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What is a brand?


Why your brand matters


How to create a brand strategy


The elements needed for your
branding


Prop Data agent profile pages

•

•

•

•

•

What we’re
covering today



What is your brand?

It’s the connection you have
with your clients.

What do they think about you?


How do they feel about you?


Your brand is your personality
— and it matters.


•

•

•

•



Why does your

brand matter?

It sets you apart from your
competitors


It builds a loyal client base —
creates a bond


It cements your credibility

•

•

•



How you can create
an effective brand
strategy

It’s a lot easier to produce quality content
around an effective brand if you know who
you’re talking to.



First, ask...

What’s the journey you want your
clients to take with you?



This is a fictional person based on
characteristics shared by your clients.

Define your

target personas



Pro tip


Make your persona

with HubSpot

hubspot.com/make-my-persona

https://www.hubspot.com/make-my-persona


The elements needed 
for your branding



You need ...

It’s the destination of all your marketing and 
a place where potential clients enquire 
about a property or service. 


They can include a bio, your contact details, 
awards, latest listings, sold listings, glowing 
testimonials, and more…

either a website, agent 
microsite or an agent 
profile page



You need to use 
email marketing

Agent newsletters: Provide educational and 
informative content on a regular basis. 

Promo mailers: Share new properties, 
reduced properties, or a discount on your 
services.

Email signatures: Display essential contact 
information, but also link to your agent 
profile page. These can even have dynamic 
content like Prop Data's automated email 
branding solution.



You need to be on 
social media

Facebook


Twitter


Instagram


YouTube


Pinterest


LinkedIn


Google My Business


•

•

•

•

•

•

•



You need to blog, 
blog, blog...

Showcase your expertise — write content 
that adds value for potential clients. 

Elaine Chetty’s 
Property Tip of 
the Month

Thinking of selling your property? How Should You 
Price Your Home? Hoping a buyer will overpay for your 
home isn’t a strategy, it’s a wish. It’s also self 
defeating.



As a seller, you naturally want to get top ‘dollar’. 
Chances also are good that you have a deep emotional 
attachment to your home. Combined, those factors 
often lead sellers to insist on a high price. But testing 
the waters can actually hurt a home’s value in the long 
run.



Here’s why:

Our analysis of website activity shows that new listings 
get an average of 50-60 page views on the most 
popular real estate portals the day they hit the 
market. Houses with price drops get only 15-20 views.



First impressions matter.

If your home is overpriced when people first see it, 
chances are good they won’t look again. We estimate 
a house listed for sale gets three-and-a-half times 
more web traffic in the first seven days than it does a 
month later. After the first three days, web traffic to 
existing listings slows more than 65 percent. In three 
weeks, it’s down 85 percent.

In short, your home’s debut is its best chance to shine. 
An overpriced property is more likely to be ignored. In 
this current market, don’t expect a rush of lowball 
offers. People won’t assume you’re willing to 
negotiate.



By the time you lower the price, your home will have 
the taint of being a languisher. Fair or not, a home 
fresh on the market at R1, 2mil looks different than 
one reduced from R1, 5mil to R1, 2mil.



Even if it’s objectively a good home, if it’s been on the 
market for a while, many buyers will wonder if there’s 
something wrong with it. Once that stigma is there, it 
is going to be hard for a seller to get full asking price. 
If there’s already a price cut, savvy buyers will start 
circling. It’s not a good situation for sellers to be in.



Remember, most buyers will look at your home online 
the first day it comes to market – make that 
impression count by pricing right. You’ll get more and 
better offers that way, and you’ll get them sooner. 
Ensure that you get solid advice from your agent to 
guide you on the ideal price to ask for your property 
given the recent deals in your area.

The more localised your article, the more 
relevant the page will be for the users you 
want to read it. Here are some examples:

5 Great restaurants around < your area >


Interview the headmaster of X school


Up and coming property developments in < your area >


8 Fun winter activities in < your area >


Did know this about < your area > - 5 Fun facts



A stellar example 
of a Google My 
Business Listing



A good Facebook 
brand effort

www.facebook.com/jarrydjefferySA/videos/
959397561119370/

www.facebook.com/jarrydjefferySA/videos/959397561119370/


You need to use 
online advertising

Facebook/Instagram


Google Adverts


•

•



Don’t forget about 
print media

Property boards


Business cards


Stationery

•

•

•

Your brand needs to be 
consistently carried through 
offline media as well.




35% off

Need agent 
profiles on your 
site? Get  
this month!

go.propdata.net/agent-profiles-promotion

* 

* 

Available only to clients of Prop Data with 
a current website package product



http://go.propdata.net/agent-profiles-promotion


Let’s recap

You know what a brand is


You know why a brand matters


You know the steps to create a 
brand strategy


You know the brand elements 
great estate agents use


You know how to get a start 
with an agent profile


•

•

•

•

•



Helpful links

https://go.propdata.net/course/branding/a

-strong-foundation


https://go.propdata.net/course/branding/b

rand-identity


https://www.echostories.com/whats-a-bra

nd-story-and-why-does-my-company-need-

one/


https://go.propdata.net/course/branding/y

our-logo


https://go.propdata.net/course/website/yo

ur-website-as-a-marketing-tool


https://knowledge.propdata.net/a-better-

way-to-introduce-yourself-as-an-agent


https://go.propdata.net/course/email/emai

l-signatures

https://go.propdata.net/course/social-medi

a/facebook


https://go.propdata.net/course/social-medi

a/twitter


https://go.propdata.net/course/social-medi

a/instagram


https://go.propdata.net/course/social-medi

a/youtube


https://go.propdata.net/course/social-medi

a/pinterest


https://go.propdata.net/course/social-medi

a/linkedin


https://go.propdata.net/course/facebook-a

ds-powerful-choices

https://go.propdata.net/course/google-ads

/the-worlds-biggest-business-directory


https://support.google.com/business/answ

er/3038177?hl=en#pract


https://support.google.com/business/threa

d/22147758?hl=en


https://www.inman.com/2019/04/29/goog

le-is-about-to-revolutionize-the-way-consu

mers-find-real-estate-agents/


https://www.jasonfox.me/is-google-my-bus

iness-for-real-estate-agents/

https://go.propdata.net/course/branding/a-strong-foundation
https://go.propdata.net/course/branding/brand-identity
https://www.echostories.com/whats-a-brand-story-and-why-does-my-company-need-one/
https://go.propdata.net/course/branding/your-logo
https://go.propdata.net/course/website/your-website-as-a-marketing-tool
https://knowledge.propdata.net/a-better-way-to-introduce-yourself-as-an-agent
https://go.propdata.net/course/email/email-signatures
https://go.propdata.net/course/social-media/facebook
https://go.propdata.net/course/social-media/twitter
https://go.propdata.net/course/social-media/instagram
https://go.propdata.net/course/social-media/youtube
https://go.propdata.net/course/social-media/pinterest
https://go.propdata.net/course/social-media/linkedin
https://go.propdata.net/course/facebook-ads-powerful-choices
https://go.propdata.net/course/google-ads/the-worlds-biggest-business-directory
https://support.google.com/business/answer/3038177?hl=en#pract
https://support.google.com/business/thread/22147758?hl=en
https://www.inman.com/2019/04/29/google-is-about-to-revolutionize-the-way-consumers-find-real-estate-agents/
https://www.jasonfox.me/is-google-my-business-for-real-estate-agents/


https://www.propdata.net/



