A Twitter Guide for REALTORS®

[x] Chances are, by now you’ve heard of Twitter, even if you

haven’t the faintest idea of what it actually does. If
you're not familiar with Twitter, you may find that it
benefits you—and your real estate business—to take the time to
get to know the service.

Basic Tips to Get Started:

1. Choose a name with relevance to real estate.

This way you may gain followers you don’t even know, simply
from people who are searching for new people in the industry
to connect with. You might want to think about making a second
account with your name or something similar, if you want to be
on Twitter for personal use. (Although, knowing REALTORS®, you
probably won’'t be able to keep your real estate updates
separate from your personal account!)

2. Make sure you upload a personal photo. Much like when
listing a home, uploading a photo of yourself or an image of
your company’s logo to your Twitter account makes your page
more appealing.

3. Add location information and a bio. Write a short bio of
yourself and make sure you fill out the “location” field, to
let people know what you do and where you are.

3. Change your notification settings. To ensure you don’'t go
crazy from non-stop emails, make sure you go into the “Email
notifications” tab of the settings page and modify your
settings. If you’'re active on Twitter, you should start
receiving lots of new followers, and getting an email every
time a new person decides to follow you will simply overflow
your inbox. You may want to leave the “Direct Text Email” box
checked, to ensure that when someone sends you a direct
message, you're made aware of it.

4. Follow people! Start following people! Find other REALTORS®
or people in the industry, and begin to connect with them.
They may follow you back as a courtesy, which will enable you
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to better converse with them.

[x] What Should You Tweet About?

1. Open houses. This both serves to advertise your open houses
to potential buyers who are following you, but also just lets
people know that you'’re active in the market, so they know
they can come to you in the future if they need help.

2. Don’t be afraid to brag. Celebrate your sales! If people
see you having success, they’ll feel more comfortable coming
to you if they need someone to get things done for them in the
future. Just don’t brag too much, of course.

3. Market updates. Link to interesting news reports and
stories about what’s happening in the national and local
markets! People love using Twitter as a news source, and
posting information like this 1is a great way to gain
followers. It also boosts your image as a trusted source who
keeps up with current trends. (An important tool is Bit.ly,
which is a free service that allows you to shorten links to
fit into Twitter’s 140-character limit, as well as allowing
you to track how many people are clicking on your links.) If
you see someone you follow posting something interesting,
don’t be afraid to retweet them — they may even return the
favor in the future!

4. Converse! Ask people questions, answer questions asked of
you, and interact with your virtual neighbors. Twitter 1is
great for conversations, so don’t be afraid to get more
personable with your tweets.

5. Local events. As a REALTOR®, you’ll probably have a
majority of local followers. You don’t have to make everything
about real estate: You can update them on fun events happening
in the area, such as concerts, festivals, or farmers’ markets.

6. Use Foursquare. Foursquare is a service where people “check
in” to different locations. The person with the most check-ins
at a given location is the “mayor” of that location. Sometimes
businesses offer bonuses to the mayor (example: discounted
coffee to the mayor of a coffee shop), but even if there are


http://rmlscentral.com/wp-content/uploads/2013/03/RMLSonTwitterFull.jpg
http://bit.ly/
http://foursquare.com/

no real-world perks, it’s a great tool for meeting people in
the real world. It also has interesting real estate
opportunities. One example: If you become the mayor of a
location, visitors who check in will see your information
listed as the mayor, as well as a tip from you. As a tip, you
could provide links to some of your listings in the area, to
possibly attract people in the area who are looking for homes
and like the neighborhood!

As you’'re hopefully beginning to see, Twitter offers a lot of
exciting possibilities for REALTORS® to get more active in the
social media community, and is a vital resource for connecting
with other people in the industry, as well as potential
clients. Twitter is easy to use, and as long as you schedule
out a few set times a day to catch up on your tweets so it
doesn’t distract you from all your work (the same way you may
do with emails), it’s a very non-intrusive way to boost your
personal brand and hopefully bring in some new business!

And don’t forget to follow us @RMLSweb!


http://twitter.com/rmlsweb

