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SOCIAL MEDIA MIND MAP FOR REAL ESTATE 
 
 

 
 
 
1. Why Social Media Works for Real Estate 
 
Let’s get straight to the bottom line … 
 
This report has been written for real estate professionals and real estate 
investors and it’s designed to accomplish just one thing: 
 
““SShhooww  yyoouu  hhooww  ttoo  ccoonnvveerrtt  ssoocciiaall  mmaarrkkeettiinngg  iinnttoo  mmoorree  rreeaall  eessttaattee  ddeeaallss  
aanndd  cclloossiinnggss””  
 
It starts from the premise that you can use social media as a business 
marketing tool to close more real estate deals and not just as a way to stay 
connected to your personal friends.  
 
Sure it’s fun to chit chat with your buddies and reunite with long lost school 
friends but it’s also fun to go to a closing and get a nice fat check from a real 
estate deal.  
 
I know that feeling and it never gets old. 
 



So I’ll type it out in bold letters one more time: 
 
You can use social media as a business tool to close more real estate 
deals! 
 
Let’s talk about what works and what doesn’t work … 
 
This report is written from my personal experience and it reflects the 
techniques and strategies I use to drive my own real estate business. I’m 
only going to talk about what works. I’m sure you’re not interested in what 
doesn’t work. 
 
I’m a full time real estate broker and investor and a huge social media fan.  
 
I think it’s important for you to know that everything you read in this report 
is something that I do on a daily basis.  
 
I certainly didn’t invent social media marketing. I’ve worked hard and 
borrowed ideas and studied strategies from a number of social media gurus.  
 
Guys like Frank Kern, Jeff Walker and Perry Belcher have all left a mark 
on the way I do things. You may not know any of these names in the real 
estate industry but they’re legends in the internet marketing industry.  
 
They’re making millions of dollars from social media so I’d be a fool not to 
learn their strategies, right? 
 
Most importantly I noticed that they do things completely differently from 
97% of Realtors who engage in social marketing.  
 
I tried to do things the conventional way and it didn’t work for me (and I 
know it doesn’t work for most Realtors). I was just spinning my wheels 
going round and round in circles in the endless expanse of the internet. 
 
As soon as I started to do things like Frank Kern, Jeff Walker and Perry  
Belcher I started to get real results and I started to convert social media into 
real closings. 

Let’s get you started the right way … 
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I know from my own experience that social media marketing is confusing, 
frustrating and quite frankly overwhelming. I’ve also spoken to dozens of 
Realtors and received a great deal of feedback that confirms that social 
media is basically too overwhelming for most real estate professionals. 

I recently posted two blogs that were featured on Active Rain (a great social 
network for real estate professionals).  

 

 

 

They caused quite a buzz and stirred up loads of comments. 

It made me really think about the one question that’s on every Realtor’s 
mind: 

“How do you convert social media and social networking into more 
closings?” 

It became clear from the comments that social media is important but it’s 
also very frustrating and overwhelming to many Realtors. 

Here are a few of the comments from Active Rain … 
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All the comments reminded me of my early experience with social 
marketing. I remember the frustration, the long hours in front of the 
computer and the poor return on time invested. 

Quite honestly, I was running around like a chicken without a head. I really 
didn’t have a social marketing plan because I didn’t know where to start or 
how to be a social marketer. 

The technology was confusing and my mind was bogged down by 
information overload. 

But the biggest problem was I didn’t know for sure if you could convert 
social marketing into more real estate closings. That’s a tough one because 
it’s really difficult to keep going and tough it out if you don’t know if the 
end line even exists.  

It’s the reason I wrote this report.  
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I remember how tough it was for me and I don’t want you to have the same 
experience.  

Some people think I’m crazy for sharing my secret sauce with other real 
estate professionals but I don’t care what they think.  

It’s my pleasure to help you as a fellow real estate professional and Good 
Karma is payment enough.  

Just think of me when you next refer a client to Colorado  

2. Here’s the single most important thing about my social media 
strategy … 

Here’s what I found out about social media.  
 
I found that the things that worked for me often seem counter intuitive, but 
they work for me so that’s why I do them. 
 
Try this for counter intuitive! 
 
I think it’s too difficult to sell real estate online. So I don’t even try. 
 
Is that a crazy statement or what?  
 
It’s certainly counter intuitive.  
 
Why write a report about converting social marketing into real estate 
closings if you think it’s too difficult to sell real estate online? 
 
What I found was that it was difficult to sell real estate online but much 
easier to sell it offline in the real world.  
 
So I don’t try to sell online. I sell it offline. (Actually, I don’t even sell it 
offline because I refer 99% of my deals to the 296 real estate agents in my 
nationwide referral network). 
 
I only try to do one thing online.  
 
Do you know what that is? 
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All I try to do online is get a name and email address and permission to 
email. 
 
My entire social marketing plan is designed to turn a stranger into a “friend” 
and then turn my new “friend” into a contact.  
 
I’m marketing just for contact details. That’s it! 
 
You see I found that although it was difficult to sell real estate online, it was 
really easy to make friends online.  
 
How easy?   
 
Well, I currently have 38,000 online friends and that number grows at a rate 
of 500 new friends a day.  
 
I own or run 20 real estate groups on Facebook, Linked In and Twitter and 
own my own real estate social networks on Ning.  
 
Here’s a screen shot of one of my social networks on Ning. It’s a social 
network for real estate investors.  
 
I get so many deals from this network and it’s turned into a little goldmine.  
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This network is tougher to grow than Facebook, Linked In and Twitter but 
it’s absolute gold because I get the full contact details and a financial profile 
of every member.  
 
Do you see the significance of this network? 
 
Every time a new member signs up I meet my sole goal of converting a 
stranger into a contact because I get the new member’s contact details. 
 
Here’s a screen shot from a Linked In group that I have with my partner 
Jason Donn.  
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I ran a search for real estate groups on Linked In and came up with 4,818 
results. That means that there are 4,818 groups on Linked In. That’s a lot of 
groups.  

 
My group is the fourth largest real estate group on Linked In with 12,267 
members. It grows at a rate of about 50 new members a day – and it’s 
completely on auto-pilot.   
 
Now here’s the beautiful thing. As the group leader I can broadcast a 
message through the site’s internal message system to over 12,000 members 
at the click of a button.  
 
How powerful is that? 
 
I’ve also developed a system whereby I have the email address of every 
single member of my Linked In groups. I can send them an email at any 
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time. This makes my Linked In group much more valuable to me than say 
my Facebook groups where I don’t get each member’s email address. 
 
Here’s another group I run on Facebook.   
 

 
 
We have 3,942 members in this group. You can see that we have 188 new 
members so the group is growing quickly. 
 
Just like our Linked In group we can broadcast a message to every member 
at the push of a button. 
 
One big disadvantage is that I don’t have access to each member’s email 
address. 
 
Here’s the point about showing you a few of my groups. 
 
Do you see how that’s completely different from almost every other real 
estate agent who engages in social media marketing?  
 
They’re trying to get listings and sell real estate.  
 
I’m just trying to get a name and email address. 
 
They’re focused on putting up links to their listings, telling the world they 
just came from a closing and promoting the $8,000 first time buyer tax credit 
as the greatest thing since sliced bet. 
 
Their whole strategy is to try and sell real estate online.  
 
That’s a real tough sell! 
 
I’m not dismissing this as a way to build your online brand but I am telling 
you that it didn’t work for me as a sales tool.  
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If that’s what you’re doing right now, by all means carry on doing it. Just 
tweak your strategy to add a way to capture your friends’ contact details.  
 
I’ve basically told you my secret strategy. I’ve given you my secret sauce. 
 
Here it is in one paragraph: 
 
I don’t try to sell online. Instead, I put all my thought and energy into 
creating a system to get my new online friend’s email address and 
permission to contact the email owner. 
 
If this one strategy is the only thing you learn today you will have had a 
major break through in your social marketing mission and you will be ahead 
of 97% of the real estate industry. 
 
Next I’m going to share my Social Media Mind Map and share the six easy 
steps to successful social marketing.. 
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My Social Media Mind Map 
 

 

 
 
 
 
3. Social Media Mind Map for Real Estate 
 
I’m going to show you my Social Media Mind Map and take you through 
the six steps of my social marketing plan. 
 
A Mind Map is a tool that I use to visualize a process.  
 
Like most fellow Realtors, I’m basically a salesperson so the creative side of 
my brain goes at a hundred miles an hour. Like most creative people I see 
thinks visually so drawing mind maps really helps me understand things 
quicker. 
 
I’m also going to be a little more educational and explain a few theories and 
concepts about social media marketing. 
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a. Identify Social Media 
 
 

 
 
 
The first thing you need to do is identify the social media that will help your 
grow your real estate business.  
 
The options are almost endless so I suggest that you maintain a very narrow 
focus and limit yourself to just a few social media mediums. 
 
The main social media channels are: 
 

i. Blogs 
ii. Forums 
iii. Social Bookmarking 
iv. Social Networks 

  
i. Blogs 
 
Your blog is a critical piece of your Social Media Mind Map. 
 
It’s the place where you entertain your new friends. It’s also the place where 
you can really build your web reputation as a local real estate expert. 
 
I use my blogs (I have many of them) as the foundation of my social media 
strategy. When you read about the Funnel Theory a little later in this report, 
you’ll understand why your blog is critical to your success as a social 
marketer. 
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Here’s one of my blogs. It’s my Real Estate Advocate blog.  
 
(For the record I have nothing to do with the guy who scammed so many 
Realtors under the name ReExpert and The Real Estate Advocate.) 
 
 

 
 
I built it myself on a free WordPress blog that I upgraded with a nice 
professional theme.  
 
I like to drive online friends to my blog and give away free information. 
 
Notice the RSS feed, the news feed and the free report I give away. They’re 
all designed to collect contact details. 
 
Notice also that I’m not selling anything on the site.  
 
ii. Forums 
 
It’s not that easy to find forums where your clients hang out and discuss real 
estate.  
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If your client profile is a homeowner, then spend time on Trulia Voices and 
Zillow. Participate in the “ask an expert” forums and interact with buyers 
and sellers in your area. 
 

 
 
Look at the New Question that I pointed to with a red arrow: 
 
““CCaann  yyoouu  tteellll  mmee  iiff  tthhee  hhoouussee  oonn  11333300  NN  HHuunntteerr  SStt,,  SSttoocckkttoonn  CCAA  9955220022  iiss  
ssttiillll  aavvaaiillaabbllee??  TThhaannkk  YYoouu””..  
 
There’s a hot lead right there! 
 
If you answer the question you will have made contact with a potential 
client.  
 



A quick note for all you Active Rainers.  
 
Active Rain is one of my favorite social networks but never forget that it’s 
primarily a community for real estate professionals. You’re basically 
interacting with other real estate professionals and not your customers. You 
need to branch out of Active Rain and into other social networks if your goal 
is to close more business. 
 
If your client profile is an investor, then go to Bigger Pockets. It has an 
excellent forum that’s jam packed full of investors. 
 

 
 
Here you can see where I posted a reply to a question from a new member.  
 
He wanted to know how to get started and where to find good deals.  
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I was only too happy to help because I know he’ll thank me and I’ll soon be 
able to add him to my database and email him my “hot property” list of 
pocket listings from my favorite REO brokers.  
 
iii. Social Bookmarking 
 
The concept of social bookmarking is a difficult one for most Realtors. 
 
Basically it’s a way for users to tell the world that they found a good 
website. In theory the more people bookmark your site, the greater visibility 
and relevance you will have with the search engines.  
 
It’s a powerful social media tool that you can use to build your web 
reputation. 
 
Sign up for an account with Stumble Upon and download their toolbar.  
 
Every time you post a blog or publish something online, bookmark your 
work. Encourage your readers to do the same. 
 
I admit that it’s not something that I’ve spent much time on but I do know 
other Realtors who have used social bookmarking and had great success. 
 
iv. Social Networks 
 
I love social networks. 
 
I use four primary social networks that are relevant for real estate 
professionals plus two niche real estate networks.  
 
The reason they are relevant is because that’s where you will find your next 
clients. The membership numbers are staggering, an estimated 500 million 
members, and people are spending more and more of their time on social 
networks. 
 
The primary social networks are: 
 

 Facebook 
 Linked In 
 Ning 
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 Twitter 
 Active Rain 
 eRealEstate 

 
You need to join all six networks and at a minimum create a profile. 
 
b. The Social Marketing Funnel 
 
 
 

 
 
 
 
 
I like to learn things visually so I developed the diagram below to help 
explain how I build my social marketing funnel.  
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Think of a huge funnel.  
 
At the top of the funnel sits your social networks like Twitter, Facebook, 
You Tube, Linked In and Active Rain. Their role is to help you find identify 
prospects and make new online friends.  
 
Twitter sits on top the funnel and acts as a huge billboard where you can 
broadcast your message to thousands of people. 
 
With Facebook and Linked In you can make friends and use their 
communication tools to accelerate the process of converting your friends 
into customers who will buy or sell real estate.  
 
WordPress is your blog. It’s your backyard barbeque where you can 
entertain people and establish yourself as a real estate expert. 
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The “Money Bag” is your email database. You know that if you can get your 
friends’ contact details it’s like putting money on the bank. 
 
That’s the social media marketing funnel. It’s designed to convert your 
online friends into contacts. 
 
Remember, your immediate challenge is that you don’t have contact details 
for your new online friends.  
 
To get contact details you need to drive your friends down the marketing 
funnel and direct them to through your blog into your contact database. 
 
c. Tie it All Together! 
 

 
 
A critical element of your social media plan is that you must tie all your 
networks together and ensure that you have a cohesive and complimentary 
approach. This means that every piece of your social media puzzle must fit 
and work with every other piece.  
 
As an example, you may decide to focus your social media marketing on 
writing your own blog, participating on forums, posting videos on You Tube 
and networking on Facebook, Twitter and Active Rain. 
 
That’s a pretty comprehensive social media plan. 
 
It’s essential that you weave all the different mediums into one concise 
strategy.  
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Here’s a list of things you should do: 
 

 Make sure that you use Twitter to post links to your blog and 
Facebook group.  

 Insert a widget in your Facebook group and blog that aggregates and 
posts your latest Twitter tweets. 

 Include a link to your blog and twitter account in your forum signature 
file 

 Include your email, Facebook group and blog on your Twitter profile 
 Pull an RSS feed from your blog into your Facebook account 
 Set up a Fan Page on Facebook that links back to your blog 
 Set up posts and links on all your media that directs visitors to a 

squeeze page that give away free and valuable real estate information 
if they give you their contact details. 

 Embed You Tube videos into your blog and Facebook group and 
create links from your Twitter account. 

 Include a profile page in each You Tube Video that lets people know 
how to contact you and subscribe to your blog.  

 
This is not an exhaustive list but if you do some of these things you will save 
yourself so much time and meet so many more prospects.  
 
d A Quick Word on Open Source ID 
 
Here’s a killer tip to get your friend building off to fast start. 
 
Facebook, Linked In, Ning and Twitter all use an open source sign up 
protocol so you can import all your contacts from your web based email 
accounts, like gmail, and invite them to follow you on Twitter.  
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Unfortunately this only works with some web based accounts so you can’t 
use your Comcast or Keller Williams account.  
 
If you don’t have a gmail account then open one immediately and export 
your contacts to your new gmail account.  
 
You can upload your outlook database or an excel spreadsheet directly into 
gmail. Then you can import your gmail account into the invitation manager 
of each social network. 
 
Every time you pick up a business card or meet a new prospect you should 
add their names to your database and invite them to network with you on 
your social networks. 
 
 
4. Set Up Media 
 
You’re going to need a few tools to be a social marketer.  
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a. Blog 
 
The only blog system I recommend is WordPress. It’s the second best thing 
to happen to the internet after search engines. 
 
You can get a free blog from WordPress.com or an “outside blog” from 
Active Rain for $20 a month. 
 
But if you send me an email to ross@erealestate.com (my personal email) 
you can get a fully loaded real estate blog that’s 100% Social Media ready 
for just $10 a year.  
 
This system isn’t currently available to the public but it’s the exact same 
custom system that I had my developer build for me. It’s a WordPress blog 
with all the SEO (search engine optimized) tools and plug-ins (like an email 
capture form and Twitter integration) that you need to be a social marketer. 
 
I could charge hundreds of dollars for this blog but you can have it for just 
10 bucks.  
 
But please don’t spread the word around. 
 
b. Email Manager 
 
This is an absolutely essential tool. 
 
You can use a system like Constant Contact that allows you to upload your 
contacts directly from a spreadsheet. 
 
Here’s a link to a free 60 Day trial! 
 
My hands down favorite is Aweber. It’s used by all the top internet 
marketers and is the most valuable tool in my tool belt. 
 
It starts at $19 a month.  
 
Here’s a link to Aweber! 
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5. Twitter is Your Billboard 
 
 

 
 
 
 
 
 

 
 
 
 
Perry Belcher is a top social marketer. In just 9-months he built up a 
following of 130,000 people and he successfully added 58,000 people to his 
email database.  
 
Perry views Twitter as his billboard.  
 
A billboard can be used to broadcast your message far and wide. Just like a 
billboard that sits next to the freeway, its purpose is to create awareness of 
your brand and let prospects know how to find you. 
 
Perry blasts out tweets to his twitter followers (there’s over 100,000 of 
them). His tweets are never sales calls and rarely pitch a product. Perry 
understands that Twitter is not a good sales medium but it’s an excellent tool 
to initiate contact with potential clients.  
 
If you break Twitter down to its lowest common denominator it can be 
summed up in one sentence, “What are you doing?” That’s the single 
question that is the foundation of the entire Twitter network.   
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Perry understands this and posts tweets that tell people what he’s doing. 
Believe it or not but people are always interested in what other people are 
doing. It’s why gossip magazines flourish and people are addicted to 
Hollywood.  
 
Perry uses a 90/10 ratio where if he posts 100 tweets a day, 90 of them will 
be social and 10 will direct his flowers to a website, squeeze page or blog.  
 
Just try and send someone 100 emails a day!  
 
Your challenge is to be interesting to other people. One way to not be 
interesting is to broadside strangers with a pure sales pitch. 
 
Perry also understands that he has no contact details for any of his followers. 
He can send a direct message to each follower on a one-by-one basis but 
with 100,000 followers that’s simply not efficient.  
 
The most efficient way for Perry to communicate with his followers is to get 
their email address and broadcast a mass email.  
 
To get their email address, Perry uses Twitter to direct his followers to a 
You Tube video, his Facebook profile, his blog or a squeeze page where he 
gives away free information.  
 
When he gives away the information he gets a name and email address 
which he adds to his email database. 
 
That’s how Perry converted 130,000 followers into 58,000 contacts in his 
email database.  
 
That’s how Perry converted his 58,000 contacts into over $2,000,000 in 
sales in just 7-days (he sold a course on making money through social 
media). 
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6. Facebook, Linked In and You Tube are your Traffic Accelerators 
 
 
 

 
  

 
 
 
 

 
 
 
The weakness with Twitter is that you have such limited ability to mass 
communicate directly with your followers. 
 
Facebook gives you more mass communication tools. 
 
The key to Facebook and You Tube is that they allow you to direct traffic in 
an orderly and cohesive way. Although you don’t get your friend’s email 
address you do have the ability to send a mass internal email or create an 
exit page that directs your friend to one of your websites. 
 
Two very important features on Facebook are Fan Pages and Groups.  
 
I use groups extensively to build my prospect lists.  
 
The reason for this is that the group leader can send a broadcast message to 
every member of the group. This is incredibly valuable but is still one step 
short of actually having each member’s contact details. 
 
Your fan page is also important as it allows you to have more than the 
current limit of just 5,000 friends. 
 
You should immediately start your own local real estate group and a fan 
page. 
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7. Your Blog is Your Back Yard Barbeque 
 

 
 

 
 
 
Your blog is the foundation of your social marketing plan. 
 
Your blog is the place where you get to host your new friends in your 
environment. It’s the place where you can give away free stuff and entertain.  
 
It’s your house and you make the rules (unlike Facebook and Twitter). 
 
I like to give away a great deal of free information, like free reports, tools to 
search the MLS, calculators to work out mortgage payments and latest real 
estate market reports.  
 
You can foster discussion and debate and encourage and reward people who 
make comments on a blog post. Google loves blog comments and views 
them as a sign that your blog is meaningful and relevant. 
 
The point I’m making is that all of the above are tactics that require your 
guests to provide you with their contact details.  
 
The great thing about your blog is that you can add email capture boxes, 
require sign in for comments and provide people with your email address.  
 

Copyright 2009  http://socialmediamindmap.com  29



These are all tools to capture contact details. 
 
Now, this is a critical point. 
 
Your blog is your back yard barbeque; it’s not your sales office. When you 
invite people to your blog you’re not trying to close a deal. You’re job is to 
simply make them feel welcome, entertain and let everyone know you’re an 
interesting and good friend. You only have one goal and that’s to get a copy 
of everyone’s contact details and email address. 
 
You’re selling opportunity will come very shortly after people first visit your 
blog and leave their contact details. 
 
8. Your Sales Office is Off Campus 
 

 
 
Hooray!  
 
You’ve done all the hard work. You’ve successfully found prospects, pushed 
them through your social marketing funnel and turned them into contacts. 
You now have their email address sitting in your email database. 
 
I don’t want to ruin the parade but you haven’t sold anything yet. You 
haven’t converted your social marketing into closed deals. 
 
The final step is good old fashioned email marketing.  
 
The good news is that you have a warm list.  
 
Your list is warm because of the social marketing process as they know you 
and trusted you enough to give you their contact details.  You’ve already 
sent them quality free information and engaged with them socially. 
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The email manager that I use is Aweber. It’s the best, end of story.  
 
I also use Constant Contact as it allows me to upload my database into the 
email manager. Aweber doesn’t allow this and requires a direct sign up for 
each person.  
 
Back to Perry Belcher!  
 
Perry talks about using free information as a sales buffer. He never sells 
from his blog and uses it to give away free information. He gives free 
information so as to create a sales buffer between his “Mr. Social Network 
Nice Guy” image and the hard sell of his email marketing machine.  
 
Your email marketing happens off campus and nowhere near your blog.  
 
When you email your contact list you’re essentially sending a sales message.  
 
Your real estate message reads “just listed”, “buy this house”, “get your 
$8,500 first time buyer’s credit” or “I have out of state buyers who want to 
buy your home”. 
 
It’s your call to action. 
 
9. Voila! There’s your Social Media Mind Map 
 
That’s your social media mind map. It’s the exact same blueprint I use for 
my social marketing plan.  
 
It incorporates the five main components of your social media plan, namely 
Twitter, Facebook, Linked In (and You Tube), your Blog and your email 
manager. It links them all together and drives your prospects through a 
marketing funnel that is designed to get their contact details. 
 
When you finally get around to actually trying to sign up listings and find 
buyers your list is already warm. 
 
That’s the big difference between the way I do it and the way 97% of real 
estate agents do it.  
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I don’t try and sell straight out the gate. I don’t try to market listings and go 
for the close. All I try to do is get an email address and permission to market 
to the owner of the email. 
 
I trust that this report helps simplify social media marketing and helps you 
convert social marketing into more real estate closings. 
 
 

 
Ross Hair 
RealEstateAdvocate.com 
____________________________________________________________ 
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AAbboouutt  RRoossss  HHaaiirr  
  

 
Ross Hair is bald.  
 
I’m also the Real Estate Advocate and founder 
of eRealEstate.com, a social network for real 
estate investors and professionals. 
 
If you have any questions about converting 
social marketing into real estate closings, please 
send an email to ross@erealestate.com or visit 
http://socialmediaforrealestatepros.com.  
 
Hit that send button right now and I’ll 
respond to you as soon as possible. 
 

 

http://www.realestateadvocate.com/
http://www.erealestate.com/
mailto:ross@erealestate.com
http://socialmediaforrealestatepros.com/

