


Fundamentals
– Social Media: What Is It?
– Social Media Strategies & 
Channels for Sales & Marketing
– What To Do Next...



How people use decentralized, 
people- based networks to get the 
things they need from each other.

-Social media isnʼt just a list of  
destinations.

-Itʼs a new standard of expectations.



If Youʼre Online...Youʼre In Social 
Media



Why Should You Care?



Social Media Is About 
Relationships!

Are You Creating A Presence 
To Remember?



Who Is Using Social Media?

Your Potential Customers.....
Your Current Clients...... and
Your Competitors Are Using Social Media

With social media, it is easier to maintain your existing 
relationships with your customers, and more importantly, 
connect with new ones. Plus, if your competitors are using social 
media to generate business, you should too.



Hey, Is There Really Anyone Listening?



Do You Have Your Social Media Tools?







Over 70 million Professionals Use LinkedIn – REALTORS, 
Are You One of Them?

LinkedIn offers a wonderful opportunity for REALTORS to complete a FREE profile with their 
business description, photo, education and much more. This is your resume online. You may be 
saying, hey, why do I need a resume? Well, it’s this way; you wake up every morning 
unemployed in this business. Why not provide something that tells clients, customers, contacts 
and future buyers and sellers what you do for a living? LinkedIn says: Your LinkedIn profile is 
discoverable through the millions of searches on search engines and on LinkedIn. You are in 
complete control over what others see on your profile, so leverage this to showcase your skills 
and talents so the right people and opportunities find you. The recommendations are an 
important part to also have you satisfied customers write a short review of your service.

The Applications that LinkedIn offers are also great for REALTORS to add a slide show, an 
RSS Feed of your Blog, and your favorite links. These powerful tools allow you as a real estate 
agent to place your presentations for buyers, sellers and investors within your profile. The links 
can extend right to your website for searching properties.

Another feature I like about LinkedIn is the Question and Answer platform that allows you to 
zero in on real estate and finance questions or just about any other subject you may be interested 
in. As you build your contacts you will begin to develop relationships by asking and answering 
questions on LinkedIn. Answers allow you to showcase your knowledge and interests. Any 
questions and answers you post on LinkedIn will be displayed in your profile should you choose.

http://linkedin.com/
http://linkedin.com/


Groups are plentiful on LinkedIn and you get invited to join many as you do on other social 
media sites, like Facebook. There are many real estate groups to share information with other 
peers in our industry and a great source for building relationships that create future referral 
business and friendships.

Did you know by the time a prospect contacts a realtor, studies 
show they have been looking at real estate on the web 
anywhere from 10-40 hours?



How Many of the 573,813,080 People On Facebook 
Could Be Your Potential Clients?

ZERO, if you donʼt have a facebook presence!

Does your business operate in the real estate 
industry? If so, how does your company stack 
up compared to the data below?







What is a blog? 

This is a fundamental piece to your
social media process. The blog is the hub of your 
social media presence.

Even if you have great website, consider a blog site. 
Remember, content and conversation are paramount.

The best organizations connect customers to their 
website, blog and to other relevant social media sites 
where your audience hangs out.







Real Estate Social Media Stats That You 
Need To Know!!





When starting your social media venture there are many questions along the way. One question 
to ponder; is everyone doing social media the same way? The answer to that question is no. 
Every product, program, and profession should have its own unique strategy.

The most important piece is how to differentiate yourself from your competition. That is the first 
question that you should be able to answer for yourself, and your potential clients. What are your 
unique qualities, attributes, services & how can I add value to my potential clients and current 
clients by using social media?

Without a strategy for your social media campaign your message will not reach your audience 
properly.

Some of the first steps and questions I  look at when creating social media campaigns are as 
follows:

1) Who is my target audience?

2) What are my social media goals (keep in mind social media is for education, engagement and 
building relationships, not sales)

3) Do I have tools to track my marketing efforts?

4) Are all social media platforms branded properly, so that I can be easily found across each site?

5) Do I have content that will create brand identity, education and engagement?

6) Are my social media goals realistic (remember quality trumps quantity)

Many clients ask me when creating their campaign “how will I know if I tweeted to much, or 
sent to many Facebook posts?” My answer is “always listen!” Social media is meant as a two 
way street, Listening, and speaking. If you are sending out to many messages your followers will 
let you know. Your audience is there to hear you, but also to be heard. As you dive into your 



social media endeavors your audience will get to know more about you as you will about them. 
For me social media brings back that extra value of customer service that so many companies 
having been lacking over the years.

Remember, everyone has their own meaning on how social media works for them, and their 
companies. What is your meaning of doing social media right? Well, that is a question that you 
have to ask yourself. What is my meaning of doing social media well? My answer, getting to be 
apart  of my favorite companies day to day news, product releases, and receiving thoughtful 
answers to my questions and concerns.



✓ Broaden your real estate knowledge 

✓ Strengthen your online presence & reputation 

✓ Become the local real estate expert in your area with 
the use of social media! 

✓ Dominate your market and competition by setting 
yourself apart! 

✓ Look at the way your competitors are marketing, 
and then do the exact opposite! 

✓ Give educational, relevant and up-to-date content!
Think like your clients, not as a realtor when you take 
your voice online. 

✓ REMEMBER Social Media isnʼt just for fun, if your 
audience is giving you their attention and time, they 
expect  the same from you!



We hope you enjoyed our Social Media Guide for Real 

Estate Agents, and hope that you have a better 

understanding on why its important to be apart of 

this real time conversation now! 

Social media isn’t a fad, and its not going away any time 

soon, so don’t miss your ocean front property on 

Twitter, Facebook, Linkedin, Activerain and Trulia, join 

us at Program 4681 as we work with you to become your 

voice, and online presence to help you dominate your 

short sale market! 

Brian Pitcher 


