Technology is changing, but relationships remain core of the business
Submitted by F.C. Tucker/Bloomington, REALTORS®
From text messaging to Twitter, communications technology is changing the real estate industry at a rapid pace. Buyers and sellers have information at their fingertips and as a result, REALTORS® must adjust the way they communicate to meet buyer and seller demands. Two REALTORS® from F.C. Tucker/Bloomington, REALTORS® reflect on these changes and discuss how they have adapted; all the while maintaining the most important aspect – the relationship with their client.
“Technology has given people the opportunity to obtain information when and where they want it,” said Brian Thompson, sales manager for F.C. Tucker/Bloomington, REALTORS®. “Our clients are smart – they know what types of homes they are looking for and they want feedback quickly. To provide the very best service for our clients, it’s important to master these technologies and apply them in a way that is meaningful to the customer.”  
Thompson has been helping people buy and sell homes in Bloomington for the past six years. He has changed with the times, making consumer and home-shopping website research and social media programs a part of his daily work routine. 
One of the biggest changes for Thompson has been the way he uses his phone. “Now, when I meet a new client, one of the first things I want to know is how they prefer to communicate,” said Thompson. “Some prefer to communicate through text message, and others want a phone call. While technology has made communication easier, communicating with your client in the way they want is critical to building the relationship.”
Because technological advancements create a wealth of information for buyers and sellers, Thompson said that now more than ever people want REALTORS® to come alongside them to help navigate processes. “We see fewer and fewer people try to sell on their own,” said Thompson. “People desire the human interaction element and want reassurance. I believe this is a result of the everyday changes in the real estate market. Lending laws, title services, restrictions you name it – they are constantly changing and it’s important for buyers and sellers to rely on a professional to ensure a safe home transaction.”
F.C. Tucker/Bloomington REALTOR® Shady McDonald has 37 years of experience. She started her profession before computers, cell phones and the multiple listing service (MLS) were part of the everyday business - back when word of mouth or a sign in the front yard signified that a home was for sale. 
McDonald remembers when computers were first introduced to her office in the mid 1980s, followed by the MLS online search tool. She explained it was an adjustment to change systems, and still remembers the first time she was able to virtually show an out-of-town client the inside of a home. 
“The real estate industry has come a long way since I started my profession in 1973, there’s no denying that,” said McDonald. “And it will continue to improve the way we service our clients.” 
“Among all of these changes and at the core of our business one thing cannot change – and that’s the relationship between a client and REALTOR®,” added McDonald. “At the end of the day, buyers and sellers want to work with someone who is honest, trustworthy, timely and interactive.” 
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