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The game is changing for real estate 
agents because of technology

Traditional real estate agents are -

• Home-buying/selling process expert. 
Someone who knows the process of how 
to buy / sell a home, what to look out for, 
what's most important, and how to keep 
things moving. 

• Community expert. Someone who knows 
the current state of the local market, has 
knowledge about the living experience in 
specific neighbourhoods,  understands 
common features of homes in the area that 
out-of-area buyers might not be aware of, 
and knows whats available for sale. 

• Marketer and salesperson. Someone who 
can provide exposure to a house on the 
market, make it stand out, attract 
interested buyers, and get them more and 
more engaged until they're convinced it's 
the home for them. 

• Negotiator. Someone with extensive 
negotiation experience that can best 
represent a buyer or seller's interests, 
getting the best price while not driving 
such a hard bargain that the deal 
explodes.

With the internet, the Buyer can now -

• have a near-comprehensive search 
of all available properties, including 
experience info, demographics, and 
things your agent would never tell 
you, like crime statistics and pollution 
levels? 

• obtain home-value rating and full 
comparative market analysis. 

• market his own property online and 
on social media and get more 
exposure than what 95% of agents 
can provide. 

• and even more …. over time.

How not to be obsolete
Great agents have -

• the whole package of skills, not just 
what they have time to learn. 

• years of experience, and the 
connections and inside knowledge of 
the market. 

• a halo-effect of selling multiple 
properties, giving them greater ability to 
catch the eye of buyers and leverage 
online marketing. 

• full-time availability to not just expose 
your property to buyers but keep them 
engaged and build relationships with 
them until they're ready to buy.

According to National Association of 
Realtors,  92% of buyers use the 

internet to house hunt. 

These agents are not part-time agents, 
and will sell or help customers buy a 
home more quickly, for a better price, 
and with much less time and effort on 

customer’s part. 

If agents do not keep up with the changing game, then they’d better find ignorant or lazy customers.



For those serious in this business …  
they had to change their mindset

 • Learn to be obsessed with sharing information rather than hoarding it. This means 
taking far more initiative to collect and manage information, rather than simply using the same 
information everyone else has. 

 • Learn to be absolutely trustworthy, which means doing the right thing proactively, 
rather than simply not lying, cheating and stealing. 

 • Develop an integrated marketing plan that is brand-led and personalised to your 
customer sets in accordance to their lifecycle with you, as ad-hoc marketing tactics like 
launching a Facebook page or having an eMail campaign may not yield long term results but 
cause confusion in the market about your brand. Do not risk losing trust with the market. 

 • Wipe the slate clean, and imagine that there are no real estate brokers yet. Find 
meaningful reasons to create and shape a middleman role that significantly benefits both buyers 
and sellers. 

• More importantly - BUILD YOUR PERSONAL BRAND - leverage the force of your brand to 
attract business, form relationships, strengthen your business brand, shape the industry, and 
make stuff happen. 



Marketing for progressive real estate agents

• If you promote your real estate 
business to everyone, you’ll wind up 
with a very unfocused marketing 
campaign.  

• Creating a brand that appeals to 
everyone is entirely too 
overwhelming and not feasible. To 
sell your product (homes) or 
services (ability to sell properties), 
you must know your customer.  

• What do you want your niche to be? 
What is your expertise? Knowing 
your strengths help when 
determining what demographic to 
target.

Define your target market and audience

Vermilion Marketing will 
work with you - researching 

and defining your target 
market and audience so that 

you can create your niche
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• Develop a personal brand, where potential 
clients associate you with a certain type of 
property or service, who you are as a trusted 
person to the community and differentiate 
you from your competition. 

• Develop a brand message that teach your 
customers what to think about your business. 
They also give insight on the tone of your 
brand. 

• Work on your 60-sec pitch. Develop your 
slogan.  

• Build brand awareness that are consistent 
with your brand message using videos, print/ 
digital materials and all marketing 
campaigns. Consider local sponsorships to 
build your brand. 

• Manage your online reputation.
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See what your competition is doing!

PERSONAL BRAND
WHO ARE YOU? 

HOW DO OTHERS SEE YOU? 
WHAT DO YOU HAVE TO OFFER?

Vermilion Marketing will work with 
you on your personal brand to 

differentiate you from your 
competition, to build trust, to gain 

respect, to showcase your 
professionalism, to gain responses 

from the right consumers.

http://www.apple.com


Why is your personal brand so important?
• You may have a wealth of experience and knowledge, but if 

no one know who you really are and how you can help them, 
then you don’t have a voice. Personal branding in the digital 
world is quite different and you need to manage it. 

• Personal branding is foundational. It is the basis of your 
digital identity. Personal branding involves developing your 
online persona. When you do so thoroughly and effectively, 
it catapults you from workforce anonymity to niche-based 
popularity. 

• No longer are you simply a contributor or a worker — a 
producer without a voice. Instead, you become a person 
with a platform. You’re able to leverage the force of your 
brand to attract business, form relationships, strengthen a 
business brand, shape the industry, and make stuff happen. 

• Businesses ebb and flow, launch and fail, build and rebuild. 
But you — you’re the one who controls what you do, how do 
you it, and what happens. If you have a strong personal 
brand, you will be successful for the long term.

You’re able to leverage the 
force of your brand to attract 
business, form relationships, 

strengthen a business 
brand, shape the industry, 
and make stuff happen.



• By the time you do work on this slide, you would have 
understood your competition, your marketplace, your 
audience and who you are. 

• You need to work deeper on understanding that 
customer, what they buy and how they buy. 

• You may have several customer segments that you 
want to market to e.g. new clients, base clients, 
partners. You may want to prioritise your efforts then 
expand on it? 

• You need to work on your offers that appeal to that 
audience. 

• You need to define your marketing goals, budgets, 
timeline, resources and metrics for success. 

• Then work out an integrated campaign plan targeting 
that audience based on their lifecycle with you leading 
with your brand and personalising each touch point. 

• Consider how you would manage your campaigns 
and measure success.

Define your marketing strategy and campaign plans

Vermilion Marketing will work 
with you on a brand-led 12-month 
campaign map personalised for 

each target audience using 
traditional and digital marketing 
tactics relevant to each stage of 

their lifecycle with you.
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Here are some marketing tips successful real estate 
agents use and these are the same tactics I can help 

you with, put together in a holistic fashion for your select 
target audience with content and message that 

resonates with their buying behaviour 

so that you elevate your brand and generate revenue



Real estate marketing ideas that successful agents use

• Maximise your ads on property website like RealEstate or 
Domain 

• Improve your profile photo. 

• Get a 5-star rating. 

• Showcase your effectiveness e.g. your last 12-months 
sales. 

• Write listings that grab attention. 

• Use catchy headlines 

• Do be repetitive 

• Don’t be boring 

• Highlight the best stuff 

• Point out opportunities for the less-than-perfect homes 

• Include upgrades 

• Use the right keywords to be found 

• Use viral real estate videos (see next page) 

• Have a call to action.

Words that don’t sell: 

• Must Sell 

• Value – Homes described as a “good value” sold for 5 percent 
less than other homes, according to Anglin. 

• Motivated 

• Move-In Condition 

• Clean 

• New Paint or New Carpet 

• Ranch 

• Quiet 

• Vacant

Paint a picture with your listing

from your competition



Real estate marketing ideas that successful agents use

A viral video is one that creatively promotes a property, real estate company and/or Realtor 
by using content that draws attention and encourages viewers to want to share it with others.

Use viral real estate videos

• Craft your video around your target audience by 
using the proper language, content and humor 

• Upload your video to a social platform like 
YouTube or Vimeo so you, and your viewers, can 
easily share and interact with it 

• Give it a descriptive, but memorable title – just 
as you would for a blog post you’d want people 
to share 

• Keep your company branding and logos to just 
subtle references 

• Don’t use annoying annotations, ads or captions 
• Use somebody the community can associate 

with or even a celebrity (actor, athlete, musician) 
in your video if possible 

• Optimise it for increased organic search value to 
drive even more traffic to it 

• Use social media channels like Facebook, 
Twitter, Google+, Pinterest and LinkedIn to get 
your video in front of people

19 Binda Place Sorrento by 
Adrian Jenkins and Ian Adams

I am not sure if this property sells 
but it did catch some attention

Just keep in mind the following 
when creating a real estate video

https://www.youtube.com/watch?v=3UdxkkshvX4


Real estate marketing ideas that successful agents use

90 percent of homebuyers searched online during their home-buying process. 
Real estate-related searches on Google grew 253 percent over the past four years.

Online ads - Google Adwords + BingAds

Also add email 
subscription to 
your online ad!!



Real estate marketing ideas that successful agents use
Social Media Tips

• 80% of content should be about lifestyles, customer interests and other updates that customers find 
useful like, how to pack or how to stage their home for open house 

• 20% of content about you and your product  
• post about your neighbourhood including events 
• use engaging images 
• use geo targeted Ads 
• consider engaging with contests, sweepstakes … e.g. run photo contests of their homes and 

winner gets $500 voucher from OZDesign 
• show what you did for a client .. it shows you care 
• post questions to encourage response e.g. what’s the best thing about moving to a new home? 
• use hashtags to be found e.g. #movingtips or #PortMacquarieBeaches 
• use Pinterest to drive visual emotions 
• set up a Pinterest Board on your neighbourhood, lifestyles, home decor … and of course your 

Listings 
• Cross promote across social channels 
• Blog about your knowledge of the area …. 
• Try LinkedIn to reach professional target audience if that is your audience 
• use videos and post on Youtube



Real estate marketing ideas that successful agents use

Keep in touch with your clients and prospects 
Send them relevant information based on each segment’s requirements .. at the right time

eMail Newsletters

What your competition is doing 
Monthly newsletters - 

http://www.sbm21.com/_r/v.cfm?b=1397690&c=30478323

Good content

Strong subject headline

Visually appealing

Call to action

http://www.sbm21.com/_r/v.cfm?b=1397690&c=30478323


Real estate marketing ideas that successful agents use

Postcards will still work if they are targeted

Postcards



Real estate marketing ideas that successful agents use

Blog to show your expertise and 
Blog to promote your listing

Blogs
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