CASE STUDY

Buildinga
Future-Proof
Business Model

Inside Real Estate continues to
innovate, driving massive growth
for Utah brokerage

BY PAIGE TEPPING
Managing Editor, RISMedia

‘ ; 1\5\ TR

A‘ y ' 2 . | u
oriGINALLY PuBLISHED IN RISMedia g side real estate



BUILDING A FUTURE-PROOF BUSINESS MODEL | THE RIGHT PARTNER

For Ron Snow, broker/owner of RE/MAX Associates of Utah, building a
future-proof business model is the only way to compete with the Goliaths

of the world.

A pioneer in real estate automation and technology, Snow launched
his career in the grocery industry, spending 11 years in the technology
management department at Kroger. While he ultimately got into

real estate as an investor, Snow has made it his mission to resolve
the dysfunction associated with the buying and selling process for

homeowners and investors alike.

“A lot of what I'm doing comes from the way in which we worked things in
the grocery industry,” says Snow. In fact, it’s this under-one-roof mentality
that drives every decision Snow makes as he works toward creating a

tech-enabled, integrated brokerage.

“I've spent a lot of time building out a system to walk the consumer
through the entire real estate journey while positioning the agent as the

consumer’s point of entry,” says Snow.
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BROKER/OWNER

$1.3B

TRANSACTION VOLUME

3493

TRANSACTION UNITS
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AGENT COUNT
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There are no limitations,
and

As revenue streams grow thinner, brokers and agents need to engage clients
across the full lifecycle in order to create broad, sustainable revenue streams. But
a soundproof business model can only take you so far. And, according to Snow, it

only works with the right technology.

“l found out very quickly that it was better for us to partner with the right
technology company than try to be a technology company ourselves,” notes
Snow, who explains that getting more heavily involved with Inside Real Estate

over the last 18 months was the logical next step.

“We’d been working with Inside Real Estate for eight or nine years,” says Snow,

who points to a shared vision as one of the main reasons behind the partnership.

Partnering with Inside Real Estate was a no-brainer. A leader in innovation, Inside

Real Estate offers a tech platform, kvCORE, that’s designed for growth.

“There are no limitations, and the platform was built to grow and evolve alongside
my business,” explains Snow, who has leveraged kvCORE to not only help his top
agents and teams expand their business, but to build upon the tech foundation

with ancillary services for additional revenue streams.



https://s.insiderealestate.com/kvcore-platform/?sfcampaign=7015w000000viydAAA&utm_source=Marketing&utm_campaign=ronsnow&utm_medium=PDF&utm_content=button_kvcore_learnmore
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According to Snow, since partnering with Inside Real Estate, he and his team have
been able to exponentially grow their repeat and referral business. As impressive,
is the growth they have seen in highly profitable affiliated services revenue. rjr::
Between these and other improvements, Snow’s business has seen a massive .

400% increase in profitability. And importantly, this growth is not slowing down.

“We’re able to generate leads at a fraction of the cost using Inside Real Estate’s
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system and technology,” says Snow. “While we can throttle it up or down as much
as we like, the biggest problem we’re running into is that we’re generating 10

times more leads than we saw previously - so much demand, in fact, that we’re

reinventing our follow-up strategy.”
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Today’s consumer
demands a single focal

So what’s next?

As the future continues to unfold, there’s a lot on the horizon for RE/MAX
Associates and Inside Real Estate as they get ready to launch the first-ever
end-to-end experience this fall on Inside Real Estate’s new Homeownership
Platform, CORE Home.

“Today’s consumer demands an experience with a single focal point, and that’s
exactly what we’ve built,” says Snow. Tightly integrated with kvCORE, the
Homeownership Platform enables agents to deliver the seamless experience

consumers demand, and keeps agents at the center of this process long-term.

Providing a superior, portal-grade consumer experience that spans the entire
homeownership lifecycle, from buying and selling to moving to owning and then
buying again, the Homeownership Platform allows consumers to track the entire
lifecycle process in one place, keeping them informed and connected to everyone

and everything they need during each phase of the process.
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While there are others out there in a race vying for the homeownership consumer,

Inside Real Estate has put the brokerage first, ensuring that this technology

’ (]
empowers the brokerage and agent brands vs. a third-party brand. “This is what you re nOt 90"19 to be around to
sets them apart, and why it will undoubtedly be successful, and why they have see What the fUtu re hOIdSo

always been our long term tech partner,” says Snow.

“In the end, it all boils down to what the consumer really wants, not what the system
can be designed to do,” says Snow, who can’t say enough about the success he’s
seen since working with Inside Real Estate. “And the best part is that it’s letting

agents deliver what the consumer really wants, not a large portal.”

“If you’re not running this type of system with the technology and support to back it

up, you’re not going to be around to see what the future holds,” concludes Snow.
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Ron Snow uses kvCORE to drive success within his brokerage. Learn
more about how kvCORE keeps brokerages thriving.
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