
Keller Williams broker J. Michael Manley turned to a 
career in real estate when his family’s livelihood depend-
ed on it. Thanks to hard work, strategic risk-taking, and 
Market Leader Business Suite, J. Michael has turned the 
lowest point in his life into a $15 million a year brokerage 
in picturesque Greenville, South Carolina.

Tell us about your early years in real estate.  
In 2003, I owned a foreclosure management company. We had one major contract that was the driving force of 
our business. Our client was bought out by another company and I was left high and dry with nowhere to go. I 
started in real estate and joined Keller Williams in 2009, but the market started shifting out from under me. I had 
recently gotten married, and one day my mother- and father-in-law were over at our apartment. Our power was 
shut o� and we didn’t have the money to turn it back on. We had to move in with them. 

When did you start using Market Leader Business Suite?
I went to Mega Camp in 2010, and that’s where I found out about Business Suite. I called my wife and said, “I think 
if we do this, we can really enter a whole new ball game. I think we can bring in an agent to run these leads. I think 
we’re going to need a website.” She said that if I thought I could make it happen, I should go for it. I signed up the 
very last day of Mega Camp and came home and hired my very �rst buyers’ agent. Failure wasn’t an option, so I 
really dove in. We immediately went from getting 30 to 45 leads a month to getting 150…200…250…300. 

That was just three years ago. Where is your business headed now?
In 2012 we closed 85 transactions, and 60 percent of those were generated from our Business Suite website. So far 
this year we have $15 million under contract or closed.  

What advice would you give to agents or brokers just starting with Market Leader?
There are three things. First, build out the community pages on your website, down to the subdivision level. Start 
getting keyword terms in there and give people reasons not to leave your site. Second, learn how to use Craigslist, 
and put together a Craigslist game plan, posting and then renewing 15 ads per day. You can actually turn it into a 
full, manageable system. Third, have a follow-up system in place. Seventy percent of our industry is referrals, so 
when you’re doing online lead generation, you have to know your competition and start building rapport. That 
way, when it comes time for a lead to put their home on the market or buy something, you’re the agent they want 
to use.

J. Michael Manley 
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Woodbridge, Virginia Realtor® Bill Hernandez has seen 
exponential growth in his real estate business over the 
last few years, even while sidelined by a medical emer-
gency. Learn how Market Leader’s Business Suite has 
helped this award-winning Keller Williams agent �nd 
success.

How did you get into real estate?
I was a home appraiser for about 10 years, and a home inspector for four. I got my real estate license in 2010, and 
since then, it’s been non-stop. In 2011, I was named the Prince William Association of Realtors Rookie of the Year, 
as well as a Top Producer.

Tell us about the success you’ve found with Market Leader in your three years in the business.
I started using Business Suite in 2010 and by 2012 I closed the year with almost $5 million in sales, even after 
having a heart attack. Currently, I’m getting an average of 14,000 hits a month on my eEdge website. I put those 
leads on campaigns like 10 Days of Pain and 8x8. I also have a 33-touch campaign going to half my database 
currently. You have to do all those things to keep your leads interested.

How did you keep your business running while you were recovering from your heart attack?
I was away from my business for seven months, beginning in June of 2012, but I never shut o� my Market Leader 
system. I kept paying for it and customers kept looking! I was able to pick back up right where I left o� and things 
have worked out well! I came back in February and I’ve got about $6 million in the books already. 

Are you planning on expanding your team?
I am currently working on that. I have 500-plus leads in my database that I haven’t even had a chance to respond 
to yet. As I recruit agents, I can o�er them 100 leads each when they sign on.

Are there speci�c instances when Market Leader has helped you close a deal?
I had a lead online and I was able to call him while he was still looking. He ended up buying a $550,000 house! You 
always hear that you should call a contact within 20 minutes—it really does work!

Bill Hernandez 

Contact Market Leader today
It’s easy to increase your leads, maximize productivity, and empower your associates 
with Market Leader Business Suite. One system lets you do it all! Contact your 
National Account Executive or call 1-866-952-5043 to get started.


