Unlocking Absentee Owner
Opportunities

Discover how targeted advertising and bilingual Al can transform lead
generation for real estate professionals.
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Introduction to VivaCoast Realty

Client Background Purpose of This Case Study

Marisol Vega, Broker-Owner at VivaCoast Realty, specializes in This case study demonstrates how hyper-targeted
multifamily and vacation rentals across South Florida, from Miami to advertising combined with bilingual Al calling yields
West Palm Beach. Many of her properties are owned by out-of-state higher conversion rates and faster results than
investors. conventional investor outreach methods.

Market Context

Florida’'s tax-friendly climate attracts significant capital, especially
from high-tax states like New York, New Jersey, and Puerto Rico.
Despite high interest, standing out in a crowded market was a
challenge.
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Challenges & Objectives

We identified key challenges in reaching absentee owners and set clear, measurable objectives for the campaign.

) R
Disconnected Data Language Split Slow Response
County records list owner Approximately 35% of absentee Manual calls across different time
addresses, but there's no direct owners in South Florida list Spanish zones often resulted in missed
marketing path to reach them as their primary household connections and delayed follow-
efficiently. language, requiring bilingual ups.

outreach.
J J

Key Performance Indicators (KPlIs)

e CostPerLead (CPL) of = $9 from the absentee-owner segment.

e Consult-booking rate of = 20% for both English and Spanish leads.

e Close = 10 transactions (purchase or listing) within 90 days.

e Map lead origins to inform future expansion strategies.
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Strategic Solutions & Implementation

Our approach combined data-driven targeting with innovative Al technology to overcome communication barriers.
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Tax-Bill Match Dual-Language Creative Language-Aware Al
Cross-referenced Florida county |dentical offers in English & Spanish: Alfacreators Al detects browser-
assessor files with Experian “Unlock Florida cash-flow homes— language header or lead-form
absentee owner flags to build remote-own, local team.” selection, speaks the appropriate
custom ad audiences on Meta & language, and can toggle mid-call if
Google. needed for seamless
communication.
. J \ J \ J

Key Technologies

e Alfacreators CRM: Comprehensive CRM with dynamic drips and lead-origin map widget.
e Alfacreators Al Bilingual Pack: Advanced English/Spanish voice and SMS capabilities.
e Meta + GDN: Geo-targeted ads with location exclusion (only shown outside Florida).

e Zapier: Automated integration for monthly county-roll updates into ad audiences.
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Campaign Results & Outcomes

The 75-day sprint yielded exceptional results, surpassing all expectations.

Leads Captured
Cost-Per-Lead

Consult-Booking Rate

Deals Closed
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The campaign successfully attracted 286 absentee-owner leads, with a low combined CPL of $8.02. Notably, the Spanish-

speaking segment showed a higher consult-booking rate.
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Qualitative Insights & Objective Check

Beyond the numbers, the campaign delivered significant qualitative advantages.

Seamless Language Switch Time-Zone Advantage
Owners praised the "native-sounding” Al agent, even with The Al handled calls instantly, including 9 PM ET calls from
mid-sentence language shifts, building immediate trust. Pacific investors, closing geographic gaps and improving

response times.

Credibility Spike

LinkedIn retargeting for LLC owners generated three inbound
messages from sophisticated REIT analysts, indicating
enhanced professional standing.

© All KPIs Surpassed

The campaign exceeded all objectives: CPL was under target, booking rates were over goal, and 15 total deals were
closed (9 purchases, 6 listings), generating $9.6M in total portfolio value.
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Conclusion & Long-Term Impact

Targeted absentee-owner ads combined with bilingual Al follow-up unlock a lucrative, untapped lead pool—delivering $9.6M in
deal flow in 75 days while keeping CPL near $8.

Key Takeaways

I amn)

Own the Data Language Flexibility Builds Trust Remote Speed Matters
Leveraging county rolls and credit flags The bilingual approach significantly Instant Al callbacks effectively bridged
proved more effective than broad boosted conversion, with a7 percentage  geographic and time-zone differences,
interest targeting for absentee owners. point jump in the Spanish cohort. enhancing lead engagement.

Long-Term Vision

Marisol Vega plans to expand this successful strategy to Orlando and Gulf Coast absentee lists, projecting over S40 million in

investor pipeline annually.
Made with GRMIMA


https://gamma.app/?utm_source=made-with-gamma

Recommendations & Testimonial

Future Recommendations Client Testimonial
e |mplement quarterly list refreshes to include new deed “Investors in three time-zones and two languages booked
filings. calls while | slept. Alfacreators turned remote owners into
« AddaPortuguese language pack to target the growing my warmest pipeline.”
Brazilian investor market. — Marisol Vega, Broker-Owner, VivaCoast Realty

e Launchadedicated webinar series: "Remote-Owning

Florida Rentals" for enhanced lead nurturing. r 9 ; O/O

Success Rate
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