INTRODUCTION

Social Media is a key element in the sales process when it comes to
selling your biggest asset. It's not just posting on social media, it's how
and when to use it that's most effective.

With your agent being a member of Bespoke Media Group they have
access to the highest quality social & digital marketing tools to create
scroll stopping content across Facebook, Instagram, LinkedIn &

Google.

WHEN TO USE
SOCIAL MEDIA

Many of our clients use social media marketing in the
form of a pre market campaign. Before you spend
thousands of dollars going live on the portals and print
marketing, take advantage of your agents digital
database to promote your property to passive buyers,
while your agent is working with their "human database”
prior to launching. This works two fold. One, you know
all your enquiry is coming from all your agents digital &
human database. Two, you can start to get buyer
feedback on presentation and price before hitting the
market, which will give you time to rectify/revisit any
concerns. Once you hit the market officially it can be too
late.

OTHER WAYS
SOCIAL MEDIA
CAN ASSIST

Socials can also act as a reminder that you are still
here. Agents can utilize the enquiry they receive
through the major portals and use those email
addresses to retarget to your interested parties.
launching a social media campaign after week one
in the campaign can keep your property popping up
on potential buyer pages & keep your property at
the front of mind. Especially if they are looking at
other options. You want to be front of mind.

WHO |[S
LOOKING AT
SOCIALS?

The portals are used to find
that buyer who is actively
looking in the marketplace.
Social media is used to find
that passive buyer. In our
experience, these buyers
have out performed
seasoned buyers as they are
buying on emotion. They
are the kind who have
talked about buying or
selling but haven't done
anything about it yet. Then,
they see a property they like
online (as they are not yet
looking on the portals) and

they buy with their heart,
not their head.
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