FACEBOOK PLAYBOOK
FOR

REAL ESTATE AGENTS
How To Generate TONS of
High Quality Buyer and Seller Leads
Using Facebook!
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We’re excited to share with you our very latest marketing paper for real estate agents. This
one focuses on the hottest marketing platform out there right now: Facebook.
Kristie Filion -- our resident Facebook guru -- has put together this step-by-step document
that you can follow today to start your very first Facebook campaign. Kristie has worked
with hundreds of agents, like you, setting up lead generation campaigns on Facebook. This
paper will show you how to get up and running fast with quick, easy-to-follow steps.
If you’d like more information on Craig Proctor’s Quantum Leap Real Estate Success
System, including how you can attend one of Craig’s FREE half day seminars, visit
CraigProctor.com
We’ve also provided a link to some of FREE Internet marketing resources and tools which
you many find useful. Visit CraigProctorSuccessWebsite.com
Enjoy, and let us know what you think!

Craig Proctor
Founder and CEO
Craig Proctor Coaching

Stephen Raitt
Co-Founder and President
SuccessWebsite.com
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IMPORTANT NOTE
Using Facebook to promote your services is a great business decision, BUT you must
understand at the outset that, like most Social Media services, it changes frequently.
Features are constantly added, removed, or changed. We’ll do our best to keep this
document up to date, but be aware that the screen illustrations, layouts and terminology in
our step-by-step instructions may not sync up exactly with Facebook. If you really need
help figuring things out, give the SuccessWebsite Internet Marketing Team a call at 1-800361-9527.
You should also be aware that the Facebook Advertising Team frequently announces new
features to try, use, and test. We strongly advise you to learn and master the basics before
considering expansion. Don’t stretch your marketing budget on anything without a solid
understanding of how it works, and a good sense of your likely return on investment.
Remember that your focus should always be on generating leads as effectively and
INEXPENSIVELY as possible.

DISCLAIMER
This material is intended for education purposes only. The author and publisher of this
eBook and the associated materials have used their best efforts in preparing this material.
The author and publisher make no representations or warranties with respect to the
accuracy, applicability, fitness, or completeness of the contents of this material. They
disclaim any warranties expressed or implied, merchantability, or fitness for any particular
purpose. The author and publisher shall in no event be held liable for any loss or other
damages, including but not limited to special, incidental, consequential, or other damages.
If you have any doubts about anything, the advice of a competent legal, tax, accounting or
other professional should be sought. This material contains elements protected under
International and Federal Copyright laws and treaties. Any unauthorized reprint or use of
this material is prohibited. Trademarks are property of their respective holders.
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THE END GAME:
FACEBOOK CAMPAIGNS THAT WORK
Remember back when Facebook was all about getting more likes, shares and comments on
your posts? Originally a social networking site, Facebook was (and still is) a great way to
connect with family, friends and other groups. In fact, 80% of the population now uses
Facebook!
In the beginning, very little advertising occurred on Facebook. But today, the game has
completely changed. More and more, smart marketers have discovered that, because of its
omnipresence, Facebook is an extremely effective delivery mechanism for advertisers.
After all, what do advertisers want? They want their ads to be seen! When you post an ad
on Facebook you can reach thousands of time-wasting distractigators (not a real word yet). And if your message is good enough to compel them to snap out of passive scroll-by
mode and tap your ad, you win!

NOT A FACEBOOK USER? NO PROBLEM!
If you’re not a Facebook super freak - posting 10 times a day, with a ton of friends - this is
not a problem. In fact, all it takes is one simple post and a marketing budget. Facebook
does all of the leg work for you. And once you find a winner, it’s simply wash, rinse and
repeat. So don’t let this Social Media giant intimidate you. With these simple strategies,
we’ll have you advertising like a pro in no time.

"Facebook is a fine choice for a marketing medium, it just takes patience and some computer
savvy and, like any other campaign, it needs a balance of those 3 crucial issues – Media,
Message, Market – to work at its optimum level." -- Rick Brash, Craig Proctor Coach
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THE STORY OF A FACEBOOK LEAD...
Local Buyer or Seller (“The Prospect”) sees your ad post on Facebook.
(See Step 1: Set Up Your Facebook Page)

The Prospect thinks “Hmm... this is interesting, think I’ll check it out.”
(See Step 2: Make An Offer)
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The Prospect lands on a Squeeze Page that makes a compelling offer.
(see Step 3: Optimize Your Landing Page)

The Prospect decides to “raise their hand” and request the information you are offering.
(see Step 4: Conversion Tracking and Expectations)
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YOU follow-up with The Prospect via phone, SMS and/or email to provide the information
requested, PLUS, You have a new lead in your pipeline for very little cost!
(see Step 5: Follow-Up Is Everything!!)
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STEP ZERO: DETERMINE YOUR TARGET
PROSPECT FOR THE CAMPAIGN
Here’s the first question you should ask yourself: “Who is the Target Prospect for this
ad?” How can you attract them? Too often we get bogged down in the details of setting up a
campaign and miss this crucial step.
If you want to attract the right audience you need to know:
● who your customer is
● where they live
● what features and benefits they are looking for
I like to refer to this practice as building an “avatar”. How old is your customer? What kind
of home is she looking for? Where do they live? An example could be: “My client is a local,
move-up buyer in the Whitby Area who is looking for a deal.”
If, like the example above, you are going after local buyers and sellers, one of the best
features available within Facebook is its ability to target ads geographically. Facebook lets
you choose where your audience lives, right down to the zip or postal code in some cases.
We’ll get into more detail later, but this is just one example of how Facebook can work for
you.
Ok. You’ve figured out who the target market is for your ad.
So... Now what?
Basically, you’ll have to complete two steps to get up and running with Facebook
Advertising. You need to set up a Facebook Page and you need to Post an Engagement
Ad.
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STEP 1: SET UP YOUR FACEBOOK PAGE
The first step in running an effective Facebook ad is to set up a “Community Page” that will
act as a delivery platform or storefront for your ad posts. This is essentially your business’
home on Facebook. Since all the Facebook ads you’ll be posting will direct viewers to this
page, it is important that its format be clear, concise and actionable. (More on this later.)
Here is my step-by-step guide to setting up your own Facebook Page.
Before you start, you’ll need a graphic for your page’s Profile Picture that also reflects the
subject matter. (The Profile Picture is the small square picture at the top left of the page.) In
this case we’re offering a specific type of property, so a map with some push pins of
available properties in that area is a good fit. I’ve added some text to let people know they
can “Search Bellevue Bank Owned Homes” at the page.
You could also use a nice picture of a house in your target area. Just make sure you have
proper copyright in your photo. For resources on purchasing photos you could try
Fotolia.com. You can also use screenshot add-ons for your browser – these can easily be
found through a Google search.
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SET UP THE FACEBOOK PAGE
Step 1: Login into your own personal Facebook account.
Step 2: Click the small arrow on the top right corner of your screen.

Step 3: In the dropdown menu click
on the Create Page option.

Step 4: Choose your page type. I suggest choosing the Community Page option.
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Step 5: Give your Community page a name -- and don’t be
afraid to be specific.
Choose a name that includes the area you wish to target
and the type of information you plan to provide. Here are
some examples:
Bellevue WA Bank Owned Homes for Investors
Best Detached Home Deals in York Region
Calgary Condos and Single Story Home Deals for
Empty Nesters
Luxury Single Story Home Deals in Scottsdale AZ

Step 6: Add some details to the page.

Add a brief
description of your
page, along with a
Call-To-Action.
Include your
unbranded domain
name.
Choose “No” since
this is not a page for
a real organization,
cause or event.
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Step 7: Upload your
Profile Picture for
your page.

You can then click
the “Skip” button
to bypass the 3rd
and 4th steps in
the setup process.

Once you have uploaded the Profile Picture, your page should look something like this:
Facebook will take
you through a tour
of what each
section of the page
is and how it
works. If you can
take the time to go
through the short
tutorial, it’s worth
knowing what all
of those numbers
and statistics
represent.

Copyright © 2015 SuccessWebsite.com - ALL RIGHTS RESERVED
For more information on Craig Proctor’s Real Estate Success System visit CraigProctor.com
Craig’s Free Internet Marketing Resources can be found at CraigProctorSuccessWebsite.com

Craig Proctor SuccessWebsite
Facebook Playbook for Real Estate Agents

13

STEP 2: MAKE AN OFFER
(SETUP PAGE POST ENGAGEMENT ADS)
Sadly, unlike the “Field of Dreams”, just because you build it doesn’t mean they’ll come.
Now that you have setup your storefront, it’s time to start pushing some product (or selling
some houses!). What we now have is a platform to deliver our ad content and it’s time to
start posting!
Before you begin, you need to have a clear idea of what your offer is going to be and how to
bait your audience with compelling copy, images and headlines. In the biz we call this “click
bait”.
I absolutely love the flexibility I have when posting ad content on Facebook. Unlike Google
AdWords, there are no character limitations and no penalties for excessive capitalization.
Go ahead and post an ad with twelve exclamation marks - just because you can!
Below is a real example of a “Page Post Engagement” ad we ran for Instant Access to Luxury
Single Story Home Deals in Scottsdale, AZ. (See that in the title of the page?) On an average
month, this ad would pull 75 - 100 local buyer leads.
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THE ANATOMY OF A PAGE POST ENGAGEMENT AD
A Page Post Engagement ad is content you post on your newly created Community page.
You then push out this content to the newsfeeds of Facebook users that have been
identified in the targeting process. This type of ad is beneficial in a variety of ways: it gets
your name out there to new leads, and because targeting is so precise on Facebook we are
focusing your marketing dollars in a highly cost-effective way.
Although we are not marketing your community page on its own, it does exist out there on
Facebook, which means people could stumble upon it. So having content that stays on your
page is beneficial and could get you some free traffic.

SETUP THE PAGE POST ENGAGEMENT AD
Step 1: Write a headline that will get the attention of your target audience.
Let’s use our demo for the Luxury Single Story Home Deals page as an example. For this
audience, we are going to offer information on the Best Deals on Single Story Homes in
Scottsdale AZ. So why not use that as your headline?
Open up your Community page and start typing. Keep it short and to the point. Remember,
we are working with a very limited attention span and if people do not pick up on the offer
in a nanosecond, you’ll lose them.
Our primary goal is to get them to go to our landing page so we can capture their
information. It’s therefore important to post the link to your landing page high up in the
post, so no scrolling is required in order to see it.
Feel free to use CAPS, punctuation(!!) and symbols (-->) to make the headline more visual
and break up the text. I also like to make the offer time-sensitive – such as the inclusion of
“this week’s” in the example below.
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First line acts as your Headline.
Keep the URL “above the fold”.
Add an image that fits your offer, to add more
interest to your ad and take up more real estate
on your audience’s newsfeed. In fact, you could
even use the same image as your profile picture
for the community page.

Once you are happy with the way the post looks, click on the Post button to post the “ad” to
your page.

Step 2: Create the Ad
Click the top-right arrow to open the
dropdown menu and click on Create Ads.
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Step 3: Choose the type of ad
Choose the Page Post Engagement
option.
As you can see, there are lots of other
ways to advertise on Facebook, which
we will cover in future training
materials.

Step 4: Select the Page
for your Page Post
Engagement
If your Page doesn’t
show up automatically in
the dropdown box, you
may have to copy the URL
into it. Once you have your
page selected, click
Continue.
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Step 5: Ad Preview and
Placement
Here you can choose where
you want your ad to be
seen.

Notice the last option here
for the “Right Column” has
been removed. This means
that the ad will only show
up in desktop and mobile
news feeds on Facebook,
not in the Right Column
where ads typically appear.

Continued on the next page…
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Step 6: Geo and Demographic Targeting
This is where you can really harness the power of Facebook and create a custom audience
for your campaign. It’s now time to circle back to our Target Audience and define our
audience by Location, Age, Gender, Language, Interests etc. In the example screen shot
below, you will notice that the location has been set to Scottsdale AZ +25 mi. The age range
is between 22 and 65+.
Watch your Potential Reach – with these settings it’s over 1.6 million! This is a very large
number and I don’t usually recommend targeting an audience this large for a local ad. You
can play with the location and age settings to lower the reach to something more focused.
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Step 7: Campaign Settings and Budget
In this section, you can set your campaign to deliver continuously for a daily budget, or set
a start and end date. I usually recommend the “Run my ad set continuously” option for
ongoing delivery. However, if you want to spend a set amount and see how much traffic
that gets you for a specified period of time, go for it! Much like every other form of
advertising, test different methods to see what provides the desired result.
A typical budget for Facebook is about $10/day. If you give your campaign a Start and End
date, Facebook will tell you what your estimated spend will be.

Another strategy is to use a “Lifetime Budget” with a specified dollar amount. If you use this
with a short-term start and end date (even as short as just a few hours) your ad can usually
get some intense exposure as Facebook works to meet your budget within the timeframe.
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Step 8: Bidding and Pricing
The final step is to set up your bidding and pricing. You will see in the example below that
in the bidding menu, I have chosen the “Optimize for clicks” option since that is my main
objective. I also like to set my “max bid per click” around the middle of the Suggested bid, in
this case $0.47 – you can bid higher but this method stretches your budget a bit further.
Once your bid settings are complete you can click on Place Order to submit your campaign
to Facebook.

And that’s it! Your ad will start to show up in Facebook News Feeds in no time. Keep an eye
on your Page Activity to see if you are getting comments, shares or likes for your post. In
some cases you may want to remove or delete the less-flattering comments (and there may
be a few here and there). One of the great side effects of this type of Page Post Engagement
ad is that you will bring so much traffic to your Page that as a result you will get “Likes”.
This will help you build a unique audience within Facebook to market additional materials
and offers to.
But wait! There’s more to your campaign than just your Facebook ad. We now have to
make sure that everything is set up correctly on your website to capture your leads. That’s
the next step...
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STEP 3: OPTIMIZE YOUR LANDING PAGE
One of the biggest mistakes I see Realtors making with their Facebook ads is misdirecting
traffic. Never pay to have traffic land on your home page, and never guide them to a page
that does not have a clear Call-To-Action.
The SuccessWebsite System offers a complete library of “Craig Proctor-Ready” landing
pages that are optimized to provide valuable information and compelling offers for
capturing your prospects’ information so you can follow up. Any of these pages can be
quickly adapted to create new campaigns. We can also create “Squeeze Pages” for your
campaigns, which have minimal navigation and essentially force the user to complete the
form before they can move on.
For these types of lead generation campaigns we recommend driving your paid traffic to a
Less-Branded website only.

MAKE SURE YOUR PAGE IS OPTIMIZED FOR MOBILE!
A huge portion of your traffic will be coming from mobile devices! It’s important to make it
as easy as possible for these visitors to comfortably digest your information and complete
your contact forms. Mobileoptimized pages use a
responsive design that adapts
the contents of the page to the
size of the user’s screen.
The SuccessWebsite System’s
landing pages are all optimized
for mobile. If you are an older
client of ours and have not yet
updated your system to the
new mobile-optimized
websites, please contact us at
1-800-361-9527.
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LANDING PAGE OPTIMIZATION CHECKLIST


Is the offer clear and consistent? Are you using the exact same offer in your
landing page as you did in your ad?



Is there a strong, benefit-rich headline? (i.e. Find Out What Your Home Is
Really Worth)



Is there a form on your site above the fold?



Is there a Call-To-Action above the form? (i.e. Describe Your Home)



Is there a Call-To-Action on the button at the bottom of your form? (i.e. Find
Out!)
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STEP 4: CONVERSION TRACKING AND
EXPECTATIONS
NEVER AGAIN WASTE MONEY ON INEFFECTIVE
ADVERTISING!
“There is no such thing as good marketers, only good testers.” -- Craig Proctor
Now that your ads are up and running, it’s just a matter of sitting back and waiting for the
leads to roll in, right? Sure, it feels great to hit a home run right off the top, but it’s more
likely that you will have to do some serious testing to see which messages work in your
market.
You don’t need to be an Internet marketing expert to achieve success with your advertising.
The only thing you need is a system that tracks the leads that your ads generate. By
tracking your ads and monitoring the results, you will know very quickly which ads are
effective and which aren’t. You can then redistribute your marketing budget, eliminating
the poor performers and increasing the reach of your best campaigns. Tracking also allows
you to test changes to your successful ads to see if you can increase their response rate
further.
The SuccessWebsite System provides you with the information you need to track your
advertising and continually improve your marketing. Our proprietary TrackMySuccess™
system assigns a unique code to each ad you create, and produces real-time, easy to
understand reports telling you exactly where your website leads are coming from. This
allows you to quickly calculate your cost per lead and eliminate ads that are too expensive,
before you waste money on them.
Below is an actual TrackMySuccess (TMS) report for a live Facebook Account. This report
covers about 6 months worth of data, but you can see that the numbers vary between each
ad. We tested many different ads, some of which were much more successful than the
others. You will notice that the ads that have the most visits have produced the best ROI.
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SET YOUR EXPECTATIONS
So what is a realistic benchmark for your Facebook campaigns? First, you should be aware
that online leads tend to convert at a lower percentage. It’s very easy to click on an online
ad - much more so than typing in a domain name from a direct mail campaign, so we do see
much more traffic from our online campaigns with a lower conversion rate. Typically we
consider 7% to be a realistic expectation of conversion, meaning if 7% or more of our
traffic is taking action and requesting information, that is a good result. Buyer leads tend to
be easier and cheaper to get in general, but Facebook has proven to be a very economic
way to generate both Buyer and Seller leads, sometimes for less than $5 per lead.
Now that you are tracking campaign results, it’s up to you to convert those leads into
clients.
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STEP 5: FOLLOW-UP IS EVERYTHING!!
Generating the leads is not the hard part - it’s converting them. And it is easy to become so
focused on getting the leads that you are oblivious to what happens to the lead after the
fact. Do not fall into this trap!!
The reason you’re reading this document is to become more familiar with how to generate
leads through Facebook, but never lose focus of the most important high level activity you
should be working to master: follow-up. With the combination of Craig Proctor’s Universal
Follow-Up Script and a good system, you can quickly establish a lead’s timing and
motivation to categorize them into “now”, “future” or “no” business. Persistent and
consistent follow-up practices are what will set you apart from your competition and land
you more clients, no matter what media outlet you are using.
It is essential to have a CRM system that will help you track, manage and send messages to
your prospects. Below is a screenshot of the SuccessWebsite System’s MyLeads CRM,
complete with an online version of Craig Proctor’s Universal Follow-Up Script. You can
schedule follow-up calls and/or appointments for all leads, and send content-rich emails
professionally written to entice buyers and sellers to further qualify themselves.
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WHAT NEXT?
Want more help with your Campaigns? The SuccessWebsite team of Internet Marketing
Specialists currently offers a Free Online Strategy Planning Session for agents looking to
get serious about marketing their business. We’ll analyze your goals and target market and
help you come up with a plan for promoting your campaigns on Facebook and/or Google
AdWords. If you are interested in booking a Free Strategy Session, simply fill out our
application form at http://SuccessWebsite.com/apply, or call us at 1-800-361-9527.
Download Craig’s FREE Internet Marketing Resources at CraigProctorSuccessWebsite.com.

FROM THE AUTHOR: KRISTIE FILION
For the past 10 years at SuccessWebsite, I’ve been working with Real Estate agents just like
you to build, expand and scale their business by generating buyer and seller leads online. I
have worked with large and small teams, brand new and seasoned agents.
Google AdWords has been a huge focus for me during this time and I can honestly say that I
have accumulated over 10,000 hours of practical experience in this niche (which makes me
an expert, right? ;) ) In the past year, Facebook has proven to be a formidable opponent for
the big G and I personally am super-excited about the possibilities for big traffic that lie
ahead for our clients.
If you are considering running some ads on your own, it is my hope that this document will
help.

To Your Success,
Kristie Filion
Internet Marketing Specialist
SuccessWebsite.com
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CRAIG PROCTOR’S SUCCESS FORMULA
Craig’s Success Formula Marketing Secret: the most effective least expensive way to
generate leads is to offer prospects something that they want and make it easy and nonthreatening for them to get it.
Imagine a system that can free you to the extent that...
1. You’ll never have to make a cold call again – instead dozens of highly qualified
prospects will call you.
2. You’ll be able to take weekends off whenever you want to without decreasing your
income.
3. You will be able to get out from under the ridiculous workload most agents like
yourself put themselves under. Most agents ARE working at least 3 times harder
than necessary to earn a top income in real estate. You probably are too.
4. You can choose to do only those things you love and are good at while the rest of
your business runs smoothly and automatically without your constant interference.
5. You’ll be able to transform your real estate career into a high-performance, lowstress automatic cash machine that easily gives you a high 6 figure income while
allowing you to work 8-15 hours per week less than you already do. Key word:
automatic.
6. Your spouse or significant other will NOT resent your career, will be proud of your
success, and supportive of your goals.
7. You will actually HAVE FUN in the real estate business.
8. Your dog will recognize you when you come home at night!

FOR MORE DETAILS, GO TO…
WWW.CRAIGPROCTOR.COM
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