


Brought to you by…

Technology changes fast. From new apps to digital 
marketing, it can feel impossible to keep up. 

At The Paperless Agent, our mission is to help real 
estate professionals from all experience levels filter 

through the hype and master the tech that will grow your 
businesses and save you time and money.  

If you like what you see, check out http://
thepaperlessagent.com/ for more great tips!  

http://thepaperlessagent.com/
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Before You Get Started
Before you start running these campaigns, you need to put a couple things in order.  

First, you need to create Facebook Business Page. Not only is this a good general 
practice (you can see the differences between on Personal and Business page on the 
next page of this report), but you also need a Business Page to run some of these 
ads. 

Second, you need a basic website or blog for your real estate business. These ads 
leverage Facebook to drive traffic to your website in order to promote your listings, 
capture leads, and so on, so you need a somewhere to send people!  

Finally, familiarize yourself with the Facebook Ad platform and the structure of 
Facebook Ads. It can be a little confusing at first. Pages 7 & 8 show the Power Editor 
(where you’ll create the ads within Facebook) and the ad structure.  

Remember it’s there so you can refer back if you get confused!
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Power Editor
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URL to access Power Editor

List of your Campaigns

List of your Ad Sets

List of your Ads
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Just Listed / Just Sold Campaigns
Think of this campaign as the digital version of sending out post cards for your listing 
(but cheaper and way more effective!). 

In this campaign, you create a Facebook Ad to promote your listings both to people 
in the neighborhood (to build your market presence and establish yourself as the 
agent helping people buy and sell property in the area) and to put the listing in front 
of potential buyers.  

For us, running these campaigns doubled the website traffic to our website. What’s 
more, people hung out on our site and spent time looking at additional listings…. 
not just the ones advertised!  

What’s more, Facebook tracks these results, giving you useful information you can 
share with sellers. You can show them exactly what you’re doing to promote their 
home, and the results you’re seeing from your marketing efforts! 
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How It Works
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Facebook Ad promotes your 
listings to people in your 
farm area (market presence) 
and to people likely to buy it. 

People who click on it or sent 
to a landing page on your 
website for that listing



How to Create It
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Now let’s get into how to create the campaign. For this first campaign, we’ll walk 
you step-by-step through where to, what to click, etc. to help you get oriented.  

In general, the process follows this structure: 

• Create the campaign. This is where you set the objective for the campaign 
(clicks to website) 

• Create the Ad Set. This is where you set the budget, the length of time you 
want the ad to run,  and the audience for the ad.  

• Create the Ad. This is where you enter the creative and create the ad you 
will display on Facebook.  

For the remaining two campaigns, we’ll tell you the information you need to 
know, and you can create it from there! 
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1. Go to http://www.facebook.com/ads/manage/powereditor

2. Click + Create Campaign

http://www.facebook.com/ads/manage/powereditor
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Name the campaign using this naming structure

Leave these the same.

Click Create. 



15

1. Click the Ads Tab.

2. Click the + Create Ad Set.
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1. Select the campaign you 
created earlier

2. Name your Ad Set using 
this structure

3. Click Create
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Set a Budget of $2.00 daily. (A 
good, affordable place to start)

Set an end date 30 days out from 
your start date.
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Click Edit Audience Add the zip codes of the 
farm area or city you want to 

market to. 

Click More Demographics > Financial 
> Income. Set the income ranges of 

people likely interested in the home or in 
your farm area.

Select an age range for people 
interest in your listing.

Save
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1. Click the Ad Set tab.

2. Click + Create Ad
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Name the Ad Set.

Click Create.
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Select your Business Page

Enter the URL for the Listing’s page on your 
website. This is where people will go when 

they click on your ad

Enter the main advertising text for the listing

Enter the headline

Enter some additional information about the 
listings

Add an Image of the property.

Select Learn More



Sample Just List Ad 
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Text

Featured Image

Headline

Newsfeed Link Description

Call to Action
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Verify all of the details for your add, 
and then click Upload Changes. After 

clicking, your ad will go live after a 
short approval process!
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What’s My Home Worth? Campaign
With this campaign, the objective is simple: capture seller leads by offering a free, 
online assessment for their home.  

When someone considers selling their home, often their biggest question is: What’s 
my home worth?  

To find out, most sellers will turn to the internet (rather than calling an agent). A free, 
online home value assessment is a no hassle, easy way for sellers to get the 
information they want.  

Fortunately, you can get in front of these sellers and capitalize on this desire for 
information with Facebook’s audience selection features. You can show them an ad 
that offers a free online assessment, and when they click that ad, they can enter their 
information in exchange for the assessment.  

You’ll need a service that can provide this assessment. We recommend 
homevalueleads.com. 
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http://homevalueleads.com


How It Works
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Facebook Ad is 
displayed to 
homeowners who 
are  likely to move

Drives traffic to a landing 
page where they can enter 
their address

To receive their assessment, 
the seller gives you their 
email address. You can than 
follow up and market to your 
new lead!



Creating the Ad
Walk through the same steps outlined in the previous campaign, but adjust these 
features: 

• Audience. For this audience, you want to target homeowners in your farm area 
who are likely to move. To do so, adjust these audience settings: 

• For Location, select your primary markets or zip codes.  
• Click More Demographics, and select  Home > Home Ownership.  
• Under Behaviors, click Browse > Residential Profiles > Likely to Move 
• You can also adjust income, age, and so on to match the profile of your ideal 

seller.  
• Budget - Set a budget you’re comfortable with. You can do anything from a few 

dollars to ten to fifteen! It’s totally up to you. 
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Sample Ad
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Property Search Campaign
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What’s My Home Worth? Campaign
With this campaign, the objective is to capture buyer leads.  

What do buyers want to see? Homes, homes, homes! 

With many real estate websites, the IDX feature allows buyers to use your site to view 
listings. Many also offer the ability to require buyers to enter their name and email 
address to view those properties.  

This campaign runs Facebook Ads that drive buyers to your property search page so 
you can capture their information and follow up with them. 
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How It Works
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Facebook Ad is 
displayed to 
people who are  
likely to move / buy 
a property in the 
near future

Drives traffic to a landing 
page where they can search 
for properties

Buyers can enter their name 
and email to save their search 
and receive updates on their 
search results. 



Creating the Ad
Walk through the same steps outlined in the previous campaign, but adjust these 
features: 

• Audience. For this audience, you want to target people in your area who are 
likely to move. To do so, adjust these audience settings: 

• For Location, select your city.  
• Under Behaviors, click Browse > Residential Profiles > Likely to Move 
• You can also adjust income, age, and so on to match the profile of your ideal 

buyer.  
• Budget - Set a budget you’re comfortable with. You can do anything from a few 

dollars to ten to fifteen! It’s totally up to you. 
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Sample Ad
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