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Optimizing Your Agent Portal for Seamless Collaboration 
 
Get ready to burst out of the gate and take the lead with the OneHome portal! In this high-
energy session, you'll explore the key benefits of OneHome, learn how to optimize your 
branding, and master collaboration for a seamless client experience. Stay ahead of the 
competition by unlocking the full potential of OneHome—don’t get left in the dust! Saddle up 
and let’s ride toward real estate success together! 
 
In this session, you will learn: 
 

o How the interactive OneHome portal benefits both buyers and agents. 
o How to optimize your MLS branding to keep you at the center of your 

customer’s journey. 
o How to take your communications a step further by opting-in your customer 

to get optional text notifications for property updates. 
o How to set up leverage Matrix portal notifications to stay on top of your 

customer’s activity.  
o How to set expectations with your customer and set them up for success!   
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What is OneHome? 
 

OneHome is an invite-only online interactive portal that empowers 
your customers to leverage the best-in-class Stellar MLS data 
while keeping YOU at the center of their real estate journey.  It is a 
centralized platform for seamless home searching, collaboration, 
and communication. 
 

What is the EASIEST way to learn OneHome? 
Make sure that you test out ALL of the interactive elements 
yourself!  Put yourself in your own contact list, set up an auto-
email for yourself (We recommend that you use a personal email 
address), and create a OneHome account!   
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Benefits of OneHome 
 
CoreLogic OneHome offers benefits like a streamlined, collaborative home buying and selling 
experience for agents and clients, featuring tools like PropertyFit for personalized 
recommendations and a Planner for guided journeys, all while keeping agents at the center 
of the transaction.  
Here's a more detailed breakdown of the benefits: 
 
For Clients: 

• Personalized Home Search: OneHome uses "PropertyFit" to suggest properties that 
best match a client's preferences, using AI and predictive analytics.  

• Guided Journey: The "Planner" feature provides a step-by-step guide for both buying 
and selling, making the process more transparent and efficient.  

• Neighborhood Insights: Clients can access information on local market trends, 
population insights, school ratings, walkability, and transit scores, and nearby points of 
interest.  

• Easy Access: OneHome is accessible through any web browser, eliminating the need 
for app downloads.  

• Free to Use: Clients can view properties and utilize basic features without needing to 
create an account.  

• Save Custom Searches: Clients can save searches to view at a later time.  
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• Share Notes: Clients can share specific notes about properties with their agent.  
• Schedule Open Houses: Clients can request tours directly through the portal.  
• Mark Favorites: Clients can mark properties as favorites.  
• Create a Buy-in or Selling Plan: Clients can create a plan with their agent to stay 

informed throughout the process.  
 

For Agents: 
• Enhanced Collaboration:  OneHome facilitates better collaboration between agents 

and clients, keeping agents at the center of the transaction.  
• Agent Portal:  The Agent Portal provides a dashboard for managing OneHome 

contacts, recommending properties, and previewing what clients see.  
• Curated Home Search Experience:  Agents can recommend properties to clients 

directly, highlighted as "Agent Picks".  
• Client Activity Tracking:  Agents can view client activity, including saved searches, 

favorites, and progress in the Planner.  
• PropertyFit Insights:  Agents can use a client's PropertyFit profile in Matrix to better 

understand their client's priorities and needs.  
• Stay Informed:  Agents can stay informed about every part of the client's journey.  
• Access to CoreLogic Data:  Agents can leverage CoreLogic's vast property data and 

analytics for insights into real estate markets and property values.  

Agent Checklist for Setting Up OneHome 
 
Make sure that you set up the following things to make sure OneHome is set up and branded 
correctly: 

o Agent Information  
o Email Signature 
o OneHome Branding 
o Agent Branding Center 
o Prospects CRM (Optional) 

 
Part One – Agent Information, Email Signature, and OneHome Branding 
 
Our first stop is the settings menu in Matrix. 
 

1.  Click on your name at the top right 
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2.  Click on SETTINGS 

 
 

3. Review your Information and Email Signature to make sure they are up to date 

(Note – if you need to update any of your contact information like your name, email, or phone 
number – make sure to update the information with your association – Matrix (Stellar MLS) 
pulls our data from what they have on file. 

 
4.  Click on the OneHome tab 

 
Note – the following options will be what your customers see on the OneHome Portal 

 
5.  Add your agent photo (Optional) by clicking on the “Change Photo” option 

and then uploading the photo from your device.  This photo will be displayed 
at the bottom righthand side of the OneHome portal. They can also click on 
the photo to open your contact information.  
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(Customer view on 

OneHome) 

 
 
 
 
 
 
 
 
 
 

 
 

 
 

6.  After getting your photo uploaded – review and compete your contact 
information. 

NOTE – The fields are the greyed out can be edited back on the INFORMATION tab (See step 3 
above). 
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7.  Set up your title and greeting message in the Profile Content section.  These 

will pop up to your buyer when they access OneHome for the first time.  There 
are fields for both English and Spanish – the language displayed is based on 
the preference you set when creating an Auto-Email. 
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8. If you have a marketing video that you would like to include (From YouTube or 
Vimeo) – you can optionally add a video link.  This will be displayed if opens 
up your profile section while on the OneHome portal. 

9.  Click on Save 
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This is where it all comes together!  This is how your customer will see your branding 
on the OneHome portal if the open up your agent profile: 
 

 
 
 
Part Two – The Branding Center 
 
Our second stop is to set up the BRAND KIT in Matrix.   
 

1.  Click on your name at the top right 
2.  Click on SETTINGS 
3.  Click on Branding Settings 
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Here you will see the Brand Kit setup options on your LEFT – and the ability to preview what 
OneHome, the Matrix Email, and the MLS-Client app (Both on Desktop or Mobile) will look like 
on the RIGHT. 
 

 
 
Continuing the steps to edit the brand kit: (NOTE – If you are part of a larger or nationwide 
brokerage – your brand kit may already be selectable in the “Available Brand Kits” options 
below.) 
 

4. Locate the MY BRAND KIT on the left and click on the Actions dropdown. 

 
 



The Power of OneHome 
Course Notes 
 
 
 

 12 July 2026 
The Power of OneHome – Course Notes 

5. Click on Edit (Or remove if you wish to replace the logo) 

 
 

This will take you to the “Create Your Own Brand Kit” screen. 
 

6. Click on edit to upload your logo 
7. Click on the different colors to set a Primary/Secondary/Accent color 
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8. Click on Save & Activate to lock in your changes 

 
 
OPTIONAL – Available Brand Kits – Type in the name of your brokerage to use (If available) – 
then click on Save & Activate below. 
 

 
 

Remember – you can see the look and feel of your brand kit on the SAMPLE VIEW on the right. 
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Part Three – Prospects CRM Branding (Optional) 
 
In part three of this series, we will dive deeper into how to leverage PROSPECTS 
CRM (Included in your Stellar MLS subscription.) 
 
To set up your branding in Prospects CRM (Photo): 
 

1.  Access the tile from Stellar Central in 
Products & Services 

2. Click on the CONFIGURATION menu at the 
bottom left 
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3.  Click on the CUSTOMIZATION option 

 
 

4.  Click on Headers 
5. Click on the green plus button on the left 

 

 
 

6.  Click on “Choose from your images” 
7. Click on blue plus button below 
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8.  Click on the CHOOSE button under “Upload an Image” 
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9.  Browse for where the desired image is stored on your device, and 
select it 

10. Click on “Open” below 
 

 
 

11.  Enter a description for the photo (So you know which one to choose 
later – make sure to use a name that is easily recognizable) 

12. Click on Save and Close below at the bottom right 
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13.  Back on the customization menu, check the box next to your image 
(The name will be the description that you used) 

14.  Click on “Set as Default” above 
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When you see the blue star and (Default) next to your photo – you are all set! 
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To set up your email signature in Prospects CRM: 
 

1.  Access the tile from Stellar Central in 
Products & Services 

2. Click on the CONFIGURATION menu at the 
bottom left 

 
  
 

 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 

 
3.  Click on the EMAILS option 



The Power of OneHome 
Course Notes 
 
 
 

 21 July 2026 
The Power of OneHome – Course Notes 

 
 

4.  Click on Modify Email Signature”  

5. Make sure “Add my signature to all outgoing emails” is checked 
6.  Configure your Email Signature using the text tools (NOTE – If you have 

already created an email signature in another system like Matrix – you 
can simply copy-paste your existing email signature) 

7. Click on Save and Close at the bottom right  
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Here is an example of the branding coming together in a Virtual Card – we will 
cover how to send these out in PART 3 of this series. 
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Entering a Contact & Opt-In for Text Messaging 
 
TIP!  Make sure to create a “Test” account with one of your PERSONAL emails!  This will 
give you the ability to test anything in OneHome!  This also keeps you in your buyer’s 
headspace with what they see! 
 
Adding a Contact  

1. Go to My Matrix > Contacts 

 

 

 

 

 

2. Click the “Add” button on the right 

 

3. Add as much info to the contact as possible (First Name/Last Name/Email 
Address is required.) 

4. Click Save 
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“Opt-In” Process for text messages 

If your buyer wants to get property updates via text (In addition to email) – they will 
have to opt in.  After this process is completed, the buyer will get text messages AS 
WELL AS the email updates.  These text messages will direct them to OneHome. 

1.  Click on My Matrix and then Contacts 

 
 
 

2. Click on the name of the contact 
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3. Click on the “Send Request” button.  The request will be sent to the contact’s 
email address 

 

 
 
 
 
 
 

CUSTOMER VIEWS 
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When the buyer gets the email – they simply need to click on “Sign Up Now”, enter 
their phone number, agree to OneHome Terms of Service and Privacy Policy, and the 
click on “Activate Text Message Notifications” 

 

  
 
Opt-In for Text Messages – Impact in Matrix 
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Once they have opted in – The contact’s phone number will display a green 
checkmark AND there will be a green checkmark in the “Opt-in communications” 
section where the request can be resent at any time. 

 

When you set up an auto email for that contact, you can check the box to also send 
updates via text.  

 

Your buyer will then get text messages in addition to the auto-emails.   
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Matrix Portal Notifications 
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If you are interested in getting notified when your buyer(s) take certain action on the 
OneHome portal, they can configure Matrix to set up an Email, Text*, or Daily Report. 
 

a. Click on your name at the top right of matrix 
b. Click on Settings 
c. Click on Portal Notification Settings 

 
 

d.  Choose the notification options for your customer’s actions on the 
OneHome Portal  

e. Click on Save 
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Note – These are GLOBAL settings for all of their customers.  (This is not set up on an individual 
contact basis).  If you would like to take advantage of the text option – you will need to add 
their provider and phone number below.  Matrix will then text you a confirmation.  The 
maximum number of text messages you will receive per contact is ONE every 10 MINUTES.   
 
 
*Agent Text Notifications (Optional) 
 
Additional setup is needed if you want to opt-in to ASAP Text Notifications. 
 

f.  Scroll to the bottom, enter your cell phone number and provider 
g. Click on “Send me a verification code.” – (This will text you a 4-digit 

code) 
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h.  Enter the 4-digit code 
i. Click on “Save my cellular information” 
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Examples of Email and Text Notifications 
 
 
Email – Recent OneHome Activity 
 

 
 

 
Text Message – Recent OneHome Activity 
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Setting Expectations and Preparing Your Buyers 
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In addition to setting your customer up with an Auto Email from Matrix, it may 
benefit you to sit down with them or set up a meeting to demonstrate how the 
OneHome Portal works. 
 
Remember to mention that when they first access OneHome, they will be in a 
READ-ONLY state.  Make sure to stress the benefits of them creating a 
OneHome account to unlock all of the interactive elements (Favorites, Notes, 
etc.). 
 
Don’t be afraid to give your buyer’s HOMEWORK!  After they have successfully 
created a OneHome account – have them test out marking a favorite, leaving 
a note, etc.  Show them where to look for notifications when you respond to 
their notes.  Give them activities to do such as setting up their PropertyFit, etc. 
 
You can also (Optional) send them a direct email with the highlights of 
OneHome to point them in the right direction to get started. 
 
 
 
 
 
 
 
 
 
 
 
 

Example Email Template (Optional) 
 
Feel free to repurpose this email template, put your own spin, or create your own!   
 
 
Hi [Buyer’s First Name], 
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I’m excited to introduce you to OneHome, your personal home search portal! With OneHome, 
you’ll get real-time access to listings that match your criteria and tools to help you stay 
organized. 
Here’s what you can do with OneHome: 
 
✔ Browse Homes in Real-Time – See up-to-date listings, photos, and details. 
✔ Save & Organize Your Favorites – Mark homes as Favorites, Possibilities, or Discards to 
keep track. 
✔ Get Instant Alerts – Receive email updates when new homes hit the market. 
✔ Use the Property Fit Score™ – See which homes match your preferences best. 
✔ Communicate Easily – Share feedback, ask questions, and collaborate with me all in one 
place. 
✔ Explore Financing Options – Use built-in mortgage calculators and tools. 
 
I’ve set up your personal OneHome portal, and you should receive an invite shortly. Let me 
know if you have any questions—I’m here to help make your home search easy and 
enjoyable! 
 
Click below to access OneHome: 
[Insert OneHome Link] 
 
Looking forward to helping you find the perfect home! 
 
Best, 
 
[Your Name] 
[Your Contact Info] 
[Your Brokerage Name] 
 
 

Inviting Your Customer to OneHome 
 
After working diligently to brand the OneHome portal, completing thorough searches for your customer, 
and identifying the properties that best meet their needs, it is time to send your customer to their 
OneHome Customer account. This portal allows your customer to easily review the listings that you have 
sent to them in a customer friendly view, while also providing them with exciting, advanced features once 
their account has been activated.   
 
To invite your customers to OneHome, it starts within Matrix.  Below are the options you have as an agent 
to invite your customers to take advantage of their OneHome account.   
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Listing Sets/One-Time Emails 

When working with a new customer, you may not be fully aware of what their preferences are when it comes 
to finding a new home for them.  In these instances, you may choose to send out a Listing Set to your 
customer rather than an auto email.  A Listing Set is a set of specific properties that are selected from a 
greater list of properties.  This is not a reoccurring email.  It is a one-time email that includes a certain set 
of properties.   

To set this type of email up, you will need to select the properties you want to send to your customer from 
the Results display in Matrix.  Once you have selected all the properties you wish to include, you will refer 
to the Actions menu at the bottom of the list of results.  There, you will see the option for Email.  This email 
option is for creating one-time emails.  Select the Email tab and this will launch you into the area to set up 
the email.   

 

In this section, you will enter the customer’s name/email, select the option for text messaging if applicable, 
type in a Subject for your email, and draft a brief email to your customer.  Once complete, you will select 
the Send button found in the bottom left corner of the screen.   
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Below is an example of what the one-time email looks like.  The invite button for OneHome is the View 
Listings button found in the email.  Clicking on this button will launch the customer into the OneHome 
platform.  

 

 

 

Setting up the Auto Email 

Alternatively, you may know exactly what your customer is looking for or have a customer that wants to 
filter through all the options available to them, an auto email may be the better option for them.   

To set up an auto email, you will need to be on the Results screen after concluding your search.  To set 
up this type of email, it does not require that you select any properties.  When you set up an auto email, 
you are setting the criteria so that ALL listings matching that criteria are sent to the customer.  To do so, 
you will need to select the Save menu found at the bottom of the results display.   

After selecting the Save menu, you will see the option to Set Up an Auto Email.  Select that option to be 
taken to the next screen where you will set the preferences for auto email.   
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Again, you will want to fill in the customer’s name or email address and select whether they would like to 
receive the information via text message.  Next, you will want to create a subject line for your email.  The 
auto email and update emails are already drafted for you.  There is no need to type anything in these 
fields.   

 

Continue to scroll through the preferences which include the criteria being set and the option to set the 
email as a concierge email.  This option will require you to approve and/or reject listings prior to them 
being sent to the customer.  To set up auto email, you will need to set up the preferences for how often 
the emails are sent to the customer.  You have the option for monthly, daily, or ASAP emails.  After setting 
your preferences, you will select Save at the bottom left corner of the page.  This will start the auto email 
and communications to your customer from Matrix.   
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Setting Up their OneHome Account  
 
One of the most important pieces to ensure smooth communication and optimal usage of the OneHome 
account is to set up the customer’s personal OneHome account.  There are several enhanced features 
your customer will experience in their OneHome portal once they have activated their personal account.  
If the customer does not activate their personal OneHome account, the portal will only be in a 
Read-Only format.  The customer will only gain access to the enhanced features once they have created 
their account by supplying an email and password.   
 
To set up their account, the customer will select the Activate Account tab in the upper right corner of the 
OneHome landing page.   
 

 
 

The next page will prompt the customer to enter their first and last name, and to create a password for 
their account.  The parameters for the password are provided.  After agreeing to the Term of Service by 
selecting the checkbox to the left of the phrase, the customer will select the Activate Account tab found at 
the bottom of the page.   
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Activating the account will prompt a pop-up window to appear containing the Terms of Service for review.  
The customer should read and review the Terms of Service and select OK in the bottom right corner of 
the pop-up window.   
 

 
 

Once the customer has set up their account, they will need to log into the OneHome portal to access the 
information that has been sent to them from Matrix and their agent.  The customer can do so in the upper 
right corner of the page.   
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From there, the customer will need to enter in their username and password that was used when they 
set up their account.   
 

 
 

This will log the customers into their OneHome account and give access to the enhanced features the 
OneHome Customer Portal provides.   

 

PropertyFit Preferences Quiz  
 
The PropertyFit Preferences Quiz is a short quiz given to the customer once they create their OneHome 
Customer account.  This quiz allows the customer to provide helpful insight and information to the agent 
regarding the preferences they have for their new home.  Once the customer completes the quiz, each 
property will report a percentage.  That percentage tells the customer the level to which the property they 
are reviewing matches their responses on the PropertyFit Preferences quiz.  The customer can then 
easily identify those properties that closely match their preferences for a home.   
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To access the PropertyFit Preferences Quiz, the customer will select their initials in the upper right corner 
of the webpage.  A utility menu will pop up on the right side of the page, and at the bottom of the page 
menu, the customer can select the Property Fit Preferences Quiz link. 
 

 
 

After selecting the link, the customer will then be prompted to complete the short quiz regarding their 
preferences when looking for a new home. The customer should select the Let’s Go tab in the lower right 
corner.   
 

 
 

This will launch the PropertyFit Preferences Quiz and a series of questions regarding the customer’s 
wants and needs will follow.   
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Once complete, a percentage will be reported on each listing.  This percentage represents the 
percentage of the customer preferences that are matched with that particular property. 
 

 

Agent Branding 
 
In the previous session, you learned how to brand the OneHome portal. This section serves as a 
reminder as to where the agent branding appears in a customer’s OneHome account.   
 



The Power of OneHome 
Course Notes 
 
 
 

 44 July 2026 
The Power of OneHome – Course Notes 

 
 

Lower right corner on the main landing page 
 

 
 

After selecting the agent photo in the bottom right corner, the Agent Profile card will appear in a pop-up 
window.  The information entered in the branding portion of the first course will appear in this window.  To 
expand the Profile Card and to see the entire Agent Profile, the customer will select the View Agent 
Profile link found at the bottom of the pop-up window.  Below is an example of what that profile may look 
like.   
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Property Detail Card 
 
The Property Detail Card is a preview of the properties that have been sent to the customer by their 
agent.  These cards are found on the homepage of the OneHome Customer account when they log into 
their portal.  These cards are a brief synopsis of each listing that resulted from the agent’s search.  These 
cards provide information including listing price, property address, MLS ID #, and property status.  The 
customer also has the option to add up to three listings for the Compare feature, which gives the 
customer access to insight when comparing properties.     
 

Filter Options 
 
From the Property Card view, there are various filters and views in which the customer can review the 
information provided.  Below are the options available to the customer. 
 

Sort By 
 
The Sort By filter found in the upper left corner of the display allows the customer to filter the listed 
properties by the newest listings, highest priced properties first, lowest priced properties first, property 
status, and by properties with scheduled open houses.   
 
If the customer wants to adjust the order in which the properties are reported, they will simply select the 
drop menu and pick the filter they wish to use.  This will rearrange the product cards according to the 
chosen filter.   
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Search Criteria  
 
Selecting the Search Criteria hyperlink will result in a pop-up window appearing that will include the 
criteria used to send the listing to the customer.  This information essentially breaks down each piece of 
criteria that was selected when the agent completed the search.  All the reported properties will match 
these criteria.   
 

 
 

View Options 
 
There are three different options the customer may select from when viewing the Product Detail card.  
Below are the examples of each of the view options.   
 
 
 

View as Map 
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When you select the View as Map option, the Property Detail Cards will be listed on the left side of the 
display and a map will appear to the right of the Property Detail Cards.  Each listing will be represented 
on the map with a price bubble.  
 

 
 
 
Selecting the price bubble will open a preview of the listing connected to that location.   
 

 
 
When viewing the Property Detail Cards in this view, you will also see a location marker icon on the card.  
After selecting the location marker icon, the map will zoom into the area where that listing is located and 
fill in the price bubble connected to the listing.  
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This can be beneficial for the customers because they are able to identify where the property is in relation 
to other points of interest in the area.  Additional map functions will be discussed later in the course.   
 

View as Cards 
 
Selecting the View as Cards option will remove the map from the display and list all the property results in 
the Property Detail Card format.  In this view, all the same functionality and information will be reported on 
the Property Detail Cards when compared to the other views.   
 

 
  

View as List 
 
The View as List option is like the Agent Single Line Display found in Matrix.  This view will report basic 
listing information that includes the MLS ID #, listing price, property address, Property Type, # of 
bedrooms and bathrooms, square footage, lot size, and price per square foot.  In this view, the customer 
can add the property as a favorite, add the listing to the Compare feature, and dislike the property.  The 
customer can also export the property information into a CSV file if desired.   
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Property Identifiers 
 
Property Identifiers are additional tags added to the Property Detail Card that provides the customer with 
additional insight into the attached property.  Below is a summary of the various Property Identifiers you 
may see and what they mean.  
 
New Listing: this is a new listing to the MLS  
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Price Increase/Decrease: The price of the property has either increased or decreased in price 
 

 
 
 
 

Back on Market: the property was either in a pending status or recently off the market and has been 
relisted 
 

 
New Construction: A property that is in the process or has recently been constructed.  
 

 
 
 
 
 
 

Agent Pick: your agent has selected this property as one they feel should be looked at.  This is an 
advanced feature that will be displayed once the customer activated their account. How to make Agent 
Picks for your customers will be covered in the 3rd course of the series.   
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Agent Discard: your agent has selected this property as one they feel should be avoided or removed by 
you. This is an advanced feature that will be displayed once the customer activated their account. 
 

 
 
Open House: If there is currently an Open House scheduled for the property, there will be a property tag 
added to the Detail Card providing basic information about the event.   
 

 
 

Compare 
 
An advanced feature found on the Property Detail Card is the Compare feature.  In the lower right corner 
of the Property Detail Card, the customer will find the word Compare.  This is a hyperlink that allows the 
customer to select up to three properties to conduct a side-by-side comparison of the selected properties.  
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Once the customer selects the desired properties, they will select the Compare notification they receive in 
the upper right corner of the page.   
 

 

 
 
This will take them to the Compare display where the selected properties are listed.  Here, various listing 
information for each property is reported allowing the customer to easily compare the details of their 
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selected properties.  They can also adjust loan types and interest rates to gain insight into monthly 
payment obligations for each listing.  The customer can add and remove listings to add or eliminate 
properties for consideration.   
 

 
 

Customer Reactions: Discard and Favorite 
 
Another enhanced feature found on the Property Detail Card is the Like/Dislike feature.  This feature 
allows customers to review the properties that are sent to them and respond to them by either liking them 
(heart icon) or disliking them (thumb down icon).  
 

 

Property Detail Report 
 
If the customer wants to take a deeper look into a certain property, they can select the Property Detail 
Card and that will launch them into the Property Detail Report for that listing.  This report provides 
additional information and actions that the customer can take on the listing. Again, keep in mind that the 
customer must activate their account to take advantage of some of these features.  Below is a 
summary of all the features of the Property Detail Report.   
 

Customer Reactions: Discard and Favorite 
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One enhanced feature available for the customers to use is the Like/Dislike feature.  This feature allows 
customers to review the properties that are sent to them and respond to them by either liking them (heart 
icon) or dislike them (thumb down icon).  This is valuable information for you, the realtor, because you 
can get an idea of the types of properties your customers prefer.  There are two places where a customer 
may respond to how they feel about the property in the Property Detail Report view.  Below are the 
examples.  

 

 
Upper right corner of the Listing 

 
Under the Price and Tax History section of the Listing 

 
 
 
 

Estimated Monthly Cost Resource  
 
Each property’s listing price is recorded on both the Property Detail Card and Report. When reviewing the 
property information in the Report view, you will find a section that gives the estimated monthly cost of the 
property.  This estimated monthly cost is calculated using system default information.   
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Each factor used to calculate the monthly cost can be adjusted, allowing the customer to compare various 
down payment amounts and interest rates. This is an easy way for the customer to determine affordability 
and more accurate monthly payments without running their credit.  
 

 
 

Request a Tour 
 
While reviewing the property results sent to them, a customer has the option to request a tour for any 
property they are interested in.  This request is sent directly to the agent whose link they used to access 
the customer OneHome portal.  Notifications are sent to the agent once a request has been made, which 
will be covered a little later in the course.  The Request a Tour link can be found on the individual property 
detail reports page.  Below is a screenshot of where this link is in the customer portal. 
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Add a Note 
 
Another enhanced feature of the OneHome Customer portal is the ability to send notes back and forth 
with their agent regarding properties.  This allows the customer to give immediate feedback to the agent 
and allows for a clear and open mode of communication between the agent and the customer. The Add a 
Note link is found directly under the Request a Tour button.   
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Once selected, a side pop-up window will appear allowing the customer to enter in their feedback or 
questions regarding the property.   
 

 
 

Down Payment Resource  
 
Down Payment Resource is a program that reports available down payment and closing cost assistance 
programs for active properties in the MLS.  When the customer is viewing the listing information, if the 
property qualifies for any of these programs, they will see this reported directly under where they can add 
feedback notes to their realtor.  There will be a hyperlink taking to the landing page in Down Payment 
Resource allowing them to review the available programs and any information provided through DPR.   
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Listing Information 
 
When accessing properties, the listing information is also provided for the customer’s review.  The listing 
information includes property address, MLS ID #, # of bedrooms and bathrooms, living square feet, public 
remarks for the listing, and additional features.  Those additional features include information such as 
property type, year built, lot size, heating and cooling sources, county location, and subdivision if 
applicable.  This is the basic information available on Active properties in the MLS.   
 

 
 

Listing Photo Slideshow 
 
For each property, there is a photo slideshow available for review.  Each listing photo that has been 
uploaded into Matrix for the listing will be available in this photo deck.  The customer can navigate 
forwards and backwards through the listing photos that are available.   
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Compare 
 
As stated previously in this course, the customer has access to the Compare feature once they activate 
the OneHome Customer Account.  This feature allows the customer to select up to three properties to 
conduct a side-by-side comparison of the desired listings.  Once all three properties have been selected, 
the customer will select the notification and select Go to Compare.  Here, the customer will see each 
property that was selected along with the correlating listing data for each listing.  This view makes it easy 
to make comparisons between the properties without having to toggle between the listings.  The customer 
can also easily identify what properties match most of their wants and needs for a property and can 
eliminate or favorite properties based off these insights.   
 

 
 

Neighborhood Insights  
 
The Neighborhood Insights section provides the customer with census track type data regarding the area 
in which the property is located.  These insights are designed to provide the customer with current market 
trends for the area.  This information includes median sale and list prices, owner occupation %, rental %, 
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and demographics including median age and household income, population, and unemployment rates.  
The demographics section also allows the customer to view the breakdown of age, marital status, and 
education using the drop-down menu above the pie graph.  
 

 
 

 
 
This information can be helpful to the customer when selecting an area for their forever home.  Often, 
buyers move into new areas that they are not overly familiar with, and these insights can provide 
information the buyer finds key to making a decision about purchasing a property.   
 

Listing Documents  
 
If the listing agent has uploaded any public or conditional documents to the listing for viewing, you will find 
the Listing Documents under the Neighborhood Insights section on the right side of the page.  Listing 
Documents may include but are not limited to property disclosures, floorplans, flood disclosures, PACE 
loan documents, and surveys.  Keep in mind, for these documents to be visible to the customer, the 
listing agent would have had to list them as Conditional or Public when uploading the documents to Matrix 
when adding the listing.   
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Property Details 
 
The Property Details section of the report will provide more detailed listing information for the property.  
Expanding these menus will give the customer access to every detail entered for the listing.  Additional 
information that can be found here includes interior features, flooring, appliances, ownership details, 
garage and parking features, rooms details including features flooring, and dimensions, and many 
additional pieces of information.  
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Building Details 
 
The Building Details section focuses on the utility sources and overall construction of the property.  Here, 
the customer can find details regarding heating and cooling sources, laundry facilities, connected utilities, 
and construction of the home including year built, construction materials, and foundation infrastructure.   
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Other Facts and Features 
 
This section will report data on the property including list price, price per square foot, special listing 
conditions, directions to the property, listing terms, and zoning details. Location information is also 
included in this section which will include details such as county location, subdivision (when applicable), 
community features and CDD information.   
 

 
 

Schools 
 
Under the Schools section of the report, the customer will find school data provided by LiveBy for the 
schools around the property.  Elementary, middle, high, and private school information is reported here.  
Each school is provided with a rating on a scale from 1-10 as reported by GreatSchools.org.  These 
ratings are a great place to start when researching the schools around the properties the buyer may be 
interested in.  Additionally, each school’s card will report on the distance from the property, number of 
students enrolled in the most recent reporting year, and the teacher/student ratio of that year.  To gain 
more insight into the ratings for the school, you can encourage your customers to continue their research 
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at www.GreatSchools.org.  This site will provide additional information and insight regarding the schools 
they wish to research.   
 

 
 

Public Record Data  
 
When the customer selects the blue View Public Records tab, a pop-up window will appear, providing the 
customer with current public record information for the property they are researching.  The public record 
information provided will include location data, census tract information, flood zone data, lot and land 
characteristics, building square footage and price per square foot, bedrooms and bathrooms (as reported 
on public record), construction information, tax data, and last market sale information.   
 

 
 
 

 

Open Houses 
 

http://www.greatschools.org/
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If the property the customer is reviewing has an open house currently scheduled, the customer will find 
the details for that open house in this section.  The details provided include the type of open house, 
timeframe for the event, and the date of the open house.  The customer can also select the link and have 
the appointment added to their calendar.   
 

 
 

Getting Around the Neighborhood 
 
Getting Around the Neighborhood sections reports various lifestyle scores for the area in which the 
property is located.  This report is broken down into three sections and provides a score from 1-100 
relating to walkability, bike infrastructure, and availability of public transportation.  Under the score, there 
will be a small snippet of information that loosely dissects the score and gives the customer an idea of 
what to expect in these areas.   
 

 
 

Property History  
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The Property History section reports on the Price and Tax history of the property. The Price History 
reports each time a sale is recorded for the property and at what price the property was sold for at that 
time.  There will also be a percentage reported.  This percentage shows the increase or decrease in the 
price history from the previous sales on record.   
 
The Tax History reports the historical tax data for the property.  This section not only reports on property 
taxes, but also on the yearly Tax Assessments for each property.   
 

 
 

Rate Plug: The Mortgage Payment Calculator 
 
The Rate Plug mortgage calculator gives the customer the opportunity to manipulate various aspects of a 
mortgage to determine the affordability of a home.  When the customer selects the Rate Plug hyperlink at 
the bottom of the listing, a new window appears along with various tools that the customer can adjust and 
change.   
 

 
At the top of the page, there is a sliding bar that represents the asking prices of the home.  This can 
easily be adjusted to whatever price the customer wants to adjust it to.  They can also adjust the 
percentage of down payment they intend to put down on the property they are researching. Once the 
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percentage of down payment is set, an amount will be provided to the customer informing them of what 
they would need to put out of pocket to meet that down payment.   
 

 

 
 
Once they select the green Calculate button and scroll down, the customer will find the various types of 
loans along with the terms of those loans including interest rates, term limits, and the estimated 
breakdown of the monthly payments including principal and interest, taxes, and home and mortgage 
insurance.  This is a great tool for the customers because they can make determinations on budget and 
what they can afford when purchasing a home.   
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Comparable Properties 
 
The last section of the Property Detail Report is the additional comparable properties section at the 
bottom.  In this area, additional properties matching, or loosely matching, the criteria of the currently 
viewed property will be displayed.  Often, these are properties that are part of the listing set or auto email 
properties that have been sent by the agent.  This is just one way the customer can gain quick access to, 
not just the listing information but selecting the Property Detail Card and accessing the selected listing.  
Note, the customer may also select additional properties from this section to add to their Compare 
feature.   
 

 
 
 
 
 

Additional Enhanced Features of the Customer View 
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My Properties Tab 
 
The My Properties Tab is a storage place for properties that have been sent to the customer, and they 
have registered a response regarding how they feel about the property.  Here, the properties will be 
sorted into the customer’s Favorites, Agent Picks, and Dislikes. The My Properties Tab can be accessed 
in the upper center area of the webpage.  At any time, the customer can go into the folders and review 
the properties, change the response that was previously recorded, or send communications to their agent 
regarding the property. Additionally, the customer may also review general information about the listings 
on the property cards including current listing status, Agent Picks, PropertyFit Preference score, current 
response to listing, and the ability to compare up to three properties in a side-by-side comparison chart.  
  

 
 

Buyer/Seller Planner  
 
The Buyer/Seller Planner is a resource available for customers to use when they need a more step by 
step approach to the buying or selling process.  When working with a customer that has never bought or 
sold a home, it may be best practice to have the customer walk through the steps outlined in the planner.  
Each mode has stages for the customer to walk through.   
 
To get started using the planner, the customer will select the Planner tab found at the top of the page, 
and select the appropriate mode (buyer/seller).   
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Each stage will have steps or actions for the customer to take.  These steps are designed to assist in 
making the buying or selling process easier for everyone involved in the transaction.  Once a step/stage 
has been complete, the customer marks that action as complete, which sends a notification to the agent 
letting them know that the customer is ready for the next step.  This creates a seamless mode of 
communication between the agent and their customer and allows the agent to stay on top of where their 
customers are in their home buying/selling journey.  
 

 
 

Save a Search 
 
One of the best advanced features for the customer is their ability to conduct their own search in the MLS.  
This gives them the freedom to peruse the MLS for properties that match the criteria they are looking for.  
This can free up some time with the customer allowing you additional time throughout your day.  This also 
allows the customer to look at the smaller features that they may be looking for, and when found, they 
reach directly out to their agent with assistance with any desired properties.  This can also provide you 
with helpful insight regarding what types of properties interest them, allowing you to be more specific with 
your searches.   
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To access a search, the customer will select the New Search button in the upper right corner of the 
customer home page.   
 

 
 

Once on the Search home page, the customer has multiple filter they can utilize to get the results they are 
searching for.  These filters include the location and listing status, the type of property they are searching 
for, and additional filters that include number of bedrooms/bathrooms, living square footage, pool 
availability, and much more.   
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Once the desired filters have been selected, the customer has the option to save the search.  This will 
allow them to access the most up-to-date results for those set criteria at any time.  As the agent, you will 
also have access to the criteria and results for any of the saved searches a customer saves in their 
OneHome portal.   
 
To save the search, select save search and give the search a name and click save! 
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Map Features  
 
When viewing properties in OneHome, the customer can also use the interactive map that is available on 
the home screen while in the View as Map display. If desired, the Property Detail Cards can be reduced, 
giving the customer full access to the interactive map and all its functionality.  Below is a summary of 
each function of the map and how the customer can use these features to locate properties.   
 

Boundaries 
 
Often, when using a map to search, it can be necessary to add features to the map that allow the 
customer to identify the area the property is located, the parcel where the listing sits, and other important 
information that the customer may need to decide if the listing is right for them.  This feature allows the 
customer to select various boundaries that are available and then the boundaries are superimposed onto 
the map.  These boundary options include parcel boundaries, zip codes, city and county boundaries, 
school districts, neighborhoods, flood zones, and areas identified as ineligible for USDA loans.   
 
To use the boundaries, select the boundaries tab, check each boundary you want to appear on your 
interactive map, and select the Apply option in the bottom right corner to lock in your choices. Each 
boundary will be represented by a different color.   
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Schools 
 
One of the most researched criteria that homebuyers desire when searching for a home is the school 
district in which the property sits.  Without the proper resources, this can be a daunting task.  Through the 
OneHome map search, identifying the school zone for the properties your customer is searching for is 
easy.   
 
When searching on the map, the customer may select the Schools tab found in the upper right corner of 
the map.   
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Once selected, the boundaries for the area schools will be superimposed on the map.  This assists the 
customer in identifying what schools the property is assigned to, allowing the customer to use this 
information to determine if the listing is right for them and their children.  
 

 
 

Points of Interest 
 
Another way the customer can access information for the surrounding area when researching a property 
is by using the Points of Interest feature.  Selecting this tab gives the customer access to a variety of 
businesses, public services, and transportation options.  A few of the points of interest that are available 
to select include Banking and Education, Fire & Police, Shopping and Dining options, Healthcare and 
Religious Organizations, and Public Transportation availability.   
 
The customer may select as many points as they like, and once selected, the customer would select the 
apply button found in the bottom right corner of the pop-up menu.   
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After selecting the desired points of interest, various icons will appear on the map indicating the locations 
of the points of interest that the customer selected.  This is helpful when a customer is exploring unknown 
areas.   
 

 
 

Map Views 
 
When using the map, the customer has several options for the type of map they can use.  Below are 
examples of each option available.  
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Road Map 
 
The Road Map view gives the customer access to all the roadways found in the geographic location the 
customer is searching for.  The names of the roads and highways are labeled on the map, and, when 
added, parcel boundaries and other layers are easily visible on this map view.  
 

 
 

 

Satellite Map 
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The Satellite Map view gives the customer access to real-time view of the geographic area being 
searched.  The customer is easily able to identify the types of landscapes in the area, parks and 
waterways, along with highways and residential roadways are visible but are not labeled.  Boundaries and 
other filters can also be added to this map view.   
 

 
 

Hybrid Map 
 
The Hybrid Map view is a combination of the Road and Satellite Map views.  The real-time view of the 
landscape is presented in the main display; however, the names of the roadways and interstates are 
labeled on the Hybrid Map.   
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Terrain Map 
 
The Terrain Map view is like the Road Map view, however, when the customer zooms into the map, they 
can see indications on the map that correspond with different types of terrain that may be present in an 
area.  This map view reports variations in elevation and terrains in the areas being researched.   
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Drawing Tool 
 
The Drawing Tools available to the customer allow them to select a certain area on the map and will pull 
up any properties that are within the area selected by the shape drawn. To use the Drawing Tool, the 
customer will select the pencil icon and simply draw a shape on the map on the area they wish to explore.  
Once the shape is closed, all active properties that match the criteria for search they are currently using 
will populate within the shape as a price bubble.  Selecting the price bubble will bring up a preview of the 
listing.  From there, the customer can choose to explore the listing further or look at the other properties 
reported.  
 

 
  

Pegman 
 
The Pegman feature allows the customer to select the Pegman and drag it onto the map in any area they 
wish to review.  Once Pegman is dropped onto the map, the street view of the exact location will be 
displayed.  The customer can then use the arrows to navigate forwards, backwards, and side to side 
while viewing the area from the Street View display.   
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Stay tuned for the third session in this dynamic series to learn how to navigate and manage your 
customers’ activities in Matrix and additional products available as part of your subscription.   
 
 
 
 
 

 

 


