
Robust Technology Tools 
for Growing Real Estate 
Brokerages

BUSINESS GUIDE

http://www.netsuite.com


The pairing of NetSuite and Allied Cloud’s industry 
expertise helps real estate brokerages save time, 
gain efficiencies and keep more of their hard-
earned dollars. 

Running a successful real estate brokerage can be 
a lot like herding cats. Whether it’s a single office 
operation, a regional brokerage or a multinational 
franchise, the daily challenges include working 
with budget constraints, managing a workforce of 
independent contractors, fending off competition 
from non-traditional markets and staying solvent 
in fluctuating market conditions. These are just 
a handful of the top challenges that real estate 
brokerages face daily. 

To overcome these obstacles, real estate companies 
need robust technology tools that streamline their 
workflows and increase business efficiency. And 
while the independent agents that buy and sell 
homes in exchange for commission often control 
their own financial destinies, brokerages need to 

cover the costs of the brand recognition, back-end 
processes and other support structures that they 
provide for those agents.

This business guide will delve into the key issues 
that are keeping real estate brokerages up at night  
and explain how a market-leading cloud Enterprise 
Resource Planning (ERP) solution combined with 
an implementation team that understands the 
real estate industry can help brokers take their 
businesses to the next level.

Grab a seat and enjoy.
Read Time: 4 minutes

Robust Technology Tools for 
Growing Real Estate Brokerages

“Real estate companies are stretched 
to the limit right now. There are a lot 
of demands on their time, disparate 
technology systems to sort through 
and many independent agents to 
manage. None of it is easy.”  
Jeff Hancock, CEO, Allied Cloud
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Facing the Forces of Change  
Boasting a market value that’s equivalent to the 
combined gross domestic product (GDP) of the 
U.S. and China, the $33.6 trillion domestic real 
estate market includes more than 106,000 real 
estate brokerages nationwide. With nearly 68% 
of Americans now owning a home, much of 
the property buying and selling that takes place 
between these individuals is managed by licensed, 
independent contractors who comprise about 87% 
of the industry’s total real estate agents.

In most cases, the machines behind these agents 
are the real estate brokerages that provide 
the name brands, office space, technology 
infrastructure and other tools that agents need 
to operate. Profitability is a key concern for these 
companies. In fact, REAL Trends says today’s 
brokerage firms keep less than 15 cents on the 
dollar—a metric that’s been decreasing year-over-
year since 2012. With gross margins (or company 
revenue) continuing to face downward pressure, 
brokerages need robust technology tools that help 
them improve efficiencies, better manage their 
teams and increase profitability.  

At the same time, brokerages have to cater to new 
generations of homebuyers, recruit top talent and fend 
off market competition from both traditional and non-

traditional sources. Combined with other obstacles 
to success, these forces of change make it exceeding 
difficult to rise above the average profit margin.

From Patchworked Tech to Unified ERP 
Most real estate companies rely on a combination 
of Excel spreadsheets and a variety of QuickBooks 
applications to run their operations. Where these 
systems may have sufficed when the companies 
were small and only managing a handful of agents, 
they quickly fell out of favor as the organizations 
grew both in scope and size. For larger, multilocation 
companies running on these rudimentary systems, 
the data gaps and other problems presented by 
these solutions usually translate into a major drain 
on time, money and efficiency. 

Like most service industries, real estate has changed 
significantly over the last decade as a result of the 
move online. In fact, with 97% of all homebuyers 
now using the internet to search for homes, the 
digital trend has been one of the biggest forces of 
change for brokers and agents alike. To adapt to 
these shifts, some companies provide platforms 
like Shopify to their agents to market themselves, 
showcase their properties and interact with 
customers online. These and other “patchworked” 
technology approaches are holding real estate 
brokerages back and hurting their profit margins.
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Other important issues that brokerages deal with 
regularly include: 

• Processing agent commission payments. 
Without a unified cloud ERP, brokerages can’t 
update agents on their payments or process 
those payments quickly and efficiently. They 
also have no central repository for 1099 
tax information and form distribution. “The 
commission and 1099 distribution process is 
a nightmare for real estate companies,” said 
Hancock. “Not only is it time consuming, but 
there’s also a lot of room for error.” 

• Tracking sales and compensation. Reliant 
on Excel spreadsheets and basic accounting 
systems, real estate brokerages have no reliable 
point of reference for tracking home sales, 
reviewing team performance and making good 
decisions. “ERP systems eliminate the need for 
manual data manipulation and spreadsheets,” 
said Hancock, “and provide visibility across the 
entire organization.” 

• Managing a growing enterprise. As with any 
business, as a real estate brokerage grows, 
the intricacies and complexities expand right 
along with it. As agencies open new offices, 
expand into new customer markets and add new 
agents to their teams, their responsibilities grow 
exponentially. Managing agents on the front-end 
and financials on the back-end requires a unified 
technology approach and the integration of 
ecommerce, customer relationship management 
(CRM) and other platforms. “Companies need 
to be able to see financials across all of their 
different entities, locations and team members,” 
said Hancock. “This is where ERP really shines 
and allows brokers to address the unique aspects 
of running a real estate business.”

NetSuite + Allied Cloud = Pressure Relief  
Using NetSuite as the central ERP platform, Allied 
Cloud works with a broad range of real estate 
companies that want to upgrade their technology 
operations. Using the SuiteSuccess model, NetSuite’s 
methodology for fast implementations and ongoing 
support, Allied Cloud can usually help brokers 
meet that goal within 90 days or less, with some 
implementations taking up to four to six months, 
depending on complexity and customer requirements. 

Once in place, the combined solution expands 
NetSuite’s functionality beyond bills and purchase 
orders, and allows real estate brokers to interact with 
data in both view and edit modes. The system also 
includes various permission levels for different user 
types, giving managing and associate brokers the 
visibility they need to be able to make good decisions. 

“Our solution centers around giving agents access 
to information that they need and visibility over 
their commission checks,” said Hancock. “They 
need to know when they’re being paid, how much 
they’ve been paid, the transactions they’ve closed 
and other key data points.” 

Having that information housed in a unified cloud 
ERP means that brokers can keep team members 
up to date without the need for excessive phone 
calls, emails and other manual checkpoints.  

Using the solution, brokers can also enter specific 
sales and compensation information at their own 
pace, based on forms and rules provided by the 
company itself. Using custom forms, they can use 
NetSuite to incorporate specific business processes, 
capture data and track vendor-specific information. 
Companies are able to review estimated agent 
commissions using real-time calculations and then 
track expenses, referrals and other costs of doing 
business right in the ERP. 

“When these processes are automated, brokers wind up with a better 
system and much happier agents.” Jeff Hancock, CEO, Allied Cloud
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Allied Cloud’s enhanced profile management 
feature allows brokers to update and enter profiles 
in real time, reduce their reliance on phone calls 
and emails, upload W-9s and non-disclosure 
agreements and gain access to the most accurate 
documents, data and contact information in a 
unified, cloud ERP. 

Opening the Doors to Better Visibility  
Knowing that most real estate brokers are lacking—
and in sore need of—good reporting tools, Allied 
Cloud also developed a broker production engine 
that allows them to run real-time reports and view 
their companies’ current year-to-date or period-
to-date progress. “Current and past information 
is available with an easy-to-use date filter to run 
any report the broker needs,” Hancock explained, 
“which means no more waiting until month-end to 
receive statements.”

Other key wins that brokers see when they 
either start using NetSuite or add Allied Cloud’s 
capabilities to their technology stack include:

• Fewer hours spent tracking, calculating 
and paying out agent commissions. “Some 
companies we’ve worked with went from having a 
part-time person take two to three weeks to figure 
out commission checks,” said Hancock, “to taking 
just a day or two to get it done using NetSuite.”

• Less time spent orchestrating, filling out and 
distributing 1099s at the end of the tax year. For 
brokers, Allied Cloud’s add-on solution provides 
an updated 1099 status report for every agent on 
the roster. This saves time and manpower while 
also eliminating the likelihood of human error. 

• More transparency for individual agents who 
want to see when and how much they’re getting 
paid. With NetSuite, agents simply log into the 
platform to see all of their current and past 
transactions. “At most brokerages, this is all done 

via email,” said Hancock. “With NetSuite in place, 
brokerages can reallocate employees to more 
important tasks.” 

• Instant access to data, reports and other 
intelligence. “All of the data that anyone could 
want to review is live in NetSuite 24/7,” said 
Hancock. This is a huge plus for brokers who 
no longer have to request reports and then wait 
two weeks for those requests to be delivered via 
an Excel spreadsheet. Instead, they can log into 
NetSuite every time they want to view company 
performance, assess a new market opportunity 
or make an expansion decision. 

If You Don’t Make the Move, Your 
Competitors Will   
Facing an onslaught of new competitive pressures, 
customer demands and profitability challenges, 
today’s brokerages need robust technology tools 
that support their operations and don’t bog them 
down. “Real estate companies need to be able to 
scale, add more offices and bring on more team 
members,” said Hancock. “Most of them can’t do 
any of this efficiently with their current systems.” 

By replacing proprietary systems, spreadsheets 
and basic accounting solutions with a unified 
ERP that includes industry-specific capabilities, 
brokers can effectively scale, grow and meet the 
demands of their ever-evolving industry. “If you’re 
not making the move, your competitor is,” said 
Hancock. “And if your competitor makes the move, 
they’re gaining an advantage on you that may be 
difficult to overcome down the road.”
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