
QUICK DIGITAL MARKETING GUIDE 
FOR REAL ESTATE AGENTS

• Marketing the property
• Marketing the agency
• Marketing to future vendors

• Look professional
• Build frameworks
• Use creative styles

• Leverage strengths
• Maximise outputs
• Build relationships

• Measure your campaigns
• Know what is happening
• Move with the market

SHOWCASE YOUR 
LISTINGS

• Control the traffic
• Mark engaged buyers
• Target them all over the internet 

CREATE A 
CONSISTENT BRAND 

STYLE

REMARKET TO 
THE ENGAGED

COLLABORATION IS 
THE KEY

REPORT, REFINE 
AND REPEAT



FOR MORE INFORMATION ON HOW YOU CAN 
IMPLEMENT THIS QUICK DIGITAL MARKETING 

GUIDE, CONTACT MEDIA SOCIALE

(08) 8121 4091   |   hel lo@mediasociale.com.au

1| SHOWCASE YOUR 
LISTINGS

The first step in the “Agents Digital Marketing 
Plan” is to look at your property marketing.

The most obvious place to start is too look at 
your VPA (Vendor Paid Advertising), as this 
is free money towards marketing your brand. 

This marketing has three sides to it; 

1. Marketing the property for sale to buyers 
is the obvious first

2. Second is marketing the agency, most 
agents realize this, but fail to capitalize 
on it or execute it poorly

3. Lastly, it gives property owners a look 
into how their home might look if they 
chose you as their selling agent.

2| CREATE A 
CONSISTENT BRAND 
STYLE

We would build a standard framework or 
“property showcase process” for which to 
launch every new listing, that way it gets 
easier and faster to implement every time you 
do it, and audiences appreciate seeing the 
same format each time they look at a property.

This process could carry-over to all types of 
content, including sales, rentals, commercial 
and large projects. The process would include 
your normal procedures like organizing 
photos, videos, floorplans, etc., but would 

look to add social media, the re-marketing 
and a lot of other cool tools we’ll cover in the 
following steps.

We would then look closely at the agencies 
“creative styles”, this is the really nitty-gritty 
part of marketing where we start to build the 
foundations of your brand. 

Having a creative style is so important, but 
mostly over-looked in real estate. Having 
brand consistencies across your marketing 
confirms in the consumer’s mind which 
company they’re looking at. 

This can include utilising 360 degree photos 
/ 360 degree videos / walkthroughs, etc., 
showing the agency is keeping up with trends 
and finding new ways to showcase property 
to buyers. 

3 | REMARKET TO 
THE ENGAGED

Remarketing for people who view property 
videos, this is a super cool feature, but one of 
the most important parts of utilising this tool 
is remembering that it only works if you send 
the web traffic to your own website, rather 
than a property portal (such as realestate.com.
au or domain.com.au). 

This allows you to keep marketing to the 
buyer, long after they’ve seen the property and 
even moved on to other parts of the web. You 
can still reach them if they do a Google search 
using keywords relevant to real estate such as 
finance or building inspections. 

4 | COLLABORATION 
IS THE KEY

The best results are when the internal team 
engages with an external team. The agent 
can focus on doing their job and utilising the 
leads generated by the external marketing 
team who keep the content fresh, keep up 
with the new tech and trends, as well as 
promote the business.

When the two teams engage, the agent can 
give information on the happenings of the 
business and the external team makes sure 
the wider public sees this news and are talking 
about it.

5 | REPORT, REFINE 
AND REPEAT

Lastly, and definitely one of the most 
important steps, is to set up ways of 
measuring the performance of all the digital 
marketing. If you are going to spend money 
on all these cool tools and systems, you need 
to ensure you’re accurately measuring the 
reach, engagement, enquiries, click rates, etc., 
so that you can make any necessary tweaks 
and work out your ROI and conversion rates. 

This marketing can have a very large, direct 
and positive impact on your listings and 
sales figures each month, but ensuring 
that the right client is getting the right 
message clearly, and the conversion process 
from enquiry to listing is smooth and as 
straightforward as possible. 

EXPLAINED...


