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Ah, social media. Love it or hate it, it’s here to stay. And let’s be clear, it’s not just 
cat videos and wedding photos anymore! Social media is truly a goldmine for 
modern real estate professionals. Building a strong online presence not only helps 
expand the reach of your brand, but is also an incredible lead generation tool.

Just How Important is a Social Media Presence?
(Source: National Association of Realtors Study)

77% of realtors actively use 
social media for real estate in 

some way, shape or form

99% of millennials (and 
90% of baby boomers) begin 
their home search online (as 

opposed to in-person referrals)

47% of real estate businesses 
note that social media results in 
the highest quality leads versus 

other sources

76% of all buyers found their 
home on a mobile device

https://www.nar.realtor/sites/default/files/documents/2018-real-estate-in-a-digital-world-12-12-2018.pdf


Where Should You Focus Your Efforts?
Let’s start where most Realtors are currently focusing their efforts.  

What we can learn from this is that Facebook is still the frontrunner of social media for real estate 
professionals - so if you only have time to focus on one platform, Facebook is a good place to start.

However, it’s important to remain ahead of the curve, not just keep up. Although the research 
shows that only ~40% of agents are using Instagram, the data is continuing to show that Instagram 
is a major source of revenue for businesses. In fact, 80% of accounts on Instagram follow a busi-
ness, and 1 out of every 3 most viewed “Stories” are from businesses. (Sprout Social) 

In addition to utilizing Facebook, LinkedIn, and Instagram, we also recommend using YouTube. As 
2020 rapidly approaches, we’re reminded (yet again) that video is king.

Social media is a few things. It’s fast-paced and it’s visual. The goal for a successful social media 
presence is engagement, and video continues to be the best driver of engagement.

77% of Realtors 
use social media

97% use
Facebook

59% use
LinkedIn

39% use
Instagram

Video, Video, Video
Did I mention Video? 

73% of homeowners say 
that they’re more likely 
to list with a real estate 
agent who uses video, 
yet only 9% of agents 
create listing videos!

Social video generates 
1,200% more shares than 
text and images combined. 

The average user spends 
88% more time on a 

website with video



Types of Videos You Can Create Right Now

Tips for Creating Better Videos

Listings & Listing Presentations 
Testimonials
Buyer/Seller Advice
Community Events 
Housing Market & Local Insights 

Special Promo/Offer
Open House
Live Q&A
Neighborhood/Community Guides
How-To Tips & Trick

Top 5 Tips for Winning on Instagram  
From our Friends at Keeping Current Matters

1. Deliver Value

Ever hear of an influencer? Instagram has created its own universe of trailblazers, and if you use 
it the right way, you could become one too. Sharing content is not only great for educating your 
followers but also establishing yourself as a real estate “thought leader.”

Being a local expert also ties in with that. To do this, we recommend posting pictures of landmarks 
and favorite spots around town or creating videos that highlight local businesses you love.

Add captions! The majority of videos (especially on Instagram) are watched without sound. 
Add captions so your viewers don’t miss out. 

Make sure your lighting is on point. A good rule of thumb is natural or indirect light. Just make 
sure the light source is not coming from behind you and make sure there is no glare. 

Always include a CTA (Call-to-Action). You’ve captured their attention, don’t lose it! 

Somewhere in your video direct them to take an action; follow your page, subscribe to your 
channel, visit your website, etc. 

Keep it short and sweet.

Have fun and be authentic. Don’t feel like you have to stick to a script! People like watching 
people not robots. So strive for authenticity, not perfection. 



What does “engagement” mean?

Respond to all comments and messages

Initiate conversations by asking questions

Use features like polls, quizzes and countdowns on stories

Highlight your clients and community

This is a great way to make the most of those spare 5 
minutes here and there. It will pay off!

3. #Hashtag like a Pro

Instagram has done an incredible job of opening up the world to every user. When we say this, we 
mean that what you see, or who sees you, is no longer restricted to just your “friends.”

A great way to make sure your posts get in front of new eyes is by using hashtags. The limit per 
post is 30 but if that’s too ambitious, we suggest at least 10-15 for each post. Although #realestate 
may seem like an obvious choice, we recommend throwing in some location-specific ones too (like 
#sandiegorealestate) since that’s your target community. Then, people who follow or visit that 
hashtag will see your post. It’s a win-win.

4. Stories, Stories, Stories

Stories was the feature that helped set Instagram apart. It’s also the feature that could set you 
apart from your competition.

Whether you’re sharing your KCM content, highlighting a new property or celebrating a client’s 
home purchase, stories add tremendous value to your Instagram strategy. They’re also more likely 
to be seen or engaged with by your followers. Even if you don’t post on your feed every day, you 
should be posting on your stories.

2. Engage Your Community

This is where the hard work comes in. Whether you have five followers or 5,000, engagement is key 
to keeping the ones you have plus gaining more.



3 Tips for Winning on Facebook 

1. Don’t Be Afraid of Facebook Live

This is one of the best strategies for top-funnel marketing, which means getting brand recognition 
and getting face time with your leads. It personalizes you and helps leads feel connected to you as 
a trustworthy agent. Additionally, Facebook live has 10x more engagement than regular videos.

5. Follow @KeepingCurrentMatters

The KCM Instagram strategy is equal parts real estate news and member highlights.

You can check out KCM’s stories to see frequent success stories or great examples of how their 
members are using real estate content to engage their followers on Instagram.Sometimes the 
question is less about how and more about what. KCM gives you great content to share, and all 
you have to do is share it.

Follow them and see how other top agents are winning with this platform to get inspiration for 
your next post!

Daniel Hwang · 35:17 Anything new coming up with 
KCM? (love the current tools already).

Daniel Hwang · 32:15 I love Keeping Current Matters. 
Customized infographics, customized videos, 
customized guides, and customized blog posts. The 
small monthly subscription fee is minimal compared 
to the value you receive from being a member.

Angela Caputo Griswold · 40:39 Thanks for the info!

And remember, it’s not all about business. Don’t be afraid to share funny videos of your kids, pets 
(dogs & cats rule IG), vacations, hobbies, etc. Let your personality shine!



3. Recycle Content Across All Platforms

Facebook is a good melting pot for content. While video is king, Facebook is still a great place 
to share blog posts, guides, links to other websites, etc. Content takes time. Every video or 
advertisement that you create was time out of your day, so why not get the most possible use out of 
it. While you need to continuously add fresh content onto one platform (don’t bore your audience 
with the same ad week after week on Facebook), consider sharing your content across platforms to 
maximize exposure.

Remember, You Don’t Have to be Perfect.

Social media can feel totally overwhelming. Just remember, if you’re reading this, you’re already 
doing more than a lot of folks out there. Try to do your best, get creative, and always be yourself! 

2. Utilize Carousel Ads

Carousel ads are one of the best ways to drive traffic to your website. This is for the bottom of your 
funnel, when leads are ready to convert. They are scrollable, engaging, and paired with good copy 
and photos, they can be invaluable.

The Cobblestone Group


