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My hope is that these ideas will help you create a
connection with your clients, widen your audience
and grow your business.
Please feel free to share this…Thank you!
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Author’s Note
While this e-book was written specifically for the multi-family housing industry, the
ideas presented within about how to create viral videos can be applied across the
board, in a variety of industries, not just multi-family housing.
If this e-book somehow found it’s way onto your computer, I invite you to take a
moment to read it. I am very confident that you’ll find something in these pages
that will help you.
This is a revised version of the original e-book released. The “Helpful Hints” section on page 23
has been updated to include copyright information.
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Imagine for a minute that you are looking for a new apartment home. There are four
rental magazines in front of you. You have looked through the pages again and again, and
dog eared so many of them, that you can’t remember which ones are the ones at the top
of your list anymore.
You’ve looked at endless websites, read every review you could find online, talked to
friends and family, even decided to drive around the area to see if any one community just
screamed out to you.
If you’re like many consumers, you like the fact that you have many options to consider,
but you also hate it as well. How do you make the right choice? How do you find a place
that you won’t regret moments after signing your lease?
What’s the difference between Quail Meadow Apartment Homes, Briarglen Apartment
Homes, The Resort Luxury Apartments, Promontory Point Villas, The Lakes Apartments and
so on? What in the world is a “first visit bonus?” Is that different from a “look and lease?”
Where do you start? Or maybe most importantly,

where and how does it end?
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Alina Tugend, of the New York Times, stated that customers may be paralyzed by the sheer
number of choices they have in the marketplace.

“Although it has long been the common wisdom in our
country that there is no such thing as too many choices,
as psychologists and economists study the issue, they are
concluding that an overload of options may actually
paralyze people or push them into decisions that are
against their own best interest. . . .
Research also shows that an excess of choices often
leads us to be less, not more, satisfied once we actually
decide. There’s often that nagging feeling we could have
done better.”
Customers need help in making choices and feeling
good about their choices!
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IMAGINE that right now at one of your communities, a leasing consultant is posting a
Craigslist ad.
Then imagine that at one of your competitors, another leasing consultant is placing an ad at
the same time as yours.
Then imagine that not long after that, another ad, for another competitor is being posted
on Craigslist as well. And on and on and on and on.
Except, you don’t have to imagine it, because it is happening right now.
Craigslist is no longer the secret of “early adopters” taking advantage of the organic and
free nature of the site. It seems that everyone from large national and regional companies,
to “Harold and Millie,” are posting ads on Craigslist now. Think about it, how many different
products, software, and templates now exist to help you (and your competitors) create and
post ads on Craigslist?
It is not unheard of for communities to create three to five listings a day. I know of property
management companies that require their associates to post one ad every hour!

What is the effect of this?
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Lost in the Listings
Here is a Craigslist listings page from Denver, Colorado. By noon, there were more than ten
pages of apartment listings for just this one day; with each page consisting of 100 listings.
On the same day, I did a search for apartments in Orange County, California and my search
results turned up 1,000 matches.

Your Craigslist ad could be
one of a thousand!
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It can be a challenge to get prospects to find and then click on your
ad, can’t it?
After all, the Craigslist template does not allow for any visual
variations on the listing page; so the listings can all look the same.
Plus, the competition in your market and submarket often have a
similar rent range, location and specials as you do, which can
further dilute the impact of your Craigslist ads.
Compounding the challenge you face in getting your ad noticed, is
that the attention span of today’s consumer is so short, that they
may scroll right past your listing headline trying to find the one
listing that really catches their eye.
Now, the prospect is bombarded with choices, paralyzed by the fear
of making the wrong decision, on a site where she may need to sift
through a thousand different options.
How can you create a compelling reason, in a short amount of time,
for a prospect to choose to click on your posting, read your posting
and then choose to contact your community?
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I wish I could tell you that I came upon the answer on how to get prospects to click and stay
on our ads as part of a grand design. I didn’t. It actually started with a training program and
a contest.
In 2010, I was asked to put together a training module for the leasing and concierge teams
of one of the company’s luxury communities. As I worked with the teams, I was inspired by
the fact that they used a Flip camera to film their tours with prospects. They would then
email the video of the tour to their prospects as part of the follow-up process. After seeing
this, I suggested that each community in the portfolio should be given a camera, as I
thought it could be an amazing tool.
The company provided cameras to all the communities and held a contest to motivate the
associates to use them. Each community created videos that were shown at an employee
event, where everyone chose the video they liked the best. Being from Hawaii, I knew
immediately that I wanted my team to do a Hawaii Five-O themed video. We recreated the
look and feel of Five-O’s opening credits, presented all of us as members of the elite
“Briarglen Five-O” theme, and won the contest!
A few months later, even though we were using the cameras to follow-up with clients, I felt
that we were still not taking full advantage of its potential. Then the inspiration hit. I
remembered our Five-O video. What if we produced our own viral videos to create a
compelling reason for prospects to contact us? And that’s what we did!
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The 5-Step Plan
1. We went viral:
This is the one time when catching a virus is a good thing. We created short videos
that we uploaded onto YouTube and then placed the links to the videos in our
Craigslist postings.

These videos are the secret!
The videos increased the “stickiness” factor of our Craigslist postings. We knew that if
prospects took the time to click on our Craigslist postings and then took more time to
actually watch our videos, that we had a better chance of capturing their interest and
securing a contact.
2.

Highlighted the presence of a video link in an ad:
We made our ad pop on the listing page by entering “Watch our video” or “Video link
included!” under the “Specific Location” field, instead of entering our location. We
knew this verbiage would help our listing stand out among the rest, making it more
likely that someone would click on the link. When needed, you can simply include
your location under the “Posting Title.”
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The 5-Step Plan
3.

Incorporated catchy headlines:
We often used headlines designed to attract attention and elicit a response:
Searching for an apartment while @ work? We’ll make this quick!
Time to ditch the roommate? Check out our one bedroom apartments!

4.

Utilized unique symbols in our headlines:
We made our headlines stand out with the use of unique symbols such as *, & and @
when appropriate. For example; *Woodbridge Living!* or *You’ll Love Living @ Acme
Apartments!*

5.

Mixed in organic ads along with more polished templates:
We used “mom and pop” style ads in addition to our standardized templates. The viral,
offbeat, and unique quality of our videos worked well with the organic feel and nature
of a non-template ad.
We highlighted specific apartments in these ads, provided contact information and an
invitation to call a specific leasing consultant. We closed our ads with an invitation to
watch one of our videos and placed the URL in the post.
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What were the results?
Would you believe it if I told you that these videos
generated approximately 1,800 views in six months?

1,800 views in 6 months
We posted an average of one video per day. On some
days we featured more, on some days we didn’t feature
them at all.
If you’re surprised at the number, I was too. In fact, I
was shocked. I thought this would be a fun thing to do;
but I didn’t know we would get the results that we did.
Another additional benefit was that the videos were fun
to create and helped build a sense of camaraderie and
unity. Plus, we always had a good laugh when we
viewed the final product.
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10 Views a Day
After doing some math, I calculated that 1,800 video views in six months meant that we
had, on average, 10 video views per day. We all know there are marketing sources that
don’t average 10 views in a month, much less in a day.
WE DID IT! We found a way to stand out amidst the crowd and to encourage our prospects
to stick around a little longer. This then gave us 1,800 more opportunities to cut through the
clutter, get our message out, and help our prospects feel that they knew us before even
setting foot in the door. The videos helped us reduce the “paralyzed” factor, that I
referenced earlier.
Do you know when I knew this was working? When prospects would come into the office,
look at me, smile and then say,

“Hey, you’re the guy in those videos!”
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Six things you’ll need to get started
1.

Digital video camera:
A small hand-held digital camera works great. All of the videos that we created were
shot with an inexpensive (under $200) Flip Camera.

2.

Tripod:
This will allow you to reduce the shaking that is common in non-professional videos. It
will also enable one person to self-film sequences. I got ours at Target for about $15.

3.

Video editing software:
You do not need expensive software to create your videos. You may want to consider
Windows Movie Maker or iMovie, which often come included on computers. I have
also worked with Video Pad Video Editor by NCH Software.

4.

YouTube account:
Creating a YouTube account and channel is easy and free. Once your video is
completed, you just upload it to your account. Then copy the URL and place the link in
your ads.
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Six things you’ll need to get started
5. Sense of humor:
These videos will not work without a healthy sense of humor, both to come up with
ideas and to make them.
6. Willingness to show another side:
So often, organizations take themselves so seriously and try so hard to manufacture,
package and present such sterilized and sanitized images that customers are not given
an opportunity to see behind the “Wizard’s” curtain. Your customers want to get to
know you and your company. They want to feel a connection with you and they want
to see how you’re different from everyone else.
Think about it, is your community the only one with a sparkling pool, state of the art
fitness center or lush landscaped grounds? Probably not! So, how do you differentiate
yourself among the multitude?
If your amenities are not as “flashy” or extensive as other communities, showing
another side may give you the edge you need to stand out among your competitors.
If you need to be uptight, save it for your next board meeting. (Kidding.) In the
meantime, entertain your prospects and they just may become your residents.
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Getting Inspired
Now that you’ve made the strategic decision to become the next Spielberg, Lucas or
Anacan (sorry, I couldn’t resist), how and where do you find ideas?
Luckily, great ideas are no further than your television set. Some of our best and most
successful ideas were spoofs or parodies of well known commercials, movies and
television shows. An added benefit of this was that we did not have to “reinvent the
wheel” in producing these spoofs. The commercials, shows and movies provided us with a
template; all we had to do was replicate the look, feel and dialogue of the things we were
spoofing.

Some of our best commercial
ideas included

•Geico
•Commercials for attorneys
•Technical colleges
•Dos Equis
•Online dating services
•Car dealerships
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The first video that we created was based on those ubiquitous Geico commercials. I thought
the famous tagline, “Could switching to Geico, really save you 15 percent or more on car
insurance?” was a natural fit. We modified the line to say, “Could switching to Briarglen,
really save you 15 percent or more on car insurance?” We would answer “no”, but then
highlight something we could offer, such as an amenity like the fitness center or covered
parking.
After watching an online dating service commercial, I couldn’t wait to create our own
version. I said that we matched our clients with an apartment based on “several unique
compatibility factors.” The closing graphic played on the dating theme with the tagline,
“Find your match today . . . ”
We closed a Dos Equis commercial parody with “I don’t always rent apartments, but when
I do, I prefer Briarglen.”
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TV SHOW & MOVIE SPOOFS
As proof that you can find ideas anywhere, here are some shows and movies that we used
as inspiration:
•

Hawaii Five-O: As I mentioned earlier, the original with Jack Lord is my all-time
favorite television show and being from Hawaii, it was a natural choice. (In case you’re
wondering, I do like the re-boot of the show as well.)

•

S.W.A.T.: We had the maintenance team jumping out of an SUV while responding to a
call, as a tribute to this iconic show from the 70s.

•

The Price is Right: The prize the contestant earned was a new apartment.

•

Dumb and Dumber: Our maintenance technicians were roommates that discovered
the incredible mountain views at the community. (And yes, they did ride together on
one scooter, “Harry and Lloyd” style.)
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We call the team in and let them know that we’re going
to create a video. As soon as you say this, some people
on your team light up, while others on the team are less
than thrilled. You expected this, so it’s not a big deal.
Besides you brought in doughnuts and coffee, so
everyone is good.
You start the discussion by asking for ideas of well
known commercials that are funny, stupid, cheesy,
dumb, and/or memorable. The process starts slow at
first, with everyone looking at everyone else, waiting for
someone to say something. But, you keep encouraging
everyone to participate and you write the ideas down.
Then you see the “wheels start to turn,” some smiles
start to show up and you just know a great idea is about
to come when the leasing consultant says,

“Hey, what about those ads that have that girl in her pajamas
looking for a college?”
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Everyone laughs and you know you have a winner. You place the other ideas that were
suggested in your drawer. While you’ll be coming back to those for the next video, for now,
the team is focused on making the “girl in her pajamas” spoof.
Someone says, “Instead of having a young woman looking for a college, why don’t we have
her looking for an apartment on-line?”
The leasing consultant then throws out some sample lines that could be used, “I may be in
my PJs, but I’m not going to bed! I’m going to look for an apartment right now on my
computer.” (Everyone laughs again.)
You write down the line and use that as the “hook” for the video. You have a great on-line
reservation system that makes it easy for prospects to find and reserve the perfect
apartment; so everyone decides to center the video around this idea.
As the ideas start to flow, the whole team sees the idea taking shape. The leasing
consultant could be the woman in the pajamas (how about flannel PJs and large fuzzy
slippers?) that is trying to find an apartment. And, she could be sitting at the desk in the
model with a laptop! Everyone chimes in with suggestions for dialogue, scenes and other
ideas on how to bring this to the screen.
By the time you’re done, you have the framework for your first video!
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Let’s recap what the team came up with:
1.

Identified a funny and entertaining premise that would work with a rental ad: (The
girl in her pajamas looking for an apartment.)

2.

Determined the hook of the video: (To highlight your on-line reservation capability.)

3.

Identified the important punch line(s): What specific dialogue in the video will make
the audience laugh. (“I may be in my PJs, but I’m not going to bed…”)

4.

Identified any visual punch lines: (your leasing consultant wearing flannel pajamas and
fuzzy slippers).

5.

Determined the who (the leasing consultant), where (in the model), what (the star will
be surfing the Web on a laptop) how (the basic script).

This is the basic formula that we followed to create short videos that generated 1,800
views! We thought of funny ideas, developed the central hook, and came up with verbal
and visual punch lines and dialogue to finish the plan.
We then filmed and edited the scenes to produce our final videos.
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Helpful Hints
•

Keep it short: Ideal length should be between 30 seconds to three minutes, when possible. Viewer
attention spans are really short, so resist the temptation to recreate the Star Wars trilogy on one
video! This is why commercial spoofs work so well, since most commercials are either 30 seconds to
one minute in length.

•

Start out simple: Once you’ve made the decision to go viral, there may be a tendency to try and do
too much. You don’t have to! In fact, the ideas that have the most organic and natural feel often
work best. Start with the simplest and most entertaining idea first. As I mentioned earlier, some
ideas will almost give you an entire blueprint to follow.

•

Keep the main thing the main thing: Focus on dialogue and scenes that have maximum
entertainment value. Cut out anything that detracts from the impact of the key dialogue and visuals.
When editing, don’t be afraid to cut out ideas that don’t work.

•

Be flexible: When we did a Price is Right parody, our maintenance technicians (yep, you read that
right) gave me a couple of suggestions while we were filming. I took their ideas and it made the end
result even funnier.

•

Use keywords and tags on YouTube: Take advantage of the opportunity to increase your SEO with
the keywords and tags function on YouTube.

•

Be aware of copyright restrictions: To be honest, I didn’t think much about this until I did more
research on copyright law. To avoid copyright infringement, I recommend Jewelbeat.com as a
source for royalty-free music. They have good original and “sound-alike” music and much of their
23
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Helpful Hints
•

MOST IMPORTANTLY HAVE FUN!

Fun is the key to all of this. I figure, your work day is stressful enough right? Why not
have a moment when the team can let loose, have a great time and help your business
in the process?
You’ll make some mistakes. Some amazing idea that you think is funny, may not be
funny to anyone else. That’s okay! That’s all part of the process and you’ll learn from it
and create even better videos in the future.
And, perhaps, more often than not, you may find out that you and your team are more
creative, funny, and entertaining than you thought you were!

24

The Viral Video Difference

Rommel Anacan

Lights, Camera…Action!

I know that some of you can’t wait to get started on this! Believe me, as you see your
ideas come to the big (okay small) screen, you won’t be able to contain your excitement. I
feel confident in saying that your prospects, customers and residents will feel that
excitement as well!
If you’re still a little hesitant, I completely understand. But consider this; right now,
thousands of companies are unleashing the power of viral techniques to reach new
clients and keep existing ones.

Why not yours?

I wish you the best and invite you to tell me your success stories!
Contact me at www.relationshipdifference.com/contact
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About the author
Rommel Anacan is the president and founder of The
Relationship Difference. Through his company, he is
dedicated to helping people and organizations achieve
their goals through optimizing the quality of their
relationships.
To have Rommel bring his unique, entertaining and
effective “stand-up training” seminars and speaking
presentations to your organization, please contact him at
www.RelationshipDifference.com.
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What is the Difference
The Difference refers to our:
Core purpose: Our purpose and passion is to help people and organizations achieve
their goals through optimizing their relationships. We believe that truly enhancing
the quality of your relationships with clients, employees, supervisors, and coworkers, is the foundation for your overall success.

and
Our method: We use real-life analogies from dating, marriage relationships and
personal experiences to help you relate to, understand and retain the essential
points of our presentations.
This makes our presentations funny and entertaining (novel idea, huh?), while still
providing you with effective, relevant, and actionable information, tools and
techniques that you can use as soon as you walk out the door and that you won’t
forget once you walk out the door.

For more information on how we can help you achieve your goals, please visit our website at
www.RelationshipDifference.com
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Here is how we can help you!
•

Unlocking the Leadership Code: What are the fundamental truths about leadership that you
should know? How do you apply them to become a better leader? We’ll show you.

•

Why Won’t They Stop Yelling at Me?: How much time are your people spending on unhappy and
dissatisfied customers? This course will provide attendees with the five basic principles they need
to know when interacting with an upset customer.

•

TRD PhoneDifference: The secret truth in property management is that most leasing agents are
terrible on the phone. If you give us your people, we’ll give them the tools to be great.

•

High-Touch Relationships in a High-Tech World: Have you ever wished that the people in your
organization just knew how to communicate, connect, and interact with people better? We’ll give
your team nine “apps” to improving the quality of their relationships in this tech-driven world.

•

How to Prevent Your Customers From Divorcing Your Business: You have invested valuable time,
energy and resources on attracting your customers, right? We’ll show you how to keep them
happily married to your business.

•

The First Date Principle: We refer to this presentation as the “fusion of romance and business.”
We’ll show you that much of what you need to do to succeed in business, is what you probably
have already done on a first date!

•

The Viral Video Difference: Want to create your own viral video program? This course will show
you how. We can even create videos for you!
All of our courses can be formatted for half-day and full-day formats and keynote presentations. We can also
customize or create a specific course to meet your organization’s unique needs.
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