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In one conference room at a wished. The Realty Executives

hotel in Tucson, AZ, broker representatives even directed
Anthony Azar told his agents agents to another conference
about the superior services room at the same hotel.
they’d enjoy as a result of his Rarely do brokers fight
switch from Realty Executives for agents in such a dramatic
to Keller Williams Realty. way. But the deep downturn
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for newcomers, in the business for two
years or less, to 23 percent for veterans,
with at least 16 years of experience.

* Some 24 percent of Realtors held at
least one of six certifications in special-
ized training, up from 16 percent in
2009. The fastest-growing designation
is the Short Sales and Foreclosures
Resource Certification, or SFR.

* The typical NAR member is
54 years old and works 40 hours a week;
57 percent are women. Women account
for 51 percent of brokers and 63 percent
of sales agents. Four percent of all Real-
tors are under 30 years old while another
5 percent are 30 to 34 years old; 17 per-
cent are 65 or over.

e Seventy percent of Realtors are
compensated through a split commission
arrangement, 18 percent receive all of the
commission, and 3 percent receive a
commission plus a share of profits. Some
81 percent of members work as indepen-
dent contractors for their firms. Seventy-
three percent receive no fringe benefits;
however, 11 percent are covered by
errors and omissions insurance and only

6 percent receive health insurance.

¢ The median number of transaction
sides Realtors handled in 2009 was
seven, unchanged from 2008.

e More than six in 10 NAR members
have a personal website. Seven out of 10
Realtors have a home office.

e Fifty-four percent of members are
affiliated with an independent, non-fran-
chised firm; 32 percent are with an inde-
pendent franchised company, 9 percent
with a franchised subsidiary of a national
or regional corporation, and 4 percent
with a non-franchised subsidiary of a
national or regional corporation.

* The median-sized firm has 29
licensees and one office.

The 2010 National Association of
Realtors Member Profile was based on a
survey of 58,022 members that generated
6,830 usable responses.

To order a copy of the study, call
800-874-6500 or visit www.realtor.org.
The profile is free for NAR members

but costs $125 for nonmembers. -
Contact: National Association of Realtors, -
www.realtororg. TED
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- .. During his trips to Tel Aviy, Cozza
focuses on some eye-popping numbers
that appeal to value-minded
investors. In the Lee County
communities of Lehigh Acres
and Cape Coral, homes are
trading for 50 percent of
replacement cost.

And capitalization rates, a
common measure investors
use to determine a property’s
yield, are above 10 percent.
The higher the “cap” rate, the

more generous the return.
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