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DISCLAIMER 

 

Copyrights and Permissions 

 

No part of this publication may be reproduced, stored in a retrieval system, or transmitted in any form or 
by any means, electronic, mechanical, photocopying, recording, scanning, or otherwise, without either 
prior written permission or authorization unless as stated on the cover of this publication..  You are 
encouraged, however, and granted permission to distribute or sell this report in its entirety or include it as 
part of a promotional package.  

 

Disclaimer and Warranty:  

 

While the best efforts have been used in preparing this special report, no representations or warranties 
with respect to the accuracy or completeness of the contents of this report are being made and specifically 
any implied warranties of merchantability or fitness for a particular purpose are disclaimed.  No warranty 
may be created or extended regarding the content herein.  

 

The advice and strategies contained herein may not be suitable for your situation. You should consult 
with a professional where appropriate.  

 

Property-in-europe.co.uk shall not be liable for any loss of profit or any other commercial damages, 
including but not limited to special, incidental, consequential, or other damages. 
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10 Reasons Why Advertise Real Estate Using Online Video 

 

 

 

1. Save hugely on advertising costs; 
 
 

2. Increase your brand loyalty and awareness; 
 
 

3. Generate more leads from qualified potential customers; 
 
 

4. Get your property advert seen by tens of millions of people; 
 
 

5. Get up to 6 times more buyer’s response to your ads; 
 
 

6. Get Word-of-Mouth advertising for FREE; 
 
 

7. Increase the perceived value of the properties you sell; 
 
 

8. Generate FREE, permanent one way backlinks to your website; 
 
 

9. Get higher placement of your content in the search engine results; 
 
 

10. Produce real estate video ads at 9.85 EURO per video; 
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Chapter 1  

 

Managing the Credit Crunch:  

Arising Opportunities in Times of Crisis 

 

 

In these dire times of banks vanishing overnight, foreclosures and repossessions reaching 
all time records, and mortgage availability reaching ground zero it is imperative that you find a 
solution to keep your real estate business up.  The need to generate more and higher quality 
leads, address properly the buyer’s and seller’s needs and expectations is stronger than ever.   

Because, having more quality leads would get you up from ground zero and would 
establish you as a market leader instead of being just another gloomy real estate venture. 

Because, you need to cut costs on advertising especially now when trade is sluggish. 

Because, your customers should know and trust you more on any offer they would see 
you advertise. 

While nearly everyone today markets real estate on the net, it is no longer easy to 
distinguish yourself and your brand. 

Standing out with the high quality services you offer is no longer a matter of just having 
your own web site or blog, mailing brochures or doing seminars.  Today everyone uses those 
marketing techniques, which makes it difficult for you to distinguish your brand name and 
have your unique selling proposition reach the hearts and minds of the customers.  

Now that the credit crunch has taken full speed, you, as a real estate agent, face 
challenges rarely seen before.  You are put in a situation where you have to deal with tens of 
thousands of distressed sellers and even more confused buyers.   

The one thing that the present financial crisis has helped surface out is the need to get 
your marketing message endorsed by more prospects and in a way that would make them feel 
comfortable with you and your services.  Effective marketing, then, is having even greater 
importance for your real estate business than ever before.   

For those that can stand out and prove their excellence as agents would survive the present 
market slump. 
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With the advance of the web technologies people changed significantly their searching 
habits for homes to buy or rent.  Today, hundreds of thousands of agents have their own websites 
or advertise on niche specific real estate portals and MLS.  Provided that as many as 80% of all 
searches for homes start on the Internet, having a viable online marketing strategy is vital for 
your survival in terms of the present day credit crunch. 

As a matter of fact there is hardly a silver bullet that can deliver your real estate business 
from the reach of the market slump.  There is, however, an area grossly neglected for a variety of 
reasons, where putting more marketing efforts can save you huge costs as well as time. 

 

You can save marketing costs and boost your sales by making the most of the new Web 2.0 
internet technologies.  

 

Read on to discover how… 
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Chapter 2 

 

Save Time and Money Advertising with Online Video 

 

 

Just a short while ago few people have heard of websites like Youtube, Dailymotion, 
Metacafe, Vimeo, MySpace, Facebook, MyblogLog, Blogger, Digg, Delicious, Technorati, 
etc. Few people have also been using them.  Things have changed, though.  Today any of those 
“social websites” attracts millions of visitors, and some even way over 40 to 60 million on a 
monthly basis.  Some of these social websites are also growing at rates of over 200% per year.   

With the consumers changing significantly the way they make use of the web, there is 
now a new opportunity to market your real estate services.  And best of all, most of the time 
marketing your property business on these huge prospect magnets is FREE. 

The ability to share experiences in real time, as well as to come into contact with a more 
human nature of the web is what made video sharing sites like Youtube, Dailymotion, 
Metacafe, etc. attract audience of tens of millions of people.  You can make a powerful use of 
this audience to help yourself out of the credit crunch and grow your property business. 

 

How could you sell more using online video?  

Why should you do it? 

 

Here are 5 reasons why online video real estate listings can bring you more business and save 
you huge costs: 

1. 80% of people that watch video online remember it; 
2. over 50% of people who watch video online have taken some action after that; 
3. the internet is #1 media in terms of the all phases of the purchase process, it is as well the 

cheapest in terms of advertising costs; 
4. 57% of the time online video triggers further learning, making the prospects want to 

know more about what they have watched; 
5. online video increases the perceived value of the property being advertised and 

triggers a desire for visiting or a viewing trip more than text based ads; 
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Online video is no longer the future in real estate marketing.  It is the present, happening now, 
and if you don’t utilize it  you are leaving money on the table. 

 

Let us look at some cold facts about the growing importance of online video… 

�

Online Video – The New Low Cost Advertising Medium 

Online video audience has been growing for several years now.  In 2006 even Google recognized 
its immense potential as an advertising medium purchasing Youtube.  Real estate video portals 
and companies offering professional online video advertising of properties continuously emerge.  
Traditional online real estate advertising has changed and is changing every day. 

 

Here are some recent facts about online video usage… 

A survey conducted by Comscore (http://www.comscore.com/press/release.asp?press=2470) in the summer of 
2008, indicates that more than 27.4 million U.K. Internet users (78 percent of the total U.K. 
Internet audience) viewed 3.2 billion videos online in June 2008. comScore Video Metrix, which 
was the first to market in the U.S. more than two years ago, has become the leading service for 
online video measurement and is the only service of its kind in the U.K. 

Key facts from the survey: 

�  27 Million People Watched More Than 3 Billion Videos Online in the U.K. in 
June 2008; 
 

�  Led by Youtube.com, Google Takes a 49 Percent Market Share; 
 

�  U.K. Internet Users Watched 118 Videos per Viewer in June; 

Here are some more findings from the survey: 

·  19.7 million viewers watched 1.4 billion videos on YouTube.com (72.4 videos per 
viewer). 

·  The average online video duration was 3.0 minutes. 
·  The combined U.K. online video viewing audience watched a total 161 million hours of 

video content. 
·  According to comScore Media Metrix, 4.2 million mobile phone subscribers used their 

phone to watch any kind of TV or video in the U.K.. 
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Similar surveys suggest the same trends in presented in Comscore’s findings. 

“Online video traffic up 178% in a year”  - this is what HitWise survey shows in the UK 
(http://weblogs.hitwise.com/robin-goad/2008/03/online_video_traffic_up_178_in_a_year.html).  

Further in the survey it says that, “UK Internet traffic to online video websites increased by 
178% between February 2007 and 2008. A Hitwise custom category of the top 25 video websites 
in the UK accounted for 2.22% of all UK Internet visits in February 2008, equivalent for one in 
every 45 Internet visits”. 

Surveys conducted in the US show comparable results… 

According to a 2007 survey conducted by the Online Publishers Association 
(www.online-publishers.org) in partnership with OTX over 40% of American internet users are 
watching online video weekly, while over 70% were watching at least once a month. 

According to 2007 survey by PEW Internet & American Life Project 
(www.pewinternet.org ) 57% of all the internet users have watched online video, but most 
importantly they share what they find with others. 

Online video is grabbing the attention of the online users at unprecedented rate.  Provided that 
today more than 80% of all real estate searches start on the internet, getting the awareness of 
the customers through online video is becoming essential to an effective real estate 
marketing campaign. 

 

Why should all this matter to you? 

 

While marketing your properties you want to achieve two main goals: 

- You want more people to see your ad; 
- You want more people to respond to your ad generating more leads for you; 

Online video can get you both objectives completed.  What’s more: 

- You can get the buyer’s attention at a far lower cost than traditional advertising 
online and offline; 

- You can get several times higher response rate to your property ads; 
- You get higher perceived value by your customers for the properties you advertise 



���

���������	
��
��	��������� � ������
��
�������������� �

As pointed above, tens of millions of on-line users are watching videos consistently. A 
survey quoted by the Guardian in the UK, reveals that almost nine out of 10 UK web users 
watched video online in December 2007.  According to comScore, whose data revealed the 
dominance of YouTube, in the UK, 28.7 million web users, or 87% of the online population, 
watched video in December 2007, accessing 3.1m videos.  

YouTube, owned by Google, was also the market leading video site in the UK, US, Canada, 
France and Germany. (http://www.guardian.co.uk/media/2008/apr/10/web20.digitalmedia?gusrc=rss&feed=media) 

 

How does online video save you money? 

 

Let us examine how precisely you save costs by using online video for advertising your 
properties. 

1. Online video ads can be extremely powerful lead generation tool.  If you can 
produce video ads for your listings at affordable cost, let’s assume a cost of 10 
EURO per video, the distribution of those videos to the appropriate video sharing 
sites can bring you sufficient amount of inquiries. 

Let’s take a real life example… 

If you have just one video ad of a property, and you distribute it to the 20 most 
visited video sites, it would be exposed to tens of millions of potential customers 
per month.  Being properly tagged, having the right title, and keyword rich 
description, it would generate a targeted traffic of potential customers. 

If we assume that on each of the video sharing sites your video generates just 20 
views for a month, you would have: 

20 video sites x 20 views = 400 views 

Even if you get just 1% of all viewers to take action after seeing your video, 
you would have at least 4 leads coming to you.  These are 4 potential customers 
whom you might target and try to convert to buyers.  The important point here is 
to have appropriate mechanism for capturing the prospects details after they take 
the action you specify in your video ad. 

Let’s compare the above example to how much it will cost you to acquire just a 
single lead from a lead generation service. 
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Lead generation services would sell a lead for a price of something between 10 
and 35 EURO depending on the quantity you would buy.  Provided that you have 
paid just 10 EURO for video production, you are paying for online video lead 
generation the following price: 

10 EURO : 4 leads = 2.5 EURO per lead. 

The more time your video stays on the video sharing websites, the more views it 
will generate.  Effectively, you might end up in a situation where after getting 10 
inquiries your production cost for the video is completely paid off. 

Since leads do not necessarily mean sales, online video provides a far lower 
cost lead generation tool than any paid service available. 

2. Uploading your videos to Youtube.com or any other video sharing site is FREE 
of charge 99% of the time.  You pay neither monthly nor yearly fees for having 
your videos stay on those websites.  More than that, your videos are never 
removed from the video sharing websites.  They are given a permanent link which 
is constantly indexed by the search engines. 

3. The search engines love video content.  Your videos most of the time might 
even get higher placement in the organic search results than your own website.  
Just notice when you do a keyword search on Google, that in the results pages, 
there are quite often video results from video sharing sites, relevant to the 
respective search. 

4. Your property videos are exposed to an audience of tens of million of people 
for FREE, without you having to pay for expensive SEO services or subscription 
fees to property portals.  Compare this to the average audience of a large property 
portal or your own website. 

5. Most importantly, online video users share what they find with others, as 
suggested by PEW Internet & American Life Project.  The net effect is that 
people watching online videos tend to spread the word around about what they 
have seen, providing the best and cheapest of all advertising – word of mouth. 
This way, you get more referrals to your business for FREE. 
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How does online video increase the response rates to your ads? 

Online video benefits you also in another valuable way which goes way beyond just advertising 
costs. 

According to a 2007 survey conducted by the Online Publishers Association (www.online-
publishers.org): �

- People in the age bracket 30-49 send videos to friends 55% of the time, while 58% 
watch online video with others.  

- At the same time, people prefer to watch video at home, since 59% of all users indicate 
that. 

According to the Online Publishers Association the internet dominates all other media in 
creating Initial Awareness in the purchase process, as 48% of all users point that, compared 
to only 8% when it comes to newspapers.  At the same time 57% of the time it triggers Further 
Learning, compared to only 8% when it comes to newspapers. 

As mentioned previously, by offering real estate videos of your listings, you can actually 
target the most responsive part of all consumers, as 52% of those who watched an online video 
ad have taken action after that.  What this means to you is you can generate several times 
more leads by means of online video. 

Provided that 59% of all internet users watch video at home, you can effectively target them 
when they dispose of enough of time to pay closer attention to your message.   

If you can have professionally done videos of your listings, you would be reaching more 
potential buyers, as 62% of those that watch online video ads prefer professionally done to 
amateur content.  This means, that you can get much more quality leads with online video ads 
than using pure text and picture ads.   

People take action after seeing online video content, especially those in upper income 
brackets: 
 

• Branded media site visitors are more responsive than portal and User Generated Content 
visitors; 

 
• 80% recall seeing a video ad and 52% have taken action, including 16% making a 

purchase 
 

• The Internet is the #1 media for each stage of the purchase process, outpacing all 
other media –especially true for upper income audiences 
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Instead of relying on the average 1%-5% click-through-ratio, using online video for advertising 
your properties can get you response rates of more than 10 times higher.  People love online 
video and respond to online video ads – you can use it to get your message to your prospects.  
You can also increase your brand awareness and get more repeat customers.  

 

How does online video increase the perceived value of the properties you sell? 

 

A recent survey, conducted in the summer of 2008 by VHT,Inc., and PropertyPreviews.com 
reveals some interesting data.   

 
As quoted by Reuters (http://www.reuters.com/article/pressRelease/idUS164857+27-Aug-
2008+PRN20080827), “the use of a video in marketing a property increases the perceived value 
of a home by nearly six percent while professional photography increases the perceived value by 
nearly 12 percent.  On a $500,000 home, this equates to an increase in perceived value of 
$30,000 and $60,000 respectively. At the same time respondents viewing a video valued the 
home at an average price of $432,329, an increase of 6 percent or $24,490, over the average 
perceived price of the description-only property, $407,839.” 
 
The survey quoted by Reuters suggests also that “video is relatively new to real estate marketing, 
but with the pervasiveness of interactive real estate property platforms, including YouTube, 
Video on Demand TV and the iPhone, the demand for visual marketing has skyrocketed.  
According to a recent comScore Video Metrix survey, 74 percent of U.S. Internet users viewed 
videos online in the month of May 2008.” 
 
Provided that selling real estate equates to direct marketing and personal selling techniques, 
using rich media is essential in the sales process.  In “Personal Selling: An Interactive 
Approach,” by Ronald Marks, the author points that multimedia presentations increase the 
chances that prospects are persuaded to take action and buy a product by 43%.  
 
At the same time potential customers pay 26% more attention, learn 200% faster and retain 
knowledge 38% better. The prospects learning time is further reduced by 25-40%.  What this 
means to you is that you can get more leads by presenting your properties through video 
content.  
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Chapter 3 

 
 

How to use online video to increase your exposure to potential customers? 
 
 
 

Here are 5 Tips how you can use the video ads produced for you : 

 

- You can add links to your website or to any of the video sharing websites where your 
videos would be placed in the e-mails you send to your mailing list.  The Online 
Publishers Association (www.online-publishers.org) survey from 2007 suggests, that 
over 40% of people that receive a video link in an e-mail tend to click on it.  You get 
higher response rates and can generate more leads.  

- You can burn the videos on a DVD and deliver them to your prospects and customers, 
enhancing their experience with your services.  You can increase your brand awareness 
and loyalty. 

- You can play them during presentations to potential customers, offering more proof 
and increasing your credibility as a real estate agent; 

- You can play them at your stand during exhibitions or any other real estate shows, 
attracting the attention of your potential clients.  You can use that to create higher initial 
buyer awareness; 

- You can showcase them at your office window display to attract more people to enter 
your office, generating more potential leads; 

 
 

Video sharing websites distribution 
 
 
The videos that you have produced could be submitted to the most popular video sharing sites 
on the internet.  They should be properly tagged with your keywords and should include 
direct links to your website or blog.  You would be able to generate more relevant backlinks 
increasing your visibility and attracting more customers.   

According to the Online Publishers Association, people that visit “Media sites” are 
more inclined to take action after watching a video presentation.  Furthermore, people 
usually visit between 2 and 5 video websites, while they search for videos online.  Submitting 
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to more video sharing platforms you get better seen by those interested in your property listings 
or real estate services.   

Your videos should feature your content both in terms of video and text.  The description 
text should contain relevant to your best keywords titles. 

You would get: 

- Keyword rich content the search engines pick in the relevant search results 
giving you more exposure to customers while generating leads for you; 

- Relevant backlinks increasing the authority of your website, helping you get 
more targeted traffic to it; 

 Unlike the traditional real estate portals that distribute only certain parts of their website 
content, trying to increase their own brand awareness, distributing individually your content 
would get you more exposure to potential customers, boosting your own brand awareness.   

You can potentially inspire more trust and credibility in your brand and services.   
 
 
 

Social bookmarking websites distribution 
 
 
 
Use the power of social media.  It is a common misperception nowadays that the search engines 
are the main source for higher visibility and more visitors to a website.  This is hardly enough 
while trying to get more leads and generate more sales. 

Your listings could be submitted to tens of social bookmarking services like 
Del.icio.us, Reddit, Digg, Technorati, and numerous others.  Websites like these get millions of 
visitors monthly just like the video sharing sites. The bookmarks of the links pointing to your 
content should be properly tagged with keyword tags so that you generate more exposure and 
backlinks, helping you get more more leads and increased brand awareness.   

 

 

 

 

 



���

���������	
��
��	��������� � ������
��
�������������� �

 

Here is proof of the enormous traffic that goes through the social bookmarking websites. 

 

 

 

 Your submissions to those bookmarking websites should be done manually.  The 
reason why you should do this manually is that all the social bookmarking services have rigid 
anti-spam policies.  To avoid being banned from submissions, you should take the necessary 
time and always do it manually. 
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To sum up, here are the traditional marketing techniques being used in online real estate 
advertising: 
 

·  You’ve been paying Google for pay-per-click search placements way over what it really 
deserves; 

·  You’ve been hiring expensive SEO’s to optimize your website for better rankings in 
organic search results; 

·  You’ve been buying leads from various sources at high prices; 
·  You’ve been using mailing lists to reach out new and existing customers; 
·  You’ve been blogging regularly giving your target market information you deemed 

helpful; 
·  You’ve been advertising on numerous property portals paying yearly fees very much 

worth the price of a second hand car; 
 

But ask yourself these questions: 

 

·  Has it really produced the results you expected?   
·  Have you managed to establish deeper, long lasting relationship with your target market?   
·  Did it really allow you to grow brand awareness in the minds of any potential client?   
·  How often is your blog visited? 
·  How much time, money and efforts does it take you to do all this? 
·  How often do all those marketing techniques produce positive results worth all the costs 

you incur on a daily basis? 
·  How much trust have you managed to establish in the buyer’s and seller’s minds so that 

they remember you and your brand name? 
 

 Trust is essential for developing long lasting, productive relationship that can bring you 
continuous and growing business.  In the present market slump generating more leads is crucial 
for the survival of any real estate business.   
 
 By means of affordable online video you can get more than just leads – you get 
contacted by prequalified customers who already have more trust in you and higher 
perceived value of the properties you advertise.   
 
Ultimately, you add value to your brand and your name as a real estate agent or broker. 
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Chapter 4 

 
 

Making online video affordable: Two problems you have to overcome 
 
 
 
The problems with advertising online video real estate listings come two ways: 
 

- One, it’s the production cost; 
 

- Two, it’s the time necessary as well as the cost of distribution ; 
 
 Let’s focus on the problems associated with online video real estate listings and see 
why few estate agents have been using them up to now. 
 
Problem # 1:Production Cost 
 
 The production cost of video listings has been a major problem for the real estate 
agents so far.  The cheapest version of online video – picture slide shows, are either free or cost 
anything up to 50 Euro per video. However, they require you to waste time and upload the 
pictures for each slideshow yourself.  Instead of serving your customers and growing your 
business you have to become a tech geek producer of videos.  
 
 Free flash slideshow services rarely allow for eye catching effects.  Furthermore, even a 
cost of 30 or more Euro is still pretty high for a simple slideshow video. Additionally, free 
services rarely allow you to download the video in any file format so that you can use it in your 
own way. 
 
Those videos, when free of charge, are usually hosted on the service’s own website. You are not 
given the flexibility to distribute your own content as you wish, distinguishing yourself for the 
excellence of the services you provide. 
 
Let’s take a real life example… 
 
 Being an estate agent who has 50 properties for sale or rent, let’s assume you want to 
produce video for each of your listings. Let us assume a charge of just 30 Euro per video. So, 
you pay: 
 
50 videos x 30 Euro = 1,500 Euro 
 
 As you can see from the example, it is hardly worth paying that much for producing the 
videos for your listings.   
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 But there is also another problem.  Even if you are using one of the very few free 
services, you still have to spend a lot of time producing the videos.   
Let’s take another real life example… 
 
 If you spend an average of 15 minutes per video for uploading the pictures, 
customization and editing of the final version of the video, you would have to spend: 
 
50 videos x 15 minutes = 750 minutes for producing the videos.   
 
 This is 12 hours and 30 minutes of your precious time during which you would not 
be doing your core business activities.  Few agents can actually afford spending that much time.  
It costs you also money, as you might very well miss business while doing video production 
yourself. 
 
 Technology issues can also come your way.Furthermore, you can very well feel 
uncomfortable using the respective interface of the online video creation service. 
 
 Professionally done video footage and photography costs a lot too.  You can very well 
be charged anything from 120 to 500 Euro per video.  Picture how much you would have to 
pay if you would want videos produced for all of your 50 listings.  You can very well end up 
paying tens of thousands, which is hardly worth the efforts. 
 
 
Problem # 2: Video Distribution 
 
 
 Once your videos are produced, even if you have taken all the time to do that yourself, 
the question comes of how to put your wonderful videos in front of the potential buyers.   
 
How can you take advantage of the humongous traffic going through all the social websites?   
 
How can you expose your listings to the tens of millions that visit the Web 2.0 websites on a 
monthly basis? 
 
 Specialized platforms for video real estate distribution are hardly available.  Websites 
like Wellcomemat.com are just emerging and gaining speed.  In order to get wide exposure and 
have your message seen by a relevant audience, you have to upload your videos to tens of 
different video sharing sites.  All of them have their unique user interfaces which you have to 
become familiar with one by one.   
 
 Furthermore, you have to spend time properly tagging your videos, so that they come 
on relevant search results within those video sites.  You have to spend time typing proper 
description, putting the right title, all of that one by one for each video on each video sharing 
website.  
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Let’s take another real life example… 
 
 If you have your 50 videos already produced, for the sake of this example we assume 
you spend no money on video production, and it takes you about 15 minutes per video to upload 
to a single website , it would take you: 
 
50 videos x 15 minutes = 750 minutes per website.   
 
Then, if you are uploading to 20 video sharing websites, the time spent will become:  
 
750 minutes x 20 websites = 15,000 minutes 
 
 This is 250 hours of your precious time!!!  Few agents anywhere in the world would 
be able to afford that.  You should really take your time and spend considerable efforts doing 
your submissions.   
 
To sum up, here are the two major problems with online video real estate listings: 
 

- Production Cost; 
- Distribution of content; 

 
 Both can cost you, if not straight forward money then at least big amount of time.  
Converted to missed business opportunities it still translates into money left on the table.   
 
The net effect of the two major problems discussed previously is that the search results, for 
instance, at Youtube.com and Google for one and the same keyword are showing huge 
differences.  Those differences point unexploited opportunities which you can take advantage 
of. 
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Here are some examples… 
 
Keyword: Property 
 
Youtube.com – 208,000 results 
 

 
 
Google.com – 577,000,000 results 
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Keyword: Overseas Property 
 
Youtube.com – 7,980 results 
 

 
 
Google.com – 1,950,000 results 
 

 
 As you can see the competition when it comes to videos on the net is far less than the 
competition you get regarding  keyword relevant website search results.  If you could have 
sufficient amount of videos for your real estate listings distributed throughout the net, your 



���

���������	
��
��	��������� � ������
��
�������������� �

visibility would increase exponentially.  More people would see your marketing messages, which 
could effectively translate into more leads and increased brand awareness.  
 
So, how can you possibly reconcile between the cost in terms of time and money and the huge 
exposure and savings you can enjoy advertising by means of online video? 
 
Read on to discover how… 
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Chapter 5 
 
 

Online Video made easy and affordable 
 
 
 To sum up from the previous chapters, here are the key benefits of advertising real 
estate by means of online video: 
 

- Online video creates higher initial buyer awareness, capturing the attention of 
tens of millions of online users; 

- Online video generates more referrals – people tend to share videos they watch 
online.  This brings you FREE word-of-mouth advertising, you are hardly 
getting anywhere else online; 

- Online video increases Brand Loyalty and Awareness - people remember the 
videos they watch much more than what they read online or offline; 

- Online video inspires trust and credibility - people tend to perceive better and 
retain knowledge of the information from the online videos; 

- Online video can generate you more leads - people tend to respond and take 
action several times more frequently, after watching online video ad; 

 
 You can make full use of the benefits and advantages that online video offers, by 
employing property-in-europe.co.uk video production and distribution service. 
 

- You can Save Money on advertising your listings; 
- You can Save tens of hours producing your videos ; 
- You can Save tens of hours uploading your videos to video sharing sites; 
- You can Save tens of hours distributing your links  the social media sites; 
- You can generate more leads and increase the response rates to your ads 

several times; 
- You can get more referrals by Word of Mouth advertising for FREE; 
- You can boost your Brand awareness and loyalty, standing out as an 

authority  real estate agent or broker; 
 
 No longer you have to feel intimidated by technology, cost or time issues.  You can 
have production of your videos for 9.85 EURO per video ad as well as FREE distribution  of 
your content. 
 
 

Click on the link below to discover how. 
 

http://property-in-europe.co.uk/video.htm 
 


