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Getting Social:
Making a Successful Transition to Social Networking
So many self-appointed experts continue touting the benefits of 
social media. But it seems so nebulous and hard to pin down, 
doesn’t it? Is it just another something else you “should” be doing 
for your business? Another task in your already overflowing to-do list? 
Or maybe you’ve tried it, but now ask what really works? Or wonder 
how you’ll possibly maintain it?

Read on, because inside this issue of The SRES® Professional you’ll find 
help answering all these questions and more.

You already know the sales pitch… If you aren’t “doing” the social 
networking thing you aren’t cutting edge and are failing to compete 
with those agents who are. Then again, maybe some of those critics are 
failing to miss the real point.

Social Networking: The Wrong Way

Sadly, many agents using Facebook, Twitter and other social networks 
do it wrong.

Social networking isn’t about force-feeding your audience traditional 
advertising. It’s not about what you had for breakfast or who you are 
meeting for drinks after work. It’s not a platform to shout out every 
self-appreciating announcement about your professional achievements, 
including your latest listing.

That’s simply not the point of social networking and those approaches 
are a turn-off. Just like the face-to-face world, networking isn’t a string 
of announcements—it’s an invitation to start a conversation. 

If you aren’t participating the RIGHT way, you ARE missing a unique 
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Sharpen Your Social Networking  
Skills With e-PRO®

If this issue of The SRES Professional has raised your interest in 
expanding your digital expertise, consider taking the National Association 
of REALTORS® e-PRO® certification training, where you’ll learn more 
about social media, mobile offices, online marketing, reputation 
management, and more. e-PRO® provides the most up-to-date real estate 
technology education, using a new curriculum developed in partnership 
with the Social Media Marketing Institute (SMMI). 

Earning the e-PRO® certification requires two days of coursework. Day 
1 is offered in a classroom setting or can be taken online. Day 2 is 
only available as an online course. To learn more about the benefits of 
e-PRO®, what’s included and training options, visit epronar.com.

Content Made Easy:  
Take Advantage of SRES®  
Consumer Newsletters
Did you know that the SRES® Council provides consumer 
newsletters containing topics related to the 50+ market, 
which can be customized with your contact information? 
Share them with your clients or post them on your site so 
visitors can read more about a wide variety of senior real 
estate topics. New editions are posted monthly; Canadian 
editions on a quarterly basis. 

To access this valuable member resource, log into the 
Members area of seniorsrealeestate.com, then go to 
Publications > SRES® Consumer Newsletter.

Membership  
Update

Connect online with fellow SRES® Designees for news, tips and referrals!

  2   SRES® • July/August  2012   



opportunity to effectively connect with the fastest 
growing segment of social media consumers—
older adults. But participating the wrong way is 
worse than staring at your computer and never 
really getting started. Social networking is one 
arena where the old adage, “Do SOMETHING, 
even if it’s WRONG” will fail you.

Never fear, doing it right doesn’t have to be 
a headache. It’s more about adjusting your 
methods of doing what you already do anyway. 
It’s about using new tools to help more people 
simultaneously than you can possibly reach 
one-on-one. It’s about building your business by 
being polite, knowledgeable, and helpful while 
connecting with people you like serving. 

After all, isn’t that WHY you became a Seniors 
Real Estate Specialist® in the first place…to 
help people? It’s easy to brush up on your social 
media skills and have a little fun along the way!

You’ll learn how to do it right, and how to fit it 
into your life. But first, you’d probably like some 
proof that social networking is, in fact, a good fit 
with your 50+ clients.

By the Numbers
Gone are the days when tweens, teens and 
20-somethings were the only regular consumers 
and participants in the social networking scene. 
Social networking sites are the third most 
popular online tools for all adults—trailing only 
e-mail and search engines. According to research 
conducted by the Pew Research Center in May 
2011, the fastest growing segments of social 
network users in the U.S. probably have a little 
silver in their tresses. Some key facts:

•	 In 2005, only 5 percent of all adults in the 
U.S. said they used social networking sites. 

•	 A year ago (May 2011) that figure had grown 
to 50 percent.

•	 Of those adults who use social networking 
sites, 43 percent use them daily.

The 50+ usage figures will be of even more 
interest to Seniors Real Estate Specialists®.  
As of one year ago:

•	 Over half (51 percent) of all online adults in 
the U.S. use social networking sites. 

•	 Among online U.S. adults at or over age 65, 
one third (33 percent) use social networking 
sites.

•	 From April 2009 to May 2011, the use of 
social networks increased 150 percent for 
individuals age 65+, while use by 50 to 64 
year-olds more than doubled. Over the same 
time, daily use of social networking sites grew 
60 percent among Boomers and nearly 400 
percent for Seniors.

A similar study conducted by Harris-Decima 
for The Canadian Press indicates that the older 
generation of Canadians is also adopting social 
networking at an astounding rate. In 2009, only 
39 percent of Canadians over age 50 used social 
networking sites, compared to a whopping 57 
percent two years later in 2011. 

In Canada, Facebook commands 97 percent 
participation from the social network-savvy of 
all ages. Twenty-five percent are on Twitter but, 
similar to the plummet in popularity experienced 
in the U.S., only 4 percent interact on MySpace. 

More current figures aren’t available yet, but 
trends indicate that usage and frequency have 
continued to increase within the last 12 months 
in the Boomer and Senior brackets. And the 
“graying” of North America means the numbers 
in each bracket (not just the percentages) will 
continue to swell in future years. 

After all, 10,000 individuals are turning 65 
each day—a trend which started in 2011 and is 
expected to continue for 19 years! Sixty percent 
of those are expected to retire and embrace a 
huge change in lifestyle and housing needs. 
That’s where you come in. 
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Seniors Love Technology!
Sixty-five percent of technology’s prized “early 
adopters” are now ages 55 to 64. They are using 
a multitude of technology tools including QR 
codes, e-readers, tablet computers, smartphones 
and social media platforms, according to a recent 
IBM poll on technology use.

A Harris Interactive poll completed in February 
2012 found that 28 percent of adults are using 
tablets and e-readers to read books. And of those 
using the devices, 24 percent are 48-66 years of 
age and even more (28 percent) are age 67+.

The demand for technology classes for aging 
adults is experiencing a serious boom. Some 
classes are offered through senior citizen centers, 
some are community education classes, others 
are held in libraries and on university and college 
campuses nationwide. 

So, if you aren’t designing your site or your blog 
to be used by mobile devices such as tablets and 
smartphones—with adjustable sized fonts for 
easier reading, of course—you are not effectively 
engaging these tech-savvy seniors.

Which Social Networks?
There is a widespread but misconstrued notion 
that all effective social networking involves only 
the “big three” platforms—Facebook, Twitter 
and LinkedIn. Recent data from bitly.com (a 
popular URL shortening service) indicates that 
a great deal of link sharing—one of the best 
measurements of effective social networking—is 
coming from other, lesser-known sites as well. 
These are the top nine social networks people 
share from and click on through the Bitly service:

Surprised that Twitter appears half-way down this 
list? Are there a few unfamiliar names? Although 
many of these sites don’t necessarily belong on 
your radar (they’re bastions for younger social 
networkers), the point is there’s a lot of sharing 
going on beyond Facebook. Some of the other 
sites which may be of particular interest to you 
and your Boomer/Senior clients:

Google+ – Google’s answer to Facebook, which is 
gaining some traction, but is still far behind its 
prime competitor.

Pinterest.com – A site to visually collect “bulletin 
boards” of related, interesting information. 
Consider using it to find things like: 
•	 Downsizing ideas.
•	 Organization tips.
•	 Impressive photos and information about the 

geographic area you serve.
•	 Anything else you can imagine that will be of 

interest to your Boomer audience.

This is not your typical “talking” social network; 
it’s more about sharing similar tastes and 
gathering/grouping resources that may be of 
interest to your clients.

EONS.com – An online community geared 
especially to Boomers, encouraging them to share 
interests, make new like-minded friends, connect 
with old friends and indulge in online games and 
other pastimes. According to the founder, it’s less 
about “look at me” than Facebook and bases 
social interaction more on similar tastes and 
interests.

My-BucketList.net – A newly launched site 
centered around people who have similar “before 
I kick the bucket” goals, and offering group 
discounts to help them achieve them. Designed 
for the Boomer crowd, it’s also gained a great deal 
of interest from the 20-something bracket.

AARP.com – Offers a “community” topic on their 
site that includes people, groups, photos, blogs 
and message boards to get members talking and 
networking among themselves about topics that 
matter to them.
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1. Facebook

2. YouTube

3. SoundCloud

4. LinkedIn

5. Twitter

6. Blogspot

7. Tumblr

8. Vimeo

9. Reddit
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Blogging: Use it to Turn Online Hits into Home Runs
Your own blog remains the golden ticket to social networking and reaching your clients with the information 
they need, and that you offer. Referencing your blog posts on other social platforms is a seamless way to expand 
your blog’s reach, without being pushy. A short summary comment and a link to your blog can offer useful 
information that your Boomer and Senior clients want, allowing them to easily “pick and choose” which topics 
they want to pursue.

Not sure what to write about? Here are a few golden blog topics with silver-appeal:
Selecting the Best “Aging in Place” House
Make One Last Move… EVER!
Ways to Make Maintaining Your Home Easier
Release a Big House and Enjoy a Vacation…  
or Two… or Three!
Household Chores You Shouldn’t Have to Do
Priorities During Retirement; How Things Change
Helping Aging Parents Live Happier and Healthier
Their First Apartment: The Perfect Opportunity  
to De-Clutter YOUR House!

How Much Insurance Should You Have?
Simplify Spring Cleaning—and Go Enjoy the Sunshine!
Scaling Back: Baby-Steps for Downsizing
Is Aging-in-Place Right for You (Or Your Parents)?
Quit Planning for and Start Living the Rest of Your Life
The Bucket List… How’s Yours Going?
Aging Communities: Options in (your city’s name)
Avoiding Scams Targeting You and Your Older Loved Ones
How to Select Your Retirement Destination
New to Empty Nesting? What to Do Now

SRES® Members-Only Community – The best place to 
stay in touch with SRES® agents across the U.S. 
and Canada for tips, news and referrals.

Don’t Overlook Local Networks
Of particular interest to you are any local social 
networking options, Utilizing these tools will help 
you reach people in your geographic area with 
more focus than national and international social 
networking options. To find local online networks:

•	 Investigate any blog/bulletin boards offered by 
local newspaper sites.

•	 Look for any regional/local senior-specific sites 
like seniorsguideonline.com (which operates in 
OH, IN, VA and NC).

•	 Search major social networking platforms 
like Facebook for specific group pages 
geared to 50+ residential communities, civic 
organizations, etc. located in your area. 

•	 Call your local senior center(s) and ask about 
the most popular online social networking sites 
for your area.

•	 Offer to teach (or assist with) a technology 
class or introduction to social networking 
course for Boomers and Seniors through 
community education in your local area. (This 
has the added benefit of including face-to-

face networking while building your own social 
networks with your target audience. After all, 
you can have them connect with you first as 
they learn the social networking ropes, right?).

Posting Tips
Once you’ve decided which social networks are the 
best fit with your interests and the people you want 
to meet, your next step is deciding what to share 
with others. If you have a blog, every new entry 
that you write should definitely be reposted on your 
social networks (see bottom of this page). But don’t 
stop there. 

Social networking entries should also include 
links to other content and resources, especially if 
they offer solutions to common Boomer-specific 
problems. Also, instead of just “sharing,” think 
about “engaging.” Ask for ideas and help from  
 your online friends. Respond to their questions and 
posts. It will help you become more visible and 
demonstrate your willingness to help.

While it’s usually a bad idea to share extremely 
personal posts, you can (and should) occasionally 
mention personal news. It makes you real and 
humanizes your social networking presence. For 
example, share a photo of your child’s graduation. 
Or recount something cute or profound that your 
grandchild said.



New Consumer One-Sheet. Consumers of all ages enjoy going online 
to search for homes and other housing information. But some 
resources are better than others. Use this one-sheet to discuss 
common misconceptions about real estate sites and related 
resources for 50+ buyers and sellers.

  6   SRES® • July/August  2012   

Easy Ways to Keep 
Tabs on Your Social 
Networks
Once you begin your social 
networking journey, it’s 
imperative to be consistently 
involved. But it doesn’t mean 
you have to check every site 
you use multiple times a 
day. Use technology to stay 
“in the loop” with all of your 
networks—automatically! 
Here’s how:

Most social networking sites 
offer a number of ways to 
receive notifications, either by 
e-mail, a pop-up alert or even 
a text message. Check your 
account settings to ensure 
your preferences are selected.

Smartphone apps for social 
networking sites also offer 
settings that allow you to 
indicate how and when you 
want to be notified of any 
activity on your sites—from 
e-mail and on-screen pop-up 
alerts to ringtone and text 
notifications—so you can 
respond immediately without 
staying tied to your computer.

If you have a blog, be sure 
to utilize the settings on 
most modern content 
management systems which 
will automatically e-mail you 
when a comment is posted. 
That way you can quickly 
acknowledge or respond to 
their input.

When commenting on other 
people’s blogs, register with 
the blog before commenting 
and request notification 
when anyone posts to 
the same blog where you 
commented (most blogs 
offer this option now).

Continued from page 5 

Share the glimmers of sunshine and joy you experience, the 
treasures you find along your daily path, and the knowledge you 
possess. Become a resource of information and entertainment. The 
more you get involved, the easier it becomes. Just be careful about 
posting SO often that you dominate others’ news feeds. Too much 
of a good thing could cause them to “block” your posts. In social 
networking, quality matters more than quantity.

Social Networking: Doing It Right!

The Internet offers an astounding array of information. Blogs and 
popular online social scenes have only multiplied that volume. 
Today, real estate specialists have three options:

1. Sit silently on the sidelines and do nothing.

2. Add to the din (and be largely ignored...or worse).

3. Help to synthesize relevant information (targeting the interests of 
your specific clients), personalize it, and become an invaluable 
and popular resource for Boomers and older adults in your area.

Those are your options. You can only select one. Choose carefully.

Doing social networking right is about connecting with people. 
It’s about helping them, entertaining them, engaging them in 
conversation and touching their lives—on their terms and at their 
convenience. 

It’s about being SOCIAL, not overtly promotional. Online social 
networking is a way to reinvent the long-lost “front porch chats” and 
the evening phone calls we no longer seem to have time to make. 
It’s about being human and helpful and approachable in this new-
age social sphere.

It’s also an opportunity to share yourself with others and learn more 
about them—what’s important to them, what’s happening to them, 
what they want to accomplish, the frustrations they face, and how 
they approach challenges. It’s about being part of the solution—not 
merely another noisy distraction they have to endure. 

You will succeed in this realm if you give people something they 
find interesting, offer solutions to their problems, or discuss their 
goals and dreams with them. In return, they will join you and make 
you a part of their online “social scene.” 

Getting Social:  
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However, these sites also have serious limitations. 
It’s important to understand that even the largest 
listing site, REALTOR.com®, does not include 
every property for sale in your local multiple listing 
service (MLS). On the other hand, sites that offer 
property price estimates rely on limited historical 
sales data and automated valuation models that 
can produce unreliable results.

Your SRES® Can Help
Your Seniors Real Estate Specialist® is an important 
source for reliable property information. Because 
they have complete access to the local MLS, your 
SRES® can quickly and easily share listing, sales 
and pending sales information with you, including 
houses you might not find on your own. They can 
also prepare a comprehensive market analysis, 
helping you understand the dynamics impacting 
local prices and what you could reasonably expect 
if you decided to list your home for sale. 

Recommended Sites
Your SRES® also has special training on many 
considerations that 50+ buyers and sellers care 
about most. They can help guide you and your 
family by suggesting the best online and local 
resources on a wide variety of topics, including:

Benefits locators
Certified aging-in-place specialists 
Financial assistance
Healthcare providers 
Home adaptations
Legal considerations
Moving specialists and managers
Preparing your home for showing
Retirement options
Reverse mortgages
Specialized housing communities
Tax advisors

Some of these resources can be accessed through 
SRES.org, a consumer-oriented site sponsored by 
the SRES® Council. Here you can also search for 
a Seniors Real Estate Specialist® in your area—
someone who can provide personalized assistance 
and advice.

The Seniors Real Estate Specialist® (SRES®) designation is awarded by the 
SRES® Council, a subsidiary of the National Association of REALTORS® (NAR).

To learn more about SRES® and access various consumer resources,  
please visit SRES.org.

You can count on an SRES® to guide you 

through the process of buying or selling 

your home, making the transaction less 

stressful and more successful.

Using Web Sites
The Internet makes it easier than ever to browse among 
homes for sale, allowing you to collect a wealth of information 
about prices and various home features. This sort of 
preliminary research can be very helpful when you’re starting 
a home search or want a rough estimate of the value of your 
current property.



SRES® is where the future takes shape.
Seniors Real Estate Specialist® Council 
430 N. Michigan Avenue 
Chicago, IL 60611

1-800-500-4564 
seniorsrealestate.com
sres@realtors.org 

The SRES®  

Professional
July/August  2012

Help consumers take advantage of our resources for 
50+ real estate by pointing them towards SRES.org. 
Here they’ll find helpful information on buying, selling, 
financing, home adaptations, healthcare needs, legal 
considerations and much more. 

Consumers can also search for an SRES® designee in 
their market or request a copy of the Moving On guide. 
By helping consumers connect directly with you and 
access valuable resources, SRES.org plays an important 
role in educating the public about the value of working 
with an SRES®-designated agent and finding one close 
to home!

For Consumers! SRES.org


