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There are no more blind dates in real estate. 
Prospective vendors know more about an agent than 
the agent knows about them. In 2016 every agent has a 
brand. There is a digital and social interview taking  
place 24/7. 
In this mini-book I’m going to discuss how to win the 
digital and social interview that will help you get on the 
shopping list for the next listing presentation and help you 
become attractive enough to be selected once you’re at 
the listing presentation. 
Remember you have a brand and the brand is what 
people say about you when you’re not in the room.  
It’s not who you know, it’s who knows you. ■

Twenty-seven years ago I began my real 
estate career. I used a 3 x 5 card box system 
as my database. I had a polaroid camera to 
take photos of houses which I would put 
in our front window display, I had a large 

hammer in the boot of my car which I used to put up 
signboards and I would be on the telephone booking my 
advertisements with the newspaper on a Thursday. 
My listings presentation folder was a manila folder with 
some black and white brochures and because I had a 
few happy customers I asked them for a handwritten 
testimonial saying I’m a great real estate agent. 
It is 1988 and I’m working as a sales agent in Lakemba in 
Sydney. I am excited to find out we are getting a thing 
called the fax machine. This device, I’ve been told, allows 
you to send a piece of paper with writing to another 
person’s fax machine. This is big news because usually 
when I want to send something I have to use a typewriter 
to type it out and liquid paper for corrections. I then fold 
the letter and put it in an envelope with a stamp and take 
it to the local post office. 
As I write this now it’s 2016. Today I can send an email 
to New York and have a reply within 60 seconds. Today, 
I can have a property with beautiful photographs and a 
video emailed to 10,000 people and have 35 inspections 
on it the next day. 
Today real estate is all about marketing. Consumers know 
everything. With real estate reality television shows, 
portals like www.realestate.com.au, and property data 
companies like CoreLogic RP Data, buyers and sellers 
know as much as the agent. 

“Today I  can send an 

email to New York 

and have a reply 

within 60 seconds.”
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In the new connection economy people are 
developing a relationship with their listing agent 
long before the listing presentation. Growing your 
database and having a fit database not a fat database 
is the single one thing that will build you a long term 

sustainable real estate business. 
In just a few years I have built a personal database from  
0 to more than 20,000. 
It is 2010, a Friday afternoon and I am sitting at my desk 
as a newspaper executive knowing that a new audience 
that is tech savvy is emerging. 
I know I should be on Facebook but I am the sort of 
person who has struggled to date with the most basic 
computer skills. Most of my computer work is done by a 
personal assistant. 
I set up a Facebook account and decide I will try to use 
it to grow my business and not for personal reasons. 
Personal friendships can be maintained by traditional face 
to face relationships, texts and phone calls. Facebook will 
be a business tool. 
I think of a problem. What is it that keeps my audience up 
at night? My audience are real estate agents and they all 
have one thing that keeps them up at night - How to get 
more listings and make more sales. 
I make the decision that I will create content each week 
and send it out to the real estate industry. 
I buy a cheap $200 video blogger and begin doing Million 
Dollar Agent interviews on www.tompanos.com.au. 
This basic $500 WordPress template becomes my new 
website and MailChimp catches people’s emails for free.  
I put a teaser on Facebook and drive the audience back to 
my website. 
Every week I interview a new Attraction Agent and I ask 
them what they do and how they do it. The numbers 
begin to explode. Within months I have thousands of 
subscribers and my website is on page 1 of search results 
on Google. 

Playing 
the LongGame
x 



9 | T H E R E A R E N O B L I N D DAT E S I N R E A L E STAT E

This is exciting news. With a database and social media, 
you can basically create your own TV channel by building 
an audience, having trust with that audience and solving 
problems for them. 
Today I have more than 15,000 Likes on Facebook  
and on occasion my posts have reached more than  
1.3 million people.
If you are a real estate agent, you can duplicate a similar 
process with people in your farm area. 
You want to build your profile so that people will think you 
are the perfect agent for them before they even realise 
they need one. ■
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Having  
a Killer  
Website
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I train and coach a significant number of million dollar 
agents and most now have personal websites as part of 
their brand. 

Of course this may be governed by the rules of your 
franchisor, but if you have the ability to have your own 
personal website I would do it.
Enter into Google search: “wordpress real estate website” 
and you can find pre-built customisable websites for as 
little as AUD$49. Of course, it’s ideal to have a professional 
help you build it and your personal assistant update and 
maintain it for you. 

“This is your home 

base and it should 

be mobile phone 

friendly.”
This is your home base and it should be mobile phone 
friendly and be able to take a client on a journey to do 
business with you. It should have your: 

 = Listings
 = Sold properties

 = Video profile
 = Testimonials

 = Social media links
 = Your profile
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Shown here is an example where an agent solves a 
problem in the market by providing a free download 
report when people enter their details. 
You can drive people to your website via social media, 
letterbox drops, or any marketing material you are using. 
Any content you produce, like market reports or monthly 
video wraps should sit on your website as this drives your 
position up on Google. 

Below are examples of some personal websites:
 =  Ric Serrao ricserrao.com
 =  Gavin Rubinstein therubinsteingroup.com
 =  Dib Chidiac dibchidiac.com.au
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If you are not on page 1 of the search results, you have 
built a billboard in the forest. No one is going to even 
notice you. This applies to both you and your vendor’s 
property. I will delve a bit more on how you can get to the 
top of the search later. 
Australian adults are spending an average of 3.3 hours 
online every day and 72% of Australians use online when 
searching real estate. 
On the following pages are four ways to use Google to 
grow your real estate business:
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Google My  
Business

 = Optimise yourself so people can find you. 
Google My Business is an amazing platform that gets your 
business found quickly and easily on Google search, maps, 
and Google+ across multiple devices. It’s free. Potential 
vendors can get directions to your office, opening hours 
and reviews from others. This is by far the easiest and 
quickest way to get found on Google. 
Visit www.google.com.au/business/ to get listed today.

Don’t be slow… 
Sprint
The speed and user experience of your website is a critical 
factor in determining how your website ranks on Google. 
This is even more important on a mobile phone. 
Essentially you should be able to navigate your website 
with your thumb only. We call this being “Thumb Ready”. 
Remove unnecessary high resolution photos on your site 
that slow the page down. 
Find out your website performance score on desktop  
and mobile phone using this link: 
developers.google.com/speed/pagespeed/insights/
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You don’t know what 
you don’t know  
-get an expert 
Online marketing can be complex so it’s important you work with someone who 
knows their stuff. Here are 3 tips on how to find someone good:

1.  Look out for companies that display a Google Premier SMB Partners badge. 
2.  Pick someone who knows real estate. They will understand that you care about 

being on page 1 of the search results for the purposes of being called out to a 
listing presentation. 

3.  Evaluate your results. Every month take time to check your results to see how 
you can improve your return on investment.
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What the… SEM 
Search Engine Marketing (SEM) also known as pay per 
click (PPC), or Google AdWords is simply put where  
your ads show a premium position on Google as  
illustrated left. 
 
Your ad is absolutely free to appear, you only pay when 
someone takes a meaningful action with your business 
(like visiting your website or calling you). 
Unlike Search Engine Optimisation (SEO), which can take 
months to appear in premium position on Google, with 
Google AdWords, it’s instant. The minute you set up your 
campaign you are there. 

Here is why I think you will benefit with Google AdWords.
 =   You can target your local area – whether it’s a 

small radius around your location or a whole 
region if you have multiple locations.  
This means you’re being smart with your 
marketing dollars. 

 =   Everything can be tracked and measured – this 
includes views and phone calls. This means you 
can measure your return on investment. 

 =   You can view the performance dashboard and 
assess your ROI. You can tweak your ads and 
gather information about what’s working and 
what’s not working and make changes on  
the fly (we call this optimisation). 

Here are some ideas of ads that you could create:
 =   Free market appraisals: Find out if your house in 

<<Suburb>> is worth what you think.
 =   Solving a problem: Find out how <<this new 

development>> in <<Suburb>> affects your 
house price / community. 

 =   Grow database: Which properties in 
<<Suburb>> have just been listed/sold?  
Sign up to our free eNewsletter to get notified. 

 =   Attract sellers: Top 10 tips for house  
price maximisation. 
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 Winning  
the Digital 
Interview 
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No matter how good your website is and how optimised 
it is, the reality is that when people Google you what will 
come up at the top of the search results is your profile 
page on a listings portal page like www.realestate.com.au.
This is the destination Google takes people to and you are 
being interviewed online here. 
The average agent has less than 40% of their Agent 
Profile completed. (Source: realestate.com.au) 

Below are tips to improve your “attractiveness” on  
www.realestate.com.au

 =  Have a killer profile video 
 =   Complete in detail your skills, expertise and 

awards section
 =   Immerse yourself in your community and detail 

that in the community involvement section on 
your Agent Profile page

 =   Include sold prices in the sold section of your 
sold listing 

Most importantly, ensure your listings are on the top of 
the search for the suburb and on a website like 
www.realestate.com.au which generally means using 
the “Premier” product. 

Check out the following agent 
profiles as good examples:

Ashley Weston

Kelly McCallum
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Digital the 

SocialAgent D 
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Social Media for 
the Savvy Real 

Estate Agent 
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You can get more listings using social media. 
But social media can also be a huge  
waste of time. 
I know there are a lot of social media 
platforms such as Facebook, LinkedIn, 

Twitter, Instagram, Snapchat, Pinterest, Periscope  
and YouTube. 
You don’t need to be on all of them or even know how to 
use them all. For real estate agents, Facebook should be 
your core and potentially LinkedIn and Instagram. 
These days, return on investment is synonymous with 
return on engagement. It’s not what you say to the 
market, it’s what others say to the market about you. 
Think about the last time you booked a holiday. Your 
decision was influenced by what others said about your 
destination and hotel. It could have been a friend or a 
complete stranger on Trip Advisor. Recommendation is 
the biggest source of obtaining listings and 90% of us 
trust a recommendation from a friend. 
Research conducted by News Corp in 2010 clearly shows 
the main things that influence vendors to decide on their 
agent are personality, professionalism, and trust. Vendors 
call for an agent to present to them but deep down they 
are seeking a decent human being to show up at the door. 
Once you establish trust, the terms of the listing (your 
commission, advertising costs etc) become secondary 
and negotiable.
So when someone shares a recommendation with a 
friend via social media, it becomes “trust on steroids” and 
influences potential vendors significantly more than if it 
came directly from you. 
Just imagine the power of a happy vendor telling their 
friends on Facebook what a great job you did selling their 
property. When they tag you in the process, they also tell 
your friends and followers this. 
One of the biggest mistakes agents make is treating  
social media platforms like listings portals such as  
www.realestate.com.au and posting their just listed / sold 
images on it without a story. Ask yourself this – are you 
posting this to make yourself happy? Or to add value in a 
way that entertains, educates and engages viewers? ■

“One of the  

biggest mistakes 

agents make  

is treating social  

media platforms 

like listings  

portals.”
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Facebook is the White Pages of 2016. There are a lot 
of social media platforms but Facebook has the eye- 
balls. I have seen agents waste dollar productive time 
on Facebook when they could have out-sourced it to 
someone else. 

You don’t know what you don’t know and there are so 
many questions you need to understand about Facebook 
such as: 

 =  Business page or personal page
 =  How often to post and what 
 =  When is the best time to post
 =  Should you boost and to who
 =   Facebook’s EdgeRank algorithm determines 

whether your post is shown on someone’s 
timeline

I see Facebook slowly replacing the traditional  
letterbox drop. This trend has already begun.  
Be a first mover and you will dominate. 



 =   If people like your page, do they see all of your posts?
There is so much more to Facebook than just likes. You could have a million 
likes but could have no one talking about you (a detached, uninterested 
audience), although a smaller Facebook community could have an engaged, 
quality audience that cares and supports you. What you should really care 
about is engagement (share, likes, comments) and clicks to your website. 

 =  You haven’t uploaded your database onto Facebook
Did you know that you could upload your database directly into Facebook? 
You can even separate them into lists of buyers and sellers and target the 
audience from your CRM on Facebook.

 =  You’re not targeting
Once your CRM is uploaded you can create targeted ads to achieve  
the following:
 /  Feature all your new listings to the buyers on your database  

and include this as part of your vendor paid advertising strategy.
 /  Gain new leads by offering a Free Market Report and ensuring 

your existing database doesn’t see the ad, i.e. they are excluded 
from being exposed to the campaign.

 /  Invite residents to your open homes every Saturday by targeting  
a specific suburb of where your ads will be shown.

 =  Thinking it’s all about you
Nobody likes a guest at a dinner party who just talks about themselves all 
night long. You need to provide your community with valuable, interesting, 
helpful and exclusive information that is important to them. Follow the 80/20 
rule - 80% of your content should be for your community and 20% should be 
for you and pushing your commercial message.

 =  Relying only on organic reach
Do you post to your page and cross your fingers that it will go viral?  
Money = results. Your profile will become more valuable and produce better 
results if you use Facebook AdTools to achieve specific business objectives 
such as filling out a form for a free market appraisal, encouraging contact via 
phone call or sending people to your website to learn more about you. 

Below are 9 mistakes  

on Facebook:
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 =  Afraid to ask for help
A successful Facebook campaign requires time, research 
and money. Trying to do it all on your own while trying 
to list and sell can mean that you’re moving away from 
dollar productive activity. Outsource the running of your 
Facebook page or get a staff member trained up to do it.

 =  Not Listening
Listening to your community will provide invaluable 
insights for both your social strategy and your overall 
business strategy. If I ever want to do some research  
(like I did for the cover of this book) test it out on 
Facebook – you get instant feedback. 

 =  They play the short game
Real meaningful results take time. It won’t happen 
overnight. One of the best things about Facebook is that 
everything is measurable and clearly defined. If you set 
specific, measurable goals these can be tracked.  
Play the long game.

 =  Same, same 
There are so many options available for posting 
on Facebook: videos, images, links, catalogues and 
slideshows. Using a range of these options will increase 
the engagement on your page.

Are you a Real Estate 
“Purple Cow”?
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In the great book by marketing genius Seth Godin, 
Purple Cow, he talks about the importance of 
being noticed in a busy world. The theme is simple. 
Marketing is about getting noticed, sales is about 
closing. You won’t be closing a listing at the dinner 

table unless you’re noticed to be called in the first place. 
A purple cow is a metaphor for being different. If you 
drive through the country and see a cow after cow they 
will all look the same, but if you suddenly see a purple one 
it stands out and you will remember it.
In real estate you don’t want to be the real estate agent 
who is not noticed. Unless you become a purple cow, you 
become invisible. 
Being a marketing based agent who uses a combination 
of media to get noticed is the fast path to becoming an 
Attraction Agent.
In the next chapter, we will outline how to get high levels 
of vendor paid advertising to allow you to include new 
cutting edge marketing tools such as: 

 =  High definition video
 =  3D floorplans 
 =  Furnishing and styling applications
 =  Drones

These will compliment traditional marketing tools that 
continue to retain major impact. ■

Are you a Real Estate 
“Purple Cow”?
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How to sell 
marketing in the
New Connection

Economy
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Being a good story teller influences a vendor during a 
listing presentation. We know that the power of a story  
in a movie can make us cry and can keep us in suspense. 

In the world of sales, story telling takes the person 
listening to the story behind the story. That’s what  
makes it so emotional. On the following pages are  
some concepts to explain when presenting your  
marketing story:

Stories sell, 

facts tell
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Concept 01the 
The four buyers 

Your job in real estate is to attract all the four buyer types 
because your goal in real estate is to obtain the highest 
price for your vendor and the way to do that is to attract a 
buyer who falls madly in love with the property and offers 
an “emotional” price.
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 = Local. 
This is the buyer who lives local, eats local and shops local. 
Their world revolves around the suburb. 

 = Out of area. 
This is the buyer who comes from another suburb, 
another city, another state, maybe another country.  = Passive. 

This is the buyer who is not actively looking in the 
marketplace. They are not registered on any portal and 
may not be on any database.
 

 = Active. 
This is the easiest buyer to obtain but not necessarily the 
best buyer. They are registered on every website and are 
thoroughly researched. They tend to over analyse  
and underact. 

LOCAL OUT OF AREA

PASSIVE ACTIVE
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Concept 02the 
The three prices 

When discussing price with a vendor 
you must introduce the concept of 
the three prices. 
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 = Emotional Price.
The buyer who must own the property and pays a high 
figure based on emotion and then justifies logically. 

 = Probable Price. 
This is where the buyer buys a property they like based 
on a large number of comparisons.

 = Bargain Hunter Price. 
This is the buyer who buys purely on mathematics.

E MOTIONAL

P RO B A B L E

B A RG A I N H U N T E R
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Concept 03the 
The Marketing 

Pyramid

This is where you explain how you will achieve an 
emotional price by attracting all four buyer types in the 
marketplace. Using a marketing pyramid is a powerful 
way to describe the elements of a marketing campaign. 
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S O C I A L 
M E D I A

H I G H D E F I N I T I O N 
V I D EO

B RO C H U R E / L E T T E R B OX D RO P

W I N D OW D I S P L AY

DATABASE

SIGNBOARD

P R I N T M E D I A

AG E N T P E R S O N A L W E B S I T E

L I ST I N G S P O RTA L E .G. R E A L E STAT E .CO M. AU

3 D F LO O R P L A N S

F U R N I S H I N G A N D ST Y L I N G 
A P P L I C AT I O N S

DRONES
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“If we don’t 

use 100% of 

the marketing 

available to us  

how will we 

achieve 100% of 

the potential in  

the value of 

your home?”
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 =   Would you like a marketing program that will 
make you happy or one that will get you the 
best price? 

 =   I have seen many vendors lose tens of 
thousands of dollars at the time of sale because 
they try to save a few thousand dollars at the 
time of listing.  

 =   It’s the process not the promise of a price that 
will get you top dollar.  

 =   Competition is what wins the Melbourne Cup 
and competition is what gets top dollar in  
real estate.  

 =   We refuse to miss-market your home and 
apologise later. 

 =   It’s not the best home that wins in the market, 
it’s the best marketed home that wins in  
the market.

Below are some 

powerful scripts to 

assist you at the listing 

presentation:

 =   We need to make sure that our offline 
marketing and our online marketing are inline.  

 =   The worst that can happen if we over market 
your home is that we lose a few thousand 
dollars. The worst that can happen if we under 
market your home, is we could lose tens of 
thousands of dollars.  

 =   We are not looking for the first buyer but we 
are looking for the best buyer.
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How 

recommendable  

are you? 



39 |  T H E R E A R E N O B L I N D DAT E S I N R E A L E STAT E

In the past 20 years I have trained, coached and  
presented to more than 100,000 agents. 
My video coaching platform www.realestategym.com.au  
has produced the best agents in Australasia and more 
recently USA and the UK. 
My best agents are running attraction business models.  
They don’t contest their marketplace, they dominate it. 
On a daily basis they win the digital, social and  
traditional interview. 
They stand out in a crowded marketplace and they have 
become listings magnets. They are recommendable.  
They win the digital interview. 
Brand is what people say about you when you are not  
in the room. What are people saying about you? 



Tom Panos is Australasia’s leading real estate 
coach and trainer. He is the founder of  
www.realestategym.com.au and his weekly free 
videos go to more than 20,000 agents through 
www.tompanos.com.au. 
Tom has developed the Attraction Business 
Model and is consistently ranked no. 1 Google 
search for ‘real estate coaching’. His weekly 
podcast Million Dollar Agent is consistently in 
the top business podcast on iTunes. 

“Tom Panos is an authority on real estate  
marketing in Australia.”
Brian White, Chairman Ray White

“Tom Panos is the clear authority on real estate 
marketing and branding in this country.” 
Charles Tarbey, Chairman Century 21

“Tom Panos is the expert on real estate  
advertising and vendor paid marketing  
in Australia.”
Angus Raine, Director Raine and Horne

“Tom Panos is Australia’s leading real estate coach  
& speaker. He has done everything he coaches.” 
John McGrath, CEO McGrath Estate Agents

“Tom Panos is undoubtedly one of the country’s  
most progressive real estate thought leaders on  
what the best agents are doing to maintain their 
market dominance.”
Mike Green, Managing Director Harcourts International
   
“Tom is an exceptional trainer with content that  
is relevant to every agent operating in the  
current market.”
James Tostevin, Director Marshall White


