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	[bookmark: TOC]Pre-Release: v5.27 Release Enhancements

	Agent Level Changes

	Listing Input
Auto-Save for Listing Input 
By popular demand! Listing Input form data will now save automatically in 60 second intervals allowing the user to return to the Input form with the recovered data. 
Note: This feature will be set to active by default for the benefit of all customers and their Membership. . 
[bookmark: _Agent_and_Membership]CMA
Additional Supporting Documents
For greater flexibility, a variety of supporting documents are available for addition to CMA Presentation Packages.
CMA Presentations: Automatic creation of PDF 
NOTE: As of this release, all Paragon CMA’s will now be generated, saved and e-mailed in a PDF format. This is necessary for the introduction of these new Supporting PDF Documents as well as the forthcoming enhancement which includes the ability for users to upload their own offline documents into a Paragon CMA.

Client Connect 
Automatic update of Agent’s email Address 
Functionality improvement - Auto-notification’s with a BCC Agent email address will automatically update when the email address is updated in the Agent Record. 
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[bookmark: _Auto-Save_for_Listing]Auto-Save for Listing Input 
You asked for it, we delivered! Lisiting Input will now automatically save data at 60 second intervals. If the user leaves the Input screen open and either reaches the Session Time Out, closes the browser by accident, or closes the form tab without saving, a message will appear in the Alert Widget that there is a recovered listing.
This new feature only applies when adding a new listing and will not be availabe for Maintance.
Note: This feature will be configured as active for the benefit of all customers. .
Only a single instance of listing data will be recovered. The user can click the “Recovered Listing” icon and the following options will appear:  
· Load Recovered Listing Data: Loads the recovered listing Input form allowing the user to continue to working from the last point of data retention. 
· Remove: Gives the user the option to delete the recovered Input data if desired.
· Cancel: Alllows the user to close the modal window and continue working elsewhere in the system. Data is retained and can be acccesses at another time. 
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Accessing Listing Input with Existing Recovered Data
If a user attempts to begin a new listing when recovered data is present they will be provided the following options
· Load Recovered Listing Input Data: Loads Input form with recovered data. 
· Continue Loading New Listing Input Form: Will load a new Input form. 
IMPORTANT: If the user clicks this button the recovered data will be deleted from the system. 
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CMA 
[bookmark: _Additional_Supporting_Documents][image: ]Additional Supporting PDF Documents
A variety of supporting documents are available for addition to CMA Presentations. These optional documents appear after “Final Comments” – and can be dragged and dropped within the menu tree for “Step 5: Presentation Setup”. These docs are not editable, but can be included in a CMA as needed. The selected CMA Theme is applied to each document as well. 






















[bookmark: _CMA_Presentations:_Automatic]CMA Presentations: Automatic creation of PDF 
NOTE: As of this release, all Paragon CMA’s will now be generated, saved and e-mailed in a PDF format. HTML will no longer be available. This is necessary for the introduction of these new Supporting PDF Documents as well as the forthcoming enhancement which includes the ability for users to upload their own offline documents into a Paragon CMA.
The Convert to PDF/Print has been removed as all Presentations will automatically generate as PDF’s. 















Client Connect 
[bookmark: _Automatic_update_of]Automatic update of Agent’s email Address 
[bookmark: WM6]Client Connect notifications have been enhanced so that if the agent email address changes in the agent record, the BCC field for any auto-notification will automatically reflect the change. 
[bookmark: _Enhancements_to_Advanced]Enhancements to Advanced Mapping
Clustering
· At higher zoom levels on the Map View, larger listing sets will display as clusters within circular icons which display the number of listing in the cluster. 
· Clicking on a cluster icon zooms directly to that results set on the map. Clusters will appear within zoomed views where present
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Sorting on Thumbnails
Sort options for MLS#, Price, Date, Status, Street, Zip and Sqft are available in the Thumbnail view. 
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Paging controls
New Paging controls have been added to the bottom of the main Thumbnail View that displays when single listing icons on the map are selected.
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Click Address within the Thumbnail list zoom 
,  When hovering over the Address displayed in the Thumbnail List, users can now click on the address to zoom and center the property on the map.
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Additional Results Filtering within Map Shapes
A Map shape can be drawn over a group of Clusters to filter the results sets captured within the shape
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Two ways to view listings
· What you see on the map is what is displayed in the accordion control.  If you move the map your list gets updated.
· Update option.  All results returned.  You can move the map or zoom in and the list doesn’t update until you click the update button.  It is like taking a picture of the map and saying showing me what I see.  


[bookmark: _Auction_Properties]RETS enhancements closer to RETS 1.8 Standards (all RETS feeds and metadata will need to be refreshed).  Please notify your third party vendor.

International phone number fields (all RETS feeds and metadata will need to be refreshed).  Please notify your third party vendor.
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The system has recovered initial listing input data logged to this user

Clicking "Load Recovered Listing Input Data” will
Load it's associated listing input form with the recovered unsaved data

Clicking "Remove" will
Delete and effectively abandon the recovered unsaved data.

Clicking "Cancel" vl
Close this dialog and allow you to work in other areas of the application.
You will be prompted again if you attempt to add a New Listing and this data still exists
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Recovered Listing Input Data Detected

“The system has recovered initiallisting input data logged to this user.

Clicking "Load Recovered Listing Input Data" will
Load its associated listing input form with the recovered unsaved data.

Clicking "Continue Loading New Listing Input Form” will:
Load the selected New Listing form and abandon the recovered unsaved data.

Load Recovered Listing Input Data | Continue Loading New Listing Input Form
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DETERMINING VALUE

Factors that Affect Your Home in Today's Market!

Location:

« Location is the single most important factor in determining the
value of your home.

« Prospective buyers compare your property against competing
properties.

« Buyers will perceive value based upon properties that have sold or
are avalable In the area.

Property values are affected by the current real estate market.

« Asthe real estate market cannot be manipulated, a flexible
marketing plan should be developed which analyzes the current
marketing conditions and individual features of the property.

Condition:
« The condition of the property affects the price and speed of the
sale.
 As prospective buyers often make purchases based on emotion,
first impressions are important.
« Optimizing the physical appearance of your home will maximize.
the buyer’s perception of value.

price:

« Pricing your home properfy from the beginning is an important
factor In determining the length of time it willtake to sell your
home.

« Reviewing this home marketing plan will assist you In
determining the best possibie asking price.
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‘THE VALUE OF A REAL ESTATE PROFESSIONAL

Why hire a professional real estate agent to help sell your property? Do
v e G sty oo s f dcovaliot, 2o coroi B 00 S o8
yourself? Would it go as smooth as it could? Would i give you more personal
time? Would you obtain 2 higher price? Here are just a few areas in which a
professional real estate agent earns hs or her commission:

Pricing Considerations

A professional’s insight in determining a pricing strategy for your property can
ke you rom mssng ancpprtuny by denalin o wesing e by

overpricing. Experience evaluating compating properties and market trends is 3
Frst mgrednt or the bast ranéacton expanence.
Marketing Expertise

+ Preparation. Your agent i skiled in recommending repais or cosmetic
work that have proven to minimize tme on market and maxmze both
prospect terest and sales price.

« Exposure to the public. Your agent wil know best how o use fyers,
open house days, and especially mailig to and mesting with ex-clents and
other qualiied buyers. The National Associaton of REALTORS® studes
Show that 82% o real estate sales are the resuft not of advertising, but of
agent contacts through previous clierts, referals, frends and famiy, and
personal contacts, incluing.

+ Exposure o ther industry profesional. our agent il wize 3
Multiple Lsting Service or other cooperative marketing networks. O
Vourproperty st 1 statscaty ety the oyerwil be the et of
another agent assocated with yours.

+ Advertsing: med and frequency. I takes experencetknow whax
orks nadvrtng Adsgenerat phonecall 1 he real estteofice bt

have minimum effectveness seling a specfic property.
Overexposure of aproperty in any media may give 3 buyer the impression
the property = distressed orthe seller desperate.

Security

kg wih e esae agent ensresshowngs i be supervoed You cn

instruct unchaperoned buyers to call your agent for an appoincment so they can
be prscreenad, you wil be safe, and you can do your final poish before the.
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Factors that Affect Your Home in Today's Market!

Location:

« Location is the single most important factor in determining the
value of your home.

« Prospective buyers compare your property against competing
properties.

« Buyers will perceive value based upon properties that have sold or
are avalable In the area.

Property values are affected by the current real estate market.

« Asthe real estate market cannot be manipulated, a flexible
marketing plan should be developed which analyzes the current
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Condition:
« The condition of the property affects the price and speed of the
sale.
 As prospective buyers often make purchases based on emotion,
first impressions are important.
« Optimizing the physical appearance of your home will maximize.
the buyer’s perception of value.

price:

« Pricing your home properfy from the beginning is an important
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home.

« Reviewing this home marketing plan will assist you In
determining the best possibie asking price.




image13.jpeg
MARKETING PLANNER

Sign and Complete Listng Papers

— ‘Order Lockbox to be placed on Property

— Input Listing into Muliple Listing Service

O
 ousgnbepxedon ppery O
=]
O

— Pass out fiyers to neighborhood for Open House D

Advertie I Local Newspaper

———— Preview Property on Office Caravan

] E EE

—— Review Priang Strategy




image14.jpeg
‘THE VALUE OF A REAL ESTATE PROFESSIONAL

Why hire a professional real estate agent to help sell your property? Do
v e G sty oo s f dcovaliot, 2o coroi B 00 S o8
yourself? Would it go as smooth as it could? Would i give you more personal
time? Would you obtain 2 higher price? Here are just a few areas in which a
professional real estate agent earns hs or her commission:

Pricing Considerations

A professional’s insight in determining a pricing strategy for your property can
ke you rom mssng ancpprtuny by denalin o wesing e by

overpricing. Experience evaluating compating properties and market trends is 3
Frst mgrednt or the bast ranéacton expanence.
Marketing Expertise

+ Preparation. Your agent i skiled in recommending repais or cosmetic
work that have proven to minimize tme on market and maxmze both
prospect terest and sales price.

« Exposure to the public. Your agent wil know best how o use fyers,
open house days, and especially mailig to and mesting with ex-clents and
other qualiied buyers. The National Associaton of REALTORS® studes
Show that 82% o real estate sales are the resuft not of advertising, but of
agent contacts through previous clierts, referals, frends and famiy, and
personal contacts, incluing.

+ Exposure o ther industry profesional. our agent il wize 3
Multiple Lsting Service or other cooperative marketing networks. O
Vourproperty st 1 statscaty ety the oyerwil be the et of
another agent assocated with yours.

+ Advertsing: med and frequency. I takes experencetknow whax
orks nadvrtng Adsgenerat phonecall 1 he real estteofice bt

have minimum effectveness seling a specfic property.
Overexposure of aproperty in any media may give 3 buyer the impression
the property = distressed orthe seller desperate.

Security

kg wih e esae agent ensresshowngs i be supervoed You cn

instruct unchaperoned buyers to call your agent for an appoincment so they can
be prscreenad, you wil be safe, and you can do your final poish before the.




image15.png
kel Save [9EMail © Having CMA output issues?





image16.png
|
bed save [l Convert to PDF / Print [ E-Mail €) Having CMA output issues?

NOTE: To print or ema this CMA Presentation you must first convert this presentation info a PDF. L
the action bar above.

Prepared for:
Magic Johnson

33 Parquet Lane
Indianapolis, ID 94402

Thursday, January 08, 2015





image17.png
kel Save [9EMail © Having CMA output issues?





image18.png
|
bed save [l Convert to PDF / Print [ E-Mail €) Having CMA output issues?

NOTE: To print or ema this CMA Presentation you must first convert this presentation info a PDF. L
the action bar above.

Prepared for:
Magic Johnson

33 Parquet Lane
Indianapolis, ID 94402

Thursday, January 08, 2015





image19.png




image20.png




image21.png
1209 N Bronough Street
TALLAHASSEE, FL.
32303-5905
$239,000

MLS# 242346

1934 Dellwood
Tallahasseehttpy/wwwiestcity.co
NOIMAGE | FL 32303

$232,700

MLS# 241995





image22.png
302 MASHES SANDS RD

ADDTOCART | [

L]
NO IMAGE

ACTIVE

Price: $144,900 e
MLs# 242794

Price $144,900

Class Residential

Status Active

< [1of3]| >





image23.png
1596 Sea Breeze Way

-
o—
L] 'HAVANA, FL 32333

Nomsce | $5,500
L MLS# 240593 R




image24.png
Ms | ~MapTpe | ~oaw | @ | Q| 4

3

1596 Sea Breeze Way
2] CARRABELLE, FL32322
nownce | BSS =00

MLSe 242995
[ oo ]

300 Tranquitity
" HAVANA, FL 32333
oAt | $5,500

MLSe 240593
[_ceoc |

X08 1001

130 Tranquitity
2] HAVANA, FL 32333
oAt | $5,500

MLSe 240552
[Srouec )

815 Wales Street

B Tausnaseenp/aewtesiciycc
FL32310
$8,000

I s uins g





image25.png




image26.png




image1.png
LLLLLLLLLLLLLLLLLLLLLLL




image27.jpg
BLACK KNIGHT &




