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Connect with Potential Clients

80% of real estate agents are using Facebook to market their practice and 

properties.

You may want to consider developing a separate business page on 

Facebook that allows you to target your content and your audience more 

effectively.

Upload your email 

database to Facebook 

every 3 months and invite 

everyone to become a fan, 

and then inviting new 

friends and contacts and 

you meet them.

Create drip email campaigns inviting people to “like your page.
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Maintain Consistent Flow of Communication

Let them know you are always doing business

Post at least two times a week to create personal connections – once 

with a listings and once with a relevant article or piece of data. Keep your 

cover photo clean and relevant. 

You can use a site like http://www.fotor.com/features/facebook.html to 

help you create your own custom covers like these.
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Integrate with Existing Marketing

If the person wasn’t attracted to one element of the home, they might be 

attracted to something else.

In addition to giving people the ability to follow you on Facebook from 

your website, think about other ways that you can integrate Facebook 

into your marketing. For example, if you are blogging, set it up to 

automatically post each new article straight to Facebook. Twitter, 

Instagram, LinkedIn are all great tools that you should be utilizing also. 

They all reach to different markets and have the ability to really make you 

stand out if you are consistent with your posts on each platform.
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Consider Using Facebook Ads

Facebook Ads have also become a 

popular way for agents to market both 

themselves, as well as, new properties. 

Unfortunately, Facebook is evolving to 

become more of a paid marketing platforms 

than a free one. To get the most value, there 

are a few key things to keep in mind.

When designing your ad, Facebook 

recommends that you write clear, targeted 

ads with concise text that speaks directly to 

the audience you will reach.

Secondly, be smart about the image you 

use in the ad. People want to see properties, 

“In late 2012, the industry found out only about 

16% of a Facebook page’s fans would see a post 

from that page. In October 2013, that number 

dropped to about 12%. In February 2014, it was 

6%, and as little as 2% for pages having over

500,000 fans.”

-HubSpot

not your smiling face. They will also click on graphs if the information is focused,      

relevant and not available anywhere else.

Finally, consider who you target. Set up the ads to target your fan’s friends –

because the people within your sphere of influence are more likely to come clients 

and be in your target demographic. 

Guide to Facebook
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Create and Maintain a Professional 

Image

Everybody on Facebook is a potential client.

Be careful what you post to Facebook – pictures of you drinking all 

night or post about a wicked hangover aren’t likely to inspire trust. 

It is critical that you pay close attention to the image you are creating 

with your post and pictures. In addition to being thoughtful about your 

posts, use Facebook’s privacy settings to specify what content different 

sets of friends are able to see.

Finally, keep post positive and informative. The last thing clients what 

to see is how annoying you think your clientele are and how tough the 

real estate market is. Instead, use your presence to educate and inspire.

Don’t be 

one of 

these 

people.


