary of privacy and security, surrounded by nature, tranquility and a singular quality of life."

SITE & UNIT FEATURES 
- There are a total of 8 Units, each containing 3 Bedrooms, with Private Bathrooms and Closets, an Open Living, Dining and TV Room with Kitchen and Pantry, as well as a Breakfast Nook. The Interior Spaces also include a Powder Room, a Laundry, I.T. Room and Storage Room. 
- ENTERTAINMENT: Exterior jacuzzi and wood look deck area designed for optimal entertainment with built in seating and grill space. 
- PARKING: Each Unit has its own designated parking with Pergola. 
- WATER STORAGE: Sufficient Water Storage is provided via individual reinforced concrete tanks. 
- POWER GENERATOR: Each Unit has allocated space for its own Power Generator 
- SUPERSTRUCTURE Our buildings consist of structurally sound reinforced concrete walls, floors and roofs. The design meets regional seismic requirements. 
- WALLS EIFS (Exterior Insulation and Finish Systems) are used to provide an optimal internal environment. 

UNIT FINISHES: 
- FLOORING A combination of Luxury Vinyl Tile and porcelain tile.
 - WINDOWS All windows are hurricane resistant laminate glass with aluminium profile framing. They are low maintenance and provide excellent energy savings and thermal performance. 
- CEILINGS Flush painted gypsum ceilings punctuated with high-efficiency surface-mounted LED lighting. Provisions will be made for multiple types of fixtures including decorative lights at various locations. 
- HVAC SYSTEM The building features a leading edge inverter system by Mitsubishi Air ®. 
- DEHUMIDIFIER Also featured is the Aprilaire ® Dehumidifier, which protects each unit from mildew, eliminates musty odors and reduces growth of allergens, creating a comfortable and healthy home. By doing so, this system can prevent the HVAC system from working overtime and therefore lower energy costs. 
* Both systems are fully compatible with one another but can be controlled separately via smartphone. Thus ensuring residents their own customized personal comfort.

- CENTRAL VACUUM: Each unit features the Nutone ® Residential Central Vacuum System. This is an integrated in-wall vacuum motor providing powerful self cleaning filtration. The vacuum operates quietly and ensures in depth cleaning with a system that allows for easy removal of debris, required on average every 6 months. Compared to portable and other vacuum systems, the Nutone Central Vacuum has stronger more efficient suction that captures dust and dander that can aggravate asthma and allergies, while other vacuum systems leave billions of microscopic particles to settle and be inhaled. This integrated vacuum system vacuums air and allegens outside. 

GROUND FLOOR PLAN
- At ground level, the unit features an open plan living, kitchen, dining and tv room experience, with views that cascade towards the neighboring greens of the golf course, and expansive bifold doors that open outward to the pool deck. 

- LOT SIZE: 4,792 FT2 / 445 M2 
- GROUND FLOOR AREA: 1,345 FT2 / 125 M2 FIRST 
- FLOOR AREA: 1,250 FT2 / 116 M2 
- TOTAL UNIT FLOOR AREA: 2,595 FT2 / 241 M2 

FIRST FLOOR PLAN
- At the upper level, the 3 Bedrooms feature their own bathrooms and closets, and are purposedly placed to maximize the views towards the golf course and overlook the pool deck. 

- FLOOR AREA: 1,250 FT2 / 116 M2
