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REAL ESTATE - VALUATION AND PRICING OPERATIONS

Market analysis and CMA generation

Automatically generates comprehensive Comparative Market Analysis reports when agents
request CMAs for prospective listings. Streamlines property valuation by pulling comparable
sales data, analyzing market trends, and delivering professional reports within minutes.

01 WORKFLOW TRIGGER

Agent requests CMA for a specific property address through CRM system

BLUEPRINT OVERVIEW
What this workilow accomplishes

This workflow connects Salesforce and Follow Up Boss intake to KvCORE property and MLS data, with branded
report assembly in BoomTown and delivery back to the CRM opportunity record. Automation handles record pulls,
comp selection, adjustment math, and report assembly. The listing agent and the broker retain authority over comp
inclusion, the final price range, and anything presented to a seller.

01 02 ©3
OUTPUTS SUCCESS MEASURES CORE SYSTEMS
Branded CMA report PDF, CMA turnaround under 10 minutes, Salesforce, Follow Up Boss,
Comparable sales grid, Suggested CMAs converted to listings, Agent KvCORE, BoomTown
list price range, Updated CRM rating on comp accuracy, Price
opportunity record, Scheduled range versus final sale

listing follow-up task

HOW TO USE THIS BLUEPRINT

Brokers and team leads: set the adjustment ranges, the minimum comp count, and which agents may send a CMA to a
seller without review.

Listing agents: verify subject property facts and strike any comp you would not defend in a listing appointment before
the report goes out.

Implementation teams: map CRM request fields to KWCORE property fields, confirm MLS data licensing terms, and route
delivery to the correct opportunity record.
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THE WORKFLOW

End-to-end stage map

Seven stages carry a CMA request from CRM intake to a delivered report on the opportunity record. The single

decision point at stage four governs whether the comp set is strong enough to price against or whether the search

must widen in radius and timeframe.

01 TRIGGER

CMA request received
Capture CMA request and subject property parameters

Salesforce - Follow Up Boss

l

Extract property data
Pull tax records, MLS history, property attributes

02 ACTION

KvCORE

03 ACTION

Identify comparable properties
Search sold comps within radius and timeframe

KvCORE

04 DECISION

Evaluate comp quality
Test whether comp set meets minimum standard

KvCORE
SUFFICIENT COMPS EXPANDED SEARCH BROKER REVIEW
LEGEND TRIGGER ACTION DECISION OUTPUT
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05 ACTION

Calculate market adjustments
Apply adjustments for size, condition, amenities

KvCORE

06 ACTION

Generate professional CMA
Assemble branded report with grid and pricing

KvCORE - BoomTown

07 OUTPUT

Deliver CMA to stakeholders
Email CMA, file to opportunity, set follow-up

Salesforce - Follow Up Boss

WORKFLOW BLUEPRINT
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IMPLEMENTATION DETAIL

Stage-by-stage breakdown

Each stage states the operational intent, the human control point, and the systems likely to take part. System

names are examples, not a required architecture.

01 TRIGGER

CMA request received

Agent submits property address and basic details through
Salesforce or Follow Up Boss for CMA generation. System
captures property type, square footage, and desired
analysis parameters.

CONTROL POINT
The requesting agent confirms address, property type, and

square footage at submission; bad intake data is the
agent's to correct, not the system's to guess.

SYSTEMS  Salesforce Follow Up Boss

03 ACTION

Identify comparable properties

KvCORE searches for similar properties sold within the last

6 months in a 1-mile radius. System filters by square
footage, bedrooms, bathrooms, and property type to find
relevant comps.

CONTROL POINT
Agent may add an off-market or pocket sale the MLS

search missed and flag it as agent-supplied in the comp
set.

SYSTEMS KvCORE

0S FOR YOUR BUSINESS

WORKFLOW BLUEPRINT

02 ACTION

Extract property data

KvCORE pulls detailed property information including lot
size, bedrooms, bathrooms, year built, and recent
improvements. System validates address and retrieves tax
records and MLS history.

CONTROL POINT

Agent reviews the pulled bed, bath, lot size, and year built
against personal knowledge of the property and edits any
field the tax record has wrong.

SYSTEMS KvCORE

04 DECISION

Evaluate comp quality

System determines if sufficient comparable sales exist
(minimum 3 properties). If insufficient comps found,
expands search radius to 2 miles and extends timeframe to
12 months.

CONTROL POINT

When the widened search still returns thin comps, the
broker decides whether to price the property or send the
agent out for a manual comp search.

SYSTEMS KvCORE
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COMPLETION AND MEASUREMENT

Closing stages and results

The closing stages produce the branded report, log it against the opportunity, and set the listing presentation
follow-up so no CMA sits unused.

05 ACTION 06 ACTION 07 OUTPUT
Calculate market Generate professional CMA Deliver CMA to
adjustments System creates branded PDF report stakeholders

with property photos, comparable sales
grid, price recommendations, and
market statistics. Report includes
suggested listing price range and
marketing timeline.

System applies price adjustments for
differences in square footage, lot size,

Completed CMA automatically emails
to requesting agent and uploads to
Salesforce opportunity record. System
logs activity and schedules follow-up
reminder for listing presentation.

condition, and amenities between
subject property and comps. Algorithm
factors in market appreciation trends
and seasonal variations.

CONTROL POINT CONTROL POINT
CONTROL POINT Agent approves the suggested list
price range and photo selection

before the PDF is marked final.

Agent decides whether the report
Agent overrides any condition or goes to the seller directly or is
amenity adjustment after walking held for the listing appointment,
the property, since the algorithm and can reschedule the follow-up

has not seen the kitchen. task.

SYSTEMS  Salesforce

SYSTEMS KvCORE SYSTEMS KvCORE BoomTown Follow Up Boss

DELIVERABLES KEY METRICS IMPLEMENTATION CHECKS

Branded CMA report PDF
Comparable sales grid
Suggested list price range
Updated CRM opportunity record
Scheduled listing follow-up task

NEXT STEP

Turn this blueprint into an
implementation plan.

Map each stage to your own systems, permissions, and approval

CMA turnaround under 10 minutes
CMAs converted to listings
Agent rating on comp accuracy

Price range versus final sale

routing before selecting tools or building automation.
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MLS data license and display rules

Field mapping across CRM and
KvCORE

Agent-only access to draft pricing
Audit log of comp overrides

Branding approval on PDF
template

packfoundry.app/assessment
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