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VIP REGISTRATION 
Opens Soon! 



HOUSEKEEPING 
• Webinar is being recorded 
•  Copies of the slides will be available 
•  45 minutes long 
•  Type your questions in the GoToWebinar box 
•  Collapse the GTW box by clicking the orange 

arrow in the top right corner of screen  



100% 
of Home Buyers Are 
Influenced By The Internet	  



CRITICAL PATH 
to converting 
BROWSERS TO BUYERS 

The 



Previous  
SURVEY RESULTS 
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A 
NEW 
GOAL 



Are companies simply “checking the box” with their 

follow-up, or do they truly use it as a 

competitive advantage? 



A NEW METRIC 

Score of 1: The follow up was done, but seemed 
cold and lifeless. It seemed more like a task that was 
checked off as complete by the builder. 

Score of 2: The follow up included a reference to 
some piece of information personal to the prospect 
or their initial questions. This made it feel significantly 
more personal and would also allow advancement of 
the sales process. 

Score of 3: This follow up truly stood out from the 
crowd. It includes not just references to personal 
information or questions – but conveys genuine 
excitement at the prospects situation, needs, or belief 
that they are a perfect fit for the prospect. 

THE CONVERSION QUALITY SCORE 





The Request 

“We are relocating from 
Montana to be closer to 
family. Looking for the 
best value in a 3- to 4-
bedroom home. Do you 
have homes that we 
could move into quickly, 
or how long would it take 
to build one?” 
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IN ADDITION 
•  Noted a Specific 

Community of Interest 
•  Filled Out All Requested 

Fields (SqFt/Price/Etc) 
•  Email Address 
•  Phone Number 
•  Results tracked for 45 Days 





30 Top Builders 
5 of the top 10 
9 of the top 11-50 
8 of the top 51-100 
8 from the top 101+ 
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Efficiency vs. 
EFFECTIVENESS 









All leads are  
not created EQUAL 





Be Responsive. 

Be Personal. 

Be Persistent. 

Be Effective. 

Because NO ONE else is! 




