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TECHNOLOGY

Social Networking and the
Connection with Real Estate

By Amy Chorew, Matthew Ferrara Seminars

£y

Your famity, friends and
business connections are using
many different social Websites
to locate and share content.
Some are reviewing articles,
uploading photos and videos in
addition to writing Blogs.

What is a Blog? An online
diary; a personal chronological -
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ActiveRain: Is a soctal
network for real estate
professionals. Great networking
and referral building happens
here. 'The Blogging platform
has all the right tools to allow
even the newest of real estate
professionals to be found on the

Internet.

log of thoughts published on a

Web page; also called WeBlog, Web log.
"Typically updated daily, Blogs often reflect
the persenality of the author. Related
terms: Blog, Blogged, Blogging v, Blogger n,
(dictionary.com).

Other people use Blogs to write
restaurant and product reviews. Social
networks have become quite popular and
very common among both the public and
professionals. Viany of your clients and
business connections have accounts in one
or more of social networks., Some of the
more effective for real estate are:

LinkedIn: Is designed as a professional
network. Build a network of past
colleagues, friends, and industry experts.
The Answer section helps you build a
reputation as an industry expert. Ask
people to write recommendations of your
work and endorse you.

RealTown: Is one of the oldest and
most respected real estate networks,
featuring a variety of online communities
as well as a wealth of community created
content. 'This is 2 great place to be found
and seen.

Plaxo Pulse: Is a public
profile that is not static; it's constantly
changing with an enriched aggregated
stream of the content that you are creating
all over the Web. You have refined control
of what content and information you
include in your profile. The result is that
you have control and portability of your
public identity.

Yelp: Use Yelp.com to find good
restaurants, review insider information
and perspective, obtain helpful tips and
tricks for wherever you may be traveling
to. Contribute to the community with
your own reviews. This is a site where
consumers are reviewing information from
real estate professionals, especially what’s
going on in the area.

Facebook: Try not to get caught
up with the extrancous applications
Like “poking”, and “throwing sheep”. This
site is very attractive to the X and Y
generations. Post what you have to offer as
a professional and invite consurmers to read
your Blog post. This site is where people
want to be introduced and get to know
you on their terms. Keep the information

Continued on page 7.



Social Networking and the Connection with Real Estate ... continued from page 6.

quantitative and professional until they feel
comfortable to reach out proactively.

MySpace: Another social network for
the X and Y generations. If you have a
strong client base in this area, you should
consider having a profile page on this site
as well.

7 Actions Steps
to Social Nefworking Success

Follow these six action steps to become
more connected, more plugped in, have
more face time with Internet empowered
consumers AND increase leads and
become more efficient.

#1 - Connect: Add two contacts per
week on either LinkedIn or Facebook, Tt’s
a great way to connect with people and
jump-start opportunities. If you simply
add two people per week that will be
102 new people per year that are in your
network and who you can possibly work
with or who you can obtain referrals from.

#2 - Master a Real Estate Community:
{Realtown or ActiveRain) create a real
estate profile, introduce yourself and
become involved. Make connections with
influential members (BUT DON'T sell),
Once you have made contributions and
added perceived value, feel free to share
your products or services with the other
members of the forum.

#3 — Post on your Blog: Make sure you
are adding relevant content a few times a
week to your Blog. In today's world where
consumers are educating themselves on the
Web, it is important you are perceived as a
subject matter expert or consultant versus
a sales persen. We can find sales people
everywhere, but if you are perceived as an
expert at your craft you will attract attention
to your product — YOU. Need I say more?

#4 — Answer: Answer three questions
per week on your area of expertise on

Yahoo! Answers, Trulia Voices, or any of
the other sites. Provide your Link (“Link

Drop”) to one of your sites every third
ATISWET.

#5 ~Read a few relevant Blogs that
interest you: These should be viewed
as highly influential. Comment at least
once per week on one of these. Once in a
while email the author to let them know
you enjoy their content. When they have
content you want to link to, simply ask and
they will happily oblige.

#6 — Focus: Stay away from time
wasters, Your Internet marketing
activities should be deemed as an “income
generating.” If you aren’t generating
substantial traffic or links, don’t waste your
time. Track your efforts closely and make
sure you monitor where your results are

coming from.

Amy Chorew is a national frainer whe is
bighly experienced at helping managers and
agents maximize the apportunities that
technology offers them. w
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