Don’t Believe
the Hype.

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



Our customers are more curious,
demanding and impatient.

Our north star needs
to be them again.



Tech companies are now
spending billions on the
transaction and on customers
further down the lead funnel.



Trust. Transparency.
Frictionless Access.
Earned business.

Human messages that
compel people offline.

Curation of needs and solutions.



You will be “disrupted” and
“disintermediated” If you suck.









€I C I_i Secure | https://www.flyhomes.com

FLYHYMES e

Make a Cash
Offer, We've
Got the Cash.

Buy with FlyHomes so that you have the
best terms at the negotiation table, local
expertise, and on-demand service.

Non-FlyHomes
Buyer

“We've made 4 offers
and we still haven't
won.”

How It Works Agents Sellers More = Login

Seller / Listing

Agent

“We accepted the

FlyHomes offer and
FlyHomes Buyer closed in two days, It
“We won our second was awesomel”

offer, even though there
were 8 other offers!”









What's your brand promise?
What's a good real estate
transaction feel like*?

*Answer this in 140 characters or less.









b5 v
Start Close






Yeah, real estate Is local.
But access to It Is now global.








https://www.facebook.com/NARdotRealtor/videos/10158972319535183/




Educate the hell out of buyers,
sellers and Google.









Sellers know they can sell their
house, they need confidence that
you can help them with exit
strategies now.






You don’'t need an app.
You need a website that better
represents you instead.



1 O + Different searches.

()/ Did not feel broker websites
O personalized or tailored to them.

Mobile searches related to
buying a home have doubled.










Stop weirdingBout tweenagers
on Snhapchat. Be Snapchat-able
by your clients instead.

Obsess about the right things In
your business starting now.





















Thanks!

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