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Zillow’s Stronghold on Market Continues 
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Summary of Findings 

 As in previous Blueshift Research reports, including our most 

recent one on July 23, our broker sources had mixed views on the 

ROI they receive from Zillow Group Inc. (Z), but all seven continue 

to advertise and post listings with Zillow due to consumer-driven 

demand. 

 All three MLS sources are wary of Zillow. MLS executives are 

putting the choice of listing data in the hands of their member 

agents. Two MLS sources viewed Zillow’s negotiation tactics with 

MLS as nothing short of bullying. 

 Two brokers told us Zillow’s acquisition of DotLoop could make 

Zillow indispensable to agents by helping them with client 

management, specifically it allows brokers to monitor their agents 

from a compliance standpoint and it gives agents a client 

management tool. 

 Realtor.com remains Zillow’s top competitor. In fact, two MLS 

sources view Realtor.com as gaining on Zillow. One broker source 

said Realtor.com’s zip code specific advertising prices are half that 

of Zillow. 

 Since our previous reports were published, three new competitive 

threats to Zillow have been identified that are gaining attention 

from brokers and MLS executives alike—Broker Portal, Project 

Upstream and BoomTown.  

 Brokers continue to voice opposition to the lack of control they 

have over listing data posted on Zillow. Broker Portal and Project 

Upstream both allow more control over listing information. 
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Research Question: 

Are real estate agents spending more or less of their ad budgets with Zillow/Trulia, and will they partner 

with these syndication sites if MLS feeds are cut off? 

 

Silo Summaries 

1) Brokers with Agents Under Them 
These seven sources have mixed feelings about Zillow, 

and use Zillow for lead generation to varying degrees. 

Some realtors find Zillow a useful marketing tool, but at 

the same time are frustrated that Zillow uses what they 

view as their listing data and then it turns around and 

sells that same data back to them. Four sources said 

their ROI from Zillow was low, while three found it to be 

a useful and worthwhile tool. Three new competitors 

have emerged since Blueshift’s previous reports and 

were identified by our sources. Broker Portal and 

Project Upstream both give brokers more power and 

control over how their listing information is used. The 

third new competitor identified by our sources is 

BoomTown, a real estate web platform. Two sources 

believe Zillow’s acquisition of DotLoop was wise and will 

make Zillow more indispensable to agents from a 

compliance and client management standpoint. One 

source says Keller Williams protects its agents on Zillow 

by making sure the Keller Williams agent is the only 

agent shown on their own listings. 

 

 

2) MLS Executives 
These three sources allow agents to determine if their 

listings are displayed on Zillow. Two sources have seen 

Realtor.com becoming more popular, while one says 

Project Upstream, NAR’s Advanced Multi-list Platform 

(AMP), is an up-and-coming competitor. Two sources 

characterized Zillow as a bully. One source says their 

members are concerned Zillow will become its own 

brokerage. 

 

 

mailto:sjk@blueshiftideas.com
http://blueshiftideas.com/reports/071508ConsumersConsolidationSustainZRealtorcomGainsMomentumandFBTakesSomeAgentAdDollars.pdf
http://www.zillow.com/
https://www.dotloop.com/
http://www.realtor.com/
http://www.inman.com/2015/02/12/broker-portal-project-shooting-for-national-prominence-out-of-the-gate/
http://www.inman.com/2015/05/14/upstream-initiative-unveiled-with-nar-partnership-in-hand/
http://www.inman.com/2015/05/14/upstream-initiative-unveiled-with-nar-partnership-in-hand/
http://boomtownroi.com/
http://live.blogs.realtor.org/2015/05/16/nar-moves-forward-on-ampupstream-project/
http://live.blogs.realtor.org/2015/05/16/nar-moves-forward-on-ampupstream-project/


 

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

2 

Zillow 

Background 

In Blueshift Research’s July 23, 2015 report, sources predicted that Zillow would continue to attract real estate brokers’ 

advertising dollars because of its appeal to consumers, as well as the near-term lack of alternatives aside from News Corp.’s 

(NWS/NWSA) Realtor.com as a result of industry consolidation. In this previous report, MLS executives and industry 

specialists saw room for Zillow to increase its prices to brokers, as consumer interest in the site makes it a must-have for 

most agencies. This represents a change from Blueshift’s July 28, 2014 report, in which Zillow was viewed as having little to 

no pricing power. Additionally, we determined in our most recent report that industry perception of Realtor.com had improved, 

thanks to News Corp.’s marketing push for the site. We found that realtors were becoming more savvy about using targeted 

marketing, including on Facebook Inc. (FB). Two large agency brokers said they increasingly use Facebook to place targeted 

ads to their listings. This could result in fewer ad dollars for both Zillow and Realtor.com in the long term, and bears watching. 

 

 

Current Research 
Blueshift Research assessed whether Zillow is continuing to attract real estate brokers’ advertising dollars. We employed our 

pattern mining approach to establish three independent silos, comprising 10 primary sources and six relevant secondary 

sources focused on advertising on Realtor.com or Zillow, and realtor spending on digital advertising, including AdWords and 

Facebook: 

1) Brokers with agents under them (7) 

2) MLS Executives (3) 

3) Secondary sources (6) 

 

 

Next Steps 

Blueshift Research will assess the effect the introduction of Broker Portal, Project Upstream and Boomtown has on the 

market. We will continue to monitor whether, and to what extent, real estate brokers are continuing to spend ad dollars with 

Zillow. Finally, we will monitor real estate brokers’ use of social media, including Facebook, for their advertising. 

 

 

Silos 

 

1) Brokers with Agents Under Them 
These seven sources have mixed feelings about Zillow, and use Zillow for lead generation to varying degrees. Some realtors 

find Zillow a useful marketing tool, but at the same time are frustrated that Zillow uses what they view as their listing data and 

then it turns around and sells that same data back to them. Four sources said their ROI from Zillow was low, while three 

found it to be a useful and worthwhile tool. Three new competitors have emerged since Blueshift’s previous reports and were 

identified by our sources. Broker Portal and Project Upstream both give brokers more power and control over how their listing 

information is used. The third new competitor identified by our sources is BoomTown, a real estate web platform. Two sources 

believe Zillow’s acquisition of DotLoop was wise and will make Zillow more indispensable to agents from a compliance and 

client management standpoint. One source says Keller Williams protects its agents on Zillow by making sure the Keller 

Williams agent is the only agent shown on their own listings. 

 

 

Key Silo Findings 
Background 

- 1 source says Zillow and Trulia are more useful in gauging interest than as actual lead generators. 

- 2 do not pay for lead generation or advertising on Zillow. 

- 4 sources uses Zillow and have mixed feelings toward Zillow. 

http://blueshiftideas.com/reports/071508ConsumersConsolidationSustainZRealtorcomGainsMomentumandFBTakesSomeAgentAdDollars.pdf
http://newscorp.com/
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
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ROI 

- 4 sources classified Zillow ROI as low; 1 specified the ROI on Realtor.com as superior. 

- 3 classified the ROI from Zillow as good and found it to be a useful tool. 

Pricing 

- 1 source said Realtor.com was half the price of Zillow to invest in a given zip code. 

- 1 source said they could withstand a 25 to 45% increase in pricing from Zillow and their prices from Zillow have been 

increasing. 

Competition 

- There are 3 new competitors cited which have not been listed in our previous reports: BoomTown, Project Upstream, 

and Broker Portal. 

- Realtor.com, AdWords, and agents’ own websites all compete for realtor ad spending. 

- 1 source previously dropped Realtor.com, but is going to look at it again because of rumors that it is moving up in the 

rankings. 

Other 

- 2 sources say Zillow’s acquisition of DotLoop was wise. Zillow could become indispensable to agents if it becomes 

the go-to platform for client management.  

- 1 source said after its MLS terminated feeds to Zillow, Zillow’s sales agents were pressuring brokers with inaccurate 

information, ultimately leaving many agents with a negative impression of Zillow.  

- 1 source says Keller Williams ensures its agents that they are only agent on their own listings. 

 

 

1) Owner of a real estate company with eight agents, Wisconsin 

The source’s company spends its time and money on community engagement instead of buying services from Zillow, 

Trulia or Realtor.com.  While other agents can and should do well with Internet lead generation, this source prefers 

working closely with and supporting the customers that she and her agents gain through referrals and community 

involvement. 

Background 

 “A lot of people do research for houses online, and some of our agents do use the non-paid options for Zillow. But we 

don’t pay for lead generation. We prefer authentic community engagement.” 

 “Realtor.com and Trulia are the same. We use the free services and stay up to date, but no extras.” 

 “Typically buyers start online, and sometimes they’ll connect with agents that way. But they usually ask for referrals 

from people they know.” 

 “Part of this is a lifestyle decision. The people I want to work with are the people who have the knowledge to find a 

referral.” 

ROI 

 “[Not paying for lead generation] is a financial decision, too. We could spend a lot of money, but we want to work 

with people who like and trust us. A lot of cold leads don’t do that.” 

 “Working with the community is a lot of time and effort. We do a lot of community outreach. We get involved in the 

social justice world, humane societies. We encourage our agents to get involved in their own interests.” 

 “We spend money on sponsoring events, hosting charity events, client appreciation parties. I don’t want to be 

chasing new leads all the time. How can we support the people who already work with us?” 

Pricing 

 N/A 

Competition 

 N/A 

Other 

 “I don’t keep a finger on the pulse of what other realtors are doing in the area. But Keller-Williams does a lot more 

lead generation.” 

 “If you’re good at generating Internet leads, then you should be doing that. There are agents that kill it on Internet 

leads. Everyone needs to find the approach that works for them.” 
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2) Agent at a national real estate brokerage with 20 agents, Utah 

Online services like Trulia and Zillow are more useful for gauging interest in a property than for gaining sales leads. This 

source lists with Trulia, but not Zillow, and likes the reports Trulia supplies on buyer interest in the properties she has 

listed. However, she gets only a few leads per week from Trulia and relies on referrals for the majority of her business. 

Zillow would have more appeal if it provided more information and features for realtors. 

Background 

 “The benefit of Trulia is that it shows me the amount of business that I have. You get an update that shows you had 

600 views of a property, and you can pass that information on to sellers. Everybody wants to know how many views 

their house is getting.” 

 “The online listings are not essential, and there are local ones that are useful too. We’ve got a service called KLS in 

our area. You can go up to 15 listings for free.” 

ROI 

 “Most of my business is referral based—about 70%. At most I get two hits a week from Trulia.” 

 “Zillow is known to be just a little bit more focused on viewers. The value is not there for realtors.” 

Pricing 

 N/A 

Competition 

 N/A 

Other 

 “Generally [all the listing data] downloads off the MLS, so you don’t have to do anything. For all your bigger agents, 

that [ease of use] is huge for us. It’s a phenomenal market and has been for the last three years. We’re so busy, we 

can’t hardly breathe.” 

 “One thing that would make Zillow a big deal is if it could tease an agent about a view. Some agents might buy in to 

see more information about the viewer.” 

 

 

3) Lead buyer specialist at a Keller-Williams with five agents, Nebraska 

This Keller-Williams franchise has a premium listing and expects its spending on Zillow to remain stable. Zillow generates 

good leads and is a better ROI than other online services. While the company is well-established and gets plenty of 

referrals, online leads are important and account for up to 50% of the business. Keller-Williams has embraced working 

with online listing services like Zillow, and has ensured that its agents are the only agents who appear on their own 

listings. 

Background 

 “We’ve been working with Zillow for years. Our spending with them is stable 

and not likely to change.” 

 “Referrals are a big part of our business. We’re split about 50/50 between 

referrals and online leads.” 

ROI 

 “For a lot of the online stuff, there’s a fair amount of junk to sift through. 

Zillow is a stronger ROI, we get more leads from it.” 

 “Zillow leads are actually pretty good. Most people want to go see a house 

and not talk to a realtor. [By contacting us through Zillow], they’ve raised 

their hand and shown interest.” 

 “Sometime the contacts are looky-loos. But we get some pretty good leads.” 

Pricing 

 N/A 

Competition 

 “Zillow is only part of our lead generation. We have our own website, and we do BoomTown.” 

Other 

 “Keller-Williams has done a great job of protecting agents. It makes sure that we’re the only agent on our listings.” 

For a lot of the online stuff, 

there’s a fair amount of junk to 

sift through. Zillow is a stronger 

ROI, we get more leads from it. 

Lead buyer specialist at a Keller-

Williams with five agents, Nebraska 
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4) Managing partner, Better Homes and Garden, 150 agents, New York Tri-State area 

Zillow is a great service that generates a lot of business for agents, but its business model is contradictory. Agents 

provide Zillow with content in the form of listings, then have to pay to protect their interest in the content they supplied. 

While this source’s company has a good relationship with Zillow, it will have to renegotiate its listing agreement soon, and 

our source is concerned about the possibility of a price hike. Other real estate companies have recently abandoned Zillow 

listings due to increasing costs, and industry initiatives like Project Upstream and the National Broker Portal Project may 

provide alternatives. 

Background 

 “Zillow is an ad vehicle like any other vehicle. The guys who run it are real 

smart. They’ve built a great service. A lot of agents do very well and get a lot 

of business out of it.” 

 “The other viewpoint is that Zillow’s basic business model is to charge me to 

advertise on my own listing or market other agents who compete with me. I 

can see both sides of that argument.” 

 “I just got out of a model where I have to spend a couple a million a year 

advertising in newsprint. Why am I giving Zillow content so they can charge 

me to protect it? There’s at least a non-zero possibility that the real estate 

industry will say this isn’t worth it anymore.” 

ROI 

 “Zillow is a useful tool, but like everything else there’s a price point at which 

it becomes unbearable. If it becomes much more expensive, it will become 

much less valuable.” 

Pricing 

 “Zillow is an expensive lead generation tool, and it’s getting more expensive. 

Some companies are grandfathered into lower rates, but a lot of agents are 

paying $500 per month, $1000 per month. They’re asking, can they afford 

to spend the money to bring in the kind of business Zillow gets?” 

 “We have more of a partnership with Zillow. We don’t pay a lot of money right now, as part of being under the 

umbrella of our group. That deal’s going to end soon, though, and we’ll have to see what happens when we 

negotiate.” 

 “I could tolerate 25% to 40% more than we’re currently paying. Doubling [the price] would be intolerable.” 

 “Just this week I found out that one of my competitors has pulled their listings from Zillow. They’re one of the top 25 

real estate companies in the country.” 

Competition 

 “There are some responses to Zillow—Project Upstream and the National Broker Portal Project.” 

 “Project Upstream is a data sharing consortium building a data entry portal for real estate brokers. The key is that 

Upstream will empower brokers and agents to take better control of how their information is utilized.” 

 “Broker Portal comes at the problem from a different direction. They’re building their own broker-friendly portal.” 

 “Maybe real estate brokers and agents don’t have as much control as they think they do. If clients want their houses 

listed on Zillow, then agents may not have a choice but to use it.” 

Other 

 “Zillow is very smartly branching out with acquisitions like DotLoop. They have a possibility of becoming the go-to 

platform for agents managing their clients. They could make themselves indispensable to agents.” 

 “It may be that Zillow’s model is changing, and that their moving towards being a service provider.” 

 “We’re in a business where the margins are very thin. I do question whether Zillow’s model can be sustained by 

pulling money out of brokerages.” 

 

 

5) Independent Broker with nine agents, Boston 

I could tolerate 25% to 40% 

more than we’re currently 

paying. Doubling [the price] 

would be intolerable. Just this 

week I found out that one of my 

competitors has pulled their 

listings from Zillow. They’re one 

of the top 25 real estate 

companies in the country. 

Managing partner, Better Homes and 

Garden, 150 agents, New York Tri-

State area 
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This seasoned broker is dependent on Zillow to grow her new brokerage and is pleased with the results from her 

advertising. Zillow’s expansion into transaction management with its acquisition of DotLoop only solidifies its position as 

a service provider to brokers throughout the entire transaction. She hopes Zillow will continue to expand its services into 

the rental market and brokerage websites. 

Background 

 “I have a love-hate relationship with Zillow. They’re the number one traffic site and I know if I’m on it my listings will 

get good exposure. It’s where people go first because it’s the first thing that pops up when you Google homes for sale 

in any given area. And also their interface is very good for people looking for properties—it’s very user friendly.”  

 “What I don’t like about Zillow is that you lose control over your listing once it’s posted. Once I had photos displaying 

sideways. But I think in the past 18 months they’ve done a little bit better job becoming more broker and agent 

friendly, realizing that we are the people paying their bills and they need to give us the tools to edit and manage our 

listings.”  

ROI 

 “My current affinity for Zillow on a 1–10 [scale] would be at about a 6. They 

do a great job driving traffic, the ROI is good, and they need to make sure 

they hold on to that.” 

 “Our investment in Zillow has grown in the last year. I just opened this new 

brokerage a little over a year ago and we’re using Zillow to establish our new 

brand. The ROI is good. Just from the advertising we’ve paid for we’ve had 

several deals come from that.”  

 “Then there’s the soft return of just getting our brand out there. Every time a 

listing comes up we have our primer agent ad.”  

 “I do see our Zillow investment growing as our business grows. Also if they 

add other services, like broker websites, we’ll look at those too.”  

Pricing 

 N/A 

Competition 

 “I have advertised on Realtor.com in the past and they’re really trying to get money from us. They’ve been calling us 

a lot. We’re tapped out in advertising with Zillow now.”  

 “Lead generation on Zillow verses Realtor.com, in the past, was about 10 to 1. We dropped Realtor.com fairly 

quickly. I know that Realtor.com is moving up in the rankings lately, and it’s something that we’re going to be looking 

at maybe next year.”  

Other 

 “Zillow’s acquisition of DotLoop is really exciting because we’re also a DotLoop user and I really like the platform for 

transaction management and compliance. It’s not cheap, but I can see it gaining a new foothold with brokers.” 

 “For me, DotLoop is a compliance tool because I can monitor what my agents are doing. Every time they do 

something in DotLoop, like sign a new listing agreement, I can choose to be notified and I can review it. Right now we 

have nine agents, but as we grow, the ability to monitor my agents will become more important.”  

 “I feel like Zillow is making a move, through the DotLoop and Postlets acquisitions, that they’re looking to be much 

more of an agent service provider and get a piece of the agent and broker income. I don’t see them wanting to be a 

brokerage themselves.”  

 “I’d say my view of Zillow is pretty optimistic at the moment. If they really focus on the customer service piece, they 

could really see some big growth. I feel like they’re really positioning themselves to really be a service provider and I 

imagine it’s very lucrative. We certainly pay them a lot of money.”  

 “Our MLS has a nice syndication to Zillow and it works well for us.”  

 “Where Zillow could improve on the Zillow.com platform is on the rental market. Rentals are a bit of a wild west, and 

if somebody could come in with a rental platform to really make it easy to list rentals and collect leads it would be 

great.”  

 “Zillow’s customer service is awful. You can’t just call them up with an issue. You can call the sales team but they 

don’t have the power to resolve problems. Customer service is only by e-mail. I had a property displaying incorrectly 

on Zillow and it took weeks to fix it. Our client was very upset. As someone who’s paying for this service I feel I should 

be able to pick up the phone and have issues resolved.” 

 

Zillow’s acquisition of DotLoop 

is really exciting because we’re 

also a DotLoop user and I really 

like the platform for transaction 

management and compliance. 

Independent Broker with nine agents, 

Boston 
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6) Independent broker with one agent, Boston 

This veteran broker sees Zillow as a parasite on the market that preys on young agents who need to establish themselves 

in the industry. Brokers with listings to sell only need the MLS to market their properties. If Zillow went out of business 

tomorrow, this source’s business would not be affected at all.  

 

Background 

 “Through my MLS I feed my listings to Trulia, Realtor.com and a few local sites. I just don’t spend money on any of 

them.”  

 “What Zillow is doing is hijacking listing information. When you give them your listing data they say: ‘Pay us $70 a 

month or we’ll put someone else’s picture and contact data next to it, not yours, and give them the leads.’”  

 “I only use Zillow so that my property is exposed, but what I won’t do is pay for it. I don’t pay for any advertising on 

any of the portals.”  

 “There are two kinds of agents, those that cultivate leads through relationships and referrals, and those that do 

carpet-bombing marketing. The ones doing the carpet-bombing are the new ones who don’t have any listings, they’re 

buyers’ agents, and they’re new in the business. These are the folks that Zillow is after because they’ll spend money 

in an attempt to establish themselves. Most young agents, for the first five years, don’t get a lot of listings. No one 

wants to list their house with someone who just got in the business.”  

 “My MLS gives brokers an option to feed listings to Zillow and the other portals and I opt in. Agents are the ones who 

end up paying for advertising, not listing brokers.”  

 “Sellers ask me to put their listings on Zillow.”  

 “Most brokers I know do not put their properties on Zillow. There’s a fear of what the ‘Zestimates’ can do and they’re 

mostly wrong. They’re based on tax value, which is usually 20 to 30 percent less. Brokers just don’t want that 

argument over value with buyers.”  

 “Regularly people call me from Zillow about advertising. One sale person has been calling, e-mailing and texting for 

the last month. He tells me it’s his last call to do business with him. Even Zillow does this type of carpet-bombing.”  

 “People who use Zillow are not buyers, they’re still shoppers. When they get serious about a property they want me 

to hook them up with the MLS. They get tired of seeing old data, properties on Zillow that are already taken because 

Zillow doesn’t take the listing down until it’s sold, which can be months after the property is under contract. 

Realtor.com removed listing as soon as there’s a signed contract.”  

 “My marketing budget is spent on my own website.”  

 “I’ve been doing this for more than 20 years and I can say I spend a lot less on marketing today than 10 years ago 

because of the MLS. People know where to go for listings and I don’t have to spend money to put my listings in front 

of buyers.”  

 “Most realtors would tell you that their ad budgets have gone down 50% in the last 10 years because we don’t do 

newspaper ads anymore, the portal listings are free, and very few people send out mailings.”  

 “In my niche of the market [expensive, upscale, urban], I would say less than 50% of brokers put their listings on 

Zillow.” 

 “If Zillow, in fact, if all the portals, went away it wouldn’t affect my business at all. The only thing I need is the MLS, all 

the buyers come through the MLS. The only thing the portals are selling us are shoppers, not buyers.”    

ROI 

 “Most of the agents I know have their listings on Zillow but won’t spend a dime on Zillow advertising because we’re 

not interested in a hundred leads turning into two good ones.”  

 “My listings are on Zillow but I don’t get leads or calls on them. I’ve gotten maybe three people that I can think of in 

five years contact me through Zillow. And they’re still shoppers, they weren’t buyers.”  

Pricing 

 N/A 

Competition 

 N/A 

Other 

 N/A 
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7) Managing realtor in a family business with five agents, Boston area 

This active realtor is ideologically opposed to Zillow’s business model and feels it threatens traditional brokerages and 

misleads consumers. However, this source still advertises with Zillow and posts half of his listings there because it 

attracts consumers. Realtor.com generates better leads for his spend, but most of his clients still want their homes on 

listed on Zillow. 

 

Background 

 “I’m a premier agent on Zillow with a zip code that’s really cheap. I let my buyers’ agents chase down those leads.”  

 “Zillow’s strength now is that it’s got the consumer thinking that there’s a strong value in Zillow. Part of that is word 

of mouth. The negative is that they’ve burned the bridge down with ListHub, which used to feed listings to them. Our 

MLS no longer feeds listings to Zillow, so they now have only about 65% of our market’s inventory.”  

 “I would think that the public will figure out, eventually, that there’s a lot more listings on Realtor.com that aren’t 

showing up on Zillow. I think that R.com has done a great job of ramping up their marketing in a way they probably 

should have done a while ago.” 

 “I don’t see Zillow booming here, I don’t know what’s happening in other parts of the country.”  

ROI 

 “In our area it’s a waste of money to invest in most of Zillow’s advertising packages. That’s been my experience. 

Unless it’s a super cheap zip code, I just don’t get enough out of it to make it worth it.”  

 “I’ve been investing in a zip code right now at Realtor.com that’s generating more quality leads than Zillow and it’s 

cheaper, less than half the price. I’m investing more with Realtor.com than Zillow at the moment.”  

Pricing 

 “I spent about $300 a month at one time to buy a popular zip code, but the leads were being sold to more than just 

me. I don’t know how you can sell the same thing to more than one person but Zillow found a way. I don’t think that’s 

right. I didn’t like doing business with them. I was paying a lot but not getting what I needed in return. I got very little 

for my investment.”  

Competition 

 “I used to make a lot of money off of my website, but now with the changes to Google ranking, it’s hard to even come 

up in search results. At this point in my career leads come from referrals. Lately I’ve been doing AdWords, it’s sort of 

a geo tracking ad platform. It tends to work well.”  

Other 

 “So when Zillow lost its MLS listing feed from ListHub [in April] they were calling brokers in our area and telling them 

all sorts of lies. Zillow’s sales people were pressuring brokers to ask their MLS to sign a direct feed agreement and 

were even telling brokers that the MLS was on the verge of signing a feed agreement with them, but that wasn’t true. 

These brokers would call the realtor association office and ask what’s really going on and found out that Zillow was 

lying and that really turned a lot of people off. It got to the point where our realtor association executive called up 

Zillow and asked them to stop lying to the members. Our MLS directors voted not to feed listing to Zillow.”  

 “The agreement Zillow was offing our MLS was slanted to only benefit Zillow. It said, as soon as we gave them the 

data they declare it theirs forever and there were other really sketchy things about the agreement. We didn’t see any 

benefit for us in it.”  

 “I’m frustrated that a few of the big brokers around here decided to go ahead and give Zillow their data. In a sense I 

feel like it’s giving some of our market position away. They don’t really seem to think about the industry; they’re just 

looking out for number one.”  

 “There are two franchises in town and only one feeds listings to Zillow. There are a few clueless small brokers who do 

it as well.”  

 “The majority of agents don’t really understand what they’re giving away when they upload their listings to Zillow via 

a company called Postlets.”  

 “Zillow has incorrect data.”  

https://www.listhub.com/home.html
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 “I tell clients that I’m not going to put their listing on Zillow or Trulia unless they want me to and I explain all the 

issues surrounding the inaccuracy of the data and the Zestimates. About half of my clients want me to post the 

listing anyway, and I do.”  

 “I do think Zillow is finding a way to get listing data even if it’s not from MLS’s or the brokers and it’s usually 

inaccurate.” 

 “I’ve tried to let other brokers know that we’re really arming our greatest competition if we give them our data, but 

Zillow did a lot of the damage all on their own when they kept calling brokers and telling them lies about the MLS’s.”  

 “There are still a lot agents who don’t understand the listing data issue. But it only takes investing in one expensive 

Zillow product once to really turn you off to the platform.”  

 
 

 

2) MLS Executives 
These three sources allow agents to determine if their listings are displayed on Zillow. Two sources have seen Realtor.com 

becoming more popular, while one says Project Upstream, NAR’s Advanced Multi-list Platform (AMP), is an up-and-coming 

competitor. Two sources characterized Zillow as a bully. One source says their members are concerned Zillow will become its 

own brokerage. 

 

 

Key Silo Findings 
Background 

- 1 source has a 1 year data feed agreement with Zillow, but feels bullied by Zillow. 

- 1 source has a broker opt-in listing agreement and views Zillow as a necessary evil. 

- 1 source said the fear of MLS terminating feeds to Zillow is gone. 

Pricing 

- 1 says most of their members do not spend on Zillow advertising. 

- 1 source has heard the average spend is $250 per month in their area. 

- 1 had no comment on pricing. 

Competition 

- 2 sources note positives around Realtor.com. 

- 1 source identified Project Upstream, NAR’s AMP, as a potential competitor. 

Other 

- 1 source pointed out the concern among agents that Zillow will become its own brokerage. 

 

 

1) MLS executive, Midwest; repeat source 

This MLS executive bent to the request of her member brokers and entered into a one-year data feed agreement with 

Zillow, but hopes members will realize that Zillow is too inaccurate and difficult to work with. Her objections to Zillow 

include terms that it owns all listing data perpetually and that the company seems not to be adhering to state licensing 

laws regulating how properties should be listed.  

 

Background 

 “One of my more successful offices opted out of the Zillow feed and they’re doing better than anybody else in my 

market.”  

 “When ListHub first cut off listing data feed to Zillow earlier this year we told our members that if they wanted to feed 

their listing to Zillow they could make their own arrangement directly with Zillow because the MLS wasn’t going to 

feed data to Zillow.”  

 “The Illinois Association of Realtors and the National Associations of Realtors were not real crazy about [MLS’s 

feeding listing directly to Zillow] and they were really asking us to push Realtor.com because it’s part of our 

association. So I dragged my heels on a Zillow agreement, but then we had a board meeting here and the board told 

me that they wanted the MLS to negotiate a feed with Zillow and then anyone who wanted to opt-out could.”  

http://live.blogs.realtor.org/2015/05/16/nar-moves-forward-on-ampupstream-project/
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 “So I contacted our attorney and she agreed with me on not feeding to Zillow because Zillow just isn’t the right place 

for realtors to be point their clients to. But the board wanted it anyway.”  

 “Zillow sent us a listing feed contract. I didn’t like it at all and I had our attorney make some changes. We sent the 

changes back to Zillow and they only accepted one change. But the direction from my board was to sign anything, it 

didn’t matter. So we didn’t do much in the way of negotiations.” 

 “We weren’t courted by Zillow. Bullied, more than anything.”  

 “We had a few large brokerages opt out of the data feed.”  

 “I told the board that the MLS isn’t going to help them with Zillow at all. If they have problems with Realtor.com, 

we’re happy to help, but if you have problems with listings on Zillow, then you have to call Zillow.”  

 “And of course, immediately they all started having problems with Zillow, and guess who they were calling with all of 

their problems?”  

 “Members have seen incorrect information. Zillow doesn’t post the names of the listing broker as required by state 

license law. Don’t get me started on those Zestimates, they are so far out in left field that I don’t know where they’re 

getting their figures. They have listings that have sold two years ago and refuse to remove them. They just say we 

own the data and we can do whatever we want with it. That’s their attitude.”  

 “Whenever any of my members do call Zillow they call me after and say Zillow is the rudest and most unprofessional 

group of people they’ve ever dealt with.”  

 “Zillow has screwed up way too much information and I just don’t trust them. I tell members that they have to check 

every little piece of information that Zillow posts for them and remember that they own every bit of your data when 

you share it with them, forever.”  

 “We plan to see how this year goes and reevaluate when the contract is up. That’s the one thing I got from Zillow is a 

one-year contract, they wanted a three-year contract but I said no way.”  

Pricing 

 “I have two or three brokers in our firm who do spend a significant amount of money on Zillow advertising but most 

members just want their listings on Zillow for free and don’t buy extra advertising. The few who do spend a lot with 

Zillow get all the leads so it’s worthwhile for them.”  

Competition 

 “They only complaint I ever hear about Realtor.com is in their mapping. They use Bing maps, which aren’t correct. 

We’re in a lake area and Bing maps puts houses in the middle of the water.”  

 “Agents in our area advertising in the local newspaper and their own local websites with an IDX feed.”  

 “All of our listing are automatically on Realtor.com.”  

Other 

 N/A 

 

 

2) MLS CEO, Northeast 

This MLS CEO has cautiously negotiated a broker opt-in listing data feed to Zillow for the main purpose of ensuring that 

Zillow presents local properties accurately, because the data Zillow was presenting was derived from inaccurate sources. 

Zillow is a necessary evil at the moment, but this MLS executive will not hesitate to reconsider its data feed if 

circumstances change. There is a lot of suspicion surrounding Zillow’s future intentions.  

Background 

 “We don’t have an opt-out feed to Zillow, our relationship is an opt-in. A broker goes in through a dashboard that we 

have, not the Zillow dashboard, and they can opt in and clearly read the terms so it’s very transparent.”  

 “There are several reasons why we decided to do business with Zillow: primarily we felt that brokers should be 

making the decision about whether their agents’ listings should be appearing on Zillow or any portal. And what we 

were seeing was a lot of agents were just independently uploading their listing onto Zillow, and the terms of use are 

horrific. It sent up a lot of red flags for us and the brokers weren’t even aware that the agents were doing this.” 

 “Zillow’s relationships with MLS’s are better than they used to be, but I wouldn’t say they’re great. I think a lot of 

MLS’s see them as a necessary evil.”  

 “The broker community is really divided as to whether Zillow is helpful to brokers or not.”  

Pricing 

 N/A 
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Competition 

 “The majority of brokers wish there wasn’t a Zillow, but they still see it as a tool that they need to use. There are 

some agents who find it quite valuable.”   

 “There was a lot of frustration in the realtor community over the sale of Realtor.com. A lot of Realtors felt that NAR 

owned Realtor.com and that it should be free and 90 percent of our members probably still think that.”  

 “I hear a lot more positives concerning Realtor.com than I do negatives, so that’s definitely a switch.”  

Other 

 “One of the reasons Zillow’s data was so inaccurate in our area was that they were pulling in data from a multiple 

sources; from Postlets, from franchises that had direct agreements, from agents who were doing it independently. 

Some of the data may have been coming in from ListHub. So the accuracy of the data was a problem.”  

 “The agents were creating potential liability for the brokers without the brokers’ knowledge, so we felt we needed to 

negotiate an agreement with Zillow with terms that were better than the terms of use on their website. We also felt 

the terms we got were better than what ListHub was able to offer and the decision to participate was entirely in the 

hands of the brokers.”  

 “We still have brokers who are upset with us for [negotiating with Zillow] because they feel that we’ve given Zillow 

credibility. But the fact was that these brokers’ agents were doing it anyway and our main goal was to put the listings 

back in the hands of the brokers.”  

 “I negotiated very hard on the parts of our agreement with Zillow I could disclose to members and Zillow was very 

firm on wanting to make as much of the agreement as confidential as possible. What data trumps other data is 

determined by what the MLS can negotiate with Zillow.”  

 “We’re one of three MLS’s that partner on the same database so we, to a degree, share the same database. Two 

MLS’s have been very aggressive in wanting to negotiate with Zillow and Trulia since November of 2014. And one of 

the MLS’s was unable to move as quickly and had some staff changes. So finalizing our agreement with Zillow 

recently wasn’t because we didn’t want to negotiate or Zillow didn’t want to, it was because one of the MLS’s was a 

hesitant partner in moving forward.”  

 “Zillow has an incredibly arrogant culture in their corporation and I think they felt that, ‘You can do this deal with us 

or not.’ Even after they lost their feeds through ListHub, they still didn’t seem to be in a position of needing to bend 

to the MLS’s. Yet, I think that we got 95% of what we wanted and I think it was a good agreement, but I don’t think 

Zillow felt overly inclined to give.”  

 “If it was another company, I’d say we’d be happy looking for annual extensions to our contract, but given that it’s 

Zillow I think that we’re cautious. Whenever the term comes up, we’ll analyze and wouldn’t have a problem going 

back to the table and trying to negotiate again.”  

 “Zillow is a company that’s still trying to figure out what their value proposition is and today they need the real estate 

industry and they need listings. They’re building this mother of all databases and once they feel they have that then I 

don’t how the game shifts. So for now I’d say we cautiously do business with them.”  

 “I’ve done a lot of presentations, office meetings, and outreach to brokers in the last nine to 10 months because 

there was a lack of understanding over how agents’ listings were getting onto any of the portals. And some of the 

smartest brokers we have had absolutely no clue what was going on. That led to a high frustration with Zillow 

because brokers felt Zillow was either scraping or taking data or that the MLS was sending it without broker 

permission. From the presentations I’ve been doing I think brokers now have a better understanding of licensing, 

and the terms, instead of it being a free for all.” 

 “Since we’ve signed up with Zillow, Zillow is getting more listings. Brokers understand the licensing agreement 

better. The accuracy of the data is better now.” 

 

 

3) MLS executive, western United States 

This MLS executive believes the fear that MLS feeds will be cut off from Zillow is gone. MLS’s have found little reason to 

deny feeds to Zillow, because providing Zillow with accurate information under a contract that provides additional 

benefits to the agent is in the interest of agents’ and brokers’ businesses. The data that an MLS can feed to Zillow 

directly, and not via a syndication hub, is updated more easily and quickly. 

Background 
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 “We decided to give our subscribers a way to feed their listings to Zillow through the MLS in hopes that it would 

result in more correct data on Zillow.” 

Pricing 

 “An agent I spoke with recently said she was paying $500 a month to Zillow, and the average I hear is $250, and she 

couldn’t isolate a single deal that had happened as a result of her advertising on Zillow. But she knows if she doesn’t 

keep up the advertising someone else will take the spot.” 

Competition 

 “Because of some of the things going on in the marketplace right now [such as Project Upstream, NAR’s AMP], who 

knows what we’ll see going forward. If the political world changed where we don’t need syndication anymore 

because the brokers portal is so good, who knows.” 

 “It will stay a very dynamic environment because there’s a lot of money here. It’s like there is this big trough and 

everybody’s trying to get their snout into it and figure different ways to approach the trough. It is not only the money 

being passed between the buyer and seller of a property but the agents who want to be involved and their marketing 

money, then all the people who are black-marketing data to other sites, and the list goes on. Greed is a very creative 

force.” 

Other 

 “The whole deal between ListHub and the other portals went awry when 

Realtor.com bought ListHub. This meant that they were essentially providing 

data to their competitors.”  

 “The challenge to every broker is that if their competitor is not going to be 

somewhere then they’ll make a point of being there. It’s a very competitive 

business and that competition helps drive the need for syndication portals.”  

 “Now we may soon have the national brokers portal, but the challenge is 

that the consumer has no problem finding listings, they just have a problem 

finding accurate listings. Zillow does an excellent job of selling advertising to 

the same agents who curse them. The agents will pay unbelievable amounts 

of money for the market placement and then complain that they don’t get any business from their investment. Yet 

some do.”  

 “Once you get invested in something it’s hard to stop and you know that your other competitors are nipping at your 

heels and the moment you create a vacancy on a zip code or a segment of marketing then your competitor will take 

it over.”  

 “It’s a very love-hate relationship between realtors and Zillow.”  

 “Zillow is very good at arm-twisting. When ListHub was about to cut its syndication, Zillow said essentially that the 

world would come to a screeching halt and the only salvation is to quickly sign a feed agreement. There was even a 

click-through agreement you could do and they said, ‘just trust me it’s all going to be good.’ We opted to take more 

time than that and spend some money on a lawyer to craft a better contract. They were somewhat agreeable and 

promised to smooth out things when it was up and running, but there are still some things that aren’t right yet.”  

 “Zillow worked out a lot of direct deals with the big brokers in my area […] for enhanced displays but it causes a lot of 

confusion with the data. For example, one listing had the new details but listed the agent that represented the house 

years ago. This happened because one listing came from the MLS and another version of the same listing came from 

[a local brokerage agency]. Zillow did fix that instance pretty quickly.”  

 “When Zillow was selling the idea of direct feeds from the brokerages, they promised a dedicated support desk 

where agents can call and things will be fixed quickly, but that didn’t materialize.” 

 “Zillow is very nimble at marketing and enhancing their site and the things it can do. Zillow’s marketing gets people 

associating homeownership with Zillow. There’s no competition nipping at their heels right now.”  

 “We saw Spenser Radcliff at the recent CMLS event and he said Zillow is getting feeds from roughly 400 MLS’s now.”  

 “Our marketplace is high enough priced that agents don’t really feel they’re with a brokerage so much as building up 

their own independent career, so they take their own marketing and branding very seriously, and as a result do tend 

to spend a lot of money on Zillow.”  

 “In real estate, once you get to the point where you’re producing more it almost gets to become a vicious cycle where 

they have to keep spending money, keep feeding the monster, to keep the business flowing.”  

 “Some agents who have a good referral network and repeat buyers don’t advertise much at all.”  

 “Everybody’s fear is that Zillow will take over and become a brokerage, but they keep saying they won’t, they’re just 

media people. And I think there’s a lot more money for a lot less hassle selling the media aspect of it.”  

Everybody’s fear is that Zillow 

will take over and become a 

brokerage, but they keep 

saying they won’t, they’re just 

media people. 

MLS executive, western United States 
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 “Some MLS’s, when ListHub cut syndication, said they wouldn’t participate with Zillow anymore. But then brokerages 

would request that the MLS feed their data to Zillow, then more brokerages, then pretty soon, it gets to the point 

where it’s better for the MLS to negotiate a contract with Zillow for better terms then the individual brokers could get 

and it’s a lot less work for the MLS’s.”  

 “At our MLS we installed switches on the individual listings where they could say yes or no to feed to the individual 

portals. Also the data feeds that Zillow gets from individual MLS’s like ours is a RETS feed, which is a lot easier and 

faster to process than the FTP feed Zillow used to get from ListHub so updates can now happen faster.” 

 
 

Secondary Sources 

The following six secondary sources discuss advertising on Realtor.com or Zillow, and realtor spending on digital advertising. 

 

 

 

Advertising on Realtor.com or Zillow/Trulia 
Zillow continued to dominate Realtor.com in unique visitor count, but Realtor.com was growing at a faster pace. Zillow and 

Realtor.com both had lead generation shortcomings; however, other variables such as incomplete agent profiles, overly-

staged realtor pictures, and sales cycle ignorance led to poor results and conclusions as well. Realtor.com provided enriched 

information regarding properties and neighborhoods, but lacked a home estimation tool and seamless browsing. 

 

Oct. 5 Buildzoom.com article  

Zillow and Trulia combined attracted far more unique visitors than Realtor.com. However, Realtor.com’s unique visitor 

count has increased since News Corp. acquired the company and recently surpassed Trulia’s count. Zillow’s listing count 

was fewer than Realtor.com’s in 40 out of 51 cities. Even though Realtor.com appeared to have a superior database, 

consumers’ preference for Zillow could keep realtors advertising on the site more so than on Realtor.com. 

 “According to comScore, Zillow and Trulia combined attract far more web traffic than Realtor.com.” 

 

 
Source: Buildzoon.com 

 

 “However, since News Corp. acquired Realtor.com, the number of unique visitors to that site has steadily grown, and 

notably has now surpassed Trulia to become the second most popular portal.” 

https://www.buildzoom.com/blog/zillow-realtor-listing-war
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 “But Realtor.com has a different advantage. Before its recent acquisition by News Corp., Realtor.com operator Move, 

Inc. had a 10-year head start, backed by the National Association of Realtors (NAR). This advantage has translated 

into the Realtor.com site having more timely, accurate and comprehensive nationwide listings. This is a result of 

receiving and updating data from almost all of the 800+ multiple listing services (MLS’s) in the U.S. every 15 

minutes.” 

 “Today, we recorded the number of listings on Zillow and Realtor.com for the core counties of the 51 largest U.S. 

metro areas. So as not to violate Zillow’s terms of service we have done so manually (hence the limited number of 

cities).” 

 “The following chart reports the number of listings on Zillow as a share of the number of listings on Realtor.com. The 

numbers are drawn from virtually identical geographic areas—hence the focus on core counties—and are subject to 

the site-specific search criteria given here, which are as close as we can get to an apples-to-apples comparison.” 

 
 

 “Currently, Zillow has fewer listings than Realtor.com in 40 out of 51 cities. The discrepancy is often quite 

substantial: in 22 of the 51 cities Zillow has more than 20 percent fewer listings, and at the lower end of this range 

Zillow is behind by about 40 percent!” 

 “While cases in which Zillow has more listings than Realtor.com may indicate the absence of some listings from the 

latter, it may also reflect problems Zillow’s data, especially with respect to data from non-MLS sources. Or it may also 

http://www.buildzoom.com/blog/comparing-apples-apples-zillow-com-realtor-com
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be from data problems on Realtor.com’s side. We believe such issues are less likely to be driving the discrepancies 

given Realtor.com’s more extensive legacy of MLS relationships.” 

 “At least superficially, the numbers appear to support Realtor.com’s claim of having superior data, but does 

Realtor.com’s advantage matter for Zillow Group?” 

 “As long as Zillow Group continues to draw substantially more traffic than Realtor.com, agents and brokers will 

continue to feel compelled to advertise on its portals. As a result, Zillow Group revenue is less sensitive to its listing 

coverage than one might think. Yet the danger remains that consumers will eventually recognize the discrepancy and 

flock to Realtor.com or elsewhere in search of more comprehensive listings. If this happens, agent and broker dollars 

will follow.” 

“Going forward, Zillow Group has the ability to close the listing gap as it continues to sign additional local MLS 

agreements, but will it succeed? Judging by the relative stability of similar cross-website comparisons over time (not 

reported here), we suspect Zillow Group is destined for an uphill battle. The nature of relationships between the 

MLS’s and Zillow Group’s portals are the subject of passionate disagreement, and Zillow Group may find it difficult to 

win over ‘multiple’ hearts and minds.” 

 

Aug. 3 Agentredefined.com article  

Zillow and Trulia often oversell ad space in some zip codes. Realtor.com does not post a realtor’s information on his or 

her own listing unless the featured package is purchased. Other variables that decrease leads to agents from these sites 

include incomplete agent profiles and cheesy photos of the agent. Some agents were dissatisfied with leads from the 

sites because the leads were for people early in the home buying process and not ready to buy. 

 “Should you buy leads from Zillow, Trulia, and/or Realtor.com? Which ones are better?”  

 “The RIGHT question to ask is: ‘I would like to generate more Cold Online Leads from Zillow, Trulia, and Realtor.com. 

What are the best practices for generating more leads from these websites and what should I know about them?’” 

 “All three of the websites usually require the agent to purchase these leads in a contract for a minimum of six 

months. The prices for these leads vary from each zip code. The main variable which determines the costs is the 

amount of search activity taking place in that zip code. The more prospects that search in the specified zip code, 

then the higher the price will be for purchasing those leads from it.” 

 “Zillow and Trulia sell ads for listings which are “non-Featured”. This means if an agent doesn’t pay to Feature a 

listing on Zillow/Trulia then they will sell advertising space adding an additional 3 agents to the listing. If the listing is 

Featured then no advertising space by other agents is sold.” 

 “If you don’t purchase a Featured listings package on Realtor.com then the leads from the listing are all sold to 

whoever purchases that zip code. Your information is on the actual listing, but the contact form will not be connected 

to the agent. Leads generated by call in’s to the posted phone number or by using the contact form are submitted to 

Realtor.com and then handed down to the agent who is purchasing those leads.” 

 “Many agents will purchase these leads but have incomplete profiles. This is a huge mistake and you’re literally just 

throwing away money if you don’t have a completed profile with a good pictures, reviews, and closed sales info. 

Many real estate agents have a huge problem with their profile pictures. Some pictures are really outdated and 

others are super cheesy with the typical ‘Salesperson’ pose.” 

 “Certain zip codes just don’t produce the amount of qualified leads you’re going to want. Usually, the lower and 

uppers ends of the property searches can produce mixed results for lead generation from these websites. Your 

middle markets are always going to produce the best results.” 

 “Sometimes Zillow and Trulia oversell the advertising space for a single zip code. If you want to see an example of 

this in real time simply go to Zillow or Trulia and pick a popular zip code in your area to search for properties on. Then 

search for properties and choose one property which is not featured. Next, refresh your web browser several times. 

You’ll see the list of agents names in the ad space change over. Count to see how many different agents are 

purchasing zip codes and how many times you have to refresh the page to have them all repeat. If it takes several 

refreshes then there are too many agents on that single zip code. When this happens the zip code advertising space 

becomes too diluted and will generate poorer results.” 

 “It’s so important to realize that not all leads which come in from these ads are ready to buy now. Many agents are 

expecting to quickly qualify buyers and write up a contract from a Zillow, Trulia, or Realtor.com lead. Concentrate on 

starting to build a relationship first than making a sale. All cold leads (even if they are ready to buy now) need some 

relationship building at first. Ask questions, find out more about what they are looking for, make small talk, be nice, 

and don’t try to hard sell them on a house.” 

http://agentredefined.com/buying-leads-zillow-trulia-realtor-com-work/
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 “Many of the leads you’ll get inquiries from will already be represented by another agent. In many of these cases the 

prospect is looking for information online about properties and they may want a showing or just get some questions 

answered. They aren’t trying to waste your time, and don’t often realize they are if they already have representation. 

It’s important to know this on the first phone call you have with a lead.” 

 “We live in a world where we get information instantaneously. Prospecting leads online expect to get an email, text, 

or phone call back quickly. Remember, this is a COLD lead and it can die off very quickly.” 

 “Many zip code ads are not cheap, ranging anywhere from $150/month to $300/month. With a six month 

commitment you can easily spend over $1000 on these ads. However, the payoff if you can convert just 2 leads from 

them will pay for itself and leave you with a profit.” 

 “Purchasing zip code leads from Zillow, Trulia, and Realtor.com should only be executed once you have all of your 

other basic marketing in place. For example, if you don’t have a basic database system to add prospects into then 

you should work on that first. Furthermore, you have to get your profiles 100% up to date with a good profile picture.” 

 “One is not necessarily better than the other. I ask that you keep an open mind about these websites and don’t 

completely write them off because they all play a big role in how buyers and sellers are getting their real estate 

information today.” 

 

Oct. 6 Nerdwallet.com article  

Realtor.com’s traffic was growing at twice the rate of Zillow’s. Realtor.com provided thorough information on properties 

and neighborhoods, access to all MLS listings, and a celebrity real estate section. The site excluded for-sale-by-owner 

listings, property value estimates, and realtors not members of the NAR.  

 “Right now, Zillow is the top dog of home search websites, but Realtor.com is the scrappy terrier nipping at its heels. 

The site launched an aggressive marketing and redesign campaign following its sale to News Corp. earlier this year. 

Its traffic is now growing at nearly twice the rate of Zillow’s.” 

 Realtor.com at a glance: 

 

Feature Pros Cons 

Home listings Each listing provides ample details on the 

property, including neighborhood info and 

local school ratings. 

The site excludes for-sale-by-owner 

(FSBO) listings. 

Neighborhood 

info 

It’s easy to find nearby listings, and an on-map 

Google Street View option provides a quick, 

real-life look at a neighborhood. 

Pages can be a bit slow to load, 

mostly because of non-real-estate-

related ads — something you don’t 

often see on competitor sites. 

Other 

resources 

“Celebrity Real Estate” lists homes for sale by 

the rich and/or famous. There’s also a “Unique 

Homes” section. 

You might forget that you came to 

the site looking to buy a home. 

Finding an 

agent 

The “Find Realtors” search returns only real 

estate agents who are members of the 

National Association of Realtors. Realtors 

pledge to abide by NAR’s ethical standards. 

About half of U.S. real estate agents 

belong to NAR, so a Realtor search 

is likely to exclude a portion of the 

agents working in your area. 

 

 “Realtor.com excludes a number of features that are standard fare on other home search portals, such as: 

http://www.nerdwallet.com/blog/mortgages/realtorcom-review/
http://www.nerdwallet.com/blog/mortgages/zillow-review/
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o Property value estimates. ‘Zestimates’ are a popular but controversial feature of Zillow, but Realtor.com 

says it won’t display ‘value estimates on for-sale properties because the local real estate professional is the 

best person to determine the value of a listed property.’ 

o For-sale-by-owner (FSBO) listings. This is an effort by Realtor.com to protect the Realtors it serves. 

o Independent user reviews of real estate agents. Realtors can post ‘recommendations’ from clients to their 

profile, but users of the site cannot post their own reviews. Realtor.com says it’s a matter of ‘displaying the 

online reputation of brokers and agents in a way that both meets consumers’ needs to find the ‘right’ 

professional while also being done in a fair way for the industry.’ 

o Paid placement on a listing. On Realtor.com, only the listing broker’s and listing agent’s branding, logos or 

photos are allowed to appear on any given listing.” 

 “Reasons to use Realtor.com: 

o Realtor.com describes specific real estate markets with simple language. Check graphic profiles under the 

‘Local’ tab for information on a city’s demand—an area might be described as a ‘soft buyer’s market,’ for 

example—climate, cost of living and employment, as well as a gauge that indicates whether it’s cheaper to 

rent or to buy. 

o  The site uses colorful charts to help newcomers learn about the age distribution of a neighborhood, as well 

as its residents’ typical marital status, household income and educational background. The crime index is 

another useful data point. 

o Traditionally, access to Multiple Listing Services across the nation has been Realtor.com’s most powerful 

advantage. These databases stream information on local property listings to the site, allowing Realtor.com 

to claim ‘the most up-to-date and accurate’ listings. However, the site’s competitive advantage in this area 

may be waning as Zillow gains MLS affiliations.” 

 

 

Realtor Spending on Digital Advertising 
Google AdWords continually produced a better ROI than Facebook for one realtor, however he did not completely discount 

Facebook, claiming it was easy to use and featured excellent targeting abilities. A newly re-launched Facebook app allows 

realtors to automate the distribution of listings to their followers. A real estate marketing firm was issuing a survey in 

response to Zillow’s move to zip code based pricing, which will raise rates for some realtors. 

 

Oct. 13 Realtytimes.com article  

A real estate agency owner found that Google AdWords outperformed Facebook in ROI by a three-to-one ratio. He found 

Facebook easy to use and excelled at targeting, but claimed it was better for nurturing relationships, a practice he did not 

have time for. Real estate lead generation firms purchased their leads from Google AdWords. 

 “I see a number of Facebook ‘gurus’ pushing Facebook Marketing, but when I asked these so-called gurus how much 

they have spent on Facebook Marketing and what their return on investment (ROI) has been, the answer is usually 

vague. The truth is that Facebook Marketing is easier, but it is definitely not better.” 

 “I’ve personally spent hundreds of thousands on Google AdWords, and tens of thousands on Facebook, and I can tell 

you from experience that Google AdWords out-performs Facebook at about a 3:1 ratio. A number of experts will tell 

you that you need to ‘nurture’ prospects on Facebook in order to be successful. As a former Top Producing Mortgage 

Banker, I’ve generated well over 100 million in sales per year for 5 consecutive years, and can tell you I personally 

don’t have the time or patience to ‘nurture’ anyone. I want prospects that are ready to buy, sell, or refinance NOW, 

not someone that may be ready a year from now.” 

 “Facebook is great and does add credibility, especially if you have a large number of followers, and it should be part 

of your advertising regiment. However, Facebook Marketing depends on the TYPE of audience you are marketing to. 

If you are marketing to people in a certain profession, Facebook Advertising is great, because you can target to that 

exact audience. If you are targeting homebuyers, home sellers, or people looking for loans, you need to advertise on 

AdWords, because Google AdWords will get you the highest ROI.” 

 “Have you ever wondered how some of the top lead generation, and real estate referral companies generate 

business? The best ones use Google AdWords to generate leads. They then take a 25% referral fee if the referral 

they send you closes escrow. They sell leads to mortgage professionals since RESPA does not allow mortgage 

brokers to pay referral fees. Out of the 25% referral fee, these companies have to pay for advertising and generate a 

http://bargainagents.realtytimes.com/announcements1/item/39179-google-adwords-vs-facebook-marketing-for-real-estate-professionals
http://www.video4listings.com/
http://www.video4listings.com/
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profit for themselves. Since they are not selling the leads to Realtors, they have to provide high quality referrals that 

actually close. By the way, I use to help run one these companies.” 

 “Why not cut out the referral companies and generate ALL the profits for yourself? The truth is most agents/brokers 

do not understand how to advertise successfully on Google AdWords. Instead, many of you choose to advertise on 

Facebook, since you believe social marketing is the best way to go. Facebook is an easier platform to use, but it 

takes a lot more time and money to acquire quality customers. If you cut out the referral companies you will have:  
o (1) higher profit margins; 
o (2) the ability to create personalized advertisements;  
o (3) the ability to out-bid these companies since your profit margins are higher; and 
o (4) the freedom to no longer be competing with other agents: This is because these companies generally 

give the referral to four agents and make agents compete with one another for the client’s business. So, 

what is the key to successfully advertising on Google?  Good question.” 
 

Oct. 16 Metropreneuer.com article  

A new Facebook app allows realtors to automate listing dissemination via social media to their followers.  

 “A newly launched Facebook app is helping real estate agents give their listings that personal touch that goes the 

extra mile towards making a sale. Rev1 Ventures Portfolio Company SocialMLS launched their app yesterday to 

automate the social side of real estate listings.” 

 “Founder Chris Sauerzopf says that a real estate agent has thousands of ways to share and disseminate information 

across social media platforms, but SocialMLS brings the sellers into the fold.” 

 “Information about a for-sale home is coming from someone who knows it well versus just a real estate agent. The 

system leverages human curiosity. People in the seller’s Facebook network will be more intrigued by a post from one 

of their friends about selling their house and their experiences there (and more likely to click) than if a real estate 

agent posts a general message.” 

 “‘The by-product of that is we are increasing listing website traffic 10 times what they are normally getting right now,’ 

Sauerzopf says.” 

 “As SocialMLS gains users, they are offering one free listing. From there, tiered plans are available. Agents can 

purchase three listing for $27 per month or 10 for $79 per month. SocialMLS will work with an agent on a quote for 

anything over 10 per month.” 

 

Oct. 27 Wavegroup.com article  

A new survey questions the relationship between realtors and Zillow. The survey was motivated by Zillow’s plans to 

change its pricing strategy to one based on zip codes. The strategy would increase the cost of advertising for several 

realtors. 

 “WAV Group is recruiting MLS and broker participants for a study to get an understanding of what these groups of 

people think about their relationship with Zillow. This study is funded internally at WAV Group. 

o What do home buyers think of the service?  

o What do home sellers think of the service?  

o What do renters think of the service?  

o What do Property Managers think of the Service? 

o What do Premier Agents think of the service? 

o What does Premier Mortgage think of the service? 

o What do real estate brokers of all sizes think of the service?” 

 “Zillow is in the process of doing a similar study right now. I was asked by a Zillow executive—Why is WAV Group 

doing this? WAV Group has clients all over the spectrum with Zillow. Some of our clients are raving fans and others 

are staunchly against the company. We find that businesses that strategically integrate Zillow services into their 

business can find success in the strategy. We also find that companies that strategically delist themselves from 

Zillow also find success. Brokerage leaders are good operators and have the ability to thrive regardless of their 

strategic direction.” 

 “Zillow is about to release an historic price increase in January. They are going to Zip Code based pricing. For some 

of our broker customers, that would take their Zillow advertising from $5000 per month to $25,000 per month. In 

the purest form of lead capture, incubation, and conversion—the investment in advertising does not work.” 

 

http://www.themetropreneur.com/columbus/socialmls-harnessing-power-of-facebook-for-real-estate-listings/
http://waves.wavgroup.com/2015/10/27/wav-group-partnering-with-mlss-on-zillow-survey/
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Additional research by Christopher Aylott and Carolyn Schwaar. 
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