DETAILED COURSE OUTLINE
Program Title:

The Fan Factor
Program Length:
170 minutes
Instructor(s):

Meredith Oliver, MIRM, MCSP



Learning Objectives:

This course will build the marketing expertise of licensed agents with practical ideas on how to use social media to serve and protect the public.
Course Outcomes:

After completion of this course, licensees will be able to:

· Serve the public by using social media in a respectful and appropriate manner
· Serve the public by avoiding social media spam and inappropriate messages
· Serve the public with relevant, informative information
· Protect the public providing expert advice on buying/selling a home
Course Outline:
Part I:
 Introduction







     
  5 minutes
Part II:  The Rise of Social Media





             30 minutes

1. Connect








10 minutes
With 50% of consumers using social media to research products and services to buy, social media has risen to a place of prominence in the buying process while traditional media usage/effectiveness has dramatically declined. This section will give compelling statistics on the use of social media and how agents can reach a larger audience by connecting online. Real estate agents can protect and serve the public more effectively than ever before by connecting on this platform.

2. Communicate








10 minutes
More than a lead generating tool, social media is a communication channel and offers the public an opportunity to interact with businesses in a new way. This section will discuss communication guidelines for professionals such as what to post, how often and responding to comments/questions. Real estate agents must learn how to communicate in a professional and timely way to serve the public’s best interests.

3. Close









10 minutes
Social media is an excellent way to keep buyers and sellers engaged through closing with pictures and updates on the progress of the construction. This section will teach agents how to prevent buyer’s remorse and ensure a smooth buying process with timely informational updates that serve and protect the public’s interest.

Part III:  The Social Media Paradox





            30 minutes

1. We Can’t Hear You







10 minutes
Because so many people are using social media, the amount of information shared is overwhelming. This section will enlighten real estate agents on the usage habits of most consumers so they can connect and communicate in a way that best serves and protects the public.
2. Consumers are Distracted & Multitasking 




10 minutes
Because consumers are receiving large amounts of information from many channels they tend to be distracted. This section will cover the mentality of real estate buyers and sellers and what they expect from their real estate agent. 
3. The Paradox








10 minutes
Social media usage is on the rise but with that comes an overwhelming amount of information which negates its effectiveness. The section will cover “The Social Paradox” most agents face.
10 minute break
Part IV:  The Fan Factor   






            30 minutes

1. Engaged Fans Are the Answer





15 minutes
If you give your fans what they want, you can overcome the social media paradox. This section will cover the importance of fan engagement. Real estate agents can better serve and protect the public if they engage fans in an interactive, meaningful way.
2. The DNA of a Fan







15 minutes
In order to meet the needs of your fans, first you must understand what they want. Studies of the behavior of extreme sports fans give insight into why someone becomes a fan and what keeps them engaged. This section will cover the 5 attributes of extreme sports fans and teach real estate agents how to apply those principles to serve and protect the public.
Part V:  Fan Factor Slam Dunk Secrets




            30 minutes

1. Know Your Fans







10 minutes
Real estate agents can’t protect and serve the public interest if they don’t know their fans. This section will teach agents how to survey their audience to find out the wants and needs of their fans.

2. Build a Relationship







10 minutes
Agents can serve and protect the interest of the public by building a relationship with them through social media. This section will cover the importance of commenting, liking and sharing others posts to establish two-way communication online.

3. Stop Selling








10 minutes

One of the best ways to serve and protect the public is to offer information they can use during the buying and selling process. This section will cover how to set-up and manage a blog to offer valuable information to your fans.

10 minute break

Part VI: Open Forum Q & A







25 minutes

This section is an opportunity for attendees to ask their “how-to” questions on any social media platform. Instructor will demonstrate the answer from how to set-up the new Timeline layout on Facebook to properly write a Tweet.
