
Social Media Plan For REALTORS 
 
1. How do you run a successful Social Media Branding campaign? 

Create brand awareness through the three key steps identified below: 
1. DISTRIBUTE content consistently on Facebook, Instagram and YouTube.  

○ This means content published daily on each platform. 
2. TARGET the people who most likely want to work with you.  

○ This will be done through Facebook Ads and Instagram Ads. 
3. ENGAGE with your end-users in a way that is valuable to them.  

○ Create content that is valuable specifically to that audience. 
○ Ask 20 questions per day on each Social Media Platform. 

■ Make sure they are not yes or no questions.  
■ Ask questions that have the opportunity to strike up a conversation. 

 
2. How do you determine what is Valuable Content to our end-user? 

Remember, your goal is to always try and create a sense of trust with your audience. 
Ultimately, your ability to create trust with you (and your brand) will be what expedites 
your business's ability to grow.  For that reason, 90% of the content you create should 
fall into one of the four categories below:  

1. Educate your audience. 
2. Entertain your audience. 
3. Engage your audience. 
4. Inspire your audience. 

 
3. Next, you must determine who is your ideal client. 

1. You must create your client avatar...what your ideal client looks like, so you 
know how to target them within Facebook Ads Manager. 

○ Identify the attributes of your ideal client, or the clients that you have 
worked with most recently. 

○ Try to create content that you believe creates value for those people 
specifically. 

 
4. Determine what YOUR three types of content will be. 

1. Why do I need to limit myself to 3 specific types or “buckets” of content, as I like 
to call them?  Can’t I just post about anything I want? 



○ By pre-determining what you will be talking about, you won’t fall victim to 
paralysis by analysis.  By producing only 3 general types of content, you 
will have taken a good chunk of the decision making out of the equation, 
which should save you time and allow you to get more creative with your 
content. 

○ There is a comfort level for an audience when they know they are going to 
be getting a certain type of content from a creator.  You don’t want to be 
predictable and repeat yourself, but if you are the craft beer guy, people 
are wanting to engage with you to get your take on the latest IPA released 
by your favorite brewery.  So give them that content! 

2. What are your three buckets of content then?  They can be ANYTHING you 
want, but here’s what I recommend: 

○ Bucket #1 
■ Things that are passions, hobbies, interests of yours.  Why…??  By 

sharing things of personal interest to you, you are providing 
opportunities for people in your audience with similar interests to 
engage with you.  After all, the point of Social Media is to strike up 
conversations that can lead to relationships.  The best way to do 
that is to allow people the chance to get to know you. 

○ Bucket #2 
■ Another bucket would likely provide your audience with tips, 

resources and stories that relate to your company's mission and 
how your business will provide them with value.  

○ Bucket #3 
■ Document your journey in your business.  From the very beginning, 

record meetings with employees (with their permission!).  Walk 
people through your decision-making process on anything and 
everything. Share the good, the bad and the ugly about being a 
business owner.  Be open and transparent and you will build trust 
with your audience.  Further, if you document consistently your 
audience will be going on the ride with you.  They will be invested in 
your journey and want to help you succeed. 

 
 

3. Below I have provided examples of content that you can use in each of the 3 
buckets.  Please be mindful that any piece of content you create still needs to 
educate, entertain, engage or inspire.  Here are some examples to help get 
you started: 



○ Bucket 1 Can Be Personal - “Share your passions, interests, and 
hobbies” 

■ Educating 
■ If you are an amazing cook, then share your recipes and 

tips. 
■ If you are a gym rat, share your health and fitness tips. 
■ If you are a tech geek, share tips that your audience might 

find useful. 
■ If you are a wine connoisseur, share your favorite wines or 

some instruction on tasting or storing wine. 
■ Etc...  

■ Entertaining 
■ Share crazy but true facts daily. 
■ If you love the camera and you are goofy, lean into that 

and share videos whenever possible of you being you. 
■ Shoot TikTok videos and share them on Instagram and 

Facebook. 
■ Share videos of your kids doing silly things. 

■ Engagement 
■ Daily Video Diaries: Literally talk about your day.  That’s a 

never-ending source of content. 
■ Shoot Q&A videos with a friend (interviews, “would you 

rather,” etc.). 
■ Interview friends on a podcast or Vlog. 
■ Highlight the businesses of your friends and family. 
■ Share restaurant reviews. 
■ Provide and share business referrals. 
■ Talk about your hobbies, passions and interests. 

■ Inspirational 
■ Post content of you with your clients.  
■ Share video testimonials from your clients. 
■ Ask for and share video testimonials from your business 

partners. 
■ Sharing Kindness - Highlight people in your world that 

have done or continue to do kind things.  This could be 
kindness shown towards you or to the community. 
Highlight positivity! 

○ Bucket 2 - What Does Your Business Offer 
■ Educating 



■ Create a series of short videos answering the Buyer 
questions you get most often. 

■ Create a series of short videos answering the Seller 
questions you get most often. 

■ Partner with local Professionals in the area and ask them to 
create “how to” or informational videos that your audience 
might find useful.  Offer to promote their videos on your page 
with some Facebook Ads, so they get additional exposure. 

■ You can content from literally anyone, such as Chefs, 
Inspectors, Photographers, Dry Cleaners, Lenders, 
Dog Trainers, Mixologists, etc.  You get the idea! 

■ Create Neighborhood Guides that homebuyers might find 
useful when looking for homes: 

■ Your Neighborhood Guide should contain info on 
schools, restaurants, shopping, proximity to highways, 
etc. 

■ Share online resources that give ratings and reviews for 
schools. 

■ Sites such as GreatSchools.Org and USNews and 
World Report provide tons of value. 

■ Create a pre-recorded listing video presentation that 
addresses most of the general questions you are most often 
asked.  Email that video to potential clients before you meet 
with them. 

■ Explain why you chose this line of business so that people 
understand why this is important to you.  

■ Explain what problem(s) you are helping clients to solve.  
■ Entertaining 

■ Show some of the fun events that you have put on for your 
clients, friends, family and sphere of influence in the past. 

■ Engagement 
■ Reach out to each person in your Top 100 a minimum of 

twice per year asking for a professional referral that you can 
add to your vendor list.  Make sure to be specific with the 
request.  In other words, ask if that person has a 
pediatrician, plumber, painter, etc. that they would 
recommend. 

■ Reach out to everyone in your Top 100 and wish them a 
Happy Birthday. 



■ Ask if they’d be willing to donate to a clothing/food drive you 
are organizing. 

■ Provide Holiday/Seasonal related information such as: 
■ Where to see fireworks 
■ Summer camps in the area 
■ Companies who cater for Thanksgiving 
■ Where you can meet Santa Claus 
■ Where to see Christmas Tree Lightings 

■ Inspirational 
■ Post content of you with the clients you are helping. 
■ Share testimonials from your clients. 

 
○ Bucket 3 - Document the journey. 

■ Educating 
■ Create a video that documents the entire life of buying or 

selling a home. 
■ Video the client at the listing presentation, discuss 

how you negotiate, have an inspector explain what he 
is looking for, document the closing process, etc. 

■ Let people know what it’s like to go through an entire 
transaction with you. 

■ Entertaining 
■ Day to day life at the office...think as though you are making 

your own version of the “The Office.” 
■ The staff sharing stories about their own families. 
■ Video of you networking, at conferences or meetings with 

clients. 
■ Engagement 

■ Start a podcast and interview buyers, sellers, industry 
professionals, other agents, etc. 

■ Inspirational 
■ Simply capture moments of joy and share them.  Let people 

know you love what you are doing.  Positive energy attracts 
positive energy. 

 
 
 


