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Did You Know:
“You Can't Sell A Secret!”

And right now, you are one.



1]

JO DIGITAL

- 74
y
,"',,

|
“\

\

Your éoci\kal( Media Story
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What do you look for in an
agent?

If you were buying/renting or selling a home, what would you look for in an
agent?
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People choose People!

People do business with people they know, like and trust.
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Word Of Mouth Needs A Seed.

It only works once someone already knows you well enough to vouch for you.



Win Before The

The mandate is often won long before the homeowner decides to sell.
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You Are The Brand.

Agencies come and go. Your name is what makes the phone ring — and it's the one
thing that moves with you.
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Portfolio vs. Story

Let’s be honest, most agent feeds are 90% portfolio content
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Same House. Different \Words.

3-BearoomHouse-For-Sate—R2-895000
What Does R2.9 Million Buy You In Pretoria East?
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Buyers and sellers research the agent before they ever call one



So What's YOUR Story? .2
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5 Simple Pillars That Will Help You Answer That Question.
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Why did you go into real estate?

ORIGIN

| « Isitafamily business?

—

« Did a bad experience make you want to do it better for
Ll someone else?
| } « Did you change careers to follow your passion?
- >
- 4
(W This is the most authentic content you can post

— and most agents never do
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Pillar 2 - Expertise ot

What do you know that your client doesn’t?

What are the current market trends?
3 mistakes first-time buyers or sellers make
What do | do if | want to Buy/Rent/Sell?

This is education, not direct selling.
But it still shows you know your stuff.
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Pillar 3 - Process
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PROCESS

%

Buyers and sellers rarely see what agents

actually do

An infographic of the process you follow
A short video prepping for a day on the road
A sighed offer, and the story behind it

That makes your work visible —

and builds respect for what you do.
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Pillar 4 - People

I P;E I Clients. Community. Colleagues.

« Post a testimonial about a happy client (with permission)

« Shout out to a local business that helped a client — a
plumber, a mover, anyone

« Join us at a community event

Stories about others build trust faster

ILRALRL than stories about yourself.




Pillar 5 - Personality
.
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M. 1he human behind the listings.

« Make sure your face is on all your content
« Make short videos, not just photos

« Post arelevant joke once in a while

« Show you are a real person, not a logo

It's about being real, not perfect.
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Bonus: Own An Area o

her be THE agent for Moreleta Park than an

agent for Pretoria.

"What R2.5m buys you in Moreleta Park in 2026°
'3 reasons families are moving to Moreleta Park *
est schools around Moreleta Park

This attracts people before they're ready to transact
— and that's exactly what you want.
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Pick just one of these for this week and do a post about that.
You don't need to have all five running at once.
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Making It Easy

Here are some practical ideas:

p— o T,
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Short video of the outside of a home, Q ing throﬁront door.
Car self-video: 3 things | always check When ni e

A client story — video is great, but a letter or email works just as well.

It's about being Real!
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A 30-sec car V|deo before a showing — youre alrea\dy dressed for it
Post open houses in the local groups — "\We're Here, come say Hi"
Share a qulck local stat — teach them something: "2 schools ¢lose by"

Consistency beats polish, every time!
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No 3 - Storytelling

s

. Starta series — "Things to know before you buy," Part 1

« Show your face and voice — static and video, not just listings

 Treat comments as relationship building - answer DMs fast, delete the
garbage
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Measure By Memory.

A post with 12 likes can still produce a mandate three months later.
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My Challenge to You

Pick 1 pillar. Pick 1 format. Post one story.




Final Thought

People don't remember listings.
They remember how you made them feel,
Your help, knowledge and support.

rhey'remember your story.
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