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Technology’s Role in the 
Real Estate Industry  
Your Brokerage’s Lead Handling is a Mess! 

Þ Do you have one place to track all your leads? 
Þ Do your agents get leads in real time? 
Þ Do you manually route your leads? 
Þ Are you unsure of how many leads you actually get? 

 
If the answers to those questions make you uncomfortable, read on. 

As a broker or team leader, you need to have one place where you can see who in your 
team is actively chasing down leads and closing sales. Lead Assign is easy-to-use for your 
agents – with no software to install and no passwords or accounts to remember for 
your agents.  

As an account owner, you, as a team leader, get a comprehensive modern dashboard 
where all your leads are handled in real time. Get your real estate leads in the hands 
of the right agent effortlessly. 

The Lead Assign patented technology can easily handle leads from sources, such as: 

• your brokerage website, 
• corporate website, 
• Zillow/Trulia, 
• Realtor.ca/Homes.com 
• chat transcripts from services such as ReadyChat, and 
• voice to text from services such as Dialpad and Grasshopper. 

 
We route leads for brokerages with two to 20,000 agents, getting the leads to the best 
agent in seconds.   

 

Here are three articles to set the foundation as you optimize 
your inbound lead inquiry handling workflow and processes 
within the real estate industry.   



 
 

Emerging Platform Models and Technology 
 

To say technology changes quickly is an understatement. To say it changes quickly in real 

estate hasn’t necessarily been true — until recently. 

The real estate industry is undergoing seismic changes. Many of these changes have only 

been possible with the advent of new and emerging technologies that in turn have 

enabled new business models. In a world where consumers’ homes typically make up 80% 

of their retirement portfolio, it can be understood why many think a 5% commission on the 

sale of their home is high, no matter the level of service the agent provides.  

What we are starting to see is a number of new business models enabled by technology 

that is either sell-side or buy-side catered promising ultimately to make the process easier, 

in ways such as finding or selling homes faster and for an appropriate cost.   

How’s an agent or brokerage to compete? In a word, adopt. 

Þ Adopt new processes and platforms,  

Þ Adopt new models and technology, 

Þ Adopt new strategies, and  

Þ Adopt a new understanding of the consumer.  

The new understanding focuses on the lifecycle of the decision and the emerging 

influence of the players at the core and at the periphery of the decision. More data is 

available at a consumer’s fingertips than ever before. 

We have seen new models emerge that combine business and decision processes that a 

consumer goes through to buy a residential house or a commercial property. For example, 

new applications that merge decisions related to the financial process of buying a home 

with real estate pros. This is an example where partnering with professionals from different 

areas can make it easier for the consumer. These approaches result in highly qualified lead 

generation for agents/brokers while simplifying the process for the consumer.  

We call this a win, win, win. 

In today’s real estate businesses, agents are expected to be a finance/wealth expert, a 

contractor, a designer, and a community local. A partnering mentality that has the 



 
 

consumer’s interest at heart is a strong strategy. This can only be implemented with 

technology in order to scale.  

Look to areas where your brokerage can partner and where you individually can partner 

with those in the consumer journey process. We recommend searching, exploring and 

evaluating these emerging models since it is likely that your potential customer is doing 

so as well.   

 

Technology and the Real Estate Industry 
 

Presumably, the real estate business has been around as long as people have been 

required to pay for the place in which they live. As technology has grown exponentially 

throughout the last few decades, so too has the creative ways to buy, sell and market a 

home.  

The responsibilities and role of the real estate agent has certainly expanded; it doesn’t end 

at sticking a “For Sale” sign on the front lawn. There are many tools and applications that 

are available to real estate agents, such as 3D virtual tours, e-signature applications, 

instant messaging, citing agent safety, virtual staging tools, and hundreds more.  

None of these applications that are designed to increase efficiency will provide proper 

results without any buyers/sellers to support. Agents can no longer rely on word of mouth.  

Lead automation tools are one of the most critical for real estate agents today.  

Digital now represents essentially half of the $656 billion spent on advertising, according 

to CNBC. The recent increase in digital spending is resulting in brokerages and real estate 

agencies focusing more time on considering how effective their lead-to-revenue 

management workflows are currently performing and how to improve it. Connecting the 

dots between digital lead generation, lead distribution, and lead automation is critical to 

working and growing a real estate agent’s business portfolio.  

Patented Technology  

Vantage partners with winning real estate companies to dramatically improve their “first 

contact” client experience. Streamlining the process of delivering the initial contact to the 

right salesperson’s hands in real-time is good for both the client and the agent.  



 
 

Whether you generate your own inquiries, generate partnered leads, or your broker 

aggregates leads, we make sure you have the best opportunity to engage with the client 

and progress to a transaction. 

Vantage by Lead Assign is the platform for maximizing lead conversion you’ve been 

looking for.  

From national deployments like Royal LePage to local brokerages serving cities or towns 

– and everything in between.  Contact us about our expertise in real estate and to discuss 

your needs, including our new agent chat capability.  We’ll help you understand how 

deploying Lead Assign will dramatically increase lead conversion while decreasing your 

brokerage lead management costs. 

Reduce Lead Times Increase Conversion Rates Track Performance 
Ensure every lead is 

acted an and followed up 
by your agents.  No app, 
No Login, SMS and Email 

delivery. 

 

Matching every lead to the 
right agent increases 

conversion rates.  We match 
your leads with your roster 

based on lead content, 
location, skills, etc. 

 

As a broker, you’ll see every 
lead, every agent’s 

performance, best lead 
sources, time to contact, and 
feedback.  All the data every 

modern brokerage needs. 

 

 

  



 
 

 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
Intelligently route and connect.  
Scalable conversion capture technology. 
Enterprise-grade data reporting. 
 
 

 
 
 
 
 
The Intelligent Enterprise Lead Automation Solution 

Enterprise battle tested, globally scalable, localized, and purpose  
built to handle the demanding needs of enterprises like yours. 

Get started now. 

Let’s book a 30-minute discovery session to determine  
your needs and give you an overview of our solutions. 
 
 
https://vantage.leadassign.com/ 
 


