
W ELCOME TO AIM
In t o  Ou r Fu t u re

WELCOME TO AIM 2022



Em p ow e ring t he  
Ne xt  Ge ne ra t ion  
of Ma rke t e rs



Fe e ling Lucky?



Why It ’s  Im p ort a n t  
for  Your Bus ine s s
Your leas ing teams  intimately know your 
cus tomers . They can create demand in a  way 
that is  imposs ible to do at s cale for corporate 
marketers . 



Why It ’s  Im port a n t  for  Your Te a m s

Career development is consistently a top opportunity in the rental housing 
industry. This topic earned the highest disparity between agreement and 

importance: With 1 in 4 employees disagreeing that the role they have 
today is their ideal long-term role, responses underscore the need for 

leaders to prioritize employee development as an ongoing company initiative.

Sw ift  Bunny 20 22 Em p loye e  Enga ge m e n t  Ris k Re p ort



Wha t  You’ll Ta ke  
Aw a y From  Toda y

Simple ways  to introduce core marketing disciplines  to 
your leas ing teams .

Tactics  for each discipline that can be accomplished by 
your ons ite teams .

A digita l playbook to share with any ons ite team members  
interes ted in jump-s tarting their marketing career.

One of you will take home this  marketing treasure 
ches t!



7 Ma rke t ing Sk ills  
We ’ll Cove r

Soc ia l Me d ia

Cont e n t  Cre a t ion

Com pe t it ive  Re s e a rch

At t ribu t ion  Re port ing

Le a d  Nurt u re

Se a rch  Engine  Op t im iza t ion

Cus t om e r Advoca cy



Cont e n t  Cre a t ion

Educational, as s is tive & enterta ining 
content with a  good dis tribution 
s tra tegy can turn cus tomers  into raving 
fans .



http://drive.google.com/file/d/124ALobrfJ8NcXYaGUNHnBgg2gzvYfCF2/view


Soc ia l Me d ia

An opportunity for your leas ing 
teams  to form relations hips  with 
renters  at s cale and create 
demand for your communities .



http://drive.google.com/file/d/112Ah_DtKIHVTMshnGjI7tjfZ3G2UU39I/view
http://drive.google.com/file/d/1PE2GqHEsBOB4L4Ov7bUkSAT4kp86AdSp/view


A Sne a k  Pe e k  of 
Sa ra h ’s  De s ign  
Da s hboa rd



SYDNEY’S RULE FOR SOCIAL MEDIA

“If it  d oe s n 't  t e a ch  your cus t om e r 
s om e t h ing, s olve  a  p rob le m , or  e n t e rt a in  

t he m …don 't  pos t  it .”



Com p e t it ive  
Re s e a rch

Go beyond the market survey 
and gather data  to mas ter 
pos itioning agains t 
competitors . 



Le t ’s  e a rn  s om e  ke ys !

Are your teams  s till completing market 
surveys? If so, how have they evolved?

Or have your replaced that activity with a  
different task? 



At t ribu t ion  Re port ing

Creates  ENERGY. Increase high-quality leads  to generate a  continuous  s tream 
of qualified prospects , tours , and applications , which builds  momentum and 
energizes  the leas ing team.

Helps  keep high-performing ad sources  and remove the res t, 
s aving TIME on lead handling and increas ing convers ion 
ra tes . 

Saves  MONEY on ad sources  and can be applied to chatbots , 
AI, virtual tours , and other efficiency-enhancing programs . 

– Wind e ll Molle n id o |  Dire c t or of Ma rke t ing, The  REMM Group



Le a d  Nurt u re

Leas ing agents  are primarily in a  
s ales  role with a  1-to-1 minds et. 

Lead nurturing with content teaches  
your team to s cale relations hip 
building and think more like a  
marketer.



Se a rch  Engine  
Op t im iza t ion

Off s ite SEO tactics  your leas ing 
teams  can tackle to increas e 
domain authority. 



MIKE WHALING, FOUNDER OF 30 LINES 

“SEO is  s im p ly, ‘How  do you  be  t he  be s t  
a ns w e r t o  t he  que s t ion? ’”



As s is t with keyword res earch. What features  are mos t commonly as ked about during the s ales  
proces s ?

As s is t with content creation. Can they help write content about the neighborhood, community, 
or renter life bas ed on keyword and query res earch that can be publis hed on the webs ite and 
optimized? 

Leverage their relations hips  with local bus ines s es , nonprofits , and as s ociations  to earn 
inbound links .

When they as k for Google reviews , get s pecific with the as k to encourage keyword placement 
and res pond repeating thos e keywords . “Thanks  for attending our summer pool party! Would you 
mind leaving a Google review about your experience us ing the Deveraux pool?”

Optimize YouTube videos ! I know your teams  are making them and it’s  the mos t s lept-on 
s earch engine.

Wha t  c a n  your le a s ing t e a m  d o t o im p rove  SEO?



Cus t om e r 
Ad voca cy

With the flywheel model, you us e the 
momentum of your happy cus tomers  to 
drive referrals  and repeat s ales . Bas ically, 
your bus ines s  keeps  s pinning.



HUBSPOT

“Com p a n ie s  t ha t  choos e  t o  us e  t he  flyw he e l 
m od e l ove r ot he r m ode ls  ha ve  a  huge  

a d va n t a ge , be ca us e  t he y a re n ’t  t he  on ly 
one s  he lp ing t he ir  b us ine s s  grow  — t he ir  

cus t om e rs  a re  he lp ing t he m  grow  a s  w e ll.”



Ke y Ta ke a w a ys !!

See what we did there?



Le t ’s  Ge t  St a r t e d !
Scan this  QR code to acces s  a  free e-book 
written jus t for your leas ing teams ! 



Le t ’s  Ke e p  t he  Conve rs a t ion  Going
J oin us  LIVE each Thursday to ta lk everything 
multifamily marketing, or follow Renter Obses sed 
wherever you get your podcas ts .



W ELCOME TO AIM
In t o  Ou r Fu t u re

THANK 
YOU

Conne c t  w it h  Kris t i, 
Angie , Sa ra h  & Syd ne y!
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