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What is Social Networking
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Social Networking is a modern form of:

What kind of “activities” do you consider social networking online?

What is the goal of social networking?
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Critical Metrics
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Marketing Performance Metrics

Leads Management Metrics

• 88% of all internet leads are abandoned within 30 days (92% abandoned 
within 72 hours)

• 50% of online consumers take 12-18 months to move from “dreaming” to 
“closing”

• 64% of listings come from Referrals and Repeat Clients

This is why “Days on Market” must be “re-interpreted” to mean not how long 
it takes a home to sell, but:

http://www.matthewferrara.com/
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The Next Generation of CRM
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• OLD CRM MODEL

• Baby Boomer Model

– Database Driven

– Direct marketing 
mechanisms

– Advertising as periodic 
experiences

– “Right place, right 
time” sales model

• NEW CRM MODEL

• Next Generation Model

– Influence Driven

– Relationship as 
marketing

– Advertising as 
persistent presence

• “Know their need before 
they realize it”

http://www.matthewferrara.com/
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Start in Facebook
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Why LinkedIn?

• Professional Image – your company and/or agent presence here is more „buttoned down” 

than on “friends/family” sites like Facebook

• More business culture – it‟s acceptable to discuss, announce and ask for business 

opportunities on LinkedIn

• Learning Environment – Groups and Answers areas offer more “learning” opportunities than 

inside social-fun networks

Professional Networking on LinkedIn



©2008 Matthew Ferrara & Company   www.matthewferrara.com   1-888-TEACH-RE
7

..1. A complete profile

2. Recommendations 

(testimonials) are the best 

form of marketing. 

Generation X is extremely 

skeptical of self-promotion. 

Generation Y is extremely 

susceptible to influence from 

their network. 

Recommendations are a 

double-whammy marketing 

tool based upon actual 

success stories and proven 

past performance.

Core Components of Social Networking
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The simple alternative to 

blogging is to engage in 

online discussions. 

Question and Answer 

forums, discussion 

threads and other “post-

based” interactions 

provide you an 

opportunity to engage 

your sphere based upon 

real-life situations and 

concerns. 

Power Prospecting Tips for Social Networks
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Develop a Social Networking plan
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How much time?

Social networking is a portion of that time 

dedicated to prospecting.

It comes from substituting

time spent on 

non-effective 

prospecting activities

Cup of coffee – 1x a day

Supported by real-time

wireless presence

Prospecting
50%

Support
30%

Learning
20%

Targeted and Effective:

• Networks with the greatest 

number of consumers 

(ie., Facebook and LinkedIn)

• Networks with “exploratory” 

and research potential 

(ie., MySpace for buyers)

• Networks with opportunities 

to interact with other real 

estate professionals Consumers
70%

Research
20%

REALTORS
10%
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