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v Zillow Preferred

Seller Connections
Overview

Get set-up to receive high-intent seller
connections
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The content in this presentation contains best practices and unless noted, they are not required in
order to participate in Zillow Preferred SM We developed our best practices from Zillow data and
interviews with our Zillow Preferred Advisory Board. Nothing in this presentation is intended to be

legal advice. For specific questions about any duties or obligations arising out of a real estate
transaction, check your local and state licensing laws and regulations.

The content in this presentation is the confidential information of Zillow, Inc. and/or its affiliates
and no part of this presentation may be reproduced, distributed, or transmitted in any form or by
any means without the prior written permission of Zillow, Inc. All data for uncited sources in this
presentation has been sourced from Zillow data.

Copyright 2026 by Zillow, Inc. and/or its affiliates. All rights reserved.
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Seller Experience



The Seller
Experience:
Showcase

In markets that center
around the value of
Showcase

5bds  4ba 1934 sqft

il 2310 Wilderness Hill, Phoenix, AZ 78231

Off Market
Zestimate®: $351,000

|l Rent Zestimate®: $2,131/mo

Est. refi payment: $1,637/mo @ Refinance your loa

Sell for more than others on Zillo!
Get a free Showcase listing and you can sell
for 2% more. That's $9k more on the average,

home sale price in the US.

Estimated sale price $351,000

What's this number7

Unlock your offer

Home value

@

Zestimate

Ol

We present sellers
with the option to
sell for more with
Showcase

2Zillow

Your selling options

Enter your home details

Home type

Square footage (above ground)

Year built

Bedrooms

Full bathrooms

Tub, shower, sink

3/4 bathrooms

Shower, sink and toile

Back

02.

The seller answers
questions about
their home

2Zillow

2Zillow
$351,000

Updates Jun 19, 202

Maximize sales price

View comps

Have any questions? >
Speak to a licensed Zillow Advisor.

How it works

Connect with a local Zillow partner agent and get a
Showcase listing at no additional cost. Sell when you're
ready.

Highlights

© Your home boosted on Zillow resulting in 75%

more views.

o Afaster, more confident sale knowing you are 20%
more likely to go pending in the first 14 days.

> 03.

We present the seller
with an estimated
market value and the
option to connect with
a local partner agent



The Seller Journey (Extended)

Clicks on “Unlock
your offer”

5bds 4ba 1934 sqft
2310 Wilderness Hill, Phoenix, AZ 78231
Off Market

Zestimate®: $351,000
Rent Zestimate®: $2,131/mo
Est. refi payment: $1,637/mo @ Refinance your loal

Sell for more than others on Zillo
Get a free Showcase listing and you can sell

for 2% more. That's $9k more on the average
home sale price in the US.

Estimated sale price $351,000

What's this number?

Unlock your offer

Home value

@

Zestimate

Answers questions
about home

2Zillow

Your selling options

Enter your home details

Home type

square footage (above ground)

Year built

Bedrooms

Full bathrooms
Tub, shower, sink and toilet

3/4 bathrooms
Shower, sink and toilet

Submits contact
information

2Zillow

Your selling options

What's your name?

First name *

Last name *

Business
Arrangement
Disclosure (ABAD)

What you need to know about Zillow and it's
affliated businesses

Zillow has affiliated businesses that help
make home buying and selling easier. You
have not agreed to work with any of these
affiiates. This is only meant to inform you in
case you want to in the future.

Affliated Business Arrangement Disclosure

This is to give you notice of business relationsips
among the following providers. Zillow, Inc. Lorem
ipsum dolor sit amet, consectetur adipiscing elit. Proin
condimentum tristique enim elit neque, sagittis quis
luctus. Sit nunc facilisi tellus commodo. In ultricies nec
lacus luctus mattis in pharetra, at. Ullamcorper in
augue fermentum, turpis. Mauris commodo eget
tempus commodo. Porta pellentesque elementur vel
tincidunt feugiat pellentesque congue. Fames volutpat
mauris a st nec eu nibh. Volutpat rutrum tempus
consectetur purus scelerisque vulputate accumsan. Eu
aliquam donec feugiat aenean gravida proin vel.
Imperdiet fermentum est enim quisque sit aliquam.
Donec porta duis amet enim augue morbi vestibulum.
Duis dis elit vel mauris non. Convallis tellus aliquam
laoreet nunc enim ultricies id sit. Mauris commor

eget tempus commodo. Porta pellentesque elementum
vel tincidunt feugiat pellentesque congue. Fames
Volutpat mauris a sit nec eu nibh. Volutpat rutrum
tempus consectetur purus scelerisque vulputate
accumsan_Eu aliouam doner feusiat aenean sravida

Reviews seller options in
dashboard via a Zillow
Preferred Agent partner

2Zillow

R
2 Zillow
$351,000

Maximize sales price

View comps

Have any questions?
Speak to a licensed Zillow Advisor.

How it works

Connect with a local Zillow partner agent and get a

Showecase listing at no additional cost. Sell when you're

ready.

Highlights

Your home boosted on Zillow resulting in 75%

more views

A faster, more confident sale knowing you are 20%

more likely to go pending In the first 14 d.




The Seller
Experience:
Opendoor

In markets that also
feature Opendoor

= 2Zillow
Zestimate: $381,600
4 Beds * 4 Baths ¢ 3,263 Sq Ft

v ]

EDIT FACTS LIST HOME

Get a cash offer

Find out how much your home could sell for
with a no obligation cash offer.

Estimated market value $381,600

What's this number?

Unlock your offer

Your home value

@

Zestimate

$381,600

Ol

We present
sellers with the
option to receive
a cash offer

2Zillow

Your selling options

Enter your home details

Home type

Square footage (above ground)

Year built

Bedrooms
Full bathrooms

Tub, shower, sink and toilet

3/4 bathrooms

Shower, sink and toilet

Back

> 02.

The seller
answers
questions about
their home

2zillow S

Cash offer List traditionally

Opendoor 2 Zillow
$400,000 $500,000

Sell on a faster timeline Maximize sale price

©° View your comps

Have any questions?
Speak to a licensed Zillow Advisor.

Highlights

Get repair costswithan  Get hands-on support
Opendoor evaluation from a local agent

Skip showings and open  Prepare for showings
houses and open houses

Choose close date and Timeline is dependent on
move when you're ready  current market

How it works

> 03.

We present the seller
with the option to
connect with a local
partner agent and/or
explore an Opendoor
cash offer



The Seller Journey in an Opendoor Market (extended)

Clicks on “Unlock
your offer”

2Zillow
Zestimate: $381,600
4 Beds * 4 Baths * 3,263 Sq Ft

EDIT FACTS LIST HOME

Get a cash offer

Find out how much your home could sell for
with a no obligation cash offer.

Estimated market value $381,600

What's this number?
Unlock your offer

Your home value

@

$381,600

Zestimate range

Answers questions
about home

2Zillow

Your selling options

Before we get started, do any of
these apply to you?

We may be required to share your selling options
with your agent if an agreement has been signed.

I'm a real estate agent for the owner
I'm a real estate agent and the owner
I'm working with a home builder

I have signed an agreement with an agent to
sell my home

None of these apply to me

Reviews seller options in

dashboard via a Zillow

Preferred Agent partner and

Opendoor

2Zillow

Cash offer List traditionally

Opendoor 2Zillow
$400,000 $500,000

Sell on a faster timeline Maximize sale price

Ora

Have any questions?
Speak to a licensed Zillow Advisor.

Highlights

View your comps

Get repair costswithan  Get hands-on support
Opendoor evaluation from a local agent

Skip showings and open | Prepare for showings
houses and open houses

Choose close date and Timeline is dependent on
move when you're ready  current market

How it works

Receives welcome
email with link to
dashboard

2 Zillow

{Name,} your selling
options are ready!

Thanks for providing details about your home.
Tap the button below to view your options and
learn about next steps.

AZillow Advisor will reach out soon in case you
have any questions.

w selling options

Save this email to view your seller dashboard
at any time.

tle WA 98101

Selects to sell with
Zillow Preferred
Agent partner or
Opendoor

2Zillow

Select the options you want to
learn more about

No need to decide now. You can explore both
options commitment-free.

Opendoor

Sell faster with a cash offer

Schedule awalkthrough with Opendoor, get your
final offer and get paid within days.

Preliminary offer: $335,808

2Zillow

Sell for the price you want

Well match you with a partner agent. Work with
them to decide when to sell and for what

Estimated market value: $381,600

~

Confirms Zillow
Preferred Agent
partner will reach out

Great!
Here's what happens next

2 Zillow

‘We've matched you with a
partner agent!

You'll get a text with their name and
theyll give you a call soon.

Zillow Confidential



Show more >
o Contact Sally

Top listing agents for 98039

Look up your address*

Start typing a

The Seller
Experience:

@ Explore local agents who've successfully About Sally
sold homes like this. These agents are
featured based on their recent sales in

this area av Name *

(]

Sally Reeds 5.0 % ) Sally Reeds ohone
North Bridgeway Realty North Bridgeway Realty
25 recent sales Serves Seattle and nearby area
e e r e ec e 6 sales near you 5.0% (11
Email *

Recently sold listings
Chris Johnson 50 % (5 25 sal e last 12 month

Mountain Enterprise Realty 6 ear you
ooy s ‘ “

9 sales near you

When sellers personally
select their agent(s) of

e that Zillow Group and its affliates, and other
alltext you about your inquiry, which may

Languages spoken By tapping "Contact’, you o

real estate profe:

English, Spanish, Italian d means and prerecorded/artifical voices

ndition of buying any property, goods or s

Angela Wilson
Brise Soleil Realty

ay apply. You also agree to our Terms of Ust

e may
ty with your agent
\d what you're looking for in a home,

Get to know Sally
Sally Reeds began her career in real estate over 10 to help them unders

formation about your recent and future site a

49 recent sales
years ago after earning a degree in Business

choice

21 sales near you
Administration. She quickly developed a passion for

helping clients navigate the Seattle housing market

Price history Tax history \

01. > 02. > 03.

Sellers see a Sellers are Sellers can then
curated list of provided with key contact the agent they
local agents who information and selected

have successfully agent expertise via

sold similar homes their profiles
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The Seller Consultant
Role

Seller Consultants

2Zillow
$351,000

deliver hands-on guidance - so sellers
can confidently sell their home and buy
the next one.

e Engages with Seller: Receive, review,
and reach out to the seller.

e Connects with Partner Agent:
Set expectations for next steps and
facilitate the handoff to the partner
agent.

e Qualifies & Educates: Assess seller
interest, educate, and take action.

Do you have questions?

A Zillow Advisor will reach out to answer your questions.

Talk to an advisor

Zillow Confidential Zillow Confidential
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Agent Experience
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Connection Types

Direct to Inbox Leads

Can come in at anytime

The majority of connections will be
delivered digitally to your inbox for
you to follow up.

Once received, we recommend you
reach out via text or call within 15
minutes to speak with the customer.

Remember, timeliness is key, especially
since 80% of sellers consider a
responsive first impression highly
important when choosing an agent.*

& Zillow PREMIER AGENT Inbox |40

1 Back Delete contact

Jillian Jones

Connection Status

This lead requested a property tour.

Schedule it now.

Personal info

Contacts Team v Advertising v Reporting v

Listing
Jillian is interested in working with a Premier Agent to sell their home

728 Fairmont Wy, Austin, TX 78757

$350k

SELLER'S DESCRIPTION

Is 728 Fairmont Wy, Austin, TX 78757 the home you're looking to sell?
When would you ideally like to sell your home?

Do any of these apply to you?

Listings v

Zillow Confidential


https://delivery.digitalassets.zillowgroup.com/api/public/content/2025_SZ_AgentCHTR-MiniBook_Digital_downloadOriginal.pdf?v=4ab198e3

2 Zillow

Connection Types

Live Transfers

During business hours: 8 a.m. -7 p.m.
in your time zone

These will be live transfers from a Zillow Seller
Consultant.

Before a seller is live transferred to you, the
consultant will provide information, let them
know about Showcase, and connect them
directly with you.

On the call, the goal is to set up a listing
appointment, especially since 59% of sellers
are likely to hire the first person they contact.

2 Premier Agent Audio...

Se"er Connection You’re about to connect with .h

Jillian Jones

Seller lead

Notes from Zillow
Jillian would like to speak with an
agent about selling their home.

About the home [FirstName] is selling

728 Fairmont Wy
Austin, TX 78757

Estimated market value

$350,600

To calculate the estimated market value,
we use similar homes and adjust for
differences.

ﬁ

Remind Me

Zillow Confidential



https://delivery.digitalassets.zillowgroup.com/api/public/content/2025_SZ_AgentCHTR-MiniBook_Digital_downloadOriginal.pdf?v=4ab198e3
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Contact tags in the Premier Agent App and Follow Up Boss

Jillian Jones

©) Flex - Seller - From Zillow
f# Created Nov 3,2019

High Intent Seller ~ Originated as Seller

© ©

Overview Messages Activity Appointments

Notes View all

Does not want HOA to be more than
$350/mo
Added by Angie Chang on Oct 2, 2020 at 12:30PM

Add note

My Agent
Text your contact a link to your profile to add
you as their agent.

Jillian Jones

@ Flex -« Seller « From Zillow
f## Created Nov 3, 2019

Connected with Opendoor Originated as Seller

Overview Messages Activity Appointments Pr

Notes View all

Does not want HOA to be more than
$350/mo
Added by Angie Chang on Oct 2, 2020 at 12:30PM

Add note

My Agent
Text your contact a link to your profile to add
you as their agent.

Send message Learn more

Each seller connection will be tagged:

e  Originated as Seller

Seller connections may also have the following
tags:

e HighIntent Seller: Sellers that our Al
model has determined are 3x more
likely to list their home for sale within 6
months.*

e  Connected with Opendoor: Sellers who
have also connected with Opendoor to
learn about a cash offer in applicable
markets.

Zillow Confidential
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Contact tags for the Seller When agents connect with sellers through this
° experience, they’'ll receive them as new leads
SE|eCteC| experlence in the Premier Agent app and Follow Up Boss.

Leads in Follow Up Boss will include “zillow
seller” and “zillow seller selected” tags to help
agents clearly identify these valuable
connections and stay organized.

New Contact - v

Lew & 2low

Leads in the Premier Agent app and Follow Up
ZILLOW SELLER CONNECTION. You were specifically selected by this seller in a list of other agents. This seller BOSS Wi” GISO include the fO”OWing messqge-

has expressed interest in connecting with you, which may be based on your local expertise and/or your ability to
offer Zillow Showcase. Please begin outreach to this seller right away to maximize your opportunity to win their
business, and please keep this lead status up-to-date.

ZILLOW SELLER CONNECTION. You were
specifically selected by this seller in a list of
other agents. This seller has expressed interest
in connecting with you, which may be based
on your local expertise and/or your ability to
offer Zillow Showcase. Please begin outreach
to this seller right away to maximize your
opportunity to win their business, and please
keep this lead status up-to-date.

* Reply -» Forward ® Send atext

As a reminder. seller selected
leads are part of the Seller

Connections program and will
incur a success fee.

Zillow Confidential
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The Agent Experience within the Premier Agent App

14 l Jillian Jones l Edit

ivity Profile Listing Mortgages Transactions Hig

12:22 v
Each seller connection will also include key

Back Seller’s description . . .
< s information about the seller and their home:

Is 728 Fairmont Wy, Austin, TX 78757 the

Does not want HOA to be more than home you're looking to sell? ° Se”er name Ond contact informotion
$350/ Yes !
s A e  Estimated market value
S When would you ideally like to sell your ° Address
? . .
Add note b e Ideal timeline to sell
° Home type
Listing Do-any of theseapply toyoult e Home features
Jillian is interested in working with a Premier .
Agent to sell their home. NI - P As appllcable:
t t i ?
il e e Seller Consultant name

728 Fairmont Wy
Austin, TX 78757

e Estimated market value
$350k

How many covered spaces do you have?
Garage: 2

Does your home have a basement?

Yes

View seller's description

Zillow Confidential
My Agent What is the square footage of your

Toavt vniir contart a ink ta vatir nranfilo +a adA hacamant?
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Updating Your Seller Connections in the
Premier Agent App or Follow Up Boss

4 Jillian Jones Edit

. 3 . 3 Overview Messages Activity Profile Listing M
Stay on top of your inbox by updating active connections at least

Ix per week and nurture connections at least 1x per month.
, Jillian Jones
To update your seller connections:
+  Select the profile icon
+ Change the status
.« Apply a timeframe ! (@) Flex - Seller « From Zillow
+  Scroll down to add a note @ Created Oct 3, 2023

New

Originated as seller

© ® G

By updating your pipeline frequently,
you create clear next steps and actions to
keep yourself organized.

Zillow Confidential
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Contact Statuses to Use -
with New Connections Cancel Update Status

C New

Attempted contact

New: The default status for your connections. Assign this lead
with a more detailed status as soon as possible.

, . Spoke with customer
Attempted contact: A lead you're working to contact through

phone calls, text, and email.

Appointment set

Spoke with customer: A customer you're speaking with but

haven’t had a chance to meet. Met with customer

Appointment set: An appointment has been scheduled with Showing homes

the seller to meet in-person or virtually. Listi .
isting agreemen

Active listing

Submitting offers

Under contract

Zillow Confidential Sale closed
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Contact Statuses to use After
You've Met Your Customer

Met with customer: A customer you've met either in-person or
virtually once for a first appointment.

Listing agreement: A listing agreement is in place for you to list the
home of your seller.

Active listing: A client that has their home on the market and
available for showing.

Under contract: Offer accepted! For seller leads, this status helps us
know to reach out to help you with payment steps.

Sale closed: Transaction has successfully closed.

Nurture: Contacts who aren’t ready to list yet or have put
selling on hold

Rejected: Contacts you've determined will never transact

Cancel Update Status

v New

Attempted contact

Spoke with customer

Appointment set

Met with customer

Showing homes

Listing agreement

Active listing

Submitting offers

Under contract

Sale closed
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Best Practices for Direct Lead Follow-up

3 times the first day

Attempt contact up to 3 times within the first 24 hours
using a combination text, call, and email.

5-7 times the first week

e Engage across all channels SMS, phone and
email with personalized and useful info.
e  Reach out at different times to find when is best

10 times the first month

° Continue outreach and send tailored market
updates

e  Offer in-person drop-off of a listing packet

e Jillian Jones

Relationships

Details

Background

Social Profile

Google

Custom Fields

Website

=Y

()

®

You can reach me at (415) 527-0129.

General Inquiry

ssigned to Team Member X + Y by Team Lead Y through Zillow Sync

ssigned to Team Member X + Y by Team Lead Y through Zillow Sync

ssigned to Team Lead Y by Team Lead Y through Zillow Sync

Appointments

Tasks

This is a hot lead. Assign a le

Activity

2 Zilow

2 Zillow Buyer Activity

2 Zillo

PREMIER AG|

Connect to Buyer Act
: i85

Files

Zillow Confidential
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Zillow Showcase



Maximize your exposure and win 30% more listings with Zillow Showcase

Showcase Listings Received

p

79% more page views
76% more saves
91% more shares

T —

In

| SHOWCASE ) —
Showcase listings sell for o - o
2% more Jewean - e
3 W =
: caneE SN :
over $7K on an average house w8l o
¢ (Y @0
isted by H
i) single family home % Builtin 1967 (B) 2 attached garage spaces S:Ii; oot 3 bd H
B $247 pricessaft Contact Sally J § é‘fz m

R il 3 y

A 3240 sqft lot € s0/mo HOA

Compared to similar non-Showcase listings

° . .
View Showcase listing demo
el * All claims are based on the data available on our website: showingtimeplus.com/solutions/listing-showcase-facts



https://www.zillow.com/listing-showcase/demo/phoenix/
https://showingtimeplus.com/solutions/listing-showcase-facts

Showcase is featured on T
the seller dashboard

2 Zillow
Connect with a local $351,000

Zillow Showcase is a key selling point of Zillow partner agent and
connecting with a Zillow Preferred Agent partner

get a Showcase listing at
no additional cost. Sell

> Have any questions?
when you're ready. peok th 2 Seensed Zitow

How it works

Highlights
Get Showcase for free when you sell
with a Zillow partner agent

Get Showsasw for frew when you sw!
with & Dilaw partner agent

Showcase
listings are 10% @) e shareh g
more likely to go e i reschbon oo E———
pendingin
14 days*

$326k - $399K

E Interactive floor plan

S0k - 18k

ﬂ] Al-powered virtual tours

$3,600

Pending wakehreugh

" All claims are based on the data available on our website

it i proceeh



https://showingtimeplus.com/solutions/listing-showcase-facts

2 Zillow

Elevate your listings
with Zillow Showcase

Listings that stand out with powerful
exposure on Zillow

=> Unique & enhanced listing experience
- Amplify the visibility of listings
- Expanded marketing reach

- Upgraded branding and contact options

2 Zillow

This home has been listed at
$800,000.

10744 SE 3rd St, Bellevue,
WA 98004
$800,000 | 3 bd, 3 ba | 3,240 sqft

View home details

Zillow Confidential




ZILLOW CONFIDENTIAL

Leveraging Zillow Showcase to
win with sellers

‘ ‘ If you list with me, your listing will be
more prominent on Zillow. Your listing

Incorporating Zillow Showcase in seller wouldn't just look like any traditional
listing on Zillow with captivating
visuals, virtual tours, and interactive
floor plans.

connections pitches with ready-made
marketing materials TRV I

'" ¥ Showcase | &

These unique listings attract more
"¢ buyers and sell for 2% more, over $7K
\ ' on average, and are 10% more likely
| to go pending within the first 14

[ days. That's they receive more views,
' saves, and more shares than

traditional listings on Zillow.* , ’

$520,000

3 bds | 3 ba | 3,240 sqgft - Active
255 Mathewson Pl SW Atlanta, GA

*Visit the website for more information

Zillow Confidential


https://showingtimeplus.com/solutions/listing-showcase
https://showingtimeplus.com/lo/listing-showcase-resources
https://showingtimeplus.com/lo/listing-showcase-resources

2 Zillow

Expectations



Connecting high-performers

As we continue to invest in increasing the number of high-intent sellers,
we want to connect them to high-performing agents.

The seller connection performance framework serves to identify and
reward high-performing partners. Based on partner performance within
this framework, we’ll shift seller connection volume within a market.

ntation i
e reproduced,
n of Zilow, Inc. All data for
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Team level Zillow Preferred seller connections standards

Performance standards

Performance to Logged Seller Transaction
Target

Definition: Every month, your Zillow Preferred team
receives a seller transaction target, which serves as
your team’s monthly sales goal. This metric
represents your attainment of your transaction target
over the last six (6) months and measures your
ability to help sellers successfully sell their home.

standard: 100% or greater over the last six (6)
months.

Showcase Rate

Definition: % of listings for seller connections that
receive Zillow Showcase treatment.

Standard: At least 90% of listings for seller
connections use Showcase

Zillow Confidential



Seller Performance Guidelines for Success

Guidelines for Success

Attempted Contact

Program Standard: 100% of inbox seller connections for the last one-month period,
including an additional month of buffer.

Definition: The % of inbox seller connections that your team attempts to contact and
accurately indicated these attempts in the Premier Agent app. Live transfers will
automatically count as successful attempted contact.

Answer Rate

Program Standard: 75% of live transfer call attempts for a one-month period, including
an additional month of buffer.

Definition: The % of live transfer calls attempted by Zillow answered by the team.

Signed Listing Agreement

Spoke With Rate

Program Standard: 55% of inbox seller connections for the last one-month period,
including an additional month of buffer to allow for leads to mature.

Definition: The % of inbox seller connections the team successfully gets in contact with
and accurately indicated via Premier Agent app contact status update. Live transfers
will automatically count as successfully spoke with customer.

Appointment Set Rate

Program Standard: 30% of inbox and live transfer seller connections for the last
one-month period, including an additional month of buffer to allow for leads to mature.

Definition: The % of inbox and live transfer seller connections that the team successfully
schedules a listing appointment with and accurately indicated via Premier Agent app
contact status update.

Program Best Practice: 7% of inbox and live transfer seller connections over the last

six-month period to allow for leads to mature.

Definition: The % of inbox and live transfer seller connections received that the team
successfully converts to a signed listing agreement and accurately indicated via

Premier Agent app contact status update.

Zillow Confidential
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Next steps on your seller
connections journey

Enhance your skills, collaborate with experts,
and track your success!

Dive into the Intro to Seller Connections Course

This will give you a detailed look at key concepts and
strategies for success.

Team up with your support team

You will collaborate with your Growth Advisor, Customer
Success Manager, and Showcase Advisor to supercharge your
performance!

Look out for your monthly performance email

You'll receive updates on your performance, like Showcase
Rate, to celebrate your wins and identify areas to improve!

Growth Advisor

Serves as your Zillow main point of
contact — helping you optimize
performance and seller
connections volume for your
team.

Customer
Success Manager

Assists you with Showcase
product onboarding and supports
you with effective integration of
Showcase into your branding and
strategy.

Showcase
Advisor

Helps you maximize value for your
business through your Showcase
purchase, staying informed on
your business to promote growth
and address pain points.



https://academy.zillowgroup.com/learn/course/2145/introduction-to-zillow-seller-connections?generated_by=56243&hash=b40bde44c738a1edce3e29a21758dd0770cdde51

2 Zillow

Thank you
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Seller Connections
Resource Hub

Seller Connections Resource Hub

Your guide for Seller Connections success

Building Seller Team Connecting with Leads Winning the Appointme... Winning the Listing

This resource is designed to
support you in connecting with S
seller leads, winning appointments, P e g
and securing listings.

Find key links, ready-made content,

and and access valuable training oot oo o ro
materials. o1}

To solidify your foundation, we invite you to revisit the following resources for
a comprehensive overview:

Seller Resource Hub
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https://view.highspot.com/viewer/37ec4d9dee2ca082e2d3c0fe72b227e3
https://view.highspot.com/viewer/37ec4d9dee2ca082e2d3c0fe72b227e3
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Take your selling game
to the nextlevel

Seller Learning Courses

Zillow Academy
Required

° Introduction to Seller Connections
Additional

° Strategies for Winning the Appointment

e  Pitching Zillow Showcase to Sellers

° Showcase: Getting Started
Webinars

° Seller Best Practices Webinar

2 Zillow PREMIER AGENT

Introductionte-Seller Connections

Strategies for Winning the Listing Appointment

2 Zillow PREMIER AGENT

Pitching Zillow Showcase to Sellers

Zillow Showcase 101: How to Showcase a listing
secured through Zillow Seller Connections



https://academy.zillowgroup.com/learn/course/2722/zillow-showcase-101-how-to-showcase-a-listing-secured-through-zillow-seller-connections?generated_by=190880&hash=af3af2c22e4197541f3aa8ab5033a903f3692dc5
https://academy.zillowgroup.com/learn/course/2145/introduction-to-zillow-seller-connections?generated_by=56243&hash=b40bde44c738a1edce3e29a21758dd0770cdde51
https://academy.zillowgroup.com/learn/course/2775/pitching-zillow-showcase-to-sellers?generated_by=44178&hash=dac323332efb041d4c0828a0e16d955c83377562
https://academy.zillowgroup.com/learn/course/2145/introduction-to-zillow-seller-connections?generated_by=56243&hash=b40bde44c738a1edce3e29a21758dd0770cdde51
https://academy.zillowgroup.com/learn/course/2406/strategies-for-winning-the-listing-appointment?generated_by=44178&hash=094c2de0d325785b5796381b7e4b688318f50d67
https://academy.zillowgroup.com/learn/course/2775/pitching-zillow-showcase-to-sellers?generated_by=56243&hash=56ba56aad4997f7376f1bc548325e0a7668fc6ef
https://academy.zillowgroup.com/learn/lp/383/unlocking-the-power-of-zillow-showcase-get-started-in-the-new-experience?generated_by=207740&hash=5de0b055f9b2f51da51d4ada65f7fbd293696d34
https://view.highspot.com/viewer/0ff1271414f4a75fa2639d7ca074590b
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Showcase Resources

« Showcase Getting Started Guide

« Showcase Playbook for Agents

« Agent Resource Center

« Photographer Resource Center

o« Fast Facts About Zillow Showcase

o Customer Support
o 1-888-367-4009

o support@showingtimeplus.com

o Monday - Friday, 8 am — 10 pm
EST

o Saturday — Sunday, 9 am - 6
pm EST
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Zillow’
2 Showcase

Getting it Seen is Step One
in Getting it Sold

£ LsTivGs
over
76%
o
< saves (1) Shares

®© Page Views

Stand Apart with a Showcase Listing

First, Last Name
10744 SE 3rd St,
Bellevue, Washington
98006

yogossg ot 0oty gy et
Lo700123456123456



https://showingtimeplus.com/lo/showcase-getting-started-guide/creating-listings
https://showingtimeplus.com/lo/playbook-content
https://showingtimeplus.com/lo/listing-showcase-resources
https://showingtimeplus.com/solutions/listing-showcase/photographers/resource-center
https://showingtimeplus.com/solutions/listing-showcase-facts
https://showingtimeplus.com/resources/support?hs_preview=RiUrIsMZ-112103489319
mailto:support@showingtimeplus.com
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Promoting yourself as a seller

Reach out to Zillow PR before responding to
media inquiries. Email press@zillow.com and our
Zillow PR team will coordinate the interview in
cases where it makes sense.

Highlight the opportunities you have to work
together with Zillow towards a common goal: high
customer satisfaction and successful
transactions for sellers.

Celebrate that you are one of our partners
working with Zillow to help sellers in your market,
please avoid stating that you are an “exclusive
partner” with Zillow.

When presenting yourself to the market
competition, you can let competitors know that
you are receiving seller connections from Zillow.
After launch, you may share on your social
platforms, your website, and for recruiting
purposes if you want. Get content approved by
emailing press@zillow.com.

Do Not

Actively reach out to media outlets about your
Zillow partnership. Zillow PR will handle all media
stories.

Include links to any resources (landing page,
Zillow Academy, etc.) Zillow has shared with you
- those are for participating partners only.

Refer to a “program” when talking about
connecting with sellers through Zillow. Only refer
to how you are partnering with Zillow to help
sellers.

Identify yourself as a “Preferred Agent,” instead
you can say “Preferred Agent partner.”

Use Zillow’s Preferred Agent trademark, without
following our trademark usage guidelines here.

When in doubt, reach out to press@zillow.com to review
your content.


mailto:press@zillow.com
mailto:press@zillow.com
https://www.zillow.com/agent-resources/logos/#:~:text=You%20may%20use%20the%20Premier,listing%20presentations%20and%20email%20signatures
mailto:press@zillow.com
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On Seller Connection Calls

Appointment
“Would [Day/Time 1] or [Day/Time 2] be better to schedule time for me to see your
home and discuss the next steps and selling options?”

Location

“| see your home is in [NEIGHBORHOOD)] | love [XYZ] about working/living here and
have sold lots of homes in this market!”

Motivation
“| understand you are looking to [INSERT DETAILS FROM PA APP]. Tell me more about
why you are looking to sell and your next steps.”

Zillow Confidential
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Partner expectations and solutions
for managing seller lead volume and connections

EXPECTATION SOLUTION YOU CAN TRY

Pick-up Rate - 75% The “Shift Model”

In similar programs, we have ) Instead of having all of your Agents
seen pick-up rates at 75% or taking connections all the time, try
higher. Our goal is to see that implementing a shift model that
for seller connections sent to ensures adequate coverage of
your team. connections and affords your

agents a break from new
connections coming in.

Note: The Shift Model is a best practice and you are not required to
use it in order to participate in Zillow Preferred Agent.
Zillow Confidential
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How you can implement the “Shift Model”
to help you and your team ensure quality connections and winning

conversations

SHIFT MODEL STRUCTURES:

e 4 days “ ", 4 days “o'" per agent

1week “ ", 1week “01'" per agent

° 1week “ ", 2 weeks “01'" per agent

STAYING ORGANIZED IN A SHIFT MODEL:

Set up a shared comms channel with each
different Shift via Slack or some other
company communication tool. Have yourself
or an ISA on all channels but Agents only on
their specific Shift's channel.

Maintain a shared team calendar to help
identify coverage gaps.

Have Agents take accountability to help find
coverage for their Shift for last minute
availability changes.

*Please ensure you have a minimum of 2 active agents
per zip code for live transfer coverage.

Zillow Confidential
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Why the “Shift Model”?

TEAM LEAD BENEFITS

Helps prevent agent burn out over time

Schedule 1I's or coaching sessions so they
don’t overlap with days on Shift

Helps drive Answer Rates for your team as a
whole by creating a sense of connection
scarcity

Can help improve conversion by ensuring
your agents have a pipeline they can
effectively service

42

AGENT BENEFITS

Won't feel the need to be “on” all the time

Ability to have schedule predictability when
planning time off without feeling like they're
missing out on opportunities.

Keeps the prospect of receiving new leads

exciting

Reduces risk of feeling overwhelmed and
allows a balance to focus on existing pipeline
with servicing new leads

Zillow Confidential



