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A Plan to Reach a New

Market of Builders

1

LMC Advisory



LMC Advisory

Gabriella Llaneta
Business 

Analyst Intern

Joleigh Crye
Sales Intern

Skye Murphy
Accounting Intern

Sanjana Menon
Marketing & 
Media Intern

Elana Gelfer-Mundl
HR Intern

2
LMC Advisory



Agenda

01

02

03

PAIN POINTS

PROPOSAL 1

04

PROPOSAL 2

05

NEXT STEPS

Q&A

3
LMC Advisory



Pain Points

Market Reach Gap: Zonda has yet to tap into the lower third of the homebuilder market, an
underserved segment that lacks access to the data and insights larger builders rely on

Value Barrier: Smaller and mid-sized builders often hesitate to invest in Enterprise
because they don’t see the value or need all the tools it offers

Advisory Affordability Issues: Smaller builders often can’t afford full advisory services
and just need simple guidance to check their direction

Lack of Integration: Limited integration between Enterprise and advisory leaves smaller
builders without a clear path to data and expert guidance
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Zonda Enterprise 
E-Tiers
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What is Zonda Enterprise E-Tiers?
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Zonda Enterprise E-Tiers is built
for small builders and other
growing players who want
powerful market insights
without taking on the cost of a
full Enterprise package.



VALUE PROPOSITION

Zonda Enterprise E-Tiers delivers Zonda’s
proprietary data at a scale designed for mid
and smaller builders. With streamlined access
to research and market intelligence, you gain
the insights to compete with national players.
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Key Features
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Enterprise ExecutiveEnterprise Elite

50% of the cost of the
standard CBSA price

Core project search
Basic map & filters
Short market reports

Full standard price 
All features unlocked
Exports, iPad access, &
Zonda Satellite
Full demographics, deed
data, & advisor support
Current Enterprise app

75% of the cost of the
standard CBSA price

Enhanced explorer &
filters
Custom map drawing
Full market reports &
snapshot demographics

Enterprise Essentials



Product Tiers Use Cases
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20th percentile annual home
closings in a given CBSA
Builds in one or limited CBSA,
family or boutique builders

40th percentile of annual home
closings in a given CBSA 
Builds across multiple CBSAs,
diversified product offerings 

Essentials

Elite

Executive 
> 40th percentile annual home
closings in a given CBSA
Builds nationally

A small local builder wants data    
on what land in their CBSA is     
most optimal to build in

A regional builder wants to know  
the demographics of the CBSA   
they are building in

A big builder that builds in multiple
states wants to use Zonda IPad
and Satellite for their next project

Tier Qualifications Use Case 



A Visual Representation of Enterprise

Essentials Elite Executive
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A Visual Representation of Enterprise

Essentials Elite Executive
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Sales and Marketing with Essentials
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Growth  
Goal is to grow with clients

and get them to move to

the full Enterprise 

Limiting features that

are needed for a

growing/ larger

company

Offering 1 month trial

at reduced price 

Events 
Discounted price on big

events (Builder 100, Future

Place, Elevate, etc.) for

builders subscribed to

Enterprise Executive 

Demos
Demo Enterprise Executive;

if price is an objection and

they meet the Essentials

qualifications we will Demo

Essentials

Past Clients/ Cancelations  
DBD’s can reach out to past

clients who canceled due to price

and see if they would be interested

in Enterprise Essentials

Account managers can see if

customers who are canceling due

to price would rather have

Essentials

01 02 03 04



Revenue Projections 
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Revenue Break down

Month Total Revenue Yearly Revenue
Revenue From

Growth/Upgrades

Month 14 $2,150,319 $2,150,319

Month 26 $4,569,428 $2,419,109 $483,822

Month 38 $7,230,448 $2,661,020 $1,209,554

LMC Advisory

Assumptions:
All 17 DBDS in US close 1 Essesntials a month
50% of clients upgrade after a year
10% of clients unsubscribe



Ask an Advisor
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Ask an Advisor

What is Ask an Advisor?
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A mid-tier advisory
product that is in
between Zonda’s custom
advisory and publicly
available research that
is accessible through
Enterprise, Zonda
Portal, and our site. 

LMC Advisory



VALUE PROPOSITION

Ask an Advisor gives developers and builders
expert insights and guidance without the
complexity and cost of a full advisory service,
giving you the clarity and confidence to move
forward with your project.
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Easy-to-
Navigate
Interface

Targeted/
Guiding
Questions

Enterprise
Executive
Premium

Advisory

Key Features
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Easily accessible landing page,
provides standardized format to
describe projects,  minimizes
client/advisor contact

Offers commonly asked
advisory questions that
advisors know how to answer

Enterprise Executive (3
tier) offers 1 complimentary
Ask an Advisor Question

rd
Accessible in

Enterprise

Pricing
Model

$2000 (Enterprise Users)
$2500 (Zonda
Subscribers/Clients)



Ask an Advisor

Ask an Advisor Landing Page
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Ask an Advisor

Ask an Advisor



Interface Walkthrough
Ask an Advisor Ask an AdvisorAsk an Advisor
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Select CBSA,
Project Type, and

provide details

Select areas of focus
(based on common

client issues)

Choose an advisor
based on region

and specialty



Interface Walkthrough
Ask an Advisor
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Provide client information
and pay online

Payment will go through after the
question is approved 

Information will be sent to the
advisor of choice and the report will

be returned in 5-7 business days

Ask an Advisor

5-7



Use Cases
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A regional builder planning
to build a Multifamily
community (ex. Boise, ID or
Irvine, CA). 
They have internal research
capabilities but need to
know if they are making the
right desicion

Example
Client
Profile

They want to
understand what
a good pricing
strategy would be

The builder could use Ask    
an Advisor to ask Kimberly
Would gain insights on
pricing in their region,
allowing them to make
smarter decisions



Rollout Plan
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01 02 03 04

Preselling  
Start internal sales training

and create sales materials

Sales representatives and

account managers start pre-

selling the advisory plan to

clients

Have advisors start pitching

the product to their clients

Optimize
Work with the product team to set up a

dashboard tile in Enterprise future updates

 Set up consistent email blasts

Ask for client feedback after using the service to

improve the product

Create an AI that automates presentation

making and create exhibits based on CMA

Testing and

Validation
External and internal

stakeholders go through the

process of quality assurance

Marketing   
Run email campaigns to all clients

Have advisors mention the service

in Webinars and events (Builder

100, Accelerate, Future Place, etc.)

Run social media campaigns on

advisor and Zonda LinkedIns



Revenue Projections
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Month 1 Month 2 Month 3-12 EACH
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Total Yearly Revenue:

$1,260,000
~8% Growth in Advisory Revenue

16
Advisors *
1 Project *

$2250

LMC Advisory

Assumptions:
More than half of the advisors participate
in the service
Advisors get at least 2 projects in the first
month, 6 in the 2  month, and 5 in the
coming months

nd

16
Advisors *
4 Projects
* $2250

16
Advisors *
3 Projects
* $2250



Recommended Next Steps
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Confirm the team
is working on
Enterprise
Essentials and
Elite and Ask an
Advisor

Refine the
timeline and set
dates for goals

01 02



Thank You!
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Appendix
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1.Enterprise Executive Client Retention

2.Features per Tier and Pricing

3.Enterprise Revenue Projections Excel

4.Ask an Advisor Engineering Logistics



“If Zonda released smaller versions of Enterprise,
we would not feel the need to move from our
already existing Enterprise subscription, as we
use all of the data and features that it offers.” 

-C Level Executive, Tri-Pointe Homes 

Client Profile: 5000+ Lot Closings / YR, 4.5 Billion Revenue / YR, Builds in Multiple CBSAs

Enterprise Executive Client Retention
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Features per Tier and Pricing

LMC Advisory



Enterprise Revenue Projections Excel
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https://zondahome-my.sharepoint.com/:x:/p/jcrye/EcAgtAs3egVJr3KWCNAruMQByalyj-KzYxlMgRmv7XiqOA?wdOrigin=TEAMS-MAGLEV.p2p_ns.rwc&wdExp=TEAMS-TREATMENT&wdhostclicktime=1754406763973&web=1


Client Access to Advisory Report
Option A: Login to account to view ⟶ Clients create an account that is tied to the
interface
Option B: Email with secure, one-time link ⟶ Emailed a unique link that shows
their report in the interface

Ask an Advisor Engineering Logistics
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Interface Database
Each inquiry populates a database
When the inquiry is approved, it is sent to the advisors email
Submits the report to the database which is sent to the interface


