
How Not to Fail at 
Print Marketing

Sell More 
Homes in 
Less Time

You don’t have to work 24/7—just make it look like you do 

Real estate software is the solution. The right software can 
make it appear like you’re working 24/7, enabling you to 
get more done by automating many of your important yet 
time-consuming tasks. Software can be your best friend—
especially if you’re a part-time agent—by getting work 
done, even when you aren’t in the office. This can create the 
appearance of working full time, even if you’re only working a 
couple of days a week.

Here’s how….

Your website should work 24/7

Even if you are not working 24/7, there is no reason why your 
website shouldn’t be. A personalized website is your online 
storefront that is always open, always serving your clients 
and potential clients. A great real estate website should be an 
asset in helping you both generate more leads and convert 
those leads into clients. The best part is that your website can 
do this all the time, regardless of whether you are working. 

Unfortunately, most agents don’t realize the potential a 
website has for developing business. According to NAR 2013 
Member Profile, while 64 percent of agents have some sort of 
website, most agents report that less than 10 percent of their 
business comes from their website. With the high number of 
today’s consumers going online for their real estate needs, 
this is particularly surprising. So make sure your website is 
supporting you in all the ways it should.

24/7

How Real Estate Software Can Help Increase Productivity

Real estate is a tough job, and working long 
hours tends to be the norm for top agents. But, 
according to the NAR 2013 Member Profile, 
approximately 40 percent of NAR members 
work less than 40 hours a week. Is working 
nonstop the only way to get ahead and sell 
more homes in real estate? Is there a way you 
can earn more without working more hours?
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An effective real estate website:

• Has an MLS/IDX feed with up-to-date listings to provide 
visitors with engaging content.

• Has an integrated contact management system (using 
CRM software) that keeps track of your leads’ contact 
information as well as all the listings your leads are viewing 
and all your communications with them.

• Automatically sends a customized welcome email to leads 
when they first make contact/register. According to NAR, 
94 percent of homebuyers rate responsiveness as very 
important.

• Automatically sends new listing alerts to your leads based 
on their unique search criteria. After all, the number one 
reason homebuyers are registering is access to listings, so 
give them what they want.

Buy online leads

Finding clients and leads is one of the most important and 
time-consuming tasks for real estate agents. Ninety percent 
of today’s consumers use the Internet in their home search, 
according to a joint Google and NAR study. Home buyers 
and sellers are on Google and Bing searching and browsing 
large consumer sites by Trulia, Market Leader, and other 
third-party sites such as Zillow and REALTOR.com. Buying 
leads and advertising online is a great way to get these active 
searchers who are looking to buy or sell their homes. Better 
yet, through paid lead sources, you can fill your pipeline with 
new opportunities each month without lifting a finger.

Too expensive? Think again. Typically, if you are buying 10 
leads a month, you only need to close about one transaction 
to get a good return on your investment. One commission is 
likely to, at least, pay for your leads for the year. That’s not even 
including any repeat or referral business you might get off  
that deal. 

Make email marketing work for you

Some of your new leads will be ready to transact right away. 
Unfortunately, most people at that stage are probably already 
working with another agent. So the time to capture leads is at 
the earliest opportunity in their buying cycle. The challenge 
then is to remain their top-of-mind agent until the time they 
are finally ready to transact. Keeping in continual touch with 
these people is where email marketing comes in. 

Email marketing, also known as drip marketing/email drip 
campaigns, means sending periodic emails to your leads 

in a specific, predetermined order. It’s a great way to keep 
your name in front of potential clients, and email-marketing 
software is a great way to save time doing it. Email campaigns 
work best when you are sending your leads relevant content 
to help them in their home-buying process and to position 
yourself as a reliable resource in their search. 

According to a recent study by Velocify, contacting leads by 
email increases your odds for conversion by an average of  
53 percent.

Keeping on top of multiple leads throughout the buying cycle 
is nearly impossible without the right tools. Using specialized 
software to automate your email marketing can turn it from a 
daunting task into a simple process. 

Effective email-marketing software:

• Requires only a few clicks to add your leads to drip 
campaigns and turn off drip campaigns when those leads 
respond to you.

• Automatically sends emails to your leads based on the drip 
campaign schedule.

• Has professionally written yet customizable templates 
enabling you to reflect your brand and style.

• Can be integrated with your contact management system, 
making it easy to track all your communications with your leads.

• Will save you time in your lead follow-up.

Keep all your leads in one place

Where do you manage and track all your leads? Chances are 
you have emails, voicemails, Post-it notes, business cards, 
and cocktail napkins full of important information about 
your leads. If your contact management system is tied to 
your website, all lead information gathered by your site 
will be added to your management system automatically. 
Market Leader makes this process particularly easy by taking 
the leads from your website along with those you buy from us 
or elsewhere and automatically enters them into your contact 
management system.

Want a great return on investment? Invest a few hours now 
adding every prospect and associated notes from your address 
book (and miscellaneous scraps of paper!) into one contact 
management system. This way, you’ll be able to stay on top 
of your best opportunities and find the information you need 
quickly and easily. Plus, adding these leads to drip campaigns 
will make staying in touch and getting their future business 
and referrals a snap.
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Go mobile

One of the great things about smartphones is they enable 
you to get work done from anywhere. Unless you like being 
tied to your desk, make sure the CRM software you choose 
for managing your leads has a mobile tie-in that allows you 
to access your contact management system from anywhere. 

There are some great apps available that make keeping up 
with leads and staying organized much easier. Here are a few 
that real estate agents will find useful for going mobile and 
saving time.

Auto SMS

This app, which is available in a free version and a 
$1.99 ad-free version, lets you provide great service 
to leads and clients by sending automated text 
messages while you’re showing a home, on the road, or  
otherwise unavailable.

Any.do

This free app is part to-do list and part task manager, and it 
syncs with the cloud so you can pick up where you left off on 
any device. 

RECalc

This $1.99 app serves as both a mortgage calculator and a 
traditional calculator. With just a few taps, you can calculate 
monthly payments, terms, loan amounts, and more. 

CamScanner

Turn your Smartphone into a portable document scanner 
with this handy app. Free and paid versions are available. 

PDF Expert

PDF Expert lets you view, edit, and make notes on PDFs from 
your mobile phone. Plus, your changes are compatible with 
Adobe Preview and Acrobat. 

Evernote

This handy, popular app lets you take notes on the go and 
access them anywhere there is an Internet connection.

Integrate

Each of these tools can save you time. But if your website 
doesn’t talk to your CRM software/contact management 
system and vice versa, you will end up with more work and a 
less-than-seamless experience for your clients. The process of 
learning and logging can be overwhelming if your programs 
don’t work together. Make sure the solutions you choose 
integrate well, or invest in an all-in-one solution that meets 
all of your needs.

Using technology can help agents get more 
done in less time, allowing agents to work part-
time with the efficiency and transactions of 
a full-time agent. Learn more about the ways 
advanced software can help you simplify your 
efforts while expanding your business.
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https://play.google.com/store/apps/details?id=com.tmnlab.autoresponder
http://www.any.do/
https://itunes.apple.com/us/app/recalc-real-estate-mortgage/id291821697?mt=8
https://www.camscanner.net/user/download
https://itunes.apple.com/us/app/pdf-expert-professional-pdf/id323133888?mt=8
https://itunes.apple.com/us/app/evernote/id281796108?mt=8

