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PUBLISHER’S LETTER

Welcome to the REI INK 

Data & Analytics issue. 

A big thank you to the lead-

ership at Black Knight for 

being our cover story this 

month. Black Knight  

is a leading provider of 

integrated software, data 

and analytics solutions  

that automate many of 

the business processes 

across the homeownership 

life cycle. I especially like 

the Black Knight logo, as 

it reflects the values of 

the company’s Chairman 

Emeritus’ alma mater, West 

Point. Their team of pro-

fessionals deliver superior 

technical skills and service 

and maintain a Code of 

Conduct to practice  

integrity in all they do.

ROBERT  

RAKOWSKI 

Publisher & CEO

I love data and analytics. 

The data stories we run  

in the magazine are my 

favorites. They are written 

and contributed by  

experts in the industry  

and provide tremendous 

insights into different asset 

types, different markets, 

and they really delve into 

the weeds. All this infor-

mation hopefully takes the 

emotion out of the decision- 

making process and allows 

investors to make fact-

based decisions in the 

acquisition and disposition 

cycle. If only our govern-

ment made fact-based 

policy decisions instead  

of emotional ones.

Speaking of data and 

analytics, one month 

prior to this issue going to 

print, the national debt is 

at $28,941,723,614,208. 

The debt per taxpayer is 

$229,705 and the debt to 

GDP ratio is 125.95%. In 

the year 2000, the ratio 

was 55.74%. I do not pre-

tend to be an economist, 

but how can there possibly 

be an end in sight to this 

madness. Congress keeps 

spending and spending 

and spending…

As always, thank you to  

all the great people in  

this industry. It has been 

wonderful seeing clients  

at live in-person events 

again. Continue to make 

money, take care of your 

people, and have fun. And 

remember, STOP AND 

SMELL THE ROSES! 
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THINKING OF  
INVESTING IN SFR?   
Here Are Three Ways That Data Can Help

BY KE V IN ORTNER

DATA & ANALY TICS

Technology and 

access to data can 

help real estate investors 

make sound acquisition 

decisions. These days, 

almost every preliminary 

step of the investment 

process can be done 

online, including scouting 

out potential properties 

and estimating projected 

returns. Let’s look at 

some metrics that you 

will want to calculate 

when assessing potential 

investment opportunities 

and see which ones you 

will want to pay close 

attention to!

In today’s booming hous-

ing market, most investors 

have one priority: finding 

a good deal. But how 
can you ensure that you 

secure the best deal pos-

sible? One that not only 

produces cash flow, but 

also generates the type 

of returns that you are 

looking for.

Assumptions and gut feel-

ings can help you scout 

out a potential market, or 

even find a prospective 

deal, but they will only 

get you so far. At the end 

of the day, successful 

investing is no accident – 

it all comes down to cold, 

hard facts; looking at local 

housing data, running the 

numbers, and assessing 

how profitable a potential 

property is likely to be. 

While today’s housing 

market is booming and 

there is a great deal of 

investor activity, in many 

ways, there has never 

been a better time to 

invest. Thanks to the 

wealth of tools and infor-

mation that are available 

today, investors have 

access to extremely valu-

able data that they can 

use to assess the viability 

of individual investments 

and the health of the local 

housing market. 

Today, there is no need for 

guesswork and no excuse 

for not doing your home-

work upfront. 

WH AT DO WE ME A N  

BY DATA?

Simply put, data is the 

information that you need 

to make sound investing 

decisions. It means look-

ing at the numbers, statis-

tics, trends that are influ-

encing the market and the 

price of a property. All 

these factors impact the 

property’s performance  

as a rental. 

For investors, successful 

investing hinges in large 

part on the ability to read 



REI INK  5

the market. Supply and 

demand impact housing 

prices so it is important 

to have your finger on the 
pulse of microeconomic 

trends that may be impact-

ing local housing prices. 

This will help you to deter-

mine whether it is a good 

time to buy, and if so, how 

much you should be willing 

to spend to get the returns 

that you are after. 

Let’s look at three signif-

icant ways that data and 

tech can help when it 

comes to securing an  

SFR investment. 

1 » CA LCUL ATING 

LONG -TERM 

APPRECI ATION

For most investors, hous-

ing appreciation is a big 

part of their investment 

strategy. Sure, you could 

invest for cash flow alone 

and some investors do, 

but many like to invest in 

areas where the price of 

the property is expected 

to increase significantly 

over time. While none 

of us can predict with 

absolute certainty what 

the housing market is 

going to do, housing is 

one investment that has 

produced excellent long-

term returns over time. 

Nationally, housing prices 

have increased an aver-

age of $127.52K between 

2000 and 2020, according 

to the Case Shiller/S&P 

National Home Price 

Index, and in the last year 

alone, they have gone up 

18.4%. Zillow has them on 

track to increase another 

11.8% by April 2022. 

When it comes to invest-

ing in SFR, appreciation 

varies considerably from 

market to market. It is 

important to investigate 

historical apprecia-

tion rates not only on a 

national level but in the 

area that you are thinking 

of investing in. You can 

look at this data on web-

sites like Zillow. Analyzing 

what housing prices 

have done over the last 

ten or twenty years will 

give you an idea of how 

much housing is likely to 

increase in the future. You 

could also check out the 

Market Research Center 

at Renters Warehouse to 

see housing appreciation 

and other local economic 

factors as well. 

2 » CA LCUL ATING YOUR 
PRO JECTE D RETURNS

Once you have a potential 

property identified, you 

will want to calculate your 

projected returns to make 

sure they are in line with 

your investing goals.

Companies like Trulia, 

Zillow, and Realtor.com 

offer a range of tools that 

can help you see what 

neighborhood trends are 

HOUSING PRICES FROM 2000 TO 2020 
CASE SHILLER/S&P NATIONAL HOME PRICE INDEX

Source: Statista
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like, the average cost of 

homeownership in an area, 

the history of a property, 

and more. Home Union’s 

Neighborhood Investment 

Rating is another great tool 

that you can use to assess 

the health of a local mar-

ket. Their neighborhood 

tool rates different markets 

between A+ and D, allow-

ing you to see how well 

the area checks out for a 

potential investment. 

Here are four additional 

key analytics you will want 

to consider if you have a 

potential investment and 

housing market in mind. 

» Number of property 

sales in the area 

Find this on Zillow.

» Days on the market 

See Zillow’s days to 

pending data to find out.

» Available inventory 

To find available inven-

tory, take the number of 

houses for sale in your 

area and divide by the 

number of sales in the 

past 30 days. You can 

find this info on Zillow.

» Rental return rates 

See how much your pro-

spective property can 

rent for using Redfin’s 

Rental Estimate Tool. 

Then assess your pro-

jected returns. 

3 » WHE N YOU A RE 

LOOKING TO FIND  

A N INVESTME NT 

PROPE RT Y FAST

When it comes to scouting 

out potential investment 

properties, tech can help 

you find a property faster. 

Today, approximately 90% 

of home shoppers start 

their searches online, and 

for investment properties, 

it is safe to assume that 

the numbers are most 

likely similar. Investors can 

head over to websites that 

integrate with the MLS, 

meaning that properties 

can be viewed as soon 

as they hit the market. 

The Renters Warehouse 

Marketplace is one plat-

form where investors can 

find properties that are for 

sale, including properties 

from the MLS. Another 

option is Entera, where 

you can find SFR invest-

ments across 24 markets. 

While they have been 

around for a while, it ’s 

also worth mentioning 

automated valuation 

models (AVMs). AVMs 

are tools that quickly and 

efficiently calculate the 

estimated value of homes 

in a given area. Zillow’s 

tool, Zestimate, is an AVM 

which has made the pro-

cess of listing and finding 

real estate much easier.

Advances in tech and 

access to data have  

made life easier for real 

estate investors. Just 

remember that the data 

is there to help. Do not 

get so bogged down in 

running numbers that  

you neglect to assess the 

most important aspects  

of the investment – the 

price point and financing, 

your projected returns, 

and the health of the 

housing market. 

At the end of the day, 

everything else is  

just extra. 



Powered by technology and informed by data, investors can manage their portfolios 
more accurately and efficiently through the suite of innovative products and services 
provided by Radian’s subsidiaries, Radian Real Estate Management LLC and Red Bell 
Real Estate, LLC.

radian.com | 800.523.1988

© 2021 Radian Group Inc. All Rights Reserved. 550 East Swedesford Road, Suite 350, Wayne, PA 19087. Services provided by Red Bell Real Estate, LLC, 

a wholly owned subsidiary of homegenius, Inc. 7730 South Union Park Avenue, Suite 400, Midvale, UT 8404784047. Tel: 1-866-626-2381. Licensed in 
every state and the District of Columbia. This communication is provided for use by real estate or mortgage professionals only and is not intended for 
distribution to consumers or other third parties. This does not constitute an advertisement as defined by Section 1026.2(a)(2) of Regulation Z.

Visit radian.com to learn how this suite of valuations and asset management solutions 
can help you expand your opportunities, improve your investment strategy and stay 
ahead of the competition.

Manage your portfolio, identify and mitigate 
risks, and execute your investment strategy 
more efficiently with our full-service asset 
management capabilities:

• Real-Estate Owned

• Single Family Rental

• Asset Management Technology

Asset Management Services

Leverage the unparalleled data coverage and 
sophisticated technology to identify investment 
opportunities and make informed decisions 
with valuation offerings provided by Red Bell:

• Real Estate Market Insights

• Property Valuations

• Hybrid Appraisals

Valuation Services



8  DECEMBER 2021

DATA & ANALY TICS

THE HOUSING MARKET:  
A LOOK BACK AT 2021,  
A LOOK AHEAD AT 2022   
Inventory, Demand, Foreclosures

BY RICK SHARGA

As the year comes to 

an end, it ’s time to 

take a look back at the real 

estate market in 2021 and 

begin thinking about what 

might be in store for 2022.

THE HOUSING M ARKET 

CONTINUES TO THRI VE

Despite historically low 

levels of inventory, the 

housing market had an 

exceptionally strong year. 

Existing home sales will 

likely exceed six million, 

and new home sales will 

finish the year around 

800,000 – both higher 

numbers than 2020 sales, 

and both actually sup-

pressed by the stubbornly 

low number of homes  

for sale.

Inventory of existing 

homes for sale across 

the country averaged 

between 2.5 and 3.0 

months of supply, less in 

some high demand mar-

kets like California, where 

inventory was often 1.5 

months or less. 

In a normal, healthy 

market, inventory levels 

are typically six months, 

so the shortage of homes 

for sale was very real and 

had a huge impact on the 

market. New home inven-

tory was slightly better, at 

one point almost reaching 

the six-month mark, but as 

builders faced shortages 

due to COVID-19-induced 

supply chain disruption, 

construction slowed 

noticeably, and inventory 

levels plummeted. 

Builders also slowed  

down the sales of under- 

construction homes due 

to uncertainty about the 

availability of supplies like 

windows and roofing mate-

rials, and extreme volatility 

of material prices. 

Housing starts and per-

mits have been strong 

for the second half of the 

year, and assuming that 

supply chain issues and 

labor shortages can be 

addressed, more inven-

tory should be coming  

to market in 2022 and 

subsequent years.

STRONG DE M A ND 

DRI VES PRICE 

APPRECI ATION

Demand for homes 

remained extraordinarily 

strong. According to 

the Mortgage Bankers 

Association (MBA),  
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purchase loan originations 

will set a record in 2021 at 

$1.6 trillion and grow from 

there in 2022.

What’s driving the 

demand? Demographics  

is the biggest driver and 

will continue to be for the 

next few years. 

The largest cohort of 

Millennials – the largest 

generation in the history 

of the USA – is rapidly 

approaching the prime 

age for first-time home-

ownership. So new home 

buyers will be entering  

the market in large num-

bers for at least the next 

2-3 years.

Historically low interest 

rates have also been a 

demand driver. With rates 

hovering at or just below 

3% for a 30-year fixed-

rate mortgage, it ’s often 

less expensive to make 

a monthly loan payment 

than it is to pay rent in 

many markets across the 

country. And the COVID-

19 pandemic has also 

contributed to unusually 

strong demand, partly by 

accelerating a trend that 

was already happening 

(urban renters becoming 

suburban homeowners) 

and partly because of the 

desire to find “healthier” 

environments and the abil-

ity to work from home.

The supply/demand  

imbalance has driven 

prices to record levels –  

almost $353,000 for 

existing homes and almost 

$409,000 for new homes 

at the beginning of the 

fourth quarter of 2021.

Home price apprecia-

tion has routinely been 

between 15-20% on a 

year-over-year basis for 

the second half of the 

year, causing fears that the 

market may be entering 

into “bubble” territory, but 

most economists believe 

that price appreciation will 

moderate in 2022, while 

still being slightly higher 

than the historical aver-

age of 3.5-4%. This price 

appreciation has resulted 

in the highest level of 

homeowner equity ever, 

some $23 trillion dollars.

NO FORECLOSURE 

TSUN A MI YET,  A ND ONE 

NOT LIKE LY NE X T YE AR

The doom-and-gloom 

predictions of a massive 

wave of pandemic-driven 

foreclosures turned out 

to be completely off the 

mark in 2021.

A recent report from 

RealtyTrac’s parent 

company ATTOM Data 

Solutions noted that 

foreclosure activity in the 

third quarter of 2021 was 

up 34% from the previous 

quarter and 68% from 

the third quarter of 2020. 

But the report also noted 

that foreclosure activity 

was down by 60% from 

the same quarter in 2019, 

when foreclosure activity 

was at more normal levels. 

And it is unlikely that the 

number of properties in 

foreclosure will return to 

normal levels until late in 

2022 at the earliest.

While the number of delin-

quent loans soared early 

in the pandemic, those 

numbers have declined 

over 41% since September 

2020, and the number of 

seriously delinquent loans 

– borrowers who are at 

least 90 days past due on 

their payments – dropped 

by over 1 million during 

that same time period. At 

the end of October 2021, 

overall delinquency rates 
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dipped below 4% for the 

first time since prior to  

the pandemic.

The MBA believes that 

delinquency rates will 

continue to decline as the 

economy recovers and 

unemployment rates fall.

According to the MBA’s 

Chief Economist Michael 

Fratantoni, “The delin-

quency rate tends to be 

highly correlated with  

the unemployment rate 

over time. This was cer-

tainly true over the past 

year, as unemployment 

spiked during the onset 

of the pandemic, then 

has fallen rapidly as the 

economy has re-opened 

and rebounded. Our fore-

cast is for the unemploy-

ment rate to continue to 

decline, reaching 4.5% 

by the end of 2021, and 

likely dropping below 4% 

by the end of 2022. The 

delinquency rate should 

follow that downward  

path closely.”

Mortgage delinquency 

numbers have also been 

inflated by the forbear-

ance program, with over 

1.2 million borrowers still 

in the program entering 

the fourth quarter of 2021.

While none of the bor-

rowers in the program 

are being reported as 

delinquent to the credit 

bureaus, no payments 

have been received on 

their loans, so the loans 

themselves show up in the 

industry’s delinquency 

reports. Many industry 

analysts predicted that 

the majority of borrowers 

entering the forbearance 

program would eventually 

default on their loans, 

creating a new wave of 

foreclosures. So far, that 

hasn’t been the case at all. 

Two important points to 

take away here: First, less 

than 1% of the borrowers 

who entered and exited 

the forbearance program 

did so with a deed-in-

lieu, short sale or default. 

Second, during the time 

when the 6.8 million  

borrowers in forbearance  

cycled in and out of the 

program, delinquency 

rates consistently declined, 

strong evidence that the 

borrowers who have exited 

the program have been 

able to do so successfully. 

There’s simply no data 

that suggests the market 

might experience a  

large uptick in fore- 

closures in 2022. The 

length of and repayment 

terms offered in the  

forbearance program  

have made it possible  

for millions of borrowers 

to work their way  

through the pandemic 

without defaulting on  

their loans. 

Record equity will give 

borrowers the opportu-

nity for a soft landing if 

they need to sell their 

homes in order to avoid a 

foreclosure, and the huge 

supply/demand imbalance 

in the market suggests 

there will be buyers – both 

consumers and investors 

– ready and willing to buy 

these properties as they 

become available. 
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2022 HOMEBUYING 
TRENDS: WHICH CHANGES 
ARE HERE TO STAY?   
How Will Homebuyers Behave in 2022? 

BY MAT THEW WOODHOUSE

Now that the 

frenetic pace and 

unprecedented challenges 

spurred by the COVID-19 

pandemic have calmed 

a bit, the residential real 

estate market is settling 

into a steadier balance 

as we look toward the 

new year. The record low 

mortgage rates that lured 

so many homebuyers 

into the market in 2020 

and 2021 are forecast to 

creep upward yet remain 

favorable, the competition 

for homes will cool as 

inventory levels continue 

to rise and home prices 

will increase at a more 

reasonable clip.

What will be interesting  

to see in 2022 is how 

homebuyers will behave  

in the wake of this historic  

moment in time. In 

addition to serving as a 

catalyst for record high 

origination volume, the 

pandemic accelerated 

the adoption of mortgage 

technology, opened  

consumers’ minds to  

evolutionary ideas —  

buying a home sight 

unseen, for example — 

and spurred migration to 

the suburbs. As a result, 

the following five trends 

are likely to emerge or 

continue throughout the 

coming year.

 TRE ND 1

CONSUMERS W ILL 
INCRE ASINGLY SE E K 
OUT LE NDERS WHO 
CA N DE LI VER DIGITA L 
E XPERIE NCES.

Mortgage technology 

had already been gain-

ing momentum when the 

pandemic struck. Then the 

isolation resulting from 

contagion concerns as 

well as mandated shut-

downs sent that momen-

tum soaring. Consumers 

embraced a self-serve 

approach to everything 

from electronically sched-

uling their appraisals, 

inspections and closing 

appointments to e-signing 

their closing documents. 

In fact, according to 

ServiceLink’s State of 

Homebuying Report, 89% 

of millennial and Gen Z 

homebuyers reported 

using technology during 

the homebuying pro-

cess. Across age groups, 

68% said they had used 

technology. These home-

buyers overwhelmingly 

agreed that their per-
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ception of the homebuy-

ing process had been 

improved by technology. 

They cited the conve-

nience and ease of use 

plus time savings as the 

primary benefits of using 

mortgage technology.

This increasing confidence 

in, and growing reliance 

on, technology has fueled 

consumers’ desire for a 

seamless, transparent, 

fully digital homebuying 

experience. In growing 

numbers, they will choose 

lenders that can deliver 

tech-enabled experiences 

in 2022. Fortunately, lend-

ers have access to a broad 

range of digital mortgage 

solutions that can not 

only improve the cus-

tomer experience but also 

increase internal efficien-

cies (think hybrid apprais-

als and AI-powered title 

decisioning). Every step 

lenders take to accelerate 

the journey to the closing 

table will work to their 

advantage in 2022.

 TRE ND 2

INVESTORS W ILL  

RE LY MORE STRONGLY 

ON TECHNOLOGY.

As inventory recovers and 

consumers continue to 

seek more space in the 

new hybrid work environ-

ment, the 2022 market 

holds great promise for 

savvy investors. Whether 

their strategy is to buy and 

hold or fix and flip, speed 

will be critical, as competi-

tion for properties is likely 

to persist throughout the 
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year. Investors will increas-

ingly look to technology 

to give them the edge.

For example, through 

digital auction sites, SFR 

and fix-and-flip investors 

can now search proper-

ties in foreclosure, make 

offers and close digitally, 

without having to go to 

the courthouse. Digital 

title services, hybrid 

valuation products (AVM, 

BPOs and appraisals) and 

portfolio management 

tools powered by AI and 

machine learning will also 

help fuel investor success, 

by helping them improve 

their efficiencies and take 

advantage of cost-saving 

opportunities.  

 TRE ND 3

THE CONFIDE NCE  

TO BU Y A HOME  

SIGHT UNSE E N W ILL  

CONTINUE TO GROW.

In November 2019, 32%  

of respondents to a  

Redfin survey who had 

purchased homes in the 

past year said they had 

made at least one offer on 

a home they hadn’t seen 

in person. In December 

2020 that percentage 

nearly doubled, to 63%  

of respondents. Travel 

concerns and social 

distancing requirements, 

intense competition for 

properties and the grow-

ing availability of online 

video tours provided the 

impetus for homebuyers 

to bid sight unseen. 

Think about it: You want 

to buy a home, let’s say in 

another state, but hop-

ping on a plane isn’t your 

first choice in the mid-

dle of a pandemic. And 

even if you did make the 

flight, by the time you got 

there, another buyer may 

have already closed the 

deal. That’s why, in the 

COVID-19 environment, 

virtual walkthroughs were 

a dream come true for 

buyers and sellers. They 

enabled prospective  

buyers to get a good look 

at a particular home and 

place a timely bid.

As with other technolog-

ical solutions, now that 

consumers have been 

introduced to virtual tours 

and recognize their value, 

they’re coming around to 

giving them a try. In fact, 

nearly one in five respon-

dents to the ServiceLink

homebuying survey con-

firmed that, moving for-

ward, they would consider 

buying a home without 

seeing it in person. 

 TRE ND 4

PRE V IOUSLY HESITA NT 

HOMEBU YERS W ILL 

E NTE R THE M ARKET.

While no one’s looking for 

a pendulum swing from 

seller’s market to buyer’s 

market in 2022, we can 

certainly expect move-

ment toward the middle. 

And as the environment 

grows increasingly buy-

er-friendly — with more 

inventory, fewer bidding 

wars, stabilizing prices 

and relatively low interest 

rates — homebuyers who 

have been patiently wait-

ing in the wings can make 

their move.

Among respondents to 

the ServiceLink survey, 

one-third said they had 

considered but ultimately 

decided against purchas-

ing a home in the time 

period of April 2020-

April 2021. Why? Thirty-

four percent decided to 

upgrade instead, 31% felt 

the available homes were 

WHAT WILL BE 

INTERESTING TO 

SEE IN 2022 IS HOW 

HOMEBUYERS WILL 

BEHAVE IN THE WAKE 

OF THIS HISTORIC 

MOMENT IN TIME.
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too expensive and 24% 

faced a change in their 

financial situation. 

It ’s not at all surprising 

that nearly a third of 

respondents found homes 

to be too expensive, given 

prices rose so dramati-

cally in 2020 and 2021. 

According to Freddie 

Mac, house price growth 

was 11.3% in 2020, and 

is expected to be 16.9% 

for 2021. Fortunately for 

buyers, Freddie forecasts 

price growth will slow to 

7% in 2022. This adjust-

ment, coupled with rela-

tively low mortgage rates 

— Freddie looks for an 

average 30-year fixed rate 

of 3.5% in 2022, compared 

with 3.0% in 2021 and 

3.1% in 2020 — and more 

choice in listings, should 

bring more homebuyers 

to the table.

 TRE ND 5

FA MILIES W ILL  

CONTINUE MOV ING  

TO THE SUBURBS.

The remote work model 

made commonplace by 

the pandemic has caused 

people to think differently 

about their surroundings. 

If they’re going to work 

from home, whether on 

a full- or part-time basis, 

don’t they deserve room-

ier accommodations?  

Plus, those who no longer 

have a daily commute  

into the city suddenly 

have more flexibility in 

choosing where to locate. 

Many homebuyers — in 
particular, millennials 

looking to raise families in 

neighborhoods with good 

schools — are moving to 

the suburbs, a migratory 

trend that’s likely to con-

tinue in 2022.

When ServiceLink sur-

veyed homeowners in 

the spring, 36% of those 

who had purchased a 

home in the past year 

said they did so to upsize 

from their current home; 

23% cited needing more 

space to work remotely. 

Additionally, 40% of 

those respondents had 

moved to another state. 

Widespread adoption of 

flexible work models by 

employers is affording 

homebuyers much more 

choice in where they put 

down roots. Going for-

ward, many of them may 

be choosing the suburbs 

instead of city hubs. 
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THE NEXT GENERATION  
OF ARTIFICIAL 
INTELLIGENCE IS HERE   
Investors Leveraging the Power of AI Will Be the First to Gain an Advantage

BY STE VE GAENZLER

Artificial Intelligence 

(AI) has been a buzz 

word in many industries  

for years. Yet, innovation  

has been slow when it  

comes to the real estate 

transaction. Many 

processes are still manual, 

inefficient, and uninformed 
by useful data and insights.  

But, as we have seen over 

the last eighteen months, 

the COVID-19 pandemic 

has accelerated the 

adoption of technology 

and digital processes. 

AI has now become a hot 

topic in the real estate 

world. One particular 

discipline of AI is poised 

to disrupt the real estate 

industry and deliver pow-

erful insights to investors 

who are ready to leverage 

it to their benefit.

COMPUTER V ISION: 
THE NE X T GE NER ATION 
OF A I

Computer vision is one of 

the most promising and 

exciting branches of the 

AI and machine learning 

universe. While you may 

not have heard of com-

puter vision unless you are 

a data scientist, you may 

be familiar with some of 

its real-world applications, 

including facial recogni-

tion for accessing your 

phone, autonomous vehi-

cles being able to read the 

road, and home security 

solutions that distinguish 

known faces from those 

of strangers. It works by 

analyzing patterns and 

pixels within an image 

to identify objects and 

processing that data into 

useful information. A suc-

cessful computer vision 

model is able to “see” and 

understand the content of 

digital images.

While this may seem like 

a simple task, teaching 

a computer to perceive 

images is incredibly 

complex. When we look at 

an image, we are uncon-

sciously making lots of 

judgements. Looking 

through the lens of real 

estate – when we look at 

photos of a property – we 

are automatically judging 

the quality of the light-

ing, the condition of the 

kitchen, or how it com-

pares to the standard of 

the neighborhood. Until 

now, that kind of analysis 

could only be done by a 

person. With computer 

vision models trained to 
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analyze real estate, this 

can now be automated. 

Computer vision technol-

ogy has many applications 

that can benefit the stake-

holders in a real estate 

transaction. It can signifi-

cantly customize and per-

sonalize the home search 

process for homebuyers. 

Real estate agents can 

perform a thorough valu-

ation analysis or compar-

ative market analysis far 

faster and cheaper than 

ever before. For investors, 

it has the power to help 

you fine-tune your invest-

ment strategies, increase 

return on investment (ROI) 

for portfolios, and make 

investment decisions 

based on hard data. 

Below are a few exciting 

ways computer vision and 

AI technology are making 

this possible:

INTE LLIGE NT  

SE ARCH FILTERS

Search functionality allows 

users to easily filter results 

based on basic criteria 

like square footage or 

number of bedrooms and 

bathrooms. But there are 

other variables that inves-

tors may be interested 

in when searching for an 

investment opportunity. 

Maybe you are looking for 

fixer-uppers to fix and flip. 

That’s where AI comes in. 

Computer vision can help 

identify variables that are 

not captured by a listing 

data feed and help inves-

tors create a more granu-

lar “buy box” search. For 
instance, investors looking 

for fixer-uppers can use 

computer vision-derived 

condition ratings to create 

more targeted search 

results that will yield 

homes that meet their 

exact criteria.

FAST, ACCUR ATE  

PROPERT Y VA LUATION

When an investor is  

looking at a large  

number of properties, 

they need a better valu-

ation product. Valuation 

tools with embedded 

computer vision can make 

it easier to value a larger 

volume of properties 

quickly and with more 

THOSE LEVERAGING 

THE POWER OF AI, 

AND ITS FINANCIAL 

RETURNS, WILL BE  

THE FIRST TO GAIN  

AN ADVANTAGE IN  

THE MARKET.
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confidence. Computer 
vision can look at the inte-

rior and exterior condition 

of a home, objects and 

finishes that impact value, 

and other measurements 

to deliver a more accurate 

assessment in moments, 

eliminating the need for 

costly on-site reviews or 

appraisals that can take 

days to complete. 

M ARKET PRE DICTIONS

AI and predictive analytics 

help predict how markets 

may perform in the future 

based on past perfor-

mance. This technology 

can also be deployed 

at a neighborhood and 

property level to predict 

when maintenance will be 

needed or help determine 

the quality of a potential 

investment’s future  

performance. Of course, 
determining which mar-

kets will perform and 

continue to be strong is 

complex, but the data 

provided by computer 

vision and machine learn-

ing technology makes the 

process significantly more 

reliable and consistent.

P ORTFOLIO INSIGHTS 

A ND M ARKETING 

Computer vision can 

deliver consistent, reliable 

evaluations of an inves-

tor’s real estate portfolio 

and allow them to bet-

ter manage their assets. 

Computer vision technol-

ogy provides investors 

a more detailed look at 

the surrounding market 

and property details. 

Topography and satel-

lite imagery combined 

with computer vision AI 

illuminate details about 

a neighborhood or local 

market in an automated 

way. Evaluating images 

through time helps 

investors track changes 

in markets to help them 

determine when to deploy 

an expansion, entry or 

even an exit strategy.

AUGME NTED RE A LIT Y 

Firms like Wayfair, Home 

Depot and others are 

creating tools that allow 

consumers to visualize 

what a room, or a home, 

would look like with 

different paint colors or 

even after a renovation. 

Comprehensive technol-

ogy allows investors to 

see the potential in the 

property before buying. 

Especially in today’s envi-

ronment with supply chain 

disruptions and construc-

tion labor shortages, this 

can be extremely helpful 

to understand the amount 

of work needed before 

committing to a project.

Put simply, developments 

like these are transforming 

the real estate industry 

and making it easier for 

investors to make intel-

ligent decisions based 

on data and insights. In 

an industry that often 

embraces technology at 

a slower pace, it will take 

some time and effort to 

integrate advanced tools 

and utilize AI to its fullest 

potential. Those leverag-

ing the power of AI, and 

its financial returns, will be 

the first to gain an advan-

tage in the market. 
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FIX-AND-FLIP PROJECTS 
S-CURVE SPEND
Financial Discipline Is the Only Way to Keep Projects Clean and Honest

BY JAKE HARRIS

DATA & ANALY TICS

As cashflow analysts, 

we charted a random 

sampling of fix and flip 

projects and graphed 

their cashflow comparing 

Total Spend (Y-axis) vs. 

Time (X-axis). A clear trend 

emerged with insights you 

will want to see before you 

start another fix and flip 

project; fix and flip project 

spend follows a clear 

S-Curve. We observed 

that these projects 

typically require less initial 

capital followed by a rapidly 

increasing capital demand, 

plateauing near completion. 

NOTE: The length of the 

initial startup period, and 

the length of the comple-

tion plateau are directly 

dependent to the speed 

at which the project starts, 

and how long the owner 

takes to successfully close 

out the project.

Analysis of this trend 

found the source tied 

back to the typical order 

of construction with the 

first 3 Phases of Work 

(Demolition, Framing/

Structure, and MEP 

Rough-Ins) being the 

initial scopes for most fix 

and flip projects. These 

initial 3 Phases can range 

in size and value given 

the overall scope of the 

project, with Phase 2 

(Framing/Structure) and 

Phase 3 (MEP Rough-Ins) 

consistently taking longer 

than initially projected. 

NOTE: Phase 3 (MEP 

Rough-Ins) is the first 

Phase where outside 

inspections from local 

municipalities can be 

required, and while failing 

an inspection is typical, it 

adds delays as call-backs 

and coordination are 

needed and will add days 

to the schedule. 

THE FI X A ND FLIP 

PH ASES

Phase 1 // Demo

Phase 2 // Framing/ 

                   Structure

Phase 3 // MEP Rough-Ins

Phase 4 // Façade

Phase 5 // Interior Finishes

Phase 6 // Finals

Phase 7 // Exterior

OVER THE HUMP

After Phase 3 (MEP Rough-

Ins) is complete and has 

passed the required 

municipal inspections 

(mechanical, electrical, 

plumbing, and framing), 

the rehab begins to pick 

up speed and rapidly 

enters Phase 4 (Façade) & 

Phase 5 (Interior Finishes). 

Phase 5 is by far the most 
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expensive and fastest 

moving phase of a fix and 

flip project with weekly 

spend more than doubling 

when compared to previ-

ous phases. 

Supply and installation 

of scopes such as wood 

floors, tile, cabinets,  

countertops, and final 

paint, etc., consume 

project funds at a rapid 

pace as those scopes are 

typically installed in a day 

or two with payment due 

upon completion. 

DATA INSIGHTS

The typical fix and flip 

owner does not have 

access to or take advan-

tage of the same payment 

terms available to new 

construction or commer-

cial projects where pay-

ments for goods and/or 

services can be deferred 

for 30, 45, or even 60 

days. Payments for goods 

and/or services on fix 

and flip project scopes 

are typically due upon 

completion and most 

tradesmen and suppliers 

require a hefty deposit (up 

to 50%) prior to any work 

being done.

This “Pay-Now” industry 

puts increased pressure 

on project cashflow and 

demands a higher level 

of planning and monitor-

ing to avoid issues and to 

ensure success.

Fix and flip projects also 

differ from new construc-

tion and commercial con-

struction projects based 

on their S-Curve spend. 

New construction/com-

mercial projects are much 

more level and balanced 

with nearly the same 

amount of spend week-

over-week (after the initial 

startup). Thus, it is also 

easier to determine an 

approximate schedule 

when forecasting these 

projects as there is a typi-

cal weekly amount that can 

successfully be managed 

and approved, and the 

total project cost divided 

by that amount, can pro-

vide a rough estimate to 

the number of weeks it will 

take to successfully com-

plete the project. 

RISK #1 

PRO JECT CASHFLOW

Funding needs to keep 

pace with the material & 

labor demands of Phase 

5 (Interior Finishes) to 

maintain a healthy proj-

ect pace. It is common 

for owners/lenders to 

develop a “payment 

rhythm” in both timing 

and amount, established 

in the mind of the owner/

lender based on the 

timing of previous phases 

and capital needs. 

A sudden and sharp hike 

in cashflow will often catch 
people off-guard in their 

capital planning if they are 

unaware of the increased 

demand in Phase 5. 

Knowing that this increase 

is coming will allow for 

greater preparation and  

a smoother execution.
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RISK #2 

FR AUD/COMMINGLING 

Overcapitalizing a project 

during the initial phases 

(1-3) or undercapitalizing 

that same project in the 

latter phases (4-6) will likely 

give rise to funding issues. 

When a project is under-

capitalized during the 2nd 

half of the project (Phases 

4-6) it places a strain on the 

person/persons respon-

sible for construction 

management - either an 

external GC, or an internal 

Construction Manager. 

The cause for this strain 

is due to work being 

completed and payment 

demands now exceeding 

the project’s available 

funds. The project is 

under stress and as time 

continues, the owners 

are demanding more 

progress as the project 

is nearing completion, 

and owners may even 

withhold funds until more 

work is completed. This 

creates a problem for the 

Construction Manager 

as they have contracted 

and released work to 

loyal Subs and material 

providers that do great 

work, and now they do not 

have the means necessary 

to pay them upon com-

pletion – as previously 

agreed. They risk losing 

good labor and suppliers 

that have done exactly 

what they were asked to 

do, and in today’s climate 

they are extremely hard  

to replace. 

That is when most 

Construction Managers/

GC’s start to “Rob Peter’s 

project to pay for Paul’s.”  

They will take from proj-

ects that have just started 

(Phases 1-3) when costs are 

low and deposits are high 

and use that deposit to 

cover cashflow shortages 
on later stage projects 

(phases 4-6) without the 

knowledge of either owner.

Opportunity and conve-

nience are to blame for 

this situation, and both 

the owners and General 

Contractors have been 

found guilty of commin-

gling project funds to 

satisfy short term cashflow 

needs to their long-term 

detriment. Once this cycle 

starts, it is hard to break!

THE SOLUTION

Financial discipline is the 

only way to keep proj-

ects clean and honest. 

Owners must be able to 

“silo” and successfully 

separate each project’s 

cashflow to keep them 

safe and fully accountable. 

They also need to plan for 

the increased cashflow 

demands BEFORE they 

are needed (during the 

second half of the proj-

ect), and make sure that 

the project’s cashflow is 

readily available for distri-

bution to keep the project 

moving forward. 

By knowing how capital 

moves through a project, 

anyone can out-plan  

problems before they 

arise. Open and honest 

communication around 

cashflow needs, issues, 

and constraints will keep  

a Project Team moving 

forward and on the right 

path toward successful 

project completion! 
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NEW TECHNOLOGY 
ACCELERATES FIX-AND-
FLIP BUYING AND LENDING   
Forward-Looking Investors and Lenders Will Be Beneficiaries 

BY DANNY BYRNES

U ltra-tight inventory, 

strong demand and 

generationally low interest 

rates are the tailwinds 

driving today’s record 

home price appreciation. 

While these factors  

have created new 

opportunities for fix-and-

flip investors and their 

lenders, they have also 

created new challenges. 

Properties that used to  

be on the market for 

weeks, now go in days, 

and in some cases, 

even without listing. 

For investors and their 

lender partners, this 

means making even faster 

decisions and doing 

everything within their 

control to streamline 

every aspect of the bridge 

mortgage process. 

Technology, of course,  

is already playing an 

increasingly broader 

role in both buying and 

financing real estate. For 

example, investors are 

searching online for prop-

erties, using databases 

and AI to identify possible 

sellers and using lender 

portals to apply for loans 

and deliver documents. 

Lenders, meanwhile, are 

relying on sophisticated 

automated valuation mod-

els (AVMs) to make loan 

decisions in days and to 

price their risk. 

Now technology is being 

successfully applied to 

new points in the buy- 

finance-and-service con-

tinuum, taking guesswork 

and speed bumps out of 

the process. 

Let’s look at two new 

examples of technology 

enhancements. 

ONLINE AUCTIONS

Online auctions of fore-

closed properties have 

long been a major source 

of inventory for fix-and-flip 
investors. Being able to go 

online and get the basic 

details and sales history of 

individual properties saves 

prospective investors time 

in the initial search pro-

cess. However, once they 

get this information, they 

still must make several 

critical assumptions about 

the ROI on repair costs, 

the future appreciation of 

the property in its repaired 

state and the overall direc-

tion of the surrounding 

neighborhood.
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Recently, one online auc-

tion company, RealtyBid®, 

added a new level of 

insight for fix-and-flip 

investors. Partnering  

with Allan Weiss, one of 

the original developers 

of the Case-Shiller-Weiss 

housing price index (HPI), 

and Weiss Analytics, the 

company has developed 

new analytic tools to help 

investors examine the 

price trajectory of an  

individual property, as 

well as neighborhood  

and market dynamics.

Users can now see prop-

erty- and ZIP Code-level 

data dating back 10 years 

on 80 million properties,  

as well as one-year-out  

value forecasts for the  

property and Metropolitan  

Statistical Area (MSA). 

The site also gives inves-

tors access to property- 

level fix-and-flip compara-

bles and repaired values, 

as well as the ability to 

run ZIP Code and proper-

ty-level analyses. Fix-and-

flip comps provide sale 

details, including first and 

second sales and hold 

time. This wealth of new 

information accelerates 

buying decisions and 

helps level the playing 

field between individual 

and institutional investors.

LIE N RE LE ASES

The second innovation 

example involves a critical 

element in the closing 

process: lien releases.

Before a lender will make 

a bridge loan on a prop-

erty, it needs to know that 

any previous loans on that 

property have been paid 

off. Similarly, when a  

fix-and-flip project has 

been completed, one  

of the final steps in the  

mortgage process is 

obtaining a lien release, 

which shows that the 

investor has paid off  

the bridge loan.

A delay in issuing a  

lien release can, in turn, 

delay the sale process. It 

can also delay refinanc-

ing the property with a 

longer-term mortgage in 

the case of a single-family 
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rental. In either case, the 

results can potentially 

damage a lender’s rela-

tionship with investors  

and create reputational 

risk. Fix-and-flip lenders 

know that taking time 

and hassle out of all the 

aspects of the financing 

process is one of the 

major ways that they can 

build relationships and 

create repeat clients. 

Nationwide Title Clearing 

(NTC), a leader in provid-

ing post-closing document  

services, especially lien 

releases, is the company 

providing the innovation 

designed to save time and 

eliminate these hassles for 

lenders. Recently, NTC® 

introduced PerfectDocs®, 

a new self-serve platform 

that gives lenders and  

servicers greater control 

of the entire lien release 

process. In just minutes,  

and with a minimal 

number of keystrokes, a 

lender can now create 

and electronically e-sign 

compliant lien releases 

and then e-record in more 

than 2,000 counties.

From a user’s perspective, 

the solution combines sev-

eral complex processes 

into a single streamlined 

workflow platform, creat-

ing documents compliant 

with county requirements, 

agency and GSE guide-

lines and MERS require-

ments. It also automati-

cally calculates accurate 

recording fees for every 

jurisdiction nationwide. 

In the current market  

environment, leveraging 

technology to accelerate 

both decision-making 

and process efficiency 

has taken on a new sense 

of urgency and is driving 

innovation. Forward-

looking investors and 

lenders will be early 

adopters and beneficiaries  
of these enhancements. 

LEVERAGING 

TECHNOLOGY TO 

ACCELERATE BOTH 

DECISION-MAKING 

AND PROCESS 

EFFICIENCY HAS 

TAKEN ON A NEW 

SENSE OF URGENCY.
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HONOR 
IN DATA & 
ANALYTICS 
Black Knight is Dedicated to Giving Investors  

the Most Transparent Market Possible 

BY CAROLE VANSICKLE ELLIS

In Arthurian legend, the recurrent 

motif of the Black Knight is 

brave, exceptionally strong, and 

highly dynamic. In the modern day, 

the Army West Point Black Knights 

represent the United States Military 

Academy and prize similar character 

traits including courage, justice, 

mercy, generosity, faith, nobility, 

and hope. While the archetype 

may be centuries old, Black Knight 

Inc. chairman emeritus Bill Foley 

confidently chose the name to 

represent the values of the company 

in 2014, explaining his vision for the 

business included a reflection of the 

values of his alma mater, West Point, 

in the company’s business practices. 

In a modern world where data is 

constantly manipulated, adjusted, 

and curated until many investors find 

themselves unable to trust even the 

most basic of metrics, the property 

data and analytics provider finds that 

a “code of honor” in the industry is 

more important than ever. 

“People need property information, 

property data, and products 

related to that information whether 

in the form of valuation tools, risk 

management tools, decision-making 

tools or just raw data to feed into 
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models and analytics,” 

explained Richard 

Lombardi, senior vice 

president of data strategy 

and innovation at Black 

Knight Inc. “Black Knight 

is the leader in providing 

that data and helping 

clients and consumers 

understand it.”

Because Black Knight’s 

property data database 

covers 99.9 percent of 

the U.S. population and 

households and every 

record is updated and 

verified regularly, the 

company is not just a 

source of information for 

individual investors and 

investment firms; it also 

provides the raw data 

used across thousands 

of specialized service 

and analytics platforms 

across all sectors of real 

estate. In order to serve 

its broad spectrum of 

clients in extremely 

customized ways, Black 

Knight is divided into four 

divisions: Origination 

Technologies, Servicing 

Technologies, Secondary 

Markets, and Data & 

Analytics. The company’s 

Data & Analytics group, 

in which Lombardi works, 

uses the conglomeration 

of information to help 

clients make their own 

specific projections about 

markets and strategies as 

well as identify emerging 

trends that could affect 

future business. While it 

might seem like a simple 

process since much of that 

data is available in the 

public record, Lombardi 

emphasized Black Knight 

systems must work in 

POWERFUL TOOLS FOR 

PANDEMIC AND POST-

PANDEMIC INVESTORS

Investors tracking changes in health policy nationally 

may have already noticed a new adjective creeping into 

the economic and health policy lexicons. The word is 

“endemic.” Defined by epidemiologists as “a disease 
outbreak that is consistently present but limited to a 

particular region,” some virologists are suggesting that 

the COVID-19 pandemic may, at least in some parts 

of the world, become more of an endemic issue in the 

coming years. 

While pandemic events are characterized by 

exponential spread of an infection, endemic events 

can be devastating but tend to be more isolated 

and have a smaller relative spread. Thus, market 

changes associated with endemic events may be more 

predictable and localized, over time, than sweeping 

pandemic-related trends. Should COVID-19 become 

endemic in the United States, it will be imperative that 

investors have the ability to track real-time changes in 

markets that are affected both by viral outbreaks and 

by swiftly changing, often controversial economic and 

health policies.
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perfect accord in order to 

generate actionable data 

and datasets. 

“We go to more than 

3,000 counties and 

confirm that more than 

3,000 different sets of 

data match together,”  

he explained. “We are  

not just licensing that  

data to clients; we  

are standardizing it, 

cleansing inaccuracies, 

and matching it back  

so that all the different 

points related to a 

property that come from 

hundreds of different 

sources are matched 

together and verified.”

Clients use this 

information for a vast 

array of purposes, 

including analytics, 

modeling, scoring, and 

valuations within their own 

businesses, evaluating 

existing and potential 

economic impact, and 

tracking commercial 

trends. “Real estate 

touches nearly every 

aspect of the market and 

economy,” Lombardi said. 

“You can use information 

about specific properties 

and groups of properties 

to understand what is 

going on in the larger 

market and other market 

sectors. Our data is even 

used in making insurance 

decisions, implementing 

marketing strategies, and 

In a period of uncertainty for most data analysts, 

Black Knight’s unique combination of descriptive and 

predictive data analytics places the company in a prime 

position to help investors make sense of the madness in 

today’s pandemic market and make educated predictions 

about what might happen throughout various market 

sectors and even regional economies in the future. 

Although Black Knight analysts seldom, if ever, are 

willing to make overt predictions about the future, 

they are expertly equipped to comment on trends, 

narratives, and bellwether events that might be of 

interest to clients and investors. 

“Stories in data are told by change,” observed Julian 

Grey, Black Knight’s executive vice president of data 

and analytics. She explained that even in extremely 

stable markets, changes in expectations or stable 

factors can indicate the “story” in the data is about  

to change. 

“Data reflects human behavior; human behavior reflects 
the story,” she said, citing as an example homeowners’ 

decisions around loan prepayment. “When you see 

interest rates drop and borrowers continue to prepay 

loans, that has one set of implications that is very 

different from the implications of a drop in interest rates 

accompanied by a lack of prepayments from borrowers,” 

Grey said. “A source-data provider like Black Knight is 

usually able to see and interpret that ‘story’ first and be 
very thoughtful about how we interpret it.” 

Grey cited default data and mortgage performance 

data as treasure troves of “hidden gems” of information 

for real estate investors. “Home price datasets and 

mortgage performance datasets are great reflectors of 
human behavior,” she said. “This information reveals 

so much about how communities, markets, and assets 

are impacted by economic events that are out of their 

control. It gets to the root of why people are doing what 

they are doing in a market.” 
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creating video games,”  

he added. 

DR AW ING OUT  

THE DATA STORY

With so much data to 

work with, clients can 

easily find themselves 

overwhelmed with 

information. That is where 

Julian Grey, executive 

vice president of Black 

Knight’s Data & Analytics 

division, comes into the 

picture. Her team deals 

with the evolving and 

complicated processes 

associated with analyzing 

and drawing actionable 

conclusions from datasets 

in ways that still permit the 

clients to draw their own 

conclusions. 

“Investors trying to find 
insight within data are 

really looking for a ‘story’ 

that can help them decide 

on an action to create 

a desired return,” Grey 

explained. “We knew 

early on that we needed 

advanced platforms to 

support the consumption 

of advanced data and 

analytics, but they simply 

did not exist in the form we 

needed. So we built one.”

Black Knight’s Rapid 

Analytics Platform is the 

company’s answer to 

investors’ need for a vast 

array of “stories” that all 

may be derived from the 

same massive datasets.

“The platform houses 

nearly every one of our 

datasets and allows users 

to find the information 

that best suits them at 

the right time,” Grey said. 

“Then, they can extract 

and leverage that data in 

multiple ways depending 

on their needs. That 

flexibility is by design.” 

The platform does not  

just permit extraction 

of data, however; it also 

enables users to create 

sets of predictive data 

that can help them 

refine future investment 

strategies and make 

informed investing 

decisions. 

“I find predictive analytics 

to be particularly exciting 

since they’re so key to 

making informed business 

decisions,” Grey said 

enthusiastically. “Our 

platform combines 

descriptive analytics –  
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which help users 

understand what’s already 

happened – with predictive 

data that can be used 

to map out different 

scenarios. Doing so can 

help an investor predict 

what might happen to 

an individual property, 

to mortgage and market 

trends in general, or even 

where the real estate and 

mortgage industries might 

go in the future.” 

The enormous datasets 

must be constantly 

updated and confirmed, 

evaluated and analyzed, 

and, additionally, 

scrupulously curated and 

maintained to ensure that 

anonymous data remains 

fully anonymized. The vast 

amounts of information 

available on trends and 

changes in the market and 

economy that come as a 

result of collecting data 

from both public sources, 

like the public record, 

and private, anonymized 

sources, like mortgage 

performance records,  

is invaluable. 

However, Grey 

emphasized, there is a 

“trade-off ” that investors 

must make in order to gain 

these powerful insights. 

“You simply cannot 

sacrifice privacy to 

achieve transparency in 

the market,” she said. 

“When you work with 

the volume of data Black 

Knight accesses and 

aggregates daily, you have 

an obligation to ensure 

you are a strong and 

resolute guardian of  

that information.”

Often, data providers 

attempt to anonymize 

data by simply putting 

it all in one place and 

removing key information, 

such as names and 

physical addresses, from 

the dataset. 

However, this is not 

necessarily fully 

anonymized data because 

someone viewing the  

data with the right pieces 

of additional information, 

such as details from a  

loan portfolio containing 

loans in that dataset, 

may still be able to 

make specific decisions 

about an individual 

property in that set 

using a combination of 

information from the 

portfolio and information 

from the “anonymized” 

dataset. 

At this point, these 

decisions may constitute 

an invasion of privacy 

and even be illegal. This 

puts an investor using an 

incompletely anonymized 

dataset at risk as well as 

the borrower or other 

individual whose privacy 

has been violated. 

“It’s entirely possible to 

create robust and fully 

anonymized data that 

can be used to build 

predictive models that 

show how certain types of 

loans will perform without 

violating any individual’s 

privacy,” Grey noted.  

“But you need the  

right platform to make 

that happen.”

She explained that Black 

Knight uses a combination 

of meticulously anony- 

mized data and details 

on geography, national 

trends, and loan 

performance to protect 

individuals while helping 

clients identify important 

changes in the market. 

LE VER AGING 

PREDICTI VE DATA IN 

RE A L-TIME DECISIONS

Perhaps one of the most 

powerful strategies for 

leveraging Black Knight’s 

data combines predictive 

data analytics with real-

time, real-world events. 

Gunnar Blix, director 

IN DATA STRATEGY, 

OUR ROLE IS 

PRIMARILY THINKING 

ABOUT HOW TO PULL 

DATA IN... [AND]  

MAKE IT AS VALUABLE 

AS POSSIBLE.
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of data strategy, is 

focused on the process 

of optimizing the value 

of Black Knight data. “In 

data strategy, our role is 

primarily thinking about 

how to pull data into the 

organization, make it as 

valuable as possible to the 

client, and then distribute 

it in ways that ensure the 

industry is getting the 

information it wants and 

needs in order to perform 

and serve consumers even 

better,” Blix said. 

At present, Blix’s 

department is looking 

closely at climate risks 

and the effects of climate-

related events on real 

estate. Traditionally, this 

type of modeling has 

been largely confined to 

concerns about whether 

properties are in flood 

plains or future flood 

plains and if certain areas 

of the coast may, at some 

point, be flooded by 

seawater. However, Blix 

explained, there is a lot 

more to climate-related 

data than simply making 

predictions about when 

and how much sea levels 

will rise. 

The company recently 

released a disaster-alert 

solution designed to help 

investors and institutions 

identify properties that 

have likely been directly 

affected by what Blix 

refers to as “natural hazard 

events” like flooding, fires, 

or extreme weather. Using 

this solution, lenders and 

investors may know within 

the space of about two 

days whether a certain 

subset of properties or 

loans in a portfolio have 

been impacted by a 

disaster, saving time and 

resources best spent on 

mitigating and reducing 

any potential damage to 

the properties.

“When FEMA flags a 

county as a disaster area, 

for example, that can 

sweep up thousands of 

assets at risk,” Blix said. 

“Being able to narrow 

down the number of 

homes that have been 

actually affected and 

then reach out to clients 

and affected parties to 

determine what assistance 

they might need is much 

more efficient than going 

through the entire county, 

property by property.” He 

concluded, “Data is not 

just about projecting into 

the future. A lot of it is in 

use already, today.” 

Much of this data is also 

useful when leveraged 

in the Rapid Analytics 
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Platform to explore how 

certain types of disasters 

and hazards might affect 

a specific portfolio of 

properties or loans. 

Many clients take the  

raw data from Black 

Knight, use a variety 

of evaluative methods 

on the Rapid Analytics 

Platform to sift through 

the information, and then 

create highly specific 

codes and practices 

based on the results of  

the initial process. 

“It is really a matter 

of getting as much 

information as we can to 

help clients make good 

decisions as investors 

and for consumers,” Blix 

said. “In today’s market, 

everyone is competing  

for data and information. 

The more data you have 

and the more accurate 

that data is, the better 

your decisions will be  

as a result.” 
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SIFTING THROUGH  
THE DATA SANDBOX
WHAT VP OF MARKET RESEARCH ANDY WALDEN IS WATCHING 

When Andy Walden, Black 

Knight economist and 

vice president of market 

research, talks about his 

job, he describes it in a 

lighthearted manner. “I have 

the enviable task of playing 

around in the Black Knight 

data sandbox,” he said

Walden emphasized that the 

data behemoth is not in the 

business of making specific 

market predictions but, 

instead, enabling clients to 

identify powerful trends and 

indicators relevant to specific 

investment and business 

strategies. That being said, 

the chance to hear from the 

host of the monthly Mortgage 

Monitor webinar and one of 

HousingWire’s 2021 “Rising 

Stars,” about the data he finds 

particularly intriguing is an 

opportunity not to be missed. 

“There are a couple of key 

things going on in the market 

right now that will play out 

over the next 6 to 12 months,” 

he began, explaining that his 

team expects housing finance 

and mortgage performance 

data to come to the fore as 

market indicators in 2022.

“How borrowers perform after 

leaving forbearance will affect 

foreclosure volumes and the 

downstream housing market,” 

he said. 

Walden is also watching how 

individual housing markets 

may begin transitioning from 

being extremely hot to cooler 

conditions. “We are starting 

to see home price growth 

come down off record highs, 

and our Collateral Analytics 

data suggests that could 

continue in coming months,” 

he said, noting that Federal 

Reserve tapering efforts 

could accelerate a housing 

transition. Together these 

factors could combine to firm 

up a cooling trend in 2022. 

“The coming months will quite 

likely bring rapid changes to 

the housing market,” Walden 

concluded. “But rather than 

the plunging property values 

associated with the Great 

Recession, we’re poised to see 

more of a deceleration in the 

rate at which prices continue 

to climb.”

Walden recommended 

investors not only listen to 

economists and analysts 

for insights on the housing 

market and economy; he 

recommended certain “key 

ingredients” to track as well. 

“Real-time data is what sets 

us apart here at Black Knight,” 

he said. “We are blessed to 

have real-time data on rate 

locks, mortgage performance, 

and housing market trends 

that provide insights into 

the mortgage and real estate 

markets as they happen. It 

gives folks that utilize Black 

Knight data a leg up on their 

competition because they 

are not guessing about the 

market; we see what is taking 

place before others can see it.”

Access Black Knight’s  

monthly Mortgage Monitor  

at BlackKnightInc.com/ 

Data-Reports. 
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PHOENIX,  
ARIZONA 
The “Valley of the Sun” Is Not Too Hot to Handle Just Yet

BY CAROLE VANSICKLE ELLIS

REGIONAL SPOTLIGHT
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gains and leading the 

nation in home-price 

growth for 27 months 

(as of October 2021), 

many analysts believe 

the Phoenix market will 

hold steady or climb 

even higher before home 

values level out or experi-

ence a downturn. 

“The entire Phoenix area 

is breaking records over 

records in sales prices, 

and I expect this to con-

tinue. The supply simply 

is not close to catching up 

to the current demand,” 

explained Alex Molleo, a 

local realtor based in the 

Phoenix metro area. He 

continued, “I anticipate 

this increase continuing 

through 2022 and beyond.” 

Molleo conceded much 

of the upward pressure 

on home prices in the 

Phoenix area is due to  

low interest rates, high 

levels of fix-and-flip  

investor activity, and  

construction shortages. 

Investors considering 

entering the market 

should do so with caution 

and a viable game plan for 

competing in a difficult 

market where it may be 

challenging to find mate-

rials and labor for renova-

tions as well as properties 

with the right metrics for 

successful investment 

returns. However, with the 

right connections and a 

good game plan, the  

market still holds a great 

deal of promise.

“Phoenix is all set to 

remain a seller’s market in 

the next 12 months,” said 

Marco Santarelli, founder 

and CEO of Norada Real 

Estate Investments. 

He noted that Phoenix 

home prices have appreci-

ated more than 237 percent 

in the past 10 years, yet the 

city’s median home price 

is still more than $100,00 

below median home 

prices in San Francisco, 

Los Angeles, Seattle, 

Portland, and Denver. 

“From those perspectives, 

Phoenix’s housing prices 

remain relatively modest,” 

Santarelli noted. 

Redfin recently reported 

about a quarter of all 

Phoenix out-of-state 

homebuyers hail from 

Los Angeles, while nearly 

When former 

Confederate soldier 

Jack Swilling moved west 

after the American Civil 

War in order to prospect 

for gold and, hopefully, 

start a new life, he cer-

tainly was not expecting 

that his excavation efforts 

would include making his 

fortune digging out the 

canals of an ancient, indig-

enous civilization that had 

abandoned the Arizona 

Territory more than 6,000 

years prior. 

Nor did Swilling and fel-

low settler Phillip “Lord” 

Darrell Duppa anticipate 

that Duppa’s optimis-

tic title for the new city, 

Phoenix, would prove  

to be so apt. 

Today, Phoenix, Arizona, 

or the “Valley of the Sun,” 

has likely surpassed even 

what the notoriously opti-

mistic Duppa predicted 

would be “a city, greater 

and grander than that 

which had preceded it, 

born from the ruins of a 

former civilization.”

Interestingly, despite 

posting 33 percent year-

over-year price-growth 
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number of closed transac-

tions in the Phoenix area 

climbing by 69 deals in 

September 2021 com-

pared to the year prior. 

“On the one hand, home-

buyers continued to face 

a competitive market 

in which home prices 

increased at a dou-

ble-digit pace from one 

year ago,” said Danielle 

Hale, chief economist at 

Realtor.com, in commen-

tary on Phoenix’s climb-

ing home prices. “Going 

forward, the conditions 

buyers face are primarily 

dependent on two things: 

mortgage rates and  

housing supply.” 

She noted that some buy-

ers were already having 

more difficulty qualifying 

for home loans as inter-

est rates have risen since 

August of this year.

National Association 

of Realtors (NAR) chief 

economist Lawrence 

Yun chimed in, saying, 

“Inventory is still tight, 

[but] the declines are not 

as severe.” In fact, Yun 

went so far as to predict 

Phoenix inventory might 

“turn the corner and 

increase” sometime in 

2022, decelerating price 

increases although not 

bringing about a full stop. 

Behemoth iBuyers in the 

Phoenix area have had 

and will continue to have 

an outsized influence on 
housing market activity in 

the region. Phoenix was 

among the first test mar-
kets for multiple tech-com-

pany real estate ventures, 

including Zillow, Redfin, 
Opendoor, and OfferPad. 

The city is “often referred 

to as the birthplace of the 

iBuyer trend,” observed 

GeekWire reporter Nat 

Levy, noting that in 2019, 

Phoenix had the second- 

highest share of home 

purchases by iBuyers. 

Redfin chief economist 

Daryl Fairweather said the 

Phoenix market “worked 

well for iBuyers, which 

tend to purchase homes 

that are relatively afford-

able, were built within the 

last few decades, and are 

easy to price accurately 

because they are located 

in tract neighborhoods 

with largely homogeneous 

housing stock.” 

At present, more than 12 

percent of all the property 

listings in the Phoenix 

area are held by Offerpad, 

Zillow (which has now 

famously closed its iBuying 

division), and Opendoor. In 

October 2021, that meant 

that of 6,500 total listings, 

800 were listed under 

these three tech buyers. 

Analysts warn that this 

type of market domination 

tends to “warp” prices.

For example, in Maricopa 

County, where most of 

the Phoenix metro area 

is located, 13 percent of 

listed inventory belongs to 

iBuyers. Local agents say 

that this enables iBuyers 

to drive up home prices 

and then benefit from sell-

ing at inflated rates. 

one-fif th were current 

residents of Seattle. These 

buyers and others like 

them who are fleeing the 

West Coast markets are 

certainly playing a role in 

shoring up skyrocketing 

values in the area. 

INTE NSE COMPETITION 

FROM INDI V IDUA L S, 

INVESTORS & IBU YERS

With so many different 

types of buyers focusing 

in on the Phoenix metro 

area, competition remains 

steep for available proper-

ties. According to Redfin, 

Phoenix homes are selling 

in an average of 26 days, 

down from 32 days-on-

market in September 

2020. However, slightly 

more homes are sell-

ing these days, with the 

REGIONAL SPOTLIGHT

BUYERS FLEEING  

WEST COAST MARKETS 

ARE CERTAINLY 

PLAYING A ROLE 

IN SHORING UP 

SKYROCKETING HOME 

VALUES IN THIS AREA . 
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“They are playing the mar-

ket as if it is a game [that] 

they intend on winning,” 

said Matthew Aguilar, a 

local renter who says he 

is finding it impossible to 

purchase a home due to 

iBuyer-inflated prices.

Real estate investors who 

identify ways to work 

with would-be buyers 

like Aguilar who want to 

buy and have the income 

to do so but not neces-

sarily a traditional down 

payment may create a 

profitable, stable niche for 

themselves in what could 

become a volatile market 

if iBuyer inventory fails to 

move in a timely fashion.

Now that Zillow Offers has 

paused home buying at 

least through the end of 

2021, the company’s abil-

ity to cut prices en masse 

in order to clear the books 

may create a temporary 

market softening that will, 

most likely, be largely 

negated for buyers due to 

rising interest rates. 

“While a loss, the failure 

won’t hurt the company 

too badly,” explained RBC 

Capital Markets analyst 

When the Urban Land Institute 

(ULI) and Pricewaterhouse-

Cooper (PwC) US teamed up to 

examine real estate trends in major 

metropolitan areas around the 

country, it did not take long for a 

clear trend to emerge. 

“Though all markets lost jobs during 

the pandemic recession, recovery 

has been much quicker and much 

more complete in the Super Sun 

Belt markets,” analysts explained 

in the recently released report on 

top cities for real estate prospects 

in 2022. That list of Top 10 cities 

featured eight “Sun Belt” cities: 

» Nashville, Tennessee 

» Raleigh/Durham, North Carolina

» Phoenix, Arizona

» Austin, Texas

» Tampa/St. Petersburg, Florida

» Charlotte, North Carolina 

» Dallas/Fort Worth, Texas

» Atlanta, Georgia

The remaining two cities, ranked 

ninth and tenth, were Seattle,  

Washington, and Boston,  

Massachusetts, respectively.

The Sun Belt region of the United 

States is generally considered to 

stretch from east to west, encom-

passing the southern halves of Cal-

ifornia and Nevada, parts of Utah 

and New Mexico, and cities in Texas, 

Arizona, Louisiana, Mississippi, 

Alabama, Georgia, Florida, South 

Carolina, and the southern portion 

of North Carolina. 

Thanks to temperate climates  

leading to year-round outdoor  

recreation options and vast biodi-

versity (some of these states boast 

nearly 7,000 distinct species of  

animals outside of marine life), Sun 

Belt cities are attractive places to 

live in addition to being generally 

more affordable than their more 

northern counterparts, with one or 

two exceptions of course. 

PwC US and ULI analysts dubbed 

certain cities on their Top 10 list 

“Super Sun Belt” markets, meaning 

they ranked particularly well for 

homebuilding prospects. 

The Super Sun Belt markets 

included Phoenix, Atlanta,  

and Dallas. 

SUPER SUN BELT MARKETS
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asset classes hold plenty 

of potential in the “Valley 

of the Sun.” 

“[In] the office market, 

the first half [of 2021] 

started out slow, picked 

up substantially,” LevRose 

Commercial Real Estate 

co-founder Jon Rosenberg 

explained, noting that 65 

percent more square feet 

of new leases were signed 

just during Q2 2021 than 

were signed in Q2 2020.

Rosenberg added,  

“We are seeing a lot  

of the California firms 

come here. The rents are 

much lower, much more 

affordable.” Average 

office rents in metro 

Phoenix are roughly 30 

percent lower than the 

national average and 

about 250 percent lower 

than San Francisco rents. 

The retail sector is also 

recovering, with JLL  

analysts recently telling the 

Phoenix Business Journal 

they expect retail assets 

to have a strong perfor-

mance in the fourth quarter 

of 2021 and warning that 

demand may exceed sup-

ply by the end of the year. 

Brad Erickson in a recent 

interview with Bloomberg. 

He noted that, at present, 

“[iBuyers like Zillow] prob-

ably don’t care so much. 

It ’s not as important at this 

stage of the game to  

make money.” 

Real estate investors 

must remain aware of the 

possibility that iBuyers 

currently reducing or 

eliminating activity in the 

Phoenix market can and 

likely will easily reenter it 

at a moment’s notice when 

they believe the time is 

strategically right for  

the company. 

IT ’ S A NY SECTOR’ S 

GA ME IN 2022

In most parts of the 

country, single-family 

residential (SFR) real 

estate is the clear “winner” 

when it comes to asset 

classes that are most likely 

to generate returns for 

investors. In Phoenix, how-

ever, thanks to its relative 

affordability from a West 

Coast perspective, a thriv-

ing tech community, and 

plenty of room to continue 

to spread outward with 

new construction, other 

REGIONAL SPOTLIGHT
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“There is not enough qual-

ity, available retail prod-

uct,” they said. “Retailers 

want more.” 

Retail sales nationally 

grew by 15.8 percent 

from July 2020 to July 

2021, and, despite the 

continued encroachment 

of online retail, the sector 

continues to recover and 

require modern spaces 

that meet new health-pol-

icy standards, are adapt-

able, and that remain 

attractive to consumers. 

The city of Phoenix is 

actively seeking ways to 

“encourage revitalization 

of vacant storefronts in 

the city” at present, which 

could represent potential 

for funding and new types 

of investments for real 

estate investors. 

Programs and strategies 

under consideration 

include converting out-

dated retail spaces to mul-

tifamily residential units, 

encouraging mixed-use 

developments, and rede-

veloping shopping centers 

and malls. The latter two 

assets were foundering, to 

a degree, prior to the pan-

demic, and have deterio-

rated in many cases even 

in markets where there is 

a strong demand for retail 

space because the spaces 

are not necessarily adapt-

able to current consumer 

requirements revolving 

around social distanc-

ing, air flow, or outdoor 

engagement. 

The city is considering 

strategies like streamlin-

ing permits for businesses 

attempting to incorpo-

rate outdoor elements 

into traditionally indoor 

businesses to expedite 

revitalization and make 

existing retail real estate 

more attractive. 

STILL GOING  

STRONG INTO 2022

Usually when investors 

see a city start to top the 

lists for “biggest home 

price increases,” they 

begin to cool on the area’s 

investments. For Phoenix, 

however, being ranked third 

on the RE/MAX National 

Housing Report for largest 

percentages in home prices 

year-over-year has not dis-

suaded interested parties 

from investors to corpora-

tions to developers from 

their interest in the area. 

Phoenix posted a median 

sales price of $411,000 

in September 2021, up 

$71,000 over the year 

prior. Combined with 

an officially “recovered” 

jobs market (unemploy-

ment in the area has 

reached pre-pandemic 

levels and only about 

30,000 Arizonans state-

wide continue to draw 

unemployment benefits), 

this relatively affordable 

home price is making the 

Phoenix area look better 

than ever to employers,  

employees, and small- 

business owners in 2022. 

“Unique to Phoenix and 

the Sun Belt in general, we 

[Colliers International] have 

estimated that population 

growth due to pandemic 

displacement has resulted 

in 25 percent higher 

growth here,” said Colliers 

International research 

director Thomas Brophy 

during his observations on 

historic price gains in the 

Phoenix metro area. 

He added that although 

nationally the United 
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States posted negative 

household formation in 

2020, Phoenix household 

formations are expected 

to double. 

Existing and incoming 

employers are certainly 

doing their part to bring  

in those households.  

In 2021, DoorDash  

According to a recent 

report from the Arizona 

Office of Economic 

Opportunity, Arizona is 

expected to gain more 

than 325,000 jobs state-

wide (excluding govern-

ment). The government is 

doing its part as well. In 

February, Arizona gover-

nor Doug Ducey extended 

an executive order that 

renewed a moratorium on 

“new regulatory rulemak-

ing by state agencies,” a 

move designed at a state 

level to limit government 

regulations inhibiting  

job growth. 

The Arizona Office of 

Economic Opportunity 

estimates the implemen-

tation of this moratorium 

resulted in nearly $14.7 

million in annual savings 

for the state economy in 

2021 alone. 

“Arizona is a pro-business 

state and we continue 

REGIONAL SPOTLIGHT

to welcome more job 

opportunities and new 

businesses,” explained 

Ducey as he signed 

the moratorium for the 

seventh year. With a 

background like that, 

it is no wonder that the 

Urban Land Institute and 

PricewaterhouseCooper 

(PwC) US named Phoenix 

one of the top metro  

areas for real estate  

prospects in 2022 and 

designated the city a 

“magnet market.” 

These markets are also 

considered “preferred 

markets for investors and 

homebuilders,” PwC US 

analysts explained. “Their 

economic performance 

has been solid through 

thick and thin… Recovery 

has been much quicker 

and more complete.” 

With an endorsement like 

that, 2022 is looking bright 

in the Valley of the Sun. 

 

TOP 10 EMPLOYERS IN  

PHOENIX METRO AREA

Banner Health » 10,728 employees

American Express » 9,210 employees

Amazon » 6.457 employees

Honeywell » 6,171 employees

Wal-Mart » 5,419 employees

Fry’s Food Store » 5,229 employees

U-Haul » 5,133 employees

Bank of America » 5,012 employees

Phoenix Children’s Hospital   

» 4,826 employees

Dignity Health » 4,754 employees

and LiveRamp (winner  

of Fortune “Best 

Workplaces in 

Technology”) both 

expanded their presence 

in the Phoenix area, bring-

ing in hundreds of tech 

jobs and other positions 

associated with this type 

of employment. 
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KEY MARKET STATS  
PHOENIX. AZ
AT A GLANCE 

Statistics & 

analysis courtesy 

of RentRange, an 

Altisource Company.

PHOENI X , A Z

PHOENI X , A Z

SFR-3 BD MEDI A N PRICE

$1 ,970 // Sep 2021

$1 , 263 // Sep 2016

 55.98% // 5-yr change

SFR-3 BD RE NT-TO -INCOME

35.79% // Sep 2021

28. 12% // Sep 2016

 7.67 // 5-yr change

MEDI A N HOUSE HOLD INCOME

$67,896 // Sep 2021

$55, 227 // Sep 2016

 22 .94% // 5-yr change

LISTING INVE NTORY // SFR 1- 5 BD LISTING INVE NTORY // CONDO/ TH 1-4 BD

MEDI A N PRICE // SFR 1- 5 BD MEDI A N PRICE // CONDO/ TH 1-4 BD

PHOENI X , A Z

PHOENI X , A Z

I B D 2 B D 3 B D 4 B D 5 B D TOTA L

2019 AUG 181 296 1153 814 305 2749

2020 JA N 122 232 997 596 180 2127

2020 J U N 119 225 947 651 187 2129

2020 N OV 125 261 1001 589 178 2154

2021 A PR 122 259 876 561 181 1999

2021 S E P 107 171 749 464 153 1644

I B D 2 B D 3 B D 4 B D 5 B D

2019 AUG 926 1277 1590 1747 2114

2020 JA N 1017 1344 1555 1711 2127

2020 J U N 1087 1434 1681 1847 2273

2020 N OV 1085 1480 1755 1973 2345

2021 A PR 1130 1550 1855 2062 2420

2021 S E P 1160 1535 1970 2195 2512

I B D 2 B D 3 B D 4 B D

2019 AUG 1031 1329 1612 1737

2020 JA N 1042 1339 1632 1964

2020 J U N 1103 1434 1705 2065

2020 N OV 1153 1473 1815 2133

2021 A PR 1140 1459 1853 2115

2021 S E P 1247 1560 1926 2210

I B D 2 B D 3 B D 4 B D  TOTA L

2019 AUG 438 796 476 318 2028

2020 JA N 307 717 367 210 1601

2020 J U N 269 648 337 219 1473

2020 N OV 646 1444 532 227 2849

2021 A PR 329 741 354 173 1597

2021 S E P 320 558 308 176 1362
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IT ISN’T ABOUT  
THE HOUSE
Connect the Dots to Better Marketing Performance

BY CHARLIE CALISE

DATA & ANALY TICS

Z illow announced 

in early November 

of this year that they 

were getting out of the 

business of buying and 

selling homes, with 

the chief executive 

acknowledging that the 

division was proving to  

be unsuccessful and it 

would be impossible to 

scale. The division, Zillow 

Offers, was an iBuyer 

company, one that uses 

algorithms to make mass, 

“instant offer” home 

buying decisions.

This is not a story about 

Zillow, but rather the big 

question it raises in the 

minds of the average real 

estate investor, namely, “If 

a company like Zillow with 

its massive financial and 

technical resources can-

not be successful in this 

business, how can I?” 

The answer is simple:  

Real Estate is a relation-

ship business…it isn’t  

just about the house (a 

transaction) but rather 

about the seller (a rela-

tionship). To demonstrate 

this point, HomeVestors®, 

the “We Buy Ugly 

Houses®” company, had a 

record year, achieving the 

highest gross revenue per 

house in the history of the 

company. They accom-

plished this feat by lever-

aging technology AND 

building relationships with 

their sellers.

PERSPECTI VE

Over the last several 

years, the best ways for 

most organizations to 

market themselves have 

significantly changed. 

New tools, platforms and 

digital technologies are 

enabling a more insight-

ful, holistic approach to 

marketing planning, bet-

ter customer understand-

ing and improved ways to 

convert new customers 

more efficiently. 

However, rather than 

making things easier, this 
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transformation has made 

marketing much more 

complex as the prolifer-

ation of technology has 

resulted in more media 

options and the atomiza-

tion of touchpoints along 

the customer’s path to 

sale. What was once a 

fairly straightforward  

process from awareness  

to consideration to pur-

chase, is now a constella-

tion of countless directly 

and indirectly connected 

touchpoints that even the 

most seasoned marketing 

team can find difficult  

to harness.

Consider these facts:

» There are now hundreds 

of offline and online 

media channels avail-

able to reach customers. 

They can be reached 

in their homes through 

direct mail, traditional 

broadcast television or 

streaming OTT (over the 

top) platforms such as 

Netflix or HULU, or on 

the go through out-of-

home media (billboards) 

and SMS text campaigns 

delivered to their smart-

phones or watches. 

» Customers rely heavily 

on search to find what 

they are looking for and 

they search differently 

on their phone versus 

their desktop or laptop 

computer. The fact that 

Google changes its 

search algorithm (which 

determines placement 

in search rankings) 

almost daily makes 

managing search alone 

a daunting task. 

» The ubiquity of social 

media platforms and 

review sites like Yelp 

have given rise to the 

voice of the customer. 

This has forced brands 

to be much more  

transparent, to con-

stantly monitor what  

is being said about  

them online, and to 

engage with customers 

in real time to improve 

their experience with 

the company. 

» To manage all of this 

activity, there are tens 

of thousands of tools 

and platforms designed 

to help marketers plan, 

execute and measure 

marketing perfor-

mance—all generating 

more data than any 

organization knows  

what to do with.

To manage today’s mar-

keting complexity, compa-

nies should look for ways 

to connect the dots of 

multiple customer touch-

points throughout the 

path to sale. This simpli-

fied approach allows for 

the delivery of the right 

message to the right  

customer at the right time 

on the right channel, all 

the way down to their 

device of choice.

START W ITH  

THE CUSTOME R

Any successful marketing 

program starts with the 

customer, or even better, 

a data-driven portrait of 

their demographic and 

behavioral characteristics. 

There are hundreds of 

customer data points 

available from first-party 

(information you have 

about your customers), 

second-party (informa-

tion other companies like 

Facebook and Google 

have about your cus-

tomers) and third-party 

providers (aggregated 

information on your cus-

tomers from sources like 

Experian, First American, 

YOUR BEST  

MARKETING 

PROGRAMS ARE 

USELESS IF YOU  

DON’T UNDERSTAND 

YOUR CUSTOMER  

AND PUT THEM  

AT THE CENTER OF  

YOUR THINKING.
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and Equifax). When 

combined, you will have 

a quantitative, actionable 

profile of your sellers  

and their houses.

One of the best ways 

to collect, analyze and 

activate this disparate 

customer data is through 

a Customer Data Platform 

(CDP). CDPs are technol-

ogy systems that create a 

unified customer data-

base from many different 

data sources. The result-

ing structured customer 

profile data is then made 

available to other systems 

like CRM and marketing 

automation platforms  

for activation. 

Another beneficial use  

of a CDP is to create  

“look-alike” audiences 

which are made up of 

people not doing business 

with you at the moment 

but share the same  

personal and household 

characteristics as your 

most valuable customers. 

A CDP ultimately serves  

as a catalyst for more 

effective and efficient 

marketing programs— 

from awareness all the  

way through to sale  

and endorsement  

(Google reviews).

DON ’ T SILO YOUR 

M ARKETING APPROACH 

One issue many compa-

nies are dealing with is 

taking a siloed approach 

to marketing. For example, 

there may be one team 

(or agency) executing 

direct mail or television 

campaigns and another 

executing paid search or 

online display advertising. 

In some instances, these 

More Info:     949.988.7203  sales@ca-usa.comconsolidatedanalytics.com



WE KNOW ALL THE WAYS TO KEEP

YOUR REO ASSETS MOVING

FULL CYCLE 

REO ASSET MANAGEMENT

RENTAL PROPERTY

MANAGEMENT

CONTACT US More Info:     949.988.7203  sales@ca-usa.com

PROPERTY VALUATION

SERVICES & ANALYTICS

consolidatedanalytics.com

REO Marketing

Vendor Oversight

Property Services

Sales Disposition

Nationwide AMC

Broker Price Opinions

Hybrid & Desktop

Property & Market Data 

Owner Occupied Services

Property Management

Rental Oversight

Rental Operations

Hasn’t Your REO
Pipeline Been

Gridlocked Long
Enough?

As foreclosure volumes increase, Consolidated Analytics is prepared to help our

institutional and investor clients navigate the rise in REO assets, all while maximizing

returns, minimizing losses, and ensuring a streamlined, optimized experience. 
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teams or agencies don’t 

always communicate well 

with each other resulting 

in a great deal of friction, 

inefficiency, and poor 

cross-organizational shar-

ing and learning. 

The better approach is to 

bring everyone together, 

all armed with data 

insights from platforms 

like a CDP. When one inte-

grated team—subject mat-

ter experts, media plan-

ners, etc.,—has shared, 

real-time access to infor-

mation about the seller 

and what’s working and 

what isn’t, they are able 

to make more meaningful 

cross-departmental con-

nections and collaborate 

better, resulting in better 

marketing performance 

for the organization.

RE FINE YOUR  

MEDI A MI X

When evaluating media 

performance, while many 

customers may appear 

to convert online (for 

example, scheduling a 

service appointment on 

a website), their journey 

may begin offline where 

they were first reached 

by traditional media such 

as direct mail or televi-

sion. The most effective 

marketing practices today 

should be able to track 

a customer’s behavior 

as they pinball between 

multiple offline and online 

media touchpoints, across 

different devices, on their 

journey from awareness  

to conversion.

Understanding these 

conversion, or attribution, 

paths and which media 

types play nicely together 

can help you get the  

most out of every media 

dollar spent.

FIN A L THOUGHTS

While I barely scratched 

the surface of the science 

of effective marketing 

practices today, keep this 

in mind: Your best market-

ing programs are useless 

if you don’t understand 

your customer and put 

them at the center of your 

thinking. 

When it comes to inves-

tors and real estate 

professionals, there is a 

tendency to chase the 

latest technology. While 

PropTech is certainly a 

game changer, the most 

successful value proposi-

tion is one that combines 

enabling technology with 

a deep understanding of 

the seller. Investors espe-

cially need to listen to the 

seller’s needs and moti-

vations and ask, “How can 

I help?” This may explain 

the current predicament 

at Zillow. Algorithms are 

not great listeners. 

INVESTORS ESPECIALLY 

NEED TO LISTEN TO THE 

SELLER’S NEEDS AND 

MOTIVATIONS AND ASK , 

“HOW CAN I HELP?”
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SIX DATA & ANALYTICS 
PREDICTIONS FOR  
SFR IN 2022   
Most of the Biggest Changes Remain Impossible to Predict 

BY SE AN BEGLE Y

S ingle-family rental 

continues its streak  

as one of the nation’s 

hottest asset classes. 

Demand for single-

family rental homes 

continues unabated 

and capital flows into 

the market are showing 

no signs of easing. At 

CAPE Analytics, our team 

works with a number of 

real estate investors to 

provide remote property 

intelligence, and we 

have a distinct view 

into how the industry is 

evolving—especially in 

how organizations are 

leveraging technology to 

support their decision-

making and operations. 

As we near the end of 

2021 and look forward to 

2022, there are several 

ways we see the industry 

changing in the coming 

year. As with many indus-

tries, the players with the 

right operations, technol-

ogy, and predictive data 

sources are likely to come 

out on top.

Let’s get into some of  

our predictions… 

 PREDICTION 1

MORE VOLUME  

ME A NS BU YERS W ILL 

BE INCRE ASINGLY  

RE LI A NT ON  

A N A LY TICS TO RUN 

DUE DILIGE NCE A ND 

M A N AGE P ORTFOLIOS 

According to CNBC, “In 

the past year, there were 

roughly 43 announce-

ments totaling more  

than $30 billion in capital 

targeting U.S. rental  

housing.” With some  

of the biggest players 

planning to purchase tens 

of thousands of homes in 

the coming months, and 

new shops opening up 

seemingly every day, it  

is critical that investors 

rely upon high-quality 

property information  

and analytics to make 

decisions. Analytics  

platforms that are regu-

larly refreshed and can 

combine data sources  

into a singular view will 

see increased adoption. 

While initially used to help 

decide which properties 

to target and set purchase 

prices, rising volumes 

will dictate the use of 

advanced analytics for 

property management as 

well. Those organizations 

that can manage proper-

ties without relying on an 



REI INK  57

army of (expensive)  

people, will see more 

profitable operations. 

 PREDICTION 2

MORE COMPETITION 

IN THE BEST M ARKETS 

ME A NS A BIGGER BU Y 

BOX … A ND MORE RISK  

Competition is the mother 

of innovation, and due 

to a limited supply of 

homes and ever-growing 

demand, competition will 

only increase. To cope, 

more large-scale investors 

will rely on a sophisticated 

waterfall of property  

and geospatial data to 

optimize their incoming 

lead lists and adjust their 

internal home price and 

rental models to make  

the best investment deci-

sions. They will need to 

make investments within 

a larger buy box while 

maximizing returns and 

maintaining the desired 

risk profile. 

In addition, speed will be 

of the essence. Coming 

up with a sticky offer—

quickly—will be important 

in the ability to win bids… 

having pricing models that 

understand the nuances 

of specific properties also 

helps avoid gumming 

up the acquisition pipe-

line with properties that 

should never have been 

considered in the first 

place due to condition 

and or negative location 

factors. This need for 

speed will push more 

buyers into using auto-

mated approaches. Those 

that widen their buy box 

and push to be aggressive 

without incorporating the 

latest in analytics will end 

up lowering their returns 

and increasing their risk.

 PREDICTION 3

THE LINES BET WE E N 

IBU YERS A ND  

SFR FIRMS W ILL  

CONTINUE TO BLUR

Today, SFR players rely 

on iBuyers as a channel to 

enhance their volumes—

iBuyers excel at pulling in 

off-market leads, which 

are otherwise challeng-

ing to identify. And SFR 

investors are a channel for 
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iBuyers to offload their 

inventory. So, if volumes 

continue to grow, iBuyers 

and SFRs will only become 

more reliant on each 

other. In which case it 

would not be unexpected 

to see iBuyers and  

institutional SFR buyers 

integrate further. 

However, there may be 

some challenges ahead: 

some large iBuyers may 

want to create their own 

SFR operations to create 

cash flow from existing 

inventory. Or, if more iBuy-

ers start to freeze their 

operations in the face of 

a choppier market  — like 

Zillow did in October— 

SFR firms may no lon-

ger be able to rely on 

these players to reach 

their required volumes 

and increase their own 

off-market capabilities 

 PREDICTION 4

A SOF TE NING M ARKET 

W ILL TEST BU YERS 

As Warren Buffet said, “It’s 
only when the tide goes 

out that you learn who has 

been swimming naked.” 

The adage also pertains to 

the SFR market which, hav-

ing been born out of the 

great recession, has not 

had to weather a true bear 

market since inception. 

Just in the last month, 

we have seen a widening 

spread in HPA forecasts 

for the coming year, 

with some stakeholders 

predicting 2% nationally 

and others sticking to a 

bullish 15% estimate. The 

volatility in these predic-

tions could signal that we 

will soon see a softening 

market in 2022. If and 

when the market softens, 

organizations will not be 

able to hide behind the 

extra home liquidity and 

wider margin for error  

that comes from rising 

home prices.

Volatile markets generally 

separate the buyers with 

strong fundamentals and 

those taking on excessive 

risk. It also means that 

investors will have to get 

more discerning about 

their investments and start 

to take secondary factors 

like property condition 

and location into account. 

 PREDICTION 5

MORE DISTRESSED 

PROPERTIES W ILL  

BE COMING ONTO  

THE M A RKET 

SFR as an asset class 

was born in response to 

the Great Recession and 

was largely built to deal 

with larger bulk volumes. 

That regular volume had 

turned into a trickle given 

the strong housing and 

lending market—then com-

pletely dried up due to 

the pandemic. Now, with 

federal measures expiring, 

everyone is expecting 

some return of distressed 

volumes, and competition 

will be stiff. But many of 

the newer market entrants 

have not had to deal with 

distressed properties and 

larger bulk acquisitions. 

Distress increases the 

likelihood of negative 

property conditions and 

decreases the certainty of 

home value estimations—

for both automated mod-

els and human-derived 

values. There can also be 

complicated neighbor-

hood and comparable 

sales-related issues in 

areas where distress  

is concentrated.
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SEAN BEGLEY is Director of Business Development for CAPE Analytics, where he focuses on 

unlocking the enormous value held in geospatial imagery for the real estate and mortgage 

sectors. Sean has been focused on the impact of data and analytics on real estate, mortgage and 
structured finance for 15 years. Prior to CAPE Analytics, Sean held positions with RiskSpan, Black 

Knight, Lender Processing Services, and Fidelity National Information Services. 

From our own research 

at CAPE, we know that 

condition issues can 

increase rehab or mainte-

nance costs by as much as 

250%. Data and analytics 

solutions that can help 

investors quickly under-

stand the condition of 

distressed properties and 

more accurately predict 

value will be extremely 

useful as this volume 

comes back. 

 PREDICTION 6

M&A IS COMING…  

Like many industries, 

there are natural econo-

mies of scale in the single- 

family rental market. 

Investors can find signifi-

cant upside by increasing 

volume and building verti-

cally integrated solutions 

that merge human capital 

with higher-order ana-

lytics. With that in mind, 

we believe there will be 

an increase in merger 

activity in 2022 that will 

create some differenti-

ated operations in the 

market. These acquisi-

tions will appear in two 

primary flavors: typical 

acquisitions that scale 

existing approaches (like 

Pretium acquiring Front 

Yard Residential), as well 

as technological consoli-

dation (where fragmented 

investors use key provid-

ers like Mynd or Renter’s 

Warehouse to quickly 

access broader markets).  

These acquisitions could 

snowball into a handful 

of the large players using 

their newfound profitabil-

ity and access to cheaper 

capital to build a tremen-

dous moat. In the midst 

of these goliaths, smaller 

players can continue to 

win by knowing their 

chosen markets inside and 

out and using that knowl-

edge to their advantage. 

Overall, we see the impor-

tance of next-generation 

property data and ana-

lytics becoming increas-

ingly vital to a space 

that is rapidly growing in 

volume, complexity, and 

risk. This will continue to 

be an exciting industry 

to be involved with as it 

expands—with most of 

the biggest changes and 

development remaining 

impossible to predict.  

IT’S ONLY WHEN 

THE TIDE GOES 

OUT THAT YOU 

LEARN WHO HAS 

BEEN SWIMMING 

NAKED.
WA RRE N BU FFET
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Demand for single-family rental homes 

is showing no sign of easing up. 

Nationally, rents rose 9.3% in August, 

year over year, up from a 2.2% year-

over-year increase in August 2020, 

according to CoreLogic. 

As a result, investors continue to flood 

the market and are rushing to buy and 

build more rental properties, signaling 

a busy year ahead. 

With 2021 coming to an end, now is the 

perfect time for SFR investors, owners 

and operators to review their existing 

acquisition, property management 

and marketing strategies and consider 

embracing new tactics to improve their 

portfolio performance in the New Year. 

Here are three New Year’s resolutions for 

SFR investors to consider for optimizing 

operational efficiency and growing and 

scaling their property portfolios.

1 .   LE V E R AG E TEC H N O LO GY D U R I N G D U E D I LI G E N C E

Technology will continue to play 

an increasingly key role in the SFR 

space in 2022 and it is time to take 

advantage of it. Stop acquiring 

properties in the old manner with  

a “boots on the ground” approach  

to due diligence that is largely  

painful, unorganized, inefficient,  

and inaccurate. 

With innovation in software services, 

data accessibility, due diligence 

scoping tools and 3D, the real estate 

investing process can be made  

more efficient. 

One of the most powerful digital 

tools to help streamline the due 

diligence process is the 3D tour. A 

3D tour of a home allows you to see 

both the exterior and interior of the 

property from afar and can help inform 

decisions and scopes for renovations 

without having to ever see the property 

BY KORI COVRIGARU
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2 .  E M B R AC E 3 D V I RTUA L TO U R S FO R M A R K ETI N G A N D O P E R ATI O N S

A 3D virtual tour is like a buy-one-

get-one-free deal and something every 

investor should be thinking about 

leveraging in the New Year. 

It is an easy way to ensure your SFR 

properties stand out against the 

competition when they are marketed 

to consumers, and it is a great way 

for your operations team to get the 

dimensions of the property to better 

inform renovation decisions.

3D tours also allow future residents to 

explore the home in a real-life way and 

get a clear visualization of the space, 

creating more qualified leads.

At PlanOmatic, we have captured 

and created thousands of 3D tours on 

behalf of our SFR clients and according 

to them, 3D tours have resulted not 

only in more views per property, but in 

fewer lease opt-outs because the leads 

are more qualified.

In fact, PlanOmatic measured the 

impact of 3D tours on SFR property 

marketing and found that property 

leads increased by 25 percent, and 

days on the market decreased by 23 

percent when a 3D tour was used to 

market a property compared with only 

using professional photography.

3 .   AU TO M ATE YO U R P RO P E RT Y M A R K ETI N G

Automation should be top-of-mind 

in 2022. SFR investors, owners and 

operators should consider automating 

the process for all property marketing 

and operational assets, including the 

ordering and uploading of property 

photos, floor plans and 3D virtual tours.

By automating the process, SFR 

investors can increase efficiency 

throughout the entire property 

lifecycle and easily scale their 

marketing efforts to keep up with 

portfolio growth.

in-person. By visualizing the layout 

and condition of the property ahead  

of time, you will have a better idea  

of the profit you can make from  

the investment.

In addition, consider ordering an 

electronic investment property 

condition report prepared by an 

experienced third-party company to 

provide a snapshot of the condition 

of the home, along with details of any 

needed repairs. When you are making 

new acquisitions, you do not want to 

leave your investments to chance. 

At PlanOmatic, we offer Property 

Insights services which includes a 

Property Condition Report and 3D 

Inspection Tour for properties across 

the nation and delivered within 48 

hours from the time an order is placed.
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SAMI ABDALLAH BOUGHT HIS  

first fix and flip house in Detroit while 

still a senior in high school. With the 

brief exception of “dabbling” in the 

business side of the music industry, 

Detroit real estate has always been his 

passion. And he has never looked back!

Today, 35-year-old Abdallah is the 

president of Temple Homes in Detroit, 

Michigan. He estimates that he and his 

partner, Freddy Antar, who oversees 

field services, have an economic 

impact of ten-million dollars every 

year on the Detroit metro area. “Real 

estate investors do not get the respect 

we deserve after everything we do for 

our communities,” he proudly noted. 

“We help people, we pay delinquent 

property taxes on the homes we buy, 

we get water and electricity turned 

back on, we spend six-figures every 

month at home improvement stores, 

we employ people, the list goes on and 

on.” Instead, real estate professionals 

in the state of Michigan (and the city 

of Detroit) were deemed non-essential 

during the COVID pandemic.

Abdallah has been successfully buying 

and renovating property to rent or 

sell in the Detroit metro area as an 

independently owned and operated 

HomeVestors® franchisee since 2012. 

Prior to that, he was an investor and 

REO Broker, completing thousands 

of transactions with HUD and Fannie 

Mae when foreclosure inventory was 

high. However, in 2011, he saw the 

writing on the wall and realized the 

market was changing. He also realized 

his business model was no longer 

sustainable. According to Abdallah, “I 

knew how to sell, I knew the funding 

side, but I did not know how to get into 

people’s living rooms to discuss buying 

their homes at a discounted price.”

GAI N I NG TH E R E S PECT O F TH E M OTO R CIT Y
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What exactly does it mean to be a 

 HomeVestors® business owner?  

Owning a real estate business is  

life changing and naturally comes  

with risks! When you become a 

HomeVestors business owner, you get 

immediate access to motivated seller 

leads, financing resources for qualify-

ing purchases and repairs, one-on-one 

coaching with your local Development 

Agent, proprietary software for analyz-

ing properties and deals, and access to 

a nationwide network of coaches  

and peers. Your house-buying  

business is yours and you run  

it as your own venture with a  

focus toward your individual  

business goals.

H O M EVE STO R S

“Then I met UG, the iconic caveman 

mascot for the HomeVestors brand, 

and I immediately knew this is what I 

needed and wanted,” said Abdallah.

“HomeVestors gave me instant 

credibility, they had a great marketing 

program, a proven system, and national 

brand awareness. I didn’t need to create 

processes or worry about advertising.” 

He added, “being a part of 

HomeVestors, each day is a new 

opportunity. It is super fulfilling — in 

each transaction we help people and 

take care of our families at the same 

time. I can absolutely look at myself  

in the mirror everyday and sleep  

good at night.”

The Detroit market is strong. It is very 

affordable and has a low cost of living. 

According to Abdallah, Detroit is as 

strong as the surrounding suburbs.

“The primary force driving the 

resurgence of the city’s economy and 

its revitalization overall is the large 

concentration of new corporations 

moving in and bringing good-paying 

jobs with them. This then increases 

the demand for housing which, in turn, 

boosts median home sales prices.”

Consequently, this allows Abdallah and 

Antar, to do a little bit of everything, 

from buying historical properties, fix 

and flips, and buy and holds. They even 

do wholesaling. 

TH E H O M EVE STO R S ADVANTAG E

Abdallah is also the Development 

Agent (DA) in Detroit, president of the 

Advertising Council, and Chairman 

of the Franchise Advisory Council for 

HomeVestors. In his role as DA, he 

coaches other franchisees about the 

local market and how to approach and 

work with sellers. He also enforces the 

strict HomeVestors ethical standards of 

which he is immensely proud.

Being a part of HomeVestors also allows 

Abdallah to spend quality time with his 

wife, Jenna, and nine-year old daughter, 

Layal (which is translated “Beautiful 

Night”), and one-year old son, Hassan. 

A LOCAL AN D NATI O NAL LE AD E R

If you are interested in a franchise, call 855-454-4578. Each franchise office is independently owned and operated.
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SUZANNE ANDRESEN,  
CRO OF REI-INK — 35 YEARS  
OF INDUSTRY EXPERIENCE   
From Dorm-Room Real Estate to Premier Magazine for Real Estate Investors 

BY CAROLE VANSICKLE ELLIS

When Suzanne 

Andresen 

matriculated at the 

University of South 

Carolina to earn dual 

degrees in real estate  

and marketing, she did 

not let any grass grow 

under her feet. By the 

time she had become a 

senior and hall advisor in 

the dormitory, Andresen’s 

career in real estate was 

already in the works.

“It was prohibited to 

‘work’ if you were a hall 

advisor at that time, but 

I was selling real estate 

out of my dorm room,” 

Andresen admitted. 

She recalled handing her 

first business card, com-

plete with her dorm-room 

phone number, to a client 

looking at a local property. 

“Little did I know he was 

one of the deans of the 

university when he asked 

if the phone number was a 

dorm room!” she laughed. 

Fortunately, the dean was 

more intrigued than inter-

ested in shutting down 

her burgeoning business.

“That was my first step 

into the industry, and I 

have been drawn to it ever 

since,” she said. “Oh, and 

he bought the house.” 

From there, Andresen pro-

ceeded with what quickly 

emerged as characteristic 

zeal for her chosen pro-

fession. Despite an active 

and successful career in 

real estate marketing and 

publishing, Andresen 

never lost her attraction to 

real estate itself. 

“I hold my real estate 

license with William Raveis 

in Maine and am also a 

member of the National 

Association of Realtors 

(NAR),” she said. “It keeps 

me linked with the indus-

try and helps me connect 

with the readers and 

clients of REI-INK.” 

A LONG ROAD,  

A ND A GOOD ONE

Andresen joined the team 

at REI-INK, one of the few 

monthly print publica-

tions for active real estate 

investors available today, 

shortly after its founding 

in 2019. Before she did so, 

however, she participated 

with typical passion in 

several notably distinct 

business ventures — all 

while simultaneously stick-
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ing close to real estate as 

well. Throughout these 

years, Andresen’s determi-

nation to succeed and her 

wildly flexible dynamism 

was constantly on display, 

first at Xerox, where she 

had to apply twice to get 

the position, and then as 

she ran a successful family 

deli with her husband and 

father despite what she 

insists was “no culinary 

experience.” 

“I learned a lot of things 

during that time,” 

Andresen recalled. “From 

Xerox, I learned that I 

never had to be ashamed 

or embarrassed of having 

to try something more 

than once.” 

After not getting an offer 

following her first inter-
view, she remembers 

thinking, “Oh, they must 

have been mistaken,” and 

heading off to interview in 

a different district. When 

she got the job and arrived 

at the office, she saw her 
district manager had 

framed his first rejection 
letter from the company. 

“Little did I know when 

I set up that second 

interview that Xerox 

considered it a huge 

bonus if you tried again 

because it showed you 

never accepted ‘No’ as an 

answer,” she explained. 

She spent seven years 

with the company, swiftly 

becoming a highly pro-

ductive sales represen-

tative and winning many 

accolades. “Once you 

attained President’s Club 

status, you just want to 

keep achieving. That job 

showed me that if you 

create a positive driving 

force, it will help push you 

forward and help you push 

yourself to do better.” 

After leaving Xerox, 

Andresen worked briefly 

with a colleague running a 

print shop before leaving 

to run a family deli with 

her husband and father. 

The early days of that 

business are particularly 

meaningful to her because 

they were an “amazing 
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experience” shared with 

her father.

“My dad always really 

wanted to have a restau-

rant in his career path, and 

I had a great time spend-

ing eight weeks setting 

things up with him,” she 

said. “Four months after 

that, he passed away, so it 

was amazing to get to do 

that with him.” 

She also realized two 

important things about 

retail. First, “the customer 

is not always right,” and, 

second, “I wasn’t really cut 

out for retail.” Fortunately, 

Andresen had always 

known she was cut out 

for real estate, and she 

headed back into the 

industry with enthusiasm. 

Andresen also recalled a 

bit of irony mixed with  

real estate while at the 

Junior’s Deli. 

“My husband and I had a 

first right of refusal with 

our lease. Six months  

after opening the deli,  

we were presented  

with a contract of sale  

for the property. The  

deli occupied retail  

space in a set of two 

three-story brownstones 

with four separate busi-

ness tenants. We had  

one week to get funding 

to purchase the buildings.  

We managed to success- 

fully purchase the build-

ings, and part of that  

funding strategy was to 

sell our condo and move 

into one of the mixed- 

use spaces.“

Ultimately, the couple 

lived in part of the retail 

space while they finished 

the renovation on the por-

tion of the property.

“We put deli paper up on 

the windows for privacy 

and set up a little living 

area,” Andresen recalled. 

“Experiencing hardship 

helps build character and 

provides the opportunity 

to embrace success when 

it happens,” she con-

cluded. “Having all of this 

happen in our first year of 

marriage certainly put my 

husband, Scott, and I to 

the test!” 

Andresen recently cele-

brated her 25th wedding 

anniversary with Scott, and 

the two remember using 

their early experiences 

in the deli as a “learning 

foundation” for their son, 

Tyler. “He spent 18 months 

as a cashier at a local gro-

cery store before head-

ing off to the University 

of Maine’s College of 

Engineering,” Andresen 

said. “He enjoyed working 

at the store, but realized 

retail might not be his  

passion either.”  

A LL ABOUT  

COMING HOME

In 1999, when Andresen 

headed back into real 

estate full-time, she did 

so with a much deeper 

understanding of the 

industry, the players in it, 

and what she truly stood 

I HAVE ALWAYS 

BEEN HONEST AND 

TRUSTWORTHY; 

WHEN I AM 

RECEIVED THAT 

WAY, I FEEL I’VE 

EXPERIENCED 

SUCCESS.
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to offer other real estate 

professionals. 

“To me, the best thing 

about real estate is that 

it is a life cycle,” she 

explained. “I understand 

that cycle, and I under-

stand what the different 

players in that life cycle 

really want and need 

because I have spent  

time in nearly every phase 

you can think of when 

it comes to real estate 

assets.” She continued, 

“Whether it is the rehab 

component, the project 

management angle,  

hard-money lending, 

insurance, property man-

agement, or a broader 

vertical strategy, I have 

been in there and I have 

a lot of empathy with the 

people that I work with 

today at REI-INK.” 

That collective approach 

to the industry is a key 

part of the foundation  

to developing the 

REI Referral Network.  

Andresen felt that there 

was an opportunity to 

connect real estate  

professionals with  

investors to support  

the acquisition and  

disposition elements  

of their portfolios.  

Creating an organization 

to support both sides  

of the equation was  

the main purpose  

behind this venture,  

where the service pro-

viders can operate in 

the middle of the plat-

form helping both sides 

achieve their goals.

At the magazine, where 

she serves as chief rev-

enue officer, Andresen 

found that her reputation 

for forthright honesty and 

longstanding presence in 

the field has served her 

and the publication well. 

Her forthright honesty 

also served her well in 

getting elected to her 

town’s 3-person govern-

ing Select Board.

“I have always been honest 

and trustworthy; when I am 

received that way, I feel I’ve 

experienced success,” she 

said. “I just find such pride 
in helping new companies 

enter the space and being 

a part of the process for 

established companies that 

are truly thriving here. I 

have such a passion for suc-

cess not just for myself but 

for the real estate investors 

and professionals in this 

industry who are building 

up their foundation and 

their success every day.” 

CAROLE VANSICKLE ELLIS is the chief operations officer for the Self Directed Investor Society. She is the featured writer for REI INK and  
also provides written content for other select publications, including Huffington Post and Motley Fool’s Millionacres. Ellis is the former 
editor of UGA Research magazine, a sought-after keynote speaker and host of the popular 9-minute real estate podcast, REI.Today. 

You can reach her at carole@rei-ink.com.

Junior’s Deli
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