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rmglno a giant ballroom at an l1[w‘a]l‘

Tnmch anew appwith an in-budl payments
mechanism for prospective customers.
Adready, the finm las implemented anarti-
fictal ntelligemes- hmxiimlm]lml \oum-

site In person, most queries have already

heen taken care of " e add,
Earlier, if 2,000 people visited a project

site, It would finally convert to about 120

vision ¥ a-

§ insouth Bengalur, Karna

few hunlred people bave gathered for

the [aunch of a real estate project, On

thestage, there san acton-lke mood,
The developers” team drums up excite-
vent and drama, The hase price of the pre-
mium homes on offer is about (o bhe
revealed, The crowd cheers as the rate
changes, until it stops at the final cost tag,

Thiswas howreal estate firm Puravank-

ara Lid launched its rmnjerls in wFpan-

tion and incresse the odds of
advertisement intoasale.
All this talk of artificial intelligence (AL
and new tech ks, In some ways, a radical
eleprarture, Indi .
is dominated by family-run legacy busi-
nesses, has re: lndmhi{ﬂmgk-rl:nn]nm
Tor the longest time., Amid the e

& an

hooki which has now gone up to 180,
Bindal said, "It's a50% upswing.”
Mumlei-based Macrotech, whichisthe
largest residential developer in terms of
sales and has homes in the .n[Tumdel as
wellas ultra-hoxury

=l

1B te

can see the mllnuh view from overy
besicl ~ofthe homesinteri-

internet boom and digitalization of other
traditional sectors such as manufacturing
and ’lpJ‘IﬂIJI‘lIIP the housing industry h:vs

themic times. The
alongside multi-city broker meets, But
when the pandemiestruck in the summer
of 2020, all the ghitz and showmanship

mustly Hatlargely touch 1

husiness. Afterall, customers still want to
s aned expertence s bome before comimii-
tinggtorwhat conle be theirmiost exgensive

et a grinding halt. el hll:-rhmlwuflnr h-
T June 2020, Ashish Py karahad | nologying state hasball loshall,
tovmake acitie: :lldm-.um w tal Inedia has 1 “"ilw\'ﬂn‘('pt-
ahit duetothe lidown, but | ance andahighd I di

there was demand and customer quories
were still pouring in. He decided not to
buoldbackon bnmches, even though every-

aries ina highly Ir!mrwnlwlm‘h)r
Bat the pandemic has changed every-
thing. Viral [uuls clrone 5111 \b.l[ d

thing sevmed 1o have ol Tin the biink
of an eye. In June and July, the publicly
listed firm Puravankzra lsunched three
projects virtually. The online launches
Aended by about SO0 partiel-
pants. The projects were launched on the
Firm'swebsite as well as on YouTube, Face-
ook and other digital platforms, “In2080,
wehael created an omline launch platform
but dicdn’t launch any project. The digital
tooks were there but we used them only

of the Bengalurmu-based real estate firm.
“Thevirtual lnmches rn=|ntr:|TwI aurtrist
that thiscould be don

I March 2021, just before the jolt from
the second wave of povid-19, the company
launched Purva L|LJ

virlually, and small
batchesof customersand
investors were also
invitex] tothe site.

Within India’s real
estate ecosystem, where
ood news has been harrd
o come by over the past
year, virtual project
launches and online sales have been the
talk of the town, Puravankara, 2, sail i
oy sl part of the kanger tech stack that
Bibs firm s planmning to put in place to future-
proof the business.

The developer is looking o d(,ph.-\ an

with the aim to go fully paperiess and

Specialized organizations
such as Xanadu Realty, Justo
and Anarack are increasingly
becoming more relevant for

micksegment and large

developers

viden
calexperience u:I .1]Mn|’|eﬂ\ﬂ hm\l ng
increasingly common. According to a
recent Housing.com survey, proptech or
propery el hnn]sah} lntnimlm 5 rzm i
Saa rilfion in 20 i pandem
the highest ever compared to 554 million
in 2019, S0 far, $2.4 billion has boeen
invested in India’s proptech industry
across 225 deabsas of March 2021, Accord-
ing to data from Tracm, around S268.18
million has alvesdy been mised by proptech
firmes this year.

FIRST CONNECT IS ONLINE

fer the second wave- induced lock

downs and restrictions were lifted in
June 2021, about 2,000
homebuyers visited the
Mumbal project sles of
Macrotech Developers
Lad, h operates
uneler theLodha' brand,
every weekend, In the
pre-covid era, customers
wiotihd vislt the site first,
and then engage with the
developer, But now, the
first connect sonline,

and it has ¢
il Prashant Bindkal, ¢
cer. Macrotech, “Virtual visitsor sales were
negligible earlier. Now, thereisa detailed
discnssion on Google Meet oo and
the quality of {the) customet connect has
improved a fot. By the time they come on

ors The residential sector was severely hit
last year due to the pandemic-led lock-
dhowns but surprisingdy it recovered swifthy,
alded by pent-up demand, lower home
loan rates and a stamp duty cut in states
st as Maluarashin, Recovery was robist
unitil the second wave.

PROPTECH AND COVID
[proptech platforms were popular only
o find and finalize propertiesin the pre-
pandemicera, now full-stack solutions that
suppont discovery, advisory aswell as trms-
actions are gaining ground, sald Dhiuy
I, chiel executlve officer, Elara
the Housing.com report. The
Elara Giroup owns Housing.com, Propi-
ger.com and Maliaan com.

approach that offers granular ins
result in improved predictab)
market value of a property along with bet
ter risk management and consumer
engageimnent

In July, Anarock Property Consultamts
lanmehed an Al and machine leaming-
based proptech solution* Astra’ that
to bt primary housing sales by 12-1:
Dheveloped with (s data analytics pnmwr
Ci-Sequare Solutions, e svstem salgorthm
can analyse customer behaviour data 1o
yieldaccurate leards, theveby oosting mar-

mint
SHORTY
STORY

WHAT

While the Lse of technology in
real estate has balliconed
globally, Indiahas beena lageard
duetolowacceptance and ahigh
dependence on intermediariesin
ahighly fragmented sector,

NOW

Buit the pandemic has changed
everything. Virtual tours, drang
site visits and videoconferences
that simulate the physical
experience of a propertyare
becoming increasingly commen

MOREOVER

For developers 1oo, adata-
driven digital approach that
affers granular insights can result
inimproved predictability of the
marketvalue of a property and
better risk management.

them more seriously.
vt al: Ties for nejoc

first attermpt, and we revisit them with adif-
i sales team, With every builder we
Anarock will use the Al-mar!
learning program to help lift revennes,”
Mishra said. The newtoobsthat have come
Intorvogue overthe past vear are also con
stantly evolving, Drone site visits, for
uel)emguﬂ'elud Inreal-time to

keting efficiency. anl deliv-

ity ofavirtual tour, Heavy
abso going Intoclowd com-

cring (T § todevel-

opers and their customes, 1will be open

forcommercial use from September,
Amnarock typically gedstl ds ofcies-

i o improve userexpericnce of fea-
fure \mlmuw\n nt gateways, chathots
anile cl

tomer leads across multiple projects, fol -
lowingwhich the call contre identifles serd-
ous buyersand then, the sales wing usually
eonduetsa follow-up, After this, the proc-
ess moves towards site visits. Anarock’s
chied strategy olficer Sundl Mishra said that
the: pew toal will helps In predictng leads
thart hawe a higher propensity to convert
intobookings. " We have used this program
ot the huge data that Anarock has forover
ayer,”

Out of 100 leads, roughly 20-25% would
fall under the “serdous” category. The
whole system then tries to engage with

Amit lhagat, chief executive fticer and
mamaging director, ASK Property Invest-
ment Advisor, sadd digital sal
reality post-covid and spec
tions such as Xanadu I{e.!IL\ Justo and
Anarockare increasingly becoming more
redevant formid-segment aned Large devel-
eSS e realiecd that thedigi-
Ll reach of these consultincies is wider
tlsan the internal datalase ofa single firm.

“The sales cnmru is nui r:nh m honse

butal
tieals of speclalized oml{ s by dmrkmwa
whostill want to preserve the brand name

India’s legacy real estate businesses have resisted adopting technology for long. Is this about to change?

The new taols that have come inta vopue
over the past year are also constantly
evalving. Drone site visits, for instance,
are being offered in real-time to improve

he

by dedive TVone went o
social media because it is the best way to
advertise, Developers also didi't have the
money to go back to print advertising,”
Bhagat said, “Covid may have accelerated
techadoption but interms ofon-site tech-
nodogy, theresstillalot (thatcan) happen,”

\:lnadu which offers Iarm:‘ <mr] mid-
sk e slew ol vi-
cesingd Iurlnu(\llt'&m arketing, pri
customer engagement, sawa spike in busi-
nesssnee the first wave of the pandemic as
stressrosein theseetor. sabd Vikas Chatur-
vedi, chiel executive officer, Xanadu
Realty,

As penple stayed isolated, proptech firms
use] @ vardety of means o enable soeial
interaction. Tech-led shaved-living firm
Colive recently launched asoclal network-
ingapp forstudentsand youmg profession-
Club Colive" also offers thousands of
curated oo living spaces acrosscities, onga-
nized by property type, meal plns, loca-
tioms and budget. s users can make a
cheice based on these parmmeters.

NoBrokerHood, the society super app by

NoBroler.com, cven Lumched f

ble aceess control via integration with
Aarogya Setu to ensere that people with
highy covie visk are stopped at the gate The
appalso helped housing secieties manage
thequarantine of covid-posithe residents
and organize vaceine camps.

THE FUTUREIS ‘PHYGITAL"
omatter how crucial technology may
Bave become In the post-covid world,
it'scertain that it will not deter homebayers
from phyvsically checking properties and
brawsing sample fats.
larle Infra Pt, Lid, which isdeveloping
afd-acre township in north Bengalun, has
b offering virtual site visits forall poten
tial customers, althougheartier such visits
were restricted 1o non-
resident Indians (NRIsk
mainly. It collected cus-
tomer information and
preferences through its
Sales Buddy app, which
assisted its sales team to
delivera more personal-
tred plech. *Golng for-
ward, the process will be
a combination of virtual
and physical butat some
polnt of time, people will hu\ a home
online,” Aniley
president, sl ing
said, “It's like buylng insurance, where )1]!1
don't need an agent and you just do it on
your uun. Customer trust is still low
Japers. Asthat lmpr ,the
virtual play will evolve further.”

3%

anesite

the quality of a virtual tour,

A recent survey showed that
f homebuyers were
willing to close the deal after
wisit, About 60% were
willing to use a digtal platform

to buy or rent  home

MINT

The survey by Housing.com also noted
that 37% of homebuyers were willing to
close the dealafter one site visit About 0%
were willing to use adigital platform tobuy
arrent a home, Developer credibility and

1 thetopdriversfor
“hosingihe des |lunllm= Responudents inthe
A5 Vears age group Wers more open to
closimg the transaction onflne,
osthhas Rimckal said o u-.tnrm'rl "

ferences havec ¥
ina I'r\\ monihs, In pre- m\ld times, a
weekend visit would last an hourand the
discussion would be dominated by amale
member of the family with price being the
key concern, “Virtual discussions some-
e Last 243 hours and the whole family
panticipates, Waomen today are an aclive
part ol the discusslon, and & bt of (he)
focus is cn amenities, decks or haleonies
oms abont schoolsand
hespitalsin the irtual (negotia
tiemes) comprised just 3% of the whaole proe
e, iUis 0% now. It will evelve further,”
Bindal said. Most of Lodha's virtual meets
are led by closing managers who are
wornen. About 30% of its sabes managers
whoelose trans

However, Bindal sald riml in the few
vases where a token amount is deposited
after avirtual salesmeet, it often gets can-
eellesd, It s anly wl E
prhvsical visit that ade

ermenisare expected to con-
tinmeas homebuyers prefer reviewing pro
jectsonline, “Tech-enabled developments
suchas horme automation, contactless ele-
vators, Wi-Fi-enabied self-sustained com-
plexes and voiee-enabled homes ar
waty forward,” sxid Reeza Sebastian Rarim-
mlull.prmiris-nt.m. ritial business at the
real estate firen Embassy Group.
Thisyear, Puravarks s Lo Jauneh
about H-million sq ft of premi

market resident]
plotted |Jl'l1jl‘|‘[

s W J[I.'dL“[J[U\
ing some amount of A1
that will analyse dita and
cnstomer  hehaviour,”
Puravankara safd. “We
also want to apply more
technology on our
projectsitesand createa
dashbuard (o see how
many engineers reported o work,
ek material wis used, how muc
tiless were faid, Based on that, the demangd
note should be sent, wot just via the {eur-
rent) monthly basis. In the next 6-8
months, we are also aiming to go fully
paperless and digital..and that ineludes
customer application forms.”




