A FEW REMINDERS.

Disclaimer: This may not be a full and complete list of advertising compliance requirements and
suggestions, but it's a good checklist to begin with. One of the resources to refer to is the Hawaii
Administrative Rules 8 16-99-11. It is highly recommended to consult with your Broker as well.

J All advertising and promotional materials (including social media content

advertising your real estate services/expertise) should include the following (3)
components to be in compliance with your HBR membership:
- Licensee Name, REALTOR®

- License # (RS-XXXXX , RB-XXXXX)
- Brokerage Firm name

When featuring leasehold properties in your content, the property shall be
identified by the word “leasehold”.

No licensee may advertise: "For Sale by Owner," "For Rent by Owner,"
"For Lease by Owner," or "For Exchange by Owner."

Review the Fair Housing list of approved/cautionary/not approved words
and phrases for use in advertising. Please keep in mind this list may be
updated over time. Here is a list for reference:
https://members.hicentral.com/images/Documents/mls/HUD-
Fair_Housing_Advertising_Word Phrase_List.pdf



https://members.hicentral.com/images/Documents/mls/HUD-Fair_Housing_Advertising_Word_Phrase_List.pdf
https://members.hicentral.com/images/Documents/mls/HUD-Fair_Housing_Advertising_Word_Phrase_List.pdf
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DOWNLOAD THESE MUST-HAVE APPS.

Canva - for graphic design, social media templates

CapCut - tons of video templates for visually appealing Reels

InShot - for editing videos and photos on your phone

Adobe Premiere Pro* - advanced video editing software

24 Linktr.ee - one page website to list your links

*requires subscription



Ring Light & Tripod Wireless Mic
$35.99 [ Amazon | $29.99 [ Amazon |

*These recommendations are based on customer product reviews and may or may not meet your personal or professional standards
for use. Feel free to research and purchase products that will suit your needs.


https://a.co/d/dGIf3W6
https://a.co/d/dGIf3W6
https://a.co/d/ih9nJ5H
https://a.co/d/dGIf3W6
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. Passion Property. Post a listing you're excited about, and WHY.

. My Top 3 [type] Properties. Your top picks for listings that fall into the same category -

l.e. - luxury, waterfront, condos, investment, fixer-upper, etc.

. TBT: My Story. Reflect on your own story and post your favorite real estate memory.

. TBT: My Client's Story. Reflect on your client's stories, and post your favorite one.

. TBT: Industry Story. Reflect on someone in the industry who helped you or your clients.
QOTD. Share a quote from something you heard/read recently that might inspire/entertain.
. MEME Of The Day. Share a funny meme that is relatable and entertaining.

. Infographic. Find/Create a real estate infographic that educates your audience.

. My "Why". Share a moment when you knew you chose the right career.

. Lessons Learned. Be vulnerable. Share mistakes you've made & lessons you learned.
Top 3 Questions - Sellers. \What are common questions Sellers ask you, and the answer!
. Top 3 Questions - Buyers. \What are common questions Buyers ask, and the answers!
Client Testimonial. Create a testimonial graphic to share.

Realtor Lingo: Purchase Contract. Share what the terms in the PC mean to the client.
Realtor Lingo: Translated. Share common real estate terms and their meanings.

AMA. Use the "Questions" sticker in your Story to prompt your audience to ask questions.
BTS: Work. A "behind the scenes" look at your Realtor life.

BTS: Personal. A "behind the scenes" look at your personal/family life.

Home Renovation Tips. What a homeowner might want to know when renovating.
Property Staging Tips. What tips can owners do to help stage their property nicely.

DIY Tips. Any home-related DIY tips to share?

#Lifehack. Share a tip/hack that has made life easier for you.

Neighborhood Gems. Feature a small business in the neighborhood you specialize in.
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How Do | Unwind? A BTS look at how you unwind from a tough day.

Then vs. Now: Me. A side-by-side look at where you were XX years ago vs. now.
Then vs. Now: Homes. A side-by-side look at properties: pre-renovation vs. after.
Values Spotlight. Posts that exhibit your personal brand values in action.

Meet My Team. Feature team members & how they add value to your business.
Transaction Manager, Broker-in-Charge, Marketing Team, IT Teamn, Escrow, Lender, etc)
On-Trend. Trends relating to real estate - interior design, architechture, color/style.

How | Stay Motivated. Share your fave podcasts/books/youtube that keeps you hyped.

. Struggles & Solutions. Share a common struggle clients have, & what is the solution.

32.

Self-care Struggles/Successes. Be transparent in sharing your struggles/successes with
finding a routine that works for you? How do you make it work? Why is it a struggle?

My Favorite Workout. \What's your fave workout? Gym? Why do you love it?

Design Grids. Pick a design style (i.e. minimalist), curate 3-4 furniture/design pieces &
serve up links in the caption where your audience can buy/find these pieces.

Event Invites. Invite your audience to free seminars/events & to RSVP with you to attend.
Favorite Time of Year. \When is that for you? Why? What is RE market like at that time?
Month in Review. Do a video montage/photo collage of fave moments and share why.
Year in Review. Do a video montage/photo collage of fave moments and share why:.
Charitable Feature. Feature a charity you support and encourage participation. Why?
For the Love of... Be known for something you love & share over & over (i.e. wine, plants)
Life Before Real Estate. \What did you do before Real Estate? Why did you switch?

My Awards. Share awards you've won, and what they mean to you.

LIVE Q&A-Home Inspector. Do a IG/FB LIVE and invite your audience to ask questions.

You can also answer some commonly asked questions buyers/sellers often have.
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44. LIVE Q&A-Appraiser. Do a IG/FB LIVE and invite your audience to ask questions.
You can also answer some commonly asked questions buyers/sellers often have.
45. LIVE Q&A-Loan Officer. Do a IG/FB LIVE and invite your audience to ask questions.
You can also answer some commonly asked questions, about the process, or qualification.
46. #Goals. Share some personal goals you have (not $$$ goals) and share your progress.
47. How Do | Manage My Day? A BTS look at your time/project management system.
48. Client Celebration. Share how you celebrate your clients who work with you.
(i.e.-housewarming party? dinner? personalized gift?)
49. What I'm Reading/Listening to Now. Share what it is, and WHY we should get it too!
50. What Holds You Back-for Buyers.Inspire buyers to move by addressing common issues.
571. What Holds You Back-for Sellers. Inspire sellers to move by addressing common issues.
52. Service Spotlight. Share something special you do for your clients that most don't see.
53. Host a Social Media Takeover. Exchange accounts w/a vendor/partner for XX hours.
Promote the "Takeover" before it happens. Great way to expand your reach.
54. What | Wish | Knew. Share some wisdom you wish you knew when you were younger.
55. Always Growing. Share a nugget you learned from a class you recently took.
56. Holiday Post. Celebrate a current holiday and share what it means to you.
57. Why Do | Need A Real Estate Review. Share why your clients can benefit from knowing
the value of their home.

58. Other.

59. Other.

60. Other.
61. Other.
62. Other.




henri matisse



