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Preface 

This survey was designed to discover the needs and motivations of real estate 
brokerage firms in North America.  It was administered between January 3 and June 
30, 2018 to real estate brokerage owners/managers via online app.  Respondents were 
contacted online via social media feeds, groups, and websites and a total of 204 
responses were received and reviewed.  Participation was voluntary and incentives 
(helpful brokerage documents) were provided to those who completed the survey. 

Some responses were removed from survey results if they did not fit the survey 
criteria (owners or managers of currently operating real estate brokerages).  The 
various sections are outlined below. 

Respondent Demographics 

• Title / Role at the Brokerage Firm 
• Real Estate License Length 
• Brokerage Ownership Length 
• Broker/Owner Involvement in Production 
• Designations / Certificates Earned 
• College Degrees Attained 
• Volunteer Service in Real Estate 

Firm Demographics 

• Residential or Commercial Sales 
• Brokerage Firm Type: Franchise or Independent 
• Managers and/or Team Leaders Employed 
• Agents Employed by Brokerage Firm 
• Number of Real Estate Offices 

About the Brokerages 

• Back Office System 
• Leads Provided to Agents 
• Revenue Sources 
• Agent Compensation Methods 
• Top Goals for 2018 
• Biggest Challenge for Company 

Industry Outlook 

• Should the Barriers to Entry be Raised? 
• Should License Maintenance Standards be Increased? 
• Should More Comprehensive Education and Training be Required? 
• Future Challenges Anticipated in the Real Estate Sales Industry 

The survey results are displayed as pie charts (to indicate proportions of a whole) and 
bar graphs (when multiple answers were selected).  Following the survey results, a 
few stand-out companies are highlighted for an in-depth look “behind the scenes”. 
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Broker/Owner Involvement in Production 
66% of the respondents actively sell real estate and advertise themselves to gain 
business personally, often known as a “competing broker” because they compete with 
their agents for sales.  Some agents prefer to have an actively selling broker because 
the agents can receive training from a good role model, while other agents prefer not 
to have their broker competing with them for clients. 

28% sell real estate but do not advertise, serving only family members, past clients, 
and personal referrals.  These producing brokers may be known as “non-competing 
brokers”. 

6% of respondents do not sell real estate at all, presumably using their time to lead 
and manage the organization, and often being available to advise their agents full 
time.  These non-producing brokers are also “non-competing brokers”. 

 

  

66%

28%

6%

Production of Broker/Owner

Yes I actively advertise & sell.

Yes I sell but I only serve past clients.

No I do not sell real estate.
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Agents Employed by Brokerage Firm 
Respondents reported an average of 33 agents per office, but that figure is skewed 
due to several offices with 1,000 agents. 

A more accurate figure is the median number of agents per office, which is 7. 

The most common answer (mode) is 2, illustrating that most firms have few agents. 

The responses ranged from 0 to 1,000 agents per brokerage firm. 

82% of firms are small brokerages with fewer than 30 agents. For illustrative purposes, 
this group is segmented into 4 categories: 

Number of 
Agents 

Brokerage 
Category 

% of 
Respondents 

0-2 Small 18% 
3-5 Small 24% 
6-10 Small 22% 
11-29 Small 19% 
30-99 Mid-size 12% 

101-999 Large 4% 
1,000+ Large 1% 
TOTAL  100% 

21% of firms are mid-size brokerages with at least 30 but fewer than 100 agents.  A 
minimum of 30 agents per office is typically viewed as desirable for efficiency of scale 
in operations. 

Only 5% of firms are larger brokerages with greater than 100 agents, with only 1% 
employing 1,000 or more agents. 

 
 

  

18%

24%

22%

19%

12%

4%

1%

Number of Agents at Brokerage Firm

0-2

3-5

6-10

11-29

30-99

101-999

1,000+
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About the Brokerages 
This section delves into the company operations to understand what makes them tick 
and how they plan to navigate their future. 

Back Office System 
Which office systems ranked the highest among brokerage owners?  The respondents’ 
office management systems encompassed 35 different brands, plus custom / 
proprietary solutions.  Custom-designed back office systems frequently include 
Microsoft® Excel® worksheets. 

Besides the 17 systems shown below, the “other” category included 25 different 
systems.  A few respondents are using multiple systems, and some indicated (8%) they 
are not using any type of back office system at all. 

 
Brands included in “Other” category: 

• Brivity 
• Appfiles 
• Attractktor  
• Authentisign 
• Broker Office 
• CTMe 
• Dash 
• Employer ondemand 

1%
1%

2%
2%

2%
2%

3%
3%

4%
4%
4%

5%
5%

7%
7%

8%
8%

14%
21%

0% 5% 10% 15% 20% 25%

RealtyBackOffice
Excel / Microsoft Office products

InstaNet
OneChimp

Docusign Transaction Rooms
Paperless Pipeline

Quickbooks
Transaction Desk

SkySlope
BrokerSumo

ZipLogix system
Google products

BackAgent
Custom / Proprietary

BrokerMint
None

Lone Wolf / Broker Wolf
Other

DotLoop

Back Office Systems
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Top Goals for 2018 
When asked for their top goals for 2018, respondents selected multiple responses out 
of the 14 available responses (listed below in order by the most popular results) or 
wrote in their own goals as shown in “other”. 

• Increase number/volume of sales transactions 
• Recruit more agents 
• Increase profits 
• Digitize systems with technology / cloud-based services 
• Seek new revenue stream / profit center 
• Reduce overhead expenses 
• Innovation / create new business model 
• Add a new product / service with residual income 
• Prepare business for my retirement / exit 
• Stop being a "competing" broker (selling real estate along with your agents) 
• Open more office(s) 
• Hire manager(s) 
• Pursue corporate business sources (example: government contracts) 
• Move office to new location 

Of the 14 goals presented, the average (and median) respondent selected 5 of the 
short-term goals.  The most common number of goals selected (mode) was 4. For the 
range of answers, the minimum goal selected was 1 and the maximum was 10. 

Refer to the graph below that illustrates the percentage of respondents who selected 
each of the 14 goals. 

 

13%

13%

18%

18%

19%

20%

23%

31%

34%

34%

36%

62%

79%

86%

0% 20% 40% 60% 80% 100%

Move office to new location
Pursue corporate business

Hire manager(s)
Open more office(s)

Remove self from production
Prep business for exit plan

Add residual income services
Innovate new business model

Reduce overhead expenses
New revenue / profit center

Digitize tech systems
Increase profits

Recruit more agents
Increase sales transactions

Top Short-Term Business Goals
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Industry Outlook 
This section gauges future trends as seen from the brokers’ perspective.  Because 
they hire and train agents every day, these key influences have their “finger on the 
pulse” from the front lines of everyday sales to the heart of the operations. 

Should the Barriers to Entry be Raised? 
In other words, should it be more challenging for 
prospective licensees to obtain their real estate 
license?  Note that licensing regulations are controlled 
by each state’s licensing board and vary by state 
regulations. 

88% of respondents agreed with a resounding “yes”, 
while only 12% disagreed.  Those who disagreed with 
that statement pinpointed other underlying problems 
in the industry. 

Respondents in favor of raising the barriers made 
comments such as: 

• It is way too easy to get a license. 
• There should be a mandatory shadowing or 

journeyman period to qualify to continue. 
• A bachelor’s degree should be a requirement for a real estate license. 
• Obtaining a license should cost more. 
• Mandatory classes after licensure should be required so that agents can 

properly write a contract. 
• The license test should be more applicable to what agents actually need to 

know to perform the job. 
• It amazes me how some agents actually pass the licensing exam (which is 

difficult) but then cannot perform the job. 
• Brokerages need to do a better job training their agents on negotiations and 

contracts. 
• New agents should understand this is not a part time job.  Having a license 

does not equal money or clients.  It takes capital to earn a profit in this 
business. 

• Buying and selling a property, residential or commercial, is the highest 
investment transaction a consumer will ever experience in their lifetime.  
Therefore, agents should have some sort of business degree from an accredited 
university, at least a bachelor’s degree.  I have been in this industry for 13 
years and I have seen too many agents making mistakes from contracts to 
unprofessionalism.  Agents should strive to do better, otherwise, our clients 
won’t take us seriously.  We’re viewed as “just another salesperson” because 
of such low industry standards. 

Those respondents against raising the entry barriers had comments such as follows: 

• The bar is not necessarily low.  The tests are so difficult to pass because the 
exams are poorly worded and the practice course is short.  Trying to learn is 
like trying to take a drink of water from a fire hose.  Courses only teach legal 

88%

12%

Raise 
Barriers to 

Entry

Yes No
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Profile of Selected Brokerage 
Firms 

Meet the key influencers behind some of 2018’s most interesting and innovative 
brokerage firms in North America.  We selected a cross-section of brokerage owners, 
managers, and CEOs who had completed the survey.  We noticed these companies 
because they stood out.  These firms, along with their principals, are highlighted in 
this section. 

We interviewed them to discover their basic foundation (vision, mission, and values), 
their business models, and what makes them unique in their market places.  We also 
dug a little deeper to find out what drives them — and relished their advice to new 
colleagues. 

Respondents related business mistakes they made, and lessons they learned during 
their journeys.  Naturally, they enjoy sharing their business success stories as well.  
They also forecast the challenges they foresee for brokerage firms in the future, and 
predictions for our real estate industry. 

Take a closer look and get to know these leaders.  Watch these rising stars develop 
and grow in the coming year. 

Terms Key: 

• SERVICE MIX means products and services the company offers to their agents. 
• PROFIT CENTERS refers to the company revenue sources. 
• CORE COMPETENCIES are strengths help the company gain an advantage in the 

market place. 
• UNIQUE VALUE Offering is what the company does differently from competitors 
• COMMUNITY SERVICE refers to non-profit organizations with which the company 

is involved. 

Featured Brokerages 

The following section highlights the featured brokerage firms as listed below.  They 
represent a cross-section of both franchisees and independents, ranging from small to 
large size (based on number of agents employed), and stretching geographically from 
coast to coast in the U.S. and Canada. 

Franchisees 

• Keller Williams SELA (Los Angeles, California) 
• Berkshire Hathaway Innovative Real Estate (Denver, Colorado) 
• RE/MAX Legend (Ontario, Canada) 

Independent – Large (100+ agents) 

• Realty Group, Inc. (Minneapolis, Minnesota) 
• BRIK Realty (Birmingham, Alabama) 
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Independent – Mid-Size (30 - 99 agents) 

• Kurz Real Estate Corp (Miami, Florida) 
• IXL Real Estate (Mobile, Alabama) 
• Aubrey and Associates Realty (Salt Lake City, Utah) 
• Lovera Realty (Orlando, Florida) 

Independent – Small (fewer than 30 agents) 

• Key Impressions LLC (Pensacola, Florida) 
• Nexus Realty International (Seattle, Washington) 
• Brown and Brown Real Estate (Fresno, California) 
• National Premier Properties, Inc (New England) 
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Brown and Brown Real Estate 
Brown and Brown Real Estate is the vision of Broker/Owner Sabrina Brown.  This 
visionary is highly respected among colleagues.  She was a featured presenter at 
California Association of Realtor’s WomanUP conference, served as President of 
Women’s Council of Realtors (WCR) Fresno chapter, and was recently elected as a 
California District President for WCR.  In addition, she serves as a Director of the 
Community Housing Council and Co-Chair of the MLS Committee.  With nearly 10 
closings per day (triple the average rate), she can afford to be selective about which 
agents she hires.  Business college training helped her segue into business ownership.  
Known in the community as one to step up and volunteer for leadership roles such as 
the Clovis Chamber of Commerce, keep your eye on this up-and-coming spark! 

 

Brown and Brown Real Estate 

 

Fresno, California 

12 Agents 

112 Transaction Sides closed last year 

 

Sabrina Brown 

Broker/Owner 

4 years company established 

www.brownrealtyteam.com  

Vision:  Our Vision is to provide the highest possible professional, 
personalized real estate services, while establishing our 
company as the preferred brokerage in the central valley for 
clients and agents.  

Mission:  Our Mission at Brown and Brown Real Estate is to provide 
professional personalized real estate service that fit our 
client’s needs.  To act in the best interest of our clients by 
bringing unquestionable ethics and the highest level of 
integrity to each transaction.  

Values:  Teamwork, Accountability, Integrity, Loyalty, and 
Commitment. 

Business Model:  We are a boutique brokerage that fosters teamwork. 

Service Mix:  Training, training and more training. Personal website, CRM, 
and mentoring. 

http://www.brownrealtyteam.com/
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Profit Centers:  New construction, custom homes, and residential sales. 

Core 
Competencies:  

Our team approach gives us an edge in our market place.  Our 
clients have the advantage of several agents instead of one. 

Unique Value 
Offering: 

Brown and Brown Real Estate fosters an atmosphere of 
partnership in which our clients are represented in a 
synergetic environment by our entire team, giving our listings 
and clients a favorable advantage. 

Community 
Service:  

We participate with Big Brothers and Big Sisters, and Habitat 
for Humanity  

Mistakes Learned 
From:  

Once I hired an agent who did not fit our business model.  I 
learned to take my time hiring based upon their match with 
our company culture instead of profit.  I found that one bad 
agent can disrupt the whole office. 

Success Story:  We do not actively recruit agents because they seek us out.  
So many great agents are attracted to our brokerage because 
of our company culture.  I have been blessed in my brokerage 
to have agents who care about doing what’s best for their 
clients. 

Challenges 
Anticipated:  

Future brokerages will be challenged to stay relevant in our 
ever-changing markets.  

Future 
Predictions:  

I predict that we will continue to have industry disruptors and 
that as agents and brokers we will need to be service driven 
in order to survive.  

Motivation:  What motivates to continue developing my brokerage is the 
ability to help shape and grow future agents. 

Best Advice for 
New Brokerage 
Owners:  

Take your time to first develop your company core values and 
culture, and then hire agents that fit your model. 
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Industry Insight & Forecast 

Examining the survey results, and analyzing the brokerage highlights, what does all 
this mean for the future of the real estate industry?  The below industry forecast is 
drawn from the insights and observations of Regina Brown, principal of MBA Broker 
Consultants. 

Brokerage Models 
Due to the strong competition from real estate sales agents, brokerages face 
continuous pressure to reduce fees.  Besides reducing the overall brokerage revenue, 
one result has been the innovation of diverse models breaking away from traditional 
commission splits.  Firms have evolved far from the traditional model of percentage 
commission split on closed transactions.  Today’s business model recognizes monthly 
subscription fees, per-transaction flat fees, hourly/salary employee pay with bonuses, 
and ancillary service fees for technology or marketing centers.  Real estate brokerage 
firm owners will continue refining, and redefining, the real estate business to meet 
the market demand from agents. 

As technology impacts business and intersects with the real estate industry, brokers 
will close nearly-empty brick and mortar offices in favor or “virtual offices” – working 
from home, while traveling, or remote access.  Brokerages are establishing footprint 
offices near areas of housing growth; for example, new home development 
communities.  Another trend is the move to smaller “flex” offices placed strategically 
in neighborhoods with denser populations and higher traffic counts.  Reflect on how 
Starbucks cornered the market — literally! 

Competition 
The increase of newly licensed real estate agents bears a strong correlation to the 
real estate market rise.  As the sales and prices continue to skyrocket, so will the 
number of real estate licensees, with a slight lag, just as in the past (First Tuesday, 
2018).  The number of licensees closely follows the housing market peaks and valleys.  
As the market surges, so will the number of agents.  Likewise, technology vendors will 
continue carving out their piece of the shrinking residential real estate sales “pie”. 

Decades ago, real estate riches created a new “gold rush” era and formed the basis of 
millionaire-mindset wealth.  Eyed as the best vehicle to “get rich quick”, the real 
estate industry attracts those seeking to leverage some aspect of real property to turn 
a profit.  “Part of the problem is the vast numbers of unscrupulous people who figure 
the real estate profession offers them a fast track to easy money.  It's not difficult, in 
many states, to obtain a real estate license,” (Weintraub, 2018). 

Because the barrier to entry is relatively low, competition will continue to be strong 
as each entity’s market share dwindles and the only remaining option is to compete 
based on price.  Luckily for consumers, they now have more choices of service types.  
Unfortunately, consumers do not fully understand the differences in service delivery 
until they are in the midst of a transaction.  They often do not realize the complexity 
of service required. 
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