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Zillow / Trulia Online Leads
At a Glance

Market: Santa Rosa, CA 
Average sales price: $650,000

Annual GCI from Zillow/Trulia

Monthly Investment

Leads 
per Month

Closings 
per Year

Years in 
Coaching

Appointments
per Month

$475,000

$4,500

40-50

28-32 1.5

26-30

http://www.tomferry.com/?utm_source=download&utm_medium=internal&utm_campaign=tomferry&utm_content=zillowleads-casestudy-download


REAL ESTATE’S #1 COACHING & TRAINING COMPANY |  888.866.3377 |  TOMFERRY.COM

Zillow / Trulia
Online Leads

The Lessons Learned

What are the 3 tips you’d give to someone starting out on this lead source?

I gave up after the first couple of times following up thinking all the leads were bad, 
essentially wasting leads. We allowed the few bad leads to hurt our mindset when we 
found good leads. Bottom line is, there are no bad leads! We just find those who want to do 
something sooner versus later.

I was unwilling to bet on myself or work to refine my craft. Somehow I did. It takes time but 
remember- anyone can sell their friends or family a house. If you get someone on the other 
line whom you’ve never met to believe you’re the cat’s pajamas you are a frigging Jedi baby!

I didn’t put in the time to build a platform to get my voice out. I didn’t ask for reviews or 
client testimonial videos. Once you invest in your messaging and content, it’s amazing how 
far that content can go to help you build relationships. Nobody wants to hear me talk about 
myself, but they’ll gladly listen to other people talk about me. It’s human nature; don’t fight it, 
use it.

Build your reviews and set expectations with all clients. Let them know that you will knock it 
out of the park for them and will then ask for that 5 star review. Set that expectation up front.
 
Refine your value proposition. Know what unique value you bring to a call and deliver it!

Constantly talk to yourself in private to refine your vocalization, your speech and your 
verbiage. You can say the right thing the wrong way and miss out on a deal. Use positive, 
strong, advisory language instead of pushy sales tactics. It’s a fine line in letting them know 
you’re a real person and making sure they understand that you’re a true professional. 

1.

1.

2.

2.

3.

3.

What were the 3 biggest stumbling blocks / mistakes you made along the way?
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Zillow / Trulia
Online Leads
The Backstory

Why did you decide to add this lead source?
				  
It was a source that could be duplicated, refined, and ramped up as I improved my scripting, 
confidence and ability to convert.		
				  
How long have you been working this lead source?
				  
15 months.	 		
				  
How long did you think it would take to get positive ROI?

First time on Zillow, I gave it 3 months and failed. Last year I gave it longer, invested more and 
realized the problem wasn’t the lead; the problem was me.	
				  
Do you run this campaign by yourself?
				  
No. We use Zillow Assist and I have an internal sales associate (ISA) to handle the incoming 
leads.
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Zillow / Trulia
Online Leads

The Process

How many reviews do you have?
	
53

What is the average rating of your reviews?
	
4.9

How many zip codes do you invest in?
	
3

Do you use Zillow Assist?

Yes. 

Do you have a video on your profile page?
	
Yes. 
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Zillow / Trulia
Online Leads

The Process

Once the lead is generated - what is your process for initial contact?

1. For the speed to lead, we currently have Zillow Assist do a live transfer to our internal sales 	      	
    associate. We then do our calls and emails out to them and update the assist team with our 	  	
    progress.
    
    What I’ve found is that if Zillow Assist can’t get them on the phone in the first hour or so,  	      	
    their success rate drops dramatically, so we take over from there. When leads see the local  	   	
    number and the emails from a local agent, that comes across to them as just wanting to  	  	
    answer the questions they had about the property.

2. For every contact, we follow up with premade BombBomb emails that let them know we’re not

What is your process for pre-qualifying your leads?
	
LPMAMA Script (Location, Price, Mortgage, Agent, Motivation, Appointment) we learned from Bill 
Pipes at Sales Edge all the way. The ISA gets the most info possible so by the time I’m on the 
phone, we get a very clear picture of their MOTIVATION.

What’s your follow up process?
					   
Weekly phone calls/emails, whatever it takes to the get the 1st meeting. Even going to their 
house and door knocking saying that you were in the neighborhood and thought you’d drop by. 
We’ve tried it all and continue to do whatever it takes.

What do you do with leads you don’t convert?

We put them in our long term lead follow up where anyone can follow up and convert and get a 
better split. If we feel we aren’t the right fit, we refer them out right away, and don’t waste time.

a call center; we’re here to help. Once we get them on the phone, we mirror them, build 
rapport, ask qualifying questions, and get the appointment set.
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T h i s  c a s e  s t u d y  i s  t h e  o p i n i o n  o f  t h e  f e a t u r e d  r e a l  e s t a t e  p r o f e s s i o n a l .  T h e  u n d e r l y i n g  c l a i m s  h a v e  n o t  b e e n  e v a l u a t e d  b y  T o m  F e r r y  –  Y o u r  C o a c h  “ T F Y C " .  A n y  t e s t i m o n i a l s  
a r e  t h e  o p i n i o n  o f  t h e  f e a t u r e d  r e a l  e s t a t e  p r o f e s s i o n a l  a n d  n o t  o f  T F Y C .  T h i s  c a s e  s t u d y  i s  n o t  t o  b e  u n d e r s t o o d  a s  a n  e n d o r s e m e n t  b y  T F Y C .   T h e s e  r e s u l t s  m a y  o r  m a y  n o t  
b e  t h e  a v e r a g e  o r  t y p i c a l  r e s u l t s .  P l e a s e  b e  a d v i s e d  t h a t  r e s u l t s  m a y  v a r y .  T o m  F e r r y  a n d /  o r  T F Y C  m a y  h a v e  a  f i n a n c i a l  i n t e r e s t  i n ,  o r  m a y  b e  s p o n s o r e d  b y ,  a  c o m p a n y  
m e n t i o n e d .   R e l i a n c e  o n  t h i s  c a s e  s t u d y  i s  a t  y o u r  o w n  r i s k .  T F Y C  a n d  i t s  o w n e r s ,  a f f i l i a t e s ,  o f f i c e r s ,  a g e n t s ,  a n d  e m p l o y e e s  w i l l  n o t  b e  l i a b l e  f o r  a n y  d a m a g e s ,  l o s s e s  o r  
c a u s e s  o f  a c t i o n  o f  a n y  n a t u r e  a r i s i n g  f r o m  a n y  r e l i a n c e  u p o n  t h i s  c a s e  s t u d y .
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Want More Free Resources?
Click Below!
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Agent Tools

Training Videos
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