
l e a d

g e n e r a t i o n

we are committed to your social
media excellence



w h a t  i s  a  l e a d  g e n e r a t i o n  c a m p a i g n

A social media lead generation campaign is a
marketing effort aimed at attracting and

converting prospects into leads, using social
media platforms. 

It typically involves creating and sharing
content on social media, running paid ads, and

engaging with potential leads in order to
collect their contact information. 

The goal of a social media lead generation
campaign is to build a list of interested and

qualified prospects who can be nurtured and
eventually converted into customers. 

This can be done through various tactics, such
as offering gated content, hosting webinars or
events, or running contests or giveaways that

require users to provide their contact
information in order to participate.



c o s t s  o f  l e a d  g e n e r a t i o n  c a m p a i g n s

the daily minimum cost per ad spend
per day has increased from $1.81c to
$4 per day since this time last year

this is due to people leaving the
platform, increased advertising and
trying to reach the same amount of
people. That's right, an increase to
reach the SAME amount of people

as this time last year. 



l e t ' s  s e t  u p  a n  a d



l e t ' s  s e t  u p  a n  a d



l e t ' s  s e t  u p  a n  a d



for this exercise we are 

going to use this one

l e t ' s  s e t  u p  a n  a d



l e t ' s  s e t  u p  a n  a d



l e t ' s  s e t  u p  a n  a d



don't be

worried if

the 'get

more leads'

option

doesn't

come up



some

accounts are

showing as

grow

customer

base, it's the

same thing



















pick a form

that you have

previously

used or create

a new one











you may wish

to further

qualify your

lead by asking

additional

questions





sometimes this

can be in an

issue in the

review process

and you may

have to come

back and click

yes, I often

leave it as is to

further the

reach



depending on your desired

audience, you will want to

decide who want to

predominantly push this ad

out to. my suggestions are: 

1) advantage audience

2) people who like your page

or people similar to them

3) people in your local area



decide how long you want

to run your ad for and how

much you want to spend

per day



the minimum per day is $3.75c

my suggestion if just starting out is

start out with the $3.75c for 30

days and see how you. if you aren't

getting any results, the two options

you have are to either change the

ad creative or increase your daily

send. 

for optimal results, we do suggest

agents spend at least $10 per day

on a campaign. 



where to find your leads. 

there's two ways, either through ads

manager, or through the individual ad

themselves. while ads manager is where

we suggest you go to find these leads, we

will show you how to find them with each

ad.





There are several types of lead generation campaigns that can be effective for real
estate salespeople on social media. Some options include:

Content marketing: Creating and sharing valuable, informative content about the real
estate industry, local market trends, and the benefits of working with a real estate
salesperson can help attract potential clients to your social media profiles and website.

Targeted advertising: Using social media advertising platforms to target specific
demographics or geographic locations can help you reach potential clients who may be
interested in your services.

Social media contests and giveaways: Running contests or giveaways on social media
can help you attract new followers and generate leads. For example, you could ask
participants to follow your social media profiles and submit their contact information
for a chance to win a prize related to real estate or home ownership.

Live video: Using live video features on social media platforms can help you connect
with potential clients in a more personal, authentic way. You can use live video to
showcase properties, host Q&A sessions, or give virtual tours.

The most effective lead generation campaigns on social media will vary depending on
your target audience, budget, and the resources available to you. It's important to test
different approaches and see what works best for your business.

what kind of campaigns work best?



There isn't a one-size-fits-all answer to this question, as the effectiveness of a
social media ad can depend on a variety of factors, including the audience it is
targeting, the platform it is being shown on, and the quality of the ad itself.
However, there are a few general strategies that may be less effective for
generating leads in the real estate industry:

Ads that are too generic or not targeted to a specific audience are less likely
to be effective.

1.

Ads that are too salesy or pushy may turn off potential leads.2.
Ads that are not visually appealing or do not grab the attention of the viewer
are less likely to be successful.

3.

Ads that do not clearly convey the value or benefit of working with the real
estate agent or agency may not be as effective in generating leads.

4.

It's important to test different ad strategies and continuously optimize and
improve your ads to find what works best for your business.

what kind of campaigns don't perform so well?



people don't care about us when they are scrolling on social media, they
care about themselves. constantly hitting your market with are you thinking
of selling or would you like a price update is a missed opportunity.
owners/landlords know they can call an agent to find out this information.
put information out that they don't know about. forever pushing out salesy
content will turn people off you, resulting in your cost per lead going
through the roof. that's why you might be paying a fortune at the moment in
lead gen ads. with these few simple tweaks, we can get these costs down
and get your leads up.

conclusion


