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Ground Rules
Introduction

1. Arrive on time.

2. Form groups quickly.

3. Limit side conversations.

4. Turn off cell phones and pagers.

5. Be comfortable.

6. Respect time.

7. Respect each other.

8. Help each other.

9. Respect confidentiality.

10.Have fun!
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What You Will Learn
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How You Will Learn

Models and 
systems

Stories, lessons 
learned, advice, 

and research

Your classmates 
and instructor

Personal work 
and budget 

plans

Quick reference 
resources Knowledge 

and 

Skills
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How You Will Learn 

(continued)

Accountability

is the most crucial part 

of goal achievement

MAPS 
individual 
and group 
coaching Market 

Center 
Productivity 

Coach

Team 
Leader

ALC 
member

Other 
agents

Select an 

accountability 

partner or 

program
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Introduction

How You Will Learn 

(continued)
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Introduction
Why You Are Here

Set Goals to Build Your Online Business



Internet Lead Generation Slide 9Part 1: Your Online Marketing Strategy Page 7

In This Chapter
Chapter 1: The Internet in Real Estate

The Internet in Real Estate

V Internet Lead Generation: Myths and Truths

V Your Audience: The Human Race

V Your 80/20
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Sample Agent Websites

What 

doesnôt 

work 

on this 

site?
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Six Internet Myths Between You and Success

Chapter 1: The Internet in Real Estate
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1. Iôm not 

a ñtechie.ò

2. My website 

doesnôt need 

me.

4. I should 

cast as wide 

a net as 

possible.
6. Internet lead 

generation is 

expensive.

5. I can 

respond to 

Internet 

inquiries on 

my schedule.

3. My website 

should reflect 

what I like.

Myths and Truths
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Chapter 1: The Internet in Real Estate

Myths and Truths 

(continued)

Myth 1

1. Myth: Iõm not a techie.

Truth: Why should you be?
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Chapter 1: The Internet in Real Estate

Myths and Truths 

(continued)

Myth 2

2. Myth: My website doesnõt need me.

Truth: You have to be in it to win it.
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Chapter 1: The Internet in Real Estate

Myths and Truths 

(continued)

Myth 3

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

Truth: Your website must reflect what buyers and sellers like.
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Chapter 1: The Internet in Real Estate

Hyperlocalism

is the key

Myths and Truths 

(continued)

Myth 4

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

Truth: Less is moreñbe local.
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Chapter 1: The Internet in Real Estate

Internet leads called within 5 minutes of submitting a form were

Å100 times more likely to result in contact

Å21 times more likely to result in qualification

Myths and Truths 

(continued)

Myth 5

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

Truth: Speed is of  the essence.

http://www.clker.com/clipart-6231.html
http://www.clker.com/clipart-6231.html
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Chapter 1: The Internet in Real Estate

Myths and Truths 

(continued)

Myth 6

6. Myth: Internet lead generation is expensive.

Truth: Success is not about how much you spend.
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Human RaceChapter 1: The Internet in Real Estate

Page 17

90% of home buyers use the Internet 

to search for homes

37% of home buyers begin the 

buying process by looking online for 

properties

76% of home buyers who use the 

Internet use it frequently

Internet leads are really all the leads there are today.
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The Online 

Consumer Today
A profile of buyers, 

not sellers

Chapter 1: The Internet in Real Estate

Page 18-19

Your Audience: The 

Human Race (continued)
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How Are Consumers Using the Internet?

Chapter 1: The Internet in Real Estate

Page 20

Your Audience: The 

Human Race (continued)

ÅTheyôre searching for homes
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How Are Consumers Using the Internet?

Chapter 1: The Internet in Real Estate

Page 21

Your Audience: The 

Human Race (continued)

The proportion of those finding their home online has risen dramatically

ÅTheyôre searching for homes
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How Are Consumers Using the Internet?

Chapter 1: The Internet in Real Estate

Page 22

Your Audience: The 

Human Race (continued)

ÅTheyôre searching for homes
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How Are Consumers Using the Internet?

Chapter 1: The Internet in Real Estate

Page 23

Your Audience: The 

Human Race (continued)

ÅThey are getting educated
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Chapter 1: The Internet in Real Estate
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Your Audience: The 

Human Race (continued)

What Are They Doing as a Result?

ÅThey are taking action

The first step 77% of all buyers take once they have 

seen a property online is to do a drive-by.
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Your Audience: The 

Human Race (continued)

What Are They Doing as a Result?

ÅThey are taking action
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Chapter 1: The Internet in Real Estate

Page 25

Your Audience: The 

Human Race (continued)

What Are They Doing as a Result?

ÅThey are taking their time
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Chapter 1: The Internet in Real Estate
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Your Audience: The 

Human Race (continued)

What Are They Doing as a Result?

ÅThey are working with agents
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Avoid Distractions and Unnecessary Costs

Chapter 1: The Internet in Real Estate
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Your 80/20

Use eAgentC

tools or hire 

outside help so 

you can focus 

on your 

essential 20%
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Chapter 1: The Internet in Real Estate

Page 28

Your 80/20 (continued)

Leverage No Leverage

Follow the eAgentC guide to set up 

your website.

Develop your own custom website 

and get feedback from your friends.

Pull content from your existing 

marketing and past emails to provide 

content for your website and blog.

Create all new content.

Take technology training webinars 

and classes found at 

answers.kw.com

Read a book on Search Engine 

Optimization and delve head-first into 

figuring out how Google Analytics 

work.

Got Leverage?
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Chapter Ahaôs
Chapter 1: The Internet in Real Estate

Page 29

What  are Your Ahaôs?
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Create and Maintain Your Web Presence

V What Makes a Website Great

V Profile Page, eAgentC Template, or 

Premium Template?

V The 4 Elements of a Great Website

V Target Marketing with Multiple Websites

V Maintaining Your Web Presence

V My Work Plan

Page 31

In This ChapterChapter 2: Create and Maintain 

Your Web Presence
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What Makes a 

Website Great
Chapter 2: Create and Maintain 

Your Web Presence

A great website 

is one that 

captures leads.
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Chapter 2: Create and Maintain 

Your Web Presence

Put what they want at the front of  the store.

Sam Walton

Founder of  Wal-Mart

ò ó

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 home       

values, and learn about the area. 
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Chapter 2: Create and Maintain 

Your Web Presence

Profile Page, eAgentC

Template or Premium 

Template?

Myth

Myth :  I need a premium template website.

Truth: For most purposes, an eAgentCtemplate works just as well, 

and for some agents, a profile page may suffice. 



Basic Web Presence: Your  Profile Page


