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There are 4 main players in this industry: Real Estate Agents,
Mortgage Lender, House Inspector, and Title Company.
Not only do these main entities still follow a ‘very old school’
processes of communication and notifications amongst each
other, but internally as well there is a need for automation.

PROBLEM / CHALLENGE

The impact of COVID has changed buyer and seller behavior.
Traditionally much of the property buying process involved
physically inspecting a potential property. However, with
health concerns, both parties are open to the aspect of a virtual
visit, using much more advanced technology than what is seen
in Zillow, such as 3D Matterport. Agents are now also using
drone technology to take necessary videos of the property

SOLUTION

The Maestro solution pulls all the information of a buyer /
seller from all the parties so the status of the application or
buying process is visible to all, so as to hasten deal close.
Streamline the different business applications used by real
estate agents so they can concentrate more on their customer
and less on back-end processes
The Maestro solution provides a seamless flow of information
between real estate agents, mortgage lenders, and title
companies ensuring smoother and easier communication and
visibility into the status of a customer’s application
The Maestro solution provides the means of hosting the virtual
tours and pulling in the videos from 3D Matterport
Accurate tracking of calendar events
Improved communication between title companies and
mortgage lenders
Provides security and role-based access

SOLUTION BENEFITS

Improved Communication between all players
Faster closing times means cost savings and increased revenue and
volume for all players involved
Clear coordination of tasks creates smoother and faster
transactions 
Reduce existing challenges associated with using multiple systems
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