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HomeKeepr keeps agents in touch
with clients after the close. But for
howlong?
GWXcd__[XcNce``[S]S^dͨ^_dN[_^VΌdSb]]NbZSdX^VTNQSd
by Craig Rowe on 3`bX[

ͨ2015

The pitch
I never recommend restaurants to people.
I tell them about places I’ve enjoyed, but I never say, “You must go.”
You just never know if that’s the night a server was served with divorce papers, or if the line cook
forgot his hairnet.
Experiences vary. Service is up and down. Even the best chefs have bad nights.
I f an agent is going to hinge their ongoing relationship with clients to the hopes of a consistently
high level performance of a “preferred vendor,” or service at their “favorite cafe,” then I feel they’re
putting t heir brand at r isk.

I feel you should never handcuﬀ your brand to a performance outcome on which you don’t have
control.
This is what HomeKeepr does.
The sale
HomeKeepr is a home vendor recommendation app that agents gift to their clients.
After a sale, you simply send them the link for download.
The app comes labeled with your headshot and contact information. HomeKeepr lets you send
notes and updates about local events, and it automatically pushes home upkeep alerts to users.
The ultimate point here is to remain in front of your clients for the duration of their time spent in the
house you sold them. And that’s where I think HomeKeepr is fundamentally flawed.
I take no issue at all with the quality of the programming, the look and feel, or the initial
effectiveness of theapp. But six months after the close? A year? I’m a skeptic.
I have a very hard time believing that in five years, that app is
going to remain in place on users’ phones, regardless of how
many push notifications are sent out.
Almost weekly, I’m doing a quick scan of unused apps just for
ways to free up some phone storage. Apps I thought were
awesome last night turned out to be attractive icons with
slow-to-load, buggy content under the tap.
If it’s been three months since something’s busted in the
house, I kind of have an idea of what’s not going to make it
through the next app culling.
HomeKeepr looks to eliminate this out-of-touch-out-of-mind
challenge by using a pre-ordained list of major home systems
as a basis for sending maintenance reminders.
Users answer a few questions about heating and cooling,
home l ocation, roof type and floor materials, and HomeKeepr
sends alerts when something should be flushed or finished.
Users do have the option of turning oﬀ or limiting the
notifications, however.
Still, I think the absolute best market for this app are first-time homeowners and buyers who have
relocated.
There is no question that agents provide an invaluable service in providing relocation packages
and names and numbers. From a marketing perspective, HomeKeepr makes an excellent,
aﬀordable value add. For a while.
Experienced homeowners moving within the same market may not be the best audience for your
HomeKeepr app. For $9.99, you get 100 clients, so you’ll have some accounts to spare.

When agents log in, they see a clean dashboard with a
recent run-down of how many vendors and clients you
have, plus a tally of how many emails have been sent to
clients. This is a good reminder of how active you should
be. I wonder, though: How do emails sent in HomeKeepr
get reconciled with a CRM (customer relationship
manager), or other robust contact engine in use? It may
not be crucial, but it does help to collate all touches to
clients.
The app functions nicely. Maintenance recommendations
are described in detail, along with tips on handling it
yourself.
For more complex tasks, the preferred vendor for a repair
is a couple of taps away. If for any reason one isn’t set up,
HomeKeepr swiftly generates an email for the user to ask
for one. It’s pretty smooth.
Agents can also provide alerts about local events and other
nearby services, like soccer tournaments and physical
therapists.
I owned a house for a long time. I was no where near as
diligent in its upkeep as the app implies I should have
been. I wonder, how many homeowners are more like me?
And I don’t have kids who need rides to skateboard parks
or high school drama events to attend.

GWSQ[_cS
Again, HomeKeepr looks great. It functionswell, too, even if
its calendar of maintenance ideas is a bit presumptuous.I
’m not inspecting my driveway.
With ongoing upgrades to the app andconsistent attention
by agents, it couldwork. Localyticsreported in
September2014 that the percentage of apps used
onlyonce declined to 20 percent, down from26 percent in
2010.
My issue is with its positioning as a long-term marketing
facet for real estate agents.
At best, it’s a supplement.
Mobile user habits alone dictate it would be three screens
deep within a few months after closing. Plus, assoon as the
first vendor is late to an appointment with a busy mom,
there’s going to be some trust issues.
I think agents should try HomeKeepr for new and relocating
buyers. That’s the best use of it. After six months toa year,
make sure your CRM is working as it should.
And if you need a new CRM, I know a great technology
column …

Do you use HomeKeepr? What do you think? Leave a comment andet us know!
Do you have a product for our tech expert to review? Email Craig Rowe Ndcraig@inman.com.
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5 simple ways real estate agents can use
JotForm
@NcdSbX^VT_b]cQN^VXfSi_eN^SRVSX^i_ebbSN[ScdNdSPecX^Scc
by Craig Rowe on 3`b ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology expert?
Email Craig Rowe Nd c raig@inman.com.
The pitch
3QbXdXQN[`Nbd_TSfSbigSPcXdSXcXdcQN`debS]SdW_R_[_Viͥ
GWNdXcͨdWSdNQdXQT_b[SNRX^VNcXdSecSbd_i_ebͺ5_^dNQdHcͺT_b]ͨ_bc_]SceQWXdSbNdX_^_TN^_^[X^ST_b]dWNd
bSce[dcX^N`Sbc_^VXfX^Vi_e`Sb]XccX_^d_bSNQW_ed d_dWS]ͥ
8_b]cNbSe^RSbΌecSRͨX^]i_`X^X_^ͥJScW_e[R`eddWS]X^]_bS`[NQScdWN^Q_^dNQd`NVScͥ<Ti_ebgSPcXdS
Q_^dS^dXc_TTSbX^Ve^XaeSTNQdc_b]NbZSdRNdNͨNcZi_ebfXcXd_bcXTdWSigN^d]_bS_TXdͥ3cZdWS]d_NcZi_e
aeScdX_^cͥ
Cb_PSͥCb_RͥAsk dWS]d_cNiWXͥ
<WNfSd_iSdd_]SSdNJ_bRCbScc`[eVX^T_bT_b]PeX[RX^VdWNdcNcSNci_b`bNQdXQN[ NcJotFormͥ5WSQZXd_edͥ

Use JotNote to create a simple, tablet-based version of your agency disclosure form. Drop in the same
text as what’s on the form, insert a text field and a radio “agree” button and watch your rate of
successful execution quickly increase.
We are enamored by tablet-based tech, and given our now obvious emotional and physical connection
to devices, we’re more apt to agree to an iPad screen than a clipboard.
2.Open house sign-ins
You can spend your evening re-keying all the manual sign-ins after your great day of touring prospective
buyers (most of which will be spent decipheringhandwriting), or you can create a simple tap-and-type
form with JotForm.
I built one in under twominutes, using
drop downmenu options to ask forbuying
timeframes, a textbox for agent name
ifalready represented, and ayes/no box
about pre-qualification.

3. Tell me about your house
Use JotForm to ask website visitors about their current home as a way to enticea listing call. JotForm gives
you the embed code in one click. Copy and paste it into your WordPress editor and you’re done. The
responses go directly to your email. From there, you can shoot that data directly into your CRM.

ͥ 8bSSQ_^dS^d
5_^dS^d ]NbZSdX^V Xc SccS^dXN[ d_RNiͥ <T i_e WNfS ShdS^cXfS aeNbdSb[i bS`_bdc _b ^SXVWP_bW__R VeXRSc
i_e [XZS d_ RXcdbXPedSͨ ecS =_d8_b] d_ PeX[R dWS 6_g^[_NR _ebTbSSbS`_bdcQN`debST_bNgSPcXdSS]PSRͥ

5. Post-transaction satisfaction
3TdSbdWSNgZgNbR`W_d_c_Ti_ebQ[XS^dcW_[RX^VdWSXbZSicNdQ[_cX^VͨNcZdWS]d_fXcXdi_ebgSPcXdST_bNPbXST
ͼ;_g6XR<6_ͰͽcebfSiͰ5bSNdSc`SQXŮQͨbSfSN[X^VaeScdX_^cc_i_eQN^[SNb^gWNdgX[[]NZSi_eNPSddSbNVS^dͥ
4SW_^ScdgXdWi_ebcS[TͨN^RVXfSQ[XS^dcNbSNc_^d_TX[[Xd_edͥ3TdSbQ_]`[SdX_^ͨcS^RdWS]N^_dS_TdWN^ZcgXdW
i_ebQ[_cX^VVXTdͥGbNRXdX_^N[Qecd_]SbcSbfXQSͨ]SSd_^[X^S ]NbZSdX^Vͥ

GWSQ[_cS
<Ti_ebS^_dTN]X[XNbͨ=_d8_b]XcN^eddSb[icX]`[ST_b]ΌPeX[RX^Vd__[ͥ<dc[SNb^X^VQebfSXc]X^X]N[N^RXdcecScN[]_cd
Q_e^d[SccͥL_eQN^VSdNd_^_TVbSNdXRSNcTb_]dWSN[bSNRi`bSddiShdS^cXfS[Xcd_TbSN[ScdNdST_b]c_dWSbcWNfS
PeX[dͥ7^dSb bSN[ScdNdSX^=_d8_b]ͥQ_]cGS]`[NdSc`NVSͥ
You can pay for more powerful iterations of the software, but you can also get a lotT for nothing. It’s a superb bit of
programming and represents everything cool aboutT the power of good coding. Use it.
Do you use JotForm? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe
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Enterprise marketing software Rezora is a
powerful solution f or brand-conscious
agencies
3bSi_eecX^V]NbZSdX^V`_gSbd_[N^R]_bS[XcdX^VcͰ
by Craig Rowe on 3`bX[ ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate t echnology expert? Email
Craig Rowe Nd c raig@inman.com.
GWS`XdQW
5_^cdN^d[iSf_[fX^VcN[ScN^R]NbZSdX^VdSQW^_[_VXSc`b_fXRSecgXdWN]NkX^VNeRXS^QSdbNQZX^V`_gSbN^R
NTT_bRNP[SgNicd_]NZSNcX^V[S]SccNVS`b_[XTSbNdS NQb_cc]e[dX`[SfXSgX^V`[NdT_b]cͥ

;_gNbSi_e[SfSbNVX^VN[[_TdWXc`_gSb_^PSWN[T_Ti_ebQ[XS^dc[XcdX^Vcͥ@_bSX]`_bdN^d[iͨNbSi_eecX^VXdd_
VSd ]_bS[XcdX^VcͰ
<dQN^PSWNbRͨ<Z^_gͥ@NiPSESk_bNQN^WS[`ͥ
The sale
Rezora is a marketing content creation and dissemination platform. And what I like best about it is that its
marketing software for marketing people.

Rezora is enterprise-level software for marketing execs and managers who oversee comprehensive
branding eﬀorts for large, multi-oﬃce brokerages. There’s a lot of power here, and career marketing
professionals will recognize that Rezora was programmed to make them better at their jobs. However,
Rezora is still a great way for agents to manage listing promotion and contact list communications.
After setting up a profile, which would probably be done by a system admin, agents l istings, contacts,
marketing campaigns and creative materials are accessed on a central dashboard, or Stat Center.
This Stat Center lists current, future or previous campaigns, as well as reader metrics from recent
campaigns.
Rezora’s interface presents campaign-specific reports, such as number of opens and clicks, among other
common email marketing figures. Agents can sort metrics by previous campaigns and find out which
contacts are most often engaged.

Rezora works with CRMs (customer relationship manager) to embed contacts, but it is not trying match
wits with CRMs. Its only intention is to be marketing software; and it excels in that intention.
Marketing teams, whether local or across the country, create and launch campaigns on an ongoing
basis to a company’s entire list of contacts.
However, Rezora is very pro-agent, granting individual agents tight control of their contact lists, which
are also unavailable to other agents.
This feature allows agents to control what larger company campaigns their contacts are subject to. For
example, an agent who sells urban lofts may not want his or her list to receive

the company
piece about its success in marketing golf course properties. However, t hey may want their list to see
the email about being the “Market’s Highest Rated4b_ZSbNVSͥͽ

The Stat Center allows agents to easily remain in the campaign, which is the default, or decide not to
participate.
Because each agent can see the broader message being broadcast by the central oﬃce, so to speak,
they can be kept abreast of company brand, messaging t hemes, and advertising tactics.

In turn, agents can get a strong sense of company culture and sell with a uniform approach. This
makes Rezora an excellent resource for agents new to an aﬃliation.
Collateral templates come in a wide array of formats and purposes, and they are easily customized.
Content creators can make editing any facet of the company i dentity unavailable to agents, so every
piece remains aligned with company brand standards.
Thus, agents no longer need to worry about which version of the logo to use, and marketing
executives can rest easy knowing a lone wolf broker hasn’t decided to r ebrand the company in their
next newsletter.
Building collateral is simple with Rezora. There is an extensive library of templates t hat are edited
using a simple drag-and-drop content interface.
When it comes to listings, Rezora uses MLS (multiple listing service) agent IDs to l oad each agents
respective listings into their dashboard.
When buildinga listing flyer,i mages aredragged anddropped,basic detailssimply typedi n and links
orvideos areplacedappropriately.
Rezora alsopumps in RSSnews feeds soagents cani ncluder elevanti ndustrystories inwhatever
theysend out tocontacts.
The interface is simple and Rezora makes it almost impossible to not build a very professional piece
of collateral.
Email distribution lists are made easy to segment, as Rezora stresses that the more specific your list,
the more you can learn about your audience.
Ultimately, provided the marketing staﬀ is consistently populating the system with campaigns, agents
can feel confident that their contacts are being regularly contacted with quality, tightly-branded content
about their company.

The close
Again, Rezora is a big investment in marketing, and not from the financial perspective. This is for the
committed brokerage teams with a multi-market message to share.
For larger agencies wanting to get a handle on how their agents represent the oﬃce brand, and help
them do a better a job of managing their own, Rezora could be a great solution.
Digital marketing is about being flexible and reactive, and Rezora does an excellent job of allowing
real estate marketing teams to be exactly that.
If managed right and embraced, this is as well-rounded a total marketing solution as you’ll find in the
industry.

Do you use Rezora? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe at craig@inman.com.
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FollowUp.cc is a simple and aﬀordable
email additive thatcould replace your
CRM
;_gN^S]NX[`[eVΌX^Q_e[RdbN^cT_b]i_eb[XTS
by Craig Rowe on 3`bX[ ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology expert? Email
Craig Rowe Ndcraig@inman.com.
The pitch
G_gWNdShdS^dNbSi_ebSN[[iecX^Vi_eb5E@͔Qecd_]SbbS[NdX_^cWX`]N^NVSb͕Ͱ<cXdN^SfSbiRNiͨN[[ΌRNi
[SfS[_TS^VNVS]S^dͰ
Bbͨ[XZS]_cd_TecͨNbSi_e_^[i[_VVX^VX^d_TX^RN^S]NX[NRRbSccͰBbgWS^i_eVSdRSc`SbNdST_bN[SNR
NTdSbc_]S cX[[iQ_[RΌQN[[X^VQ_NQWX^V`[N^Qbe]P[SRͰ
<dce^RSbcdN^RNP[Sͥ7^dSb`bXcSc_TdgNbSX^fScd]S^dcQN^PSNcRNe^dX^V_`SbNdX_^N[[iNc]N^iNbSTX^N^QXN[[iͥ

This is why I so often discuss user interface quality and visual ergonomics in these columns. People have to
want to use software.
What if I told you that there’s a simple email plugin that can do the most important tasks of a CRM without
asking you to change the way you work?
Follow along …
The sale
FollowUp.cc is all about engagement. Once on board, youcan’t not use it.
The software functions essentially as an email plugin, but with a great deal morecapability. You simply
forward to the future any message in your inbox to a“@followup.cc” domain, using a specific time as the user
name.
Let’s say your mortgage broker contact sent you information about an unrepresented couple that had some
general qualification questions. You’re assured they’re a good lead but that it’s going to be a few months
before they act.
Using FollowUp.cc, forward your buddy’s email to “3weeks@followup.cc” and thendelete it. Reminder set.
If you want to act faster, send it to “tomorrow@followup.cc.” The scheduling optionsare almost endless.
Using FollowUp.cc is like controlling time without needing 1.21 gigawatts. It keeps you accountable for your
procrastination.

When it’s time to get in touch, FollowUp email reminders come embedded within the native
conversation. Or, you can choose to have it sent separately.
I think it’s best used when the reminder is sent within the context of its purpose. You have the option to
include any attachments in each follow-up.
FollowUp.cc lets you add a custom subject line prefix to reminder messages so they’re immediately
recognizable as an action, a great benefit when Gmail’s stacked conversation threads become too
cumbersome.
FollowUp.cc has an extensive list of email shorthand to make your reminders simple to set-up. Because
the address variables are many, FollowUp.cc oﬀers a cheat sheet you can print or bookmark.

If that’s not for you, send a blank email to “auto@followup.cc” to trigger an auto r esponse that copies
back to you the most common scheduled timeframes. By r esponding again, all of these time addresses
are dropped into your contacts so they’ll auto-complete as you draft a message. Slick.
By setting up daily or weekly reminders using FollowUp.cc, you can also use it for tasks that don’t
emanate from an email conversation. This is an ideal way to follow up with various stakeholders leading
up to a closing, or to tell yourself to call your l istings with a showings update. Or that it’s your
daughters’ birthday.
For example, send yourself a weekly reminder to call a particular contact with“mon*@followup.cc” or
“everyfri-7am@followup.cc.”
For agents who track potential relocation customers with longer buying windows, use a “monthly@” or
even “yearly@followup.cc” address.
Since FollowUp.cc embeds its reminders within the communication chain, why re-key every note into a
more advanced, more expensive CRM?

You can also get email tracking capabilities with FollowUp.cc. I’ve personally never seen value in
knowing when someone opens an email. Opening a message and digesting its content are two entirely
diﬀerent things. I open emails all the time just to find a reason to never hear from that person or
business again.
What would a follow-up tool be without a snooze button? FollowUp.cc includes a small window of
optional follow-up times in each message. Pick one and move on.
I like this kind of flexibility at my fingertips. Real estate transactions are fraught with delays and missed
deadlines. When the mortgage broker tells you to call next week for another update, you can snooze
that call for another seven days in two clicks.

Any FollowUp time address can also be entered into the BCC ﬁeld so clients and vendors don’t
know you’re already planing on future outreach. This puts the sales action directly at the point of
engagement, a very eﬀective way to streamline how you manage business processes. Moreover,
you can also schedule reminders for an entire team by simply entering the appropriate timeframe in
the CC ﬁeld of any multi-party email.

I think it defeats the purpose to have a daily summary of outstanding reminders sent to you, but
FollowUp.cc provides that option. I think the intrinsic value of an automated reminder tool is the
initial task being out of sight until its due to be addressed. Still, this is only an option, not the default.
While you don’t have to sign-on to your FollowUp.cc account to use it, when you do, you’re
presented with a calendar view of future (and previous, if desired) r eminders. You can sort these by
email address and scan forward or back several months.

The close
FollowUp.cc is smart, productive software. You can pick it up in minutes, then take time to get a
handle on the more advanced features. Even those come quick. It will help you the first day you
create an account.
You can combine FollowUp functionality with document management tools like Box.com and
Google Drive, as well with Evernote and your SalesForce account.
However, I like FollowUp.cc just how it is, always there, always easy.
For agents not enamored with large software buys or the operational commitment of a full-fledged
CRM, give this powerful email bolt-on a try. There’s also an iPhone app.
FollowUp.cc accounts start at $4 per month, and it also works with Outlook.
FollowUp.cc is a CRM in its most valuable form.

Do you use FollowUp.cc? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe at craig@inman.com
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REthink CRM is a worthwhile mix of
marketing, process automation and
oﬃce interaction
3d__[dWNdQ_]ScQ[_cSd_ͻR_ScXdN[[ͻcdNdec
by Craig Rowe on 3`bX[ ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate  technology
expert? Email Craig Rowe Ndcraig@inman.com ͥ
The pitch
F_]SdX]ScgSN``[iN[NPS[d_c_]SdWX^VPSQNecSN^NRSaeNdSRScQbX`dX_^R_Sc^d N[bSNRiShXcdͥ
8_b ShN]`[Sͨ AShcd Xc N cgSSd PXd _T `b_VbN]]X^V dWNd ]N^NVSc PecX^Scc `b_QSccScͥ 4edͨ ͺPecX^Scc
`b_QSccScͺ Xc ZX^R _T Sc_dSbXQͨ N^R R_Sc^d c_e^R fSbiͺbSN[ScdNdSͥͺF_[SdcQN[[XddbN^cNQdX_^]N^NVS]S^dͥ
@_PX[S`W_^ScNbS^_gQN[[SR]_PX[SRSfXQScPSQNecSSNb[iNR_`dSbcNbSRbXfX^V^SgT_b]c_T`WicXQN[RSfXQS
Q_[[NP_bNdX_^N^RTe^QdX_^N[Q_^V[_]SbNdX_^ͥ@_bST_b[Sccͥ 5_^fS^XS^QSNP_fSSTTSQdXfS^Sccͥ

REthink calls itself a CRM, but it’s not that easily defined. It oﬀers much more.
If you happen to be looking for something much more, then please, read on.
The sale
I’ve made it very clear that CRMs scare me because in their makers’ eﬀort to build the perfect beast, they
create a Frankenstein’s monster of well-meaning but dysfunctional parts.
I think that REthink CRM might give us all reason tocall oﬀ the torch mob.
REthink is part marketing tool, part CRM, part oﬃce manager. It also handles business automation with
handy, customizable action plans (very similar to Nekst) f or every facet of a real estate oﬃce’s reason for
being.
Smaller teams and agencies can benefit by using REthink’s multi-tiered feature set. Although, I see the most
value in its intrinsic overlap of disparate business f unctions that would appeal to managing a large number
of processes, making it more suited for bigger firms seeking an enterprise solution, a “one ring to rule them
all” type of thing.
Users will see a home screen of sorts upon login. Your menu of options is neatly splayed across the top
center of the screen, leading you visually over to your AppSelector drop-down. From the App Selector,
choose whether to interact with thesystem as a buyer’s agent or listing agent. Brokers and marketing staﬀ
have theirviews, too. It’s all permission-based.

The layout exercises iconography and a suitable user interface (UI) to pull users around to key feature
silos. Some of the surface visuals are a tad dated; but most importantly, all of the touch points are
organized very well — nothing is out of place in a system with many moving parts.
Users are neatly presented with a task list, contact access and upcoming events that can be synced
from both Gmail and Outlook calendars.
You can sort through your Buyer and Listing contacts easily to access what you need to do for each.
Through this menu, you can roll out a long-term drip email campaign for a listing that just sold. Or start
your prelisting activities.
For busy marketers, REthink includes templates and some sample email copy, but feel free to customize
it for your client.

Sort your contacts by lead quality, buyers, sellers, most often contacted, orhowever you’d like to parse
them. A slick bit of programming reveals itself whenyou choose contact type. Contact classification is
all customizable.
Since REthink is based wholly on Salesforce, the contact management and richness of the relatable
databases are proven powerful. In other words, the chassis is sound.
For internal teams, access to each other’s contacts can be requested when a listing shows up that
matches a colleague’s buyer’s preferences, which leads me to another slick manipulation of ones and
zeros within REthink:

When you enter a new buyer contact’s home preferences, REthink automatically delivers a list of
current matches from your MLS connection.

REthink then bolsters its MLS surveys with any pocket listings held within your oﬃce, positioning you
as a highly plugged-in representative of your clients’ best interests. (Pocket listings emanate from
colleagues entering their clients’ properties into REthink via its Listing tool
When viewing buyer contacts, users are presented with workflow options that relate only to buyer
representation, like arranging property tours and viewing just listeds. Same goes for seller contacts.
Agents can build a quick market survey to email customers, along with a Google Map tour that
includes nearby amenities. It can also be delivered via PDF.
This process-specific functionality is an intuitive way for the software to lead you through what drives
your day; and it makes REthink stand out from other “CRMs.” You don’t just open it to find a phone
number.
It’s smart to not make an individual contact the center of workflow. Instead, REthinkfocuses first on
dWSPecX^Scc`b_QSccͥGWecͨXdWS[`cNVS^dcPSPSddSbPecX^Scc ]N^NVSbcͥ

REthink’s Chatter tool is an ever-present method of internal talk that can avoid the back-and-forth
confusion of managing transactions via email. You can hashtag conversations based on property or
person to hasten solutions.
There’s also a systemwide search tool placed on the top of every screen that scans not just contacts,
but everything in the system.
If you choose to hook up an MLS feed, do all of your market surveys directly in REthink. Again, this
avoids having to interact with multiple software products togain information required to go about your
day.
The close
REthink is a very organized, practical and clearly real estate-centered business software solution.
It can help you market, help brokers manage agents, and help agents manage clients. Its mobile
version is equally sharp and robust, so expect much of the same. It also has a comprehensive reporting
mechanism for a range of measurables, such as closings, estimated annual revenue, commissions
paid, etc. There's always more software I review (well, in most cases) than what my word count and
appreciation of your time allows. Rest assured, the rest of what I saw in REthink looks good, too.
Do you use REthink CRM? What do you think? Leave a comment and let us know! Do you have a
product for our tech expert to review? Email Craig Rowe at craig@inman.com
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Monthly tech roundup: the best
products of April 2015
BebSh`Sbd`XQZcWXcd_` d__[cTb_]dWS`Ncd]_^dW_TbSfXSgc
by Craig Rowe on @Niͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology  expert?
Email Craig Rowe Ndcraig@inman.com.
Thank you for reading this column. It’s a lot of fun to write, and inspiring to hear about how you use
what I review. Or, how you’d rather it be hacked into oblivion.
But I know that you can’t tune in every day. After all, isn’t that why we have DVRs and binge watching?
You have homes to sell.
This monthly summary of tech standouts is designed to help you catch up. We’re aiming to provide one
every 30 days or so.
If you want even more, we assembled a 240-page e-book of my reviews since this column’s inception
back in March.
Is your favorite here?

Charlie

This innovative prospect research tool is a fast and powerful way to learn about the people who
may want to hire you. Simply plug in your prospect’s name a few days before a meeting and
within at least an hour before you sit down, you’ll receive a clean, curated page of information
about your prospect. Charlie latches on to your Gmail or Outlook calendar to scan for
appointments. It’s all automated and, frankly, a little scary to learn just how much we all put out
there for the Internet to see. Nevertheless, it’s the price of business. And Charlie will help you
get more of it.
FollowUp.cc

This sharp reminder tool embeds directly into an email client to quickly enhance the way we
manage the deluge of business-critical information streaming into our inboxes. Using an array of
time-based email addresses, like “nextweek@followup.cc (mailto:nextweek@followup.cc)” or
“mon-8am@followup.cc (mailto:mon-8am@followup.cc),” you can push o ﬀ things that can wait in
favor of projects and people who can’t. You can also use it to better manage yourself. Can you
reach the state of “Inbox Zero”?

HomePrezzo
Cb_fXRSRdWSHͥFͥfSbcX_^WXdcdWSFdNdScc__^͔XdcNQdXfSX^3ecdbN[XN͕ͨi_ecW_e[RVbNPW_[R_TdWXc
SNciN^RQbSNdXfS`bScS^dNdX_^d__[ͥGWSbSc^_dWX^V]_bS`NX^Te[T_bi_eb[XcdX^V`b_c`SQdcdWN^
WNfX^Vd_cXddWb_eVWNTNQdΌTX[[SRͨPe[[SdSR[XPbNbi_TC_gSbC_X^dc[XRScdWNd`eb`_bdd_dS[[dWS]Yecd
W_gX^^_fNdXfSi_eQN^PSgWS^cS[[X^VdWSXbW_ecSͥ;NfS]SbQiͨ`S_`[Sͨi_ebSX^c_]S_^ScW_]Sͥ
Gbi;_]SCbSkk_X^cdSNRͥ<dX^dSVbNdScTe[[iN^X]NdSRX^T_VbN`WXQΌcdi[SRScXV^gXdWbSVX_^N[]NbZSd
X^T_b]NdX_^ͥ<dcQ_]`S[[X^VN^RRXTTSbS^dͥH^[XZSgWNdSfSb@XQb_c_Td]NZScͥ

Nekst
Finally, an original approach to managing the most critical business processes in real estate. Nekst
lets users build custom action lists for each phase of a sale, like a “Closing Plan” or “ Pre-Listing Plan.”
When you enter each phase, simply follow your plan. Users can engage clientsand outside vendors
when it’s time for them to do their part, like stage a home or email the

inspection report. Tasks are permission-based, and each plan unravels according to the start and
end dates of a contract or listing. Plus, Nekst isn’t trying to be a CRM. It manages everything after
you secure the contact.

Beegit

A purely creative tool for agents who pride themselves on being polysyllabic enough to craft
copy more compelling than “stunning open floor plan” and “cozy breakfast nook,” Beegit lets
writers write and creative teams collaborate. Granted, this is probably more suited to ad firms
and pro copywriters, but it can quickly help you become more eﬃcient in your property
marketing. You can connect to any number of online content repositories, like Box, Dropbox
and Google Drive, and also quickly publish what you create to your social media channels.
You may have noticed that I work to understand how software not developed in the real estate
milieu can help agents. Business, as the cliche goes, is business. The agent who manages
theirs best is more apt to win the listing.
I hope you don’t believe that you can’t be good at real estate without the stuﬀ I write about in
this column. You can be.
However, there comes a point in your growth where you have to decide to remain static, or
progress. It’s at that crossroads where you should start believing in the power of business
software.
That’s the point at which I hope to help.

Do you use any of these products in your business? What do you think? Leave a comment and 
let us know!
Do you have a product for our tech expert to review? Email Craig Rowe
Ndcraig@inman.com.
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FiveStreet automates online lead
follow-up
@NhX]XkSi_ebc]Nbd`W_^SPiX^cdN[[X^VdWXcQ[SfSbd__[
by Craig Rowe on @Ni ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate  technology
expert? Email Craig Rowe Ndcraig@inman.com.
The pitch
<]ecdPSVSddX^V_[Rͥ
<c`S^RN[_d_TdX]SgNdQWX^VdWSPXbRcX^]iPNQZiNbRͥGWSiT[XdN^RQWXb`N^RT[iX^S^SbVSdXQPebcdcN]_
^V
dWSTSSRSbcͥGWSi^SfSbcXdcdX[[ͨN[gNic`SQZX^VNdN^_``_bde^Xdid_TSSRͥGWSiW_fSbT_bN]_]S^dd_cQN
^T_b NgX^R_gN]_^VdWS]NccScͨdWS^RXfSX^NVNX^ͥGWXcV_Sc_^N[[RNiͥ
<ce``_cSdWSiZ^_gdWSTSSRSbSfS^deN[[iVSdcS]`diͨc_dWSi^SSRd_`[eQZTb_]dWSceSdP[_QZNc]eQ
Wcec dS^N^QSNcdWSiQN^PST_bSdWS`X`S[X^SS]`dXScͥBbe^dX[IQN^VSdPNQZd_;_]S6S`_dͥ

The real estate business is like this. Commissions are limited; there is no constant source of income.
You need to be quick, mobile. You have families to feed.
Maybe FiveStreet can help.
The sale
I’ve never met a real estate agent who is uncomfortable saying, “I’m sorry, I need to t ake this call.”
As long as they don’t put a finger up to condescendingly silence me, I’m fine with it. I can hear your
phone ringing, I know you need to take it.
It’s the nature of the business. Every call is the next listing, the next lead. So FiveStreet capitalizes on
this dependency by making your mobile phone into a lead catchall, a hand-held digital cistern of
prospective homebuyers and sellers.
I believe we’re beyond calling tools like FiveStreet an “app.” It’s mobile software t hat automates lead
follow-up, facilitates collaboration among brokerage teams, and positions agent-users as client-centric
and tech-savvy.
FiveStreet does not create leads, but instead ensures you’re quick to follow up with  t hem. It attaches
to an array of common lead generation methods and routes them t o its interface on your phone.
Probably the most typical FiveStreet workflow starts with a contact captured from
i_ebgSPcXdSͥGWNdS]NX[Xcb_edSRRXbSQd[id_8XfSFdbSSdͨgWXQWdbXVVSbcN^
Ned_]NdSRS]NX[_bdShdT_[[_gΌe`_^i_ebPSWN[Tͥ

I know some may take issue with the idea of a canned response. However, I think that as a collective
business community, we’re over it by now. It’s just so common.
Most importantly, don’t underestimate the value of a quick response, even if it isn’t overly warm and
fuzzy. The Internet is about immediacy. If you send your personal message two days later, you’re two
days late.
And technically, if you write the FiveStreet response, it’s personal. You just didn’t hit “send” right away.
FiveStreet responders are generated within five minutes. At the end of each day, import your FiveStreet
list into a CRM (customer relationship manager) or email marketing tool of your choice.
There’s real value to capturing your leads in a single net. Far too many agents spread their brand thin
across multiple outreach channels and online listing tools. Each one has a diﬀerent method of alert.
Certainly some of your leads, if not many, get lost in the folds of a scattered Web presence.

FiveStreet is a marketing supplement, a middleman. You need to be proficient in online marketing to
generate the leads it collects. You also need to be sure to act on them. FiveStreet provides you a
contact’s basics, and links to other avenues of customer information, like social media, if available.
FiveStreet would be a great partner to Charlie, an aggregator of everything online about,well,
everyone.
In terms of integration, FiveStreet doesn’t kid around. It catches leads from more sources than I’ve
heard of. Zillow. Trulia. BoomTown. Top Producer. Homes.com. Homesnap. Zurple. Realtor.com. And
many more.
The odds are good it will connect with whatever tool you’re using.
The autoresponders have notification parameters that prevent multiple messages i n too short a
time frame, or during oﬀ hours. Emails are sent at any time, while text messages are limited to just
outside the business hours or your timezone, no later t han 8 p.m.
When working in teams, you do have to create some internal rules about lead ownership with
FiveStreet.
Because it delivers the leads it captures into a
single pot, the agent who “claims” itcan take the
ball and run with it. However, that’s a method
sure to create somei nternal strife, especially if
some agents spend more advertising online than
others.
The software has the capability to allow for the
distribution of leads by brokers toagent teams. I
wonder, though, would a broker want to be this
involved in assigningagent leads? Is it an
updesk role? 8XfSFdbSSdXcNTT_bRNP[SS^_eVWc_
X^RXfXReN[NVS^dcQN^_g^NQQ_e^dc
gXdW_eddWS]NbZSdX^Vce``_bd_TdWS
Pb_ZSbͥGWNdcW_g<S^fXcX_^ecSbc
bSQSXfX^VdWS]_cdfN[eSͥ
JXdW_edNc_`WXcdXQNdSR]NbZSdX^VcdNTTͨ]_cd
NVS^QXScg_e[RTX^RXdd__RXTTXQe[d
d_dbNQSdWS[SNRcQN`debSTb_]X^XdXN[gSPcXdSS^
VNVS]S^dN[[dWSgNid_ Q_^fSbcX_^ͥ
3`_dS^dXN[W_]SPeiSbQN^X^dSbNQdgXdW
]NbZSdX^VQ_^dS^dTb_]cXhRXTTSbS^d
NVS^dcgXdWX^NTXb]cgSPcXdSPST_bSRSQXRX^Vd_
Q_]`[SdSdWS5_^dNQdHcT_b]ͥ F_gW_gX^cͰ

FiveStreet does let you trace from which lead source you get the most interest, a good metric to use in
ongoing marketing budget decisions.
The close
If you’re the type who puts their device face-up on the table during a lunch meeting, FiveStreet may be
for you.
It’s not overly complicated, and it’s not trying be something other than a temporary reservoir for leads
captured online. I like it when software knows what it’s good for and stops at that.
Now if you’ll excuse me, I need to take this. …

Do you use FiveStreet? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe Ndcraig@inman.com.
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Vertical Response is a proven,eﬀective
email marketing tool
6ScXV^ͨcS^RN^RbSc`_^Rd_S]NX[]NbZSdX^VX^_^SSNci
`[NdT_b]
by Craig Rowe on @Ni ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology expert? Email
Craig Rowe Ndcraig@inman.com.
The pitch
A__^ScW_e[RWNfSd_PSQ_^fX^QSRdWNdS]NX[]NbZSdX^VXcN^SŬSQdXfSgNiT_bbSN[ScdNdSNVS^dcd_
Q_]]e^XQNdSdWSXbPbN^Rd_dWS]NbZSdͥ
<TXdWNc^dPSS^`b_ReQdXfST_bi_eͨ`[SNcSe^RSbcdN^Rͧ<dci_eͥ
;_gSfSbͨXdQSbdNX^[iWS[`cd_PSecX^VdWSbXVWdc_TdgNbSͥ
Gi`XQN[[iͨdWSbXVWdS]NX[]NbZSdX^Vc_TdgNbSXcNcdN^RΌN[_^S`b_ReQdͨ^_d_^SS]PSRRSRX^N[NbVSb
S^dSb`bXcScicdS]_b5E@͔Qecd_]SbbS[NdX_^cWX`]N^NVSb͕ͥ
<_TdS^]S^dX_^dWNd<`bSTSbc_TdgNbSdWNdWNcNcX^V[S`eb`_cSͥ?NbVSbcicdS]cQN^R_N^e]PSb_T
dWX^VcgS[[ͨ[XZSE7dWX^ZͨT_bShN]`[Sͥ4edi_eg_e[R^dPeicSNdc_^E7dWX^ZYecdd_NQQSccXdcS]NX[
]NbZSdX^Vd__[cͥ

You could use Vertical Response for that.
The sale
Vertical Response has been around 15 years or so — quite a long time within the email marketing
world.
During its inception, the business world trembled with anxiety about sharing email addresses,and
the Can Spam Act was still two years out. So you can see how the company endured. This
isi mportant context to include in your decision matrix when deciding on a marketing
softwarepartner.

The industry tenure of Vertical Response is clearly demonstrated as soon as you start building amessage
from one of its ﬂexible, categorized templates.
You can choose to build a campaign for an invitation, maybe to an open house, or a “How to Buy a Home in
2015″ class. The visuals are clean and contemporary, and all you have to do is type in your copy, upload a
couple of photos and choose a contact list.

Vertical Response arranges its templates by theme or purpose. Themes are color- and layoutbased, with a number of options within each selection. Purpose-based templates are for events,
a “thank you” or general newsletters.

GWSbScNQNdSV_bi_TdS]`[NdScQN[[SRͼFN[Sν5_e`_^cͽdWNdXcXRSN[T_becSX^cS^RX^V_edN^Sg
[XcdX^Vͥ?NbVSX]NVSŮS[RcͨcW_bddShdŮS[RcN^RNQNdQWiQ_[_bcQWS]SͥL_eQN^QWN^VSdWS
Q_[_bci f you wish.
I also like that your design options aren’t so many that it delays the marketing eﬀort, or allows
you to create some heinous amalgamation of contrasting design trends.
Ever tried to choose a WordPress template for a website? It can take weeks.
I don’t use Microsoft Word to write, but I do have to use it for other projects. I can’t stand that it
doesn’t give me full, absolute power over my copy as I go. I have to stop to unbold something or
remove some stylistic clutter it forces upon me. My inner Cormac McCarthy groans on the few
occasions I need to use it to write fresh copy.
Vertical Response’s drag-and-drop text tools allow you granular control over your copy blocks.
Use one box for an entire paragraph, or a separate one for every pertinent bit of verbiage. Easy
stuﬀ.
Email design is only one part of the equation. People to send it to is another matter altogether.
Thankfully, Vertical Response makes this pretty easy, too.
If you have a list in a CRM, just output it to any number of file formats and upload it. Like most
email clients, you can import .xls, .xlsx, .csv or .txt. You can also type them manually as you
collect names at your open house.

Vertical Response includes a sign-up form design that provides you all kinds of visual options for
lead capture. By simply checking a box, you can choose to include on your form only name and
email address, or go bigger and ask for multiple phone numbers, company names, addresses
and even marital status.
You want a contact database to be as consistent as possible. Make sure your sign-up form
matches the field names in whatever list you output from your current database or CRM.
A specific bit of functionality that I feel Vertical Response does well is allowing you to make
custom autoresponders for diﬀerent contact lists. Buyers and sellers have diﬀerent motivations,
as do single-family home investors and condo buyers. Use this feature to segment how you
respond to each respective audience member after they sign up. It’s a subtle marketing touch,
but nonetheless demonstrates professionalism and control of your message.
The close
If you commit to it, at least once a month, email marketing is an excellent way to stay in front of
clients and contacts. Your options for software in this arena are many. MailChimp. Constant
Contact. TinyLetter.

<R_^ddWX^ZN^i_TdWS]gX[[WN]`Sbi_eb]NbZSdX^V`[N^ͥ4ed<R_dWX^ZISbdXQN[ESc`_^cS]NZSc
dWSRScXV^`b_QSccYecdNPXdSNcXSbdWN^dWS_dWSbcͥGX^i?SddSbXcNc_]SgWNdRXŬSbS^dd__[
PSQNecSXdR_Sc^dcdbSccfXPbN^dRScXV^_bRXbSQdcN[Scͥ<dcT_bcW_bdͨRXbSQd]SccNVX^Vͥ
<Ti_ebS[__ZX^Vd_dbiN^Sgd__[_bYecdVSddX^Vi_ebS]NX[]NbZSdX^VSŬ_bdbN]`SRe`ͨISbdXQN[
ESc`_^cScW_e[RRSŮ^XdS[iPS_^i_ebcW_bd[Xcdͥ
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Landing page tool postAprop is
conceptually sound, visually flat
FaeSSkS`NVScN^RN^X]NdX_^cNbS^_dgWNddWSiͻbSQbNQZSR
e`d_PS
by Craig Rowe on @Ni ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate  technology
expert? Email Craig Rowe Ndcraig@inman.co ]ͥ
GWS`XdQW
@NbZSdX^V_^[X^SXc_^S`NbddbNRXdX_^ͨ_^S`NbddSQWͥ
G_QbNTdN^STTSQdXfS^Sdd_W_]SPeiSbcN^RcS[[Sbcͨi_e^SSRd_WNfSNQ_]`S[[X^V`b_ReQdce``_bd
SRPiNcdb_^V]SccNVS͔dbNRXdX_^N[͕ͩN^Rͨi_e^SSRd_WNfSdWSdSQW^XQN[QN`NPX[Xdid_RSTd[i
QN`debSNgSPcXdSfXcXd_bcX^T_b]NdX_^ ͔dSQW͕ͥ
GWXcXcgWii_eWNfSͺQ_^dNQdecͺT_b]cN^RVXfSNgNiTbSSW_ecX^V]NbZSdbS`_bdcͥ<dcN[c_gWic_
]S_Ti_eP[_QZfXcXd_bcTb_]cSSX^V[XcdX^Vce^[SccdWSi`b_fXRSdWSXbQ_^dNQdX^T_b]NdX_^ͥ
͔A_g_^RSbdWSiV_d_MX[[_g͕ͥ

In short, winning a site browser’s personal information is critical. However, some ways of getting it are
better than others.
Maybe postAprop.com is one of the better ways.
Or maybe not.
The sale
PostAprop.com provides an extremely simple way for you to create landing pages for your website.
However, the folks behind the site like the term “squeeze pages.”
On the other hand, I despise the term “squeeze page,” which stems from the fact that it squeezes the
site user into giving you their email address. The term gives marketing a black eye; it sounds shady.
I can’t help but relate the idea of squeeze pages to a shakedown, as if I’m in a noir film being gently
pushed up against a wall by a guy in a low fedora with too many rings on his fingers.
“So a … you want this free book on how to sell ya home? We’re gonna need a li’l sumpin’ first.”
You shouldn’t have to squeeze anyone to want to do business with you.
PostAprop pages can be stand-alone or subdomains of your site (howtosell.johnsonteamrealtors.com),
and they oﬀer free e-books or video content as the trade-oﬀ for the user’s information.
5_^QS`deN[[iͨdWS`NVScNbSc_e^RͥGWSiWNfSN[[dWSS[S]S^dci_e^SSRͧNTSgaeXQZPe[[Sd`_X^dcͨ
Q[SNbQN[[cd_NQdX_^ͨN^RN`b_]XcSd_RS[XfSb_^Xdc`b_]XcSͥ<^ _dWSbg_bRcͨdWSiNbS^dQ[XQZPNXdͥ
4edͨ]N^ͨR_dWSi[__Z[XZSQ[XQZPNXdͥ

PostAprop’s design acumen leaves me questioning its respect for Web design. I’m  surprised there
isn’t a hit counter on the bottom of the pages it builds for you. I can’t help but wonder if someone at
the company has the title of “webmaster.”
PostAprop videos use a series of stock animations, floating text and stock soundtracks. There’s
nothing original or creative about them.
Nevertheless, postAprop makes the creation of these pages as simple as possible.  All the content is
in place and provided for you. After a person submits their information, you can decide to which page
of your website they are subsequently directed.
<ddNZSc_^[iNTSgQ[XQZcd_b_[[_edN`_cd3`b_`[N^RX^V`NVSͥHcSbcNbS^_dNcZSRd_R_g^[_NR
N^idWX^V_bNddS^RdbNX^X^VͨYecdQ[XQZNRScXV^N^RV_ͥC_cd3`b_`WNcdS]`[NdScd_`e[[X^dWSS]NX[NRR
bSccSc_TTXbcdΌdX]SPeiSbcͨ`S_`[SgW_gN^di_eb^Sg[XcdX^VN[Sbdcͨ_b]NiPSNVeXRS_^ͺ;_gd_FS[[
T_b@_bSͥͺ

There’s no doubt that the product delivers on its ease-of-use promise.
Bear with me: The concept of landing pages is proven, but postAprop’s visual execution of it leaves a
great deal to be desired.
I shouldn’t have to be told by an online marketing product that I get “2015 Content on Every Page” for
my $19.97 per month. Plus, what does that even mean? Is it just an attempt to appear chronologically
relevant? Will it incessantly misuse “literally”?
Moreover, in an age of real estate marketing that includes aerial drone footage and Matterport visuals,
I would expect a “3-D Image” on my landing page to be more than a slightly shaded version of the
non-3-D image.
People today are highly wary of flashing boxes and absurd headlines used to seize clicks on contentheavy sites.
Content that dramatically stands out from the visual cues around it is going to —rightly or not — fall
victim to the snap-click judgements we make as time-pressed online consumers.
If your website was designed by a professional developed around compelling visual trends and
supported by the latest metrics in online engagement, you don’t  need an abrupt shift in graphic
appeal to grab an email address.
9__Rͨ_bXVX^N[Q_^dS^dN^RdWS`b_]XcSd_PSN^STTSQdXfSbSN[ScdNdSNVS^dcW_e[R be all you need to
earn a new lead.

A landing page has to reflectyour current site’s visualt hemes and tone to be considered an
authenticextension of your productpromise. I have a hard time seeing where postApropoffers such
designTunctionality.

C_cd3`b_`N[[_gci_ed_e`[_NRN^R_TTSbi_eb_g^Q_^dS^d_^Xdc`NVScͥ<WXVW[i
S^Q_ebNVSN[[NVS^dcd_PSQbSNdX^VdWSXb_g^Q_^dS^dT_b`eb`_cScYecd[XZSdWXcͥ
GWSQ[_cS
C_cd3`b_`N[c_X^Q[eRScX^XdcNQQ_e^dcN_^SΌ`NVS`b_`SbdigSPcXdSd__[ͨ`b_`SbdiT[XSbQbSNdX_^N^RS]NX
[]NbZSdX^VcSbfXQScͥGWS_^SΌ`NVS`b_`SbdicXdSc[__ZV__RͨN^R]NiN[_^SPSg_bdW[__ZX^VX^d_`_cd3`
b_`ͥ
GWSN^QX[[NbicSbfXQScNbSX^Q[eRSRX^i_eb]_^dW[iTSSͨgWXQWXcgWNdcQNbSc]SͥTb_]NRSfS[_`]S^d
cdN^R`_X^dͨ<RPSgNbi_TW_g]eQW]NbZSdX^VQN^PS_TTSbSRNdceQWNc]N[[`bXQSͥ<cdbeSQecd_]XkNdX_^
`_ccXP[SͰ
<dPSNbcbS`SNdX^Vͧ[N^RX^V`NVScgXdWTbSSQ_^dS^dX^ShQWN^VST_b`Sbc_^N[X^T_b]NdX_^XcN`b_fS^]NbZ
SdX^VdNQdXQd_NQQ_]`N^iPN^^SbN^R`NXRcSNbQW NRfSbdXcX^Vͥ
=ecd]NZScebSdWNdXTi_ebSV_X^Vd_ecSdWS]dWSiR_^d]NZSecSbcaeScdX_^i_ebQbSRXPX[XdiNcNbSN[
estateNVS^dͥ

Do you use postAprop? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe Ndcraig@inman.com ͥ

TECH REVIEWS, TECHNOLOGY

Housefax lets you know if your
potential listing is near a fault, cheap
gas and strong cell
signals
Get the edge on the competition by researching a home's
history
by Craig Rowe on May 7ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology
expert? Email Craig Rowe at craig@inman.com.
The pitch
I used to travel with my dad to look at classic cars he wanted to buy. One of the first steps we always took
was to verify a car’s authenticity via the vehicle identification number.
Muscle cars were often altered slightly by the factory to make a version that was faster or somehow
unique. These subtle changes often made the difference between a car being worth $5,000 or $50,000.
Rare, alternate models are easily impersonated by street-savvy car dealers. All it takes is the application of
a fender badge or some pinstriping to make a Buick Skylark look like a GSX.

Naturally, we didn’t have Carfax. We used yellowed factory guides to unravel the automotive
histories of prospective investments, thick books marred with mechanic grease, chained to
counters or weighed down under a four-barrel carb.
After the 2008 real estate crash, an era pockmarked by strategic defaults and grow-house
squatters, agents should know all they can about the house they’re about to list or help
someone buy.
Well, now there’s Housefax (http://www.housefax.com).
The sale
Housefax is exactly what you think it is: software that provides a report on the history of a
house.
But only because of Carfax is it that easy to understand what it is Housefax provides. (That,
folks, is called good branding.)
A Housefax starts with a breakdown of the ownership history and building permits. Homebuyers
may want to know if the house was once a rental, or how long the seller has owned it. Or
whether it sits on a fault line.

Housefax gleans the majority of its top-level data via public records. Sure, a homebuyer could
easily do the same, but would they? And it’s easy for you to do it outside of Housefax, too, but
it’s the data’s role in the entire marketing scheme of things that creates value.
Housefax offers a clean rundown of a home’s basic credentials, such as beds, baths, square
footage and year built. It delves a bit deeper, too, listing roof surface, exterior construction type,
lot size, parking, and porch and patio types. Every pertinent physical characteristic is here for
you.

The transaction history is well-organized and
easy to read. For example, I learned that the
first owner of my house bought it new, for
about twice what it’s worth today. A couple of
weeks later, a woman refinanced it for 30
years. (Interesting.) Seven months later, the
original buyer got it back via quitclaim deed
under an LLC, then lost it to foreclosure in
2008. Fascinating stuff.
In a time of commoditized, characterless home
construction, it’s good to know a home has
some history.
Housefax also adds a few really nice touches
to its home reports. Mine included a list of
nearby fire stations and noted whether those
stations are volunteer or staffed with career
firemen.

Housefax also provides a list of the closest gas stations and the average per-gallon cost at the
time of the report. San Francisco notwithstanding, homes subject to natural disaster are clearly
prone to having their value affected.

Housefax lists nearby faults, flood plains, hail exposure index, and a list of recent environmental
events, like floods, major storms and wildfires.
My report missed a rather recent forest fire that, according to the qualifications of the others
listed, should be on the list. In fact, the fire in question, only two years ago, was at one point the
highest-priority blaze in the nation. So there may be some thin cracks in Housefax’s reporting
foundation.
Everyone knows how important telecommunication services are becoming to the real estate
market. If I can’t get a DirectTV signal, and thus, no NFL Sunday Ticket?Next house, please.
Thus, a Housefax report includes major cellular network providers and the average respective
strength of signal at the address.

Agents can put away their list of local utility contacts because those also come with a Housefax
report. Carbon monoxide incidents are on the Housefax list, as are a number of other reportable
accidents, like gas leaks, mold remediation efforts and nonstructural fires.
I also found out in my Housefax report that our home has never been a meth lab; so there’s that.
There’s no question that Zillow’s Zestimates are, for the most part, about as valuable as what’s
found underneath the home’s welcome mat. A Housefax report could certainly aid in your
efforts to determine a more realistic price prior to listing.

The close
Housefax also offers five-year insurance claim history reports and preappraisals.
I think a home history report (//www.inman.com/2015/05/05/housefax-slashes-price-ofproperty-reports-amid-competition/) is a very reasonable investment to bolster your marketing
efforts. These reports look good, they’re comprehensive, and they add some surprising value
most agents don’t think to consider when agreeing to list or help a buyer.
You don’t have to present your Housefax report to your client; instead, use its content to better
position yourself at the listing presentation. Every edge helps.
Especially if you’re about to list a meth den.
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ReadyChat is ready to talk about getting
you more leads
G__[`b_fXRSc[XfS`Sbc_^d_X^dSbNQd_^i_ebgSPcXdSQWNdTe^QdX_^
by Craig Rowe on @Niͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology expert? Email
Craig Rowe Ndcraig@inman.com.
The pitch
5WNdd__[cNbS`b_fS^]SdW_Rc_T_^[X^SS^VNVS]S^dN^RV__RT_b]c_TQecd_]SbcSbfXQSͥ;_gSfSbͨc_]S
NbS]eQWPSddSbdWN^_dWSbcͥ
F_]SQWNdd__[cNbSNed_]NdSRͨc_]SNbS]N^^SR_fSbcSNcͨN^Rc_]SNbSWN^R[SRPiX^ΌW_ecSX^dSb^c_b
[_gSbΌ[SfS[cN[ScbS`cͥ
ESNRi5WNdXcNQWNdcSbfXQSc`b_fXRSbdWNdWNcNT_Qec_^bSN[ScdNdSNVS^dgSPcXdScͥ<dccSbfXQSXc]N^NVSR
PiXdc_g^X^ΌW_ecSdSN]cgW_NbSdbNX^SRX^RbXfX^V`_dS^dXN[PeiSbcN^RcS[[SbcX^d_i_ebQ_^dNQdRNdNPNcScͥ
<dW_eVWddWSbS g_e[RPS^_PSddSbdScddWN^d_cSSW_ggS[[dWSiRXRdWNdͥ

The sale
I stopped by the website of McGraw Realtors i n northeastern Oklahoma, a ReadyChat customer. The site
looks nice, despite the keyword stuﬃng. The listing page is front loaded with multimillion-dollar listings. I
saw the chat icon and got started:

# # start chat # #
Welcome to McGraw Realtors! If you’re considering
buying, selling or renting a home, Ican help get you
started.

Me: Hi, are you an agent or a robot?
Paulina: You’re chatting with a live person. I’m a customer
service representative, how can I help you?

Me: OK, cool. Does McGraw focus only on  [ehebi`b_`SbdiͰ
=S_`NbRidWS]S͔ͦA_dSͨdWXcN^cgSbd__ZN
Q_e`[S_T]X^edSc͕ͥ
CNe[X^Nͧ<QN^WNfSN^SXVWP_bW__Rc`SQXN[Xcd
NccXcdi_egXdWdWNdͥ@Ni<NcZNbSi_e[__ZX^V
d_PeiN`b_`SbdiͰ
@SͧC_ZX^VNb_e^RNPXdͨiSNWͥA_^SSRT_bN
c`SQXN[XcdYecdiSdͦ^_dcebS_T]idX]STbN]Sͥ
=ecdQebX_ecVXfS^dWS[XcdX^Vc_^dWSTb_^d`NVS
XT[ehebiXci_ebT_QecͥBbͨXTdW_cSNbSYecd
_dWSbc[XcdX^VcTSRTb_]dWS@?FͰ

Paulina: If you would like to leave your requirements with us, I’ll have an agent do  the searching for you.
Can you tell me how many bedrooms you are interested in?

Me: Probably 3 … maybe a bonus …
Paulina: Great. Is there is a price range you would like to stay within?

Me: $500K
Paulina: And are you currently working with an agent to help you in your search?

Me: No, not yet.
Paulina: If you would like to leave me with your name, phone number and email  address, I can have one
of our neighborhood specialists provide you with listings that best match what you’re looking for.
@Sͧ3VNX^ͨYecddbiX^Vd_RSdSb]X^SXTi_eT_Qec_^[i_^[ehebi`b_`SbdiͨdWSTb_^dΌ`NVS[XcdX^VcX^RXQNdSNc
]eQWͥ
CNe[X^Nͧ<]NQecd_]SbcSbfXQSbS`bScS^dNdXfSͨPedQN^WNfSN[XQS^cSRbSN[d_b
NccXcdi_egXdWi_eb^SSRcͥ
@SͧGWNdcB>ͥͥͥ<[[ZSS``_ZX^VNb_e^RͥGWN^ZcT_bͨgS[[ͥͥͥ
CNe[X^NͧFebSͥ<cdWSbSN^idWX^VS[cSi_eg_e[R[XZSd_]S^dX_^NddWXc`_X^dͰ
@SͧA_dWX^V^_gͨPNQZd_g_bZ<ce``_cSͥ
͍͍S^RQWNd͍͍
GWS`NVS^e]PSbc_^@Q9bNgc[XcdX^V`NVSceVVScddWSiWNfScSfSbN[dW_ecN^R[XcdX^Vcͥ3[[<gN^dSRd_
Z^_gXcXTdWSiT_QecSR_^[i_^[ehebi`b_`SbdXScͨN^RXTN[[_T dW_cSgSbSdWSXb[XcdX^Vcͥ
<Z^SgdWSN^cgSbͥ 3^RcX^QS<gS^dX^d_dWSQWNdd_RS[XPSbNdS[iQWN[[S^VS]iQWNd`Nbd^SbcQ[_cSbNdSͨ
<QN^dP[N]SWSbT_b^_dPSX^VNP[Sd_Q_^fSbdͥ

In order to dive deeper into the ReadyChat skunkworks, I decided, what better way than to have a little
chat with one of their reps?
Below is the actual transcript from a chat I had with Alicia of ReadyChat on May 4, around 2:30 p.m.
# # start chat # #
Alicia: Thank you for visiting ReadyChat. How can I help you today?

Me: Do you work only for real estate companies?
Alicia: Anything real estate related. May I ask what industry you’re in?

Me: So, commercial, rental property management, etc.? I’m in real estate
technology.
Alicia: Yes, we definitely cover those. Are you inquiring about becoming a reseller?
@SͧA_ͨYecdR_X^Vc_]SN^N[icXc_TQWNdd__[cͥA_dd_`edi_e_^dWSc`_dͥͥͥ
3[XQXNͧA_`b_P[S]͔c]X[SS]_dXQ_^͕@Ni<WNfSi_ebgSPcXdSHE?T_b_eb bSTSbS^QSͰ
@SͧA_S]_dXQ_^c`[SNcSͨgSbS^_dQNfSRgS[[Sbcͥ<^]N^ͥQ_]ͥ;_gR_i_eaeN[XTi
[SNRcͰ=ecdͨNQ_^dNQdcS^dd_N^NVS^dͰBbͨXcXdc_]SW_gaeN^dXSRNcPSX^VN ͺgNb]ͺ[SNRͰ
3[XQXNͧBeb[SNRceceN[[iWNfSR_eP[S_bSfS^dbX`[SdWSQ_^fSbcX_^bNdS_TbSVe[Nb
<^dSb^Sd[SNRcͥGWXcXcPNcSR_^X^RS`S^RS^dcdeRXScͥGWSbST_bSͨXdccNTSd_cNi_eb
[SNRcNbSgNb]ͥJScS^RdWSQ_^dNQdX^T_b]NdX_^X^NRRXdX_^d_dWSS^dXbSQWNd dbN^cQbX`dd_dWSNVS^dͥ
@Sͧ5__[ͥ<ce``_cSXTdWSibSQ_]X^Vd_dWScXdSN^RS^VNVX^VgXdWQ_^dS^d͔QWNd͕
dWSiNbS]_bSdWN^YecddXbSZXQZSbcͥAXQSͥJWNdZX^R_TdbNX^X^Vd_i_ebQWNdbS`c WNfSͰ
3[XQXNͧ9__RQecd_]SbcSbfXQScZX[[cN^RNV__Re^RSbcdN^RX^V_TbSN[ScdNdS
Me: Gotcha. Is there a speciﬁc point in a conversation where they try hand oﬀ a chat to an actual
agent?
Alicia: Yes, once we get their contact details. The agent will then take over where we left oﬀ.
Me: Ohhh, the agent takes over the actual chat?

Alicia: No, they take over by phone or email (whichever method they prefer).

Me: Right. How does your team know to which agent to send the lead? Or is it just  forwarded to a
general mailbox?
Alicia: It’s predefined.

Me: By the customer/agency?
Alicia: Most brokerages have a CRM (customer relationship manager) as well, which routes it to the
appropriate agent.
@SͧFgSSdͨc_i_eX^dSVbNdSgXdW5E@cͰBbXcdWNd_^dWSNVS^QicS^RͰ
3[XQXNͧ<PS[XSfSgSQN^X^dSVbNdSgXdWN[]_cdN[[bSN[ScdNdS5E@c_eddWSbSͥ
@SͧB>ͨd_gWNdShdS^dͰ5N^NQWNdcQbX`dPSQ_^^SQdSRd_NQ_^dNQdcbSQ_bRX^N
5E@ͰGWNdc_bd_TX^dSVbNdX_^Ͱ

3[XQXNͧGWS5E@dNZSc_^[idWSQ_^dNQdRSdNX[cTb_]dWSQWNddbN^cQbX`dͥ
@SͧBWbXVWdͥͥͥg_e[R^dPSg_bdWgWX[Sd_WNfSN[[dWSce`SbT[e_ecRXcQ_ebcSͥ6_
i_ebQWNddSN]cecSNT_b]d_S^dSbX^RSdNX[c_bYecdX^dWSP_Ri_TN^S]NX[Ͱ
3[XQXNͧ<dcc_bd_T[XZSNdNP[SgXdWX^dWSP_Ri_TdWSS]NX[ͥ

Me: That makes sense … Do clients have specific chat reps
assigned to their
company, or do they work on diﬀerent sites each day?
(I’m almost done)
Do your clients have a dashboard or account
interface of some kind? Does it show l eads,
interaction details, etc.?
Alicia: I’m not sure how things look on our clients’ side. I
assume each one isprobably diﬀerent depending on their
CRM.

Me: Gotcha. And about teams or reps assigned to certain
clients?

3[XQXNͧ8b_]NdSQW^XQN[cdN^R`_X^dͨXdc`_ccXP[SdWNdc`SQXŮQNVS^dcg_e[RPS
NccXV^SRd_c`SQXŮQQ[XS^dcͨXdg_e[RRS`S^R_^dWSdbNųQ_TdWSgSPcXdSͥ<R_^dZ^_g
XT_eb_`SbNdX^V_ųQSbWNcN^idWX^V[XZSdWNdcSde`T_bN^iQ[XS^dͥ
@Sͧ?NcdaeScdX_^ͦdWSbSNbSN[_d_TQWNdd__[c_eddWSbSͥ5N^i_e[XcdNQ_e`[S_T
RXŬSbS^dXNd_bc_TESNRi5WNdͰ
3[XQXNͧJSbSdWS_^[i]N^NVSR_^SͥA_d_^[idWNdͨgSbSdWS_^[ibSN[ScdNdSΌ]N^NVSR _^Sͥ
@Sͧ@N^NVSRͰ
3[XQXNͧJSR_dWSQWNddX^VT_bdWSNVS^dcͥ3VS^dcNbSN[gNic_^dWSV_ͥGWSiQN^dQWNd
dWS]cS[fScW_ebcNRNiͥ
@SͧJS[[ͨdWSiQ_e[RXTc_]S_^Sg_e[R[XcdS^ͨ<NccebSi_e͔ͥ>XRRX^Vͨ_TQ_ebcS͕ͥF_
]_cdd__[cNbS]N^^SRPidWSNQdeN[ecSbcͰ
3[XQXNͧGWSQWNdc_TdgNbSXc]N^^SRPi_ebQWNdNVS^dcͥ@Ni<NcZi_eb`_cXdX_^ gXdWX^<^]N^Ͱ

Me: Technology review columnist; daily for Select members.
Alicia: Nice! May I have your name as well for our reference?

Me: Sure can: Craig Rowe. Thanks for your patience, and answering all of my
questions.
Alicia: Of course. Not a problem.

Me: By the way, I’ve left Wendy hanging in the window over at Cressy Everett Real  Estate … better tell her
I’m not interested in any real estate today.
Alicia: lol. Thanks, I will pass along your message.

Me: Thanks again Alicia. Happy chatting. And remember, no emoticons. Let’s all  make change together.
Alicia: Our clients love the emoticons lol

Me: That’s not helping.
Alicia: It comes across friendly and increases conversion rate.

Me: That says so much …
# # end chat # #

The close
That’s how ReadyChat works. More or less. Chat tools do increase the number of website visitors who
become contacts. Turning them into clients is up to you. ReadyChat has some nice reporting capabilities
for users to examine the eﬃcacy of their chat team.
ESNRi5WNdXcT_QecSR_^bSN[ScdNdSͨc_dWNdcNP_^ecN]_^VdWS]N^id__[c N]_^V Xdc X[> dWb_eVW_ed
dWS VbSNdSb PecX^Scc g_b[Rͥ C[ecͨ Nc 3[XQXN cdNdSRͨ XdcQ_]`[SdS[i]N^NVSRͥ

ReadyChat is priced per lead, starting at $8 per lead, up to 250. Agencies aiming for 1,000 leads will
spend $5 per lead. This means the reps are motivated to convert, a structure real estate agents can
relate to. Lastly, engagement tools like an active chat are much, much (endlessly, in fact) more
eﬀective than those auto-play talking-person-in-the-corner videos. Please, make that stop. It’s 2015.
It’s no longer innovative.
Anyway, if you want to better engage with website visitors, give ReadyChat a call. Ask for Alicia.

Do you use ReadyChat? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe
Ndcraig@inman.com.
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RelateIQ is a sleek, smart and
relationship-driven CRM
5_^QS`deN[[ibXQWc_TdgNbSdWNdͻcV__RNdgWNdXdR_Sc
by Craig Rowe on @Niͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate 
technology expert? Email Craig Rowe Ndcraig@inman.com.
The pitch
5W__cX^VN5E@͔Qecd_]SbbS[NdX_^cWX`]N^NVSb͕Xc[XZSQW__cX^VdWSbXVWd`b_]RNdSgWS^i_e
R_^dN[bSNRiWNfSNcXV^XTQN^d_dWSbͥL_egN^dXdd_PSTe^ͨSNci d_g_bZgXdWͨPed^_d_fSb[iQ[X^Viͥ
L_e R_^d gN^d d_ PS T_bQSR d_ ecS Xdͥ L_e N[c_ gN^d Xd d_ VSd N[_^V gXdW
cicdS]c i_e N[bSNRi Z^_gͨ N^R ]_cd _T N[[ͨ Xdc X]`_bdN^d dWNd i_e R_^dQNbbiNbig financial
burden.
9XfS^dWNdͨ<dWX^ZES[NdS<D]XVWdYecdPSg_bdWi_Ti_ebQ_bcNVSͥ

The sale
RelateIQ is relationship-driven, overseeing relationships among co-workers and relationships with
customers.
In the RelateIQ vernacular, a “relationship” is an account (your buyer/seller) or a contact (a lead).

RelateIQ is easy to get up and running. Its friendly, clean interface isn’t at all intimidating, and its sleek
autopopulation of contacts from either Gmail or Microsoft Exchange (Outlook) makes onboarding your
database a snap. It also combs your calendars and social media accounts.
This kind of ease of use is a tremendous asset for a CRM. Just the term “CRM” connotes hours in front
of webinars or maybe even classroom training sessions. No thanks.
RelateIQ may have a few short videos to watch, but the learning curve is minimal.
RelateIQ would work best for agents who work in teams, because relationships can be shared and the
collaboration tools are robust. Team members can communicate with one another about a relationship
and share all actions and intelligence related to that account.

Setting up a team is pretty simple stuﬀ and done right in the main dashboard. Once on a team, account
information can be shared and interaction can get underway.
However, if you have a couple of accounts that are your own, you can easily hide that information from
team members. When you establish a new relationship, RelateIQ will ask if you want to share it.
GWXc]Ni^_dPSNcQbeQXN[N^XcceSX^c]N[[Sb_TTXQScͨgWSbSe^c`_ZS^`b_TSccX_^N[`bSccebSXcS^_eVWd_
RXcceNRSNVS^dcTb_]X^dSb[_`X^VͩPedX^]_bScXkNP[S_TTXQScgWSbS^_dSfSbiNVS^dXcTN]X[XNbgXdW_^SN^
_dWSbͨQ_^dNQd`bXfNQiXcQbXdXQN[ͥ
The software automatically parses contacts by organization and the account user. Organization contacts
would be those familiar to your entire oﬃce, like home inspectors, mortgage brokers and attorneys. Your
contacts remain private to you unless you decide to share as part of a sale.
Reaching out to a contact is as simple as clicking their name from within RelateIQ. You can type up your
message and send it from within the system, which will then track when it was read and record the
communication.

The product uses the term “list” to define workflows, or your transaction process. Lists are where most
agents would focus if using RelateIQ.
It comes ready with a sales list template; you probably don’t have to do much to get going. You can
rename it to “listings” if you like. You can also create a buyer list.
GWScS[Xcdcͨ_bg_bZT[_gcͨNbSgWSbSi_ebbS[NdX_^cWX`cgX[[PSQS^dSbSRͥL_edbNQZSfSbidWX^VNP_edi_er
Q_^dNQdc_bQebbS^dcN[ScecX^VNgS[[Ό_bVN^XkSRN^RWXVW[iQecd_]XkNP[SͺVbXRͺX^dSbTNQSͥGWSVbXRcW_
gci_egWXQWbS[NdX_^cWX`cNbScWNbSR_b`bXfNdSͨ[NcddX]SX^dSbNQdSRgXdWͨdSN]_bQ_^dNQd_g^Sbͨ_b
SfS^`b_YSQdSR bSfS^eSͥ

All grid fields are customizable. For example, in the status field, you can categorize buyer
relationships as “6 months out,” “touring homes,” “oﬀer submitted” or “in escrow.”
Fields can be added as you wish, and based on however you want to best track relationships.
RelateIQ users have the capability to delve into all of the communications, notes and updates on any
relationship in which they have a role via the Stream view.
RelateIQ is probably best for larger agencies who work among teams. Top-level agents can quickly
see how junior team members are controlling a transaction when emails, comments and notes about a
sale are shared. One can also view if a contact hasn’t been contacted in a few weeks, a good way to
hold each other accountable.

Reminders to follow-up can be created either manually or by RelateIQ’s “data science,” which scrapes
content directly from your contact interaction. Powerful stuﬀ.
A couple of other highlights of RelateIQ include a Google Chrome extension for contact insights
directly within Gmail, and its mobile functionality for both iOS and Android.
You can also connect RelateIQ to MailChimp’s email marketing functionality or your HubSpot account.
The close
RelateIQ is conceptually rich software. It’s a CRM I don’t think most real estate companies will
recognize.
It’s not sterile or overly involved in defining “hot leads” or doing more than it should. In short, it
manages relationships and the tasks, communications and business actions that enable us to maintain
them. And it’s good at doing all of that.
3VS^ddSN]cgW_WNfScW_g^ceQQSccX^VSddX^VdWS]_cd_ed_TdWSXbsoftwatre investments would be
smart to give RelateIQ a look. <dc^_d RScXV^SRT_b_bPibSN[ScdNdSNVS^dcͨPedXdQN^g_bZT_bdWS]ͥ

Do you use RelateIQ? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe Ndcraig@inman.com.
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AdWerx delivers sophisticated online
marketing tech in an easy, aﬀordable
solution
9Sd`Sbc_^N[XkSR_^[X^S]NbZSdX^VdWNdQNcdcNgXRS_^[X^S^Sd
by Craig Rowe on @Ni ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate  technology
expert? Email Craig Rowe Ndcraig@inman.com.
The pitch
<R_^dPS[XSfSNVS^dc^SSRd_PS`Nbd_TN^@?F͔]e[dX`[S[XcdX^VcSbfXQS͕ N^i]_bSd_PSceQQSccTe[ͥ
<^TNQdͨ<R_^ddWX^ZXdcNdN[[e^bSNc_^NP[Sd_cNidWSS^dXbSQ_^QS`d_TdWS@?F
WNc[_^VPSS^SQ[X`cSRPidWSbSNQWN^RQ_^ce]SbdbNQZX^V`_gSb_TdWS <^dSb^Sdͥ

But I get it. Maybe you hold some sort of nostalgia for the MLS; maybe you thinkmillennials are
suddenly going to disconnect, pick up a hardline phone, dial a  number and simply confess that they
have no idea where to turn for advice on real estate. Or maybe fax you a request to mail them a home
brochure.
My point is, if you don’t want to spend money contributing to the listing syndication warchest, maybe
you should try AdWerx, an online advertising tool for real estate.
The sale
Online advertising can be a bit daunting to the uninitiated.
The Internet is huge; how do you know which websites will deliver your audience? What determines
how much you have to spend? Or how do you design an ad?
Thankfully, AdWerx answers those questions for you — and just about any other concern you may
have about stepping out into the marketing wilds of the Internets.
The company’s ad building and placement tools enable you to promote specific listings, your
company’s brand or your need for new agents, if applicable. Naturally, most agents will want to invest
in listings and branding, the former first.
AdWerx builds you an ad after you provide a listing address and then gives you simple editing
options, like colors and logo placement. Setup time is very minimal,  and you pay for ads as you go.
From there, it’s ready to run on websites frequented by those whose online activity  has indicated
interest in a home, or moving, or maybe wanting a mortgage.
3RJSbh[SfSbNVScdWSQ_^QS`d_TbS]NbZSdX^Vͨ`SbWN`cdWS]_cd`_gSbTe[NRfN^dNVS_^[X^S
NRfSbdXcX^VWNciSdd_VNX^ͥ
3[c_QN[[SRͺbSdNbVSdX^Vͨͺi_e`b_PNP[iSh`SbXS^QSdWXc]NbZSdX^VdNQdXQSfSbiRNigXdW_ed^SQSccNbX[i
bSN[XkX^VXdͥ<^cW_bdͨbSdNbVSdSRNRcT_[[_gi_eNb_e^RdWSgSPͥ<Ti_e[STddWSͺ_bXVX^NdX_^ͺcXdSͨgWSbS
i_ebX^dSbScdgNcTXbcdbSQ_bRSRͨN^NRT_bdWS

site’s product, or listing, will display on another site you visit with the intent of sending you back to
where it started.
AdWerx is plugged into countless highly traﬃcked websites, meaning if a potential homebuyer in
your targeted ZIP code is getting their unverified political news fix from HuﬀPo.com, they may also
see an ad for your newest listing.
AdWerx can also place your ad in front of those who are poking around sites like Macrumors.com,
Slate, Yelp and Wired, as well as a number of major sports sites like Yahoo Sports, NBCSports and
SI.com.
Your ad can also appear on the major listing aggregators; however, AdWerx ads actually have current
information. Best of all, an ad will have your name and number attached to your listing, not the
credentials of spend-happy poachers.
Even though such aﬀordable remarketing is a compelling argument for which to partner with AdWerx,
I see the key selling point here as its overall simplicity. The company has made an advanced
marketing technology very easy to deploy.
JX^^X^V_fSbNQ[XS^dg_e[RPS`bSddiSNcigWS^i_ecS[[dWS]_^gWSbSdWSXbW_]S]XVWdN``SNb_^
d WS<^dSb^SdͨSc`SQXN[[igWS^dWSibSQSXfSN^Ned_]NdSRbS`_bd_TgWSbSͨgWS^N^RW_gdWSXbW_]Sc
NRfSbdXcS]S^dWNc`SbT_b]SRͥ
HcX^VdW_cS]SdbXQcͨi_eQN^dWS^dScdfNbX_ecShN]`[Sc_TdWSNRͥ@NiPS_^S`XQdebS_bWSNR[X^S
VNb^SbSR]_bSX^dSbScddWN^N^_dWSbͥGWScSNbSdWS_``_bde^XdXScdWNd_^[X^S]NbZSdX^V]NRS`_ccXP[Sͥ
JWS^N^NRSNb^cNQ[XQZͨ3RJSbhcS^RcdWS]d_N`bSRSdSb]X^SR`NVS_Ti_ebQW__cX^VͥANdebN[[iͨ
i_e[[gN^dd_cSde`N[N^RX^V`NVST_bdWS`b_`SbdigXdWNRNdNQN`debSͨ_bNd[SNcdd_dWS`NVS_^i_eb
cXdSgXdWdWS[XcdX^Vͥ
CbXQX^VXccdbNXVWdT_bgNbRͨN^_dWSbNRfN^dNVSd_N^3RJSbh`[N^ͥGWScW_bdScdRebNdX_^`[N^_TNgSSZ
gX[[be^N^NVS^dΙ ͥL_eQN^be^N^NRT_be`d_TXfS gSSZcT_bΙͥ
Lastly, homebuyers and sellers like working with agents who are recognized. The right marketing
sends a message of authority and market awareness. It suggests you’re proven. There’s no question
ads on the right sights will only lend more credence to your message.

The close
When combined with a tool that makes it possible for even the most nontechnical agent to control,
Internet display advertising may be more cost eﬃcient than many of your current forms of outreach.
AdWerx oﬀers custom pricing when engaged in longer-term relationships with larger brokerages.
However, the small agency is the real winner here, granted the power to present small-town listings in
the same online environments as the Berkshires and Sotheby’s. Plus, with a new mobile solution on
the way, AdWerx’s value to small agency users will only grow more beneficial. Word is that the
company will sell only five ad accounts per ZIP code. Stay tuned.
If you feel that you need a stronger marketing punch to follow your email outreach and website
investments, AdWerx may just be the knockout blow you’re looking for.
However, does anyone get knocked out anymore?

Do you use AdWerx? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe
Ndcraig@inman.com.
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Nimble will do more for your CRM
than your CRM does for you
<dg_^ͻddNZS[_^Vd_e^RSbcdN^RW_g]eQWbS[NdX_^cWX`RNdN
dWXcd__[ PbX^Vcd_i_ebPecX^Scc
by Craig Rowe on @Ni ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology
expert? Email Craig Rowe Ndcraig@inman.com.
GWS`XdQW
JSWNfS]N^i]_bSbS[NdX_^cWX`cPNcSR_^_^ScN^RkSb_cdWN^gSR__^WN^RcWNZScN^R
WS[[_cͥ
CS_`[SSfS^cNiͨͼAXQSd_]SSdi_eͨͽfXNS]NX[gWS^Q_`XSR_^NQ_^fSbcNdX_^_bbSTSbbN[ͥ
3ccdX[dSRNT_b]_TX^db_ReQdX_^NcdWXcXcͨXdc^SfSbdWS[SccdWSgNigSg_bZd_RNiͥ Digital
relationships count, and they're driving sales.

AX]P[SXcNRXVXdN[bS[NdX_^cWX`]N^NVSbdWNdgNcX^db_ReQSRNQ_e`[S_TiSNbcNV_d_WS[`ec]N^NVS_eb
]S^NVSbXS_TRXVXdN[ TbXS^RcN^RQ_[[SNVeScͥ@_cdX]`_bdN^d[iͨXdgNcRScXV^SRd_WS[`
ecdeb^dWS]X^d_Qecd_]Sbcͥ
GWScN[S
AX]P[SXc^dN5E@X^dWSdbNRXdX_^N[cS^cSͥ<dcX^dS^dXcd_S]`_gSbi_eb5E@N^RPSddSbS^bXQW
i_ebe^RSbcdN^RX^V_TgW_ XcX^Xdͥ
Nimble consolidates the array of connections real estate agents have throughout theircontact managers,
CRMs, email addresses, social networks, etc., and automatically finds theinstances where each contact
and conversation overlap.
All of your relationships can be pulled into Nimble via relationships with Google Plus, Gmail, Outlook,
Facebook, LinkedIn, Yahoo and even Skype.
When
integrated
and
then
layered
into
Nimble’s intrinsic functionality, a user can
quicklyrecognize just how much potential revenue exists within their many online relationships.
It’s not always easy to keep up with previous listing clients or that one long-distance friendwho has said for
years they plan on relocating to your market. With Nimble tracking their social streams, you stand a much
better chance of hearing about that friend’s job search inyour area, or that previous client’s announcement
about being downsized and needing tosell again.
(Nimble’s Contact Record feature adds the power of conversation d_ gWNdXcdi`XQN[[iNbNdWSbűNdͨQ[X^XQN[
gNid_fXSgN^RX^dSbNQdgXdWdWS `S_`[SX^_eb`b_TSccX_^N[c`WSbS_T X^űeS^QSͥ<dc]eQW]_bSdWN^
NRRbSccScN^RQ_^dNQd^e]PSbcͥ
FebSͨAX]P[ScW_gci_egWS^i_e [NcdX^dSbNQdSRgXdWN`_dS^dXN[PeiSbͨPedXdN[c_NRRcdWNdPeiSbc[Ncd
X^dSbNQdX_^cgXdW_dWSbcͥAX]P[S N[[_gcecSbcd_aeXQZ[ic_bd bS[NdX_^cWX`cgXdWdNVVX^VN^R
Qecd_]cSNbQWd__[cͥ
AX]P[ScX[_ci_ebbS[NdX_^cWX`cX^d_N cX^V[S<^P_hͨgWSdWSbX^9]NX[_bBed[__Zͥ3^RXdcX^dWXce^XŮQNdX_^
gWSbSAX]P[SbSN[[iRS]_^cdbNdScXdc _]^X`_dS^QSͥ
?SdccNii_efSSNb^SRN]S^dX_^ Tb_]N`bSfX_ecQ[XS^dͨYecdX^Nc_QXN[ context. Anyone else tagged in
that `_cd_bdgSSdQN^Ned_]NdXQN[[iWNfS Nͼ[XfS`b_Ů[SͽPeX[dPiAX]P[SgWS^ you simply hover over their
name.
L_eQN^cNfSdWNd`b_Ů[SaeXQZ[iͨc_bd XdͨN^RdWS^NQd_^Xdͥ@NiPSN ^SXVWP_b_Ti_eb`bSfX_ecQ[XS^d
X^RXQNdSR^SSRX^VNPXVVSbW_ecSͥ<^ N_^[iN]_]S^dͨAX]P[SQN^PeX[R T_bi_eNQ_]`bSWS^cXfSRNdN
ce]]Nbi_^dWNdX^RXfXReN[ͥ

SalesForce users can enhance any contact record in the same fashion, as can users of TopProducer or
Cb_`Sbdi4NcSor any other pre-existing contact management tool. Thus, individual agents in
largerbrokerages can use it embolden.
Nimble’s Contact Widget brings the software’s functionality to whatever tool you happen to be using.
GWSX^dSbTNQSXcNcXRSPNb d WNd`bScS^dcgXdWX^i_ebPb_gcSbͨbSVNbR[Scc_TgWNdc_TdgNbSyou're using
;_fSb_fSbN^N]SͨN^RAX]P[Sc[XRScd_[XTSͥ

L_eQN^fXSgFXV^N[cͨgWXQWNbS]S^dX_^c_Ti_eͩNF]Nbdce]]Nbi_Tthe individual in question; and the
?XfSCb_T[SͨgWXQW is a breakdown of their current, up-to-the-second online identity.

Nimble users can then manage and assign tasks, build calendars, create events and in general, oversee an
array of sales-oriented activities involving your relationships.

;_gSfSbͨ<R_^dS^fXcX_^dWSe[dX]NdSfN[eS_TAX]P[SPSX^VT_e^RX^Xdc`b_ReQdXfXdiTSNdebScͨSfS^dW_eVW
dWSiNbSgS[[ΌR_^Sͥ8_bbSN[ScdNdSNVS^dcͨdWS`b_`_cXdX_^XcdWSX]]SRXNdSN^R]_be thorough knowledge
_T^_d_^[ii_ebQebbS^dbS[NdX_^cWX`cͨPeddWSXbQebbS^dbS[NdX_^cWX`cNcgS[[ͥNX]P[ScbSNQWN^RN[gNicΌ_^
`bScS^QSNbSfSbiX]`bSccXfSͥ
The close
GWSbSc[Xdd[S^_dd_[XZSNP_edAX]P[Sͥ<dc]_PX[SͨXdc_`SbNdX^VcicdS]ΌgXRSͨN^RXdcNTT_bRNP[Sͥ
AX]P[SXc`Nbd5E@ͨ`Nbd`bXfNdSinvestigator.
Granted, while Nimble’s programming and capabilities are widely applicable to real estate, t his is going
to be best for the highly active, tech- and social-savvy real estate agent. If your sales business is built on
country club dinners and an old-boys network, Nimble is too much for you.

Agents wanting to always be in the know about who, when, and why a person is doing and saying
what they’re doing and saying, Nimble’s contextual, relationship augmenter shouldbe right up your
fairway.
It won’t take long to understand just how much relationship data Nimble brings to thedesktop, or
mobile device.

Do you use AX]P[S? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe
Ndcraig@inman.com.
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Curb your fear of data loss with one of
these portable backup drives
Back up the lifeblood of your business -- your contacts
by Craig Rowe on @Niͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology Sxpert?
Email Craig Rowe Ndcraig@inman.com.
GWS`XdQW
<^_dXQSRX^dWSQ_]]S^dcPS[_g_ebF`SQXN[ES`_bdFebfSi_^5E@cdWNdNTSgbSNRSbccSS]Q_^QSb^SR
NP_eddWSXbRNdNPSX^V cd_bSRX^dWSQ[_eRͥ
GWSbSc^_dWX^Vgb_^VgXdWgN^dX^Vd_PScebSdWNdi_ebRNdNbS]NX^ci_ebRNdNͨN^RgWSdWSbdWb_eVW
WNQZX^V_bc_]S RePX_ec[ig_bRSR[X^S_TdShdX^NecSbNVbSS]S^dͨi_ebRNdNPNcS doesn't fall into
c_]S_^SS[cSc`_ccSccX_^ͥ
Also, let’s not pretend those holdingtechnological sway in the real estate industry boast of having any
more than a shred of respect for who owns what information. It’s all for sale, right?
Yet, sometimes we’re our own worst enemies when it comes to protecting prospect data. We lose mobile
phones. Forget laptops in the airport. And leave SalesForce open while we stand in line for another latte.

Maybe it’s time you consider regular backups of your data.
The sale
External storage devices are everywhere. Trade show vendors hand out logo-emblazonedUSB
drives like Jolly Ranchers while SD cards of various capacities, scattered in drawers andpinched
in oﬃce chair cushions, hold albums worth of property photos and listingpresentations.
When it comes to your contact database, and the months of transaction documentation,emails,
pictures, notes, events, and marketing materials on which your family’s well-being isbased, it’s
probably worth investing in a mode of backup not as easily brushed oﬀ asdisposable.
Maybe one of these devices can help.
Seagate Backup Plus Fast Portable Drive
Export every contact record you have,then export
every contact they have, andyou still won’t dent
the capacity of thisvirtual warehouse. The
Seagate BackupPlus comes with up to 4 terabytes
ofemptiness that you won’t fill until your
retirement party and a fast USB 3.0 connection.
Mac and Windows users alikewill be able to
connect and move fileseasily using the built-in
software. Eventhough it says
“portable,” this isn’tsomething you should carry
around inyour purse or carry-all (male
purse);X^cdSNRͨdWS`_X^dXcd_WNfSi_ebPNQZe`
RNdN cSQebSX^_^S`[NQSͨ_^S_^RbXfSͥ
Western Digital Elements Portable
Simple and quick define this base level
backupbuddy from the storage industry
stalwart WesternDigital. It comes
formatted for Windows but can
bereformatted for Mac users. This drive is
fixed withUSB 3.0 connectivity and is
backward compatiblewith 2.0 ports.
There are a number of storage capacity
options in this line of drives and should
you want it, it also comes with a trial
version of WD’s SmartWare Pro backup
management software. I would just drag
over the ﬁles you need copied once.

Toshiba Canvio Connect Portable HDD
This tiny drive also comes in cool colors with a
number of volume options up to 3 TB. Not
much larger than the palm of your hand, the
Canvio is USB 2.0 and 3.0 ready and doesn’t
need to be reformatted between Mac and PC
connections because the Mac drivers are
builti n. It can go from device to device
without hassle or setup. Toshiba sends along
some Windows only cloud storage, too.
Verbatim Acclaim
Here’s one that has some flair. TheAcclaim comes in a
bunch of vibrant colors, so if having something heavy
and colorful on your desk is important, maybe
thisoption is for you. The Acclaim isabout the size of an
iPhone 6 andknows no USB connectivity limitations,
which is another NRfN^dNVSͥ<dQ_]ScgXdWdWS
Q_]`N^icASb_4NQZ<dH`͋4eb^
SccS^dXN[cN``[XQNdX_^T_b bSVe[NdX^Vi_ebPNQZe`cͥ

The close
You should be backing up your business content at least once a week; for example,
yourpresentations, contacts, documents, flyers, videos, pictures and anything else that
youcreated to help your clients.
Everything you do from listing to close for every sale and buyer represents business intelligence, and its
value grows ever more critical in today’s rapid-share, easily-duplicated online business environment. Even
if you use cloud sources like Google Drive, Box.net orApple’s Time Capsule, a physical backup is well
worth the few minutes every week.
Any CRM worth its weight in email addresses has a record export feature. Use it to get all of your
content in one place, on one drive, then store that drive somewhere cool, dry and safe.

Do you use one of these data backup products? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe at craig@inman.com.
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Smile! These photography apps
should help your next listing shine
GWSiͻ[[dbe]`N^i<^cdNVbN]TX[dSbN^iRNi_TdWSgSSZ
by Craig Rowe on @Niͨ2015

The pitch
Unless you are a full-time professional photographer, you’re not as good a picture-taker as your
Facebook" friends say you are. Put down that glass of #humblebrag; anyone can make a sandy
beach look inviting."
Unfortunately, as a real estate agent it’s pretty important that you understand at least what
makes up a decent" photo. Like composition. Lighting. Color. Distance.
Instagram came around, and suddenly everyone thought they were the next Ansel Adams,
ﬁltering foyers and" master baths with as much subtlety as a Jackson Pollock painting.
Bebc]Nbd`W_^ScNbSdbe[iVbSNdQN]SbNcͨN^RdWSibSN[[i_e^SSRd_NRSaeNdS[iQN`debSdWS
RSdNX[c_T]_cdW_]ScͥJWX[SdWSbSc^_bS`[NQX^VdWSSiS_TNdbeS`b_TSccX_^N[gWS^dWS[XcdX^V
WNcd_cWX^Sͨ]NiPSNTSg_T dWScSN``cQN^NRRc_]S`_[XcWd_i_eb^Shd[XcdX^V`b_]_dX_^ͥ

The sale
Afterlight
It’s powerful and not free, but also a favorite for its simplicity to do great things
with your iPhone and Androidshots. You don’t always have the option of
shooting a house during the magic hours (just after dawn, justbefore dusk), but
Afterlight can help you adjust exposure from brutal midday sun or tonedown
the contrast from the gleaming garage door.
L_eWNfS`[S^di_TgNicd_`[NigXdW`W_d_cX^3TdSb[XVWdͨd__͔ͥ@N^iX^ΌN``
_`dX_^cQ_cdShdbN͕ͥ8_bShN]`[Sͨi_eQN^_ed`edXdd_N`_cdQNbRͨN^RdWb_eVWN
`Nbd^SbcWX`gXdWFX^QSbS[iͥQ_]ͨ]NX[NQNbRRXbSQd[iTb_]dWSX^dSbTNQSͥGWNd
g_e[RPSN^XQS[Xdd[S ]NbZSdX^V`[NiͨWeWͰ

Aviary
An Adobe product, Aviary lets you veryaccurately dial in the degree to which you can ﬁx things
likesharpness and exposure. You can scroll through your camera rollphotos and choose which
ones to edit or add some promotional text,which I think can be eﬀective if you share your clients’
listings onvarious social media platforms.

The focus feature is nice when you want to draw the eyes of potentialbuyers to a speciﬁc feature, like a
bay window or chandelier. Thereare also plenty of eﬀects that, if used right, will improve the photo,
not_fSbSRXdXdͥGWSX^dSbTNQSXcbSN[[iQ__[N^RX^c`XbNdX_^N[PiXdcS[TͥAviNbiXcTbSSN^R`[S^di`_gSbTe[ͨ
N^R3R_PScX^TeS^QSXc_PfX_ecͥ

Snapseed
SnapseedͨN9__V[SN``ͨgNcbSQS^d[ibS^_fNdSRNTdSbiSNbc_TPSX^VN
PS[_fSR`W_d_VbN`WiN``ͥ4edXTi_egSbS^dN`bSfX_ececSbͨXdcN[[^Sgd_i_eͨ
N^RXdcN[[bSN[[icWNb`ͥCb_cNbSPXVTN^cͨPedNVS^dcgX[[Ů^RXd`[S^diecNP[Sd_
X]`b_fS gWNdi_eR_T_bQ[XS^dcͥ
L_eQN^c[XRSi_ebŮ^VSbgXdWX^SNQWSRXdTe^QdX_^d_N``[iX]`b_fS]S^dcN^R
d_eQWΌe`cͨN^RXdcTSNdebScR_^dVSdX^dWSgNic_i_eQN^cSSdWS`W_d_
e^Q[eddSbSRgWS^XdcdX]St o N``b_fSXdͥ However,Snapseed hasa multi-undo
function calledStacks thatt racks each edityou make asyou go. Tap itt o see
eachs tep along theway. Slick for anapp. Snapseedis free, and worth some
real estate on i_ebRSfXQSͥ

Autodesk Pixlr
Pixlr combines a number of cool features from other apps into its popular free
app. You can apply focus changesafter the shot, overlay text and graphics, and
create slick little collagesf or immediate marketing use. It has one-touch image
correctingfeature that will address bad lighting and poor contrast, for example.
The basics are here, too, like crop and rotate and a set ofpredetermined photo
dimension choices.
The close
You may be surprised at just how important good photography is toyour listing.
It probably impacts a listing’s level of interest much moredhan most agents
realize. I can’t recommend enough the importanceof professional photography
for higher-end
listings.GWSc`SSRNdgWXQW`_dS^dXN[PeiSbccQb_[[dWb_eVWGi^RSbN``c
N^Rc_QXN[]SRXN`_cdc_T`b_`SbdXScRS]N^RcdWNdi_eR_c_]SdWX^Vd_]NkS
dWSfXceN[c_Ti_eb[XcdX^VccdN^R_edͥ
GWScSN``c]Ni^_dX^QbSNcSi_ebN^^eN[dNZSΌW_]SͨPedXTecSRbXVWdͨdWSi
g_^dWebdXdͥ
<Ti_edNZSN^idWX^VNgNiTb_]dWXcQ_[e]^ͨ`[SNcS[SdXdPSdWXcͧL_eb`W_^S
can take `XQdebScW_bXk_^dN[[iͨd__ͥ
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LeadPages oﬀers aﬀordable websites
that generate a tonmore leads
JSPcXdSd__[WNcZSiTSNdebSci_e^SSRd_PeX[Ri_ebRXVXdN[`bScS^QS
by Craig Rowe on @Ni ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate  technology
expert? Email Craig Rowe Ndcraig@inman.com.
GWS`XdQW
<dR_Sc^dQ_cd]eQWd_PeX[RNRSQS^dgSPcXdSͥ
ͼ6SQS^dͽPSX^VdWS_`SbNdXfSg_bRͥ
GWS`b_P[S]gXdW]N^i[_gΌQ_cdgSPcXdSc_[edX_^cXcdWNddWSiT__[i_eX^d_
dWX^ZX^VWNfX^VNgSPcXdSR_Sc^dQ_cd]eQWͥ

<Ti_ebScNdXcŮSRgXdWNcWbX^Sd_i_ebFSNbc`_bdbNXdN^RS^_eVWb__]d_Sh`[NX^N[[
dW_cSfNVeSNQb_^i]ci_e[Xcd_^i_ebPecX^SccQNbRͨdWS^^_ͨ<VeSccdWSiR_^d
Q_cd]eQWͥUnfortunately, what you may not realize about your website is that the less youspend on it,
the more expensive it becomes.
If you want a site that perpetuates your brand as an agent, attracts leads, shares quality content and
showcases listings, you need to spend more on it, or at least spend more marketing it. That way, it will
cost you less.
Confused? Maybe LeadPages.net can clear things up.
The sale
Every website should be designed to dangle subtle carrots of content that lead visitors to a call to
action.
Agents, your reward is the submission of contact information, or maybe a current home address. Every
time you lose this unspoken game of carnival barker showmanship, your website becomes that much
more expensive.
Thankfully, LeadPages’ product line is constantly evolving to provide an array of browser- and mobilebased products to get visitors to click, sign up and register —exactly what you need to keep the silo of
leads from emptying before the end ofthe third quarter.
First, the page templates look contemporary and visually appealing. It’s easy to edit a page of your
choice so it blends with brand and incorporates your site’s tonality.
?SNRCNVScQNdSV_bXkScXdcdS]`[NdScͨc_VSddX^Ve^RSbgNiXcbS[NdXfS[icX]`[Sͥ
CNVScT_Qec_^cS[[X^Vͨ`ecWX^VfXRS_cͨVbNPPX^VS]NX[NRRbSccScͨdWN^ZX^V`S_`[S
N^RSfS^d`b_]_dX_^cͨN]_^V_dWSbX^dS^dX_^cͥ
3]X^XΌcXdSXcN^XRSN[c_[edX_^d_cW_gQNcSN[XcdX^VͨgWX[SN^SfS^d`NVSQN^
NRfSbdXcSN^_`S^W_ecS_bNPeiSbSReQNdX_^Q[Nccͥ
Editing pages is easy stuﬀ: Click and type, drag and drop, upload, link or embed. Installing a new app is
probably more complicated than customizing one of these pages.
You can copy the URL of a current Web page on your site, even another landing page, and
LeadPages will turn it into a customizable template for your library.

Simply attach a LeadPages-generated text number to an
ad,video, radio commercial, yard sign or mailer, come up
with a property feature tohighlight, and LeadDigits asks for
an email address from the sender to confirm theiri nterest
in receiving information.
Advertise for prospects to text “New Home” or “Patio Pics”
and after they do, an email address prompt is returned to
them in exchange for the content.
Text-based email capture works for the same reasons
texting in general has exploded as a communication
method: It’s noncommitting.

Texting doesn’t invest us in the personal emotions of our conversations, nor does it invest an interested
party in committing to a showing or agency agreement in order to see pictures of that cool downtown
condo. Nevertheless, you now have their contact information. (In case you’re wondering, emojis are so
popular because in most cases, texting doesn’t inherently include the context of emotion.)
You know those irritating pop-up windows that materialize when you show up or are about to leave a
site? As brazen as they may be, those in-your-face eﬀorts are pretty eﬀective. LeadPages calls them
LeadBoxes, cleverly enough.
Lou can use LeadBoxes to push visitors to register an email address or come to an open house at your
oﬃce. Whatever the content draw, this kind of online display has proven to help keep them interested.
Agencies entrenched with Salesforce will be happy to know that at the highest[SfS[
_TNQQ_e^dͨ?SNRCNVScQN^RbXfSQN`debSR[SNRccdbNXVWdd_i_ebRNdNPNcSͥ

Other account levels will connect with MailChimp, iContact, Constant Contact and HubSpot, among
others.
I like that LeadPages uses these connections to help you segment your list at the call-to-action level.
Since you may be targeting diﬀerent budget buyers with diﬀerent landing pages or LeadBoxes, simply
connect each ad with the appropriate segment within your email provider.
This feature helps you minimize manual intervention in your contact database. And remember,
segmentation in real estate list management is crucial; don’t send your first-time homebuyers a list of
vacation homes you have listed.
The close
?SNRCNVScR_ScN[_dͨSc`SQXN[[iXTi_eQN^cgX^VdWSWXVWScdNQQ_e^d[SfS[ͥ7fS^XT
i_eQN^dͨdWS]NbZSdX^Vc_`WXcdXQNdX_^_TTSbSRNdSfS^NddWSΙ `Sb]_^dW[SfS[ Xcg_bdWQ_^cXRSbX^Vͥ

Overall, LeadPages is well-designed and driven by users. They share marketing best practices, and
there are tutorials and plenty of support should you need it. There are a number of other useful facets,
like conversion rate tracking, A/B testing, 404 Page designs, and an array of administrative page
management tools.
Agents who want to ensure their site is the centerpiece of their marketing eﬀort would be wise to
invest in more ways to get eyes on it.
Or you could always just earn another three-letter industry certification for your email signature.
That always pulls in the listingͥ
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Not an app or website, HouseLens
is a video production company —
and you should hire them
3cfXRS_cPSQ_]S]_bS`bSfN[S^dͨi_e]XVWd^SSR`b_ci_eQN^
 dbecdgXdWi_eb[XcdX^Vc
by Craig Rowe on @Ni ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology
expert? Email Craig Rowe Ndcraig@inman.com.
GWS`XdQW
JN[[FdbSSdN^N[icdcWNfX^VPSS^TbSddX^VNPXd[NdS[iNP_ed9_Cb_ccd_QZ`bXQSͥGWSQ_^QSb^
Xc^dNP_eddWSNQdX_^QN]SbNcaeN[XdiͨQ_]`N^i]N^NVS]S^d_bc_]SSc_dSbXQSQ_^_]XQ
cXdeNdX_^X^NQ_e^dbidWNd]N^eTNQdebScNQWX`_Tc_]SZX^Rͥ
JN[[FdbSSdXcg_bbXSRNP_ed9_Cb_PSQNecSVSddX^VT__dNVSTb_]dWSQN]SbNd_Q_]`edSb
cQbSS^cN``NbS^d[iXc^dNcSNciNcŮ[]X^VNR_eP[SPNQZűX`VN`WeQZ_^Nc^_gP_NbRͥ

GWS`_X^dXcͨYecdWNfX^VNWXVWΌdSQWQN]SbNX^Nc]N[[`NQZNVSXc^dS^_eVWd_cNdXcTi
stockholders. You have to have actual footage. And it has to reach the ‘Net.
Even buttoned-up stock analysts know that video is what sells the GoPro, and that online video
is a proven money maker. So why aren’t more real estate agents using it?
The sale
HouseLens is a video production company focused on real estate. They don’t have an app or a
Web-based editor. They just make really nice videos for homes, agents and brokerages.
I had to give the idea of reviewing the company considerable thought because just how much
“tech” am I reviewing?
I’ve reviewed companies in this milieu before, like EzFlix and Studeo, but they had custom
software. However, the purpose of each company is to provide agents with professional,
marketable and Web-worthy marketing collateral. Held against that backdrop, HouseLens is as
good it gets.
Sure, you’re not shooting the footage with your phone or tapping together images for a
slideshow, but you are receiving a compelling, powerful way to sell a home. So that’s why I’m
telling you about HouseLens.
GWSQ_]`N^iQN^R_N^e]PSb_TfXRS_`b_YSQdcT_bi_eͨPedT_QecScWSNfX[i_^[XcdX^VgN[ZΌ
dWb_eVWcͥ<T<gSbSWXbX^VdWS]ͨ<RW_[RdWSXbW_dcW_Sd_dWSŮbSgWS^XdQ_]Scd_dWS]ecXQͨ
PSQNecSdWScd_QZ[XPbNbidWSi[XQS^cSbXVWdcd_XcgNid__cd_QZͥ
BedcXRS_TdWSRS^dN[_ųQSc_e^RdbNQZcͨXdcQ[SNbdWNddWSibScW__dX^V_^FdSNRXQN]cͨ_b
c_]SXdSbNdX_^_T_^Sͥ<^QNcSi_ebSQebX_ecͨdWNdcgWNd]NZScdWSgN[ZΌdWb_eVW[__Z[XZSN
ű_NdΌdWb_eVWͥGWSidNZSV__RN^V[Sc_^SNQWb__]ͨ]NZScebSdWS]_cdQ_]`S[[X^VTSNdebSc
]NZSdWSTbN]SN^RSfS^ecS^XQSScdNP[XcWX^VShdSbX_bcd_bSN[[icS[[dWSͼgN[ZΌe`ͽX]`NQd
dWNdcS[[Sbc^SSRd_SNb^N^_ŬSbͥ
IXRS_`_bdNPX[XdiXc]NRSfSbiSNcid_RNiͨN^RXdWS[`cVXfSfXRS_N^ShQS`dX_^N[]NbZSdX^V
cWS[T[XTSͥ3[XcdX^VfXRS_QN^PSPiXdcS[T_^L_eGePS_bIX]S_ͨX^dSVbNdSRgXdW_^SΌ`NVS
[XcdX^VcXdScN^RcWNbSR_^_dWSbc_QXN[]SRXNQWN^^S[cͥ
;_gSfSbͨ;_ecS?S^cWNcdNZS^N`b_NQdXfScdS`X^WS[`X^Vi_ecWNbSfXRS_Q_^dS^dPi
`Nbd^SbX^VgXdW7]]NͨNVb_gX^VS]NX[]NbZSdX^V`b_fXRSbgXdWNWSNfiPXNcd_gNbR]_PX[S

Q_^dS^dbSNRSbcͥ

The relationship provides specialized pricing, as well as quick access to your HouseLens videos
that are formatted for email sharing. It’s a smart way for the company to ensure you get your
content viewed (take a hint, GoPro) and an even smarter decision by you to share it.
;_ecS?S^cN[c__ŬSbcfXRS_T_bX^RXfXReN[NVS^dPX_cN^R[_^VSbQ_]]SbQXN[cd__ŬSbX^cXVWd
X^d_i_eb_ųQSͥ
L_eQ_e[RN[c_QW__cSd_S^VNVS;_ecS?S^cT_bXdc Ό6d_ebcfXN@NddSb`_bddSQW^_[_Viͥ@i
_`X^X_^XcdWScScgSS`X^VW_]SfXceN[ccX]`[iR_^d_ŬSbdWSX]`NQd_TNQdeN[fXRS_ͥGWSi
[__ZQ__[N^RNbSTe^T_bNP_ed cSQ_^Rce^dX[i_ebSN[XkSXdc]_bS^STNbX_ecdWN^
X^T_b]NdXfSd_cdSSbNfXbdeN[QN]SbNNb_e^Rc_]S_^Sc]NcdSbPSRb__]ͥG_SNQWWXc_g^ͥ
;_ecS?S^cQ[SNb[iS]`[_icN^Sh`SbXS^QSR]SRXN`b_ReQdX_^dSN]ͥ8b_]`W_d_VbN`WSbcd_
SRXd_bcͨdWScN]`[Sc<fScSS^NbSd_`Ό^_dQWͥ3^RT_bgWNdXdcg_bdWͨ<fSg_bZSRX^dS[SfXcX_^
N^RŮ[]`b_ReQdX_^ͩ<WNfSNRSQS^dVbNc`_TgWNdQ_^cdXdedScNgNdQWNP[Sͨg_bdWgWX[Scd_biͥ
5bSNdXfSNVS^dcQ_e[RS^VNVS;_ecS?S^cd_QN`debSQ_]`N^iSfS^dcͨQecd_]Sb
dScdX]_^XN[cͨW_gΌd_fXRS_cͨ]_^dW[ifXRS_]NbZSdbS`_bdcN^RNW_cd_TgS[[ΌR_^SͨcWNbSNP[S
]NbZSdX^VQ_^dS^dͥL_eb_`dX_^cNbS]N^iͥ
;_ecS?S^cN[c_`b_fXRSc;6E͔WXVWRi^N]XQbN^VS͕`W_d_VbN`WicSbfXQScͥ;XVWRi^N]XQ
bN^VSXcNQN]SbNNRfN^QS]S^ddWNdS^NP[ScdWSQN`debS_TNVbSNdSbRS`dW_T[XVWdbN^VSͨ
]SN^X^VdWSPbXVWdcNbSPbXVWdSbN^RRNbZcRNbZSbͨN^RfSbiŮ^SRSdNX[cNbSbSfSN[SRͥL_e
]XVWddWX^ZN^;6E`W_d_WNcWNRc_]Sc_bd_TŮ[dSbN``[XSRͥ
GWSQ[_cS
<Ů^RXdTe^^idWNd_^NQecd_]SbdScdX]_^XN[fXRS_T_b;_ecS?S^cͨdWS`NbdXQX`N^dcRScQbXPSXd
NcͼTe[[]_dX_^fXRS_ͽN^RͼfXbdeN[W_]Sd_ebcͥͽ?SdcQSNcSdWSJSPΌQNdQWiSe`WS]Xc]cN^R
QN[[XdgWNdXdXcͧNfXRS__TNW_ecSͥ
<ce``_cSdWSPekkg_bRccSbfS_^[id_]NZSdWSPeiX^VRSQXcX_^]_bS`N[NdNP[Sd_dW_cS
gW_g_e[RbNdWSbX^fScdX^ͼ<^dSb^Sd5_^dS^d@NbZSdX^VͽdWN^`b_TSccX_^N[fXRS_ͥ
ESVNbR[Scc_TgWNdi_eQN[[XdͨgWS^R_^SgXdWQbSNdXfXdiN^RcZX[[ͨN^RcWNbSRgXdWX^dWS
VbSNdSbQ_^dShd_T]NbZSdX^VN[XcdX^VͨfXRS_XcfSbiSŬSQdXfSN^RWXVW[iűShXP[Sͥ3^R
;_ecS?S^cR_ScNVbSNdY_P]NZX^VdWS]ͥ
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Falcon flies in from Copenhagen to
oﬀer another way to manage social
marketing
3Q[SN^X^dSbTNQSN^RX^deXdXfSQNdSV_bXkNdX_^WS[`dWXcc_TdgNbST[iWXVW
by Craig Rowe on @Ni

ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate  technology
expert? Email Craig Rowe Ndcraig@inman.com.
GWS`XdQW
@N^NVX^Vc_QXN[]SRXNQN^PSN`[NdSΌc`X^^X^VΌ_^Όb_[[SbΌcZNdScSh`SbXS^QSͥ
7XdWSbi_eWNfSSh`SbdXcSX^dWNd`NbdXQe[NbNQd_TdWS]NbZSdX^VQXbQecͨ_bdWS
`S_`[SNbS[NeVWX^VNdi_eͨ^_dgXdWi_eͥ
Just hitting the “share” button a couple of times a day is probably not enough for you to earn an
actually interested, devoted fanbase. Understandably, though, that’s where many agents end up.
It’s just the nature of the biz; current clients come before future clients.

Teams and agencies with marketing staﬀ know there are better ways to get shares and earn contact
information. They also know it takes use of some type of social m
edia management tool, like Falcon
Social.
The sale
The social mediasphere is a loud place. There are diﬀerent message styles,content options, colors,
views, ads and an endless soiree of soundbites striving forthe same goal: our attention.
Therefore, putting that entire party into a small, orderly venue is no easy feat. Yet, Falcon has
managed to do a pretty darn good job of it.
The interface is very clean and spaced well, so individual messages you want to m
onitor in the Engage
feed don’t pile up on one another. Everything is easy to digest and act upon when necessary.
You can quickly sort what channels (social networks) you want to view and even create specifics
around each. For example, you can choose to respond to direct m
essages in Twitter or Facebook or
remove from view posts from your own oﬃce. Search according to tags, priority accounts (maybe a
prospective customer) or keywords.
If you’re like any business making itself available online, you’re bound to get some f olks unhappy
with your services. If they’re particularly nasty, Falcon may detect them as spam and filter their opinion
into a separate stream for you to review. It’s
SNcid_]XccdWScSQ_[_bTe[VS]c_TS^Q_ebNVS]S^dTb_]dX]Sd_dX]Sͨc_XdWS[`c
WNfX^VdWS]Ned_]NdXQN[[iRSdSQdSRc_i_eQN^c]X[SN^RbSc`_^RX^ZX^Rͥ<]SN^ͨ gXdWZX^R^Sccͥ

Furthering this concept is the Sentiment grade that Falcon gives to posts and responses. The software
automatically assigns a Positive, Neutral or Negative label to each. From there, you can confirm,
override or respond.
This is a pretty compelling bit of value considering the outright vitriol that Internet tough guys like to
spit at companies who somehow didn’t meet their clearly reasonable expectations of an above-market
cash sale within 48 hours.
Falcon arranges your social messages like an email conversation, stacking them and then providing
options such as Like, Respond or Delete. Since each message that garners engagement is treated
individually, you’re able to respond on a more personal level.
Agent and marketing teams will like Falcon for its collaboration features, which allow people to assign
response and add internal comments, like a social media to-do. This is good for posts about certain
properties or events overseen by diﬀerent agents.
Whereas Rignite and Sprout Social give you the option of managing content via a calendar view,
Falcon defaults to it. That’s not good or bad; big-picture folks will dig it.
Each day has a small icon of the social channel to which something will publish, and you can select
each to review the message details, or you can click “Add Post” to create a new one for that speciﬁc
day.

I tend to like the Week view, which looks like a Pinterest board with small visual summaries of each
post. It’s clean and reassures me right away as to what’s going out in the next few days. Each view
can be filtered by network, keyword or tag.
Building content is as simple as selecting the network and typing text or uploading an image. You can
import albums or build one within Falcon, as well as insert links, edit descriptions and have URLs
automatically shortened. If you’re already familiar with the dynamics of managing your social, nothing
in this facet of the software will intimidate you.
What’s most important here is audience targeting, which Falcon enables to a pretty granular level. You
can direct a post at a speciﬁc location, or choose some basic demographics, like age, education level,
gender and marital status. Agents who sell age-restricted communities or any property type that
appeals to a narrow audience would ﬁnd this aspect of Falcon particularly appealing.

Posts can also be assigned an approval process, another feature that may appeal to agencies with
marketing teams — or micromanagers.
Managing performance is easy with Falcon, which tracks peak times of engagement for each post and
oﬀers insights into when you may want to repeat a post or create something new to improve interest.
Assuming you name each campaign after a property or open house, the tracking tools allow you to
filter by tag and campaign title. This way, agents can easily report back to customers about their
marketing eﬀorts, or just choose to place a new picture, change the headline or adjust the price.

For really involved marketers, Falcon enables users to build custom Facebook applications with little
diﬃculty. These can involve video embeds, forms, images and an array of contact capture
mechanisms to fully engage your audience. Again, this is going to benefit those who have dedicated
marketing staﬀ and agents committed to outreach.
The close
Falcon is a big piece of marketing software.
Like most social media management packages, it’s best for large firms with marketing staﬀ and agent
teams who can work together to promote listings and extend a brand beyond buying and selling
houses. Multi-oﬃce brands would also benefit.
Falcon’s interface and organization of information help it stand out from others I’ve reviewed. The
product is clearly concerned with user interaction because it’s so intuitive to navigate and manage.
I like EXV^XdS’s Xndividual campaign manager better, but theSentiment ratings and look and feel of
Falcon make it a sure winner.

G75;E7I<7JFͨVIDEO

Emma is smart, sophisticated andpretty
35E@N^RS]NX[]NbZSdX^Vd__[d_WS[`]NZSi_ebPecX^Scc[XTSbe^
c]__dW[i
by Craig Rowe on @Ni

ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate
technology expert? Email Craig Rowe Ndcraig@inman.com ͥ
The pitch
The two questions I get most often are:
1.

Can you recommend a CRM?

2.

Can you recommend an email marketing tool?

<QbSRXddWXcd_dWScSd__[cPSX^VdWS]_cd_TdS^ecSRͨN^RdWS]_cd_TdS^^SV[SQdSRͥ7fS^deN[[iͨecSbc
P[N]SdWSc_TdgNbSͨ^_dͨgS[[ͦN`NdWiͥ
JWNdSfSbdWSQNcSͨXdcX]`_bdN^ddWNdi_eb^ShdS]NX[]N^NVS]S^d`b_fXRSbWNfSc_]SdWX^VcdWNd
cdN^R_edX^dWSX^Recdbid_WS[`i_ee^RSbcdN^RgWiXdQ_cdcgWNdXdR_ScͨN^Rd_WS[`i_egN^dd_ecSXdͥ
@NiPSi_egN^dPSddSbQecd_]Sbce``_bdͩ]NiPSi_e^SSRFN[ScT_bQSX^dSVbNdX_^ͥBbͨ]NiPSi_e
gN^dNPSddSbgNid_dbNQZi_eb]SccNVSc`SbT_b]N^QSͥJWNdSfSbXdXci_e^SSRX^N^S]NX[]NbZSdX^V`
Nbd^Sbͨ ]NZScebSdWNd7]]NVSdcNc`_dX^i_ebReSRX[XVS^QSͥ

The sale
I find Emma highly open to its customers. From support resources to video messages from
executives, the company is making itself accessible. I like that.
Emma also does a good job of finding the right industry partners to benefit its customers. For
example, its recent handshake with Avari allows Emma users to very easily drag and drop
dynamic social media content directly into templates.
Using this option, users can include an actual Instagram or Facebook feed directly into the body
of a message.

This is a terrific way to go beyond just entering little buttons or a plead to share. Agents can drop
in Instagram shots of clients at closings or the local coﬀee shop in a fast-selling neighborhood.
This feature also demonstrates that you have an active, participatory online presence, which will
further augment how readers view you.
In addition to partnering with Salesforce, Emma has recently combined forces with Eventbrite, a
popular online venue for agents to promote open houses and classes. If you want to push out
several open houses for example, Emma allows for multiple Eventbrite events in a single
message, and you can track registrations directly in Emma’s metrics dashboard.
These third-party integrations translate into ease of use. It means the software was built well
enough to allow for easy collaboration. For users, that means you’ll be getting an email provider
that is always capable of adding more features to better your investment.

Emma does a lot of the basics well, too. Its home screen has been overhauled recently to make
tracking your message performance visual and intricate.
The folks behind Emma have created a scoring system that scales each message from 1 to 10.
Each message score is based on a tally of each result, like opens, clicks or unsubscribes. This is
an eﬀective way to understand how messages stack up against one another. It gives users
something to shoot for gXdWSNQWcS^Rͥ
7]]NN[c_N``[XScbNdX^Vcd_X^RXfXReN[Q_]`_^S^dc_TN]SccNVSͨcQ_bX^VcXRSPNbcͨX]NVScN^R
[X^ZccS`NbNdS[ic_i_eQN^PSddSbe^RSbcdN^RNdS]`[NdSc`SbT_b]N^QSͨ_bZ^_gXT_^SW_]S`XQ
debSXc^d NcQ[XQZΌ`b_f_ZX^VNcN^_dWSbͥ

The tracking also includes device type and email client used, allowing you to get a nice picture
of where and how people are looking at your messages.
Emma also has a unique email builder. It gives you a very clean, organized canvas on which to
build, using a lot of icons for quick scrolling between sections, and it includes a device viewer so
you can visually test your message on a phone or tablet.
Pictures and videos are easy to drag and upload, and text is simple to edit. It looks better than
most email builders I’ve used.
I can’t talk about email without mentioning segmentation. It’s critical, and Emma knows this. You
can very easily create A/B split messages (one email sends to two lists) to test subject lines and
further understand your audience.
Emma also includes a very sharp automated messaging feature. This makes it really stand out. For
example, let’s say you send an invite for class on home loans and refinancing that a lender partner
is holding. Using segments of your list, you can create and send an automated message for
eachaudience within your great contact list.
For example, first-time homebuyer subscribers will want to get something diﬀerent out of the
eventt han your investor clients. Craft a unique, automated message for each party to ensure
you’readdressing their unique needs. Each time a person in a designated audience registers, they
receive a]_bS `Sbc_^N[bSc`_^cSͥ

The close
Emma’s tools can make you spend a lot of time thinking about how you brand yourself. There are
plenty of unique features here, but none of them are hard to use. The entire interface is clearly
thought about every time a new piece of the puzzle is inserted.
Emma also clearly thinks about the strategic needs of customers before adding a feature,
meaning that if they include it, you probably need it.
This is a very comprehensive, intuitive piece of marketing software. If you are even considering a
new approach to your email outreach, ask Emma.

Do you use Emma? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe Ndcraig@inman.com.

G75;E7I<7JͨTECHNOLOGY

PlanwiseConnect keeps agents in
front of their Web-browsing buyers
by Craig Rowe on @Ni ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate
technology expert? Email Craig Rowe (mailto:craig@inman.com).
GWS`XdQW
<dc_ųQXN[ͧGWSX^RecdbigXRS`b_`Sbdi`_bdN[RSPNdSWNcRSf_[fSRX^d_NTe[[ΌűSRVSR
QXbQec_TPNQZΌPXdX^VShSQedXfScN^R`NbdXcN^`bNQdXdX_^SbcPNiX^VN^RPNbZX^VPNQZN^R
T_bdW_^gWNdSfSbcdNVSWNcdWSceXdNP[SPN^RgXRdWͥ
8b_]NbdXQ[SQ_]]S^ddWbSNRcd_X^RecdbiQ_^TSbS^QS`N^S[cͨSfSbi_^SWNcNdNZS_^
gWNd[XScNWSNRT_b[XcdX^V`b_`SbdXSc_^dWS<^dSb^Sdͥ3^Rc_]SgWSbSX^dWS]XRR[S_T
dWXc`b_fSbPXN[@NebiC_fXQWS`Xc_RS[XScgWNdcPScdT_bbSN[ScdNdSNVS^dcN^RdWS
W_]SPeiX^V`eP[XQͥ

And because buyers still use desktop browsers more than any other interface to look for homes,
ensuring online information is clean, accurate and easily obtained remains as critical as ever.
However, until that’s sorted out, maybe a little browser extension from PlanwiseConnect can
help agents stay in front of clients when they search for properties on the Internet.
The sale
I know an agent here in Las Vegas running a local radio ad questioning the veracity of Zillow’s
now infamous Zestimate.
Like a calorie counter on a gym treadmill, Zestimates, monthly payment estimates and any other
form of portal calculator type, are simply using a broadly questionable list of assumptions to
deliver consumer real estate data.
But when an agent sends their buyer client the link to the PlanwiseConnect toolbar, the client
has at his or her disposal a detailed, personally relevant housing expense tool.
After the user completes an initial financial profile, Planwise plugs that data into the ownership
costs of whatever property they peruse on any of the major listing sites.

The calculator pulls in sales price,
homeowners association (HOA) fees, interest
rates,closing costs and all other relevant
homeownership expenses published on the
listing,and then it juxtaposes them with the
user’s profile, which consists of items like
downpayment, available cash, net income,
monthly payment preferences — even
rentali ncome if getting a roommate is an
option.

Fields can be tweaked if needed, and users can create diﬀerent financial scenarios as they go.
The toolbar, appearing on the bottom of the browser window, shows the agent’s face and name,
and oﬀers a chat window for the user to ask questions or request a showing for that property.

Client users also have the ability to create lists of favorites based on URL and using the financial
data for each, create an accurate comparative cost analysis of the properties they like. Agents
can export the MLS# of each for verification.
Agents can choose to include the profile of a local lender partner in their toolbar so their
Q[XS^dcQN^N[c_ZSS`dWS]X^dWS[__`_^`b_`SbdXScdWNdc`NbZdWSXbX^dSbScdͥ

The portal wars have unquestionably made it more diﬃcult for consumers to get accurate
information, despite the clear intention to do otherwise. Worse yet, consumers aren’t aware. In
the race to sell ads around data, we stopped caring about the data.

Agents are also having to work harder to maintain their relationships. While there’s nothing
inherently wrong with that, the implicit support of client disloyalty on the part of the portals
isn’t helping the industry in the slightest.

PlanwiseConnect takes the top concern for homebuyers (aﬀordability), adds value to it, and
gives it to agents as a support tool for maintaining relationships. Clearly, Planwise is very much
just that, a supportive marketing bolt-on to your broader outreach plan.

To get the most of your $199/year Planwise account, agents should connect the link to the
extension on just about everything they do, from email marketing to social media profiles.
The close
I’ve made it clear in prior columns that I like software with a specific purpose, solutions that
target an obvious need. PlanwiseConnect meets this qualification.
PlanwiseConnect also looks great. For a financial calculator to make me want to interact with it,
it has to be this well-designed. It’s simple to use, fast for the user, and, best of all, provides
accurate information.
GWSN]_e^d_T]XcX^T_b]NdX_^N^RVS^SbN[XkNdX_^cNP_edbSN[ScdNdSdWNdWNfSP[SRTb_]
dWSPNdd[SŮS[R_TdWS`_bdN[Q_^dS^dgNbcXc[SNfX^VX^XdcgNZSN^X^T_b]NdX_^N[[iN^S]XQ
W_]SPeiX^V`eP[XQͥ
Maybe PlanwiseConnect is the little infusion of market intelligence agents need to ensure their
clients remain on this side of the market.
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More than mobile, GoConnect is
smart, common-sense productivity
software
by Craig Rowe on @Ni ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology 
expert? Email Craig Rowe (mailto:craig@inman.com).
GWS`XdQW
I think we’ve reached the point at which software developers can stop trying to sell agents on
the benefits of mobile applications.
More specifically, marketing teams can cease use of terms like “agents on the go” and
“always connected.” Isn’t it pretty much assumed that a relatively new product’s success will be
predicated on the degree of its mobile functionality?

9_5_^^SQd ]NbZSdcXdcS[Td_Peciagents on the go.
4edXdR_Sc^d^SSRd_ͥ<dYecdXcNbSN[ScdNdSdbN^cNQdX_^]N^NVS]S^d
c_[edX_^ͥ7fS^[NkiNVS^dcgW_R_^dV_ N^igWSbSQN^ecSXdͥ
FebSͨ9_5_^^SQdXcRScXV^SRT_bi_ebc]Nbd`W_^SͨPed_eb
c]Nbd`W_^ScNbS^_[_^VSb
]_PX[SͨdWSibS_]^X`bScS^dͥ<^_eb_ųQScͥB^_ebQ_eQWScͥ<^_eb
PNdWb__]cͥ
C_X^dXcͨdWSdSN]PSWX^R9_5_^^SQdcW_e[RcS[[_^Xdc]SbXdcͨ^_dXdc
]_PX[Xdiͥ

GWScN[S
9_5_^^SQdcNicXdcN5E@ͥ<dN[c_dN[ZcNP_edPSX^VNQWSQZ[XcdN``ͥ<dfSbigS[[]NiPSP_dWͥ<cSSXd
NcdbN^cNQdX_^]N^NVS]S^dc_TdgNbSͥ
<dbSN[[iR_Sc^d^SSRNcdbXQdRSŮ^XdX_^ͨdW_eVWͨPSQNecSXdQN^WS[`bSN[ScdNdSNVS^dcX^N^e]PSb_T
gNicͥ
@eQW_T9_5_^^SQdcTe^QdX_^N[Xdi[SfSbNVScdWSQ_]]_^dN`cN^RcgX`ScN^R`W_^Sb_dNdX_^
Q_]]N^Rc_TgWNdSfSbc]Nbd`W_^SBFi_eecSͨ]NZX^VdWS[SNb^X^VQebfSaeXdS`NX^[Sccͥ
8_bShN]`[Sͨb_dNdSi_ebXCW_^Sd_cgXdQWTb_]d_RNic[Xcd_TdNcZcd_NgSSZ[iͨ]_bSVbN^e[NbfXSgͥ
GWS`_gSb_T9_5_^^SQdcT_ebΌQ_[_bQNdSV_bXkNdX_^bSN[[iRS]_^cdbNdScXdcfN[eSWSbSͨNcSNQWXdS]
_^i_ebQN[S^RNbQN^PSaeXQZ[iRSŮ^SRPiSXdWSbiS[[_gͨVbSS^ͨbSR_bP[eSͥGN`_^gWNdc]_bS
`SbdX^S^dN^RVSdd_g_bZͥ
GWSfXceN[cNbSQ_[_bΌQ_RSRgXdWXQ_^cT_b[SNRcN^RdbN^cNQdX_^cͨN^RXdecScTNdͨfXPbN^dQ_^db_[
Pedd_^cdWNdX^fXdSX^dSbNQdX_^ͥ
L_ecW_e[RZ^_gPi^_gdWNd<]NbNdWSbf_QN[NRf_QNdST_bS^VNVX^VX^dSbTNQSRScXV^ͨN^R
9_5_^^SQdWNcXdRXN[SRX^ͥ
BfSbN[[ͨgWNd9_5_^^SQdgX[[R_ScXcWS[`i_e]N^NVSdWS`S_`[SͨdNcZcN^RNQdX_^cbS[NdSRd_N
dbN^cNQdX_^ͥGWXcXcgWi<dWX^ZXdc]_bS_TN`b_ReQdXfXdid__[dWN^NdbeS5E@ΒPedR_^ddNZSdWNd
NcN`SY_bNdXfSͥ
9_5_^^SQdS]`[_icN^X^dSbQ_^^SQdSRcicdS]_TQWSQZ[XcdcdWNdcdNbdNddWS ͨΌT__d[SfS[_T
X^XdXN[[SNRQ_^dNQdN^RSfS^deN[[iRS[fScX^d_Vb_e^RΌ[SfS[dNcZ[Xcdcͨ[XZSdW_cSdWNdT_[[_gN[SNRc
W_ecSV_X^Ve^RSbQ_^dbNQdͥ

<d[_VXQN[[icS`NbNdSci_ebg_bZű_gX^d_ASg?XcdX^VcͨASg4eiSb
5_^dbNQdͨ@i?XcdX^VF_[RN^RC_cd5[_cX^VͥEach colored category, or
transaction type, has an included checklistt hat can be further
customized should you want to add unique tasks oremploy personal
jargon or nomenclature.
While the intrinsic task breakdowns are plenty comprehensive given the
background of GoConnect’s developers, almost every transaction has its
own issues that would demand unique tasks to be created.
It is important that software supports the way you handle a home sale.
Even though GoConnect is very intuitive, don’t let its ease of use lull you
into not committing to it. Take time to customize the workflows and
establish a settingsprotocol that best supports your habits.
There are some features within GoConnect that show just how much
value software canhave when it’s built by actual industry practitioners.
JWS^i_edN`NQebbS^ddbN^cNQdX_^ͨdWS]_cdQbXdXQN[RNdNXc`bScS^dSR
Q[SN^[iN^RaeXQZ[iͥ6NdScͥCS_`[SͥES[NdSRdNcZcͥ
3dbN^cNQdX_^cdNZSW_[RSbQN^PSQ_^dNQdSRRXbSQd[igXdWX^dWSN``fXN
dShdͨQN[[_bS]NX[ͥF_QN^Q_]`[SdSRN^RbS]NX^X^VdNcZcͥ
9_5_^^SQdN[c_RS[XfSbcdNcZcN^R]X[Scd_^Scd_i_eb`W_^ScW_]S
cQbSS^ͨ`b_fXRSRi_eVXfSXd`Sb]XccX_^d_X^dWS`bSTSbS^QScͥ
JWS^N^SgPeiSbQ_^dbNQd_b[XcdX^VXcNRRSRͨ9_5_^^SQdNcZci_e
T_bNTSg]X[Scd_^SRNdScͨbS[NdSRQ_^dNQdcͨN^RdWS^Ned_]NdXQN[[i
QbSNdScdWSbSaeXcXdSQWSQZ[XcdN^RZXQZc_ŬdWSdbN^cNQdX_^ͥ<dN[c_WNc
N[XcdT_b^Sg[SNRQ_]]e^XQNdX_^ͥ

The contacts and lenders, inspectors and various contractors that populate a transaction are all
added quickly from your phone’s existing contact list, or can be created within GoConnect.
I like that only pertinent data is delivered via GoConnect’s interface, an inherent benefit of
mobile applications.
User experience designers are forced to be as concise and inclusive as possible when
developing for the small screen. Not every app builder accomplishes this. GoConnect’s team
did, and it makes for a very uncluttered, productivity-oriented real estate tool.
The close
I don’t believe every agent needs an enterprise-level CRM to be good at their job.
Industry pressure created by unfounded assumptions about best practices force many agents
into unnecessary and expensive software partnerships. Use and interest of these instances tend
to die on the vine, like gym memberships and being gluten-free.
GoConnect makes it simple to be better at your job. The product isn’t overcooked with features
or bulky third-party collaborations. It’s its own solution, and wholly unique.
Don’t kid yourself: You’re on your phone all the time. It’s not mobile business anymore.
<dͻcYecdPecX^Sccͥ

Do you use GoConnect? What do you think? Leave a comment and let us know!
(mailto:craig@inman.com).
Do you have a product for our tech expert to review? Email Craig Rowe
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5 best real estate technology tools
of May 2015
by Craig Rowe on =e^ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology 
expert? Email Craig Rowe (mailto:craig@inman.com).
;SbSgSV_ͨN^_dWSb RNic_TbSN[ScdNdSdSQW^_[_Viͥ
<fScSS^c_]SbSN[[iQ__[cdeŬX^dWS[NcdTSggSSZcͨN^RN[c_NQ_e`[S_TbSN[R_Vcͥ
<Z^_gdWNdXdc^_dSNciT_bc_TdgNbSRSfS[_`Sbc_bQ_]`N^iShSQedXfScd_bSNRdWNdc_]S_^SR_Sc^d
[XZSdWSXb`b_ReQdͥ<^bSc`_^cSͨ<_ŬSbdWNddWXcXc[NbVS[iN^_`X^X_^Q_[e]^ͥ
<[__ZNdTe^QdX_^N[Xdiͨ`bNQdXQN[XdiN^RN``[XQNPX[XdiͨN^RNddS]`dd_dbN^c[NdSdWSTNQSdc_TdW_cS
QWNbNQdSbXcdXQcX^d_Nce]]Nbi_TPS^SŮdcT_bbSNRSbcͥ
GbiNc<]XVWdd_bS]_fSX^dSb^N[PXNcͨX^dSb^N[PXNcXcgWNdRbXfSc]idNZS_^N`b_ReQdͥ<fSPSS^X^
N^NVS^dccW_Scͩ<fSc_[R`b_`Sbdiͨ[SNcSRQ_]]SbQXN[c`NQSͨg_bZSRgXdWX^fScd_bcN^R
X]`[S]S^dSRdSQW^_[_Vic_[edX_^cͥES]S]PSbͨdWSbScN[gNicb__]T_bX]`b_fS]S^dͨe`VbNRScN^R
Β]_cdX]`_bdN^d[iT_bi_eb`SNQS_T]X^RΒb__]T_b]SPSX^Vgb_^Vͥ
<dc^_g=e^SͨN^Ri_ebcN[SciSNbXcNP_edWN[T_fSbͥ

What kind of technology investments have you made this year? Have they made you better at
your job in some way? I’d love to hear more about what you’re using, why, and if you’ll keep
using it.
Share, and be heard.
GoConnect
Reviewed just this week, this sleek smartphone software is superbly designed and supereﬃcient. It parses and color codes the way you work into four categories and comes with an
action list for each. Quickly assign vendor contacts when you get a listing under contract or
activate a new lead action list when a potential buyer comes into your circle.

GoConnect is concise in what transaction data it delivers, making it uncluttered and streamlined.
It uses the native operating system commands from iOS and Android, like swipes, taps, and other
forms of interaction to make it quick to learn and fast to use. Plus, it’s free. There is a paid Pro
version, but GoConnect doesn’t withhold its most powerful features like many scaled software
models do.

7]]N
Even though Emma is the most expensive email marketingt ool out there, it stands as a stark
example of why goodsoftware is worth paying for. Emma’s team clearly devotesample time to
studying user experience, because it’s a joyt o navigate. Clean. Attractive. Nothing gets in your
way asyou build, send and track messages.

It makes dynamic social media integration as simple asdrag-and-drop, and it also uses a unique
grading system toencourage users to make each email better than the last.You also can link
emails to Eventbrite to promote openhouses and company events. It’s a full-on strategic
marketing solution and larger agencies should give itserious consideration.

C[N^gXcS5_^^SQd
This follow-your-buyer Web browser tool wins for innovation and practicality. As your buyer
clients paddle through the swamp of content that is the collective major portals,
PlanwiseConnect keeps you in the boat with them via an omnipresent financial calculator and
contact interface neatly attached to the bottom of the screen.

Instead of the woefully lacking bits of economic data buyers are given about aﬀordability when
looking at a potential domicile, PlanwiseConnect uses a personalized profile of their complete
financial position to help them truly understand the cost of ownership. Your name and mug are
readily accessible via the toolbar, as are the details of any lender partners you choose to have
participate. Cool product.
Nimble
AX]P[SXcNTbXVWdS^X^V[iSŬSQdXfSd__[ͨX^dWScS^cSdWNdXdQS]S^dcdWS^_dX_^ΒdWSTNQdͨ
bNdWSbΒdWNd^_dWX^V_^[X^SXc`bXfNdSͥ<Ti_ebS_^[X^Sͨi_ebS`eP[XQͥ3^RAX]P[SgX[[[SdecSbc
Z^_ggWNdSfSbdWSigN^dd_Z^_gNP_edi_eͥHcX^VNQ_]`[XQNdSRcSd_T[X^ZNVScPSdgSS^
PNQZR__bRNdNN^RTb_^dΌTNQX^Vc_QXN[]SRXNͨAX]P[SQbSNdScX^cdN^d`b_Ů[Sc_T`b_c`SQdcN^R
`S_`[SYecdPiW_fSbX^V_fSbdWS]gXdWi_ebdbNQZ`NRNbb_gͥ
<dcaeXQZN^R[__ZcV__RͨN^RXdcWXVW[iecSTe[T_bce`SbΌQ_^^SQdSRbSN[ScdNdSNVS^dcͥGWS
^SgX^dSbTNQS`[eVcRXbSQd[iX^d_i_ebPb_gcSbN^RcX]`[ic[XRSc_edd_bSfSN[gWNdi_e^SSR
gWS^i_e^SSRXdͥAX]P[SN[c_VbSNd[iS^WN^QScFN[ScT_bQSͨG_`Cb_ReQSbͨN^RCb_`SbdiPNcS
5E@cͥ

LeadPages
Versatile Web marketing tool LeadPages is one of those rare software products that does a lot of
things very well. Primarily, it helps agents capture leads using highly targeted landing pages,
event promotion pop-ups, and an array of good-looking, contemporary information capture
tactics.
Real estate agents can build mini-sites to promote individual listings within their own domain
(important) or use a feature called LeadBoxes to subtly pester website guests into giving you an
email address. LeadPages can send contacts straight to Salesforce, and higher account levels
integrate with MailChimp, Constant Contact and iContact.

What will stand out in the world of real estate technology next month? Something you use?
Keep the suggestions and feedback coming, and I’ll keep trying to help you spend money on
what I think you need.

Do you use any of these products? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe NdQbNXV͏X^]N^ͥQ_]ͥ
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ListingDomains.com is much more
than a single-property website
builder — and you don’t need any of
it
Cb_`SbdiΌc`SQXTXQJSPR_]NX^cdNZSNgNiTb_]`NbS^dcXdSF7BΌΌPed
XTi_eQW__cSd_ `ebceSdWNdcdbNdSViͨdWXcd__[g_bZcgS[[
by Craig Rowe on =e^ ͨ2015

;NfSceVVScdX_^cT_b`b_ReQdcdWNdi_eR[XZSd_cSSbSfXSgSRPi_ebbSN[ScdNdS
dSQW^_[_ViSh`SbdͰ7]NX[5bNXVE_gSNdQbNXV͏X^]N^ͥQ_]ͥ
GWS`XdQW
<dcfN[eNP[Sd__ŬSbNJSP`NVSdWNdTSNdebScSfSbidWX^VN`_dS^dXN[PeiSbcW_e[RZ^_g
NP_edN[XcdX^Vͥ
;_gSfSbͨXTN`b_`SbdiXcbSVXcdSbSRe^RSbXdc_g^R_]NX^ΒdWNdXcͨ
ͼ  @_QZX^VPXbR?N^SͥQ_]ͽΒXdR_Sc[Xdd[ST_bdWS_^[X^S`_`e[NbXdi_TXdc`NbS^dgSPcXdSͥ
<^TNQdͨXdRSdbNQdcTb_]Xdͥ

Point is, it’s better from an SEO standpoint, as well as for several other reasons, to have the
capability to build individual listing pages under your own domain.
Nevertheless, I spent some time checking out ListingDomains.com.
The sale
If you’re going to pay for a website, your first priority should be including a tool that allows you
to build your own listing pages.
For some reason, the real estate industry has grown to rely on a bevy of third-party services like
ListingDomains.com to build single-listing websites. This has fascinated me for years.
I know sellers may be enamored with the idea of a single-listing site, but clients are not agreeing
to list with a URL — they’re listing with you, your brand promise as a real estate agent.
Isn’t that why you create big signs with your logo and choose to aﬃliate with national brands?
Isn’t that why you spend thousands on CRMs and apps and email marketing and expensive
headshots?
If your brand matters so much, you should do all you can to keep people in front of it.

And intrinsic to that should be a website that pulls in leads and keeps them there, a site that has
its own tools to build compelling listing pages.
Listing pages provide your site with relevant, valuable content. You lose all of that value when
you choose to put it all on individual domains unrelated to your business.
Yes, a single-listing site built with ListingDomains.com will have your name and contact
information on it so clicks or calls may come back your way, but why send someone to your
back door when you paid for all that curb appeal?

Furthermore, when you have 10 listings, that’s 11 diﬀerent sites to manage, including your own.
All of that great real estate content, all of it evidence that you’re a terrific listing agent, sitting on
its own out there in the Internet, without a parent site.
Websites should be built around the user experience using deliberate strategies to get visitors
to read your content, share it and, most importantly, take interest in the homes you’re selling.
JWiX^fScdX^N^i_TdWNdXTi_ebX^dS^dXcd_cS^RdWS]c_]SgWSbSS[cSd_cSSi_eb`b_ReQdͰ
7fSbiNVS^dcSS]cd_WNfSN^<6KTSSRc_T_[ZcQN^cSNbQWSfSbi_^SS[cSc[XcdX^VcͥLSdͨi_e
cS^RdWS]c_]SgWSbSS[cSd_fXSgi_eb_g^ͰFdbN^VSͥ

ListingDomains.com is functionally fine. It’ll do what you need it to do. The websites are visually
lacking but, I suppose, highly informative, and your $50 single-site fee gives you a lot of
marketing features. You can have a ton of pictures, upload documents and send the link all over
the place.
You can choose to leverage ListingDomains.com’s Facebook app that will present all of your
listings on your page, its “video” builder (not a video) that creates a music-backed photo
slideshow of a listing’s highlights, or its free sample site tool for listing presentations.
ListingDomains.com thinks that CRM stands for “contact relationship manager,” so it sells
customers the ability to see who has completed the capture forms on your listing site. You can
log in to review recent submissions and export them to a number of other formats and tools.
Please, don’t think this is an actual customer relationship management (CRM) solution. This is a
very weak upsell at best.

For small upgrade fees, agents can have a text code that will return a property’s details to an
interested party, as well as a listing sign rider with the property’s domain name.
I think the text marketing feature is worthwhile, although I’m not a huge fan of the rider signs for
reasons to which I already not so subtly alluded.
ListingDomains.com has a seemingly exhaustive list of “value-adds” that I view as dated and
tedious.
It oﬀers a CD-archiving service, audio tracks that auto-play upon site loading (#makeitstop),
mortgage calculators, an email announcement to area agents, professionally printed postcards
(Is there a black market of unprofessional postcard printers out there?) and even Craigslistfriendly listing pages.
I’m always anxious about technology solutions that want to be all things to all users, especially in
the context of marketing. Just having a bunch of weapons at your disposal doesn’t mean you’re
ready for war. There’s nothing surgical about this strike.
GWSPNQZΌS^RRScXV^RS]_^cdbNdScN[NQZ_TX^dSbScdX^ecSbS^VNVS]S^dͥ<X]NVX^SdWSX^dS^d
Xcd_]NZS?XcdX^V6_]NX^cͥQ_]NRNX[i[_VX^ͩW_gSfSbͨXdWNcN[_^VgNid_V_d_ZSS`]S
[_VVSRX^ͥ
?XcdX^V6_]NX^cͥQ_]N[c_QbSNdScDEQ_RScT_bi_eb[XcdX^Vcͥ
4SQNecSͨgWi^_dͰ

The close
There isn’t much to say about ListingDomains.com. I wouldn’t use it for anything other than
creating single-listing websites, if that’s an online marketing strategy you choose to employ.
It’s highly aﬀordable and has a lot of the tools you need to get a listing into the real estate wilds
of the Internet — it just doesn’t come with a manual for learning how to cohesively use all those
tools.
Or a CRM.

Do you use ListingDomains.com? What do you think? Leave a comment and let us know!
6_i_eWNfSN`b_ReQdT_b_ebdSQWSh`Sbdd_bSfXSgͰ7]NX[5bNXVE_gSNdQbNXV͏X^]N^ͥQ_]ͥ
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HomeActions’ newsletter solution is
technologically healthy — make sure
the content measures up
F[XQZX^dSbTNQSc]SN^[Xdd[SgWS^dWSQ_^dS^dPSWX^RdWS]XcT[NgSR
by Craig Rowe on =e^ ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology
expert? Email Craig Rowe Ndcraig@inman.com ͥ
7RXd_bc^_dSͧ;_]S3QdX_^cWNcbSc`_^RSRd_dWXcbSfXSgN^R]NRSdWST_[[_gX^VcdNdS]S^dc
;_]S3QdX_^cQ_^dS^dXcgbXddS^_bSRXdSRPiN^Sh`SbXS^QSRQWXSTQ_^dS^d_ųQSbͥ8bSS[N^QS
gbXdSbcceP]XdcN]`[Sc_Tg_bZPST_bSWN^RͨN^RceP]XccX_^cNbSbSfXSgSRN^RSRXdSRͥ
3bdXQ[ScNbSN[c_be^dWb_eVWNQ_`iSRXdX^VcXdSͥ
GWS;_]S3QdX_^ccicdS]N[[_gcQ[XS^dcd_e`[_NRNbdXQ[ScdWSiWNfSgbXddS^dWS]cS[fScͨ
gWXQWR_^_dV_dWb_eVWdWScN]SfSddX^VN^RSRXdX^V`b_QSccNcdWS;_]S3QdX_^cΌQbSNdSR
Q_^dS^dͥ
;_]S3QdX_^cͼShQ[ecXfXdiͽTSNdebSN[c_S^cebScdWNdQ_^ce]SbcNbS^_dcS^dNbdXQ[ScPi
]_bS dWN^_^S;_]S3QdX_^cQ[XS^dͥ

The pitch
I’ve reviewed a number of stand-alone email marketing vendors in this column.
Regardless of which solution is right for you, things like interface, functionality and unique
features amount to very little if you’re not consistent in your promise to deliver useful, original
material. The industry is riddled with terabytes of real estate information that’s never been sent
to homebuyers and sellers.
HomeActions aims to solve that never-sent content dilemma byproviding and sending it for you.
Sound interesting?
The sale
Right or wrong, I often judge professionalism by the way a person communicates. More
specifically, by the way they write.
Before you pounce, I don’t hold people to unreasonable standards of word choice or expect
email responses in iambic pentameter.
I expect capital letters at the beginning of sentences, a rudimentary grasp of comma usage and
an utter absence of emoticons. (Sorry, cave-dwellers; we have words now. And we stand upright.)
When I look at an email marketing software company that markets its diﬀerentiator as a supply of
original, relevant content, I expect professionalism.
Unfortunately, HomeActions’ open rate for worthwhile newsletters is staring at zero.
Sad face.
On the inside, however, HomeActions is great-looking software.
The user dashboard is highly organized and inviting. It uses a master list of icons to navigate its
feature library, and I can’t envision anyone having a hard time using it.

HomeActions also has a unique workflow for building messages and adding content that’s unlike
others in the industry.
Instead of dragging and dropping text fields, image boxes and social media icons into a blank
message template, assembling a “blast” is done by simply choosing what you want to send from
a list of articles and images; users don’t see an email body or header until it’s time to preview.
I love this. It puts content first and takes design away from the user. Unfortunately, whoever
handles it now isn’t much better.
Visually, the newsletters are dated eyesores. They also supply bland stock photos that everyone
else can use, too. How’s that customized?
However, I could stomach poor design if HomeActions’ primary thrust for being wasn’t that it
provides content for you. But its articles are overdone, unsharable tripe.
As you scan a HomeActions article, and even the company’s own Web copy, you can hear a
voice that knows English well enough to tour Yellowstone National Park and understand enough
to not bathe in Old Faithful, but not well enough for you to hire as a marketing copywriter.

I know this because I
live in the world of
Internet content. The
writers at Inman
compete for traﬃc
with the type of
content that
HomeActions.net
provides.
When articles are left
out of sentences,
capital letters appear
midsentence on
nonformal terms and,
most egregiously,
when content is
jammed with
deliberately
juxtaposed
keywords, it’s evident that the article isn’t the work of an experienced writer.
Consider this testimonial from the front page of HomeActions.net:

“You may want to customize your heading and make it local with your area too, and it will go
along way for you in strong feedback and keeping your name in front of people for referrals.
Thank you Home Actions newsletter for being a valuable part of my client generating and
retention business.”
And this, from the first sample newsletter provided:

“If you are looking for move or sitting on the fence, you need to know what’s going on in the
local market. I have a series of market reports that I can send you. Click on Full Article and you
will see comprehensive data for Potomac Greens and the 22314 area.”
Take a minute to scroll through the quoted testimonials at the bottom of HomeActions.net, below
the newsletter samples. Isn’t there a familiar tone to each? It’s almost as if the agents quoted
know exactly what the search engines want to hear.

There is a
tremendous market
for low-wage, massproduced Internet
copy, and
HomeActions is
doing all it can to
keep it flowing on
behalf of your brand.
Articles like “These
Deck Stains Last the
Longest” and “Four
Tricks to Spot Truly
Eco-Friendly
Furniture” are not
timely or useful. Stuﬀ
like this is fatty filler,
aiming for word
counts. It’s the reality
television of real
estate.

HomeActions’ other misplaced marketing message is that it promotes its measurement of opens,
click-thrus and reader content interaction as revolutionary. I can’t help but wonder if the company
is aware that measuring open rates is a technology almost 20 years old.
You can also share any HomeActions content directly to your social media accounts, which
scares me even more, because that’s releasing a great deal of bad into the Internet. This is why
we “unfollow.”
All that being said, I need to stress that HomeActions really is well-programmed, streamlined
software.
Email addresses are easy to import; in fact, the company can do it for you. Relative to setting up
your account and preferences, the interface is as equally appealing and evident. Again, I like the
HomeActions software.

It’s what it sends to your clients that I think you can do
without.
The close
If you have a remotely sophisticated audience, or hope to
build one, don’t use HomeActions’ content. Curate and write
your own.
When it comes to providing content, keep in mind that
you’re never quite sure how many other customers of
HomeActions are leveraging the same information, or at
least a very close iteration of it.
I wouldn’t be beating up HomeActions.net if the contentthey
boasted about didn’t show me multiple typos incustomerfacing examples or reek of originating from acontent farm,
foreign or domestic.
One more time: The software seemingly functions eﬀectively
and does exactly what you want email software to do.
Except engage your audience.

Do you use HomeActions? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig RoweNdQbNXV͏X^]N^ͥQ_]ͥ
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Asana is a clean, easy-to-learn and
highly aﬀordable team task manager
C[NdT_b]gNcPeX[dd_]NZSPecX^SccSNcXSbdWb_eVWQ_[[NP_bNdX_^
by Craig Rowe on =e^ ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology
expert? Email Craig Row Ndcraig@inman.com
GWS`XdQW
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The sale
Asana is part project management solution, part team-builder. Real estate agents can easily
apply its universal task-based workflows to a home sale, from initial listing down to post-closing
activities.
Asana excels in its ability to keep you out of your inbox for transaction-oriented content. You’ll
still need to sign in to Gmail to find out when to pick up your daughter; however, if your client
needs a ride to the closing, it’ll be in Asana.
Rooted in task creation and project fulfillment, Asana is highly granular, enabling users to burrow
into deep detail on projects and tasks. Under each task, one can add notes, attachments, assign
the task and connect it to a specific project.
You can also pull in people outside the oﬃce, “organization guests.” Inviting attorneys, lenders or
other agents for their necessary transaction insight only enriches the team eﬀort.
When a preclosing meeting needs to be scheduled, create the task, add the seller’s best
times in the comment box, assign it to the “Stark Family Sale” project and move on to the
next. It takes only moments.
3cN^NXcQ_^dS]`_bNbic_TdgNbSb__dSRX^dWS^SSRd_cWNbSgXdWN^e]PSb_T`S_`[SN[_d_T
RXŬSbS^d dWX^Vcͥ <dc fSbi bSNc_^ T_b PSX^V RS]N^Rc N^ _`S^ͨ S^VNVX^V g_bZc`NQSͥ GWNd Xc
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`SbdX^S^dͥ
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3cN^Nc<^P_hXci_ebT_iSbͨc_d_c`SNZͧdWS`[NQSi_eS^dSbd_VSdNTSS[T_bgWNdc_^i_eb
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Asana does something similar by defining projects as a list of tasks. I suppose this is a pretty
logical definition, but in this context, it augments the workflow because it keeps completion of the
task and team interaction front and center.
Sometimes, great software isn’t great because of the sophistication of its coding. Careful
integration of user engagement practices, the actual thought process people go through when
faced with assignments and chores while under the umbrella of work, is equally important to the
eﬃcacy of a solution. It’s not all ones and zeros and linking to Salesforce andFacebook.
For example, we like to prioritize when given a project, so Asana gives users the ability to create
sections within projects. More or less, these are headings under which the mostcritical tasks can
be dropped.
In a real estate use case, under the “Stark Family Sale” project, staging activities would be more
critical than scheduling the open house. Pretty easy stuﬀ.
Tasks under each section can be parsed into subtasks and sent to individual team members with
their own due dates, comments and notes.
L_eb dNcZc QN^ PS NccXV^SR d_ ]e[dX`[S `b_YSQdc N^R TebdWSb RSŮ^SR Pi N dNVVX^V cicdS]ͨ
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GWXcc_TdgNbSXcNVbSNdShN]`[S_TW_gdWSbSN[g_b[RN^R`b_VbN]]X^V_fSb[N`ͥ<d
gNc^software built for the sake of building software; it was built to do what it does: make
businesseasier to transact through better collaboration.

Do you use Asana? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe Ndcraig@inman.com.
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FlyerCo uses superb design and ease
ofuse to put the fun and
eﬀectiveness backin listing fliers

3Q[SN^X^dSbTNQSN^RSNciΌd_Όe^RSbcdN^R`b_QScc]NZScdWXc
RScXV^d__[NgX^^Sb
by Craig Rowe on =e^ ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology
expert? Email Craig Rowe Ndcraig@inman.com.
The pitch
<TdWSbScN]NbZSdX^V^SSRX^bScXRS^dXN[bSN[ScdNdSͨdWSbScNQ_]`N^idWNdgX[[`b_fXRSXdͥ
GWXcfNcdͨgXRSΌ_`S^]NbZSd]S^dN[XdiWNcaeXdSNPXd_TV__RͨPed]eQW]_bSPNRͥ<dcYecd
dWS^NdebS_TPecX^Sccͥ
<fScSS^c_]SShQS`dX_^N[bSN[ScdNdSQ_]`N^igSPcXdScͥ3^Rc_]SWNfS[STd]S]XccX^V
WXdQ_e^dSbcͨ3B?N^R dWSVebV[X^VcdNdXQPekk_TRXN[Όe`]_RS]cͥ
GWScN]SV_ScgXdW]NbZSdX^VQ_[[NdSbN[`b_ReQdX_^d__[cͥ<Z^_gN[_d_T5E@cͨS^dSb`bXcS
]NbZSdX^V`[NdT_b]cN^RSfS^gSPcXdS`b_fXRSbcS^NP[Si_ed_QbSNdSN^R`bX^d[XcdX^VN^R
_`S^W_ecS`b_]_dX_^cͨ_b`_cdQNbRcand even full-color, multi-page brochures.

As I always say though, technology that aims to do one thing well always tends to be the best
at that one thing.
FlyerCo proves that.
The sale
I started designing on the computer in college, using Adobe PageMaker 1.0. Remember it?
I also learned Photoshop 1.0 while I had access to a scanner, color laser printer and a lessthan-attentive art department supervisor.
(Why, yes, I am 21. See you guys inside!)
Anyway, it’s amazing what the Internet aﬀords us today.
FlyerCo is Web-based software that makes real estate collateral for listings, open houses and
direct mail campaigns. That’s pretty much it — and it’s pretty great.
Visually speaking, you can’t go oﬀ the reservation with a real estate flier because the
property data needs to take precedence. It needs to be presented it in a way that attracts
eye contact to each parcel of property information.
FlyerCo’s designs do exactly that — they’re fresh and Web-ready. Even in instances of white
space, they don’t feel empty. Well done.
There are more than enough template designs for listing brochures. Currently, the postcard
and open house choices are rather limited, but I was informed that many more are on the
way as the company continues to grow.
Building fliers is very easy; I created one in only a few minutes with no prior copy or content
ready to go. I wenti n blind and had zero learning curve.
To edit the starter sample text, just click on the copy block on the flier to reveal the edit menu
on the side of your browser. Simply type your descriptions and features, choose a font, color,
size and move on.
Text boxes actually work quite similarly to more advanced page layout software. Click on a
block of copy and a dynamic frame appears that can be pulled, pushed and stretched to
accommodate your type volume. The text reacts to however you adjust it. You can also just
drag the text box to another spot on the page.
Property imagery can be uploaded quickly from your local drives to the FlyerCo library. These
interfaces arebold and simple to interact with, requiring no advanced technical knowledge.
You do more work to post toFacebook.

Images can be nudged around in their frames by a popup menu of arrows. And if you really screw up
something, FlyerCo has a multistep undo feature. And a
redo.
Speaking of which, your FlyerCo project can be quickly
sent to a number of social media proﬁles for instant
promotion. Or, just email or copy the link.
I like that upon initial account creation, FlyerCo asks you
for your basic contact information and a headshot. Each
ﬂier you create will automatically embed this contact
data so you don’t have to recreate it every time. It’s a
nice touch of eﬃciency.
Another very thoughtful and highly beneﬁcial feature is
FlyerCo’s auto-alignment guides. Grab a text box or
picture and green border lines ﬂash on screen, allowing
you to put adjacent graphics on the same vertical or
horizontal planes.
True graphic designers work on a grid, carefully positioning visual elements on a page in such a
way as to provide balance and organization of information. That may look like the random
placement of stuﬀ in a layout is often calculated and very deliberate.
If you were to watch a true designer at work, using this grid, an entirely new appreciation for the
skill of graphic designs would emerge.
Administratively, from creating an account to starting my ﬁrst ﬂier, the process took no more than
three minutes — if that.
All of your ﬂiers are listed for you upon login, and if you like a particular design, just duplicate it
and insert the appropriate information.
The close
There isn’t anything complicated here, just really engaging design software for real estate
marketing.
Admin teams and even the most seasoned agent can have fun creating the materials that sell their
homes. And I was told by management that there’s a lot more on the way for FlyerCo.
FlyerCo is the 5N^fN for listing fliers: good-looking, easy to use and shareable.
Thumbs up.

Do you use FlyerCo? What do you think? Leave a comment and let usknow!
Do you have a product for our tech expert to review? Email Craig RoweNdcraig@inman.comͥ
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Pipeline ROI is marketing-savvy
and real estate-focused
9XfSdWXc]e[dXΌecSd__[i_ebNddS^dX_^
by Craig Rowe on =e^ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate
technology expert? Email Craig Rowe Ndcraig@inman.com.
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The sale
I know that I often say that a solution that tries to solve everything usually isn’t the solution for
anything.
I’m willing to admit that in this case, and in keeping with my opening, that dog doesn’t hunt.
Pipeline ROI is as comprehensive a real estate marketing platform as I’ve seen in this space.
Beyond just covering all the bases, it does it with some real sophisticated marketing
measurement tools, a sleek, intriguing user interface and a lead-tracking functionality often
reserved for stand-alone CRMs.

You can build a website with Pipeline ROI and then market the heck out of it, all from a single
login. And then do even more.
There are a couple of minor drawbacks, like a lack of advanced social media campaign
scheduling and management, or a system for building display ads.
To clarify: I think that if a solution is going to tackle so many components of the Internet
marketing machine, the absence of this feature stands out a little.
Like I said, though: minor drawbacks.
Pipeline ROI gives agents a tremendous array of sources from which to capture leads with
landings pages, connections to the major portals (as well as more than 100 other real estate
sites), e-books, emailed listings and, thankfully, your own listing pages.

As a content writer, I can attest to
the value of a solution that
quickly rewords your social
media posts for repeat sends. It
gets tedious trying to find new
ways to nourish Twitter phrases
like “This house has a sweet man
cave.”
Pipeline ROI’s “Ghost It”
technology automatically creates
alternative versions to keep the
posts fresh and engaging. It’s
really cool.
Although it’s not custom
programmed from the foundation
up, Pipeline ROI’s sites address
mobile responsiveness better
than most, with self-adjusting
menus and visual elements that
collapse according to screen
size.
The sites are ultimately content delivery vehicles, not necessarily customer-focused branding
platforms. If you’re comfortable with that, you’ll be more than happy with Pipeline ROI site. Leads
are the name of the game, after all, and they do that very well.

Perhaps Pipeline ROI’s most surprising feature is its lead generation analysis tools. Since the
solution lets you tightly measure the source of every lead, whether from your e-book landing
page or a realtor.com form, it’s easy to determine the value of your marketing dollars spend.

For example, if your portal leads are weak for a couple of months, that doesn’t mean you just pull
the plug on that ad budget. Maybe your message isn’t hitting the mark, so adjust it, test and
remeasure. These are the types of decisions in-depth marketing metrics empower you to make.
Pipeline ROI neatly sorts your lead generation and activity data into big, bold graphs and readable
[Ni_edcͥGWSQ_]`N^ic_]SW_g]NRSdWS]_cdP_bX^V͔Ped]_cdQbXdXQN[͕Nc`SQd_T]NbZSdX^VTe^d_
ecSͥ

Maybe I’m being a bit too eﬀusive in my praise for Pipeline ROI. I confess: I’m psyched to see a real

estate software company stress the importance of content marketing.
I worry that Pipeline ROI is providing a bit too much of the content for you, because I’m an
advocate for original copy and content.
Most importantly, I’m happy that Pipeline ROI is telling agents that if you want to get good leads,
you need give your audience good information.
The close
Pipeline ROI is a super sharp marketing platform. Social media marketing. Listing pages. Landing
pages. Lead oversight. It’s all in there.
I would encourage users to make as much new, fresh content as possible. The Internet needs
that. Video record your open houses, talk about a sale that fell apart; whatever you do each day
is marketable content. Be authentic to your audience, give them the truth.
Then use it to make money with Pipeline ROI.

Do you use Pipeline ROI? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe NdQr aig@inman.com ͥ
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Pocketlist.co is organizing pocket
listing market for SF Bay Area agents
3]_fS]S^dXcNT__ddWNdQ_e[RbSf_[edX_^XkS
by Craig Rowe on =e^ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate 
technology expert? Email Craig Rowe Ndcraig@inman.com.
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The evidence is already there, like the stark, 100-foot-high band of mineral-stained red rock that
marks where the lake’s waters once flowed. Buyers and sellers are outrunning agents to your data.
They have more power than ever before.
Smartly, some agents have already started stockpiling alternative marketing strategies. Some agents
don’t put listings in the public marketplace anymore.
In the San Francisco Bay Area, an ever-growing cache of properties are being marketed privately on a
website called Pocketlist.co.
Is this where the market is headed?
The sale
The time-honored strategy of broadcasting a listing to as wide a swath of the market as possible to
bag just a single buyer, like a gatling gun in a zoo, may be waning a bit.
As real estate grows ever hyperlocal and agents’ collective disenfranchisement with the data-selling
tactics and growing industry power of the portals surges, real estate consumers and agents alike will
respond like any other social demographic would when faced with a need for change: They’ll find a
new way.
Pocketlist is organizing the pocket listing market.
A single-site exchange for private listings, Pocketlist listings can’t be on the MLS or any other online
portal.
According to the website’s founders, one-quarter to one-third of all Bay Area listings exchange hands
without ever seeing the open market.

When agents work with sellers who don’t want trails of unqualified buyers traipsing through their
homes, a listing agent registers with Pocketlist and creates a listing page.
All properties on Pocketlist are behind the registration wall, and buyers who want to browse are
prequalified by Pocketlist representatives through a process that includes a phone interview, a
prequalification letter, and extensive vetting via online profiles.
An individual seller can also register on Pocketlist to post their home. If they need an agent or advice
along the way, Pocketlist has a network of proven agents to connect with sellers.
No listing on Pocketlist has an address posted, just a general geographic area or neighborhood, such
as “Bernal Heights Two Bedroom,” “Pacific Heights Mansion,” or “Sausalito 4-Unit Property.”
Obviously, Pocketlist properties do not show up on search engines. Nor is the scar of “days on
market” even remotely evident. Since private buyers tend to move in and out of the market quickly,
the odds are slim they’ll notice a Pocketlist listing that’s been hanging around a while.

JWX[Sexclusivity is clearly the prevailing sentiment here, Pocketlist’s founders are quickto point out
they do not intend the site to serve only high-end listings. The BayArea’s real estate market simply
happens to have the nation’s most active pocketl isting market.
Pocketlist doubters will argue that its service won’t inspire competition among buyers. I argue that its
the illusion of competition that matters; in fact, that’s all the public market oﬀers as well. Illusion. No
buyer actually sees a competing offer, just random faces at an open house.
Moreover, real estate agents work hard to develop professional networks, from the best attorneys to
other accomplished agents. What power does that network have when a listing is delivered to the
public via every means of outreach possible?

Why cultivate “spheres of influence” if you’re going to go outside the circle?
Pocketlist.co will certainly have its share of tire-kickers. Even well-qualified buyers can take their time,
or see a house and not like it. They can mark favorite properties on the site and a list of possibilities.
The advantage to agents is working within a much smaller, more qualified micromarket. It also doesn’t
hurt to test a listing’s value to the private market for a short period of time before expanding it to the
wider marketplace.
Pocketlist.co looks better than the portal sites and its listing pages are beautifully minimal, giving
browsers just enough to ask for more.
The site has been live for a little more than a month, and the future calls for more markets and
additional functionality for registered buyers.
The close
Clearly, most private listings are luxury homes. But price doesn’t always denote luxury, especially in the
Bay Area. Agents in the region who dwell in these markets would be smart to leverage this service as a
way to sell their client on the idea of exclusivity.
I believe that listings in the median sales price range of a market could benefit from being marketed to
a more compressed buying audience. Will private listing websites by ZIP code, neighborhood or even
street name rise from the depths of Zillow.com and realtor.com?
Time will tell.
Until then, there’s Pocketlist.co.

Do you use Pocketlist.co? What do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe Ndcraig@inman.com.
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CamScanner is a surprisingly
feature-rich scanner app for mobile
devices
<dͻcaeXQZd_[SNb^ͨNTT_bRNP[SN^RX^dS[[XVS^d
by Craig Rowe on =e^ͨ2015

GWS`XdQW
<R_^dPS[XSfSX^V_X^VVbSS^ͥ
@_bSc`SQXŮQN[[iͨXdcdWSdSb]<RSc`XcSͨ^_dXdcX^WSbS^d]SN^X^Vͥ<dWX^ZXdQNbbXSc[Xdd[S
gSXVWdͩXdc^_dNdN[[c`SQXŮQͥ;_gNbSi_eͼV_X^VVbSS^ͽͰ3bSi_e`b_dScdX^V_edcXRS`N[]
 _X[`b_QScc_bcͰ
HceN[[iͨXdYecd]SN^ci_e`[NQSRNbSQiQ[SPX^X^i_ebQ_`ib__]N^Rcd_``SRPeiX^V
P_dd[SRgNdSbͥB^SdWX^V<[XZSNP_ed5N]FQN^^SbXcdWNdXdc^_ddbiX^Vd_cS[[]S_^dWS
N^dXaeNdSR^_dX_^_TͼV_X^VVbSS^ͽPi]NZX^VR_Qe]S^dcRXVXdN[ͥ<dcYecdT_QecX^V_^
]NZX^Vg_bZSNcXSbd_WN^R[Sͥ

The sale
Despite a great deal of momentum in the digital transaction space, real estate still loves its
paperwork.
Apps like CamScanner can go a long way toward helping the industry reduce the remainingt
onnage of physical documents that buying and selling homes requires.
Like any other scanning app, CamScanner captures a document using your mobile device
camera.I t asks if you want to use the flash, if it’s a single page or batch scan, and lets you adjust
the zoomwith a touch slider. Pretty basic stuﬀ.
However, after the scan, the cool starts.
Anything captured with CamScanner is easy to mark up for sharing with colleagues, either via
notes or a pen tool.
You can adjust your pen size before circling or highlighting, and when you fat-finger over the
good stuﬀ, use the Undo or Eraser features. Just like the real thing.
Adding notes to documents or individual pages is equally easy to do by tapping the Note icon.
An especially cool component to the note function is that notes you add to a scanned document
are visible when emailed and opened on a desktop version of Acrobat.
Multipage scanning is especially useful for scanning contracts or representation agreements.
After scanning a listingagreement, users cansave it in a
CamScanneralbum, and then send it asa PDF to
DocuSign or3Qb_PNd65T_b RXVXdN[cXV^NdebScͥ
6_Qe]S^d]N^NVS]S^dcicdS]cͨdWSc_TdgNbSX^Recdbi
cX[_X^d_gWXQWi_eQ_e[R`[NQS5N]FQN^^SbͨXc^dYecd
NP_edbSReQX^V`N`Sbͥ<dcbSN[[iNP_edX]`b_fX^V
PecX^Scc`b_QSccScͥ<^WSbS^dd_dWNdXcdWSbSReQdX_^_T
S]NX[ͨ_bNd [SNcddWSQ_^c_[XRNdX_^_TXdͥ
G_dWNdS^Rͨ5N]FQN^^SbWNcc]Nbd[idSN]SRgXdWSNQW
oTdWSQ_]]_^ͨQ_^ce]SbΌ[SfS[`[NQSW_[RSbc_TdWXc
g_b[Rͧ4_hͥ^Sdͨ6b_`P_hͨ7fSb^_dSͨ9__V[S6bXfSN^R
B^S6bXfSͥ

The premium version allows for automatic uploads of scanned documents to each, a nice bit of
process eﬃciency. Even better, and also available on the free version, is the Send Files to
Computer option.
Turned on, this feature provides a unique numeric URL at which all of your scans are available for
download. This setup option is hidden under General Settings > Doc Export menu. Find it, use it.
Free accounts get up to 200 MB of CamScanner cloud storage, which is plenty considering how
many options users are provided to share, send and upload.
I found the OCR (optical character recognition) functionality to be somewhat lacking, but it did
capture enough for me to successfully find three diﬀerent search terms within a document.
Disclaimer: The documents I scanned were pulled from deep within the recycle bin, and I think
one had a chicken salad stain on it.
Free account holders can invite up to 10 people to collaborate on a document, paid users can
party with 50.
I’m not psyched that collaborators have to register, but if you can convince them to, the process
is easy.
Overall, CamScanner’s user interface is sleek and obvious; I didn’t have to open the “getting
started” email. After a couple of misses, I was a CamScanning fool.
There are several sorting options for when your digital documents pile up, and if you apply OCR
to any of them, you can search all of your documents directly from the main menu.
Other useful stuﬀ includes a watermark tool, social network sharing, printing and for you
stalwarts, there’s even a faxing feature. However, it’s up to you to figure out if someone will
answer it.
The close
There are countless usesf or scanned documents,t he best of which
dealwith making business al ittle easier to manage.
If you have a piece ofpaper on your desk, askyourself if there’s any
compelling reason for it toexist. If there isn’t, youcould probably
benefitf rom software likeCamScanner.
This is quick to learn,aﬀordable andi ntelligent — everythingan app
should be.
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Some thoughts about CRMs and
how you use them
<^]N^ͻcdSQWSh`SbddNQZ[Sc_ebShdS^cXfS5E@cebfSi
by Craig Rowe on =e^ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate  technology
expert? Email Craig Rowe Ndcraig@inman.com.
The pitch
<]_TdS^NcZSR]i_`X^X_^NP_edNc`SQXŮQ5E@ͨ_bgWSdWSb<[[bSfXSgdWXc
`b_ReQd_bdWNd`b_ReQdͥ<dNZSdWS]N[[R_g^ͨN^R]NbZdWS]T_bTedebS Q_[e]^cͥ
<^dSb]c_TbSQ_]]S^RX^VN5E@Ͱ<R_^dgN^dd_R_dWNdͥ
5W__cX^VS^dSb`bXcSc_TdgNbST_bi_eb_ųQSXcNP_edc_]eQW]_bSdWN^
TSNdebScN^RecNPX[Xdiͨ_bgW_S[cSXcecX^VXd_b[XZScXdͥ

Oﬃce structure, user interest, company growth plans and countless other operational facets of your
oﬃce factor in to the eﬀectiveness of a CRM.
Last week, Inman published an extensive reader survey about customer relationship management
systems.
The results were really fun to peruse, revealing quite a bit about how you use and choose these
software packages.
Naturally, I came away with a few thoughts.
The sale
I noticed that CRMs are mainly the domain of larger real estate oﬃces.
Clearly aﬀordability is an issue, as most are high-ticket items and agents at brokerages with 20 or more
agents can swing the stiﬀ dues, because big agencies typically have the marketing dollars to attract the
business. More agents means more contacts, transactions, projects and data to control and
compartmentalize.
However, broker-provided CRMs are not the norm, which I think is fantastic. It’s a great sign to see
individual agents jumping both feet into large technology commitments. You are your own business,
after all, and you need software to run it.
I do hope that smaller firms don’t overextend themselves trying to keep up with this tech train. There
are a lot of very eﬀective products out there doing great things for more local teams.
The majority of survey respondents reported that “contact management” was the most important
feature in the selection of their CRM. Intriguing.
GWNd]SN^cN[_d_Ti_eNbS`NiX^VcXV^XŮQN^dN]_e^dc_T]_^Si͔e`d_
Ι ͨ νiSNb͕T_bc_]SdWX^Vi_eb]_PX[SRSfXQSQN^R_T_bi_eͥ
Next time you conduct your due diligence for CRM, assume that contact management is a given, like
tires on a new car. Sure, you’re interested in their quality, but you can safely assume they’ll be inﬂated
and will rotate when you push the accelerator.
I noticed the majority of agents choose a CRM that was built speciﬁcally for real estate. I think there’s
real value, at least during the analysis of potential vendors, that real estate companies consider
products not built speciﬁcally for the industry.

Software built from the blending of disparate industry sales tactics can reallybenefit its users. It can
oﬀer agents a competitive advantage, simply by the natureof it not being the same system the majority
of your market is using.
Remember, CRM companies are competing with each other, too. They want to be better than what else
is out there.
I guess what I’m saying is to not just accept a product as the industry standard. Look outside the
property lines for creative solutions and alternatives, you may find a feature that could further define
your level of service to your current and most importantly, future clients.
To that end, I want to call out a couple of quotes from the survey that indicate just how disparate the
views are on the industry’s more popular solutions. And because the first one is funny.
This, about TopProducer:

“It’s crap,” said another. “Reports are inadequate, activities and contact modules do  not integrate
adequately — cannot even do simple, common tasks such as filter a  call list and download or print it
out. Most tasks take 6-8 clicks to search, open a 
lead and update it. Seriously?? What is this, 1987?”
(Well, you are wanting to print your call list.)
And another:

“Trying to like Top Producer, but it’s complicated,” said a fourth.

A Top Producer screenshot.

However, almost 40 percent of respondents ranked Top Producer an 8, 9 or 10 on a scale of 1 to 10. So
how hard is it, really?
Has everyone invested the time to learn it?
Relative to that, the survey revealed some sentiments that worry me a little, primarily that a few
respondents are adamant about their CRM being an expense, not an investment. That approach is
why, in many cases, software gets neglected. Or is considered hard to use.
Some software is an expense, like systems to answer phones, oﬃce security or your accounting
systems. Those are costs of doing business.
Customer relationship management solutions are unique in that they only work when you work.
If you’re going to invest the soft costs in setting one up, onboarding your contacts and learning to
leverage its features, you should do so with the understanding that it’s a long-term relationship.
Software can grow with you — if you allow it to. Databases need time to ﬂourish; primarily, they need
data.
Also, CRMs are not mandatory for success. You don’t need one to be good at selling real estate. If
you choose to purchase one, it’s a want. And you need to want to make it work for you.
Thus, if you adjust your approach to considering a CRM an investment, its presence will have a much
greater impact on your workﬂow.
The close
Thank you to everyone who took the time to respond to our CRM survey. It’s extremely helpful for us
to understand what concerns our readers.
Like a CRM, our writers and editors and designers and content specialists can’t apply our collective
industry insight and expertise without your feedback, without your data.
We’ve all made an investment in making Inman the highest-quality real estate news destination on
the Internet. These surveys help us keep that eﬀort moving.
Thanks again.
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Personal safety apps and services
should be on every agent’s
smartphone home screen
;SbSNbS d_ZSS`i_ecNTSX^i_ebg_bZN^R
`Sbc_^N[[XTS
by Craig Rowe on =e^ ͨ2015

The pitch
FS[[X^V_g^SbΌ_`SbNdSRX^fScd]S^d`b_`SbdiQN^`edi_eX^N[_d_T e^Q_]T_bdNP[ScXdeNdX_^cͥ
A_d_^[iRXRgS_TdS^WNfSd_d_ebW_]ScX^cSfSbScdNdSc_TRXcNbbNiͨc_]S_T
dWS]gSbSX^^SXVWP_bW__RcdWNdgS^diSNbcgXdW_edPSX^VbSQ_V^XkSRT_bdWSXb W_c`XdN[Xdiͥ
<^dW_cSX^cdN^QScͨgSgSbS`b_PNP[iPSddSb_ŬdWN^]_cdͨNcgSgSbS_TdS^N
Vb_e`_TdWbSS_bT_ebVeicͨ^_dbSN[[iN^XRSN[dNbVSdT_bN^icQWS]X^V ]N[STNQd_bcͥ

Unfortunately, last week a man in Tampa robbed two real estate agents in the same day, with a
handgun, in violent and frightening scenarios. Each time, he posed as a buyer, and police believe he’s
made calls to a number of other agents, too. Very scary stuﬀ.
As of this writing, he remains at large.
Thus, I thought it worthwhile to write about a few emergency alert apps. And in the interest of industry
safety, these are already well-reviewed and proven. Just pick one.

GWScN[S
FNTSdi3[Sbd3``cͧJNdQW@S

GWXcQ_]`N^i]NZScNTSgRXŬSbS^dS]SbVS^QiN[Sbd
`b_ReQdcT_bi_ebc]Nbd`W_^SͨSNQWN``[iX^Vd_e^XaeS
S^fXb_^]S^dcͥB^SXcT_bS]`[_iSScN^RSReQNd_bcX^
[NbVSb_ųQSN^Rg_bZcXdeNdX_^cͨgWX[SN^_dWSbXc
dNbVSdSRNdQ_[[SVSQN]`ecScͥ
JNdQW@SgNcRScXV^SRT_bͼg_bZX^Vg_]S^N^R
]_]cͨͽPedQ[SNb[i]S^QN^[SfSbNVSXdcTSNdebScͨd__ͥ
GWXcN``WNcN^e]PSb_TRXŬSbS^dgNicT_bi_ed_VSd
WS[`ͨN^RSNQWecScN`bS`b_VbN]]SR[Xcd_TQ_^dNQdc
N^RͨgWS^^SQSccNbiͨN^Ned_]NdXQQN[[d_ͥ
GWSCN^XQTSNdebSQN^PSdeb^SR_^XTi_ebSTSS[X^VNd
N[[e^cNTSͨN^RgXdWdg_aeXQZdN`cͨi_eb`W_^Sc_e^Rc
N^N[SbdN^RXcRXN[SRͥ

The Monitor Me function uses a timer that, if not shut oﬀ before its
culmination, will alert a list of emergency contacts, your selected
“Safety Team,” to your whereabouts.
SafeTrek
This app is as simple as it gets. When launched, users are
presented with a bold, green icon on which to place their thumb
during any potentially unsafe situations.
If, after removing your thumb, a PIN isn’t entered, police are
alerted and dispatched to your location. When everything is fine,
enter your PIN and carry on and sell the house.

Kitestring
This isn’t an app.Rather, Kitestring is a text-based
personalsafety service. It alsouses a timer
methodthat asks users viatext message ifthey’re
OK after anarranged time.
For example, whenl eaving to show a house,
simply text“60m” to your custom
Kitestringnumber. At the limit, you’ll get
anNed_]NdSRͼQWSQZΌX^ͽdShdͥ
ESc`_^R`_cXdXfS[iͨN^RdWScSbfXQS
QN^QS[cXdcS[TT_bdWNddbX`ͥ

If you don’t respond,a list of emergencycontacts is notifiedabout your situation.I f everything is
coolbut you’ll be late, andstill want Kitestring tostay connected, sendan update of “20m”or “45m” to
reset thealert.
The close
Like the vicious^NdebS_T`S_`[SgW_gN^dd_[SfSbNVSdWSX^RS`S^RS^QS_TbSN[
ScdNdSNVS^dcNVNX^cddWS]ͨSfSbi`Sbc_^N[N[SbdN``gX[[WNfSNRbNgPNQZ_bdg_ͥ
GWS`b_ReQdcWSbSNbS`eb`_cSTe[[icX]`[Sc_i_eQN^cSddWS]e`N^RbSNQdgXdW
Nc[Xdd[SdW_eVWdNc`_ccXP[Sͥ
GWSdX]SbcicdS]cNbS`b_PNP[idWS]_cdecSTe[PSQNecSXTc_]SdWX^VWN``S^c
ceRRS^[iͨi_eb`W_^SVSdccd_[S^_bRS[XPSbNdS[iRScdb_iSRͨ`S_`[SgX[[cdX[[PS N[SbdSRͥ
Please, continue to consider your safety when in the field, regardless of how critical it is that a listing
sells. Be wary of showings at homes with “buyers” who seem hesitant to share personal information or
who “just drove by.” It’s OK to be cynical sometimes.
Be safe out there.

What personal safety apps — and what do you think? Leave a comment and let us  know!
Do you have a product for our tech expert to review? Email Craig Rowe
Ndcraig@inman.com.
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Fast Forward Stories will speed up
your Web traﬃc with simple,
eﬀective video content
GWXcfXRS_]NbZSdX^V`[NdT_b]]NZScV__RcS^cST_b
i_ebbSN[ScdNdSPecX^Scc
by Craig Rowe on =e^ ͨ2015

Have suggestions for products that you’d like to see reviewed by our real estate technology
expert? Email Craig Rowe Ndcraig@inman.com.
GWS`XdQW
<T_e^R_edN[[<^SSRSRd_Z^_gNP_edfXRS_Q_^dS^d]NbZSdX^VgWX[S[SNRX^VNdbX`X^dWS
9bN^R5N^i_^NTSgiSNbcNV_ͥ
5N]`SRNd<^RXN^9NbRS^ͨN_^SΌdX]STNb]X^VcSdd[S]S^dT_bdWS;NfNce`NXdbXPS ͥ ]X[Sc
PS[_ggWNdXc^_gdWSd_ebXcdΌcNdebNdSR9bN^R5N^i_^IX[[NVSͨNQ_[[SVSΌNVSRVeScd
bS]NbZSRͨͼ<WNR^_XRSNdWSbSg_e[RPSdWXc]N^idbSScN^RVbSS^SbiR_g^WSbSͥ<[__ZSR
T_bfXRS__T_ebQN]`cXdSc_^i_ebQ_]`N^icgSPcXdSN^RRXR^dŮ^RN^idWX^Vͥͽ

While I don’t guide for that particular company anymore, I walked away understanding that if you
want to gain traction in the rocky world of real estate Web marketing, you better use video.(If a
20-year-old makes a remark about business and the Internet, it’s wise to listen.)
I’m not sure if it took a tech-savvy college sophomore or a trip to a mile-deep crack in the Earth,
but Fast Forward Stories understands very well thepower video marketing has on curious
consumers. And it applies that knowledge directly to thereal estate industry.
The sale
Fast Forward Stories employs a practical but proven methodology in creating its video library.
The oﬀerings aren’t overly produced bus bench commercials. Rather, they are clinical anddirect
— and thus highly eﬀective.
Each video leverages a “whiteboard” tactic to quickly address its subject question; such as, “Is
An Older Home A Better Value Than A New One?” or “How Do I Choose The Best Loan Program
For Me?”
If your oﬃce doesn’t have a whiteboard in its conference room, get one. It’s the simplest formof
communication for group messaging and throughout the world’s technology companies, it’s even
become a verb: “We need to whiteboard this.” “Let’s do some whiteboarding to capture these
ideas.”

3whiteboard is essentially a big Post-it note, but the beauty of those little yellow sticky notes is
their intrinsic mandate of brevity, not the reusable strip of tacky backing. Fast Forward Stories
answers real estate challenges in this way.
Fast Forward Stories subscribers are awarded such an array of video content that I find it hard to
believe they would ever exhaust even a fraction of the selection. However, the point to the depth
of its library isn’t to overpopulate or inundate — it’s to ensure content specificity.
You see, content marketing isn’t just about providing a lot of content. It’s about providing
quality content. Inherent to that quality is the ability to answer a website visitor’s question
 in
under than a few clicks.
The stick figure characters and absence of dynamic color schemes that characterize Fast
Forward Stories’ explainers is a deliberate tactic to put substance over style, to whiteboard the
solution.
If your website can answer a prospective homebuyer’s question in under two minutes while
keeping them at arm’s length, you’ll win the Internet. That’s what these videos can help you do.
Fast Forward Stories supplies a large number of videos that address an ever-narrowing number
of topics under the following industry categories: Starting, Finding, Selecting, Going to Market, 
Sales Process, Financing, Mortgages, New Homes, Credit, Federal Programs, VA Loans, and  Title
and Closing.

GWSprevailing sense of simplicity in the content is carried over into its technical application.
Embedding your videos into websites, social media sharing and emailing them can be done in a
minimal number of steps.
WordPress integration is made simple with common embed features that anyone who’s used
Microsoft Word could manage, as is sending videos via email. You don’t need a WordPress site
to use Fast Forward Stories because good code is good code; it can be inserted into just about
any content management system.
Fast Forward Stories has partnerships with a number of the major email marketing clients,
generating quick code snippets that can be easily pasted into your templates.
Agents can brand each video with some custom language and logos to appear at the beginning
and end of a video, along with a call-to-action screen. Basic and eﬀective.
You can also apply a grayscale silhouette of your city to a video, provided you’re in or associated
with one of the 50 major markets currently oﬀered.
Content marketing is highly valuable in that it’s clearly measurable; it allows content managers to
know exactly what interests website users.
Fast Forward Stories supplies a robust metrics tool that allows users insight into what’s
compelling buyers and sellers to click, share, and download.

@SNcebS]S^dXcZSiͥJXdWXdͨi_eQN^YecdXTi]NbZSdX^VRSQXcX_^cͨPSddSbdNbVSd`b_c`SQdcͨ
N^Rgenerate audience profiles. Maybe your Fast Forward Stories video traﬃc will show you get
al arge number of first-time buyers to your site, or people wanting new homes.
Using that Web-generated wisdom, you can alter the homes you seek for listing or consider
oﬀering first-time buyer courses.
As video grows into a tentpole Web marketing asset, expect more measurement capabilities to
emerge. You’ll want to be in front of this trend.
The close
Normally, I have a hard time getting behind visually ordinary content production.
The direct, answer-first strategy of Fast Forward Stories has given me reason to reconsider. You
can do what they do only if you do it right.
The stock, sometimes too-serious soundtracks can be distracting when backing certain subject
matter, but not to such an extent as to hamper the eﬃcacy of the message.
In the era of competition for smartphone screen space, which demands from software
developers an extreme focus on interface and visual ergonomics, often to a fault, this product
stands out for its practicality.
If you’re seeking a technically simple and industry-knowledgeable way to build website traﬃc
and increase the value of what’s in your CRM, I think Fast Forward Stories is one of the industry’s
better video content options.

What personal safety apps — and what do you think? Leave a comment and let us know!
Do you have a product for our tech expert to review? Email Craig Rowe
Ndcraig@inman.com ͥ

