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We will begin promptly at:
9 amCentral NoonEastern11 amCentral10 amMountain
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Content marketing involves the creation\sharing of media and publishing content in order to acquire and retain customers.
akaInformation MarketingEducation Marketing

Content is a vehicle to engage the prospect over time in a non-threatening manner.
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Content is the currency of the Internet 
Content helps you build relationships

Gain advantage over your competition
Content can help you get found
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Content Marketing is a concept of providing information that consumers consider valuable.
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Dollar Shave Club spent $4,500 on a video that got them 9.5 million views, 23,000 followers on Twitter and 76,000 Facebook fans & 12,000 new customers in 2 days.
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Kraft is a leader in content marketing.
“The ROI on our Content Marketing work is among the highest of all of our marketing efforts.”
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General Mills watches numbers on social sites like Pinterest and Facebook. 
They considered it a success to move from 15 followers on Pinterest to close to 8,000 in about a year.
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Colgate provides an online Oral and Dental Health Resource center with videos, interactive guides, and over 400 articles.
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“Content marketing costs 62% less than traditional marketing and generates about 3 times as many leads.”— Demand Metric
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It’s not necessary to be the creator, just the curator.
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The What, Why & Howof Content Marketing
Source and deliver content that is considered relevant and interesting
Differentiate yourself by becoming their personal voice of real estate
Brand yourself as an approachable professional
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Content Marketing actually helps the consumer and builds your brand awareness so that when the need arises for your service, they’ll think of you.
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Content Marketing is a soft-sell approach that isn’t offensive or aggressive.
Hard Sell Soft Sell

Provokes subtle emotional responsesExtolls benefits
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RTG NRY

Two kinds of prospects

Has an agent?
Ready to Go Not Ready Yet

Incubate until ready
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“WHAT” to say during the quiet time that they’re not ready yet.  
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Houses for sale Recipes Inspirational quotes Lifestyles

Wine Gardening/
Landscaping Maintenance Mortgage Financing

Tax Advice Wealth Building Service Providers Remodeling

Energy Efficiency Insurance Tips Security Tips Debt Management
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One-to-One
• In-person
• Phone

One-to-Many
• Print
• Digital

Audience Format Articles Blogs

Email campaigns Social media

Infographics White papers

E-books Email newsletters

Pod casts Videos 

Media Format
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• Stanford Graduate School of Business Blog
• Uber – Uber Data, City-specific blogs, product updates
• GE Reports
• Whole Foods – How to Save Money on Your Weekly Shop
• Disney Shares Behind the Scenes Magic
• Panera Bread – Blog
• Virgin Atlantic 
• Callaway Golf
• Anthropologie – DIY drink menuhttp://www.slideshare.net/CurataTeam/content-marketing-advicefrom27experts-35796390?ref=http://www.curata.com/blog/64-hours-of-content-marketing-advice-in-27-quotes/
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Powerful, Persuasive Words

You Free Because
Instantly New
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More Powerful, Persuasive Words
Suddenly Now Announcing Introducing Improvement Amazing

Sensational Remarkable Revolutionary Startling Miracle Magic

Offer Quick Easy Wanted Challenge Compare

Bargain Hurry
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The Six Universal Principles of Influence by Robert Cialdini*
Reciprocity – “If you do something first, by giving them an item of value, a piece of information, or a positive attitude, it will all come back to you. The key is to go first.”
Consistency – “The rule for consistency will cause them to want to say yes to what they’ve already told you that they will do or what they do value.”
Social proof – “People will be likely to say yes to your request if you give them evidence that people just like them have been saying yes to it, too.”

* Professor Emeritus of Psychology and Marketing at Arizona University
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The Six Universal Principals of Influence by Robert Cialdini
Liking – “No surprise that people prefer to say yes to a request to the degree that they know and like the requester.”
Authority – “Authority refers to the tendency of people to be persuaded in your direction when they see you as having knowledge and credibility on the topic.”
Scarcity – “People will try to seize those opportunities that you offer them that are rare or scarce, dwindling in availability.” Differentiation

* Professor Emeritus of Psychology and Marketing at Arizona University



www.PatZaby.com 7/14/2016

Content Marketing for Trust, Confidence and Top of Mind Awareness – © 2016 Pat Zaby 5

www.PatZaby.com

330 Million People
115 Million Households

77 Million Homeowners
1.1 Million REALTORS® 

70 Homeowners per REALTOR® 
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Homeowners know 8 to 10 REALTORS® 

Why will they call you instead of the others?
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People do business with people they know, like, trust and are in the flow with.
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SAL
ES

TIME
$$$?

Product Cycle Content marketing can help you span a real estate career from start-up to retirement.
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2016 Home Sales
REALTORS® 
Average Units per agent

5,400,000
1,100,000

11
Total Transaction Sides 10,800,000

Repeat & Referrals Sides 6,426,000
Remainder Sides 4,374,000
Average Units per agent 4
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11
Repeat & ReferralSales

50% WillLose
This Year

Primarily, because they don’t have a consistent contact system.
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12 12 144

127 19 108

11 $4K $44K

Annual Sales Years experience Past customers

Say they’ll use again Actually do Total lost Sales

Sales Lost annually Average commission
Total annual lost sales

Lost Sales
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People move on average every ten to twelve years and nothing a REALTOR® says to them will make them move before they’re ready. 
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Past Customers

People You Know

People You’ve Met
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Message Under a Minute

51 1st sentence summary
Short sentences
Short paragraphs
Lists & bullet points
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Photos & Images

Source – 360 Agent

53%more likes
104%more comments

Photos generatehigher engagement
Tweets with images result in:

36%clicks 31%visits

41%retweets 48%favorites

33%
visitor-to-lead conversion

55%leads
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Which Looks Better?

OR
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Copyright protects original works of authorship

Literary Videos Pictures

©
Ctrl C V
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Content Marketing Formula
1. Develop a content theme
2. Determine frequency
3. Write an article
4. Send it by email
5. Post it on Social Media
6. Post it to your blog

www.PatZaby.com

To Maximize Strategy

Write an article every week
Email to contacts every other week

Post on SM & Blog weekly
Create/Curate/Post daily on SM

Post content on website Like/Comment on SM feed
Send appropriate reminders

Send holiday greetings

CONSISTENCY

www.PatZaby.com
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General guidelines to qualify for a new mortgage. Veterans who are eligible may find this the best mortgage available.
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Summary of why CM works
Focuses on consumer needs
Engages consumer in a non-threatening way
Continuing education for homeowners
Builds top of mind awareness
Less expensive and more effective than traditional marketing
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PRO

DU
CTI

VIT
YSpend Time

Save Money
Spend Money
Save Time

“DO IT OR DELEGATE IT”  Conundrum
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What is more valuable?

TIME MONEY
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You can’t maximize your income potential by spending the majority of your time on $10-15 an hour tasks.

80%20%

EFFORTS RESULTS

80% 20%

INCOME

$36,640$91.60/hr$9,160$5.73/hr

Pareto PrincipleMedian Gross Income $45,800
Average hourly work week 40
Net average hourly wage $22.90
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Hourly Wage
Income÷ Annual Hours= Hourly Wage

$150,000÷ 2000= $75
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What’s Your Time Worth?
Annual Hourly

Your Income $150,000 $75.00
20% Efforts = 80% Results $120,000 $300.00
80% Efforts = 20% Results $30,000 $18.75
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You cannot earn a six-figure income doing $10 an hour activities! 
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ROI
It’s not an expense if it makes money, it’s an investment

www.PatZaby.com

ROI
It’s not an expense if it makes money, it’s an investment
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$468$4,000
52 260 260 52+ + + = ROI=

For a little more than a

a day
The AUTOMATIC Contact System
InTouch

A new article every week
automaticallyemailed to yourcontacts

with dailypostings

+ holiday, greetings and reminders+ drip campaigns+ customizablepresentations+ financialcalculators
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intouch30

intouch30
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BESTBARGAININ THE BUSINESS
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