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The land acquisition landscape is undergoing its biggest transformation in a generation. AI isn’t just making 
existing processes faster. It’s fundamentally changing what’s possible. Developers with AI-native platforms 
are analyzing 42x more opportunities, finding off-market deals competitors can’t see, and compressing 
weeks of feasibility analysis into seconds.

But here’s the problem: Every vendor now claims to be “AI-powered.” Most aren’t. And the difference 
between AI-native and AI-enhanced isn’t just technical. It determines whether AI accelerates your growth or 
just creates new bottlenecks.

This guide teaches you the framework for evaluating land acquisition software in the AI era, so you choose 
based on criteria that actually drive ROI, not just price or brand recognition.

Why We Built This Guide
The stakes are higher now than ever. The gap between developers using AI-native intelligence and those 
using legacy tools widens every month.

We’ve watched too many developers choose partners based on price or brand recognition, only to realize 4 
months later that “AI-enhanced” can’t compete with “AI-native.” Some hit the limits of retrofitted systems 
immediately. Others fought inadequate platforms for two years before starting over.

We built Prophetic to be AI-native from day one because legacy platforms couldn’t deliver what the market 
demanded. We wrote this guide to ensure you don’t waste time learning the hard way. Every standard outlined 
in this guide reflects what we learned building software for the AI era.

Your software partner choice shapes your trajectory for years.

The window for competitive advantage is closing.

Choose wisely. Choose now.

1. Data Quality: Your Foundation for Confident Decisions
Why This Matters
Every decision you make, every LOI written, every offer submitted, starts with data. If the 
underlying parcel boundaries are wrong, if the ownership information is outdated, or if 
zoning designations are inaccurate, you’re building on quicksand. Data quality determines 
whether you’re first to market or stuck explaining to your boss why you bid on a property 
that was already under contract.

The real question isn’t just “Is the data accurate?” It’s “How do they ensure it 
stays accurate?”
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Questions to Ask
“What data sources power your platform?”

How to Evaluate the Answer:

 → RED FLAG: “We use county assessor data.” That’s the 
baseline everyone has. It’s free and public. If that’s 
their only source, they’re a data aggregator, not a data 
provider.

 → GOOD ANSWER: “We use multiple national data sources.” 
This shows they understand single-source data has gaps 
and errors.

 → BEST ANSWER: “We integrate two independent national 
parcel datasets and cross-reference them for accuracy 
verification, plus we license premium data sources for 
ownership, liens, and environmental layers.”

Why it matters: A single data source means single points 
of failure. County data is inconsistent. Some counties 
update monthly, others annually. National providers 
aggregate counties but still have gaps. Only platforms 
that cross-reference multiple sources can catch errors 
before they reach you.

“How much do you invest in data annually?”

How to Evaluate the Answer:

 → RED FLAG: They dodge the question or say “we don’t 
disclose that.” This means it’s negligible.

 → GOOD ANSWER: “Six figures annually.” Shows they take it 
seriously.

 → BEST ANSWER: “$1M+ annually in data licensing, 
partnerships, and quality assurance.”

Why it matters: Quality data is expensive. Premium 
nationwide coverage with frequent updates, 
environmental layers, MLS integration, and ownership 
intelligence costs millions per year. If a vendor isn’t 
investing at this level, they’re either too small to scale with 
you or cutting corners that will cost you deals.

“How often is your data updated, and how do you verify 
accuracy?”

How to Evaluate the Answer:

 → RED FLAG: “We update quarterly” or “We rely on county 
update schedules.” Stale data means missed opportunities 
and wasted time analyzing properties already off-market.

 → GOOD ANSWER: “We update monthly with automated 
feeds from counties and data providers.” 
 
 

 → BEST ANSWER: “We continuously ingest data from 
multiple sources, reconcile discrepancies algorithmically, 
and run exception reports to flag anomalies. Our accuracy 
verification process catches errors before they reach 
users.”

Why it matters: In competitive markets, 30-day-old data 
is ancient history. Properties you find today may have 
closed last week. Real-time or near-real-time data feeds 
are table stakes for proactive acquisition.

“Do you provide data coverage nationwide, or just in 
major metros?”

How to Evaluate the Answer:

 → RED FLAG: “We cover the top 50 metros.” Translation: 
“We’re only useful if you stay where you already operate.”

 → GOOD ANSWER: “We have nationwide parcel coverage.”

 → BEST ANSWER: “We have comprehensive zoning data from 
all cities and counties in each state, and parcel data for all 
of the United States.”

Why it matters: Your growth strategy shouldn’t be 
constrained by your software vendor’s geography. If  
you want to expand into emerging markets (Boise, 
Raleigh, Nashville - anywhere), you need a partner  
who’s already there.

HOW PROPHETIC DELIVERS
Prophetic integrates two independent national parcel 
datasets and cross-references them for accuracy. We 
invest $1M+ annually in data licensing and maintain 99%+ 
population coverage across all 50 states.

When you search for a parcel in Prophetic, you’re seeing 
data that’s been verified against multiple sources, not just 
scraped from county websites.

Result: Higher confidence in every decision, fewer 
surprises during due diligence.

2. AI-Native vs. AI-Enhanced: The 
Architecture Question
Why This Matters
Every vendor now claims “AI-powered.” But there’s a 
massive difference between a platform built on AI from 
day one versus a legacy system that bolted AI onto 
existing tools. This distinction determines whether AI 
actually accelerates your workflow or just creates new 
bottlenecks.



The analogy: It’s the difference between a Tesla (built for 
electric) and a retrofitted gas car with an electric motor 
duct-taped on.

Questions to Ask
“Is your platform AI-native or AI-enhanced?”

How to Evaluate the Answer:

 → RED FLAG: They don’t know the difference or claim “it 
doesn’t matter.” It does. Fundamentally.

 → AI-Enhanced (Legacy): “We’ve added AI features to our 
existing platform.” This means: core architecture is 5-15 
years old, AI is layered on top, can’t fully integrate across 
the product, limited by legacy infrastructure.

 → AI-Native (Built for AI): “Our platform was designed from 
the ground up with AI at the core. Every feature, from 
search to zoning interpretation to feasibility, leverages AI, 
not just a few bolt-on tools.”

Why it matters: AI-native platforms scale with AI 
advancements. When GPT-5 launches or computer vision 
improves, AI-native systems improve automatically. AI-
enhanced platforms hit architectural limits, they can’t fully 
leverage new capabilities without rebuilding from scratch.

How to verify: Ask when the company was founded 
and when they released their first AI feature. If they 
were founded in 2010 and added “AI” in 2023, they’re 
AI-enhanced. If they were founded in 2021 and they can 
detail how AI is integrated into various aspects of the 
product , they’re AI-native.

“What specific AI capabilities does your platform offer, 
and how do they accelerate our workflow?”

How to Evaluate the Answer:

 → RED FLAG: Vague claims like “AI-powered insights” without 
specifics.

 → GOOD ANSWER: “We use AI for automated property 
valuation and predictive analytics.”

 → BEST ANSWER: Specific, tangible capabilities:

 → Generative AI for zoning interpretation: Reads 
municipal code text and answers complex questions like 
“Can I build a duplex here?” with citations

 → Computer vision for automated feasibility: Analyzes 
building footprints, constraints, and zoning rules to 
generate subdivision layouts in seconds

 → Natural language search: Finds parcels by intent (“yields 
50+ lots, ROI >20%”) not just physical attributes 

Why it matters: Real AI transforms workflows. If their “AI” 
just scores leads or predicts values, you’re still doing all the 
heavy analysis manually. If AI generates layouts, interprets 
zoning, and finds assemblies, you’re analyzing 10x more 
deals and dominating your market

“When was your platform originally built, and has it 
been architecturally redesigned to leverage modern 
AI?”

How to Evaluate the Answer:

 → RED FLAG: Platform is 10+ years old with no major 
architectural rebuild. Legacy tech debt will limit them.

 → GOOD ANSWER: “We’ve modernized our infrastructure to 
support AI capabilities.”

 → BEST ANSWER: “We’re a modern platform built specifically 
for the AI era. Our entire architecture is designed for real-
time AI processing, cloud-native scalability, and continuous 
model improvements.”

3. Security & Compliance: Protecting 
Your Competitive Intelligence
Why This Matters
Your deal pipeline is your most valuable asset. Every 
parcel you’ve analyzed, every landowner contact, every 
feasibility study, that’s proprietary intelligence. If your 
software partner gets breached, your competitors could 
see your entire acquisition strategy. If they’re reselling 
your data, you’re funding their competitive advantage 
against you.

Questions to Ask
“Are you SOC 2 Type II certified? When was your last 
audit?”

How to Evaluate the Answer:

 → RED FLAG: “We’re working toward it” or “We have basic 
security measures.” Not good enough for enterprise.

 → ACCEPTABLE: “Yes, we’re SOC 2 Type I certified.” Type I 
validates that security controls are properly designed at a 
point in time, but doesn’t verify they’re actually working as 
intended over time.

 → BEST ANSWER: “Yes, we’re SOC 2 Type II certified. Our 
most recent audit was completed [within the last 12 
months] and covered [6-12 month period], validating that 
our security controls operated effectively throughout that 
period.”

 
 



Why it matters: SOC 2 Type II is the enterprise standard. 
Type I validates design “these controls should work”, 
while Type II validates operational effectiveness “these 
controls actually worked consistently for 6-12 months”. 
Independent auditors verify not just that security controls 
exist, but that they functioned correctly over an extended 
period. This provides far greater assurance than a point-
in-time snapshot.

Follow-up: “Can we review your SOC 2 report?” 
Legitimate vendors will provide this to qualified prospects 
under NDA.

“How do you handle our data? Do you use it to train 
models or sell insights to other clients?”

How to Evaluate the Answer:

 → RED FLAG: Vague privacy policies or “We aggregate 
anonymized data for insights.”

 → GOOD ANSWER: “Your data is your data. We never use 
client search patterns or pipeline data to train models or 
sell insights.”

 → BEST ANSWER: “We maintain strict data separation. Your 
searches, projects, and pipeline intelligence are never 
shared, aggregated, or used to benefit other customers. 
We have contractual and technical controls ensuring your 
competitive intelligence stays yours.”

Why it matters: Some platforms track which parcels their 
customers search and sell that intel as “market heatmaps.” 
That means your competition can see where you’re looking 
before you make an offer.

HOW PROPHETIC DELIVERS
Prophetic is SOC 2 Type II certified with annual third-party 
audits. Your acquisition data is never shared, aggregated, 
or used to benefit other customers.

We maintain strict data separation: your searches, 
pipeline, and competitive intelligence stay yours, with 
contractual and technical guarantees.

Result: Your competitive advantage stays competitive.

4. Innovation Velocity: Are They Keeping 
Up or Falling Behind?
Why This Matters
The land acquisition landscape is evolving faster than 
ever. AI capabilities improve monthly. Regulatory data 
changes constantly. User expectations from consumer 

software (Google Maps, ChatGPT) reset what “good UX” 
means.

If your vendor releases updates once a year, they’re not 
keeping pace with the market, they’re falling behind it. And 
you’re falling behind with them.

Questions to Ask
“How frequently do you release new features and 
updates?”

How to Evaluate the Answer:

 → RED FLAG: “We do major releases annually” or “We 
release updates quarterly.” That’s legacy software 
thinking.

 → GOOD ANSWER: “We release monthly with new features 
and improvements.”

 → BEST ANSWER: “We release updates weekly or bi-
weekly. Our development velocity allows us to respond 
rapidly to customer feedback, regulatory changes, and AI 
advancements.”

Why it matters: Weekly releases mean the platform 
improves 52 times per year. Annual releases mean it 
improves once. After 3 years, one platform has made 
150+ improvements while the other made 3. The gap 
compounds.

How to verify: Ask “What features have you released 
in the last 30 days?” Great vendors can list 5-10 things 
immediately.

“What’s the technical background of your team?”

How to Evaluate the Answer:

 → RED FLAG: “Our team has deep real estate experience.” 
That’s important but insufficient. Real estate knowledge 
doesn’t build AI.

 → GOOD ANSWER: “We have software engineers with 10+ 
years experience building data platforms.”

 → BEST ANSWER: “We employ PhDs in computer science 
and data science who specialize in machine learning, 
geospatial algorithms, and natural language processing. 
Our team comes from [specific companies known for 
technical excellence].”

Why it matters: Building AI-native land acquisition 
software is a hard computer science problem. You need 
people who’ve built complex systems at scale, not just 
websites. PhDs and specialists signal the platform can 
handle the technical complexity AI demands.



“What new capabilities are you building in the next 6-12 
months?”

How to Evaluate the Answer:

 → RED FLAG: Vague roadmap or reluctance to share 
direction.

 → GOOD ANSWER: Clear roadmap with specific features 
tied to customer needs.

 → BEST ANSWER: “Here are the top 5 things on our 
roadmap, and here’s why we’re prioritizing them based 
on customer feedback. We also have a customer advisory 
council that shapes our direction.”

Why it matters: Great vendors know where they’re going 
and involve customers in shaping that direction. If they 
can’t articulate the roadmap, they either don’t have one 
(reactive, not strategic) or don’t trust you enough to share 
it (transactional relationship).

“How responsive are you to custom data and feature 
requests?”

How to Evaluate the Answer:

 → RED FLAG: “We have a product roadmap and evaluate all 
requests quarterly.”

 → GOOD ANSWER: “We maintain a feature request board 
and prioritize based on demand.”

 → BEST ANSWER: “We deploy custom map layers and data 
integrations within days of request. If you need a specific 
GIS layer, school districts, hospital proximity, transit 
corridors, we integrate it and push it live, often within a 
week. For enterprise clients, we prioritize custom data 
needs and build proprietary integrations via API. Our 
velocity means you’re not constrained by our roadmap; we 
adapt to your needs in real-time.”

Why it matters: Your business needs evolve faster than 
annual product roadmaps. Markets change. Regulations 
shift. Your acquisition strategy pivots. If your platform 
vendor operates on 6-month release cycles, you’re stuck 
waiting while competitors move. Vendors with weekly 
deployment capability can respond to your needs as they 
emerge, not when it fits their schedule.

How to verify: Ask “What’s the fastest you’ve deployed a 
custom map layer or data integration for a client?” Great 
vendors can cite examples measured in days, not quarters.

 
 
 
 
 

5. Platform Comprehensiveness: One 
System vs. Patchwork Tools
Why This Matters 

Most land teams use 5-10 different tools: county tax sites, 
Zillow, Google Earth, Excel, email, zoning PDFs, civil 
engineering consultants. Every tool switch is friction. Every 
data transfer is an error risk. Every platform that doesn’t 
talk to the others creates silos.

Comprehensive platforms consolidate workflows into a 
single source of truth. Incomplete platforms just add one 
more tool to your stack.

Questions to Ask
“How does your platform create value for corporate 
leadership beyond just team productivity?”

How to Evaluate the Answer:

 → RED FLAG: “Corporate can view dashboards showing 
team activity.” That’s reporting, not strategic value.

 → GOOD ANSWER: “We provide executive dashboards with 
portfolio-level metrics.”

 → BEST ANSWER: “We offer custom API access that feeds 
all division-level activity—every search, every analysis, 
every feasibility study into your corporate data lake. Your 
institutional intelligence becomes a proprietary asset that 
compounds over time. Corporate doesn’t just see what 
divisions are doing; they own the data to build predictive 
models, identify market patterns, and make strategic 
allocation decisions that would be impossible with siloed 
systems.”

Why it matters: Most platforms give corporate a view 
of team activity. The best platforms give corporate 
ownership of institutional intelligence. When every parcel 
your Phoenix division analyzes, every zoning insight 
your Charlotte team discovers, and every feasibility 
study your Denver office runs feeds into a unified data 
lake, corporate can answer strategic questions like: 
“Which markets show the highest search-to-acquisition 
conversion?” “What parcel characteristics predict 
successful projects?” “Where should we allocate capital 
next quarter based on actual market activity?” This 
transforms your software from a team productivity tool 
into a strategic planning asset.

 
 
 
 
 
 



“Do you offer native mobile applications?”

How to Evaluate the Answer:

 → RED FLAG: “Our platform is mobile-responsive” (i.e., works 
in a browser on your phone). That’s not a mobile app. It’s a 
website.

 → GOOD ANSWER: “Yes, we have iOS and Android apps.”

 → BEST ANSWER: “Yes, we have fully-featured native iOS 
and Android apps. All core functionality, search, zoning 
checks, feasibility studies, pipeline management, works 
seamlessly in mobile. Field teams can capture photos, 
annotate maps, and update projects on-site without 
switching to desktop.”

Why it matters: Real mobile apps enable field workflows. 
If your land manager is standing on a property and wants 
to check zoning or run a quick feasibility study, they should 
do it instantly from their phone, not wait until they’re back 
at their desk.

How to verify: Download the app and test it. Does it feel 
like a real app (fast, intuitive, offline-capable) or like a 
website crammed into an app shell?

“Does your platform support enterprise-wide visibility 
and collaboration?”

How to Evaluate the Answer:

 → RED FLAG: “Each user manages their own projects.”

 → GOOD ANSWER: “Managers can see their team’s 
pipeline.”

 → BEST ANSWER: “We provide org-wide dashboards where 
C-suite, division presidents, and regional managers see 
pipeline status, acquisition velocity, and performance 
metrics in real-time. Everyone works from one source 
of truth, no more email threads or version-controlled 
spreadsheets.”

Why it matters: Land acquisition is cross-functional. If 
Land, Finance, Legal, and Development each use separate 
tools, critical context gets lost. Unified platforms break 
down silos and accelerate decisions.

“What does your reporting and analytics capability look 
like?”

How to Evaluate the Answer:

 → RED FLAG: “You can export to Excel for custom reports.”

 → GOOD ANSWER: “We provide standard reports for 
common metrics.”

 → BEST ANSWER: “We offer automated reporting: divisional 
acquisition velocity, average time-to-decision, success 
rates, pipeline health, and market coverage. Reports 

update in real-time and can be customized by role, your 
CFO sees financial metrics, your VP of Land sees parcel-
level detail.”

Why it matters: If you have to manually compile reports 
every month, you’re spending hours on admin work 
instead of acquisitions. Automated reporting means 
leadership gets insights instantly and your team focuses on 
deals, not dashboards.

6. User Experience: Will Your Team 
Actually Use It?
Why This Matters
The most powerful platform in the world is worthless if 
your team won’t use it. Adoption is everything. Clunky, 
unintuitive interfaces lead to low adoption, which leads to 
wasted investment.

The harsh truth: If senior leadership has to mandate 
usage, the UX has already failed.

Questions to Ask
“What’s your average daily use rate for enterprise 
clients over the past 12 months?”

How to Evaluate the Answer:

 → RED FLAG: They don’t track this metric or refuse to share it.

 → GOOD ANSWER: “We see 60-70% daily use on average.”

 → BEST ANSWER: “Our enterprise customers average 95%+ 
daily use over the past 12 months.”

Why it matters: Daily use rate is the ultimate validation 
of product quality. If 95% of users log in every single day, 
the platform is indispensable. If only 50% use it, it’s being 
forced on people.

How to verify: Ask, “Can you share your average daily use 
metrics?” Legitimate vendors will have this data.

“How do you approach design to ensure it’s intuitive?”

How to Evaluate the Answer:

 → RED FLAG: “We designed it based on GIS best practices” 
(Translation: built for specialists, not end users).

 → GOOD ANSWER: “We conduct user testing and iterate 
based on feedback.”

 → BEST ANSWER: “We employ dedicated UX designers and 
researchers who conduct user testing with real customers 
before releasing features. Our design philosophy 
prioritizes progressive disclosure, simple for basic tasks, 
powerful for advanced users, so new team members 
become productive immediately.”



Why it matters: Tools designed by engineers for engineers 
feel powerful but look like cockpits. Tools designed with 
user research feel intuitive and delight users.

How to verify: Request a trial or demo. Can a new user 
accomplish a basic task (find a parcel, check zoning) in 
under 60 seconds without instruction? If yes, the UX is 
great. If they need handholding, it’s not.

“How quickly can new users become proficient without 
formal training?”

How to Evaluate the Answer:

 → RED FLAG: “We recommend at least 10 hours of training.”

 → GOOD ANSWER: “Most users are productive within a  
few days.”

 → BEST ANSWER: “New users can perform basic workflows 
(search, analyze, save projects) within their first hour. 
Advanced features require more depth, but core functionality 
is immediately accessible. That’s why we see 95%+ daily use, 
it’s so intuitive that using it becomes second nature.”

7. Pricing Model: Seats vs. Market Access
Why This Matters
Pricing models reveal strategic philosophy. Seat-based 
pricing (pay per user) creates friction for growth, adding 
team members increases costs, discouraging adoption. 
Market-based pricing (pay for geography, unlimited users) 
encourages organization-wide deployment where value 
grows as more users engage with the system.

Questions to Ask
“How does your pricing model work?”

How to Evaluate the Answer:

 → RED FLAG: “We charge per user per month, and features 
are gated by tier.”

 → GOOD ANSWER: “We offer tiered pricing based on 
company size.”

 → BEST ANSWER: “We use market-based licensing: you 
pay for geographic coverage (e.g., ‘Texas’ or ‘Pacific 
Northwest’), and every employee, Land, Finance, Legal, 
C-Suite, gets access at no marginal cost. Our model 
encourages company-wide adoption, not rationing seats.”

Why it matters: Unlimited user models ensure everyone 
who needs access has it. CFOs can check deals, legal 
can review zoning, admins can track pipeline, without IT 
having to manage licenses. Seat-based models punish you 
for growing your team.

 

“Do costs scale linearly with our growth, or is there 
flexibility?”

How to Evaluate the Answer:

 → RED FLAG: Rigid per-seat pricing that doubles as your 
team doubles.

 → BEST ANSWER: “Our pricing is based on markets, not 
headcount. As you grow your team, costs don’t increase. 
 
As you expand into new geographies, you add coverage 
incrementally.”

8. Partnership Model: Right-Sized 
Support for Your Stage
Why This Matters
You’re not buying software. You’re entering a multi-year 
relationship. But “partnership” doesn’t mean the same 
thing for a 5-person firm as it does for a national builder 
with 30 divisions.

The key question isn’t “Do they offer white-glove service?” 
It’s “Do they offer the RIGHT level of support for where we 
are today AND where we’re headed tomorrow?”

A small firm forced into enterprise pricing for features 
they don’t need wastes money. An enterprise buyer stuck 
with ticket-based support wastes time and loses deals. 
Great vendors offer support models that match your 
stage and scale as you grow.

Questions to Ask
“What support tiers do you offer, and how do they align 
with company size or complexity?”

How to Evaluate the Answer:

 → RED FLAG: “We offer a library of training videos and self-
help resources.” Self-service only works if you’re small and 
nimble. Enterprise organizations managing multi-division 
rollouts need dedicated support.

 → GOOD ANSWER: “We offer tiered support based on 
subscription level.”

 → BEST ANSWER: “We offer multiple support models 
designed for different stages: self-service for growing 
firms who want to move fast, guided implementation 
for regional teams, and white-glove partnerships for 
enterprise organizations managing complex multi-division 
rollouts. You pick what matches your needs today and can 
scale up as you grow.”

Why it matters: A 3-person land team doesn’t need 
quarterly business reviews, they need to get started fast 
without friction. A 300-person division doesn’t need a 
video tutorial library, they need a dedicated CSM who 
understands their workflow. Match support to your reality.



“What does onboarding look like at each level?”

How to Evaluate the Answer:

 → RED FLAG: “Here are your login credentials and a 
knowledge base link.”

 → GOOD ANSWER: Different onboarding paths exist but 
aren’t clearly defined.

 → BEST ANSWER: Clear onboarding matched to tier:

 → Self-Service: Immediate access, training videos, email 
support for questions

 → Guided Setup: Kickoff call, org-wide training, 
configuration assistance, priority support

 → White-Glove: Dedicated account manager, per-division 
training, weekly check-ins, custom workflow setup

Why it matters: Small firms want speed. They need to 
start using the platform today, not in 6 weeks. Large 
firms want certainty. They need structured rollouts with 
accountability. Both are valid. The question is whether the 
vendor accommodates both.

“If we grow, add users, expand geographically, or 
increase in complexity, how does support scale with us?”

How to Evaluate the Answer:

 → RED FLAG: “You’d need to upgrade to the next tier, which 
includes features you don’t need.”

 → GOOD ANSWER: “Support scales with your subscription 
level.”

 → BEST ANSWER: “Support scales with your actual needs. If 
you’re on our self-service tier and hit a growth inflection 
point, you can add guided training or upgrade to dedicated 
account management without changing your entire setup. 
We meet you where you are.”

Why it matters: You shouldn’t have to choose between 
“outgrowing your platform” and “paying for enterprise 
features you won’t use for 3 years.” The right vendor 
grows with you.

“What does ongoing support look like after 
onboarding?”

How to Evaluate the Answer:

 → RED FLAG: “Submit a ticket and we’ll get back to you.”

 → GOOD ANSWER: Defined SLAs by tier (response times 
vary by subscription level).

 → BEST ANSWER: Tiered support that’s appropriate for  
each stage: 

 → Growing Firms: Email support with reasonable response 
times (24-48 hours), access to training resources

 → Regional/Mid-Market: Priority email support (same-day 
response), regular webinars on new features

 → Enterprise: Dedicated CSM, quarterly business reviews, 
in-platform chat, 24-hour resolution guarantee, 
proactive optimization recommendations

Why it matters: A growing firm emailing a question on 
Tuesday and hearing back Thursday is fine, they’re not 
blocked. An enterprise team about to close a $50M deal 
and hitting a platform issue needs answers in hours, not 
days. Both scenarios are valid; the vendor just needs to 
acknowledge the difference.

HOW PROPHETIC DELIVERS
Prophetic offers three partnership models designed for 
different stages:

PRO (Growing Firms):

 → Immediate access: start today, no waiting

 → Self-service training library and resources

 → Email support (1-week response time)

 → Perfect for: Small teams who value speed and simplicity 
over hand-holding

EXPERT (Regional Developers):

 → Guided setup: Kickoff call + org-wide training

 → Priority email support (same-day response)

 → Regular feature training and best practices

 → Perfect for: Mid-market firms scaling into new markets or 
formalizing acquisition processes

ENTERPRISE (National Builders):

 → White-glove onboarding with dedicated account manager

 → Per-division personalized training

 → Quarterly business reviews tracking KPIs and ROI

 → In-platform chat (M-F) + 24-hour resolution guarantee

 → Proactive optimization and feature training

 → Custom API access for building proprietary corporate  
data lakes

 → Priority custom map layer deployment (often <1 week 
turnaround)

 → Perfect for: Multi-division organizations managing complex 
workflows and institutional knowledge

As you grow, your support scales with you. No need to 
switch platforms or pay for features you’re not using.

Result: 95.3% average daily use across ALL tiers because 
every customer gets the support model that matches  
their needs.
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The Stakes: Why This Decision Defines 
Your Trajectory
The Right Choice Delivers:

 → 10-20x ROI through AI-powered intelligence that reveals 
opportunities competitors can’t see

 → 30-50% time savings on feasibility decisions through 
instant automated analysis, what used to take days now 
takes seconds

 → Market leadership by moving faster and smarter than 
teams using outdated tools. When you can analyze 42x 
more parcels, you find the deals others miss.

 → Compound advantages that grow exponentially as your 
team builds institutional intelligence and AI capabilities 
advance. Every deal you analyze makes your platform 
smarter.

The Wrong Choice Costs:
 → Millions in missed opportunities while competitors with 
superior platforms find off-market deals first

 → 18-24 months of lost time recovering from failed 
implementations, retraining teams, and switching 
platforms mid-growth

 → Team burnout and turnover from fighting inadequate 
tools instead of focusing on acquisitions. Your best people 
leave for companies with better technology.

 → Permanent competitive disadvantage as the gap between 
AI-native and legacy solutions widens. 72% of Builder 100 
companies are already adopting AI-native platforms. The 
window for competitive advantage is closing.

Next Steps: Verify Everything
Every vendor will claim they’re “best-in-class.” Your job is 
to verify.

Don’t accept:
 → Vague claims without metrics (“We have great data”)

 → “Trust us” on security without SOC 2 reports

 → Roadmap promises without demonstrated velocity

 → Feature lists without usage data

 
Do demand:

 → Daily use rate data from current customers

 → SOC 2 Type II report (under NDA)

 → Recent release notes showing innovation pace (ask “What 
shipped in the last 30 days?”)

 → Customer references who match your profile and company 
size

 → Trial periods to validate UX claims yourself

The right software partner will welcome these questions 
because they have nothing to hide.

The wrong partner will dodge, deflect, or get defensive.

See How Prophetic Stacks Up

Not every vendor can check every box. Let us prove to you 
that we can.

Reach out to our team to get a demo and see how we 
deliver on every standard.

Here’s where Prophetic stands on  
each standard:

Data Quality: $1M+ annual investment, 2 national 
datasets cross-referenced, 99%+ population coverage

AI-Native: Built from day one with AI at the core, not 
retrofitted onto legacy systems

Security: SOC 2 Type II certified with annual audits and 
strict data separation

Innovation: Weekly releases, PhDs in computer science 
and data science on team

Comprehensive: Native iOS/Android apps, enterprise 
dashboards, automated reporting, custom API for 
proprietary data lakes, rapid custom map layer 
deployment (<1 week)

Experience: 95.3% average daily use across enterprise 
customers over 12 months

Pricing: Market-based (unlimited users), not seat-based

Partnership: Support that matches your needs—self-
service, guided, or white-glove with dedicated CSMs


