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Lead generation is simultaneously perhaps one of the most
important and one of the most difficult parts of business.
You need leads in your pipeline to sustain sales, but where
are they supposed to come from?
In this eBook, we give you a list of 8 actionable steps you
can take to begin generating more leads for your real
estate business.
Then, when you’re ready to take the next step and become
a real marketing pro, you can check us out at Pipeline ROI.
We give you all the tools and education you need to bring
your marketing and your business to the next level.
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TARGET
your audience

The first step in any effective marketing campaign is figuring out exactly who your customers are.
After all, you don’t want to waste your time creating content for someone who isn’t the right fit for
your business. For example, if your real estate business is located in North Carolina, sharing a post
on Facebook about cool things going on in Austin, Texas that weekend doesn’t do you much good.
It’s your job to be a local expert, not an all-around one. A great way to determine your ideal customer
is by filling out a customer persona form, like the one we created here. Once it’s done, hang it up
in your office or save it to your desktop so you can keep that person in mind when working on your
marketing. When it comes to leads, we want quality, not just quantity. Tailored content can help
accomplish that.

TARGETING TIP: BASE YOUR
CUSTOMER PERSONAS
ON PAST CLIENTS.
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GET
SOCIAL

on Facebook & Twitter

Social networking is the thing to do on the
Internet these days, for young and old alike.
No matter who you’ve targeted with your
customer personas, odds are, they’re on social
media. Because sites like Twitter and Facebook
are so readily accessible to everyone (and
completely free), they’re fantastic places for
you to market your business. Sharing content
from your website is an especially great way
for you to bring in traffic and, ultimately, leads.
Whenever you write a blog post, have a great
new listing to show off, or would like to spread
the word about one of your helpful eBooks, let
your followers know about it! If the content is
helpful and interesting, they’ll likely share it,
which increases your exposure exponentially.
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HOST
CONTESTS
through social media

Hosting contests on your social media accounts is a great way
to get people interacting with you and your site. You don’t need
to give away anything extravagant or expensive, it just has to
be something they’ll want. If you’re talented with interior design,
you could offer up a free home staging advice session for a
seller. Whatever it is, put your talents to work and get your name
out there! Create a landing page on your site where people
that want to enter can submit their information after clicking
the link on your social media. Then, add them to a drip e-mail
campaign. Bam! Now you’ve got leads you know are interested
in your services that you can keep in touch with and nurture into
choosing you, whether they win the contest or not.

CONTEST TIP: USE YOUR
CUSTOMER PERSONAS
TO DETERMINE WHAT
YOU COULD OFFER THAT
WOULD BE VALUED.
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PAY UP

for advertising

Running pay-per-click (PPC) ads and other advertising campaigns can be a fantastic addition to your
inbound marketing efforts. Google AdWords is a popular option for businesses both small and large
when implementing a PPC campaign. Facebook has grown leaps and bounds in the advertising
world, offering inexpensive space to anyone and everyone who wants to market their business.
Highly customizable and simple to target, Facebook for Business is quickly becoming a leading
destination for paid advertising. And like we mentioned earlier, vitually everyone is on it. You can’t
go wrong here.

ADVERTISING TIP: FIND
A PIECE OF CONTENT
ON YOUR SITE THAT HAS
GOTTEN GOOD RESPONSE
TO OFFER THROUGH ADS.
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SHOW
YOUR
VALUE
USING CONTENT

CONTENT TIP:
WRITE DOWN THE
QUESTIONS YOU
GET ASKED MOST
FREQUENTLY
AND CREATE
CONTENT THAT
ANSWERS THEM.

Perhaps you’ve heard it before, but you’re
going to hear it again right now: content is
king. No matter what service you’re offering,
no matter how great you are at your job, and
no matter how fabulous your listings are, if you
don’t have the content in place to convince
people of all of those things, they don’t matter.
Especially when trying to increase the amount
of leads you’re generating, the content you
offer is what draws them to you in the first
place. It can make or break you. By writing
helpful and interesting blog posts, offering free
eBook downloads, and providing the answers
on your site that customers are seeking, you
can become a virtual one-stop-shop for all
things real estate in your area.
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TESTIMONIAL TIP: ASK FOR
TESTIMONIALS WHEN YOUR CLIENTS
ARE AT THE MOST POSITIVE POINT OF
THE BUYING/SELLING PROCESS

PROVE IT

WITH TESTIMONIALS

Word of mouth is awesome, but it’s not enough. You need to move those positive comments onto
the web if you want to see more results. Your past clients can only tell people they actually know
about how great you are if they’re just talking about it. But if they move them onto online business
directories, anyone and everyone has access to them. Create accounts on various sites (like Google
My Business, Bing Places for Business, Yext, Yelp, etc.) and ask happy customers to leave their
comments there. It’s a simple and easy way to spread the word, and it’s great for your SEO, too!
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MAKE IT EASY
FOR PEOPLE TO USE YOUR WEBSITE

Consumers expect a website that’s easy to use. They don’t want to have to search for what they
want or struggle to find the answers they need. Your site needs to be designed in such a way that
anyone who visits can navigate it without any extra thought or effort. Be sure to have tabs along
the top that organize your content and dropdowns from which they can select. Having a spot where
they can search listings right on your home page is a great option, too. Remember, as soon as your
site seems too complicated or disorganized, visitors leave without ever giving you their contact info.

WEBSITE TIP: THINK ABOUT
YOUR OWN ONLINE HABITS
WHEN DECIDING ON THE
DESIGN OF YOUR WEBSITE.

One of the most important things to do is make sure your site is mobile-responsive. Not only do
search engines check this feature when deciding where to rank your site, potential customers look for
it, too, often without even realizing it. Mobile usage has offically surpassed desktop usage, globally.
If your site is difficult or impossible to use on a phone or tablet, people will leave it to find one that’s
mobile-friendly. This is no longer an option. Having an outdated site is costing you leads. Period.
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ATTRACT
HIGHLY QUALIFIED LEADS.
NURTURE
YOUR PROSPECTS.
CLOSE
MORE DEALS.
nd
See what our inbou
marketing platform
can do for you!

Pipeline ROI’s inbound marketing platform gives you the tools and training you need to take
control of your marketing and get results. With a mobile-friendly, SEO-optimized website, social
media tools, targeted landing pages, and powerful analytics, you’ll be building your brand and
growing your business in no time.

FIND OUT MORE
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