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Who wrote this report?

Hi, I'm Jonathan Rivera – the founder of one of the 
most profitable real estate communities on Facebook 
– or the internet for that matter.

If you're reading this chances are you've heard of The Official Real 
Estate Referral Group or The Real-TechGuy.

This community is 53,000 + members strong and has generated over
1,819 Free Real Estate leads for my community which has led to 
millions of dollars in closings over the last 2 years. 

I'm not telling you this to brag (although I'm really proud of it,) but to 
demonstrate the power of communities and new media marketing.

I wrote this report to give you a Blueprint to Get More Traffic from 
Facebook.  The secret to doing this is to build a solid community.  In 
this report I'll share proven principles you'll need to create your own 
traffic generating community on Facebook.

But I want to be clear on one thing – we don't actually “build”
communities, they are already there. We just create platforms that
empower communities to come together.

The tools you need to get started are in these page, but if you
need additional help you can hire me to do it for you, or to coach you 
through it – you just need to reach out and ask me for it.

Enjoy!
Jonathan

PS- If you want to reach me, the best place to get me is on Twitter
@Real_TechGuy

http://twitter.com/real_techguy
http://real-techguy.com/services/
http://real-techguy.com/
http://www.Facebook.com/RealEstateReferralGroup
http://www.Facebook.com/RealEstateReferralGroup


The Facebook     Traffic     Blueprint  

“Building Facebook Communities”

How to Build a Community in Facebook

Facebook is one of the hottest ways ways of marketing your 
businesses. It can be very effective for any business.  You can use 
what you learn in this report to quickly leverage the power of Facebook 
through building communities. One of the most important tactics to 
have in mind when building your online community is to have relevant 
topics, that you update often. When you are successful here, you are 
almost guaranteed a growing community of followers and more traffic.

It’s a required skill in digital marketing to be able to build 
communities, because conversations are markets (Cluetrain 
Manifesto.)  That means it's your job to create conversations and find 
those markets , bring them into your sales funnel and close more 
deals.  The goal of any marketer should be to close more deals, get 
more clients, and eventually, make more money, right? 

Shifting the way you think about marketing 

Seth Godin, author of Meatball Sundae, states in his book that some 
things in marketing really don't go together. The old media marketing 
(newspaper, magazines, direct mail, radio, television) versus new 
media marketing (Facebook, blogs, YouTube) do not mesh. 

Godin’s book identifies fourteen trends in the NEW marketing and how 
to incorporate them into your current marketing. Some old media 
companies are trying to use their old techniques in the world of new 
media and it just doesn't work.  They don't go together.  Real estate 
agents are doing this, and they are bound to fail if they continue down 
this path.

The old techniques of broadcast marketing just don't work anymore. 
All it does is contribute to noise pollution.  The massive information 
that you receive that you don't care about is called noise - and there is 
a lot of noise pollution out there on the Internet.  

http://www.amazon.com/gp/product/1591841747?ie=UTF8&tag=realtech-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=1591841747%22
http://www.amazon.com/gp/product/0465018653?ie=UTF8&tag=realtech-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0465018653
http://www.amazon.com/gp/product/0465018653?ie=UTF8&tag=realtech-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0465018653


It’s so easy to ignore people online and just delete them, block them, 
hide them, or un-follow them. The spamming technique of trying to 
get it in front of people’s faces falls flat because they don't want to be 
interrupted unless it's something they want to listen to. This writing is 
intended as a guide to teach you the techniques to get people to tune 
in and want more.

The Internet is making it increasingly easier to tune in to what you 
want and tune out what you don't.  It is just a click away.  If your 
message is tuned out, then you'll never get tuned back in.  Building 
communities by building conversations is the only sure-fire way to 
succeed online.

Planning your Community

When you are thinking about your marketing - start everything with 
the end in mind. Two things to think about before you start are:

• Who are you trying to reach?
• What tools are you going to use to reach them?  

If you think of this ahead of time you’ll be able to execute your plan, 
and it will all come together. If you don’t consider where or what you 
are trying to do, you're going to have loose ends and you’re going to 
have a tough time. This may lead to not being able figure out why you 
are not succeeding.  When you have a plan, you can go back and 
change what is not working and add to what is working

Using Mind Maps

When assembling your plan for social media marketing for real estate, 
mind maps work well to simplify big things.  A mind map is a visual 
diagram that represents ideas, tasks or words that are linked around a 
central idea or theme. Brainstorming ideas helps you to generate, 
classify and structure your ideas about your page and marketing in an 
intuitive manner fore your planning process. 

http://rtg-products.s3.amazonaws.com/nmbp/new-media-blueprint-where-to-start.m4v


You can do this for building a Facebook page and community, or for 
any of your marketing.  Here's the way I do it:

• Why do you need to build a community?
• Because you need fans.  “Fans” are people who are drawn to 

your site via content that is posted on your page.
• How do you get fans?  Many people think that you get fans by 

inviting people and this does work, but the best way to get fans 
is to have good discussion.

• Discussions start around “buzz-worthy” content.  That’s content 
that people want to talk about and comment on.

When you are sharing the right content and asking the right questions, 
you're bound to have discussions.  You need to have a common 
interest in your community.  Everybody's got to be together on one 
particular topic.  The Real Estate Referral Group has real estate in 
common and referrals. People in this community like both.

There are plenty of business pages to look at on a huge variety of 
topics. The key is to pick your community interest and the topic that 
the community can gather around.  Facebook community is the end 
result and the way to get there is to pick a good page topic. 

Topic is the Way to Identify Your Target Market

A primary objective to consider when establishing topic is who you 
want to reach. Building community is your goal. You need to ask 
yourself “Who do you want to reach?” Keep in mind that if you try to 
be everything to everybody, you are nothing to nobody.  Be sure to 
choose a target market right from the start.

Your demographic cannot be everyone.  Don’t waste your time trying 
to appeal to everybody when you can just pick one market, one 
segment to appeal to.  When you determine that group of individuals, 
you put all your energy into appealing to them.  That is what is called 
it “niching.”  That’s the secret to a profitable business - identifying 
your target market.  

So, who do you want to reach?  Do you want to reach buyers?  Do you 
want to reach sellers?  Do you want to reach investors?  You need to 
determine that in the beginning because your page and your 
community are going to be focused on them. 



You can even niche down to commercial buyers, residential buyers, 
and so on.  When you finally become specialized in a really tight niche, 
the business comes your way.  An experienced Realtor in rentals and 
rehab, with content referring to this expertise, can count on investors 
paying attention.  That's the way that you should be thinking about 
your business, a real niched target market, buyers, sellers, first time 
home buyers, or whatever your specialty. 

What You Can Do to Build Community Interest 

Your first question may be, “what would my target market want to talk 
about?”  What is my target market going to be interested in 
discussing?  What is my community going to be built upon?  You need 
to determine that up front by establishing the person you're trying to 
reach. Then build out the page with that in mind.  You can determine 
your target market by choosing a specialty in which you have 
expertise, or something that you are passionate about.

In addition, you can have multiple communities.  If you feel that you 
need to niche in two or three subject areas, you can build out multiple 
pages and multiple communities to address the specific needs of each 
community.  Often, agents are concerned that once they build their 
page, it’s done or that they cannot change it or rename it. While this is 
true, you can always build another page.  It doesn't cost you anything 
other than your time. You can build out different communities with 
various topics to address different target markets. 

Some Examples:

Getting Buyers to Join Your Community 

When you’re trying to reach buyers, what do you center your group's 
topic about?  It could be ideas such as home buying tips teaching them 
different things on how to buy a house. Many topics can be addressed 
here, from Home Owner’s Associations to land taxes, and finding the 
right neighborhood to buying old versus new houses. You can even 
offer tips for getting a mortgage, for first time home buyers.  These 
are the kind of things to get you brainstorming and thinking about as 
you build your community.  



Getting Sellers to Join Your Community

When trying to build a community of sellers, think about what sellers 
would be interested in.  What do they want to talk about?  What would 
get their attention?  Home staging tips is one topic.  Some people 
don't know that their sloppy homes are the reason they won't sell. 
Getting rid of the clutter, removing family photos and cleaning out 
those closets helps sell.  Other selling ideas include promoting unique 
aspects of a home and determining closing cost estimates before the 
sale. It’s not only Location, Location, Location, but also Condition and 
Price, which can be controlled by the seller. This kind of information 
will probably interest sellers, and keep them coming back.  

Many agents think, “why should I teach them how to sell their house 
when it should be me selling it?"  But what you’re doing online is 
building trust and credibility.  After you offer them tips they may 
realize there is a lot of paper work and they may decide to give you a 
call.  At the very least, they will think of you.  

Getting Investors and to Join Your Community

Investors are another market that can be captured through Facebook 
communities. Building community with conversations about getting 
good deals on REO’s (bank owned properties) is a topic which would 
interest them.  You can make yourself a resource to get them the 
absolute best REOs to make the paper work quick and the closing 
easy. This is a great community to tap into.  When you develop a 
presence, creating a community around that market will bring these 
folks to your page. There is a strong likelihood that they will contact 
you because you speak their language.  

Other topics may be offering marketing ideas for sale or rent. 
Sometimes investors get caught with a house and they have to go 
ahead and rent it, so offering solutions are a great way to promote 
your services with your page.

Long Term Relationships

A long term relationship is what you should be focused on online, for 
that’s the objective of building community on Facebook. Some people, 
unfortunately, are just looking for the quick fix. Do you want long term 
good news, long term source of traffic or just a quick blast of traffic? 
Social media is all about long term, real relationships.



When you get into that frame of mind it’ll be easier to connect with 
your target market. For people who are buying or selling a home 
(especially home sellers), they often want to feel comfortable that they 
are working with a Realtor that is knowledgeable and right for them. 

Catching a Buzz

Getting people’s attention is the first step to building your community. 
Start out with a topic to build community interest.  Starting from there 
makes it easier to generate buzz-worthy content – content that people 
want to comment on and respond to.  As noted before, a page built for 
everybody is going to make it impossible to produce buzz-worthy 
content.  This is because there is no common interest.  They're not 
going engage in conversation - because nobody cares.  

What you want to do is create a community with a common interest 
that will care about things you post.  The best way to catch a “buzz” is 
to build a community around a topic.  It needs to be something that 
the specific community that has come together has displayed an 
interest in.  If it's not, they’re not going care and eventually they are 
going to tune out.  This is why you must plan.  

Buzz-worthy content encourages commenting.  There are multiple 
ways to encourage commenting, as easy as asking for it: "Leave a 
comment here, please."  "Just hit the ‘like’ button."  "Do something 
with this content so that other people can see it."  Just ask for it. If the 
group is niched enough and if the content is good enough, they will 
want to give their take on it.  That is why they joined the community.

Make it easy to share.  Whatever it is, it's got to be easy to share.  On 
Facebook, it is easy enough to hit the share button, but you have to 
make sure that it's sharable.  

Good content means interesting, appealing and motivating to your 
community. You have to make sure it's really good quality information 
that your group is interested in.  

Another point is that discussions are there for a short time, visible to 
all.  You want to make the most of these sessions on your news feed to 
promote your knowledge about the topic. 



Communities = Communication 

As a real estate agent, you are in the business of selling, and sales 
means talking. Communication is key, and you probably do that all the 
time, at chamber mixers or Realtor get-togethers and open-houses. 
When you attend these gatherings, you are networking, you're talking 
and you're communicating.  When you get online you should be doing 
the same thing.  

Discussions are easy to start when you’ve done everything else that 
was spoken about earlier. 

To get a discussion started is as easy as asking the who, what, where, 
when, why and how.  That's all you have to do.  For example, when 
you post something, you ask “Who thinks this is a bad idea?  What do 
you think about this?  Where did that happen?”  Those kinds of 
questions are going to get your community involved  

You want your page to be the source of really good information. Do 
your research about the topic and share your views. Some people have 
trouble thinking about how to work within this online forum, so here’s 
a tip:  Treat it like a networking event rather than a sales opportunity. 
It could be compared to a backyard barbeque.  

This is where many people stumble and that is how they end up, 
spamming their network.  A question you should always ask yourself 
is, "Would I say this if the people are right in front of me?"  Start all of 
your conversations this way and you will be on the right track. 

It's really easy to have many people sitting right there, ready to 
engage you in conversation if you built your community properly.  . 
When you break things down into small manageable pieces and 
actionable items, each step you take can get you moving to the next 
step. This moves you closer to the end result of building a viable 
community on Facebook.  

Community Building Highlights:

• Everyone should have a common interest in the topic.
• Share good content.
• Engage people in conversation.  
• Pose open-ended questions 



Getting Fans to your Facebook Page

The way to get fans is to just start off with a few people that are 
interested in the same topic, whether it's your community rallying 
around a page for the local school or it's the chamber getting their 
page up and running. 

Everyone should share a common interest.  You must have that 
commonality to get those initial people interested.  As that happens, 
you become the center of the community.  Your page becomes the 
center of that information for everyone.  Remember, again, that 
content is what drives your page, so be sure to include only relevant 
material.

Growing your Fan Base

So you ”see” all the people around.  It's like the little solar system 
there.  They're all gleaning information from the source - you.  And the 
source was well put together because you followed the “rules” of 
setting up a topic and community interest.  Therefore, your fans know 
they're going to get the content that they want.  

It is not about inviting people, although it helps to invite some people 
in the beginning.  By initiating conversations, your fans interact with 
the content, and it hits more peoples' feeds that are interested in the 
same topic.  This action multiplies and grows to more fans.

Sometimes when an excellent piece of content gets picked up you can 
have a growth surge.  The Real Estate Referral Group grew 3,000 
members in a week, and it was just by new members joining the page 
and commenting on it.  When you see it happen right before your eyes 
you can understand the power of using online marketing in social 
media.  

If you’re not getting a response like that right now in your business, 
then maybe your page needs some tweaking.  The idea is to really get 
niched down, get a good topic, and then a community will form around 
it with you in the center providing the information.  

That's how it works.  Take a look at your page from an outsider’s 
perspective, or share it with a trusted person and ask their opinion. If 
they were in the position of your fan, would the content be relevant?



Inviting People, or Not …

What Realtors don't want to do is to invite everybody that they’ve ever 
talked to.  What you want to do is invite people that you know are 
interested and you know will want to communicate with you online.  

The news feed is really where all the best information is, and a good 
place to focus your attention on.  When someone sees your post 
coming up in the news feed, they may become interested.  Many 
people will only go to pages that show up in the news feed.

If you have pages out there that didn't take off, try something different 
when you create your next one.  Next time, figure in the whole 
community factor first.  Decide on the topic you're going to create the 
community interest around.  Then include that buzz-worthy content 
start discussions, then you get more fans and, voila! - you have 
Facebook community.  

It's just that simple when you break it down into easy to digest little 
pieces. 

Competition on your Page – It’s in Your Control

There is no competition on your page.  You prevent it because you are 
the administrator.  You have control of the page, so you set it up with 
rules. Forget about posting your listings.  Repeat: this is not a place to 
post your listings.  Focus on building a tight knit community with a 
common interest. Make everyone aware of the rules and be sure to 
enforce them. If your competitors come in to spam the discussions, 
they are out.  

If your page is spammed, you remove it. If you built your community 
well, they will do it for you. That's the way the community responds 
when you have clear rules. People know what’s supposed to be 
happening within the community and they’ll respond before you have 
to get involved.  

To have this, you must set up your page the way it is going to work. 
You set up ground rules first.  An example of this occurred in the 
Official Real Estate Referral Group recently.  On a referral alert, a 
woman began using foul language. The community interacted with 
around 50 comments to correct the situation. This shows that the 
community took ownership of this space.  This is what you want 



Community = Farm

An online community is very similar to a “farm.”  That’s the 
neighborhood that you service, work with and become the center.  

This is a community that you’ll farm for leads because when you build 
it out for that common topic, whether you're looking for investors, 
buyers, sellers, whoever that member is that you're looking for, then 
you start making offers.  "Here's a free report on buying foreclosures," 
or, “Free advice on how to determine the selling price of your home” 
may push fans further down your sales funnel.  

Those types of promos may get some people interested in your offer 
and opt in to your email list.  Once they have connected, you may 
pose an open ended question such as “Can I help you find something?” 
or send them an email that indicates that you may be able to help 
them with their real estate needs.

Personal Page vs. Fan Page

There is most definitely a difference between building a page to start a 
community and starting a personal page. It is against Facebook's 
terms of service to conduct commercial activities on your personal 
profiles.  

Facebook has not corrected it on many Realtors that are plugging their 
listings, but they will begin to enforce it, sooner or later.  Another 
violation is to take a personal profile and name it with a business 
name rather than a person's name. 

It is against the terms of service on Facebook, that no commercial 
activity is supposed to occur on a personal page.  Follow the rules, and 
you will not have consequences in the future.

A fan page, also called a business page, however, is different.  They 
are designed for businesses.  Facebook wants people to use them for 
business and they are happy to have businesses there.  Building a fan 
page or a business page is key to using Facebook properly.  You do not 
want to use your personal profile for business.  

A profile page is there for personal use and the fan page can be for 
business.  People place personal information regarding age, marital 
status and location on their Profile Page. 



The Fan page, which is also referred to as a business page, is where all 
of the conversation and activity take place.  You begin the discussion, 
or rather, several discussions there.  For some reason, the business 
page is called a fan page, so simply remember that the fan page is 
actually a business page.  

News Feed comments vs. Discussions Tab

A word of warning about the “discussions tab” on Facebook: It is a 
waste of time. It used to work a long time ago, but doesn't work 
anymore.  Your comments on the news feed will go down your wall for 
your viewers to see. Discussion tabs are not visible to everyone, and 
with relevant content, are lost. Stay with posting status updates to 
promote your business.

Where to Build Your Business Page

It’s easy to build a business page on Facebook. On the Facebook Home 
page, underneath the “sign up” boxes where name and email are 
requested, is a line stating “Create A Page for a celebrity, band or 
business.” 

Click there and you will be directed to a place where you choose 
“business,” name your page, and it is created. This is a free service 
from Facebook.  Make sure that you have put thought into your 
business page name. To appear on a search engine, you will want your 
page name to be relevant to your business. 

How People find out about your topic

Your topic should be something that people are already talking about. 
You can research different topics, then search around and see if there 
are groups or people talking about it and then build out from there. 
Start out with very general topics that you can use to get people in 
there.  If you are going to be more niched, you have to do more 
research.  

Research is very important in setting up your page, so don’t overlook 
its value. You should know what is online already so that you are not 
either duplicating material or page name.  There is a huge amount of 
information on real estate on the web – from not only different 
brokers, but also local, state wide and national organizations. 



Summary

To be effective with the NEW marketing, you will need to get online, 
build a business page on Facebook, and fill it with relevant, 
motivational and stimulating content. To do this, you will need to 
research what is there now, as well as create new ideas to share. You 
may start off by inviting others who share the same interest, but by 
sharing information that people want to comment on and share their 
stories, your page will grow in the number of fans. 

In Closing

I wrote this report to help you understand what it takes to be 
successful on Facebook. The truth is, it’s a lot of work building your 
online presence. Sometimes a little help goes a long way. I am 
available for brief phone consultations and usually begin all 
engagements with a paid consultation. 

Jonathan Rivera
Real-TechGuy

P.S. See what my customers have said about me and
my work over at Linked In

http://www.linkedin.com/in/jonathanrrivera
http://www.Real-TechGuy.com/

