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The internet is now a significant part of the commercial real estate 
business.  Agents and salespeople should not take it for granted but use it 
productively and professionally.  There are special things that can be done 
to attract personal profile and listing relevance on the internet.

They publish their listings and hope for response and enquiry to come 
back.  They use the industry portal and their own website for that listing 
marketing purpose.  So now there are many more things that can be added 
to the promotional process and that should be used and optimised.

Don’t take the internet for granted!



They publish their listings and hope for response and enquiry to come 
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So what do most agents do on the 
internet?



The primary goal in using the internet in commercial real estate is to get 
enquiries back.  Here are some facts and ideas that can help you with that 
outcome.

Facts and Ideas



• Place your listed property on the best industry portal and as part of that 
process pay the extra money for a priority placement in the given suburb 
and property type.  If the property is of some quality it is essential that 
you do this, otherwise the listing will get lost in the website amongst 
other more ordinary and ‘stale’ listings.

1.



• The advert for the property should be written with due regard for the 
best keywords that are relevant in the search engine results for that 
property type.  You can get an update of those keywords from the search 
engines using a keyword search tool.

2.



• Use quality professional photographs to sell the image of the property to 
readers of the advert.  Good photographs attract the eye of the reader.

3.



• The same property listing should be placed on your agency website but 
in doing so, rewrite the advert so it reads differently than that which is 
already on the industry portal.  In that way you will get more search 
engine exposure.  Search engines look for unique property listings and 
on that basis will not rank highly a repeated advert from another site.

4.



• Write some regular articles about your property speciality and local area.  
Put those articles on an article directory.  To find out the big directories to 
choose from simply search ‘article directories’ on one of the search 
engines; choose the best one at the top of the rankings.  Each article 
should be written with a reference back to you and your website.  Given 
that you are writing about a local property area and property type, it will 
help your personal profile on the internet.  Each article should be over 
400 words in length to be of relevance and depth.

5.



• Start a personal blog as an expert on local property.  The blog can be 
linked back to your website and promote you personally as an industry 
expert.  This is a great strategy but it does require consistency and 
regularity.  Each blog should be about 400 words in length.

6.



These simple strategies on the internet are very powerful.  You can link the 
articles and the blogs that you have written back to your social media 
groups and put similar links on your newsletters.  That will help in 
showing your knowledge and marketing skills to those that are in your 
social media group and on your database.

Simple Strategies are Powerful
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IMPORTANT INFORMATION

This information is prepared as general training information for commercial real estate 
practitioners globally.  No part of this material may be regarded or relied upon as legal or 
specific advice for individual situations.  Although all care has been taken in the preparation 
of this material, recipients:
· Must not alter their position or refrain from doing so in reliance upon this material; and
· Are urged to seek independent legal advice with respect to the matters traversed in this 
material; and
· Are urged to undertake further studies into legislation and practices that apply in their 
location.
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