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How we turned
Pacific valuation
expertise into
a search-driven
authority platform
The Benavente Group's appraisers hold both MAI and SRA designations

and have signed defensible valuations across six Pacific regions since

2017. That expertise was known to the attorneys and lenders who

already used them, and almost invisible to everyone else. A five-page

platform and a content engine now rank the firm for the technical

vocabulary its buyers actually search.

WEB DESIGN DEVELOPMENT SEO ARCHITECTURE CONTENT STRATEGY

9.92K
Search impressions in 60+
days

9 of 14
Ranking queries are
educational valuation terms

5 of 10
Highest-click pages are blog
articles

61
Pages indexed, up from 54;
exclusions down 13 → 11
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Authority and visibility

PERIOD

60+ days to 10 Sep 2026

THE CLIENT

The highest credentials
in the profession,
known only to people
who already knew them
The Benavente Group LLC is a Honolulu-based commercial real estate

appraisal and consulting firm serving Hawai‘i, Guam, Saipan, the

Marshall Islands and the wider Pacific. Its MAI- and SRA-designated

appraisers deliver valuations, litigation support and market analysis

for attorneys, lenders, developers and government agencies.

The work is technical, high-stakes and often contested in court:

eminent domain, arbitration support, portfolio analysis, market

studies, Yellow Book appraisals for federal contractors, expert witness
work. None of that translated into digital presence.

Five asset classes, five real photographs from the firm's own assignment archive. No stock

imagery.

THE CHALLENGE

Expertise that could not be found
Commercial appraisal is a trust purchase with no trial period. An attorney
choosing an expert witness, a lender ordering a workout appraisal and an agency

commissioning a Yellow Book valuation are all making decisions where the

wrong choice is expensive. They shop on credibility, not price, and they type the

vocabulary of the work into Google when they are mid-problem: external

obsolescence, percentage rent, fee interest, quick take. The core commercial

terms still matter and stay in play. The technical vocabulary was the open

ground.

Real estate appraisal

Property appraisal

Real estate appraisers

MAI appraisal

Commercial appraisal

Litigation support

Feasibility analysis

Attorneys

Need litigation defensibility and

an expert whose analysis
survives cross-examination.

Lenders

Need speed and USPAP

compliance for workout, REO,
foreclosure and construction

loan appraisals.

Developers

Need market feasibility,

saturation and ROI answers
before they acquire an asset.

Government agencies

Need Yellow Book competence

and right-of-way valuation they
can defend.

WHAT WE BUILT

01 / 06

Five pages, each carrying one burden of proof
A professional-services buyer asks the same questions in the same order: can

they do this work, are they credible, have they done it before, do they understand

my problem, how do I reach them discreetly. The architecture gives one of those

questions to each page instead of asking the homepage to answer all five.

Homepage
CAN THEY DO THIS WORK?

About
MAI and SRA on every profile

Portfolio
11 filterable categories

Blog
Definition-led guides

Contact
3 fields, confidential

ARE THEY CREDIBLE? HAVE THEY DONE THIS? DO THEY GET MY PROBLEM? HOW DO I REACH THEM?

02 / 06

Credentials before sales language
MAI and SRA designations sit in the hero, beside every name

on the team page and again in the coverage copy. In expert-

witness work the individual appraiser is the product.

Opposing counsel will research the person who signed the

report, so that person had to be findable and verifiable.

MAI SRA Fernando Benavente Brian S. Goto

Randolph K. Flores

03 / 06

Proof of range, in the
firm's own photography
Breadth of asset experience is how appraisal competence is

judged. The portfolio is organised the way a buyer thinks, by

what they own. A hotel owner filters to Hotel & Hospitality. A

pension adviser filters to Office. Each filter quietly answers

“have you valued something like mine before”.

Agriculture CBD Hotel & Hospitality Industrial

Luxury Residential Multi-Family Office Residential Developments

Retail Special Use Vacant / Development Land
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Coverage, named
jurisdiction by jurisdiction
“Pacific coverage” means nothing until the jurisdictions are

named. Six tiles cover the City and County of Honolulu, Maui

County, Hawai‘i County, Kauai County, Guam and Saipan, and

the wider Pacific, each with its own aerial photography. A
mainland firm can hold the same designations and still

cannot credibly value a Saipan hotel or an agricultural parcel

on Hawai‘i Island. The place names also put the search signal

into body copy.
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A discreet path to contact
Professional buyers convert on confidentiality and

responsiveness, not urgency. The enquiry form has three

fields and states that every enquiry is treated with strict

confidentiality. The full Pauahi Tower address, direct phone,

email, business hours in HST, the five service regions and an

embedded map sit beside it, because a firm has to look

physically real before anyone writes to it.

06 / 06

A knowledge system, not a blog
Every article follows one formula: “What Is [technical term]? A

Guide for Hawai‘i [named professional audience]”. Each post

targets a definition query, a specific buyer and a jurisdiction at

once. Only a practitioner can write it convincingly, and every

term explained is a permanent new entry point.

Lender &
distressed

Workout, REO, foreclosure and construction loan

appraisals

Litigation &
eminent domain

Quick take, right of way, expert witness disclosure

Government &
federal

Yellow Book appraisal for agencies and federal
contractors

Developer &
investor

ROI analysis and market saturation

Valuation
fundamentals

Obsolescence, percentage rent, fee interest, assessed

vs market value

Weekly report: performance and indexing.

Top ranked queries, tagged by intent.

Crawl stats: 1,530 requests at 100 ms.

WHAT'S NEXT

The site ranks. Next,
measure what it converts.
Weekly Search Console reporting continues, covering performance,

indexing, crawl health, ranked queries and top pages. The next

measurements are form submissions by source page, enquiry quality

by audience segment, per-article impressions and position, and click-

through rate after title and meta rewrites.

WHAT THIS PROJECT NEEDED

UX strategy Website design Development SEO architecture

Content architecture Weekly reporting

QUESTIONS

Asked before every professional-services website project

Why does an appraisal firm need a content engine and not only a website? –
In a referral-driven profession, the firms that also rank capture the demand that

has no referral to follow. Attorneys, lenders, developers and agencies search

technical terms mid-problem, before they know who to call. Definition-led guides

let the firm answer at that moment, in the buyer's own vocabulary.

How does a specialist firm rank without only chasing broad terms? +

Can a professional-services site use anonymous client quotes? +

Does your website have
to communicate expertise
before it can sell anything?
We build websites for professional-services firms whose

credentials are their product, and turn the vocabulary of

their profession into a search asset.

START A CONVERSATION

DOWNLOAD THE FULL 48-PAGE BREAKDOWN
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