A guide for real estate leaders to unlock
new capacity with agentic Al




Overview

The pressure is on real estate industry leaders. Rising costs,
fragmented systems and the demand for faster, data-driven
decisions are reshaping the industry.

Traditional processes can't keep up, and that's where Al agents come in. These digital team
members aren’t gimmicks or future concepts. They're already embedded in tools like Salesforce
and Power BI, helping firms streamline operations, unlock portfolio insights and engage clients in
smarter, more personalized ways.

Al agents are more than just software. They're a catalyst for building the digital workforce that
firms need to compete and scale in today’s market.

This e-book is your guide to getting started, including a look at:

m The evolution of Al agents and how they can support your teams.

= How you can leverage agentic Al to streamline operations, enhance decision-making and
unlock new efficiencies.

m Practical steps to help build your Al strategy.
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What are Al agents?

Al agents are intelligent software systems that go beyond
responding to commands; they anticipate needs, connect across
your platforms and execute work independently.

Think of them as always-on team members, built to manage the repetitive, data-heavy tasks
that slow your firm down.

Unlike traditional Al tools or chatbots, which provide isolated answers, agentic Al systems
operate across your entire ecosystem. They can pull data from Salesforce, Yardi or project
files, interpret the context and take action — whether that’s surfacing key lease terms,
flagging compliance risks or preparing portfolio scenarios.

For real estate leaders, the difference is clear: Al agents move beyond point solutions and
deliver a digital workforce that scales with your business. They help free up your people for
higher-value work, like relationship building, strategic decision-making and deal execution.

With Al agents, firms gain a digital workforce that manages routine operations while you
focus on relationship building and strategic decisions that require human expertise.

According to Gartner's
predictions, “At least
15% of day-to-day work
decisions will be made
autonomously through
agentic Al by 2028,
and “33% of enterprise
software applications

will include agentic Al
by 2028."
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Al agents In action

Across operations, investment strategy and marketing, Al agents
are already reshaping how real estate firms work.

They reduce manual effort, connect fragmented systems and provide leaders with the insights
needed to act faster and with greater confidence.

Here’s what that looks like in practice:

Operations

= Document processing: Al agents can review contracts in minutes, extracting lease terms,
spotting unusual clauses and surfacing compliance risks. What used to take teams hours
now takes seconds. This capability is particularly valuable during due diligence phases when
time constraints are critical.

= Always-on client engagement: Agents handle property inquiries, schedule showings and
send timely updates 24 /7, improving client experience without inflating payroll.

= Automated due diligence: Agentic Al can gather and analyze property records, legal
documents and inspection reports to streamline the due diligence process, reducing time
and human error in investment evaluations.

m Predictive maintenance scheduling: With Al insights, you can implement predictive
maintenance that helps extend asset life and optimize service schedules. Agentic Al can
monitor building systems and sensor data to predict when maintenance is needed.
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= Smart energy optimization: By analyzing usage patterns and external factors like
weather, agentic Al can adjust HVAC, lighting and energy systems in real time to reduce
costs and improve sustainability.

= Occupancy and space utilization analysis: Agentic Al can analyze foot traffic, occupancy
rates and space usage to recommend layout changes or leasing strategies that maximize
revenue and tenant satisfaction.

m Lease life cycle automation: Al agents can track lease terms, renewal dates and
compliance requirements, sending timely alerts and automating communications with
tenants to streamline operations.

Investments

m Portfolio intelligence: Al agents can monitor extensive property portfolios continuously.
These systems track market conditions, flag underperforming assets and identify
investment opportunities that traditional analysis might miss. Your investment decisions
become grounded in data rather than relying solely on market intuition.

m Forward-looking demand insights: Using demographic trends, migration patterns and
local economic indicators, Al agents can predict future tenant demand in specific areas.

m Risk assessment and scenario modeling: Agents can simulate the impact of rate
changes, zoning shifts or market downturns, equipping leaders with options before risks
materialize. This helps investors proactively plan and hedge against volatility.

m Land valuation: By integrating geospatial, zoning and market data, agents continuously
refresh valuations and highlight development opportunities.

Morgan Stanley
Research projects that
Al automation could
result in $34 billion

in efficiency gains

for the real estate
industry by 2030. Their
analysis of 162 real
estate firms shows that
37% of tasks can be
automated, particularly
in mManagement, sales
and administrative
functions.
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Marketing

m Personalized engagement at scale: Al agents tailor campaigns by buyer profile, automatically
generating follow-ups, emails and social content that speaks directly to client needs.

= Real-time campaign optimization: As campaigns run, agents adjust budgets, targeting and
creative based on what'’s working to help marketing dollars stretch further.

m Lead qualification and prioritization: Al-powered lead qualification goes beyond surface-
level interactions. Agents can analyze conversation patterns to distinguish serious buyers
from casual browsers, automatically organizing prospects by timeline, budget parameters and
location preferences. These insights enable you to concentrate your efforts on clients who are

genuinely ready to transact.

= Audience segmentation and targeting: Agentic Al can analyze vast datasets to identify
nuanced customer segments and predict their preferences. It can then deploy targeted
messaging strategies to help increase engagement and reduce wasted ad spend.

The Marketing Al Institute’s State of Marketing Al Report found that:

18%

of respondents
believe Al will
intelligently
automate more
than a quarter of
their marketing

tasks in three years.

66%0

of marketers say
Al is either very
important or
critically important
to their marketing
success over the
next 12 months.

67%

say a lack of
education and
training is a top
barrier to Al
adoption.
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Start growing your Al advantage

The competitive landscape is shifting. Real estate professionals who delay Al adoption risk falling behind peers already using it to enhance their

operations, finances and customer engagement. The question isn’'t whether Al will impact your industry. It's whether you'll proactively shape that

impact or react to it. Here are three practical ways your firm can move forward with Al agents:

€ tnow your plan

Understanding the things you can do now, next and later can help you plan for smarter Al adoption:

Now: Establish your foundation

Developing an effective Al strategy starts with
evaluating your current state and pain points:

m Map your pain points: [dentify repetitive,
decision-heavy tasks, such as lease renewals,
tenant communications and due diligence.

m Assess readiness: Review your data
governance, system integrations and team
capacity.

m Start small: Pilot an agent in a low-risk area
(e.g., a chatbot for tenant inquiries) to build
comfort and capture quick wins.

Next: Expand adoption with intent

m Prioritize opportunities: Focus on areas
with clear RO, like automating document
review or portfolio monitoring.

m Leverage your stack: Many existing
platforms (Salesforce, Yardi, HubSpot)
already embed Al. Focus on unlocking what

you already own before layering in new tools.

= Embed change management: Success
isn’t just about tech — it’s about adoption.
Leverage training and enablement programs
so your team understands how Al augments,
not replaces, their work.

Later: Scale strategically

m Integrate across functions: Move from
isolated pilots to a connected digital
workforce that spans operations, investments
and marketing.

m Manage risks: Establish governance to
ensure compliance, mitigate bias and protect
client confidentiality.

= Innovate continuously: Al evolves quickly.
Review your strategy regularly so you can
adapt as the technology and your business
grow.
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€ seiect the rignt tools

It’s also critical to select the right tools for your strategy. Rather than adopting Al broadly,
consider which functions will benefit most from automation and enhanced data processing
capabilities.

Choosing the right tools is less about chasing the newest
platform and more about aligning Al capabilities with your
existing ecosystem and business priorities.

Start with consumer-grade Al your teams already know, like Microsoft Copilot or Google
Workspace Al These tools deliver quick wins in productivity and decision support while
helping staff build confidence in working alongside Al

From there, adopt and extend the AI embedded in your current technology stack —
whether that’s Salesforce, Yardi, HubSpot or your ERP. Many of these systems are already
rolling out agentic capabilities, and activating them is often faster, cheaper and less
disruptive than bringing in entirely new solutions.

Finally, when specialized needs arise, look to real estate-specific platforms with Al
capabilities, such as market trend forecasting or tenant experience optimization. The key is
to be intentional: Focus on the functions where automation and intelligence will drive the
most measurable ROI, and scale from there.

am
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€) understand the risks

Implementing any new technology carries certain risks. Whether it’s bias in your training
data or threats to client confidentiality, using Al effectively requires a detailed understanding
of its potential risks and educating staff on responsible use.

Some potential risks your organization may face include:

m Data privacy and compliance risks: Al operates more effectively when it can draw from
your customer and operational data. In real estate, this can include sensitive client
information, financial records and location data. Improper handling or breaches can lead to
legal consequences and reputational damage.

m Bias in decision-making: Al agents trained on historical data may inadvertently perpetuate
biases — such as favoring certain neighborhoods or demographics — leading to unfair or
discriminatory outcomes in property valuations, marketing or tenant screening.

To help mitigate these risks, data is key.

Firms should implement robust data governance frameworks, ensure compliance with
regulations like GDPR and CCPA and use Al systems that offer transparent data handling and
encryption. It’s also critical to use diverse and representative datasets during training and
regularly test Al outputs for fairness.

Additionally, firms need to consider the human side of using Al

Automation is more effective when you maintain a hybrid approach where Al augments,
rather than replaces, human expertise. Establish clear boundaries for autonomous decision-
making and ensure professionals are trained to interpret and validate Al-generated insights.

Al is already helping
firms gain a competitive
advantage. The leaders
who recognize this and
act strategically will be
the ones to shape the
_future of their firm.
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Ready to build your
digital workforce?

Wi ipfli's Al services are designed to help real estate firms
unlock efficiency, scale operations and stay competitive
in a rapidly evolving market.

Our advisory services are grounded in deep industry experience and a practical
understanding of your operational realities. We know the unique challenges
faced by middle-market real estate firms — from managing diverse portfolios to
navigating shifting tenant demands.

Whether you're just beginning your Al journey or looking to expand your digital
capabilities, we can help you build a future-ready firm that works smarter.

Contact us today to learn how we can help you turn Al
strategy into action: wipfli.com/realestate.

ADVISORY & ACCOUNTING
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