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By Rachel Williams

While San Francisco is historically 
known for its quaint trolleys and 
Victorian architecture, the tech 
boom has taken over this historic 

city with companies like Twitter, Uber, and FitBit 
now calling it home. Nestled in right alongside 
them is an up-and-coming real estate tech 
company that is making its mark in the housing 
industry—HouseCanary.

Founded in 2014 by Jeremy Sicklick, who acts as CEO, and Chris 
Stroud, who acts as Chief of Research, HouseCanary is high-tech, 
fast-paced, and young—Stroud is a millennial after all. 

When you ask Sicklick and Stroud what HouseCanary aims to 
achieve, the answer is a simple one: help people—from homeowners, 
to those in the industry such as appraisers, real estate agents, lend-
ers, and investors—make better real estate decisions. Underlying this 
simplicity is a comprehensive data set that aggregates thousands of 
elements and sources to allow the company’s team of PhD statisticians 

TURNING 
KNOWLEDGE 

INTO 
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How A San Francisco Tech Company is 
Changing the Way Mortgage Lenders Use, 

and Act On, Housing Stats
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and data scientists to provide the 
latest in machine learning, predic-
tive analytics, and technological 
products for its clients.

The Problem

For the majority of Americans, 
a home will be the largest 

investment of their life. And to 
determine the importance of 
residential real estate’s role in 
the overall economy, we need to 
look no further than the Great 
Recession, where the bursting 
of the housing bubble caused a 
national crisis. 

Like most analysts worth their 
salt, Sicklick has spent time exam-
ining what caused the instability 
in the housing market leading up 
to the Great Recession. His con-
clusion? Bad and incomplete data 
that led to valuations that didn’t 
reflect market realities.

 “What became apparent to me 
was that for the largest industry 
in the United States, the data that 

was available was too limited to 
make critical investment decisions,” 
Sicklick explained.

Sicklick’s knowledge of the 
problems caused by inaccurate 
valuations is more than just aca-
demic. “When I went to refinance 
my house during the downturn, 
my bank told me the value of 
the home was significantly less 
than the value that I knew it was 
worth,” explained Sicklick. “They 
told me I would have to put in 
$200,000 to refinance at a lower 
interest rate because of what some 
web site they were looking at was 
telling them. I knew there was 
something wrong.”

With a background in stra-
tegic advisory, including an 
MBA from the Wharton School 
and as a Partner and Managing 
Director at Boston Consulting 
Group—Sicklick couldn’t wrap his 
head around how advisors could 
know the minute details of other 
consumer products but come 
up empty when it came to one 

of the largest asset classes in the 
U.S. “We knew everything about 
deodorant, and how deodorant 
was going to trade on a specific 
street corner based on weather 
patterns,” Sicklick joked.

With the problem plain for 
Sicklick to see, all he needed was 
a partner to help him work on a 
solution—as fate would have it, 
he would soon cross paths with 
Stroud, who could help him take 
his ideas to the next level.

The Partnership

The path to the creation of 
HouseCanary started when 

Sicklick began to dig deeper 
into how to take the data that 
the industry understood, and 
use it to fuel better forecasts and 
decision making.

“I got really enthralled about 
Bayesian statistics, and was try-
ing to basically solve a forecast-
ing problem because at Boston 
Consulting Group we were 

helping companies deploy capital 
every day for real estate. I thought 
if they could forecast with ac-
curacy who was going to win the 
presidential election, why couldn’t 
we do something similar for 
forecasting real estate?” explained 
Sicklick.

This interest in Bayesian sta-
tistics led him to the University 
of Texas at San Antonio and Dr. 
Keying Ye—and a researcher on 
his team, Chris Stroud. 

“Stroud was this amazingly 
sharp guy and we started to 
figure out how to forecast for five 
major markets. Then we took it 
to 50. Then we said, how do we 
do this nationwide? That is how 
I met Chris. He was not only a 
researcher but a developer and 
was cracking the code of where 
real estate was headed.”

For Stroud, the lure of becom-
ing his own boss was too strong 
to pass up, and he immediately 
jumped at the chance to part-
ner with Sicklick, even though 

“What became apparent 
to me was that for the 
largest industry in the 
United States, the data 
that was available was too 
limited to make critical 
investment decisions.”

—Jeremy Sicklick, CEO, House Canary
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≥Built on a foundation 
of data science, machine 
learning and predictive 
analytics, the HouseCanary 
platform may be the most 
comprehensive data 
mosaic in the industry. It 
serves as the foundation 
for HouseCanary’s three 
products (clockwise, from 
top left): HouseCanary 
Appraiser, HouseCanary 
Value Report and 
HouseCanary Pro.

COVER STORY
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it would mean leaving the PhD 
program at University of Texas—
where he had already invested 3 
1/2 years into a five-year program. 

“On a PhD salary, it was a pretty 
risk--free decision,” Stroud quipped.

The Team 

Today, Sicklick and Stroud use 
their different skill sets to 

make HouseCanary strong and 
diversified—and while Sicklick 
works out of the company’s office 
in San Francisco, Stroud and his 
team of researchers are based in 
San Antonio.

On their well-blended partner-
ship, Stroud says, “Jeremy will 
come up with a lot of the theories 
of what he wants to prove or 
disprove with data. My skill set 
is suited to find these answers. I 
let him know what’s possible and 

not possible and then build the 
solution.”

As HouseCanary got off the 
ground, Sicklick and Stroud fo-
cused on building a strong team 
around them. One of their early 
hires was Stroud’s former profes-
sor, Dr. Ye, who is now a senior 
researcher for the company.

“One of my main goals with 
our team is to surround myself 
with people who are smarter and 
better than I am, who are direct 
and transparent and have a great 
attitude,” Sicklick says.

In a small company—
HouseCanary has 50 employees—
the quality of the team is 
crucial. And for Stroud—quality 
means, above all else, well 
rounded. “The skill set that I’m 
looking for as the head of the 
research team is professionals 
who are not only qualified 

academically—meaning PhD level 
training in mathematics, statistic, 
physics, engineering, etc.—but 
can actually take their knowledge 
and implement it into technology 
products they can leverage 
nationwide,” Stroud commented. 

While its clear that Sicklick and 
Stroud greatly value their team, 
the feeling is mutual.

“I was drawn to HouseCanary 
after my first meeting with 
Jeremy, when I understood his 
vision for the company—to help 
facilitate better, faster residential 
real estate decisions. This isn’t 
about skin-deep, simplistic calcu-
lations—this is about delivering 
certainty and context in every 
real estate transaction. As part of 
that, Chris is brilliant and humble 
all at once. When you talk to 
him, you find that he is quietly 
cracking the code that will help 

all of us objectively value real 
estate and make better decisions,” 
Paul Wehrley, the company’s 
COO says.

Erika Blaney, the company’s 
CMO agrees. “The energy, 
creativity, and enthusiasm at 
HouseCanary is extraordinary at 
every level of the organization, 
and I don’t think that is happen-
stance. I attribute this to Jeremy 
and Chris—as founders they have 
laid the foundation for each of us 
to be part of something big.”

The Data

On the surface, if you work 
in the housing or mortgage 

industry it may seem like you 
are inundated with housing 
stats, facts, and news multiple 
times a day. However, it’s often 
difficult to connect these tidbits 

Erika Blaney  
CMO

“The most rewarding aspect 
of working at HouseCanary is 
hearing customer feedback 
after they see our products 
for the first time. Lenders, 
investors, real estate agents, 
and others respond so 
positively—you see them light 
up, as they too start seeing the 
possibilities.”

Jim Adams  
CTO

“New technology often tries 
to remove the professional 
from the problem. Whereas, 
sometimes, augmenting the 
professional makes for a more 
efficient and elegant solution. 
We’ve taken a totally differ-
ent approach, as we see a way 
to support and compliment 
professionals. Ultimately, this is 
about helping everyone make 
better real estate decisions.”
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Paul Wehrley 
COO

“I’ve operated and grown com-
panies of all sizes and through 
all phases, and I’m excited to 
apply my background in strate-
gic partnerships, go to market, 
and creative problem-solving 
to get us growing faster. Our 
opportunities are many in a 
market that is ripe for transfor-
mation—and I am enjoying the 
process of building the opera-
tions and infrastructure to meet 
this demand.”

with the tasks that land on your 
desk. Making data more than 
just dry facts, but something 
that business can use to help 
them make decisions about their 
specific properties or loans is 
where HouseCanary comes in.

“I have made ‘ease of use’ 
one of our core tenets,” says Jim 
Adams, the company’s CTO. “As 
a company, we are incredibly 
good at gathering, cleaning, and 
modeling really complex data sets, 
but all this great analysis would 
have limited value if our custom-
ers couldn’t easily use, access, or 
understand it.

One such “ease of use” product 
is HouseCanary Pro, which 
allows users to view real estate 
trends by ZIP code.

“What we really wanted to do 
was to be able to look at every 
market in the same consistent 

way,” Sicklick explained. “There 
are 381 metro areas, and I can see 
through one lens how the prices 
changed at the overall level across 
these markets over time, and how 
they are predicted to change into 
the future. I can understand a lot 
about the risk where people are 
moving, so as a lender you might 
want to think about, ‘how do I 
balance my portfolio and lend in 
some areas with high beta, as well 
as some areas with lower beta to 
manage my overall portfolio?’”

Being able to drill down into 
data like this has a multitude 
of practical uses for mortgage 
professionals. Want to know what 
markets are attracting milllennials? 
Or understand the housing cycle 
in a city like San Francisco? 
HouseCanary can not only help 
you with that, but make the 
process simple and easy for even 
the most tech illiterate out there.

This is what makes Hou-
seCanary different, Sicklick ex-
plains. “We’re not just providing 
raw data. We’re doing analytics, 
and then we’re applying it into 
software that allows people to 
actually make a set of decisions 
for investment, for lending, and 
for purchasing.”

The Future

What started as a nagging 
interest in learning more 

about the forces moving the 
housing market, has grown 
to a robust company that has 
grown to 50 employees. Since its 
inception, HouseCanary has had 
a focus on scaling up its business. 
“In 2014 we took over $20 million 
of venture and private equity 
capital in order to invest in our 
growth. We’ve got a number 
of clients who are at the top of 
their industry and we’re obsessive 
about helping these companies 
and all real estate professionals 
make better and faster business 
decisions,” Sicklick promises.

Beyond that though, the 
HouseCanary team is excited about 
the multitude of problems its data 
can continue to solve for mortgage 
professionals. “The people we’ve 
talked to are at a loss of how to 
actually implement data,” explained 
Stroud. “There is a desire that that 
we are trying to serve, through 
both our strong team and prod-
ucts. What humans are good at is 
interpreting data. What comput-
ers are good at is taking that and 
doing calculations that have to be 
done a million times a minute.” 

≥HouseCanary Pro, the 
company’s freshman 
product, empowers 
users to systematically 
analyze housing market 
risk and identify growth 
opportunities down to the 
zip code, nationwide.
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SPONSORED CON-

EXECUTIVE PROFILE: CHRIS STROUD

A NATURAL 
PROGRESSION

W
hen Chris Stroud was obtaining his mas-
ter’s degree from UC Santa Barbara, he 
did not imagine he would be forecasting 

housing market trends for a living. But when his 
background in statistics and research met up with 
the real estate market, it seemed like a natural fit.

Stroud received hands-on experience with eco-
nomic and statistical modeling while working for a firm in Southern 
California whose specialty was housing—although the firm looked at 
overall local economies in the SoCal area, the majority of the firm’s 
clients were housing-related.

“I was familiar with all that data and fairly familiar with housing 
markets, although my actual passion and what I was doing research 
on, was all related to financial research and essentially predicting 
where stock prices are headed,” Stroud said. “(It was a) [p]retty 
natural jump into housing as I had been exposed to it. It wasn’t my 
first and foremost passion at the time. I was familiar there.”

That familiarity eventually led Stroud to a whole new sector of 
economics. Knowing that he would not be staying in California long-
term due to the high cost of living, Stroud moved to Texas, where 
he began working toward a PhD at the University of San Antonio. 
Stroud was doing consulting work for the university, which included 
a project in which he forecasted where house prices in the U.S. 
would be in two to three years. 

While doing consulting work at the university, Stroud met his 
eventual entrepreneurial partner, Jeremy Sicklick, who had come 
across the university’s consulting department and was looking to 
build forecast models for the housing crisis in 381 U.S. metropolitan 
areas. Stroud noticed a correlation between his passion—predict-
ing stock prices—fit in with Sicklick’s vision for a housing forecast 
model.

“All the data that Jeremy was interested to find out, there was 
relationships for things like starts,” Stroud said. “All the things he 
would see quoted in the Wall Street Journal and how they suppos-
edly affect housing prices.”

Stroud continued, “Through that I built the models that worked 
quite well. He decided to expand the scope of the project to see 
if we could essentially replicate the success down to the zip code 
level. I put that together as well.”

Technology along with their forecast model worked essentially 
the same at the zip code level as it did at the metro level, Stroud 
said, and it was about a six to 12 month process to build the forecast 
model at the zip code level. To build on the success of that fore-
casting model, Sicklick decided to strike it out on his own—and he 
needed a partner. From there, HouseCanary was born.

Sicklick, the CEO of HouseCanary, said of the company’s co-
founder, “I think Chris is a true genius. He is a very clear thinker. 
He does amazing work around taking very complex topics and 
immense amounts of data, and getting down to what a forecast 
looks like, and what a value looks like, and actually why that is and 
being able to explain it. He’s an amazing communicator, super-great 
intuition which just leads to phenomenal decisions.”

COVER STORY
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EXECUTIVE PROFILE: JEREMY SICKLICK  

AN ANALYST 
AT HEART

T
wo themes drive what Jeremy Sicklick is 
trying to accomplish with HouseCanary: 
data is central to consistently making bet-

ter decisions, and you can make better decisions 
more quickly.

Making data-driven decisions specifically in the 
real estate industry was something that Sicklick 

saw first-hand while growing up, when his parents worked as single-
family landlords.

“I grew up around real estate, buying, and selling, and renting 
out homes,” Sicklick said. “My father started with one rental home, 
and bought another, bought another, ended up with ten or more in 
Southern California, and built a nice side business off of it. As part of 
that, I sort of just watched him over time, how he managed that as a 
business, and managed that as a way to create wealth.”

An affinity for data and analytics drove Sicklick to earn a BS 
in Accounting (with the highest honors) from the University of 
Southern California. After working as a CPA with Arthur Andersen, 
he went back to college, earning an MBA from the Wharton School. 
From there, Sicklick began working in New York in Finance, and 
then moved on to become a partner and managing director at 
Boston Consulting Group. There, Sicklick worked in strategic advi-
sory across a number of industries, including insurance, industrials 
and consumer.

It took the housing market crash of 2008 for Sicklick to get 
involved in the real estate business.

“For a long time, I had been a consumer products and retail 
person, and I got into real estate after the Lehman bust. A lot of 
investors were looking at buying real estate, and trying to make 
decisions on all of the inventory that was out there. So we started 
working for a number of the private equity firms and home builders 
to go around and buy real estate,” he said.

Sicklick realized that real estate was one of the largest industries 
in the United States, it had just crashed, and that limited data was 
available to investors that would encourage sound decision making. 
Over time, he would come to lead real estate at Boston Consulting 
Group and eventually form HouseCanary. 

Acording to the CEO, HouseCanary is all about giving the inves-
tors a leg up on the competition. 

“When you can make these better, faster decisions, they drive 
competitive advantage, and that’s really what we’re trying to do,” 
Sicklick said.


