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02 INTRODUCTION




Introduction - Meet Khai Rambo

I’'m a real estate professional turned aspiring Digital Marketer with a bold vision: to merge the
art of storytelling with the science of digital strategy. Known for my creative branding and
larger-than-life presence, | believes that digital marketing isn’t just about selling—it's about

connecting people with experiences that truly matter. My aspiration is to transform the way -~
businesses capture attention online, using data, creativity, and Al-powered insights to craft o
campaigns that spark curiosity, build trust, and drive action. Sy

° Founded and grew “Khai Rambo”, a personal real estate brand built on creativity, Al
integration, and storytelling.

° Engaged thousands through short-form video marketing (TikTok, Instagram, Facebook)
with a mix of humor, education, and hooks.

° Generated consistent qualified leads by blending telemarketing strategies with digital
touchpoints.

° Designed and delivered content campaigns that turned cold inquiries into warm, loyal
clients.

° Leveraged market insights to create relatable stories that simplify complex real estate trends
for everyday buyers.

° Developed a reputation for turning social media content into conversations, and
conversations into conversions.



Khai Rambo Consultancy .
Company Profile

Khai Rambo Consultancy is built on the belief that creativity and
technology can transform how real estate connects with people.
In a market crowded with competitors, Khai stands out by using
Digital Marketing powered by Artificial Intelligence to
understand audience behavior, predict trends, and deliver
content that resonates. By blending data-driven insights with
engaging storytelling, he manages his business
strategically—reaching the right buyers at the right time,
creating memorable experiences, and staying steps ahead in
Singapore’s competitive real estate landscape.

“‘Where Real Estate Meets Al — Smarter Marketing,
Stronger Connections.”

Khai Rambo
@ Singapore
d O =
= 2.8K ¥ 28.9K

350 S0

» 289 y 3%

© 2 months

Recent Videos
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Problem Statement

1

Why this is important to
the company

Khai Rambo operates in a highly
competitive real estate market where
brand visibility, trust, and lead
generation are critical. Without a strong
digital marketing strategy, the
company risks losing potential clients to
competitors who are more digitally
savvy and visible online. Building a
powerful online presence is essential to
attract, educate, and convert modern
property buyers and sellers.

2

How we can help to
improve the situation

We will leverage data-driven digital
marketing strategies across multiple
channels (SEO, social media, paid ads,
email marketing, and content
marketing) to strengthen Khai Rambo’s
brand positioning. By combining
Al-driven insights with personalized
campaigns, we can improve visibility,
engage potential clients effectively,
and create trust through consistent,
value-driven content.

3

What will we set out to
achieve

Our objective is to increase qualified
leads, enhance brand awareness, and
establish Khai Rambo as a trusted
digital-first real estate advisor.
Specifically, we aim to achieve:

30% growth in organic traffic within 12
months

25% increase in qualified lead
conversions through digital channels
Stronger brand recall and engagement
across TikTok, Facebook, and Instagram



—+ Business Goal +

To Achieve:

Brand Awareness: Strengthen Khai Rambo’s visibility in the Singapore real estate market and
position as a trusted agent.

Leads Generation: Acquire qualified property buyers and sellers through digital marketing
campaigns.

e 5,000+ engaged followers across TikTok, Instagram, and Facebook combined.
e 300 qualified leads per month from organic and Al-automated marketing funnels.

e 50 property transactions closed per year, with 80% originating from online presence.



— Market Analysis:

Ta I‘g et AUdience: (HDB Upgrader to Private Property)

Demographics

Name: Aisha

Age: 33

Gender: Female

Occupation: HR Manager in MOE
Income Level: $10,000/month combined
Location: Punggol, Singapore

Interests

® Family outings, online shopping

® café hopping, travel

Behaviors
® Family stability and children’s future come first

® Practical but willing to spend more for quality and
long-term benefit

Pain Points

® Current HDB feels cramped; looking for more
space and privacy

® Unsure how to finance a private property without
over-stretching loans

® Confused about market timing and whether to sell
first or buy first

Motivations

e A dream family home that offers safety, space,
and status

e Maintain work-life balance and financial security



— Market Analysis:

Ta I‘get AUdience: (Property Investor)

Demographics

Name: lvan

Age: 27

Gender: Male

Occupation: Senior Executive at Google

Income Level: 18,000/month

Location: Hundred Palms EC at Hougang, Singapore

Interests
e Golf, reading finance blogs
e fine dining, collecting watches

Behaviors

e Numbers-driven, ROI-focused

e Prefers working with professionals who show expertise
with data

Pain Points

e Unsure which property type offers best rental yield
and capital growth

e Wants to avoid pitfalls like high ABSD (Additional
Buyer’s Stamp Duty)

e Needs a property agent who understands
investment metrics, not just selling

Motivations

e Achieve financial freedom before 50

e Grow net worth through safe but profitable
investments



— Market Analysis:

Target Audience: i ss - retirees)

Demographics

Name: Remy & Rose

Age: 56 & 55

Gender: Male & Female

Occupation: Semi-retired and driving PHV and part time
tutor

Income Level: 3,000/month

Location: Executive Maisonette HDB at Tampines, SIngapore

Interests
e Gardening, cooking
e Volunteering, staying active

Behaviors
e Security and comfort over prestige
e Family and health are top priorities

Pain Points

e Current home is too big and hard to maintain

e Wants to free up cash from property for
retirement needs

e Worried about paperwork, HDB rules, and financial
arrangements

Motivations

e Sell large home, move to smaller apartment or
3-room HDB

e Live debt-free with more cash for travel and
hobbies



— Market Analysis:

Ta I‘g et AUdience: (Caring children of The Retirees)

Demographics

Name: Syed

Age: 37

Gender: Male

Occupation: Finance Manager in CPG Facilities Management
Income Level: 12,000/month

Location: 4 room HDB at Pasir Ris, SIngapore

Interests
® Family travel, café hopping

® Shopping for home decor, attending school events for kids

Behaviors

e Family-first mindset — willing to spend time and money to
ensure parents’ well-being

e Values security, comfort, and long-term planning

e Prefers working with a trustworthy, patient agent who can
handle sensitive family discussions

Pain Points

e Parents are living in a big, older home that’s difficult
to maintain

e Parents are emotionally attached to the property
and hesitant to sell

e Worried about parents’ safety, accessibility, and
ability to manage finances in retirement

e Unsure about the HDB/CPF rules for selling, buying,
or inheriting property

Motivations

e Help parents move to a smaller, more manageable
home near family

e Ensure parents are financially comfortable without
debt

e Reduce parents’ physical strain from maintaining a
large house
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Market Analysis:

Search Landscape

The search landscape can be explored using
tools like AnswerThePublic, Google Trends,
and others to understand user intent and

trends.

ANSWERTHEPUBLIC & GOOGLE TRENDS
SNAPSHOT REPORT - (PROPERTY MARKET
2025)

Objective:

To analyze public search interest, cost per click and rising
property-related keywords in Singapore, focusing on Pasir
Ris and East Region to identify marketing opportunities.




——Market Analysis:

Company, Competitors, &
External Trends

Analyze internal and external areas such as your brand, competitors and market trends to sharpen strategy and connect
better with your audience.

Company (+/-) Competitors and external trends and factors (+/-)

° + Strong personal branding with "Khai Rambo" identity (unique, ° + High demand for property content online, especially on
memorable, and relatable). TikTok, Instagram, and YouTube.
° + Trusted client service with proven track record (helping clients ° + Rising interest in HDB upgrades, ECs, and new launches,
sell/buy HDB without loan). especially among young families.
° + Growing digital presence on TikTok, Facebook, and other ° + Government cooling measures create education gaps —
platforms. opportunity for Khai to position as trusted advisor.
° - Limited ad budget compared to larger agencies. ° - Strong competition from established property agencies
with larger budgets and teams.
° - Brand still in early growth phase, needing stronger authority in
the market. ° - Digital ad costs (Meta, Google) increasing, requiring more
efficient targeting.
° - Reliance on organic traffic, not yet fully optimized with advanced
SEO/paid campaigns. ° - External economic uncertainty (interest rates, global

markets) influencing buyer confidence.




——Market Analysis:

SWOT Analysis

A SWOT analysis helps Khai Rambo identify strengths, weaknesses, opportunities, and threats for a overall business plan

Strengths Weaknesses
L] Strong Personal Brand Identity - “Khai Rambo” is a memorable and distinctive ® Inconsistent Posting Frequency - Social media activity sometimes
persona that blends confidence, entertainment, and professionalism—ideal for TikTok, fluctuates, affecting algorithm visibility and audience retention.
Inst , and Facebook audi ) - - .
SR, GINE PRt L el ® Limited Budget & Loan Constraints - Financial limitations could restrict
[ ] Expertise in Real Estate - Deep domain knowledge in HDB resale, EC launches, and reinvestment into advertising, staffing, or new tech adoption.
ivat rty i tment. Cl derstanding of t ion strategies, . . .
SIHER: Plrgps ) B Sl s BTG GRS, slieblisssbli aeheglios ® Manual Lead Nurturing - Current funnel relies heavily on manual follow-ups

appealing to both first-time buyers and upgraders. ) o
. . via DMs or calls rather than automated CRM flows (e.g., HubSpot or Mailchimp
([ ] Al-Powered Marketing Integration - Early adoption of Al tools for content creation, triggers).

analytics, and automation (e.g., ChatGPT, Al Engine plugin, SEO Al tools). Creates a
Threats

tech-savvy impression for younger audiences.
([ ] Rising Demand for Digital-First Agents - Singapore’s property buyers increasingly o High Competition Among Realtors - Intense market saturation from

prefer agents who are active online, transparent, and data-driven—exactly the positioning digital-savvy agents (e.g., Property Lim Brothers, Thomas Tong, Marcus Luah).
of Khai Rambo. Requires stronger differentiation.

® TikTok & Short-Form Video Boom - Leveraging relatable property content with () Platform Algorithm Changes - Dependence on social algorithms means
local humour, trends, and emotional storytelling can drive high organic reach. sudden reach decline or shadow bans can hurt brand visibility.

L] Al & Data Analytics Expansion - Use of predictive analytics, chatbots, and Y Cooling Measures - Changes in HDB/URA policies or CPF rules could
automated valuation tools to position Khai Rambo as a “tech-enabled realtor” dampen transaction volume and affect commissions.

i Market Uncertainty .=Adwsor.y 2l - W'_th VOI?t"e interest rates, buyers ?nd ® Rapid Tech Evolution - Continuous adaptation needed to new Al tools, SEO
sellers seek trusted advisors—Khai Rambo can position himself as the “property clarity rules, and privacy regulations (PDPA, cookies, etc.)
coach” ) 5 , etc.).

L Strategic Collaborations - Partnerships with mortgage brokers, interior designers, or
lifestyle influencers can widen the ecosystem and cross-sell opportunities.




——Market Analysis: Competitor

Stacked Homes !ﬁ*—f"

2. SEm

et Vi s g it e e

. . Vu-l A Better Price For Yiur Property When The = 0..00.
In a competitive market, brands w .
must analyze one another to ‘
assess their value proposition, A Singapore property media brand producing long-form market
digital capabilities, and analysis, guides, and listing reviews (website + YouTube). Good
positioning in relation to the for buyers wanting detailed, data-driven content.
target audience.
o e o = BER Apthoritative, research-led content — builds Less focus on short-form viral content
trust. (TikTok/Reels)
in-depth articles, price trend analysis, and comparison slower to capture younger audiences
pieces
Strong SEO and evergreen content More editorial than agent-led — weaker
captures high-intent search traffic (property guides, personql agent connection
neighbourhood deep dives) audience may view it as media, not a single trusted
agent
Polished multimedia output (longer videos, Lead conversion as an agency may be
articles) lower without direct listing calls-to-action
appeals to serious buyers and investors visitors may consume content but not become clients
immediately.



——Market Analysis: Competitor

Thomas Tong

In a competitive market, brands
must analyze one another to
assess their value proposition,
digital capabilities, and
positioning in relation to the

target audience.
"‘4‘:09’-‘;(\1‘/‘] WOAE hCUT VTWGMALS WEORCR IONME DG COMIGCY | SSHIDHE A VNG,

Lo

[£0Y)
=
[Bost Tell You]

An Individual realtor who creates listing tours and explainer
videos — often active on Reels/TikTok and Facebook.

QDpwperon SRX Q99co s [ @ e Video-first content (listing tours, May be lower on long-form educational
walkthroughs). content
strong visual engagement and showcasing of properties. limited SEO authority
7 prossnt i e
sraMelonk Good at local market commentary Visibility tied to platform algorithms (risk if
; y positions as knowledgeable and current reach drops)

inconsistent organic reach can hurt lead flow

Quick response / messaging via socials Less documented proof of strategy for
' converts social interest into chats and leads investor clients

perceived as transactional for listings



I ——
— Market AnaIySiSZ comPetitor A family/team brand (Lim Brothers) producing property tips, listings, and

community-focused content across socials.

Property Lim
Brothers .

Team/brand scale — multiple faces for May lack distinct personal storytelling for
@ i e - content and coverage each agent
can run multiple campaigns and handle many leads harder for any single agent to become a standout
personality
Localised/community outreach Risk of diluted messaging across team
strong in neighbourhood groups and FB communities members

inconsistent branding may confuse prospects

Consistent posting across channels Potentially limited thought leadership (less
builds steady visibility and familiarity long-form analysis)
Misskon e i -~ more transactional/content of the day than deep guides

An Agent/influencer who blends property investing tips with personal brand content — targets

MarkeJ[ AnalyS|S: competltor investors and wealth builders.

Marcus Luah

isory
Investor audience — higher Lifetime Value Might alienate mass-market HDB clients
clients. messaging skewed to investors
content appeals to investors, not just first-timers.

Thought leadership on investments Content complexity can be intimidating for
positions as an advisor rather than just a seller casual buyers

less accessible for first-time homebuyers

Cross-platform presence (YouTube, TikTok, IG). Heavy reliance on perceived expertise —

multiple touchpoints for discovery requires consistent proof
needs case studies and track record to maintain trust. I




— MarEe’[ Ana|ysisj Competitor An Independent agent/content creator with listing reviews, fixed-fee model

Tong Boon commentary and condo walkthroughs (YouTube/TikTok).
(Homeseller)
HEmesete _ T BT SRS TR AT TR R Niche positioning (fixed-fee / value Pricing angle can pigeonhole audience
| Yeo Tong Boon ces rosese proposition) may lose clients seeking premium service
"""‘I;:...""""""'“"‘“'m differentiates on pricing and transparency.
Strong video content and reviews Competition from other fixed-fee players
builds credibility via property demos statement of pricing alone isn’t always enough to convert.

3 Fusturet s Rics Medtu |

Appeals to cost-conscious sellers/buyers Requires heavy content production to
attracts users comparing agent models maintain momentum

About Tong Boon
resource intensive.

0 TR G

An Agent/creator known for outspoken commentary on industry practices (often

MarkEt Aﬂa|YSIS Competltor talks about commissions, agent models) and strong social media presence

Patrick Chee - i

Ham v s = o Q
Distinctive voice — stands out in crowded feed Polarising — may deter more conservative
% Qur#1 priorityis helping bold opinions drive engagement and shares prospects
S s not suitable for all audiences

headaches and frustrations,

Plus, we want to save you

e S Media attention and controversy can amplify Reputation risk if controversies escalate

3 reach. needs careful PR management

useful for rapid awareness spikes

Clear positioning (disruption/alternative Sometimes perceived as more talk than

models) process
attracts clients who value unconventional approaches must back claims with proven outcomes I



I ——
——Market Analysis: Competitor A High-performing agent with public profile, combines sales
track record with polished social content and thought leadership.

Gina Tng (ERA)

profile Strong track record and credibility High expectations — service must match

EXECUTIVE ESQ&:E’B&ES? DIRECTOR
trusted by higher-value sellers/buyers. image
any shortfall can be damaging

As an ERA Trusted Advisor and professional realtor, |
am keenly aware of the role that property ownership
plays in building & sense of personal belonging and
socurity - this insight is what alloas mo to be an
indispensable resource 10 all of my clients Whether you
are an aspifing owner-occupier, a discerning investor
locking for luerative properties, or a homeowner who i

Premium positioning may limit
mass-market leads.
less appeal to budget-sensitive sellers.

Polished personal brand and professional

oaking to put their property an the market, you'l find content.

@ trusted partner and negotiator in me, Look no R

further If it i 3 trusted property peofessional you need. earns trust quickly

Reach out today, and let's get started o realising your
real estate goals!

Harder to replicate on a small ad budget
needs consistent inbound funnel to sustain

Good media coverage / press mentions

2\55» W338~3 lﬁ“ increases authority and referrals.
——Market Analysis: Competitor A young realtor using authentic storytelling, day-in-life content

RIZQIN ADAM and relatable videos to attract first-time buyers
3. « = = z R

Authenticity resonates with Gen Z / younger Needs more proof of large transaction

%PmpNtx
s i o KicKion 1o millennials closings
elevation. builds trust through transparency and relatability some audiences require established track records
| also make videos and tell stories. . . . . . .
Cost-effective content creation (simple, viral May have limited reach among older buyers

platform choice can limit audience diversity

friendly)

high engagement with low production cost

Rizqin Adam @ -3¢ e PropNex Realty Pre Ltd
1 help families and individuals retire gracefully Hough PIOPErtY 3552 yanyang Technologicl e @A & mentorship vibe

progression. & | tell stories. & Urivarsky Sindapore
fosters long-term follower loyalty

Monetisation and scaling can be challenging
ranslating followers to high-value leads requires systems



EE—..

——Market Analysis: Competltor A Video-first realtor focusing on polished property videos,
N ICK TAN (Selhn walkthroughs and market pieces — leans on high production values
Singapore)

ZISELLI . . . . . .
W:‘:&‘ﬁ"& High production value — perceived premium Production cost can be high.
VA avAm Y Y e, o e W service less nimble for quick, frequent posts

professional videos attract quality leads.

Good storytelling and listing presentation May appear less approachable to budget
helps sell lifestyle alongside property clients

premium image can intimidate some sellers

Multi-channel distribution (YouTube + IG + FB) Reliant on consistent content pipeline
multiple discovery points interruptions in content flow reduce momentum.

——Market AnalysiS' Competitor An Agent producing educational market trend videos and practical tips

ADEE SALEH — active on TikTok / FB for lead gen.

e Educational content builds authority quickly Lower emphasis on personal storytelling or
useful for buyers/sellers seeking guidance lifestyle

may feel informational but not personable

Consistent short-form content production Competition from many educational creators
_ =7 S - helps sell lifestyle alongside property differentiation can be harder
Tends to attract informed, conversion-ready Needs stronger CTA & funnel to capture leads
leads education alone doesn’t always convert.

educational fans often become clients .



——Market Analysis: Competitor t

Agent specialising in listing tours and property videography — practical demos and

DAN HO

Excellent listing presentation and visuals Limited long-form thought leadership or
converts viewers into showing appointments |ife5tg|e

weaker at SEO-originated lead capture

-

e E Fast, digestible videos for social platforms May compete mainly on visuals rather than
Mg "',gf' i fits modern attention spans well service proposition
¢ ' visuals alone may not justify premium fees
Good at cross-posting for reach Requires steady supply of attractive listings
reels, shorts, and YT snippets content quality tied to available stock

—Market AnalysiS' Competitor Digital-native realtor active on TikTok/IG with consistent short-form content and

easy discovery links (Linktree)

+ -

JUSTIN CHONG

realtorjustinchong Justin Chong #/@{7

m Message g . .
ke B ey SRk Strong discoverability on short-form May lack deep SEO / long-term content
SG Reaitor | NUS RE # platforms assets
311 conmts cay - 9381 0749 easy first touch via viral clips lead acquisition can be stop-start
Quick conversational follow-ups via Risk of inconsistent quality with frequent
DMs/WhatsApp posts
good conversion speed for social leads variable content can dilute brand
Flexible content formats (tips, tours, Smaller team/support vs big operations
testimonials) scalability is limited

appeals to diverse audiences



——Market Analysis: Competitor Social media agent (short-form first) who uses personal storytelling and client

DI DI Z testimonials to build credibility

PropNex Millionaire

2024

e geo P Strong testimonial & social proof usage May be niche to certain customer profiles
Dldl 4 ; video testimonials convert trust quickly storytelling may not attract investor segment
Z Personal storytelling drives emotional Heavy reliance on client availability for
connection testimonials
66 clients feel personally represented cadence depends on closed deals
I don't want to be
seen as a realtor; Good at referral generation Limited scalability without systems
['want to be seen satisfied clients become advocate hands-on approach challenges growth

as a pariner.

Market AnaIySiS' Competitor Agent focused on community content and approachable advice —

FADI LY SEN I N family & HDB audience centric

-
bigfﬂendlwad“v MoREnAT R Suan

M . . . . q S
R Resonates well with family upgraders and May not attract premium, high-end listings
226 Following 2853 Followers 129K Likes HDB se"ers audience budget skew limits deal sizes
#agentbif #bigfriendfyfadily.For any property related matters call me @ . . X .
88383966 community-first messaging builds trust
1t Videos 11 Reposts 2 Liked Strong presence in local groups and Limited thought-leadership for investor
messaging channels clients

converts via FB groups and WhatsApp lists needs more data-driven content to broaden appeal

'y Approachable persona — lowers barriers to  Organic reach on FB is declining — needs ads

contact must invest to sustain visibility

good for first-time sellers

-
BAPAK nns.iiim

v

D 1693



——Market zna|y3|s: Competitor

RISDIAN
ISBINTARA

risdian.isbintara Risdise it

——Market Ana|y3|s Competltor

Asyraaf
Herohomes

thecontentrealtor Asys! - The Corunt Realtor

Emm

+

Niche language/community focus — strong trust

within segment
better engagement with targeted cultural audience.

Lower competition in niche language channels

easier to dominate search & socials for that audience

High referral rates within community
community recommendations convert well

+

Clear authority & credentials — trust
Official PropNex profile lists him in; major portals
(PropertyGuru/99.co) show active agent presence and listings,
reinforcing legitimacy and discoverability

Distinct personal branding & content engine
TikTok presence and accolades signalling social proof to HDB
upgraders. Team content on HeroHomes site and socials further
amplifies reach

HDB upgrader niche with testimonial assets
HeroHomes pages emphasise upgrading pathways and feature
client testimonials/case stories which lower perceived risk for
mass-market audiences

Agent (often Malay-language content) serving specific cultural or language
segments — niche community appeal

Audience size smaller vs mainstream English

channels.
limited scalability without multilingual approach

May be overlooked by mainstream

media/press
fewer PR opportunities

Needs bilingual lead capture to expand reach
must translate value proposition for broader market

Agent mixes short-form video (TikTok/IG Reels) with HDB-focused education and
client success stories, and promotes an approachable, community-oriented image

Brand dispersion across multiple labels

Uses “HeroHomes,” “thecontentrealtor,” and personal name; without
strong cross-linking/SEQ, prospects may encounter fragmented
profiles, reducing compounding search equity

Platform-algorithm dependency
Short-form social traction (TikTok/IG) can fluctuate; if cadence dips
or algorithms shift, lead flow may be volatile without deeper
evergreen assets.

Scaling credibility beyond HDB
Messaging leans HDB/upgrade. To win larger investor or luxury
segments, needs more visible long-form analysis, PR features, and
performance case studies that speak to that tier



——Market Analysis: Strategic takeaways for Khai Rambo

Marketing Strategy Target Details

Combine Khai Rambo’s tall, memorable persona + “Al + human” theme (KHAI = Al) to sit between
Unique Value Position entertainer (TikTok) and explainer (YouTube/SEO). Position as “relatable expert” who makes
complex property decisions simple.

e  Short-form: daily TikToks / Reels for reach (hooks + 15-45s tips).
Hybrid Content Mix e Long-form: weekly YouTube/long IGTV for credibility (deep dives, market explainers).

e SEO pillar pages (HDB guides) to capture high-intent search leads.

Use low-friction lead magnets (valuation tool, “HDB Upgrade Checklist”) — landing pages —

Lead Funnel WhatsApp + Email nurture flow. Convert viral reach into contactable leads.

e Against Stackeds/Copycats: focus on personality and conversions (not just analysis).

e Against fixed-fee or disruptor voices: emphasize outcomes and social proof (case studies,

Differentiate vs )
videos).

Competitors:

e Against niche language creators: keep bilingual assets for broader reach while maintaining
niche community ties.

Follower growth (TikTok/IG), organic search traffic (SEO), CPL from ads, lead—appointment

KPIs to track conversion rate, and % of leads closed.



——Market Analysis: ' Strategic Recommendations

Strategic Plan Plan Details

Consolidate Brand
Ecosystem

Automate Lead Funnel

Balance Persona &
Professionalism

Collaborate with
Influencers

Data-Driven Content
Calendar

Build a Team for Scale

Integrate all microsites under a single domain (e.g., khairambo.com) with SEO-optimised sub-pages for
each property type.

Use Mailchimp / HubSpot for nurturing sequences: “Lead — Engagement — Booking — Follow-up.”

Maintain “Rambo energy” on TikTok, but adopt a polished tone on LinkedIn & YouTube for
investor-class clients.

Co-create lifestyle or home-tour content with micro-influencers in design, parenting, and finance
niches.
Use Google Trends + GA4 insights to publish content around high-search keywords (“HDB 2025

grants”, “EC launch Tampines”).

Hire a virtual assistant or content editor to manage consistency and allow focus on deal closures.



j] Inconsistent Content Cadence

Currently, social media content is posted irregularly (3-4
times a month). Engagement fluctuates, and there’s no
structured posting plan to sustain audience interest

2 Limited SEO & Website Presence

Khai's brand relies heavily on social media platforms, but
there’s no optimized website or blog content ranking on
Google. Organic leads are minimal

3 Weak Lead Nurturing System

Enquiries from social ads or TikTok messages aren’t
always followed up systematically. There’s no structured
CRM or automation to track leads and conversations.

Future State

Structured Content Ecosystem
Implement a consistent content calendar (5x weekly
posts) across TikTok, Instagram, and Facebook focusing
on education, humor, storytelling, and property insights.
Use Al-assisted tools like ChatGPT + CapCut for faster
production

Strong Digital Footprint with SEO-Driven

Website
Launch a mobile-optimized website showcasing listings,
testimonials, blog content, and lead capture forms.
Implement keyword strategy (“HDB resale expert”, “Pasir
Ris property agent”) to improve Google ranking and
organic lead flow

Automated Lead Nurturing Funnel
Integrate WhatsApp Business + Email Automation
(Mailchimp) to segment and follow up with warm, cold,
and hot leads. Auto reminders for follow-up, property
updates, and valuation offers.




Brand Awareness but Not Brand

Authority
Khai's audience recognizes the name “KHAI RAMBO”
from TikTok but lacks a clear understanding of his
unique value proposition (Human + Al Property Advisor)

Low Conversion Rate from Social Media
Leads

Most engagement stays on-platform; few convert into
booked appointments.

6 Limited Ad Strategy

Occasional boosted posts without clear targeting or A/B
testing

Future State

Strong Personal Brand Authority
Reinforce brand identity through storytelling videos,
client success reels, and Al-powered insights. Position
“KHAI RAMBO” as The Real Estate Agent who blends
human expertise with Al intelligence.

Optimized Conversion Funnel

Introduce clear CTAs (“Book Free Consultation”, “Get
Your HDB Valuation™) on videos and bios. Use landing
pages for lead capture with follow-up workflows to push
appointments.

Data-Driven Paid Ads Strategy
Monthly Meta + TikTok ad campaigns targeting specific
personas (HDB upgraders, first-time buyers, EC buyers).
A/B test creatives and retarget viewers for higher ROI




7 Manual Content Planning

Ideas are created ad-hoc; no tracking of
best-performing content or formats.

Limited Community Engagement

Followers watch videos but do not actively engage or
form community ties

9 Minimal Collaboration with Other
Industry Players

Marketing efforts are mostly solo; limited collaborations
with mortgage brokers, interior designers, or other
agents

Future State

Al-Enhanced Content Optimization
Use Al tools (ChatGPT, Notion Al, Metricool) to plan,
track, and analyze high-performing posts to scale

successful content themes

Community-Building Approach
Launch “Khai Rambo Property Circle” via Telegram/FB
Group — offering market insights, live Q&As, and early
access to new listings. Build trust-based ecosystem
around the brand

Strategic Partnerships and Co-Marketing

Form partnerships with renovation experts, financial
planners, and other agents to co-create content, share
leads, and increase visibility through cross-marketing
efforts




03 DIGITAL MARKETING PLAN




Digital Marketing Plan

Build Awareness & Visibility n
° Run targeted Facebook & Instagram Ads highlighting property insights and 'Q)

REACH

listings >
Optimize SEO on website/blog for Singapore real estate keywords a M

TikTok content with hooks (market trends, fun “agent life” skits, property tips)m
° Collaborate with influencers & property forums to increase exposure

Drive Engagement & Interest
° Create interactive polls, Q&A, and stories on Instagram & TikTok
I N T E R A C T ° Publish educational content (market updates, financing tips, HDB insights)
) Run webinars or live streams about property buying/selling in Singapore
° Retarget visitors with display ads and remarketing campaigns

Generate Leads & Sales
Develop landing pages with strong CTAs (property valuation, consultation booking)

Offer free downloadable guides (e.g., “HDB Upgrading Roadmap”) in exchange for emails
Implement lead forms directly in Facebook & Google Ads
Automate follow-ups via email/SMS nurturing sequences

CONVERT

Build Loyalty & Advocacy
° Send personalized email newsletters with curated property opportunities

° Create client success story videos and testimonials for social proof
° Establish a WhatsApp/VIP community for hot property updates
° Offer referral incentives for past clients to bring new leads



Content Marketing:
Building the Khai e e
Rambo Real Estate Content Pillars Development  FESPETNS

Define 3—4 key content themes (e.g.,

B ra n d W | t h St ra teg Ic Market Insights, Home Seller Tips, Develop platform-specific strategies for

St t I I Property Investment Education, and TikTok, Instagram, Facebook, and
o ry ellin g Real Client Journeys). YouTube.
These pillars guide what content to Each focuses on storytelling —
Content marketing for Khai Rambo focuses on connecting with create and ensure consistency in educational reels, behind-the-scenes
home buyers, sellers, and investors through data-driven insights, message and value across all channels. listings, and success stories — blending
sieryling, snd suiEnie brandng entertainment with real estate expertise.
SEO & Blog
It integrates market and competitor analysis to guide content type, Content
tone, and distribution across social media, website, email peiyse Ogtimization
marketing, and digital ads—creating trust, engagement, and Create
conversion. long-form blogs i
B and educational Performance Tracking & Content
Our goal is to make Khai Rambo the go-to name for real &%, posts optimized Analytics
for Google Use tools like Google Analytics, Meta
estate knowledge, leveraging Al-powered insights, 9 gtics,
< g : _ _ search, - Insights, and SEMrush to measure
relatable content, and creative campaigns that build focusing on keywords like HDB Resale tips,  ongqagement, reach, and conversion.

property investment Singapore, and
Tampines developments.
Integrate AnswerThePublic and Google
Trends insights for trending topics

Refine content based on data-driven
performance—optimizing frequency,
visuals, and topics that resonate most with
your audience.

long-term community and brand authority.



—Social Media:

Social Media
Strategy for
Khai Rambo
Real Estate

Social media connects people, enables content
sharing, fosters engagement, drives brand
awareness, and supports marketing through

social platforms.

Khai Rambo blends real-estate expertise with
Al-powered storytelling to attract buyers, sellers, and
investors. Each platform has a specific job: TikTok for
discovery, Instagram for lifestyle proof, Facebook for
mmunity trust, LinkedIn for authority, Threads for
quidk takes, and YouTube for deep education—driving

quallfied leads to showflats and consultations

SimplyS Property Strategist

)
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Real Estate Broker. Call me @ +6588991000 for
non-obligatory discussion for all your real estates
needs.
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—Social Media Ads:
Dominate Every Scroll

with Khai Rambo

Social media ads on Facebook, Instagram,
TikTok and LinkedIn connect Khai Rambo’s real
estate brand with the right audiences — buyers,
sellers, and investors — through eye-catching

visuals and authentic storytelling.

Each platform highlights Khai’'s unique value:
Al-powered insights, human trust, and bold

personality.

From high-energy TikToks to trusted
LinkedIn stories — Khai Rambo builds

relationships before transactions

Khai Rambeo
A

riPregpNex
¥ Investment Suite

smartly —

0
How'l can Pﬁyou i
Purchase

71 PAEBSLC
GCAFGCULATO

Contactus - )

A

cu identify profitable
" Get insights on EC
mand, and resale potential — the way
professionals do.

While Others Chase Trends, Smart (team Mnrpril
Investors Follow Data

kharambo.com

O

(ﬁ Uke &) comment




—Social Media Ads:
Setup and
Implementation
WET))

Social media ads deliver results by
targeting specific audiences with
engaging content, while
performance and budget can be

optimized to maximize ROI.

Built for Singapore’s market, Khai Rambo

Your Next Chapter: Smaller

Haome, Bigger Retirement

combines data, design, and Al to deliver e e
showflat stories, neighborhood insights, and
step-by-step home-moving guidance—turning

scrollers into viewings, and viewings into keys




Google Search Ads:

Google Search Ads
for Real Estate Lead
Generation — Driving
Qualified Buyers to

HDB Upgrader Lead Campaign

[ ]
?
Khal RambOS Sell My HDB Fast U o[- HDB to Cond
H H e as raae rrom o Condo
Property Listings S H
e Sell my hdb fast singapore e Upgrade from hdb to condo
e How to sell hdb quickly e EC eligibility 2025
Social media ads deliver results by targeting specific | o Hqp agent near me e buy executive condo singapore
audiences with engaging content, while performance

and budget can be optimized to maximize ROI.

For Khai Rambo, this Google Search Ads campaign

Q

connects with Singaporean upgraders and sellers Il Images

through data-driven targeting and emotional s sponsorod

storytelling. The keywords reflect real search intent

— from homeowners seeking fast resale solutions to

ambitious families planning their next home upgrade. =W condas tat ik
About Knhal Rambo Testimonials = Awards Join Kha! Rar 0 Testimoniais = Awards Join Khal Rar

&, Call 88931000




Google Search Ads:

Setup and Implementation

Setting up Google Search Ads involves targeting user intent with strategically selected
keywords, structured ad groups, and compelling ad copies.

BYy combining Al insights (search trends, keyword performance) with Khai’'s human expertise and authentic

branding, this campaign ensures high-quality lead generation, maximised ROI, and consistent visibility across

high-intent property searches.

_ (4 _




ﬂ Singapore

LUXURY PENTHOUSE LIVING .

——Google Display Ads: l
Showcase Singapore’s -
Finest Homes -
Everywhere Your
Buyers Are

4 swowore Luxury Condos Smart Investment
STYLISH 3-BEDROOM CONDO LIVING https://penthouses.residenceshowflat.co

m

Google Display Ads expand Khai Rambo’s reach ' : |- Best Penthouses Visit Site >
and visibility by automatically placing visually “ di- | Singapore
engaging property ads across high-traffic websites.

Each ad targets potential homebuyers exploring

Exclusive Singapore 3 Bedrooms
https://threebedrooms.residenceshowfla

Singapore’s real estate, ensuring your listings —

from luxurious penthouses to efficient 1-bedroom  [E&eeli

units — appear where your audience already is. Best 3 Bedrooms Visit Site >

Singapore .
These ads drive traffic to your property websites Exclusive Singapore 4 Bedrooms
(Showflat portals), increase brand recall for Khai https://fourbedrooms.residenceshowflat
Rambo, and convert browsing intent into quality .com
leads.

Best 4 Bedrooms Visit Site >
Singapore



—Email l\/lelrketing:
[Khai Rambo

Property Insider:
Smart Moves, Big Wins]

Email marketing is effective for building
trust in property decisions, keeping
buyers and sellers informed, and guiding
them step-by-step with expert insights.

For Khai Rambo Business, personalized
property updates, buyer tips, and
investment opportunities will help nurture
leads and drive repeat engagement.

ant n parsenaized poperty consuta!

£ Smart Proparty Moves in Singapore ~
Tips & Listings Inside!

o A e 165 £ L o W St . SRR

LBcok My Free Cotauitaton |

Follow me for more tips & market spdates

06060

#1

Increase Customer Loyalty and Drive Repeat .
Audience
Purchases

Email Subject Title & Message

Subject: “Your Property Value Today — Find Out
Instantly”

Message: A personalized home value update with
insights on how much their property could be worth now,
plus a call-to-action for a free consultation with Khai
Rambo.>

Existing Customers and
Subscribers

Trigger Conditions

Trigger Condition:
Sent 7 days after

signup or inquiry

Subject: “3 Hot Property Deals in Tampines You Can'’t
Miss”
Message: Share curated listings and market insights in

Trigger Condition:
Sent when user clicks

freehold, resale vs new launch, HDB upgrading). Build
trust and position Khai Rambo as the go-to property
strategist.

#2 Tampines (or other focus areas), highlighting why these or engages with first
are profitable within 3 years. Include a CTA to book a email, or 14 days
private viewing with Khai Rambo. after inactivity
Subject: “Smart Buyers’ Guide: How to Profit in Trigger Condition:
Singapore’s Market Today” Sent 21 days after
Message: Educational content (e.g., leasehold vs .

#3 signup or

engagement with

previous campaigns

AUDIENCE

NEW LEADS FROM
CAMPAIGN ADS




Search Engine Optimization (SEO):

[SEO Roadmap for
Khai Rambo: Driving
Real Estate Leads &
Authority Online]

SEO enhances visibility by improving your
website’s ranking on search engines when
people search for relevant keywords. A
well-executed strategy drives more qualified
traffic, increases brand authority, and
generates consistent leads.

This SEO plan is designed specifically to
strengthen Khai Rambo’s real estate
brand by improving discoverability,
capturing intent-driven traffic, and

onverting prospects into clients.

Component

Off-Page

Technical

Optimisation Action

Keyword research & mapping to targeted
landing pages

Optimise meta titles, descriptions,
headers (H1-H3), and image alt tags

Create SEO-friendly, keyword-rich
content for property listings & blogs

Build high-quality backlinks through guest
posts & real estate directories

Social sharing and content amplification
(LinkedIn, TikTok, Facebook)

Local SEO citations (Google Business
Profile, Property portals)

Improve website speed, Core Web Vitals
& mobile responsiveness

Fix broken links, canonical issues &
implement XML sitemap

Structured data (Schema markup for real
estate listings)

Expected Impact

Higher keyword rankings for niche
real estate terms

Improved click-through rate (CTR)
from search results

Increased organic traffic and
engagement

Increased domain authority &
trust signals

Higher local visibility and map
pack rankings

Stronger referral traffic and brand
credibility

Faster, mobile-friendly user
experience — lower bounce rates

Better crawlability & indexation by
search engines

Enhanced SERP features (rich
snippets, property details)




—Website Enhancement:

Refining Experience for
Better Performance

Website enhancement is key to improving —
y Links Tree

user experience and performance,

incorporating design, structure, and other O
elements that boost SEO and drive

A ERE 0
Sca NOW + 65 8599 1000

conversions.




Media Plan Projections

Budget $3500 to Target 5000+ followers: 635 x 8 months = 5080 followers

Impressions/ Engagement Enaadements Follower New
Views Rate 999 Rates Followers

Meta Ads $850 70833 1% $2 2833 2%
Tiktok Ads YL 231250 1233 $1.50 60% 400 5% 11563
3

Budget CTR  Clicks CPC Landing %  Visits

[
Google . i
Display Ads $300 150000 0.5% $0.50 50%
Total $3500 455417 2425 | $189

635

14396




MEASUREMENT AND

U4 OPTIMIZATIONS




Business Goal

* 5,000+ engaged followers across TikTok, Instagram, and
Facebook combined in 8 months

% 300 qualified leads per month

KPI

*  Reach & Impressions - +20% Reach Growth/month
*  Number of Leads - 300 leads/month

Metrics
% Social Media Reach (Facebook, Instagram, TikTok)
* Website Traffic (sessions, new vs. returning visitors)
% Click-Through Rate (CTR) on Ads & Landing Pages
* Number of Leads Captured (via forms, WhatsApp, Messenger)

Measurement Plan

Tracking Tools

% Google Analytics 4 (GA4) — Website
traffic, conversions

% Meta Business Suite (Facebook &
Instagram Ads Manager) — Reach,
impressions, CPL, CTR

% TikTok Ads Manager — Video
engagement, ad performance, CPL

% Google Tag Manager (GTM) — Event
tracking (form submissions, WhatsApp
clicks, calls)

Reporting Frequency

Weekly reports — for campaign performance
(awareness + leads)

Monthly reports — for strategic review




——(Google Analyhcs 4.

Tracking Performance
for Optimization

Set Conversion in GA4
Go to Admin > Events > Create, set conditions, save, mark as a Key
Event, and view conversion rate under Session Key Event Rate

Connect GA4 and Google Ads
Link Google Ads to GA4 via Admin > Google Ads Links, enable auto-
tagging, import conversions, and view reports under Google Ads

Implement Campaign URL (UTM)
View performance under Acquisition > replace Default Channel Grouping with Session Source/Medium

e https://www.khairambo.com?utm_source=newsletter&utm_medium=email&utm_campaign=hdb_ad
e https://www.khairambo.com?utm_source=tiktok&utm_medium=cpc&utm_campaign=hdb_ad

e https://www.khairambo.com?utm_source=meta&utm_medium=cpc&utm_campaign=hdb_ad

e https://www.khairambo.com?utm_source=youtube&utm_medium=social&utm_campaign=hdb_ad



A/B Test:

Hook vs. Value - Which Drives More Leads for Khai Rambo?

A/B testing compares two versions of a webpage, ad, or email to see which performs
better by splitting audiences and analyzing engagement or conversion results.

‘Dream Home Agai
iIF'Khai Rambo Toda:

- -

0%
BANK LOAN
OPTION iy

wdthai Rambo
: Share
a thes market, your dream home isn't out
afteach — it's about the right strategy
U HAAEO COM
13 Promoted Music Get Your Free Property Assessment Repo... Download
Thinking of upgrading your HOB of
Contactus )

] Comment Share

Version A

Version B

Testing Approach:

Split the ad campaign audiences 50/50 across Facebook and
TikTok to compare the impact of emotional hook-based
messaging versus value/benefit-driven messaging.

Both versions use the same targeting, budget, and
call-to-action (“Book a Free Consultation™)

Testing Variables:

° Ad Copy Style (Hook-driven vs. Value-driven)
e  Visual Tone (Energetic vs. Professional)
CTA Placement (Top vs. Bottom of caption)

Key Metrics:
e Click-Through Rate (CTR)
e Cost-Per-Lead (CPL)
e Conversion Rate (Form Submission)



Thank You!

@khairambo f Khai Rambo Real Estate

(J~ khairambo » Khai Rambo Real Estate

@ 8899 1000 @ www.khairambo.com



