






The railroads are in trouble 
because they assumed 
themselves to be in the 
railroad business rather than 
in the transportation 
business.

— Theodore Levitt, 1960
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iBuyer Insights



0.2%



5%



3%





Included Excluded

Single-family detached, townhouse and condos New homes

Short sales and pre-foreclosures Mobile and manufactured homes

Normal sales through MLS and outside MLS Bank-owned homes

Investor purchases and sales GSE-owned homes

Maricopa and Pinal counties HUD-owned homes

All price ranges Trustee sales

Sheriff sales

IRS sales

Sales under eminent domain

Bulk sales (e.g. investor to investor)

7,370 + 7,370

253 + 180
= 3%November:



1 market

2 markets

4 markets

16 markets









$16,800

$11,400

$9,200









It’s all about seller leads.
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1,354

2,700Offers







The single biggest hurdle 
facing iBuyers is human 

psychology.
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3%10%

DuProprio Compass often describes itself 
(and is valued) as a 
technology company. Is it?



Who wins?



The best business models are 
exponentially better.











The start of the consumer 
journey is critical.
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Will consumers price compare iBuyers?
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Will consumers price compare iBuyers?

65% 77%



The nightmare scenario…



Deep pockets win.







$80M
equity raised

$60.5M
equity raised

$6B 
market cap

$1.045B
equity raised

$1.5B 
market cap







The new models shaking up the 
industry are not new ideas.

They are doing what’s only possible 
with lots of money.



Who wins?



Who wins?

- Exponential improvements
- Start of the consumer journey
- Deep pockets



Intelligence is the ability to 
adapt to change.

— Stephen Hawking
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