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Session 3 – Lead Generation + Calculator

Hosted by:



• The Concept of Lead Generation

• Fundamentals of Lead Generation

• Lead Generation Calculator

• Open Questions

Today’s Agenda

Doug Cherry
Director of Sales

Email: Doug.Cherry@Z57.com
LinkedIn: http://www.linkedin.com/in/cherrydoug

mailto:Doug.Cherry@Z57.com
http://www.linkedin.com/in/cherrydoug


➢ Direct link into the Academy Library
• Recordings

• Tools

• Downloads

Academy Tab in Property Pulse



https://support.Z57.com



➢ Attend each live session for a chance to win $50 gift card

• Drawing is done live at the end of each session

• Always one winner and must be in attendance to win

➢ Attend at least 3 out of the 5 sessions and receive upgrades

• Up to 15 New Slider Images for your website

• ALL agents that attend at least 3 sessions will be rewarded!

➢ 2 GRAND PRIZE Winners! All customers who attend at least 3 
out of the 5 sessions of Series 2 will be entered to win a FREE 
MONTH OF SERVICE!

Gifts for Attending



The Concept of Lead Generation



The Concept of Lead Generation
A. Understand your target audience

Phase 2Phase 1 Phase 3

Consumers want to hide behind the wall of the internet while they are 
gathering content (Phase 1).



The Concept of Lead Generation

The quality of an online 
lead is determined by 
the quality of the 
response…



The Concept of Lead Generation
B. Relevant Content vs. Value Proposition

VS.



The Concept of Lead Generation
C. Lead Sources: Things to Consider

1. Your level of commitment determines number of sources
• Start with 2-3 different sources

2. Your market
• Understand your own market and which sources will perform better

3. Your time
• How many hours per day or per week can you invest?

4. Your money
• Focus on key partnerships

5. Your transaction goal
• How many total leads are needed



The Concept of Lead Generation
D. Determine your audience…



Fundamentals of Lead Generation



Diversification
• What is Organic?

• What is Paid?

• Organic vs Paid

Paid

Organic



Diversification
A. Social & Facebook

3. Virality 

1. Posting 2. Paid Advertising



Diversification
A. Website

1. Lead capture

3. Data

2. Landing Pages



Diversification
A. Website

a. Lead Generation through…
• Search Engine Optimization (SEO)

• Search Engine Marketing (SEM)

• Referral Leads

• Social



Z57 SEM: Capture with Major Search Engines

4 bedroom homes for sale in nashville



Consumer Experience



Referrals
• Social referrals

• Word of Mouth (WOM)

• Stay engaged with clients, even after the sale



Lead Generation Calculator



Lead Generation Calculator



1. ENTER your Gross Commission Income goal, 
Average Selling Price, Compensation %, Split 
%, and Lead Conversation % in the green 
fields

Lead Generation Calculator



2. Use the results in the blue column to 
determine the amount of homes, total leads, 
leads per month, and lead mix needed to 
reach your goals in STEP 1

Lead Generation Calculator



3. Use the pie chart to understand the data and 
to make decisions on marketing efforts

Lead Generation Calculator



4. ENTER your monthly leads into the orange 
ACTUAL column to help you keep track of 
your progress.  Use the % OF GOAL column to 
determine amount of goal reached

Lead Generation Calculator



Upcoming Sessions



Upcoming Sessions
3. Budgeting & Calculator

– LIVE on 12/10 @ 12PM PST

4. Ask The Expert
- LIVE on 12/17 @12PM PST



Attend 3 of the 5 sessions in Series 2 to win 

Upgraded slider images!
($99 value)



The lucky winner wins a $50 gift card!

RAFFLE TIME!! 


