Scaling Success: The Rivers
Team Case Study

Discover how the Rivers Team, a husband-and-wife duo, revolutionized
their real estate practice by leveraging Al and a streamlined pipeline to
achieve exponential growth without expanding their staff.
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Introduction

Client Background & Market Context

The Rivers Team: Two licensed agents at Keller Realty, Austin TX, with eight years in business and $22M sales volume in 2024.

Austin Market: Rapid population growth fuels record buyer inquiries, where lead-response speed is critical for success (median

days-on-market < 21).

Purpose: This case study demonstrates how a small team can dramatically increase capacity and production by optimizing lead

capture and management.
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Challenges & Objectives

Overcoming Lead Overload

Lead Overload 180-200 new leads/month; manual callbacks often missed.
Missed Calls 31% went to voicemail; only 409 returned same day.
Uneven Workload Mark handled 70% of leads, leading to burnout.

Key Objectives:

e Reduce missed-call rate to < 5%.
e Achieve median response time of < 2 minutes.
e Equalize lead distribution to 50/50.

e Increase weekly appointments per agent by = 100% in 60 days.
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Solution

Strategic Implementation of Al & Automation

Strategy Development Implementation Timeline

e Unified Pipeline: Custom "Inquiry — Qualified - Appt -

. . 0-2 CRM data import;
Offer - Closed" stages for full visibility. _
_ duplicate merge; stage

e Round-Robin Logic: Al caller routes new leads to the mapping.

agent with the lighter calendar.
 Fail-Safe Call Recovery: Al redials missed mobile calls 3-4 Train Alfacreators with

within 90 seconds, books slots, and logs transcripts. FAQs + agent voice clones.

5 Activate round-robin

rules; connect to shared
Google Calendar.

6-14 A/B script testing; tweak
qualification thresholds.

15-60 Full production; weekly
dashboard reviews; minor
optimizations.

Tools & Technologies

» Alfacreators CRM: Centralized pipeline, dashboards, SMTP/SMS integration.
e Alfacreators™ Al Caller: 24/7 inbound & outbound, intelligent round-robin scheduling.

e N8N: Workflow automation for pushing booked appointments to Zoom and DocusSign.
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Results & Outcomes

Quantitative Impact

The implementation of Alfacreators led to significant improvements across key performance indicators within 60 days, proving the

scalability of a small team.
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Results & Outcomes

Qualitative Impact & Objective Check

Qualitative Gains Objective Check

e Workload Harmony: Dana noted "No more ‘who’s on call?’ Every KPl was exceeded. An unexpected benefit was Al
arguments.” transcripts auto-populating offer prep, saving approximately 1

o Client Perception: Buyers consistently praised the hour per contract.

“concierge-like response.”

e Evenings Free: Eliminated 6 pm-9 pm callbacks, allowing
the couple to enjoy family dinners.
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Conclusion & Recommendations

Scalability Through Systems, Not Headcount

By integrating a shared visual pipeline with Al round-robin calling, the Rivers Team achieved the throughput of a much larger office

while maintaining a balanced lifestyle.
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Speed + Consistency

Critical for winning the inquiry war in
competitive markets.
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Equal Lead Flow

Prevents agent burnout and
maximizes close rates.
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Al Call Recovery

Converts "lost” leads at near-zero
marginal cost, boosting ROI.

. J

Long-Term Impact: Projected annual volume increase of $9.8M (+44%) without any changes to payroll, demonstrating

sustainable growth.
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Looking Ahead

Strategic Next Steps & Client Endorsement

Recommendations for Continued Growth Client Testimonial

e Quarterly Pipeline Audit: Regularly review and refine stages, tighten "We look like we hired a full ISA team—Dbut it’s
Service Level Agreements (SLAs). just the two of us and Alfacreators. Our

 Lead-Score Overlay: Implement a system to prioritize high-Lifetime phones ring, appointments appear, and we
Value (LTV) clients for personalized engagement. getour evenings back.”

e Al Multilingual Pack: Add Spanish language support to tap into growing
market segments.

— Mark & Dana Rivers, REALTORS®, Austin TX

r O97%

Success Rate
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