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The Challenge
As the business of real estate increasingly shifts online, the ways bro-
kerages demonstrate value to their agents is fundamentally changing. 
In years past, brokers had ample opportunity to support their agents 
daily in obvious ways. Agents saw the value their broker provided them 
in their physical offices, phone lines, computers and the office printer. 
Today, readily available technology makes some agents feel less depen-
dent on their broker for their everyday business needs. 

Today’s broker knows this dilemma all too well. Many provide valuable 
technology to their agents, but unlike a desk or a phone line, agents use 
it at painfully low rates. One factor fueling this industry trend – which we 
covered in the 2017 Swanepoel Trends Report chapter, “The Agony of 
Technology Adoption” – relates to the hundreds of tech options that are 
available to agents. Another is the high level of effort required to adopt 
a new technology, which may reorient their daily workflow. For many 
agents, it has become difficult to even keep track of what they have 
available to them. 

Brokers also struggle to efficiently communicate with their agents in the 
digital age. As technology makes the broker-agent relationship increas-
ingly virtual, brokers, especially those with higher agent counts, are find-
ing it harder to communicate with their agents; they are in the office less 
and less and use an increasing number of messaging platforms. Many 
brokers rely on email, but messages are often neglected in a forest of 
flooded inboxes.

Agents face many of these same challenges. Their daily workflow is 
diverse, as they must access dozens of tech tools each day to get their 
jobs done: email, the MLS, customer relationship management platform, 
brokerage intranet, transaction management platform, real estate 
form software, social media, comparative market analysis software, 
document storage and preparation software and more. Navigating this 
tech landscape takes time and complicates workflows, which dampens 
productivity. 

Real estate software and consulting company Clareity – known for its 
MLS software and security applications – believes it has a solution 
for these challenges in its new broker product, Clareity DASH! The 
broker-branded platform, which agents access through their existing 

Brokers struggle 
to efficiently 

communicate with 
their agents in the 

digital age.
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daily workflows, stores all the apps agents need in one secure place 
connected with single sign-on access. It facilitates efficient broker-agent 
communication and supports integrations that pull data from apps into 
the platform, allowing agents to use it as a central hub without needing 
to bounce into different software systems. 
     
Clareity commissioned T3 Sixty, a division of the Swanepoel T3 Group, 
to review DASH! and study how several of its clients use it. These are our 
findings.

Platform Essentials
Many tech firms – and some brokerages – are racing to build platforms 
that give brokers and their agents a central hub from which they can run 
their businesses. DASH!’s potential as a simple, streamlined, company-
agnostic brokerage platform is one of its core features.

A platform brings agent tools – CRM, lead management, transaction 
management, lead generation, sales tracking and analytics – into 
one integrated system. We covered this emerging trend in the 2017 
Swanepoel Trends Report chapter, “The Brokerage Platform Battle:” 

Increasing computing power and significant technology progress 
have opened up the opportunity for real estate brokerages to 
create platforms that integrate all the tools their agents need into 
one system. These software platforms help organizations scale, 
reduce overhead and streamline business operations, and real 
estate firms are starting to use them to operate more efficiently, 
provide better agent and consumer service and gain a competitive 
advantage. While the industry has generally been slow to adopt 
technology, the immense power that platforms provide speed up 
leaders’ tech timelines and make this battle for supremacy more 
important than most. 

An effective broker platform has three core elements: 
•   Supports secure access and account management

•   Facilitates streamlined communication and workflow

•   Supports integrations with apps via application programming 
interface (API) tie-ins that makes the platform one functional unit 
and a true hub for agents

These three components represent successive components of a full-
fledged platform. 
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1. Secure Account Creation and Application Access

The first step for any effective broker platform is the ability to provide 
secure access and facilitate agent onboarding. If a platform includes 
third-party applications, SSO integration is required. SSO provides 
secure access to multiple apps under one master login, i.e. an agent 
logs into the central platform and has one-click access to all the apps 
within it, without having to enter usernames and passwords for each 
app.   

2. Communication, Messaging and Workflow

An effective real estate brokerage platform requires a streamlined inter-
face that facilitates communication between brokers and agents. The 
best communication systems fit users’ natural workflows and facilitate 
communication among subsets of users.

Communications may be as simple as person-to-person messaging, 
group messaging, or notifications when events have occurred within 
the broker’s system. These communications enable brokers and their 
agents to be nimbler and get the benefit of using a platform that is in-
tended to make work easier.

Single Sign-On

Single sign-on (SSO) protocol enables users to login into multiple systems with a single master ID and 
password. Authentication (determines user access by matching credentials) and authorization (determines 
whether users clear access restrictions) are two key components of SSO. As such, SSO protocol securely 
facilitates sharing of credentials for apps connected to the overarching platform. 

SSO involves two primary players: identity providers (the applications that authenticate, verify and vouch 
for a user’s identity) and service providers (the apps that users want to access). The identity provider uses 
an authentication protocol to verify user access to a service provider.

One of the most secure authentication protocols is Security Assertion Markup Language (SAML), which 
utilizes public certificates, not the usernames and passwords themselves, to process authentication. 

Another popular authentication protocol is OpenID Connect (OAuth). This is the protocol used by Facebook 
and Google to allow users to login with those accounts on other sites. This method is less secure, as it is an 
“authorization” protocol, meaning that it uses access keys to gain access to a service provider. It facilitates 
access but does not authenticate, i.e. verify user credentials.

SSO, when coupled with a dashboard, streamlines access to apps, increasing their visibility and utilization. 
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3. API Integrations

API integrations extend the capabilities of a platform and allow an integrat-
ed user interface across a collection of software. With these integrations, a 
platform becomes the central work hub for agents. For example, with mul-
tiple API integrations, agents do not have to leave the platform to access 
lead information stored in their CRM, view real-time market stats, create 
a CMA or move their current contract to the next stage with their digital 
transaction management platform. This streamlines activity, improves 
communication and provides a valuable one-stop overview of a business. A 
good platform fundamentally improves an agent’s work life.    

The Company
Clareity (clareity.com) is a 20-year-old real estate consulting and soft-
ware company specializing in MLS software security. It released its first 
software, SafeMLS, in 2005. SafeMLS is a risk management application 
that helps MLSs track and control access to their systems by verified 
MLS members. It identifies whether agents are likely to share creden-
tials and triggers warnings when patterns suggest unlicensed sharing. 

In 2006, Clareity began offering SSO technology to MLSs and their 
members. This evolved into Clareity’s MLS Dashboard, which the firm 
rolled out in 2012. Over 165 MLSs, representing more than 825,000 
agents, use the MLS Dashboard. This includes some of the nation’s larg-
est such as California Regional MLS, MyFlorida MLS, North Texas Real 
Estate Info Systems and Realcomp. 

The MLS Dashboard allows MLSs to present all of their tech offerings to 
members in one place. Once members log into the dashboard with their 
MLS credentials, the SSO functionality kicks in, giving them one-click 
access to all of the apps in the dashboard. 

Based on the success and popularity of the MLS Dashboard, Clareity 
developed the broker-focused dashboard DASH! and launched version 
one in summer 2016.

The Offering
DASH! follows the basic concept of Clareity’s MLS Dashboard: provide 
agents with secure access to a collection of SSO-connected apps upon 
login. The tool meets agents in their current workflow when they login 
into the MLS, a software they use more frequently than any other.

The MLS Dashboard 
allows MLSs to 

present all their tech 
offerings to members 

in one place.
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However, DASH! differs from the MLS Dashboard in important ways. It 
has elements of a broker intranet, including document storage and man-
agement and a company calendar. It also features broker-to-agent mes-
saging with the ability for brokers to filter messages to specific groups of 
agents using tags. 

Its API integrations also make it a full-fledged platform, which allows 
agents to use API-tied apps within the dashboard.

Like Clareity’s MLS Dashboard, DASH! includes SSO integrations with 
more than 250 popular real estate-specific and general applications, 
including: 

•   Cloud CMA

•   Zillow Group

•   Google Apps for Business

•   Office 365

•   Boston Logic

•   dotloop

•   Instanet

•   ShowingTime

•   Salesforce

Clareity targets brokers with over 50 agents for the product, which sells 
for approximately $3 per agent per month with a minimum monthly 
spend of approximately $300. It targets larger brokers because they 
have more of a need for its messaging and intranet capabilities than 
smaller broker.

Product Overview  
DASH! performs three core services: it facilitates authorization and SSO 
access; it enables communication with notifications and messaging; and 
its API integrations allow agents to access data and features of other 
apps without leaving the platform.

Figure 1. Agent’s use of software as identified in the 2016 NAR Member Profile survey.

Software
Agent use daily or nearly every day 

(% respondents)
Agent use a few times a week 

(% respondents)

MLS 72% 15%

Electronic contract and forms 39% 35%

Contact management 37% 24%

Document preparation 35% 33%

Social media management tools 31% 21%
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Brokers can brand DASH! with their colors and logo, and orient and size 
its modules as they see fit (more on modules below). They can work with 
Clareity to further customize the tool for additional fees.

In markets where Clareity also powers an MLS dashboard, DASH! de-
sign mirrors that of the MLS dashboard with a series of modules on the 
its home screen. Brokers in these markets may also customize the tool 
for an additional fee.

Agents access the system in three ways: through a tab on a Clareity 
MLS Dashboard; as a distinct tool they log into; or as their default MLS 
homepage. The latter makes DASH! a much more effective broker-pro-
vided tool, as agents see it every time they access the MLS, but MLSs 
must approve this functionality (more in the Evaluation section below).

Client onboarding is straightforward. Brokers indicate the apps they 
want to include in a kick-off call with Clareity. Implementation takes 
three to four weeks, and after a one-hour training, their customized ver-
sion of the product is ready to go live. 

Components

By default, DASH! includes five modules with distinct functionalities: 
• SSO-connected apps
• A document and messaging center controlled by a back-end con-

tent management system
• An optional advertising module where brokers can track impres-

sions and sell ad space
• A notification system
• API integrations

The MLS Dashboard 
allows MLSs to 

present all their tech 
offerings to members 

in one place.
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SSO: SSO gives agents one-click access to apps through the dashboard. 
Brokers can specify the level of security they want to apply at the app 
level. For example, they can specify that one app requires two-factor 
authentication and another only requires single-factor authentication. 
They can also control other facets of app-level security, such as requiring 
authentication (log in) by the user once each day, or when accessed from 
an unfamiliar device. Clareity can create new SSO integrations with apps 
relatively quickly, often in a few days. 

Messaging and Document Module: This module houses documents 
and displays messages sent by brokers to their agents. Brokers and their 
admins control the module with a back-end content management system 
where they can post documents, photos, videos and news in a feed 
format. Brokers can send messages to specific audiences by using tags, 
which they define themselves or work with Clareity to create. 

Notifications: Notifications allow brokers to send alerts to their agents. 
Like the messaging module, brokers use tags to filter these messages 
to specific agent audiences. Notification types include pop-up notifica-
tions, which show up when agents access the dashboard; notifications 
that show up next to the navigation bar; and notifications that show up on 
specific apps on the dashboard’s homepage. The product allows users to 
subscribe to push notifications using the DASH! mobile app. Brokerages 
and their admins can control various elements of the notifications with a 
back-end system. For example, they can set the frequency and number of 
seconds a pop-up notification is visible.

Advertising Module: The advertising module allows brokers to charge 
third-party vendors and other partners for placement, whether through a 
revenue-share agreement or by charging for impressions. The back-end 
ad manager allows brokers to set display frequency rules and provides 
impression data.

Figure 2. City Chic Real Estate, a Clareity 

DASH! client, uses the messaging module to 

store workflows and associated documents. 

Figure 3. Brokers can send timed notifications to their agents that pop-up on 

the dashboard upon login in this example from Keller Williams Southern Arizona. 

This example of a pop up message is one that only new agents would see based 

on custom tagging available in the solution.
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API Integrations: The product currently has five API integrations, which 
allow agents to utilize connected apps from the platform itself. Current 
integrations include ShowingTime, Cloud CMA, Instanet Solutions, 
CoreLogic and Black Knight Financial Services. 

Pending API integrations include: dotloop, DocuSign, Zillow Group, 
Homes.com, Follow Up Boss, Lone Wolf, Previsite, Placester, Real 
Satisfied, Onboard Informatics and Terradatum.

Other Features

Reporting: In-system reporting provides insight into how agents use the 
dashboard and the apps connected to it. Brokers can visualize collective 
stats for agents accessing DASH! including the operating system, type of 
device, browser, location and more. They can also see metrics for each 
app such as total logins, total unique logins and average number of logins 
per day.

Team functionality: Users can be tied together, which gives them shared 
functionality on each other’s accounts. Agents can also assume identi-
ties of fellow team members to perform tasks on their behalf. However, 
brokers or their admins need to set up this shared functionality for teams. 
Unlicensed team members can access the dashboard, too, but they must 
be added into the system manually by the brokerage or its admin, as 
default access is determined through MLS roster data. 

Figure 4. API integrations, like this one with ShowingTime, allow agents to utilize connected apps within DASH!
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Case Study
Brokers have different needs for their real estate platforms. For those 
in markets that have access to Clareity’s MLS Dashboard, many are 
looking for something that mirrors the design their agents are used to. 
Others wants to customize the platform, shaping it into their own one-
of-a-kind intranet, agent workflow and communication hub. In this study 
we provide examples of both.  

Adapting Clareity’s Dashboard into DASH!

RE/MAX Classic (detroitmetrorealestate.com) has 190 agents in six 
offices in southeastern Michigan. Broker Bart Patterson and his agents 
were already familiar with the design and functionality of the dashboard 
because his local MLS, Realcomp, is a MLS Dashboard client. He inves-
tigated DASH! when it became an option for brokers. RE/MAX Classic 
began using DASH! in November 2016, and Patterson called the decision 
a “no-brainer.” 

RE/MAX Classic’s DASH! became the designated front-end to Realcomp 
for its agents. Agents needed to login to DASH! to access the MLS, which 
made the tool a central part of their daily workflow –  they had no other 
way to access the MLS. 

Patterson reported that DASH! made it easier to showcase the brokerage’s 
value proposition to agents and potential recruits. In addition, he sent cus-
tom messages to different sets of agents with its communication tool.

RE/MAX Classic

Figure 5. The landing page for RE/MAX Classic’s DASH!
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Since the firm rolled out DASH!, agent attendance at broker classes more 
than doubled. This was mostly attributed to the tool’s pop-up notification 
feature, something the firm used for messages it didn’t want agents to 
miss. In addition, the broker placed links to important agent workflow and 
process documents in the messaging module, which streamlined access 
to a document from five clicks to three.

DASH! has also helped RE/MAX Classic with new agent onboarding. All of 
the brokers’ tools were listed in once place, helping new agents get up to 
speed on apps and broker workflows quickly. 

RE/MAX Classic also utilized DASH!’s advertising feature to offset some 
of the cost of the tool. This helped to drive usage of the brokerage’s 
preferred mortgage and title companies, which paid for placement in the 
dashboard. 

Onboarding for RE/MAX Classic was straightforward and the client 
reported no significant difficulties in setting up the system. The broker 
noted that the content management system was convoluted and difficult 
to use (more on this in the T3 Sixty Evaluation section below). This was 
reported by other brokers during our review of the system.

Overall, the RE/MAX Classic Agent Perspective reported that the product 
significantly improved their workflow by reducing steps and centralizing 
apps in one place. They also reported that the communication features 
were more effective than prior email communications from the broker. 
Agents suggested that the system could be improved by adding introduc-
tory training videos within the dashboard.

Customizing DASH!

Century 21 Redwood Realty (c21redwood.com), which has 450 agents 
in 12 offices in four Mid-Atlantic states, is building a customized intranet 
with DASH!. It is slated to go live in summer 2017 and will replace the 
firm’s current intranet.

The company selected DASH! because of its core services and commu-
nication design, specifically the ability to filter communications to sub-
sets of agents and send push notifications to their phones. Additional 
features of importance included: 

• Secure SSO functionality 
• Mobile-optimized design
• One place to house all the apps its agents needed

Century 21 
Redwood Realty
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A Platform Vision for DASH!

Daniel Gale Sotheby’s International Realty (danielgale.com) is also 
building a customized version of DASH! The first version of their 
implementation went live in mid-April 2017.

Daniel Gale Sotheby’s International Realty, which has over 900 agents 
in 28 offices in the Long Island, New York area, had plans to build out 
its own custom dashboard. When they evaluated the cost and time 
for custom development, they elected to leverage the DASH! product 
instead.

The firm is making use of the platform’s messaging capabilities, and 
has moved its broker communications away from email into DASH! 
Daniel Gale Sotheby’s International Realty is customizing everything 
in DASH!, from design to functionality. Their vision is to optimize API 
integrations. For example, when agents receive a new Zillow lead, 
they’ll receive that notification through DASH! If it’s a seller lead, it will 
also run through BuySide (via another API integration), showing agents 
which buyers may be interested in the potential listing. Currently, 
agents just get an email when they receive a new lead.

Evaluation
As we detailed in the 2017 Swanepoel Trends Report, the real estate bro-
kerage industry is quickly moving toward platforms. As Clareity evolves 
its real estate brokerage platform, DASH! offers a good opportunity for 
brokers to jump on this emerging trend and grow with it.

The product is still young and broker results are early, but our analysis 
points to DASH!’s potential to offer a return on investment for broker-
ages, including: 

• Creates a sense of place and clearly demonstrates value to 
agents.

• Encourages agents to adopt broker workflows and technology 
by centralizing them in one place. (In a 2016 study, Clareity 
found that MLS Dashboard markets with dotloop access            
increased agent adoption of the app by at least a factor of two.)

• Streamlines communication between brokerage and agents.
• Functions as a simple, modern intranet.

However, some big challenges persist, primarily regarding how agents 
access DASH! The tool is valuable in markets where agents can access 
to DASH! via the MLS, but MLSs maintain control over this aspect – they 
must grant brokers permission. Some DASH! clients have requested 

Daniel Gale Sotheby’s
International Realty
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this ability from MLSs and been denied. This situation touches on a 
larger, unresolved industry question: Who owns the agent experience, 
the MLS or the broker? Some MLSs have their own interfaces and want 
to control the agent experience.

This issue may not be answered soon, which could hinder DASH! in mar-
kets where the MLS doesn’t allow the tool to be the MLS gateway. About 
half of the MLSs in current DASH! territories allow the tool to become 
the MLS homepage for agents. Clareity pitches MLSs to authorize ac-
cess by stressing its utility for brokers and its status as a neutral third 
party. While some MLSs may prevent MLS access via the product, the 
broker always has the option to build out their own stand alone version 
of DASH! that is fully customizable

Other areas that DASH! needs work include:
• Inconsistent SSO functionality: Some applications that can 

be accessed in the product do not have SSO capability, or SSO 
does not work consistently. In some cases, the integration avail-
able by the application vendor is simply a link if they do not yet 
support SSO. 

• Cumbersome content management system (CMS): The CMS 
product is less mature than other CMS products on the market, 
and was less frequently used by the brokers in this study. 

• Flexibility for teams: Teams want to do more with the product 
than it can currently support, including levels of customization 
that are currently offered only at the broker level. Teams also 
make use of unlicensed staff, which is not consistently sup-
ported in markets where the MLS roster controls access.
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Takeaway
Clareity’s DASH! product is a compelling brokerage offering, especially 
for firms who do not have the resources or tech know-how to build a 
platform from the ground up. Other platforms exist – including those 
that merge web, CRM and more into one – but Clareity’s tool represents 
a quick, cost-effective, off-the-shelf solution that allows brokers to cus-
tomize the tool as they wish. It presents a simple, straightforward op-
portunity to deliver and showcase value to agents on a daily basis, which 
is increasingly difficult for brokers in the digital era. 

DASH! offers the potential to increase agent tech adoption. The dash-
board places the most important apps an agent needs to do their job in 
one place, making it easy for agents to use the technology their broker 
provides. It also streamlines broker-agent communication, which is 
complicated for larger brokers.

There are similar SSO offerings such as OneLogin and LastPass, but 
DASH! goes far beyond these as a communication and budding real 
estate platform. It offers an open, app-agnostic platform that’s as close 
to plug-and-play that we’ve seen.  
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Finding New Clarity
A T3 Sixty Case Study commissioned by Clareity Security to review how one of its products,
DASH!, and how it provides insights into businesses.

Most of the companies mentioned in this case study own numerous trademarks and 
other marks. This case study, publishers, author, contributors or any other party involved 
in this case study in any way will not seek to challenge or dilute any of these marks. 
Specifically, Realtor is a registered trademark of the National Association of Realtors.

Limit of Liability / Disclaimer of Warranty: While the publisher, authors, contributors, and 
editors have used their best efforts in preparing this case study, they make no represen-
tation or warranties with respect to the accuracy or completeness of the contents of this 
case study and specifically disclaim any implied warranties. The advice, strategies, and 
comments contained herein may not be suitable for your market or situation.

Although the authors and contributors may, from time to time, be an investor in compa-
nies mentioned in this case study, and most certainly serve as consultants and/or advi-
sors to numerous companies and organizations stated in the case study, the case study 
is written as a neutral and factual view of the industry and its participants. References to 
companies, products, services, and websites do not constitute or imply endorsement, 
and neither is any reference or absence of reference intended to harm, place at a disad-
vantage, or in any way affect any company or person. Information contained in this case 
study should not be a substitute for common sense, thorough research and competent 
advice. 

As far as possible, all statements, statistics and information included in this case study 
were verified with the parties mentioned or a credible source. Information is not treated 
casually and great pride is taken in providing accurate information. The advice, strategies 
and comments contained herein may not be suitable for your market or situation and 
readers are urged to consult proper counsel or other experts regarding any points of law, 
finance, technology and business before proceeding. All conclusions expressed herein 
are also subject to local, state and federal laws and regulations. The publishers, authors, 
contributors, nor editors shall be liable for any loss or any other commercial damages, 
including but not limited to special, incidental, consequential or other damages. 

Confidential Information: No confidential sources were used in this case study and no 
information identified as confidential under any existing NDA was included without per-
mission from the appropriate parties. This case study is a result of extensive research, 
articles readily available through the media, the study of hundreds of websites, social 
media pages, forums, surveys, whitepapers, and one-on-one discussions with industry 
decision-makers, leaders, brokers, agents and vendors.

Images and Photos: Images may be protected by copyright and should not be used     
without approval.

Case study clients are permitted to review content prior to publication and may provide 
feedback to T3 Sixty. While the client may correct factual information, T3 Sixty maintains 
editorial control over the integrity of its findings and commentary.Clareity provided      
customer names for interviews but did not participate in the interviews. 
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