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SURVEY
OBJECTIVE

To benchmark agents and
the industry from the
effects of COVID-19 after

almost two years.
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82% of respondents are Agents

What best describes your role?

Office Staff Appraiser Manager
1% 1% 2%

m Office Staff Appraiser ® Manager m Broker = Agent ’
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79% said their business is the same or stronger than pre-COVID

How strong is your business today versus before COVID-19?
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74% work either completely remote, or primarily from their home
office; less than 20% go to the brokerage office anymore

What best describes the location(s) where you do business today?

| work completely remote _24%
A 2 1o
A 7
A s
| prefer a hybrid approach of office/remote -13%
| work primarily from my car -8% '

0% 5% 10% 15% 20% 25% 30% 35% 40% 45% 50% WAY Group

| rarely go to my brokerage office

| regularly go to my brokerage office

| occasionally go to my brokerage office




Less than 1in 5 believe they are LESS productive since COVID-19
Remote work is not foreign to many agents

Overall, how productive have you been with your current work location approach vs pre-
COVID-19?

17%

28%

B More productive

As productive

' W Less productive
55%
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How has COVID-19 benefited your business? @

“Ithas caused me to “I have been able

become more to stay at home
Creative, flexible, and and focus on client

growth-minded.® kelationship
nurturing:"

“It has separated >
those that are "Lower interest There are ¢

looking from the rates have greatly lot of people
Serious buyers.” benefited my moving in

business.” from otk

WAVGroup



How has COVID-19 negatively impacted your business?

“Lower inventory;

the process of showing _
a how is more “Many of my clients

complicated because are frustrated with
of the sanitary the bidding wars “
conditions.”

“Clients
“Not as much "Foreclosure hesitate to
networking to moratorium has
meet new people.” slowed down my
business.”

visit homes
with

WAY Group



Covid concerns are waning for 2/3 of respondents

How concerned are you about COVID-19?

Very concerned

Not concerned 29%

34%

v’

A littler concerned
37%

m Very concerned A littler concerned  ® Not concerned '

WAY Group




O
30% say the technology they use has changed

significantly

How much have the technology and tolls you use in your real estate business changed
since COVID-19?

Not very much A lot
28% 30%

Some d
42%

WAY Group

= Alot Some = Notvery much



11% relocated

Did you relocate during Covid-19?

89%

90%
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Mostly within Houston

Where did you relocate to?

Out of country rl%

(o)
Out of state ‘A
0,
Another location within Texas -24/1
0,

0% 10% 20% 30% 40% 50% 60% 70% WAY Group




Why did you relocate?

“Creating a multi-
generational
home.”

“The lower interest
rates allowed me to
purchase a house
Instead of leasing.®

"Changed
brokerages.”

“Wanted more
outdoor space
instead of the
urban
environment:*

”Spouse had
a job
change.”

WAVGroup



While Zoom meetings have become ubiquitous, virtual open (15
houses, online presentations and virtual closings are not the norm
yet

Which of the following activites have you been able to successfully complete
virtually since COVID-19?
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80%
70%
60%
50%
40%
30%
20%

10%

36%
'26% '28% '

0% WAY Group
Virtual Open House Online Listing Presentations Virtual Closings Online Meetings




52% say satisfaction of real estate career has not been o
affected by COVID-19; nearly 1/3 is MORE satisfied

How satisfied are you with your real estate career since COVID-19?

Less satisfied
18%

More satisfied
30%

Not more or less d

satisfied WAV Group
529% m More satisfied Not more or less satisfied m Less satisfied




Why do you say that?

7 Tl . “I am struggling finding
More money. Things are just a work life balance as

Business is good.” different, | am still well as finding a flow of
satisfied but business without being
certain things are

tougher now.”

a hardcore sales
person.”

“Optimized
“Inexperienced processes and
agents hurting the systems, time
industry.” efficiency in my day
to day schedule.”

“| felt that the people
that were just
looking to look were
weeded out.”




23% said V4 of their clients purchased a home without seeing it in

person
What percentage of your clients purchased a home without seeing it in person?
80% 73%
70%
60%
50%
40%
30% 23%
20%
o 1% 1% 2%
0% WAY Group

All of them About 3/4 About 1/2 About 1/4 None



Zoom, Transaction Management and Virtual Tours have
had the highest adoption since COVID-19

90%

80%

70%

60%

50%

40%

30%

20%

10%

What technology and tools have you started using more since COVID-197

86%

33% 33%
27%
o
17% 15% .
11%
“ "6%
Zoom/Online Virtual Online Live Virtual Online Lead Digital Listing =~ Downpayment Other
Meetings Tours/3D Tours Transaction Tours Generationvia  Presentations assistance
Management Third party

websites



Zoom Is being used for all kinds of meetings now

What types of client meetings have you completed via Zoom?

% 55%
60% 51% 0

50%
40%

30%

% 11% 12% 12%

o ' ' '
N ¢

0%

2 & &
& ¢
S o"’Q &
S N
& &
Ay X
N4 2
.0 <
& Q(Q
N &
X Q
\(\ QQO




Agents are using both in person and online
meetings to support clients

S

Approximately what percentage of your client/prospect meetings are virtual vs. in-

person?

3/4 virtual All virtual
4% 2%

1/2 virtual
10%

‘ \‘ No virtual
45%

|

1/4 virtual
39%

= No virtual 1/4 virtual m= 1/2virtual = 3/4virtual = All virtual
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36% found Zoom meetings to be as/more effective than in-
person meetings

How effective are Zoom meetings versus in-person meetings?

40%

35%

36%
29% 29%

30%

25%

20%

15%

10% 7%

- U

0% WAY Group
More effective As effective Not as effective Depends on the topic




Top 3 technologies adopted during COVID - ZipForm, Appointment Manager,
Client Experience Ratings

Which of the following HAR tools have you started using since COVID-19?
43%
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81% aware of new showing service

Are you aware that HAR.com has developed and launched a new showing tool called

ShowingSmart?
No

19%

81%

m Yes No '

WAY Group




1/3 have tried ShowingSmart

Have you tried the new ShowingSmart product from HAR?

Not yet, but plan to
33%

Yes
33%

No
34%

= Not yet, but plan to No mYes m =m

WAY Group



61% very satisfied with ShowingSmart to date

How satisfied are you with ShowingSmart so far?

70%
60%
50%
40%
30%
20%

10%

0% WAY Group
Very satisfied Somewhat satisfied Not satisfied




Why do you say that? (For those not satisfied)

“They allow multiple
“Because my clients showing; it's

want to see the dangerous in my
property.” opinion. No way to

make a list or order of
visits."”

“Feels like I'm not
getting notifications.
Don’t even know if
there’s an app or not.”

WAVGroup



With more limited in-person events, how do you generate new
prospects to add to your sphere during COVID-197

“In-person Open
“Social Media" Houses. COVID-19
didn’t slow my
business.”

“Maintaining
my Farm.”

WAVGroup



Course participation relatively limited during COVID

What, if any, of the following HAR courses have you taken since COVID-192

80%
71%
70%
60%
50%
40%
30%
0,
20% 10% 12%
59 6% 6% 7% 8% .

10% 3% 0

HAR 3D Tours How to enhance TransactionDesk  MLS Platinum Virtual Open Mobile MLS: MLS Platinum ZipForm Plus None of the

your HAR Essentials Lead Generation Houses Using the HAR  Essentials: Tools above
App to Enchance Your

RE Business




85% found training classes to be somewhat or very helpful

How much did these training classes help you be more effective during COVID-19?2

Not much

s’

@ WAY Group
m Aot Some = Not much

A lot
35%

Some
50%




Are there any training topics that you would like to suggest to
HAR that will help you be more productive?

: : " ) “l don't have time to take
"Social Media.” Lead Generation. the courses. Is there a
different way that | can
get the information? Such
as on-demand videos
instead of live Zoom
meetings”

“Where is the
“How to schedule learning portal?”
my time to be an
effective agent.”

“How to start a
business in today's
market?”




Agents are confident their client service levels have not fallen during COVID-19

How satisfied do you believe your clients/prospects are with the level of service,
responsiveness, and counsel you provide now vs pre-COVID-192

72%

80%

70%

60%

50%

40%

30%

20%

10%

17%
9%

More satisfied Just as satisfied Less satisfied Not sure/Don't know

0%




Do you have any other suggestions about how HAR can support
you better?

"Open your offices “Increase the ”We'don’p want to see
for in-person customer service HAR's political opinion

interactions.” hours. Agents work online. Please focus
evenings and on providing great

" service.”
weekends, too!

“Be able to text/chat
with support.”

“Allow the option “Answer your
for quarterly dues.” phone.”




