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	Residential real estate became much more of a point-and-click world this year as Realtors’ Internet marketing efforts surged nearly sixfold, mostly because of strict telemarketing rules, according to a survey released last week.

Seventy percent of real estate agents responding to the telephone poll said they used the World Wide Web to promote their business in some fashion, up from just 10 percent in the 2003 survey conducted by the California Association of Realtors. Credit the national do-not-call lists that are now in place, said Leslie Appleton-Young, the association's vice president and chief economist.

"Between 2003 and 2004, a lot of them were pushed onto the Internet out of necessity," said Appleton-Young. The availability of high-speed Internet connections also helped, she said, and customers also like the convenience. 

Tech Savvy

"Realtors continue to be more technologically savvy than their counterparts in years past, and have integrated numerous technological tools into their day-to-day businesses as well as real estate transactions," Ann Pettijohn, the association's president, said in a statement.

Results were released during the group's annual conference in Santa Clara. E-mail and a high-speed Internet connection are popular tools in the real estate business, too. And the 24 percent of sales were generated via the Internet, up from 19 percent in the previous survey.

Condosource, a Beverly Hills-based real estate company that specializes in the condominium market, said that 90 percent of its clients who are buyers come from its Web site , condosource.com.

"The Internet is our lifeline," said Jim Perabo, the company's chief marketing officer. The company covers the West Los Angeles, downtown Los Angeles and Santa Monica markets, where there is a heavy concentration of condos. 

Find First

Buyers like the Web because they can look at a unit before contacting an agent. If a prospective buyer is interested in a property, they e-mail the company and an agent contacts them, he said.

"What we tried to provide to consumers is a portal where they can go and find information," he said. The survey also found that:

  At 92 percent, e-mail remains the primary use of the Internet for Realtors.

  82 percent have a high-speed Internet connection at home, compared to 71 percent a year ago.

  All respondents own one or more personal computers dedicated to their real estate business.

  38 percent of said their most important technology upgrade in the last year was purchasing a new computer.

  53 percent maintain a personal Web site.

  45 percent use e-mail as their primary form of communication with their clients.
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