
Embrace the Season

In our personal lives, autumn and winter bring along a host of new activities and events. Whether it’s heading to a 
Sunday tailgate or perusing the local holiday fair, people adjust their social lives to fit the season. So, when it 
comes to your business, take a cue from your offtime and adjust your marketing efforts to be seasonally 
appropriate. 

Training Guide:
Guide to Off-Season
Lead Generation

Dig Into Your Database

Sometimes all you need to build your business 
in the off-season is right in front of you. Now is 
the time to update and clean out your database 
of potential and past clients. Take time to 
identify any missing information in your 
contacts. A missing phone number or address is 
the perfect excuse to reach out, confirm the 
information and stay top-of-mind. Go through 
your mailing lists, social networks and client 
relationship management system contacts. 
While going through your list, flag any past or 
prospective clients that have markers that 
indicate that they may be prime for a late-year or 
early-2015 move.

 
Invest in a Big Business Refresh

Now is the time to take stock of your marketing assets and external facing marketing platforms, like 
your social media pages, IDX website and  Trulia Agent Profile. Update your headshot, add new 
details to your about me sections and refrsh your client testimonials.  

Debunk Slow Market Myths

Contrary to popular belief, the fall and winter 
months can be a wonderful time to buy or sell a 
home—it’s just that your potential clients may not 
know it! Build your pipeline by creating a marketing 
campaign that’s aimed at debunking slow market 
myths. Evaluated your local market and sold data 
and create your own mini report or leverage this 
guide about the surprising upsides of off-season 
home buying http://bit.ly/winterhomes.  Email 
prospective clients to help them get off the fence 
and get into the market!

Sharpen Your Skills

The slow season is a great time for agents to sharpen their skills. Take advantage of the free Trulia Training 
webinars at  http://trulia.com/pro/calendar or check out what your broker or local association has to offer. At 
the end of the day, dominating the downtime may be dependent on using the time to build your skills .

Marketing Ideas for the Fall + Winter:

• Co-Host a Toy or Food Drive — Work with a local organization to help organize a charity event. 

Host a hot chocolate social during the drive, sponsor a raffle for participants or send along 

personal thank you cards to those who donate following the event.  

• Create Your Own Holiday Promotions — Follow the example of those in the retail business and 

offer a can’t-miss holiday promotion. Offer free coupons for services like winter home prep or 

cleaning; work with a local moving company to offer free moving cost;, or talk to local venues to 

see if you can offer exclusive discounts to popular seasonal events. 

• Consider Consulting — When you’re not on the go, it’s a great time to offer free consulting 

services. Partner with local professionals like mortgage lenders or tax professionals and sponsor 

an evening event. You’ll show off yourexpertise and build your sphere of influence.  

• Double Down on Seasonal Content — Use the time spent inside to write content to help your 

potential clients winterize their homes and power a new content marketing campaign. 

When the colder months come calling, many real estate 
agents experience a decided slowdown. But this down-
time doesn’t need to signal year-end disaster for your 
business. A few smart, proactive strategies can help you 
find the buyers and sellers in your market who may be 
ready to make a move before the year is out. Plus, these 
must-dos will set you up for stellar success come 2015. 
It’s time to learn how you can dominate your market in 
the downtime— and all year long.  

Learn to Love Your “Es”

Successful agents often employ a year end approach for deteriming which marketing efforts paid off big and which 
need to be reevaluated come the new year. Here’s one to try: First, evaluate where your business and most 
successful referrals came from last year. Keep a running spreadsheet of closed and active deals and include a 
column for the business source. This will make determining your source of business simple. Next, take time to 
experiment. Use a percentage of your year end marketing budget to explore a new marketing channel. Keep a 
careful eye on the number of prospects and leads generated, but realize that conversion into a real world client 
may take some time. What you’re looking for is potential viable sources of home buyers and sellers that you can 
nurture into your next big sales. 

When something works, you’ll know that come 2015, you should escalate that effort and invest more of your 
marketing spend into your successful channels. And finally, now is the time to spend some time encountering 
people in your sphere of influence. Make time for some face time. Knock on doors, host a annual party and get 
ready to socialize and network!

 Lean into Your Listings Lead Generation

When the winter months come knocking, leverage tools and products that can help you generate leads more 
effectively. 

About Market Leader Tools from Trulia

Learn how you can win more clients this year and beyond with the innovative tools from Market Leader from 
Trulia! Receive a complimentary business consultation from a customer success representative and keep your 
business booming this summer and beyond. Call 1-888-820-4778!
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ago. NAR data shows that most second-time buyers 

sell their home following that timeframe.  

• Reach out to neighbors of your most succesful 

2014 sales with a mini case study. 

• Make more of your referral business. Identify 

past clients who can become a true advocate for your 

business. Focus on building an ongoing relationship 

with those quality contacts.  

• Know your niche. Going small can sometimes 

mean big business. Look for underserved micro 

markets in your area and develop a plan to target 

those potential clients. 
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Stats to Win Winter Listings:

• Inventory dips by up to 20% in some markets. 

Less inventory means less competition.  

• O�-season buyers mean serious business. Selling 

now means that buyers are in it to win it.

• Winter may mean higher sale prices. Some 

market research indicates that homes go for more as 

the weather cools down.  
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• Social Media — Social media sites offer a  free low-pressure way to open up a conversation with 

potential leads. Facebook, Twitter, and LinkedIn offer the most straightforward networking 

opportunities. Just remember: not every post you make needs to be a sales push. Offer market 

news, your professional insight, and pose open-ended questions  that encourage dialogue. 

• Paid Advertising — Referrals alone aren’t enough to sustain your business throughout the cold 

months. Consider investing in paid advertising products like Trulia Seller Ads, which generates 

quality leads as potential clients are looking for their home’s value and provides helpful insights.  

• Direct Mail — Even though most potential sellers are spending at least some time looking for 

information online, direct mail campaigns can still be an effective tool. Ensure that these 

campaigns represent a good use of your marketing budget by being targeted in your approach, 

offering a clear call-to-action, and demonstrating your value as a potential partner.


