
The Altogether 
Data cheat sheet
One of the most valuable assets held by any 
estate agent is their data. 

From advanced filtering that lets you match 
properties to the right applicants, to auditable 
record-keeping and sales progression, data sits 
at the heart of every estate agents’ operations. 

When collected, stored and used correctly, 
it can be critical in securing listings and 
ultimately unlocking more revenue. 

We’ve used our experience of working with 
estate agents to collate our top eight best 
practice tips for data, to help estate agencies 
maximise their asset.



1
Reinforce the 
importance of data 
collection 

It’s an uphill struggle instil the importance 
of data collection to your team until you’ve 
learnt and shared what you can do with your 
data.

From segmentation of marketing activity 
to timely and targeted communications to 
previous customers, clean customer data has 
importance way beyond the initial 
transaction period. 

Make sure you communicate the importance 
of data to your team. The more quality data 
they input with each new application, the 
more you will be able to get out of it in the 
coming months and years. 

It’s crucial that team members don’t cut 
corners when inputting data to your system. 

Data plays a huge role in generating income 
for estate agents and can hold the key to 
cutting costs too. 

There is a growing trend for third-party 
providers, working with estate agencies to 
deliver services such as tenant application and 
referencing. 

This can drive cost-savings when compared 
with in-house operations but it relies on the 
third-party being able to ‘plug in’ to your 
system to gather accurate information. 

It goes without saying that the data needs to 
be right your end, for it to be right for them.

Here at Alto, as well as helping you keep 
your data neat and tidy in the first place, our 
team of experts can help you look at the 
possibilities of what you can do with it next.

Being part of the Zoopla group of companies, 
Alto gives you the opportunity to view 
customer data end-to-end - right from its 
source in a portal or a valuation tool on 
your website. 

2 
Explore the full potential of your customer data



3 
Think about how 
you’ll use and 
store customer
data

Despite the rise of property software 
solutions, many agents still keep their data in 
disparate systems. 

Keeping data on marketing activity, accounts, 
lettings management and sales applicants (to 

give a few examples) on separate systems is 
both inefficient and can lead to errors and 
duplication. 

Software such as Alto lets you keep all your 
data in one, serviceable place, with added 
peace of mind that it’s protected, too. 

And, because Alto is fully cloud-based, data 
can be monitored by the whole branch, 
wherever and whenever they operate. 

This boosts transparency about data best 
practice across the whole team.



What is an agent’s role under GDPR?

The General Data Protection Regulation 
(GDPR) means that all personal data must be 
processed lawfully, transparently and for a 
specific purpose. 

In most cases for estate agents, “lawful 
processing” means consent must have been 

given. GDPR applies to both “controllers” (eg 
a software provider) and “processors” (eg an 
estate agent) of data. 

A record must be kept of how and when an 
individual gave consent, and that individual 
may withdraw consent at any time. 

4 
Don’t overlook data 
privacy laws

Data privacy matters. GDPR affects how 
you register new applicants via telephone, 
face-to-face interactions and email 
communications. 

It also encompasses how you interact with 
portal leads or website enquiries.  Additionally, 
how you market properties to applicants and 
what customer information you can store 
is in scope. Failure to comply can put your 
organisation at significant risk of financial 
penalty. 

Working with a software provider with built-in 
GDPR compliance functionality such as Alto 
can help avoid data headaches. 



5 
Regularly check 
the accuracy 
of data 

6
Make the most of 

external data

Of course, data is not restricted to your own 
records. 

External data sources, such as Zoopla’s 
monthly House Price Index Report and 
quarterly Rental Market Report, give you 
local market context and data to support 
conversations with vendors and applicants. 

Data available in ZooplaPro gives you 
information about lead sources, so you 
can monitor conversion rates, through to 
recordings of phone leads, which you can 
incorporate into in-branch training. 

This can all help you identify opportunities for 
revenue and focus your marketing activity. 

Setting regular reminders within workflows 
in Alto will help ensure that the information 
you have is still correct and, in doing so, 
support GDPR compliance too. 

But it’s not just about compliance - it’s difficult 
to realise the full potential from your data if 
there are gaps. 

Whatever system you use, it’s useful to monitor 
the data being inputted to make sure staff are 
making the most of the data fields 
available to you. 

It’s tempting to focus on phone numbers and 
email addresses when time is tight. 

But developing a richer picture of applicants’ 
demographic and preference information can 
help you continue to reposition your brand to 
them for future sales, as their sales and buying 
needs continue to change. 



7 
Don’t let it to be a 
barrier to 
progression 

Social media has become increasingly 
important to estate agencies as they seek 
to drive competitive advantage in busy local 
markets. 

Make the most of the detailed analytics 
available from social media platforms to help 
shape your strategy. 

Demographic information about audience age, 
gender, location and interests can help you 
tailor paid content. 

Keeping a close eye on engagement and 
click-through rates can also help you 
understand the posts that are making the 
biggest impact on your audience. 7

Don’t let it be a 
barrier to progression

We understand that migrating data from 
one system to another can be a concern. 
Your data is invaluable and the thought of 
having to ‘tidy up’ legacy systems ahead of 
migration can be a daunting one. 

However, it should not be a barrier to 
progression. The process of data migration 
has changed immeasurably in recent years 
and in most cases it can be largely hassle-free 
for agents. 

Data can be copied across automatically 
with updates and tidy-ups if needed, all with 
regular tracking and progress updates along 
the way to identify any major issues or missing 
fields at the earliest opportunity.

8 
Use it to shape 

your social 
media strategy



“I can’t overstate the importance of data 
to an estate agency because it’s so key to 
generating revenue and maximising profit. 

“Think about how much of your activity is 
tailored according to information you hold. 
Personal preferences will determine which 
properties you send to applicants, for example. 

“Detailed analytics of that email can then 
shape your next steps based on an individual’s 
response to those properties – whether they 
opened the email, which properties they 

clicked on. In fact, I’d go as far as saying your 
data is the value of your business. 

“If you’re looking at an exit strategy, the 
data you hold will be a vital part of the due 
diligence undertaken by prospective buyers.

“With all of this in mind, the way in which 
you collect, store and use information (in a 
compliant manner) could be the difference 
between success and failure. 

“Don’t miss the opportunity to take advantage.”

The expert view
From Alto’s Kevin Butler



See all the videos and download all 
the reports in the Altogether series at                         
altosoftware.co.uk/altogether 
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