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A large part of digital marketing is understanding where 
your target audience ‘hangs out’ online. When you know 
your target audience’s habits, you can position content in 
the places where you know it will be seen and then entice 
them back to your site. All the content you produce should 
be useful to your audience, inspire them, offer solutions to 
their problems or answer their questions. You need to think 
about the user journey – from the research stage right 
through to purchase.

User journeysUser journeys

We’ve taken some time to research the user journeys of 
home buyers in 2016. If you aren’t visibly producing great 
content in these spaces, you need to be.

Where you need to beWhere you need to be 



Real Estate Portals

Sites like Rightmove and Zoopla have revolutionised the 
industry and continue to provide enormous footfall for 
estate agents that list their properties on them. That being 
said, relying solely on these portals is lazy marketing and 
will prove to be costly in the long run. 

Be a pioneering real estate brand with a well-developed 
online marketing strategy, not one playing catch-up.

In 2016, Rightmove listed 973,951 properties, 
Zoopla listed 674,683, and OnTheMarket listed 

311,721.
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The key to search engine success is to think locally.
Of course, every estate agent would love to rank highly 
on Google for searches such as ‘Houses for sale in X’. 
However, the likelihood is that the top spaces will 
be dominated by the big real estate portals due to the 
strength of their sites. 

To make search engines work for your business, you need 
to focus on more specific searches that people make when 
researching a prospective area they might like to live in. 

Search Engines

For example:
‘What are the best schools in X?’
‘What is the nightlife like in X?’



By combining your local knowledge with search data available 
online, you can create content that answers these questions and 
simultaneously introduces your brand to potential home buyers. 
By being helpful, you can develop yourself as a local authority 
and a business that house hunters remember when they require 
an estate agent in the future. 

For those who don’t know, PPC is where you pay to have your 
website shown in the search results rather than them 
appearing organically. As we mentioned, broad search terms 
such as ‘Houses for sale in X’ will be dominated by the big boys 
on the organic listings, but there is no reason why you can’t 
appear for these terms using PPC. We’ve noticed that very few 
estate agents have embraced PPC yet, so there is a massive 
opportunity for you to steal a march over your competition here.

Consider PPC (Pay Per Click)Consider PPC (Pay Per Click)

69% 69% 
of house hunters begin their 
research with a local keyword phrase, 
such as ‘Wilmslow estate agent’.

Did you 
know?



Used well, social media platforms are fantastic for reaching 
out to home buyers. We’ve listed those that you need to 
incorporate into your digital marketing strategy.

Social Media

How other estate agents use social media How other estate agents use social media

Create boards that will inspire someone looking for home ideas 
or who wants to learn about a new area with boards such as 
‘Ideas for decorating your first home’ or ‘The best places to eat 
in…’.

PinterestPinterest



Create and share brilliant articles about your local area, or 
develop and share whitepapers or infographics on property 
price trends, and people will begin to follow and trust your 
brand.

FacebookFacebook

Use Twitter to share your new listings in real time and to 
deal with customer enquiries. It’s also useful for reacting 
to news regarding your local area, sharing your blogs and 
fostering relationships with journalists.

TwitterTwitter



Community videos – show off local parks, the Sunday market, 
or anything that gives viewers a taste of the life they could be 
living in your area.

Listing videos – Why not film videos that take people on a tour 
of the properties you are selling?

Testimonials – This is your chance to show satisfied customers 
waxing lyrical about how great your service is and how happy 
they are in their new home. 

How-to videos – One of the most searched-for terms on 
YouTube is ‘How to…’. Capitalise on this by creating videos 
such as ‘How to land your dream home’ or ‘How to spot an 
up-and-coming area’ to generate a stream of traffic that will 
visit your site for years to come.

Great IdeasGreat Ideas

Did you know that, with three billion searches per month, 
YouTube is the world’s second largest search engine?

YouTubeYouTube



Property Blogs and Forums
People tend to look to property blogs or forums for house 
buying information, so it makes perfect sense for your 
brand to be present and offering your expert advice. 

This tactic will:
• Increase brand awareness
• Drive relevant traffic to your site
• Provide backlinks, which are essential for SEO.

1. Draw up a list of respected property blogs with large 
social followings and get in touch with them. 
2. Offer to write articles and pitch them topics your team 
will write that you think will resonate with their readers.
3. Be sure to share your guest blog post on your social 
platforms.

Outreach: how to connect to your audienceOutreach: how to connect to your audience



Your website is how you stand out from your competition, 
so you need to get it right. Here are our top tips:

Think about your website

Marketing techniques you need to employMarketing techniques you need to employ

Your site needs to: 
• Be aesthetically pleasing
• Showcase your properties
• Be well structured for search engines
• Demonstrate your expert knowledge on property        

and the local area
• Portray your brand personality
• Be able to capture data for retargeting
• Have fresh, engaging content and no outdated listings
• Link to your well-oiled social channels
• Include a great ‘About Us’ section, with video content
• Include calls to action such as ‘Enquire Here’ buttons
• Track visitors to your site using analytics.



Creating content is essential. Digital marketing is about 
providing answers to the questions potential customers are 
asking as a means of introducing your service. 

Create content

The importance of content:

of homebuyers search online 

believe estate agents who create 
content are interested in building 
a good relationship with them

prefer learning about a company 
through content articles instead of ads

90% 90% 

70% 70% 

78% 78% 



The list of what you can do is endless and, if done well, 
will result in leads, sales and increased brand recognition.

Here are just a few ideas:
Downloadable local area guides e.g. ‘Best local parks in X’
Video content e.g. ‘How to get your dream home for less’
Blog articles e.g. ‘Tips on buying your first property’
Onsite widget e.g. ‘Real Estate Mortgage Calculator’



Become a local authority

The buyer guides, videos and articles you create should 
position your estate agency as a local authority. Make it 
your goal to be visible on search engines for any search 
terms relating to your catchment area, such as ‘Property 
price trends in X’ or ‘Great things to do with kids in X’. 

The result will be a constant stream of relevant traffic to 
your website made up of people researching what it’s like 
to live in your area. Perfect.

Create a regular newsletter

Include a newsletter sign-up function on your site and ask 
for people’s email addresses in return for downloading 
your bigger pieces of content for free (a bit like we did when 
you downloaded this guide).



It’s important to capture data to help you create a database 
you can send a regular newsletter to. This newsletter can 
showcase new properties or your best blog content.

The trick is to create non-salesy, interesting content people 
look forward to receiving. Done well, your newsletter will 
make people think of your brand as one they trust and 
would use when they are ready to look for a new property.

As mentioned earlier in this guide, social platforms 
are a fantastic way of brand-building.

Embrace social media



The correct social media strategy will:

Encourage trust in your brand

Increase visibility of the properties you are selling

Allow you to serve retargeting ads to people who have
visited your site

Enable you to seed your website content 
to a wider audience

Help you engage with potential customers 

Lead to PR opportunities



Hosting an event allows you to tick some pretty 
important boxes: you can introduce people to your brand, 
make personal connections, collect data from prospective 
home buyers and show off your local knowledge by sharing 
printed versions of the ‘local area’ blogs you’ve been 
creating.  All in all, hosting an event is a great way of 
increasing the likelihood of a home buyer using your 
agency.

Hold an event 

Like what you’ve read, but want more advice? You’ve 
come to the right place. At Peppermint Soda, we have a 
wealth of experience in delivering first-class PR and 
marketing campaigns for clients in the property sector.

If you want some advice on your marketing strategy or a 
friendly chat to see how we could help, get in touch.

Marketing techniques you need to employMarketing techniques you need to employ


