
Executive Summary 

1. The Grab 

The Real Estate Brokerage industry is primed for a TRANSFORMATION. We have 

created a process that is 650% more efficient than what is being currently utilized in 

housing markets across the United States. 

2. The Opportunity 

The current Real Estate Market is de-centralized and fragmented. The balance of power 

long ago shifted from companies to agents, rendering companies powerless to fight for a 

significant margin of the home selling commission. 

 

Companies that have survived have done so by leaving the real estate business and 

instead embracing the „real estate agent‟ business. Companies no longer see the buying 

and selling consumer as their customer, rather they cater to the real estate agent and work 

in support of the agents‟ business. 

 

This has resulted in a grossly inefficient industry where 54% of the agents sell four 

homes per year or fewer, and 2/3rds sell fewer than 10 homes each year. Considering that 

a typical transaction takes approximately 50 hours to complete, it is not hard to see the 

opportunity for a better run solution. 

 

3. The Solution  

 

We have a developed a process that utilizes human behavior modeling for internet based 

consumers which allows us to convert more of these leads to profitable customers. This 

process, when coupled with an industry-transforming compensation model allows us to 

hire better people and manage them to a higher level of efficiency.  

 

Furthermore, our online engagement technology enables us to segment responsibilities 

which facilitates team selling processes which results in productivity levels which are six 

to ten times greater than current industry averages. The combination of these key 

elements generates unprecedented brokerage profits. 

 

4. The Opportunity  

An initial funding of $1.8M will allow us to build this solution in our home area of 

operations in Tallahassee, Florida and then migrate it to a second market in Florida. 

 

A second funding will allow us to establish over 300 locations in 50 Florida markets. 

This infrastructure will allow for the pursuit of a 25% market share of the residential real 

estate market in Florida and the foundation for an IPO to occupy all major US markets. 



 

5. Competitive Advantage  

The advantage that we hold is based upon more than 20 years of team building 

experience and the decentralized nature of our competition. 

Independent contractors rarely have organizational backgrounds, and they do not have the 

means of amassing the amount of capital required (scale) to compete with us. 

The agents in the market who are successful now will continue to succeed. Their systems 

and processes will not be threatened by our entry. Instead, it will be the “low hanging 

fruit,” the bottom 2/3rds of the agent pool that will bear the brunt of our growth. 

The larger regional brokerages will be trapped. If they try to fund teams to counter our 

growth, they will do so at the cost of their current agents (who will leave their 

companies). It has taken 10 years for us to prepare our plan, we do not foresee a 

competitor having the ability to make such a change in a fast enough fashion to threaten 

our growth. 

6. The Model 

Our model is comparable to retail models found in many industries (though not in real 

estate). The corporate team utilizes our superior online engagement technology to 

generate consumer interest, while our sales teams work as a unit with the purpose of lead 

conversion. 

Our revenue producing teams consist of ten people: one team leader, one lead 

coordinator, one listing specialist, six buyer agents, and one transaction coordinator. The 

majority of training, lead generation and administrative duties will be handled at the 

corporate level. Our performance expectation are 30 transactions per person per year.  

 

Our industry unique compensation model will allow us to hire and retain a professional 

sales staff, which will be immune to the commission-based compensation offers of our 

under-capitalized competition. 

 

7. The Team 

  

8. The Promise 

 

 

9. The Ask  


