
SOCIAL MEDIA MARKETING Taking Your Business to the 

Next Level



WHY SOCIAL MEDIA? 

According to HousingWire:

o 72% of Millennials consider homeownership a priority. 

o 2 out of 5 Millennials plan to purchase a home in the next two years. 

o “Millennials are now prioritizing homeownership above other major life milestones.” 
This includes marriage and starting a family. 

o Millennials make up 36% of recent home buyers.

How do we connect with Millennials? Social media.

o Millennials make up 29% of all Facebook users, the most represented age group.



GET TO KNOW YOUR TARGET AUDIENCE

o Ask yourself the following…

o “Who am I trying to reach?”

o “What problem am I going to help them solve?”

Don’t lose sight of who you are trying to connect with and why. 

Be informative. Make your audience want to stop and listen.

Create unique and compelling visual content. Give your audience something they’ve haven’t 
seen before.

Celebrate milestones. Create social media content around holidays, special occasions or 
milestones, partnerships with other businesses and get your audience involved.



“STALK” SOCIAL MEDIA SUPERSTARS 

o Dream Town Realty: www.facebook.com/dreamtown

o The Lanier Property Group: www.facebook.com/lanierpropertygroup

o Seth Muenzer at Pierce Real Estate: www.facebook.com/sethmuenzer

Things to look for:

Branding – Profile Photo, Cover Photo and Page Voice

Engagement – Likes, Comments and Shares

Inspiration – Creativity, Content and Customer Service

http://www.facebook.com/dreamtown
http://www.facebook.com/lanierpropertygroup
http://www.facebook.com/sethmuenzer


IT’S ALL ABOUT ENGAGEMENT



PAY ATTENTION TO YOUR CUSTOMERS

Respond to Comments. Reply to 
comments posted on your page, good or 
bad, and do so promptly. 

Focus on Local Interests. People want to 
know what is happening within their local 
community. Post about local charity 
events, school-related activities, or 
highlight a popular local business. In 
general, post about anything you feel 
the community would find interesting.

Share Interesting and Informative 
Facts. These can stimulate likes and 
comments.

Offer Helpful Advice. Tips about how 
someone could stage her home for sale 
or decorate her new home are good 
ways to gain likes and comments.

Post Images of You, Your Team, and 
Happy Clients. Posting photos of you 
and your team participating in 
community functions or at office parties 
helps to put a personal face on your 
business. Potential buyers want to know 
that they are dealing with real people, 
not just faceless corporations.



THE POWER OF CUSTOMER REVIEWS

o 90% of respondents who recalled reading online reviews 
claimed that positive online reviews influenced buying decisions.

o 85% of consumers said they read up to 10 reviews before 
feeling they can trust a business.

o 88% of people trust online reviews written by other consumers as 
much as they trust recommendations from personal contacts. 

o In 2016, Facebook was the most popular way consumers 
recommended or reviewed local businesses.



Why Facebook?

It’s free. 

It’s easy. 

Most people already have an 

account. 



EASY TO ASK FOR.



MARKETING TOOLS



GIVEAWAYS

o A great way to connect with potential customers!

o Coordinate with a Holiday, Event or Time of Year

o Partner with Local Businesses/Professionals

o Require people to LIKE your page to participate

Example: West Michigan Properties

240+ Likes, 600+ Comments, 880+ Shares

Launched Page in May; now has 1,000 Fans. 



VIDEO

o Live vs. Pre-Recorded

Video Best Practices

 Short and sweet.

 The first 15 seconds are the most important.

 Treat it like a casual conversation.

 Maintain your personal brand.



BOOSTING & PAID ADS

Boosting 101 
Pay Facebook to increase performance (views and engagement) or a specific post.
Post will appear as “Sponsored”
Targeting is available. 
Example ☺

Paid Placement
Done through Facebook Ads Manager
Ad will be shown in a variety of places (feed, story, messenger, etc.)
Targeting is available. 
Example ☺



TIPS FOR SUCCESS



THE 80/20 RULE

The 80/20 rule is key to an effective social media strategy:

80% of the content you develop and share should be about your customers. It should be content 
that will help them solve challenges and peak their interest on a personal level.

20% of the content you develop and share can be sales-related, talking about yourself and your 
listings.

You don’t want to overwhelm your followers by spamming them with advertising, so be sure to keep 
your promotional content to a minimum (20% or less). For the other 80% here are some things to 
focus on:

• Lifestyle content

• Neighborhood-related content and events

• Tips for staging homes

• Tips for moving

• Tips for buyers or sellers

http://contentmarketinginstitute.com/2010/10/the-80-20-rule-of-corporate-content/



