[image: image1.jpg]



[image: image2.png]Microsoft:




	Lodge Real Estate Ltd – Flagstaff Branch
	
	Solution Overview


	Microsoft( Small Business Technology Gives Increased Customer Insight for Lodge Real Estate 

Surviving the fluctuations of the real estate market requires today’s agents to be ever more resourceful and responsive and increasingly possess an edge over their competitors.

Trent Finlay, sales manager of Lodge Real Estates’ Flagstaff branch in Hamilton, has invested in Microsoft( small business technology to give his team that competitive edge, and is reaping the rewards.

“Prior to our recent technology investment we faced a number of issues typical of, but not exclusive to, the real estate industry - trying to supply up-to-the-minute information to clients and vendors from a variety of information databases,” says Finlay. “These ranged from large hard covered books to paper notes stuck on spikes spread across any number of agents’ desks. All the information was there, we just didn’t have a system that could easily capture it and allow timely access.”

Finlay acknowledged there was little cohesion within their existing technology infrastructure and what systems they did have, were time intensive and involved a lot of data duplication. It was acknowledged that a centrally controlled database of information would be easier for staff and was essential if the company wanted to stay ahead of its competitors and maximise their technology investment. 

“For us, the last two years have been about expansion and building a solid foundation that will support future growth. We need to ensure that as our business grows, our service levels and the quality of our client information does not suffer,” adds Finlay.

New Zealand Small Business Expert Inspires Choice

A presentation by inspirational speaker and marketing expert, Debbie Mayo-Smith exposed Finlay to how Microsoft( technology held the answer for their small business. 

“We attended an annual Barfoot and Thompson conference and heard Debbie Mayo-Smith present on how small businesses can achieve the same levels of productivity and efficiency as large organisations, by investing in the right technology and recognising the immediate functionality of the available small business solutions.”  

“When we went to the conference we weren’t really sure about any one technology solution, but after hearing Debbie talk about Microsoft technology with supporting examples of it in action, it was easy to see the beauty of the product and its potential for our business.”

In May 2004 Finlay chose to invest in Microsoft( Office( Outlook( 2003 with Business Contact Manager to revolutionise their internal processes. As a result, members of Finlay’s sales team are now active users, helping to set the company on a new path of efficiency and growth. 

“To get the system up and running our immediate task was to import our existing client information into Business Contact Manager. This presented the greatest outlay in terms of time as we needed to input data from a number of different sources,” says Finlay. “The job was definitely made easier due to the familiarity of the Microsoft interface and the instinctive feel of the software.” 

Microsoft Technology Key to Personalising the Business

“Part of the reason we chose to invest in new technology was to accommodate any changes in staff numbers,” says Finlay. “We realised that a lot of our client information was held in different places around the office and with individual staff members. This meant we were exposing ourselves to risk and missed opportunities should any vital client information leave with a staff member.”

Lodge Real Estate have not only centralised their information database, but they’ve also enhanced the personal element to their business and interactions with customers commonly seen only with advanced customer relationship management software solutions. 

Finlay explains: 

“Our approach to client management now has so many more dimensions. When we do a contract we can capture all the relevant details of the purchase, the solicitor, and all the clients’ personal details for future reference in one place. This history is now permanently attached to the client and will appear each time they contact us.”   

“We can also categorise clients according to their sales cycle and be ready to approach them in a timely and targeted way. This has a real impact on our bottom line as we can use this approach to actively qualify leads into dollars.”

“By taking the information from our database we can now look at recent sales trends to identify the origins of our income over a set period of time. We’ve found interesting trends through this analysis that have refocused our business and initiated some sound business decisions.”

“For us, it’s about having clients for life – it’s not about closing the deal and moving on. By using Outlook 2003 and Business Contact Manager we’re building a history with our clients, giving them a trustworthy and familiar partner for their real estate requirements.” 

Finlay also notes that staff feel more empowered with the new system in place. 

“Our staff can really drill down into past client appraisals and make decisions with all the supporting information to hand. This gives them confidence and creates a positive experience for everyone involved.”

Efficiency, Productivity and a Solid Return on Investment 

Lodge Real Estate believe the strategic impact of their technology investment can be seen through increased efficiency and productivity, and enhanced insight into customers and their transactions with the business.

“The return on our investment is solid and we’re undoubtedly gaining a crucial building block to our business for a reasonable investment. A lot of small companies don’t sit back and analyse the results of their customer contacts, particularly their marketing initiatives.”

“With this technology we can do this and alter our business processes and approaches accordingly.”

For Trent Finlay and his Lodge Real Estate team the take home message from their experience with Microsoft Office Outlook 2003 with Business Contact Manager is the simplicity, the affordability and the huge benefits that are easily gained. Finlay also notes that as their company knowledge base grows, so to does the value of the business to future investors.


	
	“For us, it’s about having clients for life – it’s not about closing the deal and moving on. Using Microsoft Office Outlook 2003 with Business Contact Manager we’re building a history with our clients giving them a trustworthy, familiar partner for their real estate requirements.” 

Trent Finlay

Sales Manager

Flagstaff Branch

Lodge Real Estate Ltd

Customer Profile

Established in 1968, Lodge Real Estate has grown to be Hamilton’s largest real estate group specialising in four different areas of real estate – residential, rural, commercial and property management. Lodge Real Estate’s Flagstaff branch, opened in 2003 is one of four residential branches operated by the company within Hamilton’s city limits. The branch is independently owned and operated and has 18 staff. 

Web Site

www.lodgerealestate.co.nz
Industry

Real Estate

Scenario

Communication and Collaboration; Connected Productivity; End-user Productivity; Productivity; Total Cost of Ownership; 
Customer Size

Small Business

Business Situation

Faced with a need to consolidate increasing amounts of client information in order to future proof the company and provide an enhanced service to clients, Lodge Real Estate’s Flagstaff branch looked to a new IT infrastructure for the answer.

Solution Summary

Flagstaff upgraded to Microsoft Office Outlook 2003 with Business Contact Manager. 

Value to Business

Increased client and business transparency, improved efficiency and productivity of staff, adding business value. 

Value to IT

Centralised, easy-to-use database, natural integration of familiar technology.

Microsoft Technology

· Microsoft( Office(  2003 Small Business Edition 

For more information about Microsoft products and services, please call the Microsoft Sales Information Centre on (09) 3575576. To access information over the World Wide Web, go to:

http://www.microsoft.com/nz
http://www.microsoft.com/nz/business

http://www.microsoft.com/casestudies
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