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Logging On

Web-based transaction management lends a competitive edge for brokerages.

By Kevin MacDonald

As real estate transactions have become
more complex and paperwork has in-
creased dramatically, brokerages are
turning to a number of software options
to increase mobility and facilitate digital
management.

During the last few years, a num-
ber of Web-based products have been
introduced into brokerages while others
have actually created their own systems.
These systems are accessible from any-
where by both agents and clients who
receive authorization to do so. CRB
Designees David Fialk and John Pinto
share their insights.

The Road to Tech

David Fialk, ABR, CRB, CRS, e-PRO,
GRYI, is something of an early-adopter to
technology. A REALTOR® since 1971,
Fialk has witnessed the industry’s re-
sponse to technology. He fondly recalls
his first cellular phone ... purchased in
1987 for the “low, low price” of $1,350.

ing SettlementRoom in 2002 because of
its relative ease and convenience.

SettlementRoom, a CRB Product
Partner, is Web-based software that man-
ages your real estate business from the
time of listing until after the closing,
saving time and impressing clients. As a
Web-based product, it requires no soft-
ware downloads or intense training.

“SettlementRoom is a pay-as-you-
go service,” Fialk said. “As a small,
independent company, [ wanted to save
money, and SettlementRoom allows me
to do that.”

How it Works

“With SettlementRoom, I can receive

all the sales transaction documents as

they come in, turn them around and post

online immediately. That documentation

can be viewed online by buyers and sell-

ers ... a huge perk, especially when they

live out of state,” he said. “Settlement-

Room eliminates three to four days in
every major aspect of a transac-

As a small, inde-
pendent company,
I wanted to save
money, and Settle-
mentRoom allows
me to do that.

David Fialk

tion in viewing, approving and
signing.”

While some products
were too cumbersome for the
average user, others weren’t
sophisticated enough, accord-
ing to Fialk. Perhaps the big-
gest advantage he finds with
SettlementRoom is that it pro-
vides real estate professionals
the necessary tools to manage

Fialk prides himself on being per-
sonally vested in nearly every transac-
tion made through his company, Choice
Realty Co., which operates in central
New Jersey. Being a small, privately
owned real estate agency, he is continu-
ally investigating methods and products
that would provide an edge over his
competition. This proactive and aggres-
sive approach to adopting technology
led Fialk to creating his first Web pres-
ence nearly 10 years ago. He began us-
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transactions without requiring
advanced knowledge, training or soft-
ware expertise.

SettlementRoom also enhances the
listing process with a one-stop program
for promoting a property. Within one
application, agents or brokers can post a
listing on the Web, add online tour links,
post to realtor.com and manage all docu-
mentation.

“SettlementRoom has enabled me
more opportunities, listing-wise, in this
competitive market,” Fialk said. “This is

a service I provide that my competitors
don’t have.”

Not Optional!

“The highway of transaction manage-
ment systems has been riddled with the
dead carcasses of companies that don’t
understand what it takes and what it
would’ve taken to adopt a true transac-
tion management system,” said John V.
Pinto, ABR, CRB, CRS, ePro, a Califor-
nia-based REALTOR® with more than
30 years of experience in the industry.

Managing transactions with paper is
costly, not only in terms of money, but
time and resources. “Scanners, shred-
ders, file cabinets and the square footage
required to house all the records,” Pinto
said. “I know one broker who’s spend-
ing $100,000 a year on standard paper
forms. That’s just the paper cost alone!
And I can guarantee he’s putting 90 per-
cent of it in the garbage.

“I was paying more than $11,000 a
month for 5,000 square feet of space,”
he continued. “That’s not even including
the cost of paper, letterhead, envelopes,
postage and file cabinets.”

How do you cut transaction costs
without adding stress or red tape? In
Pinto’s book, Real Estate In The New
Millennium, agents and brokers have
about four options:

e Hire your own transaction coordi-
nation team

¢ Go without a transaction coordina-
tion process

* Buy software

* Sub-contract with a transaction
management and coordination
company

Necessity being the mother of
invention, Pinto developed REALT-E-
TRANSACT, a Web-based, transaction
management and coordination company
that caters specifically to the real estate
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industry. What initially began as a small
team including his wife and new hires to
streamline and digitize transactions has
become a model for the entire industry.

Team Becomes Company

“We decided to carve out the team as

a separate entity,” Pinto said. “Twelve
months later, that team is now managing
and coordinating transactions for 50 real
estate companies.”

REALT-E-TRANSACT utilizes
Sure Close software from Stewart Trans-
action Solutions. While any agent or
broker can purchase software and per-
form the duties in-house, Pinto believes
the toll in time and resources is far too
costly.

According to Pinto, the key to a
transaction management system is not
the software itself, but rather creating an
“assembly line” process for workflow
and having resources to focus on that
end while agents, brokers and owners
can focus on what they do best, buying
and selling.

“As I like to tell the owners of trans-
action management systems, no matter
how good your software is, it’s only one
leg of the tripod,” he said. The other two
“legs” of the tripod, according to Pinto:

Actual workflow and the team to record
and enter the workflow and transactions.

“The transaction team is not selling,
managing or showing property,” Pinto
said. “All they’re doing is ex-

ing to do it yourself, you’re going to be
professionally crippled.”

The value of this service being Web-
based, and therefore accessible from

ecuting the proprietary work-
flow, just as a commercial
kitchen does when catering a
500-person dinner.”

In an industry in which
sales and revenue wax and
wane, Pinto believes sub-con-
tracting transaction manage-
ment saves time, money and
stress for broker owners.

“When you are a small

If you’ve got a small
office and you’re
trying to do it your-
self, you’re going

to be professionally ™S
crippled.

operation, and you hire people

in-house to manage transaction manage-
ment, you're easily talking about six fig-
ures a month; for a medium operation,
seven figures. And that’s just to manage
transactions!”

The Bottom Line

In terms of costs associated with sub-
contracting, Pinto advises it is money
well spent to hire an outside team.

“You can buy your own software,
but running this software is like running
your own IT network,” Pinto said. “If
you’ve got a small office and you’re try-

anywhere isn’t lost on Pinto. “Nearly
everyone has access to a wireless Inter-
net connection via a WiFi card,” he con-
tinued. “Transactions can be accessed
from libraries, cafes and home. The con-
venience alone is a substantial savings.”

The future of the industry is mobil-
ity and digital management, Pinto said.
“Anybody who insists on the old model
will be buried.”

Kevin MacDonald is a PR Specialist for
Coles Marketing Communications.

Management Education Opportunities

July 2006

7/19/2006
Denver, Colorado

Managing Generational Identities
Sponsored by the Colorado Association of REALTORS®

Please contact Caren Hunt at 303.790.7099 or
Patsy Brummett at 303.451.5757 for more infor-
mation and/or click the “Details” link to the left
1o register.

August 2006

8/2 10 8/3/2006
Trenton, New Jersey

The Recruiter Paradigm
Sponsored by Mercer County Association of REALTORS®

Contact the Education Department at
609.392.3666 for more information or click the
“Details” link to the left to register.

8/13/2006
Washington, DC

Managing Generational Identities
Sponsored by and exclusive to RE/MAX International.

Please contact Michael Jones, RE/MAX
Conventions at 303.796.3267 or by email at
mychaeljones@remax.net for more information
and/or to register.
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