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Disclaimer 
 
 

We are not affiliated, associated, authorized, endorsed by, or 
in any way officially connected with Zillow, Inc. 

 
Before You Start! 

 
The first thing you need to do is check to see if your area is sold 
out on Zillow. If it is sold out put your name on the wait list. It’s 

free to be on the wait list. 
 

You can find out if Zillow is sold out in your area by going to 
 

www.RossHair.com/Zillow  
 

 
 
  



1. About Zillow 
 
Zillow is one of the big 3 real estate search companies. In the 
simplest terms it is a consumer facing real estate search engine 
that seeks to aggregate all the listings in the nation and list 
them on a single real estate database. You can think of it as a 
national MLS. 
 
Zillow markets directly to consumers looking to buy or sell a 
home. It uses their listing database to attract visitors to the main 
Zillow website at www.Zillow.com. 
 
It then uses this traffic to sell advertising products and services 
to real estate professionals. 
 
So if you think about it a little differently: 
 

ü Step 1 for Zillow was to find a way to aggregate millions 
of listings into a single listing platform. Check! 

ü Step 2 was to attract visitors to their website. Check! 
ü Step 3 was to attract advertisers aka real estate 

professionals to their website. Check! 
ü Step 4 is to expand their product and service offering to 

real estate professionals. Check! 
 

Not bad for an 8 year old company. 
 
Now I’ll roll out some stats for you to show you why Zillow is here 
to stay and why you had better either get on the bandwagon 
or find a different niche to market your real estate business. 
 
Take a look at Zillow’s stats for January 2014. 



Updates available at www.REMCamp.com 
Disclaimer – Not associated with Zilllow. Zillow is a trademark of Zillow Inc. 

 
 

5 

 
 

 
 
Understand This 
 
Here’s the key thing to understand about Zillow. 
 



The number one online activity performed by homebuyers and 
sellers is to search for a home. And the number one website 
they use to search for a home is Zillow.com.  
 
Zillow is basically a real estate search engine. Visitors come to 
the site to search for homes. That makes Zillow the most 
important website to the real estate professional industry as 
Zillow has found a way to attract a high percentage of your 
buyers and sellers. 
 
It’s a game changer and you need to learn the rules. Or you 
can just get mad about it and leave that business to other 
agents. 
 
So here’s my heartfelt advice - you need to learn how Zillow 
works so you can leverage their features, get their visitors and 
convert their visitors into new clients. 
 
Why Zillow 
 
Zillow works for real estate pros for 2 simple reasons: 
 

ü Zillow has traffic 
ü Zillow has highly targeted traffic 

 
Just read the stats above and you can see that Zillow just came 
into the market and is now eating the traditional real estate 
search market’s lunch.  It exploited the huge inefficiencies 
created by having thousands of local MLS’s and pitched itself 
straight to the consumer as the best way to search online for 
real estate.  
 
Zillow is not the devil. You need to make a decision right now to 
get over it and open your checkbook. Either embrace the 
opportunity or get out of the real estate search portion of the 
market. 
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Stop Crying That “Zillow Stole My Listings and is Selling My 
Clients Back to Me” 
 
This is the first myth that you need to get over.  
 
Zillow didn’t steal your listings - you gave them to Zillow. If you 
don’t want Zillow to have your listings then file a request with 
your Broker and your MLS and stop the syndication of your 
data. 
 
And if you don’t want Zillow to sell adverting space to other 
agents around your listings then buy out that advertising space.  
 
Zillow does all the hard work of getting buyers to view your 
listings so let them get a cut of the revenue – they earned it.  
 
You should send them a thank you letter every time they 
generate a new lead for one of your listings – even if that lead 
goes to a different buyer’s agent. 
 
Stop Crying that “Zillow’s Data is Inaccurate” 
 
Who cares if their data is sometimes inaccurate? The purpose 
of Zillow, from an agent’s perspective, is to generate a new 
lead. When a new lead contacts you via Zillow you should be 
ecstatic that you just got a new lead.  
 
It doesn’t matter if they contacted you about a home that sold 
2 years ago for $30,000 less than the price listed on Zillow. It’s still 
a red-hot lead. Use your negotiating and closing skills to let that 
lead know that there is a problem with that listing data but that 
you can help them get the right data and view the right 
homes.  
 
It should be child’s play to turn a hot lead like that into a new 
client. 



 
Lack of data integrity is a Zillow problem not a “you” problem. 
It’s their problem because it has an impact on how the buyer / 
seller / agent / investors view Zillow. You’re the person who gets 
to fix that problem (in the eyes of the lead) and you get to 
make a nice commission check.  
 
So What Should You Do? 
 
You need to create a personal script for handling leads that 
come to you on bad listing data. Turn it into an opportunity. 
 
How about “I just pulled up the latest and most detailed 
information about this listing from the MLS. It appears that this 
listing is no longer on the market.  
 
However, I just ran a comparative search and I found 12 other 
similar listings. Where would you like me to email the most 
accurate and up-to-date listings?” 
 
Search is the Sharp End of the Funnel 
 
Zillow is a niche interest website that caters primarily to people 
who want to search for real estate. When visitors search for real 
estate on Zillow they are viewed as highly valued visitors who 
may be serious about buying or selling a home. This is highly 
targeted traffic that has an increased likelihood of converting 
into real closed business. 
 
That’s about as good as it gets when it comes to lead 
generation. 
 
Zillow is at the sharp end of the online lead generation funnel.  
 
Can You “Live” Off Zillow (for free) 
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The deeper I dig into Zillow the more the question pops into my 
head that you could “live” off (or on) Zillow for free. Basically I 
think you could patrol the virtual corridors of Zillow and earn a 
living using their free marketing tools. 
 
As opposed to buying ads! 
 
That doesn’t mean that I’m saying don’t buy ads and only use 
the free stuff. I’m a huge fan of ads as they’re a short cut to 
success (if used properly). 
 
But if you can’t afford ads or ads are not available in your area, 
you can leverage the free tools to get started and to close 
business from Zillow.  
 
You can then use the revenue from your free marketing to 
ramp up your business and buy more qualified leads through 
paid ads. 
 
  



2. Zillow for Free 
 
Zillow offers a number of free tools to Realtors. The tools are 
designed to draw you into the Zillowverse so Zillow can earn 
your business, but they’re free, they work and you should use 
them. 
 
The main free tools are: 
 

1. Agent Hub 
a. Agent Profile 
b. Find a Pro 
c. Add a Video 
d. Agent Reviews 
e. Past Sales 
f. Recent Sales 
g. Active Listings 
h. Top 10 Affiliates 

2. Call Forwarding 
3. Zillow Questions 
4. Make Me Move 
5. Local Info and Market Reports 
6. Zillow Digs 
7. Mobile 
8. CRM and Tech Connect 
9. Saved Searches and Notifications 
10. Facebook App  
11. Blog Widgets 
12. Co-Branding with Zillow 
13. Syndicate Listings with Postlets 
14. Mortgage Tools 
15. Free Local Photos 
16. Zillow Data API 
17. Foreclosure Center 
18. Lender Co-Marketing 
19. Claim Your Listing 
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But before you go one step further I want you to login to your 
Zillow dashboard or click here and open a free account on 
Zillow. Even if you never advertise on Zillow you must set up a 
free account and fill out your profile. 
 
 
 
 
 
 
 
 
 
  



2.1 Agent Hub 
 
Zillow made significant updates to their Agent Hub in 2013.  It’s 
free and as the name suggests it’s a dashboard for agents to 
manage their Zillow account. 
 

 
 
I won’t go into any detail about the Agent Hub. You need to 
poke around and explore all the features.  
 
All I want you to know is that when you open a free account on 
Zillow you automatically get an Agent Hub and access to all 
the free Zillow tools. 
 
But more importantly Zillow now knows who you are and can 
link your MLS listings to your profile.  
 
This means that even if you don’t advertise on Zillow, your 
profile will still show up in all search results for your area and 
your profile will be displayed next to your listings.  
 
Take a look at the screen shot below. The agent ads are 
displayed on the top right of the search results page.  
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That’s free advertising on the most popular real estate site in 
the nation. 
 
In this case the agent that appears at the top of the list is 
Patrick Dolan and the designation next to his name is “Listing 
Agent”. Patrick isn’t a Zillow advertiser but he does have a free 
Zillow account. Zillow recognizes Patrick as a Zillow member, 
recognizes that he is the Listing Agent and has connected 
Patrick’s profile to his listing. 
 
In monetary terms it means that a buyer may find one of your 
listings on Zillow and then contact you directly without 
contacting a buyer’s agent. 
 
In Patrick Dolan’s case, this is a $439,500 listing and may be 
worth as much as $13,000 in additional buy side commission. 
 
So What Should I Do 
 
You need to stop everything right now, click here and open a 
free account on Zillow. Even if you never advertise on Zillow you 
must set up a free account and fill out your profile 
 



 
 
  



Updates available at www.REMCamp.com 
Disclaimer – Not associated with Zilllow. Zillow is a trademark of Zillow Inc. 

 
 

15 

2.1 (a) Complete Your Zillow Profile 
 
It goes without saying that you need to complete your profile 
and make it as easy as possible for visitors to Zillow to contact 
you.  
 
Login to your Zillow Profile and take the time to complete your 
entire profile. 
 
Later in this guide I’ll cover the specific details of things that you 
need to add to your profile. For now I just want you to do the 
best you can right now. You can flesh out the details later.  
 
Here’s the one important thing: 
 
When you complete your agent profile you let Zillow know that 
you’re an agent. The benefit of this is that Zillow can then use 
your data to connect your listings to you and show your 
contact details to visitors. 
 
The main way that Zillow tracks your MLS listings to your 
account on Zillow is through your email address. Make sure that 
you add your current email address to Zillow and that it’s the 
same address that appears on your listings. 
 
Zillow will synch your listing data to your Zillow Profile. 
 
2.1 (b) Find a Pro 
 
You agent profile will show up in the Find a Pro search results. 
The Find a Pro feature allows users to search for real estate 
professionals by area. 
 



 
 
 
Here’s a screenshot of a Find a Pro search for one of Zillow’s top 
premier agents, Peggy Lyn and Chris Speicher of the Speicher 
Group of Re/Max . 
 

 

 
If you click on Peggy Lyn’s name you can view her complete 
profile. 
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Peggy Lyn includes a complete Client Mission Statement in the 
About section of her profile. 
 



 
 
 
And your profile includes other features, like reviews, active 
sales and past sales, that will boost your credibility. These 
features are very, very important, so take good notice. 
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Notice also how Peggy responds to every review. 
 
2.1 (c) Add a Video 
 
You can add a video to your profile. 
 
It’s an important feature because you need to stand out from 
other agents on Zillow. You will be competing for every lead 
with other agent advertisers and you must make an immediate 
and positive first impression. Video is a great way to personalize 
your profile and put a human face to all your personal data.  
 
The video will appear in the right sidebar of your profile page. 
 
2.1 (d) Agent Reviews 
 
Zillow allows you to add client reviews to your profile. This is 
where your client writes a review about how your performed as 
their agent. The review is then vetted by the Zillow Review 
Committee and added to your profile. 



 
Reviews are very, very important. 
 
How can I get a client to review and rate me? 
 
Samer Kuraishi has the most client reviews on Zillow (263). Samer 
will tell you that he had to work for every single review. You can 
read Samer’s advice in the Agent Case Study at the end of this 
guide. 
 
Technically there are three ways you can get a client to add a 
review.  
 
First, sign into your Zillow account, go to your Zillow Profile tab 
and select "Request a Review."  
 

 
 
A form will appear where you can ask for reviews three ways: 
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1. Email individual clients with a link to a review form on 
Zillow. To streamline this process, you can pre-populate 
the form with the address of the home you helped them 
buy or sell, and fill in the service you provided (buyer's 
agent, seller's agent, etc.). 

2. Email multiple clients using one general form (up to 50 
email addresses allowed per day). Each of your clients will 
get an email from you, with a link to the agent review 
request form. 

3. Send a client a direct link to your review form. Cut and 
paste the URL that goes directly to a review for you. 

 
How does the review and rating system work?   
 
Reviewers can enter remarks about an agent in a free-form 
review box. Reviewers can also rate the agent on several 
criteria: local knowledge, process expertise, responsiveness, 



and negotiation skills. Ratings run on a scale of 1 to 5, indicating 
how likely a consumer is to recommend an agent with 5 "very 
likely" and 1 "very unlikely." An agent's overall rating is then 
calculated by averaging the "likelihood to recommend" rating 
with the 4 sub-ratings (local knowledge, process expertise, 
responsiveness, and negotiation skills). The ratings and reviews 
appear on the agent's profile. 
 
Here’s why reviews are so important. 
 
Zillow shared stats that agents with 5 or more reviews got twice 
as many contacts as agents with no reviews. People are 
making buying and selling decisions based on stranger reviews 
and recommendations. 
 
So What Should I do? 
 
You need to get five reviews as soon as possible. You can get 
reviews from clients for any deals that you closed in the past. 
Just make sure you only ask for a review if you know it will be a 
good review. 
 
2.1 (e) Past Sales 
 
You can add past sales to your Zillow profile. 
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This is cold, hard data that visitors trust. The past sales appear 
under your active listings. It doesn’t matter how old the sales 
are as long as they appeared on the MLS and can be verified 
by Zillow.  
 
And for a limited time only all you need to do is send a 
spreadsheet and Zillow will add them for you! 
 
2.1(f) Recent Sales 
 
You can show your recent sales for the last 12 months. Zillow will 
verify the sales against MLS records. 
 
2.1(g) Active Listings 
 
Zillow will prominently display your active listings. 
 
Now take a look at how the past, recent and active sales data 
and client reviews are displayed in the agent ad template. 
 



 
 
What really jumps out is the number of stars, number of reviews 
and number of recent sales.  
 
In the ad above you can immediately see that you’re dealing 
with three active and professional Realtors.  
 
Now look at this ad screenshot. 
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It’s not really a fair competition. Samer Kuraishi is a Zillow Super 
Agent who closed over $100,000,000 in sales in 2013 – 80% of it 
from Zillow leads. 
 
I don’t know the other agents but I can see they have 
professional profiles. But I just can’t take my eyes off the 263 
reviews and 256 recent sales. It would be hard not to pick 
Samer as my agent. 
 
The past sales and active listings numbers appear less 
prominently on the agent’s detailed profile.  
 
So What Should I do? 
 



You need to create your best first impression. It takes work but 
you must get as many 5 star reviews as possible and make sure 
Zillow knows all about your past sales. If a sale or listing is missing 
from your profile contact Zillow and get them to add it a.s.a.p. 
 
 
 
2.1 (g) Top 10 Pros or Affiliates 
 
You can add your top 10 pros or affiliates under your dream 
team on your profile. They will appear under your top 10 list. 
Your top 10 list will help you build your business relationship with 
other pros and will appear on their profile. 
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2.2 Contact Forwarding 
 
Contact forwarding allows you to manage a new lead or 
contact.  
 
Click on the Contact Tab > Forwarding Rules tab to set up your 
forwarding rules. 
 

 
 
 
This seems like a simple feature but it will play a critical role in 
closing leads if you don’t use a CRM system. A good CRM 
system will have advanced lead management tools that 
ensure you receive and respond to the lead in the shortest time 
possible. 
 
If you don’t have a CRM system you can set up a limited 
number of Zillow rules.  
 



 
 
The real value of this tool is that it allows you to make sure there 
is someone on the other end of your email or phone who can 
immediately contact and assist the lead. The reason that this is 
important is because Zillow has shared stats that show that the 
first person to answer the lead usually gets the business. 
 
Let’s say you only want to work office hours during the week 
and not work after hours or on the weekend. 
 
You can set up a rule like this: 
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How about this idea? 
 
Why not use contact forwarding as a referral engine for 
sending leads to your team or another agent outside your 
market area or with a niche expertise? 
 
Let’s say you live in Tampa but you also know the Naples 
market. 
 
Why not start marketing in Naples but refer your leads to 
someone you know and trust who works in Naples? 
 



You can even split your referrals in Tampa between two agents. 
Let’s say one is a luxury home agent and the other specializes 
in condos. It’s easy to create a rule based on the area and 
price of the home. 
 
That’s exactly what Samer Kuraishi did in 2013. Samer closed 
over $100,000,000 in sales by buying up multiple zip codes (100) 
and then managed the leads by distributing them among 20 
team members. 
 
In case you’re wondering, Samer used a CRM system called 
Five Street to mange the leads. 
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2.3 Zillow Questions 
 
Zillow has an advice section where users can ask questions.  
 

 
 
The key is to respond as accurately and as soon as possible to a 
question. 
 
Your answer will be visible to everyone who does a search by 
keyword or by area.  
 
Set up alerts 
 
The first thing that you need to do is set up alerts so that you get 
instant notification anytime something is posted in your area or 
your area of expertise. To set up the alerts click on the “Get e-
mail alerts” link. 
 
Make sure you receive the alert immediately. 
 



 
 
Now you can track all similar questions and get an immediate 
notification when the question is posted. 
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2.4 Make Me Move 
 
What most people don’t know is that Zillow isn’t just a listing site 
with a database of 4 million plus listings of homes for sale. It’s 
also a national real estate database with data on over 100 
million homes. 
 
If you do the math this means that active listings represent 
about 4% of the homes on Zillow. What about the other 96%? Is 
there a way to get business from the “ghost” data? 
 
One way to tap into this “ghost” data is to take advantage of 
the “Make Me Move” feature that Zillow offers to homeowners. 
 
The Make Me Move feature works like this: 
 
Zillow has collected data for over 100,000,000 homes. When 
you do an area search for homes for sale you only see the 
active listings. However if you do a specific search for a specific 
home you can pull up the data that Zillow has about that 
home.  
 
Typically what happens is a visitor goes to Zillow.com and 
enters his or her own address. The search brings up their home 
and then asks the homeowner if he or she wants to claim their 
home. 
 
Zillow then asks the homeowner if they would consider selling 
their home if someone offered them a “Make Me Move” price.  
 
This is a home in which the owner(s) set a "dream price" - a 
price they'd be willing to sell it for, as well as to test the waters 
and gauge interest. This property is not found on a multiple 
listing service (MLS).  
 
 



You can find “Make Me Move” homes by doing a pre-market 
home search using your area zip code. 
 

 
 
When you type in your zip code it will bring up a list of pre-
market homes like the one below. This listing is designated as a 
“Make Me Move” home. 
 

 
 
When you click on the address link it takes you to a more 
detailed page about the home. 
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Now look on the right hand side of the page. Do you see that 
the page includes the owner’s cell phone and an email query 
form that goes to the homeowner?  
 
You need to make that call and send that email. 
 
 
 
 
  



2.5 Local Info and Market Reports 
 
Zillow publishes local info and market reports for most major real 
estate markets.  
 

 
 
You can also drill down to a zip code and even a 
neighborhood level (in major cities) to get local market info 
and data. 
 
The local info and data can be downloaded or embedded 
into your website or blog. Most agents don’t really get the stats 
and data so this is an easy short cut to providing quality local 
market data. 
 
If you’re really technical you can use the Zillow Developer API 
to pull all their shared data.  
 
For the purpose of this guide you just need to know that the 
data is available, you are allowed to use it and in many cases 
Zillow has created a tool or widget for you to grab the data or 
embed it in your website or blog. 
 
What You Should Do? 
 
The first thing I would do is use Zillow’s market reports and copy 
them into my own blog posts about my market. Just make sure 
you credit Zillow.  
 
I would also look at the tools and widgets that can be easily 
added to my website. 
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You can also download or embed local market reports. 
 
 



 
 
 
 
2.6 Zillow Digs 
 
Zillow introduced a new service called Zillow Digs. It’s a visual 
platform that allows users to ‘dig” images and pin them to a 
board, just like Pinterest. 
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It’s kind of like a Pinterest for Real Estate. 
 
It also competes head on with another fabulous site called 
Houzz. 
 
The problem is that Zillow Digs is such a huge opportunity for 
your real estate business that I almost need to write a whole 
new guide.  
 
There’s simply too much to cover here so I’m just going to hit 
the main points and highlight the best opportunities.  
 
Zillow Digs has my head spinning with new ideas. 
 
First, Digs is really a social network with user posted content. It’s 
chock full of social features that allow users to interact, 
comment and connect with other users.  
 
If you think about it from a lead generation perspective it 
becomes a tool where you can interact and connect, for free, 
with Zillow’s users a.k.a. hot prospects. 
 
Just like any social network. 
 
Here are a number of power tips: 
 
It’s viral in that everything you do on Digs has an opportunity to 
be shared and seen by users with whom you may have no 
direct connection. This means you need to be active, post 
content, post comments, engage in social actions like sharing 
and do whatever you can to raise your profile and visibility on 
Zillow Digs 
 
Zillow takes things a bit further by notifying you every time 
someone ”digs” your content.  
 



Zillow also adds a contact form at the bottom of your boards 
that invites the viewer to contact you about a home. 
 

 
 
People share, like and dig your boards just like every social 
network. This taps into the social and viral nature of all social 
networks and promotes your name and brand. 
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2.7 Zillow Mobile App 
 
Zillow has one of the most popular real estate search apps as 
well as apps for rentals, Zillow Digs and other features. 
 
The important thing about the mobile app is that it is used by a 
high percentage of Zillow’s visitors so you need understand 
how they view Zillow and your information on Zillow. 
 
You also need to understand mobile advertising on the Zillow 
app.  
 
Zillow has reported stats that show a huge shift to search using 
a mobile device. Users are sitting outside a home and pulling 
up the listing data or sitting in a coffee shop browsing the Zillow 
homes for sale app.  
 
Mobile ads are coupled with the regular agent web ads so you 
can’t buy standalone mobile ads.  
 
The ads are embedded in the content page and have a 
powerful call to action by asking viewers to call the agent by 
clicking on a “Call” button. The call is immediately patched 
through to the agent’s phone.  
 
Here’s a screenshot of what the ad looks like on a mobile 
device. 
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2.8 Free CRM and Tech Connect  
 
Zillow gives you a free CRM tool to manage your leads.  
 
Contact Manager 
 
You can import and manage your contacts through Zillow’s 
contact manager.  
 
Drip Campaigns 
 
You can set up automated drip campaigns from within Zillow. 
 
The most popular type of drip campaign would be Market 
Reports or a price change notification on certain listings. 
 
Obviously don’t spam. 
 

 
 
You can create two main types of drip campaigns – Market 
Reports and Search Alerts. 
 



 
 
The Monthly Market report sends a branded market report to 
your client. Just add your lead’s zip code and a personal 
message. 
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The Saved Searches alert allows you to track any new and 
updated listings that fit within your lead’s target criteria and 
automatically emails them with new listings. 
 

 
 
It’s not highly technical or sophisticated but it works and it’s 
free.  



2.9 Saved Search and Notifications 
 
Just as users can set up saved search and notifications, so too 
can you set up your own saved searches and notifications. You 
can track price movement on certain homes, including 
changes in Zestimates. 
 
Let’s say you favorite your prospect’s home. You will then get 
updates whenever there is any price movement or change in 
Zestimates. You can forward the changes to your prospect as a 
drip type campaign. 
 
It’s a great starting point for a conversation. 
 
One idea is to pull a Zestimate for a prospect and tell them 
what Zillow thinks their house is worth. Ask your prospect if they 
would like to know if their home value goes up or down. They 
always say yes.  
 
Then track the house on Zillow using the saved search 
notifications. 
 
As soon as there is a change you can send them the updates. 
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2.10 Facebook App  
 
You can add real estate search from Zillow directly to your 
Facebook Page. 
 
The search results will display your listings. 
 
 
 
  



2.11 Blog Widgets 
 
You can add real estate search, a mortgage center and local 
data tools to your website by adding widgets to your site. 
 
The widgets will co-brand the content for you and Zillow. 
 
I set up a quick sample site full of Zillow’s widgets at 
www.NiwotHomesForSale.com.  
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2.12. Free Co-Branding on Zillow 
 
 
If you place a Zillow URL on your Web site or blog with special 
coding, and it's clicked, your photo, contact info and link to 
your Web site appear at the top of each Zillow page they see. 
 

 
 
I placed a Zillow widget on my website at 
www.NiwotHomesforSale.com and included the Zillow Co-
Branding.  
 
Zillow uses a tracking code that recognizes that this referral is 
from me and included my profile picture, name, cell, email and 
website in the header above the page.  
 
Zillow also included a link that goes back to my website at 
Niwot Homes. 
 
This allows me to place all of Zillow’s tools and widgets directly 
on my website and then helps promote me to the visitor when 
on Zillow’s site. 
 
That was a little technical but the point is that your details will 
appear at the top of every page your customer views on Zillow. 
 



The obvious concern is that the customer clicks on another 
agent’s link and you lose the customer. That’s a risk you will 
need to take in return for using all the free tools. I think of it as a 
poor man’s way to get all the bells and whistles you need to 
offer your visitors but I hate the idea that my client may go to 
Zillow and find another agent.  
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2.13 Syndicate Listings Through Postlets 
 
You can now syndicate your listings to 13 other sites through 
Postlets. Postlets was purchased by Zillow and is a powerful way 
to publish and distribute listings. 
 
 
 
 
 
 
 
 
 
 
  



2.13 Mortgage Tools 
 
Zillow has a complete Mortgage Center with calculators, tools 
and educational content.  
 
You can set up a mortgage center on your website by adding 
the mortgage center widget to your site. 
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2.14 Free Local Market Photos 
 
When you add a photo of your community it links back to your 
Zillow profile. If they like the picture and click on the link this 
becomes a potential client. The picture also positions you as 
the local market expert. 
 
Go out and take a number of quality local photos and upload 
them to Zillow. You can also use the photos in all your  
 

 
 
When you add local photos they appear on the area search 
results together with a link to your profile. 
 
As an example I did a local info search under my town name of 
Niwot, Colorado. The search results show a series of local 
photos on the lower portion of the page.  I u uploaded all the 
photos so they all connect back to my profile. 
 



 
 
It’s not a big deal but it’s still a bit of free advertising.  
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2.15 Free API Data from Zillow 
 
You can load all of Zillow’s data right into your site. 
 
This is a very powerful tool  but it’s very technical. 
 
 
 
 
 
 
  



2.16 Foreclosure Center 
 
Zillow has it’s own foreclosure center that offers a number of 
free tools and foreclosure advice for your clients. 
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2.17 Lender Co-Marketing 
 
Zillow has a very creative and innovative marketing program 
that provides an incentive for lenders to pay your advertising 
costs.  
 
It’s called the Lender Co-Marketing program. You will love it! 
 
Apart from my completely rational fear of anything to do with 
RESPA the plan is an absolute game changer. It’s a way for you 
to pass up to 90% of your ad cost to your lenders. 
 
How does the co-marketing work? 
 
From the Lender Co-marketing dashboard, a Premier Agent 
can invite a lender to share marketing costs with them. The 
agent specifies the dollar amount he/she would like each 
lender to contribute, up to 50% of the agent's total spend per 
lender. Once the lender confirms (they will get an invitation via 
email and have the ability to review/confirm their 
participation), the lender will immediately start appearing 
alongside the agent on Zillow. 
 
Note that the relationship between the agent and the lender is 
strictly limited to a co-marketing arrangement under which the 
lender pays Zillow to appear in advertising alongside the agent 
on Zillow. Within the Zillow Co-Marketing Program, lenders may 
not refer business to agents and agents may not refer business 
to lenders. This restriction does not apply to referrals by agents 
and lenders that are completely separate from the Zillow Co-
Marketing Program. 
 
Take a look at how the lender ad appears at the bottom of the 
agent ad. Notice that the get preapproved box is checked. 
 



 
 
 
Agent and Lender co-marketing is for professionals who want 
to share marketing costs on Zillow. By sharing marketing costs, 
agents and lenders can often reduce their marketing spend 
and increase their ROI. 
 
Typically, the agents and lenders who share marketing costs 
already have an established professional relationship. The 
agent may already have a handful of lenders they trust, and 
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vice versa. Now, we provide these professionals with an easy 
method to market themselves on the same pages throughout 
Zillow. 
 
I'm an agent. How does co-marketing reduce my cost? 
 
When you have a lender co-marketing with you on Zillow, the 
lender's payments to Zillow will be deducted from your spend 
on Zillow. 
 
For example, if you spend $300 per month on Zillow, and you 
have a lender co-marketing with you for $100 per month, in 
your next billing cycle, Zillow will first charge the lender $100, 
and then charge you the balance ($200). 
 
I'm an agent. How many lenders can I share marketing costs 
with? 
 
You can share marketing costs with up to 5 lenders, though 
typically, Premier Agents will select just one or two. In a few 
areas on Zillow, we only show one of your lenders. In these 
cases, we determine which lenders to show based on their 
relative ad spend. 
 
For example, if one of your lenders is spending $100 per month, 
and the other is spending $200 per month, the second lender 
will appear twice as often. 
 
There are some limits. A single lender cannot share more than 
50% of your total monthly spend with Zillow. Also, if you have 
more than one lender, all of them together cannot share more 
than 90% of your total monthly spend with Zillow. 
 
This means you can cut your advertising costs by 90% without 
violating RESPA and without handling any of the money or 
collecting the Lender’ share of the costs. 



 
 
  



Updates available at www.REMCamp.com 
Disclaimer – Not associated with Zilllow. Zillow is a trademark of Zillow Inc. 

 
 

61 

2.19 Claim Your Listings 
 
Zillow has a very powerful free marketing feature that allows 
real estate agents to “claim their listings”. The feature is open to 
every listing agent and you don’t need to advertise on Zillow to 
claim your listings.  
 
The benefit is that you get premium free advertising on all of 
your own listings. In particular, you get a free listing agent ad 
that appears above the paid ads of competing agents.  
 
The difference is that the listing agent ad is free, it’s designated 
as the listing agent and it appears at the top of the ad list. 
 
Look how the listing agent Patrick Dolan has the top ad. 
 

 
 
In order to claim your listings it needs to (i) appear on Zillow and 
(ii) you need to create a free Zillow account.  
 
It’s complicated but you probably already gave permission to 
Zillow to post your listings on their site, even if you don’t know it. 
That’s a whole other debate but basically Zillow will create a 



listing pulling the data you uploaded to the MLS or that they 
get from a third party provider like Listhub. 
 
This means your listings probably appear on Zillow.  
 
Next you need to create a free Zillow account and claim your 
listings. Just go to Zillow and sign up as a Pro. Nothing to it really! 
 
One important point is that you need to use the same email 
address on your Zillow account as the email address you used 
on your listing. 
 
Zillow will recognize your email address and automatically link 
the listing to your profile. 
 
There’s also a back up procedure whereby Zillow allows you to 
claim your listing.  
 
The way to do this is to type in your listing address in the Zillow 
search box.  
 
Option one is to click on the “More> Claim this listing” tab and 
claim the listing. 

 
 
Option two is to scroll further down the listing details page to 
the “Agent Comment” tab and click on the tab. 
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Let’s do the math! 
 
The listing below is a $439,500 listing. Patrick Dolan is the listing 
agent and is already covered for the listing commission.  
 

 
 
Patrick’s ad is a free ad and it appears as the top ad. There’s a 
pretty good chance that a lead will contact Patrick directly 
about the listing.  
 
If Patrick closes both the seller and buyer side that’s a possible 
extra 3% commission on a $439K sales price. 
 
 



$13,000 
 
Not a bad return for a free ad and 15 minutes creating a profile 
on the world’s most popular real estate site J  
 
So What Should I Do? 
 
Don’t be a dummy, don’t be lazy and don’t leave money on 
the table. 
 
Head over to Zillow and set up your free profile using the same 
email address as you used for your listings.  
 
Wait a few days and then do a search on Zillow for all your 
listings. If your ad doesn’t appear next to the listing then claim 
your listing. 
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But before you go one step further I want you to check if your area 
is sold out.  
 
If it is sold out check availability in surrounding areas and get on the 
waiting list for your area right now. It’s free.  
 
Just go to www.RossHair.com/zillow and fill out the very short form. A 
Zillow Rep will send you all the details on availability and price.  
 
 



3. Paid Advertising and Services 
 
Zillow is a media company that makes money by selling 
advertising and services to the real estate industry. 
 
Zillow’s basic promise is that if you buy their ads they will 
promote you to visitors to their website, namely highly targeted 
homebuyers and sellers.  
 
The only question is whether you can convert those visitors into 
cold hard commission checks. 
 
The very next thing that I want you to do is click on this link and 
request information about available ad packages from a Zillow 
agent rep. Even if you’re not ready to advertise you need to 
know what ads are available and you need to know if your 
area is available.  
 
Zillow sells ads using an area or territory based model so you 
may not be able to buy ads in your area. If that’s the case then 
you need to immediately put your name on the waiting list. 
 
The agent reps are friendly, helpful and don’t employ any hard 
sales tactics. 
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a. Types of Ads and Packages 
 
Zillow has a suite of Agent ads. The Premier Silver and Gold 
packages are really just agent websites. It’s the Premier 
Platinum package that you need to investigate and check to 
see if there is availability in your area. 
 

 
 
Zillow’s agent ad packages are primarily area-based ads. You 
can buy traditional banner type ads, like the Zip Realty ad 
below, but my advice is to stick to the agent ad products. 
 
 
 
  



b. Corporate Display Ads 
 
Franchise groups and real estate service companies mainly use 
display ads. 
 

 
 
I’m not sure what the angle is with corporate ads … but I’ll find 
out. 
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c. Agent Ads 
 
Most agent ads are placement ads that appear on search 
results and are designed to generate a contact email or phone 
call. The ads are designed to produce an action as opposed to 
just generate publicity for your brand. That’s a good thing! 
 
But First things First!  
 
Schedule a discussion with a Zillow sales rep to get the latest 
prices and availability of zip codes. Your zip codes may be sold 
out. If they’re sold out make sure you get on the wait list 
(there’s no cost). 
 
Here’s the link - www.RossHair.com/Zillow  
 

 
 
 
Let’s take a look at where and how ads are published. 
 
I’ll start with a zip code search for zip code 80503 in Boulder 
County, Colorado. 
 



 
 
There are no agent ads on Zillow’s home page.  
 
The next page is the search results page. 
 

 
 
 
There are no agent ads on this page. 
 
There are a couple on interesting things about the page. The 
first thing I noticed is that my search results default to the 
“Newest” listings. The other filter options are Featured and 
Cheapest. 
 
The second thing I noticed is that the map is color coded so 
you can visually see the blue houses. The blue houses are pre-



Updates available at www.REMCamp.com 
Disclaimer – Not associated with Zilllow. Zillow is a trademark of Zillow Inc. 

 
 

71 

market homes that include the Make Me Move homes. You 
need to take careful note of the Make Me Move homes as they 
are potentially red-hot leads. 
 
If I change my view to Featured Homes I get different search 
results. 
 

 
 
Note the “Featured” tab designation.  
 
The featured designation is an advertising product that you 
can buy.  
 



Now take a look at the featured ad detailed results when I click 
on the featured ad. 
 

 
 
Look at the top right of the page. It includes the name of the 
listing agent and a pre-filled contact form. All I need to do is 
click on the Contact Agent button and it generates an email 
lead to the listing agent. My other option is that I can phone 
the number immediately under the agent’s team name.  
 
So What Should I Do? 
 
You should claim your own listings and purchase the featured 
ad product for your listings.  
 
Now let’s go back to the Newest search Results. When I click on 
the listing link I get a detailed listing page. 
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The thing that immediately jumps out is that three agents are 
advertised on the top right of the page. That’s competition! 
That means I have the choice of contacting one, two or three 
of the agents. 
 
How will the viewer make a decision about who to contact? 
 
In this case that’s the $18,000 commission question ($600K listing 
at 3%). I’m deliberately giving you a dollar amount because 
the visitor is going to make a decision based on the very limited 
information that appears on the page.  
 
So let’s break it down. 
 
All three ads have a photo, name, star rating, number of 
ratings, number of recent sales, phone number and a 
designation as a Premier Agent. In short, all three agents have 
excellent profiles and at first impression appear to be credible 
and professional. 
 



 
 
However what really stands out is the following: 
 

• April is at the top of the list 
• April has the box next to her name pre-checked 

 
I’d love to know the exact stats but I’m willing to wager that 
April is going to win the competition to get the first contact 
request from the visitor. 
 
Now this will drive you nuts J  
 
If you hit the refresh button you get a different list and order of 
agents. 
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In the results above Dene is now top and we have two new 
agents.  
 
The same results appear again at the bottom of the page. It 
also includes a get-preapproved box. This will be a helpful 
feature that you can use to get a lender to contribute to the 
advertising cost under the Lender Co-Marketing program. 
 



 
 
 
You need to understand the rules of the game and you need 
to know the exact reason that Zillow puts an agent at the top 
of the list.  
 
Here’s the reason -  
 
So What Should I Do? 
 
You need to make sure that you have a 5 Star rating, as many 
reviews as possible and a large number of recent sales. 
 
Listing Agent 
 
If you’re the listing agent you need to claim your listing. All you 
need is a Zillow account and to let Zillow know it’s your listing. 
Take a look at the results with a listing agent. 
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In this case Patrick Dolan is the Listing Agent and he appears at 
the top of the page. But note that the box is not pre-checked. 
The important thing is that Patrick created a Zillow profile. He 
isn’t listed as a Premier Agent, which means he isn’t an 
advertiser. However he did claim the listing and as a result 
features prominently in the search results. 
 
 
 
  



d. Mobile Ads 
 
Zillow offers mobile ads – but they’re bundled together with 
their sponsored agent ads. This means that you need to buy the 
primary area based ads in order to get the mobile ads.  
 
Mobile ads are becoming increasingly important because the 
viewing habits of consumers have switched to using mobile 
devices.  
 
Take a look at the following crazy stats. 
 

 
 
The agent ads appear as a contact form within the mobile 
browser. 
 



Updates available at www.REMCamp.com 
Disclaimer – Not associated with Zilllow. Zillow is a trademark of Zillow Inc. 

 
 

79 

 



The ads are very similar to the web ads with the major 
difference being that the call to action button is a “Call” 
button that links to the agents phone. 
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4. Create an Ad 
 
Creating an ad is really simple. Basically Zillow does it for you 
and all agent ads have the same simple template. 
 

 
 
Good Profile Picture 
 
The one visual element that varies is your profile picture. A close 
up headshot with a big friendly smile seems to be the simple 
formula.  
 
5 Star Reviews 
 
Everyone seems to have five stars on their reviews. It makes me 
wonder about the value of the reviews if every review is five 
stars. 
 



The bad news is that if you have a bad review you can’t delete 
it from your profile. The only things you can do are appeal the 
review to Zillow or delete your profile. 
 
This puts a premium on getting the best possible reviews from 
your clients. You need to know what your client review will be 
before you ask them to add it directly to the website. You also 
need to let them know that you would like them to discuss the 
review with you if they feel like they would give you less than 
five stars.  
 
Basically you need to manage the review process or you may 
end up with an unfair review that will negatively impact your 
review score. 
 
Number of Reviews 
 
Zillow has released stats that show that agents with five or more 
reviews get twice as many contact requests as agents with less 
than five reviews.  
 
Recent Sales 
 
An agent with a high number of recent sales is immediately 
credible as a serious agent. It’s social proof based on the 
assumption that you must be a good agent if you do a lot of 
deals.   
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5. Manage Your Budget 
 
Zillow sets the price for agent advertising and varies the price 
according to area. Basically the more popular the area the 
more they can charge for advertising in that area. 
 
It’s basic supply and demand 101.  
 
First Zillow needs to get good consumer traffic in the area. They 
can then pull down detailed stats of visitors to specific area 
pages and share those stats with agents in that area. 
 
Second Zillow needs to sell advertising to agents in the area. 
 
When Zillow first started they have to overcome a huge sales 
hump to get agents to advertise in the area. Zillow had to 
prove the concept to agents. 
 
That’s all changed as Zillow has conclusively proven that it can 
attract real buyers and sellers and that advertising on Zillow will 
deliver real results. 
 
The third phase is that Zillow is able to increase the cost of 
advertising once agents start competing for the limited 
advertising spaces. 
 
My market in Boulder County is expensive because Zillow has 
been sold out for a number of years. I can’t buy advertising at 
any price. If a vacancy opens up Zillow will be able to increase 
the price as there is significant pent up demand for the space. 
 
It seems to work just like season tickets to a popular football 
team. 
 
So how do you get ad space at the best rates? 
 



Negotiate 
 
You can negotiate the price with the sales rep. The sales reps 
have the authority to discount the area and have their own 
sales incentives that impact their check at the end of the 
month. 
 
Buy Larger Shares in an Area 
 
Zillow divides each area into a number of shares and sells the 
shares to a number of agents. You can buy more than one 
share in an area and use this as a tool to negotiate a 
discounted price.  
 
Bundle Areas 
 
You can bundle more than one product and more than one 
zip code into your advertising package. 
 
Let’s say you’re in a popular County but the next County is not 
a popular area. You can buy advertising in both Counties and 
negotiate a better price.  
 
Then you can refer leads in the other County to a referral 
agent. The referral can be set up automatically so the lead 
goes directly to that agent. Zillow has a feature called Lead 
Forwarding that is easily set up to allow you to refer of share 
leads. 
 
You can even take this idea a step further and theoretically 
buy advertising in any area in the nation. It’s just a numbers 
game and will work if you can get the right ROI. 
 
Use the Lender Co-Marketing Program 
 
The Lender Co-Marketing program is a game changer. It has a 
number of rules but the bottom line is that you can get your 
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lenders to pay up to 90% of your ad costs and you can get 
them to do much of the heavy lifting of staying in touch with 
your leads who are not ready to buy.  



6. Win the Lead 
 
Buying ads doesn’t get you a commission check. All it gets you 
is the right to compete for a new client. 
 
You need to win 2 battles.  
 
First you need to get a prospect to click on your ad and then 
you need to beat your competitors to close the lead (and give 
yourself a chance to close the sale and get a commission 
check). 
 
Let’s look at what you can do t get the prospect to click on 
your ad and contact you? 
 
The Zillow ad platform allows multiple agent ads to appear on 
most pages so you need to get the prospect to click on your 
link and contact you before your competitors. 
 
We’ve covered this in some detail but this is where you need to 
get to the top of the list and where you need to win the eyeball 
test. 
 
The eyeball test is won by creating the best first impression. 
Here’s exactly how you do it: 
 

ü Be the top ad on a page. You will be the top ad if you’re 
the listing agent and you claimed your listing. 

ü Upgrade your listings to Featured Listings. Your ad will be 
the only agent ad. It’s that simple. The test will be how you 
recoup your ad spend and increase your ROI. 

ü The top ad has the contact box pre-checked. That’s 
huge!  

ü A second way to grab that top spot is to offer an 
incentive through the Zillow Offers program. This will push 
your listing to the top of the search results and increase 
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the chances that someone will view the listing. If they view 
the listing they will see your exclusive agent ad.  

ü Buy 100% of your zip code so no other ads appear 
(except the listing agent sometimes) 

ü Make sure you have at least 5 excellent reviews, 
preferably 5 star reviews. 

ü Make sure you show off your current, recent and past 
sales. 

 
 
Offer Incentives 
 
Zillow has a feature called “incentives” that allows you to offer 
incentives to buyers. An incentive can be a discount in 
commission; cash back at closing, performance of a service 
etc. Any incentive obviously needs to comply with RESPA and 
State real estate licensing laws. 
 
Here’s the power tip: 
 
When you offer an incentive Zillow bumps your listing to the top 
of the search results. This increases the odds that someone will 
click on your listing where your ad as the listing agent will 
appear at the top of the agent ads.  
 
This is your listing so you obviously want to sell the listing. There is 
now also a stronger possibility that you can double dip on the 
sale by getting the buy side commission. 
 
A Zillow Special Offer is a promotional feature that allows 
agents to add an offer to a listing. This is an additional way to 
market a home and bring visibility to it.  
 
The seller funds a Zillow Special Offer.  
 



A listing with a Zillow Special Offer receives additional exposure 
throughout Zillow and appears at the top of search results. A 
special visual designation is added to the listing to attract more 
buyers on both Zillow.com and Zillow mobile applications. 
 

 
 
Where do Zillow Special Offers appear? 
 
When a buyer searches for homes in an area, Zillow Special 
Offers are sorted to the top of the search results list. On the 
search page map, they also get a special design graphic so 
they stand out. Special Offers are also visible on every home 
details page, both on the Zillow website and across Zillow’s 
popular mobile apps including iPhone, iPad, Android, Windows 
Phone 7 and BlackBerry. 
 
Claim Your Listings 
 
You must claim your listing, as the listing agent will be featured 
first in the ad space. 
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If you look at the ad above you can see that Samer Kuraishi is 
the listing agent and his ad appears at the top of the agent ad 
section. There is also a designation next to his ad that identifies 
him as the listing agent.  
 

 
The Claim this Listing tab is hidden away on the listing details 
page. Go to More > Claim this Listing and let Zillow know that 
this is your listing. 
 
  



7. Closing Internet Leads 
 
It goes without saying that you need to convert your prospect 
into a lead and then your lead into a client by closing a sale 
with the client. Your success will be measured by closed deals. 
 
Respond Immediately 
 
When your ad is displayed alongside ads by other agents, 
you’re in a winner takes all competition. It’s basically an 
advertising death match.  
 
Zillow tracks ad stats and has noticed a number of trends about 
selecting an agent. 
 
The first trend is that the prospect will select an agent and send 
a contact request to the agent. The request is usually a phone 
call to the number listed next to the agent’s ad.  If you don’t 
answer the call the prospect simply dials the next number. That 
means you have about 15 seconds before you can kiss the 
lead goodbye.  
 
That’s brutal but it’s also makes things very simple – answer your 
phone or lose the lead. 
 
The first step is to make sure you have a live person at the end 
of the phone  - at all times. It means you need your cell phone 
on at all times or you need to forward your calls to someone 
who can take the call.  
 
That’s easier said than done. What happens if your phone rings 
during your daughter’s ballet recital or at 11pm at night?  
 
The second step is that you need to make sure that your 
prospect doesn’t make a second phone call to another agent. 
You need to make your prospect comfortable and confident 
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that you’re the right agent and you will take care of their 
business.  
 
CRM 
 
Zillow offers a free CRM service to advertisers. Zillow also allows 
third party CRM vendors to link their software to Zillow through 
their Tech Connect program. 
 

 
 
You need a good CRM and lead management program to 
incubate your leads. Unfortunately not every prospect will be 
ready to buy today. Most of them will be somewhere in the 
buying pipeline and there may be a long incubation period. 
 
Zillow has a drip marketing system attached to the free CRM 
program. 



 
You can use the drip marketing system to stay in touch with 
your leads through the long incubation period. The system will 
send out periodic emails and try to keep you front of mind with 
your lead. 
 
You need a very clear and defined lead management system. 
 
What Should I Do? 
I recommend that you subscribe to a CRM program like Wise 
Agent, Contactually or Five Street. You end up saving so much 
time by using a dedicated system that it’s worth ponying up the 
money right from day one. 
 
Let’s take a look at a Zillow lead. Here’s what needs to happen 
as soon as the lead hits the contact button. 
 
First you need to receive the lead. What does that look like? Do 
you receive an email, a text a phone call?  
 
What if the call is after hours? 
 
Next you or someone on your team needs to immediately 
respond to the lead. 
 
I recommend that you send an instant text and email to let the 
lead know you will give him or her a call.  
 
Then you need to make the call … preferably within a minute. 
 
Then you need to send a follow up text or email with your 
thanks and contact details.  
 
I also recommend that you read the case study on Samer 
Kuraishi at the end of the guide. 
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8. Zillow Case Studies 
 
Zillow interviewed a number of top advertisers about their best 
tips and tactics for closing deals from Zillow.  
 
Samer Kuraishi 
 
Samer Kuraishi of A-K Real Estate Inc. in the DC Metro area.  
Closed over $100,000,000 in sales in 2013 
351 Sales around $325000 a sale 
Around 7% conversion rate on leads from Zillow 
Just over 100 Zip Codes around DC, Baltimore and Maryland. 
 
Zillow Profile - http://www.zillow.com/profile/skuraishi/ 
Website - http://www.a-krealestate.com/  
 
 

 
 
Samer has been on Zillow since July 2011 and started out by 
buying a zip code outside of his area. Samer started closing 
leads and now buys as many zip codes as he gets from Zillow. 
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Samer uses a system whereby the moment a lead is received 
the lead is immediately contacted by email and by phone 
within five minutes. 
 
The point of the email is to let them know the contact request 
has been received and to let them know they don’t need to 
contact another agent as someone will call them immediately.  
So I tested Samer and completed a contact form on one of his 
listings. Here’s a screen shot of the listing.  
 

 
 
Samer’s experience blows away the other agents on the agent 
ads. 258 recent sales and 263 reviews are tough to compete 
against and may make it tough for a new agent to compete 
against an experience pro like Samer and his team. 
 
His profile picture also struck me. It’s not a smiley headshot. It’s 
a guy hanging out supporting his favorite basketball team. It’s 
courtside seats but the picture of Samer is small and not very 
identifiable. But it does make Samer very personable and I 
would have no hesitation calling him and talking hoops and 
houses. 



 
I received a text and email immediately and a follow up call 
within 2 minutes from Shivani, a member of his team.  
 
The text is a SMS auto reply. I copied it down –  
 

 
 
I also received this email from Samer. 
 
The email is obviously automated and uses an email message 
rule to send the right response.  
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Within 2 minutes I received a phone call from Shivani, a 
member of his team. 
 
Shivani was very professional, very polite and thanked me for 
sending the contact form. I told Shivani that I was a Colorado 
agent who has a client relocating to the DC area. I mentioned 
that I was looking to send a referral and she was pleased to 
accept a referral. We didn’t talk turkey about the referral fee 
but Shivani immediately sent me a second follow up email. The 
email was also cc’d to Samer. 
 

 
 



Shivani is listed as the VP of Operations for A-K Real Estate Inc. 
so I’m assuming it’s her job to immediately respond to all 
Internet leads. 
 
Then 14 minutes later I received an email directly from Samer 
with his cell phone number and a little smiley face nudge to 
encourage me to follow him on Twitter and call a.s.a.p. 
 
I blanked his cell number but here’s the email. 
 

 
 
And that’s how you do it J Game, set and match Team Samer. 
 
Samer gets between 150 to 250 leads a week through the 
direct contact form and as many as 1500 plus calls a month, all 
trackable on Zillow. He gets calls mainly from buyers looking to 
purchase a home and from sellers who want to know more 
about the Zestimate on the home or why it is listed on Zillow 
even though it is not for sale. 
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85% of his $100 million in sales came from Zillow. The average 
sales price in his area in around $325,000. There is a great 
relocation market in the DC area.  
 
Take a look at the 20037 Zip code to get a snapshot of his 
market. 
 
The key to his success is to be personal and immediately 
identify the customers’ real needs. 
 
Zestimates 
 
The Zestimate is a great way to meet buyers and sellers and is a 
great talking point with homeowners who want to know how 
Zillow came to their Zestimate. 
 
Listing Agent 
 
One of the first questions Samer gets is if he’s the listing agent. 
Samer explains that he is not the listing agent but he is an 
experienced agent who can help the caller with any questions 
about local real estate. 
 
It’s an opportunity to get a new client. Samer’s script is to ask 
“Would you would go to Court without a lawyer? Then why 
would you let the seller’s agent represent you in a negotiation 
when you can get top representation right here for free?” 
 
Client Referrals 
 
Samer is now trying to take the next logical step and convert his 
existing clients (sphere) into referral business. It’s free ongoing 
business that he doesn’t pay Zillow. 
 
Mobile 
 



You can tell the difference between a mobile and web based 
lead because the mobile lead doesn’t have a phone number. 
 
Samer broke his leads down as follows: 
 
70% email 
30% phone calls 
 
More people email than call from the agent ad. Samer did say 
that this was an estimate but the numbers are a little off with his 
previous estimate of number of leads. Whatever the exact 
number he was confident that right now he gets more email 
than phone contacts. I know that Zillow feels this will trend more 
to mobile as more people access Zillow through their mobile 
devices. 
 
Team Building 
 
Samer has a team of 24 full time Realtors to take on leads in 
multiple zip codes and States. It has grown over time as his 
business revenue has grown. The main point is that it is scalable. 
The more money he makes the more zip codes he has been 
able to buy and the more business he gets back in return. 
 
The key in a member of the team is responsiveness and the will 
to push forward and reach out to prospects.  
 
Ratings and Reviews 
 
Samer has the most ratings and reviews on Zillow. He views this 
as the most critical element of his ad. It’s like an interview 
without being there and success breeds success. It makes it 
much easier to close leads as it makes you more human and 
each new prospect that reads the reviews can find a common 
experience with at least one reviewer. 
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Getting every review takes work. It doesn’t happen by 
accident. 
 
The time to ask for the review is typically at or just before 
closing. It’s always at the time they’re the happiest. Maybe at 
the closing table or when their loan gets approved. It’s also a 
good time to ask for referral business. It’s easy to send the link 
and it’s a low-pressure time. 
 
Active, Past and Recent Sales 
 
This is a very powerful trust and credibility tool. It gives you 
instant cred with a prospect.  
 
Samer also really likes the map feature as it shows all past, 
recent and active sales using color-coded home icons. The 
more deals you do the better the map looks. 
 

 
 
Just one look at the map is enough to convince a lead that 
Samer is the real deal. 
 



Zip codes 
 
Over 100 Zip Codes 
Get on the wait list asap 
Try to get 100% of the zip code  
Don’t be afraid to get a share of any zip code and then build 
up to 100% of that zip code 
Plus you get direct SEO benefits for Google 
 
Here’s a list of Samer’s Service Areas: 
 

 
 
Samer’s advice is to get into the market right now and get any 
zip code you can while you’re waitlisted on every zip code 
possible. 
 
Views it as buying virtual real estate like playing monopoly and 
putting up as many houses as possible. 
 
You can check area availability at www.RossHair.com/Zillow  
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Co-Marketing 
 
Does lender co-marketing with his lenders. Samer had a long 
time relationship with his lender and they have grown together 
through Zillow.  
 

 
 
Samer asked him if he wanted to be on the most viewed 
billboard in the country and showed him Zillow’s stats. There 
was already a level of trust. 
 
Sponsor 
 
Best thing is Samer was able to sponsor the Washington Wizards. 
That’s his profile picture. The seats are branded with A-K Real 
Estate Inc. Credits Zillow. 
 
 
Five Street CRM –  
 

 
 
Samer uses Five Street to power his CRM. Five Street is 
integrated into Zillow and has a sophisticated lead flow system 
including text, email, call and lead sharing. 
 



Sets up leads under buckets based per area. Samer tries to 
take every single lead but if he isn’t available it broadcasts the 
lead to everyone in the bucket. When someone in the bucket 
receives the lead that agent claims the lead and it tells all the 
other agents in the bucket. 
 
The key is immediate response. So if Samer knows someone is 
immediately available he will send that lead to that agent. 
 
It is very Google apps friendly that he can post in Google docs 
and then can share the stale leads with his lenders. His lenders 
then cultivate the lead and give him feedback when the 
prospect warms up and is getting closer to buying.  
 
It costs $19 a month per agent or $69 for a team or brokerage. 
 
Ad Spend 
 
Samer spends a significant amount of money. His advice is to 
spend what makes you comfortable. 
 
He would reinvest 80% of his revenue if he could buy more 
areas but thinks 20% is a realistic number. 
 
Social Media 
 
Loves Zillow and Facebook but thinks of Zillow as his 
quarterback and all the social media sites as support players. 
 
Rentals 
 
Samer takes on rental listings and views them as a seed for 
buying. He views his business as Buyers, then Rentals and then 
Sellers.   
 
Preapproval of Client 
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Thinks it is an advantage to get preapproved. Get comfortable 
with the numbers and know what programs are available to 
you. It then helps you narrow your search to matching homes.  
 
Samer also use preapprovals as a CRM tool. He gets his lenders 
to preapprove the lead and work closely with the lead through 
the incubation stage before the lead is ready to buy a home. 
 
When the lead is getting close the Lender lets Samer know and 
Samer starts working much more closely with the lead. 
 
This is a smart way to transfer the work to a free third party and 
it keeps the lender happy with the return on his co-marketing 
dollars. 
 
Comments About Zillow 
 
Samer credits Zillow with changing his life. Invest in yourself and 
invest in marketing that works in the Internet world. Start with 
$100 a month and grow your business. 
 
2014 Goals 
 
Launching a new Washington DC office, rebranding his 
company, investing in his agents and double his production. To 
do this he wants to own 100% of every zip code that he services 
and he’s willing to invest a million dollars a month into Zillow. 
 
That’s no joke!  
 
Personally, I’d love to do the math and see if it would be better 
just to buy $1,000,000 worth of Zillow shares J 
 
  



Lisa Plushnick 
 
Premier Agent on Zillow 
Bethesda Maryland 
Re/Max Realty Services 
 
http://www.zillow.com/profile/lplushnick/  
 
 
75% of business comes from Zillow 
Started on Zillow on August 2013 
 
140 Zip Codes 
50% phone 
50% email 
 
Total of 50 leads a day 
Refers most of it out to other agents so sales don’t appear on 
her account as Recent Sales (in case you’re wondering why 
her profile only shows 16 recent sales). 
 

 
 
 
Zestimates 
 
Lisa loves Zestimates and thinks of them as a tool to connect 
with consumers. If the Zestimate is incorrect she sees this as an 
opportunity to provide real time MLS data and establish herself 
as the expert. 
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Lead Response Time 
 
Has a sphere of referral agents 
Sends referrals to agents out of her immediate area 
 
Contacts lead immediately; if she is driving then she calls 
immediately and arranges to talk with them later. The goal is to 
get the lead to not call another  
 
Lender Co-Marketing 
 
Important focus of her business. Works with 5 lenders and shares 
the leads with her lenders.  
 
Push pre-qualifications to her lenders. Explain that she knows a 
number of lenders that “she knows and trusts”. This normally 
works to get her leads to work with her lenders. This helps her 
know where she stands with each lead.  
 

 
 
 
 
CRM 



 
Uses Zillow notes 
Adds each lead and assigns it to an agent 
 
Conversion Rates 
 
Convert about 50% of her prospects into leads and gets them 
into her lead pipeline. Her definition of a lead seems to be 
someone who is genuinely interested in buying or selling a 
home.  
 
Zip Codes 
 
Started out with one zip code and then started to ramp it up in 
August 2013 when she was able to reinvest commission and she 
got her first lenders in the Lender Co-Marketing area. The 
lenders now pay up to 70% of the marketing costs for the zip 
codes with one lender paying as much as 25%.  
 
Lisa now has a wait list of lenders J 
 
Referral Team 
 
Lisa built a referral team by reaching out to agents that she 
knew. 
 
She then ramped up the team by going onto Zillow and 
reading other agent’s reviews. She then interviewed and 
contracted the other agents to handle the referrals. 
 
I thought it was quite cool that she uses Zillow as a recruitment 
tool. It makes sense …. the agent’s performance data is public 
and its easy to use it as a filtering tool. 
 
Referral Fee 
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Gets paid a referral fee of 30%. May vary the rate for very 
attractive leads.  
 
Social Media 
 
Uses social media to promote her activities. Posts pictures of 
listings etc. on Facebook. 
 
No Advertising Available 
 
Advises that if your area is sold out you must ramp up your free 
stuff, like reviews, so that you stand out on Zillow. This will 
improve your profile visibility on Zillow. 
 
Advises that you immediately get on the waitlist. 
 
Here’s a link to find out if your area is available – 
www.RossHair.com/Zillow  
 

 



 


