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Bundling Its Way Out of the Downturn

When Richard (Dick) Sinapi launched OneStop
Advantage in Cranston, R.L., last May, he was bet-
ting he could get consumers off the homebuying
fence if he offered them the convenience of broker-
age, mortgage, and title services under one roof and
made the services available at a discount.

MNow, after a year of operations, he thinks his
assumptions are proving correct. By June 2008, his
brokerage had almost $5 million in homes listed (at
a $245,000 median price) and had sold $z million in
the first five months of the year. He was finalizing
paperwork to expand operations to neighboring
Massachusetts and Connecticut.

What's more, his company had grown from one
to eight sales associates and from one to six loan
originators.

“Agents and originators are leaving the real
estate and mortgage finance industries here,” says
Sinapi, a real estate attorney who started in the
industry as a builder. “We're attracting some of
them because our model is attracting business.”

The company’s pricing plan is based on volume
discounting. Consumers who list their house with

the brokerage and use its mortgage affiliate to pur-
chase their move-up residence are offered a com-
mission that's below the company’s typical rate.
Those customers also get a break on their finane-
ing through a reduced origination fee and a more
favorable interest rate. The interest-rate discount is
between 0.5 and 1 percentage point off of the going
market interest rate.

OneStop offers an additional price break
if the client uses its in-house settlement
company to handle the closing. In all, con-
sumers taking the entire package—listing, selling,
financing, and closing—save between $6,000 and
$8,000 on average, the company claims.

About 8o percent of its listing clients opt for the
complete package, Sinapi says.

“It’s the odd one that comes in that already has a
lender he works with,” he says.

To attract buyers, the company offers a $1,000
rebate from its portion of the selling commission.

In its main point of differentiation from other
small brokerages offering bundled services, the
company’s three affiliates are wholly owned >>>

For more on OneStop Advantage,
visit www.onestopadvantage.net.
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