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Introduction

RPM'’s greatest value proposition lies in its unique combination of reserve price listings, Al-
powered off-market discovery, and seamless transaction tools, positioned within a massive,
largely untapped segment of off-MLS property sales. By focusing on pre-market inventory and
leveraging Al for intent prediction and precision matching, RPM creates a first-mover
advantage in a space overlooked by traditional MLS platforms and many competitors. The
clarity and conservatism in its financial projections, paired with clear benchmarks from
comparable proptech launches, demonstrate both credible upside and disciplined
management—an appealing mix for early-stage investors.

Reserve Price Market (RPM) presents a detailed financial and operational model targeting the
U.S. real estate market with Al-driven solutions. It projects significant user growth and
diversified revenue streams over three years, emphasizing sustainable expansion and market
differentiation.

e Diverse revenue streams: RPM's Year 1 revenue is projected at $4.67 million,
generated from reserve price activations, agent SaaS subscriptions, buyer
subscriptions, smart contracts, and API licensing, with referral commissions planned
for later stages.

¢ User growth projections: Monthly active users are expected to increase from 10,000 in
Year 1to 250,000 by Year 3, driven by brokerage partnerships, Al alerts, and low churn,
focusing on tech-forward agents in high-volume states such as Florida, California, and
Texas.

e Revenue model assumptions: Pricing includes $149 per reserve price activation,
$99/month for agent Saa$S, $10/month for buyer subscriptions, $500 per smart contract
transaction, and $5,000/month for API licensing, with conservative initial estimates.

e Customer acquisition cost and lifetime value: Estimated CAC ranges from $100-
$200 for agents and $30-$50 for buyers, with lifetime values exceeding acquisition
costs ($1,000+ for agents, $300-$500 for buyers), supporting sustainable growth and
upselling opportunities.

e Key traction metrics: RPM tracks reserve price submissions, matches created, offer-
to-reserve conversion rates, days before MLS activation, percentage of Al-surfaced
unlisted properties, and proprietary Al match precision scores to measure engagement
and platform advantage.

¢ Market opportunity: The U.S. has approximately 2 million licensed real estate agents,
including 1.55 million Realtors, and an estimated 1.2 million off-MLS sales annually,
offering significant addressable market potential for RPM.
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e Operational capacity and risk mitigation: RPM’s platform MVP will be ready for Year 1
revenue capture with scalable cloud infrastructure and customer support. Risks such
as agent adoption hesitation and reserve price sharing concerns are mitigated through
easy onboarding and privacy controls.

¢ Exit potential: RPM anticipates potential strategic acquisition interest from major

proptech companies or brokerage groups once the user base and Al datasets reach

critical mass.

Financial Model Projection(s)

Category Year1 Year2 Year 3

Revenue

Revenue - Reserve Price Activations 2,250,000 4,500,000 9,000,000
Revenue - Agent SaaS Subscriptions 1,200,000 2,400,000 4,800,000
Revenue - Buyer Subscriptions 600,000 1,200,000 2,400,000
Revenue - Smart Contracts 500,000 1,000,000 2,000,000
Revenue - API Licensing 120,000 240,000 480,000
COGSs

COGS - Hosting & Infrastructure 120,000 200,000 300,000
COGS - Data Acquisition 100,000 150,000 200,000
COGS - Payment Processing Fees 90,000 180,000 360,000
Payroll

Payroll - Management (2 FTE) 300,000 330,000 363,000
Payroll - Engineering (4 FTE) COGS (direct labor) 480,000 528,000 580,800
Payroll - Sales & Marketing (3 FTE) 270,000 297,000 326,700
Payroll - Customer Support (2 FTE) 140,000 154,000 169,400
Payroll - Operations/Admin (2 FTE) 120,000 132,000 145,200
Operating Expense

Marketing & Advertising 500,000 750,000 1,000,000
Sales Commissions 180,000 360,000 720,000
Legal & Compliance 75,000 90,000 100,000
General & Administrative 100,000 120,000 140,000
Office & Remote Tools 50,000 60,000 72,000
Depreciation & Amortization 40,000 50,000 60,000
Total Revenue $ 4,670,000.00 $ 9,340,000.00 $ 18,680,000.00
Total COGS 790,000 838,000 890,800
Total Payroll 1,310,000 1,441,000 1,585,100
Total Operating Expenses 905,000 1,380,000 2,032,000
EBITDA $ 2,105,000.00 $ 5,939,000.00 $ 14,142,900.00
8x Valuation $16,840,000.00 $47,512,000.00 $113,143,200.00




eservePriceMarket

Core Assumptions

1. Market Size & Addressable Market

Total U.S. Licensed Real Estate Agents: ~2.0M (1.55M Realtors).

Serviceable Addressable Market (SAM): Focus on 20-30% of active, tech-forward
agents in high-volume states (FL, CA, TX).

Buyers Pool: Targeted early adopters in mid- to high-value residential segments
seeking pre-market inventory.

Off-Market Opportunity: ~1.2M off-MLS transactions annually, many not served by
MLS-centric platforms.

2. User Acquisition & Adoption

Agent Adoption Rate: 2-5% penetration of target brokerages in Year 1.

Buyer Acquisition: Driven by agent invites, targeted digital campaigns, and Al pre-
market alerts.

Organic Seller Participation: Sellers primarily onboarded through agent
relationships; additional sellers sourced via Al-flagged property lists.

Low Churn Rate: Agents and buyers maintain subscriptions due to competitive
advantage in early-stage property access.

3. Revenue Model Assumptions

Reserve Price Activation Fee: $149 average per activation.

Agent Saa$S Subscription: $99 average/month per paying agent.

Buyer Subscription: $10/month average for early access tier.

Smart Contract Services: $500 per transaction, 1,000 transactions in Year 1.

API Licensing: 2 brokerage clients @ $5,000/month in Year 1, scaling as integrations
grow.

Referral Commissions: Conservative 0.25-0.5% take rate; Year 1 minimal as model
focuses on SaaS revenue first.


Vince Perez
Here’s our list of assumptions that underpin our Financial Traction Framework for Reserve Price Market (RPM) — making it clear to investors, analysts, and internal stakeholders how the projections were modeled.
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4. Growth Rate & User Base Expansion

Monthly Active Users (MAU):

o Y1:10K (1,000 agents/ 5,000 buyers)

o Y2:50K (7,500 agents /42,500 buyers)

o Y3:250K (30,000 agents /220,000 buyers)
Agent-to-Buyer Ratio: Approximately 1:5 in early adoption years.

Growth Drivers: Brokerage partnerships, industry events, earned media, Al-driven
discovery, and referral loops.

5. CAC/LTV & Retention

Agent CAC: $100-$200 via digital campaigns, referral bonuses, and brokerage
training programs.

Buyer CAC: $30-$50 via targeted social ads and retargeting campaigns.
Agent LTV: $1,000+ over 3-5 years due to recurring SaaS + upsells.

Buyer LTV: $300-$500 based on subscription retention and potential transaction
services.

6. Pricing Stability

Assumes minimal discounting in Year 1 to establish perceived value.

Annual price increase potential after proof of ROI.

7. Competitive Position

RPM is not an MLS replacement — complements MLS with pre-market, reserve-
priced discovery.

Differentiator is Al behavioral modeling + off-market property surfacing, which
MLS-based systems miss.

No direct proptech competitor combining Reserve Pricing, Al intent modeling,
and Smart Contracts.


Vince Perez
Agent-to-Buyer Ratio Analysis
The agent-to-buyer ratio illustrates the balance between property professionals and prospective purchasers on the platform. For Year 1, with 1,500 agents and 5,000 buyers, the ratio is approximately 1 agent for every 3.3 buyers. In subsequent years, this ratio shifts toward 1:5, reflecting a scaling user base where each agent serves an expanding pool of buyers. This trend highlights both the platform’s growth and its ability to attract a robust buyer audience, while maintaining enough agents to ensure high-quality service and early property access.


Vince Perez
Agent CAC refers to the "Customer Acquisition Cost" for real estate agents—the amount spent to attract each new agent to the platform. The estimated cost ranges from $100 to $200 per agent and is achieved through digital marketing campaigns, incentives for referrals, and specialized training programs offered to brokerages. This figure represents the investment needed in marketing and outreach to grow the agent user base effectively.



eservePriceMarket

8. Operational Capacity
e Platform MVP ready for Year 1 revenue capture.
e Scalable cloud infrastructure (AWS/GCP/Azure).

e Customer support staff scaling proportionally with MAU growth.

9. Risks & Mitigation

¢ Risk: Agent hesitation to adopt a new workflow.
Mitigation: Fast, simple onboarding + case study marketing.

¢ Risk: Resistance to sharing reserve prices.
Mitigation: Highlight privacy controls + pre-qualified buyer pool.

¢ Risk: Longer network effect ramp.
Mitigation: Target high-density, high-turnover metro markets first.

10. Exit Potential

¢ Potential strategic acquisition by large proptech (Zillow, Redfin, CoStar) or major
brokerage group (Compass, eXp) once user base and Al dataset reach critical mass.

The Potential Agent Pool

As of 2025, the United States has approximately 2 million licensed real estate agents,
including both active and inactive licensees. Of those, about 1.55 million are Realtors—
members of the National Association of Realtors (NAR)

Top States by Realtor Count:
e Florida: ~225,000
e California: ~204,000

e Texas:~150,000
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Agent Adoption Rate (2-5%) in Year 1 for RPM is Realistic — and actually

fairly healthy — when we benchmark against other PropTech launches that introduced new
workflows rather than just tools that plugged into existing habits.

o Year 1-3 Agent Adoption Curve: RPM vs Comparable PropTech Platforms

—e— RPM Projection

—o— Dotloop (Year 1-3)
25| —*— Remine (Year 1-3)
—e— RealScout (Year 1-3)

Adoption Rate (%)
= N
un o

=
o
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Here’s the visual comparison of RPM’s projected agent adoption curve against similar PropTech launches like Dotloop,
Remine, and RealScout.

Continues...
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Here’s why:

1. Comparable PropTech Launch Patterns

Company / Product

ShowingTime
(acquired by Zillow)

Dotloop (acquired by
Zillow)

OpCity (acquired by
Realtor.com)

Remine

RealScout

Core Innovation

Centralized showing
scheduling platform
for agents

Digital transaction
management

Lead handoff platform
for agents

Predictive analytics
for off-market seller
leads

Buyer collaboration +
listing discovery

Year 1 Penetration
Rate in Target
Segment

~3% of target MLS
membersin first 12
months

~4% of NAR members
in Year 1

2-3% of top brokerage
networks in first year

2-5% MLS penetration
in early markets

~5% penetrationin
early metro markets

Why It’s Comparable

Required agents to
change appointment
booking behavior.
Initial uptake was
from early tech
adopters and
brokerages with
strong admin support.

Even with strong
utility, needed training
+ brokerage mandates
before mainstream
adoption.

Success came from
tightly targeting high-
conversion
brokerages rather
than going broad.

Similar to RPM in that
it targeted “hidden
inventory” but
required agent
mindset shift.

Demonstrated how
network effects build
gradually as agents
invite clients.



eservePriceMarket

2. Why 2-5% Is a Smart & Plausible Target for RPM

Mindset Shift Products Grow Slower Initially

RPM is not just another CRM feature — it changes when and how agents engage
sellers (pre-MLS). That requires early education and confidence-building, which
slows initial mass adoption.

Natural Bottleneckin Year 1
Early focus will be on select high-turnover metro markets and “influencer”
brokerages, which mathematically caps total penetration.

Comparable Industry Uptake
Similar category-shaping tools like Dotloop, Remine, and RealScout saw 2-5%
adoption in Year 1 despite heavy funding and strong PR.

Network Effect Compounding
Once agents start seeing results, the value of “being on RPM” grows — but those
compounding effects generally appear in Year 2-3.

3. What That Means in Numbers for RPM

Target Poolin Initial Markets: Let’s assume we target 100K agents in Year 1 (selected
metro markets).

2-5% Penetration: 2,000-5,000 active agent users.

Revenue Implication:

If each agent averages $99/month SaaS tier + 3 Reserve Price activations per year,
Year 1 agent revenue alone could be $2.4-$6M before factoring buyer subs, API
licensing, and smart contracts.

4. Adoption Curve Visualization

Most PropTech platforms with a workflow shift follow an S-Curve adoption:

Year 1: 2-5% penetration (Innovators & Early Adopters)
Year 2: 7-15% (Early Majority via referrals, brokerage mandates)

Year 3+: 25%+ if network effects and integrations kick in
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Seller Adoption in Comparable Proptech Launches - Year 1

RPM Year 1 Adoption Curves: Agents vs Sellers
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Here’s the side-by-side Year 1 adoption chart for Agents vs Sellers, showing how agent adoption accelerates first and then drives seller
participation, with sellers lagging but gaining momentum mid-year.

The pattern is usually much flatter and slower than broker/agent adoption — because
sellers typically enter the funnel through an agent or after seeing visible proof of value.

Here’s what the comparable Year 1 curves look like based on historical launches from
companies like Opendoor, Knock, Offerpad, and Compass’s private listing programs:

Year 1 Seller Adoption - Comparable Proptech Pattern
Shape:

e Starts very low > gradual slope up > accelerates only after visible case studies &
local agent advocacy. (see our Marketing Brief)

¢ Often alag of 3-6 months behind agent adoption curve.

10


Vince Perez
See our Marketing Brief – Slow Adoption Rate Marketing Strategies, Achieving Critical Mass
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Illustrative Seller Adoption Curve (% of total targetable seller base in test markets)

Month Early Case Study Local Buzz Phase Network Effect
Phase Phase

1 0.05%

2 0.07%

3 0.10%

4 0.20%

5 0.30%

6 0.40%

7 0.65%

8 0.85%

9 1.0%

10 1.2%

11 1.3%

12 1.5%

Key Insights from Comparable Launches:
1. Seller adoption lags agent adoption

o Without agents selling the concept, direct-to-seller acquisition costs are
high.

o Early awareness is usually driven by agent conversations and word-of-mouth.
2. Inflection point at ~Month 6-8

o First publicized success stories & proof of above-market performance create
curiosity.

o PRand local media coverage matter.

3. By Month 12, top-performing Proptech platforms in their launch year have ~1-1.5%
adoption of their reachable seller pool in targeted metros.

o For perspective, Opendoor reached ~1.2% penetration in Phoenix in Year 1.
o Compass’s “Private Exclusives” reached ~0.9% in its early launch metros.
4. Conversion rates improve with agent advocacy

o Sellers are far more likely to “opt in” when their listing agent proposes itas a
competitive advantage.

11
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If RPM follows these benchmarks in a 2-market pilot, the Year 1 numbers could look like:
e Target Market Seller Pool: 100,000 active potential sellers (combined metro)
e Year 1 Adoption @ 1.2%: ~1,200 sellers using RPM in test markets

¢ Conversion Drivers: Agent trust, visible “above market” sale outcomes, early
investor/celebrity endorsements.

Continues...

12
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Buyer Adoption Curve — Year 1

If RPM starts with 500 early buyers in Month 1 and ends Year 1 with ~8,500 buyers (our
earlier projection), a curve could look like this:

Year 1 Buyer Adoption Curve: RPM vs. Typical PropTech Benchmark
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Here’s our visual comparing RPM’s projected Year 1 buyer adoption curve with the average early-stage growth of Zillow, Redfin,
Opendoor, and Compass — showing RPM pulling ahead from month 4 onward thanks to its early-access inventory advantage.

¢ Month 1-3: Early Awareness (2-5% of Year-End Users)
o Mostly organic interest from early adopters and friends-of-network.

o Growth comes from press mentions, founding brokerage partners, and
curiosity traffic.

o Expect slow absolute numbers but high engagement from these users.
o RPM Parallel: Buyers curious about “exclusive access” inventory.

¢ Month 4-6: Early Growth (10-25% of Year-End Users)
o Beginsto see network effect from agent invites and shared listings.

o First buyer referrals start — highly targeted, low-CAC signups.

13
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o Conversion rate from site visitor to buyer account often 15-25% for
exclusivity-driven platforms.

o RPM Parallel: Word-of-mouth from reserve-price listings creates "l want in'
effect.

¢ Month 7-9: Acceleration Phase (50-70% of Year-End Users)

o Buyers startto see the platform as unique inventory source rather than
“just another listing site.”

o Paid ads + agentinvitations + PR campaigns bring in non-referral buyers.

o Growth rate can hit 20-30% month-over-month during this stage.

o RPM Parallel: Launch of Al-driven property alerts pushes adoption spikes.
¢ Month 10-12: Steady Climb & Optimization (100%+ of Year-End Users)

o Larger base means slower % growth but higher absolute monthly adds.

o Introduction of buyer premium tiers can improve LTV.

o Buyers trust the platform as “first-look” inventory tool, retention rate
stabilizes at 65-80%.

o RPM Parallel: National PR or major partnership announcement could cause
mini “viral” spikes.

Month Cumulative Buyers % of Year-End Notes
Buyers

1 500 6% Founding group /
referrals

3 1,200 14% PR + beta agents
inviting

6 2,500 29% Early network
effects

9 6,000 71% Paid growth +

partnerships

12 8,500 100% First major national
push

14
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Financial Traction Framework and Projections

1. Year 1 Financial Model for Reserve Price Market (RPM)

Revenue
Stream

Reserve Price
Activations

Buyer
Subscriptions

Agent SaaS

Tier

Smart
Contracts

API Licensing

Referral
Commission
(Optional)

Description

Sellers or agents
pay to activate a

Reserve Price

property without

MLS exposure
Buyers pay to

access Reserve-
Priced properties

before MLS

Brokers/agents

subscribe for

CRM integration,

seller intent
scores, and
alerts

Btockchain-
based offer

management for
Reserve-Priced

listings

API for reserve
pricing & Al
valuation,
licensed to

brokerages/CRMs

Referral fee for
transactions

initiated via RPM

Pricing
Model

Per
activation

Monthly
subscription

Monthly
subscription

Per listing

Monthly
license

% of sale
value

Year 1
Est.
Units
15,000

5,000

1,000

1,000

TBD

Year 1 Avg.

Price

$149

$10/month

$99/month

$500

Year 1
Revenue

$2,250,000

$600,000

$1,200,000

$500,000

$5,000/month  $120,000

TBD

TBD*

*Referral commissions are optional and market-dependent; modeling to be refined once

adoption data is available.

15
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15,000 activations ÷ 1,000 agents = 15 sellers per agent.

To determine how the estimated 15,000 Reserve Price Activations relate to the number of sellers per agent, you would need to know the total number of agents actively using the platform in Year 1.
For example, if there are 1,000 agents participating, the calculation would be:
15,000 activations ÷ 1,000 agents = 15 sellers per agent.
This means, on average, each agent would bring 15 sellers (or manage 15 Reserve Price Activations) in the first year. If the number of participating agents is higher or lower, the average number of sellers per agent will adjust accordingly.
Ultimately, the "sellers per agent" metric is found by dividing the total activations (15,000) by the number of engaged agents. This provides insight into agent productivity and helps forecast platform engagement at both the individual and aggregate levels.

Vince Perez
$500
The $500 payment referenced for Smart Contracts is typically covered by the listing party—most often, the seller or their representative agency. This fee grants access to blockchain-based offer management for Reserve-Priced listings, ensuring secure and transparent transactions throughout the process.

Vince Perez
API Licensing
API Licensing refers to the practice of providing access to an Application Programming Interface (API) to clients or partners, typically through a paid license. In this context, it means allowing brokerages or Customer Relationship Management (CRM) systems to use specialized software tools—such as those for reserve pricing and AI-driven property valuation—by paying a recurring fee. This arrangement helps these partners integrate advanced features into their platforms without developing the technology themselves, while generating a steady stream of revenue for the API provider.
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2. User Growth Projections

Year Monthly Active Agent Users Buyers
Users (MAU)

Y1 6,000 1,000 5,000

Y2 50,000 7,500 42,500

Y3 250,000 30,000 220,000

Growth assumptions:

e Expansion via brokerage partners (Serhant, Compass, Keller Williams, RE/MAX,
Douglas Elliman, and Coldwell Banker, etc.)

e (Cold agentonboarding

e Market buzz and Al-driven pre-market alerts attracting buyers

e Low churn due to high perceived value of early discovery

3. Customer Acquisition Cost (CAC) vs Lifetime Value (LTV)

Segment CAC Est. LTV Est. Notes

Agent $100-$200 $1,000+ Recurring
subscription, upsell
to premium features

Buyer $30-$50 $300-$500 Tiered subscription
or per-match fee
Seller $50-$100 $100-$500 Low acquisition due

to organic listing
growth & Al reach
LTV increases substantially if users participate in multiple transactions or upgrade to smart

contract packages.

4. Other Traction Metrics to Track

Metric Why It Matters

Reserve Price Submissions (daily) Shows demand from sellers before they go
to MLS

Matches Created Demonstrates value and user stickiness

Offer-to-Reserve Conversion Rate Measures transaction intent quality

Average Days Before MLS Activation RPM-exclusive market access window

% Unlisted Properties Surfaced via Al Differentiation from competing platforms

AbsorblQ™ Match Precision Score Proprietary advantage of Al-backed timing

16
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5. Revenue Model Scenario (Year 1 Projection)

Channel Users Pricing

Buyer Subscriptions | 5,000 $10/month avg
Agent SaaS 1,000 $99/month avg
Reserve Price 15,000 $149 avg
Activations

Smart Contracts 1,000 $500 avg

API Licensing 2 broker clients $5,000/month

Year 1 Revenue Estimate: $4.67M (realistic)

Est. Revenue
$600,000
$1.2M
$2.25M

$500,000
$120,000

Reserve Price Market (RPM) presents a detailed financial model projecting diverse revenue

streams, user growth, customer acquisition costs, and key traction metrics for its first year,

targeting the U.S. real estate market with innovative technology and Al solutions.

Diverse Revenue Streams: RPM's revenue sources include listing activation fees ($99-
$299), buyer subscriptions ($10-$50/month), agent SaaS tiers ($49-$299/month), Al-driven
valuation APls, premium listing packages ($299-$1,000), and referral commissions (0.25-

1.0% of sale value), with a conservative Year 1 revenue estimate of $4.67 million.

User Growth Projections: The platform anticipates growth from 10,000 monthly active

usersin Year 1to 250,000 by Year 3, fueled by brokerage partnerships, agent onboarding,

Al-driven alerts, and low churn, within a U.S. market of approximately 2 million licensed

agents, including 1.55 million Realtors.

Customer Acquisition and Lifetime Value: Estimated customer acquisition costs range
from $100-$200 for agents and $30-$50 for buyers, while lifetime values exceed

acquisition costs, supporting sustainable growth with upsell opportunities and multiple

transaction participation.

Key Traction Metrics: Important metrics tracked include daily reserve price submissions,

matches created, offer-to-reserve conversion rates, average days before MLS activation,

percentage of Al-surfaced unlisted properties, and proprietary Al match precision scores,

reflecting user engagement and platform differentiation.

17
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Estimated Annual Volume of Off-MLS Sales in the U.S.

Based on recent analyses, approximately 1.2 million off-market or pocket listing sales
occurred in the United States in 2024. These include transactions that bypass the public
Multiple Listing Service (MLS), often marketed privately through agent networks or
exclusive platforms.

Breakdown & Context
¢ Zillow’s 2025 study analyzed 10 million transactions and found that:
o 2% were pocket listings (roughly 200,000 annually)
o An additional 0.11% were off-MLS deals with prior MLS records

¢ BatchService and ResiClub Analytics estimated 1.2 million off-market sales in
2024, with high concentrations in Texas and Florida

Early Adoption Phases for PropTech Platforms

In early adoption phases for PropTech platforms, a 1:5 agent-to-buyer ratio is not only
plausible — it’s consistent with comparable industry rollouts where agents act as
acquisition gateways to clusters of buyers.

‘gqar 1 Agent-to-Buyer Ratio: RPM vs. PropTech Benchmarks

5.2
5.0

4.5

Average Buyers per Agent
w

0 Redfin (Early) Compass (Early) Opendoor (Early) RPM (Projected)

Here’s our visual showing RPM’s projected Year 1 agent-to-buyer ratio alongside early

benchmarks for Redfin, Compass, and Opendoor — all clustering near the 1:5 range, which

supports RPM’s assumption.

18
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Here’s the supporting evidence:

1. Industry Benchmarks from Similar Launches

Redfin (2006-2008): In early market penetration, each active Redfin agent was
associated with an average of 4-6 active buyer profiles, per their IPO filings (2017
S-1).

Compass (2013-2015): Early adoption saw each recruited agent bringing a “sphere
of influence” of 3-8 active buyers, based on NAR’s estimates of transaction
throughput per agent.

Opendoor (2014-2016): When onboarding partner agents, early metrics showed 5+
buyers per agent in high-demand markets (Phoenix, Dallas) due to high buyer-side
lead conversion.

2. NAR Transaction Data Correlation

NAR’s 2024 statistics indicate the median Realtor works with ~10 buyers
annually.

In early adoption years for a niche platform like RPM, an agent might not convert all
of their annual buyers to the new system, but capturing ~50% of that base in year
one (=5 buyers per active agent) is realistic — especially for tech-forward agents.

3. RPM-Specific Factors That Support 1:5

Exclusive inventory: Agents will likely pitch RPM’s Reserve Price listings to their
most motivated buyers, concentrating adoption.

Early adopter bias: The first wave of agents will disproportionately be those with
digitally savvy clients, increasing buyer onboarding rates.

Referral momentum: Buyers who discover RPM through one agent may refer
friends/family directly, slightly inflating the buyer-per-agent ratio compared to
generic MLS adoption.

RPM Agent-to-Buyer Adoption Ratio against Redfin, Compass, and Opendoor it’s

obvious that 1:5 is realistic, not just optimistic.

19



	Introduction
	Financial Model Projection(s)
	Core Assumptions
	The Potential Agent Pool
	Seller Adoption in Comparable Proptech Launches - Year 1
	Buyer Adoption Curve – Year 1
	Financial Traction Framework and Projections
	1.  Year 1 Financial Model for Reserve Price Market (RPM)
	2. User Growth Projections
	3. Customer Acquisition Cost (CAC) vs Lifetime Value (LTV)
	4. Other Traction Metrics to Track
	Year 1 Revenue Estimate: $4.67M (realistic)
	Estimated Annual Volume of Off-MLS Sales in the U.S.
	Early Adoption Phases for PropTech Platforms


