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Take your Facebook appointments to the next level with this new Facebook Questionnaire! In 30 days from meeting them, follow up with a phone call regarding the “Measure Results” section. This is Facebook coaching at its finest! 
FACEBOOK PLAN OF ACTION
Agent name:_____________________________       Company:__________________________
General Questions:
1. How long have you been active on Facebook?:________________
1. How many days a week are you on Facebook?:________ How much time per day?:_____
1. How many deals have you generate off Facebook in the last 30 days______ 60 days:_____ 90 days:_______ ?
1. How many buyers or sellers did you put into escrow as a direct result of Facebook in 1 year:____
1. What are your challenges with Facebook?:________________________________________
1. What are some wins you have had with Facebook?:____________________________________
1. How many days a week do you post on Facebook?:___  % Business Post   ___   %Personal Posts ____
1. Are you friends on Facebook with your entire sphere of influence, past clients?  Yes or no
1. How many are your friends on FB?:___ How many have you requested?:____ How many are n/a:_______
1. How often do you send PM’s your to your potential clients on Facebook?:_____
Facebook Mixer:
1. Friend your database: Send a friend request to everyone in your sphere & past clients.
1. Share the Theory: Pick a restaurant we would take your entire sphere to. (Be conversational)
1. Practice: What sport did you play as a kid or what sport do you watch or your kids play?:______ Discuss the importance of the Facebook practice drill and the importance of practice. 
1. Facebook Practice Drill: 20-30 minutes a day NO distractions looking for your sphere and past clients only. #FBsticks
1. [bookmark: _GoBack]Posting is Crucial: Post 4- 6 times a week ½ business and ½ personal posts (no more than 8)
1. Videos: Post 1 video a month under 60 seconds about your real estate world.
1. Facebook Guide: Step by step process to Social media success
1. Be strategic: Add a column to your database that says if you are “friends on FB” with them or not, then use this print out to type their name in the search bar on FB rather than scrolling through your news fed. Saves time!
1. Private Message: Short and sweet, ask if they know anyone thinking of buying or selling a home.
1. Post your success: People want to do business with people they know that are successful!
Measure Results: (In 30 days, call them and ask these questions)
1. How many leads did you get in 30 days? _______
1. How many apts did you set up? ________
1. How many buyers are you working with from FB? ____________ how many sellers? ________
1. How many comments are you doing on average per day? ______
1. How many deals went into escrow because of your Facebook efforts? ____
1. What video topic did you post?______________ What is your topic for next month?_________
1. Have you sent any PM’s (private messages) through Facebook? _____ Did you get response?__
1. Did you friend everyone on Facebook from you sphere of influence and past client list? Yes or no how many are from this list are your friends?______
1. What challenges did you have?______________
1. What business posts are you thinking about posting this week?___________________

