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ESRI Brings The Geographic Advantage™ to Real Estate
Whether you are a commercial real estate agency, multiple listing service,  
home builder, or commercial property management firm, ESRI brings the  
geographic advantage to you.

Location drives the real estate industry. It’s not just about finding 
any site but finding the best site. Real estate companies count on 
geographic information system (GIS) technology to deliver the 
results they need. By analyzing data around locations—demo-
graphics, aerial photographs, traffic counts, shopping center 
usage, merchandise potential data, and competitive influences—
they can find ideal locations for property.

GIS helps the real estate industry analyze, report, map, and 
model the merits of one site or location over another. From iden-
tifying the best site for purchase for new commercial develop-
ment to matching a home buyer’s decision criteria to managing a 
property portfolio, ESRI® GIS delivers the answers Realtors need 
to make the best choice.

ESRI’s combination of software, data, and industry 
expertise allows real estate companies to meet the 
diverse and evolving needs of both their customers 
and their internal organization. ESRI GIS provides 
solutions and capabilities that range from ad hoc, 
occasional, or specialized projects to Internet 
publishing and home finder services to dedicated 
applications across the enterprise.
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Latitude: 34.057058

380 New York St  Longitude: -117.195533
Redlands, CA 92373 Site Type:  Radius Radius: 1.0 miles
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     2005 Percent Hispanic Origin: 35.1%

Source: U.S. Bureau of the Census, 2000 Census of Population and Housing. ESRI forecasts for 2005 and 2010.
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 Highland Ave AT Palm Ave Highland Ave AT Palm Ave Highland Ave AT Palm Ave
Proposed Site Highland, CA 92346 Highland, CA 92346 Highland, CA 92346
Site Type:  Drive Time Drive Time:  5 minutes Drive Time:  10 minutes Drive Time:  20 minutes

Total Businesses: 1,246 6,610 19,582
Total Employees: 13,402 62,181 211,504
Total Residential Population: 54,967 225,085 661,454
Daytime/Nighttime Population Ratio: 0.24 0.28 0.32

Businesses Employees Businesses Employees Businesses Employees
Number Percent Number Percent Number Percent Number Percent Number Percent Number Percent

Agriculture & Mining 28 2.2% 92 0.7% 104 1.6% 573 0.9% 314 1.6% 2,040 1.0%
Construction 93 7.5% 523 3.9% 377 5.7% 2,374 3.8% 1,455 7.4% 9,453 4.5%
Manufacturing 28 2.2% 361 2.7% 150 2.3% 2,466 4.0% 664 3.4% 12,722 6.0%
Transportation 34 2.7% 288 2.1% 134 2.0% 1,406 2.3% 539 2.8% 6,388 3.0%
Communication 5 0.4% 7 0.1% 33 0.5% 136 0.2% 115 0.6% 803 0.4%
Electric, Gas, Water, Sanitary Services 2 0.2% 4 0.0% 9 0.1% 276 0.4% 42 0.2% 710 0.3%
Wholesale Trade 44 3.5% 194 1.4% 209 3.2% 1,498 2.4% 951 4.9% 10,849 5.1%

Retail Trade Summary 308 24.7% 2,699 20.1% 1,612 24.4% 15,105 24.3% 4,498 23.0% 41,221 19.5%
   Home Improvement 8 0.6% 42 0.3% 55 0.8% 773 1.2% 271 1.4% 3,115 1.5%
   General Merchandise Stores 14 1.1% 738 5.5% 57 0.9% 2,307 3.7% 117 0.6% 3,929 1.9%
   Food Stores 45 3.6% 431 3.2% 195 3.0% 2,271 3.7% 516 2.6% 5,471 2.6%
   Auto Dealers, Gas Stations, Auto Aftermarket 30 2.4% 126 0.9% 159 2.4% 1,666 2.7% 552 2.8% 5,913 2.8%
   Apparel & Accessory Stores 22 1.8% 42 0.3% 133 2.0% 388 0.6% 323 1.6% 953 0.5%
   Furniture & Home Furnishings 31 2.5% 74 0.6% 142 2.1% 415 0.7% 476 2.4% 1,938 0.9%
   Eating & Drinking Places 78 6.3% 971 7.2% 416 6.3% 5,131 8.3% 1,102 5.6% 13,957 6.6%
   Miscellaneous Retail 80 6.4% 275 2.1% 455 6.9% 2,154 3.5% 1,141 5.8% 5,945 2.8%

Finance, Insurance, Real Estate Summary 154 12.3% 969 7.2% 733 11.1% 3,690 5.9% 1,880 9.6% 10,866 5.1%
   Banks, Savings & Lending Institutions 51 4.1% 300 2.2% 171 2.6% 984 1.6% 406 2.1% 2,496 1.2%
   Securities Brokers 6 0.5% 9 0.1% 63 1.0% 240 0.4% 155 0.8% 552 0.3%
   Insurance Carriers & Agents 17 1.4% 58 0.4% 131 2.0% 643 1.0% 427 2.2% 3,254 1.5%
   Real Estate, Holding, Other Investment Offices 80 6.4% 602 4.5% 368 5.6% 1,823 2.9% 892 4.6% 4,564 2.2%

Services Summary 529 42.4% 8,059 60.1% 3,011 45.6% 30,073 48.4% 8,376 42.8% 95,878 45.3%
   Hotels & Lodging 2 0.2% 7 0.1% 38 0.6% 306 0.5% 101 0.5% 1,415 0.7%
   Automotive Services 41 3.3% 114 0.9% 305 4.6% 982 1.6% 921 4.7% 3,314 1.6%
   Motion Pictures & Amusements 35 2.8% 4,523 33.7% 148 2.2% 5,066 8.1% 412 2.1% 6,496 3.1%
   Health Services 50 4.0% 656 4.9% 491 7.4% 7,650 12.3% 1,176 6.0% 31,464 14.9%
   Legal Services 6 0.5% 7 0.1% 172 2.6% 676 1.1% 546 2.8% 2,674 1.3%
   Education Institutions & Libraries 29 2.3% 1,391 10.4% 144 2.2% 6,732 10.8% 417 2.1% 24,642 11.7%
   Other Services 366 29.3% 1,361 10.2% 1,713 25.9% 8,661 13.9% 4,803 24.5% 25,873 12.2%
Government 10 0.8% 190 1.4% 160 2.4% 4,495 7.2% 512 2.6% 20,336 9.6%
Other 13 1.0% 17 0.1% 77 1.2% 94 0.2% 236 1.2% 239 0.1%

Totals 1,248 100.0% 13,403 100.0% 6,609 100.0% 62,186 100.0% 19,582 100.0% 211,505 100.0%

Source: Business data provided by InfoUSA, Omaha NE Copyright 2006, all rights reserved. ESRI forecasts for 2006.

GIS provides powerful visualization tools that improve 
understanding and enhance strategic planning.

GIS can find the best site for residential or 
commercial development by integrating all 
the necessary information.

GIS brings together information to help 
you make better decisions and be more 
informed, whether it is for a new home 
or business.

GIS makes finding a home easier.



Analyze Data

GIS is a powerful, intuitive medium through which to visualize 
and analyze data about residential locations. ESRI GIS brings 
together the essential information layers in a powerful yet easy-
to-use set of business applications dedicated to the needs of real 
estate professionals and their clients. Many low-cost solutions 
can be delivered without the headache of large overhead, sys-
tem upkeep, or data maintenance.

Anytime, Anywhere

The Internet has become an indispensable resource for home 
buyers, renters, real estate companies, and multiple listing 
service (MLS) agents. A National Association of Realtors survey 
in 2005 found that 77 percent of home buyers used the Internet 
to search for homes, and of these, more than 80 percent used a 
real estate agent for the purchase.

Having the right services and information available via the Inter-
net is an important differentiator for real estate companies. ESRI 
software, data, and Web services help bring buyers and sellers 
together using map-based viewers, finders, and site selection. 
Home buyers can look for a house in San Francisco, California, 
from Seattle, Washington; Sydney, Australia; or Seoul, Korea, 
and compare homes for sale and real estate agent services online 
at their leisure. Those companies showing where the house is 
and displaying other important data, such as school districts, 
social amenities, shops, crime data, or transportation links, will 
be far ahead of those that don’t.

GIS Empowers Residential Real Estate
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Highland Ave AT Palm Ave Sample Latitude:   34.1358

Longitude:   -117.2088Highland, CA 92346 July 12, 2006

Copyright © 2006 ESRI,     800-795-7483 - www.esribis.com    Page 1 of 1
Pixxures, All Rights Reserved

GIS brings together the information necessary for buying a house in an 
easy-to-understand format accessible by anyone via the Internet.

Companies and associations, like www.realtor.com, make find-
ing a home easier by integrating GIS as part of their search tools.

ESRI provides more than 100 standard 
online reports, maps, and market sum-
maries for real estate professionals.



Case Study: 
Baynet World Bringing the House to You

Baynet World, Inc., is a leader and pioneer in real 
estate software solutions. Available on any Windows® 
Mobile-, Blackberry®-, or Palm-enabled handheld 
device, the company’s PocketMLS provides essential 
productivity tools for the mobile real estate agent.  
It allows Realtors to search listings wirelessly, e-mail 
listings to clients, and perform vital operations while 
out of the office. PocketMLS was developed as a 
branded solution for distribution throughout a real 
estate company. 

PocketMLS lets an agent become more efficient by 
delivering key services directly to the wireless device. 
When out of the office with a client, a Realtor can 
display directions to specific properties, view an area-
of-interest map down to the street level, and optimize 
driving times and directions between properties. These 
tools maximize the time a client has to view properties 
of interest and help provide a more productive buyer 
experience. Realtors can also enter a street name and 
immediately identify it in the client’s area of interest 
without returning to the office. Client preferences 
and requirements can be captured on site with a real 
impression of the market and stored for later use 
when new properties become available or are listed. 
By doing so, the agent is able to provide a better, more 
informed, and personalized experience for the client.

“ESRI GIS was the only solution in the market 
that allowed us to host the application our-
selves. This means we have complete control 
over our applications and data. We also like 
the fact that we pay the same software fee each 
year, no matter the usage. It allows us to plan 
and budget as we grow our business.”

Sanjeev Goel 
Vice President of Operations 

Baynet World, Inc. 

GIS Helps Home Builders

Site Selection

Buying a new home is the most important investment  
a family can make. Acquisition is one of the most critical opera-
tions as builders attempt to create profitable developments 
under enormous competition for land. Home builders must 
quantify the lifestyle and socioeconomic factors that influence 
the buyers’ decision-making process if they are to create com-
munities where people want to live. 

ESRI GIS allows residential property developers to analyze a rich 
mix of information, including parcel, zoning, tax, census, flood 
risk, and demographic data, to create accurate business models 
that establish the economic potential of different sites or land 
units. Once provided, home builders can assess the viability of 
these sites. They can subsequently modify the mix, size, and 
nature of home construction to meet the business expectations 
of market or development goals. 

GIS software, data, and services from ESRI let home builders 
create standardized business models that can be flexibly turned or 
modified to the local market. The influence of variations in neigh-
borhood and structure and the distribution of malls, schools, and 
other social amenities can be used to create developments that 
appeal to different market segments or key target groups.

Market demand, site suitability analysis, and demographic models can be 
combined and visualized in many ways. Intuitive yet powerful analysis helps 
real estate professionals get the best answers to their pressing questions.



Supply Chain Management

Home builders of all sizes need to effectively manage their inven-
tories and gain maximum efficiency from suppliers, construction 
crews, and other project teams. ESRI GIS software allows com-
panies to gain a more detailed view of the supply chain and the 
expected development budgets across different territories. The 
impact of variations in the supply of materials and labor, delays 
caused by weather or distribution problems, and changes to the 
rate of purchase or subdivision construction can be visualized 
across the whole business landscape. If necessary, resources can 
be redeployed or a project start date can be amended and inven-
tory can be better controlled. Using GIS software and tools from 
ESRI, home builders can gain more detailed insight into local 
market factors and build more accurate, profitable, and realiz-
able plans for regional and community-specific site development.

Case Study: 
Mousehunt for a House

ESRI and IDV Solutions implemented a tool for the 
second largest home builder in the United States, Pulte 
Homes SM. The tool lets buyers quickly and intuitively 

“drill down” on a map, using their mouse to point to 
a desired area and view properties that interest them. 
Visitors to Pulte’s home page can select the state of 
their choice from the map, then visually drill down to 
Pulte neighborhoods in their area of interest. Using 
this visual search approach ensures the delivery of a 
pleasing, efficient interaction with a potential customer 
and seamlessly connects with the next step in the sales 
process: contacting a representative for a viewing.

“We decided to use ESRI’s RouteMAP™ IMS 
software to support our business goals. We like 
the ability to add custom layers to the maps 
because it gave us the most realistic view of 
what’s important for each of our developments.”

Melissa Davis 
National E-Commerce Manager, Sales and Marketing 

Pulte Homes 

GIS can be used to model supply and delivery points and analyze 
product routing optimization.

Pulte Homes’ Web site allows visitors to drill down to neighbor-
hoods by clicking on a map, making it easy to search areas 
that may not be familiar.



Location, Location, Location

Commercial real estate is fiercely competitive. The retail, indus-
trial, and commercial landscape is continually changing, and real 
estate companies must stay knowledgeable of the critical factors 
impacting the performance of their property portfolios. 

GIS helps maximize the strengths and capabilities of a business 
by identifying the best location from which to operate. ESRI 
software and data solutions let real estate companies combine 
market and territorial knowledge with proven business analysis 
and site selection methodologies, taking the guesswork out 
of site analysis and providing deeper insight into the local real 
estate environment and market forces.

Portfolio Management

Maintaining a competitive edge is easier with the right knowl-
edge and insight. GIS allows real estate firms to gain greater 
understanding of the preferred mix of tenants for any one 
location. The impact of changing commercial tenants; expand-
ing retail square footage; or altering the mix of commercial, 
residential, and entertainment capacity can be analyzed using 
techniques that provide new insight into future success factors 
compared to traditional business reports or tabular analyses. 
GIS adds geographic understanding that allows market forces 
and motivating factors, spread across a market area or sphere 
of influence, to be captured and used in business insight 
analysis—something that cannot be done using other software 
products in isolation.

GIS: Essential for Commercial Real Estate
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Learn how GIS can give your organization the geographic advantage  
by visiting www.esri.com/realestate or calling 1-800-447-9778

GIS combines data, photos, and maps to give companies the edge 
in verifying useful sites.

Edens & Avant, one of 
the nation’s leading 
private real estate 
companies, uses ArcGIS® 
Business Analyst for 
portfolio management.



Targeted Marketing

ESRI has helped thousands of commercial organizations of  
all sizes pinpoint their most profitable customers and target  
preferred and relevant messages to this receptive audience.  
A wealth of data and software solutions allows commercial  
real estate companies to select the most appropriate target  
marketing strategy. Internet-based resources can be used  
without the need for expensive in-house expertise while  
server-based GIS delivers dedicated desktop software for  
use by industry experts and market-savvy professionals. 

For commercial real estate companies, GIS reduces the risk  
of targeting the wrong group of potential tenants or providing 
poorly qualified and inappropriate information to the right mix 
of prospects. ESRI GIS software ensures that commercial real 
estate companies can win over prospective retailers by creating 
informative sales tools and marketing reports that highlight the 
economic potential of a new location or future development.

Case Study: 
Forest City Enterprises 
Saving Time and Money with GIS

Forest City Enterprises, Inc., focuses primarily on large, 
unique, and complex projects in high-growth urban  
areas such as Boston, Denver, Los Angeles, New York 
City, and San Francisco. The company’s strategy is to 
diversify and capitalize on growth potential. To stay 
knowledgeable of market analysis trends, Forest City  
Enterprises wanted to implement a new system for  
daily in-house analyses without hiring outside consul-
tants. Using ESRI GIS software and data, the company 
was able to address the analysis needs of different  
projects and also apply greater control over budget-
ing and investment risk. Forest City Enterprises realized 
dramatic savings of time and money by bringing this ca-
pability in-house yet still maintained flexibility in how to  
approach individual projects. 

“The biggest advantage of using ESRI GIS tech-
nology and data has been the ability to provide 
better customer service to prospective retailers 
and successfully optimize the leasable space in 
our retail portfolio.”

Dana Parsons 
Research and Design Administrator 

Forest City Enterprises, Inc. 
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Proposed Site Latitude: 34.1358
Highland Ave AT Palm Ave  Longitude: -117.2088
Highland, CA 92346 Site Type:  Drive Time Drive Time: 20 minutes

Households 2006 Households by Income
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     2006 Percent Hispanic Origin: 48.7%

Source: U.S. Bureau of the Census, 2000 Census of Population and Housing. ESRI forecasts for 2006 and 2011.
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Edens & Avant creates more targeted and specialized presentations to 
successfully market to prospective customers.

High-quality reports 
and maps can be 
created for use in 
customer evaluation 
reports and business 
documents.



Australia 
www.esriaustralia.com.au

Belgium/Luxembourg 
www.esribelux.com

Bulgaria 
www.esribulgaria.com

Canada 
www.esricanada.com

Chile 
www.esri-chile.com

China (Beijing) 
www.esrichina-bj.cn

China (Hong Kong) 
www.esrichina-hk.com

Finland 
www.esri-finland.com

France 
www.esrifrance.fr

Germany/Switzerland 
www.esri-germany.de 
www.esri-suisse.ch

Hungary 
www.esrihu.hu

India 
www.esriindia.com

Indonesia 
62-21-527-1023

Italy 
www.esriitalia.it

Japan 
www.esrij.com

Korea 
www.esrikr.co.kr

Malaysia 
www.esrisa.com.my

Netherlands 
www.esrinl.com

Poland 
www.esripolska.com.pl

Portugal 
www.esri-portugal.pt
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Sweden 
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Thailand 
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United Kingdom 
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Venezuela 
www.esriven.com
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1-800-GIS-XPRT (1-800-447-9778)

www.esri.com

Locate an ESRI value-added reseller  
near you at

www.esri.com/resellers

Outside the United States,  
contact your local ESRI distributor.  
For the number of your distributor,  
call ESRI at 909-793-2853,  
ext. 1-1235, or visit our Web site at 

www.esri.com/distributors

For More Information

ESRI 
380 New York Street 
Redlands, California 
92373-8100 USA 

Phone: 909-793-2853
Fax: 909-793-5953 
E-mail: info@esri.com

For more than 35 years, ESRI has 

been helping people make better 

decisions through management 

and analysis of geographic 

information. A full-service GIS 

company, ESRI offers a framework 

for implementing GIS technology 

and business logic in any 

organization from personal GIS on 

the desktop to enterprise-wide GIS 

servers (including the Web) and 

mobile devices. ESRI GIS solutions 

are flexible and can be customized 

to meet the needs of our users.

Philadelphia  
610-644-3374


