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Introduction

This is a comprehensive step-by-step course designed specifically for realtors who want to build
lasting marketing systems that consistently generate leads, establish unshakeable authority, and
maintain visibility long after content is published. This isn't about chasing fleeting social media
trends — it's about creating a sustainable content strategy that works while you sleep.

Provide you with a complete, actionable roadmap to create, package, and strategically distribute
evergreen content that Google, YouTube, and emerging Al systems will reference as trusted,
authoritative sources for years to come.



Why Evergreen Content Wins

Search Intent Match

People consistently search for real answers like "How much
is a down payment?" Position yourself as the solution.

Long-Term Visibility

Google and YouTlube surface quality content for years, not
hours. Your investment compounds over time.

Authority Compounds

Every piece becomes part of your expert library, building
credibility that attracts premium clients.

Al-Ready Content

Search engines and chatbots pull from clear, consistent @
sources. Be the voice they reference first.

I&I

Most agents chase social media trends hoping for viral moments that fade within hours. Evergreen

content is fundamentally different — it answers questions people will keep asking for years. Think

of it as planting an oak tree rather than lighting a sparkler: it starts small but grows into something
substantial that provides value season after season.



Quick Exercise

Write down 3 questions you
answer weekly for clients

Example: "Do | really need 20% down?" — that's your first
evergreen topic waiting to be developed.
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A Quick Ti If you’ve answered a question more than twice, it deserves a piece of content.
@ uic P Keep a running list on your phone or notes app — that’s your content goldmine.



Foundations Before You Create

Before planting seeds, you need fertile soil. These digital foundations ensure your evergreen
content has the infrastructure to grow and be discovered by your ideal clients.

Google Business Profile Optimization

Complete your service areas, accurate categories,
weekly posts, proactive Q&A responses, and high-quality
photos showcasing your expertise and local knowledge.

CRM & Communication Tools

Implement systems to capture leads, automate follow-up

sequences, and track engagement across all your content channels.

BoldTrail RPR Lofty ToolkitCMA

Professional YouTube Channel

Set up a compelling About page, create organized playlists
by topic, and develop consistent video description
templates that include all required disclosures.

Optimized Website & Blog

Ensure mobile-friendly design, fast loading speeds, professional
About page, clear contact information, and dedicated blog section

for content repurposing. Marketing Center Back at You



https://business.google.com/en-all/business-profile
https://www.youtube.com/profile
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Fkvcore-platform
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Fkvcore-platform
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Ftoolkit-cma
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Ftoolkit-cma
https://lokationmarketingcenter.com/
https://lokationmarketingcenter.com/
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Fback-at-you
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Fback-at-you
https://www.narrpr.com/?cbcode=btslokationrealestate
https://www.narrpr.com/?cbcode=btslokationrealestate
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Flofty
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Flofty

(Critical Activity )

/ Compliance |
. Google yourself right now. Is your Name,
Essentla ls Address, and Phone (NAP) information

consistent across all online platforms?
Inconsistent information confuses

search engines and potential clients. Fix
any discrepancies immediately.

e Always display brokerage name, license
number, and contact phone

e |Include Fair Housing logos where
required by local regulations

e Clearly disclose any partnerships with
mortgage, title, or insurance companies



https://www.google.com/

The Simple Weekly System

Short Clips

Extract 2-3 bite-sized clips from your
anchor video. Each list item naturally
becomes its own focused short-form piece.

Anchor Video

Create one 3-5 minute video answering
a single question or covering a listicle
topic. Example: "7 Hidden Costs of
Buying a Home in [Your City]."

Blog Article

Transform your video transcript into a
well-structured written article with
TL;DR summary and FAQ section for
enhanced SEO.

Google Business Post

Create an engaging post with thumbnail
image, 2-sentence summary, and direct
link to drive local discovery.

Email Teaser

Share 2-3 compelling bullet points
from your content with a link driving
traffic back to the full piece.

This is your core habit — one streamlined weekly cycle that creates a comprehensive marketing presence across all major platforms.
Consistency here builds the foundation for long-term success.



Why This Matters?

This flywheel approach means you create once but maintain visibility
everywhere your potential clients spend time. Each piece reinforces

the others, creating a cohesive brand presence that builds trust and

recognition over time.

( StartToday )

Record a 1-minute answer to one frequently asked question using
just your phone. Don't worry about heavy editing — focus on getting
comfortable being on camera and delivering valuable insights.




What to Talk About

You'll never run out of valuable content when you understand these proven content pillars and the
power of listicle formats. Your expertise becomes an endless source of helpful information.

Explainers

Break down complex concepts: "What is escrow and why
does it matter?" Clear explanations build trust and
position you as the knowledgeable guide.

Comparisons

Simplify complex decisions: "FHA vs Conventional Loans:
Which is Right for You?" Comparative content ranks well
and helps decision-making.

Success Stories

Share real examples: "How One Buyer Solved a $15K
Appraisal Gap." Stories create emotional connection and
demonstrate your problem-solving skills.

Common Mistakes

Help clients avoid pitfalls: "7 Pricing Traps That Cost Sellers
Thousands." People love learning what NOT to do.

Checklists

Provide actionable guides: "9 Costs You'll Pay at Closing
(And How to Prepare)." Practical content gets saved and
shared.

FAQ Responses

Answer directly: "Do | Really Need 20% Down?" These
match exactly how people search and speak to voice
assistants.



Why Listicles Work So Well

People naturally think in numbered lists when seeking information. "Top /7..." or "5 Steps to..." formats
match common search patterns, rank higher in Google results, and each individual item becomes a
separate content opportunity for repurposing. Note: odd numbers have a higher click through ratio.

5 STEPS |

( Content Development Activity ) ' TO GETPRE- |
~ APPROVED

Brainstorm 10 frequently asked questions from your client 1
interactions. Rewrite each as a compelling listicle title. e

Example: "How do | get pre-approved?” becomes "5 Steps to Get Pre-Approved
Fast in [Your City]."




Packaging Content Simply

The magic happens in your systematic approach to content multiplication. Create once, distribute
everywhere, maintain consistent presence across all platforms where your clients discover information.

Record the Foundation Piece

Film one 3-5 minute video answering a single
important question. Use your smartphone,
natural window lighting, and a $20 clip-on
microphone for clear audio quality.

Create Bite-Sized Content

Extract 2-3 short clips from your main video
— each list item works perfectly as
standalone content. Transform your transcript
into a structured blog post with clear
headings and FAQ section.

@ 0 ©

Distribute Strategically

YouTube gets the full video, your website
hosts the embedded video with blog content,
social platforms receive the short clips, email
subscribers get teaser content, and Google
Business Profile showcases bullet-point
summaries.



Why This
Approach Works

You invest time creating once but maintain visibility everywhere your
potential clients spend time researching real estate decisions. Google
and YouTube rank your comprehensive long-form content for
authority, while social media keeps you top-of-mind for immediate
needs. Email and Google Business Profile posts drive traffic back to
your website, creating a complete ecosystem of touchpoints.

(Implementation Tool)

Create a weekly checklist
with these distribution steps.
Use it consistently so you
never miss a platform or
opportunity to maximize your
content's reach and impact.




Be Easy to Find

(SEO + Al Optimization)

Think of SEO as clearly labeling your content so search engines and Al systems understand exactly what
valuable information you're providing. This clarity directly translates to visibility and qualified traffic.

BoldTrail Back at You Quick Social
Strategic Titles Compelling Descriptions Video Chapters
@ Use the exact phrase people search for: "9 Costs Write clear summaries with bullet lists highlighting Structure your content with timestamps: "00:00
A of Buying a Home in Miami" rather than creative key takeaways. Include your target keywords Intro, 00:21 Cost #1, 01:15 Cost #2" — this makes
but unclear titles. Match search intent precisely. naturally while providing genuine value preview. content more searchable and user-friendly.

Blog Optimization Authority Signals
Include TL;DR summaries at the top, use H2 Include your professional photo, license information,
headings for each main point, add FAQ sections, and brokerage details, and specific service areas to

maintain consistent formatting that's easy to scan. build trust with both users and search engines.



https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Fkvcore-platform
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Fkvcore-platform
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Fback-at-you
https://lokationagent.com/hubs/marketing?resource=%2Fresources%2Fback-at-you
https://pro.myagenticon.com/LoKation/launch/library
https://pro.myagenticon.com/LoKation/launch/library
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"Google and Al systems prioritize clear, well-structured
information. Using numbered lists with chapter markers makes
your content more skimmable for humans and more easily
understood by search algorithms."

Immediate Action

Take your most popular blog post and
add a TL;DR summary at the top plus 3
relevant FAQ questions with detailed
answers. Monitor how this impacts your
search performance over the next month.



Reviews, Proof, and

Strategic Collaborations

Credibility signals transform strangers into trusting clients. These proof elements make your expertise
tangible and your authority undeniable to both potential clients and search engines.

Systematic Review Collection

Request reviews immediately after every
successful closing. Provide direct links to your
Google Business Profile and preferred review
platforms. Make the process effortless for
satisfied clients who want to help you
succeed.

Compelling Case Studies

Document success stories: "3 Strategies We
Used to Help Sellers in [City] Beat Market
Expectations by $25K." Specific results and
outcomes demonstrate your problem-solving
capabilities and market expertise.

Expert Collaborations

Interview mortgage lenders, home inspectors,
or staging professionals. Transform
conversations into valuable listicles: "5 Red
Flags Inspectors Find Most Often (And What
They Cost)."



Why Social Proof
Amplifies Everything

Reviews and collaborations create a multiplier effect for your credibility. They signal
to potential clients that you're trusted by past clients and respected by industry
professionals. Search engines also view these signals as indicators of authority,
often boosting your content's visibility in search results.

When you collaborate with other professionals, you tap into their networks and
expertise while providing additional value to your audience. These partnerships often
lead to referral relationships that extend far beyond the initial content collaboration.

@ This Month's Goal

Schedule one 15-minute collaboration video with a trusted mortgage lender, inspector, or other real estate
professional. Keep it focused, valuable, and mutually beneficial. This single conversation can generate
multiple pieces of content while strengthening your professional network.



The Long Game Mindset

Evergreen marketing rewards consistency over perfection. You're building a comprehensive library
of expertise, not chasing overnight viral success. This fundamental shift in approach determines
long-term success.

Months 1-3: Foundation Building @

Focus on developing comfort on camera, establishing
your weekly content creation systems, and setting up
proper distribution workflows. Expect this period to feel
challenging as you build new habits.

Months 4-6: Library Growth

Your content library starts gaining traction. Early leads
begin trickling in from YouTube and Google searches.
You'll notice increased recognition in your local market
and more informed prospects reaching out.

Months 7-12: Compound Returns e

Content momentum builds significantly. Clients frequently
mention seeing your videos before calling. Your authority
in the local market becomes established, attracting
higher-quality leads who already trust your expertise.

"Rome wasn't built in a day, but one simple video
each week makes you the undisputed go-to
authority in your local real estate market."




Leading Indicators to Track Lagging Indicators to Monitor

e \ideos published weekly e [ncoming calls and inquiries

e Short clips created and distributed e Appointments scheduled

e Blog articles posted e Deals successfully closed

e Email subscribers engaged e Referrals from past content viewers
e Google Business Profile posts published e Brand recognition in local market

Capstone Planning Activity

Draft a 12-week content calendar mixing FAQ videos,
educational explainers, and practical listicles.

Example week: "Top 5 Closing Costs in [Your City]" with individual shorts
highlighting each specific cost and its typical impact on buyers.




You Don't Need Viral
You Need Visible

Your Path Forward »»

The path to lasting real estate marketing success isn't about chasing viral moments or trending hashtags.
It's about building sustainable systems that work consistently, even when you're focused on serving clients

The Simple Formula

One 3-5 minute weekly video, systematically
packaged into shorts, blog articles, emails,
and social posts, creates compounding
authority that lasts for years.

or taking well-deserved time off.

The Compound Effect

Over time, your name becomes the first
trusted voice that both potential clients and Al
systems turn to when real estate questions
arise in your market.

The Long-Term Reward

While competitors chase temporary trends,
you'll have built an evergreen library that
continues attracting qualified leads year
after year.



Your marketing should work as hard as you do
and keep working even when you're not.

Start with one video this week. Answer one question your clients always ask. Package it across your
platforms. Repeat weekly for one year.

The realtors who implement this system consistently don't just build businesses — they build legacies of
expertise that serve their communities and secure their professional futures for decades to come.

- TN

Ready to Begin?

Choose your first topic from the questions you answer most frequently.
Record that video this week. Your future clients are already searching for
these answers — make sure they find you.




