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Whilst most agents see September, October, and November as some of the busiest months 
of the year, it is actually August and December that the most profitable estate agencies 
look forward to the most. Not because they are busy - in fact, just the opposite!

In 2011, Google conducted a study on consumer habits and coined the term ‘The Zero 
Moment of Truth’, or ZMOT.

ZMOT is the moment when a consumer decides whether to buy something or not. Or in the 
case of an estate agent, who to instruct. As any business owner would know, achieving that 
moment is crucial in ensuring your business’s survival.

So how do you achieve this elusive zero moment? Well Google discovered a few interesting 
things that will help you do just that.

The study found that most people aren’t ready to buy at their first touch point with the 
product or service. In other words, the first time they see your website or flyer probably isn’t 
going to be the moment they make the decision to buy from you. Google found that a 
buyer needs 7 hours of interaction across 11 touch points in 4 locations.

These terms may be unfamiliar, so let’s put them in layman’s terms. A touch point could be a 
flyer, a newsletter, a review, a video, a blog post, or a social media ad. A location refers to 
the means through which the consumers are receiving these touch points, such as on social 
media, a website, in an email, or in person.

So, here is the thing. When the market goes quiet in the summer months and over Christmas, 
guess what your potential new clients do? They lay on sun loungers, or relax at home and 
during this period their free time increases, as does their screen time.

Here are the 4 ways in which the most profitable companies take advantage of this...



1. Automation of cross channel marketing
Smart businesses don’t invest wasted time and effort in email marketing systems or trying 
to figure out their facebook ads etc., they use central marketing systems that just put the 
right content in front of the right people at the right time, across email, social, web, and 
print without them having to get involved. This ensures that they are constantly trying to 
7-11-4 people, increasing their chances of being instructed for the right fee when the 
busiest months arrive. You can learn more about implementing a system like this here.
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https://iceberg-digital.co.uk/reviewsandpackages


2. Relevant content 
The average person is exposed to around 5000 ads per day, so cutting through this 
noise is important. It is not good enough to knock together a DIY flyer about your free 
valuation offer and professional photography and expect anyone to take any notice. 
When creating your ads, think about the exact person you are hoping to reach and 
what dilemma or problem they might be going through right now that you are hoping 
leads them to you. Then talk directly to them about how you can solve that problem. 
You can learn more about exactly how to do this by reading this article on how to create 
buyer personas - https://iceberg-digital.co.uk/blog/who-is-your-estate-agency-targeting.
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3. Put your data to work
Over the past 20 years and even in today’s world of PropTech overload, all of the tools are 
focused on either the transactional part of estate agency - i.e. the bit from instruction to 
exchange/completion, or they are ‘magic bullets’ that lead you to believe they can get 
you more instructions by doing one simple thing. None of these tools are focusing on the 
big win. The big win comes in playing the long game with your data. Ensuring that every 
single lead, be it a portal enquiry, an instant valuation, a face to face valuation that is yet 
to go ahead, a website enquiry, a facebook lead, an ebook download or any other type of 
lead goes into your autonomous marketing system to ensure they are communicated with, 
wherever they ‘hang out’, be that on Facebook, or email or even via print. Google are the 
masters of building a data driven business and have shown how just by doing that alone, 
you can make your company hugely valuable. You can read more about how Google do 
this here: https://iceberg-digital.co.uk/blog/using-the-google-rules-in-estate-agency.
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4. Consistency beats perfection
The final rule of the four is that consistently making sure the right content lands in front 
of the right people at the right time, 24/7, 365, beats the idea that everything needs to 
reviewed and tweaked and created by the owner of the business, as that leads to an 
inconsistency. That is the path most companies tread and this is the reason you go onto 
companies’ blogs or social media and see that their last post was six months ago. A great 
example of this is the Beatles. Did you know that the Beatles were actually only together 
for 8 years, but over that time they released over 300 songs. Out of those 300, they actually 
only had 17 number 1 hits. Does any remember them for some of the incredibly terrible 
songs they released like the hugely annoying Ob-La-Di, Ob-La-Da? No, of course not. The 
moral of this is to just keep producing content and you will find your ‘Hey Jude’. In this 
video our CEO and best selling Author, Mark Burgess, explains why 80% beats perfection: 
https://iceberg-digital.co.uk/blog/why-consistency-beats-perfection.

We hope you found this article useful. If you would like to know more about how Iceberg 
Digital work with agents or how we can help you to run your marketing in these ways, 
have a look here and get in touch: https://iceberg-digital.co.uk/reviewsandpackages.
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