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Abstract
Commercial real estate (CRE) consulting in India grapples with long sales cycles, regulatory complexity, and variable demand. Address Advisors, a Bengaluru-based CRE consultancy, faces client onboarding delays, revenue stagnation during slower leasing cycles, and uneven adoption of PropTech tools. This case consolidates internship findings into a client-management operating model integrating PropTech, CRM automation, and end-to-end advisory services enhanced with governance and key metrics to accelerate deal closures and diversify revenue streams. The study draws on industry analyses from IBEF, Knight Frank, and JLL to frame sector structural constraints and growth opportunities. It advocates a staged approach including structured discovery, virtual tours, procurement automation, negotiation checklists, and revenue diversification through property management and digital marketing. The findings emphasize the importance of transparency, agility, and client experience in maintaining competitive advantage while navigating regulatory and market volatility.
Keywords: Commercial real estate, Client onboarding, PropTech, CRM automation, Revenue diversification

2025	Himanshu KR Shivam, Dr. Ramaprabha D	27
28		         International Academic Research Journal of Economics and Finance		     November 

CASE INTRODUCTION
Address Advisors offers end-to-end real estate consulting, specializing in office leasing, transaction management, and investment advisory services across Bengaluru. The internship revealed prolonged client acquisition cycles due to complex approvals, inconsistent documentation, and stretched negotiation timelines often extending onboarding by several weeks. Revenue streams flattened during market slowdowns, highlighting the need to improve client management throughput and broaden service offerings.
The managerial challenge focuses on compressing onboarding time, enhancing client responsiveness, and stabilizing cash flow by standardizing intake processes, automating CRM workflows, integrating virtual tours, and leveraging data-driven property comparables. The case emphasizes client experience design—fast turnaround, transparent information sharing, and negotiation support—as central to win rates and retention, especially amid cyclical real estate demand and evolving regulatory mandates.
ABOUT THE INDUSTRY
India’s CRE sector contributes substantially to urban development, servicing office, retail, and industrial spaces. Recent regulatory reforms such as RERA and GST have improved transparency but introduced procedural complexity and elongated documentation and approval cycles. Demand patterns remain cyclical and sensitive to macroeconomic factors including interest rates and corporate investment cycles.
PropTech solutions including virtual tours, automated document management, and real-time data analytics are gaining traction among developers and brokers, offering differentiation opportunities for consultancies that embed these technologies early in their workflows. Market reports from JLL and IBEF identify increased client preference for seamless, technology-enabled engagements and data transparency as critical competitors. However, adoption remains uneven due to technology costs and skill gaps.
PROBLEMS FACED BY INDUSTRY
The CRE consultancy industry faces persistent challenges of lengthy transaction cycles, fragmented client management systems, and fluctuating market demand leading to revenue volatility. Regulatory complexity necessitates meticulous documentation and approvals, often slowing closures.
· IBEF (2024) highlights the regulatory impact of RERA and GST causing elongated transaction cycles.
· Knight Frank (2023) reports cyclical demand sensitivity requiring agile client management.
· JLL (2024) underscores the need for PropTech integration for operational efficiency.
· Industry analysts emphasize CRM automation as crucial to handling client diversity and volume.
· Academic reviews focus on governance and client experience design as drivers of competitive advantage.
These sources underscore that overcoming structural inefficiencies and embracing digital transformation are key strategic imperatives.
ABOUT THE COMPANY
Address Advisors positions itself as a boutique CRE consultancy offering tailored office leasing, retail, and investment solutions within Bengaluru’s competitive market. Internship observations identified bottlenecks in client onboarding driven by manual information gathering, non-standardized documentation, and protracted approval loops. Sales teams relied on paper and emails, constraining scalability.
The firm adopts a technology-driven modernization including structured discovery questionnaires linked with a CRM, virtual tour capabilities, and automated transaction documentation. Planned implementation of revenue diversification through ancillary property management and digital marketing services aims to stabilize revenue streams and increase wallet share per client.
Problems Faced by the Company 
Internship findings at Address Advisors revealed onboarding delays caused by fragmented intake, lack of standardized process, and inefficient communication. Revenue stagnated during slow leasing cycles compounded by competitive pricing pressures. Client satisfaction risked erosion due to slow responses and opaque transaction statuses.
Supporting evidence includes:
· Shivam (2025) documenting onboarding inefficiencies and proposing automation remedies.
· JLL (2024) advocating virtual tour technology for client transparency and accelerated decision-making.
· Knight Frank (2023) highlighting negotiation delays and client management challenges in cyclical markets.
· IBEF (2024) recommending CRM integration to streamline client communications.
· Industry experts point to client experience optimization as essential for revenue diversification and retention.
Collectively, these insights confirm the need for process standardization, CRM automation, and service diversification to overcome operational and market challenges.
ACADEMIC LEARNING
The case equips students with the skills to design CRE client management systems comprising discovery processes, content accuracy standards, virtual tour and data room tools, and structured negotiation workflows. Learners develop institution-wide KPIs tracking win rates, onboarding times, and revenue diversification impact.
The curriculum emphasizes integrating PropTech within client journey mapping and managing regulatory obligations while enhancing client experience. Students draft governance policies, client communication templates, and continuous improvement frameworks that can underpin scalable consulting operations.
CONCLUSION
Operational excellence in CRE consultancy demands rigor in discovery, CRM task automation, and technology adoption like virtual tours. Address Advisors’ experience shows governance artifacts combined with diversified service models translate process discipline into revenue stability and client satisfaction. Effectiveness depends on implementation fidelity and adaptation to local market contexts.
This case models pragmatic pathways for consultancies to leverage digital tools and process optimization amid real estate sector volatility, enhancing competitiveness and client relevance.

CASE QUESTIONS
1. Design a structured client discovery and qualification workflow integrated with CRM automation to reduce onboarding cycle times.
2. Specify a PropTech toolkit including virtual tours and data-driven comparables that improve client transparency and decision speed.
3. Draft negotiation maps and approval frameworks including role assignments, timelines, and fallback processes to minimize deal delays.
4. Propose revenue diversification strategies such as property management and digital marketing with aligned KPIs and governance measures.
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