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WEB PROPERTIES

Architerra.org (2007): First of several

ARCHITERRA . ; :
MANILA PROPERTIES brand websites of I.a Maisonette Manila
L 4 Real batats Brokers Inc.

YOUR

%@IDFNCFQ%\HLA CONDO IN MANILA

LIVING IN MANILA'S CHOICE CONDO COMMUNITIES
PREMIUM MANILA HOMES & LUXE REAL ESTATE
BY PROFESSIONAL PROPERTY BROKERS http://www.condoinmanila.com

ESTATECLASS.COM

PHILIPPINE REAL ESTATE PROFESSIONALS
TOP ONLINE CLASSES, CPE SEMINARS & COURSES




VISION AND MISSION

Help

g Maita Si Philippir BE=E Your Co E!Google | ¥ Bottleno (4) Visu: [ visual L
quijor/archive/2007/02/28/architerra-org-love-between-realty-and-ict-finds-a-perfect-home.aspx
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Architerra Manila Properties--Ayala Alabang's Premier Real Estate and Mortgage Brokers

Architerra Manila Properties

Your Professional Alabang Real
Specialists

ortgage Broker

Architerra.org: Love Between Realty
Finds a Perfect Home

Common Tasks

Write a Blog Post
My Blog
Architerra.org concretizes a long-held dream of mine to combine two

passions: the lov inding the perfect home for global professionals a

This Blog Mies, and the desire to use information and communication
technologies (ICTs) as a strategic marketing tool. My res‘earch over th,
Architerra.org concretizes a long-held dr; ine to combine two e e
passions: the love for finding the perfect home for global professionals andmlogfyymarkenngf<eu:cuomcs L i
versifying into a full- Iedge estate career for

98 to become one of the

their families, and the desire to use information and communication e B e e o
technologies (ICTs) as a strategic marketing tool. R o o L e

1em, though good people and really knowledgeable
= apout tne neignoornood properties, were dressed so casually, were ill-
Alabang Hills g : o 4
prepared for presentations, and didn't carry a proper proposal! They kept
Announcements much of their listings in a written diary. Their information though sufficient,



Maita Herce Siquijor

’s Personal Business Model Canvas

Who helps you
(Key Partners)

* MUNREB Brokers

* Lawyers

* Documentation
specialists/
Established
private circle of
brokers

* DigitalFilipino.com

( ?gz

"3

(Key Acti viNu) %\.
* Home listing &

How you help ?5,

(Value Provided) || ﬂi

W Listings sites—thru
-7 /B ’ fsell the property sites
Representation,
+ Negotiation Advisory sites and f2f
contracts work/ title,
transfer & research Specialist knowledge
° Speaker of the territory,
*_Qzcasional blogger/ inventory; rules &

* Masterminding

groups
* QOther individuals

bothin IT and in
real estate

* Real estate
developers

r
what you hgve <
( ) (Key RcunD'n)
Entrepreneur
Real estate broker
Online trainer for

Q0 marketing and sales

What v odwe (Cnete)
Website, Books
Webinars,
Educational videos
Boot camps

O O

C

regulations in titling,
documentation,
special real estate
cases and
government agency
protocols, loans

How you interact [
(Customer \
Relationships)

One-on-one

Online consultations

{online meetings or
exclusive forums)

Social media

How they know
you & how you
deliver (Channels)

Social Media

Blog

Webinar,

Forums

Mobile, Email

Who you help
(Customers)

Home buyers

Home sellers
Landlords
Tenants

o

experiences

What you get (Revenue and Benefits)

Sales, referrals, business opportunities, learning

Sample Business Model Canvas




Salesperson

’s Personal Business Model Canvas

Who helps you
(Key Partners)

* Broker/ Sales
Manager
Sales Director
Site Manager
Direct referral

network (brokers,
with direct clients)
Accounting

What you do ,5;

(Key Activities) 43w

* Project selling
Team byilding,

* Sales & Promotions

* Agcount
management
Booth/site manning,
Company

presentations
Networking activities,

What van odve (Cacte)

&/@vl;/ggrsonal time

Who you are &
what you have
(Key Resources)
Client list
Website referrals

Sulit ads

Relative/friends’
referrals
Old clients referrals

How you help 0.
(Value medtd)v [E4

Advisory sites and f2f

Specialist knowledge
of the territory,

project

How you interact ( b
(Customer
Relationships)

One-on-one

Email

Commun'!g

interaction

How they know

you & how you
deliver (Channels)

Phone campaign
Blog
Mobile, Email blasts

Who you help
(Customers)

First-time home

buyers
Immediate direct
boss (i.e. If you
succeed, he gets

promoted for
reaching quota)

What you get (Revenue and Benefits)

@

among peers

Sample Business Model Canvas
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Hear

What does the retiree foreign customer...

Think & Feel
O

Example of a Customer Empathy Map




Appearance: High-end/resort like home; personal appearance--casual, low key/does not attract
kidnapping attention

Attitude-public: Courteous but distant ~\_Sayand Do

Behavior: Friendly to those who think can help himj

Pain
R Think & Feel

Say and Do

Fears: Fil Wife will run away with his money/another man; will be in an unsafe living environmer

Frustration: Sellers in village want to undervalue property when he wants to buy straigh

Obstacles: No direct ownership in land/have to share with a stranger-local (via corporation); fear of

sellers to be 'exposed' to BIR What does the r

Stability in new country

Can last on pension/savings old age )
Think & Feel
Safety/safe environment for him and family j

Aspiration:No worries for family after death




Referred professionals from trusted friends

Hear f Associates in same country of assignment

Local spouse

Listings online--private sites, free ads

e T e e
ne retiree for

References (for home buying/rental_- Books, familiar online sites/publications

Environment: Where foreigners converge--high end villages, expat communities; expat networking
sites

Secure rest of senior years/extend pension reach

Measure of success: Acquired asset, money in the bank; acceptance in new community




