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What a Fast-paced World We Live In

Technology continues to evolve at record-speed, and the tools available to help
you market your real estate business keep growing, and growing, with an
unimaginable number of email programs, social networks, video websites, blogs,
CRM’s, drip programs, syndication sites, photo-sharing sites, advertisement
solutions, the list goes on.

Are you pulling
your hair out
trying to
find more hours
in a day?

How are you supposed to keep up, and find time each day to utilize the marketing
tools? You still have to manage the day to day of your business, whether it be
sales, managing the books, taking customer service calls, paying bills, taking
inventory, consulting on your product or service, managing your office or store,
etc, etc, etc!!!

Believe us: We can feel your frustration.

It is enough to make you throw your hands up in complete exhaustion and not
want to do any of it. And that is exactly what many REALTORS® and Broker
Owners do. You ignore the nagging Facebook Fans and the Twitter Followers that
are constantly calling out to you because you either don’t have the time to Tweet
or send out a fancy email to your list, or you don’t understand how to make the
most of these tools to effectively get the word out about your business to convert
to customers.
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In today’s business world, companies are seeking creative ways to maximize their
ROI. The Internet is becoming the new battleground, as many businesses and
industries move from offline marketing projects to online strategies that hold
accountability like no other. A successful strategy must be fluid to change and
adapt to the fast-paced Internet marketplace. The leaders of this marketplace not
only welcome the change, but embrace it.

Online Lead Generation Doesn’t Have to Be Hard

Now, we know your time is precious, so in this Guide, we show you how to create
a roadmap that will move people from a prospect to a customer with a fully
automated system.

If we can walk you through the simple steps to keep a customer engaged and stay
“top of mind,” putting yourself in front of your customers and leads in a way that
has the most impact on your business...Would you keep listening?

We Want to Hand You the Exact Process

Below is a Simple Blueprint on how you can dramatically increase your online
lead generation.

We've laid it all out so that you can implement this immediately!

Who are you and why should | listen to you?

That is a great question...you probably don’t know anything about us. Internet
Media was founded by us, Jason and Nikki Christiansen, a husband/wife team,
and we have taken our years of experience in business, and our passion for
helping others, to form this dynamic company.

Jason’s prior 10 years of Internet related experience in the Mortgage and Real
Estate industry, in conjunction with Nikki’s ability to smoothly manage the
company’s core operations has led to a successful and rewarding

partnership. Our mutual commitment to helping others has fostered a company
environment where clients feel inspired and motivated to learn new Internet
marketing strategies.
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[OK, that was the formal Company History...now here is the real story...]

Over the last several years, our company has tested and implemented what has
been working in marketing and web technology for real estate professionals just
like yourself, and we have found some amazing discoveries.

Before we share that with you, allow us to give you a glimpse into the big picture
and why we are so passionate about this type of marketing.

In 2002, Jason was working for a pretty large Internet-based .com technology firm,
selling technology to banks and mortgage loan officers around the country and he
decided that he wanted to go on his own and what happened was....

...the day Jason quit his job, he came home from work to find Nikki crying on the
couch.

And the problem was that he was out of a job AND she was out of a job! ...and we

happened to have all these bills and we had a young daughter that we need to
take care of.
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How we were able to go from Broke to running a Successful
Business for almost 16 years!

So we realized what we needed was a system in order to generate consistent quality
leads to be able to provide for our family.

Then what we did was researched every marketing system, paid for every course
we could get our hands on to teach us how to generate leads, and read every
book associated with Internet marketing and web technology.

What we found out was that most people had no idea in the real world on what it
took to actually generate not only quality leads, but to create a client for life!

It wasn't simple but it took us years to figure out and create what we call the SSP:
Strategy, System and Plan so we could get consistent, quality results every given
time and that's what we did.

We built marketing funnels and pipelines and put prospects into those systems
and we used VIDEO to educate them on how to utilize the technology and how to
create a better system for them and their business.

— and we put into action the exact same system I'm showing you here today.

ENSURE SPEED OF EXECUTION AND SUCCESS

STRATEGY
SYSTEM

PLAN
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Can | Use SSP in my Real Estate Business?

Let’s talk about SSP for a minute. SSP (Strategy, System and Plan) is a simple
philosophy that not only do we believe all businesses should follow for success,
but we implement it into our own business! Not only should a business as a
whole have an SSP, but each marketing campaign or project should have its own
SSP to ensure speed of execution and success.

Strategy
What is that right Strategy to solve your business puzzle? There are five things

you can do to drastically increase your business, and it is incredibly simple. It
comes down to just five elements, what we call the F5. It is the right website,
targeted traffic, lead generation, follow-through, and a happy client.

The Right
Website

=Conversion Targeted Traffic

Automated Lead
Follow Through Generation

Let me say it again: the right website, target traffic, lead generation, follow-
through, and a happy client. That's all! Isn’t that simple?
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By following these 5 steps you could drastically change the traffic and brand
messaging for any company. We use and teach these 5 steps because they have
the largest impact on the overall marketing and branding of all size companies.

To develop a strategy, you need to identify:
e What you want to achieve?
e Who are you targeting?
e What kind of marketing message are you sending them?

System
To make your Strategy work and perform at its best, you need to have the right

System, which comes down to having the right tools. Those tools are essential,
and you want to make sure you have the right ones. Now, there is a little bit of
overlap from Strategy here, in that the right website is also part of the System.
Having the right website as a tool in your system can make the difference
between your Plan coming together or falling apart. The other piece to your
system is Marketing. Utilizing the right Marketing system is essential to the Plan.

To develop a system, you need to identify:
e What tools do you need?
e How will you use your tools to engage your target market and monetize
your database?

Plan

This is the most important part of SSP. Why? Because this is the part where you
take ACTION. Action and Accountability are key ingredients to making any
Strategy and System work. You have probably heard it many ways, but the saying
means the same:

“The difference between knowing what to do, and doing what you know, it all
comes down to ACTION!”

( Jason Christiansen, Founder/CEO of Internet Media Consultants.)
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To develop a plan, you need to identify:
e How will you deploy your system to effectively achieve your goals with
consistent, reliable results every given time.
e What is your timeline and steps needed?

Start with Having the Right Website

A website is a website, right? WRONG! In the competitive online marketplace,
your website is the hub of your marketing. And if it is not, it should be!

Your website is the online face of your real estate business, so put your best foot
forward.

42% of buyers' first step was looking online for a home (NARr, 2016)

People seek you out online to check you out before even contacting you. There is
no easier way to connect with your target market than through your website
and/or blog.

Your website should be the hub of all your marketing. Whether it is online or
offline marketing, most of your leads will end up at your website. You must make
sure that you have the right website to engage and convert your visitors with
interactive IDX Integration, fully Mobile responsive design, and easy Content
Management.

So how do you know if you have the right website? There are several key
components that will indicate if your website is effective for both your business,
your customers and your prospects.

e Do you have the ability to create and publish fresh new content on your
website or blog?

e Do you have access to edit the content yourself?

e Areyou able to embed or display video on your website or blog?

e Canyou build landing pages for targeted marketing?

e Canyou display properties through an integrated IDX?
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We recommend WordPress websites as the preferred CMS website for REALTORS.
What is CMS? Content Management Solution. It just simply means that you, the
end-user, are able to manage and edit your website easily.
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Our Agent Pro and Agent Enhanced Real Estate Website Solutions allow you to
edit and create pages, blog posts, add video, and most importantly, create Call-
To-Action Landing Pages, right within your Dashboard...on the fly!

- Learn more about the right real estate website and how to use it.
«a« Register now to join our or the next scheduled Webinar. REGISTER HERE

@0 If you want to find out how we can help you get the Right Website and
get started on the right path to online success, contact us.

How to Identify and Reach Your Perfect Audience:
Targeted Traffic

Now that you have the right website, it is important to drive targeted traffic to
your website. In order to do so, we need to have a good understanding of who
our target audience is. The concept of a persona is not a new one in advertising,
and is the creation of a character with real aspirations, fears, motivators, and
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needs. If this person were real, how could we best market to them? What kind of
content would they prefer, and what kind of social media would reach them?

What initiates someone to make the first move to search for information about
your industry or company online?

A “Motivator” is an event or a set of events that results in a person from your
target market to decide that they are in need of your services. The Motivators in
real estate can be a change in life events, like a growing family, or becoming an
empty nester, or a job relocation.

When someone in your target market has experienced one of the Motivators,
they now have an “Objective” of which they want to achieve. As they relate to
the above Motivators, the Objectives would be to find a larger house, to downsize
your living space, or to move closer to your new job.

To be effective in Inbound and Relationship Marketing, you must have an
understanding of your target market’s motivations and objectives and anticipate
what they will need to know to view your solution as the best choice to achieve
that objective.

Make an Offer They Can’t Refuse

Once you understand who you are marketing to, and have identified the “hooks”
that will attract them to your product or service, you then can utilize various tools
that will drive traffic to your landing pages and website.

In order to make an effective marketing campaign, we need to focus on the
awareness phase. This means your goal is to create content that attracts new
visitors with the intent of generating leads. The most effective way to do this is
with a Lead Magnet, or an offer. Providing your prospects with free and valuable
information will draw them to you.
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A Lead Magnet could be:

e A Free Buyers or Sellers Guide REMIX
e A Free Home Valuation Report Sl RN T

WORTH?

just takes a few seconds 1o get Home Value Report

e A List of Upcoming Open Houses
e A Preview of Upcoming Listings or Solds
e A Market Report of their Neighborhood

&

The list can go on and on...

The focused marketing will bring only those
who are truly interested in what you have to offer, and cut down on poor quality
leads.

Facebook Advertising...The Easiest Way to Find Your Buyers and

Sellers

Did you know that you can tell Facebook who
to show your ads to, and who NOT to! This is .)
called Facebook Audience Targeting, and it is
very simple to do.

By narrowing down who you are marketing to,

you can make sure that you are attracting only those who are the most likely to
take action on your offer, and increase your conversions! That means MORE
LEADS.

First, let’s have a look at why you should even bother to target smaller audiences
instead of a larger one.

Benefits of Facebook Detailed Targeting:

« Higher relevancy — advertising to highly targeted audiences lets you create
custom ads that are targeting specific ad groups

« Higher CTR - by showing highly relevant ads to people, they’re more likely
to be interested and click on them, leading to a higher CTR (click-through-
rate)
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» Higher engagement - if people see a highly relevant ad, they’ll like and
share it with their Facebook friends, giving your brand a free advertising
boost

« Higher ROI - by excluding people who aren’t really interested in your
product and offers, you can reach the right audience at a lower cost

How Facebook Detailed Targeting works:

As you start to create a new audience, take advantage of the Detailed Targeting.

INCLUDE people who match at least ONE of the following
Suggest "
Demographics

Education

Detailed Targeting

Financial
Connections
Home
Home Ownership
First time homebuyer

Homeowners

Renters

Wirvrmn Tirmn

You can narrow your audience by adding several layers of required categories.
Start by targeting people by interests, continue with demographics, and add a
separate layer of behaviors.

Using the narrowing option means that your audience must match at least one
variation in each targeting layers. If you want your audience to match five specific
characteristics, you need to create five separate targeting layers by narrowing the
audience five times.

Let’s say you want to showcase some homes that are horse properties
and want to target higher income families that are likely to move in the near
future.
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You would select the following Detailed Targeting Options:

Interests: Horses, Horse Showing, Horse Jumping, Equestrian, Horseback Riding,
etc

Demographics: Household Income Levels $125,000+, Homeowners, Family-based
Households

Behaviors: Residential Profile > Most Likely to Move

A Landing Page is NOT Your Home Page!

A good landing page targets a specific audience, such as traffic from an Facebook
Campaign. Each offer you create should have its own landing page, regardless of
what content formats you choose. It all depends on the offer itself. A good
landing page contains something of value to get the visitor interested. This
increases lead generation.

HOW MUCH IS YOUR HOME
WORTH?

It pust takes a fow seconds 10 got a FREE Home Value Report
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There are three main pieces of a landing page, each of which play an important
role in its effectiveness. These are the headline, the body of the page, and the
offer form.

Headline

The headline’s purpose is to immediately make your offer clear. People have
short attention spans, and may choose to leave a page if they don’t find it
relevant. Your headline is the first, and possibly last, thing a visitor sees. Make
sure it grabs their attention.

Body

The body needs to contain a description of the offer and why visitors should
download it or sign up. Specific benefits of the offer and what visitors need to do
should also be included. Simplify the visual layout with bullet points and
numbering, if needed. Highlight the main points with bold or italicized text.

Include images that feature the offer. Images have the power to immediately
attract the visitor’s attention. Use this to your advantage.

Form
The form is the ultimate goal of the landing page. It should appear above the fold,
keeping visitors from having to move further down the page to find it.

Pay attention to the length of the offer form. It’s important to find a balance
between a visitor’s time and the information you need. You need enough info to
both contact and qualify the lead. There is a tradeoff between quality and
quantity with forms. More information leads to a better quality prospect, but a
long form means less people will be willing to fill it out.

After getting your prospects to provide a name and email on your landing page,
you will need to provide them with their free report, which we call the Payoff.
Give them what they asked for, quickly and easily. You will lose people if they
have to jump through hoops.
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Learn more about creating and using Landing Pages. Register now to join
@& our or the next scheduled Webinar. REGISTER HERE

What to Do Next

We know that we have just hit you with a firehose of information!! That is why

we have compiled a list of some of the tools you will need and steps to take to put
this into ACTION.

The Tools You Will Need:

] CMS WordPress Website

[ Landing Page Creator

L] IDX Property Search Solution

[] Facebook Ads Manager Account

Actions To Take:

[] Make necessary changes to optimize website performance
[] Create a Lead Magnet free report

[] Create a Landing page specifically for that Lead Magnet

[] Identify the right target audience to use in all marketing

[ Set up Paid Traffic accounts and/or optimize website content to drive targeted
traffic to the Landing Page
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Follow Through and Nurture Your Leads

Before you release the content to drive traffic
to the landing page, you must first consider L eamn Top

how you are going to handle the leads. How Attract Funnel

will you keep them interested enough to turn Conect -

them into customers? Nurture Middie
Track Funnel

Lead nurturing is the process of further

educating your leads about your business and Botiom

positioning yourself as the expert in your Lonvert Funnel

industry. It is accomplished through a series
of communications that pre-qualify early-
stage leads before making them an offer.

Constant and consistent communication is extremely important. Research has
shown that a business needs to reach out and touch their contacts 2-3 times per
month minimum! That is 24—36 times per year. How many times are you
touching your database?

A Shocking Truth: You will lose 10% of your contacts for every 30 days
that you don’t communicate with them!!!

The point is to make the communication more personal, hopefully pushing them
down the sales funnel quicker. Customize your communications to meet their
needs, and you will turn that lead into an advocate of your business.

Lead nurturing can easily be automated with auto-responders and automation
software. Marketing automation that listens and learns is an essential tool in
online success. Discover what each contact wants and deliver the most effective
message to convert them from visitors, to leads, to customers, to advocates. As
you learn about a contact, you can send personalized messages that align
perfectly with their interests — whether they're on your website, browsing their
inbox, or out-and-about on a mobile device.

After you have generated a lead, one of the most important steps is kicked into
action: Indoctrination.
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This begins the middle of the Funnel, where you begin to build rapport and
engage with your new lead. Indoctrination is a series of short emails that
introduces who you are, what you do, and what they can expect from you in the
future. Be a little personal, but keep your level of expertise. Even provide a quick
tip or bit of advice.

If you do not keep your customer ENGAGED with your company, you will most
certainly lose them to your competitors.

Has this happened to you before? How much revenue have you lost because you
have not stayed engaged with your customers?

What does it mean to stay engaged with your customers?

Engagement: a : the act of engaging : the state of being engaged : emotional involvement
or commitment

There are many meanings for engagement, but the one above is the closest to the
type of engagement we are talking about. The act or state of being engaged with
someone is an involvement AND a commitment.

Once they have completed the Indoctrination series of emails, your automated
email solution will send them into your Engagement series, which is your
consistent set of blog posts and videos that will build trust and demonstrate skill,
knowledge and proficiency. Educate about your product or service, show success
stories within your industry, and you will soon gain followers, fans, and an
audience!

These Engagement emails will keep you in front of your potential customers, and
top-of-mind when they are ready to make a buying decision.

You can help them along and guide them towards this buying decision by adding
Call-To-Actions (CTAs) within each email. A CTA will draw attention to areas of
interest, and thus created even more targeted engagement. This then draws
them towards the bottom of the funnel: the Qualifying and Buying Decision.

COPYRIGHT 2017 INTERNET MEDIA CONSULTANTS || WWW.MOREREALESTATELEADS.COM



Simple Theoretical Example
To give you a clearer picture of how this works, let me give you an example.
Follow along with the diagram below.

4 Landing Page

Indoctrination

Engagement

Traffic: You run a Facebook campaign to attract new leads, targeting homeowners
who are looking to upgrade their home.
Landing Page: your CTA (headline) is “See Homes for Sale in Denver over
$500,000”. Susan sees your Facebook ad and clicks through.
Payoff: After Susan fills out the form and gives you her name and email, she is
directed to a page on your website that shows her an IDX created page with all
the current listings in Denver, CO over $500,00, complete with pictures and
details.
Indoctrination: Susan has now been added to your “list” which is set up to
automatically start sending out your Indoctrination welcome emails, introducing
you and what you can offer to help Susan.
Engagement: once you have fully introduced yourself, you can now start sending
Susan your Engagement emails, which can be video, pdfs, or blog posts. Keeping
engaged with Susan keeps you top of mind!

after receiving consistent communication from you, Susan decides
to put her house on the market! She calls you for a listing appointment! YEAH!

Learn more about Engagement and Marketing Automation. Register now
aaa tojoin our or the next scheduled Webinar. REGISTER HERE
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Qualify and Convert to a Happy Client

Depending on your target clients’ needs at any given time, a particular CTA will
catch their eye, peak their interest, and cause them to take further action...or
engage. This throws them into the bottom of the funnel, which is where your
lead will qualify themselves for the need and desire of your product or service,
and make a buying decision.

You can convert your lead to a customer by providing them with some further
education about the selected topic, but also include sales CTAs to bring them to
make a buying decision. With your lead’s continued interaction with your
consistent and targeted communications, you have greatly increased your
conversion rate.

Free Report i — Smart
Webinar Funnels
. Thank for signing up (Your Stuff)

. Indoctrination

Engagement
. Raving Fans
. Objections/Top Questions
. Need a referral /Good Will 2 videos an month
. We are here to Serve (Engagement) - - 5 mrfmes

Targeted Engagement can be a number of different CTAs that will qualify a buyer.
You may already have some of these in action.

Landing
Page

. Get a Free CMA

. Schedule a Free Consultation

. Receive New Listing Notifications

. Download this Free Report (Targeted Interest)

. Reduced Rate Commission

. Send me a Referral and Receive a Free Inspection
. Referrals are Appreciated
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Leads at this stage are ready to speak directly with a sales person, so be sure to
have your sales process set to follow up with a phone call or email follow up.

As you can see, it takes some work and effort to get leads through this sales
funnel. Once you have it set up, though, you can be focusing on your active
buyers and sellers, while the automated marketing nurtures and educates your
“back-burner” leads that are not ready to say “YES” quite yet.

What to Do Next

Yup, we’ve done it again...overloaded you with too much information. So review
the list of Tools and Actions that will help you implement the previous steps, and
catapult you to the best part of it all. Closing more deals and making more
money.

The Tools You Will Need:

L] Editorial Calendar

L1 Mailchimp Automation Tool
[] SEO Management Tool

[J YouTube or Vimeo Channel

Actions To Take:

LI Create a 3 month content editorial calendar

L] Write 300-600 word of copy 1-2 a week

[ ] Make 1-2 videos per month in line with editorial calendar

L] Optimize and post your blog posts and videos, scheduling for 1-2 per week
L] Write 7-10 Call to Actions to embed in emails and/or blog posts

[] Use Tracking methods to take action on Hot Leads

[ 1 Have a Sales Plan in place for sales calls
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The Simple Conclusion

Remember back at the beginning of this awesome “Definitive Guide” where we
talked about Strategy, System, Plan? The SSP to generating more leads online is
simple:

e The Right Real Estate Website

e Find and Attract Your Targeted Market

e Use the Right Tools for Lead Generation

e Follow Through with Automated Behavior-based Responses and

Engagement Content

e Gain Many New Happy Clients with Continued Education and CTA’s

Your competition is also trying to attract the same ideal client, or at least there is
an overlap in the type of client you and your competitor want to acquire. By
identifying your ideal client, and developing your message to target that customer
specifically, you will have a higher ration of conversion of the customer that you
want to work with over your competition.

FREE MASTERCLASS WEBINAR

If you have enjoyed this Guide to Online Lead Generation for
Realtors, you won’t want to miss this webinar “3 Best Practices
to Unleash Your Real Estate Website Potential”

Register now to join our or the next scheduled Webinar.
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