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Innovation Never Ends

by Maria Patterson

National real estate powerhouse, New Jersey-based Weichert, 

Realtors® has a long history of innovating to grow...50 years 

to be exact. Founded as a single office by Jim Weichert in 

1969, Weichert now encompasses 500 residential real estate offices 

across the country. With the recent launch of its brand-new technology 

ecosystem—myWeichert, powered by kvCORE—the firm has upped its 

value proposition for the more than 13,000 company and affiliated sales 

associates it serves. According to Weichert, the platform—developed 

in partnership with Inside Real Estate—will enable agents to build 

even stronger businesses with robust lead-gen tools, as well as AI and 

behavioral-driven marketing strategies. 
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For a company that’s been succeed-
ing for 50 years, change is nothing 
new. That’s why the shifts taking 
place in real estate over the past 
decade don’t rattle Weichert. These 
market changes motivate Weichert 
to stay laser-focused on being “all 
in”—recruiting the best agents, then 
giving them the very best tools. 

Designed to be a next-generation, 
integrated technology ecosystem, 
myWeichert, powered by kvCORE, 
provides Weichert agents with a cus-
tom suite of mobile apps and tools 
that facilitate multi-channel lead gen-
eration, relationship-building through 
its CRM and automated marketing, 
social media engagement, and more. 

Weichert’s latest technology in-
vestment is in line with the com-
pany’s “best of both worlds” ap-
proach of supporting its agents 
by combining innovative tools with 
high-touch coaching based on real-
world experience.

“myWeichert will help improve the 
productivity of our agents by giving 
them the power to automate their 
entire business. It also helps our 
branch managers better support 
agents with training and guidance,” 
says Denise Smith, president of Real 
Estate Services, Weichert Compa-
nies. “For Weichert sales associates 
and affiliated agents, it is a one-stop, 
Weichert-only marketplace where 
they can access all the systems 
needed to manage their business.”

ENLISTING THE EXPERTS
Despite a long history of develop-
ing products and systems in-house, 
Weichert opted for an outside part-
ner and chose Inside Real Estate 
and its flagship platform, kvCORE, to 
power myWeichert.

“We’ve been looking at various 
technology solutions for years, but 
there was never anything out there 
that could solve what we needed,” 
says Bill Scavone, president of 
Weichert Real Estate Affiliates, Inc. 
“We’ve been hearing what technol-

ogy people are using and what their 
frustrations are. We’d also hear 
about who’s highly thought of in 
the industry. We had three different 
groups within our family of compa-
nies working on this decision and 
they all came up with the same con-
clusion: Inside Real Estate.”

Weichert needed a proven tech-
nology that was agile enough to 
integrate existing proprietary tech-
nologies and support a large enter-
prise deployment. In order to meet 
its unique requirements, Weichert 
worked closely with Inside Real Es-
tate’s seasoned leadership team 
to develop a proven and scalable 
technology solution that was fully 

customized to integrate Weichert’s 
unique brand offerings, including the 
Weichert Way Selling System and 
Weichert Tools. 

“President of Inside Real Estate 
Joe Skousen and his team really 
know real estate, and really con-
nected with us,” says Scavone. 
“People buy people before a product 
or service. We bought their people—
they’re very attentive and very help-
ful. They’ve been very collaborative 
in customizing the product for us. 
This is not an off-the-shelf solution.”

ACHIEVING GREATER GOALS
While the primary objective of my-
Weichert is to help agents do more 
business more efficiently, the ben-
efits for Weichert are far-reaching. 

“We’re giving them a smart CRM 
that ensures 5 - 10 times higher 
engagement. They’ll know when cli-
ents are engaging with a listing on 
their website or looking at a market 
report, and, more importantly, the 
system will supercharge their ability 
to connect with those clients via au-
tomated emails and texts,” declares 
Scavone. “It’s like handing them the 
keys to a Ferrari. 

“On the franchise side, we expect 
to have more brokers look to join us 
because this platform will save them 
a lot of money and provide them 
with a powerful solution to grow 
their business. It will also help our 
brokers and managers recruit and re-
tain. They’ve always had a great val-
ue proposition to work with, but this 
is a game changer, and our franchise 
owners are ecstatic about it because 
it’s the solution they need,” explains 
Scavone.

And according to Scavone, it won’t 
stop there. myWeichert is designed 
to be a launching pad for additional 
enhancements and innovations, 
which will help Weichert chart its 
path for the future.

“Weichert has been around for 50 
years and we plan on being around 
another 50,” says Scavone. “Every 

“We’re giving [agents] 
a smart CRM that 

ensures 5 - 10 times 
higher engagement. The 
system will supercharge 
their ability to connect 
with those clients via 

automated emails and 
texts. It’s like handing 

them the keys to a 
Ferrari.”

- BILL SCAVONE
President, Weichert Real Estate Affiliates, Inc.
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leads, like the portals, myWeichert 
empowers users to diversify their 
sources of new business. With beau-
tiful, easy-to-use Landing Pages, IDX 
Squeeze Pages, Smart Numbers and 
other advertising solutions, agents 
and teams can generate leads inde-
pendently, in just minutes—regard-
less of their budget.

“Being able to offer a system like 
myWeichert to agents is game-chang-
ing for them. It’s also game-changing 
for me, as a broker who’s recruiting 
agents, for getting people in the door. 
For agents, it’s about getting those 
extra leads from myWeichert, which 
they’re able to generate on their own, 
as well as the company leads that 
Weichert provides. It’s pretty magnifi-
cent,” says Kim Smith, broker/owner 
of Weichert, Realtors® - Team Metro, 
based in Hickory, N.C. 

While there’s been an influx of 
competition in the lead-gen arena 
over the years, unless it’s “done 
the right way,” no amount of leads 
will make an agent successful, says 
Siracusa. 

“It’s great to have leads coming in, 
but if you don’t have a process and 
system in place for following up, it 
doesn’t matter,” he explains. “The 
myWeichert platform, powered by 
kvCORE, puts unbelievable artificial 
intelligence and behavioral automa-
tion in our hands to help our as-
sociates do their job and follow up 
with leads—and it’s all automated. 
Our associates are already good at 
building relationships, and this now 
gives them a streamlined, easier ap-
proach. It helps associates engage 
with more consumers, at exactly the 
right time.”

Coming from Weichert’s early days 
in lead generation, to the most cut-
ting-edge tools for engaging with new 
customers, myWeichert is right in 
line with the company’s long history 
of innovative adaptation.

Another Weichert innovation is 
the company’s touted open house 
program, which is delivered system-

wide and began when Jim Weichert 
got his first listing in 1969 and stra-
tegically placed open house signs in 
a way never seen before. 

“We love it when people say ‘open 
houses don’t work,’” says Scavone. 
“They haven’t tried it our way, which 
is based on time-tested results. Our 
open houses allow us to offer great 
branding and meet a lot of potential 
customers in person, which leads to 
more listings. There’s no better way 
to meet someone...a tweet or an 
email can’t shake someone’s hand.”

With the myWeichert platform, 
Weichert’s agents can create even 
more face-to-face relationships with 
a fully integrated, custom mobile 
Open House App that captures con-
tact info on-site and immediately 
starts follow-up dialogue. “We want 

our technology to help us engage 
more people, and the myWeichert 
open house application helps us do 
that. We’re not using technology to 
get away from the customer—we’re 
using it to get closer to the custom-
er,” adds Scavone.

PIONEERING INTEGRATED 
SERVICES
Empowering its agents with the best 
tools has been a consistent focus 
for Weichert. “We’ve always taken 
care of our agents and franchise 
owners by giving them the tools to 
succeed, so they can deliver legend-
ary customer service. That’s the 
Weichert advantage,” says company 
founder Jim Weichert.

This philosophy is what led to 
Weichert’s pioneering efforts in the 
one-stop shopping movement. “In 
the world we’re in today, where every-
one is busier than ever, people are 
looking to have it all done for them,” 
explains Siracusa. “Offering every-
thing they need saves the consumer 
time, energy and stress.”

Weichert has been offering inte-
grated real estate services to cus-
tomers for many years now. “Jim 
[Weichert] recognized early on that 
simplifying the customer journey is 
key to repeat business, so he brought 
the most important real estate ser-
vices—real estate, mortgage, title 
and insurance—together, all under 
one roof and laid the foundation for 
the Weichert Family of Companies,” 
says Siracusa.

He also stressed that the man-
date doesn’t just apply to consum-
ers, but to franchisees and Weichert 
sales associates, as well. From tech-
nology and training to marketing and 
prospecting, Weichert is focused on 
giving agents everything they need 
so they can go out and deliver on the 
Weichert pledge of “legendary cus-
tomer experience.” RE

For more information, please visit www.weichert.com 
and www.insiderealestate.com.

“Jim [Weichert] 
recognized early on 
that simplifying the 
customer journey 
is key to repeat 

business.”
- CARLO SIRACUSA

President, Residential Brokerage,  
Weichert, Realtors®
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One comprehensive platform to help your
brokerage, teams & agents thrive

Carlo Siracus | President, Weichert, Realtors

Weichert considered numerous offerings and even looked at developing an in-
house solution, but kvCORE’s features and capabilities proved to be unmatched.

Working with their professionals to adapt the platform was the most efficient
and cost-effective answer for our Sales Associates and our Company.
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