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Copyrights and Permissions
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with respect to the accuracy or completeness ofdhnéents of this report are being made and spadifi
any implied warranties of merchantability or fiteder a particular purpose are disclaimed. No aray
may be created or extended regarding the conteeinhe

The advice and strategies contained herein mapestitable for your situation. You should consult
with a professional where appropriate.

Property-in-europe.co.uk shall not be liable foy &ss of profit or any other commercial damages,
including but not limited to special, incidentabnsequential, or other damages.
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10 Reasons Why Advertise Real Estate Using Onlinadéo

1. Save hugely on advertising costs;

2. Increase your brand loyalty and awareness;

3. Generate more leads from qualified potential custorrs;

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

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

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

7. Increase the perceived value of the properties yaell;

8. Generate FREE, permanent one way backlinks to youvebsite;
9. Get higher placement of your content in the searckngine results;

10.Produce real estate video ads at 9.85 EURO per viole




Chapter 1

Managing the Credit Crunch:

Arising Opportunities in Times of Crisis

In these dire times of banks vanishing overnightgélosures and repossessions reaching
all time records, and mortgage availability reaghgnound zero it is imperative that you find a
solution to keep your real estate business up. nElee to generate more and higher quality
leads, address properly the buyer’'s and selleeésis@nd expectations is stronger than ever.

Becausehaving more quality leads would get you up frorougrd zero and would
establish you as a market leader instead of beistggnother gloomy real estate venture.

Because you need to cut costs on advertising especialy when trade is sluggish.

Becauseyour customers should know and trust you morergnodfer they would see
you advertise.

While nearly everyone today markets real estatthemet, it isno longer easy to
distinguish yourself and your brand.

Standing out with the high quality services yoweoft no longer a matter of just having
your own web site or blog, mailing brochures omgpseminars. Today everyone uses those
marketing techniques, which makes it difficult §mu todistinguish your brand nameand
have your unique selling proposition reach the tsemnd minds of the customers.

Now that the credit crunch has taken full speed, w3 a real estate agent, face
challenges rarely seen before. You are put ituaton where you have to deal with tens of
thousands of distressed sellers and even more seshhuyers.

The one thing that the present financial crisistgped surface out is timeed to get
your marketing message endorsed by more prospeasd in a way that would make them feel
comfortable with you and your services. Effectinarketing, then, is having even greater
importance for your real estate business than lesfere.

For those that can stand out and prove their excadhce as agents would survive the present
market slump.




With the advance of the web technologies people@ba significantly their searching
habits for homes to buy or rent. Today, hundrddbausands of agents have their own websites
or advertise on niche specific real estate poaatsMLS. Provided that as many as 80% of all
searches for homes start on the Internet, havinglde online marketing strategy is vital for
your survival in terms of the present day creditnch.

As a matter of fact there is hardly a silver butledt can deliver your real estate business
from the reach of the market slump. There is, h@rean area grossly neglected for a variety of
reasons, where putting more marketing effortssaare you huge costs as well as time

You cansave marketing costs and boost your saléy making the most of the new Web 2.0
internet technologies.

Read on to discover how...




Chapter 2

Save Time and Money Advertising with Online Video

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

With the consumers changing significantly the wagytmake use of the web, there is
now a new opportunity to market your real estate s&ices. And best of all, most of the time
marketing your property business on thdagye prospect magnets is FREE.

The ability to share experiences in real time, al &s to come into contact with a more
human nature of the web is what made video shaiteg likeYoutube, Dailymotion,
Metacafe etc. attract audience of tens of millions of geoprou can make a powerful use of
this audience to help yourself out of the crediinch and grow your property business.

How could you sell more using online video?

Why should you do it?

Here areés reasonswhy online video real estate listings can bring yoore 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 sonieraafter that;

3. the internetis #1 media in terms of the all phaddbe purchase process, it is as well the
cheapest in terms of advertising costs;

4. 57% of the time online video triggers further learnng, making the prospects want to
know more about what they have watched;

5. online video increases the perceived value of thegperty being advertisedand
triggers a desire for visiting or a viewing trip radhan text based ads;




Online video is no longer the future in real estateketing. It is the present, happening now,
andif you don’t utilize it you are leaving money on the table.

Let us look at some cold facts about the growingartance of online video...

Online Video — The New Low Cost Advertising Medium

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

Here are some recent facts about online video usage

A survey conducted by Comscorgd://www.comscore.com/press/release.asp?press}amrthe summer of
2008, indicates that more than 27.4 million U.Kehnet users (78 percent of the total U.K.
Internet audience) viewed 3.2 billion videos onlimgdune 2008. comScore Video Metrix, which
was the first to market in the U.S. more than twarg ago, has become the leading service for
online video measurement and is the only servidgtsddind in the U.K.

Key facts from the survey:

27 Million People Watched More Than 3 Billion Vide®nline in the U.K. in
June 2008;

Led by Youtube.com, Google Takes a 49 Percent M&kare;
U.K. Internet Users Watched 118 Videos per Vieweiune;
Here are some more findings from the survey:

19.7 million viewerswatched 1.4 billion videos oviouTube.com(72.4 videos per
viewer).

The average online video duration was 3.0 minutes

The combined U.K. online video viewing audienceckat a total 161 million hours of
video content.

According to comScore Media Metri#,2 million mobile phone subscribers used their
phone to watch any kind of TV or video in the U.K.




Similar surveys suggest the same trends in pres@mt@omscore’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/oalimideo_traffic_up 178 in_a_year.hyml

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

Surveys conducted in the UShow comparable results...

According to a 2007 survey conducted by the Orfloblishers Association
(www.online-publishers.opgn partnership with OTX over 40% of American imtet users are
watching online video weekly, while over 70% weratehing at least once a month.

According to 2007 survey by PEW Internet & Ameridafe Project
(www.pewinternet.org 57% of all the internet users have watched online @jd®itmost
importantly they share what they find with others.

Online video is grabbing the attention of the oalusers at unprecedented rate. Provided that
today more than 80% of all real estate searchesmstdhe internetgetting the awareness of

the customers through online video is becoming esg&l to an effective real estate
marketing campaign.

Why should all this matter to you?

While marketing your properties you want to achieve main goals:

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

Online video can get you both objectives completédthat’'s more:

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

- You can get several times higher response rate toyr property ads;

- You get higher perceived value by your customers fdhe properties you advertise




As pointed above, tens of millions of on-line usars watching videos consistently. A
survey quoted by the Guardian in the UK, reveads$ éfimosmnine out of 10 UKweb users
watched video online in December 2007. AccordmgdmsScore, whose data revealed the
dominance of YouTube, in the UK, 28.7 million wefets, or 87% of the online population,
watched video in December 2007, accessing 3.1noside

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

How does online video save you money?

Let us examine how precisely you save costs bygusmtine video for advertising your
properties.

1. Online video ads can be extremely powerful lead geration tool. If you can
produce video ads for your listings at affordalmstclet’s assume a cost 1
EURO per videq the distribution of those videos to the apprdpriadeo 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 gistribute it to the 20 most
visited video sites, it would be exposed to tensiiflions of potential customers
per month. Being properly tagged, having the riglg, and keyword rich
description, it would generate a targeted traffipatential customers.

If we assume that on each of the video sharing gber video generatgsst 20
views for a month,you would have:

20 video sites x 20 views = 400 views

Even if you gejust 1% of all viewers to take action after seeingour video,

you would have at leadtleadscoming to you. These are 4 potential customers
whom you might target and try to convert to buyefFie important point here is
to have appropriate mechanism for capturing thegeots details after they take
the action you specify in your video ad.

Let's compare the above example to how much it will cost yoaequire just a
single lead from a lead generation service.




Lead generation services would sell a lead fori@epf something betweet0
and 35 EUROdepending on the quantity you would buy. Provitted you have
paidjust 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 shanielsites, the more views it
will generate. Effectively, you might end up isituation wherafter getting 10
inquiries your production cost for the video is completely paid off.

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

. Uploading your videosto Youtube.com or any other video sharing StEREE

of charge 99% of the time. You pay neither montidy yearly fees for having
your videos stay on those websites. More than yloatr videos are never
removed from the video sharing websites. Theygaren a permanent link which
is constantly indexed by the search engines.

. The search engines love video contentour videos most of the time might
even get higher placement in the organic searclitsethan your own website.
Just notice when you do a keyword search on Godgiéjn the results pages,
there are quite often video results from video istgesites, relevant to the
respective search.

. Your property videos are exposed to an audience ¢ns of million of people

for FREE, without you having to pay for expensive SEO smrsior subscription
fees to property portals. Compare this to theayerudience of a large property
portal or your own website.

. Most importantly, online video users share what thg find with others, as
suggested by PEW Internet & American Life Projethe net effect is that
people watching online videos tend to spread thelwoound about what they
have seen, providing the best and cheapest atla#rtising —word of mouth.
This way, you get more referrals to your busirfes$-REE.




How does online video increase the response ratesytour ads?

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

According to a 2007 survey conducted by the Orffloblishers Associatiomvvw.online-
publishers.ory

- People in the age bracket 30€Ehd videos to friends 55% of the timewhile 58%
watch online video with others.

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

According to the Online Publishers Associationititernet dominates all other media in
creating Initial Awareness in the purchase processs 48% of all users point thatcompared
to only 8% when it comes to newspapers. At theesame57% of the time it triggers Further
Learning, compared tonly 8% when it comes to newspapers.

As mentioned previously, by offering real estatdeas of your listings, you can actually
target the most responsive part of all consumers2% of those who watched an online video
ad have taken action after that. What this means to youy®u can generateseveral times
more leadsby means of online video.

Provided that 59% of all internet users watch videbome, you can effectively target them
when they dispose of enough of time to pay clogenton to your message.

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

People take action after seeing online video cdnespecially those in upper income
brackets:

» Branded media sitevisitors are more responsive than portal and Gssrerated Content
visitors;

» 80% recall seeing a video a&nd52% have taken action including 16% making a
purchase

» The Internet is the #1 media for each stage of theurchase processoutpacing all
other media —especially true for upper income anae




Instead of relying on the average 1%-5% click-tiglowatio, using online video for advertising
your properties can get you response rates of thare10 times higher. People love online
video and respond to online video ads — you cantiseyet your message to your prospects.
You can also increase your brand awareness and gabre repeat customers.

How does online video increase the perceived valoéthe properties you sell?

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

As quoted by Reuterftp://www.reuters.com/article/pressRelease/idU 8564 27-Aug-
2008+PRN20080837“the use of a video in marketing a property @ages the perceived value
of a home by nearly six percent while professigtaitography increases the perceived value by
nearlyl2 percent On a $500,000 home, this equates to an inciagserceived value of

$30,000 and $60,000 respectiveljt the same time respondents viewing a video vathed

home at an average price of $432,329, an incrda&@ercentor $24,490, over the average
perceived price of the description-only properg0%,839.”

The survey quoted by Reuters suggests also thdedvs relatively new to real estate marketing,
but with the pervasiveness of interactive realtegpeoperty platforms, including YouTube,
Video on Demand TV and the iPhone, the demandigaral marketing has skyrocketed.
According to a recent comScore Video Metrix surv&ypercentof U.S. Internet users viewed
videos online in the month of May 2008.”

Provided that selling real estate equates to dinecketing and personal selling techniques,
using rich media is essential in the sales prochkssPersonal Selling: An Interactive
Approach,” by Ronald Marks, the author points timattimedia presentations increase the
chances that prospects are persuadéakaction and buy a product by 43%

At the same tim@otential customers pay 26% more attentionlearn 200% fasterand retain
knowledge38% better. The prospects learning time is further reduce@®%0%. What this
means to you is thgbu can get more lead®y presenting your properties through video
content.




Chapter 3

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

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

- You can add linksto your website or to any of the video sharing sw&s where your
videos would be placed in the e-mails you sendta ynailing list. The Online
Publishers Associatiomfvw.online-publishers.opgsurvey from 2007 suggests, that
over 40% of people that receive a video link in ae-mail tend to click on it You get
higher response rates and can generate more leads.

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

- You can play them during presentationgo potential customers, offering more proof
andincreasing your credibility as a real estate agent

- You can play themat your stand during exhibitions or any other esthte shows,
attracting the attention of your potential clien¥ou can use that tcreate higher initial
buyer awareness;

- You can showcase themat your office window display to attract more pkof enter
your office,generating more potential leads;

Video sharing websites distribution

The videos that you have produced couldiblemitted to the most popular video sharing sites
on the internet. They should beroperly tagged with your keywordsand shouldnclude
direct links to your website or blog. You would be able to generate more relevant frackl
increasing your visibility and attracting more cusbmers

According to the Online Publishers Associatipapple that visit “Media sites” are
more inclined to take action after watching a videgresentation Furthermorepeople
usually visit between 2 and 5 video websites, whiteey search for videos online.Submitting




to more video sharing platforms you get better dBetinose interested in your property listings
or real estate services.

Your videos should feature your content both imteof video and text. The description
text should contain relevant to your best keywditttss.

You would get:

- Keyword rich content the search engines pick in the relevant searcltses
giving you more exposure to customers wiggmerating leads for youy

- Relevant backlinksincreasing the authority of your website, helpyog get
more targeted traffic to it;

Unlike the traditional real estate portals thatrlbute only certain parts of their website
content, trying to increase their own brand awassnédistributing individually your content
would get you more exposure to potential customers, boas) your own brand awareness

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

Social bookmarking websites distribution

Use the power of social medialt is a common misperception nowadays that theckeengines
are the main source for higher visibility and maistors to a website. This is hardly enough
while trying to get more leads and generate mdessa

Your listings could be submitted to tens of sociddookmarking services like
Del.icio.us, Reddit, Digg Technorati, and numerous others. Websites like these gabnsliof
visitors monthly just like the video sharing sit&se bookmarks of the links pointing to your
content should bproperly tagged with keyword tagsso that you generate more exposure and
backlinks, helping you get morsore leadsand increased brand awareness.




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

AOs Oy LM’EI.C

1| digg.com

382,792,751 - Inbound Links | 22,578,945 - Compete Monthly Visitors | 10,300,000 -
Quantcast Monthly Visitors | 124 - Alexa Ranking. | Pade Ranlk: 8

30 Largest Social Bookmarking Sites | Posted 1001072008 | eBizMBA

2 |Wahoo! Buzz
900,571 - Inbound Links | **128,556,575** - Compete Monthly Visitors | 2,500,000 -

Ciuantcast Monthly Visitors | 1 - Alexa Ranking. | Fage Rank: 6
30 Largest Social Bookmarking Sites | Posted 1010072008 | eBizmBA

3 | Technorati.com

75,306,437 - Inhound Links | 3,231,709 - Compete Monthly Visitors | 1,400,000 -
ciantcast Monthly Visitors | 216 - Alexa Ranking. | Page Rank: 8

30 Largest Social Boockmarking Sies | Posted 10010/2008 | eBizMBA

4 | delicio.us

171,593,051 - Inbound Links | 1,699,128 - Compete Monthly Visitors | 1,300,000 -
Cuantcast Monthly Visitors | 248 - Alexa Ranking. | Padge Ranlk: 8

30 Largest Social Bookmarking Sites | Posted 1001072008 | eBizMBA

5 | Propeller.cam

997,000 - Inbound Links | 1,494,912 - Campete Monthly Wisitors | 2,180,176 - Quantcast
Monthly Wisitors | 2,308 - Alexa Ranking. | Fage Rank: F

30 Largest Social Bookmarking Sites | Posted 1010072008 | eBizmBA

6 | Stumblelpon.caom

ﬂj Stumbleum 19,050,177 - Inbound Links | 1,313,586 - Compete Monthly Visitors | 695,239 - Quantcast
0 Manthly Wisitors | 300 - Alexa Ranking. | Page Rank: 8

30 Largest Social Bookmarking Sites | Posted 1001072008 | eBizMBA

o rew silas

o ¥ | reddit.cam
) 1+ 45,307,577 - Inhound Links | 2,587,503 - Compete Monthly Visitors | 344,383 - Quantcast
Eﬁ redd IT Monthly Wisitors | 852 - Alexa Ranking. | Page Rank: F

30 Largest Social Bookmarking Sites | Posted 10/10:/2008 | eBizMBA

8| mixicom

. 6,175,082 - Inkound Links | 507,100 - Cormpets Monthly Visitors | 475,000 - Quantcast
mlxxﬂ Monthly Wisitors | 1,880 - Alexa Ranking. | Fage Rank: F
" || 30vLargest Social Bookmarking Sites | Posted 10/10:2008 | eBizMBA,

Your submissions to those bookmarking websites shoule@ ldone manually The
reason why you should do this manually is thathedlsocial bookmarking services have rigid
anti-spam policies. To avoid being banned frormsigbions, you should take the necessary
time and always do it manually.




To sum up, here are the traditional marketing teghes being used in online real estate
advertising:

You've been paying Google for pay-per-click segutdctements way over what it really
deserves;

You've been hiring expensive SEO'’s to optimize yaabsite for better rankings in
organic search results;

You've been buying leads from various sources gt prices;

You've been using mailing lists to reach out new aristing customers;

You've been blogging regularly giving your targeanket information you deemed
helpful;

You've been advertising on numerous property psipalying 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 laglatjonship with your target market?
Did it really allow you to grow brand awarenessha minds of any potential client?
How often is your blog visited?

How much time, money and efforts does it take yodd all this?

How often do all those marketing techniques prochastive results worth all the costs
you incur on a daily basis?

How much trust have you managed to establish ittlyer's and seller’'s minds so that
they remember you and your brand name?

Trust is essential for developing long lastingydurctive relationship that can bring you
continuous and growing business. In the presentehalump generating more leads is crucial
for the survival of any real estate business.

By means o#ffordable online videoyou can get more than just leads — you get
contacted byrequalified customers who already have more trusin you and higher
perceived value of the properties you advertise

Ultimately, you add value to your brand and your nameas a real estate agent or broker.




Chapter 4

Making online video affordable: Two problems you hae to overcome

The problems with advertising online video reahgstistings come two ways:
- One, it's the production cost
- Two, it's the time necessary as well as the cost distribution ;

Let’s focus on the problems associated with onlideo real estate listings and see
why few estate agents have been using them upwto no

Problem # 1:Production Cost

The production cost of video listings has beeragonproblem for the real estate
agents so far. The cheapest version of onlineowdpicture slide shows, aegther free or cost
anything up to 50 Euro per video.However, they require you to waste time and uplbad
pictures for each slideshow yourself. Insteadeo¥isg your customers and growing your
business you have to become a tech geek produvetaus.

Free flash slideshow services rarely allow for egtehing effects. Furthermore, even a
cost of 30 or more Euro is still pretty high fosienple slideshow video. Additionally, free
services rarely allow you to download the videauiy file format so that you can use it in your
own way.

Those videos, when free of charge, are usuallyeldost the service’s own website. You are not
given the flexibility to distribute your own contess 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 feosaent, let's assume you want to
produce video for each of your listings. Let usuass 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 tvgdying that much for producing the
videos for your listings.




But there is also another problem. Even if yaiw@sing one of the very few free
services, you still have to spend a lot of timedu@ng the videos.
Let’s take another real life example...

If you spend an average of 15 minutes per videaptoading the pictures,
customization and editing of the final versionloé tvideo, you would have to spend:

50 videos x 15 minutes = 750 minutes for producirtfpe videos

This is12 hours and 30 minutes of your precious timduring which you would not
be doing your core business activities. Few agesmsactually afford spending that much time.
It costs you also money, as you might very wellsfigsiness while doing video production
yourself.

Technology issues can also come your way.Furthexnyou can very well feel
uncomfortable using the respective interface ofathine video creation service.

Professionally done video footage and photograjaisys a lot too. You can very well
be charge@nything from 120 to 500 Euro per video.Picture how much you would have to
pay if you would want videos produced for all oy®0 listings. You can very well end up
paying tens of thousands, which is hardly worthdfierts.

Problem # 2: Video Distribution

Once your videos are produced, even if you hakentall the time to do that yourself,
the question comes of how to put your wonderfueesslin front of the potential buyers.

How can you take advantage of themongous traffic going through all the social wehktes?

How can you expose your listings to the tens ofiomé that visit the Web 2.0 websites on a
monthly basis?

Specialized platforms for video real estate disiion are hardly available. Websites
like Wellcomemat.com are just emerging and gaisipged. In order to get wide exposure and
have your message seen by a relevant audiencéayeuto upload your videos to tens of
different video sharing sites. All of them haveittunique user interfaces which you have to
become familiar with one by one.

Furthermore, you have to spend time properly taggour videos, so that they come
on relevant search results within those video si¥su have to spend time typing proper
description, putting the right title, all of that@by one for each video on each video sharing
website.




Let's take another real life example...

If you have your 50 videos already produced, liersake of this example we assume
you spend no money on video production, and itdakel 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 vitelss the time spent will become:
750 minutes x 20 websites = 15,000 minutes

This is250 hours of your precious timé! Few agents anywhere in the world would
be able to afford that. You should really takenyidmne and spend considerable efforts doing
your submissions.

To sum up, here are tiwo major problems with online video real estate listings:

- Production Cost;
- Distribution of content;

Both can cost you, if not straight forward monlegrt at least big amount of time.
Converted to missed business opportunities ittstitislates into money left on the table.

The net effect of the two major problems discugzediously is that the search results, for
instance, a¥outube.com and Googldor one and the same keyword are showing huge
differences. Those differences paimexploited opportunities which you can take advantage
of.




Here are some examples...
Keyword: Property

Youtube.com — 208,000 results

Google.com — 577,000,000 results

Web Images Maps Mews Shopping Grmail more »

Google ==

Preferences

Advanced Search

Web Groups

Rightrnove - UK's nurnber one property website for properties for ...
Skip navigation. Rightmove.co.uk - The UK s number one property website ... Search over
one trillion properties for sale or to rent in the Uk ..

Property - Wikipedia, the free encyclopedia

Property is any physical or vifual entity that is owned by an individual. An owner of property
has the right to consurne, sell, mortgage, transfer and ...

en.wikipedia. org/wiki/Property - 167k - Cached - Similar pages

property.com.au | Search Australia's largest list of properties ...

Search Australia's largest list of properties for rent and for sale. Enter suburb or postcode:.
Buy; Rent. Tell us what you think ...

. property.com.auf - Sk - Cached - Similar pages

FindaProperty.com Estate agents property search for sale & rent UK ...
Property for sale & rent through leading Uk & overseas estate agents & letting agents. Find a
Property search tools help locate houses, flats, apartments, ...

wvw findaproperty.com/ - 37k - Cached - Similar pages

Results 1 - 10 of about 577,000,000 for property [definition]

Sponsored Links

Home/Property Information
Get Instant Sales History, Current
“Yalue, Lot Size, Property Details
e, Intelius. com

Get Local Property Info

BEuy of sell your property with an
experienced ERA real estate agent
WA, 2P COM/answers

Invest In Paradise

COur Real Estate Investment Company
Knows Investrment Property & Service
vy EdenCrestProperties com

Property
Search 1000's of Commercial Real
Fstata | istinns For Salesl rasa




Keyword: Overseas Property

Youtube.com — 7,980 results

Google.com — 1,950,000 results

As you can see the competition when it comesdeos on the net is far less than the
competition you get regarding keyword relevant svighsearch results. If you could have
sufficient amount of videos for your real estastitigs distributed throughout the net, your




visibility would increase exponentially. More péepvould see your marketing messages, which
could effectively translate intmore leads and increased brand awareness

So, how can you possibly reconcile between theiodstrms of time and money and tingge
exposure and savingyou can enjoy advertising by means of online vitleo

Read on to discover how...




Chapter 5

Online Video made easy and affordable

To sum up from the previous chapters, here ar&elidenefits of advertising real
estate by means of online video:

Online video creates higher initial buyer awarenesscapturing the attention of
tens of millions of online users;

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

Online video increases Brand Loyalty and Awarenesspeople rememberthe
videos they watch much more than what they reash@woir offline;

Online video inspires trust and credibility - peopk tend to perceive betteand
retain knowledge of the information from the onlindeos;

Online video can generate you more leads - peoplend to respondandtake
action several times more frequently, after watchingrmkideo ad;

You can make full use of the benefits and advasgalat online video offers, by
employingproperty-in-europe.co.ukvideo production and distribution service

You can Save Moneyn advertising your listings;

You can Save tens of hourproducing your videos ;

You can Save tens of hoursploading your videos to video sharing sites;
You can Save tens of hourdistributing your links the social media sites;
You can generate more leads and increase the resgaratesto your ads
several times;

You can get more referrals by Word of Mouthadvertising foFREE;

You can boost your Brand awareness and loyalty, staling out as an
authority real estate agent or broker;

No longer you have to feel intimidated by technolog cost or time issues.You can
have production of your videos f8r85 EURO per videoad as well as=REE distribution of

your content.

Click on the link below to discover how.

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




