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Social Media and You

Wealth of well-

established and

influential channels:
*Facebook
*Twitter
*Pinterest
*Instagram
*Snapchat
*YouTube
*[inkedIn




Social Media and You

SOCIAL MEDIA SOCIAL ONLINE

BUSINESS ENGAGEMENT




Active Use of Social Media (Percentage Distribution)

Women REALTORS® and sales agents are most active on social media.

Male REKLTORS@

Female
REALTORS®

Brokers Broker Sales Agents Appraisers

, Associates
Source: 2016 Member Profile



Comfort Using Social Media (Percentage Distribution)

1%
Extremely 10%
uncomfortable Uncomfortable

25% 31% 26%
Somewhat Comfortable Extremely
comfortable comfortable

Most members feel comfortable using social media, but some do not use social media.

Source: Center for REALTOR® Technology Survey
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Where Clients Come From

64% sellers 53% buyers
used agent used agent
referred to referred to
them/had them/had
worked worked
w/before w/before

2/3rds of
buyers/seller
s only contact
1 agent

Among members 40% business is from repeat clients and referrals
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HEARD ON SOCIAL




Engagement. Two-way conversation. Listening.
Tracking.

* Knowing what colleagues and consumers are
saying about you or your business is relevant
to understanding what their challenges or

needs are.




Not Just Younger Generation—But a Must-
Have for Younger Generation

* 67% of all Internet users use social Lol S —
networking sites ) .31 K
» 83% of users 18-29 Q\g T .‘%
* 77% of users 30-49
* 52% of users 50-64 -

3g ‘ﬂ”@

(source: Pew Research Project, The
Demographics of Social Media Users)
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71% of users utilize mobile to access social

TIME SPENT ON SOCIAL MEDIA NETWORKS PER HOUR

MINUTES

W N 4
16 14 13

AUSTRALIA

MOBILE 719/, 2 3°/¢
L ‘L ; L &L OF FACEBOOK USERS
OF USERS UTILIZE A MOBILE DEVICETO LOGIN AT LEAST

ACCESS SOCIAL MEDIA" FIVE TIMES A paAY



CHOOSE
YOUR

CHANNELS
WISELY




Key Social Channels
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Organize them by purpose

Conversation Applause Amplification | | Consumption
n Comments Likes Shares Clicks
' Replies | | Favorites | Retweets | Clicks
m Comments Likes Reshares Clicks
m Comments Likes N/A Views
m | Comments | | Likes | | N/A | N/A




Long Live Pinterest (and Buh Bye to Google+)
FACT

PINTEREST TUMBLR GOOGLE +

55% Users spend Fastest growing
of Pinterest 14 minutes per visit demographic:

b users have 45-54 year olds
engaged with
retailers and P b P
brands via " 4
Pinterest :

That's 1.5 minutes longer

’ Compared to 48% than the average Facebook T

of Facebook users VisIt

q.'Sv“ A\ | THE
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WITH
PURPOSE



Don’t Be Anti-Social

* Not just a marketing
channel

e 70/20/10 content mix

e Content curation: it’s not
one-size-fits-all.

* Specific content pieces
for specific channels are
key to reaching and
engaging your audience.




Content Pieces That Work

* Infographics:
* Both static and
Interactive
e Video:
* the shorter the
better
* Podcasts
* Original, Quality
Photos




Content Pieces That Work

Curb #pped ol

*Infographics, both static an G
Ld e JP zirl' |
12 te ra Ct Ive “Wﬂnbm;?ks‘r,ms;i:,\é./

Here are some tips from the National Association of REALTORS® to enhance
your home's curb appeal and help you to g“er the best possible price when it's
time fo sell.

Clean Exterior Walls and
Windows

Il'sgorkonly rlhe insifdde of yodur home ;‘hcn nee(;js
H T t irt ime, 1 tsi
Percent Change of Sales by Region (month ago) SRyt e houe et 32 sponess, e
your outer walls with soapy water and wash
your windows inside and out.

Fresh Coat of Paint

A new coat of paint is like a face-lift for your
home, but don't try to make a statement with
your home's color. If your home is a wildly
different color from the other homes in your
neighborhood, it could negatively affect a
buyer’s perception of the home's value.

Keep Grass Green and Tidy

Your front yard creates your home's first
impression fo prospective buyers, so make
sure that your lawn is green and trimmed

and your shrubs and flower beds are well
? TT' tended.

Clean and Repair the Roof

L
‘
b Fom PE rce nt [: h.ﬂ n ge If your roof is damaged, dirty or missing
B shingles, it can have a negative impact on the
value of your home. Sometimes a good
=) cleaning and small repairs are all you need to
15 G have your roof look like new.
o -
- -'-'}E::'llﬂl E i ::"i)l
= TR
T T

Mexico



Holiday Infographics

p Women's Day

Labor Day 2016 B mnmms C—
Sl BRIR ~ = GOING 2 GREEN

2018
O Loskng af date ke e 514 Mambae Praobls e ‘B D e Moweley, R B Ihw
Tecopace HEALT GRS for e bord worl o Voo il o tiow oyl ey stcint oos st
soreeases #a3 Lober O
Int renal Woim
A\ ctlebrated mlemunom;l:gn March fth
REALTORS® i .J
i 1s o doy 10 acknewledge the cconomic,
B“'iﬂ“' ZH i i i o peliticol. omad social nckievernents of
Characteristics [ % o o g s Romen.

v ar : by ey 1mngmumqf=h|!dn‘gjm look ot @

=

o i e o i bt Household Compesition
of Home Buyers

B of b BEALTOREA
wer wwwan wirh L%

63% of
EEALTORS® are
Bconsed as sales

agenl 1% as

brakers, 16% as
brokor

assoclates, and

1%

iy
appraisers,

T T ———

estate deductions

2 nmdlmnFll)hzumym'-\:m

helped tax payers...
5?‘%0‘ wrmbeds worked 40 { " . - :
ar mote hours per woek 2 .
- - s In recognition ofthis ~~~ *3 [
e 1y .
L:.,.\m,m, day we look at a profile 'Rec%r: l:roma
e of women. .. iy

Demographics
H»—v—> §

o ) I (&

HispimintBanst satesBend 10% O s Edvcaion %

a4 B s

Bral taw mfiet  Conntraen and
Weakiheass ¥ Mamsmaber S5 Himeil el aae
o e

Now does the White Honse compare

(i & Fof mofe eformalion, Chect ot Ibikcapats.
Lo Lhe average home? s s s

mwwmmw m i E::::;‘u_uu " zj«“_@?’ffg,

IR g ety e et

This infographic takes | Martin Luther HII'Ig Ir. IJay

Types of Homes
Purchased

Al Mo, B Rt

axs tesssise
This hoficary i weogniaed oa o day of vervice,
r\dau'm'\rv‘ibww SOFITILRY.
sed on i J013 Mambar Profie we gom pes b
Rﬂﬂ(}tsz are volurbsaning in thelr comeundy,

o, S

a look atthe gresn
home features.

B s e o 5 et e 1)
[ S—————




Content That Works: Video







Content Pieces That Work

*VVideo (shorter is
better)

(Ilred# scores ’
d

“shéuld change

The Voice for Real Estate 20: Credit, Vacation Homes

WINDOW | totHE LAW

VIDEO SERIES

Window to the Law: FAA Proposes Drone Rules



Content That Works: Animated Graphics

National Association of REALTORS® eoe

Published by TJ Doyle September 28 at 9:04 AM - D

Despite an increase in active listings, continued price increases and low
housing inventory pushed out potential buyers causing declines in both
existing-home sales and pending-home sales in August, according to the
National Association of Realtors® monthly Housing Minute video.




ontent That Works: Live Broadcasts

E Gavin Blair with Tracy Kasper

Kicking off the RPAG Road Show in Clear

e Like @ Comment A Share

Like - Reply - @ 4 - May 31 at 5:45am

= | Megan Farrell-Nelson Congrats!! Way to go,
a Krista! Hope to be |oining you soon

“ % Krista Clark replied - 1 Reply

eigh Thomas Brown, Elizabeth J. Mendenhall and 83 others

Jamie Rix

Last day of our #lowaRPACRoadTour and lowa City
KILLED IT! This group continues to invest and
protect the Realtor industry all while creating an
RPAC culture in this amazing state. 994 miles down,
194 to go! Q lowa City Area Association of
REALTORS®

iff Like @8 Comment
L2 Gavin Blair, Elizabeth J. Mendenhall and 79 others

1 share

i Josh Branum Very excellent! Great job!
RealtorParty!
Like - Reply
Bl Carlton Jackson Awesome!! Very proud of lowa
City Area Association of REALTORS®!

Like - Reply - @D
Kathy Parenza Great job!!!!

Like - Reply

Mark Kamps On lowa and Go Hawks!!
Like - Reply

£3




Content That Works: Podcasts

NATIONAL
ASSOCIATION of
' REALTORS®

Real Estate Insights: Home Staging

AUGUST 30, 2017

i { - ' SOUMDCLOUD
Real Estate Insights: Home Staging b’

Cookie policy |

Home staging: is it worth the effort? In this episode, Meredith Dunn, Research
Communications Manager, and Brian Horowitz, Research Survey Analyst, talk with Brandi
Snowden, Research Survey Analyst, on the results of the latest Profile of Home Staging
(released last month). They discuss the effectiveness of home staging, which rooms are
most important to stage, when people stage, and other suggested projects to complete
before putting a house on the market.

NATIONAL
ASSOCIATION of
h REALTORS®

News, Blogs Researct Member h Political Law, E|
& Videos & Statistics Benefits Education Events ‘Advocacy & Polig}

The Takeaway with Nobu Hata, Staying Safe
as a Real Estate Agent with Carl Carter

JULY 13, 2017

Guest: Carl Carter

Staying Safe as 3 Real Estate Agent ... 3 Share

R e A e

Cookie policy

Real estate professionals can find themselves at risk if they don't systematically keep
safety top of mind while meeting customers. Carl Carter, Jr, a real estate agent in central
Arkansas whose mother, Beverly Carter, also an agent, was slain in a boiched kidnapping
by people posing as real estale customers, talks about ways agenis can stay safe and
also about a foundation that's been created to promote agent safety.



Content Pieces That Work

* Original, Quality Photos (Instagram, Flickr, Imgur)

NEW Day1&2
e-PRO® Online Bundle

Vo

The keystroke may have replaced the handshake.
But building relatienships is still the key to success.

BATIOMAL
ASSOCIATION &f
Rkl REALTORE

Efiinal {emfanes

RE

11 “= narcrd

nardotrealtor  EditProfie {3}

1,564 posts 65.3k followers 285 following

Realtors Real Estate The NATIOMNAL ASSOCIATION OF REALTORS®, "The Voice for Real

Estate,” is America’s largest trade association, representing 1.2 million members.

www.NAR.realtor

HATIOMNAL ASSOCIATION «f REALTORS' t]angrregegmh

REALTOR
SAFETY

FROGRAM

Inspect your bank account transactions,
credit card statements and credit services for
suspicious activity on a regular basis, ldentity

thieves often test bank accounts with small
purchases before making large withdrawals.

FOR MORE SAFETY THS FROM AR WISIT winiw N AR Fros oS sfety




Use Instagram

Free Source Photos:
* Unsplash.com

nardotrealtor

1,204 posts 49.4k followers 274 following

Realtors Real Estate The NATIONAL ASSOCIATION OF REALTORS®, “The Voice L] Plxabay
for Real Estate,” is America’s largest trade association, representing 1.2 million

members. www.resltororg * New OlId Stock

* Foodie’s Feed

* Death to the Stock
Photo

* Magdeleine

* Public Domain
Archive

* Good Free Photos

* Free Range Stock

N e Pickup Im
ckup Image

Buysrs Who Found Communing Cost Very Impertant

How Commuting Costs Factor Into Home
Buying

1 @ narresearch

<0

11 @ narresearch LR 1 @ reattors



L UF |

TWITTER
Tweets with images result in

2

A Picture Speaks A Thousand Likes
FACT



Content That Works: News Hooks

m National Association of REALTORS® shared a Page. Lo
Published by TJ Doyle [?] - September 27 at 10:43 AM - Q

The Realtors Relief Foundation Facebook page is now live! For those
wishing to Donate to the Realtors Relief Foundation, simply click the
DONATE button on the RRF page, or click the DONATE button at the top of
this page. Your generous donation today will benefit those who need help
now. Thank you! https://www.facebook.com/realtorsrelieffoundation/

COMMUNITIES IMPACTED |

v LIRRICANE FLORENGE™ = * * ¢
iTRealtors Relief Founda 10

UNINonprofit'Organization - 39 Likes

REALTOR




Content That Works:
Thought Leadership Pieces

Bob Goldberg
1 Published by Bob Goldberg

This week | wanted to highlight the impact of changing Demographics
impacting the real estate industry.

Below are some key points from my keynote at Leadership Summit two
weeks ago.

- September 1 at 3:40pm - &

Demographics

In my last post, | talked about technology and my vision for working with
MAR's leaders, staff and members to embrace change. And while
technology continues to evolve, consumer demographics and
psychographics are shifting just as quickly.

The Brookings Institute predicts, *...the 2020 Census will show that more
than half of Americans under age 18 are racial minorities.” As minority
populations grow into the majority, how will this affect our industry and how
can we better serve this emerging clientele?

Generational trends are also a major factor at play. Everyone has heard
reports about the impact of Millennials on the U.S. economy, culture,
society, and myriad industries, including real estate. While most Millennials
believe in the value of homeownership, student loan debt, a tight housing
inventory, and affordability concerns constrain the homeownership rate
among these younger consumers.

| understand personally the challenges this generation is up against; I'm a
proud parent of two Millennials. Just as my wife and | were starting to enjoy
life as empty nesters, my son realized the easiest way to save money for a
downpayment was to move back home with his mom and dad.

In light of this shifting marketplace, NAR is heightening our focus on
changing demographics. We want to help Realtors® understand the rapid
changes occurring within their client base and provide support as they
engage diverse groups of consumers.

3,900 people reached

oY Like
@ Vicky Sampah, Ben Scranton and 134 others

14 Shares

View Results

]

&> Share H-

(J comment
Chronological ™

19 Comments

John Tucceillo Bravo, Bob! Substantive and on point!

Like - Reply - Message - () 1 - September 1 at 3:45pm

H Bob Goldberg Thanks John. | hope all is well.
Bob

Like - Reply - Commented on by Bob Goldberg
3:4Bpm

- September 1 at

Christel Silver | love the ideas out of the box! rolling in the student debt
would be awesome!
Like - Reply - Message - ) 1 - September 1 at 5:11pm

Marilyn Wheeldon Thank you Bob for your posts. We do have our
challengers and these challenges are our opportunities. Together with you as
our leader we can take advantage of these opportunities. We have a lot of
hard work ahead of us but with NAR's help and guidance we will not only
survive but will thrive.

#MarilynWheeldon #Century21Bono #Thisgalsellsrealestate

Like - Reply - Message - ) 1 - September 1 at 5:13pm

Carol Ferguson Thanks for your post.
Like - Reply - Message - ) 1 - September 1 at 6:21pm

Alice Owen Martin Great comments and so needed! Thanks, Bob
Like - Reply - Message - () 1 - September 1 at 6:29pm

Paul G. Yorkis Bob, many thanks for this post. | agree very much with the
changing demographics. My business in the metro west Boston area has
changed substantially to reflect a greater diversity since | began my Realtor
career in 1991,




Content That Works: Trends

Compelling real estate relevance
Usetulness with clients
Long shelf life
Conveys expertise, not words
Users look forward to the next message
Buzzworthy, generates member conversations
Repeatability and shareability by ambassadors, who amplify
the message

Clear call to action: Sign up, download, click here for more






Social Media Storytelling

*Personalize

*Stand Out

*Be Subtle, But Effective
*Be Consistent

*But Don’t Be Clichéd
*Push the Envelope
*Don’t Sell Yourself Short



Social Media Storytelling

°Tell Local Stories

*People take pride in where they’re
from and support local businesses on
social media and in the real world.

Be Authentic

*The best marketers and communicators
have always used storytelling to
connect and inspire an audience to act.



Looking to make 2017 a I)roductivé year?
Here are a few ideas for simple home improvement
projects from
the National Association of REALTORS®;
your house will thank you!

0 B -
S 1. Mount shelving on 2. Pt e
wellis Cabinets

Shelves take up less
space than bookcases,
add storage and give a
home architectural
== —3 interest.

Updating cabinets
with a fresh coat of
paint is an easy way to
make a kitchen look
brand new.

] 4FUti
¥ 2 a New F n _
—_ | D - W Front

- |
-, | Anew steel front

entry door
— 5 (el s natignal met)ﬂ?asnaco t
Rl of $2,000 installedS
and can recover 75%
of that cost at resale.

5. Caulk Around

The latest low—-flow Windows and Doors

showerheads use u
to 50% less water than
even the newer

— showerheads and can
reduce your home's
water—heating costs
by about $150 a year.

A good seal will keep
warm air from leaking
outside, bringing down
heating and cooling
costs.

When you're read{ to buy or sell'a home, talk with a
REALTOR®, a member of
the National Association of REALTORS® =

s Visit realtor.com to find a REALTOR® and locate
4 accurate, up-to-date listings in your area. - =

Sources:

https://www.houselogic.com/save-money-add-value/add-value-to-your-home/home-remodeling-projects-with-long-term-ROI/
https://www.houselogic. ‘organi: intai ge-ids 1acks/shelf-storage-ids P potlight
https://www.houselogic.com/organize-maintain/home-maintenance-tips/best-home-projects-

fati/?pred—search—tink— tormeFProjectsFor+Fatt

https:/www.houselogic.c ioney-add-vall -on-utilif flow-showerheads-how-to-choose/

* * W x %

UPER e BOWL

1322

Who's going to win? If home prices have anything to do with it, we
can make some predictions. Let's take a look!

191,500 54357300

L 4Ny

/406 N OsEh/ 0

For more information: NATIONAL
www.nar.realtor/topics/metropolitan-median-area-prices- ﬁ%SAOLgOARTSI@O Nof
und-aﬁordubil"y REALTOR



Social Media Storytelling

*Snhapchat
*Instagram Stories
*Facebook Live

*Engagement and interaction from your
followers are all that matter. Snapchat
has higher engagement than any social
network on the planet right now.



Don’t be scared to live tweet

\‘

\

\‘
I
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Periscope

—LSO sec 1s too short—30 min too long ‘




AIM FOR
CONSISTENCY



Don’t Worry About Being Everywhere

*Evaluate which channels
make sense for your
membership

*Be good at few instead of
ineffective at many

*Be realistic about
resources

*Meet you clients where
they are




LEVERAGE
&

PROMOTE
EXISTING
WORK




Encourage Sharing of Content

*Sharing widgets on
website, online
publications and email

*Cross promote content
across print & online
channels

*Promote conference
and event hashtags on
EVERY communication




Social Media Best Practices

*DON’T be afraid of
social media. Don’t
be afraid to SOCIAL MEDIA
experiment e

*DO be a resource on
how to use social
media.

* Monitor and be a
strong administrator

of your brand. \uper a%%ﬁ)é SOCIa




Social Media Best Practices

*DON'’T feed the trolls
*DO have a plan

*DON’T discount the
value of what you’re
doing.

DO show it off, don’t
keep it a secret...have
fun!




[Most disturbing s the fact that
1AR leaders appear {o be totally
Unaluare of what is happening
in the industry, contermporary
culture and the marketplace

NAR and the confiscatory dues
we all pay is for nothing but * white
collar welfare’ . Raising dues for

what??!! Your inpetitude? Incompe-

tence??!! Your wasting OUR money
onill thought out ventures??!

NAn NAR is causing

its members to

Ieadmsmp |s become dinosaurs.

And with each
ridiculous action,
they are marching us
dinosaurs straight into
the tar pits.

tone deaf.

I PERSONALLY THINK MOST
NEED T0 BE FIRED AND
ONCE ALL THIS SETTLES
DOWN...SOME GO TO JAIL.

Scoundrels and
thieves. Really
just vomitous.

Over the past year, NAR has

focused on becoming a radically
member-centric organization.
Well then they've epically failed
then. They don't care about their
members ofher than using them
fo line the coffers while pushing
an agenda that is designed fo help
everyone but REALTORS.




Oh yeah...try not to be this person




Interact with NAR on the Web
(@nardotrealtor)

Join our social media networks

n facebook.com/nardotrealtor

(@Wnardotrealtor

pinterest.com/nardotRealtor

Instagram - https://instagram.com/nardotrealtor

Y@@ YouTube - https://www.youtube.com/user/NAREALTORS

m https://www.linkedin.com/company/national-association-of-realtors/


https://twitter.com/NAR_Research
https://www.youtube.com/user/NAREALTORS




NAR’s Consumer Advertising Campaign

HOW TO PARTICIPATE

Here’s how to find our consumer-facing handles:

1
©

www.facebook.com/realtors/ National Association of Realtors’ Realtors®
@Realtors @Realtors @Realtors

Share, re-tweet, re-post content from these pages.

Use the new #GetRealtor hashtag whenever you are posting on your own page!

50
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A DIALOGUE:
SOCIAL MEDIA &
LEADERSHIP
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