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INTRODUCTION 

 

THEY NEED HELP! 

AND YOU ARE THE ONLY ONE THAT CAN HELP THEM! 

 

Who needs help? And how can you help them? 

I’ll explain it all to you in a moment, but first let me introduce you to the world of 

real estate marketing.  

You see those real estate companies that have properties everywhere… they need 

your help to sell their properties.  

Because… 

What is the usefulness of a property if it doesn’t get sold? 

They can’t do all the marketing alone, and that is why they are constantly looking 

out for talented agents that can help them make sales. 

And that is why you see different people on the internet advertising different 

properties for sale. 

So, when you help them make money, you make money too, which is a win-win 

situation. 

Now, here’s the problem… 

You cannot sell real estate the same way you sell regular products. You cannot 

advertise a 1-million-dollar property the same way you will advertise a shoe/bag 

of 100 dollars. 

It takes a higher level of persuasion to convince someone to give you their hard-

earned money. So, you need a predictable process that will help you cut through 

the strongest buyer resistance and close as many deals as possible. 



This strategy has been working since forever, and it will keep working till the end 

of time. As long as the sky is blue and the leaves are green. 

Once you are able to grasp and apply the things I am about to explain, you will be 

on your way to the top of the food chain. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



THE PSYCHOLOGY OF A REAL ESTATE 

BUYER 

Before I delve into the main game, I would like to take you on a journey. This is 

to give you a clear representation of the process of making a real estate sale. 

You see, the world has evolved, and traditional marketing strategies don’t work 

again.  

In a time where realtors are closing multi-million-dollar deals on the internet, 

someone somewhere is busy printing fliers and begging random people to buy their 

properties. 

Humans have evolved, and we now have a very short attention span. So, if you 

want to sell something to someone, you had better grab all their attention with 

something that makes them tick.  

Let me explain the psychology of a real estate buyer to you… 

People only buy from someone they KNOW, LIKE & TRUST. 

Those are the 3 magic words 

KNOW 

LIKE 

TRUST 

If you want anyone to take you serious to the extent of giving you their hard-

earned money, you must make them feel safe with you. If you can tick those 3 

boxes, there is no level of selling that you can’t achieve. 

Now that you know what your buyers are looking out for, the next thing is to find 

your way around it and present yourself as someone that understands their needs. 

The phenomenon above is why some real estate companies spend millions on 

heavy marketing campaigns, they do this in order to make themselves known.  



Then they advertise different offers so that you will like them, after which they 

show you testimonials from people that have done business with them. This is to 

establish trust. 

When the drill is complete, they can sell their properties comfortably to almost 

anyone. 

But I guess you don’t have millions to blow on marketing campaigns, right? 

So, what can upcoming realtors with minimal budget do?  

Well, we can utilize the Targeted Lead Generation process to get as many clients 

as we want, without begging any rich man or spamming random people with our 

offers. 

And I’ll break this down in the next chapter. 

 

 

 

 

 

 

 

 

 

 

 



THE TARGETED LEAD GENERATION 

PROCESS 

To successfully sell any property on the internet, you only need 1 thing. This thing 

is a simple process that helps you to get the attention of your potential clients, 

retain their attention, and make them take a desired action.  

Now, the lead generation process requires 4 things only. They are: 

1. A perfect Audience 

2. Source of traffic 

3. Marketing content/ offer 

4. Marketing funnel 

When these 4 elements have been carefully catered for, you will milk the internet 

to your satisfaction.  

Let’s take them one after the other. 

 

1. THE AUDIENCE 

Selling real estate on the internet requires a very high level of audience 

segmentation and qualification.  You don’t want to show your ads to just anyone. 

You want to show them to people who need and can afford what you are selling.  

Showing your campaign to wrong set of people is the same as setting your money 

on fire. 

To target the perfect real estate audience, you must identify who exactly your 

audience are.  



There are only 4 sets of people you should target when selling real estate on the 

internet. Sell to anyone outside this people, and you will hardly close one sale. 

They are: 

• Investors 

• Wealth protectors 

• Individuals looking for housing 

• Nigerians living Abroad 

These are the 4 group of people you need in order to turn the internet to your 

golden cow. 

Now that you know who your potential client is, how do you get to them? 

I’ll discuss the full process in the following chapters. 

 

2. SOURCE OF TRAFFIC 

Your source of traffic is where you get your customers from. Since you are using 

the internet, your traffic can come from Facebook, Twitter, Instagram or LinkedIn 

But a source that we have tested over and over again is Facebook.  

Facebook is a collection of hot buyers that will readily put money in your pocket, 

as long as you know the right way to talk to them. 

Twitter is also an underrated goldmine, but I’ll focus on Facebook in this 

publication. 

 

 

 

 



Now, here is something about traffic. 

Because of how expensive real estate could be, you don’t want to drive a low-

quality traffic to your offer. You need high quality traffic that will give you all you 

need. 

And high-quality traffic is equal to a group of people that have plenty money to 

spend, and looking for the next property to buy. 

 

3. THE OFFER 

After you identify your audience and you have a source of traffic to pull them in, 

the next thing is to meet them with an irresistible offer. This is probably the 

most important element… 

The way you present your marketing content will determine if you can be trusted 

or not.  

When selling to investors, you are not necessarily selling them a piece of land. You 

are selling them an investment that will put extra millions in their pockets. 

Selling luxury homes? 

You are not selling the white walls and Versace designs to them; you are selling 

them a high-class lifestyle they can brag about. 

Regular realtors sell buildings, but legendary realtors sell the feeling behind the 

buildings.  

And this is where the BIG MARKETING IDEA comes into play. 

Seduce your clients and make them an irresistible offer. 

I will show you how this is done in the following chapters 

 



4. THE MARKETING FUNNEL 

This is the life-wire of your lead generation process. This is where you take your 

clients from one level to another without losing their attention. You need to pay 

extra attention to this. 

But first, what is a funnel? 

A marketing funnel is your customer’s journey with you. From the initial stages 

when someone learns about your business, to the purchasing stage.  

Take for example, you don’t just approach a lady and tell her you want to take her 

home. 

You have to take her through a journey: i.e collect her contact details, have 

conversations, take her on a date, and maybe after then you can take her home 

and have fun. 

That process is called a funnel. 

The same goes for your real estate business, you have to create a path for your 

prospective clients. 

Below is a representation of what the marketing funnel looks like. 

ADVERT 

↓ 

LANDING PAGE  

↓ 

BOOKING PAGE 

↓ 

SALES CALL 

↓ 

CLOSE THE DEAL 



can you see how the processes are connected? 

Our goal is to close the deal, but we can’t do that without advertising our offer 

first. 

So, we start with advertising and we move down the funnel. 

Now, let me explain each stage of the funnel. 

THE ADVERT 

This is your first interaction with your prospect. You call out to them and let them 

know that you have properties for sale. 

But here is the thing; you must call them in a way that makes them want to 

answer your call. 

If you sound like every Realtor on the internet, they will ignore you like the first 

slice of bread. 

This is a link to various examples of good adverts that got the job done. 

Did you notice anything about these ads? 

You will realize that they didn’t sound like the desperate realtor that just wants 

to sell-off a property. We carefully highlighted the problem we are solving and the 

offer we are making. 

That is how you write Ads that pull in millions of naira. 

If you want to write an emotional appealing advert, you will need to hire an 

experienced copywriter.  

But I guess you don’t have enough funds to hire a copywriter right now, so I have 

done the heavy lifting for you. 

https://docs.google.com/document/d/1HexUCOic6r3Jc8MiUK0zo7octrZ37cNRThTO-Y2MjDw/edit?usp=sharing


Here’s the list of the adverts that we have used to sell properties of different price 

ranges. Just check through, then pick the one that suits what you are trying to 

sell. 

 

THE LANDING PAGE 

If you are trying to be all professional and decide to use a website/landing page, 

the landing page is where you further explain your adverts and give them the full 

details of what you are selling. 

But this is not compulsory, if you don’t have a website, you can do all your 

marketing on Facebook. Refer to the swipe file to see different ads and offers we 

have put out. 

After your prospects read this and get excited, they will want to take an action. 

And this is where the booking page comes in. 

 

BOOKING PAGE 

This is where you collect the details of your prospects, so that you can contact 

them later on. You don’t ask them to call you, you tell them to provide their details.  

This is because people are now lazy and busy, so we don’t want to inconvenience 

them in anyway… 

A potential client might forget to call you after copying your number.  

How do you get a booking page? 

If you are using a website, you can create a form on your landing page. It is a 

plugin on most website hosting platforms.  

If you don’t have this, you can create one on google forms. 

https://docs.google.com/document/d/1HexUCOic6r3Jc8MiUK0zo7octrZ37cNRThTO-Y2MjDw/edit?usp=sharing


If you don’t have a website, you can use the Facebook lead generation objective to 

create forms. 

Before we move to the next level, I will like to explain Audience Segmentation 

to you. 

Audience segmentation is a process of separating your potential clients from time 

wasters. 

When you run your Ad, different people will see it. Your potential clients will see 

it and some miss-roads will also see it. 

If you don’t carry out audience segmentation, the miss-roads will stress you and 

drain your energy. 

Now, this is what audience segmentation looks like. 

Level 1 Audience - Sees the Ad. 

Level 2 - Clicks on the Ad to the landing page. 

Level 3 - Reads the landing page copy. 

Level 4 - Clicks the booking button on the landing page. 

Level 5 - Fills the booking form and Submits. 

 

Level 5 Audience is our ideal client. 

With this segmentation, we will narrow down the audience to the serious ones 

only. So, we don’t have to waste our time on the ones that are just looking around. 

 

 

 

 



THE REAL ESTATE MARKETING FUNNEL IN ACTION 

Now, before you start your marketing, you should know that there are 2 types of 

funnels.  

The first one is to warm up your clients, while the second one is to turn them into 

paying clients. 

They are the WARM-UP and ACTION funnels. 

1. THE WARM-UP FUNNEL 

This is also called the awareness funnel and it can be done in 2 ways. 

FIRST WAY: 

Awareness Ad (We are here and we sell properties) 

↓ 

Landing Page (Explaining what we do and why you should choose us) 

↓ 

Lead generation (These are our details. Contact us & ask questions) 

 

This process is to create awareness. Here, you are not trying to sell anything. You 

just want to establish your presence as a credible real estate agent. 

Then you talk about yourself/company and tell your audience the benefits of doing 

business with you. 

After that, you drop your details for those who will like to contact you. 

From here, you will get 1 or 2 calls and various messages from potential clients 

asking for more information about your business. 

This method is for those who have a landing page. 



NOTE: If you don’t have a landing page, there is no problem. That means 

you will use the second awareness funnel. 

SECOND WAY: 

Page-like Ad (Like our page) 

↓ 

Awareness Ad (This is what we are all about) 

 

First, you run an ad for people to like your page. This is very cheap. You will be 

surprised at the number of page-likes you can get with just ₦1,500. 

After this, you run your awareness ad, where you tell people about your busines 

and what you do. 

Then you provide your contact details, so that interested parties can get in-touch 

with you. 

For this one, you can use the messaging objective on Facebook. Anyway, you 

should be ready to get calls and messages from both interested and uninterested 

people. 

But it doesn’t matter, this is just the first step. It is called foreplay. 

 

THIS IS WHERE THE SHOW GETS REAL…. 

2. THE ACTION FUNNEL 

This is the main funnel. 

The one that puts money in your pocket. 

The one that determines how much money you make from real estate. 

 



 

And this is what it looks like. 

 

Lead generation Ad (We have this property for sale) 

↓ 

Landing page (Everything about the property & offer) 

↓ 

Booking page (Drop your details, we'll call you) 

↓ 

Sales Call (Close the deal) 

  

OR 

Lead generation Ad (We have this property for sale + Offer)  

↓ 

Facebook Forms (Drop your details, we'll call you) 

↓ 

Sales Call (Close the deal) 

 

Before you create your ad, you must have a BIG MARKETING IDEA. 

Remember that you are not the only one selling properties on Mark Zukerberg’s 

app.  

So, you have to stand out and sound like someone that can be trusted. 

You BIG MARKETING IDEA will differentiate you from the 90% that don’t know 

what they are doing. 

 



So, how do you do this? 

You state the benefits of the property you are selling, thereby giving them a reason 

to look at your ad 2 times. 

Well, you don’t have to worry about coming up with BIG IDEAS because I’ve put 

everything in one place. Below is a link to swipe files that contain big ideas that 

have been tested and performed well. 

Let’s breakdown the process of the funnel. 

For this operation, you will need the following. 

• Properties to sell 

• Big marketing idea 

• Facebook page 

• Facebook business manager 

• Website (optional) 

 

Running your campaign without a website 

1: visit your Facebook Business Manager and Create a new ad. 

 

2: Choose an objective: for this you can choose the Lead Generation objective 

or the conversion/messaging objective. But let’s focus on Lead generation. 

This is a special ad category that allows you to collect details of your potential 

clients, so that you can call them later and close the deal. 

https://docs.google.com/document/d/1HexUCOic6r3Jc8MiUK0zo7octrZ37cNRThTO-Y2MjDw/edit?usp=sharing


 

 

 

 

 

 

 

 



3: Click on ‘continue’ and name your campaign 

 

As you can see, the name of the campaign above is ‘AJAH 21/11’. You can name 

yours with whatever you like, but I’ll advice that the name of the campaign is 

related to what you are about to sell. 

This will make it easy for you track the progress of your Ads. 

 

 

 



4: Create and name your Ad Set 

 

The Ad Set is where you engineer your ad and set it all up.  

Depending on how you want to generate leads, you can pick 

between Instant Forms and calls. But for this report, we are 

working with Instant forms. 

 

 

 

 

 

 

 

 

 



5: Accept the terms. 

 

Because this is like a special ad category that involves the collection of people’s 

data, Facebook requires you to read and accept their terms. If you don’t accept 

the terms, you will not be able to run ads with this objective. 

 



6: Accept the terms and set up your Ad Set. 

 

First, you are asked to set your budget. You can set any amount depending on how 

much you are willing to spend. 

But from experience, a ₦5,000 per day budget for 4 days is good enough to get you 

high quality leads and a great return on your investment. 

Lead generation ads tend to be very high quality. So, you will definitely make your 

money back. 

In some cases, you might not spend your whole budget.  

Even If you get only 5 responses, 3 will be favourable. 

Once you close a deal over the phone, you can go ahead and pause the ad. Since 

there is no need for it again, except you have multiple properties of that type to 

sell. 

So, with less than 10k, you can close a deal of 5 million naira and get your cut. 

 

 

 



Still on the Ad Set, the next thing is to create/choose your audience.  

 

This is comfortably the most critical part of the set up because you will waste 

money if you show your ads to the wrong people. 

If you don’t know how to target people with fat pockets, check out my book about 

audience targeting. I’ve explained how we target our audience and get the best 

results. 

 

 

 

 

 

 

 

 



7: Create your Ad creative. 

 

This is the aesthetics. This is where you design what your audience 

see when you put your ad out. 

And as you can see, the arrow is pointing to a warning, which 

means you must create a form before you can create an Ad with 

this objective. 



8: Choose your Ad format.

 

Do you want to show your Ad in form of a single picture/video of the property? Or 

you want them to see different pictures of it? 

This is where you determine that.  

From experience, video Ads work like magic. A video that shows them the interior, 

exterior and everything else they have to see about the property will produce more 

leads. 

But if you don’t have a video at your disposal, you can use the carousel option to 

show them multiple pictures of the property. 

Or you use just one single image of the property and back it up with a great write 

up.  

 

 



9: Set up your creative. 

 

Look at the arrows; those are the most important parts that you have to fill up. 

The primary text is where you capture their attention and feed them with a great 

marketing content. (This part can either make or mar your campaign) 

But don’t worry, my swipe file will help you out. Just copy my marketing content 

and customize it to what you are selling. And you’ll be glad you did. 

Your headline is what drives them to click the call-to-action button. As you can 

see, the above headline is “Own your own house” 

Then you further describe what they need to do in order to own their own house. 

Finally, you choose a call-to-action.  

For this, we have chosen “Learn More” 



10: Create your form 

 

This is the part we have been waiting for. Choose the kind of form 

you want to create, and customize it. 

For this, we have chosen the Instant form. This is just a short 

form that your potential clients can fill and submit quickly, 

because there is no need to long things. 

 

 

 

 

 

 



11: Design your form 

 

For this, we choose ‘more volume’ as the form type. This is a simple form. We 

are not trying to stress our clients, so we keep it simple. 

11B. Fill the Intro content: this is the first page your clients come across when 

they click your ad. 

This page is to make them fill at home and tell them what next to do. 

The headline can simply be HELLO or any other light greeting. 

Followed by the layout, where you tell them the exact thing you want them to do.  

In this case: “kindly provide your contact details, so we can contact you” 

You know people are sceptical about putting their details online, so you have to 

sound as calm as possible. 



 

11C: Ask your questions 

 



The custom question is for whatever you would like to know about them before 

calling. 

Here, you can ask for their phone number and when you can call them. 

You can ask of other things also, but we are trying to keep it simple to prevent our 

clients from freaking out. 

11D: Prefill questions 

 

This part is automatically filled by Facebook.  

You don’t have to ask them for it; you only need to tell them why you need that 

information. 

You can simply state: “we will use this information to contact you” 

 

 

 



11E: Privacy Policy 

 

If you are collecting people’s details, Facebook has to be sure that you are not going 

to sell that information or use it in a negative way. 

So, a link to the privacy policy of your business is required. 

From my guess, you don’t have a website, right? which could be a form of set-back. 

But not to worry, there is a way around it. You don’t need a whole website; you 

only need to create a privacy page. 

And this can be done with Google docs. 

I. Go to docs.google.com 

II. Click on create new doc. 

III. open another tab and visit this link >> Privacy Policy  

IV. Copy the Privacy Policy content on it and paste it on your own Google doc. 

docs.google.com
https://docs.google.com/document/d/1H6ttMEhhENmriQSU8r_mRiAKHWZEpfa5C_SjlxMuMKk/edit?usp=sharing


V. edit the areas that are highlighted in red, and change it to your own 

name/business. 

VI. change sharing options to “anyone with the link” and copy the link. 

VII. Go to bit.ly and shorten the long link you have generated. 

VIII. Copy the short link and paste on the link field one Facebook. 

 

Congratulations, you are almost done. 

11F: Include your final words in ‘Completion’. 

 

Thank them for filling the form, and click on ‘save’. 

bitly.com


Go through the form again to ensure you didn’t make any errors. When you are 

sure that the form is perfect, you can the click ‘finish’. 

After that, go through your whole Ad set up again to make sure you didn’t make 

any mistake. 

When all is well and good, you can then click on ‘Publish’. 

 

If you follow everything as I have explained, you don’t have to worry about 

anything. Your ad will be approved in some hours and the leads will start coming 

in. 

To access the submissions/responses, go to your page and select publishing tools. 

You will see the forms you created and you can download the response in 

spreadsheet (.xls) format. 

 



Using a website 

If you have a website and you are trying to be all official, the process is a little bit 

simpler. 

1: Visit your business manager and create a new ad 

2: Choose the conversion (purchase) objective: this is to ensure that Facebook 

shows your ads to people that are more likely to take action. 

3: Set up your ad Set: it is the same as the one I explained earlier. 

4: Set up your creative: here you can use a video or images. 

The most distinctive factor in this place is that you have to insert the link to your 

website. The link must land to the page that further explains the offer you are 

putting out. 

This is an opportunity to give full details that will entice your clients and make 

them more interested. 

Trust me not to leave you to figure it out by yourself, you will find various 

examples of marketing content in my swipe file. 

5: create a form on your website, where clients can drop their details.  

But it should be included in your copy that they should drop their details so that 

you will contact them later. The reason must be stated. 

 

CLOSING THE DEAL 

This is the part where you put the nail in the coffin. Remember that your clients 

have seen your offer and they are interested, all you need to do is answer their 

questions, put their minds at rest and schedule an inspection. 

https://docs.google.com/document/d/1HexUCOic6r3Jc8MiUK0zo7octrZ37cNRThTO-Y2MjDw/edit?usp=sharing


When answering their questions, you have to be as polite as possible. And you 

must sound like someone that knows what he is doing. 

The biggest turn-off is when you sound uninformed, and no one wants to give their 

money to someone that doesn’t know what he is doing. 

Once you make them feel at home, give them all the terms, and they have 

confirmed that they are interested, you have successfully closed the deal. 

The remaining part of the process is all ‘cruise’. 

Some clients will go and check the property themselves, some will delegate 

someone, and some will not even bother with inspection. 

The last phase is where the client makes payment and you get your cut. Agents 

are paid 5 – 15% commission depending on the individual/company that’s selling 

the property. 

Once you get your payment, you will get energized and feel like closing more deals. 

Welcome to Real Estate.  

 

 

 

 

 

 

 

 

 

 



CONCLUSION 

• People buy from sellers they know like and trust 

• Don’t sound like every other real estate seller on the internet 

• Follow the real estate marketing funnel and see the magic 

• First run an awareness ad 

• The awareness ad is not for selling, it’s for warm-up 

• Then run the lead generation ad 

• Get details of potential clients and call them after. 

I’ve provided every other material and information that is needed to carry out your 

marketing campaign. 

If you want to know more about the BIG IDEA marketing psychology, refer to my 

other book “How To Generate Big Marketing Ideas In Real Estate”. 

If you want to know more about targeting the perfect real estate audience, refer 

to my book “Client Acquisition Manual” 

If you want examples of raw marketing content/Advert that we have used to close 

numerous deals, refer to my swipe file. 

This is all you will need to turn the internet into your money—printing machine. 

The only thing you need to do is follow the blueprint that I have laid down. 

Remember, mere information will not help you. It is what you do with the 

information that matters. 

Now, rise up and start taking ruthless action! 

Have any questions? send me an email via >> fajothecure@gmail.com 

 

https://docs.google.com/document/d/1HexUCOic6r3Jc8MiUK0zo7octrZ37cNRThTO-Y2MjDw/edit?usp=sharing
mailto:fajothecure@gmail.com

