
SOCIAL MEDIA:
CONTENT PILLARS
—
PERSONAL
People are following you because of who you are as an individual. Your audience wants 
to hear about your life outside of mo�gages, so make sure not all of your posts are 
funneled to making a sale.

Example: Big life events (new child, new home, etc.), a recent vacation, family photos

SEASONAL POSTS
If you can’t think of what to post for a holiday, hop on over to WVBK’s Corporate page 
and re-share the holiday post. *posts are usually shared by 10 AM PST.

Example: “Happy holidays from the ____ Family! Thank you to my past and current 
clients for making this year special. Looking forward to the next!”

COMMUNITY
Show how involved you are in your community! Anything from events happening in 
your area over the weekend, to volunteer work - post about it. This shows you aren’t just 
throwing #local under your posts, you’re actually practicing what you preach.

Examples: “Had lunch at ____ restaurant the other day for a meeting, and WOW! What a 
fantastic #local spot. What a joy to have an amazing space to collaborate and suppo� a 
small business”. "Join us for this weekend’s holiday light parade! We’ll be at our Keizer 
branch with lots of hot cocoa and space heaters to keep warm. Can’t wait to see you!”

OPEN HOUSES
If you’re a�ending an open house, talk about it! Much like with the event content pillar, 
you should be posting to your stories about the Open House in the days leading up to it. 
On the day of, also post the address and what times they can stop by.

Example: "Make sure to stop by 123 Grape Vine Ave this weekend! I’ll be there from 10-1 
and can assist you with any Home Loan Questions you may have."



WORK FAMILY
Along with your audience wanting to hear more about yourself, they want to know about 
the behind-the-scenes. This includes the people on your team that assist your borrowers 
through the home loan process! Examples would be your LOA, processor, etc. When 
they see your team on your page, they’re already familiar with the people that will touch 
their loan.

Example: "Meet Jessica, My LOA! She’s been on my team for 3 years and helps me out 
tremendously. You may see a few emails pop through from her throughout your loan 
process to help ensure things are �owing smoothly and that you get into your dream 
home on time! Leave a comment down below to say hi!

STORIES
You need to be active on these daily to stay top of mind. 3-5 stories a day is ideal, but 
you can sta� with 1-3 for the �rst few weeks. Sto� ANYTHING! Let your audience know 
what you’re up to.

Examples:
• Today’s to-do list: “Morning workout, lunch meeting, pre-qualify 2 borrowers, close 

on 3 loans”
• Interactive stories. Use all of Instagram’s sto� features, such as the poll bu�on, 

questions box, etc.! These are great for boosting engagement and make people feel 
included.

• Re-share a funny reel (make sure it has to do with the mo�gage indust�. Remember, 
people are here to see you, but we also need to stay on topic: LOANS!)

LAST BUT NOT LEAST
Don't forget to have FUN! Not eve� post is to make a sale, your audience is here to see 
you. When you build trust and familiarity, the people will follow. Make sure to use our 
hashtags and tag us in any posts you make!

facebook.com/LiveLendLocal

instagram.com/Willame�eValleyBank


