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Real Estate Success Tip # 14: How To Generate Leads With Facebook 
 
 

Facebook is a lead generation machine for those that know how to use it! I am going to talk to 
you about some important steps to ensure you are successful with running Facebook Ads! 
 
*In this Tip, when I refer to “Facebook Ads” this also includes Instagram Ads as both are ran 
from Facebook Ads Manager. 
 
First, I want to make sure you are prepared properly, with the proper expectations, so that you 
can have success with it. It is critical to understand that the average Facebook lead is 6.7 
months out from working with a Realtor. This is not just Facebook, but all “Online Leads”. 
 
Of course it is a numbers game. You will get some ready to do something ASAP, but for most, it 
can be a longer term process. Which, this is OK, as you will need business in 6 or 7 months, so 
this is a great way to build up your “Pipeline”. But, with that being said, make sure you have 
your lead follow up strategy dialed in, to ensure you convert the highest amount of 
Online/Facebook leads as possible. 
 
Steps To Be Successful with Facebook Lead Generation: 
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#1: You need a website which allows potential Buyers to run their home searches from your 
site, and allows potential Sellers to request home valuation reports. 
 
#2: With your website, you need to have a lead capture tool. For best results, for buyers, you 
want a pop up forced lead registration box that will pop up on their first website click, and for 
sellers, a lead capture tool where they have to enter their property address along with their 
name, email, and potentially phone number in order to obtain a market valuation report. 
 
You can also bypass the pop up registration box by running Facebook “Lead Generation Ads” 
instead of “Conversion Ads” where your Leads fill out their information in Facebook (or 
Instagram), but you still need to drive them to your website. 
 
#3: The ability to install a “Facebook Lead Conversion Pixel” on your website. This will allow you 
to track your true cost per lead, as well as it gives you the ability to see “Who” is converting at 
the best rate. This is very important! 
 

#5: Once your site and pixel are set up, you need to make sure the “Potential Lead” lands on 
the right page. Always have the “Potential Lead” land on the page they are expecting to see. As  
 
 
an example, if you are running an ad for: “Single Family Detached Homes in XYZ City with 
Swimming Pools”, the page they land on features Single Family Detached Homes in XYZ City 
with Swimming Pools.” Once you have the page you want them to land on, copy that URL link. 
 
#6: Understand the Picture is 50% + of the success of the ad. You have 2 seconds or less to 
capture their attention while they are scrolling on Facebook. The picture is the best way to get 
their attention. 
 
#7: From your Business Page “Ads Manager”, choose “Conversions” or, as mentioned above 
you can also choose “Lead Generation” as your ad type(s). At the end of the day, all that 
matters is your cost per lead, which will allow you to know/track your true cost per closing, AKA 
ROI, on this lead source. 
 
#8: Run multiple “Ad Sets”, AKA Split Test. For example, run an ad to: Desktop, Mobile, 
Facebook, Instagram, etc.. and see where you get the best results. 
 
#9: Select your image, and then add your URL, along with your “Headline” and “Text”. Facebook 
is backwards, as they have the “Headline” below the image, and the text above the image. 
Remember, the picture catches their attention. Then, the headline and text exists to create 
curiosity, so the “Potential Lead” will take action, and click on your ad. 
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#10: Select a “Call To Action Button”. You can’t go wrong with choosing the “Learn More” 
button. 
 
#11: Start small, and scale up slowly. I recommend to start at $5 per day, per ad set. Let the ad 
run for a couple days, then shut off the non performing ads, and then slowly scale up the 
performing ad sets. It is recommended to scale up slowly. 25% every few days is a good rule of 
thumb to follow. 
 
If you are new to Facebook Ads, I know this is a lot, and can be confusing, but it is well worth 
taking the time to learn. The great news is, there is a ton of free “How To” content on YouTube. 
 

Now that you know the important steps to be successful with your Facebook Lead Generation, 
you can start doing research, if needed, to dial in each step. 
 
Facebook continues to grow, and is not going anywhere, any time soon. It continues to be more 
and more effective for Real Estate Lead Generation, and can help you massively grow your Real 
Estate Business! 
 


