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Your Home Has a
Virtual Profile

In 2003 my parents decided to put their yellow
San Francisco home on the market.

They planted pansies in the flower beds,
cleaned every inch, and put origami spheres on
our bookshelves.

The house sold after one showing despite the
sidewalk construction that forced everyone to
walk over a wooden plank to get in.

12 years ago, the process of selling a home was
like clockwork -- even mundane. A fire in the
fireplace, a fresh lemon scent in the hallway, @
good location, and a competitive price point
was all my family needed.

The real estate market is different now.
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New technology makes the experience of
shopping for a home fun; it's all dynamic and
online.

How many fimes have you found yourself
swiping through homes on Facebook or
Pinterest during those | Love Lucy rerunse

Shopping for @
home has become
part of everyday
entertainment--the
success of HGTV
proves it.

In response to this
new kind of casual
online house-
hunting behavior,
homeowners across
the country are
starting to use new
technology to take
a creative
approach to
market and sell their
homes.




Have you ever seen the Zillow commercial
where an expanding family of three looks for a
new home with big trees in the backyarde

There's a series of shots where the mom flips
through houses on the Zillow app.

Later, we see the family (and their new baby)
standing in the backyard with the oldest son up
iIn a freehouse. They've landed their dream
home thanks to a Zillow nofification.

Even though this is a Zillow ad, it captures how
people search for homes online these days.
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https://vimeo.com/94049591
https://vimeo.com/94049591

Your home exists as two-dimensional space on
the infernet as much as it exists as brick and
mortar in the real world. Shoppers judge your
house online before they even decide 1o visit.

One home in San Francisco has been viewed
over 20,000 fimes since it was listed on Zillow.
Another had over 1,000 views after just one day
on the sitel

Online house hunters can't
smell the fresh cookies you
baked or feel the vibe of the
neighborhood through @
computer screen, so you have
to understand how they see
your virtual home and learn
how to market it fo them.

Like your Facebook profile,
business website, or LinkedIn
Page, the way you present
your virtual home should be
curated in a way that shows it
at its absolute best.


https://www.zillow.com/homes/for_sale/San-Francisco-CA/15131601_zpid/20330_rid/4000000-4250000_price/15468-16435_mp/globalrelevanceex_sort/38.099442,-122.211915,37.535865,-122.67952_rect/10_zm/
https://www.zillow.com/homes/for_sale/San-Francisco-CA/2095971412_zpid/20330_rid/globalrelevanceex_sort/38.099442,-122.211915,37.535865,-122.67952_rect/10_zm/

If your home doesn’t present well online you
could lose a buyer who would have loved it in
person.

We're here to walk you through the cutting
edge home selling tools that 21st century
homeowners and top real estate agents are
excited about.

You'll learn the tools
of the current market

and understand how This book
potential buyers look

af your house. shows you
We'll explain: how fo pUi
together a

1. Why all of this digifal first
new real estate .
technology markehng
matters plcm to

2. How to compile emphasize
only the most your home’s

useful information
to hand your real best features.

estate agent at
your first meefting.

8 @ Homelight



All of this work you're about to put in to sell your
house can only help you if you have an
amazing real estate agent to back you up.

Our data shows that top agents, because they
know how 1o take advantage of all of the new
technology in this book, can sell homes 28 days
faster than the average agent and can
command up to 9% more over the list price.

Agent
Average

No matter how well you execute on the sales
tactics in this book, you stand to lose out if you
don’'t partner with a qualified and experienced

real estate agent.



https://www.homelight.com/

The best way to find that agent is with objective
recommendations based on each agent’s
actual performance with previous clients.

Before you read any further, take a few minutes
to find an agent who can show you how to
take full advantage of all of the emerging
infernet technology, prepare your home for sale
both online and off, and make you more
money.

Find the Perfect Real Estate Agent

We analyze millions of home sales to find the best performing real estate agents

Found your perfect real estate agente

Good, let’s begin.


https://www.homelight.com/
https://www.homelight.com/

Get To Know Your
Neighborhood
The Way A
Modern Buyer
Would

Chapter 1




Now that you've found a great real estate
agent, the two of you need to understand how
potential buyers see your property.

Before online house hunting became so
ubiquitous, potential buyers went 1o open
houses and worked with a real estate agent to
get a first glimpse at a potential place.

In 2016, according to the National Association
of Realtors, 51% of buyers found their new house
online.

David Goodman , a top 1% real estate agent in
Coral Springs, Florida, agreed that:

“Buyers are starting their search or
even completing their search for @
property on the web...A

contemporary buyer who has any
access or knowledge is going to go
to the intfernet.”
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https://www.nar.realtor/field-guides/field-guide-to-quick-real-estate-statistics
https://www.homelight.com/agents/david-goodman-fl-03015905

Your online listing is, most likely, your first point of
contact with potential buyers.

The way your home is perceived online could
make buyers fall in love with the property or
cause someone to lose interest.

Grace Miranda, a top 1% real estate agent out
of over 30,000 active agents in Southern
California, shared that prospective buyers look
for information about your property online
before they even walk through the door.

“Buyers are dafta hungry, and they
are very much ‘do it yourself,’ they
are very independent...everyone is

doing their own research....The
majority of buyers today want to do
their own hunting.”
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https://www.homelight.com/agents/grace-miranda-ca-01275725

It’s not just about curb appeal or number of
bathrooms or granite kitchen counters.

Those features matter but now buyers can go
online and research the walkability of the
neighborhood, noise pollution around your
home, and the home’s exact proximity to great
schools all before they even step foot in your
neighborhood.

Before you list
your home for
sale, you need to
do your research
to understand
how your home
and your
neighborhood
stack up against
this new
Information.

. “-5; ' P A [

%@‘wf@ﬂ "\E ]L 'ﬂ E“ YIMME an.| I,?" j i 1
4T | A 4 I B Ay NN L L
<« =



After interviewing a handful of top real estate
agents, scouring the internet, and reading up
on the trends, we found that Walk Score,
Soundscore, GreatSchools, and neighborhood
demographic information are the most popular
and accurate indicators of the best features of
your neighborhood.

Infernet savvy house hunters

will look at these scores.

If you understand your home's score on each of
these tools you'll be able to walk intfo that first
meeting with your real estate agent with a full
picture of how potential buyers view your
property online and get an edge over the
competition.

15 @ HomelLight



Walk Score:
Location by the
Numbers



|
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Walk Score takes your address and generates a

number from 1-100 where higher numbers mean
It's easier to get around the area without a car
or bike.

Your home's Walk Score is based on accessibility
to dining and drinking, groceries, shopping,
errands, parks, schools, and culture and
entertainment.

Top real estate agent Grace Miranda told us
that Walk Score is one of the top criteria
prospective buyers look for in a home.

She says:

“It's very important to buyers today just to have
access to the local coffee shop, but the other thing

Is that they have animals. More and more people
have dogs and they want an area they can walk
the dog in.”
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https://www.walkscore.com/

Tom

Vanderbilt,

a journalist
at Slate,
observes:

Slate

18

“More important
than the
technology,
though, is the
Idea that Walk
Score has
quantified
walkability, faken
an absftract
quality...and
turned it Into
something that
can be
measured
against other
addresses, other
neighlborhoods,
even other
cities.”

% HomelLight


http://www.slate.com/articles/life/walking/2012/04/walking_in_america_how_walk_score_puts_a_number_on_walkability_.html
http://www.slate.com/articles/life/walking/2012/04/walking_in_america_how_walk_score_puts_a_number_on_walkability_.html

Walk Score can even show you how a good
location can increase your property value over
time.

In August 2016, Market Watch reported that in
some cifies every additional Walk Score point
translated to a 1% increase on the home’s
valve.

The study found that Walk Scores over 80 in San
Francisco were valued approximately $188,000
more than homes with a Walk Score under 80.

That's great for homes with high Walk Scores,
but what if your house has a low Walk Score?

Here's the good news:

Some buyers
might want a
home with @

lower Walk

How a high ‘walk score’ boosts your

home'’s value
Score because s
they want @ 0| W3 = | m31]
q U i e -I- ’ One point can add nearly 1% to a property’s sale price

residential area
where their kids
can play out in
the streef.

#\ HomelLight
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http://www.marketwatch.com/story/how-walk-score-boosts-your-homes-value-2016-08-11
http://www.marketwatch.com/story/how-walk-score-boosts-your-homes-value-2016-08-11

“It's Important for buyers to
have all the data whether it’s
good or bad. If the Walk Score is
terrible, we still have it there,
because there's going to be

people who don’t care. They're
not going to walk anywhere
because they have this killer
backyard they never have to
leave.”

— Grace Miranda

The Walk Score is the one data point that can
go into your home's listing, but be careful not to
use terms like “walking distance from.”

Though your favorite takeout spot might be

worth the one mile hike for you, that walk might
e oo strenuous for a potential buyer.

20 @ HomelLight



Give this a try:

Take your Walk Score, grab your favorite
restaurant or shop, and let the buyer imagine
walking their kids to get bubble gum ice cream
at the parlor steps away from your front door.

“This sea blue bungalow has a Walk Score
of 90, which means that the best taco
fruck in town is close by. You'll have to hop

in your car to geft to Target, but the best
boutique shopping and the juiciest burger
place with to-die-for fruftle fries is just off
the beach and right around the corner.”

See what we did there?¢

The Walk Score page also generates a transit
score with a map that shows various options like
Lipcar, Getaround, and the different bus lines
and stops closest to your house.

Walk Score rates any transit score over 50

“good transit,” so if you have a transit score
over 50, tell buyers about it.

21 %\ HomelLight



Soundadscore:
Noise
Pollution

Quantified

@ HomelLight



Enter an address and Soundscore produces a
heat map that lays out the noise pollution of the
areaq.

Scores range from 100 (you can hear a pin
drop) to 50 (frat party), and the heat map gives
buyers a visual understanding of how sound
radiates around your neighborhood.

Low noise levels attract families who crave
peace and quiet. High noise levels can be a
warning for people who need a home in a silent
spot. That's where you come in.

If you have a Soundscore above 70, your reql
estate agent should call out the score in your
listing.


http://howloud.com/soundscore/

Try this for your listing description:

“‘with a Soundscore of 88, the area is pretty
quiet. You'll be able to sip your morning green
tea and listen to blue jays chirp off the cherry
wood balcony.”

SEARCH SOUNDSCORE™

Soundscore™:

88

Calm

Traffic:
Calm

Airports:
Calm

Local Sources:
Calm

' P 50
Imagery ©2017 , DigitalGlobe, State of Ohio / OSIP, U.S. Geological Survey, USDA Farm Service Agency | Terms of Use | Reportamap error;

24 % HomelLight



If you live in a busy area with a Soundscore
below 70 (aka you hear traffic or crazy college
kids at 3am), you can still put the actual number
In your listing but make sure to play up the
walkability and upbeat action of the place.

SEARCH SOUNDSCORE™

Soundscore™:

68

Active

Traffic:
Busy

Airports:
Calm

Local Sources:
Calm

[ T v —- 50
P Map Data | Terms of Use | Repart:amap error

A low score could mean that, though you hear
that group of ladies screaming about their
online dating apps at midnight en route to the

bars, you're next to the best restaurants and
shops in town.

95 2 HomelLight



Your listing could read like this:

“The location of this furn of the century loft
is even better than the original hardwood
floors throughout and the stained glass on

the stairwell. Michelin star restaurants sit
next to designer boutiques and frendy bars
with cockftail lounges line the streets.”

Or maybe something like this:

“The town'’s main watering hole and
grocery store is just a short walk from the
house. You'll have quick access to the

freeway If you're a busy downfown
commuter--just hop on the 1 and you'll be
af the office.”

Soundscore’s numberisn’t in those two
descriptors but you've influenced the

prospective buyer before they've done their
research.

26 %\ HomelLight



Now, when the buyer hops on to Soundscore
and looks up your address, they automatically
associate the “Active’” rating with good fimes,
dinners with family friends, errands at the local
market, or an easy commute.

Sure, it's loud where you live, but location is
everything.

Bring your real estate agent your Soundscore
number and a description to make the number
come to life for the prospective buyer.

The more specific you get, the better.

When a little spin won't work, another strategy
for a home with a ton of sound pollution is to fix
the problem from the inside out. Put in double
paned windows for rooms that face the street.

Then, in the listing you can talk about the
double pane windows as a positive feature of
the house that keeps the sound out and the
rooms quiet.

T Iy




GreatSchools:
Rate Schools
with Objective
Insights




Families are drawn to homes in school districts
with top performing schools.

No matter how many azaleas, rosebushes, and
orange trees are in the backyard, and no
matter how beautiful the crown molding details
are, parents will always care most about a
great education for their kids.

They want their children to get the best possible
education, it's as simple as that.

GreatSchools rates schools on a scale from 1-10.
1-3 is considered “below average,” 4-7 is
“average,” and 8-10is “above average.”

The website takes student performance on
standardized tests, college prep, and quantity
of material learned per year into account.



http://www.greatschools.org/
http://www.greatschools.org/gk/ratings/

Gl’eat! Parenting v | Articles, worksheets and more
SCHOOLS

-

Guide your child to a great
future

. FIND A GREAT SCHOOL

While all states rank schools on standardized test
data, some states (such as Colorado, lllinois,
Indiana, and Michigan) have more information
listed on the site.

These states have information on the number of
different classes schools have and rank schools
based on “student growth” and “college
readiness” in addition to standardized test
SCOres.

You can look up ratings on GreatSchools by
school district or by school.



A few caveats about
GreatSchools Data:

Information about private schools in the
GreatSchools network is limited. While you can
see parent reviews of the schools, no other data
Is available.

Due to legal restrictions, you can't include any
GreatSchools data or school suggestions in the
actual listing but you should be aware of how

your home stacks up.

Great elementary schools
1534 homes in Austin near highly rated schools

4
o sk L S
" 1 1

, AT\
\

\ R (AT NSRRI T - e
o \ g " - R e
O COMING SOON N W ‘

$900 000 10 bds - 8ba 600’0 sqft $240 000 2bds . 3ba + 1,461 sqft $750 000 4bds « 3ba « 3,603 sqft

On market Jan 15 » 11805 Alpheus Ave, Austin; TX On market Dec 23 * 3101 Davis Ln APT 5703, Austin, TX On market Dec 22 » 8800 Golden Rain Cv, Austin, TX

See more listings

Zillow allows you to search for homes near
“Great Elementary Schools,” high schools, and
middle schools, so we know that even though
you can't put the GS data in your listing, buyers
are paying attention.
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Know Your
Buyers and
Speak to Their
Needs

Chapter 2

@ HomelLight



Now that you've learned
what buyers are looking
for in your home, you
need to know who those
buyers actually are.

Your
neighborhood’s
demographic data
tells you who lives
in your area and Y /41t
the kinds of hgr
amenities they're SO
looking for. 7

tb
more interested in nightlife and Walkability while
older buyers may crave quiet, safe streets.

Once you look into your county’s demographics
you can point out small details that might be
relevant to your area’s specific type of buyer,
which can make a big difference in your
home's marketing.

Granted, don't pander entirely to one specific
group in the whole listing blurb--you don’t want
to alienate any buyers. Small tfargeted
statements can go a long way to appeal to the
largest market of potential buyers in your area.




How do you find the
demographics in your area?

The National Association of Realtors pulled
together research in June of 2016 on The Best
Purchase Markets for Aspiring Millennial
Homebuyers.

You can also find the data for the
demographics in your area from the US Census
Inferactive population map, a comprehensive
resource that lays out the median age, sex,
family size, and more of your county.

Go through these 2 simple steps to determine
your ideal buyer’s characteristics and craft the
best pitch:

Step 1: Step 2:
Pull up the Zoom in and find
interactive U S your county on

Population map. the map.


https://www.nar.realtor/
http://www.realtor.org/reports/best-purchase-markets-for-aspiring-millennial-home-buyers
https://datamapper.geo.census.gov/map.html

Step 1:

Pull up the interactive US Population map.

. ] Display Data Table Save to PDF Abaout This Map Zoom To Initial Extent  [¥] Turn cities ofrmn[:_
Census Data Mapper

Follow These Steps 8
to Customize Your Map: Percent Male

1 Choose a data theme:

| Age and Sex |~]

2 Choose a data table:

| Percent Male |~ ]
3 Choose a color palette:

5
o BEEd

4] Choose the number of classes: 1 -'; 1

=
n '# = Angeles j ’=§
5 Choose a classification type:

50.1% to 72.1%
48.2% to 50%
43.2% to 49.1%

%

r‘-i
B

Equal Interval

Manual £ -

6 | Make Your Map | ’ cguh Sl

nnnnn E Sowrce: 2010 Census .

ersion 1.1

Using the “Family and Housing” map you can
look at the average family size in your areq.

Are you marketing to empty nesters/young
couples who haven't started their families yete
Big families with four kids who need access to
great schools¢

With the "Age and Sex” map you can see the
average age of people who live in your county.

You'll know whether to play up the slow-paced
life of the place or the active nightlife and great
restaurants nearby.

35 Q Homelight


https://datamapper.geo.census.gov/map.html

United States”

To show you how to use the tool we'll walk you
through the "Age and Sex” map but you can
give the “"Family and Housing” map a try too.

On “Choose Data Theme”™
select YAge and Sex”

Display Data Table Save to PDF About This Map Zoom To Initial Extent ] Turn cities oﬁ!on|
Census Data Mapper

Follow These Steps 8
to Customize Your Map: Percent Male

1 Choose a data theme:

Age and Sex

Population and Race
Family and Housing

[ T (]

{] Choose the number of classes:

ENE3

5 Choose a classification type:

50.1% to 72.1%
Quantile |

48.2% to 50%

Egual Interval 43.2% o 49.1%
Manual U - _
i
6 | Make Your Map ’ Tnilél Slales
| Census
Vareion 1.1 — AT Source: 2010 Census

This setting will give us visibility into the fraits and
characteristics of our ideal buyer.
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United States”

Census Data Mapper

Follow These Steps
to Customize Your Map:

1 Choose a data theme:

| Age and Sex |~

2 Choose a data table:

For "Choose a data table,”
select “Median Age”

Display Data Table

Save to PDF About This Map Zoom To Initial Extent ] Turn cities oﬁfon|

Percent Male

Percent 65 years ﬁeimd aver
] .
Median Age o _ J
. i, |
Median Age, Male
Median Age, Female

Equal Interval

Manual

6 [ Make Your Map

Varsion 1.1

Vnilil Slales-

Census

— AT Sourca: 2010 Census

50.1% to 72.1%
45.2% to 50%
43.2% w0 49.1%

We're frying to get an idea of how old the
house hunters are in your area so that we can
tailor our marketing to their tastes.

37
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United States”

Topics Geography Library Data
Population, Economy Maps, Products infographics, Publications Tools, Developers

Pick whatever color palette strikes your
fancy, and make sure the number of
classes is 5.

| Display Data Tabie Save to PDF About This Map Zoom To Initial Extent B Turn cities Dﬁfﬂf"[&
Census Data Mapper

Follow These Steps g
to Customize Your Map: Percent Male

1 Choose a data theme:

[Ageands'ax |v]

2 Choose a data table:
4 & o i e e B
(e e ] RS S TR

3 Choose a color palette:

[ T [

4]l Choose the number of classes:

L
s Amgeles)

& e
3 m{{

S01% 10 72.1%
49.2% to 50%
43.2% to 49.1%

Manual . - _

-
6 | Make Your Map ' Coats - =
Varsion 1.1 = s $0 Cetien.

This will break down the data into small chunks
so that you get a more accurate spread.
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United States™

Geography Library Data
Population, Economy Maps, Products infographics, Publications Tools, Developers

Make sure the classification type is
set to “Equal Interval” so that the
range between each age is equal.

| Display Data Table Save to PDOF About This Map Zoom To Initial Extent ] Turn cities om’onﬁ
Census Data Mapper |

Follow These Steps e
to Customize Your Map: Percent Male

1 Choose a data theme:

[Agemd Sex |v]
2 Choose a data table:

2 B

[ Median Age | - ] o i ; } 3 =g E‘f ."iil'l |_‘|' . -
E 2 i

3 Choose a color palette: L &

[ T [

4] Choose the number of classes:

G 1) S

5 Choose a classification type:

*
b

50.1% o 72.1%
40.2% to 50%
43.2% 0 49.1%

Qluantile

B Equal hWI_MS that the class ranges
are equally distributed.

Manual

6 l Make Your Map ]

Va 14 .ISaxca'. 2010 Caﬂsus:.

g
‘ Lo ‘ cihisie =

Hit the Make Your Map Button!
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Step 2:

Zoom in to find your county on the map.

| Display Data Table

Save to PDF About This Map

Zoom To Initial Extent [ Turn cities offfon|

Census Data Mapper |

Follow These Steps
to Customize Your Map:

1 Choose a data theme:

Median Age|

B~

| Age and Sex FA
2 Choose a data table:

[ Medan Age b
3 Choose a color palette:

[ T [ '

4] Choose the number of classes:

b
Fran;_&_so;:

[EE] | San Francisco County, California '
5 Choose a classification type: e

5460627

S E 46510545

3830464

Equal Interval R g

Manual 21.9 10301

6 [ Make Your Map ] Uniled Slales

: - Census
ersion 1.1

What's most important about the
demographics of your neighborhood is the
research you do beforehand.
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CUnited States™

ensus

The numbers you come up with will influence
the way you write your listing description, but for
legal reasons you can’t actually write
percentages in.

For example, 43.4% of residents are over 65 in
Sumter County, FL.

We figured that out with the “percent of
residents over 65" filter on our demographic
map.

] ispiay Data Table Save to PDF Zoom To Initial :._-;__:._._E'[Turnc'r[iesom’on[
Census Data Mapper e

Follow These Steps " : 8
to Customize Your Map: _2? E Median Age

1 Choose a data theme:

| Age and Sex || > E-_ i e -
2 Choose a data table: i / dos X T

Percent Male

Percent Female

Percent 65 years and over E
Median Age \\
Median Age, Male '
Median Age, Female

Ay -

6627

Quantile 46510545
383 0 46,4

Equal interval 30.2 to 38.2

by e o Bt 21.8 t0 301

Manual e A }"? {"5‘" a0 Miami -
[} o

o

SR

R | dier
WA -
T =

6 [ Make Your Map I | o Cuemﬁussrilg

Varsion 1.1
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If you find that there is a high saturation of older
residents in your county like in Sumter, consider
adding in a snippet like this:

“People pay attention to the sunset and sunrise
here, where the pace of life is relaxed,

enjoyable, and slow. There is a wide selection
of golf courses and parks are nearby.”

42 & HomelLight



You might live in a
place like Austin,
Texas where 31.9 is
the median age.

NAR actually ranked
the city as the top
area for millennials
looking to purchase a
home.

In Austin, the “millennial pitch” might
sound a little something like this:

“Step out for a drink on Dirty Sixth or stuff
your face with barbecue at Franklin. Tap
into the underground music scene aft

nearby bars where you can hear incredible
sounds from top musicians in the area
every single night.”

You can use that formula for any millennial-
heavy city. Just take the most popular
restaurant in the area and play up nightlife and
location.

43 % HomelLight



AS yOouU use
these new
tools, try and
appedal to the
largest group
of buyers you
can.

Grace Miranda
sums it up well:

A4

“When you're
listing...you want
broadest reach and
appeal possible.
Say you have 100
buyers for a specific
property. For 25 of
them the Walk
Score is going to be
Important.

10 of them are
going 1o want a big
backyard...you just
have to appedl to
all of them. It's just
about putting as
much data out
there. Then let them
decide.”

@ HomelLight



Use New
Technology to
Reach Buyers
Where They

Actually Are

Chapter 3




The last 10 years have changed the way
homeowners reach potential buyers.

Word of mouth, private showings, and open
houses used to be the first time a house hunter
came in contact with your home.

Now, with internet savvy buyers who like fo do
their research, you need your home to show up
on the websites and mobile apps they're
browsing if you're going to get any face time at
all.

Here's what happens now:

A home is listed on the MLS

(Multiple Listing Service) by 5

the seller’'s agent and the e C
listing is distributed to T \
hundreds of third-party \) \J

websites. (
N/

()

Home buyers can see your

home in search results on ) ‘3 —~—
oroperty listing sites like 5\

Zillow, Trulia, and

Realtor.com. \), O (—



A good real estate agent can take that one
step further by getting your home on Facebook,
Pinterest, YouTube, and Google.

In September
2016, Facebook

had 1.18 billion
active daily users.

The National Association of Realtors (NAR) cited
the median age of first-time buyers as 32. NAR
found the median age of repeat buyers to be
52.

Facebook reports that people aged 25-34
makeup 51.1% of Facebook users and people
aged 45-54 make up 31.5% of Facebook users.

Your potential buyers make up a huge chunk of
the people who use Facebook every day.
Facebook ads get your home out in front of all
of these people.

@ HomelLight
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https://www.nar.realtor/field-guides/field-guide-to-quick-real-estate-statistics
https://www.facebook.com/ads/audience-insights/

Imagine that you gave a flyer for your home to
every single one of your friends.

They see it once, and then it ends up on the

bottom of their recycling bin with the remnants
of wilted spinach.

Not a great place to advertise, righte



Now, picture your home on a
prominent billboard in your
neighborhood.

You already did your demographic research
and learned that residents in your area are
around the age of median first-time or second-
time buyers.

Potential buyers walk to grab coffee or run an
errand and see your billboard front and center--
and now they're thinking about your home.

That's how Facebook ads work.

49 & HomelLight



Rather than blasting out your home to just your
network (or your real estate agent’s network)
once, Facebook ads target a localized and
age-specific group while they're browsing
through their newsfeed or other pages.

When your ad runs, it pops up on the sidebar
and acts as an online billboard. You'll reach
buyers beyond your real estate agent’s
iImmediate network.

50 @ Homelight



Pinterest, like
Facebook, has a huge
user base with 110
million active people
browsing the site per
month.

28% of Pinterest users
are 30-49 years old, so
the platform gefts @
good chunk of eyes
from your target age
range.

With the average user
spending 98 minutes on

the platform per month,

placing a “billboard”
on the site is a good
time investment.

Speaking of which, you
should throw @
“billboard” up on
YouTube, too.

Home Reno Before..

Insider Real Estate.. m



https://www.pinterest.com/pin/387661480405710499/

Over 1 billion people use
Youlube, there are more
people in your target
demographic who watch
YouTube videos than any
cable TV network.

That's a pretty big deal.

Bill Gassett, the #3 real estate agent in all of
Hopkinton, Massachusetts and owner of
Maximum Redl Estate Exposure, points out:

“The nice thing about YouTube is... if you
optimize it well and somebody searches by

address it will almost always appear in the
first page of Google.”

If a buyer Googles your home address, a video
of the property on YouTube will show up in the
search results, and they can take an immediate
virtual tour of the place.

Google acts as an online resume where you
can present your home across mulfiple
channels.
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Get Your

Home in Front
of Potential
Buyers with

Facebook
AdS




Let’s start with the Facebook ad campaign first
as that platform has the largest potential
audience and the best targeting capabilities.

You and your real estate agent need to make
sure you are taking full advantage of
Facebook’s features.



Here's how to use Facebook ads for real estate:

1. Have your real estate agent go to their
business page and ads manager. Then, click
‘create an ad.”

2. Set your "Marketing Objective” as local
awareness so that your home reaches
people in the area looking to move.

What's your marketing objective?

Auction Reach and Frequency
Awareness Consideration Conversion
Brand awareness Traffic Conversions
Q Local awareness Engagement Product catalog sales
Reach App installs Store visits

Video views

Lead generation

Local awareness

Promote your business to people who are nearby.

Campaign Name Home for Sale: Your Address

Campaign Spend Limit Set a Limit (optional)



3. You can set the radius as far as 50 miles, and
you should target people 32 and above,
since NAR says the median age for new
home buyers is 32 and the median age for
repeat buyers is 52.

Page
Choose the Facebook Page you want to promote.

Facebook Page © | your real estate agent's business page vH + |

Audience
Define who you want to see your ads. Learn more.

Your Address Q |a‘ Radius ’ 20 miles v

Ageo] 28 v I-l 65+ v ‘

Gender O “Men Women l

FYI: Promote your agent’s Facebook business page.

56 %\ HomelLight



4. Select how you want your ad to look.

We recommend the photo carousel format
so that you can put all of the listing photos
for buyers to scroll through right in the ad.

Instagram Account

@ homelight.inc =

Connect your Instagram accounts in Business Manager.

Text

Home for Sale: Your Address, List Price

Destination

Page (HomeLight)
« Website URL

Cards

v Automatically show the best performing cards first

v Add a card at the end with your Page profile picture

1 2 3 +

Remove
* Image Video / Slideshow

Image

Select Image

IMAGE SPECIFICATIONS
+ Recommended image size: 1080 x 1080 pixels
+ Recommended image ratio: 1:1

+ To maximize ad delivery, use an image that
contains little or no overlaid text. Learn more.

For questions and more information, see the Facebook Ad
Guidelines.

Headline 31
Gorgeous [Your City] Home For Sale!
Destination URL 899

Your real estate agent's website

57

Ad Preview 10of 1 Ad
Desktop News Feed w 1of4 >
HomeLight
Sponsored * @

Home for Sale: Your Address, List Price

HomeLight HomeLight

Get Directions

ifr Like @ Comment > Share < Buffer

Title the ad:

“Home for Sale:
(Your Address)”

@ HomelLight



6. Start uploading those listing photos!

Instagram Account

e homelight.inc #

Connect your Instagram accounts in Business Manager.

Text

Home for Sale: Your Address, List Price

Destination ©

Page (HomeLight)
¢ Website URL

Cards

v Automatically show the best performing cards first ©

v Add a card at the end with your Page profile picture

1 2 3 4 +

Remove

* Image Video / Slideshow

Image ©

Change Image Crop Image

backyard:pool.jpeg — 541 x 733

For questions and more information, see the Facebook Ad
Guidelines.

Headline © 40

Gorgeous [Your City] Home For Sale!

Destination URL © 999

Your real estate agent's website

58

Ad Preview 10of1Ad

Desktop News Feed 1of4

HomeLight
Sponsored * @

Home for Sale: Your Address, List Price

>

2t Directions e Get Directions HomeLight
ifs Like ™ Comment # Share = Buffer

Pro Tip: Hire a
Professional Real

Estate Photographer
for the Best Results!

%\ HomelLight




Use Pinterest
to Give Virtual
Home Tours

@ HomelLight



Pinterest is a different platform style than
Facebook--and it’'s a positive difference for you.
On Facebook you post an arficle, a photo, or a
status, and it goes out to all of your friends
once.

Then, after it sits on their “News Feed” for a few
days (the place on the site where you scroll
through all new posts), you won't see likes or
commenis on your post anymore because it's
too old.

On Pinterest, the pictures you save (or, in
Pinterest lingo, the “pins” you “pin”) have a
much longer lifespan. Your “pins” show up in
search results, on your followers’ home pages,
and within relevant categories.

A “pin” from two or three years ago could pop
up while you're browsing because it has had so
many likes, “re-pins” (where someone saved the
pin to their page), or because it's relevant to
things you've liked in the past.

i


https://www.facebook.com/help/327131014036297/

The "billboard” strategy you need Facebook
ads for just happens naturally on Pinterest.

That's why we're going to feach you how to
build your listing into a Pinterest board and add
words with “*hashtags” so that pictures of your
home pop up when people search for homes
for sale in your area or while they browse
around the site.

You can also choose to do Pinterest ads (their
ads go by "Promoted Pins,”) if you want to
absolutely make sure your Pins reach the right
demographic--but why pay for pins you can
create for free yourselfe

We've created an example home listing on our
own Pinterest board so that you can visualize
the process and see how we put our board
together.

The kitchen is updated n
with top of the fine The master bedroom is

appliances and... La;ge er&ough for a king
This 1907 house has a The living room has anda...

Wialkscore of 96, and built in shelves, crown
it's just around... molding, and a...

. #\ HomelLight



https://www.pinterest.com/homelightapp/home-for-sale-number-street-name-city-state/
https://www.pinterest.com/homelightapp/home-for-sale-number-street-name-city-state/

Here's how to get started:

1. First, you'll need to make sure that your
real estate agent has a Pinterest account.

Though you could post your listing on your
own Pinterest, your real estate agent has
a network of other agents to whom they
can send your listing.

Pinterest
Log in to see more

K] Continue with Facebook

Log in with Google

Password

Log in

Forgot your password?
Are you a business? Get started here

Meed an account? Sign Up

ight
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https://www.nar.realtor/field-guides/field-guide-to-pinterest-for-realtors

Search

2. Every folder of
pictures and ideas
(“pins”) you create
ONn your own
Pinterest account is
called a “board.”

Click on the circle
icon of your profile
picture in the upper
right hand corner
and click “My Profile
INn the dropdown
menu.

63

N
My profile

settings

Billing

Ads support

Help

Logout

% Homelight



3. Click the red
plus sign to

“Create Board.”

4. Title your board:
"Home for Sale: (Your Address).”

Create board

Name Home for Sale: Number, Street Name, City, State
secret No
Learn mora




Search @

AS Yyou create your board, make sure to save
itin the "*home decor” category.

Under board description, take a short
summary from your listing blurb and copy
and paste it in.

Edit your board Home for Sale: Number, Street Name, Cit...

Name Home for Sale: Number, Street Name, City, State

Description This 1907 house has a Walkscore of 96, and it's just around the
bleck from a Michelin star restaurant, popular bars, and the
neighborhood's main drag of boutiques and eateries. The area
is extremely walkable with many activities and animal-walking
friendly streets. Listed at [Your List Price] #homes #forsale
#yourstate #yourcity #realestate

Category Home decor s

Cover Change
Secret No
Learn more

Collaborators MName or email
Learn more

A HomeLight
&)’ You created this board

Delete board

="
y o “.s\ "B g e 1 i
PN HomelLiaht
s’ .. N | 1IHTIT LU L
1&5;‘&«,5-;9 —



Need an example?

This 1907 house has a Walk Score of 26, and it's
just around the block from a Michelin star
restaurant, popular bars, and the
neighborhood's main drag of boutiques and
eateries.

The area is extremely walkable with many
activities and animal-walking friendly streets.

Listed at [Your List Price] #homes #forsale
#[yourcity] #[yourstate] #realestate

Nofice those words in bold<¢
Those are the "*hashtags.”

Hashtags are words that tell people what your
photo or Pinterest board is about. They are short
and sweet and are designed to place your pin
info a category.

Think of them like color-coded file folders. These
relevant hashtags like your city name, “real
estate,” your state, *homes” and "for sale” will
make your Pins more likely show up in search
and browsing results.
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®

6.

67

(L Search

Now you're going to
“save” your first
Hpin!H

To make the “Save
Pin” button appeadar,
search for anything
within Pinterest and
pin it to your new
"Home for Sale”
board.

Don’t worry, you'll
delete this “test pin”
later.

Learn mogeat homelight.com

Follow these 10 easy

steps to boost your

curb appeal.

N

HomelLight



/. All of your listing photos should be up on your
real estate agent’s website.

Go to the website and find your property.

Copy the listing URL.

- Z 1 | O https://www.youragentswebsite.com/fyour-homes-listing-information

8. Then, go back into your new Pinterest board.

Click the “save pin” button and then “save
from the web.”

/

ol

Save from

The web Your device



i . I
@ SEedarcn ‘ﬁ.

9. Pinterest might prompt you at this point to
download the "Pin It" button.

Download it!

The button will pop up in your toolbar (the
top right hand corner of your internet
browser).

Next time you go to your Realtor’s website to
save a listing photo, just hit that button and
all of the pictures should pop up to save.

?

Q
)
]}

THE NEW YORKER

NONVEMBER 10, 2014

WHEN FISH SHOUT

BY EMILY ANTHES

Pick a board

In 1909, a French doctor named Etienne
Lombard discovered something that most
people intuitively know: humans raise
their voices in noisy environments.
Lombard first observed the effect—which
came to be named for him—at the
Habpital Lariboisiére, in Paris, where he
noted that his patients spoke more loudly
when he filled their ears with the hiss or
crackle of a “deaf-making apparatus.” The
patients seemed to adjust the volume of
their speech reflexively, and Lombard
suggested that the phenomenon could be
used to identify malingerers—those who
were faking their hearing loss in order to
collect workers’ compensation.

Lo 2 HomelLight


https://about.pinterest.com/en/browser-button

o e 7

10.Now'’s the fime to create the pin!

Choose board

i ’ Q
o,

M DLaIUS

Iy '
. buy a home.
R

' curb appeal.

- .
o~

Jols

WY design.

# The living room has built in
shelves, crown molding,

Under “Tell Us About This Pin,” you'll copy and
paste the part of the amazing listing blurb your
real estate agent wrote for you that references

that specific room.

v P T

¥ i, LAY,
- .
ke



® o - 2

For eXOmple, for # Edit 4 Send /' TredIt!  eee
our living room pin, v :
we puT:

“The living room
has built-in shelves,
crown molding, |
and a fireplace for \ |
toasty winter A g
evenings. o |
#livingroom
#brightlivingroom
#chiclivingroom
#trendy #homes
#forsale #[yourcity]
#[yourstate]

The hashtags help

your photo show B i
up in Pinterest

sedrc h resu HS @ You saved to Home for Sale: Number, Street Name, City,
when people ¥ P
search for those oreale tyourcity fyourstate

ferms.



i - N
“{ Search ' Ll E

Go through this process until you've created a
pin for every room/listing photo you have.

When all's said and done, your home's virtual
tour board should look something like this:

Home for Sale: Number, Street
Name, City, State
;::k:ov;riouse Ihas a Walkscore of 96, and it's @

just arot e block from a Michelin star
restaur: ular bars, and the

Check it out:

Home for Sale: An Example Pinterest Board for Your House
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Present a
Video
Walkthrough
of Your Home
With YouTube




Virtual fours on YouTube will actually show up
on Google when prospective buyers search for
your address.

Buyers don't even have to click through the real
estate agent’s website or go through Trulia or
Lillow. They Google your address, see the video
pop up in search results, and click play. It's as
easy as that--and they didn’t even have to get
up off the couch.

Bill Gassett gets a good response from buyers
who watch his listing video fours on the site.

“One of the things that | did a few years
ago was that | created...signs that say,
‘Google this address’ so when somebody’s
driving by, they see that and they say, ‘Oh
yeah, | can do that!” And they Google the
address.

What happens is: they'll see the video,
they'll see the website, and then they'll see
all the places that I've enhanced my
listing, like...Zilow, Trulia, Realtor.com. | just
know when they do that they're going to
get a great presentation.”
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https://www.youtube.com/user/metrowesthomes

Don't be overwhelmed frying to find @
professional videographer to come over and
take a video of your place. Bill uses a company
called "Real Estate Shows™ that combines your
listing photos with music and makes the still
Images feel like a live video.

Some Realtors might already work with a
professional videographer as part of their
marketing strategy and are prepared to work
with them.

Ask your agent what they prefer. If your real
estate agent is not planning on videoing your
place?¢ Opt for a software like iPhoto or iMovie
where you can plop your amazing listing photos
In, add a classical fune, and ship it to YouTube.

When Bill talks about “optimizing” the video on
YouTube, he's talking about a similar process to
what we did for Facebook and Pinterest.

The name of your video should be your address,
city and then “Real Estate and Homes for Sale.”
Then, your listing goes in the description with @
link to the listing on your real estate agent’s
website.


http://www.realestateshows.com/

Here’s how to upload your home’s

video walkthrough to YouTube:

1. Go to hitps://www.youtube.com/
and click the “Upload™ arrow

= Yol

& My channel

O Trending

@ Subscriptions
% History

© Watch Later

O Get YouTube Red

SUBSCRIPTIONS

n Popular on YouTube

© Browse channels

76

Search Q

Home  Trending  Subscriptions

Recommended

e B el
10 year old autistic girl Kaylee  Kyrie Irving Drops Stephen Top 10 Impossible Saves
Rodgers singing 'Hallelujah'... ~ Curry! Must see!! Wrzzer @
Maria Smith Nero Valcin 5272302 views * 1 month ago
263,426 views * 2 days ago 6,385,913 views + 5 months ago

Nerd Plays Basketball In The Best magic showintheworld  Kitten Academy Live Stream
HOOD! 2016 - best magic trick ever Kitten Academy

DC Heat FunUp VN 347 watching

13,591,412 views * 1 month ago 27,390,278 views + 9 months ago

I=»>

Upload



https://www.youtube.com/

-~ Youl[T)

2. Create a
YouTube
Channel

Search Q

Upload as...

By clicking "Create channe!”, you agree to YouTube's Terms of Service. Learn mare

Changes you make here may show up across Google services with content you
create and share, and to people you interact with. Learn more

Use a business or other name

CANCEL CREATE CHANNEL

3. Drag and drop your listing
video intfo YouTube

IMPORT VIDEOS

Import your videos from
Google Photos

Import

LIVE STREAMING

Select files to upload ik ysrshanndiand
stream live to your fans
Or drag and drop video files ((.)) 4
Get started
Public =
CREATE VIDEOS
Photo slideshow
@ Create
HELP AND SUGGESTIONS
. s Video editor
Want to upload videos longer than 15 minutes? Increase your limit
By submitting your videos to YouTube, you acknowledge that you agree to YouTube’s Terms of Service and Community Guidelines. Edit
Please be sure not to violate others' copyright or privacy rights. Learn more

Upload instructions | Troubleshooting

77

Mobile uploads
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= You ' Search Q 2

L3
D
)

4. Create your title and description

PROCESSING DONE | Publish

B ciick ‘Publish' to make your video live Draft saved.
Basic info Translations Advanced seftings
Video [Your Address] | [Your City] [Your State] Real Estate & Homes Public -
Upload status:
Upload complete! : i
LK This 1907 house has a Walkscore of 96, and it's just around the block Add a message to your video
Your video wil be live at from a Michelin star restaurant, popular bars, and the neighborhood's
main drag of boutiques and eateries. The area is extremely walkable = A
with many activities and animal-walking friendly streets. Listed at :
Video / Audio qualty: $|Your List rice | Aeostaeo v
Your videos will process
fagter if you encode into & + hdd to playlist

streamable file format. For
more information, visit our
Help Center.

#homes #forsale #your.. X

viEo THumaNaILs @

5. Voilal You're all set!

Quick heads up:
It may take a few days to show up in Google

search as it takes some time for them to find the
video and add it to their index.
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Work with Your
Realtor to Take
Advantage of this
New Technology

Conclusion




The process of searching for homes is so
different than it was ten years ago.

In 2016, 51% of people bought a home they
found online and now buyers even reach out to
listing agents directly after seeing a place they
ike on the internet.

As top 1% Atlanta real estate agent Mickey
Stieber puts it:

“Back in the old days [buyers] couldn’t find
out even who the listing agent was unless
they drove by a house and wrote down

the information. But now they can find out
iIn a second and immediately get in
touch.”

When prospective buyers swipe left and right
through homes on their iPhones or click through
listings online, you need to know how your
home stacks up against all of the other
comparable homes for sale in your
neighborhood.
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Walk Score and Soundscore can help you
Influence your listing and make it stronger with
actual data that proves your house is amazing.

Demographic data helps you understand who
you're marketing to, and Facebook, YouTube,
and Pinterest are new, creative, social, and
Inventive ways to reach them.

If my parents sold their little yellow house today,
| would hook them up with Facebook ads, a
Pinterest strategy, their Walk Score and
Soundscore, and data about GreatSchools in
the areaq.

We would sfill set fresh lemons in a bowl in the
kitchen, light candles and clean and stage the
home, but | would also help them create a
stfrong virtual presence for their house online.

Take these new tools to your real estate agent,
have a conversation about them, and give
modern real estate technology a try.

Your home is in for a whole new real estate
experience--and now you're ready for if.



Need a Good Redl
Estate Agent?

Homelight is passionate about making real
estate better.

That's why we've built the best new way to find
a real estate agent, and it works by matching
you with agents based on their actual skills and
experience.

Imagine interviewing someone for a job without
a resume; that's how most people find a real
estate agent. With over two million agents in our
database, we give you the resume’ of an agent
before you decide to work with them.

Buying or selling a home is often the largest
financial transaction of one’s life, so don’'t trust
that to just anyone.

Having the right agent (with the right resume)
can make a huge difference.

Give us a call:
(888) 998-1909

@ HomelLight



