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Technology will continue changing the way real estate professionals do their job and empowering consumers to be more involved in the transaction, says a new report from the NATIONAL ASSOCIATION OF REALTORS®' Association Executives Committee.

And if you resist using new technology to its fullest potential, you'll be at a major disadvantage to your competitors who do.

“In the future, technology will dominate as the silent implementer of every significant change in real estate. Each participant in the transaction must use it to their advantage or be overwhelmed,” says Jerry Matthews, former CEO of the Florida and Illinois associations, who served as facilitator for the Association Executives Committee's Strategic Issues Work Group.

In the recent report, "The Consumer: Catalyst of Change," the committee identified these core ways that technology will continue to affect the industry: 

More online tools. Consumers and real estate practitioners will be able to go to the Internet for more information, communication, and transaction management. 

Consumer feedback systems. Online ratings and consumer feedback systems, standard for other businesses, are new for real estate. Additionally, practitioners are just beginning to understand the value of blogs, which Mark Lesswing, NAR's vice president of the Center for Real Estate Technology, describes as “some of the best feedback systems.” 

Accelerated response times. Prospective buyers, particularly those in younger demographic groups, expect a quick response. Savvy practitioners will use tools such as voice-over IP, a communication system that combines e-mail, Web, and phone service, and other efficient communications tools. 

Increased Surveillance. Consumers watching open houses via a Web camera, confidential e-mail messages the end up being forwarded to friends, business associates, or attorneys—all underscore ways in which technology facilitates increased scrutiny. The report advises: “Real estate professionals need to be aware that their behaviors or comments may be recorded or preserved for the future.” 

“Technology is absolutely changing the real estate practitioner’s job,” says Lesswing. “Practitioners who don’t want to adapt will find that technology makes their job harder, but those who accept technology will discover that they’re more in tune with consumers and how consumers use technology. Practitioners should embrace technology,” and use it to demonstrate how well they know their market.

For practitioners the biggest challenge is sorting through new and old technologies and understanding what will work best for them. Lesswing urges practitioners to research what’s out there, “plan how you want to reach people, and buy tools that will help you accomplish your specific objective.” 
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