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Property is not only one of the largest 

industries in the world, it is also one of the 

longest established; the opportunities for 

innovation are huge.  These opportunities arise 

for many reasons but principally because the 

sector did not keep pace with the changing 

world over the past decade.  In many parts 

of the world, we are not building the type of 

property that we know people want; nor are 

we delivering housing in a way that people 

want to receive it.  In much the same way 

as the internet and the rise of online sales 

websites like E-Bay and Amazon have 

changed how consumers buy, the property 

industry must respond to today’s consumer. 

Over the past 15 years, 
property has been made 
available to consumers via 
online portals like Daft.ie, 
for example, and this is what 
would-be buyers wanted.  
But this is no longer enough.  

Buyers and sellers have now advanced to the 

point where the property portal offering does 

not go far enough.  We can bank online, we 

can view perspective neighbourhoods online, 

but we cannot conduct house/apartment 

viewings online in Ireland yet.  This is a source 

of much frustration to remote buyers who 

might know the neighbourhood and even the 

building but cannot access more than a few 

staged photos or badly produced estate agent 

videos online.  Furthermore, even if they are 

happy to put in an offer, most estate agents 

will not accept it until the buyer or someone 

on their behalf physically walks through the 

property in question.  This adds unnecessary 

expense to buyers not living nearby or in 

the country.  Along the same vein, even if a 

proxy is sent along to view, the offer process 

takes the parties off-line again as ‘for sale’ 

advertisements do not list current offers, these 

will only be given over the phone or by email.  

The reality is that technology 
already exists to facilitate the entire 
transaction of property online and this 
terrifies professionals working in this 
area.

Without getting into the issue of credibility 

around the offer process in Ireland at the 

moment, this practice is entirely inefficient 

and flies in the face of how the millennial 

generation lives.  We live in a world where 

everything we need can be sourced online and 

purchased by the click of a button.  Everything, 

that is, except property.   The reality is that 

technology already exists to facilitate the 

entire transaction of property online, including 

digital signatures for legal contracts, and 

this terrifies professionals working in this 

area.  They are using their resources fighting 

progress instead of becoming part of it.  There 

has been massive resistance within sectors 

of the property industry to the emerging 

technologies designed specifically for this 

industry.  But resisting change is no longer an 

option; property technology, or #PropTech, 

is revolutionising the marketplace. This is 

happening.

A simple assessment of the situation tells us 

that estate agents and property providers 

have completely failed to keep pace with this 

current generation of renters and buyers; buy 

we are entering a fascinating era of virtual 

reality(VR) and augmented reality (AR) that 

is likely to make 3D modelling and - the 

traditional showhouse model - sales relics of 

the past.

The integration of technology into 
our everyday lives over the past two 
decades has been eye-wateringly 
prolific. This may have started as a 
form of gaming or entertainment but 
there can be no doubt, technology 
as a way of life has come of age.  
The single greatest achievement 
of technology has been to gain 
consumers trust.  We now trust 
technology more than human 
interaction; data is more valuable  
than opinion. 
It’s quite remarkable that so little changed 

followed a decade of boom, bust, false 

recoveries and then rapid recovery in the 

marketplace.  Despite every part of the 

process breaking down, no players within 

the industry stepped forward to cause the 

disruption truly needed.  Even new ‘innovative’ 

entrants to the market fell into line with the old, 

established rules.  

Although maybe that shouldn’t be so 

surprising; lessons learned from other 

industries tell us that real and meaningful 

change is generally not-industry lead but 

rather, it is consumer-driven.  When consumers 

feel pain, they set about making change.  The 

problem with property is that, for the majority, 

this is such an infrequent transaction that 

consumers have shown themselves willing to 

put up with poor processes, inefficient deliver 

and ineffective service. We can see, therefore, 

that change is need not only in the merging 

of the business model with technology, but 

of buyer behaviour. Of course, the frequency 

of transactions explains why the PropTech 

movement has been dominated by services 

associated with the rental sector. 

What exactly is #PropTech?

To be clear, the term PropTech refers to a 

property business, not a technology business.  

It involves the use of property industry-specific 

technology to offer consumers a better, faster, 

more personal and more interconnected 

service when they are engaging with the 

industry.

The technology should set about solving 

existing problems in the market. This explains 

#PropTech
There has been massive resistance within sectors of the 
property industry to the emerging technologies designed 
specifically for this industry. But resisting change is no 
longer an option; property technology, or #PropTech, is 
revolutionising the marketplace. This is happening.
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