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 Overview 

The Glazer Team at the Corcoran Group is creating original video content on a weekly basis to increase online 
awareness and engagement with their brand.  The video series include “The One Triple Zero”, “Guidance by 
Glazer” and “Dramatic Testimonials”.  Over the past year, the Glazer Team has created more than 90 videos, 
has 43 subscribers and generated over 3,700 views on the The Glazer Team YouTube Channel.   

 

Why Perform a Video Assessment?  

What we recommend to clients that are looking to invest heavily in video content creation is to have a 
comprehensive video assessment performed.  By analyzing the data we will have a  better understand of what 
you are doing right and what you are doing wrong so that we can make suggestions to maximize its 
effectiveness moving forward.   

In this report we will be sharing data about your video content from a variety of sources including YouTube, 
Google, Facebook, LinkedIn  and others.  Based on this data we will provide feedback, suggestions and 
recommendations to improve how you are using your existing video content and how you can be more effective 
with your video efforts in 2019.  

We will also include valuable feedback on your existing video content from a video production side to increase 
the engagement of this to increase listing opportunities and general awareness. 
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YouTube 
The Glazer Team recognizes the importance of video, created a YouTube channel and started creating unique 
original video content including apartment listing videos, client testimonial videos, educational videos and 
community-based videos.  What is most impressive is that over the past year you have produced over 90 
different pieces of video content and have almost 3,800 views.    
 
YouTube Channel 

 

 
 
 
Pros 

• Have a welcome video as a channel trailer to enhance engagement when visitor first visits the page. 
• Connected YouTube channel with your website so people can go from YouTube to your website. 
• Connected YouTube channel with Zillow, Instagram, Facebook and Home Value website 
• YouTube channel is verified so you can drive traffic to your website right from cards in the videos. 
• Contains educational content, testimonial videos, community videos and home videos 
• Created YouTube playlists to organize common content 
• Included company description on About page with links to other channels 

 
 
Cons 

• YouTube channel is only 1 year old with just 43 subscribers 
• Not using cards to send viewers to your website directly from the videos. 
• Not using end screens at the end of videos to recommend other videos and add subscribers. 
• Not leveraging video title, description and tags to maximize visibility and SEO. 
• Lack of consistency with custom thumbnails to brand videos and simplify messaging. 
• Some videos use copywritten music and as a result have ads playing in front of them. 
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Account Information 

You did a great job.  You added your company name, logo, selected your country and added some channel 
keywords.  However it is important to note that in the channel keywords field it doesn’t know that multiple 
words are meant to stay together.  So when you enter Real Estate, YouTube actually sees this as two separate 
keywords, Real and Estate.  The other thing is you can’t separate keywords with commas so for keywords with 
multiple words make sure to use quotes.  So instead of real estate it should be “real estate”. 
 

 
 

Account Status 

Your YouTube channel is verified, which is great news.  This allows you take advantage of advanced features 
like custom thumbnails.  We also see that your copyright and community guidelines are in good standings with 
no strikes against you.  With so many videos on your channel, this is great to see.  You always want to be 
following YouTube’s guidelines to ensure you are not penalized.  Click here to find out more about YouTube’s 
community guidelines. 
 

 
Channel Art 

Channel art is the image that appears at the top of your YouTube channel.  This is your opportunity to reinforce 
your brand and communicate information to your audience.  Currently you have yourself and your team on the 
streets of New York City.  We like this image a lot but it might be even nicer to have an image of you with some 
clients either in your office or showing an apartment to even more effectively communicate what you do.   
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Subscribers 

 
 
When we began, you had 22 subscribers.  Now it is up to 43 which is great.  That means you almost doubled in 
the last month.  Whatever you are doing, it is working.   
 
That being said, after one year and the number of videos you have produced, we would expect this number to 
be significantly higher.  As a form of comparison, your current Facebook page has over 728 followers.  We will 
be providing recommendations on how to do this at the end of this document.   
 
Features 

There are many features to your YouTube channel and it is important to know whether your channel is 
configured properly to take advantage of these value added services.  These include being able to add longer 
videos, custom video thumbnails, external annotations, a custom URL and more.  Currently your channel is in 
good standings with all of these.  
 

 
 

Associated Website 

It is really important to have your YouTube channel associated with your website.  First, this creates what is 
called a backlink which is a link to your company website from outside of your website.  As much as that is a 
great thing, the main reason why you want to have your website associated with your YouTube channel is so 
you can send traffic from a YouTube video to your company website.  By associating your website, you can use 
cards.  Cards are interactive elements that incorporate images and text and give the viewer the ability to go to 
a specific page on your website or to other videos inside your YouTube channel. 
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It appears that you started the website verification process but it still showing a pending status.  What is unusual 
is you were able to add your website link to your YouTube channel.  We recommend you click the verify button 
highlighted in blue and follow the instructions that YouTube provides. 
 

 
 

Comments 

YouTube gives you the option to allow viewers to add comments.  This is a great way to build your community 
and give viewers an opportunity to interact with you.  By default, this setting is on. 

 

But if you are going to keep this feature on, then it is critical that you engage with people as soon as they post.  
It appears that you haven’t replied to any of the posts that have been made.   

If you don’t have someone on your staff who is dedicated to monitoring posted comments, then we suggest 
you turn this option off for all of your existing videos.  To simplify this moving forward, we suggest you change 
your Upload Default settings so this option is off by default. 

Here are a few of the most recent comments you have received so far. 
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Upload Default Settings 

Most companies are unaware of the many settings associated with each video that they post.  Some of the 
default values are not in the best interest of the organization. Some when set up properly can improve the 
visibility of those videos online and can make it much faster to upload videos by eliminating lots of data entry. 
 
The image below shows all of the values you currently have set as defaults.  You did a great job adding a 
description and tags.  In most cases people don’t read more than the first three lines in description field as that 
is how much they can see.  It is important to keep in mind that the text you add to the description field is mostly 
intended for YouTube.  Video is invisible to search engines so it is the text around the video that helps them 
understand what the video is about and how they should position it in search results.  We will talk more about 
this in the Video SEO section.   
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Below is the default text you have in the description field.  It is fine to include this at the bottom of the 
description field, just be mindful of the words you choose.  The more relevant keywords you use the better but 
don’t stuff keywords.  Just always be mindful of keywords.  If you have never had someone do a keyword 
analysis, it is something you consider exploring. 
 
A New York native, Jay Glazer has been practicing real estate for over 10 years and has been ranked as one of the 
top 250 real estate agents in the nation by Wall Street Journal & Real Trends. He is currently ranked as the #36 
broker in NYC by volume and the #68 team in NYC by volume. 
 
The Glazer Team takes immense pride in its unmatched service combined with our informed perspective on New 
York City’s real estate markets, with special emphasis on Greenwich Village, the Upper West Side, and established 
and emerging areas of Brooklyn. Focused on their clients and powered by The Corcoran Group, The Glazer Team 
is uniquely equipped to analyze and provide detailed data, industry, and market analyses, while providing clients 
and customers with attention and understanding. 
 
You can contact us at glazerteam@corcoran.com, and be sure to SUBSCRIBE for all your NYC Real Estate updates. 
 
START YOUR HOME SEARCH HERE! 
https://www.glazerteam.com/ 
 
CONNECT WITH THE GLAZER TEAM 
Website: http://www.GlazerTeam.com 
Instagram: http://instagram.com/TheGlazerTeam 
Facebook: http://facebook.com/GlazerTeam 
LinkedIn: https://www.linkedin.com/company/the-glazer-team/ 
 
#JayGlazer #TheGlazerTeam #NYCRealEstate #Corcoran 
 

Default Video Tags  

Currently the default tags for new video content are the following: 

NYC Real Estate 
Jay Glazer Corcoran 
The Glazer Team 
Jay Glazer Real Estate 
The Corcoran Group 
 
These are great keywords for people who know your brand but the majority of people don’t. These are more 
appropriate for your channel keywords.  You serve a very specific niche so when thinking about tags, it is 
important to think about the keywords that people are using during a search that don’t know you.  Suggestions 
will be provided in the recommendations section. 

Google Analytics Property  

It is great that you added a Google Analytics property tracking ID.  However, the ID being used isn’t correct.  A 
unique property ID needs to be created.  The procedure is provided in the recommendations section later. 

 



- 11 - 

Channel Description 

You did a great job adding a channel description to your YouTube channel.  Note that this description is not 
only for your subscribers but to help YouTube and Google understand who is your ideal audience so when they 
are suggesting content to viewers, your channel and content shows up in their search results.   
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YouTube Analytics 
Like Google, YouTube has its own analytics we can use to better understand the performance of your YouTube 
channel and the videos that reside there.  We can then use this data to make recommendations to improve the 
effectiveness of your content and what you might want to consider doing differently when it comes to content. 

Annual Viewership  

Reviewing your 2018 activity, we can see from the graph below that there were 3,577 views, over 4,217 minutes 
(70 hours) of video content watched and the average view duration was 1 minute and 10 seconds. 

This is great news, because this confirms that people are interested in the video content you are sharing on 
your YouTube channel.  We will go deeper to better understand which content they prefer the most. 

 

 

Monthly Viewership  

Reviewing your October activity, we can see from the graphs below that there were 345 views, 446 minutes (7 
hours) of video watched and the average view duration was 1 minute and 17 seconds. 
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Lifetime Views 

Below is a list of the top 25 videos with the highest number of views. It is interesting to note that the five most 
viewed videos, four are all home listing videos with 1,405, 631, 196 and 125 views respectively.   

 

Traffic Sources 

Below is a snapshot of the traffic sources for those watching your video content on YouTube.  It is great to see 
that more than 30% of your video content is getting found as a result of searches on YouTube.  With better Video 
SEO, we expect you will see this number increase.   
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Video SEO (Search Engine Optimization) 
You and your team are doing an outstanding job of uploading the videos in YouTube.  Most of our clients don’t 
give any thought to the title, description, tags or custom thumbnails.  However, there is a missed opportunity 
when it comes to the title you are giving your videos as well as how you are using tags. 

 

Since you are looking for organic ways of getting your video content found, it is important to remember that 
YouTube is the #2 search engine and it is owned by Google.  So if you want your content to be found on YouTube 
and even better to get found in a Google search, it is critical that your videos are optimized for search. 

Using vidIQ basic, a FREE Chrome plug-in, we can see that there are over 100,000 monthly searches for the 
keyword 1031 Exchange.  There are many factors that contribute to which videos appear at the top of the search 
results but there are a few things we can tell right away from the image above.  The top two videos have over 
70,000 subscribers, 10,000 views, over 400 points of social engagement (likes, shares, comments), effective 
video title with keyword and custom thumbnails.   
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Website 

Having videos on your website is a great way to improve engagement, provide information more quickly, get 
visitors to stay longer and improve SEO.  We reviewed your  website  to get a better understanding of where you 
are placing videos and identify areas and ways you can enhance the website experience. 

Home Page 

64% of people who watch a video are more likely of purchasing a product or service.  The home page of a 
website is one of the first places a potential client wants to see video content and you are doing a great job of 
that by including links to a variety of videos.   

 
 

On the home page you have (2) two episodes of The One Triple Zero Three below your featured property 
listings.  It is important that you are including your video content on your home page to increase the 
engagement of this page.  However, because you have several videos on this page, we would recommend only 
having one episode here.  It is unlikely that people are going to spend time watching multiple episodes when 
the average person is currently watching 55% (53 seconds) and 63% (1:22 seconds) respectively.   
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You mention the name, The One Triple Zero Three, three times.  Our concern is a visitor doesn’t have any idea 
what the episodes are about and why they should watch them.  More emphasis should be on what the videos 
are about and less to the branding with your video thumbnails.  Give people a reason to click. 

You website has a high bounce rate which means when people come to your website they stay on the home 
page and don’t go anywhere else before leaving.  We were happy to see when you added  (1) one of your 
episodes of Guidance by Glazer you aren’t sharing the video directly but using a button below the image to 
drive people to the page where all of the Guidance by Glazer videos reside.  The only recommendation we 
have here is that you show the thumbnail of the latest episode here with some text to help them understand 
why they should watch the video.   

 

 
 

Also on your home page is (1) one of the Dramatic Testimonials you created.  It is so important to have video 
testimonials today because they build trust and help convey your value proposition.  Right now 57% of the 
views of this video are coming from your website. 
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Videos Page 

Besides sharing video content on your home page, it is great to see that visitors have access to all of your videos 
from a dropdown in your website menu.  Later in this report we will be examining the Google Analytics to see 
how much traffic is going to these pages. 

 

 

 

Google Analytics 
To truly understand what is happening on your website, it is critical to look at the data the Google Analytics can 
provide.  Based on your Google Analytics it appears that prior to May 8, 2018 you didn’t have Google Analytics 
installed on your website. 
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What we see from the data below that you have had close to 4,000 visitors to your website over the past 7 
months which is roughly 500 new visitors a month.  It is difficult for us to gauge whether that is a good amount 
of traffic to your website but we think that is a decent amount of traffic.  A better way for you to gauge this 
number is how many of those visitors are turning into leads? 

 
We see that almost 60% of your traffic is coming to your website directly.  These are people who already are 
familiar with your agency and are typing your website URL directly into the browser.  Almost 30% are going 
from social media and less than 7% from an organic search on Google.   

 
We can see that the average person spends less than 2 minutes on your website.  We can also see that most 
people go to your home page and then leave.  This is confirmed with the high bounce rate of 84.4%.   
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From the chart below we see that more than 30% of your website traffic was attributed to a landing page you 
had for a property listing at 303 Mercer Street.  And your home page got more than 27% of the traffic.  There 
seems to be two different pages to watch Guidance By Glazer.  One is from your Videos menu.  We are not sure 
how traffic is being directed to the other page.  We would recommend consolidating these unless there is a 
reason why you are doing this.   

A piece of valuable information we discovered is that people who are coming to your home page are spending 
almost 3-1/2 minutes which is fantastic considering the average visitor spends less than 1 minute.  It is also very 
telling that people are spending more than 3-1/2 minutes on your Team page.  You should be leveraging this 
fact by adding targeting video content on these pages. 

Unfortunately, only about 4% of the traffic, or 187 pageviews are going to the Guidance By Glazer page and less 
than 1% of the traffic is visiting the Property Tour video page or the One Triple Zero One video page.  Not sure 
if these pages were only added recently.  Clearly there is an opportunity here to improve that performance. 
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So let’s dig a little deeper in the social traffic.   From the chart below we see that over 90% of the traffic is coming 
from Facebook with over 1,000 unique visitors.  Instagram is driving over 7% of the traffic with almost no traffic 
coming from LinkedIn and YouTube.  We would have expected to see more traffic coming from LinkedIn and 
most definitely from YouTube.  

 
 

Here are some insights into the demographics of the traffic visiting your website.  We see an even split of men 
and women visiting with the age group skewed toward the lower age group.  We would expect buyers to be in 
the 35-44 age group and sellers to be in 45-54 age group.  
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Video Content 
The One Triple Zero Three Videos  

We love everything about these videos.  The name, the opening, the content and your performance.  This is rich, 
engaging and relatable content that people should enjoy.  This is the creative, out of the box thinking that is 
going to help separate you from everyone else in the marketplace and demonstrate your knowledge of the 
community you know so well. 

 

That being said, there are several missed opportunities that will improve the views of this video.  It is great that 
you are adding custom thumbnails to your videos but the text doesn’t increase the likelihood of someone 
wanting to click.  All it does is reinforce the branding and the name of the series.  As much as we love the name, 
people need to have a reason to click and that is what is missing.  There should be something more thought 
provoking like “What’s the Cage?” 

And since you are sharing episodes on your home page, put some text around the video thumbnail that gives a 
little bit more detail about the video.  Also try to select an image that is a little bit more telling or thought 
provoking. 
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Since hosting this video back on October 4th there have only been 24 views of this video which is a small data 
set.  We like this video and are surprised it hasn’t gotten more views in 2 months.  This may have something to 
do with your video distribution model.  Granted, we know you do a lot of social sharing through Facebook so 
we won’t see your Facebook views here.  What is great about sharing videos through YouTube is there is a 
wealth of data we can look at. 

From an audience retention perspective we see that the average person is watching 49 seconds or 51% of the 
video before leaving.  People seemed to drop off when the conversation went to NBA Jam.  Not sure if that has 
anything to do with it.  We see people lose interest in content after a minute or so.  When creating these videos 
is keep them short and sweet. 
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From a traffic perspective, 42% of your traffic is coming from your YouTube Channel.  It is great to see that 23% 
is coming from YouTube search but just 21% is coming from your website and only 6% from direct links from 
social media or email marketing. 
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Guidance By Glazer Videos  

This is another great way to demonstrate your knowledge of the industry and provide some valuable content 
to your viewers.  Another great name for the series.  Here you are doing a much better job with the titles.   

 
 
For the purpose of this analysis, we will be analyzing Episode 10 of Guidance by Glazer which has gotten 173 
views since it was uploaded on May 8, 2018. 

We can see from the chart below that on average a person watch 24% or 1 minute 51 seconds.  This video is 7 
minutes and 39 seconds.  This is pretty long when it comes to video content.  Most people will stay to watch 2 
minutes on average and this video confirms this.  From spot checking a few other episodes, we see on average 
people are staying less than 2 minutes. 

For the purpose of this analysis, we will be analyzing Episode 10 of Guidance by Glazer which has gotten 173 
views since it was uploaded on May 8, 2018. 
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We can see from the chart below, that on average a person watches 24% or 1 minute 51 seconds.  This video is 
7 minutes and 39 seconds.  This is pretty long when it comes to video content.  Most people will stay to watch 2 
minutes on average and this video confirms this.  From spot checking a few other episodes, we see on average 
people are staying less than 2 minutes. 

For the purpose of this analysis, we will be analyzing Episode 10 of Guidance by Glazer which has gotten 173 
views since it was uploaded on May 8, 2018. 

 

 

 

We see that more than 82% of the traffic to this video is coming from YouTube Search.  This is great to see from 
an organic traffic perspective because that means people are interested in the topic.  However, from a website 
perspective this isn’t very good as it means people visiting your website are not engaging with this content. 
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Dramatic Testimonial Videos  

You currently have (5) five dramatic testimonial videos.  This is an original execution that we have never seen 
before that once again showcases your out-of-the-box thinking.  We film a lot of video testimonials and when 
possible it is always best to have the person give their own testimonial on camera.  I suspect for a variety of 
reasons that isn’t possible.  There are ways to do this.  In fact, just last month we got a video testimonial from 
a real estate client in California that we did remotely from our offices in New York. 
 
Let’s look a little more closely to see how one of these video testimonials is performing. 
 
Dramatic Testimonials – Bryan Goldberg, Founder & CEO Bustle 

  

 
 
From the chart below we can see that almost 60% of the views of this video are coming from your website.  Most 
likely they are coming from it appearing on your website.  So this is good news however, there isn’t a 
considerable number of views after more than 4 months.  
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When looking at the viewer engagement, we can see from the chart below that people are watching about 
60% of the video or 25 seconds.  We are surprised by this because client written reviews are so important 
today and video testimonials even more so.  In our own client testimonials we typically see about 1 minute as 
the average viewer engagement.  

 

 

We think your potential clients would be interested in hearing directly from other clients when possible with 
regards to video testimonials.   

 

Property Listing Videos  

This is where your creativity soars.  We love how you are willing to push the envelope when it comes to property 
listing videos.  These videos have the most views of any of your content.  Some of these videos are very 
polarizing so depending on the age demographic of your client base, some will respond positively or negatively.  
As much as we like how much you pushed the envelope in the video for 49 West 12th Street, we are not sure how 
the 50+ crowd would respond to that video.  For us, the video that was done for 303 Mercer Street is the best 
creative we have seen for a residential video.  How you used the children to drive the tour is shear brilliance.   
 

 



- 28 - 

 
From the chart below we see that there were almost 1,400 views of this video, which was the most of any video 
on your YouTube Channel.  As the spike shows, initially there was lots of views and then viewership dropped 
off.  Most likely there was a campaign you did either with email or social sharing on Facebook. 
 

 
 

We can see that the majority of the traffic, 53% came from external traffic sources.  When we look further, we 
can see that 56% of the traffic came directly from Facebook.  Clearly your Facebook page and any boosting 
you did to the post, drove a considerable amount of traffic to the video.   

 

 
 
We see that the average view duration was 1 minute 7 seconds which is over 60% of the video.  This is good 
engagement but again confirms that people prefer shorter videos.  Your goal should be to keep these videos 
closer to 60 seconds when possible.   
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We can get a better understanding of who is watching this video from the chart below.  Nothing surprising here 
but the data but it good to see.   A video like this based on the music and the style of the video tends to be 
skewed toward a younger audience, predominantly the 25-34 age group.  We would expect that most of your 
buyers and sellers would be skewed a little higher but you would know your market better than us. 

 

 
 
 
Typically we see a disproportionate amount of views coming from mobile but here we can see that there is a 
pretty even split with 55% from mobile and 42% from desktop.  
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Below is the information you included in the title, description and tag fields.  Video SEO is so important when 
it comes to video and viewership and this is an area that needs more attention and better optimization.  More 
information on this topic is shared in the Video SEO section of this report.  
 

 
 
 
The data shows that some of the video views you got were because you listed the name of the video in the 
title.  Nice to get the views but ideally you want potential clients looking at this video.  Also, by using a well-
known copywritten song, results in having ads play in front of your video.   
 

 
 
That can also hurt you if the person wanting to see the video doesn’t want to watch a commercial.  Of course, 
this video specifically would have been difficult to produce without the song you chose but understand that 
there is a small cost to that. 

 



- 31 - 

 
 
Clearly, this type of approach is not cheap although at $1,500 for a video without actors and $3,000 with actors 
is an incredibly reasonable price.  It is my understanding that these videos haven’t directly impacted the sale 
of a property but from a branding and visibility standpoint, these videos are great at separating you from your 
competitors. 
 
There are ways that these videos can be leveraged further to potentially see a greater return on investment.  
Those suggestions will be included in the recommendations section. 
 
 

YouTube Channel Welcome Video 

First, I want to commend you for even thinking of creating a welcome video for your YouTube Channel.  Most 
businesses never do this.  This is exactly what you should be doing and you are great in it.  You show your 
personality, have great energy and immediately give people a sense of who you are and how you can help. 

That being said, first impressions are everything.  You look great.  Sound great.  However, the background is not 
as good as everything else.  You have a great looking office, why the white sheet?  We are very concerned with 
the background because it devalues your brand.  You have so many other options available to you from filming 
in your office, the streets of the Village or in a home you are listing.   
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Video Distribution 
When it comes to video distribution, you and your team are doing an excellent job of distributing your content 
through social media including Facebook, Instagram and LinkedIn.   

As it relates to Guidance By Glazer, here is what we understand to be your distribution process: 

• Shoot live video with Jay on Facebook 
• Add titles, captions and graphics 
• Share video on Facebook 
• Boost Facebook post for 7 days for $50 
• Create video thumbnail 
• Upload video to YouTube 
• Embed YouTube video on website 
• Redistribute video on LinkedIn as an article 

 

Facebook 
You have over 700 followers on Facebook which is great.  It is our understanding that the majority are other 
brokers and industry professionals (70%) as well as some past clients (20%) and friends and family.  There is a 
lot of great data that can be seen inside of Facebook insights.  We will focusing our attention specifically on the 
video.  Here are some figures based on the last 3 months. 
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Below is some details on the 39 West 12th Street property listing you also shared on YouTube.  I like that you 
shortened the video for Facebook to 60 seconds but you should make the videos even shorter.  You can see that 
there was almost a 50% drop in video views after just 10 seconds. 

Our suggestion is that you make a teaser video that is 15 to 30 seconds long that takes them to the full length 
video on YouTube or better yet, your website. 

 

 
 

Here is your most recent episode of Guidance by Glazer.  We know you are currently boosting this post.  Great 
to see that you had almost 1,000 people see this video but the average video watch time is 9 seconds.  More 
than 80% have skipped over the video before reaching 10 seconds.  This may be because of how you are 
boosting your posts and who you are targeting.  Using Facebook’s Ad Manager is a better way to go.   

 

Instagram 
More and more people are moving from Facebook to Instagram so it is great to see that you are also leveraging 
this platform for your social sharing of video content. 
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I like that you are sharing you Guidance By Glazer videos here and keeping it short.  I would make a separate 15 
second clip when filming that you use to promote on Instagram to drive them to watch the full video on 
YouTube.   

 

 

LinkedIn 
I would suspect that some of your potential clients are vetting you on LinkedIn during their selection process.  
This is a great place to share video content about your culture, core values, mission and what it is like working 
at The Glazer Team.   
 
We checked LinkedIn to see what kind of presence you have there and were happy to see that you have over 
1,500 followers.  Additionally, we see you are sharing videos in articles or posts. 
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It looks like you just started writing more articles on LinkedIn.  However,  there doesn’t appear to be a consistent 
schedule as to when you post.  Looking at your most recent article, we were happy to see two things; one you 
had a call to action to get people to follow you on your social media platforms and two, you included a video. 
 

 
Since you don’t have a lot of subscribers on YouTube right now, we would have you just give them one option, 
subscribing to your YouTube channel.  People are not going to subscribe to three channels at once.  Just be 
sure to explain the benefit of subscribing.   
 

 
So let’s see if having the video here is generating any views.  Looking at the data associated with the traffic 
sources we can see less than 6% of the 27 views is coming from external sources like LinkedIn.  Most of the views 
are coming directly from your YouTube channel.  This was a fairly long article, so that could have had something 
to do with the video engagement.   
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Let’s look at a post and see if the results are the same.  Here is a post you made a couple of months ago where 
you shared Episode 30 of Guidance by Glazer.  This looks great.  Very small tweak here with the video thumbnail 
as it is a little hard to read.  I am not sure what software you are using to create these but it is really hard to read 
the text.  I would make the text 100% white.  It might just be a layer priority issue.  Also, It would be great if we 
could see Jay and Andrew a little more by lowering the gray layer opacity. 

 
This video has had 44 views to date and almost 50% of them are coming from external sources with more than 
75% coming from LinkedIn.  This is very different than the video that was shared in an article.  The major 
difference here is one is sharing a video whereas with an article the video is at the end. 
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Episode 30 is almost 14 minutes long.  It is important to note that 50% of the people who watched this video 
left after 30 seconds and 70% stopped watching after 7 minutes.  My recommendation for you is to make the 
videos shorter, probably less than 5 minutes if possible.  If you have more that you want to say, break the 
content into multiple videos. 
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Let’s look at another LinkedIn post where you decided to take a different approach.  So for Episode 33, you 
decided to share a post that was made on The Glazer Team at The Corcoran Group company page to the 
Episode 33 video hosted on Facebook. 
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This is a very smart decision, because you got over 1,100 views of this video.  However it is important to look at 
the Facebook Insights to see what kind of engagement there was.  And as you can see most people watched 
less than 10 seconds of a 10 minute video.  This is a problem.  So why did this happen?  If people are following 
this page because they like your content, why are they not interested in your video content?   

 

Let’s look at one last LinkedIn post where you tried a third approach; sharing a video as part of a blog post on 
your website.  You recently attended a live event in North Carolina.  Great decision to film the event.  Let’s see 
if the results for Episode 38 are any different. 
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So Episode 38, you got 15 views since it was posted on November 14, 2018 and more than 75% of the watch 
time came from places other than Facebook, either direct links to the video or from external sources like your 
website.   

 

That being said it is worth noting something that is happening only on YouTube which is indicated in the chart 
below as impressions.  Impressions come from YouTube suggesting your content to people who are watching 
other video content on other people’s YouTube channel or from YouTube search.   

 



- 41 - 

 

LinkedIn Profile 

 
 
Since you are active on LinkedIn and have well over 500 connections, your LinkedIn profile is a great 
opportunity for you to share video content.  You did a great job of branding your page with your background 
photo.  We would recommend a nice headshot for your profile image. 
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RECOMMENDATIONS 
 
We have performed a comprehensive analysis of your video content from a content creation standpoint as well 
as a video marketing standpoint.  As much as you are doing many things correctly, there are several 
recommendations we have for you based on what we learned that will help you moving forward with producing 
better video content and having more engagement to generate more business opportunities. 
 

YouTube 
Account Information 

Our only suggestion here would be to add more keywords.  We suggest having between 5 and 10 keywords here.  
If you have done keyword analysis, this is where you could use those keywords.  This will help improve the 
ranking of your YouTube channel, making it more visible on YouTube and in Google searches.  Some 
recommendations have been made in the Channel Keyword section below. 

Channel Art 

We think it would be worthwhile to have an image not just of your team as your channel art but of you with 
clients.  If privacy is an issue, there are ways around this.  Showing only backs of people, etc.  Next time you are 
in a space doing a property video, get a couple of photos of you showing real or fake buyers the apartment or 
do something in your office if more appropriate.  These images could be used on your website and social media 
as well.  Just good to have.  Not critical but something to do at some point. 

It is great that you have included some branding by adding your logo.  Our only other recommendation would 
be to add some text like “Real Estate Agent Specializing in Residential Properties in Greenwich Village” or  
“Top 50 NYC Real Estate Broker”, something to reinforce why people should reach out to you.  Also, this is a 
perfect place to include your phone number and/or email address.   

 

Here are a couple of examples. 
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Subscribers 

Subscribers is so important for a YouTube Channel.  Not only does YouTube like to see this, it also is 
confirmation to you that people are genuinely interested in your content and want to continue getting more.   

Whenever you share a video with someone that is being hosted on YouTube or even if it isn’t, make sure you tell 
them in every video to subscribe.  Another way to help this is adding a subscribe button at the end of your video 
on an end screen.  We will be talking more about this later. 

The reason subscribers are so important is once someone subscribes to your channel, they will be notified that 
a new video has been uploaded.  It is like a FREE email blast that YouTube does on your behalf.  YouTube wants 
people to go to YouTube and watch video because more viewers means more chances they have to advertise. 

This is so important because this will allow you get views on new videos immediately helping its video SEO by 
letting YouTube know that this is valuable content that people are interested in. 

As it relates to subscribers, you aren’t only limited to doing this on YouTube.  You can add buttons to webpages, 
links in emails or your email signature as well as through other social media platforms. 

At the beginning it is nice to ask friends and business associates to subscribe but you really want this to be 
people who are interested in buying or selling real estate in New York City.  The content you are creating is 
specifically for that audience.   

Your content is relevant to your target audience when they are either in the process of selling or buying.  People 
will subscribe when this is relevant and unsubscribe when it isn’t unless they are a real estate investor.  That 
being said, they might be the ideal audience for your content especially when you talking about 1031 Exchange. 

 

Associated Website 

It appears that you started the website verification process but it still showing a pending status.  We 
recommend you click the verify button highlighted in blue and follow the instructions that YouTube provides. 

 

 

 

Comments 

By default, this setting is on.  If you don’t plan on monitoring people’s comments, we recommend you turn this 
off.  We recommend you don’t and use comments as a way to build relationships with people interested in your 
content.  They are potential leads and depending how fast and what you say, can turn these cold leads into real 
opportunities 
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Upload Default Settings 

You typically can only see the first three lines of the description field so make those three lines count.  Not only 
from a SEO standpoint but also from an ease of use for the viewer.  If they find the content valuable and want 
to go to your website, make it really easy for them by making the first line be your company URL.  Depending 
on the content, you might want to include a specific webpage, landing page, opt-in page or video page.  In most 
cases, people use their home page or contact page.  Currently you have your company URL all the way at the 
bottom of your description field. 

Channel Description 

You did a great job adding a channel description to your YouTube channel.  This field like the video description 
field is less intended for the viewer and much more relevant to YouTube and Google from a search perspective.  
Video is invisible to search and it is the text that helps these platforms know how and where to share your 
content.  
 
As much as the content is well written, there are several missed opportunities to include keywords that are 
most relevant to your industry to help YouTube understand the purpose of your channel and type of content 
that will be shared here. 
 
Please take the time to rewrite this copy with this in mind.  Making changes to your description and channel 
keywords will affect the visibility of your video content.   
 
The combination of organic and paid approaches to your content are going to get you the engagement you are 
looking for. 
 

YouTube Channel Keywords 

Choose relevant channel keywords that best explain to YouTube what your channel is about.  Currently, the 
only keyword you have is real estate which YouTube sees as two separate keywords.  We recommend doing 
some keyword analysis but what we would recommend is as follows: 

“real estate” broker agent “Greenwich Village” “New York City” “Upper West Side” “The Glazer Team” 
“The Corcoran Group” 

One thing to point out is that, unlike tags, you can’t separate Channel Keywords with commas. So if you have 
keywords with multiple words in them, make sure to put those keywords in quotes: 

YouTube Video Tags 

You would need to do some keyword analysis but here are some suggestions for default video tags. 

Greenwich Village 
Greenwich Village NYC 
Greenwich Village Apartments 
Apartments Greenwich Village 
Real Estate Greenwich Village 
NYC Real Estate 
Real Estate Agent 
Buying apartments in NYC 
New York City 
Jay Glazer Real Estate 
The Corcoran Group 
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Example of YouTube Channel  

Sometimes it is a good idea to look at what someone else is doing and see what we can learn from them.  Take 
Phil Pustejovsky for example.  He started his YouTube Channel in 2009 and now has well over 54 million views 
and over 225,000 subscribers.  With that big a following even if you get only 10% of them watching, that is still 
22,500 people.  So the key is to build up the number of subscribers you have.    

 
If we just chose one of his videos, say, 3 Ways to Earn Steady Income in Real Estate, you should first note that 
he is using a title that is relevant and intriguing.  He also has an easy to read video thumbnail that is consistent 
across all of his videos. 

The production value of the video isn’t much, but after just a few seconds of watching, we can tell he knows 
what he is talking about what he has to say catches our attention.  One thing he does very well is he has a list.  
What this does is it keeps us watching because we want to hear all 3 ways.  This is a highly effective way to 
improve or increase viewer retention. 
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The other thing you want you to take away from this video is look at the tags he is using for his video and his 
channel.  He is using short and long tail keywords that are appropriate for the video content he is creating.  It 
has nothing really to do with him and his brand.  He does include his name at the end which is fine. 

On the channel side, his tags are more appropriate toward what the overall channel is about and not the video.  
You should be doing something similar. 

 

Another thing he does is he uses cards throughout his video to get the viewer to click.  Here is an example of 
what they look like.  You should be adding these to your videos to get people to take action. 

 

 

The last thing he does is at the end of his video, he included a YouTube end screen.  This is a very effective way 
to get people to subscribe to your channel or watch other videos.  This is a feature of YouTube and when done 
correctly can be very effective.   
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Our preference isn’t doing this directly over the video but by designing an end screen background and including 
it in the actual video.  Below is an example of one with the YouTube elements already added but it gives you a 
sense of what is possible. 

Add End Screens  

YouTube recently added the ability to add end screens to the end of videos.  End Screens are designed to keep 
users engaged with your YouTube content.  By adding end screens to the end of your videos, you can build 
viewership with powerful end-of-video experiences across multiple devices.   

Use end screens at the end of a video to: 

• Point viewers to other videos, playlists, or channels on YouTube 
• Call for subscriptions to your channel 
• Promote your website and other social media platforms  

 
This is a missed opportunity.  You should be designing and end screen background and adding it to the end of 
every video you post on YouTube.  Here is an example of one. 
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Add Cards 

Cards are a feature that YouTube added a year or two ago when more people were using smartphones to watch 
YouTube videos.  YouTube cards are interactive “panels” that slide in and out when a video is playing, 
encouraging further interaction by the viewer. You can add up to 5 cards, which include images, text, or 
clickable links. YouTube cards complement videos and can enhance viewer experience.  You can use cards to 
drive traffic from your YouTube video to your website. 

 

YouTube Video Viewership  

One of our biggest concerns is that most of the video content has less than 50 views.  This isn’t good.  What is 
the point of creating all of this rich video content if no one is watching it? 

 
One of the first things we would recommend is optimizing every one of your videos for search.  Remember 
YouTube is the #2 search engine in the world and Google owns it.  If you create video content that your ideal 
client wants and you optimize so that they can find it when searching on Google or YouTube, you will be able 
to organically increase your viewership of your videos and grow the number of subscribers you have. 

We do offer video SEO services as well as video SEO training if you prefer to learn how you can do it yourself.  
Some of that training has been included in this report in the Video SEO section. 

 

 YouTube Analytics 
Based on the data, we see that the average view duration of your video content is roughly 1 minute.  We would 
like to see this higher especially because much of your video content is more than 1 minute in length.  With the 
majority of your video content in the 7 – 15 minute range, much of your video content is not being seen. 

So what should be done about this?  Well this means one of two things; it is either the content or it is the 
audience.  We think it is safe to assume that the majority of the people consuming this content are not potential 
real estate buyers or sellers.  If they were, we feel the average duration would be higher. 
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Your Guidance By Glazer content isn’t getting the views we would expect.  You are creating good relevant 
content.  You just need to get it in front of the right people.  A big part of that is because you are not doing a 
good job of optimizing the content for search.   

A great way for you to grow your agency is by having people find your content online during a search, following 
you and then seeking your services.  Another opportunity is Google ads where you promote your content when 
people are watching other people’s video content. 

Video SEO (Search Engine Optimization) 
Optimizing your video content for search is so important and most businesses overlook this completely.  We 
can’t stress enough how critical this is especially when trying to build an audience and following.  There are 
people on the internet that would really appreciate your content, they just don’t know how to find it.  YouTube 
and Google can only direct them to your content if they are clear what it is and who it is for. 

Uploading the video to YouTube is just the beginning of the process. Video is still invisible to search.  The only 
thing that YouTube does to understand what the video is about is analyze the audio by converting it to text and 
analyzing that. It is the text around a video that allows YouTube and Google to understand what the video is 
about and how to rank it for search.  So it is extremely important that the proper title, description and tags be 
associated with a video.   

Title 

The title you give a video is very important.  Remember YouTube is a search engine and the title carries a lot of 
weight in which video YouTube shows in its search results.  As much as you looking to build your brand and you 
have a great name for your content, no one is searching for your content by name.  Keep in mind that it is not 
only important what words to use in your title but where they appear in your title.  YouTube gives great weight 
to the words at the beginning of a title than at the end. 

When using Google’s Keyword Planner Tool, we can see what keywords are the most popular in NYC.  We can 
see that 1031 exchange has between 1,000 and 10,000 searches on average per month. 
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A good place to look is to type this keyword phrase into a Google search and see what titles Google suggests 
when thinking of your title. 

 

When someone does a Google search and looks at the video results, this is what they see. 

 

 

Another place to look is see what YouTube suggests. 
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Current Title 

Guidance by Glazer EP30 – 1031 Exchanges with Andrew Luftig 

Proposed Title 

1031 Exchange Basics Explained by Andrew Luftig 
1031 Exchange Basics Explained | Guidance by Glazer 
 

Tags 

Tags are very important because it helps YouTube understand what the video is about.  Not only is it important 
to know what keywords to use but where they appear in your list is just as important.  YouTube gives greater 
weight to the first few keywords then the last few keywords so order them appropriately. 

 

 

 

Current Tags Proposed Tags 
real estate education 1031 exchange 
andrew luftig 1031 exchange strategies 
tax strategy 1031 exchange nyc 
buying in new york real estate investing 
tom ferry investment property 
jay glazer tax strategy 
jay glazer real estate real estate education 
investment property new york real estate 
guidance by glazer guidance by glazer 
real estate coach andrew luftig 
1031 exchange buying in new york 
new york real estate tom ferry 
new york investment property jay glazer 
glazer team jay glazer corcoran 
jay glazer corcoran glazer team 
home buying jay glazer real estate 

 
  



- 52 - 

Custom Video Thumbnail 

The video thumbnail is extremely important because it is that image that decides if someone is going to click 
and watch your video.  You and your team are doing a good job but there is an opportunity to improve it further.  
The visual has to be eye-catching either through image content or color and it has to have a catchy title.  As 
opposed to just taking a frame from the video clip, take a posed, engaging photo of the two of you. 

Current 

 

Proposed 

 

 

Website 

You are doing a great job of incorporating video content on your website.  Here are some recommendations to 
improve the engagement. 

Home Page 

You are currently doing a great job with embedding video content on your home page.  But here are a few 
suggestions that will make it work even better. 

All of the video content you have is below the fold so on a desktop, if people don’t scroll down, they will never 
see it.  There is a thing called the “59 Second Rule” which has to do with the fact that people typically will only 
spend about one minute on your website before leaving.  This is why it is so critical to have your video content 
as high up on the page as possible because people will stay to watch a video.   

And now that more people are using their smartphone, it is even more critical that appear high on the page as 
they may never scroll down far enough to see it.  Making this type of change will directly impact the number of 
video views these videos are receiving.   
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On the home page you have (2) two episodes of The One Triple Zero Three.  It is unlikely that people are going 
to watch more than one episode initially.  We recommend including only one here.  Use the first video to get 
people to watch the second.  This can be done with a YouTube End Screen. 

Since people aren’t familiar with the series, the thumbnails should emphasis the content more than the 
branding.  Redesign the video thumbnails so it is clear what the content is about.  We also recommend adding 
some text around the video that gives a little more insight as to why they should click and watch the video. Give 
people a reason to click. 

Video testimonials are so important for building trust, that we feel the video testimonial should be much higher 
on your home page.  We suspect that most people coming to your home page are new visitors and are trying to 
learn more about you as a broker.   

Since you have more than one video testimonial and you are playing the video directly on the home page, it 
would be a good idea to include a button people can click on the view additional video testimonials.  That 
button should take them to a page on your website where all of your video testimonials live. 

Newsletter Opt-In 

 
 

I signed up for your newsletter.  A newsletter is the perfect opportunity to start introducing them to your brand 
and video content.  Maybe welcome them with either a video welcome video or one of your most relevant 
videos. 

One other thought on the opt-in, is you might want to get a little data on them.  It would be great if you could 
segment your list so that you know whether they are a buyer or a seller.  The mindset and information that each 
of those individuals is different.  Does your newsletter  cover both buying and selling?  You might want to have 
two separate ones.  The one for buyers should probably have active listings, links to listing videos, etc.  where 
a newsletter for sellers might provide information on market trends and suggestions on ways to get the most 
money for their home.  The same would apply to any of the video content you would share in your newsletter.  
Your One Triple Zero Three episodes are probably less relevant to those that already live in the Village.   

I have seen some instances on websites where they don’t just ask for an email address but include a couple of 
questions so that they can segment their list.  I think if you knew if they were a buyer or seller that could help 
you tremendously in how you effectively engage with them. 



- 54 - 

Website Heatmap Evaluation 

You have a lot of great content on the home page of your website.  That being said it is important to find out 
what interests them the most so they see the most relevant content first.  Currently you have the One Triple 
Zero Three episodes as the first video content they see on your website.  Personally, we feel that your 
testimonial videos might be more relevant first, so they can hear what other people have to say about working 
with you.  You can experiment with moving assets around to see how that effects engagement on your website.  
I very much believe in making decisions based on data and the heatmap can be very telling for the effectiveness 
of your website design. 

 

 
 

Google Analytics 

Thanks to companies like Google, we now live in a world driven by data on the internet.  Most likely you are 
using Google Analytics to track the performance of your website and optimize it to maximize its effectiveness.  
Since  YouTube is owned by Google, we can add a Google Analytics property tracking ID so you can measure the 
amount of traffic coming to your website from YouTube.  
 
It doesn’t appear that your YouTube Channel was set up properly with Google Analytics.  It looks like your 
Google Analytics ID was added as opposed to creating a new property in Google Analytics. 

Below is a link to a website with directions for this process.  Please update this as soon as possible. 

https://www.searchenginepeople.com/blog/track-youtube-google-analytics.html 

Once this is set up you can track your YouTube analytics with Google Analytics.  Here is another link worth 
checking out. 

https://www.megalytic.com/blog/combining-youtube-analytics-with-google-analytics-for-better-video-
marketing 

A piece of valuable information we discovered is that people who are coming to your home page are spending 
almost 3-1/2 minutes which is fantastic considering the average visitor spends less than 1 minute.   You should 
be leveraging this further.  One thing you are missing on your home page is a 2-minute branding video.  This is 
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a video that tells your story, who you are, what makes you different.  You do a little of this in your intro to your 
episodes of The One Triple Zero Three.  

It is our understanding that you are receiving very few if any phone inquiries from visitors to your website and 
very few opt-ins to your newsletter.  A way to address this is by offering them something to download that they 
want.  What they call a lead magnet.  The key with your website is to be able to collect the email address of 
every visitor to the page.  You need to figure out what that is.  Once you have their email address, you can sent 
them links to videos and so much more.   

Part of your strategy going into 2019 is figuring out how to capture visitor’s information so that you can develop 
nurturing email campaigns to turn them into clients. 

From an SEO perspective, only 7% of the traffic to your website is coming from an organic search on Google.  
Based on this number, we would suspect that you have never invested in SEO.  We would recommend that you 
look into this.  If you need an introduction to an SEO professional, we would be happy to give you some names.   

The other things to note here is email marketing and paid search are not generating any traffic to your website.  
We suspect that is because you aren’t doing much of this.  You should be using some sort of email platform to 
send drip campaigns and nurture campaigns to leads.  The good news is with some investment in these areas, 
this could be a huge opportunity to grow your agency.  

We also noticed that visitors are spending more than 3-1/2 minutes on your Team page.  You should be 
leveraging this fact by adding targeting video content to this page.  You might want to have a 60-second profile 
video where you share a little information about yourself.  You could do the same with Scott and Elia here as 
well. 

There is almost no traffic coming from YouTube to your website.  This is a major problem because we don’t 
want people to stay on YouTube.  The whole point of using YouTube is to drive traffic to your website so 
potential clients an learn more about your agency.  There are a couple of ways you can do this.  One is using 
cards on YouTube.  These are little overlays that link back to your website and give people an easy way to get 
to your website.  We spoke about putting your website URL at the top of the description field.  The other option 
is to mention your websit in your videos. 

For example with the 1031 Exchange video, mention in the video that if they go to your website they can 
download a FREE PDF document that gives further tips on using real estate as an investment. 
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Video Content 
The One Triple Zero Three Videos  

This is rich, engaging and relatable content that people should enjoy.  There are certainly things that can be 
done on your website, with the thumbnail, some video SEO and using YouTube end frames that can improve 
your results across the board. 

Guidance By Glazer Videos  

As much as this looks fine visually, there is an opportunity for you to feel a little more connected with your 
audience.  We suggest you bring the camera much closer so they can better see you and pick up on your 
emotions.  Not sure why you are putting so much attention on the background.   

 
We feel a framing like this would be much better. 
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With regards to the video thumbnails, we like the design however it is important from a branding perspective 
to have consistency.  Make sure the graphics are positioned in the same place and the text is the same size.  
There is a little too much text.  Keep it short and thought provoking.   

With better video SEO on this videos, you should see more organic traffic and views of these videos. 

Dramatic Testimonial Videos  

As much as we like the unique approach to client video testimonials, there is nothing that replaces having the 
actual client in the video.  We have done several video testimonials in the real estate space.  I know some of 
your clients prefer not to be on video but we are confident that some of your clients would be ok with this.  We 
think it is worth giving it a try.  The intent of these videos is to build trust and that won’t happen with an actor. 

Another think that might be worth doing is a little market research to see what actual potential clients think of 
this style of testimonial.  Simply ask a few and see if they prefer this approach instead of seeing the actual client.   

Property Listing Videos  

These are your best videos to date.  From a creative standpoint and quality standpoint and this is what will 
separate you from your competition.  We feel you could make better use of these to help sell these properties.  
Besides the social sharing you are already doing, you should do better video SEO on these videos.  If any of 
these properties are still on the market, this is great content to show on your home page as well.  

One thing that hasn’t been discussed up to this point is using paid advertising to get these videos seen.  You 
could make short 30 second teaser videos and promote them on YouTube as video ads that play in front of 
other content.  Just this year Google allowed YouTube videos to be targeted based on someone’s Google search 
data.  What that means for you is if someone is looking for real estate in Greenwich Village, you could have your 
video content show up in front of their content on YouTube.  Anything up to 30 seconds without a click is FREE, 
meaning FREE branding for you.  And if they click, even better.  Now you are getting your content in front of 
your ideal clients. 

YouTube Channel Welcome Video 

You did a great job with this video in every way except the background.  Not a great first impression.  Perception 
is reality and the wrinkled white sheet doesn’t help your image.  We recommend re-shooting this video. 

Branding/Welcome Video 

In real estate, you, the broker are the brand and since Jay is so great on camera, is personable and 
knowledgeable you should leverage that as much as possible.  As much as you are doing an amazing job of 
creating video content, one huge missed opportunity is a branding video.  You created this type of video for 
your YouTube channel but you didn’t create one for the home page of your website. 

We highly recommend that you create a 2-3 minute branding video where Jay explains his background, what 
he does and what makes him unique in the marketplace.  This would also be a great opportunity to mention 
the valuable resources they can get access to like The One Triple Zero Three and Guidance by Glazer.  Here you 
can get them to subscribe to your YouTube channel as well. 

Audio Levels 

Make sure you balance your videos in post-production.  The audio should be peaking at -12 dB.  If you are doing 
this work yourself, get someone to show you how to properly set your levels.  You don’t’ want to have people 
have to turn their volume way up to hear your content.  They will forget when playing music or other audio 
which will then play really loud getting the annoyed with you.  That is the last thing you want. 
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Video Distribution 
When it comes to video distribution, you and your team are doing an excellent job.  You have a clear and 
organized process for distributing your videos on Facebook, YouTube, LinkedIn and Instagram. 

The only thing we would recommend doing differently is don’t just put the same video everywhere.  You want 
to drive people to your website ultimately.  So the only tweaks we would make is when sharing the video on 
Facebook, LinkedIn and Instagram, this video should be a teaser version of the video that has the sole purpose 
of driving them to watch the full video, hosted on YouTube on a page on your website. 

If you are sharing the same video in its entirety, why does anyone have to go to your YouTube channel or more 
specifically your website? 

In addition to free social media posts, social media marketing on all of these platforms using video ads is 
another way of proactively marketing your brand to your audience as video advertisements on Facebook, 
Instagram and YouTube.  We understand that you are already boosting Facebook posts but Facebook 
advertising using Facebook’s Ad Manager is a much better way to do this because you have access to all of the 
functionality of Facebook where with boosts you do not. 

With regards to your video distribution process, you should add the following steps. 

• Optimize each video for SEO with the proper title, description and tags 
• Create an email blast to share your latest posts 

 

Facebook 
We understand that you have tried building your following on Facebook by running a campaign to get “Likes” 
but after 40 new followers at $1 per follower, you stopped.  The challenge is how do you build your followers 
organically.   

You have also tried boosting your Guidance By Glazer episodes for a weekly budget of $50.  Boosting is fairly 
limited in terms of targeting and functionality.  If you plan on doing more of this in the future, using Facebook’s 
Ad Manager is a much better way to go.   

Our only issue with paying to get eyeballs on Guidance By Glazer the way you are doing it is people on 
Facebook have an even shorter attention span than on YouTube.  If you are going to do this, you shouldn’t 
simply take the same video you are putting on YouTube and just sharing the same video on Facebook.  The idea 
here is you want to use each platform as a way to drive people to the source of the video which would be the 
video on YouTube.  This can be done by sending them directly to YouTube or even better to send them to the 
YouTube video on a page of your website. 

For example, you should share a 15 second teaser of the Guidance By Glazer video on Facebook, something 
very interesting or enticing.  And then say if you want to watch the entire episode, click the link to watch it on 
our website.  Then you have a landing page on your website with the video and below it have a button for them 
to subscribe.  You could either have a couple other episodes there or a hyperlink below the video that will take 
them to the Guidance By Glazer videos page on your website. 

The lack of engagement can only be one of a few things; the subject matter is not relevant to the person being 
targeted or the content isn’t catching their attention.  One thing we noticed with this video is it takes almost 40 
seconds before you actually explain what the video is about.  It is critical that in the first few seconds you must 
explain the problem, have a quick intro and then provide the solution.  I think simply changing the structure of 
your content could pay major dividends. 
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With the majority of your follower on Facebook being brokers and industry professionals, they know this stuff 
so maybe that is why the low engagement.  Remember as it relates to social sharing, be sure to make sure the 
messaging or content is relevant to the audience.  This seems more suited to a buyer but the majority of the 
people here aren’t buyers.  Be mindful of this when using like audiences as that won’t help in this instance. 

 

Instagram 
It is great that you are sharing shorter versions on Instagram.  Because this is a square format platform, make 
sure to repackage your content for this platform.  The easiest way to do this is to add graphics/text above and 
below the video. 

We suggest you make a separate 15 second clip when filming that you use to promote on Instagram to drive 
them to watch the full video on YouTube.   

 

LinkedIn Profile 
 
Everything looks pretty good.  We would just recommend using a nice headshot for your profile image instead 
of what you are using right now.  You are giving more branding for Merrill Lynch than yourself. 
 
Additionally you can add video to your LinkedIn profile.  Video can be added to the summary section as well as 
your work experience section.  For your summary section, this is a great place to put a 60-90 second video 
introduction explaining who you are, what you do and most importantly why you do what you do.   When it 
comes to your work experience section, here you might want to share your weekly video content and update it 
each time you update your content. 
 

Video Content Strategy 
Now, in this particular case we are giving recommendations based on existing content but moving forward 
what is the most appropriate content to be creating?  When it comes to content marketing with video it is critical 
that you are creating the content that people are looking for.  This can best be illustrated by using Google’s 
Keyword Planner Tool.  Refer to the section on Video SEO for more information. 
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Social Media Marketing 
The concept is simple.  Provide compelling, informative video content and show it to the people that value that 
information and they will watch and engage with you.   

You have great content you are producing.  The issue right now is getting it in front of the audience that will 
value it most. 

This could simply be an issue with targeting.  We aren’t aware of things you are doing to get potential home 
buyers or home sellers to follow you through your social media platforms.  I think you might want to consider 
doing some paid digital marketing beyond what you are doing now. 

Until you get a strong enough following, you need to pay to play.  This was discussed earlier.  You need to be 
using paid advertising on Facebook, Instagram and YouTube, where you are putting the most relevant content 
possible in front of the eyes of your ideal audience to drive traffic to your website.  Once you get them there, 
you need some sort of lead magnet to get them to leave their email address so you can then run a nurturing 
email campaign to warm the lead and get them to trust you to the point that they want to work with you. 

List Building 
The biggest challenge you have right now is building your list.  You are doing some great things already with 
the pop-up newsletter form and messaging app on the home page of your website.  Once you get them to join 
one, get them to join the others.  And with regards to that, don’t post the exact same content on each.  You want 
them to have a reason to join all of your points of engagement.  If you create a piece of video content,  you want 
to put it on YouTube.  You could of course also upload the exact same video onto your Facebook page but if you 
did that, why would they need to also subscribe to your YouTube channel.  What you could do as it relates to 
this is have the full episode on YouTube and you create a teaser version which is just a short piece and if they 
want to watch the entire episode they have to go to your YouTube Channel.  The idea here would be that once 
they go there, they are more likely to want to watch additional video content.  And the same thing goes for 
Instagram and LinkedIn. 

Now there is a danger with driving them directly to YouTube because there, they can be exposed to other 
related videos from other brokers or agencies.  You might want to mix it up a bit because on the one hand you 
want to get them to subscribe to your YouTube Channel which is best done on YouTube but on the other hand 
you want to control where they go and the best way to do that is by having them watch the videos on your 
website.  If you embed a YouTube video on your website they won’t be exposed to related videos and you keep 
them where you want them to spend more time, your website. 

There are a few ways you can do this.  One way that doesn’t even require video at all is creating some valuable 
downloadable assets that you offer to people in exchange for their name and email address.   
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Next Steps 
• Make corrections to YouTube Channel 
• Optimize all videos for search with better titles, descriptions and tags 
• Replace Video Thumbnails 
• Change process for sharing video content through social media 
• Experiment with shorter 1-minute long videos 
• Use heatmap to analyze website vistor behavior 
• Change framing on Guidance By Glazer videso 
• Reshoot Channel Welcome Video 
• Consider creating company branding video for home page 
• Look into lead magnets and ways to build your list 
• Invest in video ads on Facebook, Instagram and YouTube 

 

If you have questions about anything discussed in this assessment report, please give David Vogel a call at (914) 
920-2391. 


