
Public Relations Hacks To Help Your Brand’s Communication

Public relations, in its simplest form, is about storytelling and

relationship-building. It’s the art of communicating your brand’s narrative to

the right people at the right time, creating a rapport with your audience. For

you, as a real estate agent, it’s a pathway to position yourself as the local

authority in your market and the go-to agent in your community.

The true value of PR lies in its ability to create credibility and trust with your

target audience. Unlike paid advertising, PR o�ers a third-party endorsement

that can be far more powerful in attracting and engaging potential clients.

Think of PR as your personal megaphone, not merely to amplify your voice but

to fine-tune the message reaching your audience. Its value lies in its ability to

shape perceptions, manage reputations, and cultivate a community presence

that resonates with your client base.

Leverage local media

Local media outlets, such as newspapers, radio stations, and TV stations, are

often interested in stories about real estate and typically seek out a real estate



expert for their coverage. You can use PR to pitch your expertise or local

market knowledge to media outlets and potentially secure coverage to reach a

large and targeted audience.

Moreover, you can establish yourself as a go-to expert in your area by

providing valuable insights and commentary on the local real estate market.

When crafting your pitch to reporters, consider the unique aspects of your local

market and how your expertise can provide value to the media outlet’s

audience. For example, if your area is experiencing a surge in home sales, you

could o�er to give commentary on the factors driving this trend and what it

means for buyers and sellers. Or, if you specialize in a particular type of

property, such as luxury homes or eco-friendly buildings, you could pitch a

story idea focused on that niche.

Consider what you can o�er, such as insight onmarket trends, housing advice,

or community insights. What are the local trends? What is happening with

property values, a trend towards home improvements, or a new development

proposed that will impact your community? Become the voice the media turns

to when a housing story calls for a knowledgeable, trustworthy, and local

expert.



Pro Tip: When pitching to local media, success requires a compelling story

angle that o�ers unique insights that will capture the attention of journalists

and their audience. Be prepared to o�er statistics, anecdotes, and examples to

support your news angle and demonstrate your expertise.

Utilizing social media

Social media platforms, particularly Facebook, Instagram, and LinkedIn, can

be powerful tools for sharing your knowledge and expertise with a wider

audience. By regularly posting valuable content, such as market updates, home

buying tips, and insight on local real estate trends, you can establish yourself

as a thought leader in your market – and that can attract the attention of

reporters who cover real estate.

To maximize the impact of your social media e�orts, develop a content

strategy that aligns with your brand and target audience. Test the types of

content that will resonate with your followers, such as educational blog posts,

inspiring success stories, or fun and engaging short videos. Use eye-catching

visuals, such as high-quality photos and infographics, to make your posts

more shareable and increase their reach.



Remember to share any news coverage you are included in on all your social

channels, as media coverage often begets more media coverage.

Pro Tip: Remember to track your social media posts closely and engage with

your followers by responding to comments and messages. Boost your most

successful post, as a small ad spend of $50 to $100 can help attract a few

thousandmore eyeballs.

Networking with other professionals

Good PR isn’t limited to creating publicity. Use the principles of good PR to

build relationships with other professionals, such as mortgage brokers,

investment planners, and attorneys, who can refer business to you.

Networking and building mutually beneficial relationships can increase your

exposure and reach new potential clients.

Attend industry events, join local business associations, and consider hosting

your own networking events to connect with other professionals in your area.

When attending networking events, come prepared with a clear and concise

elevator pitch highlighting your unique value proposition and the types of

clients you serve. Be genuinely interested in the people you meet and look for



ways to add value to their businesses. Follow up with the contacts you make

after the event to continue building those relationships and explore potential

partnership opportunities.

Pro Tip: When networking, focus on building genuine relationships rather

than simply trying to secure referrals. Establishing trust and credibility with

other professionals will make you more likely to receive high-quality

referrals in the long run. Consider o�ering reciprocal referrals to

professionals who complement your services and share your commitment to

excellent client service.

Participating in community events

Attending community events, such as charity fundraisers or local festivals, can

be an excellent way to increase your visibility and build relationships with

potential clients. You can demonstrate your commitment to the area and

attract new business by getting involved in your community. Consider

sponsoring a local event, volunteering your time, or hosting a booth to

showcase your services and connect with potential clients.



Keep in mind that many high-profile events will earn media coverage. If you

are involved in the event’s organization, o�er to support its PR outreach and

act as one of its spokespersons.

When selecting community events, look for opportunities that align with your

brand and target audience. For example, consider sponsoring a school-related

event or team if you work with many families. If you focus on luxury

properties, look for events that cater to high-net-worth individuals, such as

charity auctions or golf tournaments.

Pro Tip: When participating in community events, have plenty of business

cards. Better yet, learn how to share your contact information with your

smartphone. O�er to email them your newsletter or monthly local market

report: it’s a great way to grow your sphere.

Utilizing online reviews and ratings

Online reviews and ratings can be a powerful source of PR for you, as powerful

client endorsements can be priceless. As a service-centric agent, you must

leverage your success by encouraging satisfied clients to leave positive reviews

on platforms like Facebook, Google, Zillow – and even Yelp. These reviews can



help you establish a positive online footprint and attract new business when

others search online for local, reputable agents.

Provide satisfied clients with direct links to your profiles on various review

platforms to make it easy for them to leave reviews. A best practice is to send a

follow-up email immediately after closing a transaction to thank them for

their business and request a review. You can even share examples of what

others have said to help them get started.

To encourage them to participate, o�er to make a small donation to a local

nonprofit in their honor to show your appreciation for their feedback.

Pro Tip: Be sure to monitor your online reviews regularly and respond to any

negative feedback professionally and constructively. This will demonstrate

that you value your clients’ feedback and are committed to providing

excellent service.


