


2

Copyright © Trulia, Inc. 2014

When it comes to real estate, we have entered what is often referred 
to as “the slow season,” but for smart agents there is never a down 
time. Take a cue from top agents and master the skill of generating 
buyers and sellers — whatever time of year it is!

In this Trulia Training Guide, we’ll walk you through smart marketing 
ideas, hidden sources of year-end clients, and how to set yourself up 
for off-season success!

The Truth About the Winter Real Estate Market
If you expect to build a booming winter business, you need to arm yourself with the knowledge to convince on-
the-fence buyers and sellers that now is a great time to make their move. 

If you aren’t telling potential clients about the winter real estate advantage—right  now—then you will have an 
off-season this winter.

Convincing Sellers that Now is the Time
Numbers Don’t Lie – Winter Isn’t so Bad
National Association of Realtors statistics tell us that fewer homes sell in winter than spring. Their studies show 
that in November, home sales slide about eight percent. In January, they slide even more—dropping by a 
whopping 27 percent. These numbers make sense: Fewer homes are on the market in the winter, so naturally, 
fewer homes sell.

The media often steps in and trumpets these statistics, adding their own take as to why. But that’s just part of 
the story.

What is the whole truth about winter real estate? Homes are more likely to sell in winter than at any other 
time of year. Not only that, they sell quicker and they sell for more money. These statistics hold, at various 
percentages, whether the home is in balmy San Diego, Calif., or snowy Washington D.C.
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In fact, according to a late 2013 study, the likelihood of selling a D.C. home within six months in the winter is 67 
percent, while it’s only 57 percent in summer and 60 percent in spring.

Less Competition From Other Sellers
Naturally, many homeowners buy into dated, and frankly false ideas that now is a bad time to sell, and in turn 
decide to hold out until spring. Worse yet are the homeowners who take their homes off the market as winter 
approaches, aiming to re-list in spring. Sadly, they may be missing a prime opportunity to finally get the home 
sold—and for top dollar. For homeowners who decide to list, there is far less competition and they are often 
able to snag top dollar for their homes. 

Buyers Are More Motivated During the Winter
What would motivate someone to buy real estate in the dead of winter, especially in areas with wicked weather? 
Job transfers are high on the list of reasons, so if you practice real estate in an area with large influxes of 
transferees, winter is an even better time to sell.

Whatever the reason, buyers who are looking to move while others settle in for the colder months will be 
motivated to get the deal done. And that can mean less concessions, more cash, and a better close for those 
snow-weathering sellers. 

Convincing Buyers that Now is the Time
Lower Competition for Dream Homes
In most places, the summer months are the hottest months of the year in real estate, because families with 
children prefer to move into their new homes before September.

House shopping during the off-season can mean
• Fewer competitors
• Fewer multiple offers scenarios
• Lower likelihood of being outbid

Sellers Are More Motivated During the Winter 
Though there are fewer sellers during the off-season, those who are active tend to be highly, highly motivated.

Sellers who are willing to clear the whole family out of the house when everyone else is having warm fuzzy 
holiday gatherings are motivated to get their homes sold—and ready to entertain your offer to make that 
happen.
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Even some banks and asset managers handling short sales and foreclosures may have above-average motivation 
to move properties off their books and get transactions closed before the year-end. Buyers shouldn’t expect to 
score a mansion for pennies, but they may get slightly more consideration, responsiveness and speed than in 
a distressed transaction at any other time of year.

There Are Can’t-Miss Properties that Won’t Wait
Off-seasons are when fewer new listings come on the market. That said, this is a great time to spot hidden gems 
that offer unique mixes of property fundamentals, amenities and location.

There are sellers who have stellar homes, but have been holding off on listing all year for some reason or 
other. They end up listing at just the time that works for their lives. Buyers run the risk of missing "the one" if
they put their house hunt on hiatus when other shoppers also take a break.

Keeping a Handle on the Cash
Many buyers may be amazed at how many buyers and sellers find their financial plans—and cash cushions—
derailed by taking themselves out of the house hunting mindset.

Overspending is easy to do. Buyers who pass a holiday season focused on Open
Houses and showings, versus how to find the bow big enough to stick atop a new car, will minimize the likelihood 
of having to press pause on their real estate plans while others recuperate from a hemorrhage of holiday funds.

Easily Identifying Major Money Pits
Buyers rely on inspections and disclosures to surface the hidden defects and property issues.  Off-season house 
hunters have the unique advantage of being able to see the roof, drainage systems, slopes and basements of 
a property performing under the precise weather conditions—rain,  snow, wind and sleet—that often cause 
unpleasant surprises to spring and summer home buyers.

Spread the Word to Your Prospects
Do your prospective clients know the winter real estate secret? The time to let them know is right now, and one 
of the best ways to do that is via your blog, social media networks or newsletter. Bust the winter real estate 
myth and bash the ill-conceived perceptions.

Use the above information, as well as local market statistics to craft a mini report or small marketing campaign. 
Winter doesn’t have to be the off-season, but it takes agents educating homeowners about the benefits of the 
season to make that happen.
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How to Dominate Off-Season Lead Generation
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 off-time and adjust your marketing efforts to be seasonally 
appropriate.

Marketing Ideas for the 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 your expertise and 
build your sphere of influence.  
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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.

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 externally facing marketing platforms, like your 
social media pages, IDX website and online profiles. Update your headshot, add new details to your about me 
sections and refresh your client testimonials.  Market Leader Pro is a great way to manage your business end-
to-end. 

Sharpen Your Skills
The slow season is a great time for agents to sharpen their skills. Take advantage of the free Market Leader 
Training Webinars at learn.marketleader.com 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.

Learn to Love Your “E’s”
Successful agents often employ a year-end approach for determining 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!
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Lean into Your Listings Lead Generation
When the winter months come knocking, leverage tools and products that can help you generate leads more 
effectively.

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 
Leads Direct, which drives exclusive leads directly to your Market Leader Pro site. 

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.
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Meeting the Hottest Buyers and 
Sellers this Winter
The best professionals know how to generate prospects year-round. Here are seven ways you can hone in on 
the hottest buyers no matter what season it is!

1. Hone in by Hosting an Educational Event
Your expertise is like gold to prospective buyers. Think about the ways you can share it with them.  Consider 
holding an educational event for prospective buyers in your area to share your knowledge of the buying process 
and give them helpful tips to navigate the process.  Try partnering with a local lender or home inspector to share 
the costs (and leads) to help get the most bang for your event buck.

2. Connect with Local Movers and Shakers
Regardless of the season, there are some people who must move.  Think about who those people are and build 
your network so you can connect with them quickly.

Some local professionals who are bound to be great lead sources are:
• Relocation professionals and companies
• Family lawyers
• Accountants
• Building contractors

These professionals are in touch every day with people who have buying or selling on their minds.  Establishing 
a good relationship with them can be an easy boost to ensure that you always have a few hot prospects in the 
pipeline.



9

Copyright © Trulia, Inc. 2014

3. Reconnect with Buyers from 2006
Research from the National Association of Realtors shows that this year’s typical seller will have lived in their 
home for about nine years. That means your clients or those that purchased in 2006 are on the cusp of needing 
an agent. Farm them right and you may find your new sellers before anyone else is looking for them.

4. Seek Out Referrals and Recommendations
Now is also a great time to reach out to your past clients and ask them if they know anyone who is thinking of 
moving or looking to buy.  You don’t know if you can have a recommendation or referral until you ask, so make 
sure you’re asking.  This is a good time to start improving your industry profiles and gathering client reviews and 
recommendations. 

5. Look for the Starter-Home Zone
The starter-home zones in your area are always great places to look. Last year’s winter cuddling usually means 
summer and fall babies which equate to late-season real estate needs. Marketing to these neighborhoods now 
can be a great way to connect with those whose families have grown and need a little more space.

6. Target Hot Areas with Mobile and Online Advertising
If you’re really committed to connecting with the hot leads, you need to explore your options when it comes to 
targeted advertising.  Why take the direct advertising route?

With targeted ads you can both strategically engage higher-quality leads and get real data to use in all of 
your marketing. Check out Market Leader’s Leads Direct or Housevalues.com.  But no matter which online 
solution you’re testing, here are a few things you need to make sure you’re getting:

• The right to target—Whether by neighborhood, zip code, or even words, the ads that mean
the most to your business are those that specify the type of client you are seeking.

• Easy-to-read reports—Monitoring your progress shouldn’t be brain science. Before you
make an ad buy, ask for a preview of the reporting to make sure the data you’ll get back from 
your campaigns are easy to read and use.

• Capture Phone Leads—Every ad you buy should come with ability to connect to a lead form.
And, that lead form needs to have a slot for phone numbers. Anything less isn’t worth your 
dollars.
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7. Look for Last Year’s Expired and Withdrawn Listings
Market changes and disappointment take a lot of sellers out of the game. Farming last year’s expired and 
withdrawn listings can be a great strategy for finding clients that are both motivated and in-touch with today’s 
market realities.

8. Rev Your Business with Rental Listing Reports
If you’re not watching your area's rental listings, you should be. Whether you’re searching listing websites 
or stalking the biggest management companies, knowing when lease cycles end is important. Marketing to 
both tenant and owner can pay off if timed right.

9. Investigate Investors
Avid investors never sleep—not even when the holiday season hits in late winter—so they can often be a hot 
source of year-end business. These potential clients depend on micro-market dynamic shifts in order to hit 
their goals, and, come end of the year, they may be looking to close some last-minute goals in order to make 
that happen. This is one of the very few eternally-urgent seller segments you can market to directly with ease.

If you’re in a market where many investors bought properties at the very bottom of the market, and you happen 
to be aware that a neighborhood is seeing high values even in this month’s cooler weather climates, marketing 
to these investors might be well worth the effort. Reach out to the non-occupant owners in the area with an 
executive briefing, market update or one-on-one investment planning session. Use the time to let them know 
about the upside of liquidating right now and offering some smart strategies for making their next real property 
investment move.

10. Knock on the Doors of Neighbors
For years homeowners were told that it was a terrible time to sell. Now that the market it back, it’s time to switch 
that mentality and get them to see that now may be a smart time to consider a move.

If you had a few particularly strong, or even above market sales this summer, you may want to take some time 
to market to their neighbors. They may be shocked at how much their home value has increased. If they’ve 
been considering a move, they may decide it’s the time to jump. Target the owners of homes neighboring 
recent strong sales with traditional mailings with clear calls-to-action, neighborhood seasonal marketing events, 
or by increasing your lead generation efforts in those areas with Market Leader Leads Direct.

Here’s a caveat: these days, the difference between successfully marketing to neighbors of strong recent sales
and just sending another market update is all in how well you close the loop. Paint a compelling picture for
your target seller’s end-to-end journey, from listing their current home to moving into the next one.
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Sellers in currently thriving markets are no longer fearful that they won’t be able to sell at a good price, but 
bidding war horror stories do have them concerned that they won’t be able to buy a better home than the one 
they already have. To combat this, include success stories of recent clients who took advantage of the seller’s 
market, but also are blissfully happy with the move-up property they secured. Or, promote you or your team’s 
reputation as a top-notch buyer’s broker with a track record of hot market success.
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4 Steps for Engaging Any Online Lead 
in the Off-Season
When it comes to the fall and winter seasons, you need to do everything you can to keep your business booming 
all the way through the end of the year. Do you have a strategy for convincing buyers and sellers that now is the 
time to make a move?

How you respond to and manage your online leads can be the difference between a closed deal and a missed 
opportunity, and that’s especially true during the off-season when buyers and sellers can be tough to come by. 
But knowing how to make a stellar impression and engage a lead can be a challenge.

With these four smart strategies and expert tactics, you can master the art of online lead response.

1. Respond as Quickly as Possible
When it comes to online leads, speed is the name of game. Consumers often view responsiveness as a proxy for 
the quality of the agent—meaning, that the faster you respond to their lead, the more like to the consumer is 
to think that you are a skilled and expert real estate agent. What’s more, agents that respond to a lead within 5
minutes are 100 times more likely to contact that lead than those who respond in an hour. And, agents who 
respond to a lead in mere minutes are twice as likely to see that lead transform into a client.

Those numbers are pretty compelling. When you receive an online lead, respond back in the same manner that 
the homeowner reached out as quickly as possible. If you are out with another client or away from the office, 
set up an auto-response letting the prospect know when they can expect a full response.
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2. Personalize Your Response
Whether you’re calling the lead or returning an email, nothing can turn off an online lead faster than a canned, 
generic response. Be prepared to show off your expertise and show prospective clients why you’re the top 
agent in your market. Remember, when it comes to selecting a real estate agent, consumers are looking for a 
trust-worthy, honest, responsive, and experienced professional to represent them.
When responding to a lead via telephone, be as prepared as you can be to answer any specific questions that 
the prospective client asked. But, remember, response time is the most important factor. If you’re not at the 
office and can’t pull the specific information, it’s still worth your time to call now.

Let the consumer know that you are calling them because they contacted you through or your Market Leader 
website. If they ask as specific question and know the answer, share that information with them. If you do 
not have the answer at that time, let them know that you are currently in the process of gathering all of their 
requested information and will call them—or if they prefer, e-mail them—all of the information shortly. You 
can also use this time to offer them a personalized marketing report.

3. Manufacture a Reason to Call You Back
If you don’t make contact with the lead on the first call, or if the lead does not provide a full, accurate phone 
number, reach out via email. Because e-mail is a more passive form of communication, it’s essential to establish 
a compelling reason for the lead to contact you back.

Work to create a reason for the consumer to call or email you in return. Offer to send the buyer or seller a free 
personalized listing report, but let them know that you need a more information about what they are looking for 
or that you just want to confirm what address they would like the report mailed to. Ask open-ended questions 
to inspire leads to email or call you back!

4. Nurture with Compelling Content
Some online leads will be prepared to select an agent as soon as you contact them, but others may be early 
on in the buying or selling process. For these, the goal is to get them opted in to your marketing automation or 
client relationship management system.

Once you get them in your system, you don’t want to bombard your leads with too much information, but you 
do want to nurture them with helpful, insightful content so that you are the first agent they think of when it 
comes to buying a home or listing a property. Add the lead to a targeted marketing campaign that takes into 
account the stage, demographic and needs of the prospective clients. Then, send them neighborhood data, 
listing alerts, and market information that will inform their buying or selling decisions.
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14 Winter Business Builders  to  do in 14 Minutes
This business can be intense. Between competing for listings, showing appointments and servicing existing 
transactions, some months seem like they leave absolutely no time for the additional business-building that 
you know you need to do for the winter.

Have no fear—having only a few minutes here or there doesn’t mean you can’t engage in some serious business-
building. To that end, here are fourteen tasks you can do to position your business for success come 2015, 
even if all you have is fourteen minutes:

1. Call two past clients. Check in, give them an update on something interesting happening in
their neighborhood, a new comp, etc. and ask for their referrals to service providers or friends 
who are buying or selling.

2. Post a new listing or very brief market update for your highest priority neighborhood on
Facebook.

3. Check how your current listings appear on your Market Leader Pro IDX website to triple-
check how buyers are seeing your listing results.

4. Email one recent client to request a testimonial you can use for your website and that they
can post to your Trulia Reviews and Ratings.

5. Call one seller you’re working with right now, just to check in on upcoming Open Houses,
viewing appointments and marketing or pricing initiatives. Let them know of any new comps 
or new recommendations you have for getting their home sold.
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6. Read one blog post or article on marketing.

7. Read one blog post or article on the real estate market.

8. Read one non-real estate related blog post or article on the front page of a major newspaper,
for conversational fodder with clients and to keep your business in context.

9. Check to see what listings in your target area have expired over the weekend and put a
reminder on your calendar to follow-up with the sellers.

10. Take one buyer you’re working with and search for homes in their target neighborhood
that went pending or sold over the last week’s time. Call your buyer to discuss the new comp 
and any suggestions you have for how they should factor that information into their approach.

11. Place a Facebook ad for one of your listings. Headline it with the most compelling descriptor
you can, and target it to people in your town or the home’s zip code. Set a $10 budget. Put a 
note in your calendar to follow up on it and see how it did in one week’s time.

12. Talk with your marketing manager or sales manager. Check in to see what market trends
they are hearing about and to remind them that you’d love to take any walk-in buyers or sellers 
who come to their attention.

13. Call one agent friend from another area and remind them of your readiness, willingness
and ability to take their referrals (and to send them yours).

14. Call one vendor you work with frequently (e.g., mortgage broker, home repair contractor,
etc.) and ask for referrals.
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Even More Winter Marketing Ideas
These marketing ideas can help you meet the hottest buyers and sellers in your market even when the weather 
cools down.

1. Less time socializing outside means more free time spent indoors at local watering holes.
Take a cue from the beer industry and create custom coasters and napkins. Most bars will be 
willing to work them into their inventory of supplies.

2. In many parts of the country, last year’s fall and winter were tough—especially on homeowners
who had to deal with some major winter wear and tear on their properties. Create an ebook, 
send around a checklist or put together a simple guide for how local homeowners can prep 
their homes for the fall and winter seasons. Include information about reputable, trusted 
vendors. If you can, ask the selected vendors to provide a discount code for those clients who 
come to them as a result of your guide or mailing. You can even provide a call to action, telling 
people to visit your website to enter to win a full winter of free snow blowing from one of 
those vendors (or whatever prizing you can secure). You’ll capture the information of all of the 
entrants and be able to market to them on an ongoing basis.

3. Look for a 1031 Exchange. The like-kind exchange is an often-overlooked niche business.
Offsite owners who have owned a property for over 20 years may need or want to sell in order 
to maximize their tax advantages. Given the fact that in a 1031 Exchange you must buy another 
property within 6 months, you might get a purchase and a sale out of a single client. Plus, 
they are so easy to find if you mine data and seek out a list of local owners that meet those 
specifications.

4. Expand your skill set so you can target more buyers. Spend some time brushing up on 203K
or rehabilitation loans. Homes that need to be rehabbed are not for the faint of heart and often 
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sit on the market longer. Become a 203K expert now and, come spring, you will be able to put 
lots of people who want more than they can have into homes. With your help, they can turn 
fixer-uppers into their dream homes.

5. Don’t neglect drop-by season. The fall and winter seasons are the perfect time to stop by
and drop off a quick seasonal gift to former clients or top prospects. Keep visits short—around 
15 minutes or less—and conversational. This visit is just to keep you top of mind and remind 
clients that, even in these months, it can be a great time to buy or sell a home!

Do you have the right tools in place to 
make the most of this Winter season?

Learn more about Market Leader Tools to help add some sizzle 
to your business now. Call 1- 800-976-2968.  




