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The need for 3D real estate listings has arisen among many developers across the world with the desire to create models that would positively appeal to clients across the real estate business. Matterport Inc Company was founded in the year 2011 with its headquarters in Sunnyvale, California (Matterport Inc. Company (n.d.). The company engages in the development and operation of the 3D models in the cloud-based platform that can be shared among online users. The company through the virtual reality models also provides the clients with an opportunity to change and have an experience of the reality of the models in the space thereby enhancing their feeling of the real-space models. The 3D models provided by Matterport Inc. company provides individuals with an opportunity to modify the digital content of the listings at their discretion in their devices (Matterport Inc. Company (n.d.).

Additionally, the company offers the Matterport Pro 3D camera that can capture the spatial data through various dimensions specifically within the Matterport Cloud (Matterport Inc. Company (n.d.). The company also provides for other products such as the web players, web viewers that accord the users an opportunity to navigate through the models. Furthermore, the company endeavors to improve home settings, the management of real estate businesses and the management of construction capacities. Also, it engages in a variety of construction activities for both the private and public sector companies across many states in the United States.

Across Oakland, many 3D real estate listings service providers exist who endeavor to improve the customer experience from their locations. Most of the Matterport service providers are private individuals and corporations who ensure that customers receive the 3D aspect of their constructions for their residential, commercial or agricultural purposes (matterport.com, 2017). Also, several photographers capture the images of the construction sites and later embed them on the real-space situation. Other services that the service providers offer include the residential 3D scanning, creating the virtual reality content 3D scanning for different construction sites and enhancing the virtual reality experience (matterport.com, 2017). The price points for the Matterport service providers often vary depending on the area covered by the construction site. In many cases, the service providers charge depending on the number of rooms covered by the place or the extent to which the client wants their section included. Many of the Matterport providers have a starting point for their services with others stating $10 charge per square feet (matterport.com, 2017). On the other hand, other service providers have often enhanced a monthly service charge for the cloud-based online platform models provided to their clients (matterport.com, 2017).

In creating a Matterport business in the local market, it would be essential for an entrepreneur to consider a variety of factors as a way of strengthening their market adaptability. First, it would be crucial for the entrepreneur to conduct a market survey to assess the market demands for various customers within the market (Sleuwaegen & Onkelinx, 2014). Carrying out a market research would provide the entrepreneur with an opportunity of determining the needs of clients while also comparing them with the services offered by the existing providers. As such, the new business would understand the market gap that would go along in ensuring that they provide the appropriate services for their clients across the real estate industry (Sleuwaegen & Onkelinx, 2014). Second, it would be essential to enhance a market analysis while prioritizing on the specific needs of clients thereby capitalizing on the requirements (Markman & Waldron, 2013). The market analysis should guide the investor in penetrating the new market through evaluating the internal capabilities of the new business. Researching the target market would enhance the channeling of the right resources and categorization of various regions for the new company (Kumar & Reinartz, 2016).

Moreover, in a situation where the new business lacks the prerequisite resources to develop the web content for the real estate businesses, it would be crucial to enhance joint ventures or acquisitions. The joint ventures would involve creating a brand through an already established company by ensuring that the business provides the services through diversified in nature (Markman & Waldron, 2013). In many cases, the existing business understands the markets thereby giving leverage for having to advertise through various media. Elsewhere, the new store could also acquire a current company as a way of retaining the already existing client base within the region. Additionally, enhancing partnerships through joint ventures enable sharing of risks and benefits while also strengthening the business credibility within the market segment (Sleuwaegen & Onkelinx, 2014). As such, the new business would only need to improve the quality of their services as a way of appealing to the particular real estate customer within the region.

Also, creating awareness of the new business through promotions and advertising would reach out to several prospective clients across the target market. Reaching out to clients at their comfort would appeal to the services offered to them across the real estate business. On the other hand, advertising through increasing the search engine optimization (SEO) aspect would target several online clients across the market (Lusch & Nambisan, 2015). As such, the prospective clients would have the chance of obtaining services offered while also contacting the company on how to conduct business together. In another instance, the new corporation can endeavor to promote its image across the corporate real estate business by offering discounts to clients who would associate to a more significant extent with the services of the new Matterport business. It is evident that quality services from new enterprises offered at a relatively cheaper cost attract clients compared to those of the existing businesses enterprises (Kumar & Reinartz, 2016). As such, a mix of the strategies would go along in enhancing the success of the new Matterport business venture.

Once a business gains a considerable market share, it is essential to adopt a strategy of retaining the existing and prospective customers. In defending the market share, it would be crucial to take the position defense whereby the new business would occupy a considerable space in the minds of the consumers (Kumar & Reinartz, 2016). Every time real estate developers would have an opportunity of calling on the new business owing to its potential and capacity to handle the 3D models for the real estate listings. On the other hand, the contraction defense would play a significant role in the new market. The contraction defense strategy calls for a business to strategically withdraw from the weak client base while strengthening its ties with the strong clientele base (Markman & Waldron, 2013). Concentrating on business ventures that are profitable would relieve the corporation of having to advertise its services in low-income regions. Through defensive marketing, the new business has the potential or not only retaining its customers but also reaching out to new and prospective clients. Additionally, staying updated on the innovations and changes in the corporate business while also incorporating the customer criticisms would retain the clientele base within the new markets (Lusch & Nambisan, 2015).
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