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The Real Estate
Reaper
Command Center
See every opportunity. Own every next move.

Prepared for Joseph Denny
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T H E  R E A L  E S T A T E  R E A P E R  /  O P E R A T I N G  V I E W

One command center replaces the daily scavenger
hunt.

01
What becomes visible

01 Daily priorities
Today surfaces what needs Joseph’s judgment first.

02 Clear ownership
Every opportunity carries an owner, due time, and next move.

03 Connected context
Client, property, task, and campaign information stays linked.

04 Visible boundaries
Fictional data and inactive integrations are clearly labeled.

REAPER STANDARD
See every opportunity. Own every next move.

No live CRM, brokerage, MLS, email, SMS, permit, flood, or calendar connection. R E R  /  O P S  ·  S H E E T  0 1

P R O D U C T  V I E W  /  D A I LY  C O M M A N D



O P E R A T I N G  F L O W  /  F I V E  M O V E S

Five moves carry work from inquiry to insight. 02

+ Human judgment remains the control layer at every step.
The system prepares, organizes, and confirms. Joseph authorizes the move.

T H E  R E A P E R  S T A N D A R D

Visible opportunity.
Owned next action.

I N P U T

Capture
Add the opportunity and essential
context.

D E C I S I O N

Prioritize
Show why attention is needed—
not a mystery score.

H A N DO F F

Connect
Keep owner, property evidence,
and next action together.

CO N T R O L

Approve
Review communication before
scheduling.

L E A R N I N G

Measure
Use response and follow-through
signals to improve.

R E R  /  O P S  ·  S H E E T  0 2
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T H E  R E A L  E S T A T E  R E A P E R  /  D A I L Y  C O M M A N D

Today tells Joseph where judgment matters first. 03
R E A P E R  S TA N D A R D  /  D E C I S I O N  B E F O R E  I N B O X

Start with the opportunity that
needs judgment now.

01
Priority queue
Ranks visible opportunities and states the reason for
urgency.

02
Selected opportunity
Shows score, owner, due time, value, timing, and
financing context.

03
Action ledger
Keeps today’s calls, reviews, and approvals explicitly
owned.

04
Linked property brief
Moves directly from client intent to sourced facts and
open questions.

VISIBLE OPPORTUNITY.  OWNED NEXT ACTION.  Demo only; nothing sends or changes a live brokerage system. R E R  /  O P S  ·  S H E E T  0 3

P R O D U C T  V I E W  /  D A I LY  C O M M A N D



T H E  R E A L  E S T A T E  R E A P E R  /  W O R K F L O W  C O M M A N D

The pipeline makes ownership and motion visible. 04
What Joseph can see at once

01
Five visible stages
New, Qualifying, Touring, Offer, and Nurture stay on
one operating board.

02
Distinct business lines
Residential, luxury, relocation, and commercial
discovery remain filterable.

03
Owned next actions
Every card shows owner, due time, priority score, and
the next move.

04
Explicit forward motion
“Move forward” changes the stage and confirms the
update onscreen.

REAPER STANDARD
No opportunity disappears into an invisible handoff.

S C H E D U L E  /  R E R - P I P E - P 0 1

Al l  records and s tage changes shown are f ic t ional  demonstra t ion data. R E R  /  O P S  ·  S H E E T  0 4

W O R K S PA C E  /  O P P O R T U N I T Y  P I P E L I N E



T H E  R E A L  E S T A T E  R E A P E R  /  R E L A T I O N S H I P  R E G I S T E R

Client context travels with every handoff. 05
One relationship record

01
Searchable context
Filter by client, location, intent, or owner without
hunting through notes.

02
Decision details together
Intent, segment, area, value, and timing remain visible
in one place.

03
Ownership stays explicit
Owner, due time, next action, and priority stay
connected.

04
Context opens anywhere
Records connect back to Today, Pipeline, Properties,
and command search.

REAPER STANDARD

No invisible handoff. The relationship record moves with the
opportunity.

What Joseph sees: fictional demonstration records with visible ownership, timing, next actions, and priority.
R E R  /  O P S  ·  S H E E T  0 5  ·  D E M O  D A T A

P R O D U C T  V I E W  /  C L I E N T  I N T E L L I G E N C E



R E A P E R  S T A N D A R D  /  S O U R C E  ·  D A T E  ·  C O N F I D E N C E

Property facts stay tied to evidence. 06
E V I D E N C E - S T A T E  R E G I S T E R

Certainty stays visible

01
Sourced
A fact keeps its source state instead of being flattened into
certainty.

02
Review required
Permits, flood context, fees, and similar items stay marked
for confirmation.

03
Unknown
Missing information remains visible and can become a
verification task.

P R O F E S S I O N A L  B O U N D A R Y

Nothing important gets buried.
Inspections, insurance, legal advice, and official verification remain
separate professional steps.

DEMO NOTICE  All people, properties, facts, and confidence values shown are fictional demonstration data. R E R  /  O P S  ·  S H E E T  0 6

E V I D E N C E  B O A R D  /  O C E A N  G R O V E



T H E  R E A L  E S T A T E  R E A P E R  /  A C C O U N T A B L E  O U T R E A C H

Campaigns begin with approved facts—not guesses. 07
One reviewed fact set
becomes the client story.
Social, email, video prompts, and seller updates begin
from the same evidence—then remain under human
control.

01 Edit the draft
Copy stays visible and editable before approval.

02
Approve the facts
The campaign posture changes from Review to
Approved.

03
Unlock scheduling
The schedule action remains gated until a person
approves the draft.

REAPER STANDARD
Automation prepares the action. Joseph or Jeanie authorizes the
client-facing move. Social

C H A N N E L A D A P TAT I O N

Email
E D I TA B L E  D R A F T

Video
P R O M P T- R E A D Y

Schedule
A P P R O VA L G AT E D

R E R  /  O P S  ·  S H E E T  0 7  ·  D E M O  D A T A

P R O D U C T  V I E W  /  C A M PA I G N  S T U D I O



T H E  R E A L  E S T A T E  R E A P E R  /  O W N E R S H I P  ·  M E A S U R E  ·  I M P R O V E

Tasks and signals protect follow-through. 08

R E G I S T E R  /  R E R - TA S K - R 0 2 S H E E T  /  R E R - P R O O F - P 0 3

01
Owned work
Each task carries an owner, due time, priority, and
client context.

02
Visible completion
Completing a task removes it from the active
queue and confirms the action.

03
Workflow signals
Response, source, and next-step measures show
how the process behaves.

04
Responsible learning
Signals expose friction—they do not invent
performance or transaction claims.

Reaper Standard:  own the next action, complete the work, then inspect the signals. R E R  /  O P S  ·  S H E E T  0 8  ·  D E M O  D ATA

E X E C U T I O N  V I E W  /  A C T I O N  L E D G E R L E A R N I N G  V I E W  /  O P E R AT I N G  S I G N A L S



P R E S E N T E R  R O U T E  /  A V E R Y  M O R G A N  /  R E A P E R  S T A N D A R D

The five-minute Reaper route follows one client. 09

01 Open Avery Morgan.
Start in Today and point to the record’s score of 91.

S E E  T H E  O P P O R T U N I T Y

02 Explain the reason.
Call out preapproval, the 45-day window, and the saved-
property return.

E V I D E N C E  B E F O R E  A C T I O N

03 Move the stage.
Open Pipeline, choose “Move forward,” and show the
confirmed change.

O W N  T H E  N E X T  M O V E

04 Inspect the property brief.
Separate what is sourced, what needs review, and what
remains unknown.

C E R TA I N T Y  S TAY S  V I S I B L E

05 Approve, then schedule.
Show that Campaign Studio does not unlock scheduling
before approval.

A C C O U N TA B L E  A U T O M AT I O N

06 Optional: add a lead.
Create one fictional record to show how fresh activity
enters the queue.

L O C A L  D E M O  D ATA O N LY

Keep the conversation on visibil ity, judgment, and the first pilot—not feature volume. R E R  /  O P S  ·  S H E E T  0 9
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T H E  R E A L  E S T A T E  R E A P E R  /  R E S P O N S I B L E  F I R S T  M O V E

A pilot should start narrow and accountable. 10

+
The Reaper Standard: prove the operating behavior before expanding
the automation.
The pilot should create evidence about response time, visible ownership, approval quality, and next-step coverage—not promise
transaction outcomes.

D E C I S I O N  U N L O C K E D

Keep, refine, or expand the
workflow with evidence.

Recommended next conversation: map Joseph’s real workflow, owners, systems, and approval boundaries together. R E R  /  O P S  ·  S H E E T  1 0

C H O O S E

One workflow
Select the place where missed context or
delayed follow-up creates the clearest
friction.

E X A M P L E :  W E B S I T E - L E A D  F O L L O W- U P

G R O U N D

One source of truth
Confirm the authoritative data source
and connect only the systems approved
for that workflow.

K E E P P R O F E S S I O N A L B O U N D A R I E S  E X P L I C I T

O W N

Named decisions
Assign who acts, who reviews, and
which client-facing steps require human
approval.

N O  I N V I S I B L E  H A N D O F F S

P R O V E

Success criteria
Agree on the behaviors that demonstrate
better response, visibility, and follow-
through.

E X PA N D  O N LY A F T E R  R E V I E W

01 02 03 04



T H E  R E A L  E S T A T E  R E A P E R  /  J O S E P H  D E N N Y

See every opportunity.
Own every next move.
The Real Estate Reaper Command Center

R E C O M M E N D E D  N E X T
M O V E Map Joseph’s first live workflow together.

Built for Joseph Denny
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