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Like a lot of multifamily owner/managers, GFI Management 
Services places listings with the three largest Internet Listing 
Services (ILS’s) so as not to miss any potential leads. But in 
May 2013, the company’s attention was captured by a new ILS 
product offered by MyNewPlace.com, an ILS that handles listings 
a bit differently through a feature called Premium MyNewPlace 
Listing—so GFI decided to give it a shot.

“We pay a lot of attention to lead generation,” says Melissa White, 
National Director of Marketing & Training for GFI. “We monitor our 
return on investment with the various sources, and we are always 
looking for new lead sources that fall within our cost-per-lead and 
cost-per-lease parameters.”

White explains that GFI saw MyNewPlace as an opportunity to 
diversify its media to capture not just multifamily properties, but 
single-family homes as well. They also believed it might bring an 
advantage in gathering more information about prospects at the 
point of contact, and in funneling traffic to GFI’s website. 

“We really liked MyNewPlace’s focus on providing more 
information about the properties and gathering more 
information about visitors,” says White. “The conventional wisdom 
is that you don’t want to overwhelm ILS visitors when they click 
on a property, but MyNewPlace bucks this trend. They give 
more details, which we’re finding qualifies the leads to a greater 
degree.”

Beyond the  
“Big Three”

...
GFI supplements the “big three” 
Internet  Listing Services with 

MyNewPlace® – and  develops an 
important new lead source.

GFI’s Premium MyNewPlace Listings on MyNewPlace.com 
include a prominent link to the property website, ratings for 
neighborhood walkability and public transportation, along 
with detailed “Why Live Here” descriptions, amenity listings, 
neighborhood conveniences, lease terms, office hours and even 
a Live Chat feature which allows users to ask questions about the 
property in real time, 24/7.

White also mentions the quality of the photography and floor 
plans, which help prospects get a picture of what it’s like to 
live at a community. “It’s a powerful user experience,” she says. 

“We really liked MyNewPlace’s focus 
on providing more information about 
the properties and gathering more 
information about visitors.” 

-  Melissa White, National Director of Marketing & 
Training, GFI Management Services
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“The photography is of the highest HD quality, even though 
MyNewPlace charges less than the other ILS’s, and there are these 
beautiful 3D floor plans you can enlarge to get a look inside the 
units.” 

Just as important, she says, is the information MyNewPlace 
gathers about prospects. “Most ILS’s just ask for a name, number 
and email,” explains White. “MyNewPlace asks prospects to enter 
information such as projected move date, and lets them write a 
personal message, allowing them to address specific questions 
or needs so the property’s response can be more tailored. We’re 
finding these leads have a higher conversion rate.”

A final advantage is the emphasis MyNewPlace places on its 
mobile platform, says White, since more and more apartment 
seekers are looking up information using their mobile devices, 
often while driving around viewing properties.

A Fast Rise 
GFI began using MyNewPlace by listing two of its properties in 
May 2013 – one in Georgia, the other in Michigan. Impressed with 
the results, they added seven more properties over the summer.

A recent evaluation of lead sources at five properties showed 
MyNewPlace (including mobile) first among the ILS’s at three 
of the properties, and tied for first at a fourth – remarkable 
considering Premium MyNewPlace Listing’s newcomer status. The 
cost came in at $5.99 per lead, comfortably within GFI’s guideline 
of less than $15 per lead.

“MyNewPlace rose quickly to become a top lead source for us,” 
says White. “Of our top 10 lead sources, MyNewPlace is #3.” 

“Their mobile platform is now our #2 source of mobile leads. 
Mobile leads are significant to us because they make up about 
30% of our total lead stream.”

A Premium MyNewPlace Listing delivers a higher rate of click-
throughs to the GFI website than other ILS’s, and the leads 
convert to leases at a higher rate, too. “We are particularly 
impressed with the performance of the MyNewPlace Featured 
Listings and Spotlight Emails, which drive a 30% to 40% increase 
in leads,” White says.

Looking Into the Numbers
Whether reviewing key metrics or drilling down to see more 
results, White says the flexibility and detail in MyNewPlace reports 
are invaluable in helping the company assess the results of their 
listings. “The data analytics are great. For example, we can look at 
the number of unique leads vs. total leads so we can distinguish 
how many are non-duplicated,” she explains.

“We’re also able to see how many people are clicking through to 
our main site, and whether they’re coming from the MyNewPlace 
desktop or mobile platforms, which is important for us to 
know—I don’t know of any other ILS that does this,” she says. 

About GFI Management Services  
GFI Management Services is a highly 
regarded owner/manager of multifamily 
properties throughout the country. As 
of November 2013, their portfolio is 
comprised of 33 properties and consists 
of 8,800 residential apartment units 
located in New York, Michigan, Texas, 
Georgia, Kansas City and Florida. With 
over 400 employees, they specialize in 
the ownership/management of a wide 
spectrum of assets ranging from Class A 
to underperforming.


