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the NATIONAL ASSOCIATION OF REALTORS® (NAR) constantly communicates to consumers 
and the media about the importance of choosing to work with a real estate professional who 
has the ReALtOR® credential, because of their access to the unparalleled services available 
to members of the local, state and national ReALtOR® associations and the commitment 
of members to the code of ethics.  Your right to share in this goodwill is a part of your  
membership in the ReALtOR® organization. 

every day you do your part by using those resources to assure you have optimized your skills 
and knowledge to provide your best services to customers and clients.  You should take  
advantage of that goodwill by showing your value to your clients by promoting yourself as a 
ReALtOR® every day.  

because of the NAtiONAL AssOciAtiON Of ReALtORs® outreach and your efforts, home buyers 
and sellers know there is a difference between a real estate professional who is a ReALtOR® 
and a real estate professional who has not earned the right to carry that name.  they recognize 
you as a trusted professional, respected in the industry and in your community.  As a result, 
when it comes time to buy and sell their properties, consumers turn to you. 

Your online presence and the effective use of social media is paramount to your success in the 
real estate business.  this guide has two purposes - to help you take your business to a new 
level through the use of facebook and to put into context your responsibilities and duties as 
a member of NAR when using social media.  strategic use of social media will enhance your 
reputation for quality and standards of excellence in all real estate-related pursuits.  exactly 
the qualities you want in your business and the ones expected of a ReALtOR®. 

Use this guide to not only build your knowledge, but to create a facebook presence that is 
productive for your business and aligns with the high standards for ReALtORs® designated by 
the code of ethics.  make notes along the way to help you put into action what you learn! don’t 
let this guide be another book on the shelf – implement one thing at a time, then return and 
choose another. 

You will learn how to create a facebook presence ethically and responsibly, plus how to use the 
power of a facebook business “Page” to create a place where clients and prospects can find 
out how you do business and read the content you share.  become a trusted advisor and they 
will want to do business with you. 
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facebook is described as “a social utility that helps people communicate/interact 
more efficiently with their friends, family and coworkers”1.  members “friend”, or 
connect with, people they know on this media to share status updates about their lives, 
share photos, exchange messages, and more.  to date, facebook has more than 800 
million active users who share more than 30 billion bits of content via Web links, news 
stories, blog posts, notes, photo albums, etc. each month.  the average facebook user 
has 130 “friends” and is connected to 80 community pages, groups, and events. 

facebook also has become an invaluable tool for real estate professionals around the 
globe.  more than half of all ReALtORs® have their own presence on social media sites, 
such as those found on facebook.2

According to the 2012 REALTORS® Technology Survey, 89% of all ReALtORs® use 
social media in some way, and 80% use it for their real estate business.  the average 
ReALtOR® is comfortable using social media: 29% say they are comfortable with it and 
20% say they are extremely comfortable.  Only 11% of ReALtORs® overall do not use it.  
in addition, 77% of ReALtORs® use facebook for their real estate business and 41% 
use it for their business.3 One of the top ways ReALtORs® learn about technology and its 
applications in the real estate industry is from the National Association of ReALtORs®.

Real estate is a social business.  Your offline connections help create consistent referral 
business.  With some of your networking going online, sites like facebook will become an 
integral part of your everyday online marketing plan.  this guide illustrates how to use 
facebook as a fRee marketing tool to help connect with your client base, generate leads 
and most of all create connections by sharing content about your real estate business and  
yourself.  tools like facebook allow you to grow your sphere of influence and network with 
other professionals and cull for clients without a huge budget or tremendous marketing 
effort.

1http://newsroom.fb.com/Key-Facts

VIDEO TIP: You’ll find that a number of tips have a video icon next to them. You can 
find out more about these tips at http://Realtor.org/smRtips. these tips, presented by 
NAR’s social media experts Nobu hata and heather elias, both of whom have a combined 
20 plus years in the real estate technology and social space as practicing ReALtORs®.  
these videos are meant to provide you a general overview on how to use each facebook 
related tip.

Why FACEbOOk? 

32012 CRT REALTOR® Technology Survey.22012 NAR Member Profile
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DIFFERENCES bETWEEN A FACEbOOk PERSONAL  
“PROFILE” AND A buSINESS “PAgE”

A facebook “Profile” also known as your personal “timeline”, is the standard facebook 
experience, representing one person, his or her interests, and his or her connections with 
other facebook users.  A facebook “Page” on the other hand, may be used to brand a 
product or represent a company, real estate professional, community, or special interest 
group..  facebook offers many fRee ways to help a company interact with the users that 
choose to connect with or “Like” them. Put simply, profiles are for people, and pages are for 
businesses.”

Referrals generated by your “social network” of family, friends, and others you know are 
vital to your business.  this is where a business facebook “Page” comes into play. 

�PuTTINg IT INTO PRACTICE – Watch for these tips for suggestions of ways to execute
an action step. 

EASy ACTION STEPS: follow these easy action steps to utilize/leverage the free 
facebook technology.

LOOk FOR ThE 
LINk ICON

this symbol will alert 
you to when we’ve 
included a helpful 
web link to follow
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hOW TO gET STARTED 

1.  the first step is to create a personal account on facebook.  Visit facebook at 
www.facebook.com and sign up for an account.  

2.  create a personal “Profile.”  

NOTE: facebook features a built in security check to validate that a user is a 
“human” to avoid applications from creating profiles to generate spam.

3.  check your e-mail to confirm your account.  Once you click on the link located within the 
message you’ll be on your way!

it is always a good idea to spend some time reading the “help” section located at:  
http://www.facebook.com/help.  many of your questions can be answered here.  the help 
section has an extensive overview of account and privacy settings, plus gives you direct 
links to features in the program. 

NOTE: You may only have one personal “Profile”.

CREATINg yOuR PERSONAL “TIMELINE” 
in October 2011, facebook launched the new profile page named the “timeline”. in 2012 
all “Profile” pages were transitioned to the “timeline” layout. All references in this guide 
will be for the “timeline” profile. 

As a member of the NAtiONAL AssOciAtiON Of ReALtORs® you understand the 
importance of your reputation and integrity involved in your profession.  Your online 
reputation begins with a good profile and a great profile picture. 

before you begin, think about how you want to use your personal profile on facebook.  Will 
you use it to connect with clients and prospects or just friends and family?  establishing a 
personal account will allow you to become familiar with how people connect on facebook 
and how to potentially connect in a less formal and more interactive fashion with clients, 
prospects, and your sphere of influence.  

�PuTTINg IT INTO PRACTICE – to truly maximize your facebook presence, create both a 
personal “Profile” and a professional business “Page”. 
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“PhOTOS” 
Your avatar and cover photos are a very important part of your personal profile. facebook is 
a casual media, so it is not expected that a user’s photograph be a professional headshot. 
Your avatar should be a picture of you and will not only appear as the inset photo on your 
profile, but also next to any interaction that you have elsewhere on facebook. Your cover 
photo should be 851px x 315px and should be a “story” of who you are or represent. this 
should not include any links or calls to action, per facebook.

create or update your facebook “Profile” by clicking “Update info” located under your cover 
Photo while viewing your “timeline”. (if you click on your name in the upper, right corner 
you will be viewing your wall.) 

“bASIC INFORMATION”
You will see various boxes with information you can add to make your profile more 
complete and tell a little bit about yourself. complete the “basic information” box, but 
feel free to hide your birth year and your birth date.  think of the “About You” section as 
your mission statement, but as with most social networks, consider brevity to be your 
friend.  this is a great place to present your “elevator speech”, a ten second all-about-
you description you would share during an interview.  

some of the categories are fun to fill out, and a profile that is complete seems friendlier.  
fields under the “education and Work” tab may be filled in using the “auto-complete” 
feature.  the “auto-complete” feature can also help you search for people you might 
know.  Add committees and boards upon which you serve on or work.  this allows others 
who are on facebook to find you. 

the most important field to populate is the “contact info”.  Add your phone number, 
business address, e-mail, Web site address, and other information to maximize this tab. 

NOTE:  Read the privacy options before posting your phone number if you are 
concerned about who might be able to find your number on facebook.  Also, 
don’t forget your brokerage information according to the code of ethics and 
your office policy.

When you start connecting with people on facebook, be patient because they might not 
reach out right away.  however, be sure your contact information , including your phone 
numbers, address, e-mail address, Web site address and links to your facebook business 
“Page” (if such a page has been created) is ready for when they do reach out to you! 

“ACCOuNT”
to edit your account, select “Account” tab and then “Account settings” from the drop 
down menu that appears next to the “home” button in the upper, right corner of your 
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profile.  Account settings are divided into sections: “general”, “security”, “Privacy”, 
“timeline” and “tagging”, “blocking”, “Notifications”, “mobile”, “followers”, “Apps”, 
“Ads”, “Payments”, “gifts”.

the most important item to include here is your name, which will appear to others viewing 
your “Profile Page” and “Username”, and which transposes into your own facebook 
“vanity” “URL”.  Add your nickname or some other identifiers so that your profile is easier 
to search by “friends”.  if you have “branded” a moniker, include it under the “Alternate 
Name” field as another way your profile may be more easily searched.  

Your “Username” is the vehicle for establishing a vanity “URL” for your facebook profile.  
You can establish your username under “Account” setting.  facebook will generate a 
number of shortened versions of your “Name” for you to utilize as your username if your 
full name is already taken.  You may utilize one of these names or search and identify 
your own.  After setting it up, you will be able to directly navigate to your profile by typing 
facebook.com/ [your username here].  

NOTE:  You can change the e-mail address attached to your account and 
password under the “settings” tab. 

“NETWORk”
the “Network” feature under the “general” tab  is used to build your connections.  
Add your high school, college, and business experience here.  some early preliminary 
matches for potential “friends” will be found this way.  Once populated, the “Networks” 
function will network for you identifying “People You may Know” on the right column of 
your facebook home page! 

“NOTIFICATIONS”
Use the “Notifications” tab to change how facebook notifies you about changes to your 
page.  A very “active” facebook page tends to clog up the facebook account owners 
e-mail and text message inbox.  here you can shut out “notifiers” that might become too 
interruptive and simply visit facebook to receive updates.  there are certain “notifiers” 
that you will want to receive in your e-mail active, such as “notifiers” about: 

 •  private messages 
 •  posts on your wall
 •  when someone tags you in a photo, a video, a link, or a note

make sure you review and consider all of those options.

VIDEO TIP: how to change facebook Notifications. 
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“TIMELINE” 
“timeline” is the new facebook “Profile”, otherwise known as your “Wall”.  there are three 
basic components of your “timeline”: 

 • “cover”.  A large panoramic image that is the focal point of your “timeline”.

 •  “Apps”.  facebook “Applications” that you interact with are rolled up and 
displayed on your “timeline”. A great example of this would be spotify, a music app.

 •  “stories”.  stories are organized in reverse chronological order, your “timeline” 
displays all of your status updates, photos, videos, questions, and walls posts.

Users have complete flexibility over what content is displayed in their “timelines”.    
Users can remove, add, feature and change the privacy settings for any piece of content 
on their “timeline”.

“FOLLOWERS” 
if you choose to allow it, facebook offers subscriptions to your news updates to people by 
subscribing to you. this allows people that you may not want to add as a “friend” to see your 
updates in their “Newsfeed”. You can set to allow subscribers under the “Account settings” 
and “subscribers” tab.

“TICkER”
the “ticker” is a real time feed of your “friends” activity on the right side of the facebook 
page.  this new feature allows you to jump into conversations with “friends” on your 
network as they are happening. facebook introduced this new feature because the “News 
feed” has a time lag; activity that is being displayed in the “ticker” is real-time.

“TRANSLATE”
facebook now makes it easier to work with international clients with facebook 
“translate”, which integrates bing’s translator technology with facebook.  facebook 
“Page” visitors can click the translate link next to “Posts” and “comments” written in a 
foreign language to translate the text without leaving facebook.

“PRIVACy SETTINgS”
facebook features “Privacy settings” to control which applications one is permitted to view 
and the information you share.  be aware that when facebook makes system-wide changes 
to privacy controls, your settings could revert back to the facebook “default” settings.  be 
sure to check your Facebook “Privacy Settings” on a regular basis to ensure you are 
comfortable with the information that is being shared with others on your “Profile”.

Access your privacy settings by selecting “Privacy settings” from the dropdown menu 
using the star icon in the upper right corner of your home screen. the privacy options 
then split into three parts: “Privacy”, “timeline”, “tagging”, and “blocking”. 
 

NOTE: You now have the option to designate privacy setting by “Post” by 
selecting the “Public” button next to the “Post” button. this allows you to 
specify what “Lists” or “friends” will see your “Post”.  
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hOW TO ChANgE yOuR “PRIVACy SETTINgS”
to change the setting, click on “Privacy,” and you can adjust permissions under “Who 
can see my stuff” and “Who can look me up.” Use the options on the right to decide what 
settings are most comfortable for you.

click on “timeline” and “tagging” on the left menu to adjust “Who can add things to 
my “timeline”?”, “Who can see things on my “timeline”?” and “how can i manage tags 
people add and tagging suggestions?”  Again, use the options on the right to decide the 
settings that are comfortable to you.

Use the menus under “blocking” to manage users, apps, and event invites that you have 
blocked from your profile.

WhAT TO ShARE ON PERSONAL “PROFILE”   
Once you set up your profile and decide who to “friend” share some of your own content. 
here are some ideas to consider:

 •  share what’s happening in your life.  share what you’re up to, places you go, and 
likes and dislikes.  All of these things can connect us with other people.

 •  share your photos.  People love these!  Personal or community photographs are a 
great way to connect with your friends and others.  When you are attending a local 
event take pictures and share your photos on facebook.  

 •  share interesting links or articles.  Remember, your facebook page is your personal 
profile.  While the page contents may be real estate related, it doesn’t necessarily 
have to.  think about the type of people you connect with.  What  
interests do they have?  share links your network might find valuable.

 •  ask questions.  Your connections born of your personal profile are your friends, and 
they have opinions.  Allow them to share by asking prompting questions. 

 •  acknowledge others.  has a friend done something great, written a quality article, 
received an award, or launched a new business?  share his or her success with 
your friends when it is relevant.  consider reaching out to those who comprise your 
sphere of influence by visiting their facebook profiles too and commenting on posts 
that appear on their wall.  

 •  disclose  your license.  do you have to disclose your status as a real estate 
licensee or a ReALtOR® on this page?  Are there other mandatory disclosures based 
upon license law, the code of ethics or any social media policies adopted by your 
brokerage?

 •  establish yourself as an expert.  establish yourself as a community, neighborhood, 
or  industry expert by posting engaging content on specific topics.  

NOTE:  engaging in conversation and interacting with “friends” and the 
content they post on facebook is key to staying relevant in this medium. this 
type of interaction will be a key part of generating fans and frequent visitors 
to your facebook business “Page”.  the NAtiONAL AssOciAtiON Of ReALtORs® 
Professional standards committee has made this a point of ethical conduct.  
ReALtORs® have a duty to the public and their customers and clients to present 
current and accurate information. 
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MAkINg CONNECTIONS 

You can search for friends that are using facebook by typing their name or email 
address into the search bar in the middle of the top toolbar. if you don’t see your friend 
right away, select, “View All Results” to see more.

You can also find friends or import your address book by selecting the friends icon in 
the upper left panel of your toolbar and selecting “find friends.” the icon looks like a 
silhouette of two heads.

facebook will periodically suggest “People you may Know” in the right, sidebar or under 
the “find friends” section. they will compare mutual friends and networks you belong to 
in order to make their suggestions.

When reaching out to make a connection with someone, be sure and send along a 
personal “message”, if they have that enabled, to remind them of how you know each 
other.   

�PuTTINg IT INTO PRACTICE – managing “friend” requests can seem stressful 
at times.  You might receive requests from individuals whom you do not choose 
to “friend” on facebook.  You can choose to decline the “friend” request.  the 
requesting party is NOt notified that a “friend Request” has been declined.  many 
real estate practitioners prefer to only “friend” people they have met in person.  if  
you do choose to separate your professional from your personal life, you can direct 
those in your professional life to your business “Page”.  Another option if you do 
choose to be “friends” with someone you do not want to share parts of your profile 
with is to specify what information certain individuals and/or groups can see on your 
home page. 
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MANAgE yOuR “FRIENDS” WITh LISTS: IMPROVED “FRIENDS” PAgE AND “SMART LISTS”
create lists on facebook to manage your “friends” in order to send particular messages 
to a particular group, or to monitor “friends” postings on the “News feed”. 

 •  “ Smart lists” - You’ll see “smart List” suggestions like “Work”, school”, “family”, 
city” that create themselves and stay up-to-date based on profile info your 
friends have in common with you.  these lists are created for you. 

 •  “ Close Friends and Acquaintances lists” - You can see your best friends’ photos 
and posts in one place, and see less from people you’re not as close to. this list 
you must create yourself.

 •  “ Restricted List”- You can add these folks (ie: your boss) to this list and they will 
only see your “Public” posts. You’ll still be friends on facebook so you can send them 
messages or “tag” them in a post if you want to connect to them from time to time. 

“friend Lists” are completely optional. if you don’t like lists, you don’t have to use them. 
Also, note any lists you have already created have not changed.

each of your “Lists” has its own “News feed”, where you can see just the photos, status 
updates and other posts from the people on the list. to view list “News feeds”, look for 
the “Lists” section on the left side of your homepage and click the list you want to see.
 

When you are on your “Profile”, you can view your contacts by clicking on the 
friends tab. here you can find your friends by a variety of searches, including 
by as “Name”, “interest”, and “school”. 

to separate friends into different groups, go to your “News feed” and select 
“friends”.

A complete summary of lists that you created appears. to create a new list, 
click “create a List”.  A popup menu will appear, requiring you to name the 
group and select which “friends” will be a part of it.  

to view the posts from a list, use the “Lists” feature that appears in the 
left rail of your home page. You will be able to keep track of all of the recent 
activity for that list group here. 

to manage your lists at any time you can use the “manage List “ feature to 
“edit List” or “choose update types”.
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“gROuPS”
Another way to manage and interact with “friends” is a facebook “group”.  this  
is a social gathering of people under an interest or like.  created and moderated by 
individuals on facebook, “groups” can be used as “Work groups” or simply to create a 
personal, social network outside the facebook expanse.  the main function of a “group” 
is to create a common chat room.  certain real estate firms create a “group” in which 
sales associates can interact.

individual real estate agents might create groups to connect with clients and/or family.  
One agent created a book club for sharing a book each month with friends, clients, and 
others.  Women’s council of ReALtORs® (WcR) has a facebook group where members 
easily share information among their WcR chapters.

to create a “group”, select “groups” from the left column on your facebook home page.  
click the “+create group” button. You will be prompted to: 

1.  name your “group”

2.  add members to the “group” 

3.  select the privacy level. 

�PuTTINg IT INTO PRACTICE – facebook is not only about posting personal updates, it 
is about prospecting!  staying in touch with your past clients and sphere is so easy 
with facebook.  if you already use a system to touch base with such individuals on a 
regular basis, consider adding facebook as a touch point.  it is still important to send 
personal notes and make phone calls, but also consider using facebook to “catch 
up”.  Visit others profiles and clients and read about what is going on in their lives in 
order to reconnect—make sure to comment on their “Walls”. 

“ChECkINg IN”
facebook mobile users can “check in” at businesses, parks, restaurants and more through 
the use of gPs technology.  When you “check in”, an update will be posted to your facebook 
“Wall”. Users can also add “Places” by “Post” while they are updating their “status” by 
entering a  city or location via the “status” box.  

You can now also write a recommendation for “Places” you visit like stores or restaurants 
by following these steps: 1. go to the “Place” page that you’d like to recommend. 2. find the 
“Recommendations”  box in the right column. 3. Write a recommendation in the open field, 
choose an audience to share your recommendation with, and click “Recommend”.

the places we visit demonstrate our connection to our community, and these connections 
can help us develop rapport with our friends.  consider the interests of your friends.  
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selective check-ins can generate conversation.  for instance, an active volunteer with the 
Red cross can, through facebook, connect with fellow volunteers.  A “check in” at the Red 
cross building could start a facebook conversation among those friends that volunteer.

to use this function: 

1.  access facebook from your mobile phone using the facebook App or by going 
to touch.facebook.com

2.  click on “check in”

3.  find your location

4.  enter a comment about your location to provide content and stir interest

5.  click on  “check in” again

�PuTTINg IT INTO PRACTICE – do not check others in to anywhere without permission.  
Just because you are comfortable with the check-in displaying on facebook does not 
mean others are comfortable with it. check your “Privacy settings” to set whether 
your friends are able to check you into places.

“ChAT”
conversations are key to establishing and enhancing relationships through facebook.   
conversations can develop live with facebook “chat”.  the chat function operates like 
any other instant messaging program.  the “chat” application is located in the sidebar 
in the lower right corner of any facebook “Profile” or “Page”. the “chat” feature was 
upgraded in september 2011 to allow the user to “chat” with multiple people and 
groups of “friends”.

Users can limit their availability to “chat” while online with certain lists if they do 
not wish to be  contacted via the “chat” feature by adjusting their settings using the 
snowflake feature in the side bar.  

the sidebar lets you quickly contact some of the “friends” you message most.  Just 
clicking on a “friends” name opens a “chat” window. if your “friend” isn’t available to 
“chat”, you can still send messages . 

A green circle indicates the person is online with “chat”.

A half-moon indicates the person hasn’t been online in at least 10 minutes

to enable or disable your chat, click on the settings wheel at the bottom and you will see 
the prompt to “go Online” or “go Offline”
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�PuTTINg IT INTO PRACTICE – the “sidebar” is sensitive to the amount of free space you 
have on your screen, so it only appears if there’s enough room for it. if you don’t see the 
“sidebar”, just click “chat” in the bottom right corner of your screen, which shows the 
same list of “friends” you would find in your “sidebar”.   
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uSE LINkS, PhOTOS, AND VIDEO  
TO kEEP CLIENTS COMINg bACk 

Adding photos and other items to break up the content on your facebook page will 
keep it fresh and will add visual interest.  information and postings that are carefully 
selected can cause others who visit your page to find it valuable.  

Photos will add interest and keep your content page timely and allow people to find value 
in the information and postings. 

NOTE:  Remember everything you post on facebook is “public”.  You may 
think something is fun or irreverent but remember to always present yourself 
in a professional manner. 

LINkS 
to add a link to a facebook “Page”, highlight the URL or web address of the site 
you want to add to your facebook page, then right- click and select “copy”. On your 
facebook “Wall”, where it says “What’s on your mind?” always post an introduction 
to what the link is about or regarding, then paste the link into the box provided.  After 
pasting the file link, facebook will populate the box with the title of the page or post 
you are sharing, an excerpt from the page, and a photo thumbnail when available. if 
more than one thumbnail image is available, choose the one that is most appropriate or 
compelling.  You can edit the title and excerpt by simply clicking on the text. select the 
privacy option for your post, and share the link by clicking “Post”.

�PuTTINg IT INTO PRACTICE – A great way to bring traffic and feedback to your Web 
site is to provide links to high quality content.  Let the author know that you’re 
posting their content where applicable to get even more traffic. 

VIDEO TIP: Adding a Link to a facebook “Profile” or “Page”.
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PhOTOgRAPhS 
You can add photos and videos to facebook. click “Add Photo/Video” from the main 
facebook homepage or from your “Wall”.  select the option to “Upload Photos.” Once 
a pop-up menu appears click on “select Photos” and navigate through the folders on 
your computer to locate your pictures.  Use the “control” key (cNtL) /Apple key or the 
“shift” key to select multiple photos (this will only work if all of the photos you want are 
listed one after the other) at once.  After making your selections click on “Open” and the 
photos will be uploaded to the site. 

You also can name and describe the “Photo Album” you have created.  After the pictures 
are uploaded write a description for each photo, and “tag” people.  You also can choose 
the album cover.  After modifying the album, make sure you “Publish” it so that it 
achieves maximum visibility.  if the album is not published, it will not appear on your 
“friends” or “fans” pages.   

You may also upload one picture at a time on your “Wall” by selecting “Wall” in the 
left column, then choosing “Photo” above the “What’s on your mind?” box.  You can 
also use this process to upload a link or a video. it is always a good idea to add a short 
introduction before your picture by adding some text in the “What’s on your mind?” box 
with your photo.

Ask permission before tagging people in photos taken in social settings, as some people 
are sensitive to sharing those types of photos. 

VIDEO TIP: how to Add Photos 

VIDEO AND “VIDEO CALLINg” 
to post a video to a facebook “Page”, click “Add Photo/Video” from the main facebook 
homepage or from your “Wall”.  similarly to adding a photo, you can select the option 
to “Upload a Video” from your computer hard drive” or “Use Webcam” to record a 
video using a Webcam.  to link a video from another Web site you’ll follow the same 
instructions to add a link by copying and pasting it into the “What’s on your mind” box.  
After doing so, provide a description of the link/video/picture.

in July, 2011, facebook launched video calling with skype.  facebook “Video calling” 
is integrated into the chat feature and allows you to connect face-to-face with your 
facebook “friends” on video.
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FACEbOOk buSINESS “PAgE” 

because facebook’s terms of service prevent business promotions on personal profiles, 
facebook business “Pages” are an excellent way for real estate professionals to have 
a true business presence on facebook, engage with the community and share valuable 
information.  facebook business “Pages” are viewable by anyone; they don’t have to be 
your personal friend.  Pages show up in facebook search results, in the facebook “Page 
directory”, and on the “Likes and interests” section of the pages “friends” profiles.  
“Pages” are also indexed and ranked in search engines.   

CREATINg A FACEbOOk buSINESS “PAgE”
to begin creating your business page go to: http://www.facebook.com/pages.  begin by 
selecting a category name from the six options provided: 

 •  Local business or Place

 •  company, Organization, or institution

 •  brand or Product 

 •  Artist, band, or institution 

 •  entertainment

 •  cause or community 

Next, accept the terms of agreement and your “Page” is created!  Now you are ready to 
personalize your page, upload you company logo or image, and edit your information.  be 
sure to include your state of licensure and license number, your brokerage name, and full 
contact information.  

�PuTTINg IT INTO PRACTICE – if you have decided to market your business through a 
facebook business “Page” rather than a personal “Profile”, facebook makes it easy.
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You now can share links and comments from your business “Page” with other facebook 
users.  to do so, navigate to your “Page” either from the “Pages” menu on the left side 
of your news feed, or by typing the name of your page in the search bar at the top. Tip: 
you can make the link to your “Page” a ‘Favorite’ on that left side menu by clicking on 
the pencil icon next to your page’s name and then clicking on “Add to Favorites”.

�PuTTINg IT INTO PRACTICE – taking on your page identity and interacting on popular 
local pages will help to market your business page.

CuSTOMIzINg yOuR “PAgE”
Your business “Page” looks similar to your personal “Profile” with a cover Photo, inset 
Photo, and About section. these can be customized by using the “Admin Panel” at the 
top of your “Page”.

the facebook “Page” “Admin Panel” shows you options for “edit Page”, “build 
Audience”, and “help”. You can also hide the “Admin Panel”. Users cannot see this, 
only the administrators of your “Page”. to edit or build your facebook “Page”, click on 
“Update info”. You will see 12 sections you can customize:

 •  “Your settings”

 •  “manage Permissions”

 •  “basic information ”

 •  “Profile Picture”

 •  “featured”

 •  “Resources”

 •  “Admin Roles”

 •  “Apps”

 •  “mobile”

 •  “insights”

 •  “help” 

 •  “deals”
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PERMISSIONS
Use the “manage Permissions” menu to restrict who can see your page.  this section 
covers who can view, post, and whether people can tag your photos.  While setting up 
your page select the check box for “Page Visibility”, “Only admins can see this page”.  
this change will allow you to update your “Page” without it being viewed by other 
facebook users.  You can uncheck this feature and “Publish” your “Page” once all 
changes and updates have been completed. 

the recommended settings for a real estate professional business facebook “Page” to 
encourage the engagement of the audience for “Posting Ability” is:  
     ›  users can write or post content on the “timeline”
     ›  users can add photos and video
     ›  show the box for recent posts by others

bASIC INFORMATION
Under the “basic information” tab, you may change the name and contact information 
on the page, post hours of availability, and include a short company description.  to 
maximize your presence on facebook, completely fill in this information to create a well-
established profile. You can set a map location, and share the year your business was 
founded. don’t forget to include the link to your website or blog.

WhAT MAkES A gOOD buSINESS “PAgE”?
A facebook business “Page” is an extension of your online marketing presence.  it is 
considered a channel or a “spoke” to connect people to your Web site presence.  As 
with any on-line marketing presence, consider your client first.  some real estate 
professionals mirror their personal Web site on their facebook business “Page”.  Others 
create multiple business “Pages” to represent each aspect of their business or for each 
listing.  What makes a good business “Page” on facebook? here are 5 things: 

1.  frequently updated content 

2.  posts that fosters interaction

3.  engaging content that gets people talking 

4.  content posted that leads traffic back to your “hub” (you “hub is your Web 
site or “home base” for your business)

5.  contact information that is easy-to-read and use
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bEST PRACTICE CASE STuDy  

dale chumbley is a second-generation ReALtOR® in Vancouver, Washington who 
has sold real estate since 1994.  dale uses his facebook page “365 things to do in 
Vancouver, WA” at https://www.facebook.com/WhyVancouverWA to enhance the content 
he posts on www.clarkcountyRealestateguide.com.  dale will start his marketing efforts 
with a post on his blog Web site about a place or event in his local community.  he 
then posts a link on his facebook “Page” to his blog post and writes a few interesting 
sentences to drive facebook visitors to his blog.  As of this writing, dale had over 15,000 
“Likes” on his facebook “Page”.

ThE gOOD: 
 •  dale posts content on his own Web site and uses facebook to drive traffic back to 

a page (his “hub”) he owns and controls.

 •  dale writes engaging content about his local community. 

 •  dale fosters interaction on his page through his use of discussions, photos, and 
videos. 

ThE bAD: 
 •  dale posts on his blog and facebook “Page” every day.  he is extremely focused 

and committed to developing regular content on a frequent, consistent basis.  
some real estate practitioners might find this schedule too time-consuming. 

dale says, “i recommend that agents stick with things that are natural and simple. 
don’t try it because you think it’s a “magic bullet”.  it involves work and time.  don’t 
create a “365 things” page.  Just create good, local content for your community.”

Your business “Page” does not necessarily have to be community focused.  it could be 
targeted toward your real estate niche such as short sales, luxury homes, or military 
personnel.  You could create pages for single listings or for community groups to which 
you belong to.  Your “Page” does not even have to relate to real estate to generate 
business results.  the key is to create a page that attracts, generates, and sustains 
good relationships—the key to success in real estate. 
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APPLICATIONS
it helps to be selective when adding applications to a facebook “Page”.  While there are 
many “apps” available to add to a facebook profile, resist temptation to add too many 
because “fans” may find that less is more.  

to decide which, if any application to include on your page, read each application 
description carefully.  Know exactly what each app does and its privacy settings.  it also 
helps to see how your contacts use the app before including it on your page.  but never 
fear you can remove an app as easily as you added it.

Applications actually can dramatically enhance your ability to manage facebook “Page” 
content and provide a compelling experience for visitors. 

they also can extend the functionality of your “Page”.  facebook automatically adds a 
few apps to your page such as “events”, “Photos”, “Links”, “Notes”, “Video”.

the “Apps” that your facebook business “Page” uses will be displayed under your 
“cover Photo”, so visitors to your “Page” will be able to see what “Apps” you are using.
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MAxIMIzINg ThE buSINESS “PAgE” 

DRIVE TRAFFIC TO yOuR “PAgE” AND DEVELOP yOuR “LIkES”
A billion of pieces of content (Web links, news stories, blog posts, notes, photo albums, 
etc.) are shared each month on the site.  Your facebook “Page” will compete for visitors 
so it will pay to be proactive in driving visitors to your page.  some suggestions for 
making your “Page” stand out are:

 •  create a customized URL 

 •  post engaging content

 •  create a “find Us on facebook” badge 

 •  add a “Like” button to your Web site

 •  use facebook advertising  

 •  promote your page everywhere 

CREATE A CuSTOMIzED uRL 
Visit www.facebook.com/username to brand your business “Page”.  A vanity URL will 
appear as www.facebook.com/YourbusinessPage.  Again, incorporate your brand, slogan, 
or Web domain name you want to use.

When choosing a vanity URL remember, first and foremost, use of the ReALtOR® mark 
can only be acceptable if it is authorized.  members or member boards of the NAtiONAL 
AssOciAtiON Of ReALtORs® are authorized to use the ReALtOR® marks only in 
connection with their real estate business.  individuals or entities that are not members 
of NAR are prohibited from using the ReALtOR® marks in a domain name or username, 
or elsewhere. 

even authorized uses of ReALtOR® marks in usernames of members are acceptable 
only (1) if used with the member’s name or firm name; and (2) if not used with 
descriptive words or phrases.  for example, a username may not include geographical 
term modifying the term ReALtOR®, such as “chicago-area ReALtOR®”, “Northwest 
ReALtOR®”, or “downtown ReALtOR®”, or descriptive terms that modify the ReALtOR® 
mark such as “Number One ReALtOR®”, “top ReALtOR®”, or “Your ReALtOR®.”  
however, geographic descriptions may be used in the usernames of state and local 
ReALtOR® associations.
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the same rules governing the use of the ReALtOR® marks elsewhere apply on the internet.  
in a domain, members are authorized to use the ReALtOR® marks only to indicate 
membership to NAR by using the marks with a member’s name or with the legal name of a 
member broker’s real estate business.

check with your local Association for more information on how to use the ReALtOR® mark. 

follow these steps to create a custom URL for your “Page”:  

1.  Visit http://www.facebook.com/username/

2.  select the “Page” you wish to edit from the drop down menu

3.  enter the desired username.  someone may have your desired username, if so, 
select another.

4.  click “check Availability”

5.  if the username is available, you will see a message, “several things for you to 
remember”:

        ›   You can’t change the username of [Your “Page” Name] once you set it.
        ›  You can’t transfer the ownership of a username to another party.
        ›  You can’t violate anyone else’s trademark rights.
        ›  if you are acquiring a username to sell it in the future (squatting),   
 you will lose it.
        ›  Usernames may be reclaimed for other unauthorized usages.
        ›  Are you sure you want to set Username as “Page’s” username

6.  Remember the Rules Regarding usage of the ReALtOR® mark 

7. click confirm

CREATE yOuR PAgE NAME
You can change the title of your business “Page” before you have 100 “Likes”. this is 
different than the “User Name” mentioned above. After you have 100 people “Like” your 
page, you have to submit a request to facebook if you would like to change the title of your 
page. 

�PuTTINg IT INTO PRACTICE – Realtor.com® social connection App for facebook can 
help you integrate facebook, into your overall marketing and prospecting plan. share 
real-time market data for your local community, highlight active inventory, create 
conversations and generate leads with multiple lead capture points throughout the 
application.  find out more at www.Realtor.com/engage 
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POST ENgAgINg CONTENT
Once a “Page” has been established, it is time to add content.  Quality content will entice 
users to your page and retain them.  before promoting your page, be certain that your 
content will get results.  Ask a few friends and family to review it.  Ask them to be your 
content “testers”.  the better our content, the more likely it will be read and shared.

Networking always has been essential in the real estate business.  Whether it takes place 
“off line” (face-to-face) or on line in a context like facebook, real estate professionals need 
to connect with prospects and clients so they will think of us when they think of real estate.  
the more we have in common with people, the more likely they are to do business with us.  
create a bond of trust between people.  Your social networking efforts will flourish if you 
just continue doing what you always have successfully done in person—connect with them 
through the use of well-chosen content. 

it is recommended to post a “status Update” using words, photos, video, and links  
at least from three to five times per week.  Not every post will garner attention, but 
consistency will help you: 
 •  find your voice 

 •  become a writer who gets results! 

�PuTTINg IT INTO PRACTICE – Keep posts short to ensure they will be read.  if a post is 
longer than two paragraphs, include a one sentence synopsis.  this will grab viewers’ 
attention long enough to either get them to read more, or at least absorb the key 
elements.

Rogers healy, a ReALtOR® in dallas, texas, has successfully integrated facebook into 
his business.  he often receives two or three contacts from each status update.  When 
asked what made his presence so successful, Rogers said, “i am not afraid to be myself.  
i am not corporate.  At first i was all work related and i started to notice my friends were 
dropping off.  in order to be successful, i needed to keep it balanced.  don’t lose sight 
that this is a social networking site and not a business site.  don’t be stale.  make it fun.”

RESOuRCES
the “Resources” tab provides tools to help page owners develop and build their pages 
along with access to the help center and best practices guide including one named 
“best practices guide to make your page engaging”. the “Resources” tab is found in the 
“manage” and “edit Pages” section. 
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Once you start posting content, whether it be “re-posts” or original content, make sure 
you are engaging your business page followers.  it is important to note that pictures 
always attract more viewings than paragraphs of text.  include photos whenever 
possible, and when people comment--respond!  Posting content that establishes you as 
an expert keeps you top of mind in clients minds.

�PuTTINg IT INTO PRACTICE – An example of effectively using photographs on a 
facebook business “Page” is to add photo albums of your local communities to 
showcase your knowledge of the local area. consider neighborhood photos, street 
scenes, local businesses, or whatever you see as you are out and about conducting  
your real estate business every day.  

WhAT AND hOW TO POST.
What do people want to read, see, and hear in your 

status updates?  A good mix is illustrated in the pie 
graph on the left.  

include content that is comprised of: 

    •     relationship marketing

    •    links to interesting information 

    •     links back to your Web site

    •     a bit of real estate

ENgAgE IN  
CONVERSATION 40%

gENERAL  
buSINESS  
TALk 20%

LINk TO OThER  
CONTENT 20%

ENgAgE IN  
CONVERSATION 
20%
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10 WAyS TO uSE CONTENT TO gET RESuLTS 6  
1.  share links to your blog posts with a short update to catch your reader’s attention 

and make them want to click to read more. select an interesting thumbnail image to 
catch their eye. 

2.  information/links to upcoming events or activities in your area.  this allows you to 
reference items in your community.  examples:  great hiking tips, upcoming festivals.  

3.  share news articles.  examples include: housing news, mortgage news, new rules 
and regulations.  sources can included, the Wall street Journal, your local newspaper,  
NAtiONAL AssOciAtiON of ReALtORs®, and your state and your local association.   
these organizations newsletters’ and Web sites are all great sources of content to 
share.

4.  community resources.  examples include: trash pickup day for christmas trees, new 
subdivision ground breaking, and the opening of a new building. 

5.  Quick market statistics with your commentary. 

6.  Ask Questions--they don’t always have to be real estate related.  example:  Where is 
the best restaurant to go to for Valentine’s day in mill Valley?

7.  Your local favorites:  Restaurants/parks/local businesses – include a link to their Web 
site and a description of why.  

8.  Anecdotal stories about what is happening in the market.  example: multiple 
offer stories, big sales, hot new listings (be aware of confidentiality and fiduciary 
responsibilities when posting). 

9.  Your listings.  Yes, your listings.  everyone says you can’t post them, but you can, 
you just don’t want it to be all that you post. tell a story about your listing.  People 
don’t want to know it is a 3 bedroom, 2 baths for $450,000.  share the story about 
your listing that makes it unique – someone famous used to live in it, its location is 
unique.  it was designed by a renowned architect; it has a unique kind of hardwood 
floors.  make it interesting. Please be sure to stay true to your mLs rules and regs.  
Once the house is sold, delete the listing from your page!

10.  Use your page to let clients know about events going on at your office, such as 
clinics, workshops, or other public events.  here is a great way to reach out to the 
people who follow your page and bring them into face-to-face contact. “friends” of 
your facebook “Page” can then see the events and RsVP, allowing you to get a better 
idea of how many people are going to show.

excellent content is all around you.  As you find items or news that interests you, save 
them in a notebook or an “evergreen” file so that you have ideas ready to share at a 

6NAR’s e-PRO® Certification: Day 1 content reprinted with permission of the NATIONAL ASSOCIATION OF 
REALTORS®.  Available at: www.epronar.com.
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moment’s notice.  Always read the “terms & conditions” of any site you might use as 
a source of content for your site.  You will want to be certain you understand the rules 
governing the use of that content which can range from you are free to use whatever 
to you cannot use anything without prior written approval, with several variations in 
between.  

One way to find content for your “Page” is through the ReALtOR® content Resource, 
found on www.houseLogic.com/members, an exclusive, free tool for members.  the more 
than 1300 (and growing) articles at the ReALtOR® content Resource, which come from 
NARs award-winning and comprehensive consumer Web site houseLogic, cover not only 
home buying and selling, but everything homeowners need to enhance, protect, and 
maintain their home.

the process for using this content is simple.  Access www.houseLogic.com/members, 
you’ll be prompted to choose the article or articles you want, select how you want to use 
them (such as in your blog or facebook page) and download them.  With seasonal home 
improvement, maintenance, insurance, tax, and finance content, you can not only create 
a year-long marketing campaign on your “Page”, you can also add the articles to your 
Web site and e-newsletter, or share them via facebook and twitter.

ReALtOR benefits® Program Partners, also offer valuable content that’s relevant to 
consumers and can further enhance your image as a go-to resource.  
Visit http://www.Realtor.org/realtor_benefits to learn more. 

Realtor.com® has a number of free social tools just for ReALtORs® including a goal 
setting tool that provides you a personalized business plan, an e-newsletter keeps your 
social connections up-to-date, ability to connect socially through your Profile on  
Realtor.com® and hypersocial tools, ability to chat with clients through mobile on a 
branded Realtor.com® mobile listing site, a Realtor.com® social connection App for 
facebook, ability to share your expertise with potential clients with your own “featured” 
blog, a free mobile Listing marketing Platform and more. these resources can all be 
found at www.Realtor.com/engage.

Regardless of where you choose to look for content, remember to ensure that it is legal.  
Add terms of use and other legal protections to your privacy statement on the facebook 
“Page”.  be sure you add a disclaimer to your “Page” noting that you do not assume 
responsibility for the accuracy of information posted by your visitors.  finally, as a 
member of the NAtiONAL AssOciAtiON Of ReALtORs®, remember that the code of ethics 
also applies on line. 
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As written in the preamble to the code of ethics, the Professional standards committee 
suggests that ReALtORs® can follow no safer guidance than that which has been 
handed down through the centuries and embodied in the “golden Rule”, “Whatsoever ye 
would that others should do to you, do ye even so to them.” 

CREATE A “FIND uS ON FACEbOOk” bADgE FOR yOuR WEb SITE
A facebook “badge” is an interactive “Widget” that you can customize and add to your 
Web pages, e-mails, or newsletters.  the facebook badge allows you to “share anywhere 
on the web”.  the “marketing” section of your facebook “Page” offers the option to make 
a “badge”, or visit www.facebook.com/badges.  You will need to be logged in to your 
“Personal Profile” to create a “badge” (as opposed to viewing facebook as a “Page”).  
You can review the “badge” overview on the “badges home” link. 

four types of “badges” are available: “Profile badges”, “Photo badges”, “Like badges”, 
and “Page badges”.  the Profile badge is used to promote one’s personal profile, more of 
a private facebook connection.  the “Photo badge” is used only if large amounts of  
pictures are posted on facebook.  the “Like badge” is also for promoting a personal 
page.  the “Page badge” is the one you will want to use to promote your business 
“Page”.

You can customize the “Page badge” in several ways.  to begin, select from the “Page 
badges” menu and select “edit this badge”.  select “vertical” layout for the best 
formatting and readability.  then, select, items “Name” and “Picture”.  select “fans” 
once your “Page” has more than 50 fans. 

finally, you will want to choose where to add the “badge”.  facebook provides 2 options 
the “blogger” option and the “typepad®” option which allow the badge to be easily 
added to a blog site.  the third option is an “Other” option which will pull up the code 
you need to add to your Web site in order to add the “badge”. 

ADD A “LIkE” buTTON TO yOuR WEb SITE
if you have a Web site, a blog, or a landing page, you can add, a “Like” button to it.  this 
may require the help of a web designer.  Place the “Like” button on the front pages of 
your site to generate “fans” for your business “Page”.  

�PuTTINg IT INTO PRACTICE – www.mashable.com currently uses the “Like badge” on 
their page with an active ticker of how many fans they have following them. 

VIDEO TIP: how to add a “Like” button
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DyNAMICS OF ThE “NEWS FEED” 
You can sort through stories on your “News feed” by using either the “top stories” or 
“most Recent” options above your “News feed” with the drop down arrow.

stories are displayed at the top of your “News feed”, then as you scroll down, you will 
see all of your most recent updates from your connections on facebook.  top stories or 
topics that you’ve missed while you were away are marked with an easy-to-spot blue 
corner. 

Users are able to quickly remove or feature content by selecting the drop down arrow on 
the top-right edge of a “Post”.  You can “Unsubscribe” from a particular “friends” posts 
or make the “Post” a “top story” using this feature.

One way to make sure you appear in your “Likers” “News feed” is by “subscribing” to 
your content.  When subscribing you can choose particular “friends” or “Pages” and 
“subscribe to see:

 •  “All updates”: everything your “friend” posts

 •  “most updates” the amount you’d normally see

 •  “important updates only” just highlights, like a new job or move

�PuTTINg IT INTO PRACTICE – Ask your “fans” to “subscribe” to your posts to assure 
they get all the information you have to offer. 

uSE FACEbOOk ADVERTISINg  
facebook gives users the ability to create targeted marketing advertisements that 
appear on other user’s News feeds.  Access this feature on your facebook page by 
selecting “edit Your Page and then the “Resources” link in the marketing section. 

One way to drive people to your “Page” is to buy advertising on facebook, using its 
“self-serve” system.  You can specifically target ads to various demographics, including 
country, state and city, gender, age, workplace, and much more.  Niche marketing like 
this is not necessarily illegal, but when undertaking it be certain you are conscious 
of fair housing concerns and don’t do anything which might express an illegal 
discriminatory preference.  A prospect who clicks on your ad will be taken directly to 
wherever you choose to direct that click. You can choose either your facebook “Page” 
or an external website. You could even direct the ad to a specific landing page on your 
website designed specifically for your facebook visitors.   

start by selecting a design, choose your target group and choose particular campaigns, 
pricing, and scheduling.  campaigns are defined by clicks or impressions.
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PROMOTE yOuR “PAgE” EVERyWhERE 
facebook is one of the many tools you will use to connect with clients and prospects. 
Remember to include your “vanity” URL (www.facebook.com/username) on all your 
“off-line” marketing, including all print materials, business cards, and your e-mail 
signature.

if you have a well-established contact database on a spreadsheet or an e-mail address 
book, then you can easily send a request to them to visit your “Page” and “Like” it.  
however, be aware that facebook does not differentiate between which e-mail addresses 
have facebook accounts and those who do not.  so, if your message is sent to a contact 
that is not on facebook, it could be considered “spam”.  Although “spam” e-mails are 
frowned upon, the amount of initial traffic the message will generate might be worth it. 

�PuTTINg IT INTO PRACTICE – gain referrals.  Although facebook is a social network, 
if someone in your network posts that he or she is looking for a new house, be sure to 
offer your services and/or your listings by obtaining and offering referrals.  send that 
person to your facebook “Page”. “fans” are now also able to recommend places they 
like, using the new “Recommendation” feature for “Places”.

for more social media tips, order the “social media for ReALtORs®:  101 dos and 
don’ts” product available at a greatly discounted member price from the www.Realtor.
org/store.  An entire section of the guide is dedicated to facebook dos and don’ts. 
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ANALyzINg RESuLTS WITh “INSIghTS”
facebook “insights” helps a user analyze interactions on the facebook business “Page”. 
“insights” can help you evaluate the effectiveness of the content on your “Page”.

the default insights page provides weekly metrics via three tabs, “Likes”, “Reach”, and 
“talking About this”.  these tabs each track a different metric and break down this way: 

 •  “ Likes” tab gives you insight into the demographics and location of “Likers” of 
the “Page”. 

 •  “ Check-Ins” tab allows you to track the number of people that have used the 
facebook check in feature to announce that they have visited your business. 

 •  “ Reach” tab looks similar to the “Likes” tab at the top but differs by providing 
insight into the demographics and location of people you reached.  “Reach” 
differs from “Likes” because it covers anyone who saw the “Page” content, even 
non-“Likers” of the “Page”

 •  “ Talking About This” tab provides data on who is talking about your “Page”. this 
includes the number of times people have posted links to your “Page” or have 
tagged your “Page” in a post they wrote. 

With each of the stats, page owners will see a percent change (positive or negative) 
from the previous week.  the percentage change is helpful to track “Page” growth and 
to make sure you are delivering the appropriate quantity and quality of content desired 
by your “Likers”.  if you consistently see a decline in these metrics, you should consider 
adjusting your content to encourage growth and engagement on your “Page”.

On the bottom of the default “insights” page, you will find “Page Posts” ranked by the 
order of engagement with data on:

 •  “Reach” – the total number of people who saw your posts
 •  “ Engaged users” – the total number of people who engaged with your content 

such as clicking on it from their newsfeed or leaving a comment
 •  “ Talking About This” – the number of people talking about your post by replying or 

sharing it with “friends”
 •  “ Virality”– a percentage calculation based on the number of people who replied 

or shared your post against the total reach

each of these data points can be expanded for more data.  Analyzing the success of 
different types of posts will help you deliver better content to increase engagement with 
fans of the “Page”.
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�PuTTINg IT INTO PRACTICE – You can now export your facebook “Page” updates to 
excel.  You can enable this feature through the “insights” tab. 

VIDEO TIP: Learn more about the power of “insights” and how to track the 
success of your “Page” 

FACEbOOk PITFALLS AND RISk ISSuES 
being hyper-connected, as through social media, has its pitfalls.  there might be serious 
privacy issues caused by on-line participation.  the open nature of communication on 
social networks can affect a real estate professional’s reputation and license.  Users 
must assure they are compliant with the code of ethics, their brokerage policy, and 
facebook rules and regulations.  

facebook is trying to balance a complex set of user needs and wants so that people will 
use facebook — and not other services — for all sorts of public and private sharing.  
One minute, the average user might want to share a status update with the world and 
the next minute, that person might want to share a set of baby pictures with just the 
family.

safety online and off is very important.  NAR offers a variety of resources to help 
ReALtORs® keep safety top of mind year round, including safety tips, a video, articles on 
client and agent safety, office safety forms, and more.  Visit www.Realtor.org/safety.
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uSE OF SOCIAL MEDIA IN ThE REAL ESTATE buSINESS
NAR has developed a template for its members with the purpose of providing brokers 
with a starting point that may be used when developing a social media policy for the 
broker’s own firm.  the template is on www.Realtor.org and is called “Use of social media 
in the Real estate business”.  the document lays out the issues that brokers will or may 
want to cover in a policy for the broker’s office or firm.  An office policy can provide the 
guidance that Agents may need in deciding what can and cannot be done online while 
managing key business risks including in blogs and other social media sites.  You can 
find the full template at: http://www.Realtor.org/letterlw.nsf/pages/0510rm_socialmedia

determine whether or not your brokerage has a social media policy and whether or not 
your usage of facebook fits within that policy.  every agent is responsible for assuring 
that the use of the internet generally, and a specific social media site such as facebook, 
is consistent with the policies of the agent’s brokerage, the code of ethics, local, state 
and federal laws and all applicable real estate license laws and regulations.  if you are 
a broker, consider developing a policy that outlines usage amongst your agents and 
how to stay legal, abide by the principles in NAR’s code of ethics and to manage the 
business risks that may be posed by use of social media. 

“ShARINg ON FACEbOOk”
Your name, profile picture, gender, and networks names are visible to everyone.  
Additional settings control what information is available to individuals searching for you 
on facebook.    

facebook’s recommended guidelines are quite open and default to sharing your status 
updates, photos and posts with everyone, not just people with whom you are connected.  
We highly recommend that you customize these settings to restrict access to your 
content based on your personal comfort level.  

facebook now allows you to control the privacy of each post you make. this includes 
“status updates”, “Photos” and information. do remember that people you share with 
can always share your information.
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You can control your default privacy settings to better protect your privacy.  Access your 
privacy settings using the drop down menu next to “home” in the upper, right corner. 
go to “Privacy settings”. We recommend that you utilize the “custom” setting and limit 
your visibility to using the “Lists” you’ve created. 

Ultimately you decide whether to loosen or tighten your privacy settings. 

NOTE:  even if your settings are “friends Only” if you “tag” someone in a photo 
for example the “friends” of the person tagged may now view and comment on 
your photos. 

�PuTTINg IT INTO PRACTICE – facebook allows you to change your “Privacy” 
settings on a per-post basis.  it is easier to be more restrictive, and then lessen 
privacy on specific posts you do not mind sharing to the world, rather than share 
everything. 

APPS
the “Apps Privacy” controls allow you to view and edit settings for the information 
shared with apps and Web sites connected through facebook.  You can remove unwanted 
apps here.  

�PuTTINg IT INTO PRACTICE – You may be surprised at what applications you have 
connected to your facebook account.  clean this out periodically.

Remember, while, facebook has privacy settings to control who can see what 
information you share,  YOU still have to filter what you say.  Anything you say online can 
be used against you.  

CODE OF EThICS 
standard of Practice 1-2 of the ReALtORs® code of ethics says, “the duties imposed by 
the code of ethics encompass all real estate-related activities and transactions that 
whether conducted in person, electronically, or through any other means.”  this means 
that your “ReALtOR® hat” is not off, even when you participate in social networking 
sites, such as with facebook.

Article 12 of the code is commonly referred to as the “true picture” article.  it says, 
“ReALtORs® shall be careful at all times to present a true picture in their advertising 
and representations to the public.  ReALtORs® shall also ensure that their professional 
status (e.g., broker, appraiser, property manager, etc.) or status as ReALtORs® is clearly 
identifiable in any such advertising.”
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Under Article 12, a ReALtOR® participating on facebook must: 

1.  have a complete profile with his or her name, status as ReALtOR®, and company 
information.  many states may require you include your real estate license number 
and/or your state of licensure.  

2.  ensure your Web site is current.  Any inaccurate or stale information should be 
removed or clarified.

Article 15 of the code says, “ReALtORs® shall not knowingly or recklessly make false 
or misleading statements about competitors, their businesses, or their business 
practices.”  the standards of Practice for this article were updated in 2010 to include 
statements made on the internet.  Also added was the obligation to remove false or 
misleading comments or make a clarifying statement.

Article 15 states: “ReALtORs® shall not knowingly or recklessly make false or misleading 
statements about competitors, their businesses, or their business practices.” 

As interpreted in sOP 15-2: “the obligation to refrain from making false or misleading 
statements about competitors’ businesses and competitors’ business practices 
includes the duty to not knowingly or recklessly repeat, retransmit, or republish false or 
misleading statements made by others.  this duty applies whether false or misleading 
statements are repeated in person, in writing, by technological means (e.g., the 
internet), or by any other means.”  in this way the ethical obligations of a ReALtOR® to 
avoid false or misleading statements may go beyond what the law might require.  

since there are hundreds of ways to market yourself using facebook, today’s agents 
should interpret the code to apply to all types of interaction the ReALtOR® may have on 
the web.  it remains the responsibility of the members to comply with the requirements 
not only of local, state and federal law but also the code of ethics of the NAtiONAL  
AssOciAtiON Of ReALtORs®.  

Also keep fair housing laws in mind when answering questions or providing updates 
on social networks.  Under the federal fair housing Act, it is illegal to discriminate in 
the sale, lease, or rental of housing on the basis of a person’s:  race, color, religion, sex, 
handicap, familial status (includes children under the age of 18 living with parents and 
legal guardians and pregnant women), and national origin.  the code of ethics adds 
sexual orientation as a protected class and state and local laws may add others classes 
that ReALtORs® should be familiar with in their local markets.

A seemingly innocent simple question such as “What is the neighborhood like?” could 
inadvertently be answered in a manner that could be interpreted as an attempt to 
“steer” the person and a result in a fair housing issue.  
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10 TIPS FOR OPTIMAL  
TIME MANAgEMENT  

facebook can be time-intensive because there is so much one can do with it.  however, 
there are many options to help you manage your involvement with this social network. 
follow these 10 tips for success: 

 •  Plan what you wish to accomplish on facebook.  

 •  Plan on posting regularly, perhaps once a day. 

 •  budget the amount of time you want to spend on facebook activities. 

 •  set aside time on an afternoon to review Web sites and blogs you enjoy so that you 
can find links to share.  

 •  You can use a program such as hootsuite (www.hootsuite.com). hootsuite allows 
you to plan posts for a later time.   

 •  Use facebook’s scheduling feature to set your updates to post at the times and 
days you want when only updating facebook. 

 •  stay within your scheduled time to work on facebook.  set a timer if you need to.  
You will also want to interact with your “friends” and stay abreast to what others 
are posting; one half hour per day is sufficient time to effectively participate on 
facebook.  

 •  engage with particular “Lists”, like your Locals, by selecting to view only their 
“News feed” when you have limited time.

 •  change your “chat” status to offline when you are busy to avoid unwanted chats.  

 •  Use mobile apps.  more and more we are finding ourselves able to view and post 
from our smart phones.  Visit the app store for your phone and download the 
facebook app or retrieve it from www.facebook.com/mobile. 
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bRINgINg IT ALL TOgEThER

many businesses and real estate professionals have found facebook to be a valuable 
addition to their web marketing strategy.  Why?  because facebook social networking 
can effectively connect you with potential clients at no cost and with minimal effort.  
buyers & sellers are interested in their own “micro-market”, where they live and work.  
You can provide them with valuable information they will not find anywhere else through 
your facebook presence. 

With facebook, you will have an opportunity to get to know potential clients in a very  
personal way, allowing you to survey your clientele and how they use your facebook 
“Page.”  facebook is of a viral nature.  What begins out as a simple post can result in 
lengthy conversation with dozens of comments, shared all over the internet.    

facebook should be just one part of your overall “online marketing” strategy.  the 
NAtiONAL AssOciAtiON Of ReALtORs® has created a guide on digital marketing to help 
you bring all aspects of your online marketing endeavors together into one plan. social 
media for ReALtORs®: digital marketing guide individually or as part of the social media 
for ReALtORs®: ViP combination 4 Pack including all 4 guides in the series at 
www.Realtor.org/store. 
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LEARNINg MORE AND CONNECTINg  

Are you interested in learning more about online marketing, and how to make the most 
of today’s technology?  We recommend you take NAR’s e-PRO® certification, raising the 
bar for ReALtORs® in social media and technology.  the evolved e-PRO® certification 
provides a roadmap to help you serve the hyper-connected consumers of today and 
tomorrow.  course topics for e-PRO®: day 1 (live or online) include the changing market, 
how to connect with consumers, the online conversation and reputation management.  
e-PRO®: day 2 (online only) provides hands-on discovery of business tech tools such as 
an e-strategy, mobile office, micro-blogging, rich media and NAR resources.

for more information, visit http://www.ePRONAR.com or email ePRO@ReALtORs.org.

this guide was originally created for ReALtORs® by Amy chorew, e-PRO® , 
www.Amychorew.com with assistance from ginger Wilcox, e-PRO®, www.gingerWilcox.com 
and is maintained by NAR social media experts Nobu hata and heather elias. 

INTERACT WITh NAR AND OThER REALTORS®

if you are looking to interact with other ReALtORs® in social media like the National 
Association of ReALtORs® “Page” on facebook (https://www.facebook.com/realtors), 
connect with National Association of ReALtORs®-Official group on Linked in or follow 
NAR on twitter @realtors. NAR has additional facebook and twitter accounts that you 
can choose to follow visit our social media page to find out more about the pages and 
twitter handles at http://www.realtor.org/topics/social-media.
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RESOuRCES

EDuCATION & TRAININg

Facebook help Center
http://www.facebook.com/help

NAR’s e-PRO® Certification

Website: http://www.ePRONAR.com 

email ePRO@ReALtORs.org

NAR Field guides: Field guide  
to Marketing with blogs
http://www.Realtor.org/field-guides

Field guide to Social Networking for REALTORS®

http://www.Realtor.org/field-guides

Social Media for REALTORS® Series:
http://www.Realtor.org/prodser.nsf/products/135-
71?Opendocument

CONTENT & PAgE DEVELOPMENT

REALTOR® Content Resource
www.houselogic.com/members

REALTOR.com® Social Tools
www.Realtor.com/engage

 

REPORTS

2013 Code of Ethics and Standards of Practice
http://www.Realtor.org/mempolweb.nsf/pages/code

2012 NAR Profile of home buyers and Sellers
http://www.Realtor.org/prodser.nsf/products/e186-
45-12?Opendocument

REALTOR bENEFITS® PARTNER OFFERS

http://www.Realtor.org/realtor_benefits

Facebook Marketing

badges 
http://www.facebook.com/badges/

social Plug ins 
http://developers.facebook.com/docs/plugins/

Advertising 
http://www.facebook.com/advertising/

Facebook Tools

hootsuite Platform
www.hootsuite.com

mobile tools
http://www.facebook.com/mobile/

SOCIAL MEDIA ExPERTS

Nobu hata and heather Elias
http://www.Realtor.org/topics/social-media

Amy Chorew
www.Amychorew.com

ginger Wilcox
www.gingerWilcox.com
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TOP 10 kEy WORDS TO  
NAVIgATINg FACEbOOk WITh EASE

1.  Tag – to specify another facebook user in a “Post”, video, or photo.  this is 
accomplished by putting the “@” sign in front of their name in a “Post”, or by 
designating the individual user in a photo using the “tag this Photo” function. 

2.  Profile – information that defines a personal account. Your “Profile” is how users 
you are friends with will view your facebook account. it is displayed in a “timeline” 
organization showing your photos, stories, and life events in chronological order. 

3.  Vanity uRL – An abbreviation of Uniform Resource Locator (URL).  it is the global 
address of a resource on the web and specifically in facebook.  Available for personal 
and business “Pages”.

4.  Like – According to facebook “is a way to give positive feedback or to connect with 
things you care about on facebook.”  Users can also connect to content and “Pages” 
through “Liking” the “Page”, this action then allows the user to be a “fan” of the 
“Page”.

5.  Friend – these are people in your network that you will communicate and share 
information with.  Users connect on facebook through “friendships”. 

6.  badge – collections of different types of information from your facebook account 
represented as a graphic “badge.”  facebook provides the ability to include as much 
of this information as you need and then give you the “html code” to paste on your 
Web site or blog.

7.  Ticker – Located on the right-hand side of your account, lets you see all your 
“friends’” activity in real-time.  “ticker” updates itself as stories happen. 

8.  Apps – end user programs that sit on top of the facebook software and add 
interactivity with the program.  “Apps” include games, social media plugins, 
calendars etc.

9.  Requests – Notifications to join groups, attend an event, etc.  Requests include all 
invitations to take some type of action. 

10.  News Feed – the stream of updates and information being shared by the people you 
are friends with and the pages that you have liked.  
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Social Media for REALTORS®: Facebook is part of the NAR Social Media for 
REALTORS® series, and is an easy-to-understand tool that will help real estate 
professionals like you take your business to the next level using the power of online 
social media tools, saving you time, money, and effort by getting started with key dos 
and don’ts.
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NAR’s e-PRO® ceRtificAtiON, RAisiNg the bAR 
fOR ReALtORs® thROUgh sOciAL mediA ANd 
ReAL estAte techNOLOgY.
NAR’s e-PRO® certification Program  provides a roadmap to help you serve 
hyper-connected consumers of today and tomorrow. course topics for day 1 (live or 
online) include the changing market, how to connect with consumers, the online 
conversation, and reputation management. day 2 (online only) provides hands-
on discovery of business tech tools such as e-strategy, mobile offices, micro- 
blogging, rich media, and NAR resources. 

for more information, visit http://www.ePRONAR.com or email ePRO@ReALtORs.org.


