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A
s the real estate industry continues to evolve 

at a rapid pace, HomeFinder.com’s 2013 Agent 

Makeover Sweepstakes provided its five lucky 

winners with the tools to stay ahead in the current real 

estate landscape of low inventory and rising home 

prices. This evolving real estate environment means 

real estate agents need to change their tactics, and 

this year’s winners and participants gained the tools 

needed to navigate this market.

“The real estate market has been heating up fast. Homes 

are no longer sitting on the market for months. Now, they 

are selling in days or even hours,” says Doug Breaker, 

president and CEO, HomeFinder.com. “The 2013 Home-

Finder.com Agent Makeover Sweepstakes focused on 

this rapidly changing marketplace to help the five win-

ners and all participants adapt to the new normal.”

While more than ten thousand real estate agents 

entered this year’s HomeFinder.com Agent Makeover 

Sweepstakes, five winners were chosen at random and 

flown to Chicago from September 18-20, 2013. During 

the three days in Chicago, the winners received SEO and 

digital marketing training; goal coaching from nationally 

recognized business coach, Michael Lindstrom; social 

media training from social media expert Marki Lemons-

Ryhal; personal styling sessions; salon pampering and 

more.

The winners were able to work on aspects of their 

business that they felt needed the most attention, from 

integrating technology, to setting business and personal 

goals, and reaching a target audience.

“I learned that my website is too general and I need to 

add keywords and make sure my site is search engine 

optimized,” says winner Jim Mackenzie, Blue Diamond 

REALTORS®, LLC in Ellettsville, Ind. “I need to set my 
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goals and write them down so I can 

easily refer back to them.” Mack-

enzie, who has been in the indus-

try for five years, went to Chicago 

hoping to learn how to use target 

marketing to locate more buyers. 

“I had a great mentor when I 

first entered the business; I’m 

organized, thorough and always 

a step ahead of the client, but I 

need to communicate this to pro-

spective clients,” says winner Jo-

sephine Ligato of Berkshire Hath-

away HomeServices New England 

Properties in Avon, Conn. Ligato 

has been in the business for 2.5 

years, and is looking to build rec-

ognition and exposure. She hopes 

to do this through a variety of 

channels, one being social media.

Social media and technology 

were a large focus for many of the 

winners: a connecting thread be-

tween agent and client, a place to 

build referrals, and an opportunity 

to show relevance. 

“This next generation consists 

of our future customers and they 

are so entwined with social me-

dia,” says winner Michael Downing 

of RE/MAX Pro in Hays, Kan. “To 

be successful in the future, agents 

have to embrace social media, as it 

will drive business and our society 

in the future.”

“At one point in almost every-

one’s lives, they are looking to buy 

or sell, so social media is a great 

place to build referrals,” says win-

ner Antonio Sanchez of Exit Realty, 

Bronx, N.Y.

Referrals are not the only reason 

to be proficient in technology; your 

reputation could be on the line. “If 

I’m not current on social media and 

new technology and able to incor-

porate it into my business, clients 

might wonder if I’m able to keep up 

with the rest of the business,” com-

ments Ligato. 

Another opportunity to excel on-

line is through digital marketing, 

and applying a solid digital mar-

keting strategy can really put you 

ahead of the competition.

“I have a great website, now I 

need to make sure my target mar-

ket can find it on Google,” says 

Mackenzie, who was interested in 

learning about SEO basics. 

“I want to appear higher in 

Google searches. I embrace digi-

tal marketing and believe in it, 

but it’s about managing the time 

to do it. Also, remembering that 

outbound marketing won’t always 

bring in business just because 

you’re spending money on it,” says 

Downing, who was most interest-

ed in inbound marketing with a fo-

cus on blogging.

With their weekend in Chicago 

behind them, the winning agents 

are back to business implement-

ing their new skill set.

“Having been in the business 

for 25 years, listing and selling is 

second nature, says winner Penny 

Hansen of CENTURY 21 Affiliated 

in Beloit, Wis. “Now I need to intro-

duce social media components to 

connect with clients.” 

“I want to do exactly what busi-

ness coach Mike Lindstrom has 

taught us: write down my goals for 

my business, family, health, etc., 

so these goals become tangible 

and I have a visual to see every 

day,” says Sanchez.

“I can’t wait to call my website 

developer, tell them what my web-

site needs and what I want. Before 

I didn’t know what to tell them 

to do, and now I can go back to 

them as the expert and have them 

implement these changes,” says 

Mackenzie

“I’ve seen a large growth in the 

first year of operating my business, 

and now need to focus on my long-

term plan. Meeting with the ex-

perts during the sweepstakes has 

helped me clarify what my goals 

are,” concludes Downing. RE

For more information on HomeFinder.com, an on-

line real estate search site and digital marketing 

solution provider for real estate agents, please 

visit www.homefinder.com.
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