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EXECUTIVE SUMMARY 

With the property industry experiencing a growing degree of interest regarding the 
ability to use technological development to innovate what is perceived as an archaic 
industry (Baum, 2017) this study sought to identify how these issues relate to broader 
strategic innovation implications.  

The introduction sets out the context of the study by identifying three research 
objectives namely: identifying key factors that attribute to the development of 
strategic innovation with particular focus on the business models and dynamic 
capabilities; the strengths and weakness of the traditional models in the residential 
property industry; and property technology (Proptech) developments potential to 
impact the industry. With the property industry being vast, the study identified the 
residential property industry as the focus of the study.  

The literature review was separated into three segments representing the research 
objectives. With technological development being linked to strategy and innovation, 
the first segment presented the theories and concepts relevant to business models, 
dynamic capabilities (Teece, 2018a) while providing a link between these concepts 
and technological development (Teece, 2018b), and the ability to integrate 
continuous innovation in existing and new models (Charitou & Markides, 2003; 
Markides, 2006). The second segment provided an understanding of the core issues 
and perceived strengths related to the traditional business models particularly in 
relation to the transactions and management processes. Traditional models are 
focussed on providing expertise and assistance with consumers having limited know-
how regarding property processes (Turnbull & Waller, 2018). Criticisms indicate that 
the commission-based structures are not adapting to the growing affordability 
challenges (Anghel & Hristea, 2015), whilst millennials changing needs are 
challenging long-term lease structures (Baum, 2017). The third segment 
predominantly looks at Baum's (2017) Typology of Proptech model to determine the 
means in which technology is able to speed-up and ease the transactions process by 
reduce costs and complexities, with management focus looking at green energy and 
centralised management software.  

The study indicates a method in which it seeks to investigate the issues identified 
from the literature review. The study followed a qualitative methodology (Creswell, 
2007), while using a case study approach (Yin, 2014) to collect data from interviews 
with fifteen participants with managerial or leadership experience in a residential 
property organisation in Johannesburg, South Africa.  

The fieldwork conducted provided key insights for each objective. Participants’ 
perspectives on innovation resonated largely with an incremental approach 
favouring internal and traditional models. The existence of technological 
development and business model innovation correlated this perspective with any 
development being required to benefit existing structures and traditional models. 
Minimal evidence of dynamic capabilities beyond sensing abilities was further 
hampered by lack of understanding for methods of establishing concurrent business 
models or units. Participants indicated that whilst expertise, trust and consumer 
emotions were strengths that benefited their model, consumer’s affordability issues 
and younger consumers adapting needs are challenging traditional models. 
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Participants identified means in which technology can speed-up the transaction 
processes by integrating regulators and other third parties (e.g. conveyancers) into a 
centralised system, whilst management structures required the need to improve 
green energy consumption and measurement.  

The analysis of the fieldwork indicated a focus on incremental development of 
traditional models, meaning that business model and technological development 
would need to benefit current internal structures. This view favours the resource-
based view in strategy (Tovstiga, 2015), at the expense of dynamic capabilities, and 
lack of desire to partner with technological firms outside of traditional modes of 
merger and acquisition. Perceptions on Proptech’s potential was limited to this 
traditional model focus, with examples favouring the development of the existing 
BM.  

The conclusion to the study highlighted a lack of appreciation for wider and more in 
depth means of innovating strategically, which impacts on the potential to integrate 
business model innovation, technology and develop dynamic capabilities to continue 
learning and transforming. This affects the means in which Proptech can provide 
innovative or disruptive development. 

The study concludes by discussing the personal objective learnings, namely: improve 
knowledge in strategic innovation and Proptech; and develop qualitative analysis 
skills for further study.  
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CHAPTER 1: INTRODUCTION 

1.1. Introduction 

According to HSBC (2017), growing technological developments are set to impact 

industries globally and bring about unprecedented changes in the way businesses 

operate. Fink, Reeves, Palma and Farr (2017) suggest that innovation, through 

technology, can act as a differentiator for gaining and retaining strategic advantage. 

In South Africa, the extent to which technological developments impact industries 

and organisations has been aptly demonstrated by Standard Bank South Africa’s 

reduction of almost 2100 jobs in 2019 (Wessels and Henderson, 2019).  

A number of authors (Birchall & Tovstiga, 2005; Prescott, 2014; Teece, 2018a) 

suggest that the value of technology is in its ability to enhance dynamic capabilities 

(DCs) and improve the ability to sense and seize opportunities. These capabilities are 

also credited with the blurring of lines between different industries, thus driving the 

creation of new business models (BMs) (Geissbauer, Schrauf, Koch and Kuge, 2014; 

World Economic Forum, 2017).  

While the banking sector may seem to be a likely early adopter of technological 

developments, there are industries which, on face value, may seem to be further 

away from being impacted by technological developments. The residential property 

industry may seem to be one such industry. This study explored perceptions on the 

opportunities for technological innovation in South Africa’s residential property 

industry. 

1.2. Background  

The advent of the fourth industrial revolution (4IR) has ushered in technological 

advancements which have improved efficiencies and opportunities which range from 

the integration of artificial intelligence (Johnson, 2017; World Economic Forum, 

2017), robotics (Chung & Kim, 2016; Lorenz, Rüßmann, Strack, Lueth and Bolle, 2015) 

and the introduction of the “connected life” accessed through the internet (Bahrin, 

Othman, Azli and Talib, 2016; Deloitte, 2018). According to Vaidya, Amba and Bhosle 

(2018), this has shaped the way industries and organisations operate.  
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Baum (2017), Feth & Gruneberg (2018), Kirk (2019) and Shawn (2017) suggest that 

the property industry has lagged behind other industries in terms of technological 

and innovative development. The slow technological development in the property 

industry has led to lost opportunities that drive strategic innovation and grow DCs 

(Baum, 2017; Feth & Gruneberg, 2018; Stephen, 2019; Veuger, 2018). 

However, with the developments of the 4IR projected to soon disrupt the industry,  

organisations and academics have identified the property industry as the next major 

industry to be shaped by technological innovation (Baum, 2017; Feth & Gruneberg, 

2018; HSBC, 2017; Kirk, 2019).  

From a strategic point of view, this provides opportunities for newcomer 

organisations to use innovation and technology as a tool to move into the incumbent 

organisations’ competing space (Tovstiga, 2015). Increasing developments in 

Proptech highlight the different segments that can be targeted through technology 

and business model innovation (BMI) to gain advantage (Baum, 2017; HSBC, 2017; 

Letchford, 2017; Stephen, 2019). 

Kirk (2019) defines Proptech as an expanding field that could innovate the property 

industry through technological developments. Each of the elements of Proptech, 

referred to as horizontals: Real Estate Fintech (REF); Smart Buildings (SB); and Shared 

Economy (SE) target the development of technology around particular property 

phases, referred to as verticals. These are  transacting, management or data 

collection (Baum, 2017).  

Figure 1: Proptech Typology 

 

 

 

 

 

Adapted from Baum (2017: 7) 
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Figure 2 depicts some of the technological advancements ushered in by the 4IR. 

Definitions for these are provided in the glossary attached as table 15 in the 

Appendix.  

Figure 2: 4IR Technologies 

 

 

 

 

 

 

 

Adapted from Bahrin et al. (2016)  

 

A new set of dynamic technology capabilities brought by the 4IR could create 

opportunities which would challenge traditional business models in the property 

industry. These opportunities could lead to the by-passing of “middlemen” such as 

real estate agents and lead to the provision of short-term housing solutions enabled 

by smart buildings and cities to give rise to integrated living.  

1.3. Aims and Objectives 

Using the residential property industry in Johannesburg, South Africa, as the case 

unit, the aim of this study was to explore why the property industry had lagged 

behind other industries in terms of technological and innovative development as 

Baum (2017), Feth & Gruneberg (2018), Kirk (2019) and Shawn (2017) suggest.  

Through the case method, residential property professionals using traditional BMs 

were targeted to identify factors that contributed to any potential resistance to 

Proptech and the potential that may exist to introduce SI into traditional BMs. The 

focus on traditional BMs will provide insight into current thinking regarding the 

growing rhetoric around Proptech’s capacity to develop traditional BMs, and the 

potential threat of Proptech leading to their redundancy.  
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As the objective of this study was to identify key factors inhibiting or enabling 

strategic innovation and to identify existing similarities or differentiating factors that 

might apply to the development of the property industry,  the research question for 

this study was, what are the barriers and opportunities that limits or enables SI and 

differentiation within the residential property industry in South Africa? 

The answer to this question will assist in identifying different forms of innovation and 

how technology could be used in conjunction with innovation and thereby leading to 

the development of competitive advantage. In addition, the answer to the question 

will provide insights into the means in which traditional and new organisations are 

able to implement strategic innovation and how this could assist with developing and 

transforming BMs.  

In support of the main research question of this study, the following sub-questions 

have been identified: 

1. What are the key characteristics of strategic innovation and how do these 

relate to the creation and development of dynamic capabilities?  

2. What are the current barriers and opportunities within the residential 

property industry? 

3. The third research question is, what Proptech developments can lead to the 

SI of the residential property market to gain a competitive advantage?  

1.4. Personal Objectives 

The researcher has been involved in the property industry for the past six years. The 

property segment represents a large portion of a country’s economy.  Being 

described as a late developer, there is an opportunity to contribute to the growing 

literature around this topic. With minimal literature focussed on Proptech with 

specific application to South Africa and developing countries in general, discussion 

around this topic has increased, coupled by more start-up companies being 

developed in South Africa looking to target this sector.  

The researcher aims to develop knowledge in this field and add to the research 

around the future of Proptech. This study will act as a learning experience to develop 
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research skills in general and improve qualitative analysis for further studies in the 

field.  

1.5. Structure 

The structure of the study is as follows: 

Chapter Two: Literature Review 

Reviewing literature underpinning the core elements of this research topic, namely: 

strategic innovation; the residential property industry; and Proptech developments.  

Chapter Three: Research Methodology 

Setting-out the research objectives, method of analysis through a qualitative study, 

approach towards implementation and design used to conduct fieldwork study.  

Chapter Four: Analysis - Fieldwork 

Providing the details of the research undertaken as described in Chapter three, and 

the key insights that address the research objectives. 

Chapter Five: Analysis of Theory and Findings  

Commonalities and differences from the literature (Chapter two) and insights 

(chapter Four) will be analysed, culminating in the presentation of potential 

opportunities and challenges. 

Chapter Six: Conclusions and Recommendations 

Conclusions will be drawn from the findings, and recommendations will be provided 

for further study.  

Chapter Seven: Personal Reflection 

In conclusion of the study, the personal objectives and learnings will be discussed.  
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CHAPTER 2: LITERATURE REVIEW 

While Chapter one introduced this study and set out its context with the introduction 

to the 4IR, culminating in the research problem, aims and their objectives, this 

Chapter provides a review of literature on the main constructs of this topic.   

The Chapter will commence by reviewing literature on the theories, models and 

concepts underpinning strategic innovation (SI). Analysis of the residential property 

industry will follow to understand key concepts and processes defining existing 

business models (BMs), bringing the Chapter to a close with discussions regarding 

Proptech developments.  

2.1. Strategic Innovation 

Schlegelmilch, Diamantopoulos and Kreuz (2003) define SI as the reconceptualization 

of BMs which reshapes existing markets and changes the nature of competition. This 

definition has been supplemented by references to altering the nature of the game 

(Charitou & Markides, 2003; Markides, 2006), and capturing value derived from 

consumer’s changing needs (Kim & Mauborgne, 1999). Smith, Busi, Ball and Van der 

Meer (2008) regard SI as flexible and subject to a variety of strategies and 

perspectives. Because of the different perspectives regarding SI, Damanpour & 

Schneider (2006) conclude that no “one all-inclusive definition” exists for SI. Authors 

such as O’Sullivan & Dooley (2009) identify innovation with incremental 

development that leads to measured growth of current business models (BMs) and 

resources relating to an existing consumer base. Other authors, however, align 

innovation with radical and disruptive means, centred around the creation of new 

BMs, market segments or technology (Carlborg, Kindström and Kowalkowski, 2014; 

Kindström, Kowalkowski and Sandberg, 2013). These perspectives are deemed to be 

influenced by different industries, organisational contexts, structures (e.g. 

leadership, management and culture) or particular strategic focus such as digital 

(Yeow, Soh and Hansen, 2018) and breakthrough (Davilla & Epstein, 2014) innovation 

(Smith et al., 2008).  
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Although these perspectives refer to innovation rather than strategy, the focus and 

ambit are important to classify in the context of innovation’s effect on current 

models and strategies. Teece (2018) and Tidd & Bessant (2013) suggest that a holistic 

perspective on SI requires the integration of processes, learning abilities, linkages to 

internal and external sources of inspiration (e.g. bottom-up leadership), whilst 

positioning innovation within the corporate structure, management and strategy, in 

conjunction with financial gain. Tovstiga (2015) identifies SI as a means to provide 

ongoing innovation through different forms and strategies (e.g. incremental used in 

conjunction with radical over a period of time) rather than as a one-off event. 

According to  Smith et al. (2008), SI in this context requires the adaptation of 

leadership, corporate strategy and resources. This study focused on how the BMs 

and DCs drive innovation, particularly regarding the presence of new technology. 

 

SI, however, influences and is influenced by technology. Authors such as Hacklin, 

Björkdahl and Wallin (2018) indicate that technological developments impact on SI, 

which presents opportunities to target new market segments or provide a more 

effective means within which to execute a BM. Alluding to the link between 

technology and BM as crucial for SI development, Baden-Fuller & Haefliger (2013: 

422) assert that the implementation of a BM “determines the nature of 

complementarity between the business model, technology and the paths to 

monetization”. Authors such as  however Helfat & Hall (2018), Manyika, Chui, Brown, 

Bughin, Dobbs, Roxburgh and Byers 2011 and Teece (2018b) note that advanced 

technology can influence the BM and at times lead to BMI.  

 

2.1.1. Business Models and Technology 
 

Zott et al. (2010) note that, as with SI, there is no consensus on the definition of BM.  

Hacklin et al. (2018:84) describes BMs as “logic and activities” that determine how 

an organisation creates value and aligns firm activities to capture this value. Certain 

authors point to the independence of BMs indicating that BMs are not intrinsically 

linked to technology (Teece, 2018a; Zott et al., 2011). Authors such as Schiavi & Behr 

(2018), Teece (2007) and Teixeira (2019) further this perception by identifying BM’s 

ability to experience innovation without technology, making reference to business 
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model innovation (BMI). The latter perspective is important as it positions BMI as the 

driver of innovation, and not technological development. 

Saebi, Lien and Foss (2017) highlight the incremental perspectives on innovation 

when referring to BMI, to focus on the transformative process of an organisation’s 

current BM which is enabled through progressive growth with minimal strain on 

current resources. According to Markides (2006:20), more disruptive and radical 

forms of BMI focus on the implementation of  “fundamentally different BMs in an 

existing business”. These concepts will therefore provide the basis of the study, 

which will seek to identify how innovation, BMs and technology can be utilised to 

drive SI by focussing on the complementarity between the residential property 

industry and Proptech developments.  

Assertions by Baden-Fuller & Haefliger (2013) and Chesbrough (2010) position BMI 

as the driver of technology. Advancing a new perspective on the way in which 

technology impacts and drives BMI, Teece (2018b) refers to advanced technologies 

(e.g. 4IR technologies) targeting consumer needs, or providing a new means in which 

to execute a BM, thus dictating the terms upon which BMs capture value or defend 

encroachment and influence or create a BM. Examples of this are “platforms” (such 

as Uber) which are described as the essence of the BM due to their disruptive 

capabilities by being able to drastically alter the way in which a BM is implemented 

emulating a shift in the way an organisation functions, but also opening up a new set 

of needs not possible before the existence of the technology (Charitou & Markides, 

2003). These platforms provide for intermediary services between two or more 

consumer bases  and as such are integral developments that can be deemed to have 

given rise to the BM (Helfat & Hall, 2018; Manyika et al., 2011; Teece, 2018b). From 

this perspective, advanced technologies are seen as the driver of disruptive 

innovation, premised on the ability to alter the way in which organisations conduct 

business, or enable access to a new target market (Teece, 2018b).  

Although, according to Bing (2013) and O’Sullivan & Dooley (2009), technology may 

have the capabilities to drive change and target new markets, Kindström et al. (2013), 

Winter et al. (2006) and Denning  (2016) and Johnson, Christensen and Kagermann 

(2008) see the impact of technology as limited without the presence of a BM 

providing the means to capture value and continue to innovate.  
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This point is supported by Chesbrough (2010:354) who highlights the importance of 

BMs in that technology’s economic impact is “latent until it is commercialized in 

some way via a business model”.  

Authors who subscribe to this latter perspective seem to position technological 

development as a concept housed within the BM, suggesting that BMs are 

intertwined with strategy and technology (Baden-Fuller & Mangematin, 2013) and 

thus emulating Tidd & Bessant's (2013) holistic perspectives on SI. These authors 

seem to indicate that a successful BM provides an organisation with the pathway to 

improved profits, and a platform for technological implementation (Teece, 2018b; 

Zott et al., 2010).  

Failing to integrate BM and technology may subject an organisation’s success to 

chance, resulting in value leakage (Bonney, Clark, Collins and Fearne, 2007; 

Figueiredo & Campos, 2001) or prevent the technology from enabling on-going 

innovation and thus limiting its strategic impact (Teece, 2010). This perception seeks 

to integrate technology from a holistic view, rather than as a one-off-project, by 

integrating learning and continuous innovation, driven by the BM and strategy 

(Birchall & Tovstiga, 2005).  Accordingly, the presence of a BM is not only to capture 

value but to ensure that the organisation has the necessary skills and processes 

needed to incorporate technology (Teece, 2010).  

The specific means in which to enable BMI has been debated by authors, however, 

consensus seems to have been reached that the presence of DCs is important for BMI 

(Albort-Morant, Leal-Rodríguez, Fernández-Rodríguez and Ariza-Montes, 2018; 

Weerawardena & Mavondo, 2011). The link between DCs and how they influence 

BMI and technology needs to be explored.  

2.1.2. Dynamic Capabilities  
 

DCs are described by authors as “the basis of firm diversification into related markets 

and products” (Holmén, Bröchner and Mokhlesian, 2017: 517) through 

“organizational capacities and specific actions” (Yeow et al., 2018: 46). With authors 

seemingly conflicted on the conceptualisation and implementation of DCs (Albort-

Morant et al., 2018), DCs seem to assist organisation processes with designing and 

adjusting BMs (Jantunen, Ellonen and Johansson, 2012; Srivastava, Franklin and 
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Martinette, 2013; Teece, 2018a; Yung-Ching & Tsui-Hsu, 2006). Teece (2007) 

identifies the first level of DCs to be “micro-foundations” that impact internal 

structures (management decision making etc.) whereas “high-order” DCs sense and 

seize opportunities, and transform BMs (Teece, 2018a).  

With DC’s definition being subject to scrutiny and debate, Albort-Morant et al. (2018) 

indicates that consensus has been reached regarding the role played by DCs in SI 

which is that DCs are responsible for aligning resources in volatile markets. This 

resource adjustment enables an organisation to react to certain market dynamics by 

positioning the resources as more suitable to the changing environment whilst 

integrating learning through a combination of partnerships and process repetition 

(Albort-Morant et al., 2018; Lin & Wu, 2014). 

The definition relates directly to the impact that resources have on DCs (and vice 

versa), and as such requires a brief discussion regarding the strategic elements that 

encompass DCs, especially as their link to resources require a brief assessment of 

resource-based view in strategy (RBV). The RBV is premised on the creation and 

sustainability of valuable, rare, inimitable and non-substitutable resources (VRIN) 

(Tovstiga, 2015; Birchall & Tovstiga, 2005). This view is premised on the development 

of internal resources and structures, which position an organisation within an 

industry or environment, which through strategic decision making enables the 

development of sustained competitive advantages (Eisenhardt & Martin, 2000). 

Although the RBV is deemed to create and sustain competitive advantage, a notion 

that is important in gaining a competitive edge (Tovstiga, 2015), Albort-Morant et al. 

(2018) criticises the theory for being vague and not indicating how resources can 

adapt to changing markets or other macroeconomic factors.  

Based on this criticism, it seems as though DCs act as the mediator that transforms 

VRIN resources (Lin & Wu, 2014). Authors such as Helfat & Hall (2018) and Teece 

(2018a, 2007) further indicate that DCs reconfigures VRIN resources to adjust and 

react to dynamic markets. These concepts are defined by authors as integral to the 

core concept of achieving sustained competitive advantage. Eisenhardt & Martin 

(2000:1107) perceive the Dynamic Capabilities View (DCV) as positioning DCs as the 

means of adjusting VRIN resources by “shed(ding) resources, integrat(ing) them 

together, and recombin(ing) them—to generate new value-creating strategies”.   
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On the other hand, Lin & Wu (2014) see these value-creating strategies as deriving 

actions that turn resources into performance.   

In contrast to the reliance on RBV, the DCV has experienced conflicting views in 

literature.  Weerawardena & Mavondo (2011) indicate that unlike VRIN resources, 

DCs do not directly create competitive advantage. Conflicting ideas, however, 

indicate that the strong DCs are independent of the RBV, being indirectly inimitable 

and a source of competitive advantage based on the creativity needed to develop 

them and the natural difficulty in imitating such capabilities (Dibrov, 2015; O’Sullivan 

& Dooley, 2009). This latter view identifies continual innovation and resource 

adjustment as a barrier to imitation (Teece, 2018a, 2018b), whilst tempering this with 

the ability to target new opportunities which do not need to be premised on the 

existence of VRIN resources (Nelson, 2006; Peña Cedillo & Petit, 2013).  

Based on the discussion regarding RBV and DCV, technologies impact on DCs will 

need to be briefly understood. Technologies impact on DCs (vice versa) is seen as 

widespread, whereby the former can act as the basis of adapting to a new 

environment by providing means to adjust resources, or the means within which DCs 

need to innovate BMs to react to a threat or adjust to seize an opportunity (Teece, 

2018a, 2018b). Figure 3 which is a simplified version of Teece's (2018a), dynamic 

capabilities framework, provides a brief outline of the role that DCs plays in BMI and 

technological development.  

With information technology critical to sensing and strategic decision making, Pavlou 

& El Sawy (2011) suggest that organisations are required to sense for new 

technologies to identify opportunities in conjunction with market trends. In this 

situation, technology plays an integral role in the transformation of resources into 

performance. This is through:  

• the adoption of something new;  

• the reconfiguration of something existing; or  

• the disposal of that resource no longer deemed strategic, playing a role in the 

transformation of the BM (Baden-Fuller & Haefliger, 2013).  
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Figure 3: Simplified Dynamic Capabilities Framework 

 

 

 

 

 

 

 

 

 

Adapted from (Teece, 2018a: 44) 

 

This study will seek to identify how the RBV and DCV impact on the adoption of 

technology within the residential property industry and its traditional BMs. 

The decision to grow DCs, innovate or change BMs is, however, subject to contextual 

factors. Organisations, therefore need to understand how to innovate while 

maintaining requirements needed to ensure continuous learning (Ellonen, Jantunen 

and Kuivalainen, 2011; Jantunen et al., 2012).  

2.1.3. How to Innovate? 

SI’s impact is limited without the inclusion of on-going learning and skills 

development. With organisations seemingly finding it difficult to transform 

traditional BMs or adopt new ones, authors such as Charitou & Markides (2003), 

Davilla & Epstein (2014), Hacklin et al. (2018) and O’Sullivan & Dooley (2009) have 

presented different means within which organisations can use partnerships or new 

BMs to integrate SI and learning capabilities.  

Some authors (Bugshan, 2015; Charitou & Markides, 2003; Davilla & Epstein, 2014; 

Markides, 2006) speak of the establishment of concurrent BMs where organisations 

are reluctant to alter their traditional BM, or where the traditional BM remains 
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effective. Charitou & Markides (2003) and Markides (2006) indicate that 

organisations should look to implement concurrent BMs, by retaining the strengths 

of the traditional model (e.g. financial resources) with the potential to disrupt the 

market by investing in a new BM and set of skills.  

Integrating concurrent BMs has experienced varied examples. Certain sources seek 

the establishment of an entirely separate business altogether (internally or co-

creation with external companies) (Bugshan, 2015; Charitou & Markides, 2003; 

Davilla & Epstein, 2014; Markides, 2006). Other sources suggest a link between the 

two BMs for the benefit of the traditional BM through new business units, preventing 

the creation of different businesses (Berends, Smits, Reymen and Podoynitsyna, 

2016; Bock & George, 2014; Hacklin et al., 2018; Johnson et al., 2008). The former 

method is criticised for developing a “Chinese Wall” which grows two separate 

businesses with no linkages and burdensome resource requirements (Hacklin et al., 

2018:84). The latter view of maintaining linkages to the traditional model is criticised 

for limiting the benefits gained from entrepreneurial (Serfontein, Bason and Burden, 

2009) and digital organisations with favour being focussed on the benefits of the 

traditional model (Bugshan, 2015; Davilla & Epstein, 2014). 

Apart from the implementation of concurrent models, organisations can adopt a new 

BM that focusses on resource and structural adjustments to the organisation 

(O’Sullivan & Dooley, 2009). Success, however, hinges on an organisation’s ability to 

allow the new BM to be central and unhindered by the cultural and historical context 

(Hacklin et al., 2018; Teece, 2018b).  

Although innovation is seen to be key to an organisation’s continuous learning and 

development, traditional BMs need not abandon successful approaches in favour of 

new ones.  Charitou & Markides (2003) indicate that where market segments are not 

threatened by innovation, organisations do not need to adopt an innovation strategy. 

However, according to Raynor (2011), organisations will need to be aware of low-end 

competitors marching upmarket in search of more opportunities.  

Conversely, redundant or struggling BMs should not resist the potential that a change 

in direction could bring to an organisation through partnerships with an innovative 

firm (Charitou & Markides, 2003: 60). Justifying investment in new technology or BM 

could, however, be met with resistance from traditional leaders because of the 
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uncertainty of success or unwillingness to experiment (Bahrami et al., 2016; Dibrov, 

2015; Pellegrino, 2018; Saebi et al., 2017).  

Smith et al. (2008) and Tidd & Bessant (2013) suggest that with no method being 

superior to the other, organisations will need to weigh each option to understand 

the benefits and threats of different methods. The study will need to position the 

benefits of the different methods identified above when catering for technological 

developments.  

2.2. Residential Property Analysis 

Having assessed various theories relating to SI, this section will highlight the key 

aspects of the traditional BMs utilised in the transaction and management processes 

in the residential property industry. The importance of this will be to shape the study 

in the sense that the strengths and weaknesses of the traditional model will need to 

be measured against the Proptech developments in the context of SI, with certain 

contextual factors presented from the perspectives of Johannesburg and the 

Republic of South Africa.  

Identifying the contractual parameters governing the property processes forms the 

basis for the review. The two broad agreements that underpin the property 

transaction are that of sale and lease (Kerr, 2015; Peiser, 2015). The transactions 

process relates to the sale and transfer of ownership from seller to buyer, (Kerr, 2015; 

Zulman & Dicks, 2017), and the lease provides possession to the tenant to occupy the 

landlord’s property, requiring on-going management (Kerr, 2015). The models that 

underpin the transactions and management process will be discussed by highlighting 

key factors that will inform the Proptech segment review.  

2.2.1. Transactions 
 

Transactions are described by Anderson, Guirguis and Turnbull (2018) and Turnbull 

& Dombrow (2007) as being premised on the traditional real estate agency model, 

where real estate agents and agencies (brokers) facilitate the transaction between 

owner (seller and landlord) and seeker (buyer and tenant). Broker’s functions are 

described by Anderson et al. (2018), Turnbull & Dombrow (2007) and Turnbull & 

Waller (2018) as ranging from providing advice regarding selling price to guiding the 
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transaction to close. Agarwal, He, Sing and Song (2019) note that payment for broker 

services is largely made from a portion of the purchase price or lease value, known 

as commission. 

The strength of this model seems to lie in the complexities surrounding the nature of 

the asset and the process.  Anghel & Hristea (2015) and Baum (2017) point out that 

unlike financial and insurance assets, property transactions are concerned with home 

rental and sale retaining a much larger financial, social and emotional commitment. 

The traditional model therefore caters to these commitments by guiding consumers 

and assuring them that their needs and complex processes are being attended to by 

a property specialist (Agarwal et al., 2019; Turnbull & Dombrow, 2007). 

In spite of these strengths, based on information asymmetry, high cost of transacting 

(Table 14 to the Appendix) and power imbalance afforded to brokers, some authors 

such as Agarwal et al. (2019),  Mgiba & Chinomona (2018) and Mgiba & Maziriri 

(2018) have become increasingly critical of this model. Whereas the United Kingdom 

and New Zealand prohibit a single broker from representing both parties (Gardiner, 

Heisler, Kalberg and Liu, 2007; Kadiyali, Prince & Simo, 2014 in Mgiba & Maziriri, 

2018), the Dual Mandate System (DMS) is utilised in South Africa.  This enables one 

broker to represent both owner and seeker in the transaction. Criticism of this model 

is found in the disregard for the conflicting needs of the owner and the seeker (higher 

vs. lower price) in pursuit of earning commission (Mgiba & Chinomona, 2018; Mgiba 

& Maziriri, 2018).  

Although the models differ in design, the core criticisms remain. Agarwal et al. (2019) 

and  Turnbull & Dombrow (2007) concur that brokers retain bargaining power in 

models represented by two brokers, inferring that regardless of the specific model, 

the power imbalance remains. Mgiba & Chinomona (2018), Mgiba & Maziriri (2018) 

and Turnbull & Waller (2018) suggest that commission could be the driving force as 

brokers depend on successful transactions to earn income. However, the exact 

nature of its impact remains vague. The implications of this model will therefore need 

to be determined by assessing the impact of the power imbalance, and the 

commission structure on traditional models, and what factors are set to influence 

them. The power imbalance and information asymmetry seems to extend to the 

other parties involved in the transaction process (as presented in Figure 5 and 6 to 
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the Appendix) (Agarwal et al., 2019; Hoesli & Lekander, 2008). Mgiba & Chinomona 

(2018) and Mgiba & Maziriri (2018) argue that this tends to empower professionals 

and traditional BMs. 

Mnasri (2015) and Younglai (2016) have criticised the traditional model’s reliance on 

commission for its impact on the rate and nature of transactions whereby economic 

pressure constrains consumer affordability. Kupke & Rossini (2011) as well as Majid, 

Said and Daud (2019) have further criticised the model for its impact on consumer’s 

decision-making regarding whether to rent or buy. These pressures are further 

exacerbated  by the perceived change in millennial’s (born 1980 – 2000 (Perez, 2018)) 

preference of denouncing debt and tying a future to one space, in favour of  freedom 

of movement and balanced living (Baum, 2017; Frank, 2015; Sperling, 2019; Swango, 

2018). High costs and long-term commitments involved in traditional structures 

impact on consumers, with trends indicate a preference to rent rather than purchase 

(Baum, 2017; Kupke & Rossini, 2011).  

This view however fails to consider the needs of a wider range of people. 

Johannesburg spatial segregation, as depicted in Figure 4, portrays a vast number of 

the population located in areas further away from central business districts (CBDs). 

According to Mangwagape (2017) and Mnisi (2018) these people are fighting to 

acquire ownership of land which they have been deprived of by apartheid’s racial 

segregation laws. These needs receive scant attention in the literature reviewed. 

2.2.2. Management 
 

Hoesli & Lekander (2008) as well as Thompson (2015) point out that property 

management involves multiple process that include the management of the 

relationship between the tenant and landlord, and property facility management 

(e.g. water consumption) on behalf of the landlord.  
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Figure 4: Distribution of Residential Properties Johannesburg  

 

 

 

 

 

 

 

 

 

 

 

 

  

 

Adapted from (Mathibela, 2018: 1)  

 
Although management firms are described as having the tools and expertise to 

manage property rentals, Thompson (2015) suggests that the rapid globalisation of 

property management firms has led to service commoditisation which in turn stifles 

innovation leading to consumer distrust.  Yderfält & Roxenhall (2017) point out that 

this creates the need to improve service quality. Thompson (2015:443) further 

indicate that this could be attained by “reduc(ing) costs; increas(ing) productivity; 

and improv(ing) customer satisfaction through innovation”. This assertion needs to 

be explored further by identifying how innovation could lead to acquiring these 

objectives through further assessment of BM and SI considerations.  

Baum (2017), Kupke & Rossini (2011, and Majid, Said and Daud (2019) suggest that 

given the affordability constraints as well as consumers’ inability or unwillingness to 

tie themselves to one premises for an extended period, there was a need to refocus 

on the issues of rental and property ownership. These needs challenge traditional 

models and impact on the rate of transactions and the models identified in 2.2.1 as 
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well as the reliance on long-term lease agreements relating to management models, 

and the size and type of property constructed.  

The study will seek to identify how these strengths and weaknesses in the traditional 

model affect the Proptech developments, and how global macro-economic factors 

are said to threaten the models identified above.  

2.3. Proptech Analysis 

With developments being vast and far reaching, the focus on Proptech will seek to 

build on the areas identified in the property segment of the study. With the core 

focus of the study being rooted in SI, the review below will seek to identify the aims 

and objectives of the technologies and how they impact BMs, rather than the 

technologies themselves.  

2.3.1. What is Proptech? 
 

Proptech is defined as the union between property and technology (Veuger, 2018) 

which promotes technological change in the industry (Sayan Putatunda, 2019). 

Driven by advanced technological developments, directly and indirectly, Proptech 

applies to different segments impacting the property industry. Endogenous 

technology focusses on developing technology from within the property industry, 

whereas exogenous technology refers to advanced technology indirectly impacting 

the property industry (Baum, 2017; HSBC, 2017; Kirk, 2019). This study will however 

focus on the benefits and challenges of endogenous technology as discussed below. 

Although Proptech developments have been segmented into various classifications, 

this study will seek to adopt Baum's (2017) Proptech Typology which segments 

developments into “horizontals” namely Real Estate Fintech (REF), Smart Real Estate 

(SRE) and Shared Economy (SE). The different segments mean that their application 

and technological adaption will require varying degrees of development, integration 

and difficulty in implementation. Whereas the current literature seems to focus on 

the macroeconomic impacts and the disruptive and innovative potential of 

technology to cater to these needs, this study will seek to identify those aspects 

relevant to BMI and SI as presented in each horizontal.  
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2.3.1.1. Real Estate Fintech  
 

Real Estate Fintech is described as the Proptech segment that directly engages with 

the transaction process by providing tools that reduce transactional costs and 

complexities around property transactions (Baum, 2017; HSBC, 2017; Shawn, 2017; 

Yael, 2019).  

REF developments seem to directly impact the sales and rental process as discussed 

in the property segment. These are largely associated with radical and disruptive 

innovation that automates the transaction process and negate the need for 

intermediaries such as brokers and attorneys (HSBC, 2017). Incremental 

developments target simplifying the transaction process rather than entirely 

excluding “middlemen” such as brokers (Baum, 2017). KPGM (2017) suggests that 

disrupting rental markets has particularly gained traction.  Baum (2017)  indicates 

that this is due to the less stringent process and higher frequency in transacting over 

the sales process.  

Despite the promise that comes with reduced costs and simplified processes, Anghel 

& Hristea (2015) and Tabner (2016) refer to the high financial and emotional value 

attached to the asset discussed in 2.2.1.  Baum (2017) and Halket & Pignatti Morano 

di Custoza (2015) see this as a deterrent to innovation.  These complexities challenge 

technology, as consumers may require consultation with professionals before 

purchasing, leading to reliance on certain aspects of the traditional model (Agarwal 

et al., 2019; Anderson et al., 2018; Baum, 2017; Turnbull & Waller, 2018).  

Through advanced technology (e.g. 4IR technology), REF, has the potential to target 

certain segments and third parties such as the regulations around property transfers 

which are in the value chain. Radical innovation with aspirations of “two-day 

conveyancing” (EG: Estates Gazette, 2017 - 1) seeks to use  blockchain development 

to simplify and shorten the property registration process and regulations managed 

by government institutions (e.g. deeds office requirements) (Veuger, 2018; Wild, 

2018) and to by-pass professionals such as conveyancing attorneys.  

Baum (2017) suggests that these aspirations are hindered by self-interested 

professionals who stifle innovation by defending traditional models. This notion not 

only relates to brokers, but with regulations and procedures (Donnelly, 2014), being 
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handled by attorneys and deeds offices that effect transfer of ownership. These 

professional and governmental institutions are required to embrace and contribute 

to the innovation (Baum, 2017; Jan Veuger, 2017; Veuger, 2018).  

With the current focus seemingly premised on the technological impact of current 

BMs, the need to determine a method of encapsulating these technologies in the 

transaction process is vital. Baum (2017) asserts that the residential property 

industry provides challenges to technology which limits its potential.  

2.3.1.2. Smart Real Estate  

Literature seems to position SRE as the future of property from an environmental, 

economic and sustainable perspective (Baum, 2017; Kummitha & Crutzen, 2017; 

Schiavone, Paolone and Mancini, 2019; Trencher, 2019). Smart properties or cities 

(Hashem et al., 2016; Kummitha & Crutzen, 2017) are managed by technology-based 

platforms (Baum, 2017) to develop sustainable, economic and environmental growth 

(Ahvenniemi, Huovila, Pinto-Seppä and Airaksinen, 2017) and lead to more effective 

management.  

Certain authors speak of the benefits that SRE provides to property management 

with Fields (2019) and  Schiavone et al. (2019)  describing some of these benefits as 

creating “automated landlords”. Shawn (2017) sees such technology as centralising, 

managing and facilitating the day-to-day operation of real estate rentals (e.g., tenant 

management, electronic rental payments).   Kummitha & Crutzen (2017) and Latzer 

(2009) see such technology as enabling communication between consumers through 

internet communication technology. Ben Letaifa (2015) notes that this software can 

be used in enabling efficient and sustainable living by accurately measuring utility 

consumption (electricity and water), automating home (e.g. lighting remotely 

controlled by smartphones) and general management functions (Baum, 2017) as well 

as the provision  of green energy solutions for environmental and cost efficient 

motives (Darko & Chan, 2018). These developments can be implemented in 

incumbent and new developments enabling communication between users, 

management team and ancillary service providers (e.g. plumbers) to improve service 

quality whilst involving consumers in the process (Baum, 2017; Lecomte, 2019; 

Schiavone et al., 2019).  
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Kauko (2019: 202) describes these SRE developments as “altruistic” while   Kummitha 

& Crutzen (2017: 45) sees them as “utopian”. Anand & Navío-Marco (2018) perceive 

the technology advancing SRE as excluding underprivileged members of society who 

lack the skills to embrace a technologically advanced environment. This latter point 

relates further to the focus on technology which fails to take into account the need 

for “highly educated human resources” (Schiavone et al., 2019:211) with reference 

to the members that are required to manage and live in these developments.   

Furthermore, with government influence uncertain, the potential exists for 

corporations to focus on maximising profit rather than on advancing society and the 

environment (Ben Letaifa, 2015). This situation is described as problematic by many 

authors as “neoliberal economic interests are prevailing at the expense of 

environmental and social concerns” (Trencher, 2019:117).  It is clear that 

implementing technology will be challenging with the situation exacerbated by the 

need for different solution to meet the diverse needs of the population (Ben Letaifa, 

2015:1415). This would require organisations to develop new BMs or innovate 

existing ones to enable on-going development of SRE technologies through skills and 

resource development.  

2.3.1.3. Shared Economy  

The last of the Proptech segments refers to SE which promotes sustainable living 

through platforms or algorithms (Sutherland & Jarrahi, 2018) as well as promoting 

social integration and opportunity (Cherry & Pidgeon, 2018; Ciulli & Kolk, 2019). 

These developments target price sensitive consumers, who are less likely to remain 

in one residence for extended periods due to the ability to manage the transaction 

and usage of services between consumers as a result of the platform provided by 

technology (Abrate & Viglia, 2017; Baum, 2017; Cherry & Pidgeon, 2018; Feth & 

Gruneberg, 2018).  

 

Authors such as Baum (2017) identify SE as open residency, with short-term or house 

sharing models premised on the need to share resources, costs and knowledge. 

Progressive thinking envisages the development of cities and high-rise buildings with 

shared living spaces (Baum, 2017). SE is seen by Cherry & Pidgeon (2018) as a way of 

bringing diverse people together and enabling peer-to-peer engagement through 
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digital platform. SE could also make possible millennial’s needs for collaboration, 

shared knowledge, goods and resources (Baum, 2017). This approach coupled by 

short-term and temporary residence structures advocate freedom of movement and 

residency in multiple dwellings (Godoy & Boyle, 2019) with reduced cost and 

complexity. This provides for a fundamental shift in current BMs focus on long term 

leases (Ciulli & Kolk, 2019).  

Ciulli & Kolk (2019) criticise SE platforms for their effectiveness in physically and 

geographically attractive properties which promotes already established 

developments in desired locations. Although many positives are created through the 

adjustment of traditional BMs compared to those envisaged by SE, the integration 

between existing organisations and SE could “be turned into a monopoly, with lower 

value allocated to the people” resulting in diminished social value (Ciulli & Kolk, 

2019:997).   

The urgency of this assessment is expressed by Murillo, Buckland and Val (2017) in 

Ciulli and Kolk (2019:995) with the incumbents called upon to “share or die”. 

Literature however has not conclusively identified whether organisations, especially 

in context of the current research objectives, understand this urgency or have the 

requisite capabilities to adapt to this change.  

Based on the above discussions, this study will seek to understanding the elements 

that prevent Proptech from innovating the industry from a BM and SI perspective in 

consideration of the above strengths and challenges. 

2.4. Conclusion 

Analysis of the Proptech segment identified varying technological developments 

which require wider SI thinking in order to target the traditional industry. In each 

horizontal, the literature seems to focus on the means in which technology can 

disrupt the industry. This focus seems to be on the technology, rather than the 

strategic elements that requires the assessment of SI implications, and how BMs and 

DCs cater to this adoption and adaption (Schiavone et al., 2019). This study will focus 

on the elements of the traditional BMs that conflict with or cater to technological 

developments, and where areas of improvement are needed before technological 

integration can be considered.  
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Specifically, the literature did not identify the perceived barriers and opportunities 

that limit or enable SI and differentiation within the residential property industry in 

South Africa. Accordingly, this study sought to answer the question: what are the 

barriers and opportunities that limits or enables SI and differentiation within the 

residential property industry in South Africa? 

Based on the literature review, certain key sub-questions emerged. In seeking to 

answer the primary research question, the following questions will also be answered: 

1. What are the key characteristics of strategic innovation and how do these 

relate to the creation and development of dynamic capabilities?  

2. What are the current barriers and opportunities within the residential 

property industry? 

3. The third research question is, what Proptech developments can lead to the 

SI of the residential property market to gain a competitive advantage?  
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CHAPTER 3: RESEARCH METHODOLOGY 

Building on the research problem introduced in Chapter one and the literature 

reviewed in Chapter two, Chapter three will set-out the methodology, philosophy 

and approach undertaken in the study. 

3.1 Research approach 

The literature identified areas which have been covered in the area of study, whilst 

highlighting areas of importance and relevance (Boote & Beile, 2005). This in turn led 

to the formulation of this study which is: what are the barriers and opportunities that 

limits or enables SI and differentiation within the residential property industry in 

South Africa?  As the research questions determines the methodology for the 

research, in order to proceed with the research approach, the researcher required 

an understanding of the different principles adopted in a qualitative and quantitative 

study.  

Whereas quantitative research is aimed at obtaining an objective view of reality 

driven by scientific assessment (Barnham, 2016; Sekaran & Bougie, 2013), Creswell 

(2007) and Whittaker (2012) indicate that qualitative research is influenced by 

multiple subjective views, whilst immersing the researcher in the study. Creswell 

(2007) and King & Horrocks (2010)further point out that philosophical assumptions 

instilled in the researcher’s beliefs influence the rhetoric of the study which informs 

credibility and reliability.  This allows the researcher “use an emerging qualitative 

approach to inquiry, the collection of data in a natural setting sensitive to the people 

and places under study” (Creswell, 2007: 37) to establish a narrative, rich in context 

for the study (Patton, 2005). Inductive analysis derives themes, codes and categories, 

which lead to the derivation of patterns (Terre Blanche, Durrheim and Painter, 2006).  

Based on the depth of data required, the study would benefit from gaining the world 

view perspectives, whilst inductively immersing the researcher in the analysis. This 

study would therefore favour a qualitative approach, thus requiring a brief 

understanding of the researcher’s philosophical assumptions. 
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3.1.1   Philosophical assumptions 

The researcher’s bias is derived from being involved in the property industry and 

expressing interest towards technological development. Bias in the analysis is 

therefore prevalent and achieving an objective standpoint will be challenging 

(Creswell, 2007; Symon, Cassell, and King, 2017; Thorpe & Holt, 2015). 

 A constructivist approach is appropriate to the study based on this bias, as 

constructivists are not concerned with the “objective truth” and appreciate the 

different views that individuals (both researcher and participant) have in making 

sense of their environment (Sekaran & Bougie, 2014).  

Having understood the philosophical assumption, the study will need to identify a 

research methodology for sampling, data collection and analysis. 

 

3.2 Research methodology 

Creswell (2007) identifies five research strategies for conducting qualitative research, 

namely narrative, phenomenology, grounded theory, ethnography and case study. 

The study seeks to understand the issues arising out of the application of SI and 

technology within the residential property industry. With previous studies analysing 

the impact of Proptech and the limitation of current BMs, this study adds to current 

literature by exploring the links between SI and BMs, to the slow development of the 

property industry from a technological point of view. A case study enables the 

researcher to assess the issues from within a “bounded system” or case (Creswell, 

2007; Yin, 2014). Yin (2014, 2010)  further points out that this is around a specific 

context or group of people, rather than an analysis of the case itself. Based on the 

research methodology, the study used the following sampling strategy to identify a 

suitable case for the research. 

 

3.2.1  Sampling 
 

The sampling approach allows the researcher to focus the study on a specific 

population, within which a sample size of the population will be required to collect 

and present data (Rubin & Babbie, 2014; Terre Blanche et al., 2014; Whittaker, 2012). 

As a result, the population, sampling strategy and sample size are discussed below: 
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3.2.1.1. Population 
 

This study will draw a boundary around residential property professionals situated in 

Johannesburg, South Africa as the single case (Creswell, 2007; Yin, 2003) for the 

analysis to explore the issues and problems identified. The study requires the 

understanding of traditional BMs and perceptions to SI and Proptech developments, 

thus gaining an insider’s perspective in the industry.   

A homogenous method of selecting participants ensured a focussed approach to data 

collection and analysis (Creswell, 2007), presenting a single case for the study 

(Seawnght & Gerring, 2008; Yin, 2003). Based on the need to be involved in strategic 

decision making, participants were required to have a minimum of three years’ 

experience in an administrative role within a residential property organisation. The 

focus of the residential organisation however varied from transaction, development 

to management, allowing the research to benefit from multiple perspectives 

generated from the case (Creswell, 2007). These participants required a holistic view 

on the residential property industry and managing an organisation to inform the 

connection between the challenges and potential for SI in the industry. 

 

3.2.1.2 Sampling Strategy 
 

A homogenous purposive sampling strategy was used to identify certain participants 

based on the criteria identified in 3.2.1.1 (Tongco, 2007). Whereas probability 

sampling involves random selection, purposive sampling seeks to target participants 

based on a set of criteria, based on an element of similarity (Sekaran and Bougie, 

2013).  

In addition to the purposive approach, the researcher used snowball sampling to gain 

access to a network of participants from those that were interviewed (Noy, 2008). 

This approach enables the study to utilise a more diverse method by widening the 

scope of inquiry to cater for participants outside of the researcher’s own network 

(Noy, 2008).  

 

3.2.1.3 Sample Size 

The study targeted a sample size of fifteen participants allowing for the contingency 

plan that should certain meetings take too long to transpire, other participants may 
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be interviewed from the list of forty potential participants (Creswell, 2007; King & 

Horrocks, 2010). As part of this sample, the researcher avoided interviewing 

participants that maintained a working relationship with the researcher to prevent 

data collection and analysis from being adversely influenced (Creswell, 2007). Having 

described the sampling approach, the study would require a strategy for data 

collection from the sample, as discussed below. 

 

3.2.2 Data Collection 
 

The researcher conducted individual interviews (40-60 mins per interview) (King and 

Horrocks, 2010; Symon et al., 2017) with participants identified in the sample, as the 

method of data collection (Creswell, 2007; Yin, 2010, 2003). This approach allowed 

the researcher to establish a connection between participants in understanding and 

analysing the issues and problems, together with emotional responses to gain deeper 

insight (Brinkmann, 2013).  

The researcher sought to establish rapport with each participant telephonically (or 

through email where contact numbers were not provided) before setting up a 

meeting (Creswell, 2007; King & Horrocks, 2010). Once rapport was established, a 

meeting was scheduled to be held at the participants place of business.  

Based on the research questions, the researcher prepared an interview schedule for 

a semi-structured approach interview process (Creswell, 2007; King & Horrocks, 

2010) . Certain questions were derived from the literature to ensure that answers 

were attained targeting each research objective and sub-question. The semi-

structured approach (Table 15 to the Appendix detailed list of questions) therefore 

guided the data collection but allowed participants to present their views outside of 

the normal structure.  

Interviews were transcribed (raw extract in Figure 7 to the Appendix) and these 

transcriptions formed the basis of the thematic analysis detailed below (Brinkmann, 

2013; Creswell, 2007). Recordings and transcripts were stored on the recording 

device, cloud software, email and mobile device to ensure reliability of the study 

(Creswell, 2007; King & Horrocks, 2010).  
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With data being collected and stored, the study would need to identify a method for 

analysing and presenting the data.  

3.2.3 Data analysis 
 

Data gathered from the interviews was assessed inductively (Terre Blanche et al., 

2014) through thematic analysis to identify patterns and themes (Boyatzis, 1998; 

Clarke & Braun, 2013). Using Atlas.ti (software that assists in coding transcripts) the 

researcher was able to link codes to the text in the transcripts and generate themes 

to present the key findings to the analysis and provide validity to the insights 

emanating from the study (Boyatzis, 1998; Clarke & Braun, 2013). Quotations from 

the interviews were used in support of the findings to provide a practical lens on the 

study (Terre Blanche et al., 2014; Whittaker, 2012) (Figures 8 – 13 in the Appendix). 

An audit trail was documented recording the codes, quotes and the grouping exercise 

to maintain credibility (Creswell, 2007). 

Creswell (2007:37) describes qualitative research as “interpretive research” as the 

analysis of data is presented from the participant’s worldviews, shaped by the 

researcher’s experience, which leads to the interpretation of data. Based on this, the 

presentation of the final written report considered and presented the: participant’s 

voice and opinion; researcher’s reflexivity; description and interpretation of the 

complexities involved in analysing the problem; and supplementation of current 

literature (Creswell, 2007). 

 
Having identified the rationale for the researcher methodology and approach, the 

study must identify the limitations prevalent to the data collection and 

interpretation.  

3.3 Limitations  

Qualitative researchers interpret the information from what they “see, hear and 

understand” (Creswell, 2007: 39), which is influenced by their background and 

presuppositions. The risk of allowing subjective analysis to skew interpretation could 

lead to the derivation of superficial analysis (Creswell, 2007; King, 2019; King & 

Brooks, 2018). 
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Limiting participant bias is difficult, as their answers reflect their opinion or version 

of events, which may not reflect the opinion of a wider group of society (Hackett, 

2016; Yanos and Hopper, 2008). Participants have also described their version of how 

consumers feel, which will be based on assumptions with no or limited data to 

corroborate this information (Hackett, 2016; Yanos & Hopper, 2008). In addition, the 

case study targeted traditional businesses and as such perspectives of start-ups or 

technologically focussed organisations were not considered. 

In addition to the limitations, identifying the ethical consideration is important to the 

reliability and credibility of the study.  

3.4 Ethical Consideration  

To ensure that the study remained ethical, an email providing a short description of 

the study with an attached information sheet (placed on the University letterhead 

with the supervisor’s contact details) indicating the aims and objectives of the study 

(Creswell, 2007) was sent to potential respondents. The consent form (Figure 14 to 

the Appendix) maintained the ethical considerations that all information would be 

confidential and used solely for the purpose of the study whilst retaining the 

participant’s anonymity (Creswell, 2007; Whittaker, 2012) with all ethical 

considerations as prescribed by Henley Business School and the University of Reading 

being adhered to. Based on these requirements and before interviews were 

conducted, participants were informed that the interviews would be recorded 

(Creswell, 2007; Whittaker, 2012), and that participants may object to the recording 

taking place for any reason, at which point the interview would not take place.  

3.5 Conclusion  

This Chapter has outlined the researcher’s philosophy and described the design and 

methodology used to conduct the required research. The fieldwork conducted and 

approach used to collect and analyse data culminated in the findings of Chapter four 

and five below, which followed the methodology in order to derive key insights to 

the study. 
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CHAPTER 4: ANALYSIS - FIELDWORK 

4.1. Introduction 

Chapter three outlined the research design and methodology of this study. The 

research for this study as well as the analysis of the data was conducted on the basis 

of that methodology as presented in this Chapter. 

 

4.2. Sampling 

The intention, as indicated in Chapter three, was to interview fifteen participants. 

Out of the fifteen, two did not match the criteria of the traditional BM requirements 

as outlined in the previous chapter. These were then excluded from the analysis. 

Therefore, thirteen people participated in the study. Table 1 below sets out the 

demographics of the participants, including criteria regarding their position and the 

focus of the organisation in relation to the study. 

Table 1: Participant Demographics 
Participant Position Organisation Scope Age 

P1 Senior Management DTM 20-30 

P2 Ex Senior Management T 40-50 

P3 Senior Management DM 20-30 

P4 Senior Management DM 30-40 

P5 Executive DM 50+ 

P6 Executive TM 40-50 

P7 Executive DM 40-50 

P8 Management T 20-30 

P9 Management DM 20-30 
P10 Executive DTM 40-50 

P11 Executive T 30-40 

P12 Executive T 50+ 

P13 Executive M 40-50 

 * D-Development  M-Management  T-Transactions 

4.3. Data Collection 

As stipulated in Chapter three, interviews with participants were transcribed and 

analysed for codes emanating from participant’s answers. Codes were then 

organised and grouped to create concepts emanating from similarities and their 
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applicability to the research objectives, and the sub-questions or additional 

questions flowing from the semi-structured approach (Creswell, 2007).  

 

4.4. Data Analysis - Key Findings 

With the strategy for data collection specified above, the study needed to account 

for the method in which data would be deemed to derive key insights with relation 

to the frequency that certain concepts were mentioned. Authors such as Mason 

(2010) indicate that frequency should not be viewed as the defining characteristic 

which a researcher must consider when establishing themes and presenting data, as 

one example may provide as much meaning and purpose to the discussion area as 

frequently stated themes. 

Strauss & Corbin (2008) however regard frequency as important to establish and 

present data, by arguing that the frequency within which data has been mentioned 

establishes the verification and justification of that theme in the data.  

The researcher adopted this latter perspective and sought to identify frequency as a 

basis within which to present the findings whilst rooting them in the data, however 

being open to presenting information from isolated perspectives.   

Further to the frequency, presentation of data is important to the study as Charmaz 

and Belgrave (2012) and Ritchie and Lewis (2003) highlight that a qualitative study 

must retain the story element provided by the participants. As a result, verbatim 

quotations were used from the interviews to provide a practical lens on the study, 

and illustrate real examples of the concepts, whilst ensuring that the data presented 

is justified through the perspectives presented by participants. 

Having established the method used to collect and present the data, the key findings 

and data have been organised and presented in accordance with the research 

objectives (and the sub-questions) as presented in table 1 above. Illustrations (Table 

2, 3 and 4) will be used to indicate how the concepts and frequencies impacted the 

formulation of the various discussions and key insights in respect of each research 

objective and the sub-questions. 
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4.5. Strategic Innovation 

The following insights are presented in respect of the first research objective relating 

to SI as derived from the concepts set out in Table 2.  

Table 2: Key Insights and Concepts - First Research Objective 
Objectives Sub-Questions Concepts and Themes Frequency 

 
 
 
 
 
 
 
 
 
 

Strategic 
Innovation 

What is 
innovation? 

 

• Incremental Innovation 

• Radical and Disruptive Innovation 

10 
3 

What is 
technology’s role 

in BMI? 
 

• Technology benefits internal 
processes 

• Technology important for SI 

• Developing Technology Solutions 

• Unwilling or uncertain to implement 
change 

10 
 

12 
3 
7 

How are DCs 
developed and 

used? 
 

• Sensing Changing technology and 
consumer needs 

• Favouring current BM 

• Reactions to consumer affordability 

• Sensing encroachment 

12 
 

12 
4 

10 

How are 
partnerships 

formed? 

• Partnership with smaller firm 

• Traditional Mergers and 
Acquisitions 

• Remain Entrepreneurial 

• Preference to licence 

• Favour existence of one model 

7 
5 
 

6 
3 

12 

 

4.5.1. Perspectives on innovation  

The perspectives of participants on innovation were focussed on the incremental 

development of current BMs as core to SI.  Ten participants identified innovation with 

incremental approaches that improve internal processes, as a conclusive finding.  

Participant P7 summarised this assertion as follows: 

  ‘Innovation, I suppose is to do the same thing differently and new in a better way.’ 

Only three participants alluded to radical or disruptive approaches targeting new 

avenues, with focus remaining with the financial and internal process benefits of the 

traditional BM. Participant P9 put it as follows:   

‘It’s taking something that we’ve seen done a number of times in a certain way and 

completely changing how we’re doing it.’ 

These perceptions formed the basis of discussions regarding the implementation and 

use of BMs, DCs and technologies. In order to probe this further, concepts and 
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themes were derived that further investigated the relationship between these 

perceptions and their application with BMs, DCs and technological application.  

4.5.2. BMI and Technology’s Role in Innovation 

Based on their understanding of innovation presented in 4.5.1, participants were 

asked to highlight the role that technology played in BMI. The following concepts and 

themes provided a lens on how participants’ viewed technology from a BM and SI 

perspective. 

Twelve participants acknowledged that technology retained a level of importance in 

SI. This provided important insight into the perceived future role of technology in 

traditional BMs. Consensus amongst participants could be summarised by using an 

extract from the interview with participant P6. The extract indicates that technology 

was not necessarily perceived as innovation although it could lead to innovation and 

was becoming more prevalent in SI development. 

‘Not necessarily but it can be, yes… technology is what’s gonna drive my business and 

it’s gonna make me more efficient and, you know, reduce my costs etc.’  

Significantly, ten participants recognised the benefits of technology from an internal 

resource and capabilities perspective, rather than being a driver of BMI. 

This seems to align with the favoured incremental perceptions on innovation as set 

out in 4.5.1. P13 provided an example of this perception and the focus on internal 

process.  

 ‘Technology, is not necessarily people driven but any initiative that we can do that 

will make the kind of things that I’m doing now more efficient in the process of 

running a business.’  

In line with the perspective above, three participants stipulated that developing 

technological solutions incrementally would benefit the current BM. Another three 

participants preferred to license software developed by external companies. P12 

presented the rationale for internal development, as follows:  

‘When it gets to things like CRM’s and other people generally buy them off the shelf… 

they don’t really work properly.’ 
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The preferred approach therefore seems to favour the use of technological tools and 

software, with traditional models’ success being critical. This resonated with all 

participants and therefore indicated a significant finding.  

As part of the rationale for this approach, it was found that seven participants 

indicated uncertainty, unwillingness and rigidity towards technological and radical 

development. These perceptions are summarised by P6 who alluded to the industry 

adopting a protectionist approach: 

‘Just because the real estate industry is a very traditional market... And what happens 

is that they are definitely concerned with anything that maybe changes the way that 

they do business.’ 

Further to the above analysis, five participants spoke of the potential for technology 

to innovate internal process, by speaking of the “certainty” and “uncertainty”. 

“Certain” processes relate to information and data collection deemed to be in the 

domain of technological development. “Uncertain” elements refer to the human 

interaction, trust and emotion, as expressed and illustrated by P8 below: 

‘From listing to running appointments to giving feedback to the various tactics. Skills 

we use to negotiate. It is impossible for an app to implement that. That’s why I think 

it might take over a fair margin of the market. I can’t dispute because there are really 

“certain” things.’ 

Understanding the participant’s perspectives on BMI and technology, the discussion 

areas further progressed to determine the availability and importance of DCs. 

4.5.3. Dynamic Capabilities and innovation structures  

Finding practical examples and instances of DCs being used in BMI proved 

challenging. Four participants highlighted some form of sensing abilities by being able 

to sense the change in consumer needs and technological adaption that would 

require change to traditional models. The ability to seize was limited with three 

participants indicating that despite sensing opportunities or threats, existing models 

were given preference over seizing opportunity or reacting to threat. This indicated 

a limited view on transforming current resources to perform in accordance with the 

changing environment.  
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Twelve participants (92%) demonstrated sensing capabilities regarding consumer’s 

needs, affordability and reliance on technological change in property developments. 

P3 expresses this sentiment as indicated below:  

‘They’re happy to rent for a year and then maybe move on. So, we’ve identified that 

a while back. And what we’ve already been doing is starting a big rental segment 

within our business.’  

Incremental development being prevalent, two participants with transactional focus 

demonstrated the shifting of their BMs. This was done with the objective of 

reconfiguring resources to limit costs in line with consumer affordability issues. They 

did this by:  

• reducing commission percentages;  

• bundling consumer costs; or  

• charging fixed fees rather commission.  

Two other participants in the management and development segment used 

technology to improve consumption costs and improved security. Apart from these 

participants, there was minimal data indicating how other participants were able to 

use DCs and resources to transform BMs as well as being able to react to opportunity 

or threat, especially in consideration of technological development.  

Furthering the view to determine how DCs enable the adjustment of resources to 

react to threats, ten participants identified the threat of encroachment of their 

competing space by other industries. With 77% of the total sample identifying the 

conclusive finding, P11 summarised this point by indicating the ability to sense 

change, yet difficulty in adapting to the threat of encroachment in a volatile market 

using DCs: 

‘Private property (online advertising service), had the agreement with FNB (financial 

institute) to distribute the leads to FNB. Suddenly we, who pay Private property to list 

their property had their properties pushed to FNB where FNB was then pushing a self-

sale/private sale function.’ 

By understanding the views of participants regarding DCs, the discussions were 

furthered to understand how organisations integrated learning through alliances or 

partnerships, or integrating new BMs. 
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4.5.4. Perspectives on Partnerships  

Regarding the above insights and perspectives, understanding the views on 

partnerships and structural adjustment was deemed important not only to 

determine the level of knowledge regarding strategically aligning with a new BM or 

organisation, but also the extent that learning was used to create and enhance 

development of DCs. 
 

Five participants indicated that acquiring or merging with another organisation was 

the preferred method of partnering with new organisations, with a preference for a 

strategy that retained traditional BMs and structures. Six participants preferred to 

invest in their entrepreneurial structures rather than merging with a larger or smaller 

organisation. 

Seven participants preferred not to partner with technology development 

organisations, with three of these participants indicating a preference to licence 

software. Three participants indicated that they preferred to develop software 

themselves by hiring internal software developers, or outsourcing development. 

None of these participants identified value in creating an alternative income or BM. 

Participant P12 indicated that it would diminish traditional BM competitive 

advantage.  

Twelve participants favoured the existence of one BM, with the exclusion of 

concurrent models or business units. This leads to a conclusive finding of the lack of 

depth in BM integration. The sentiment was expressed by P12 as follows: 

‘So, I’m not certain that the marriage of technology and transactional would occur 

as two distinct things that you can merge together.’ 

The understanding regarding the SI perspectives, were then furthered by assessing 

the strengths and weaknesses in the current BMs, as assessed in the second research 

objective. 

4.6. Property Industry 

The following insights are presented in respect of the second research objective 

relating to the residential property industry as derived from the concepts set out in 

table 3. 
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Table 3: Key Insights and Concepts - Second Research Objective 
Objectives Sub-Questions Concepts and Themes Frequency 

 
 
 
 
 

Property Industry 

What are the strengths 
and limitations of 
traditional BMs? 

 

• Emotion, Behaviour 
and Trust 

• Expertise 

• Negative Stigma 

10 
 

10 
9 

How have consumer 
needs changed? 

 

• Traditional 
Consumers 

• Millennials complex 
needs 

• Consumers needs 
changing 

• Affordability 

• Millennials needs not 
fully understood 

6 
 

12 
 

9 
 

7 
6 

 

4.6.1. Traditional Models Strengths  

A significant portion of the sample (eleven participants) identified strengths of the 

traditional models that required attention when deciding to innovate or defend 

current models. 
 

Ten participants referred to the expertise gained through traditional models which 

led to trust and the development of localised knowledge. P11 summarised this insight 

as follows: 

‘I will sit with our agents, they have tremendous knowledge and input that they don’t 

even know they have because they’ve been there, and they’ve spoken to all the 

owners over last 20 years. They know what the houses sold for. They’re reselling that 

same house.’ 

P8 summarised the importance of trust and the ability to read emotional cues to 

develop ongoing relationships with consumers: 

 
‘Consistently being in the area. People know about you. You know X is a pretty easy-

going guy, but he likes chatting. So, I’ll put 2 hours aside and go and meet X on Friday. 

Maybe will have some wine with him at his house and I’ll chat to X. An app cannot 

do that.’ 

 

P11 expanded on this point by indicating the importance of trust with regards to the 

traditional model and as a barrier to digital innovation. This could provide a link to 

the perspectives of participants in 5.2.1, expressed as follows 
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‘I don’t think we’ll ever replace trust with technology.’ 

 
The above reliance on trust, brand and reputation were seen as competencies 

beyond technological capabilities being reliant rather on human involvement. 

Participants however identified certain challenges facing the traditional model as 

discussed below. 

 

4.6.2. Traditional Model Challenges  

All participants identified a variety of challenges that directly impacted on their BM, 

or through changing environments and circumstances. 

 

4.6.2.1. Stigma and Perceptions 

A conclusive finding saw nine participants indicating that the traditional broker had 

a negative stigma associated to the profession.  P8 spoke of consumer perceptions 

not appreciating the professionalism as with other industries. 

‘Look I haven’t studied for 5 or 6 years… but at the end of the day I am a professional 

in this line of work. So why do you wanna employ a professional to tell me what to 

do?’ 

This insight conflicted with the trust and reputation in 4.6.1 which was seen as a 

strength, which provides a threat of alternative solutions. 

 

4.6.2.2. Changing Consumer Needs 

Eight participants felt that traditional consumers were less likely to give-up reliance 

on traditional organisations. A conclusive finding however indicated that nine 

participants (69%) acknowledged changing consumer needs and how they impacted 

on their BMs, with emphasis on millennials and affordability playing an important 

role in the industry. 

A relative portion of the sample (seven) highlighted that millennials were more 

attuned to technological developments, requiring a need to include technology and 

connectivity in residences. Expanding on this thinking, a significantly twelve 

participants indicated that millennial’s specific needs required a change in thinking. 

Specific examples refer to the need for freedom of movement (six participants) and 

instant gratification (five participants), as indicated by P10: 
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‘They’ve got instant gratification. They want to be on the phone and rent from the 

phone and it doesn’t work like that. It takes too long.’ 

Six participants indicated a lack of appreciation for the full spectrum of millennial’s  

needs. P13 indicated that current thinking had not been attributed to the different 

market segments. 

‘It’s only perhaps a small part of the world population that feels and experience 

things that way... At the base of the pyramid nothing much has changed.’ 

In order to address diminishing affordability, five of the seven participants (71%) 

whose BM focusses on property development highlighted a change in property 

developments to high-density small unit developments, with smaller or no amenities 

(such as gardens), as stipulated by P5: 

‘The high-density stuff is the way it’s gonna have to go... Affordability. Ability to repay 

bonds. Ability to rent.’ 

This conclusive finding correlates with the impact that global and local economic 

pressures have on consumer affordability as identified by seven participants (all 

participants focussed on developments). This has resulted in the increase in the cost 

of living leading to consumers electing to rent rather than purchase. This sentiment 

was expressed by P7 as follows:  

‘Electricity is going up by 13 %. So, it’s gone up a lot quicker than income has gone 

up. So that cost of accommodation has increased.’ 

The key insights were then used to analyse the perspectives on Proptech 

developments in relations to the BM being adopted, as assessed in the third research 

objective. 

4.7. Protech Developments and Potential 

The following insights are presented in respect of the third research objective relating 

to potential for Proptech developments as derived from the concepts set out in table 

4. 
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Table 4: Key Insights and Concepts - Third Research Objective 

Objectives Sub-Questions Concepts and Themes Frequency 

 
 
 
 
 
 
 
 

Proptech 
 

What are the potential 
benefits flowing from 

Proptech? 

• Radical potential 
limited by challenges 

• Potential for Change 

10 
 

10 

How can REF 
developments improve 

transactions? 
 

• Pricing and Process as 
a REF target 

• Simplify Regulation 

• Disbelief that system 
could manage the 
process 

11 
 

10 
10 

 

How can SRE 
developments innovate 

property development and 
management? 

 

• Management and 
Facilities 

• Green energy 

• Supply Chain focus 

• Centralised system 

8 
 

7 
6 
8 

How can SE developments 
innovate property use? 

 

• Short Term Leasing  

• House Sharing Models 

2 
1 

 

4.7.1. Process simplification in REF 

Ten participants (77%) highlighted the potential for real estate technology to 

simplify, speed up and reduce costs associated with transactions. These participants 

identified benefits with simplifying the process by being able to manage the entire 

transactions value chain, or portions thereof, in one platform. The process would 

require integration with consumers to lead to transparency. This is indicated by P11 

as beneficial to the consumer.  

‘So, when I’m in the dark I’m really scared. And if you can make it more transparent 

… it should be much less stressful and much easier.’ 

In an isolated example, P11 expanded on this point by indicating that there was an 

advantage to an organisation able to develop such a system: 

‘And hence why I think this is a winner takes all opportunity. If you can crack the nut 

and build a platform and you’ve got spikes that just plug into it.’ 

In accordance with this potential, ten participants indicated that regulation around 

property transactions prohibited the growth of the industry. A significant portion of 

the sample welcomed innovation and speed to the transactions and property 

development processes. The importance of such development was expressed by P6 
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who discussed how technology BMI could lead to industry growth and property 

development.  

‘Everything in our business is time. Now if you could shorten that, I mean it’s huge… 

it would catapult the economy.’ 

However, significantly ten participants indicated that they did not believe that it is 

possible to create a system that would manage the entire property transaction. The 

preferred approach would be to develop speed and simplification of current BM 

(incremental approach consistent with 4.5.1 and 4.5.2) targeting portions of the 

value chain. This insight correlated with the need for trust, emotions (4.6.1) negating 

the ability to entirely cut out middlemen as indicated by eight participants. 

 

4.7.2. Centralisation and Costs in SRE 

Eight participants (100% of the participants focussing on management and 

development) referred to the benefits that SRE would play in the management of 

utilities (seven participants), security (six participants), and property management 

functions (eight participants). 

 
Seven participants indicated that incorporating green and sustainable technology 

was important to manage green energy technology and measure the usage of water, 

electricity and other utilities more effectively. Three participants however referred 

to consumer affordability in that increasing the price to account for this technology 

would not justify spending more, despite the on-going and long-term benefits. This 

sentiment was expressed by P1 as follows: 

‘You’re looking at an extra 10% on a million rand. So, guys are stretching themselves 

from an affordability point of view. And I find that innovation and smart homes is 

generally focused to your R3,000,000 homes and up’ 

Despite the slow innovation in the industry, six participants spoke of the potential for 

various technological developments to innovate a portion of the supply chain. These 

participants spoke of the complexities that multiple software, managing different 

parts of the process, had on management with each system having its own process 

and administration (e.g. accounting, facilities etc.). P7 expresses this by indicating the 

difficulties with a portion of the rental process: 
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‘An application pack… goes to head office where someone then does a credit vetting 

process. If it’s approved, you get a proforma invoice and a lease printed. The guy 

must come, and he must sign the lease and then he gets given a copy of the lease… 

It’s all paper based.’ 

A conclusive finding sees eight participants (62%) indicating that a centralised system 

managing the entire process was beneficial to the challenge of administrating 

multiple tools and processes whilst being able to include new technologies focussing 

on improving property management. This tool would theoretically house and 

administer the different functions and provide a single area for users and consumers 

to administer certain functions and have oversight of the process.  

 

4.7.3. SE largely ignored 

Shared economy received scant attention in the discussion with limited knowledge 

over its applicability to the residential segment. Scattered examples of short-term 

leasing and house sharing (15 and 7% of the total sample respectively) were 

provided. P13 indicated that there had not been a dedicated sharing model, despite 

seeing the need for sharing linked to affordability 

‘What I haven’t seen is family sharing if they don’t have to. So you’ll see families 

sharing where they can’t afford to.’ 

4.8. Conclusion  

The analysis revealed key insights that centred around the perception of SI, BM and 

technology. These perceptions favoured incremental innovation which influenced 

the role that technology and DCs development were perceived and explained. This 

insight was surprising and important as it provided the basis for insights regarding 

property industry models, and perceptions on Proptech development. 

Limitations and strengths were presented from the traditional property industry 

models, furthering the understanding regarding those factors that were deemed to 

be beyond the scope of technological development.  

Chapter five will seek to discuss and interpret the key findings, followed by an 

assessment regarding the similarities and conflicts with the literature reviewed in 

Chapter two.  
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CHAPTER 5: ANALYSIS OF THEORY AND FINDINGS  

5.1 Introduction 

Chapter four presented the key findings from data analysed from the fieldwork.  This 

Chapter discusses the findings in comparison with the literature reviewed in Chapter 

two which will be conducted in relation to the research objectives. The reader is 

reminded that this study is focussed on SI as its core module and as such the results 

will extensively represent the findings in relation to this focus.  

5.2 Strategic Innovation 

The following findings will be discussed in relation to theory and data collected 

relating to the first research objective. Table 5 presents how the concepts in Chapter 

four informed the key insights relevant to the first research objective. 

5.2.1 Different forms of strategic innovation - Limited Perspectives 

One of the most important and surprising finding was indicated in 4.5.1 which 

considered the participants perspective’s regarding SI. The findings indicated that a 

significant portion of participants viewed innovation as incremental development 

targeting the improvement of internal resources, and as a once off event for the 

immediate financial gain of the traditional model. These perspectives were 

connected to the way participants answered questions relating to implementation 

through technology (4.5.1), BMI (4.5.2) and partnerships (4.5.4). This will be further 

discussed below in 5.2.2 and 5.2.3. In general, the findings indicated a lack of depth 

and understanding regarding the full spectrum that SI offers in its implementation.  

Limited examples or views on radical and disruptive innovation indicated a lack of 

understanding and appreciation regarding the various ways in which SI could be 

adopted. The views of participants failed to consider the varieties of strategies that 

could be used to strategically implement innovation holistically as discussed in 2.1 by 

O’Sullivan and Dooley (2009), Smith et al. (2008) and Tidd and Bessant (2013).  
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Table 5: Key Insights - First Research Objective 
Key Insights Concepts Frequency and sample 

representation 

Limited Perspectives 
on Innovation 

• Incremental Innovation 

• Radical and Disruptive 
Innovation 

• 10 – 76% 

• 3   – 23% 

Innovation and 
technology to benefit 
internal processes and 
traditional BM 

• Technology benefits internal 
processes 

• Technology important for SI 

• Developing Technology 
Solutions 

• Unwilling or uncertain to 
implement change 

• 10 – 76% 
 

• 12 – 92% 

• 3   – 23% 
 

• 7 – 54% 
 

DCs limited to sensing 
change 

• Sensing Changing technology 
and consumer needs 

• Favouring current BM 

• Reactions to consumer 
affordability 

• Sensing encroachment 

• 12 – 92% 
 

• 12 – 92% 

• 4 – 30% 
 

• 10 – 77% 

Traditional methods of 
mergers and 
acquisitions preferred 

• Partnership with smaller firm 

• Traditional Mergers and 
Acquisitions 

• Remain Entrepreneurial and 
in-house technology 

• Preference to licence 

• Favour existence of one 
model 

• 7 – 54% 

• 5 – 38% 
 

• 6 – 46% 
 

• 3 – 23% 

• 12 – 92% 

Although organisations are not obliged to adopt different types of innovation on a 

strategic level as provided for by Charitou and Markides (2003) and Johnson et al. 

(2008) in 2.1.3, there needs to be an appreciation for the role that innovation plays 

in strategy.  

Alternative interpretation to the findings could indicate that organisations prefer 

investing in current BMs, or do not feel that the current BMs are under threat. In 

2.1.3, Charitou and Markides (2003) and Johnson et al. (2008) indicated that in such 

instances, organisations need to be assured that the changing environment does not 

impact their market segment, or that the investment would be enough to defend the 

encroachment. The perception provided seems to relate to an unwillingness or 

uncertainty to innovate (4.5.4), rather than a preference in investing in current 

structures.  
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The findings are significant as they supplement and confirm research by Baum (2017), 

Cherry and Pidgeon (2018) and Stanley (2018) as discussed in 2.3. Their research 

indicates that the property industry was slow to develop and react to the changing 

environment growing through the technological developments in the property 

industry. Baum (2017) indicates that self-interested professionals prevent 

development, whereas the findings supplement this assertion in indicating limited 

knowledge regarding the basic SI concepts and theories as part of the reason why 

professionals do not pursue SI.  

5.2.2 Technology, BMI and DCs to promote traditional BM 

The perceptions indicated in 5.2.1 were carried through by participants when 

discussing the ambit of technological development, BMI and the existence and 

development of DCs.  

The views of Participants expressed in 4.5.2 favoured an incremental approach that 

focussed on technological development and innovation for the benefit of current 

BMs. Even where participants indicated that radical BMI was used, its purpose was 

to internally improve the traditional BM.  

With links to the findings in 5.2.1, literature indicates that whilst this positioning was 

not incorrect, the options afforded through SI seemed to be missed. In 2.1 O’Sullivan 

and Dooley (2009) indicate that an organisation could adopt an incremental 

approach that favoured internal resource development. However, options to 

incorporate radical and disruptive innovation to enable additional potential for value 

capture remained. There seemed to be minimal desire or understanding regarding 

the potential to implement this approach. This correlated with a lack of appreciation 

for the role that innovation could have on transforming a BM. Rather than deliberate 

positioning to incrementally innovate for traditional model purposes, the 

perspectives and strategies seemed to be based more on a lack of appreciation for 

the wider elements discussed in 2.1, which supports the findings of 5.2.1. 

Correlation with this view was found in determining the role that technology played 

in innovation, with focus being on developing capabilities for internal use. This was 

consistent with perceptions discussed in 5.2.1 and 4.5.1, limiting the potential to lead 
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to continuous innovation or an alternative source of income. Participants relied 

mostly on BMI, rather than on technology to provide the means to innovate. The bulk 

of the focus was to derive benefits to current structures. Few radical examples were 

provided where technology and BMI were used to target consumer affordability. 

Focus, however, remained for the benefit of the traditional BM as indicated in 4.2.1. 

Although these approaches coincide with literature, Charitou & Markides (2003) and 

Teece (2018a) also provided a foundation for technology to progress BMI and scan 

for disruption and radical innovation as discussed in 2.1.2. Despite participants 

acknowledging that technology would play an increasingly important role in 

innovation as indicated in 4.5.2, the broader perspectives were not appreciated in 

that technology (as with innovation) could be implemented in various methods.  

Assessing the DCs in 4.5.3, the internal focus of participants on incremental 

innovation seemed to influence their views on resources and capabilities. Focus 

seemed to be on creating and sustaining VRIN resources, owing more to the RBV in 

strategy (2.1.2) rather than the development of DCs that can scan for changing 

market dynamics, or enabling the development of the BM as indicated in 4.5.3. 

Participants were able to identify certain pertinent issues impacting the industry (as 

discussed in 2.2. and 4.6.2) indicating good scanning capabilities. However limited 

examples indicated how resources would be transformed to react to the identified 

opportunities and threats as expressed in 4.6.2.2 and 4.5.3. Furthermore, while 

participants identified the increased volatility of the industry, they either lacked the 

appreciation or understanding of the role that DCV could assist with transforming 

resources to react in such environments as discussed by 2.1.2 by authors such as 

Eisenhardt & Martin (2000), Lin & Wu (2014), and Teece (2007).  

The significance of these findings concurs with Ciulli & Kolk (2019) and Chesbrough 

(2010) who identified a need to understand the impact of the BM to drive innovation 

in technology. The finding adds to the current research by establishing a link between 

perceptions on innovation and its impact on technological and BMI, leading to a lack 

of appreciation required to create and develop DCs that attribute to BMI.  
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5.2.3 How to incorporate SI?  

Key findings discussed above and in 4.5.4 indicated that where mergers or 

acquisitions were performed or preferred, structures were for the benefit of the 

current model. This correlates with the findings in 4.5.1 and 4.5.2 as discussed in 

5.2.1 and 5.2.2. As a result, new organisations and their new BMs would need to 

accede to those structures in an alliance.  

As with perspectives on SI in 4.5.1, there seemed to be limited understanding 

regarding the different forms of partnerships, which could encapsulate different 

strategic intent. This point is significant as it expands on point 5.2.1 in that a limited 

view on partnerships with “new” organisations stifles the potential to develop new 

capabilities and BMs as indicated in 4.5.2. Traditional organisations did not 

appreciate the existence of concurrent models or units that could derive an 

alternative source of profit.  

Authors such as Bugshan (2015), Charitou and Markides (2003), Davilla and Epstein 

(2014), Markides (2006), and Hacklin et al. (2018) in 2.1.3 indicated the benefits of 

partnering with entrepreneurial or digital companies, alluding to the establishment 

of concurrent and conflicting BMs, units or creation of a new BM (Davilla & Epstein, 

2014; Johnson et al., 2008; Markides, 2006).  This perspective therefore prevents the 

organisation from identifying more radical and disruptive potential that could be 

achieved from means of partnership that seek to more appropriately encapsulate a 

new BM or unit. 

Alternative perspectives see organisations defending their boundaries by limiting 

their scope to property related functions, whilst leaving technological development 

up to other organisations could be interpreted. Organisations have also identified the 

complexities in the property process (4.3.1) as a deterrent for discovery exercises, 

electing to avoid costly development and capitalise on start-up organisation’s 

resource constraints by either imitating or partnering, as described by (Teece, 

2018b). Considering the limited perspectives in 5.2.1, it is however less likely that 

organisations would adopt purposeful positioning of this nature.  
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5.3 Property Industry  

The following findings will be presented in accordance with the literature and data 

relating to the second research objective. Table 6 presents how the concepts in 

Chapter four informed the key insights relevant to the second research objective. 

Table 6: Key Insights - Second Research Objective 
 

Key Insights Concepts Frequency and sample 
representation 

Strengths and Weaknesses in 
current BMs 

• Emotion, Behaviour 
and Trust 

• Expertise 

• Negative Stigma 

• 10 – 77% 

• 10 – 77% 

• 9 – 69% 

Changing environment 
impacting on traditional BMs 

• Traditional Consumers 

• Millennials complex 
needs 

• Consumers needs 
changing 

• Affordability 

• Millennials needs not 
fully understood 

• 6 – 46% 

• 12 – 92% 

• 9 – 69% 

• 7 – 54% 

• 6 – 46% 

 

5.3.1 Changing needs impacting traditional models  

Participants identified the changing landscape from a consumer and macroeconomic 

perspective highlighting traditional and millennial’s changing needs and affinities to 

technology as discussed in 4.6.2.2. The findings posit affordability as a major threat 

to the industry. With the ages first time homeowners progressing, consumers are less 

likely to be rooted in one premises. This complicated the existence of long-term 

leases as core to the traditional management model described in 2.2.2.  

Despite the examples of sensing abilities regarding these issues, the reaction from 

participants as to how they are pivoting to cater to these needs remained unclear. 

This provided a link between perception highlighted in 5.2.1 and application of BM 

and DCs in 5.2.2 which limits movement to cater to these needs. Emphasis is placed 

on relying on those human and emotional needs to strengthen the traditional models 

as indicated in 4.6.1, or as a barrier to innovation.  
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The findings concur with 5.2.2 in that the ability of DCs (4.5.3) to react and seize 

technological development opportunities seems absent. Participants presented 

limited examples on how capabilities were used to transform and develop BMs, with 

affordability being the main driver of BMI.  

This finding is significant as it echoes and supplements Baum (2017), Cherry and 

Pidgeon (2018) and Lip Sean and Teck Hong (2014) (as discussed in 2.3) in that the 

industry required adaption to these needs as traditional modes of development, 

management and transacting were not adequately catered to changing consumer 

needs.   

In addition, the analysis suggests that the needs of millennials must be analysed with 

caution. Participants raised the pertinent issue in 4.6.2.2 of the different needs of 

less affluent members of society and those of privileged ones including the social and 

cultural ambitions that lead to the desire for some form of ownership, rather than 

purely short-term ownership or rental solutions. Although the changing needs of 

millennials are evident as expressed by Baum (2017), Majid et al. (2019) and 

Schiavone et al. (2019), a wider perspective is needed to understanding the millennial 

needs of  underprivileged and poorer members of society. 

5.4 Proptech Developments 

The following findings will be presented in accordance with the literature and data 

relating to the third research objective. Table 7 presents how the concepts in Chapter 

four informed the key insights relevant to the third research objective. 

5.4.1 Mixed reaction to Proptech developments  
 

Commonalities across the different discussions regarding Proptech solutions were 

derived from the context that benefit must be for the traditional models, consistent 

with insights derived from 5.2.1 and 5.2.2, such as improving speed and efficiency as 

indicated in 4.7.1 and 4.7.2. This perspective regarding technology’s potential to 

develop and innovate the property industry was limited.  

Radical examples discussed in 2.3 (e.g. advanced technology to by-pass regulators) 

were not noted or deemed impossible to accomplish (as expressed in 4.7).  
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Table 7: Key Insights - Third Research Objective 

Key Insights Concepts Frequency and 
sample 

representation 

Proptech to benefit 
existing models 

• Radical potential limited by 
challenges 

• Potential for Change 

• 10 – 77% 
 

• 10 – 77% 

REF to simplify process 
and reduce costs 

• Pricing and Process as a REF 
target 

• Simplify Regulation 

• Disbelief that system could 
manage the process 

• 11 – 85% 
 

• 10 – 77% 

• 10 – 77% 
 

Centralising 
management and 
efficient property use 

• Management and Facilities 

• Green energy 

• Supply Chain focus 

• Centralised system 

• 8 – 62% 

• 7 – 77% 

• 6 – 46% 

• 8 – 62% 

Limited view on SE • Short Term Leasing  

• House Sharing Models  

• 2 – 15% 

• 1 – 8% 

 

Part of the rationale behind this seems to be based on the conviction that certain 

processes in the value chain cannot be by-passed or automated, with a reliance on 

the personal nature (presented in 4.6.2) of the current BMs being beyond the ambit 

of technological disruption. Centralising the transaction (4.7.1) and management 

process (4.7.2) were highlighted as desirable from a REF and SRE perspective, as they 

would provide benefit to the organisations from an internal perspective. This 

confirms and supplements the findings of Baum (2017), who previously indicated 

that traditional organisations in the property industry were intentionally or 

unintentionally resistant to innovation. This opposition could be expanded to include 

instances where innovation had the potential to lead to their partial or complete 

redundancy. 

The findings however present opportunity to an organisation that could cater to the 

needs for centralisation, speed and simplification, that enables the integration of 

multiple different software platforms. With traditional organisations still retaining 

much of the market share, the possibilities of a new entrant catering to this need as 

an entry point was supported by a vast majority of participants. Views on BMI, tech 

and DCs (5.1.2) and partnerships (5.1.3) alluded to the traditional organisations being 

unwilling or unable to pursue this avenue, and rather waited for another entity to 

provide the means to cater to this need. This is consistent with the traditional 
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organisations’ preference to licence software or retain one BM for internal benefit 

(4.5.2). Traditional organisations could lose out on opportunity, whilst threat of 

encroachment might diminish their competitive advantage. 

The limited perspectives on SE presented in 4.7.3 indicate a restricted view on the 

potential to cater to changing needs, correlating with limited focus on DCV discussed 

in 5.2.2. With the basis of SE indicated in 2.3.1.3 being premised on the developing 

needs of millennials (e.g. freedom of movement, in 2.2.1 and 2.2.2) the lack of focus 

on this segment provides a practical example relating to the sensing abilities, 

followed by poor seizing and transforming capabilities to grow models to cater to a 

new way of residence.  

Alternative perspectives indicate that affordability (in 4.6.2.2) and possibility 

(reducing complexities as discussed in 4.7.1 and 4.7.2) are major deterrents that 

prevent the Proptech horizontals from innovating the industry. In certain instances, 

processes or people cannot be easily by-passed, leading innovation to be ineffective 

with the rationale perceived to be premised on experience held through the 

traditional model. These difficulties were noted by Baum  (2017) as potential barriers 

to innovation and reasons why the industry had developed slowly. 

5.5 Conclusion 

As indicated in Chapter four, the perspectives on innovation are seen to correlate 

with the findings presented in each research objective. With the different 

perspectives evident, tying the discussion between the different research objective 

derived an interesting correlation between the perspectives and the examples 

provided. With exceptions, findings strongly presented the key insight that the lack 

of appreciation for SI, its concepts and theories (BMI and DCV), impacts on the way 

in which traditional models are structured, leading to purposeful and unintentional 

resistance impacting on potential Proptech developments, and influenced by macro-

economic pressures.  

 Chapter six will follow by providing a conclusion to the findings related to the 

research objectives.  
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CHAPTER 6: CONCLUSIONS AND RECOMMENDATIONS 

6.1. Introduction 

The results of this research were discussed in chapter five of this report. These were 

linked to the theory and literature reviewed in chapter two of this report. This 

Chapter concludes the discussion by highlighting the main arguments from the 

findings and also to provide recommendations.   

6.2. Conclusions - Key Findings to the Study 

In order to highlight the relevance and importance of the findings, for ease of 

reference, the reader is reminded of the objectives of this research and the research 

questions presented in table 8 below. These guided the data collection which led to 

the results of the study. 

Table 8: Research Objectives and Questions 
Research Objectives Research Questions 

Determine the key characteristics of SI and how 

these relate to the creation and development of 

BMs and DCs.  

 

What factors and trends enable or limit 

strategic innovation? 

Current barriers and opportunities within the 

residential property industry, Johannesburg, RSA. 

 

What barriers and opportunities exist within 

the residential property industry that limits 

or enables strategic innovation and 

differentiation? 

Proptech developments that may target 

opportunities.    

What Proptech developments can lead to 

the SI of the residential property market to 

gain a competitive advantage? 

The conclusions will be presented in accordance with the research objectives as set 

out below. 

6.2.1. Strategic Innovation 

Table 9 below highlights the key findings and concepts related to the research 

questions and sub-questions in respect of the first research objective. 

  



53 | P a g e  
 

Table 9: Strategic Innovation Concepts and Findings 
Sub-Questions Concepts and Themes Key Findings 

What is innovation? 
 

• Incremental Innovation 

• Radical and Disruptive 
Innovation 

• Limited 
Perspectives on 
Innovation 

What is technology’s 
role in BMI? 

 

• Technology benefits 
internal processes 

• Technology important for 
SI 

• Developing Technology 
Solutions 

• Licensing Software 

• Unwilling or uncertain to 
implement change 

• Innovation and 
technology to 
benefit internal 
processes and 
traditional BM 

How are DCs 
developed and used? 

 

• Sensing Changing 
technology and consumer 
needs 

• Favouring current BM 

• Reactions to consumer 
affordability 

• Sensing encroachment 

• Traditional 
methods of 
mergers and 
acquisitions 
preferred 

How are partnerships 
formed? 

• Partnership with smaller 
firm 

• Traditional Mergers and 
Acquisitions 

• Remain Entrepreneurial 

• Preference to licence 

• Favour existence of one 
model 

• DCs limited to 
sensing change 

The most important finding of the study in respect of the first research objective was 

the lack of depth regarding the potential for innovation to impact businesses and 

change the way traditional models worked. This myopic view seems to have 

impacted strategic decision making, with participants largely focussing on 

incremental benefits that improve internal resources and capabilities.  

Further to the focus on traditional BMs, there seemed to be reliance on the RBV 

rather than on development of DCs with little to indicate how these attribute towards 

the reconfiguration and transformation of resources to react to volatile markets. 

With focus being on the traditional model benefit, the potential to improve offerings 

and ability to innovate through partnerships, dissimilar to traditional modes of 

acquisitions and mergers, participants demonstrated unwillingness or ignorance on 

the way in which new BMs or units could benefit the short and long term strategy of 

an organisation. 
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6.2.2. Property Industry 

Table 10 below highlights the key findings and concepts related to the research 

questions and sub-questions in respect of the second research objective. 

Table 10: Property Industry Concepts and Findings 

Sub-Questions Concepts and Themes Key Findings 

What are the strengths and 
limitations of traditional 

BMs? 
 

• Emotion, Behaviour 
and Trust 

• Expertise 

• Negative Stigma 
 

• Strengths and 
Weaknesses in 
current BMs 

How have consumer needs 
changed? 

 

• Traditional 
Consumers 

• Millennials complex 
needs 

• Consumers needs 
changing 

• Affordability 

• Millennials needs 
not fully understood 

• Changing 
environment 
impacting on 
traditional BMs 

 

The key insights to the study highlight adequate sensing abilities regarding changing 

consumer needs. The changing environment is altering the way affordability, 

transactions, property use, and user needs are perceived. 

Examples of how participants were reacting to these changes were, however, scarce, 

indicating a level of unwillingness and uncertainty to implement SI and DCs to 

transform the traditional BMs.  

6.2.3. Proptech 

Table 11 below highlights the key findings and concepts related to the research 

questions and sub-questions in respect of the third research objective.  

The mindset presented in the first two research objectives found roots in the way in 

which Proptech was perceived and implemented. This directly related to the third 

research objective. 
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Table 11: Proptech Concepts and Findings 

Sub-Questions Concepts and Themes Key Findings 

What are the potential 
benefits flowing from 

Proptech? 

• Radical potential 
limited by challenges 

• Potential for Change 

• Proptech to 
benefit existing 
models 

How can REF 
developments improve 

transactions? 
 

• Pricing and Process as 
a REF target 

• Simplify Regulation 

• Disbelief that system 
could manage the 
process 

• REF to simplify 
process and 
reduce costs 

How can SRE 
developments innovate 
property development 

and management? 
 

• Management and 
Facilities 

• Green energy 

• Supply Chain focus 

• Centralised system 

• Centralising 
management and 
efficient property 
use 

How can SRE 
developments innovate 
property development 

and management? 

• Short Term Leasing 

• House Sharing Model 

• Limited view on 
SE 

 

Examples provided focussed on using technology to improve the speed and 

efficiencies of the traditional model. This was aimed at benefiting the bottom line. 

There was no indication of a separate spin-off to grow a new model (e.g. licencing 

developed software).  

Suggestions and interests regarding Proptech’s application centred around the 

potential benefit for traditional models, with centralisation, reducing costs and 

simplifying processes key to development.  

6.3. Recommendations 

Based on the findings, the following recommendations are provided as potential 

response from the industry to the research problems identified, and the objective 

investigated above. Recommendations will be presented in accordance with each 

research objective. 

6.3.1. Strategic Innovation 

The following recommendations are provided in relation to the first research 

objective. 
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6.3.1.1. Improve knowledge in SI capabilities 

One of the most important recommendations is that industry players should improve 

their understanding and implementation regarding the theories and concepts 

relating to SI. With technology adapting environments, organisations should identify 

the way to supplement technology with BMs and develop capabilities to identify and 

utilise the benefits of technology and incorporate technologically skilled people 

through alliances as discussed above.  

Alternatively, if innovation is not desired, the industry needs to embark on investing 

in the traditional model strengths, whilst building sensing and seizing capabilities that 

sense changing environments, innovative BMs or technology with disruptive 

potential in order to react to these threats or seize opportunities.  

6.3.1.2. Instil DCs and BMI though new skills or partnerships 

Organisations should ensure that DCs are being developed, preferably through 

alliances. Although these capabilities are difficult to pinpoint, the theory identifies 

the ability to sense change and react to it. Regardless of the model or method, an 

organisation must identify the need to adjust to change, with DCs able to progress 

the existing focus on RBV. 

6.3.2. Property Industry 

The following recommendations are provided in relation to the second research 

objective. 

6.3.2.1. Improve on strengths and combat weaknesses 

Participants identified challenges with the changing needs, and perceptions of the 

industry (negative stigma). These challenges need to be addressed from an internal 

perspective as the threat diminishes competitive value but provide opportunity for 

substitute services or methods. The assumption that expertise, behaviour and 

emotion cannot be by-passed by technology, may lead to disruptive competitors 

finding a way to by-pass what is deemed to be the major barrier to innovation in the 

industry. Rather, organisations should invest in promoting these skills, whilst 
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scanning for alternatives to either incorporate or bar from disrupting in conjunction 

with recommendations in 6.3.1. 

6.3.2.2. Understand the changing millennial and affordability needs 

As a future consumer, it is important to sense millennial needs and understand how 

to seize the opportunity and react to this development. It is recommended that the 

industry provides a thorough assessment of the changing needs and how this will 

impact traditional BMs. This recommendation correlates with the affordability issues 

that are adjusting decisions to purchase, in favour of renting. Understanding this is 

imperative from a transactions, management and development point of view, and 

BM must be adjusted to react to this changing need.  

6.3.3. Proptech 

The following recommendations are provided in relation to the third research 

objective. 

6.3.3.1. Industry to provide solutions to major challenges  

Participants identified examples of technology that could potentially assist in 

developing current processes. These include: 

• Centralised systems that can assist with the management of complex processes 

while allowing for “plug-ins” to incorporate new technology, applying to both 

management and transactions.  

• Improved management with green energy reducing cost of use, and improved 

management of utilities leading to better measurement and billing regarding 

water and electricity. Using advanced software to perform more advanced 

reporting on properties that include customers and service providers (e.g. 

plumbers) in the process.  

Participants further identified certain radical designs that would benefit the industry 

and the economy. It is recommended that the industry identifies ways in which to 

provide solutions to the following challenges.  



58 | P a g e  
 

• Industry wide pressure on the slow registration processes could provide solutions 

and speed up transactions by working with government departments. However, 

this recommendation would require an interest from government institutions to 

innovate as well to provide a real solution. 

6.3.3.2. Building DCs and skills to scan and react to volatile industry 

More radical perspectives could breed greater desire to innovate. Organisations 

identified radical potential, however, the means to capture this potential seemed 

inadequate based on this limited view. Building the DCs to sense and improve the 

understanding around Proptech may allow an organisation to innovate the BM, with 

or without technology. An official forum and provider of this service could improve 

the knowledge regarding Proptech and advanced technology such as the 4IR 

technologies. 

6.4. Limitations 

Having concluded the findings of the study, certain limitations have been noted that 

could have affected both the data collection and analysis.  

The sample contained diverse focusses (i.e. transactions, management and 

development) that could be further explored. Conducting research on a case unit 

representing one of these verticals to gain in depth understanding regarding the 

challenges and opportunities presented by each sub-segment could further 

supplement the discussion areas raised in this study.  

Based on the strategic nature of the discussions and resistance to disclose 

information, the study is limited by the amount of information being presented, 

which could provide further depth in answering the research questions.  

6.5. Further Research 

The researcher has noted certain areas where further study could enhance current 

literature.  

Findings can be by targeting a case unit of technologically focussed or new BMs 

seeking to innovate the industry.  
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The assessment of customer needs can provide a lens on what consumers want and 

need and how this differs with the perceptions of traditional and new organisations.  

Focus on the advanced technologies can provide a future direction of Proptech with 

examples of how AI and blockchain (etc.) impact the way in which technology affects 

traditional and new BMs.  
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CHAPTER 7: PERSONAL REFLECTION 

7.1. Introduction 

As a conclusion to this study, this final chapter seeks to highlight the personal 

learnings and developments experienced by the researcher in respect of the personal 

development objectives, while noting areas for further development. The personal 

learnings can be segregated into two main areas, namely, the context of the study 

referring to the research objectives and the importance of SI and Proptech in the 

property industry; and the skills developed as a novice qualitative researcher. 

7.2. Personal Learnings – Research Context 

The study provided insights into an interesting industry that expanded the 

researcher’s property knowledge to assess the importance of SI in a slowly 

developing context. Much of the researcher’s prior knowledge related to the 

property industry processes and offerings. However, the study provided a new 

perspective on how traditional modes of operating prohibit or clash with SI. Although 

the researcher had been following the development of technology and Proptech over 

the past few years, it was only through this study that a connection between 

Proptech and Property through SI was made.  

In understanding this important concept, the researcher was able to review literature 

that vastly improved the researcher’s knowledge regarding the potential that SI 

offers and how it encapsulates technology, without which technological 

implementation cannot be deemed strategic. With innovation and strategy 

constantly being developed, the researcher aims to improve his knowledge in this 

field, whilst providing the link to benefits in Proptech and property.  

Following the completion of the study, the researcher hopes to further his studies in 

this field and will need to continue expanding knowledge in the property industry 

and Proptech developments.  
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7.3. Personal Learnings – Qualitative Research 

One of the researcher’s objectives was to gain experience in qualitative research with 

the aim of furthering these skills in future. In order to reflect on the learnings at the 

end of the study, the researcher kept a journal which documented how the 

researcher improved his understanding regarding the methodologies, and skills 

needed to complete the study, which noted areas needed for further improvement. 

Improving on the ability to write discursively is central to a dissertation which 

requires the acknowledgement of different standpoints that influence the rhetoric of 

a study. Being a novice at the discursive approach, the researcher found it challenging 

to adjust previous habits to adapt to this style of writing, which has been much 

improved since the start of the study but can be further improved in the process of 

furthering studies in this area.  

Handwritten extracts have been included in the Appendix, with selected passages 

presented in electronic format below to illustrate examples of the learnings and 

extracts as presented in Table 12. 

The appreciation of the different research methodologies provides an understanding 

as to how different approaches and methods can be used to analyse and study a 

research problem, with different philosophical assumptions allowing the researcher 

to analyse an issue from a different perspective. The appreciation of these nuances 

has allowed the researcher to learn from the multiple approaches and gain a deeper 

understanding into the possibilities that different forms of qualitative study enable a 

researcher to adopt. This is an important learning for the researcher with aspirations 

of further and more in-depth research. 

Understanding the method of data collection and the specific strategies used to 

collect data proved to be far more complex and interesting than originally thought. 

With multiple schools of thought regarding different strategies from the way the 

participant is greeted, to the way questions are asked can steer and at times skew 

data.  
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Table 12: Selected Journal Extracts 

Date Extract 

13 March 2019  

 

Qualitative approach is explained well by Creswell. Collecting Data 

and using inductive analysis. The report must reflect the voice of the 

participants. Start with broader assumptions to provide a lens from 

the analysis.  

8 May 2019  

 

I feel more confident in my interviewing abilities and have adopted a 

few techniques:  

1. Coaching – mimicking body language 

2. Psychologist – sitting back with gentle nodding 

Concentrating on body language can become distracting.  

Listening skills have improved. Sometimes I want to jump in but need 

to take a back seat and follow the conversation. 

12 May 2019 

 

Drafting language is important and need to integrate and combine 

the different perspectives. Absolute statements must be avoided, 

rather use phrasing such as “it seems like the authors”. 

22 June 2019 

 

Some notes learnt for discursive writing: Different to argumentative, 

reliable and unbiased, but not completely objective. Refrain from 

using stereotypes and generalisation. Main body must remain 

unprejudiced and emotions must be saved for conclusion. 

 

The researcher noted perceived weaknesses in each interview and attempted to 

improve with each new participant. The nervousness and novelty of the first couple 

of interviews wore off, and interviewing skills improved drastically. Different 

techniques however could still be improved on, with two learnings for the future 

applying to being more objective and probing further for more information.  

7.4. Conclusion 

Important to the learning was not only the completion of the study itself, but using 

the skills and techniques learnt during the MBA programme at Henley Business 

School to strategize around an effective plan, and use knowledge gained to prepare 

and execute the research and presentation needed to conclude this journey. By 

improving the skills needed to become a more effective qualitative researcher, the 

researcher hopes to add to this literature and findings of this study.  
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APPENDIX 

Table 13: Glossary 

  

Technology Description 

Apartheid Previous legal regime that ensured that South Africans rights were 

restricted based on racial segregation. 

Artificial 

Intelligence 

Creation of intelligence that enables machines or algorithms to act and 

react like humans (Demirkan et al., 2016).  

Conveyancer  Attorneys that are responsible for drafting and managing the legal 

requirements for a sale between buyer and seller. 

Blockchain “Nodes in the blockchain agree on an ordered set of blocks, each 

containing multiple transactions… viewed as a log of ordered 

transactions.” (Dinh et al., 2018).  

Big Data Analytics Process of extracting, understanding and aggregating large quantities of 

data. (Manyika et al., 2011) 

Deeds Office Governmental institution that retains title deeds and home ownership 

records, and effects transfer of property between buyer and seller. 

IoT Devices that enable “sensing and actuating devices (with) the ability to 

share information across platforms through a unified framework” (Sethi 

et al., 2019 1-2) 

ICT – Information 

and 

Communication 

Technologies  

“ICT refers to technologies that provide access to information 

through telecommunications. It is similar to Information Technology (IT), 

but focuses primarily on communication technologies” (“ICT Definition,” 

2010) 

Machine Learning By using artificial intelligence and big data, machine learning uses its 

intelligence and data to learn (Huddleston and Brown, 2018).  

Robotics Creation of robots that are programmed to complete tasks, and can 

include AI to develop learning capabilities (Johnson, 2017).  

Transactions  

Virtual Reality The creation of a 3D  world that a viewer can view without physically 

presence (World Economic Forum, 2017). 

https://techterms.com/definition/telecommunications
https://techterms.com/definition/it
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Table 14: Transaction fees and costs 
Third Party Transaction Fee Sale Rent Owner Seeker 

Real Estate 

Agent 

Commission of up to 7.8% on a sale 

(payable on transfer) (Steynberg, 2015), 

and 7.5% for the full duration of a lease 

agreement (payable on signature of 

agreement) (Knight, 2014) 

✓ ✓ ✓  

Real Estate 

Agent / 

Management 

Company 

Management Fee – 2-3% of monthly 

rental received (Knight, 2014) 

 ✓ ✓  

Financial 

Institution 

Loan Application – raising fees, monthly 

interest and on-going relationship up to 

30 years with monthly instalments 

(Writer, 2018) 

✓   ✓ 

Financial 

Institution 

Bond cancellation fees (The Law Society 

of South Africa, 2017) 

✓  ✓  

Conveyancers  Legal fees for transfer subject to property 

value (Figure xx to the Appendix) (The 

Law Society of South Africa, 2017) 

✓   ✓ 

Council  Registering a new account with the local 

municipality (The Law Society of South 

Africa, 2017).  

✓ ✓ ✓ ✓ 
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Lodge 

Advise transferring 

attorneys ready to lodge 
Advise transferring 

attorneys ready to lodge 

Lodge transfer documents 

Lodge bond documents Lodge consent to cancel 

bond 

Deeds Office 

Register 
Advise bank to pay 

guarantees 
Bank presents guarantee for 

payment 

Present guarantee for payment, and pay 

commission 

Municipality 

Obtain clearance certificates  

Signed agreements 

sent to bank 

Estate agent 

Seller’s Bank 
Purchaser’s Bank 

Sale agreement 

signed 

Copy of agreement supplied 

Instruct

s 

Request 

cancellation 

figure 
Transferring 

Attorney 
Approves bond and instructs 

Sends Draft Deeds and 

guarantee requirements Sends title deed and cancellation 

figures 

Instruc

ts 

Cancellation 

Attorney 

Receiver of 

Revenue 

Pay transfer duty 

Consent to cancellation 

signed 
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Sends 

guarantee 

to cover 

Seller’s 

bond 
Bond Attorney 

Seller’s bank to cancel 

bond and balance 

guarantee to transfer 

attorney 
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Documents signed, 

costs paid by purchaser, 

rates paid by seller 

Figure 5: Sale process 

Adapted from Otto Krause attorneys (2014) and Mgiba and Chinomona, (2018) 
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Tenant non-payment 

Estate agent 

Listing Marketed 

Lessor instructs estate agent 

Based on Lessor criteria and 

Agent suggestions 

Tenants Vetted 

Screening tenant’s credit and 

criminal record 

Lease Agreement 

Concluded 

Price negotiation completed - commission 

Tenancy 

Commencement  

Premises repaired to standard 

Management 

Billing and lessee 

management 

Maintenance 

performed 

periodically 

Facilities 

Legal Proceedings 

and eviction Lease Renewal 

Price negotiation completed - 

commission 
Lease Agreement 

terminates 

Expiring Lease 

Figure 6: Leasing Process 
 

Source: based on Kerr (2015) and Mnasri (2015) 
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Table 15: Interview Questionnaire with Aims and Objectives 
  

No. Questions Aim  Research Obj. Questions  

      3 2 1 Core Semi 

1 

Tell me a little about yourself and 
background? What does your 
organisation do? 

Ice Breaker N/A N/A N/A N/A N/A 

Explain the topic and objectives      

2 

How would you describe 
innovation?  

Understand the 
perspective on innovation 

    x x   

3 

Would you agree that the 
property sector has been 
developing slowly technological 
innovation?  And if so why? 
Maybe get 1 or two examples 

Gauge the reaction to the 
statement - and if they 
acknowledge that there is 
a problem 

  x x   x 

4 

IF YES: Based on the above, would 
you agree or disagree with the 
statement that the next major 
industry to be disrupted is the 
Property industry?  

Determine whether the 
participants understand 
potential of growth and 
what their stance is on 
innovation  

x   x x   

5 

The fourth industrial revolution 
talks about AI, Machine learning, 
IoT, connected life. In your 
opinion, how will these 
developments influence property 
in the coming years? And from a 
South African perspective 

Foresight into the future 
development 

x   x   x 

6 

What barriers in the industry/or 
organisation do you believe are 
blocking or could block 
technological developments and if 
so, can you provide examples?  

Identify whether they can 
determine what is blocking 
development - leadership 
management, people 

  x x x   

7 

Innovation spans across different 
industries and reinvents business 
models. With financial institutions 
trying to integrate into the 
property industry, what 
dangers/opportunities can this 
possess to current operating 
model? How can you react to this 
threat? 

Identify the sensing 
abilities and industry 
congruence, follow up with 
seizing and transforming 
identification 

    x x   
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8 

How would the "rise of robotic 
agent" impact the current 
business practices? Have you 
thought of ways and means in 
which this could be integrated or 
reacted towards? Would the idea 
of a "robot" deter you and does 
human interaction play a part in 
your business? 

Based on the above, 
structure this question 
according to views on 
innovation and technology 

x   x   x 

9 

Have you had experience in 
driving an innovative solution in 
an organisation? If so, what was 
the outcome?  

Identify how and why 
innovation has been 
implemented before 

    x   x 

10 

The future of property is 
highlighted as the development of 
smart home tech, real estate 
fintech and shared economy? 
Have you heard of these?  If so, 
what are your feelings? Are these 
developments threats or 
opportunities 

Introduction to the 
Proptech horizontals and 
sensing abilities  

      x   

11 

The millennial is the next biggest 
consumer with baby boomers 
making their way out. Have you 
assessed the needs of these 
millennials? And if so, what do 
you believe they are looking for in 
property? Is it more of the same, 
rentals, sales or something else? 
and how have you geared up to 
react accordingly? 

Testing DCs within the 
changing dynamics within 
the industry 

x   x x   

12 

Industry 4.0 talks about placing 
the consumer at the centre of 
innovation. In other words using 
them to come up with strategies 
to innovate. Do you have 
processes in place that analyse 
consumer needs? 

Identifying how technology 
and BM/BMI are linked 

  x x   x 

13 

Does the influence of external 
regulators impact the innovation 
of the market? E.g. with deeds 
office playing a vital role, 
conveyancing involvement etc. 
does this lead to slow 
development of the industry? 

Identifying the challenges 
within the industry 

x x x x   

14 

Based on your experience, what 
would the residential property 
market of the future look like to 
you? 

Testing sensing abilities but 
also links with perspectives 
on innovation by identifying 
how innovation can 
progress the industry. 

  x x x   

15 

Do you have processes in place to 
determine whether an 
opportunity arises that can be 

How is technology sensed 
and integrated 

    x   x 
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capitalised through technology or 
other innovation? 

16 

And how do you assess and 
measure success/failure? Profit? 
Otherwise 

Is the BMI or technology 
focussed on bringing 
financial benefit or is it 
more holistic 

    x   x 

17 

Baum indicates that the success of 
Proptech will only be deemed 
successful if releases the asset 
class and industry which 
surrounds it from its limits. Can 
changes be made that 
fundamentally change aspects of 
trade, or will limitations still cause 
barriers to development? 

Gauging wider perspectives 
on the challenges and 
possibilities that can target 
these challenges 

x x x   x 

18 

There is a focus on developing 
property. Where before agents 
and property people were eyeing 
this industry for development, 
now we have technology people. 
How do you think this changes the 
way the game is played? 

Benefit and threat that 
technological focus brings to 
the industry 

      x   

19 

How do you feel about partnering 
with a technology company to 
implement a potential property 
strategy? 

Gauging partnership 
appetite 

      x   

20 

Dynamic capabilities are seen to 
be a major asset of an innovation 
strategy. Having the ability to 
sense, seize and transform 
capabilities allows organisations 
to gain access to opportunities. In 
your experience which capabilities 
would you describe as dynamic? 

If the DC based questions do 
not provide certain insight, 
this can be used as a direct 
question to gauge response 

      x   

21 

From a property management 
perspective, are there any 
innovative requirements you 
believe are needed? Examples  

how can SRE and SE impact 
the industry 

x x     x 

22 

From an agency perspective, do 
you agree that the agency model 
is outdated? And why would you 
say that? 

How is REF impacting on the 
agency model 

x x     x 

23 

Industries (e.g. insurance) have 
seen the entrance of new 
competitors where barriers to 
entry previously prevented this 
from affecting existing 
competitors. Would you perceive 
there to be any similarities in 
property? 

How is technology being 
used to target the industry 

x x x   x 

24 

What can you tell me about SE 
and is there anything that your 
business model is doing to cater to 
this? 

Gauge interest and 
reactions regarding the SE 
developments 

x     x   
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Figure D: Raw Data Extract – Interview 

Identities have been removed from sample 

INTERVIEW TRANSCRIPTION 
 

Name of interviewee: Participant 7 
Title 

(B) Date of interview: 16 May 2019 

Name of interviewer: Elias (A) Duration: 00:58:46,46 

A Thank very much X for meeting.  Can you just start off with describing to me a bit of your background?  
What is it your company does?   

B Personal background or company background? 
A Personal and company. 
B Ok.  So I studied BSC Building Science 100 years ago.  I’ve always been involved in property 

investment, property development.  In the last 15 years or so really into residential property 
investments.  And then lately also more into property management, residential property 
management.  Then I joined X when they were just starting out.  X was more out of [indistinct] 
properties to focus on residential [pause] rental residential properties only.  We listed in June 2015 
as the first focused rental residential income fund in South Africa, Reit; real estate investment trust.  
It’s still the only focused rental residential on the main board of the [indistinct].  And there are a couple 
of other listed companies that has exposure to residential but big exposure to residential, but they 
mix funds.  [Indistinct] SA corporate.  We’re the only focused [pause] it only does residential.  We’ve 
built up a nice portfolio in a short time.  So it was a rapid growth after the 3 years after listing.  2015 
to 2018 was hectic.  We’ve now got 9 930 [pause] we might just touch 10 000 units in a month or so.  
So it’s a big growth from [pause].  I think we listed 3 600 units.  [Indistinct].  So it was rapid growth.  
It comes with its own issues and problems but ja, it’s been a rough ride.   

A A fun one. 
B Most of the time fun.  The last year or so has been difficult.  The environment has changed a lot in 

the last 18 months.  More in the last year.  The economic environment [pause] the trading 
environment has worsened.  It has become really difficult.  Our customers, our tenants are under 
pressure.  There’s a lot of new supply on board.  So competition is really strong for the same tenants.  
So the last year has been tough.  And also not [indistinct].  The last big transactions we did in end of 
2017.  It was the last big transaction we did.  Is that enough of a background. 

A Ja, that’s perfect.  So you guys focus on rentals.  So you purchase and you rent out if I understand 
correctly.   

B We’re long term investors in South African property.  We don’t really buy and sell.  We don’t trade in 
properties.  We buy it to keep for the long term.  We’re now starting to sell a couple of the buildings 
that we’ve bought as part of bigger portfolios but it doesn’t really fit in the portfolio.  But you know 
you get a package deal and you buy the whole lot.  Starting to sell some of those that didn’t really fit.  
But it’s not a question of buying to sell for a profit.  It’s an income fund so the main driver is rent 
income. It’s not quick capital gain.   

A Awesome.  So just to give you a short background around my study.  I’m looking at what’s called 
Proptech.  I don’t know if you’ve heard that phrase being thrown around, property technology.  And 
the potential for it to assist or disrupt or innovate in the residential market in Johannesburg.  So 
seeing as that’s one of the focuses, I won’t be asking you too many technology questions but just as 
a general basis what is innovation to you?   

B Innovation I suppose is to do the same thing differently and new in a better way. 
A So the reason why Proptech has come about is that there’s this literature saying that property industry 

is developing very slowly in terms of technology.  Do you agree with that statement?   
B Ja, I suppose it is a long term game, property.  And I think in some ways there has been some 

innovation.  Some use of technology.  But in a lot of ways it’s still the old way of doing things.  There 
are probably a lot of reasons for it but it’s probably right.  I mean it doesn’t develop as quickly as say 
technology in cars or in a lot of other areas.  There’s been [pause] you think back 10 years there’s a 
lot that happened in that 10 years.  If I think about access control.  Access control [pause] biometric 
access control has become almost a norm now.  It used to be a lot more card [pause] access card 
systems.  Access control technology has come a long way.  The property management system that’s 
been used has come a long way.  Using apps in operations.  We’ve sommer [pause] quick app 
developed inhouse to report the conditions of the building.  To rate them as high priority, medium 
priority and low priority.  And all of that’s app based.  So the use of cellphones in operations and for 
tenants and how they interact with the building and with our customers, 10 years ago cellphones 
were hardly around or smart phones were hardly around.  It was a luxury to have a smart phone.  
Now everyone’s got a smart phone.  I think there’s some [pause] there’s limited use.  It can be used 

Figure 7: Raw Data Interview Transcript 
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a lot more.  But there has been to access control, those sorts of apps.  Property management 
systems.  Solar power and the use of solar power in the buildings which is quite a clever ways of 
using solar power without the tenant even knowing whether it’s using Eskom or solar power.  That 
sort of technology.  Wi-Fi and connectivity in the buildings have become more and more of something 
that tenants demand.  So that’s been rolled out I think substantially.  Almost across the board.  That’s 
only probably in the last maybe 2 years that it really got going.  What else is there?  Ja, that’s about 
the main big things I can think of.  Access control.  Security.  Cameras.  A lot of cameras have been 
rolled out over the last 5 years maybe.  That’s what I can think of now.   

A I don’t know your structure yet.  Do you guys outsource real estate agents to run that all from inside 
your structures?   

B We’ve got a small head office team.  High level head office team.  Asset manager and the executive 
directors.  We outsource the entire function from marketing the units to renting to the tenants, filling 
the units.  Looking after the building.  Collecting the rent.  The whole process is outsourced.  But 
we’re involved with them.  We’re very interactive [indistinct].  It’s not a hands off sort of approach.  
We’re really involved.  They also [pause] they connect on to our reporting system.  We use MDA and 
they connect onto our system.  So we can draw reports at any time.  We use about 6 different property 
managers for different areas and different specialties.   

A Ok.  So you’ve got the integration between the 2 that you use.  Do you see any potential opportunities 
for technology to move into the space of this now estate agents and almost make them absolute?  
Especially in the rental side of things.   

B Ja look, that’s also moved [pause] it changed a lot over the last 10 years or so.  It used to be [pause].  
When I got into residential rental was rental.  The main way of advertising was a board on the building.  
So people walking past.  That and word of mouth.  Those were the 2 main ways of marketing.  Ads 
in the paper and things like that didn’t really [pause] even leaflets didn’t really attract.  Mainly it was 
put up a board on the building, that’s the way they marketed it.  Now a days the number 1 way of 
marketing is social media.  Advertising on line.  Private property.  Gumtree.  All of those.  Property 
24.  Those types of sites are the main way of advertising for rental units.  Even in the affordable 
marketing.  Second to that is word of mouth.  And then bill boards and other stuff.  But it’s over taken 
the physical advertising.  Sorry what was your question?  It was about is there more ways that 
technology can help.  I think that we are really limited in how we think about using apps.  There’s a 
lot more ways of using it.  But as you said earlier maybe a little bit slow to react.  And also the other 
way is it’s still driven a lot by the whole process of getting a tenant signed up.  Some agents are more 
[pause] using technology more than others.  So you talk about an estate agent [pause] I don’t like to 
talk about estate agents in our business because it has this connotation of you give it someone and 
they give you 1 cheque at the end of the month.  That’s not what we do.  Us as outsource property 
managers we interact with them a lot.  But the difference between a tenant applying and filling in a 
piece of paper [pause] you know giving lot’s paper.  ID and pays lips and things in a pack, an 
application pack.  It goes to head office where someone then does a credit vetting process.  If it’s 
approved you get a proforma invoice and a lease printed.  The guy must come and he must sign the 
lease and then he gets given a copy of the lease.  You know its all paper based.  That can improve 
a lot.  That whole process can be improved a lot.  It’s partly because property managers is a bit slow 
to change.  There are all sorts of regulatory things.  We have to keep copies of leases and things are 
what tenants not know.  You know for someone to apply on an app or on a tablet or something is 
gonna be weird for our customers in the affordable end of the market.  But I think that will be easier.  
I think we underestimate people’s use of smart phones and things.  So it can be improved a lot on 
that side of it.  And then just basic asset management or facilities management things that we’re 
really not moved with the times.   
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Figure 8: Transcript Coding Exercise Sample with Participant 6 and 10 
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   Figure 9: Code and Frequency Sample 
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Figure 10: Code and Frequency Organised into Concepts Sample 
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Figure 11: Sample Grouping Exercise 
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Figure 12: Sample Linking Quotations to Questions 
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Figure 13: Linking Categories, Concepts and Codes to Quotations Sample 
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Dear X 

Thank you for taking my call and for agreeing to meet with me. As discussed, I am an MBA student at 

Henley Business School South Africa, and I am completing a dissertation on the opportunity for 

property technology developments in residential property in Johannesburg. My interest in property 

has led me to investigate this topic and determine future possibilities for innovation in the industry.  

Please see below brief description regarding the topic of discussion. 

Topic: Property Technology (Proptech) as an innovator to the residential property industry in 

Johannesburg, South Africa  

Description: with finance and insurance experiencing technological disruption, how can technological 

developments influence the future of property (residential) in South Africa with a focus of 

Johannesburg. 

Scope: determine ways in which competitive advantage can be gained through the integration of 

Proptech and technological innovation. 

In addition, please see attached the consent form which you will be required to complete, sign and 

send to me via email or physically when we have our meeting. The information sheet contains more 

details regarding the research objectives. Could you also kindly confirm the address for the meeting 

to be held at your offices? 

I have also sent you a provisional meeting invite to be held at your place of business. Please let me 

know if you wish to change the date to another time or day 

Thank you for your consideration and taking time out of your day to participate in the research. 

 

Yours Faithfully, 

 

Elias Panagiotopoulos 

  

Figure 14: Sample Email and Consent Form 
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Information Sheet: Research Project – Proptech Innovation in the Residential Property Sector 

Johannesburg, South Africa 

The objective of this research project is to learn more about how organisations and leaders within 

residential property organisations view property technology (Proptech) as a potential innovator to the 

industry within Johannesburg, South Africa. The intention of the study is to determine what barriers 

are currently prohibiting the technological development of the industry, and how feedback can assist 

in contributing to existing theory around potential strategies for Proptech application to create 

competitive advantage within the industry. 

This research forms part of my Flexible MBA qualification at Henley Business School, South Africa.  

Part of the research involves interviewing Managers and Leaders at established organisations and for 

this reason I would like to invite you to participate in the interview process regarding the research 

proposal. 

If you agree, you will be asked to participate in an interview for 45-60 minutes. 

During the interview I will ask you questions on the challenges facing the property industry, barriers 

to technological developments and potential for advancement of technology as a competitive 

advantage. 

With your permission, I would be required to record the interview and take observational notes for 

analysis at a later stage.  

At every stage your identity will remain confidential. Your name, identifying information and company 

information will not be included in the research project. 

A copy of the complete summary of the report will be available upon your request. 

The project has been subject to ethical review in accordance with the procedures specified the 

University of Reading Research Ethics Committee and has been given the necessary permissions to 

proceed. Should any information change the nature of this ethical consideration, you will be notified 

accordingly.  

If you have any further information regarding the contents described above, whether relevant to the 

research questions or any procedural aspects, kindly do not hesitate in contacting me or my 

supervisor. 

Thank you for your time and consideration. 

Elias Panagiotopoulos 

0726953718 

Student Number: 25025230 

Email: elias@naracento.co.za – student email: e.panagiotopoulos@programme-member.henley.com 

Supervisor: Dr Bill Ryan - Bill.Ryan@henley.reading.ac.uk  

 

 

 

 

 

mailto:elias@naracento.co.za
mailto:e.panagiotopoulos@programme-member.henley.com
mailto:Bill.Ryan@henley.reading.ac.uk
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Signature of researcher  

I believe the participant is giving informed consent to participate 

in this study  

  

------------------------------------------   -----/-----------------/2019  

Signature of researcher                 Date 

 

Proptech Innovation in the Residential Property Sector Johannesburg, South Africa 

Consent to take part in research  

  

• I………………………………………………… voluntarily agree to participate in this research study.  

• I understand that I will not be paid for my participation. 

• I understand that even if I agree to participate now, I can withdraw at any time or refuse to answer 

any question without any consequences of any kind.  

• I understand that I can withdraw permission to use data from my interview within two weeks 

after the interview, in which case the material will be deleted.  

• I have had the purpose and nature of the study explained to me in writing and I have had the 

opportunity to ask questions about the study.  

• I understand that the details of the participation have been set out on the information sheet 

which I have read and understood.  

• I understand that I will not benefit directly from participating in this research.  

• I agree to my interview being audio-recorded. The interview will last approximately 45-60 

minutes. Notes will be written during the interview. If I don't want to be taped, I will not be able 

to participate in the study. 

• I understand that all information I provide for this study will be treated confidentially.  

• I understand that in any report on the results of this research my identity will remain anonymous. 

This will be done by changing my name and disguising any details of my interview which may 

reveal my identity or the identity of people I speak about.   

• I understand that disguised extracts from my interview may be quoted. 

• I understand that if I inform the researcher that myself or someone else is at risk of harm they 

may have to report this to the relevant authorities - they will discuss this with me first but may 

be required to report with or without my permission.   

• I understand that signed consent forms and original audio recordings will be retained. 

• I understand that this research study has been reviewed and approved by the Henley Business 

School and the University of Reading for research problems or questions regarding the Proptech 

Innovation in the Residential Property Sector Johannesburg, South Africa. 

• I understand that I am entitled to access the information I have provided at any time while it is in 

storage as specified above.  

• I understand that I am free to contact any of the people involved in the research to seek further 

clarification and information.  

• I have read and understand the explanation provided to me.  

• I have had all my questions answered to my satisfaction, and I voluntarily agree to participate in 

this study.    

• I have been given a copy of this consent form. 

  

Elias Panagiotopoulos 

MBA Candidate 

Student Number: 25025230 

Contact details: elias@naracento.co.za – 0726953718 

 

Signature of research participant  

  

-----------------------------------------   -----/-----------------/2019  

Signature of participant                Date  

mailto:elias@naracento.co.za
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Figure 15: Selected Extracts from Research Journal 

 
 


