
real estate

Nobu Hata, National Association of REALTORS 
nhata@realtors.org  |  @nobuhata

TECH
the state of



Change is driven by: 
Consolidation. 
Humanization. 

On-demand tech. 
Past behavior.

Technology 
is leveling the playing 

field toward the 
consumer.





Our clients: 
Younger, 

information hungry, 
mobile, very DIY.



What they 
do from diapers to 
first contact will be 

unique to them.

Your transaction-based 
mindset is going to kill 

your business.

Problems: 
We’re derivative. 

Our marketing sucks. 
We don’t show value. 
Our mindset stinks. 

Consumers are smarter.



Your new fundamentals: 
Mobile. 

Use data smarter. 
Organized, long-term, 

social lead-gen.

Long term!
Prepare yourself for the 

long haul.  CRM and 
processes first.



Stop!
treating people like leads. 

Be relevant to them. 
Win the trust battle.

50%!
started their home search 
6 to12 months in advance.

$83 billion!
and 414,000 sales are 

affected by student loan 
debt.

24%!
give you their contact info 

on your website on 
day one.



2 in 3!
researched you 

extensively. [moz.com/local/search]

Mobile!
is used to search for 

homes, info, directions, 
videos.

Mobile!
peaks on weekends and 
late night: mobile 6pm, 

and tablet 11pm.



Can I afford it?!
1/4 use mobile for 

mortgage search, mostly 
mortgage calculator 

inquiries.

Team up!
with people in your 

process for a complete 
experience.

256%!
is the upswing in 

granular search queries.

Niches!
like “small house 

movement” are in while 
“loft” and “townhouse” 

are out.



Mobile first!
then shareable, should 
be your business and 

marketing mantra.



Why is this important?



Marketing:!
Mobile.  Shareable. 

Buzzworthy.

Call me for a home analysis.
3 BR, 2 BA, Charm & Char.



You don’t need an app, 
a Facebook page or 

a Twitter account 
to be relevant in the 

information driven world.

Organize your brain 
and processes. 
Invest in a CRM.

Stop!
treating people like leads. 

Be relevant to them. 
Win the trust battle.

10.4!
The amount of info points 

needed for people to 
make a decision.



If your marketing isn’t 
compelling people into the 

real world now, you’re 
doing it wrong.

Answer: 
Can I afford it? 

How’s the market? 
What’s the n’hood like? 

What makes you different? 
How and why?





Social media!
is important, but 
not like you think.

Active: Give people 
something to talk about. 

!

Passive: Pay attention





halealii.com



Have your clients 
become part of the 

process.

Philanthropy. 
Scholarships. 

Business planning. 
Make people feel good.



Thanks! 
Nobu Hata 

National Association of REALTORS 
@nobuhata     nhata@realtors.org


