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Introduction
V Ground Rules
V What You Will Learn
V How You Will Learn
V Why You Are Here



KWU KELLER WILLIAMS
UNIVERSITY

Introduction

Ground Rules

. Arrive on time.

Form groups quickly.

Limit side conversations.

. Turn off cell phones and pagers.
Be comfortable.

Respect time.

Respect each other.

Help each other.

. Respect confidentiality.

10 Have fun!
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Introduction

What You Will Learn

1. Create and
Maintain an
Internet
Presence

3. Capture,
Connect,
Cultivate, and
Close Leads

2. Lead
Generate for
Traffic
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Introduction

How You WIll Learn

Models and
systems

_ Stories, lessons
Quick reference learned, advice,

resources Knowled ge and research
and
Skills

Personal work
and budget
plans

Your classmates
and instructor
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How You WIll Learn

Introduction

MAPS
individual
and group
coaching

Select an
accountability

(continued)

Market
Center
Productivity
Coach

Team

partner or
program

Leader i
! ~

Accountability
IS the most crucial part
of goal achievement

\— _/
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Introduction (CO ntlnued)

How You WIll Learn

Skills Knowledge

Mastery

Accountability
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Introduction

Why You Are Here

Set Goals to Build Your Online Business

Goal: Business
Generated Online

Current: Business
Generated Online
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Chapter 1: The Internet in Real Estate

In This Chapter

The Internet in Real Estate
V Internet Lead Generation: Myths and Truths

V  Your Audience: The Human Race
V  Your 80/20



Sample Agent Websites

"COLORADO SPRINGS REAL ESTATE WAGNER@TEAM:I

The Wagner iTeam Real Estate - (719) 434-7525

O O
Awh

What

yBuyers Y Search For Homes ¥ Quick Search M Neighborhoods

O n th I S Wagner iTeam - Derek and Mariana Wagner - Colorado Springs Realtors®

719.434.7525 - Team@WagneriTeam.com

"Advocates for Consumer Empowerment in Real Estate”

ISellers @Y vome wortn? @F%‘"fedpwﬁes ‘@!BLOG

I > We realize that you are currently in the information gathering stage, and may not be ready to "open up" about who you are,
5 or what your needs are at this time. We completely understand and respect your online privacy and want to encourage you
to proceed at your own pace. We promise never to spam you, share your information or inundate you with useless
information.

When you are ready to explore your real estate needs further, we will be here for you.
Until then, Please Check Out our Colorado Springs Real Estate Blog ...

The Wagner iTeam is your Colorado Springs Real Estate Connection - a power team of Keller Williams Hope Realty.
Derek and Mariana Wagner are licensed Colorado Real Estate Brokers andRealtors® in the state of Colorado.

Main areas of service: Colorado Springs Real Estate, Monument Real Estate. Tri-Lakes Real Estate, Briargate Real Estate, Northzate Real Estate. Woodmoor Real Estate,
Gleneagle Real Estate, Flving Horse Real Estate, Black Forest Real Estate, Stetson Hills Real Estate, Palmer [ ake Real Estate, Manitou Springs Real Estate North Colorado

Springs Real Estate, East Colorado Springs Real Estate, West Colorado Springs Real Estate, Rockrimmon Real Estate, Peregnine Real Estate, Downtown Colorado Springs Real
Estate.




Sample Agent Websites

/%
29

KELLER WILLIAMS

Home

N/

Seller Resources

Buyer Resources

Neighborhoods

Find a Lender

School Information

What

County Links and GIS

First Time Home
Buyer Tax Credit

Property Search

works

My Blog

Your Home's Value

About Us

About The Area

on this

Your First Home

P ST Py
Foreclosure Search
Foreclosures are on the rise. Now is the time to take advantage of the great
deals on the market. Use our powerful foreclosure search to find
foreclosures that match your specific search criteria. With our search engine
you have access to the same technologies as Realtors. Search Today!

Find Your Next Home

Bedrooms
no minimum v

Minimum Price
No Minimum v

Bathrooms
no minimum v

Zip Code

Maximum Price
No Maximum

County
- County -
City
- City -

Search

ContactUs

Managing Broker /
Consultant
Phone:
678-564-3604
Mobile:
770-527-9696
Fax:
678-564-3605

Site?

Email

Office:
Atlanta - Douglasville
3294 Highway 5

wpampaaetesd |

HUD CERTIFIED | REO CERTIFIED |

Buyer Tools

SHORTSALE SPECIALIST

Great Deals




Sample Agent Websites

A Edwards Real Estate Group
KELLER Providing Real Estate Services to Home Buyers, Home Sellers and Investors in the Puget Sound
lel.UAMS | | Keller Williams Realty SES | Info@EdwardsRealEstateGroup.com | Direct:425-636-0296

o
N

e

-~

Search for Homes Selling Bank Owned Homes Community Info Real Estate BLOG m

Buyers

Whether you're looking for your first home, your dream home or an investment property, I'm
committed to providing you vith the highest quality buyer service. My community info page wvill

give you detailed neighborhood reports and be sure you don't forget to visit my Blog if you are

looking for a regularly updated source of local real estate news and information. Read more.
W al First Name s e
LastName *

M The decision to sell a home is often dependent on many factors. If you are looking for market
. statistics, selling tips or home values, you have come to the right place. Our real estate marketing

= strategies vill ensure you get the highest possible price for your home. We vill provide you with
lam ‘§elect .. | professional service and keep you fully informed every step of the way. Read more.
Next >
p— News! 7/21/10
Just Listed! Beautiful 4 Bedroom 2.5 Bathroom home in Renton
I l I l |
O t I S View Sample Analysis
n
|

|

1 il
i 11 nl\w[\:.lryl‘\vl.‘lh

5.66

-~ - - cme -
I, P -

May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May



Sample Agent Web

____&
KELLER WILLIAMS,

Home at Last!

Home
Froperty Search
Featured Properties
ouwr Home's Walee
Buyer Resources
Seller Resources
About the Arsa
About Us

Contact Us

T mioime’s UEiue sen

Click here to
search for properties

to the best Tor

10 TOT NOMSE, Provitsd by MONa Covey, Kelisr VUams Rearty

Mona Covey
Prone
S1Z-3IT-3T0
Kol
S12-825-TeM

A home Is nota home because of Bs room dimensions or Se color of he walls. 1 §s about how jou el when you walk Bhrough Bhe front door. And e way jou can instantly envision your I
unoiding mare.

Thiks ks about mare Fan real esiale. | s about your 1M and your dreams.

nt by design
r Willlams Feaky tkes 3 difierent approach fo real estate, one Bhat s bulll on personal louches, win-win daals and posRke resuls.

hiora Covey uillizes Bhe latest lechnologiles, marnket reseanch and business strategiles 10 exceed your expactations. kore Importantly, we listen and Bt means we find solufions Bhat are tallared
0 you

How wa can hslp
Trarks for staring pour real estale seanch wilh us. This webshe s Rl of Information fr you wheSher jou are looking o buy or sell
AREr you have had e chance 1o naview his Information, contact me so we o=n B2 pou mone about how we can help.

Ve Sppreciste I8 OppOTUNRy 10 &SI your DUSingss.

[suoserme  Wouesrssourss  [wonscovy |
Tk Bosn In Saal Esane

T SRS CTIDE 20 MW fROeT Py Wansie arnar yoar il
agress e

123273070

Submit
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Chapter 1: The Internet in Real Estate

Six Internet Myths Between You and Success

2. My website 3. My website

should reflect
what | like.

Nnot
I e .

4. | should
cast as wide
a net as
possible.

respond to
Internet
inquiries on

my schedule.

6. Internet lead
generation is
expensive.
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Chapter 1: The Internet in Real Estate (CO ntl n ued)

Myths and Truths

Myth 1

.Myt | 6m not a techi e.
Truth: Why should you be?
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Chapter 1: The Internet in Real Estate (CO ntl n ued)

Myths and Truths

Myth 2

2.Myth. My website doesno

Truth: You have to be in it to win it.

Page 10 | slide 16
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Chapter 1: The Internet in Real Estate (CO ntl n ued)

Myths and Truths

Myth 3

3. Myth: My website should reflect what | like.

Truth: Your website must reflect what buyers and sellers likg

Page 11 | slide 17
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Chapter 1: The Internet in Real Estate (CO ntl n ued)

Myths and Truths

Myth 4

4. Myth: | should cast as wide a net as possible.

Truth: Less is more be local.

= |
Hyperlocalism
IS the key

Page 12-13 | Slide 18
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Chapter 1: The Internet in Real Estate (CO ntl n ued)

Myths and Truths

Myth 5

5. Myth: | can respond to Internet inquiries on my schedule.

Truth: Speed is of the essence.

~

- Internet leads called within 5 minutes of submitting a form were
A 100 times more likely to result in contact
A 21 times more likely to result in qualification

= _

Page 14 | slide 19
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Chapter 1: The Internet in Real Estate (CO ntl n ued)

Myths and Truths

Myth 6

6. Myth: Internet lead generation is expensive.

Truth: Success is not about how much you spend.

Page 15-16 | sjide 20
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Chapter 1: The Internet in Real Estate H u man Race

Your Audience: The

Internet leads are really all the leads there are today.

90% of home buyers use the Internet

to search for homes

37% of home buyers begin the

buying process by looking online for

properties
W 76% of home buyers who use the

Internet use it frequently

Page 17 | Slide 21
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Chapter 1: The Internet in Real Estate

The Online

Consumer Today
A profile of buyers,
not sellers

Your Audience: The

Human Race (continued)

Internet User
(nine in fen buyers)

Nonh-Internet User
(one in ten buyers)

Age

37

55

Married couple

61%

51%

Single female

20%

25%

Single male

9%

15%

Unmarried couple

9%

6%

Other

1%

2%

Medianincome

$75,500

$57,800

Weeks spent searching before
contacting agent: all buyers

12

6

Weeks spent searching before
contacting agent: first-time
buyers

12

Weeks spent searching with
agent

Page 18-19 | sjide 22
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Chapter 1: The Internet in Real Estate H uman Race (CO ntanEd)

Your Audience: The

How Are Consumers Using the Internet?

ATheydére searching for homi

consumers are

twice as likely
to start

| their search online

INLAR Profile of Home Buyers and Sellers, 2009
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Chapter 1: The Internet in Real Estate H uman Race (Contlnued)

Your Audience: The

How Are Consumers Using the Internet?

ATheyodre searching for homes

The proportion of those finding their home online has risen dramatically
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Chapter 1: The Internet in Real Estate H uman Race (CO ntanEd)

Your Audience: The

How Are Consumers Using the Internet’?

Consu

ATheyo6re searchi Qfid.or homes

Consumer

MLS Website
60

REALTOR.com
45

Where Agents Post
Their Lisings
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Chapter 1: The Internet in Real Estate H uman Race (CO ntanEd)

Your Audience: The

How Are Consumers Using the Internet?
AThey are getting educated

Consumers Searching
for Information

Usefulness of Information Sources

81%

from agent

77%

87%

from agent

90%

from Internet

from Internet

INLAR Profile of Home Buyers and Sellers, 2009 NAR Profile of Home Buyers and Sellers, 2009
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Chapter 1: The Internet in Real Estate H uman Race (ContanEd)

Your Audience: The

What Are They Doing as a Result?
AThey are taking action

The first step 77% of all buyers take once they have
seen a property online is to do a drive-by.

Page 24 | Slide 27
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Chapter 1: The Internet in Real Estate H uman Race (ContanEd)

Your Audience: The

What Are They Doing as a Result?
AThey are taking action

4

1! N

61%

of all buyers walked through
a home viewed online as a result of
an Internet home search

of all buyers requested more
information as a result of
an Internet home search

28%

of all buyers found an agent
as a result of
an Internet home search

_Actions Taken as a Result of Internet Home Search, First-Time and Repeat Buyers
INLAR Profile of Home Buyers and Sellers, 2009

Page 24 | Slide 28
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Chapter 1: The Internet in Real Estate H uman Race (Contlnued)

Your Audience: The

What Are They Doing as a Result?
AThey are taking their time

2 weeks

Number of weeks
all buyers searched
before contacting an agent

| 2 weeks

Total number of weeks
all buyers search

Length of Home Search, NAR Profile of Honze Buyers and Sellers, 2009

Page 25 | slide 29



Your Audience: The

Chapter 1: The Internet in Real Estate H uman Race (CO ntanEd)

What Are They Doing as a Result?
AThey are working with agents

797

purchased through agent

Page 26 | Slide 30
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Chapter 1: The Internet in Real Estate

Your 80/20

Avoid Distractions and Unnecessary Costs

The 80:20 Rule

80%

\ o

ACTION

\ "otk

RESULTS

~

Use eAgentC
tools or hire
outside help so
you can focus
on your

\essential 20% /

Page 27 | Slide 31
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Chapter 1: The Internet in Real Estate

Your 80/20 (continued)

Got Leverage?

Follow the eAgentC guide to set up Develop your own custom website
your website. and get feedback from your friends.

Pull content from your existing
marketing and past emails to provide Create all new content.
content for your website and blog.

Read a book on Search Engine
Optimization and delve head-first into
figuring out how Google Analytics
work.

Page 28 | Slide 32

Take technology training webinars
and classes found at
answers.kw.com
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Chapter 1: The Internet in Real Estate

What are Your A h a?0 s

Page 29 | Slide 33



Chapter 2: Create and Maintain In Th IS Chapter

Your Web Presence

Create and Maintain Your Web Presence
V What Makes a Website Great

V Profile Page, eAgentC Template, or
Premium Template?

The 4 Elements of a Great Website
Target Marketing with Multiple Websites
Maintaining Your Web Presence

My Work Plan

Page 31 | Slide 34
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Chapter 2: Create and Maintain -
Your Web Presence We bSlte G reat

What Makes a

A great website
IS one that
captures leads.

Page 32 | Slide 35
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Chapter 2: Create and Maintain
Your Web Presence

What Makes a Website

Great (continued)

Myth
Myth: People go to my website to find out about me.

Truth: Internet consumers want to see properties, compare horr
values, and learn about the area.

\ V4

O:>ut what they want at the front of the s
Sam Walton

Founder of VNa&drt

Page 33 | Slide 36



Profile Page, eAgentC
Template or Premium
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Chapter 2: Create and Maintain

Your Web Presence Temp]a’[e?

Myth
Myth: | need a premium template website.

Truth: For most purposes, a\gentGemplate works just as well,
and for some agents, a profile page may suffice.

Page 34 | Slide 37



Basic Web Presence: Your Profile Page

The Landry Team for Real Estate My Featured Properties
More Properties
= visit My Website Im here to help. perties»
3142500
" B ORANGE PARK, FL
< Email Me First Name: oRANe
¢ Mobile: 904803 Last Namer 2 baths
2459
Office: 904-541- Phone: {optional)
0180 e 5185,000
mail. ORANGE PARK, FL
message: - 2 bathss
ORANGE PARK, FL
Servicing: Orange Park, FL :ﬁ:s

Languages: English

My Bio
Find Your

My name is Liz Landry and | head up The Landry Team at Keller Williams Realty First Coast. | joined my offices” ALC

)
in 2007 and head up the Education and Technology commitees. Home S Val e
Street Address |
My Specialties Zip Code
Single Family homes in the Jacksonville, Orange Park, Middleburg. Specializing in Oakleaf Plantation and Argyle Canadian home values click here

Forest Subdivisions

My Designations

Realtor-ALC-Multi Million Dollar Producing Team




