
In the not-too-distant 
past, a family that was in 
the market for a new home 
would pile into the sta-
tion wagon and cruise their 
neighborhood of choice, 
looking for “For Sale – By 
Owner” signs. If they saw a 
house that looked appeal-
ing, the brood would pull 
over and get the Grand Tour, 
courtesy of the homeowner. 
On other occasions, Mom 
and Dad would flip through 
the Sunday paper perusing 
cryptic ads such as: “ranch-
styl, 2bdrm, 2ba. Near schls, 
shoppng; priced 2 move.”
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host of other essentials. 
However, this comes with 

an important caveat, says 
Mark Hughes, chief operat-
ing officer of O.C.-based 
First Team Real Estate, the 

My, how times have 
changed. 

The world of real estate 
– like the world as a whole 
– has gone high-tech. In 
keeping with the times, a 
host of digital tools are now 
available for buyers and 
sellers, renters and agents. 
Thankfully, tech’s wide-
spread influence has made 
it a lot easier for everyone 
involved, especially in an 
up market.

Thanks to a number of 
real estate sites that pro-
vide an impressive assort-
ment of information, Mom 

and Dad no longer need to 
start the car or scour the 
classifieds. Online reposito-
ries such as Zillow offer free 
search tools for homebuy-
ers and sellers, as well as 
prospective renters. This 
includes homes for sale, 
homes that have recently 
sold and homes for rent. 
Users can use these sites 
to get an estimate of what 
their home is worth, deter-
mine what mortgage rates 
might be available to them 
from lenders and get key 
data about their local real 
estate market, along with a 

How are millennials 
changing the 
homebuying experience? 
They …
n … research online long 
before calling an agent.
n … prefer to 
communicate by text, 
though some prefer 
email.
n … don’t need agents to 
find homes to see. They 
don’t need information; 
rather, they need help 
interpreting it.
n … want very quick 
answers to their 
questions.
n … prefer smartphone 
apps to check listings 
and collect other 
information.
n … expect agents to 
engage them on social 
media.
n … are never bothered 
by being asked for bank 
statements, employment 
verification or other 
personal data.
n … sometimes have 
trouble seeing the 
“bones” of a home and 
overlook what features 
can be easily changed at 
minimal cost.
n … are more apt to look 
for homes with rental 
units or rooms that can 
be rented out.
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largest independent broker-
age firm in California. Data 
without context is next to 
impossible to use in an effec-
tive manner.

“Agents provide the 
experience that makes real 
estate data work,” Hughes 
says. “If you get a sales 
price but don’t know what 
the trends or comparables 
are, then that data is worth-
less. Experience and market 
knowledge give data its true 
value and meaning.”

In addition, that data 
must be current. “Zillow, Tru-
lia and similar sites haven’t 
yet mastered timely informa-
tion. Our agents have the 
same market knowledge in 
seconds by using the same 
technology. We have a two- 
or three-day advantage over 
these sites.”

Prospective buyers use 
free mortgage calcula-
tor smartphone apps to 
quickly determine how long 
a mortgage will last, what 
the interest rate will be and 
a lot more – in other words, 
the true cost of a home. And 
– no big news here – these 
smartphones are now be-
ing used as digital cameras 
to photograph homes as 
they’re being toured. 

With cutting-edge 
technology, even the very 
act of touring homes has 
changed. In some cases, 
interested buyers can don 
an Oculus Rift headset and 
take remote virtual tours 
through an entire home. A 
home can be scanned, and 
a 3D model can be avail-
able soon after. (First Team 
is currently beta-testing an 
Oculus system.)

One thing is certain: 
Since these days the only 
constant is constant change, 
it won’t be too long before 
the idea of, say, using a 
smartphone mortgage cal-
culator app will be like cruis-
ing a neighborhood eyeball-
ing “For Sale” signs. n
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