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Consumers, Consolidation Sustain Z; Realtor.com Gains Momentum, and FB Takes Some Agent Ad Dollars 
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Summary of Findings 

 Zillow Group Inc. (Z) will continue to attract real estate brokers’ 

advertising dollars because of its appeal to consumers and the 

near-term lack of alternatives aside from News Corp.’s 

(NWS/NWSA) Realtor.com as a result of industry consolidation. 

 Two of three MLS executives said they have cut data going to Move 

Inc.’s (now owned by News Corp.) ListHub and instead are feeding 

listings directly into Zillow, Realtor.com and other portals. 

 Four MLS executives and industry specialists see room for Zillow to 

increase its prices to brokers as consumer interest in the site 

makes it a must for most agencies. This represents a change from 

Blueshift Research’s July 28, 2014, report in which Zillow was 

viewed as having little to no pricing power. 

 Industry perception of Realtor.com has improved, thanks to News 

Corp.’s marketing push for the site. 

 Five of seven sources who commented on ROI said Realtor.com’s 

was equal or superior to Zillow’s. 

 Realtors are becoming savvier about using targeted marketing, 

including on Facebook Inc. (FB). Two large agency brokers said they 

are increasingly using Facebook for targeted ad clicks to their 

listings. This could mean fewer ad dollars for both Zillow and 

Realtor.com in the long term and bears watching. 
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Research Question: 

Will Zillow continue to attract realtors’ advertising dollars despite industry resentment 

and improvements made to Realtor.com by News Corp.? 

Silo Summaries 

1) Brokers and Representatives at Large Real Estate 

Agencies 
Seven of these eight sources use Zillow while the 

remaining source does not because of low conversion 

rates. Three of the seven sources who commented said 

Realtor.com has a better ROI than Zillow, two believe 

Zillow offers a higher ROI (but one is so dissatisfied with 

Zillow’s service that ad spending with the site will be 

cut), one said the agency’s own site offers a superior 

ROI, and one said ROI is equal among all sites. 

Opinions on Zillow’s prices varied from the company 

having some to no room to raise prices. Two sources 

said Facebook will receive more of agents’ ad dollars. 

Others said Realtor.com has increased its threat 

through greater marketing efforts and through News 

Corp.’s control of data syndication rights. 

 

 

2) MLS Executives 
Two of these three sources feed data directly to Zillow, 

and the third is in negotiations with the site. Individual 

brokers and agents still can post their listings directly 

with Zillow. Two sources expect Zillow’s prices to rise, 

and since the market is so consolidated, realtors have 

little recourse. One source expects Google to become a 

competitor while another expects a viable competitor to 

enter the market in two years. One source said realtors 

dislike having a corporation controlling Realtor.com. 

 

 

3) Industry Specialists 
Two of these five sources commented on Zillow’s ability 

to charge agents for listings and offered different 

opinions. The MLS will remain the primary source for 

listings. Two said Zillow has room to increase its 

advertising rates. Three of five who commented view 

Realtor.com as Zillow’s main competitor. One source 

said more of agents’ ad dollars will be dedicated to 

direct targeting of consumers. 

 

 

 

mailto:sjk@blueshiftideas.com
http://www.zillow.com/
http://www.realtor.com/
https://www.listhub.com/home.html
http://blueshiftideas.com/reports/071411ConsumerDemandforZillowMakestheSiteaNecessaryEvilforAgents.pdf
http://www.adweek.com/news/advertising-branding/ad-day-elizabeth-banks-gets-comically-obsessed-real-estate-realtorcom-164688
https://www.facebook.com/advertising
http://spake.com/2015/04/13/you-like-zillow-i-like-zillow/
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Background 

“Drama fest” may be an appropriate phrase to describe the ongoing battle between realtors and Zillow, Move and Zillow, 

realtors and Move, and so on. One month before Zillow’s acquisition of Trulia was finalized, Zillow dumped Move’s ListHub 

syndication service, claiming it was intentionally sending inferior listings. Post-merger, Move announced it was ending its 

ListHub feed to Trulia, which was delayed until April 7 because of a court restraining order by Zillow. 

 

A quick scan through realtor websites, message boards, and comments sections in real estate articles found little love for 

Zillow or Trulia. Negativity also has been directed toward Move but to a lesser extent. Realtors continue to complain about 

having to explain Zestimate inaccuracies to clients, as well as about the poor quality of Zillow leads and Zillow “selling leads 

back” to agents. Since Move was purchased by News Corp., its share of real estate traffic has slowly increased and has 

slightly closed the gap between it and market leader Zillow. 

 

Still, a large number of realtors have reported success in converting leads from Zillow and have easily communicated why 

Zillow’s valuation algorithm is called a “Zestimate” and not a “Zprice.” One investigative report found that most realtors were 

indifferent or clueless about the ongoings between Zillow, Trulia, Move and ListHub. Also, to compensate for lost listings after 

its ListHub feed ended, Zillow quickly signed 83 MLS services, which it claims give it higher-quality data. 

 

Blueshift Research’s July 28, 2014, Zillow report found that the only realtor sources with positive feedback on Zillow’s ROI 

were those with Premier and Platinum Premier Agent status. Agents claimed their own websites brought in more leads, but 

they continued to advertise on Zillow given the site’s consumer traffic. 

 

Current Research 
In this next study, Blueshift Research assessed whether Realtor.com, now under News Corp., would take market share from 

Zillow. We employed our pattern mining approach to establish four independent silos, comprising 16 primary sources 

(including six repeat sources) and four relevant secondary sources focused on realtors bypassing MLSs and advertising on 

Facebook as well as ListHub developments. 

1) Brokers and representatives at large real estate agencies (8) 

2) MLS executives (3) 

3) Industry specialists (5) 

4) Secondary sources (4) 

 

 

Next Steps 

Blueshift Research will follow MLS and Zillow agreements for data sharing. We also will monitor realtors’ ad spending with 

Facebook and other direct marketing efforts and determine the effects on Zillow. Finally, we will gauge the effectiveness of 

Realtor.com’s new marketing campaign. 

 

 

Silos 

 

1) Brokers and Representatives at Large Real Estate Agencies 
Seven of these eight sources use Zillow while the remaining source does not because of low conversion rates. Three of the 

seven sources who commented said Realtor.com has a better ROI than Zillow, two believe Zillow offers a higher ROI (but one 

is so dissatisfied with Zillow’s service that ad spending with the site will be cut), one said the agency’s own site offers a 

superior ROI, and one said ROI is equal among all sites. Opinions on Zillow’s prices varied from the company having some to 

no room to raise prices. Two sources said Facebook will receive more of agents’ ad dollars. Others said Realtor.com has 

increased its threat through greater marketing efforts and through News Corp.’s control of data syndication rights. 

 

http://www.housingwire.com/articles/33011-zillow-group-launches-legal-fight-to-keep-listhub-listings-on-trulia
http://www.mortgagenewsdaily.com/02232015_realtors_zillow_mls.asp
http://www.mortgagenewsdaily.com/02232015_realtors_zillow_mls.asp
https://twitter.com/jamieengel/status/542349535381815296
http://realuoso.com/editorials/realtors-real-loser-sword-fight-zillow-group-move-inc/
http://realuoso.com/editorials/realtors-real-loser-sword-fight-zillow-group-move-inc/
http://www.geekwire.com/2015/listhub-says-zillow-still-using-its-listing-data-despite-contract-expiration/
http://blueshiftideas.com/reports/071411ConsumerDemandforZillowMakestheSiteaNecessaryEvilforAgents.pdf
http://spake.com/2015/04/13/you-like-zillow-i-like-zillow/
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Key Silo Findings 
Background 

- 7 of 8 sources use Zillow. 

- Consumers drive demand for Zillow. 

- 2 mentioned inaccuracies in Zillow’s data. 

ROI 

- 3 said Realtor.com has a better ROI than Zillow. 

- 2 said Zillow has a higher ROI than competitors, but 1 of those 2 is dissatisfied with Zillow’s service and will redirect 

ad dollars to targeted advertising through Facebook. 

- 1 said Zillow has low ROI and that the agency’s own site has a higher ROI. 

- 1 said Zillow’s ROI is equal to that of other competitors. 

- 1 had no comment. 

Budgets 

- 2 sources will allocate more budget funds to targeted Facebook advertising. 

- 1 will allocate less to Zillow and more to Realtor.com. 

- 1 said more of budgets are being allocated to Zillow. 

- 4 had no comment. 

Pricing 

- 1 has dropped spending on Zillow by 50%. 

- 1 had a pricing disagreement with Zillow, which resulted in a bank fraud claim. 

- 1 said Zillow’s prices have risen. 

- 1 said Zillow could raise prices. 

- 1 said Zillow cannot raise prices. 

- 1 said Zillow needs to cut prices. 

- 2 had no comment. 

Competition 

- Facebook was named by 2 sources as a place for targeted marketing spending. 

- Realtor.com, with new marketing efforts, is a bigger threat than last year. 

- News Corp.’s ownership of syndication rights could hurt Zillow. 

 

 

1) Broker overseeing 50 agents in a regional office for a large real estate company 

This brokerage has fed listings directly to Zillow since April, when the feed to the local MLS stopped. The price of buying 

leads, which are generally of low quality, has gone up so the brokerage’s spending also has risen. Participation in Zillow is 

essential to stay in the game, but attitudes toward Realtor.com are improving. 

Background 

 “Our single biggest issue that we’ve had for the past four months with Zillow has been the fact that ListHub cut them 

off. For example, in my market we had 300 listings that were closed status; after ListHub cut off Zillow, within a day 

these closed listings all reappeared on Zillow as active. Our MLS has anywhere from 1,100 to 1,300 active listings at 

a time, so add in 300 listings that were all closed, it made a mess. It was incredibly challenging for us. Some of the 

listings were from 2011, and people would find them and think they found their dream home, especially since prices 

in 2011 were much lower, and then call the agent only to find that it was a mistake. Plus, there were homeowners 

who were livid that we had their house listed for sale. Of course, it’s the broker or the company that takes the brunt 

of all this, not Zillow.” 

 “We’ve seen a tremendous spike in the inaccuracy of information on Zillow lately.” 

 “We tell everyone who shops on Zillow to cross-reference with Realtor.com because they have the most accurate 

data.” 

 “Zillow is nearly impossible to work with directly. For us or the property owner to get something corrected is nearly 

impossible. Even when we go in and edit the listing ourselves, the next day it still may revert to incorrect 

information.” 
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 “On the flip side of that, the public still loves Zillow. It’s the listing format that they really seem to choose as their 

single favorite format, and we see that with our U.S. buyers and our international buyers.” 

 “We keep trying to understand why homebuyers like Zillow so much, and we think it has got to be the interface. It’s 

super easy, it comes up top on Google, it seems to run faster than the other sites, and the photos populate faster.” 

 “A dear friend of mine was purchasing here from one of the small countries that used to be part of the Soviet Union, 

and Zillow—they call it Zulu there—is their go-to platform for home shopping.” 

 “I do think a lot of the public has realized that Zestimates are way off. We had a battle with those a couple of years 

ago. We tell consumers to just look up their house on Zillow and see how the Zestimate compares; the moment they 

do that they realize how off the figures are and then Zillow has lost all 

credibility in that regard.” 

 “Our MLS is not feeding our listings to Zillow yet since it was cut off by 

ListHub in April. We are feeding both Zillow and Trulia our listing right now 

through our company. The agreement is just a test to see how that works.” 

 “Our company was a big part of the project UpStream[RE].” 

 “I’m very involved with the agents in our brokerage about educating them on 

the online listing environment so they are aware of what’s happening. They 

need to be informed because at the end of the day we’re going to do what 

the agents want.” 

 “I felt like there was pretty high pressure to have to buy our own leads back 

in order to really do our best job for our sellers. Also to stay in the ball game 

because once those ZIP codes are purchased, as long and the agent keep 

re-upping the agreement with Zillow, there’s nothing more you can do about 

that.” 

ROI 

 “Zillow isn’t any better than the other sites when it comes to qualified lead 

generation. We do get a number of leads from Zillow, many of them are not 

good, but there are also the leads from Zillow that are the experienced buyer 

who is all ready to go. They’ve done the bulk of their research online, and 

they just need the professional to let them in the house and guide them 

through an accurate CMA.” 

Budgets 

 “We pay a substantial amount of money to Zillow to buy our own leads back. 

We have a few agents who purchase leads on their own, but our company spends a lot of money to buy leads from 

all company listings. That’s because so many of the leads on our listings were going to agents who weren’t with the 

company because they had just bought the ZIP codes. The consumer wasn’t always getting the person who was most 

knowledgeable on the property.” 

Pricing 

 “Realtors may begin to band together at some point and say no to the prices, but general licensees just interested in 

getting into real estate to make a buck will continue to feed the machine.” 

 “This cost of doing business is going up for the average agent on the street, and the level of compensation is going 

down. If the listing data online was accurate and the consumer was getting true information, I don’t think there 

would be near as much frustration in the industry as there is now.” 

 “Absolutely, Zillow has really raised their prices lately. Each of the top three has a different model, so it’s a bit 

difficult to compare prices. On Realtor.com, in order to enhance your listings, your fee is based on your total number 

of listings. If you have only a few listings, your fees are lower. On the other hand, our top agent has a lot of land 

listings—undeveloped lots—and he may have 40 that are exactly the same but they’re treated as separate listings, so 

his overall price to enhance listings will be higher.” 

 “Now if you’re just flat out buying leads, you’ll find comparable costs across the top three sites so long as you know 

exactly what you’re buying. It gets confusing with the different products. I tried one out from Realtor.com where I 

thought I had a 90-day trial, but it turned out that I signed up for a one-year contract. I signed up in person at a trade 

show where I didn’t read all the terms. Online it clearly stated it was a 12-month contract.” 

 “A lot of people who buy a ZIP code from Zillow don’t realize that they’re selling that ZIP code three or more times. 

Many make the assumption that they’re getting all the leads. It is pricey. A couple of closings pays for it, but you 

might be paying a while before you get that.” 

[T]he public still loves Zillow. 

It’s the listing format that they 

really seem to choose as their 

single favorite format, and we 

see that with our U.S. buyers 

and our international buyers. 

For the first time in a long time 

there seems to be a positive 

attitude and some hope that 

Realtor.com is coming around. 

Everybody really seems to like 

the humor of the commercials 

and the direction of the 

marketing right now. 

Broker overseeing 50 agents in a 

regional office for a large real estate 

company 

http://www.inman.com/2015/05/14/upstream-initiative-unveiled-with-nar-partnership-in-hand/
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 “I would have thought that by now we would have been at the point where Zillow prices just couldn’t go up anymore, 

but we’re not. They’re still going up. You are always going to have licensees getting into the business who have 

money to buy leads thinking it’s an investment in starting their business. Their business plan may be to just sink all 

of their capital into buying leads, so I do have some concern that we may not reach a point where agents say, no, this 

is too expensive.” 

Competition 

 “If you look at Zillow, Trulia, Realtor.com and Redfin [Network Inc.], they’re all user-friendly.” 

 “For the first time in a long time there seems to be a positive attitude and some hope that Realtor.com is coming 

around. Everybody really seems to like the humor of the commercials and the direction of the marketing right now. If 

they continue that, I do think that it’s one way Realtor.com will get back in No. 1 and get more realtors willing to 

negotiate with one platform vs. three.” 

 

 

2) President and CEO of a large international real estate agency; repeat source 

This source’s agents choose where they spend their ad dollars. Some use Zillow or Trulia to gain leads and because they 

do not want other realtors getting leads off their listings. Their spending on Zillow and Trulia has remained stable during 

the past six months. He expects about 80% of his agents to renew their subscriptions on Zillow or Trulia. Realtor.com 

offers a slightly higher ROI per dollar spent, but overall advertising effectiveness is similar between Zillow and 

Realtor.com and conversion rates are low for both. Zillow still has some wiggle room to raise pricing.  

Background 

 “We [as a firm] pay for no services from Zillow for a couple reasons: No. 1 

is that we let the agents choose how they will build their businesses and 

what they will spend their money on. If we were a model where we were 

providing leads for agents, then we would look at the ROI and make the 

decision. But we would not be spending money on Zillow because we 

believe our agents can spend time to get in front of more quality leads.” 

 “Some of our agents do advertise on Zillow.” 

 “We looked at a broker package from Realtor.com, but we haven’t done it.” 

 “As a brokerage firm we have not used Zillow/Trulia at all. As far as the 

agents go, their spending on Zillow/Trulia has stayed about the same over 

the past six months.” 

 “Agents’ main reason for paying for Zillow/Trulia’s services is twofold: One 

is just to get leads, and the other … is to make sure someone else isn’t 

getting the leads off their listings.” 

 “Zillow/Trulia will not likely charge brokers to post their listings. It would 

entail them changing their model pretty dramatically, and their model 

seems to be working pretty well the way they are doing it. They are getting 

the listings for free and selling advertising for leads. If they start charging, 

they will take fewer listings and take away what they can sell the leads 

for.” 

ROI 

 “Realtor.com is a little better than Zillow and Trulia in terms of ROI per dollar spent. The quality of the lead is better 

and brings us closer to buying or selling.” 

 “Conversion rates vary dramatically, and part of the reason they vary is that agents have different skill levels. The 

other thing that makes it hard to quantify is that not everyone has the same definition of a lead.” 

 “Advertising effectiveness on Zillow and Realtor.com is very similar. The advertising is an agent paying for either 

premier treatment or paying to be a featured agent on a listing, and that is how the leads are generated. It works the 

same way as paying for the leads.” 

Budgets 

 “About 10% of our agents’ ad budgets are spent on buyer leads, and 30% to 40% are spent on seller leads.” 

Pricing 

Realtor.com is a little better 

than Zillow and Trulia in terms 

of ROI per dollar spent. The 

quality of the lead is better and 

brings us closer to buying or 

selling. Zillow is not 

indispensable. If I went online 

now and Zillow was gone, I 

would go somewhere else to 

search and the leads would be 

generated somewhere else. I 

do not think any of these sites 

are indispensable. 

President and CEO of a large 

international real estate agency 

https://www.redfin.com/


 

 
301 Battery Street, 2nd Floor, San Francisco, CA 94111 | www.blueshiftideas.com 

6 

Zillow Group Inc. 

 “Every time there is a price increase on Zillow, there is a reduction of agents, but I do not think Zillow has reached its 

cap in terms of pricing. They could raise prices more without being hurt at the end of the day.” 

Competition 

 “Zillow is not indispensable. If I went online now and Zillow was gone, I would go somewhere else to search and the 

leads would be generated somewhere else. I do not think any of these sites are indispensable. There is so much 

competition.” 

 “For all of the listings on Zillow, Trulia and Realtor.com, you could say every agent uses them. If we are talking about 

the whole agent population and all of the leads they generate, it is a rough number because every agent does their 

business differently and some generate more leads. But I would say that agents get 5% of their leads from Zillow and 

3% to 4% of their leads from Realtor.com.” 

 “If the definition of ‘using it’ is paying to get leads, then that is a different answer . The ones that pay for Zillow, Trulia 

and Realtor.com, as high as 20% of their leads come from Zillow and maybe 12% to 15% from Realtor.com.” 

 “Zillow is the best online tool for real estate agents to advertise their listings because it has the most eyeballs.” 

 “I would guess 80% of our agents will renew their subscriptions with Zillow or Trulia. There is a fear of loss and a 

bank for their buck.” 

 “As long as the listings are on those online sites, agents will use them and buyers will go there.” 

 

 

3) Chief marketing officer for a large real estate company in the Southeast 

This company is preparing to advertise with Zillow and to migrate to an agreement with both Zillow and Trulia. Zillow 

offers a better ROI than Trulia and Realtor.com, and 75% of his agents’ leads come from Zillow and Trulia. He doubts 

Zillow can raise its prices much, but he said Zillow is the best online tool for agents. He also said realtors are spending 

more with Zillow but less with Trulia. 

Background 

 “Zillow is a significant force with consumers. It is a difficult conversation to explain why we would not publish our 

listings to Zillow. Trulia is not as significant.” 

 “[Our main reason for paying for Zillow/Trulia’s services is] advertising. We are getting ready to pay for advertising. 

We do not pay today.” 

 “We do not expect Zillow and Trulia to charge for just listings. But we do expect to see Zillow, Trulia and Realtor.com 

offer new services for fees that create additional revenue.” 

ROI 

 “Zillow [offers a better ROI per dollar spent than Trulia and Realtor.com].” 

 “[Our conversion rate on Zillow and/or Trulia is] approximately 3%.” 

 “[Our conversion rate on Realtor.com is] approximately 3%.” 

Budgets 

 “Real estate agents are spending more [of their ad budgets] with Zillow, less with Trulia. If Zillow loses the MLS 

feeds, their quality will suffer. Then more agents will pull away. Some agents will try to go direct to Zillow. But the 

majority will not.” 

Pricing 

 N/A 

Competition 

 N/A 

 

 

4) Co-owner and manager of a regional firm with 500-plus agents 

This agency pays for services with both Zillow and Realtor.com but not with Trulia. The source reported receiving better 

quality leads from Realtor.com than Zillow, but said the conversion rate is low with both sites. Many brokers already are 

on the fence about Zillow, so he does not believe the company can raise its prices without losing some customers. He 

would be happy if Zillow disappeared, but today’s real estate clients regularly go to Zillow and enjoy the user experience. 

His company spends about 15% of its advertising budget on Zillow and 10% to 11% on Realtor.com. The firm also 
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recently launched a website, which is gaining traction, and the source advertises with other media as well. He plans to 

renew his subscription with Zillow if its rates remain stable. 

Background 

 “We pay for featured listings with Zillow and basically pay for all of our listings with our agents’ names on them.” 

 “We pay for Zillow’s services to get more leads.” 

 “We pay for the same service on Realtor.com for all of our agents.” 

 “We do not pay for anything with Trulia. From what I’ve understood, Trulia and Zillow will combine their services next 

year, so our partnership will change in January of next year.” 

ROI 

 “You get a better lead with Realtor.com; you get fewer leads, but the leads are better. With Zillow, you get a lot of 

rentals. About 35% to 45% of the leads we get from Zillow are for rental properties.” 

 “We get more leads from advertising on Zillow, but they are not always quality leads. We get better quality leads from 

Realtor.com.” 

 “Our conversion rate on Zillow is between 2% and 4%. Our conversion rate on Realtor.com is closer to 4.5%.” 

Budgets 

 “We have a 70/30 buyer/seller split in terms of advertising dollars spent. We are doing a lot of different advertising. 

We launched a website recently, and we may end up with a 12% to 16% conversion rate, which is much better than 

the other online sites. That website is starting to gain some traction. We are also advertising on Facebook and 

Google pay-per-clicks, and are trying to get leads that way.” 

 “We also advertise on websites, online [other sites], on TV and radio and in the newspaper.” 

 “About 25% to 30% of our advertising budget is spent on Zillow/Trulia and Realtor.com. We spent about 15% of our 

budget on Zillow and 10% to 11% on Realtor.com” 

 “In terms of renewing our subscription with Zillow, it depends on what they do. If they come back and say, ‘Hey, you 

get the same product, same price,’ we probably would, but if they come in with a significant increase and say we 

have to pay a ridiculous number, then no, especially when looking at a 2% to 4% conversion rate.” 

 “Where are we attracting those eyeballs? If Zillow lost a significant amount of traffic and was not broker-friendly, we 

would not use them.” 

Pricing 

 “Zillow is there in terms of maximum pricing; they cannot go much higher. And the problem is they do pricing per 

listing, per market.” 

 “Zillow increased their pricing on us over the past six months, so we increased our spending but we did not get any 

more services. It did go up, but it was not a significant increase.” 

 “Our Realtor.com spending also increased for the same reason. A lot of it was related to our listing account, which 

went up. Our per-listing price stayed the same, but we grew as a company.” 

 “Zillow/Trulia will never charge brokers for their listings. I highly doubt they will say, ‘If you want to put your listing on 

our website, we will charge you for it.’ A lot of brokers are on the fence now anyway. It would be a really bad move for 

Zillow and Trulia.” 

Competition 

 “It would be better for brokers if Zillow was not there, but the problem is that the client is trained to go to that 

website. Zillow has lots of bells and whistles, and the experience is a lot of fun. It is easy to use and navigate. It is a 

good search experience. The problem is the information is not correct, and most MLSs are not feeding Zillow.” 

 “The MLS is always still the most important online tool. We syndicate, and we believe in broad syndication. And we 

still use the big portal, so we still syndicate all of our listings.” 

 “The only [national] site that the MLS feeds is Realtor.com. But with most MLSs, even if you are cutting off the feed 

the broker can opt in and give that data to Zillow or other sites. Any broker can do anything they want to do with their 

listings.” 

 “We try to push our own website. If we can drive traffic to non–feed-directed websites, that is exciting.” 

 “Some projects are being worked on outside of the National Association of Realtors [NAR, in terms of] national 

portals and trying to not charge things back to the realtor. The realtor would pay for the dues to be in that system. 

Those kinds of projects if done correctly could change the industry overnight.” 

 “Realtor.com is the pioneer, but we do not own them anymore. They are perceived as more realtor-friendly. Even 

though NAR does not own them, Realtor.com is perceived as a friendlier site. But Realtor.com still charges too 

much.” 

http://www.realtor.org/
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5) Broker overseeing 12 offices for a regional real estate firm 

Because this brokerage specializes in lake properties, it gets most leads through its own highly marketed website. 

Realtor.com is in second place for leads, and the enhanced listing package for all brokerage agents is just $1,300 a year. 

Listings appear on Zillow via the local MLS, which has negotiated that the listing brokers name is displayed first next to all 

listings, so this brokerage does not buy anything from Zillow. 

Background 

 “I just have my listings on Zillow through my MLS.” 

 “A lot of people will say that they saw our listings on Zillow. A lot of my buyers will say, ‘Zillow said this house is worth 

this much,’ so we have to educate them about the Zestimates.” 

 “I’ve got a department that handles all of our marketing.” 

 “People do contact me as a listing broker from Zillow.” 

 “Zillow does seem to be getting more popular with buyers.” 

ROI 

 “My partner doesn’t get a lot of lead conversions from her advertising on Zillow because all we do is lake property 

and we invest in our own site. She did get one really good conversion last year from Zillow that resulted in a 

$600,000 sale.” 

 “We get the most return and leads from our own site by far. We get 42,000 hits a month. Our site does great. We 

promote it on Google search, Facebook business page, a Pinterest blog, Twitter [Inc./TWTR], and 30 different 

websites.” 

Budgets 

 “I pay for my company to have enhanced listings on Realtor.com with as many pictures as we want and go in and 

edit. I pay about $1,200 or $1,300 a year for everyone in the office to use it.” 

Pricing 

 “I got a sales call last year about doing this special featured advertising and the person on the phone said it would 

be $251 for six months. But then I started to be billed $251 a month. I called and talked to several people, but they 

just said, ‘You signed the contract.’ My partner was only paying $251 for six months. I had to do a fraud stop with my 

bank, and it was a big mess. I eventually proved that they were in the wrong and the deal was for six months, but by 

then I had decided never to buy anything from them again.” 

 “I would have like to have gone with it for $251 for six months.” 

Competition 

 “After our site, the most leads come from Realtor.com.” 

 

 

6) High-volume Coldwell Banker broker 

Zillow and Trulia have become insignificant players in this source’s region because now only Realtor.com is getting the 

MLS feeds as a result of its acquisition by News Corp. Thus, this firm’s spending on Zillow and Trulia has plummeted to 

almost zero, and the source predicts the two companies will be out of business or acquired within two years. The source 

has never been a fan of Zillow because he said its data is wildly inaccurate. Also, Zillow must reduce its prices for agents. 

Background 

 “We do not use Zillow at all. In this market Zillow/Trulia is absolutely nothing.” 

 “The problem with Zillow and Trulia both is that they are reliant on the local tax offices for all of their public 

information, and it is really poor information. Tax data only changes every eight years, so Zillow/Trulia’s information 

is all out of date. Both Trulia and Zillow post listings of houses that aren’t even for sale. My personal house is one of 

those. Since they cannot rely on the data from the MLS, they go to the off-brand so their data is really inaccurate.” 

ROI 

 “Realtor.com holds a better return on investment per dollar spent than Zillow and Trulia.” 

 “Advertising dollars-wise, I cannot imagine spending money with Zillow and Trulia now because they do not have 

access to the MLS. With Realtor.com, the MLS automatically downloads.” 

https://biz.twitter.com/ad-products
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 “The leads we get from Zillow are off-market leads. They do not get the data anymore until after something sells, and 

since we do not pay to our stuff on their site, they send our stuff after the fact.” 

 “The conversion rate is poor either way, with Realtor.com and Zillow/Trulia. This is how people begin looking. They 

are not substantive leads. You get them and they incubate for quite a while. I would guess 6% to 8% of our total 

business comes from these sites.” 

 “I have seen no benefit at all to advertising on Zillow. With Realtor.com, I only do it because we are forced to. If you 

are not an enhanced listing, you do not show up on the first five pages so essentially you have to advertise. I believe 

there is a huge benefit to it.” 

 “Very few of our agents leads come from Zillow. I personally have sold 1,200 houses and maybe two leads came 

from Zillow or Trulia combined.” 

 “With Realtor.com, I get four good leads a day. The conversion rate is about 30 houses a month, or about 300 a 

year.” 

Budgets 

 “About 10% to 12% of my advertising budget is spent on Realtor.com, and less than 1% is spent on Zillow.” 

 “With Realtor.com, we pay for everything. We are a premier agent under 

Realtor.com. We have 3,000 listings posted with them right now, and I do an 

enhanced listing on every one.” 

 “Over the past six months I have increased our spending with Realtor.com. I 

spend with Realtor.com on average about $50,000 a year. We used to 

spend $30,000 to $33,000, but it increased to $50,000 as soon as the IDX 

feeds stopped for Trulia and Zillow, now about eight months. Previously 

about $17,000 was going to Zillow and Trulia.” 

 “I have paid Zillow/Trulia something over the past six months, but it is 

nominal. There is no benefit to spending money with them.” 

 “For Trulia, it is the same thing. Before this new syndication, we did stuff 

with them and they were becoming very productive, but there is no reason to 

do it anymore. Realtor.com has captured the entire market.” 

 “Real estate agents are spending less of their ad budgets on Zillow/Trulia, 

and those numbers will continue to go lower.” 

 “We have 3,000 listings and do not spend that much on buyer leads. You do 

not have to spend money to advertise buyer leads, very little. Seller leads, same thing. I spent $600,000 last year on 

advertising, total.” 

 “I’m certain that Zillow and Trulia will charge brokers for their listings. They have to; they have no other way to get the 

information.” 

Pricing 

 “Zillow needs to reduce its prices right now because if they don’t, they are going to be completely out of business.” 

Competition 

 “Zillow and Trulia have pretty much been shut out of our market, with what’s going on with Rupert Murdoch and 

Realtor.com. This has really injured Zillow and Trulia. … Zillow and Trulia cannot do direct streams from our MLS 

anymore, and it is really killing them in this market. The majority of the country works like we do.” 

 “Murdoch bought Realtor.com and was smart enough and understood syndication well. He went around and bought 

up the syndication rights from all of those local MLSs, and he has complete control of ours so our local MLS is 

available to buyers online or it streams to Realtor.com.” 

 “The merger of Trulia and Zillow occurred after Murdoch purchased Realtor.com, and they had to merge; otherwise 

they would have been crushed. The only way they will get back in touch is they have to buy the syndication rights 

from Rupert Murdoch, who owns the data systems. The data is going out on his Realtor.com site for free.” 

 “Zillow/Trulia will have to buy information from Murdoch to put on their sites, and the only way they can do that is to 

charge the agents for their listings.” 

 “Trulia was a better site than Zillow. Originally it was more credible. Now they have merged, and they are the same. 

Trulia was kicking Zillow’s butt, and when Realtor.com was bought, they were shut out.” 

 “Even when we paid for Zillow, the information was always inaccurate. Even when they got the IDX feed, they also got 

the information from the tax records, and the information has never been accurate.” 

 “Zillow pricing [Zestimates] causes so many problems in their market. They are high or low significantly every time; 

across the whole U.S. Zillow is so far off it is ridiculous. When you are talking 10% to 15% off, that is a lot—and that’s 

Real estate agents are 

spending less of their ad 

budgets on Zillow/Trulia, and 

those numbers will continue to 

go lower. I bet you Zillow or 

Trulia or both will be out of 

business within two years—or 

they will have been purchased 

by Rupert Murdoch. 

High-volume Coldwell Banker broker 

https://en.wikipedia.org/wiki/Internet_Data_Exchange
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at a minimum. Normally I bet they are 20% to 25% off on their average valuations. That’s so far off you could throw 

things at a wall and guess better.” 

 “I bet you Zillow or Trulia or both will be out of business within two years—or they will have been purchased by Rupert 

Murdoch.” 

 

 

7) RE/MAX broker and 35-year industry veteran 

Although Zillow produces an ROI of 100%, it is not indispensable and is disliked by this source for its disrespect of the 

agents who are providing it with data. This broker already has cut Zillow spending by 50%. Targeted advertising through 

Facebook will replace most of this brokerage’s spending on Zillow and Trulia in the next year. 

Background 

 “It’s amazing how successful Zillow has been. The main change over the last two years is probably defined by their 

hubris; ‘We’re masters of the universe, and we can do whatever we want.’ That will ultimately result in substantial 

decline. You can’t go around alienating the people who provide you with the raw material.” 

 “I’m aware of agents who are doing exceptionally well with Zillow … getting a positive economic return on our 

investment with Zillow. But we’ve reduced our spend because we just personally don’t want to patronize Zillow. I 

don’t think they treat me well, I don’t think they care about my business, and I think they take advantage of the real 

estate industry, and then they flaunt that.” 

 “When an alternative comes around, I won’t miss doing business with 

Zillow.” 

 “When Realtor.com saw what Zillow was doing, they thought ‘We can do that 

to our customers too.’ And prices changed. The leads began being sold 

multiple times, to the point where the economics didn’t make sense there 

anymore. Also, the relationship with the customer changed at Realtor.com. It 

was no longer about what they could do to help build my business, it turned 

into how can they suck more money out of me.” 

 “Our problem on Zillow and Trulia as advertisers has not been so much lead 

acquisition but lead conversion. Zillow has this offering called Zurple, which 

auto-responds to leads and creates better follow-up. [News Corp.’s] 

FiveStreet does what Zurple does, but Zurple does it better. I hope 

FiveStreet gets better at it.” 

 “All of these platforms have figured out ways to squeeze more revenue from agents.” 

 “My first relationship was with [Dominion Enterprises’] Homes.com. I signed up with them in 1999. Homes.com is 

the most underdelivered and overpromised product I’ve ever been exposed to. My accounts are canceled with 

them.” 

ROI 

 “When I signed up with Zillow, I had 100% of certain ZIP codes, and those ZIP codes were generating maybe 10,000 

impressions per month. I was paying $300 per month. Eventually impressions hit 60,000 so Zillow decided to split 

the ZIP code among three other people and changed the terms of the service. Likewise with Trulia, I used to be the 

only broker on the page; now I’m just one of many brokers on the page.” 

 “Realtor.com came along next in 2005, and we invested heavily with them up to $2,000 a month. We tried all of 

their different products and found the ones that worked and the ones that didn’t. Realtor.com had a great run from 

about 2005 to about 2010 when a lot of their audience began being siphoned off by Zillow and Trulia.” 

 “I don’t know that our reduced spend on Zillow and Trulia will affect our business, because our marketing will be 

invested elsewhere. … We’ll be looking more into targeted Facebook messaging to specific demographic groups. It’s 

measurable, and I hear that it has a good return on investment. SEO advertising on Google [Inc./GOOG/GOOGL] is 

expensive and harder to track.” 

Budgets 

 “I advertise on all the aggregators because each of them has a unique audience. The people who go to Zillow are 

primarily sellers and sellers who will be buyers, and they got to Zillow because they were interested in finding a home 

valuation. The people who go to Trulia are younger and tend to be buyers. Realtor.com had been so clunky, people 

We’ll be looking more into 

targeted Facebook messaging 

to specific demographic 

groups. It’s measurable, and I 

hear that it has a good return 

on investment. 

RE/MAX broker and 35-year industry 

veteran 

http://zurple.com/
https://www.fivestreet.com/
http://www.homes.com/
http://www.google.com/ads/
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might go there and try it and then go to the others, but it might get people into the concept of searching online. Once 

they understand searching online, they then migrate to Trulia or Zillow.” 

 “As we began investing in Zillow and Trulia, we curtailed our Realtor.com buy. Today, I’m about equal with Zillow and 

Realtor.com in spend and more in Trulia. We spend about $800 a month with Trulia.” 

 “I have Premier status on Zillow, but at this point we’ve dropped our buy from $800 or $900 a month down to 

$350.” 

 “I keep some minimum spend with Zillow because I want the Premier status and I do get a return. I spend about 

$4,000 with Zillow and I get about $8,000 back, but I’m spending money with someone I really don’t like. The fact 

that I’m making money isn’t enough.” 

 “Most of the money we spend with Trulia is with the seller lead product, but those leads haven’t been converting. So 

probably in November I’ll discontinue my $800 contract with Trulia.” 

 “We’ve advertised open houses exclusively on Facebook, and a $50 spend brought in 18 people to the open house. 

And that’s a pretty good return.” 

Pricing 

 “As pricing goes up with all of the online services and the satisfaction of who you’re dealing with goes down, then at 

some point you get fed up.” 

Competition 

 “By investing all the time and money in this new initiative [UpStream] that the Realtors are trying to get off the 

ground, the industry collective has said, ‘We’re fed up, and we’re not going to take it anymore.’” 

 “I hope the realtors can defeat the aggregators, but I don’t know if they’ll be successful. But a million realtors, 

through their leadership, have expressed the desire to stomp these people out.” 

 

 

8) President of a large Midwest real estate firm; repeat source 

This agency does not pay Zillow or Trulia and does not put its listings on either site. More traffic comes to the firm’s own 

website. The source said Realtor.com is the best online tool for agents. Most agents view Zillow in a negative light, and an 

increasing number of brokers are removing their listings from the site. The source expects Zillow and Trulia eventually to 

charge brokers to post listings. 

Background 

 “We do not put any of our listings on Zillow or Trulia. This drives more traffic to our site and increased leads with no 

fees.” 

 “We do not pay Zillow/Trulia anything.” 

ROI 

 N/A 

Budgets 

 N/A 

Pricing 

 N/A 

Competition 

 “The majority of the agents have a very negative view of Zillow and Trulia.” 

 “There are more and more brokers pulling their listings from Zillow. Just because an MLS signs with Zillow does not 

mean that all the broker members send their listings.” 

 

 

 

2) MLS Executives 
Two of these three sources feed data directly to Zillow, and the third is in negotiations with the site. Individual brokers and 

agents still can post their listings directly with Zillow. Two sources expect Zillow’s prices to rise, and since the market is so 

consolidated, realtors have little recourse. One source expects Google to become a competitor while another expects a viable 

competitor to enter the market in two years. One source said realtors dislike having a corporation controlling Realtor.com. 

 

http://www.zillow.com/advertising/frequently-asked-questions.htm
http://www.trulia.com/sellerads/
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Key Silo Findings 
Background 

- 2 sources feed directly to Zillow. 

- 1 of those said Realtor.com has been difficult to work with. 

- 1 currently is in negotiations for a direct data feed to Zillow. 

- Brokers are always able to upload their data individually to Zillow even if their local MLS is signed to upload data. 

Pricing 

- 1 said the direct agreement with Zillow has a price that trumps all other ways to feed the data. Zillow’s prices are 

rumored to be going up. 

- 1 said rates will continue to rise at all major listing companies, and realtors have little recourse. 

- 1 had no comment on pricing. 

Competition 

- 1 expects Google to enter the listing market. 

- 1 sees more competitors emerging in a few years, but for now Realtor.com and Zillow control the market. 

- 1 said many in the industry are upset that Realtor.com is no longer controlled by NAR. 

 

 

1) MLS CEO with a direct feed to Zillow 

Zillow is making a lot of money from agents, and it will not jeopardize that with any radical shifts in prices or products. 

Also, Zillow is trying to cooperate more with MLSs and brokerages and to become more transparent. It continues to 

attract consumers, which in turn attracts agents and brokers. Google is as a possible future competitor. 

Background 

 “We feed direct to Zillow. Last summer we switched from going through ListHub to an agreement directly with Zillow 

and Trulia.” 

 “At the time Zillow and Trulia were offering us some terms that were 

attractive as far as how the data is displayed. They offered to automatically 

display the listing agent next to every listing, for example. That’s the reason 

we went to a direct agreement.” 

 “It’s been business as usual with Zillow since then.” 

 “I’d say half of our brokerages, most of the big ones, are sending their data 

to Zillow and Trulia through our direct agreements.” 

 “Zillow’s MO at the beginning was to do to the real estate agent what 

Expedia.com did to the travel agent. You now see a huge shift to reach out 

to the industry more and make an effort to build relationships with 

brokerages and MLSs. You see this with some of the people they’ve brought 

in from the real estate industry. They’ve really made an effort in the last year or so to work with the industry not make 

it irrelevant. They’re working to be a lot more transparent than they used to be.” 

 “If Zillow and Trulia were to disrupt the relationships that they’re trying to build right now, it would be bad for them. 

They’re making tons of money off of agents and brokers right now, so the people who have the fears that Zillow will 

become a national MLS or a national brokerage are wrong. They’re making just too much money, and they’re not 

going to do anything to harm that.” 

 “The bottom line is that consumers are using Zillow, so our agents and brokers are using them.” 

 “I don’t see major shifts in this industry in the next six months to a year. I see Zillow continuing to add new products 

and new enhancements, but I don’t see a major shift.” 

 “The broker portal will be an uphill battle, but we’ll see how that goes.” 

Pricing 

 “We have the agreement where our price and status trumps all other ways to feed data in to Zillow.” 

 “I’m starting to hear that prices on Zillow are going up—comments here and there, but nothing that it’s a huge 

problem.” 

 “We’ll have to see what happens with Realtor.com after the buyout. If Realtor.com were to suddenly jack their prices 

tenfold, you would see a revolt.” 

The bottom line is that 

consumers are using Zillow, so 

our agents and brokers are 

using them. 

MLS CEO with a direct feed to Zillow 
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 “Murdoch jumped the prices up in Australia. As a result you see a lot of brokerages there trying to create their own 

portal. That’s also the reaction you’re seeing here. Brokers are trying to create a broker national portal here as well.” 

Competition 

 “Brokers’ advertising and marketing are similar across the three portals: Zillow, Trulia and Realtor.com.” 

 “It’s a love-hate with all of the portals. Even the brokers who don’t like Zillow continue to use them because their 

direct-to-consumer relationship is so strong. They have to put their listing on there. Until something changes and 

consumers look elsewhere, I still see Zillow strong in our market.” 

 “Some are loyalists to Realtor.com because it has ‘realtor’ in the brand. There will always be realtors who will choose 

only Realtor.com for their marketing.” 

 “Realtor.com got in early, and with that they plugged away. They had a lot of restrictions in place with NAR about 

what they could and couldn’t do. Now that’s fallen away, and they can really compete more with Zillow and Trulia.” 

 “Murdoch is going all out now with new Realtor.com branding and advertising. Realtor.com now is making a move 

that they needed to do. They probably needed to do this a few years ago.” 

 “Zillow and Trulia are doing now with the MLSs what Realtor.com did 15 years ago.” 

 “Consumers say they want their listings on Zillow. I do hear a lot of negatives about Zillow, but at the end of the day 

it’s being looked at by consumers. And as a result of that it’s being used by our brokers.” 

 “You never know what the next Zillow will be. We’ve seen Google get in the game. We’ve seen Microsoft in the past 

get in the game, then get out. They still have tons of money. I expect Google to do something at some point. I don’t 

know what, but there’s a lot of money in this industry. Players with a lot of capital to invest will not stay out long.’ 

 “If any of the portals does any type of radical shift and don’t take baby steps, there are consequences. It takes a 

while to get trust back in this industry. I’ve observed this over 30 years that any radical shifts take a while to 

process.” 

 

 

2) Executive for a large MLS that has a direct data feed agreement with Zillow 

Brokers believe they either want to or have to have their listings on Zillow even though prices have risen significantly in 

the past six months, as have Realtor.com’s. Promising alternatives are a few years away; until then Zillow and 

Realtor.com will continue to raise their prices. MLSs will continue to do as their brokers direct them to, which is to send 

listings to Zillow. 

Background 

 “At the end of this month we will cease all data feeds to ListHub and will be providing data directly to just Zillow, 

Trulia, Realtor.com, Homes.com and HomeFinder.com. We’re confident in our agreements with them in concerning 

data protection. We’ve found them to be responsive to our issues. If a broker or agent calls us that a listing is not 

displayed correctly on one of these sites, we’ve found them easy to work with to resolve problems like this.” 

 “Back in 2011 we reached out to Zillow and Trulia and asked them for direct feed agreements. Our board [of 

directors] came to the decision that incorrect or stale data on Zillow or Trulia hurt brokers and agents more than it 

hurt Zillow and Trulia. So if the MLS’s role is to protect the quality of data online and protect the role of our brokers 

within the transaction, then having a direct relationship with Zillow to ensure that the data was protected from 

misuse would be beneficial. Also, that correct data on Zillow would save brokers time, money and effort.” 

 “When consumers found stale data on Zillow they didn’t blame Zillow; they blamed the agent. We needed to take 

steps to fix that.” 

 “We signed a deal with Zillow and Trulia that are specific to us. They were designed to protect our data from being 

resyndicated and it details how data can be used within the Zillow system. It sets rules and frameworks around use 

of the data.” 

 “I’ve always looked at Zillow as a modern newspaper; it’s an advertising outlet for our brokers and agents. It has 

become more than that, it’s now a full-fledged media source, but the fact is that my brokers either feel compelled to 

or want to put their listing on Zillow. The MLS has to do what the brokers want.” 

 “With the news about NAR’s agreement with RPR and AMP, it hasn’t changed anything for us because we have such 

a long history with Zillow. We were not part of the crowd that had to suddenly scramble to set up agreements when 

ListHub stopped feeding to Zillow in April.” 

http://www.homefinder.com/
http://blog.narrpr.com/ceo-update/may-2015-ceo-update/
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 “Since we negotiated with Zillow and Trulia early, I feel we got a better deal 

data protection-wise.” 

 “Had the top five portals been difficult to deal with, I doubt we would have 

had the agreements that we have with them. By far the worst company to 

deal with is Realtor.com; it’s not even close. They’ve been resistant to 

change; they will not bend to issues that they feel they are right about. It’s 

made things very difficult for no reason, and that’s part of the reason we’ve 

moved away from ListHub.” 

 “For example, back in 2013 we wanted to bring on a product that would 

help us measure listing performance across any platform that we were 

sending listing data to. We wanted to compare across all the top five 

platforms to see where our brokers’ dollars are best spent. We got no 

problem from four sites, but Realtor.com said no. They said, ‘This is a 

competing product, and if you continue to use it, we’re not only going to cut 

off your ListHub agreement to all of your brokers but also we’ll refuse any 

performance statistical data to come back to the MLS.’ In the end ListHub 

played hardball and basically forced that product to go defunct, which 

means that they succeeded in ensuring that our brokers don’t have a real, 

quality way of measuring how their dollars perform online.” 

 “In our market there was deep dissatisfaction with the customer service at 

Realtor.com. When brokers got phone calls from their reps at Realtor.com, 

they were told ‘Here’s the rate; take it or leave it.’” 

 “With the news of the sale of Realtor.com to News Corp., it was not lost on 

anyone that this just created a second Zillow Group. There is no belief 

whatsoever that Realtor.com is in any way controlled by or beneficial to the 

realtor community. I do not believe realtors have any sway anymore over 

Realtor.com.” 

 “News Corp. is a for-profit company. They bought Move fair and square so they own Realtor.com and ListHub. 

Because of that, Realtor.com will be operated as a for-profit media site. The ramification of that is, how do they make 

their revenue? They make it off of people buying ads, and those are people are my brokers and agents, who are 

being monetized to support the fight between Zillow and Realtor.com.” 

 “There is very much a knowledge gap between the agent on the street, working to get their name out there, get their 

listing out there and make a buck, and the broker who is thinking more strategically about listing syndication.” 

 “The larger brokers are more concerned about control of the listing data because the true value of the listing may not 

even be in the sale of the home but in the data that the listing represents.” 

 “Brokers are coming to the realization that the monetization of the data surrounding the listing could, in fact, be 

more profitable for them than even the sale of the listing in terms of how consumers browse listing information and 

where they go for information. All that stuff is valuable, and companies will buy it.” 

 “When you have companies like Zillow Group that claim ownership in perpetuity, that really represents a threat to the 

data ownership that traditionally has been with the broker.” 

 “NAR has gone far afield from where they should have been by this time. They’ve had a tremendous opportunity to 

educate their realtors about the listing syndication environment and the potential threats, but have not succeeded. I 

feel NAR is more working against MLSs than with us.” 

Pricing 

 “Both Zillow and Realtor.com will continue to raise prices because they are both publicly traded companies that need 

to turn a profit. The only way to do that is to raise more revenue, not lower rates.” 

 “If an alternative comes into the marketplace, it would be the only true balance to rates being raised. There are 

some promising programs on the horizon, but they are still at least a year or two away.” 

 “In a meeting late last year with a group of 40 of the largest brokers in the country, one happened to mention that he 

got his bill from one of the top listing platforms and they had doubled his rates. Other people raised their hands 

around the room and said theirs too were double, triple and in some places quadruple the rates they had had. This 

was at all of the online platforms, including Realtor.com. I think there was and remains deep dissatisfaction with the 

choices available to brokers because there’s no safe haven. There’s no place, especially with the sale of 

Realtor.com, to put their listing at no or little cost and get national exposure. They feel stuck.” 

At the end of this month we will 

cease all data feeds to ListHub 

and will be providing data 

directly to just Zillow, Trulia, 

Realtor.com, Homes.com and 

HomeFinder.com. We’re 

confident in our agreements 

with them in concerning data 

protection. We’ve found them 

to be responsive to our issues. 

If an alternative comes into the 

marketplace, it would be the 

only true balance to rates being 

raised. There are some 

promising programs on the 

horizon, but they are still at 

least a year or two away. 

Executive for a large MLS that has a 

direct data feed agreement with Zillow 

http://www.homefinder.com/
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Competition 

 “In concept, some of these new programs make sense. I support the idea of UpStream and brokers being able to 

better control where their listing are sent from one dashboard. But UpStream seems to be about three to four years 

out from being built.” 

 “ListHub would tell you that they do compare the spend across platforms, but since they don’t feed to Zillow or Trulia 

anymore, their offering is really null and void. They wanted to charge us $60,000 a year for this statistical product, 

but it’s useless if it doesn’t include Zillow. Besides, this offering wasn’t easy to use, it wasn’t graphically friendly.” 

 

 

3) MLS vice president 

The break of data feeds between ListHub and Zillow Group prompted this MLS to reconsider its role in listing syndication. 

It now leans toward leaving syndication up to individual brokerages and only facilitating data feeds on an individual basis 

at a broker’s request. The sentiment is that the MLS does not own the data and should not be negotiating the distribution 

or use of that data. Without an MLS feed to Zillow, brokers who valued the site have found alternative ways to upload 

their listings. Many in the industry are dismayed about Realtor.com’s sale to a corporation. 

Background 

 “We are still negotiating with Zillow over feeding our MLS data to them. Originally our relationship was through 

ListHub, which managed all of our syndication except for Realtor.com.” 

 “I’d say it’s 50/50 that we will get an agreement with Zillow.” 

 “When the Zillow Group decided to leave ListHub, it became necessary to start negotiations with them. Our directors 

are still negotiating with them because we’ve gotten into a philosophical 

discussion about whether listing syndication is actually the business of an 

MLS or should that be strictly up to the broker. Although we’ve always given 

the broker the option to sign up to listing syndication or not, just offering 

them the opportunity in an easy way is in fact an implication that they 

should. Because it’s being offered by the MLS, it appears to be a 

recommendation that they do, so that’s a dangerous position for us to be in 

many times because we look like we’re endorsing a product.” 

 “The stumbling blocks in our negotiations with Zillow are data security 

issues and what authority does the MLS have to sign an agreement that said 

Zillow may use this data for other things to be determined in the future. It’s 

one thing if Zillow had come to us and say, ‘We’re an advertising venue, and 

all we’re doing is asking you to sign up so that the agents who want to advertise their listings can’; then that’s a 

clean agreement. As soon as you start adding durative products into deal, then we start to get nervous because 

that’s open-ended. The same is true about Zillow wanting to retain the listing data beyond the term of the contract. 

The MLS’s contract with our participants said we will not hold the data beyond 30 days after the contract is 

terminated and then all data will be destroyed. Zillow wants to retain the data forever. They said they just retain the 

listing data that is publicly available anyway, but even if that’s true we feel we’re turning over data, which isn’t ours 

to turn over without a clear agreement of how it will be used.” 

 “There’s a lot of concern in the industry that data is just handed over left and right and that brokers are not getting 

the benefit of the value of that asset, which is their primary asset.” 

 “We don’t send all of our listings to Realtor.com either. It’s a broker opt-in system. That data feed never went through 

ListHub; we always had a separate agreement.” 

 “If in fact the MLS is not able to work out an agreement with Zillow, then there will still be a way for brokers to 

request that their data be send to Zillow in a custom-feed situation. Brokers who do want their listing to go to Zillow 

will be able to find a way to do that.” 

 “There are so many routes to getting your listings displayed on Zillow that we don’t feel that by not feeding to Zillow 

we’re putting any of our brokers at a disadvantage.” 

 “We’re not hearing reports back from our brokers that the disruption in the MLS feeding to Zillow is a problem. Some 

brokers are going through their franchises; others are going through the IDX provider because they has a syndication 

agreement with the Zillow Group. Agents can, of course, just put their own listing into Zillow as well.” 

There are so many routes to 

getting your listings displayed 

on Zillow that we don’t feel that 

by not feeding to Zillow we’re 

putting any of our brokers at a 

disadvantage. 

MLS vice president 
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 “There are a few brokers in our marketplace that do not syndicate to Zillow, but if the seller mandates it then they 

will.” 

 “Every MLS is different. In our marketplace, brokers don’t see syndication as an MLS activity. Advertising falls to the 

brokers to manage. We feel the MLS should be in the position to influence or control advertising, and that’s a radical 

change from eight or nine years ago when those national publishers were just getting started.” 

 “There’s no question that the attitude toward national publishers has in fact changed. Listing syndication was like a 

godsend when it was first created, but now people seem to have varying opinions about what sites are good, what 

they should charge, where the listing go, and how much money is reasonable to spend on lead generation.” 

 “Nobody was convinced that their business would stop if their listings weren’t on Zillow, so we didn’t have any type of 

backlash when our syndication stopped.” 

 “We did have calls from agents about why their listings aren’t on Zillow. We issued education and notices about the 

situation, but it hasn’t been a big deal.” 

Pricing 

 “We’ve totally stayed out of pricing and how effective they are because that’s not what we do.” 

Competition 

 “Realtor.com offers the kinds of terms we’re looking for from Zillow.” 

 “There are a lot of people in my marketplace who are pretty angry about the sale of Realtor.com. They don’t like the 

new ownership. They’ve always felt that Realtor.com was owned and controlled by NAR, and this makes it clear that 

that’s not the case. People feel that a lot of realtors’ money was put into the creating of Realtor.com, and then it was 

sold off.” 

 “Realtors are not so sure that Realtor.com is part of the realtor family anymore.” 

 

 

 

3) Industry Specialists 
Two of these five sources commented on Zillow’s ability to charge agents for listings and offered different opinions. The MLS 

will remain the primary source for listings. Two said Zillow has room to increase its advertising rates. Three of five who 

commented view Realtor.com as Zillow’s main competitor. One source said more of agents’ ad dollars will be dedicated to 

direct targeting of consumers. 

 

 

Key Silo Findings 
Background 

- Of the 2 who commented, 1 believes Zillow will not be able to charge for postings as in Australia or the UK, while 1 

believes it is likely. 

- 1 said Zillow and Realtor.com both have improved their sites. 

- 1 said the MLS will remain the primary source for listings. 

- 1 believes Zillow is indispensable to brokers because of its large consumer base. 

ROI 

- 1 said Zillow and Realtor.com are equal in ROI. 

- 1 said Realtor.com holds better ROI. 

- 3 had no comment. 

Budgets 

- 1 said real estate agents will be more focused on direct marketing. 

Pricing 

- 2 who commented believe Zillow holds pricing power; 1 specified the company could raise prices 5% to 10%. 

Competition 

- 3 cited Realtor.com as Zillow’s main competitor. 

- 1 said Zillow has a plethora of competitors. 

- 1 had no comment. 
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1) Real estate professor at a Colorado university; repeat source 

Realtor.com is probably the best online tool today for agents and brokers to advertise their listings, but Zillow has the 

ability to crush its competition. The source expects Zillow, as an open-source platform, to win out over other sites in the 

long run. Also, Zillow and Trulia likely will charge agents/brokers to post listings. 

Background 

 “Zillow is pretty indispensable because it is arguably the No. 1 source that consumers go to. If realtors are not there, 

they are missing out.” 

 “From a business point of view, I would not go along [with Zillow adding another agent to my listing page]. If I were 

Zillow, I would not want to alienate the realtor community.” 

 “It is probably pretty likely that Zillow/Trulia will charge agents and brokers to post their listings. One of the reasons I 

go to Zillow is because it has everything there—not just things that people pay to get there.” 

 “I think the UK and Australia website models can be replicated in the U.S. My personal opinion is that is the worst 

way for Zillow to go at revenue. Zillow ought to be getting all of the data in as 

good a shape as they possibly can.” 

ROI 

 N/A 

Budgets 

 N/A 

Pricing 

 “Zillow can charge whatever they want because that is the revenue they 

should be going after. The idea of placement and banner ads and all of 

that—the sky is the limit. Realtors are competitive and want to be at the top, 

and they know where consumers are going, and that is to Zillow. I would not 

think there would be an issue [if Zillow were to raise prices].” 

Competition 

 “Realtor.com is probably the best online tool for real estate agents and brokers to advertise their listings.” 

 “The MLS has always been an essential tool for residential realtors. It used to be heavily guarded information. Then 

things went online. Realtors have to put their properties in the MLS; it is the most important thing for them, and that 

feeds directly into Realtor.com” 

 “Realtor.com and Zillow are not the same thing at this point. Realtors are institutionalized into Realtor.com, and that 

will not go away anytime soon. But Zillow, being an open-source platform, is probably better in the long run and 

probably will win out over sites like Realtor.com.” 

 “I have posted houses, rental houses. I post them on Zillow. That is my primary form of advertising, and it’s free.” 

 “I think Zillow is a fantastic tool. It has the traction to pretty much crush everything else if they do it right. It will be 

nationwide central clearinghouse for residential real estate.” 

 

2) Executive for a state trade group, a real estate consultant and an agent for a large Midwest firm; repeat source  

This agency spends plenty for advertising, and the budget on Zillow and Realtor.com has remained stable during the past 

six months. The source sees little difference in terms of ROI or conversion rates between the two sites. His agency likely 

will renew its subscription to Zillow, and he himself is fairly satisfied with the ROI from Zillow. He doubts the UK and 

Australian models can be duplicated in the United States, where there are more options.  

Background 

 “Our real estate company spends more money online than anywhere. We 

spend on websites like Zillow and our own company website.” 

 “Zillow displays our listings for us for no charge, and then agents can buy 

ZIP codes from Zillow.” 

 “Our agency’s spending has been stable with Zillow and with Realtor.com 

over the past six months.” 

 “Zillow will not likely charge agents for their listings. That’s not their 

business model.” 

Zillow is pretty indispensable 

because it is arguably the No. 1 

source that consumers go to. If 

realtors are not there, they are 

missing out. 

Real estate professor at a Colorado 

university 

It is very important to have your 

listings on Zillow—and most 

realtors would say, 

‘Unfortunately.’ 

Executive for a state trade group, a real 

estate consultant and an agent for a 

large Midwest firm 
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Budgets 

 “I think our agency will renew its subscription on Zillow.” 

 “About 20% of our advertising budget is spent on buyer leads, and maybe 25% is on seller leads.” 

 “We spend under 10% of our advertising budget on Zillow.” 

 “We spend most of our advertising budget online. We do billboards, some TV, but mostly we spend online. We do 

banner ads and have our own website.” 

 “We do not advertise in the newspaper anymore, as online advertising has taken over and the consumer is up on the 

online real estate game.” 

ROI 

 “Zillow and Realtor.com are pretty equal in terms of ROI.” 

 “Our conversion rate on Zillow is in the neighborhood of 3% and probably the same for Realtor.com.” 

 “We get a few more leads from Zillow, but it is not appreciable.” 

Pricing 

 “Zillow can probably raise prices 5% to 10%.” 

 “People have to advertise. It is very important to have your listings on Zillow—and most realtors would say, 

‘Unfortunately.’” 

 “I do not think the UK and Australia models can be replicated in the United States. The Australian site has a 

monopoly on all the listings there, and people think that is not going to happen here because we have so many more 

options.” 

Competition 

 “Zillow has more people looking at its site, more eyes on the site.” 

 “You can upgrade on Realtor.com to a better listing profile; you cannot do that on Zillow.” 

 

 

3) Real estate consultant in the Pacific Northwest; repeat source 

Zillow is not that important to brokers who are well established. In addition, most aggressive agents do not put their eggs 

in one basket, and they seek out the sites with the highest conversion rates. Zillow will be reluctant to charge 

agents/brokers for listings. Agents can send Zillow their own data to post, so the loss of data feeds is not an issue. 

Background 

 N/A 

ROI 

 N/A 

Budgets 

 “If MLS feeds are cut off with Zillow, it will make the site a lot less effective, 

that’s for sure. On the other hand, it could be sort of counterintuitive. If the 

MLS feed is cut off and I have a listing, I can put it on Zillow myself. And I 

might do that because it will pop up on Zillow more prominently.” 

 “For the MLSs, at the end of the day it is not in their best interest to restrict 

MLS data. Information is power, and it has gotten way past the point of 

being able to give the broker an advantage. So you cannot restrict that, and 

the only thing you can do is charge people some reasonable [amount].” 

 “It looks like newspaper advertising has gone totally bye-bye.” 

Pricing 

 N/A 

Competition 

 “For a good broker who has a good territory, Zillow is not that important. 

Brokers rely on more word-of-mouth referrals. I do not think Zillow or any of 

these sites are that important to someone who is well established. Real 

estate is still a pretty local thing.” 

 “The really aggressive agents that I see do everything; they list on Craigslist, 

Zillow, Realtor.com.” 

 “Some of the real estate agents have excellent company or personal sites. If 

If the MLS feed is cut off and I 

have a listing, I can put it on 

Zillow myself. And I might do 

that because it will pop up on 

Zillow more prominently. The 

real issue is ultimately what 

results in the greatest 

conversion to purchase or sale 

or both. Zillow has tuned up the 

look and feel of their site in 

recent months. It looks great. 

Realtor.com was sort of resting 

on their laurels, but they have 

made some upgrades. 

Real estate consultant in the Pacific 

Northwest 



 

 
301 Battery Street, 2nd Floor, San Francisco, CA 94111 | www.blueshiftideas.com 

19 

Zillow Group Inc. 

you talk with agents, they have different opinions. Some of them resent the de-personalization that outfits like Zillow 

bring.” 

 “The sites that are the most effective are the ones that are tied to brokers in a specific market, and that really help 

people sort through and find product that they would be interested in.” 

 “I like the format in Zillow a little better than Realtor.com, but they pretty much have the same stuff.” 

 “Zillow has some filters, but they are broad-based and do not drill down as much. For people who are seriously 

looking and who are conversant with the Internet, as most people are now, they like having the ability to get specific. 

I have heard several people talk about how they found things through one of these local sites and alerted their agent 

to it, and then their agent makes a connection.” 

 “At some point it is possible that Zillow/Trulia will charge agents and brokers for their listings, but I think the 

company would be reluctant to do that. They will charge agents to get an enhanced presentation, but they do not 

want to discourage people from using their sites.” 

 “The real issue is ultimately what results in the greatest conversion to purchase or sale or both. Zillow has tuned up 

the look and feel of their site in recent months. It looks great. Realtor.com was sort of resting on their laurels, but 

they have made some upgrades.” 

 

 

4) Real estate professor at a prominent East Coast university 

Although Zillow and its competitors have etched out their roles in the real estate market, the MLS still remains the 

primary means by which agents and brokers post their listings. Still, this source believes Zillow is becoming increasingly 

important, particularly in larger markets. Realtor.com may hold the best ROI given the perception that it is tied directly to 

the MLS feeds. Charging brokers/agents to post listings may not be in Zillow’s best interest. This source believes 

consumer targeting is a trend worth watching. 

Background 

 “Buyers do search online sites and will frequently solicit their buyer agent to obtain additional information on a 

property presented in Zillow and Trulia with interest in inspecting.” 

 “Also, seller agents will pay for Zillow/Trulia to convey to their client that they are comprehensively promoting their 

property. Zillow can provide an excellent opportunity for obtaining new leads efficiently.” 

 “Given the market refers to [Zillow] extensively and the fact that it is expanding and integrating information offerings, 

it is becoming increasingly important. However, it will depend on what market you are referring to. A service such as 

Zillow has more relevance in larger markets.” 

 “There is a deeply embedded view on the part of the realtor community that they hold highly valuable information 

that, if public, would wreak havoc on their industry and mark the end of their relevance. I believe, however, that the 

market forces will continue to put pressure on an open information environment.” 

 “I am nearly certain agents will welcome partnerships to expose property listings in the event MLS is dropped.” 

ROI 

 “If I had to guess, Realtor.com [holds the best ROI per dollar spent] as there is a perception that it is a direct 

connection to the MLS.” 

 “It depends on the pursuits of the person entering the site [as to whether Realtor.com or Zillow holds more value]. If I 

am buying rental property or otherwise looking at a market or neighborhood, Zillow is my first stop because 

Realtor.com does not have comprehensive ‘sold’ information. Zillow, on the other hand, will frequently not have the 

details of a property, and there have been errors.” 

Budgets 

 “[Charging brokers to post their listings] may not be in [Zillow’s] best interest. At present Zillow, in theory, represents 

all residential activity in the eyes of buyers. If they change that to charging for the listings, then the market may have 

less faith that those sites are providing comprehensive information.” 

 “[U.S. real estate sites] already are [replicating UK and Australia models] on a small but ever-growing scale. I believe 

you will see firms start to realign their focus beyond the local into a consumer-centric approach whereby they 

explicitly target segments of the market. Although I know that is done today, I see signs that it will become even more 

pronounced.” 

Pricing 

 N/A 
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Competition 

 N/A 

 

 

5) Real estate chair at a major Midwest university and the director of the school’s real estate center; repeat source 

Zillow is simply one listing option for real estate agents and brokers. The site offers interesting analytics for consumers, 

but many people question the site’s accuracy. Zillow and Trulia are unlikely to charge brokers and agents to post listings; 

instead, the companies will look for other ways to boost revenue. Zillow also must be careful with price increases and 

must consider the other options available to realtors. Overall, the value of MLS data is being realized by local boards of 

realtors, and the sharing of that data is being reviewed. 

Background 

 “Zillow does provide some of the extra analytics that some consumers find interesting although there are questions 

about the reliability of those analytics as well. People question how accurate Zillow’s information is. Particularly from 

an agent’s perspective, that would be frustrating because you have potential buyers or sellers coming in with 

something in mind that might be wildly off.” 

 “For some agents, it may be necessary for them to pay to have some Internet exposure, but other brokers who have 

options with specific websites or social media outreach, it may be less important for them.” 

 “When I interact with people at the board of realtors, they are much more aware of the value of their [MLS] data now, 

so they are looking at both the strategic and competitive aspects of making that data more widely available. … That 

doesn’t mean they will be unwilling to share, but they want to make sure they capture that value.” 

 “Having lived in both the UK and Australia, it is certainly possible that those website models will be replicated in the 

U.S. Having said that, in those countries there is maybe a bit more concentration of market power. I do not see 

Realtor.com in Australia. And in the UK, firms have large market shares, so there are fewer options for agents and 

brokers.” 

 “It would be very unlikely for Zillow/Trulia to charge brokers and agents to post listings. I would imagine they are 

looking at what the business model is and will continue to explore ways to increase their revenue.” 

ROI 

 N/A 

Budgets 

 N/A 

Pricing 

 N/A 

Competition 

 “Locally some agents have a lot of success with their own websites or interfaces. The local MLS service is another 

option that many people follow though usually that is through a broker’s website.” 

 “Zillow is a tool, but it is not essential. Realtors have a lot of options at the moment.” 

 

 

Secondary Sources 

The following four secondary sources discussed realtors bypassing MLSs and advertising on Facebook, as well as ListHub 

developments. 

 

 

Realtors Bypassing their MLS 
A Seattle real estate brokerage firm withdrew its listings from its MLS and planned to list them on alternatives like Zillow and 

Redfin. The firm was able to reduce its sellers’ fees to just 1%. 

 

May 19 Rain City Guide article 

Seattle’s Quill Realty withdrew its listings from its MLS, claiming it was following technological trends and that the buyer 

agent was more or less obsolete. Quill now would be able to lower its sellers’ fees from over 5% to approximately 1%. It 

http://raincityguide.com/2015/05/19/withdraw-from-multiple-listing-service-mls-single-broker-listing/
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planned to list homes on several of the many options outside of its MLS, including Redfin and Zillow. Quill owner 

addressed questions and concerns in the comments section of the article. 

 “Today, my real estate firm Quill Realty is announcing its imminent withdrawal from the Northwest Multiple Listing 

Service [Quill Press Release 5/19/15]. We have some current inventory we need to clear. But by July 1, and likely 

sooner, Quill will withdraw from the NWMLS.” 

 “Why? Because that is where the future of real estate lies. For a long time—10 years—I have been working on 

developing a better business model in real estate. It’s been apparent that real estate simply would have to change 

given the ongoing information and technological revolutions that have changed pretty much everything else. Yet 10 

years on, and nothing has changed much at all.” 

 “The real estate broker system, with its hallmark of cooperation between brokers, has been around for more than a 

century. A hundred plus years ago, the term ‘marketing’ didn’t exist, and the only way to sell a house was to have 

folks talk it up, literally. So today, just like 100+ years ago, a seller must hire two brokers to sell the house: the listing 

broker; and the cooperating or selling broker who often represents the buyer.” 

 “Notwithstanding the fact that listing brokers today take pride in their marketing abilities and are more than capable 

of selling the home themselves. Or that the internet allows for easy and widespread dissemination of market 

information. Or that nobody—nobody—‘brings a buyer’ to the sale anymore. Buyers usually find the home themselves, 

and very few—if any—buyer’s agents today actually “sell” a house to their client. Buyer’s agents today simply are not, 

either legally or ethically, ‘selling’ brokers.” 

 “So why do sellers continue to pay a selling office commission? Because it is a requirement of entry into any MLS 

(understandably so, given their cooperative nature). And for whatever reason—conspiracy theories abound!—sellers 

today continue to pay at least 2.5% and usually 3% to buyers’ agents.” 

 “Meanwhile, the ability to market a property off of the MLS has continued to grow. The FSBO market has been 

around for a long time, and today there are more opportunities than ever to list a home in places other than the MLS. 

This of course allows the seller to skip paying the selling office commission. Today, non-MLS listings appear on Zillow 

and Redfin, two very large and very popular real estate web search sites, as well as elsewhere across the web. Plus, 

in this seller’s market, does a seller even need that sort of high tech marketing? A professional yard sign and a 

couple of open houses are likely enough to get full market value in this historic seller’s market.” 

 “We will be the very first and only broker in Seattle—as far as we know—to offer ‘single broker listings.’ It’s a brand 

new term to refer to a listing contract with only a single broker. That one listing broker then has the opportunity to 

sell the house and earn the commission.” 

 “Single broker listings will of course not appear on any MLS. They will, however, appear in many other marketing 

channels where buyers are looking (like Zillow, and Redfin). Plus the broker has access to every other marketing tool: 

a yard sign; high quality flyer; open houses and tours. And what about social media? Surely that offers an untapped 

opportunity for marketing a home.” 

 “What do you think? Is there a future in single broker listings? Or is Quill doomed to scuffle along like every other 

alternative brokerage, staying in business but neither getting rich nor changing the world?” 

 Commenter Jessica: “While I totally agree that the buyer’s agent no longer ‘brings the buyer’, in the sense that the 

buyer fully relies on the agent to find inventory, isn’t there still value in other services that the buyer’s agent provides, 

that ultimately contribute to the sale? Help with negotiation stands out in my mind as being important, especially for 

first-time home buyers. If the process is handled by a single broker, isn’t there an inherent conflict of interest? How 

does a listing agent balance the interests of both parties?” 

 Quill Realty Founder Craig Blackmon: 

o “Of course a buyer’s agent brings value to the transaction—but that value benefits which party? As you point 

out, the buyer gets the benefit of that value. So why does the seller pay for it? Because it is an historical 

vestige, nothing else. A Quill buyer is free to engage an attorney or another real estate broker. The buyer 

will, like in every other aspect of modern life, be responsible for the professional fees incurred on the 

buyer’s behalf. In other words, real estate finally joins the 20th Century. At the end of the day, I envision a 

world where the seller pays for the seller’s real estate services, and the buyer pays for the buyer’s real 

estate services. I can appreciate that some buyers will be put off by this twist. Plus, Quill will no longer have 

access to the NWMLS forms. So Quill will have its own forms. And Quill will offer these to a buyer for a 

reduced fee, so that the buyer isn’t required to hire their own professional. Is this a conflict of interest? 

Sure. Is it allowed in real estate? You bet. Quill will specifically limit its relationship to the buyer to one of 

‘customer’ who receives brokerage services, rather than a ‘client’ to whom a higher duty is owed.” 

http://raincityguide.com/wp-content/uploads/2015/05/Press-Release-6.pdf
http://quillrealty.com/real-estate-evolved-an-antiquated-industry-will-adapt-to-the-21st-century-and-offer-an-mls-alternative/
http://quillrealty.com/real-estate-evolved-an-antiquated-industry-will-adapt-to-the-21st-century-and-offer-an-mls-alternative/
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o “My departure from the MLS affects sellers the most. No longer will they need to pay a cooperating (or 

buyer’s agent) commission of 3%, plus the listing fee. Instead, they will simply pay a 1% listing fee. Period. 

So Quill just cut the broker costs of selling by 84%!! On the buy side, I will help you buy a home for a 1% 

commission or $5k minimum. If the home is listed on the MLS, you should be able to pay 2% less and still 

be a ‘full price’ offer, since I only need 1% and the seller is paying 3%. So there is a big price advantage to 

using my services as a buyer. But the offer must call out this reduction in the SOC, so if there are multiple 

buyers yours will stand out as unusual.” 

 Commenter John Wake: “Have you ever set up this great custom MLS search just for some clients but they 

continuously call you about (sold and pending) listings they found on Zillow? You tell them the search you set up is 

better, more accurate but soon you get another call about another listing they found on Zillow. These people started 

using Zillow weeks or months before they contacted you. They know Zillow (or Redfin or whatever) very well and don’t 

want to learn your MLS system even if it’s more accurate. Since buyers are already spending a ton of time on Zillow, 

Craig’s non-MLS listings could very well get a ton of online views.” 

 Commenter Steve Harkness: “Someone that sees the future for what it is. The full brokerage model has been on its 

death bed for years. The broker makes no money. The agents working for the broker make no money because of all 

the fee’s they have to pay just to have a desk in the brokerage. Those agents that know how to market their listings 

will do fine in this new world. Those agents that do not know how to market and that have relied on the brokerage 

will soon go the way of the dinosaur. This had to happen and the sooner the better because Zillow/Trulia has been 

working as hard as they can to create an app that works on the smart phone to do away with the Realtor all together. 

Just watch their advertising and you see their view of how they see things. You will quickly notice there is NO 

REALTOR involved.” 

 Commenter Alex: “The discount brokerage business model doesn’t work long-term. I’ve been in the business a long 

time and seen many fail because people ultimately need real estate agents to hold their hands and they get paid 

accordingly to how much they have to put up with and coordinate for 30-45 days. The only way these discount 

brokerages make it is by doing volume and it’s not sustainable to maintain excellent customer service or 

personalized attention. The top brokers earn their fees. Particularly during down markets, which we’re headed for 

again at some point, consumers needs full service agents. That said, I love that this company ditched the NWMLS. 

Instead of creating a discount brokerage, I would LOVE to see this company start another MLS as an alternative to 

the NWMLS in WA State.” 

 

Realtors Advertising on Facebook 
A survey showed that real estate agents receive the best ROI from Facebook and Google when purchasing leads, yet far fewer 

agents purchase from Facebook or search engines than from listing portals. Facebook’s response rate has exceeded that of 

Zillow, Trulia and Realtor.com. On average, agents spent $200 online to generate leads. 

 

March 18 Inman.com article 

Real estate agents have been under-investing in Facebook and search engine ads. Still, a survey found that leads from 

Facebook and Google deliver the best ROI. Half of agents purchased more online leads from listing portals while one-

fourth have paid leads on Facebook and search engines. 

 “Search engine and Facebook ads provide the best return on investment among online lead sources included in the 

survey, with leads generated by the two sources ranking as the only types to earn more ratings of ‘great,’ ‘good’ and 

‘mediocre’ collectively than ratings of ‘poor,’ the survey found.” 

 “Yet agent respondents were twice as likely to say that they get paid leads from listing portals as they were to say 

that they get paid leads from Facebook or search engines.” 

http://www.inman.com/2015/03/18/real-estate-agents-underinvesting-in-facebook-and-search-engine-ads/
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 “Just over half of agent respondents said they buy online leads from listing portals, while only about a quarter said 

they purchase them using Facebook or search engine ads.” 

 “Part of the appeal of Google and Facebook ads is that they let real estate agents target specific demographics. For 

example, agents can use Facebook to put ads in front of people in their 20s who like golf. They also might be able to 

reel in eager-to-sell prospects from Google by paying for clicks from netizens who search ‘sell my home fast.’” 

 “Facebook and search engine ads work by driving prospects who click on ads to an agent or broker’s website or 

landing page where they must register their contact information to use certain features, like listing search and home 

valuation tools or contact forms.” 

 “One respondent described combining the advertising channels to deliver a one-two punch. Use Google ads to send 

visitors to your website for the first time … and then bring them back using Facebook’s ‘remarketing’ option, which 

lets an advertiser target ads to people who have already visited their website.” 
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 “Real estate agents thinking about diving into Facebook or search engine advertising should keep in mind that they 

typically require more know-how to use successfully than some other sources of paid online leads. Facebook ads, for 

example, require agents to craft come-ons, target an audience rich with potential prospects, pay the right amount 

per click, and have a landing page or broker website in place with features that capture the contact information of 

visitors who arrive from the social network.” 

 “Paid leads from Facebook and Google also are no exception to the cardinal rule of online leads: You must engage 

quickly and follow up persistently if you want to see a return on investment.” 

 “‘The two keys to converting online leads is to respond within five minutes and have a good CRM [customer 

relationship management system] that will incubate the leads that are not ready to engage,’ commented real estate 

agent David Mueller on Inman’s report on online leads.” 

 “‘I get a HUGE ROI on online leads … but many of these leads take six to 12 months to incubate,’ added Mueller who 

leads a team of agents and is a mentor and trainer at Keller Williams, according to his Facebook profile.” 

 

March 11 Backatyou.com blog 

Twenty-six percent of real estate agents have not paid for online leads, and only 27% have utilized Facebook advertising. 

However, Facebook’s response rate was higher than Zillow’s, Trulia’s or Realtor.com’s, and its leads provided agents with 

the best ROI. Agents’ most common sources of paid traffic were search engines and Facebook ads. 

 “Recently, Inman released a report that took an in-depth look at Online Leads. They polled agents, team leaders, and 

broker-owners to learn more about where they were finding success with online leads, both paid and unpaid. Since 

they gathered so much data, we’re going to break our analysis of the report into two pieces, Best ROI of Paid Online 

Lead Sources and Best Sources of Unpaid Online Leads.” 

 “First of all, of those polled, 26% said they don’t pay for online leads and only 27% said that they utilize Facebook 

advertising. One of the reasons we are such fans of Facebook is the fact that it’s not over-saturated with real estate 

agents vying for the attention of users. Just to drive that point home, a quarter of agents aren’t spending money on 

online leads at all, and of those that are, only a quarter are spending money on Facebook advertising. This means 

http://www.inman.com/2015/03/11/special-report-the-bottom-line-on-online-leads/?fb_comment_id=fbc_663403223766103_663562320416860_663562320416860#fd27b5d1c
http://www.inman.com/2015/03/11/special-report-the-bottom-line-on-online-leads/?fb_comment_id=fbc_663403223766103_663562320416860_663562320416860#fd27b5d1c
https://www.facebook.com/david.mueller.7798
http://blog.backatyou.com/inman-report-comparing-online-lead-sources-part-1/
http://www.inman.com/
http://www.inman.com/2015/03/11/special-report-the-bottom-line-on-online-leads/
http://www.inman.com/wp-content/uploads/2015/03/I-buy-online-leads-from.png
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that when you boost a listing or run Seller Lead ads on Facebook, you’re competing with a relatively small 

percentage of other agents.” 

 “Perhaps the most ringing endorsement of Facebook in the report came under a section called, Return on 

Investment of Paid Online Leads: ‘Leads generated by search engine and Facebook ads generally provide the best 

return on investment among paid online leads included in Inman’s survey, according to agent respondents.’” 

 “The report also took a look at agents’ online advertising budgets and found that they were spending an average of 

$200 on online leads per month. Among those online leads, buyer and seller leads were shown to cost the same.” 

 “Another interesting thought came via a quote from a broker-owner who commented on Facebook’s response rate, 

cost, and targeting tools: ‘Even though the response rate is low, it is higher than Zillow, Trulia or realtor.com, and the 

cost is much lower. It also allows us to market our listings to specific demographics without having a buyer agent’s 

face on our listings.’” 

 “Interested in driving traffic to your website? Here’s what the report suggests: The most common sources of paid 

traffic for agent websites are search engine and Facebook ads, with Facebook delivering the best return on 

investment, according to the survey.” 

 “In conclusion, this particular report indicates that agents who use Facebook and search engine advertising to 

garner leads experience better ROI than any other online marketing. If you haven’t utilized online advertising before, 

you should be aware that agents are spending an average of $200 every month and they are getting the most bang 

for their buck on Facebook.” 

 

ListHub Developments 
ListHub ceased providing listings to Zillow or Trulia. If an MLS wanted its listings to appear on Zillow, it would have to sign a 

deal directly with Zillow. 

 

April 13 Spake.com article 

Memphis Area Association of Realtors was one of the MLSs that no longer used Zillow since ListHub’s agreement expired 

with site. Shortly after News Corp. bought Move.com, ListHub’s owner, it ceased to allow listings to be uploaded to Zillow 

and Trulia. As a result, many MLSs formed deals directly with Zillow to provide listings. 

 “Memphis Area Association of Realtors is no longer using the popular search site Zillow. MAAR uses ListHub, a 

service that allows brokers to select from roughly 100 sites where their listings are displayed. Zillow was one of those 

sites until April 7, when its agreement with ListHub expired.” 

 “Consumers, you love looking at real estate listings on Zillow. There is lots info, and you don’t have to have any 

contact with a real estate agent until you are ready. Most Zillow fans see it as a trusted source of RE information. It’s 

consumer friendly, and has made great advances over its main competitor, realtor.com. 

 “What makes Zillow run? Data! In the past MAAR and most other multiple listing services provided data to Zillow 

through a broker-opt-in syndication service, ListHub. You may have noticed that there are not so many Memphis 

listings on Zillow as there were a few days ago, and listings that showed as for sale now show up as not for sale.” 

 “Here’s what happened: the National Association of Realtors has a deal with Move.com which runs the realtor.com 

site. Move.com also owns ListHub, the syndication pipeline from MLSs to Zillow and many other real estate portals. 

So, Rupert Murdoch’s News Corp. purchases Move.com and takes control of the whole operation—Move.com, 

realtor.com, and ListHub. News Corp. realizes it can deal a serious blow to the competition by cutting off syndication 

via ListHub, which, with fairly short warning, they have now done.” 

 “Many MLSs around the country have worked out deals to provide data to Zillow, and the transition away from 

ListHub has been seamless. Memphis Area Association of realtors has not chosen to act in a timely enough manner 

to come to terms with Zillow about syndication; therefore, there is not any ListHub syndication of MAAR listings. Of 

course there are some work-arounds, and many of the listings will return to Zillow. There are other syndication 

systems available to companies and agents, and listings can be entered to Zillow manually. If no arrangements have 

been made to keep listings posted via 3rd parties by companies or agents, Zillow has been legally required to 

remove listings and revert to their general public data.” 

 “Bottom line—the consumer suffers. Maybe Zillow information occasionally has errors, and maybe some Zestimates 

are occasionally inaccurate, but consumers like the site; according to statistics, they like it about twice as much as 

they do realtor.com. Zillow has almost become a generic brand in real estate, mainly due to its customer-friendly 

approach. Murdoch’s strategy is not going to drive consumers to realtor.com. My clients want their properties 

displayed online and they know that Zillow is the top real estate portal. My home buying customers spend more time 

http://spake.com/2015/04/13/you-like-zillow-i-like-zillow/
http://zillow.com/
http://zillow.com/
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on Zillow than they do looking at the fresh information I send them. Whether MAAR and Zillow reach a syndication 

agreement or not, my listings will be on Zillow unless my clients specifically forbid it. If your home is currently listed, 

check with your agent about Zillow inclusion.” 

 

 

 

Additional research by Cheryl Meyer and Carolyn Schwaar. 
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