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Introduction

How personal is your social media engagement?

Is it planned or haphazard?

What are your goals?

What is your overall vision?

Do you have a Business Plan for 2010? Where does social media fit in?

Real estate agents and brokers are joining the social media revolution daily. The possibilities for
engagement increase daily as new tools and platforms are launched. Bloggers report dollar
productive success but we see little evidence of solid success in the social media arena overall.

| believe a solid plan for social media is key to success, just as a solid plan is key to success in
business overall.

Incorporate social media best practices as part of a planned strategy for real estate success. |
conducted a Webinar this week and talked about social media business planning for real estate
practitioners. You can watch the video here:

Watch Webinar here.

Frances Flynn Thorsen

Socialebb Strategies and Solutions

Real Estate Social Media Policies
484-554-6001

Follow Me on Twitter
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http://www.metacafe.com/watch/3951753/design_a_social_media_business_plan_for_2010/
http://facebook.com/socialebb
http://realestatesocialmediapolicies.com/
http://twitter.com/francesflynntho

Real Estate Social Media Audit

Complete this questionnai@ basic social media tools adiest stepto achieveclarity
about your overall social media presen€Eecus on leveraging your social media presen
for maximum impact and exposure.

1. Have you Googled yourself?

Yes No
2. s your web site (blog) or online profile on the first page of results?
Yes No
3. Are the results ones you want the public to see?
Yes No
4. Are you protecting your identity?
Yes No
5. Have you set up a Google Alert or other alerts for your name?
Yes No
6. Does your office have a written social media policy?
Yes No
7. Do you have a written social media plan that includes yearly, monthly, and weekly
goals?
Yes No

8. What alerts to you use?
a. Google Alerts
b. StepRep
c. Yahoo! Alerts
d. Social Mention
9. Have you Googled your competition?
Yes No
10. Do you belong to any of the following social networks? (Check all that apply.)
a. Facebook
LinkedIn
Twitter
RealTown
ActiveRain
BrokerSocial
Proxio

e

Plaxo
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i. Trulia
j. Zillow
k. Yahoo! Answers
I. Other
m. Other

11. Which of the following do you use? (Check all that apply.)
a. Text messaging via phone
b. Text messaging (SMS) via computer
c. Instant messaging service
d. Flip (or other) video camera
e. e-mail via phone
12. Does your company have a written social media policy?
Yes No
13. What objective is most important to you vis-a-vis social media?
a. Recruiting
b. Agent retention
c. Consumer outreach
d. Referrals from other agents
14. How do you rate your tech skills?
a. Tech newbie
b. Techno literate
c. Smarter than the average bear
d. Tech wizard
15. Do you use an RSS reader to follow blogs and online media?
Yes No
16. What are your concerns about social media?

17. What skills do you want to improve to maximize your social media presence?

18. Have you taken classes in person or online relative to social media?
Yes No
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a.

b.

What did you like about them?

What did you NOT like about them?

19. What tools and skills do you have / want in your real estate practice?

a.

S@ e o0 T

Listing syndication

Single property site

CRM

Online meetings

Social media advertising

Blog

Facebook Fan Page

LinkedIn Group

Twitter suite of tools

SmartPhone real estate application suite
Content syndication plan for listings and blog articles
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Yearly Social Media Plan

Replace a percentage of yowrdiness outreach (i.e. planned snail mail, telephone calls)
with social media. Consider past clients, sphere of influence, FSBOs, Expireds, and others.

1. Review yearly goals of general business plan to determine the number of contacts you
want to make to achieve those goals. Select a percentage number of each to move to
social media engagement vs. snail mail and other traditional outreach vehicles.

2. Select 12 tools or skills you want to master during the year.

a.

S@ e o0 T

]
k.
l.
3. Learning Objectives

Notes:

6 Real Estate Social Media Business Plan Copyright 2010 Frances Flynn Thorsen



Monthly Social Media Plan

Your monthly plan is simpteDivide the Yearly Plan by 12.
Make adjustments based on planned vacations and seasonal market swings.

January
Number of contacts:
New Tool or Skill:
Education:
Advertising:

February
Number of contacts:
New Tool or Skill:
Education:
Advertising:

March
Number of contacts:
New Tool or Skill:
Education:
Advertising:

April
Number of contacts:
New Tool or Skill:
Education:
Advertising:
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May

June

July

August

Number of contacts:
New Tool or Skill:
Education:

Advertising:

Number of contacts:
New Tool or Skill:
Education:

Advertising:

Number of contacts:
New Tool or Skill:
Education:

Advertising:

Number of contacts:
New Tool or Skill:
Education:

Advertising:
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September
Number of contacts:
New Tool or Skill:
Education:

Advertising:

October
Number of contacts:
New Tool or Skill:
Education:
Advertising:
November
Number of contacts:
New Tool or Skill:
Education:
Advertising:
December
Number of contacts:
New Tool or Skill:
Education:

Advertising:

9 Real Estate Social Media Business Plan Copyright 2010 Frances Flynn Thorsen



Weekly Social Media Plan

A weekly plan ian essential component of a social media business plan. Time block your weekly
schedule and set aside an hour a day for social media engagement with consumers.
During tha time, | recommend you accomplish that engagement with minimal distractions
Outlook, Twitter posts,-eail. DO NOT MULTITASK during consumer engagement periods!

Block at least half an hour daily for Facebook engagement and Fan Page management.
Block at least half an hour daily for consumer-facing Trulia or Zillow or Yahoo! Answers
Block half an hour to an hour for LinkedIn network building and engagement.

Consider traditional prospecting methods and consider social media alternatives to save

P wnN e

time, increase production, and economy.
5. Review risk management protocols, reputation management, and overall compliance
goals.

Notes:
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Daily Social Media Plan

This is a sample engagement plan using three social media platforms: LinkedIn, Facebook, and
Trula. This engagement plan is a-60nute plan, devoting half an hour to Facebook
and half an hour to Trulid.inkedIn engagement is one day a week, for 30 min&iegging will
appear at least one day each week for an hdinis engagement plan will reapsults when
engagement igonsumer centricnot peer to peer.

Thisis a link to a Slideshare presentation demonstrating a daily plan click by click!

Notes:
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http://www.slideshare.net/FrancesThorsen/real-estate-social-media-business-planning-and-time-blocking

Resources

| cited several resources during the Webinar. There are links to some of those resources:

Blog Resources

Live in Los Gatos Blog ¢ This is Mary Pope-l | Y R& Q& nrdingdoplRis thog resides at
RealTown and serves as an excellent example of how to create an excellent real estate blog

using a FREE resource.

FREE Blog Platforms

Blogger

RealTown

ActiveRain (paid upgrade product available)

Trulia

Posterous
Paid Blog Platforms
WordPress

Kineticknowledge.com

Squarespace

Typepad
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http://www.liveinlosgatos.com/
http://blogger.com/
http://realtown.com/
http://activerain.com/
http://trulia.com/
http://posterous.com/
http://wordpress.org/
http://www.kineticknowledge.com/
http://www.squarespace.com/
http://www.typepad.com/
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Socialebb Strategies and Solutions A a

@]

trends and strategies. Join the conversation and share your thoughts and links here.

Truth in Housing Matters is about foreclosures and homelessness.

Social Media and Internet Policies is devoted to risk management online.

HUD Homes for Sale features information and resources for real estate agents and consumers

about government owned homes.

Real Estate Social Media Policies and Procedures Manual

Finally,a Risk Management Plan for Brokers!

Real Estate Social Media Policies
USHERS IN A NEW AGE OF BROKER E-EMPOWERMENT
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Real Estate Policies and Procedures Manual
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Property Listing Sites
Internet Service Policies
Blogging Guidelines
Copyright

Reputation Management
Video Policies

Social Networking Guidelines
E-mail and Messaging
Personal Web Sites
Confidentiality

Domain Names

Code of Ethics
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http://facebook.com/socialebb
http://facebook.com/truthinhousingmatters
http://facebook.com/socialmediapolicies
http://facebook.com/hudhomesforsale
http://realestatesocialmediapolicies.com/

Frances Flynn Thorsen

¢ In-person Group Presentations

e Webinars

e Offering CE Classes

e Social Media & Blog Coaching
Free 30minute consultation

| can help you X

Custom tailor your social media presence so you can share your unique selling proposition with
finesse.

Design winning engagement strategies.

Discover how to connect with your target marketoy f A yS a2 @& # &indely Rl (K S
conversation offline.

Learn how to develop listening skills so you can monitor your brand and manage your reputation.

Learn how to track and measure so you can evaluate your efforts; hone your engagement skills to
maximize conversion.
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