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About Geodesys
Geodesys is a leading provider of land and property information in
England and Wales. We offer a full range of residential and
commercial conveyancing searches including environmental, Local
Authority, drainage and water, flood, planning, chancel and energy
and infrastructure.
Geodesys has been a provider of residential and commercial property
searches since 1997 and, between our more senior team members,
we offer well over 100 years of search expertise.
We pride ourselves on our friendly and helpful customer service,
including our tailored on-site support which is provided through our
client account executives.
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Introduction
In this whitepaper, we outline typical social media usage from those
working in conveyancing, showing why you should get involved and
provide advice for ensuring you are able to get the most out of social
media marketing.
The legal sector, perhaps more than any other, places a high
emphasis on offline networking, but this year has seen a significant
rise in lawyers using online social networks to build connections and
share expertise.
Up until recently, digital marketing was neglected by many in the
conveyancing industry and was often viewed as secondary to
traditional offline marketing efforts. However, the way a firm should
consider marketing has now completely shifted.
With the government consulting on the future of the property
purchase process and the acceleration in digital developments, the
timing has never been better for conveyancers to capitalise on the
power of social media.

Times are changing

Making the most of social media

A recent survey of lawyers found that almost three-quarters use
social networking tools for professional purposes. Among that group,
the most popular network by far is LinkedIn (95% of respondents).

When you think of brands that excel in their social media use, you
will most likely think of modern, consumer-facing businesses with a
young audience - but don't be fooled into thinking that these are the
only brands that should be using social media.

As most homebuyers will primarily use the internet to search for their
next home, effective use of social media by conveyancers could
ensure their brand is front of mind with their potential customers.

Whilst the overall strategy, platforms, tactics and messaging will be
vastly different, traditional businesses such as conveyancers can and
should still reap the benefits of social media marketing.

It is easy to see that conveyancers have retained a lot of traditional
working practices, and this may lead some conveyancers to believe
that sticking with traditional marketing and communication channels
will be of benefit. This isn’t the case and modern conveyancers
should understand that social media provides an excellent
opportunity to provide the best possible service to clients.
Today’s generation seek more than an attractive site: they want
communication; they want to feel involved. This is where social
media platforms come in, as they allow instant communication
between you and your clients and show that your firm has a
personality, not just a corporate identity.

Social media usage
Research suggests that the majority of legal firms (70%) now use
social media as part of their marketing strategy, with 49% stating that
social media is very or somewhat responsible for bringing them new
clients. If your firm isn’t making the most of social media for
marketing then you are likely to be left behind.

Source: http://attorneyjournalsd.com/blog/2017/03/31/2017-survey-results-lawyers-use-of-social-media-for-marketing/

Three key reasons conveyancers
should be using social media
1. It’s where your customers and potential customers are
Recent studies by a number of property market experts indicate that
over 90% of potential property buyers start their search online. This
means that as a conveyancer, you want to be online to capitalise on
the fact that this is where your market is.
Having your own website may be a great starting point but when it
comes to spreading the word and allowing people to come across
your properties in an easier and more convenient manner, promoting
yourself on social media is an extremely sensible strategy.
The property market is extremely fast-moving, so surely it makes
sense to be in a position where you can connect quickly and
effectively with clients. Social media creates a platform where you
can develop a relationship with your clients and communicate in a
two way manner.

Not only can you promote what you have on offer, you can listen to
what your clients are looking for. This allows you to provide them
with more relevant information and searches in the future. Thanks to
the ease of communication through social media, you can build
strong two-way relationships with clients.
The beauty and simplicity of social media is that law firms can join the
conversation with clients and prospects alike.

Three key reasons conveyancers
should be using social media
2. Your customers are on social media and talking about you
If there are problems with your business or customer service, you
want to hear about it directly and you want to be able to act straight
away. This is one of the strongest elements of social media
communication, and if you are looking to strengthen your business
and find out what areas you need to improve on, using social media is
a great way to do so.
The fact that social media is a free platform to develop your brand is
crucial but for most conveyancers, being able to communicate
directly with potential property buyers or sellers is one of the most
important reasons to utilise this platform.

Three key reasons conveyancers
should be using social media
3. Your competitors are using it
If you are one of the 29 percent not using social media, then you are
already behind. Take a look at your local, regional and national
competitors and you might be surprised to see that they are stealing
the march and already actively engaging with your potential clients
on social media.
Firms like Fisher, Jones and Greenwood in Essex have a clear digital
strategy, combining blogging, social media and thought-leadership to
educate and inform potential clients.

Three key reasons you should be using
social media
1. You’ll learn something new (quickly)
Solicitors are typically time poor. One of the most talked about
reasons for not engaging in social media is that conveyancers simply
don’t have the time. Perhaps you just need to think differently about
what you use it for and how you can use it more effectively.
Social media is an excellent resource for finding out breaking industry
news and thought leadership, you just need to be following the right
people and profiles.

Three key reasons you should be using
social media
2. You’ll grow your network
Networking takes time and effort, but social media is an excellent
way to maintain relationships and grow your network.
By developing your network across platforms like LinkedIn and
Twitter, you’ll be able to connect with like-minded thinkers and
fellow professionals which will bring multiple business benefits.

Three key reasons you should be using
social media
3. You can showcase your expertise
Social media can also be a great channel to showcase you and your
firms’ expertise and experience. It allows a quick and easy route to
market to share your services and offerings with clients, colleagues
and potential customers, which will build your own brand as well as
your firm’s.

Five tips for getting started
1. Make your profile stand out
When did you last Google yourself? What did you find? You might be
surprised!
Google ‘spiders’ hunt for information about all of us and present the
results based on an algorithm using the relevance of the results and
the reliability of the websites.
Social media pages, with their millions of users, have a huge Domain
Authority and, as a result, it’s likely that your social media profiles will
appear within the first few items on page one of Google!
It’s hugely important that you make your profile stand out by
ensuring you have an appropriate photo, up-to-date career and
employer information – as well as showing some personality.

Five tips for getting started
2. Publish and share engaging content
Set yourself a target to publish multiple times a week with a variety
of content types including work updates, news articles, images and
longer form content – such as LinkedIn blogs.
Take some time to review what posts generate engagement and seek
to replicate your successes.
Don’t take a lack of engagement to heart, it takes time to develop the
right sort of content and attract the ideal audience.
Struggling for inspiration? Bristol based Clutton Cox have been
blogging for many years and a quick look at their profiles on social
media demonstrates how beneficial creating engaging content can
be.

Five tips for getting started
3. Network online
Review the number of connections you have and ensure that
you have relevant connections to help you and your business.
Take time to cultivate a larger network of contacts and be sure
to follow up after meetings and networking events to connect
on LinkedIn.
Follow this up by liking and commenting on their updates, this
will provide notifications to them that you are engaged and
ensure that you and your firm will remain front of mind for a
longer period of time.

Five tips for getting started
4. Engage instead of ignore
We can’t say it enough: whether someone is commenting on a post
you’ve made, writing on your wall or mentioning you on Twitter, it’s
important always to stay engaged. Shockingly, our social study shows
that 5 in 6 messages on social requiring response are not answered by
brands.
If customers are consistently ignored, they’ll eventually ditch your
brand altogether and look for an alternative.
Be sure to respond to customers who have left negative feedback
about your brand as well. Too many companies try to delete messages
and sweep complaints under the rug – but if you demonstrate that you
resolve issues quickly, you won’t lose favour.

Five tips for getting started
5. Things to avoid
When you start to engage in social media marketing, there is often
a desire to start at 100 miles per hour. Be mindful of what people
want, and what they are likely to expect from a solicitor or
conveyancing firm.
The five most common complains from users about social media
marketing are shown in the chart here. Don’t fall into the trap and
ensure you use your time effectively to get the most value from
your efforts.
Not only this, but be mindful of how much time and effort you can
commit – it’s better to consistently post once every couple of days
than ten times in one day, then not at all for a fortnight.

Source: Sprout Social

