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o understand BoldTrail, you have to understand the vision
behind it—and maybe just as important, the people and

the history.

Joe Skousen, founder and CEO of
Inside Real Estate, says BoldTrail is
not just born from the company’s ex-
pertise as a longstanding technology
partner to many of the largest brands
and fastest-growing brokerages and
teams in real estate, but from the val-
ves, insights and relationships built
from its very earliest days.

“My first year or two in the real es-
tate space,” Skousen recalls, “I said,
‘Man, I've got to get to know these
people.” So | personally went out
and met them shoulder-to-shoulder in
over 300 offices that year, all around
the industry, just to get to really know
real estate professionals and to un-
derstand—what are their pains that
we're helping to solve fore”

Today, Inside Real Estate supports
over 450,000 users, with a unique
vantage point to evaluate what
makes agents, teams and broker-
ages succeed, and what doesn't.
With a passion for customer suc-
cess, the scale and resources to take
on massive industry challenges and
the insight and experience to solve
common pain points for real estate
businesses of all sizes, Skousen says
the company is fully armed for this
critical moment that has created
uncertainty—but also opportunity—
for everyone in real estate.

Enter BoldTrail.

“We're in a tough market,” Skousen
explains. “We have new dynamics.
And vyet there’s more potential for
world-class client experiences as
well as broker, team and agent profit
than ever before. If you're playing
yesterday’s game, it's over. Now
is the time to be bold and embrace

where we're headed as an industry.”

As teams, brokerages and agents
are taking on these shifts, top per-
formers are recognizing the need
to really excel at the fundamen-
tals—operating efficiently, providing
a five-star consumer experience,
showcasing value at every turn and
partnering with companies that not
only care about you today, but care
about you forever.

What is BoldTrail, though? On the
surface, Skousen says it is a seam-
less, integrated and complete suite
of solutions leveraging more than 10
tech products that Inside Real Estate
has built or acquired across its life-
time, designed to drive productivity
and profit for every user through a
marriage of front-office, back-office
and homeownership experience.

That includes everything that team
leaders, brokers and agents need
to generate new business, man-
age transactions and drive a full
homeownership lifecycle relation-
ship. It is tailored for every type of
real estate practitioner—from indi-
vidual independent practitioners to
companies with 100,000+ agents.
BoldTrail, Skousen explains, means
the most connected and comprehen-
sive CRM, diversified and effective
lead gen, marketing tools that take
on all the legwork of pushing listings
and personal brands, deep insights
and key performance indicators, an
omni user-friendly search to engage
instantly with the whole platform,
a next-generation purpose-driven
website, industry leading business
analytics to supercharge coaching
and follow up, an award-winning
fully-interactive CMA and presen-
tation solution, a complete and Al-
powered back office, recruiting and
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Skousen

“The future is truly
brighter than the
past. But it doesn’t
look exactly like

the past.”

-JOE SKOUSEN
Founder & CEQ, Inside Real Estate

coaching tech and plenty more.

But at the same time, Skousen em-
phasizes that BoldTrail is much more
than a rebrand. With a lead-to-close
ecosystem, tailored solutions that sup-
port your unique brand, a strategic
support team and vibrant peer-to-
peer communities, BoldTrail is the
next evolution of how top performers
operate, and it facilitates something
bigger—an experience that Skousen
describes as “Real Estate+.”

“There is no brokerage, team or
agent in the space that in five to 10
years from now will not have to run
Real Estatet. It's the full transaction
and lifecycle profitability. It's an im-
perative. It will be non-negotiable for
the future,” he says. “BoldTrail is the
most capable foundation to set your-
self up for growth. It's also the other
layers of value that truly allow busi-
nesses to be as profitable and suc-
cessful as they need to be.

“The future is brighter than the past,”
Skousen adds, “but you have to be
ready to adapt your business model.”
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Sum of Its Parts

“This industry has some of the best,
hardest working, truest forms of entre-
preneurship you will ever see—look-
ing at the brokers, teams and agents
in the space. And it's one of the things
we love most about real estate,” says
Skousen.

Bringing together other found-
ers who have also spent decades
learning what top teams, agents and
brokerages need to excel, Skousen
emphasizes that BoldTrail is a vision
drawing on more experience than any
other vendor in the space can claim.

“| say that not in pride, but with in-
tent. That has been my intention, from
the very beginning,” he explains.

Grier Allen is the founder of Boom-
Town—which was acquired by Inside
Real Estate in 2023. Now chief strat-
egy officer at Inside Real Estate, Allen
says over roughly the last 18 months
in particular, he and the whole Inside
Real Estate team have tuned in even
more deeply to what top agents,
teams and brokerages are experienc-
ing in real estate.

“To be atrue partner, we really lean
in to tap into the power of listening to
our clients, helping them solve their
problems, but more importantly, inno-
vating on their behalf to keep them in
front of these new, exciting opportuni-
ties that are arising as a result of this
changing landscape,” Allen says.

Skousen agrees, and emphasizes
just how important it is to be able to
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look around corners—delivering what
clients need before they even know
they need it, to understand what's go-
ing to drive success in real estate be-
fore anyone asks for it. That's why the
history and experience he and Allen
have in this industry is so important—
because BoldTrail is the result of what
Skousen's team anticipated the space
would need today.

“When you're thinking about Bold-
Trail and what we're doing now,
we're bringing forth a vision we saw
years ago that has never really ex-
isted,” Skousen says.

That vision is built on four pillars
that together, Skousen says, support
the experience of “Real Estate+” for
the industry. The first pillar is the lead-
to-close technology ecosystem—a
seamless platform that provides all
of the core functionality that every
business in the space needs—CMA,
design, social and marketing tools,
business intelligence and reporting,
forms, predictive analytics, lead qual-
ification services and websites formu-
lated to attract and convert leads.

Allen says he saw other companies
throw together “poorly integrated”
slap-dash  solutions because they
weren't actually thinking of the end-
user and how people actually need
their tools to function.

“We understand the necessity of
building products that are powerful
and robust, but most of all, they have
to be intuitive and easy to use, and
most importantly extend that seam-
lessness to the consumer,” he explains.

The BoldTrail experience delivers
BoldTrail BackOffice, too, a complete
system to manage every back-office
task, providing everything real estate
businesses need to manage deals
while also growing a brokerage or
team. BackOffice streamlines opera-
tions and workflows, and automates
back-office processes, handling ev-
erything from transaction manage-
ment and commissions, to forms,
e-signature, compliance, and ac-
counting and reporting as well.

Part of the BackOffice bundle,
BoldTrail Recruit, is designed to iden-
tify top agents who are growing and
ready for a move, as well as driving
meaningful conversations with exist-
ing agents using market benchmarks.

The second pillar Skousen dubs
“enterprise to engine.” He notes that
top teams and agents need tech that's
tailored for their unique brands and
business models. “One of the reali-
ties of the space historically is that you
have this disconnect between what
the enterprise has often provided and
what a top team and agent really
needs,” he explains. “BoldTrail closes
that gap, so that brokers can provide
teams and top producers the custom-
ized solutions they need, and those
same teams and top producers ben-
efit from lower tech costs and more
streamlined operations under their
broker’s umbrella.”

The third pillar that Skousen de-
scribes is value-added services and
community. Emphasizing that tech-
nology has to be applied to business

Real Estate+
BoldTrail's 4 Pillars to Brokerage Profitability
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realities, he says the industry needs
expert support and success solutions,
from all angles—internally, from their
tech partner, and through peer-to-
peer communities.

“This goes beyond just software
tools in our minds,” Allen says. “This
is creating raving fans, through your
service and support team, who truly
understand what the needs are for
agents, teams and brokers.”

Shannon Williams, chief marketing
officer at Inside Real Estate, hones in
on the community aspect—detailing
how the BoldTrail Community brings
the brand and technology to life, cre-
ating new opportunities for real estate
professionals to communicate and
engage directly with other motivated
and successful professionals.

“We've developed new commu-
nity strategies and recently launched
new BoldTrail communities for top
teams, for brokers and for agents.
They're a place to connect and col-
laborate with other like-minded top
performers on not only the BoldTrail
tech, but on real estate best practices,
the market and the industry. It's facili-
tating and fostering a vibrant peer-to-
peer community environment that is
very unique to us as a company and
this industry,” she says.

All of this leads to the fourth pillar—
the aforementioned “Real Estate+”
solution that Skousen describes as
a “non-negotiable” for top teams,
agents and brokers in the near future.

“What has been a nice to have’ in
the past—things like ancillary services
with mortgage, fitle, etc., are impera-
tives now,” Skousen states. “But the
future is about tapping into the value
and services you can provide across
the lifetime of homeownership. We've
finally cracked that code, and that
is where Real Estate+ truly sets you
apart.

“The future is truly brighter than the
past,” he reiterates. “But it doesn't
look exactly like the past.”

Blazing a (Bold) Trail

Despite just how big this moment is,
and how BoldTrail brings together so
much of what Inside Real Estate and
the industry has long been working
toward, Skousen declines to charac-
terize it as a culmination.

“I will say it feels like a major mile-
stone, a big chapter, and the next big
thing in the evolution of Inside Real Es-
tate and the industry,” he says. “I talk-
ed about intent earlier, and we intend
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BoldTrail Dashboard

Customer Testimonials

“As a long-time Inside Real
Estate customer, I've seen
firsthand the commitment to in-
novation. BoldTrail represents
a new era, merging the best of
technology with a bold vision
for the future. The new Ul is
nothing short of revolutionary.
With enhanced Al integra-
tions, vital statistics and coach-
ing tools, automation and
website customization tools,
BoldTrail is transforming how
our agents work and succeed.
We are excited to be part of
this bold journey and look
forward to the groundbreak-
ing advancements ahead.”

- Kevin Johnson, President and CEQ,
CENTURY 21 Edge

“BoldTrail increases efficiency
through proven systems and
analytics, creating duplicat-
able processes, which makes
onboarding and training new
agents on our software a
breeze!”

- Jessica Souza, Broker/Owner,
Paradise Exclusive Real Estate

“BoldTrail allows me to
effectively power through my
most important clients, leads
and tasks every morning so |
can spend the rest of my day
doing real estate and helping
people. It gives me confidence
that each day is as productive
as possible for my business.
The support, training and com-
munity that come with it have
been a game changer.”

- Suzie Savage, REALTOR®, Associate
Broker, Certified Mentor, eXp Realty LLC

“BoldTrail’s entire purpose is
to bring your whole business
together and drive scalable
growth. With the Al-powered
Smart CRM to generate and
nurture leads, the recruiting
tools and back-office automa-
tion, it truly helps our entire
team be as productive as pos-
sible each day and function as
one cohesive unit. We couldn’t
speak more highly of it!”

- James Harris, Founder and Principal,

Bond Street Partners, Carolwood Real
Estate
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to continuously evolve and innovate
on behalf of what our clients need,
what the industry needs. We're al-
ways driving toward that future state.”

Instead, looking back on his com-
pany’s long commitment in the areas
of customer success, scaling to take
on macro industry challenges and
everyday innovation in-step with
brokerages of all sizes, he charac-
terizes this moment as the beginning
of “the greatest phase we have ever
seen in the industry.”

And being able to take advantage
of this phase requires entrepreneur-
ship, an intense work ethic and, of
course—boldness.

“For brokers, with market dynam-
ics more challenging than ever, the
path to profitability requires innova-
tive strategies and a willingness to
embrace change,” Skousen says.
“Realize we are in a dichotomy—
brokerages are either very profitable
or very unprofitable. It's important
to move to a position of profitability,
where agents and teams are willing
to and wanting to pay for the value
you provide. Similarly, a time when
teams, who power so much growth
and production, are able to realize
the profitability of streamlined and ef-
ficient operations. | believe the years
ahead will be the most profitable
years for many.”

Allen points to the positive feed-
back loop that feeds BoldTrail. Inside
Real Estate has used insights garnered
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from the most successful and driven
agents to create the tools and all the
support around them, he explains,
making BoldTrail an ideal solution.

“How do we attract those that are
truly in that growth mindset? Those
are the people that we've been
spending our time gathering feed-
back from, and investing our time
infto—the true professionals that are
in this business who are truly en-
gaged in this business,” he says. “A
lot of brokers are looking for different
ways to create better profitability.”

Williams points to the “breadth
and depth” of Inside Real Estate’s
experience with top performers,
and the deep understanding of the
opportunities available today (and
tomorrow) for clients to seize in the
midst of major industry changes.

“We are deeply committed to en-
gaging in these critical conversations
and strategies with our clients,” she
says. “Brokers, agents and teams
are all thinking about these changes
and how they can adapt to continue
growing their business and increas-
ing profitability. Whether it's the ca-
pabilities that we're putting in the
product to help solve these issues for
our clients, our value-add service
offerings or our peer-to-peer com-
munity, it's our mission to help guide
and partner with our clients.”

With many of those changes to
the industry already in progress, the
response from those who have used
BoldTrail has been overwhelmingly
positive, according to Skousen, with
people already “leaning in” based
on their commitment fo their craft and
the industry. That response validates
Inside Real Estate’s vision and belief
in the spirit of real estate’s most driv-
en entrepreneurs.

“We've always been pushing the
boundaries of innovation, to deliver
what our customers need today and
what they’ll need tomorrow,” Skou-
sen says. “So far, our customers

have praised the new BoldTrail ex-
perience, not for just a new look and
feel, but for the ease of use and the
time it saves them.”

But the power of BoldTrail, all of its
innovations and strengths, are also
reflective of Inside Real Estate’s peo-
ple—the developers, product team
and engineers, marketing, found-
ers and client services teams whose
DNA is innovation with purpose.
Williams describes a concerted ef-
fort following “one flag” from every
team in the company to rally around
BoldTrail and passion for driving cus-
tomer-centric successful outcomes,
while Skousen reiterates “creativity,
purpose and commitment” to sup-
port bottom-line results for their cli-
ents and the industry.

Maybe the most impressive part
of BoldTrail today, though, is what
it will do tomorrow. Many of the
people experiencing BoldTrail for
the first time are only just grasping its
potential, Skousen says—and what
it's really built for.

“Often, when people are sitting
in a moment of transition, they're
looking at the past,” Skousen says.
“They're saying, ‘How can | fit what
| see into that perspective?’ To really
understand BoldTrail, you must see
the brokerages, teams and agents
that will be leading five to 10 years
from now. The future has more prof-
itability and success than we have
seen in this space —but it looks differ-
ent and requires a different breed of
solutions.

“For that future, we have BoldTrail.”

To learn more, please visit boldtrail.com.

Jesse Williams is content
director for RISMedia Premier.
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