The New REALTOR®
If there was a single phrase to sum up the attitude of today’s consumer, it would probably be a line from Queen’s raucous 1989 hit “I Want It All,” which as the title implies, goes “I want it all…and I want it now!”
Now don’t get the wrong impression.  It’s not that consumers have become overly pushy or demanding (although some may beg to differ), it is just that people have grown accustomed to the increasingly “on-demand” and “personalized” nature of information, products, and services.  Want examples?  Look no further than the proliferation of TiVo, or the popularity of services like Zazzle.  
So what’s driving this evolution of opinion, and why does it matter for your business? 
Two complimentary factors – technological change and generation Y.  
First, as long as technology gets faster, smaller, and more portable – which per Moore’s Law, it will – it makes sense that the trend towards what can only be dubbed as ‘nowism’ will move forward unabashed.  It is irrational to think that we would leverage faster technology to move slower in business!  

Second is the coming of age for those lumped into “generation Y,” or more specifically, those born between the years of 1980 and  2000.  This generation (which I am happy to count myself as part of) has grown up taking full advantage of the computing renaissance, and has never known any other way.  
This is a generation that has never had to wait days for a letter in the mail.  Instead, they have grown up with instant communication thanks to email, cellular and broadband Internet access. 
To put things in perspective, research has shown time and again that approximately 75 percent of the time, prospects will choose to do business with real estate agents who are first to reply to their email or phone call!
As this generation moves into the workplace and its contingent starts to purchase property, the ways in which they will prefer to gather information and interact with real estate professionals will not only require a fundamental shift in marketing practices, but will command a new breed of REALTOR®.
The characteristics of this newly evolved REALTOR will include inherent understanding of how to leverage technology to best meet the needs of their clients.  Meaning, they will most likely have a website long before they get business cards printed, or will spend money on an email marketing program long before splurging on a professional headshot.  
These REALTORS will also cherish the value of being constantly connected.  Laptops and Smartphones at the ready, their response time to questions or inquiries won’t be measured in hours or days, but minutes or seconds. 
The time to place your business in the midst of generation Y is now. Exposure on the web, wide listing distribution (syndication), and critically important, advanced technology to automate communication with prospects, are at the centre of this new universe. Your new universe. 
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