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It’s 7:30 a.m. here, 30,000 feet above Nevada, and I’ve already talked shop for an
hour with the industry people I ran into at my gate.
I’m headed to the Inman show in NYC (http://www.inman.com/connect/real-estateconnect-nyc-2014/). When I am pointed back west on Friday, I will have made my
way through exactly 28 meetings, 3 cocktail parties, several steaks, and 4 fitful
nights in a bed that hurts my back.

(https://register.i
/shop/Q4IzUm)

It’s a good way to start the year, really.
1000wa

And what about that year? It’s up in the air.
I won’t even attempt specific predictions. There are too many variables at play. But
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here’s what I think lies ahead of us:
Competition and conflict.
Lots of it. Which is a good thing. And peace and harmony are kind of boring
anyway, right?
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Brokerland
It’s no coincidence that big brokers went public with their gripes about the MLS in
2013.
They’ve woken up from the downturn on the wrong side of the bed, and it’s time to
set some things right.
Many brokers are well out of survival mode. Some are even flush. And money gets
the competitive juices flowing.
There’s a strong intent in some broker circles to take care of business they were
too stressed to deal with from 2007 to 2012. So whatever you may think of plans
for a national broker database and other such initiatives, it’s hard to see the
talking, planning and doing on this front slowing down in the year ahead.
In fact, I’m feeling that we ain’t seen nothing yet.
But for all the chatter this will generate in 2014, it’s just a surface matter. The real
battle in 2014 is for the future of the brokerage industry business model.
The bust drove many agents to hang-your-license shops like HomeSmart
(http://www.homesmartinternational.com/). “Brand lite” players like Realty One
(http://www.realtyonegroup.com/) vacuumed up others. A lot of broker-centric
companies struggled to sustain an agent value proposition that was either
compelling or unique. The strategic parasitism of agent teams spread like a rash.
In other words, things were shaken up. And now the market’s back. Game on.
The portals
“TZR.” “The aggregators.” A lumpen mass of doom. Whatever you thought of
Trulia, Zillow and Realtor.com, there probably wasn’t much daylight between them
in your mind.
That’s changing. These three companies are fighting for difference. A defensible
niche. Or total dominance.
Zillow is now the company looking to build an “enduring consumer brand.” Trulia,
with its MarketLeader acquisition, is aiming to be “real estate’s operating system.”
Realtor.com is now better aligned with NAR and focused on a “serious audience.”
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For a while there, it seemed like it was the portals vs. the industry. Now, it’s the
portals duking it out with each other. This is healthy. More products for agents and
brokers. More choice. Clearer distinctions. More effort to deliver unique value to
industry partners.
New entrants
By my count there’s about a billion dollars stacked up between the portals and the
newly public real estate brands. This is fuel for new real estate innovation, but it’s
also going to create controversy. Companies will start. Companies will throw brains
and money at problems. Companies will get bought. Companies will deliberately
try to pry apart the Way Things Are.
If you’re building real estate software, now is the best of times.
But one person’s innovation is another’s nightmare. The value scramble between
brokers, agents and the MLS is only going to get more intense with each new app,
each new idea. And there will be plenty.
Let’s get going
I’ve been impatient for a while. The decade-long boom and bust thing caused a lot
of pain and disruption, but in some ways it kept the industry in a sort of stasis,
moving from fat and happy to broke and stuck, but in either case not really moving
forward.
We’re past that, and while what lies ahead is surely to be turbulent, at least we’re
going someplace.
[Disclosure: Move, Inc. is a 1000watt (http://www.1000watt.net) client.]
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The Big Lie of Strategic Planning
by Roger L. Martin

All executives know that strategy is important. But almost all also find it scary, because it forces them to confront a future they
can only guess at. Worse, actually choosing a strategy entails making decisions that explicitly cut off possibilities and options.
An executive may well fear that getting those decisions wrong will wreck his or her career.
The natural reaction is to make the challenge less daunting by turning it into a problem that can be solved with tried and
tested tools. That nearly always means spending weeks or even months preparing a comprehensive plan for how the
company will invest in existing and new assets and capabilities in order to achieve a target—an increased share of the market,
say, or a share in some new one. The plan is typically supported with detailed spreadsheets that project costs and revenue
quite far into the future. By the end of the process, everyone feels a lot less scared.
This is a truly terrible way to make strategy. It may be an excellent way to cope with fear of the unknown, but fear and
discomfort are an essential part of strategy making. In fact, if you are entirely comfortable with your strategy, there’s a strong
chance it isn’t very good. You’re probably stuck in one or more of the traps I’ll discuss in this article. You need to be
uncomfortable and apprehensive: True strategy is about placing bets and making hard choices. The objective is not to
eliminate risk but to increase the odds of success.
In this worldview, managers accept that good strategy is not the product of hours of careful research and modeling that lead
to an inevitable and almost perfect conclusion. Instead, it’s the result of a simple and quite rough-and-ready process of
thinking through what it would take to achieve what you want and then assessing whether it’s realistic to try. If executives
adopt this definition, then maybe, just maybe, they can keep strategy where it should be: outside the comfort zone.
Comfort Trap 1: Strategic Planning
Virtually every time the word “strategy” is used, it is paired with some form of the word “plan,” as in the process of “strategic
planning” or the resulting “strategic plan.” The subtle slide from strategy to planning occurs because planning is a thoroughly
doable and comfortable exercise.
Strategic plans all tend to look pretty much the same. They usually have three major parts. The first is a vision or mission
statement that sets out a relatively lofty and aspirational goal. The second is a list of initiatives—such as product launches,
geographic expansions, and construction projects—that the organization will carry out in pursuit of the goal. This part of the
strategic plan tends to be very organized but also very long. The length of the list is generally constrained only by
affordability.
The third element is the conversion of the initiatives into financials. In this way, the plan dovetails nicely with the annual
budget. Strategic plans become the budget’s descriptive front end, often projecting five years of financials in order to appear
“strategic.” But management typically commits only to year one; in the context of years two through five, “strategic” actually
means “impressionistic.”
This exercise arguably makes for more thoughtful and thorough budgets. However, it must not be confused with strategy.
Planning typically isn’t explicit about what the organization chooses not to do and why. It does not question assumptions. And
its dominant logic is affordability; the plan consists of whichever initiatives fit the company’s resources.
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Breaking and Local News

SAN FRANCISCO, Jan. 3, 2014 /NEWS.GNOM.ES/ – Top Agent Network, Inc. (TAN) announced today that
Alexander Clark, founder and CEO of the online real estate platform PocketListings.net, has agreed to become an
industry and technology advisor to Top Agent Network. TAN is also acquiring the PocketListings.net domain name
from Mr. Clark.
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(Logo: http://photos.NEWS.GNOM.ES.com/prnh/20140103/PH39831LOGO )
Top Agent Network CEO/Founder David Faudman says of the new arrangement, “I have great respect for
Alexander as a true real estate entrepreneur. We are excited to bring his insight and expertise into Top Agent
Network.”
Mr. Clark, currently a real estate agent at Paragon Real Estate Group and an active member of Top Agent
Network’s San Francisco chapter, founded PocketListings.net in 2010. While switching his brokerage affiliation,
Mr. Clark became acutely aware of how fragmented non-MLS networking was between brokerages. To help
solve this problem, he started PocketListings.net, a brokerage independent non-MLS listing exchange service.
As a top-producing broker in Marin County, California, David Faudman had recognized similar needs in his own
real estate sales business. He developed Top Agent Network in the mid-1990s, originally as a simple email
list-serve for local high producing agents, then as the online application in 2009. Top Agent Network allows
members to exchange pre-MLS and non-MLS information across all brokerages. This exchange includes: Listings,
Buyer Needs, Service Provider Recommendations and Industry Discussion.
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Obtain Your Real
Estate License Online
No Pass, No Fee.
Start Now!

“Restricting membership to verified high-ranking professionals makes for a
highly trusted, productive online exchange,” notes Mr. Faudman. “Our
members use TAN enthusiastically in the markets we have launched so far.”
► Real Estate Agent Lead
Top Agent Network currently has 30 chapters nationwide and has attracted a
► Buyer Agent Commissio broad roster of some of the highest producing agents throughout the country.

► MLS A

t

“That’s what interested me in joining TAN,” said Mr. Clark. “Technologically, the real estate industry is a step or
two behind. But TAN members here in San Francisco use Top Agent Network religiously. TAN is a cutting edge
real estate company that is changing the way top agents conduct their business. I am excited to bring my
knowledge and experience to Top Agent Network.”
Top Agent Network is a paid membership available to qualified top producers in local chapters by invitation only.
For more information, view TopAgentNetwork.com or contact Membership Director Suzanne Crawford at Email.
Contact: Suzanne Crawford, Membership Director
Phone: (415) 692-7877
Email
Read more news from Top Agent Network
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ByBen Leubsdorf

The single-family home isn’t obsolete, yet. But the aging of the baby boomers could reshape the U.S.
housing market and economy in the coming years.

Bloomberg News

As the boomers get older, many will move out of the houses where they raised families and move into
cozier apartments, condominiums and townhouses (known as multifamily units in industry argot). A
normal transition for individuals, but a huge shift in the country’s housing demand.
Based on demographic trends, the country should see a stronger rebound in multifamily construction
than in single-family construction, Kansas City Fed senior economist Jordan Rappaport wrote in the
most recent issue of the bank’s Economic Review. (Though he also notes slowing U.S. population growth
“will put significant downward pressure on both single-family and multifamily construction.”)
Construction of multifamily buildings is expected to pick up strongly by early 2014, and singlefamily-home construction should regain strength by early 2015. “The longer term outlook is especially
positive for multifamily construction, reflecting the aging of the baby boomers and an associated shift in
demand from single-family to multifamily housing. By the end of the decade, multifamily construction is
likely to peak at a level nearly two-thirds higher than its highest annual level during the 1990s and 2000s,”
Mr. Rappaport wrote.
In contrast, when construction of single-family homes peaks at the end of the decade or beginning of the
2020s, he wrote, it’ll be “at a level comparable to what prevailed just prior to the housing boom.”
He says the shift from single-family homes to multifamily dwellings will have implications for fiscal policy
(i.e. tax subsidies for homeownership), monetary-policy analysis and even local zoning codes. “Suburbs
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seeking to retain aging households may need to re-create a range of these urban amenities and enact
some rezoning to encourage multifamily construction,” he said.
“More generally,” Mr. Rappaport wrote, “the projected shift from single-family to multifamily living will likely
have many large, long-lasting effects on the U.S. economy. It will put downward pressure on single-family
relative to multifamily house prices. It will shift consumer demand away from goods and services that
complement large indoor space and a backyard toward goods and services more oriented toward living
in an apartment. Similarly, the possible shift toward city living may dampen demand for automobiles,
highways, and gasoline but increase demand for restaurants, city parks, and high-quality public transit.
Households, firms, and governments that correctly anticipate these changes are likely to especially
benefit.”
The article, “The Demographic Shift From Single-Family to Multifamily Housing,” appeared in the Fourth
Quarter 2013 edition of Economic Review.
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