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Digital Marketing

Control Your Message
If you don't tell your story, someone else will.




Digital Marketing

Keep It Consistent
Continuity for brand recognition is important.




Digital Marketing

The Power of Planning
The devil is in the details.
Planning gives you creative freedom.




Digital Marketing

Own It

Take the content and make it yours.
Be yourself; you're the best person at it.
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Anatomy of a Social Media Campaign

Set Business Goals
It's best not to experiment without a clear idea of how social media will support your
business goals.

Create a Strategy

A strategy will help you to deploy social media in the best way to reach your goals by
prioritizing on the channels in our RADAR which are most effective. Know your
audience and what mediums they are active in.

Active Social Listening and Reputation Management
Most advice on social media marketing strategies advises to start by listening to your
conversations.

Define Content and Engagement Strategy

Acknowledge that encouraging engagement and participation are the biggest
challenges to social media marketing, so clear strategies are needed to show how to
achieve these.




Anatomy of a Social Media Campaign

Define Communications Strategy

A continuous communications strategy is necessary to engage your audience through
the many channels available. Define the types of content value you offer through
different social channels and the frequency.

Deploy Best Practice Approaches for the Core Platforms
Each social media platform such as Facebook, Twitter, Linkedin, Instagram and YouTube
has unique characteristics and audience needs.

Optimize
Optimize your presence to deliver real value for your business. Where is the most

engagement, most shares, most click throughs? Are you looking at the analytics, your
increase in website traffic?




WHO IS YOUR TARGET AUDIENCE?
= lenders, attorneys, REALTORS
= certain generation or geography

WHAT DO YOU WANT TO TELL THEM?

» what value add information are you providing
= curating the right content is the challenge

WHERE IS THE CALL-TO-ACTION?

= where are you taking your audience
= are they directed to a person, place, thing
* isitadead end or to another ‘value pool’
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@ial Selling

Generating leads and
sales from existing
customers and
prospects on the social
web.

Social Networking

Finding and associating
with authoritative and
influential individuals
and brands on the social
web.

Social Listening \

Monitoring and
responding to customer
service and reputation
management issues on
the social web.

Social Influencing

Establishing authority
on the social web, often
through the distribution
and sharing of valuable
content.
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TRID Education & Resources

s Reach Consumers 1@ Reach Your Customers ﬁ Reach Regulators Featured Resource

Educating consumers is vital to growing your REALTORS®, lenders and others in the Regulators work with our industry to build a AT Tomeowrier a Realtorandla
business in the digital world. settlement industry can help explain the better product every day. It is important that Lender Walk I;lto aBar. .. Script

benefits of title insurance. Use the tools to we help our regulators understand our
train your clients. messaging.

o All Resources % Sstart Here Social Media

The HOP Committee has developed over 100 Get your feet wet with some of our most Marketlng Calendar
resources that you can use to market your popular items. This curated set of resources
business and educate your customers. will get you started.

Stay in contact with your customers with this
yearly calendar of social media posts.
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Resources
Powered by HOP

*8% Reach Consumers

Educating consumers is vital to growing your
business in the digital world.

o All Resources

The HOP Committee has developed over 100
resources that you can use to market your
business and educate your customers.

® By Product

4 ALTAprints

ALTA members can easily customize more
than 60 HOP resources with their company
logo and contact information, download
modified digital files for free or order
discounted print products for use in their
local market.

* HOP Leader Resources

Current HOP Leaders Gain Access to a Library
of exclusive content developed by the HOP
Committee, including the latest
presentations.

Q! Reach Your Customers

REALTORS?, lenders and others in the
settlement industry can help explain the
benefits of title insurance. Use the tools to
train your clients.

W Start Here

Get your feet wet with some of our most
popular items. This curated set of resources
will get you started.

b
h Presentation
Resources
ALTA has created several powerpoints that
ALTA members can customize and use in the
marketing and sales process with

homeowners, internal staff training, and to
spread awareness of wire fraud.

' Spanish Language
ALTA has translated some of our most

popular items for ALTA members to use in
their markets.

ﬁ Reach Regulators

Regulators work with our industry to build a
better product every day. It is important that
we help our regulators understand our
messaging.

Social Media
Marketing Calendar

Stay in contact with your customers with this
yearly calendar of social media posts.

;l Digital Marketing

Blogs and social media content can help
propel your message to your community, and
help you become the subject matter expert.

.J Communication
Templates

Use these easy-to-use and professionally-
designed templates for all your homebuyer
communications and presentations.

Featured Resource

A Homeowner, a Realtor and a
Lender Walk Into a Bar. . . Script

z Internal Training

Internal training reflects a solid knowledge of
the organization's culture and identifies the
exact skills and knowledge that participants
need to succeed in their jobs.

@ 3rd Party Resources

ALTA has compiled a list of resources from
other trade associations that you can use in
consumer education.
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For Industry Partners

For HOP Leaders

Find a HOP Leader



Types of Resources Available
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OF TITLE INSURANCE

WHAT IS TITLE?
Title is your ownership right to
WHAT IS TITLE
INSURANCE?

Title insurance is a policy that protec!
't and property rights.

For more information. ask an ALTA member:
or visit homeclosing101.org

WHY SHOULD |
PURCHASE OWNER’S
TITLE INSURANCE?

WHAT DOES OWNER’S
TITLE INSURANCE COST?

WHERE CAN | GET
MORE INFORMATION?

m
e
pr

For more Information, ask an ALTA member
or visit homeclosing101.0ra

ALTA

MEMBER

dvertisements

REASONS WHY
EVERY HOMEBUYER
NEEDS OWNER’S
TITLE INSURANCE

HERE’S WHY IT'S SO IMPORTANT FOR YOU:

YOUR LIFE WILL CHANGE OVER TIME.
OUR PEACE OF MIND NEVER WILL.

Fer more information about owner's title insurance,
ask an ALTA member or visit homeclesing10l.org
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Posters Rack Cards

THE LAST THING YOU WANT
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L = CON CONFIANZA
CLIENTS SHOULDN’T

| HAVE TO FIGHT OVER
| THEIR PROPERTY RIGHTS

As a Realtor®, your job is to protect the best
interests of your clients. So make sure they
protect themselves from major legal and

financial risks with owner’s title insurance. Para obtener més informacisn, contéctese con un
‘miembro de ALTA o ingrese a: homeclosing101.org

For free resources about title
insurance, visit alta.org/realtor

Far more information —?ﬁ American Land
and free resources, -+ Title Association
wisit .

Para obtener mds informacion, contactase con un
‘miembro de ALTA o ingrese a; homeclosing10t.org
¥
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Types of Resources Available
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Blog Posts Handouts

‘|‘_|"6‘“’““ THE FAQS OF
TN TITLE INSURANCE

7 REASONS WHY EVERY HOMEBUYER NEEDS
OWNER’S TITLE INSURANCE
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Types of Resources Available

PowerPoint Presentation Resources

American Land
The American Land Title Association ~ Title Association

(ALTA) presents: B o
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\ WELCOME T

HOP Leader Training

12 gaci@/ THE HOMEBUYER CHECKL

10 STEPS TO BUY YOUR HOME WITH CO
. r
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Las Vegas 2017 4|

Exclusively for ALTA members.
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Types of Resources Available

PROTECT YOUR
MONEY WHEN
BUYING A HOME
FROM WIRE
FRAUD SCHEMES

Evary iy, hackaes try to steal your money by smading fake wire

instractions. Crmnals il

uts & simidar omail address and stoal s

1090 and other info to make & look Bk the email came from your

your money by following these steps:

o}

You ean pr and

BE VIGILANT

- all, don‘t emal: Confirm your
wiring instructions by phone using
known number| transherring
funds. Don't use phone nembers
links frorm an emai

- B susphious: Its uncomenon for title

e o drsege whing instnctions
and payment info by emai

PROTECT YOUR MONEY

= Confiom everything: Ask your bank ta
confirm the name on the asceunt
beo ing 2 wire

WHAT TO DO IF YOU'VE
BEEN TARGETED

= tmmediately call yous bark and xik them
10 ksun & recall roticn for your wire.

= Reprort the crime to wwmIC3.gov

+ Call your regional FE1 office and pelicn

+ Datacting that you sent money tothe.
wrong sccount within 24 hours is the best
chance.of recavering your maney.

For more information about the home

www.stopwirefraud.org

pour title company 10 leam thalr pracess forwiring

your title company to
ih 508

numbers are listed abo
et

et phor

+ After you sand manay, <all the Ltk Company agsin to
confirm that the m od.

DON’T BECOME A VICTIM

PROTECT YOUR MONEY
WHEN BUYING A HOME
FROM MORTGAGE
CLOSING SCAMS

You can protect yourself and your money by following these steps:

BE VIGILANT WHAT TO DO IF YOU’VE BEEN TARGETED
« Call, don’t email * IMMEDIATELY call your bank and ask them to issue a

N recall notice for your wire
* Be suspicious

* REPORT the crime to www.IC3.gov

PROTECT YOUR MONEY * CALL your regional FBI office and police
+ Confirm everything * DETECTING that you sent money to the wrong
account within 24 hours is the best chance of

gRedtlinmediately recovering your money.

WATCH THIS VIDEO TO LEAR MORE

ALTA

MEMBER
BENEFIT

closing process, please visit:
HOMECLOSING101.0RG




And now the star
of the show....
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What is It?

Pre-made social media posts
1 a week for every month
of the year

* Post copy is customizable

 Each post comes with HOP
video or image
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Social Media Marketing
Calendar

January

Audience - Consumers

April

Audience - Consumers

July

Audience - REALTORS®

October

Audience - Consumers

February

Audience - Consumers

May

Audience - Consumers

August

Audience - Consumers

November

Audience - REALTORS®

March

Audience - Consumers

June
Audience - REALTORS®

September

Audience - Consumers

December

Audience - Consumers
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Content from HOP

Photo Inspiration Board

Pre-campaign Posts

Weekly Posts

What's Included

March

Content;

* Closing Time: 6 Steps Every Homebuyer Should Expect (blog)
« March Photo Inspiration Board

Audience - Consumers
Pre-Post

1. It's time! You're buying a home. Maybe it's your first or your 10th. Either way there are certain things you sheuld expect to happen every
time. Follow along as we post about the 6 Steps Every Homebuyer Should Expect!

WEEK 1

1. Expect to look at a lot of houses.
Whether you use a Realtor® or search on your own, don't jump at the first house you see. Think long term, ask questions, check out the

neighborhood. This is the largest financial decision you will make in your life.

2. Expect to negotiate - again and again.
If you are purchasing your home with a spouse, partner, or other individual, you will likely negotiate your likes and dislikes. Once you find
your dream home, you'll negotiate the price. Learn more,

3....And Keep Negotiating
After the inspection is done, you'll negotiate any repairs or monetary considerations. Negotiating is about finding your way over or through
an obstacle, not being stopped by the obstacle. So, go ahead. Negotiate,

WEEK 2

1. Expect things to change.
It could be the date of the inspection. It could be the date of the closing. It will likely be the amount of money you will need to bring to
closing. During the process things change. And that's ck. You just have to be prepared to adjust.

2. Expect clear title,
Make sure your attorney or title company has conducted a title search, reviewed the results, and dealt with any issues or defects. If you don't
have clear title when you purchase the house, you may run into problems when you try to sell it later. Even President Lincoln had title
issues . . . twice!




Customize & Call to Action

2. Expect clear title.
Make sure your attorney or title company has conducted a title search, reviewed the results, and dealt with any issues or defects. If you don't
have clear title when you purchase the house, you may run into problems when you try to sell it |ater. Even President Lincoln had title
issues ... twice!

Create Post X

Western Title Company

& Public

o,
ab

STEP #4: Expect clear title.

Make it Your Own

Make sure your title company has conducted a title search,
reviewed the results, and dealt with any issues or defects. If you
don't have clear title when you purchase the house, you may run
into problems when you try to sell it later. Even President Lincoln
had title issues . . . twicel

Here at Western Title company...

Call to Action

= Americal
Title Assc

Add to Your Post @ [ @ ves

v/




Build It Better!

When Your Fans Are Online Post Types Top Posts from Pages You Watch

Data shown for a recent 1-week period. Insights for the time of day are shown in the Pacific time zone.

DAYS
1,836 1,861 1,857 1,834 1,847 1,832 1,830
w
Start Posting Daily
TIMES
Create Monthly
Campaigns
Reach: Organic / Paid | » Post Clicks Reactions, Comments & Shares i | «
Published Post Type Targeting Reach Engagement Promote
118/ -
02/18/2021 B Bored no more & @ 53 1 Boost Post

https://mailchi.mp/fd75166b

02/18/2021 B Bored no more - & \ii 0 | -

2:56 .‘ https://mailchi.mp/1ee65250 W 29 Boost Post




Go to
alta.org/social-media-marketing-calendar
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