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Introduction 
Real Estate sales in good times or bad are all about intrapersonal relationship building, the relationship 
is built through trust and open/safe communication.  Today’s real estate websites are still closer to the 
Web 1.0 world than the Web 2.0 where consumers are presented with points of interest and than 
required to take the first step in establishing the relationship with the agent either through a call, office 
visit or open house visit.   
 
NAR has for years provided reports showing that the consumer to agent relationship is mostly prompted 
by referrals from friends or family. WHY? Because that is the only data point they are given of any value.  
Every other interaction is through a luck-of-the-draw visit to a real estate office, round-robin call into 
the office or visit to an open house. 
 
myAgent will provide an easy transition from the real estate search that most consumers currently 
follow to a virtual relationship with an agent (or agents) to the eventual face-to-face encounter.  The 
virtual relationship is a save and easy step for the consumer and allows for the initial intrapersonal 
building to develop with little time/effort commitment from either party.  To make this a valuable step 
for the consumer, they will need to get a more customized view of the available listings in their area or 
steps required to sell their current home.  The value to the agent comes from useful tools in scheduling 
their time, better understanding the consumer’s needs and a low time/effort interaction. 
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myAgent Clients 
The myAgent application can be provided in either a centrally hosted mode, where agents are allowed 
to register and use the product for a monthly fee or as a standard software sale, where the package is 
customized to the specific needs of the larger broker or real estate brand. 
 

myAgent 

Agent Search and Scheduling 

The agent search will most likely be tied to an existing brand, broker, 3rd party (newspaper) or agent 
website.  Scheduling will range from single agent calendar/scheduling to office, broker and brand.  The 
consumer will be able to search for a specific area (if office, broker or brand scheduling), view the list of 
agents, their ratings and availability and setup a time for a virtual or physical meeting.  The agent will be 
notified of the request and will need to confirm the appointment, once confirmed the consumer will be 
notified. 
 
Based on office/broker/brand needs – schedule requests might be routed to other agents as required. 
 
Brand/Broker/Office Scheduling 

 
Clicking on the above ‘Click for Schedule’ bring you to the Single Agent Scheduling page 
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Single Agent Scheduling 

 
 
Once the consumer selects the date/time for the virtual meeting, an e-mail and notification will be sent 
to the agent so they can confirm their availability.  
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Agent Meeting Confirmation 

 
Once the agent confirms the meeting (they can also suggest an alternative), the consumer will receive a 
confirmation email and link to attend. 
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Attending the Meeting 

Meeting Registration 

To gain access to the virtual meeting, the consumer will click on the confirmation link received from the 
agent (step above).  The first time the consumer attends a virtual meeting they will be required to 
register. 
 
Registration  
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The agent gains access to the meeting through his myAgent work area. 
Agent Attend Meeting 

 

Meeting Preparation 

The agent can prepare the virtual meeting room with a template set of contacts and to-dos as well as 
listings that the consumer would be interested in or indicated that they are interested in. 
 

The Meeting 

The actual virtual meeting (or meetings) will begin at the scheduled time (there will also be an option to 
meet now) and will have a countdown timer (default 15 minutes) indicating the duration of the meeting.  
The countdown timer will be used as a prompt to the agent to either schedule an in-person meeting or a 
follow up meeting.  It also provides a passive out to the agent if the meeting is not beneficial. 
 
Meeting Room availability can be allowed to the consumer once the initial meeting takes place.  This 
determination is up to the agent.  The consumer can access the virtual meeting room to review notes, 
to-dos, contact and prior discussions.  All access will be determined by the agent and the tracking of 
access and updates will be available for reporting. 
 
The communication between the consumer and agent can be chat (part of application), Skype or phone.  
The virtual meeting room functionality will include: 
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Chat  

IM communication that can be used during the meeting OR to leave messages to each other in between 
meeting times.  Skype or a conference call can also be used during the meeting with the agent 
controlling the meeting room actions.  If chat is not used, the chat box is not displayed; the type of 
communication can be controlled/determined prior or during the meeting. 
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Notes 

 
The Notes box is an area where the consumer and agent can post information, including simple text, 
images, links, embedded videos, etc.  Notes can be setup prior to the meeting, added to and/or saved.  
It should take the form of a wiki like interface. 
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To-do’s  

 
To-dos’s are a list of follow up items that the agent can pre-populate with template to-do lists (specific 
for buyers, sellers, etc.).  Any to-do item with a future date will be used to email/notify both the 
consumer and the agent.  The agent can put in hidden (from the consumer) to-do items for their own 
reminders.   The consumer can also add To-do items if they are given access to the Meeting area and the 
agent is not present.  When setting up a to-do item the agent or consumer can select if a 
notification/reminder is sent, this can be sent to an email address and/or sms (cell). 



myAgent 

June 18, 2009 

 

  
Page 
10 

 

  

To-do - Adding new item 
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My Listings  

The Listings interface displays a group of listings entered either by the consumer or the agent.  Each 
listing has an area for notes (from consumer or agent), a rating for ordering and a schedule if there is a 
planned visit. 
 
 Note: for Sellers, a seller area will be available where open house dates and buyer appointments are 
displayed.  If the consumer is both a buyer and seller then both selections are available (could be added 
removed at any time) 
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My Listings – adding a listing 

 
 
Either the agent or the consumer can add a listing.  They can search the internet (or the brand, broker, 
office or agent specific sites) – if they search a known site the detail information is populated, if they 
search or enter a url they will need to enter the detail information.
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Contacts 

 
The Contact list is provided by the agent, for the consumer.  Contacts can include lawyers, home 
inspectors, mortgagee reps.  Each contact has an area for Notes (from consumer or agent) and a 
schedule if there is a planned call or meeting. 
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Presentation  

A set of predefined presentations is available for the agent to review with the consumer OR for the 
consumer to review on their own.  
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Follow ups 

Based on the information in the to-do list, the consumer and/or agent will be sent emails and/or text-
messages for upcoming meetings, events, etc. 
 

Ratings and Reviews 

The consumer will be able to leave a rating and review for the agent at the end of the first meeting or 
anytime after (if the agent has provided on-going access to the virtual meeting room).  Depending on 
the setup, the ratings will be viewable by all consumers, the internal real estate office managers and/or 
the agent. 
 
Agent ratings can be determined by the consumer alone or by a combination of the consumer and use 
of the myAgent site (the more used the higher the rating).  This will be a very sensitive area, but one 
critical to allowing the consumer to select and agent based on 3rd party feedback. 
 

Reports 

A series of reports will be available to the agent and/or office management.  The available reports will 
include: 

 Agent Calendar – listing the next ‘x’ weeks meetings 

 Productivity – numbers including meeting requests, actual meetings, ratings, etc. 
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Widgets 

A series of myAgent hosted widgets will be available to the agent to place on their website, newspaper 
websites and/or office website.  The widgets will allow a connection to the myAgent application and 
provide tracking for views and completions.  The widgets will include: 
 
Business Card – a simple Business Card displaying the Agents picture, contact information, specialties 
and a link to schedule a virtual or real appointment 

 
 
Calendar/Scheduling – a simple interface to the agent’s schedule, allows the consumer to schedule 
either a virtual or real meeting, real time notification is sent to the agent and the agent then has to 
confirm the meeting. 
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Featured Listings – a simple display of the agent’s featured listing, could be derived from the brand or 
MLS 

 
 
News/Events – agent or rss provided local news and events 

 
 
 

Maintenance Pages 

Application Level 

Functionality includes: 

 Indication that an internal (Brand) or local (MLS) listing source is available for searching 

 Type of installation (hosted or supported) 

 Number of concurrent meeting rooms an agent can host 

Brand Level 

Functionality includes: 

 Which offices (or all) have the myAgent functionality available 

 Default to-do template items 
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Broker/Office Level 

Functionality includes: 

 Which agents (or all) have the myAgent functionality available 

 Default to-do templates and contact lists 

Agent Level 

Functionality includes: 

 Default to-do templates and contact lists 

 Which consumers can retain access to the virtual meeting rooms 


