
Marketing and Social 
Media 101:

- Or –
“If I Can Do It – Anyone Can!”
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Overview

• Why its important to be active in social media?

• How to develop a strategy to define your brand?

• Twitter – Learn the basics and how to use it effectively

• LinkedIn – How to use it effectively

• AIC resources that can help

• Q & A



How Canadians  and the Real Estate 
Industry are Connecting Online 
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Canadians are connected like 

never before
• In 2012, 83% of Canadian households had access to the 

Internet at home, compared with 79% in 2010.

• Growth in laptop and wireless devices

Source: http://www.statcan.gc.ca/daily-quotidien/131126/cg-d001-eng.htm
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Canadians are on social media

Source: http://canadiansinternet.com/2015-canadian-social-media-usage-
statistics/ A January 2015 study conducted by Forum Research

(GenX, 45-54 years 

of age).

46% of those 

earning $100K-

$250K use 

LinkedIn.

http://canadiansinternet.com/2015-canadian-social-media-usage-statistics/
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LINKEDIN is key for B2B 

• Source: https://business.linkedin.com/content/dam/business/marketing-

solutions/global/en_US/campaigns/pdfs/soph-guide-refresh0827-eng-us.pdf

https://business.linkedin.com/content/dam/business/marketing-solutions/global/en_US/campaigns/pdfs/soph-guide-refresh0827-eng-us.pdf
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LINKEDIN is key for B2B 
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LINKEDIN is key for B2B 
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Real Estate Industry is Connected

*Real Estate Professional, Issue 1.03, 2015
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Real Estate Industry is 

Connected



Why bother? 

https://www.google.ca/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjwx5GU973MAhXEn4MKHQWnBtgQjRwIBw&url=https%3A%2F%2Finsidethemindofanaspie.wordpress.com%2F2013%2F05%2F25%2Faspie-evolution%2F&bvm=bv.121070826,d.amc&psig=AFQjCNHvx1P21JH_YNzVTFG7Nvg9TwimJw&ust=1462365700214832
https://www.google.ca/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjwx5GU973MAhXEn4MKHQWnBtgQjRwIBw&url=https%3A%2F%2Finsidethemindofanaspie.wordpress.com%2F2013%2F05%2F25%2Faspie-evolution%2F&bvm=bv.121070826,d.amc&psig=AFQjCNHvx1P21JH_YNzVTFG7Nvg9TwimJw&ust=1462365700214832
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Grow your business

• Your clients are expecting you to be on social media

• You don’t want to be behind your competitors

• You can facilitate people finding you online

• You can find people online
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Enhance relationships

• Your relationships can be enhanced, especially with 

newer generations

– Face-to-face is still important but online will complement this

• It is more convenient for you to obtain information about 

the industry, trends, business opportunities

• It helps to advance your image and the whole profession



3 Steps to Building YOUR Online 
Profile
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Step 1: What are YOUR 

Objectives?

• Take the time you need to determine your objectives with 

your online presence?

– To promote your services?

– To position yourself as a thought leader/knowledgeable in the 

industry?

– To build and maintain relationships with your clients and 

potential clients in a cost-effective way?

– Obtain “real time” information?

– To recruit or be recruited? 
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Step 2: What is YOUR identity 

or “brand”

• To be successful, you need to let your personality 

show. 

– What is that image you want to project? 
• Or…what image DON’T you want to project?

– What is your “unique selling opportunity” – What can you share 

or say that is unique in your space? Why would people want to 

connect with you?
• OR…what are your competitor’s saying or doing?

– How can I leverage/complement my company’s or professional 

association’s activities?
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Step 3: How can you “rise above 

the clutter”?

There is so much information…it is important to find your 

niche in an effective way that doesn’t take too much time. So 

consider:

• What existing resources can you leverage?
– Company info

– Influencer info

– AIC info

• What about using video, podcasts, photos, infographics?

• How can you add value to this information?
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Try it! Explore! Don’t be afraid!



Twitter
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Twitter: A network of concise 

public conversations

• A channel to monitor your industry in REAL time
• A way to share your expertise in a concise way
• One more way to reach your audience
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Getting Started: Set up a Twitter 

Account

Go to www.twitter.com

Enter your name, email address and select a 

password then click on Sign up for Twitter

On the next screen click on Sign Up

http://www.twitter.com/
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Twitter: Getting Started

• Identify your twitter handle -- @ XYZ

– Be sure it is short, memorable relevant to your brand!

– Take time to think about it!

– Determine if you want the name of your company (professional, 

generic) vs. personal approach (your name) vs. a position

– Examples:

@AIC_Canada

@AIC_CEO
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Customize your account
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Add a Photo & Header
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Add a bio

• Be sure to add a brief bio to establish your brand and 

personality

– 160 characters-- Every letter count.

– Use hashtags

• #appraiser ; #realestateexpert

• Your bio is critical for others to see if you are professional 

and relevant to them
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Tweet, Retweet or Quote



2

8

Follow Up on Stories
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Tips: How to get noticed

In General:

• Use popular # (current, trends in your market)

• Use their handle and hashtags in a meaningful way

• Use interesting/active words & catchy wording

• Monitor their tweets before going into a meeting 

• Photos get noticed

• Use evergreen content (relevant all the time…not time 

sensitive)

• Be timely – Twitter happens in minutes and hours, not 

days

• BE CAREFUL – Tweets are timeless and you have no 

control over where they go!
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Who to follow 

• Organizations in your profession (AIC, REIBC etc.)

• News organizations in your area/national

• Political (councilors, MP, MPP/MLA)

• RFP posts – @Merxnetworks, government sites

• Government agencies, regulators 

• Mortgage insurers

• Real estate boards

• Influential business organizations in your area (Chamber 

of Commerce)

• Others
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Is it working?



LinkedIn
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What is it?

• Corporate Facebook

• Business to business

• First place that business and recruiters will go

• Building your professional network

• Electronic resume

• Platform to establish your “voice”
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How to find your “voice”
1. Use this platform to demonstrate your expertise

2. Share information that helps your clients learn something 

new

• Your specific market

• A property type

• Trends

• Experiences 

• News affecting your industry

• Comment on what other influencers are talking about

• Share other influencers information

3. Headline is the most important part!

4. Reuse content from blog, website, LinkedIn. 

– Indicated where the initial content was first published

5. Experiment to see what is right for you!

• Topics, frequency, length 
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LinkedIn: 3 simple tips to get 

started

• Make appealing profile

• Grow your network and maintain connections

• Stay active: explore and engage

https://www.linkedin.com/profile/view?id=AAIAAAHhGxcBQ1x7Xd62oYOi94GX_RnqBW5X678&trk=nav_responsive_tab_profile_pic
https://www.linkedin.com/profile/view?id=AAIAAAHhGxcBQ1x7Xd62oYOi94GX_RnqBW5X678&trk=nav_responsive_tab_profile_pic
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Check your emails!
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Remember!
• Remember, everything you do can be seen by others in 

your network.

• Be careful of you follow! Check their profile before 

accepting

• Don’t lie…even just a little bit!

• Remember the “Golden Rules” 

– recommend before asking to be recommended

– Endorse before asking to be endorsed

• Use your photo…not your logo

• Use your full name – this is your resume

• Customize vs automate

– E.g. Send an invitation to connect with a personal message

• Check your spelling!
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A case study
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Place your article on your Website
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Leverage articles on Twitter
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Link to AIC’s group

• AIC’s company group

https://www.linkedin.com/company/9273573?trk=vsrp_companies_cluster_name&trkInfo=VSRPsearchId%3A315297511449757983886%2CVSRPtargetId%3A9273573%2CVSRPcmpt%3Acompanies_cluster
https://www.linkedin.com/company/9273573?trk=vsrp_companies_cluster_name&trkInfo=VSRPsearchId%3A315297511449757983886%2CVSRPtargetId%3A9273573%2CVSRPcmpt%3Acompanies_cluster
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AIC Group

https://www.linkedin.com/groups/2967439
https://www.linkedin.com/groups/2967439
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New - AIC Exchange
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AIC Exchange
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Members may use advertising media:

 in the solicitation of clients and business in a manner that does not 

offend the interests of the public and the profession

 to inform prospective clients and the public of the availability of their 

professional services; and, 

 to advise such parties as to the range, nature and cost of such 

professional services. 

Members must avoid advertising media which is:

 false, misleading, exaggerated, uses laudatory statements or 

superlatives (e.g., we are the best) to describe their services. 

CUSPAP Ethics Standard on 

Advertising 
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 AIC Members must identify their designation or Membership status 

(AACI, CRA or AIC Candidate Member) in any advertising media for 

professional services. 

 The name of the Institute or its designations may be used to refer to 

a Member’s affiliation with the Institute. 

 Candidates must identify themselves as AIC Candidate or 

Candidate Member of the Appraisal Institute of Canada (or AIC)

 and not promote their membership in a way that might be 

perceived as a designation 

 CRA (or AACI) Candidate or Candidate CRA (or AACI) are 

not permitted

CUSPAP Ethics Standard on 

Advertising 
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 Candidates must identify that they are working under the 

supervision of a Designated Member of the AIC and name the 

supervisor and their designation. 

 AIC Members may advertise jointly. 

 AIC Members can use the Institute’s logos, as determined by the 

Board of Directors. 

 Any matter related to misleading advertising that is brought to the 

attention of the Counsellor, Professional Practice can be 

investigated by the Counsellor without the registration of a formal 

complaint. 

CUSPAP Ethics Standard on 

Advertising 
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Top 8 things to remember!

• The internet is not anonymous…it will not forget

• Distinguish the line between work and personal

• Avoid all offensive material in your professional channels

• You are endorsing others when you share, retweet, post – be 

sure you have done your research!

• Don’t “sell” 

• Maintain others’ confidentiality (photos need permission, etc)

• Do not “return fire” online – take it offline if need be

• Be consistent and strategic
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Questions?


