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Introduction

In 2017, the National Association of REALTORS® took its first look at
member business through the lens of gender and race. The report
provided insights into differences in why members entered the field,
skills important for the field of real estate, areas in which members
worked, the typical number of transactions, sales volume, and the
income differences.

The 2021 report expands these topics and scope. In addition to
examining experiences by race and gender, NAR members were
also asked questions regarding their sexual orientation. A new
category was added to compare and contrast experiences among
members who identify as Straight/Heterosexual and identify as
LCBTQ+.

Knowing there are unigue experiences that arise in the business,
members were asked questions about their first year of practice
such as challenges they faced during their first year of business and
who they turned to for help. Members were also asked about their
local market—the supply of homes available, the number of agents,
and if their business operates in a commmunity that is racially and
ethnically diverse. Other data points examine where in members
career paths they are and what paths they have entered from.
Residential specialists were asked additional questions about the
potential of entering commercial real estate.

The report is broken into sections which compare all members,
members who perform 100 percent residential real estate, those
who spend 100 percent of their time in commercial real estate, and
dual specialists. Data in the residential real estate and dual specialist
chapters are analyzed among gender, race, and sexual orientation.
There were not enough respondents to examine data at this level
among commercial specialists.

It should be noted that to gather the sample of members,
oversamples for each area were collected. As such, the overall shares
of members are not representative of NAR membership overall.
However, the experiences, business practices, and business
experience of each individual group is representative of that group.

While each individual is different in the real estate industry, works in
a unigue market, and has a differing set of circumstances which
brought them into real estate and drives their personal decisions,
there are some broad takeaways found in the report.

Residential. Commercial. and Dual Specialists

REALTORS® are most likely to have chosen their career path on
their own. Commercial members are most attracted to real estate
by their interest in the industry, and that it's an entrepreneurial field;
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Introduction

residential members and dual specialists are attracted by flexible
work hours, the industry, and helping families or working with
people. Commercial members are most likely to be in their first
career stage, while residential and dual specialist members are
more likely to be in their second or later stage.

Fifty percent of commercial members have some ownership
interest in their firm, compared to 27 percent of residential
members, and 45 percent of dual specialists. Commercial specialists
had a gross personal income from real estate of $150,300, compared
to $34,100 among residential members, and $73,000 among dual
specialists.

Residential Specialists

There were a number of factors that attract people to work in
residential real estate. For all members, flexible work hours were
attractive, but this was cited at a higher rate among women at 78
percent compared to men at 71 percent. Men were more likely to
cite interest in the real estate industry at 65 percent vs 63 percent.
Women were more likely to report wanting to help families at 63
percent vs 53 percent. LGBTQ+ members were more likely to be
attracted to real estate because of interest in the field, and a love of
homes and homeownership.

When entering real estate the first year, among all members,
training and education was cited by nearly a quarter of members as
a difficult aspect of residential real estate. For Black/African-
American members they were more likely to run into challenges as
they were also working another job at 41 percent, compared to all
residential members at 30 percent. Members turned to a number of
sources their first year for help. For more than three-quarters of
members their brokerage/office was the top place they consulted.

Length in the real estate field differs. The typical length for a
residential specialist who is White/Caucasian was 10 years,
Asian/Pacific Islander members 5years, Black/African-American
members 4 years, Hispanic/Latino members 4 years. The number of
transactions also varies considerably by race. The typical number of
transactions for a residential specialist who is White/Caucasian was
seven, Asian/Pacific Islander members two, Black/African-American
members two, Hispanic/Latino members three. Women and
LGBTQ+ members typically had five residential transactions. As
members typically work on a commission structure, gross and net
incomes are reflective of these overall patterns. However, one other
aspect is ownership of the firm. Men, Asian/Pacific Islander
members, and Straight/Heterosexual members were most likely to
have some ownership interest in their firms. This pattern also holds
true among dual specialists.

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation
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Dual Specialists

Dual specialists stated that people skills and self-motivation are the
most important skills for residential real estate. Females placed
more importance on communication capabilities and problem-
solving skills compared to males. LGBTQ+ members and
Black/African-American members were more likely to cite
assertiveness as an important skill for residential real estate.

Dual specialists cited finding clients was the most difficult aspect of
their first year in residential real estate, followed by understanding
every aspect of the transaction. Males and White/Caucasian dual
specialists are more likely to work in commercial real estate as a
primary specialty.

Dual specialists typically have worked in real estate longer than
those in residential real estate. However, White/Caucasian
members, males, and Straight/Heterosexual members still have the
longest tenure in both residential and commercial real estate
among dual specialists. The typical number of residential
transactions for a dual specialist who is White/Caucasian was ten,
Asian/Pacific Islander members three, Black/African-American
members five, and Hispanic/Latino members five. Women and
LGBTQ+ members typically had eight residential transactions.
Among dual specialists, White/Caucasian members, males, and
both Straight/Heterosexual, and LCBTQ+ members had one

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

commercial transaction, while non-White and female members ha
no commercial transactions in 2020.

Neighborhood Differences

Commercial members are more likely to operate in a community
that is highly mixed between multiple backgrounds. Residential
and dual specialist members are more likely to operate in a
community that is somewhat mixed in backgrounds. It is more
likely for Black/African-American, Hispanic/Latino, and LGBTQ+
members to work in urban/central cities.

The biggest differences among typical local home prices were seen
among race/ethnicity. For residential specialists, the median typical
home prices for members was $333,300 among White/Caucasian
members, $542,800 among Asian/Pacific Islander members,
$282,400 among Black/African-American members, and $330,800
among Hispanic/Latino members. For dual specialists, the median
typical home prices for members was $311,800 among
White/Caucasian members, $543900 among Asian/Pacific Islander
members, $274,800 among Black/African-American members, and
$325,000 among Hispanic/Latino members.
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Race(s) of Respondents

White/Caucasian 57%

2
X

Asian/Pacific Islander

Black/African-American 16%

Hispanic/Latino 20%

American Indian/Eskimo/Aleut

|1%

4%

Other

0%
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80%

As there were oversamples
in the survey, the race of
respondents does not match
the overall race of the
membership. Among the
respondents, 57 percent are
White/Caucasian. Twenty
percent are Hispanic/Latino,
16 percent are
Black/African-American, and
eight percent are
Asian/Pacific Islander.
Throughout the report
American Indian/ Eskimo/
Aleut were combined to the
Other category.
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Gender of Respondents

*
*

Sixty percent of

Non-binary/third gender respondents are

female and 38 percent
are male.

Prefer to self-describe

Prefer not to say 1%

0% 80%

* = less than 1% NATIONAL
. . . . m ASSOCIATION OF
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Transgender Status of Respondents

Yes @ *

Less than one percent
of members identify as
transgender.

@@l Throughout the report
those who identify as
transgender were
added to LGBTQ+.

Prefer not to say 3%

0% 100%

* = less than 1% NATIONAL
m ASSOCIATION OF
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Sexual Orientation of Respondents

Gay or Lesbian I 3%
Bisexual 1%

Prefer to self-describe 1%

Prefer not to say I 6%

0% 100%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

Eighty-nine percent of
members identify as
straight/heterosexual,
three percent identify
as gay or lesbian, and
one percent identify as

bisexual. Throughout
the report those who
identify as gay, lesbian,
bisexual, or prefer to
self-describe were
added to LGBTQ*+.
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Current Real Estate License(s) Held

Broker 26%

Broker-Associate 13%

Sales Agent 63%

Appraisal 2%

Other *

None of the above  *

0%

* = less than 1%
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80%

Sixty-three percent of
the sample had a sales
agent license. Twenty-

six percent had a
broker license.
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Current Real Estate License

2%

Commercial

Both residential and commercial - 37%

Neither

1%

| don't know I 2%
0%
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59%

80%

Fifty-nine percent of
the sample had a
residential license.
Thirty-seven percent

held both residential
and commercial
licenses.
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Real Estate Business Activities

100% residential

99-75% residential; 25-1% commercial

Equal residential and commercial

99-75% commercial; 25-1% residential

100% commercial

0%
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60%

80%

Of the sample, 60
percent conduct only
residential real estate,
35 percent are dual

specialists, and 5
percent practice only
commercial real
estate.
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Primary Area of Real Estate Activity
Suburb/Subdivision _%50%

51%

- 14% In the sample, half of
Small town 13% members work in

15% el
suburbs/subdivisions

Urban/Central city 31% oy ®
urban/central cities. It

25%

is more likely for

6%
el e . - women to work
6% suburbs and more
3% likely for men to work
Resort/Recreation area I 3% in urban areas.

3%

0% 60%

mAll mMale Female

NATIONAL
ASSOCIATION OF

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation REALTORS®



Primary Area of Real Estate Activity

Suburb/Subdivision

Small town 12%
8%
32%
27%
22% 3%
H (o]
Urban/Central city 27%
33%
15%
r 6%
2% 8%
(o]
Rural area 4%
3%
17%
-
Resort/Recreation area 1% 5%
1%
2%
0% 60%
mAll m \White/Caucasian Asian/Pacific Islander
Black/African-American Hispanic/Latino Other

* = less than 1%
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By race and ethnicity, it
is more likely for
Hispanic/Latino
members and
White/Caucasian
members to work in the
suburbs. It is more likely

for Asian/Pacific Islander
members to work in
small towns. It is more
likely for Black/African-
American and
Hispanic/Latino
members to work in
urban/central cities.
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Primary Area of Real Estate Activity
Suburb/Subdivision _ 28:/2

39%

14%
Small town - 14% It was more common

for LGBTQ+ members
27% to report work in an
urban/central city at 42

9%

Urban/Central city 27%

42%
percent compared to
6%

. Straight/Heterosexual
Rural area 6%
- members at 27
I percent.
0% 60%

mAll B Straight/Heterosexual LGBTQ+

3%
3%
4%

Resort/Recreation area
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All \Member
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Entering Real Estate

NATIONAL
ASSOCIATION OF
REALTORS®

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation



Choosing Career in Real Estate
| Commorcial | Residential | Dual Specialists _

Self-initiated 59% 62% 68%
Connaction 26% 16% 20% REALTORS® are most
Referred by friend 13% 26% 20% likely to have chosen
Family connection 10% 1% 12% their career path on
Family business 7% 3% 6% their own. Commercial
Online job listing 2% 3% 2% members are more
Recruiter 2% 3% 2% |ike|y to have had a
Jesines 19% . 1% professional
Internship 1% * 1% connection, while
Career advisor 1% 1% 1% residential members
TV ad ; - ] are more likely to have
Billboard * . . been referred by a
Flyer in mail * 1% 1% friend.
Newspaper ad * 1% 1%
Other 6% 5% 6%

"= lessthan 1% NATIONAL

[ Assocismionor
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Attractive Aspects of Real Estate

Industry
| Commercial | Residential | Dual Specialists _

;Qéirstsr;m RE 64% 63% 66% .
Entrepreneurial field 52% 47% 52% Commercial members
Flexible work hours 47% 76% 68% are most attraCtefj to
E%ve of commercial 47% 29 1% .real esta.te by t.helr

o interest in the industry,
Working with people 39% 59% 53% oty
Active job, not solely and that it's an

' 38% 41% 40% 0 -

at desk entrepreneurial field;
oo izske e Ik 6% and dual specialists are
e S 9% 5% 7% attracted by flexible
Helping families 3% 60% 48% work hOUI‘S, the
oo e :ic;mes/home - - o industry, and helping
Suggestion from i o o farmhes or working
advisor with people.
Internship 1% 1% 1%
Other 12% 5% 8%
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Most Important Skills for Residential
Real Estate

People skills 87%94%
Self-motivation 83% 400 According (o)
ielslainselvine dkilis 7% oo residential and dual
Negotiation skills Vi T SpeCia“St members,
Organization/attention to detail EGEG—IE cO — the most important
Superior communication capabilities ' EGE—_—_—_—_————— > — skills for residential

real estate are people
skills, self-motivation,

Resilience NN 2%
Sales & marketing acumen .. /%
Technology skills  EGE_—_—_——— %
Assertiveness NN 5%

80%
78%

and problem-solving
skills; superior
Analytical reasoning . % communication

74%
75%

68% oge [ ]
capabilities are

especially important to

Cultivation of business network 39% 70%

i i I 05%
Financial acumen 0 58%

Completion of higher education B 12% 26% dual SpGClaIISt
0% 100% members.
H Residential Dual Specialists
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Most Important Skills for Commercial
Real Estate

i i 82%
Self-motivation e
People skills 777%;?
Problem-solving skills 78% oo
Negotiation skills 76% Accordlng to

88% 2
Analytical reasoning  EEG—_————— 7% commercial and dual

86% .
Superior communication capabilities [N C - specialist members,
Organization/attention to detail NEG_——_—_—_—_—CC the most important
Financialacumen [Ty - skills for commercial
Cultivation of business network | SESSSSSSSS——co real estate are self-

motivation, people
skills, and problem-
solving skills, and

1 I 350 negotiation skills.
Technology skills 35% 739 g9

il I 5<%
Resilience “ 76%

. I /7
Sales & marketing acumen ° 72%

i I 2%
Assertiveness ° 70%

Completion of higher education 25% 529%

0% 100%
® Commercial Dual Specialists
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Difficult Aspects of First Year in Real
Estate

Finding clients

52%

transaction 50%

. 34%
Understanding real estate - | EYS)

market 26%

Training/education 23%
Needing/not having a mentor

. . 12%
Working another job h 30%

Navigating brokerage, learning 1 10%
about it

Technology

Navigating local laws re: home B 2%
sales & showings

0%

B Commercial ®Residential Dual Specialists
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64%

73%

80%

Among all members,
the most difficult
aspects of their first
year in real estate were
finding clients and
understanding all

aspects of the
transaction. For
residential and dual
specialists, working
another job was
another difficult
aspect.
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Consulted First Year in Real Estate

65%
My brokerage/office NG

. F 31%
Mentor in RE (another broker) 11%
Mentor in RE (another agent) 42%
Online education/courses 24%
.. 10%
Local association - 10%

. 8%
Real estate coach/trainer L 18%

. 3%
State association l 2%

NAR 5%

3%

VIR -
15%

other T °

0%
B Commercial ®Residential Dual Specialists
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80%

All members consulted
their brokerage/office
for help in their first
year; commercial
members are more
likely to have
consulted another

broker as a mentor,
and residential and
dual specialist
members are more
likely to have
consulted another
agent.
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Would Prompt Switch to Residential Real Estate

Higher earning potential - 10%

Other - 8%

More personal interest in o
residential RE activities - 7%

Managerial opportunities . 5%

More flexible hours . 4%
Mentor working in residential I 3%
More insight into what it entails I 3%

Skills training to make the switch I 3%
Ways to off-set commission-only I 3%
(0]

pay structure

®m Commercial

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

80%

Seventy-two percent
of commercial
members would not
pursue residential real

estate. If they were to
switch, they are most
likely to be prompted
by higher earning
potential.
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Real Estate is Only Occupation

Yes, now and pre-Covid

69%

Was pre-Covid, is not II
now

4%
Yes now is, had another
. 12%
source pre-Covid

9%
No, has never been 29%

0%
B Commercial ®Residential Dual Specialists
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85%

100%

Commercial members
are most likely to
report real estate as
their only occupation.
Residential members

are most likely to say
real estate has never
been their only
occupation.
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Stage of Work History

34%
Ist career 17%
22% o
Commercial members
are most likely to be in
their first career stage,
2nd career 49% while residential and

44% dual specialist
members are more
likely to be in their
second or later stage.

3rd career or more 34%
35%

0% 60%
B Commercial ®Residential Dual Specialists
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Management/Business/
Financial

Sales/Retail

Construction
Office/Admin support
Manufacturing/Production
Architecture/Engineering
Education

Healthcare
Computer/Mathematical
Military
Government/Protective
services

Legal

Transportation
Community/Social services
Family manager

Personal care/Other services
Life/Physical/Social sciences
Other

* = less than 1%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

23%

14%
5%
4%
3%
3%
3%
2%
2%
2%

2%

1%
1%
*
*
*

*

35%

17%

13%
2%
10%
2%
2%
8%
8%
3%
1%

3%

2%
2%
2%
1%
2%

1%
22%

19%

14%
4%
6%
3%
3%
5%
5%
3%
2%

4%

2%
2%
1%
1%
2%
1%
23%

Career Prior to Real Estate
| Commercial | Residential | Dual specialists

All members are most
likely to have worked in
management/business/fin
ancial or sales/retail prior
to real estate. Commercial
members are more likely
to have worked in

management/business/fin
ancial, while residential
and dual specialist
members are more likely
to have worked in
office/admin support.
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ASSOCIATION OF
REALTORS®



Business
Characteristics
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Commercial Real Estate Relationship

Work in CRE as secondary I 3%

specialty 71%

Commercial members
eyl EZE are more likely to work
SPEERIY 16% in commercial real

estate as their primary
44% .
Hold commercial designation _ SpeC|a|ty (94%) and/OI'
8% hold a commercial
designation (44%).
On a commercial overlay - 1% D | o I- t
board - ua spema ists are .
more likely to work In
I 04 CRE as a secondary
| don't k Q
ontxnow - specialty (71%).

0% 100%

® Commercial Dual Specialists
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Years in Real Estate

5%

|

21%
1year or less 8%

16%
8%

2 to 5years 7%

|

25%
23%

6%

12%

12%
13%

6 to 10 years

I°8
X

1%
1 to 15 years 12%

1%

22%
19%
16 to 25 years 559
18%
51%

13%
26 years or more 6%

18%

0%

B Commercial  ®Residential Dual Specialists - Res. Dual Specialists - Com.

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

60%

Residential members
have spent a median of
three years working in
real estate, compared
to five years of
residential for dual

specialists.

Commercial members
have spent a median of
six years in real estate,
compared to three
years in commercial
for dual specialists.
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Commercial Sales Transactions in 2020

O transactions
46%
1to 5 transactions
45%
6 to 10 transactions

6%

9%
11 to 15 transactions - °

1%

4%
16 to 20 transactions .W °
0

-
21 or more transactions
2%

0%

® Commercial Dual Specialists
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60%

Commercial members
completed a median of
four commercial sales
transactions in 2020,

compared to one
commercial sales
transaction among
dual specialists.
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Commercial Leasing Transactions in
2020

19%

O transactions

59%
1to 5 transactions o
0 Commercial members
— T - completed a median of
6 to 10 transactions . .
4% six commercial sales

transactions in 2020,

. 10%
11 to 15 transactions

compared to zero
commercial sales

7 transactions among
dual specialists.

1%

16 to 20 transactions
1%

) 15%
21 or more transactions
2%

0% 60%

® Commercial Dual Specialists
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2020 Commercial Sales Volume

0,
$1to0 $99.000 1N 5/;0/
(0]

0,
$100,000 t0 $249999 M Meo/
(0]

(o)
$250,000 to $499,999 . 2%

7% The median
$500,000 to $999,900 1 5Cy;(y commer.C|aI sales
’ volume in 2020 among
$1.000,000 to $4,999,999 _15% 26% commercial members
00000 — was $4,287,900,
ORI el 5% compared to $732,900
. among dual specialists.

No transactions
47%

I
Do not perform transactions [

7%

0% 60%

® Commercial Dual Specialists
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2020 Commercial Average Dollar Value

$1to $99,999 Bl -
$100,000 t0 $249900 NI 6%

$250,000 to 499900 NN 12%

$500000 t0 $999.900 T 5%
$1,000,000 to $4999,000 N 7%
$5,000,000 or more 1 7%
No transactions I 2
Do not perform transactions I -

7%

46%

0%

® Commercial Dual Specialists
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60%

The median of the
average commercial
sales dollar value in

2020 among

commercial members
was $916,700,
compared to $436,800
among dual specialists.
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2020 Commercial Lease Volume

0,
$1to $99.000 NN 12%

15%

0,
$100,000 to $249,000 N 3%

6%

[0)
$250,000 to $499,999 - 10%

4% The median
$500,000 to $999.999 ? 10% commer.C|aI lease
’ volume in 2020 among
$1.000,000 to $4,999,999 ? 18% commercial members
was $530,300
$5,000,000 or more - 9% ' /
R 1% compared to $131,400
o among dual specialists.

No transactions
52%

I -
Do not perform transactions L

16%

0% 60%

® Commercial Dual Specialists

NATIONAL
ASSOCIATION OF
REALTORS®

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation



Business Operates in Community That Is...

Predominantly one race/ethnic
background

Predominantly two races/ethnic
backgrounds

Somewhat mixed between
several races/ethnic backgrounds

Highly mixed between multiple
races/ethnic backgrounds

9%

10%
12%
15%
1%
34%
£1%

41%

1

34%

0%

m Commercial

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

m Residential Dual Specialists

47%

Commercial members
are more likely to
operate in a
community that is
highly mixed between
multiple backgrounds.

Residential and dual
specialist members are
more likely to operate
in a community that is
somewhat mixed in
backgrounds.
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Hours Worked Per Week in Real Estate

Less than 20 22%
13%
Medians
20 to 39 hours 36%
29% Commercial: 45 hours

3 Residential: 30 hours

4% Dual Specialists: 40
hours
19%
60 hours or more 10%
17%
0% 60%
B Commercial ®Residential Dual Specialists
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Years Active as Real Estate
Professional

4%
1year or less 21%

8%

8%
2 to5years 26%

16% .
Medians
B %
GtolOyears | 125 Commercial: 30 years
6% . ° 1.
S ‘ o Residential: 6 years
12%

Dual Specialists: 17

21%
16 to 25 years 18% years
25%
55%
26 or more years 13%
29%
0% 60%
B Commercial ®Residential Dual Specialists
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Ownership Interest in Firm

27%
Sole ownership 17%

28%
| BE3 Fifty percent of
Partner in partnership . 4% ) commercial members
% have some ownership
Stockholder and/or r 8% interest in their firm,
corporate office 42/;% compared to 27

percent of residential
o members, and 45
No ownership interest 73% !

55% percent of dual
o specialists.
Other 3%
2%
0% 80%
B Commercial ®Residential Dual Specialists
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GROSS Personal Income from Real
Estate Activities in 2020

12%
43%

$24,999 or less

25%
B
$25,000 to0 $49,299 | 17+ Medians
15% —_—
15% Commercial: $150,300
$50,000 to $99,999 19%
22% Residential: $34,100
8% Dual Specialists:
$100,000 to $199,999 14% P *
22% $73,000
38%
$200,000 or more 7%
17%
0% 60%
B Commercial ®Residential Dual Specialists
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NET Personal Income from Real Estate
Activities in 2020

16%
$24,999 or less 52%

33%
- EX
$25,000 t0 $49,29° | 12> Medians
18% -
23% Commercial: $106,900
$50,000 to $99,999 18%
25% Residential: $23,500

29% c etes
$100,000 to $199,999 F Dual Specialists:

16% $49,300

23%
$200,000 or more 3%

9%

0% 60%
B Commercial ®Residential Dual Specialists

NATIONAL
ASSOCIATION OF
REALTORS®

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation



Percent of Personal Income from
Commercial RE in 2020

81%
20%

75% to 100%
15%
B
s0%to74% [ 10% Medians
1% . 0
Commercial: 83%
B Residential: 20%
25% to 49% - 10% I 1al: ;)
e Dual Specialists: 20%
5%
1% to 24% 599%,
62%
0% 100%
B Commercial ®Residential Dual Specialists
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Percent of Personal Income from
Residential Real Estate in 2020

"75% to 100%
62%

B
-

12%

4%
25% to 49% 5%

1%

50% to 74%

1% to 24% - 16%
15%
0%
B Commercial ®Residential Dual Specialists

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

14%
73%

77%

80%

Medians

Commercial: 16%

Residential: 82%

Dual Specialists: 79%

[
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Residential

Entering Real Estate
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Self-initiated
Referred by a friend

Professional
connection

Family connection
Family business
Online job listing
Recruiter

Flyer in the mail

Career advisor/
referral school
Newspaper ad

LinkedIn job
announcement

Internship
Billboard
TV ad
Other

* = less than 1%

62%
26%
16%
1%
3%
3%
3%
1%
1%
1%
*
*

*

ES

5%

64%

26%
15%
N%
4%
3%
3%
1%
1%
1%

*

*
*

*

5%

61%
26%
16%

1%
3%
3%
3%
1%

1%
1%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

Choosing Career in Real Estate
| Residential | Male | Femae

Three-fifths of
members self-initiated
their start in
residential real estate.
One-quarter were
referred by a friend, 16

percent had a
professional
connection, and 11
percent had a family
connection in real
estate.
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Choosing Career in Real Estate

Asian/ Black/
Pacific African
Islander | American

White/
Caucasian

Hispanic/
Latino
Self-initiated

Referred by a
friend

Professional

connection It was more common

Family for Hispanic/Latino

conimee e members to be

Loy referred by friend
usiness .

Online job when entering

listing residential real estate.

Recruiter

Flyer in the

mail

Career advisor/
referral school

Other

NATIONAL
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Choosing Career in Real Estate

Residential Straight/ LGBTQ+
heterosexual

Self-initiated 62% 61% 61%
Referred by a friend 26% 26% 25%
S For all members it was

(o) O, O,
orTEeien 16% 16% 16% less common to enter
Family connection % % 10% residential real estate
Family business 3% 4% 2% f.I'OI.‘n online jO.b

- listings, recruiters, a
Online job listing 3% 3% 5% . .
flyer in the mail, career

PRI S e S advisor/referral
Flyer in the mail 1% 1% 1% through a school or a
Career advisor/ . hewspaper ad.

1% 1% 1%
referral school
Newspaper ad 1% 1% 1%
Other 5% 5% 6%
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Attractive Aspects of Real Estate
Industry

| | Residential | Male |  Female

Flexible work hours

Interest in real estate industry
Helping families

Working with people

Love of homes and home
ownership

Salary possibilities

Entrepreneurial field /
Become the boss

Active job, not solely at a desk

Job tasks (i.e. sales and
marketing)
Mentor suggested field

Love of commercial real
estate

Suggestion from college or
high school educator / advisor

Internship
Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

76%
63%
60%
59%

52%
51%
47%

41%

15%
5%
3%

1%

1%
5%

71%
65%
53%
56%

42%
50%
52%

39%

15%
5%
4%

1%

1%
5%

78%
63%
63%
60%

56%
52%
46%

41%

15%
5%
3%

1%

1%
5%

There were a number of
factors that attract people
to work in residential real
estate. For all members,
flexible work hours were
attractive, but this was
cited higher among
women at 78 percent
compared to men at 71
percent. Men were more
likely to cite interest in
the real estate industry at
65 percent vs 63 percent.
Women were more likely
to report wanting to help
families at 63 percent vs
53 percent.
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Attractive Aspects of Real Estate
Industry

. Asian/ Black/ . .
Residential Wh't‘?/ Pacific African HISP?mc/
Caucasian . Latino
Islander | American

Flexible work hours 76% 76% 79% 76% 77% 74%
Interest in real estate o o o o o o
industry 63% 64% 60% 68% 57% 66%
Helplng famllles 60% 57% 51% 65% 65% 60% By race/ethnicity,
Working with people 59% 60% 53% 57% 59% 61% BI k/Af . A q
Love of homes and 52% 53% 47% 56% 49%  53% o riean-ameriesn
home ownership members were more likely
Ealary pOSSibi!itli?c.S " 51% 52% 34% 56% 53% 46% to enter for interest in the
ntrepreneurial fie o o o o o o .
NI N - 47% 46% 37% 57% 45% 48% re.al est:a‘;e |n.dus‘[-_ry<i
e o MOTSOIENBEE 8% 3% 2% A B g::zli?,;irilz:zt:\nz:mr;rican
i;’:rf(aesttfé')e salesand 15% 17% 1% 12% IV members were more likely
Mentor suggested field 5% 6% 2% 5% 5% 8 to report wanting to help
Love of commercial real 29 5% 29 4% 29 59 families.
estate
Suggestion from college 1% 1% 1% 1% 1% 1%
or high school educator
Internship 1% 1% 1% * 1% *
Other 5% 7% 4% 4% 4% 5%
* = less than 1% NATIONAL
m ASSOCIATION OF
REALTORS®
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Attractive Aspects of Real Estate
Industry

Residential Straight/ LGBTQ+
heterosexual

Flexible work hours 76% 76% 77%
Interest in real estate industry 63% 63% 69%
Helping families 60% 61% 57%
Working with people 59% 59% 59%
Love of homes and home 559 559 59% LGBTQ+ me':nbers
ownership were more likely to be
Ehn;rgggsneurlal field / Become 47% 48% 50 A
Active job, not solely at a desk 41% 41% 44% in the field, and love of
Job tasks (i.e. sales and homes and
Keti 15% 15% 17% o
marketing) _ homeownership.
Mentor suggested field 5% 5% 5%
Love of commercial real estate 3% 3% 3%
Suggestion from college or high o o o
school educator / advisor 1% 1% 1%
Internship 1% 1% *
Other 5% 5% 5%
* = less than 1% NATIONAL
m ASSOCIATION OF
REALTORS®
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Skills for Residential Real Estate

| Residential | ____Male | ___ Female |

People skills
Self-motivation
Problem-solving skills
Negotiation skills
Organization / Attention
to detail

Superior communication
capabilities

Resilience

Sales and marketing
acumen

Technology skills
Assertiveness / Asking for
what you want
Analytical reasoning
Cultivation of a business
network

Financial acumen
Completion of higher
education

Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

87%
83%
75%
73%

69%

65%
52%
47%
45%
43%
41%
39%
25%
12%
5%

84%
80%
69%
67%

63%

63%
47%
48%
40%
37%
42%
38%
27%
11%
4%

89%
85%
77%
75%

72%

67%
55%
47%
47%
45%
40%
39%
24%
12%
5%

Four in five members
cited people skills and
self-motivation of
important skills in
residential real estate.
Women were more

likely to cite problem-
solving skills at 77
percent compared to
69 percent of men, and
negotiation skills at 75
percent compared to
67 percent of men.
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Skills for Residential Real Estate

Reside| White/ AS|a_1r_1/ BIGECk/ Hispanic/
. . Pacific African .
ntial |Caucasian ! Latino
Islander | American

People skills 87% 89% 81% 90% 82% 86%
Self-motivation 83% 86% 74% 85% 79% 82%
Problem-solving skills 75% 79% 63% 75% 70% 75% . .
Negotiation skills 73% 73% 67% 73% el \White/Caucasian
?orgz?alflatlon/Attentlon 69% 4% 54% 70% s mMmembers were more

i — likely to report
SUpek;'.‘f.;.Comm“”'cat'O“ 65% 72% 56% 64% 56%  60% y por )
EElolllies problem-solving skills,
Resilience 52% 54% 44% 58% 44% 55% oraanization to detail
selies el il @ ing 47% 47% 48% 50% 44%  50% 9 .
acumen . and superior
Technology skills 45% 46% 41% 45% 43% 43% communication
Assertiveness / Asking for 439% 42% 40% 49% 40% 4E9%, N,
what you want capabilities were
Analytical reasoning 41% 41% 42% 42% 38% 46% needed
g;‘t'f/'v\frion oif@ BUEINESS | e 40% 37% 38% 38%  39%
Financial acumen 25% 26% 25% 26% 22% 27%
COMIBLEN G ng)ier 12% 12% 13% 10% 13% 12%
education
Other 5% 6% 4% 4% 4% 8%
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Skills for Residential Real Estate
| mesigential|  SvaSnY | iceter

People skills 87% 87% 88%
Self-motivation 83% 84% 86%
Problem-solving skills 75% 75% 81% LGBTQ.|. members
Negotiation skills 73% 73% 73% .
were more likely to

Organ‘ization /Atténti?n to detail 69% 70% 71% cite problem-solving
SUpEiler cemimUnies el 65% 66% 76% skills, superior
capabilities i N
Resilience 52% 53% 56% communication
Sales and marketing acumen 47% 47% 54% capabilities, and sales
Technology skills 45% 45% 47% and marketlng acumen
str?trUveness/Asklng for what you 43% 43% 48% are ne?ded compa red
Analytical reasoning 41% 40% 50% to Stralght/ |
Cultivation of a business network 39% 39% 45% Heterosexua

: : members.
Financial acumen 25% 25% 28%
Completion of higher education 12% 12% 11%
Other 5% 5% 6%
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Difficult Aspects of First Year in
Residential Real Estate

Finding clients

52%
47%
54%

Understanding every aspect of
transaction

30%
31%
30%

Working another job

28%
27%
29%

Understanding real estate market

23%
23%
23%

Training/education

6%
4%
6%

Other

0%
m Residential ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

73%
74%
73%

80%

Three-quarters of
members reported the
most difficult aspect of
their first year was
finding clients. Women

were more likely than
men to report
understanding every
aspect of the
transaction also a
difficult task.

NATIONAL
ASSOCIATION OF
REALTORS®



Difficult Aspects of First Year in
Residential Real Estate

Finding clients T
74%
69%
Understanding every aspect of transaction 50?/53% By race/e.thr“c'ty for
B 4o Black/African-

| e American members
ety e e o they were more likely
28% to run into challenges

26% as they were also

Understanding real estate market 21%

1 31 working another job at
I 41 percent compared
Training/education 2302/%3/0 to all residential
» 229% members at 30
- 3%0;% percent.

5%

7%
0% 80%

B Residential @ White/Caucasian = Asian/Pacific Islander = Black/African-American ® Hispanic/Latino m Other
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Difficult Aspects of First Year in
Residential Real Estate

73%
Finding clients 73%
73%
[0)
Understanding every aspect of =27
. 52%
transaction

53%
. Among all members,
Understanding real estate =
market

8% training and education
was cited by nearly a

31%

2
2

o quarter of members as
33% a difficult aspect of

- 23% residential real estate
Training/education 23% ir fi
0 their first year.
6%
Other 6%

7%

Working another job

0% 80%
m Residential  mStraight/Heterosexual LGBTQ+
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Consulted First Year in Real Estate
| Pesidential | Male | Female

My brokerage/office 77% 76% 78%
Mentor in real estate 42% 4% 43%
(another agent)
Online education/courses 24% 21% 25% Members turned to a
ne - o, o, o number of sources
tat t o o

eal estate coachirainer ° ° ° their first year for help.
MLS 13% 13% 13% For more than three-
Mentor in real estate 1% 12% 1% qua.rters of membe.rs
(another broker) 0 6 0 their brokerage/office
My local association 10% 10% 10% was the top place they

consulted.

NAR 5% 4% 5%

My state association 3% 2% 3%
Other 7% 6% 7%
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Consulted First Year in Real Estate

Asian/ Black/

Hispanic/
Latino

77% White/Caucasian

White/

. Pacific African
Caucasian

Islander| American

My brokerage/office  77% 77% 78% 78%

Mentor in real ) ) O O O O members were slightly

gztear‘if)(another 42% 45% 36% 43% 38% 41% more Iikely than others

——— to consult a mentor,
24% 22% 23% 27% 26% 26% WhO iS another agent.

education/courses

5oeaal§/stt;tlier 18% 15% 18% 22% 20%  19% Black! African-
American members

MLS 13% 12% 15% 13% 14% 1% .
: : : : : i  were slightly more
Mentor in real

likely to consult online

estate (another 1% 13% 10% 11% 9% 9% X

broker) education/courses, and
My local association  10% 10% 12% 10% 10% 12% real estate

NAR 5% 4% 4% 5% 5% 7% coach/trainers.

My state association 3% 3% 3% 2% 2% 5%

Other 7% 7% 4% 5% 6% MN%
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Consulted First Year in Real Estate

Residential Straight/ LGBTQ+
heterosexual

My brokerage/office 77% 77% 76%

Mentor in real estate

(another agent) e e A About one-tenth of

Online education/courses 24% 24% 25% members used Other
sources such as the

8 o) ) (o) o

Real estate coach/trainer 18% 18% 15% MLS, mentor in real

MLS 13% 12% 12% estate who is another

Mentor in real estate 1% 1% 13% broke.r, ?r the Iocal

(another broker) association for help

My local association 10% 10% 1% durlng their first LS e

NAR 5% 4% 5%

My state association 3% 3% 3%

Other 7% 7% 8%
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Considered Commercial Brokerage

Residential 38%

Thirty-eight percent of
members in residential
real estate have
considered entering

Male 43% commercial brokerage.

This is more common
among men at 43
percent than women
at 36 percent.

Female 36%

0% 60%
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Considered Commercial Brokerage

Asian/Pacific Islander 40%

Black/African-American

Hispanic/Latino 41%

Other
0%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

49%

51%

60%

Black/African-
American members
are the most likely to
have considered
commercial brokerage

at 49 percent.
White/Caucasian
members are the least
likely to consider it at
32 percent.
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Considered Commercial Brokerage

Residential 38%
LGBTQ+ members are
slightly more likely to
Straight/Heterosexual 38% consider commercial
real estate at 41
percent.
LGBTQ+ 41%
0% 60%
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Reasons Didn’'t Pursue Commercial
Real Estate
| |Residential| Male | Female |

rDecgtl‘mécsIg;)ew enough about commercial 59% 549 61%
E)e%rlwé:sligsevv how to break into commercial 26% 26% 289%
Prefer my current occupation 27% 31% 25% Members cited not
Don't have the connections 21% 20% 21% knowing enough about
Current pOSItlon prOVIdeS me more 8% 10% 7% commercial real estate
flexibility (hours, schedule)

: as the top reason for
Have more autonomy in work or am own S 79 4% . . .« .
boss 0 0 0 not pursuing it. This is
Don't like the culture 4% 4% 4% true for 61 percent of
Don't think have the personality 2% 1% 2% women compared to
Don't have a real estate sales license 2% 2% 1% 54 percent of men
Don't like the tasks / job requirements 2% 2% 2%
There are no commercial businesses 1% 1% 1%
where live / practice
Could not work on commission 1% 1% 1%
Other 1% 10% 1%

NATIONAL
. . . . m ASSOCIATION OF
Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation REALTORS®



Reasons Didn't Pursue Commercial
Real Estate

. . Asian/ | Black/ |,,. . .
Reside White/ Pacific | African [HisP2anic More than3in5

Latino . oge
Asian/Pacific Islander,
Don't know enough about Black/African-American,
commercial real estate and Hispanic/Latino

Don't know how to break into .
commercial real estate members were most likely

Prefer my current occupation to cite not knowing
Don't have the connections enough about commercial
Current position provides me real estate to pursue it.

more flexibility (hours, schedule)

Have more autonomy in work or
am own boss

Black/African-American
members were more likely

Don't like the culture than others to cite they
Don't think have the personality don’t khow how to break
Don't have a real estate sales into commercial real
ltl)coer?.fleike the tasks / job estate. White/Caucasi§n
requirements members were more likely
There are no commercial than others to cite they

businesses where live / practice
Could not work on commission

prefer their current
Other occupation.

* = less than 1% NATIONAL
. . . . m ASSOCIATION OF
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Reasons Didn't Pursue Commercial
Real Estate

Reside| Straight/
I - e e s

eDscigL';know enough about commercial real 599 60% 63%
E)e%rlw';:sligsevv how to break into commercial 26% 27% L4% LGBTQ"‘ members

Prefer my current occupation 27% 26% 29% were most likely to cite
Don't have the connections 21% 21% 21% not knowing enough
Current position provides me more flexibility 8% 70 704 about commercial real
(neLIE encell e estate to pursue it and
EE;/Se more autonomy in work or am own 50 4% 4% were more Iikely than
Don't like the culture 4% 4% 7% others to cite they

Don't think have the personality 2% 2% 2% don’'t know how to
Don't have a real estate sales license 2% 1% 1% break into commercial
Don't like the tasks / job requirements 2% 2% 3% real estate.
;Ii'\f;ee;ep?;itri\secommermal businesses where 1% 1% 1%

Could not work on commission 1% 1% 1%

Other 1% 1% 1%
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Would Prompt Switch to Commercial
Real Estate

I L T e ——

Qszr;?entor working in commercial real 48% L% 50% report tha.t if they had
a mentor In

Higher earning potential 46% 51% 45% commercial real estate

More insight into what commercial real 45% 29% 49% that would help them

estate entails make enter. This is

Ski!ls training to make t‘he shift from 42% 27% 45% more common for

residential to commercial real estate women at 50 percent

compared to men at 48
percent. For men, 51
Ways to off-set the commission-only pay 8% 704 8% percent would be

More regular hours (no weekends) 15% 15% 16%

structure d . h f

Managerial opportunities 7% 8% 6% prompte t? switc 2l
higher earning

Other 16% 17% 15%

potential compared to

Would not pursue any business activity in 13% 13% 13% women at 45 percent.
commercial real estate
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Would Prompt Switch to Commercial
Real Estate

Resid| White/ A5|a}r.\/ BI?Ck/ Hispanic
ential |Caucasian FEEE Afrlc.an / Latino .
Islander| American Sixty-one percent of

A mentor working in 48%  42% 45% 61% o Black-African-American
commercial real estate .
members would switch

Higher earning potential  46% 42% 50% 50% 52% 46% .
M'g e rh' 9P - ! ° ° ° ° ° @ if they had a mentor or

ore insight into what o e .
commercial real estate  45%  41% 39% 61% gl more insight into what
entails commercial real estate
Skills training to make the entails. This is higher
shift from residential to 42% 38% 40% 53% 45% 42%
commercial real estate Ia:[;::ontg other grotqus'
More regular hours (no ITy-tWO percent o

15% 18% 14% 12% 14% 16% . . .

weekends) ° ° ° ° ° @8l Hispanic/Latino
Ways to ‘?ff‘settlhe oo oo oo oo SN members would make
commission-only pa . . .
ey Y Py ’ ’ ’ ’ ’ Bl the switch with higher
Managerial opportunities 7% 5% 10% 7% 8% 8% earning potential—
Other 16% 15% 16% 18% 15% 20% higher than other
Would not pursue any
business activity in 13% 19% 10% 5% 8% 10% SUOL RS

commercial real estate
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Would Prompt Switch to Commercial
Real Estate

Residential | Straight/ | cpro,
Heterosexual

A mentor working in commercial real 48% 48% 50
estate
Higher earning potential 46% 47% 47%
o . LGBTQ+ members are

More |nS|ght into what commmercial real 45% 46% 539 more Iikely to switch
estate entails . .

, " , to commercial if they
Skills training to make the shift from 42% 43% 43% had more insight into

residential to commercial real estate

what commercial
More regular hours (no weekends) 15% 16% 17% entails or if they had a
Ways to off-set the commission-only o mentor in commercial
8% 8% 8%
pay structure real estate.
Managerial opportunities 7% 7% 8%
Other 16% 16% 18%

Would not pursue any business activity

. . 13% 13% 14%
in commercial real estate
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Real Estate is Only Occupation

56%
Yes, now and pre-Covid

58%

Was pre-Covid, is not now

Yes now is, had another source pre-Covid

No, has never been

0% 60%
m Residential mMale mFemale

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

The majority of members,
56 percent, report that
real estate is their only
career now and was pre-
COVID. Twelve percent
reported real estate is
now their only career, but
they had another
occupation pre-COVID. It
is most likely for men to
report real estate has
never been the sole
occupation, and most
likely to report they had
another income source
pre-COVID.
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Real Estate is Only Occupation

65%

Yes, now and 51%
pre-Covid 37%
50%
54%
B 4%

Was pre-Covid, is 4%
not now 4%

Yes now is, had 11%

another source

pre-Covid 15%
1%
21%
No, has never 299%
been 46%

0%
Asian/Pacific Islander
Other

H Residential B \White/Caucasian

Black/African American Hispanic/Latino

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

80%

It is most likely for
White/Caucasian
members to say that
real estate is their only
career now at 65
percent. Black/African-

American members are
most likely to report
they have always had
another income source
at 46 percent.
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Real Estate is Only Occupation

Yes, now and pre-Covid

Was pre-Covid, is not now

Yes now is, had another source pre-Covid

No, has never been 29%

0%

m Residential mStraight/Heterosexual LGBTQ+

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

56%
55%
56%

60%

While more than half
of
Straight/Heterosexual
members and LGBTQ+
members report real
estate is their only

career, LGBTQ+
members are more
likely to report they
now have a secondary
income stream.
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Stage of Work History

17%

Ist career 17%

18%

49%

2nd career 48%

49%

34%

3rd career or more 36%

33%

0%
m Residential mMale mFemale

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

60%

For nearly half of
members, real estate is
the first career.
Seventeen percent of
members cited real

estate as their first
career, and 34 percent
as their third career
path.
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Stage of Work History

17%
15%

20%
15%

Ist career

24%
17%

49%
47%

48%
2nd career 54%

50%
34%
38%

47%
32%

3rd career or more
31%

26%
37%

0% 60%

Asian/Pacific Islander
Other

m White/Caucasian
Hispanic/Latino

H Residential
Black/African American

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

More than one in five
Asian/Pacific Islander
and Hispanic/Latino
members started their
careers in real estate.
Black/African-

American members
were most likely to

report real estate as
their second career

path.
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Stage of Work History

17%

Ist career 18%

17%

49%

2nd career 49%

45%

34%

3rd career or more 34%

39%

0%
m Residential mStraight/Heterosexual LGBTQ+

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

60%

LGBTQ+ members
were more likely to
report real estate was
their third career path
at 39 percent.

Compared to 34
percent of
straight/heterosexual
members.
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Career Prior to Real Estate

Management/Business/Financial 17% 18% 17%

Sales/Retail 13% 18% 1%

OfﬂclzeéAdmm support 10% 2% 13% It was most common
Healthcare 8% 4% 9%

Education S0, 4% 00 for past careers to be
Government/Protective services 3% 5% 3% In rr.\anage.ment./
Computer/Mathematical 3% 4% 2% busmess/fmanmal and
Construction 2% 5% 1% sales/retail. It was
Manufacturing/Production 2% 4% 1% more common for

Legal 2% 1% 3% women to come from a
Transportation 2% 4% 1% . . .
Architecture/Engineering 2% 4% 1% career in Offlce/adm|n1
Personal care/Other services 2% 1% 2% healthcare or
Community/Social services 2% 1% 2% education.

Military 1% 3% 1%

Family manager 1% * 1%

Life/Physical/Social sciences 1% * 1%

Other 22% 22% 23%

* = less than 1% NATIONAL
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Career Prior to Real Estate

Reside| White/ Asn?r!/ BIETCk/ Hispanic
. . Pacific | African .
ntial [Caucasian 3 Latino

Islander| American

mgig;ﬁ“enwus'”esy 17% 17% 18% 16% 7% 13%
Sales/Retail 13% 14% 14% 9% 15% 1%
Office/Admin support 10% 9% 9% 10% 12% 1%
Healthcare 8% 6% 8% 1% 8% 9%
Education 8% 7% 5% 10% 7% (78 Among all race and
Seor\\//iecrggnent/Protectlve 2% 5% 2% 7% 4% 5% ethnic groups
Computer/Mathematical 3% 2% 9% 2% 2% 3l backgrounds in
Construction 2% 3% 2% 1% 3% 2% Q
Manufacturing/Production 2% 2% 2% 2% 2% 2% m.anag.ement/busmess
Legal 2% 2% 2% 3% Tl /financial was most
Tran;portation - . 2% 2% 3% 4% 2% 3% common.
Architecture/Engineering 2% 2% 5% 1% 2% 0%
Perspnal care/Other 5% 5% 1% 5% 1% 5%
services
Community/Social services 2% 1% * 3% 2% 2%
Military 1% 1% 1% 2% 1% 2%
Family manager 1% 1% 1% * * 1%
Life/Physical/Social sciences 1% 1% 1% 1% * *
Other 22% 26% 18% 16% 19% 20%
* = less than 1% NATIONAL
m ASSOCIATION OF
REALTORS®
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Career Prior to Real Estate

Straight/

Management/Business/Financial 17% 17% 18% While
Sales/Retail 13% 13% 17% management/business
Office/Admin support 10% 10% 8% . .
oaltheare 50, 50, o /flnancml was the most
Education 8% 8% 6% Ilkely baCkground,
Government/Protective services 3% 4% 2% straig ht/heterosexual
Computer/Mathematical 3% 3% 1% members were more
Construction 2% 2% 2% Iikely to be from an
Manufacturing/Production 2% 2% 2% office/admin
#ega' _ ij Z ij background. While
ransportation b 6 6
Architecture/Engineering 2% 2% 3% LGBTQ+ me':nbers
Personal care/Other services 2% 2% 2% were more Ilkely to
Community/Social services 2% 2% 3% come from a career in
Military 1% 1% 2% .
Family manager 1% 1% * sales/retall.
Life/Physical/Social sciences 1% * *
Other 22% 22% 25%
* = less than 1% NATIONAL
[ Assocismionor
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Residential

Business
Characteristics
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Years in Residential Real Estate

21%
21%
21%

1year or less

25%
25%
26%

2 to 5years

12%
1%
12%

6 to 10 years

1%

1 to 15 years 9%
1%

19%
18%
18%

16 to 25 years

13%
15%

26 years or more
12%

O% . .
m Residential mMale Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Residential Specialists:
7 years

Male: 6 years

Female: 6 years
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Years in Residential Real Estate

E—r—
16%

23%

1year or less 28%
27%
21%
I,
23% 0
2to5years % ofg

6 to 10 years

T to 15 years 10%
10%
12%
——
. 23%
16 to 25 years 1410/%@
15%
2 18%
[0)
. 18%
26 years or more 7% 10%
6%
13%
0% 40%
B Residential m White/Caucasian Asian/Pacific Islander
Black/African-American Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

Medians

Residential Specialists:
7 years

White/Caucasian: 10
years

Asian/Pacific Islander: 5
years

Black/African-American:
4 years

Hispanic/Latino: 4 years

Other: 6 years
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Years in Residential Real Estate

21%
21%

1year or less

25%
25%
2to 5years 26%
30%
12%
6 to 10 years 12%
1%
1%
1 to 15 years 10%
9%
19%
16 to 25 years 18%
18%
13%
26 years or more 13%
8%
0%
m Residential  mStraight/Heterosexual LGBTQ+

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Residential Specialists:
7 years

Straight/Heterosexual:
6 years

LGBTQ+:5 years
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Residential Transactions in 2020

23%
O transactions 24%
23%
32%
1to 5 transactions 32%
31% .
Medians
6 to 10 transactions 16% o . o ge
16% Residential Specialists:
9% 4 transactions
11 to 15 transactions - 9% .
10% Male: 4 transactions
6% .
16 to 20 transactions - 6% Female: 5 transactions
7%
14%
21 or more transactions 13%
14%
0% 40%

B Residential ®Male Female
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ASSOCIATION OF
REALTORS®

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation



Residential Transactions in 2020

O transactions

1to 5 transactions

6 to 10 transactions

11 to 15 transactions

16 to 20 transactions

21 or more transactions

m Residential 0% ®m White/Caucasian Asian/Pacific Islander
Black/African-American Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

60%

Medians

Residential Specialists: 4
transactions

White/Caucasian: 7
transactions

Asian/Pacific Islander: 2
transactions

Black/African-American:
2 transactions

Hispanic/Latino: 3
transactions

Other: 3 transactions
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Residential Transactions in 2020

23%
O transactions 23%
25%
32%
1to 5 transactions 31%
25%
16%
6 to 10 transactions 16%
18%
9%
11 to 15 transactions 9%
10%
6%
16 to 20 transactions 6%
5%
14%
21 or more transactions 14%
17%

0%
m Residential m Straight/Heterosexual LGBTQ+

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Residential Specialists:
4 transactions

Straight/Heterosexual:
4 transactions

LGBTQ+: 5 transactions
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2020 Residential Sales Volume

$1to $99,999 14%
28%
$100,000to 5242900 TN -;
28%
$250,000 to $499,999 10%
7%
$500,000 to $999,999 - 7%
5%
$1,000,000 to $4,999,999 - A
$5,000,000 or more 1%
No transactions 21%

) 5%
Do not perform transactions 5%
5%
0%
m Residential mMale Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Residential Specialists:
$1,285,600

Male: $1,385,200
Female: $1,246,700
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2020 Residential Sales Volume

w{) 19%

$1to $99,999 0
q@ 33%

$100,000 to $249,999 0

$250,000 to $499,999 99
$500,000 to $999,999 9%,
$1,000,000 to $4,999,999 “
$5,000,000 or more 15% 20%
No transactions 24% . oo,
Do not perform transactions 4%

%
® Residential ® \White/Caucasian Asian/Pacific Islander

Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Residential Specialists:
$1,285,600

White/Caucasian:
$1,998,000

Asian/Pacific Islander:
$1,017,500

Black/African-American:
$474,500

Hispanic/Latino: $766,500

Other: $941,200
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2020 Residential Sales Volume

$1to $99,999

28%
$100,000 to $249,999 28%
31%
$250,000 to $499,999 Medians
$500,000 to $999,999 Residential Specialists:
$1,285,600
$1,000,000 to $4,.999,999
Straight/Heterosexual:
$5,000,000 or more $1,303,300
No transactions LGBTQ+: $1,622,200
Do not perform transactions
0% 40%

m Residential  mStraight/Heterosexual LGBTQ+

NATIONAL
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2020 Residential Dollar Value

2%
$1 to $99,999 2%
2%
5%
$100,000 to $249,999 5%o
6%
11%

10%

$250,000 to $499,999

oI
—
=
X

31%
$500,000 to $999,999 31%

31%
19%
§1,000000t0 $4999900 TR 2.’
19%
8%
$5,000,000 or more m@ ’
20%
No transactions T 575

20%
5%
Do not perform transactions - 6813

0%

m Residential mMale Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Residential Specialists:
$340,400

Male: $355,500
Female: $333,000
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2020 Residential Dollar Value

$1to $99,999

$100,000 to $249,999

$250,000 to $499,999

$500,000 to $999,999

$1,000,000 to $4,999,999

$5,000,000 or more

No transactions

Do not perform transactions

m Residential

0%

® \White/Caucasian Asian/Pacific Islander

Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Residential Specialists:
$340,400

White/Caucasian:
$356,300

Asian/Pacific Islander:
$524,400

Black/African-American:
$246,300

Hispanic/Latino: $328,400

Other: $351,800
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2020 Residential Dollar Value

2%
$1to $99,999 2%
2%
5%
$100,000 to $249,999 5%
7%
$250,000 to $499,999 10% Medians
14% e
3](y ° ° ° ° .
$500,000 to $999,999 31% Residential Specialists:
$340,400
$1,000,000 to $4,999,999
Straight/Heterosexual:
$5,000,000 or more $337,200
No transactions LGBTQ"‘: $367,600
20%
5%
Do not perform transactions - 500/0
5%
0% 40%
m Residential  mStraight/Heterosexual LGBTQ+
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Hours Worked Per Week in Real Estate

22%

Less than 20 23%

22%

36%

Medians

20 to 39 hours 31%

78 Residential Specialists:
30 hours

33%

34% Male: 30 hours
32%

40 to 59 hours

Female: 35 hours
10%

60 hours or more 12%

9%

0% 40%
H Residential ®mMale Female
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Hours Worked Per Week in Real Estate

17%

32%
Less than 20 28%
26%

27%

34%
5

6%
39%
37%

20 to 39 hours

30%

. 330
N 5o %
26%
40 to 59 hours 55%
29%
30%

10%
7%
8%

9%

60 hours or more

13%

0% 40%
m Residential m \White/Caucasian Asian/Pacific Islander
Black/African American Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

Medians

Residential Specialists: 30
hours

White/Caucasian: 35 hours

Asian/Pacific Islander: 25
hours

Black/African-American:
25 hours

Hispanic/Latino: 30 hours

Other: 30 hours
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Hours Worked Per Week in Real Estate

22%

Less than 20 22%

21%

. Medians

20 to 39 hours 36%

Residential Specialists:
0% 30 hours

33%

Straight/Heterosexual:

5% 30 hours
36%

40 to 59 hours

LGBTQ+: 35 hours

10%

60 hours or more 9%

14%

0% 40%
B Residential ®Straight/Heterosexual LGBTQ+
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Ownership Interest in Firm

17%
Sole ownership 19%

16%

The majority of

4%

Partner in partnership = 5% members, 73 percent,
4% have no ownership
4% interest in their firm. It
Stockholder and/or corporate office I 4% is more common for

4% male members to have
/3 ownership interest at
No ownership interest 70% 30 percent Compared
75%
to 25 percent of
' 4% women.

Other 3%

2%

0% 80%
W Residential mMale mFemale

REALTORS®
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Ownership Interest in Firm

Sole ownership 17%
18%
17%
M 4%
Partner in partnership 39
5%
6%
B 4%
B 4%
Stockholder and/or corporate office 34/8/
3%
3%
. .
(]
No ownership interest 74%

5%
6%
0% 80%
m Residential B \White/Caucasian Asian/Pacific Islander
Black/African American Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

It is more common for
Asian/Pacific Islander
members to have
ownership interest in
their firm at 36
percent. It is least

common for
White/Caucasian
members to have
ownhnership interest at
25 percent.
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Ownership Interest in Firm

17%
17%
13%

Sole ownership

4%
4%
6%

Partner in partnership

4%
4%
4%

No ownership interest _
4%
Other 2%

1%

Stockholder and/or corporate office

0%
B Residential mStraight/Heterosexual = LGBTQ+

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

73%
73%
76%

80%

It is least common for
LGBTQ+ members to
have ownership

interest in their firm at
24 percent.
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GROSS Personal Income from Real
Estate Activities in 2020

43%
43%
43%

$24,999 or less

17%
15%
18%

19% Residential Specialists:
19% $34,100

20%

o Male: $35,700

15%

13% Female: $33,500

$25,000 to $49,999

Medians

$50,000 to $99,999

$100,000 to $199,999

7%
9%
7%

$200,000 or more

0% 60%
m Residential m Male m Female
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GROSS Personal Income from Real
Estate Activities in 2020

$24,999 or less 48%
49%
47%
17%
I
$25,000 to $49,999 1757

18%
$50,000 to $99,999 140, 197

10%
$100,000 to $199,999 8% "

6%
$200,000 or more 20270

0%
B Residential B \White/Caucasian Asian/Pacific Islander
Black/African American Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

59%

60%

Medians

Residential Specialists:
$34,100

White/Caucasian: $49,400

Asian/Pacific Islander:
$27,400

Black/African-American:
$16,700

Hispanic/Latino: $26,600

Other: $27,600
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GROSS Personal Income from Real
Estate Activities in 2020

43%
43%
42%

$24,999 or less

17%

$25,000 to $49,999 17%

19%
19%
19%

$50,000 to $99,999

14%
14%
15%

$100,000 to $199,999

7%
7%
1%

$200,000 or more

0%
B Residential mStraight/Heterosexual = LGBTQ+

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

60%

Medians

Residential Specialists:
$34,100

Straight/Heterosexual:
$34,100

LGBTQ+: $38,800

NATIONAL
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NET Personal Income from Real Estate
Activities in 2020

52%
51%
52%

$24,999 or less

19%

$25,000 to $49.999 |G 7 :

oo Medians

18% Residential Specialists:
$50,000 to $99,999 18% $23,500

18%

9% Male: $24,400

10%

8% Female: $23,100

$100,000 to $199,999

3%
4%
3%

$200,000 or more

0% 60%
H Residential ®mMale Female
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NET Personal Income from Real Estate

Activities in 2020

42%

57%
$24,999 or less 2 63%

57%
55%

20%
$25,000 to $49,999 169% """

$50,000 to $99.999 15577

$100,000 to $199,999 e

$200,000 or more 10/?%

0%
B Residential B \White/Caucasian Asian/Pacific Islander
Black/African American Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

80%

Medians

Residential Specialists:
$23,500

White/Caucasian: $33,500

Asian/Pacific Islander:
$18,600

Black/African-American:
$9,900

Hispanic/Latino: $18,600

Other: $20,500
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NET Personal Income from Real Estate
Activities in 2020

52%
51%
49%

$24,999 or less

19% .
19% Medians

16%

$25,000 to $49,999

Residential Specialists:
$23,500

18%
18%
19%

$50,000 to $99,999

Straight/Heterosexual:
9% $23,600

9%

$100,000 to $199,999
1% LGBTQ+: $26,500
3%
3%
5%

$200,000 or more

0% 60%
m Residential mStraight/Heterosexual LGBTQ+
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Percent of Personal Income from
Commercial Real Estate in 2020

20%
19%
21%

75% to 100%

10% Medians
50% to 74% 1%
9% Residential Specialists:
20%
10%
25% to 49% 2% Male: 21%
9%
Female: 20%
60%
1% to 24% 58%
61%
0% 80%

H Residential ®Male Female
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Percent of Personal Income from
Commercial Real Estate in 2020

16%
75% to 100%
14% .
15i e Medians
OO

. 10% Residential Specialists:

| ] 9%0 20%
50% to 74% = 10%

2 T
1% o White/Caucasian: 21%
-|O% [ ] (3 i3

- 0% Asian/Pacific Islander: 21%

25% to 49% o 16%
12% Black/African-American:
I 16%
- Oy °
(0]
1% to 24% 58% _— Hispanic/Latino: 21%
57%
59% Other: 20%
0% 80%
B Residential B \White/Caucasian Asian/Pacific Islander

Black/African American Hispanic/Latino Other

NATIONAL
ASSOCIATION OF
REALTORS®

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation



Percent of Personal Income from
Commercial Real Estate in 2020

20%

75% to 100% 20%
29%
o Medians
50% to 74% 9% o . T
? ) Residential Specialists:
’ 20%
10% .
Straight/Heterosexual:
25% to 49% 1% zo(y
8% 0
0% LGBTQ+: 22%
54%
0% 80%

m Residential ®Straight/Heterosexual LGBTQ+
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Percent of Personal Income from
Residential Real Estate in 2020

73%
75% 10 100% _@

74%

Medians

50% to 74%
Residential Specialists:
82%

25% to 49% Male: 81%
Female: 82%

1% to 24%
0% 80%

H Residential ®mMale Female
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Percent of Personal Income from
Residential Real Estate in 2020

75% to 100%
Medians
67% —_—
B 6% . . s .
. o g;:sldentlal Specialists:
5 0 6%
50% to 74% 0 %
6%
7% White/Caucasian: 83%
5%
i oo Asian/Pacific Islander: 81%
25% to 49% 2
(0]
g;o Black/African-American:
0,
- 16% 78%
11%
5 5 18% . . .
1% to 24% 8% Hispanic/Latino: 81%
20%
(o)
21% Other: 80%
0% 80%
B Residential B \White/Caucasian Asian/Pacific Islander
Black/African American Hispanic/Latino Other
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Percent of Personal Income from
Residential Real Estate in 2020

73%
73%
73%

75% to 100%

Medians

50% to 74% o . T
? Residential Specialists:

82%

Straight/Heterosexual:
82%

LGBTQ+: 82%

25% to 49%

1% to 24%

0% 80%
m Residential ®Straight/Heterosexual LGBTQ+
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Residential

Local Area
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Typical Local Homes Sales Price

2%
$99,999 and below . 2%

3%
$100,000 to $149,999 B

$150,000 to $199,999 -w?ﬁ
$200,000 t0 $249,990 NN -5 Medians

$250,000to0 $299990 R -, Residential Specialists:
$300,000 to $349,999 _ 2% $328’4°O

$350,000 t0 $499,900 T . Male: $338,300

$500,000 to $749990 TN Female: $322,700
$750,000 t0 $999,990 A 27

$1 Million and above 4%

0% . . 40%
? m Residential mMale Female °
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Typical Local Homes Sales Price

™ 2y
$99,999 and below ™ 3%
1960
3%
$100,000 to $149,999 7, %

—
$150,000 to $199,999 ©
I 15
$200,000 to $249,999 ©
I 17
$250,000 to $299,999 0
S 15
$300,000 to $349,999 °

18%
4240 179%
1%
$350,000 to $499,999 160/ 70
14% 21 =
- R
$500,000 to $749,999 7% 25%
%
145%
I % i
$750,000 to $999,999 1% 17%
4%
6%
4%
$1 Million and above 1% 12%
2% 49
. . 0% . . . .
® Residential ® \White/Caucasian Asian/Pacific Islander
Black/African-American Hispanic/Latino Other

* = less than 1%
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40%

Medians

Residential Specialists:
$328,400

White/Caucasian:
$333,300

Asian/Pacific Islander:
$542,800

Black/African-American:
$282,400

Hispanic/Latino: $330,800

Other: $335,900
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Typical Local Homes Sales Price

$99,999 and below
$100,000 to $149,999

$150,000 to $199,999

Medians

$200,000 to $249,999

Residential Specialists:
$328,400

$250,000 to $299,999

$300,000 to $349,999

Straight/Heterosexual:
$324,700

LGBTQ+: $347,000

$350,000 to $499,999

$500,000 to $749,999

$750,000 to $999,999

$1 Million and above

7%

0% 40%
m Residential  mStraight/Heterosexual LGBTQ+

* = less than 1% NATIONAL
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Homes in Local Area

86%

Too few homes for sale 84%

86%

2%

Too many homes for sale 2%

2%

13%

The right amount for the market 15%

12%

0%
m Residential mMale Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

100%

Eighty-six percent of
members report there
are too few homes for
sale in their local
markets. It is more
common for men at 15

percent to report there
is the right amount of
homes for sale in their

local market compared
to women at 12
percent.
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Homes in Local Area

86%
gl itis most common of

Too few homes for sale 78% 2% WhitelcaucaSian
779% members, at 92 percent
80% to report there are too
' 2% few homes on the

2% market. This compares

1%
4% L] L3 (]

3% Hispanic/Latino

2% members. Twenty-one
-13% percent of
18% Hispanic/Latino

The right amount for the 7% .
market 17% members report there is

1820/1% the right amount of
’ homes on the market in
0% ESl their local area.

® Residential ®m \White/Caucasian Asian/Pacific Islander

Too many homes for sale

to 77 percent of

Black/African-American Hispanic/Latino Other

NATIONAL
L ) ) m ASSOCIATION OF
Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation REALTORS®



Homes in Local Area

86%
Too few homes for sale 86%
85%
- Nearly 9 in 10 members
. ] e . who are
OO0 mMmany nomes Tor sale % °
Straight/Heterosexual
% and LGBTQ+ report
there is too few homes
13% for sale.
The right amount for the 129
market °
12%
0% 100%
m Residential  mStraight/Heterosexual LGBTQ+
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Agents in Local Area

75%

Too many agents 76%

75%

1%
Seventy-five percent of

members report there

Too few agents 1%

1% are too many agents in
their local area.
24%

The right amount for the market 23%

24%

0% 80%

m Residential mMale Female
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Agents in Local Area

75%
9%

79%

T t
00 many agents s

76%
69%

| 1%
0%
1%

2%
1%
0%

24%
20%

Too few agents

. 20%
Th ht t for th ket
e right amount for the marke S
23%
30%
0% 80%
m Residential B White/Caucasian Asian/Pacific Islander
Black/African-American Hispanic/Latino Other

* = less than 1%
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Members who are
Black/African-
American are most

likely to report there is
the right amount of
agents in their local
market at 35 percent.
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Agents in Local Area

Too many agents

1%

Too few agents 1%

1%

24%

The right amount for the

(o)
market 24%

23%

0%
m Residential B Straight/Heterosexual LCBTQ+
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75%

75%

77%

80%

About one-quarter of
members overall
reported there is about
the right number of

agents in their local
market. Just one
percent of members
report there were too
few agents.
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Business Operates in Community That Is...

9%

12%
Predominantly one race/ethnic background 12%
12%
Predominantly two races/ethnic backgrounds . 8%
9%
41%
Somewhat mixed between several 40%
races/ethnic backgrounds °

42%

38%
Highly mixed between multiple races/ethnic 29%
backgrounds 0

37%

. O% .
B Residential ®Male Female
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60%

Forty-one percent of
members report that
their business operates
in a community that is
somewhat mixed
between several
race/ethnic

backgrounds. Thirty-
eight percent report
their business operates
in a local area that is
highly mixed between
multiple races/ethnic
backgrounds.
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Business Operates in Community That Is...

Predominantly one race/ethnic 6%
background 8711%
7% It is more common for
90 a member who is
Predominantly two races/ethnic 8% . o g
backarounds "1 AS|a.n/Pac.|f|c Is!ander
8 or Hispanic/Latino to
I e e pusiness
Somewhat mixed between several 37% 3% operates ina highly
races/ethnic backgrounds 39(23/0 mixed area between
3:;9// multiple races and
| | I ethnic backgrounds, at
Highly mixed between multiple 49%
races/ethnic backgrounds 35% feo 49 percent and 46
47% percent respectively.
0% 60%
B Residential m White/Caucasian Asian/Pacific Islander

Black/African-American Hispanic/Latino Other
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Business Operates in Community That Is...

12%
Predominantly one race/ethnic 2%
background °
15%
. o
[0}
backgrounds e

Predominantly two races/ethnic
7%

41%
42%

Somewhat mixed between several
races/ethnic backgrounds

43%
38%
Highly mixed between multiple 27%
races/ethnic backgrounds °
35%
0%
m Residential  mStraight/Heterosexual LCBTQ+
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60%

Twelve percent of
members reported
their business operates
in a community that is
predominantly one

race/ethnic
background and nine
percent in an area with
predominantly two
races.
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Entering Real Estate
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Choosing Career in Real Estate
[ Dusispecialists | Male | Female

Self-initiated 68% 69% 66%
Referred by friend 20% 18% 22%
Eg%fgiﬁgﬁ' 20% 20% 20% Dual specialists are
Family connection 12% 12% 12% most Iikely to have
Family business 6% 8% 5% entered real estate on
Online job listing 2% 2% 3% self-initiated. Females
Recruiter 2% 2% 3% are more likely to have
LinkedIn job 1% 1% 1% been referred by a
announcement °
Internship o~ - 1% friend, and males are
Career advisor 1% 1% 1% more Iikely to have
Flyer in mail 1% 1% 2% entt?red a family
Newspaper ad 1% 1% 1% business.
TV ad * & *
Billboard * i <
Other 6% 5% 6%

[ Ao or

REALTORS®
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Choosing Career in Real Estate

Dual White/ |Asian/Pacific|Black/African| Hispanic/
Specialists| Caucasian Islander American Latino

Self-initiated 68% 68% 68% 68% 64% 70%
Eiﬁged oy 20% 16% 29% 25% 29% 18%
Professional o o o o o o .
connection 20% 2 22 e 0% & Non-white members
Family o
connection 12% 12% 15% 10% 14% 13% are more likely to have
Family business 6% 7% 7% 4% 5% 6% been referred by a
Bpelc - 2% 4% - A% Pl friend. Asian/Pacific
Recruiter 2% 2% 2% 3% 4% 1% Islander members are
Linkedinjob o 1o S S . more likely to have
Internship 1% * 2% 1% 1% 1% entered real estate
Career advisor 1% 1% 1% 2% 1% * from a family
Flyer in mail 1% 1% 5% 1% 3% 2% connection.
Newspaper ad 1% 1% 4% 1% 1% 2%
TV ad * * * 1% * 1%
Billboard * * 1% 1% * *
Other 6% 6% 5% 7% 4% 7%
* = less than 1% NATIONAL
m ASSOCIATION OF
REALTORS®
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Choosing Career in Real Estate

Self-initiated 68% 68% 58%

Referred by friend 20% 20% 25%

professibnal _— _— — Straight/heterosexual
Family connection 12% 12% 19% Q‘\embers 2 bl
Family business 6% 6% 7% Ilkely to have ent?red
Online job listing 2% 2% 4% real estate on their
Recruiter 2% 2% 1% own, whereas LGBTQ"'
LinkedIn job % - . members are more
e MEBTHET likely to have been

Internship 1% 1% * .
referred by a friend or

Career advisor 1% 1% 2% .
Flyer in mail 1% 1% 1o to have a professional
Newspaper ad 1% 1% * (o] g famlly connection.
TV ad 3 * *
Billboard = * *
Other 6% 6% 5%
*=less than 1% AT IONAL
m ASSOCIATION OF
REALTORS*®
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Attractive Aspects of Real Estate

Industry
| Dusispecialists | Male | Female

Flexible work hours 68% 64% 73%
Interest in RE o o 5 T
indlustry 66% 68% 66% Dual specialist
Working with people 53% 50% 56% members were most
Entrepreneurial field 52% 56% 49% attracted to real estate
Helping families 48% 41% 56% for flexible work hours
ggyfefgggmes/ home 42% 34% 519% and an interest in the
Salary possibilities 41% 41% 42% industry. Females were
Active job, not solely P 20% 41% especially attracted by
- flexibl k h
Love of commercial exible wor ours
21% 23% 19%

RE and a love of homes,
i;’fnttisrkssuggested 16% 16% 17% while males were more
field 7% 6% 7% attracted by the
Internship 1% 1% 1% entrepreneurial aspect.
Suggestion from 1% 9% 1%
advisor ° ° ?
Other 8% 8% 8%

* = less than 1% m Eg%%?:ZA:‘EpN OF
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Attractive Aspects of Real Estate

Specialists| Caucasian Islander American Latino

E'jl’j'ri"e LS 68% 66% 77% 72% 75% 67%
:Qéirsetsr;'” RE 66% 67% 67% 66% 65% 65%
Working with
53% 53% 46% 58% 55% 52% .

people ° ° ° ° ° ° Non-white members
Entrepreneurial .
field >2% >5% 3% 9% “9% 55% were especially
Helping families 48% 44% 44% 61% 58% 50% attracted by ﬂexible
Love of .
homes/home 42% 40% 44% 53% 45% 42% hours. BlaCk/ African
ownershi c
S American and
possi{)mties 41% 43% 30% 45% 45% 33% L /La e
Active job, not 40% 44% 24% 29% 27% 25% P
solely at desk ¢ 6 6 6 ° ° members were more
Love of .
o il I 21% 21% 24% 19% 21% 24% attracted by he|p|ng
Job tasks 16% 17% 14% 13% 18% 16% families.
zg;;tgte 4 field 7% 7% 5% 7% 7% 9%
Internship 1% 1% 2% 1% 2% 1%
igggsft'o” from 1o 1% 2% 1% 2% 2%
Other 8% 9% 4% 5% 5% 10%

* = less than 1% m NATIONAL
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Attractive Aspects of Real Estate
Industry

Flexible work hours 68% 69% 74%
;Qéirstsr;'” RE 66% 67% 72%
Working with people 53% 53% 54%
Entrepreneurial field 52% 53% 64%
Helping families 48% 48% 44%
LGBTQ+ members
Love of homes/home 4% 4% 49% )
ownership 0 o o were especially
/SAaItz?ry pObSS|b|l|t|e|s| 41% 42% 48% attracted by flexible
ctive job, not solely

at desk 40% Sl at work hours and an
;%ve of commercial 21% 21% 12% interest in the industry.
Job tasks 16% 17% 19%
1r:\i/le@i(rjwtor suggested 7% 7% 7%
Internship 1% 1% 1%
Sug'gestion from 1% 1% 1%
advisor
Other 8% 8% 10%

* = less than 1% NATIONAL
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People skills

Self-motivation
Superior
communication
capabilities
Problem-solving
skills

Negotiation skKills
Organization/attenti
on to detail
Resilience

Sales & marketing
acumen
Assertiveness
Technology skills
Cultivation of
business network
Analytical reasoning
Financial acumen

Completion of
higher education

* = less than 1%
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94%
94%

89%

88%
88%
86%
80%
78%

75%
74%

70%

68%
58%

36%

93%
93%

87%

85%
85%
82%
77%
77%

71%
71%

65%

63%
54%

33%

95%
94%

92%

93%
91%
90%
83%
80%

79%
78%

74%

73%
62%

39%

Skills for Residential Real Estate
| ouispecialts | male | Femaie

Dual specialists stated
that people skills and
self-motivation are the
most important skills
for residential real

estate. Females placed
more importance on
communication
capabilities and
problem-solving skills
compared to males.
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[ ] [ J [ ]
Skills for Residential Real Estate
|l | el [asian/PacificlBlack/African]  Hispanic/ | ogher |

People skills 94% 95% 88% 94% 91% 95%

Self-motivation 94% 94% 88% 95% 93% 95%

Superior

communication 89% 91% 84% 90% 84% 87%

capabilities

Ziﬁlzlem'sow'”g 88% 89% 85% 90% 87% 88% BIack/Afrlcan
SNkeiﬁ’SOt'at'on 88% 88% 85% 89% 90% 88% American and
Organization/att g, 87% 76% 90% 84% 85% Hispanic/Latino
Resilience 80% 81% 67% 85% 79% 81% members were more
Sales & likely to cite

marketing 78% 77% 80% 84% 79% 81% i

acumen assertiiveness as an
Assertiveness 75% 73% 71% 82% 81% 77% . . .
Technology important skill in
B 74% 74% 73% 79% 75% 79% . .

N residential real estate.
business 70% 68% 64% 75% 76% 72%

network

fe’;asg’;'ﬁ% 68% 65% 73% 77% 68% 71%

Financial 58% 55% 59% 66% 62% 65%

acumen

Hligner 36% 32% 40% 44% 45% 42%

education
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Skills for Residential Real Estate
| puaispeciaiists |, SRY | LceTQr |

People skills 94% 94% 95%
Self-motivation 94% 94% 96%
Superior
communication 89% 90% 88%
capabilities LGBTQ'l' members
;iﬁlglem-solving 88% 89% 90% were more likely to
Negotiation skills 88% 88% 91% CIte. assertlvenes_;s as
Organization/attenti 86% 86% 859 an important skill for
oo oetE] residential real estate;
Resilience 80% 80% 81% o
: straight/heterosexual
Sales & marketing 78% 799% 299%
acumen members were more
Assertiveness 75% 75% 80% I- . . .
: ikely to cite cultivation
Technology skills 74% 75% 70% y .
Cultivation of . . . of a business network.
business network 710% o e
Analytical reasoning 68% 67% 68%
Financial acumen 58% 58% 56%
—cnipleten e 36% 36% 31%
higher education
* = less than 1% NATIONAL
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Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation REALTORS®



Skills for Commercial Real Estate
T | Dual Specialists | Male | Female |

Negotiation skills 88% 86% 89%
iﬁlzlem solving 879% 86% 889%
Analytical reasoning 86% 87% 85% IVE] SpeCia“StS stated
Self-motivation 86% 86% 86% that negotiation and
Superior . H H
communication 83% 81% 86% prObIem s:.olvmg skills
capabilities are most important 1{o]
Oor:gtf‘)”ézeig'ﬁ”/atte”“ 83% 82% 85% commercial real estate.
Financial acumen 79% 80% 79% Females placed more
gulﬁlvatlon of 79% 78% 81% importance on

usiness network . .
People skills T7% 74% 80% communication
Resilience 76% 74% 79% capabilities and people
Sales & marketing o o o
I 72% 69% 75% males.
Assertiveness 70% 66% 75%
Completion of 559 53% 529

higher education
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Skills for Commercial Real Estate
| e cnnel | [Asian/Pecific|Siackiafrican]  Hispanic/ | other

'S\'k‘?ﬁsot'at'o” 88% 88% 85% 89% 87% 87%
;:i‘l’lt;'em's"'v'”g 87% 89% 82% 82% 82% 87%
fer;asg’;'icna; 86% 88% 82% 83% 84% 86%
Self-motivation  86% 88% 78% 87% 81% 87% Black/African
Superior s
communication 83% 84% 77% 82% 80% 86% Amerlcan members are
capabilities more likely than others
Organization/att
. : 83% 85% 72% 84% 81% 82% . . .
ention to detail to cite cultivation of a
Financial o
R 7E B 5% JERE — el business network and
Cultivation of 13 Q
business 79% 80% 76% 82% 79% 81% resilience as Important
network skills in commercial
People skills 77% 76% 75% 78% 77% 83%
Resilience 76% 78% 62% 80% 74% 72% real estate.
liicllznc"ogy 73% 72% 69% 76% 74% 81%
Sales &
marketing 72% 71% 72% 76% 72% 73%
acumen
Assertiveness 70% 70% 64% 74% 66% 75%
:é%ti;_ion 52% 51% 48% 52% 61% 65%
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Negotiation skills
Problem-solving
skills

Analytical reasoning
Self-motivation
Superior
communication
capabilities
Organization/attenti
on to detail
Financial acumen
Cultivation of
business network
People skills
Resilience

Technology skills
Sales & marketing
acumen
Assertiveness
Completion of
higher education
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88%
87%
86%
86%

83%

83%
79%
79%

77%
76%
73%

72%
70%
52%

88%
87%
86%
86%

83%

83%
80%
79%

77%
77%
73%

72%
70%
53%

92%
89%
84%
87%

84%

85%
80%
83%

71%
79%
73%

73%
72%
46%

Skills for Commercial Real Estate
|| uaispecialists | SRS | lceTar

LGBTQ+ members are
more likely to cite
negotiation skills and
cultivation of a
business network,

while
straight/heterosexual
members are more
likely to cite people
skills and completion
of higher education.
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Difficult Aspects of First Year in
Residential Real Estate

6
6
. 50%

transaction
54%

0,
Understanding real estate _ 2267{)2
2

market 6%

25%
Working another job 4%

26%

20%
Training/education 19%
21%
8%
Other 7%

8%

0%

m Dual Specialists ®Male Female
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4%
66%
4%

80%

Dual specialists cited
finding clients as the
most difficult aspect of
their first year in

residential real estate,
followed by
understanding every
aspect of the
transaction.
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Difficult Aspects of First Year in
Residential Real Estate

I
Finding clients Nl Asian/Pacific Islander
o4 members are more
Understanding every aspect of % . o o .

e an Illfely to cite fln.dmg

o “6% clients as a difficult

Understanding real estate 5 2% aSpeCt of their first

market 730 . . .
28% year in residential,
T -

Working another job %5 28% 29% Compared t.O

o 32% understanding the

i eduent I 20 transaction among
raining/education 153 . . -

207" Hispanic/Latino .
8% members, and working

Other Sgfl o another job among

» 12/" B Black/African
m Dual Specialists ® \White/Caucasian Asian/Pacific Islander AmericanSo
Black/African American ® Hispanic/Latino Other
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Difficult Aspects of First Year in
Residential Real Estate

nargcieres [T
Understanding every aspect of 50%
51%

transaction c6%
Understanding real estate _ 262/0
market 26%
23%
25%
Working another job 25%

31%

20%
Training/education 20%
19%
8%
Other 8%

12%
0%

m Dual Specialists ~ ®Straight/Heterosexual LCGBTQ+
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64%
65%

72%

80%

LGBTQ+ members are
more likely to cite
finding clients,
understanding every
aspect of the

transaction, and
working another job as
difficult aspects
compared to
straight/heterosexual
members.
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Consulted First Year in Real Estate

My brokerage/office

Mentor in RE (another agent)
Online education/courses
Mentor in RE (another broker)
Local association

Real estate coach/trainer

MLS

State association

Other

0% 80%

m Dual Specialists ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

Dual specialists
consulted their
brokerage/office most
in their first year.
Females are more

likely to have
consulted online
education/courses in
their first year
compared to males.
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My

brokerage/office

Mentor in RE
(another agent)

Online
education/
courses

Mentor in RE
(another broker)

Local
association

Real estate
coach/trainer

MLS

NAR

State
association

Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

Consulted First Year in Real Estate

77%

34%

22%

18%

14%

13%

13%

6%

5%

10%

76%

35%

20%

19%

14%

10%

12%

5%

5%

1%

78%

30%

29%

17%

14%

15%

17%

1%

6%

5%

81%

35%

28%

17%

14%

21%

15%

9%

6%

7%

77%

34%

22%

13%

14%

19%

15%

7%

2%

10%

Dual White/ |Asian/Pacific|Black/African| Hispanic/
Specialists| Caucasian Islander American Latino

71%

31%

26%

16%

12%

13%

12%

7%

7%

14%

Asian/Pacific Islander
and Black/African
American members are
more likely to have
consulted online
education/courses

their first year.
Hispanic/Latino
members are more
likely to have
consulted a real estate
coach/trainer.
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Consulted First Year in Real Estate

77%
My brokerage/office T /7

83%
Mentor in RE (another agent) 34%
44%
Online education/courses _ %%22 o
Mentor in RE (another broker) - }gg//g LGBTQ:" members are
22% more likely to have
Local association -113%/%/080/ consulted their
Real estate coach/trainer - %2127? brOKerage/Ofﬁce'
e - 3% anothel: agent mentor,
132 and online
NAR 8% education/courses in
6% . °
- 5% their first year.
State association 5%
4%
Other }822
12%
0% 100%
m Dual Specialists ~ ®Straight/Heterosexual LCGBTQ+
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Real Estate is Only Occupation

Yes, now and pre-Covid

Was pre-Covid, is not
now

Yes now is, had another
source pre-Covid

No, has never been

0%
m Dual Specialists mMale Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

69%
70%
69%

80%

69 percent of dual
specialists reported
that real estate is their
only occupation now

and was so pre-COVID.
This is consistent
among male and
female dual specialists.
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Real Estate is Only Occupation

. 57%
Yes, now and pre-Covid 48%
58%
60%
' 4%
. 3%

Was pre-Covid, is not 5%
Nnow 5%
6%

8%

' 8%
. 6%

Yes now is, had another 9%

source pre-Covid 1%
12%
10%
15%
29%
No, has never been 26%
25%
22%
0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

80%

Black/African
American dual
specialists are more
likely to report that
real estate isn't and
has never been their

only occupation.
Hispanic/Latino dual
specialists are more
likely to have switched
to real estate during
COVID.

NATIONAL
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Real Estate is Only Occupation

69%
Yes, now and pre-Covid 69%
66%
+
Was pre-Covid, is not LG B-I:Q, dual .
now specialists are slightly
R ILGEVALED]
straight/heterosexual
Yes now is, had ano;her dual specialists to have
_C 1 °
= RlSS ISR switched to real estate
during COVID.
No, has never been
0% 80%

m Dual Specialists B Straight/Heterosexual LGBTQ+
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Stage of Work History

22%

Ist career 21%
21%
44%
2nd career 42%
46%
35%
3rd career or more 37%
32%
0% 60%

m Dual Specialists mMale Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

Only 22 percent of dual
specialists reported
that this is their first
career. Female dual
specialists are more

likely to be in their
second career, and
males are more likely
to be in their third or

more.
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Stage of Work History

22%
22%

Ist career 20
15%
27%
23%
44%
43%
(o)
2nd career g
45%
40%

35%

36%

35%

3rd career or more
34%
29%
37%
0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

51%

60%

Hispanic/Latino dual
specialists are more
likely to be in their first
career, while

Black/African
American dual
specialists are more
likely than others to be
in their second.
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Stage of Work History

22%
Ist career 22%
1%
44%
2nd career 44%
47%
35%
3rd career or more 34%
42%
0%
m Dual Specialists B Straight/Heterosexual LGBTQ+

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

60%

Straight/heterosexual
dual specialists are
significantly more

likely than LGBTQ+
dual specialists to be
in their first career.
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Career Prior to Real Estate
C | DualSpecialists | Male |  Female |

Management/Business/

Financial e 20% 19% I iali

Sales/Retail 14% 17% 12% Dual specialists are most

Office/Admin support 6% 1% 10% I|ke|y to have worked in

Education 5% 4% 7% management/business/fin

Healthcare 5% 3% 7% ancial (19 percent) or

goms”uc“ort‘/ mic 0% 2% sales/retail (14%) prior to
overnmen

Protective services 4% 4% B real ?St.ate' Male dual.

Architecture/ - - . specialists are more likely

Engineering to have worked in

Computer/Mathematical 3% 5% 2% | / tail d

Manufacturing/ 3% S 1% =ellzis a.l zl

Production ° ° 0 construction; females are

Legal 2% 2% 3% more likely to have

Personal care/Other services 2% 1% 2% worked in office/admin

Military — — — support, education, and

Transportation 2% 3% 1% h plph ! !

Community/Social services 1% 1% 1% ealthcare.

Family manager 1% 1% 1%

Life/Physical/Social sciences 1% 1% 1%

Other 23% 23% 24%

REALTORS®
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[ ]
Career Prior to Real Estate
ol | el [Asian/RacificBlack/African Hisanic/ | other |

Zﬁg‘:s?;r:aer?;/iu 19% 20% 20% 19% 18% 18% . .

Sales/Retail 14% 15% 17% 1% 14% 9% ASIan/PaCIfIc ISIanderS

Offce/Adrmin e - 59% 5% 9% 5% are more likely to have

Education 5% 5% 6% 7% 5% 4% worked previously in

Healthcare 5% 4% 6% 10% 6% 10% e .

Construction 4% 5% 2% 1% 4% 5% sales/retall' Whlle

Government/Pro o, 3% 2% 6% 4% 4% Black/African

tective services A o d I

é:g;':ggfnrge/ 3% 3% 8% 3% 3% 6% merlc.an ua

Computer/ specialists are more

Mathematical e _ e P e St I'k | t h k d

Manufacturing/ 2% 2% 50 29% 5% 1% .I f‘y |oh ave WO; e
Production In healthcare, an

Legal 2% 2% 2% 2% 2% 1% Hi . /L t.’ dual

e % m ™ e
iy o o o o - . specialists more often

I:ransportfati;)n 2% 2% 2% 2% 3% 3% worked in ofﬁce/admin
ommunity, o o o o o "

Social services L L i 2% 2% sSUu pport.

Family manager 1% 1% 1% * 2% 2%

s 1% 1% 2% 1% 1% ‘

Other 23% 26% 14% 20% 19% 25%
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Career Prior to Real Estate
|| Duaispecialists | S0 | LcBTor |

Management/Business/ 19% 19% 16%
Financial
Sales/Retall 14% 14% 16% Straight/heterosexual
Office/Admin support 6% 6% 3% T
duention coy oo, o, dual sPemaIlsts are
Healthcare 5% 5% 6% more Ilkely to have
Construction 4% 4% 3% worked in
Government/Protective .
e 4% 3% 5% management/business
Architecture/Engineering 3% 3% 2% /f|nanC|a| or

i [0) (o) [0) o °
Computer/Mathemachl 3% 3% 2% offlce/admln support,
Manufacturing/Production 3% 3% 3% o
e % 5% 5% while LGBTQ+ dual
sp:rl;i?:gsl care/Other 2% 29% 1% speC|aI|sts are more
Military 564 584 5% likely to have worked
Transportation 2% 2% 4% N SaleS/retalL
Community/Social services 1% 1% 3%
Family manager 1% 1% 2%
L|fe/PhyS|caI/SOC|aI 1% 1% 5%
sciences
Other 23% 24% 26%
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Business
Characteristics
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Commercial Real Estate Relationship

Work in CRE as secondary
specialty

. . 16%
Work in CRE as primary
. 23%
specialty

9%

8%
Hold commercial designation 10%

6%

2%
3%
2%

On a commercial overlay
board

12%
| don't know 8%
17%

0%

m Dual Specialists ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

71%
69%
75%

80%

Dual specialist
members are most
likely to work in
commercial real estate
as a secondary

specialty at 71 percent.
Males are more likely
to work in CRE as a
primary specialty
compared to female
dual specialists.
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Commercial Real Estate Relationship

Work in CRE as secondary 77%
specialty 69% o
70%
Work in CRE as primary 13% 20%
i 6%
specialty S0 o
— i Asian/Pacific Islanders
10% ° . .
Hold commercial designation 5?,/00/0 and HISpaHIC/LatInOS
“2, are more likely than
e 2% other dual specialists
On a commercial overlay 20 .
board 1%2/;’ towork in CRE as a
2% secondary specialty.
12%
| don't know s 3%
17%
12%
0% 80%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other
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Commercial Real Estate Relationship

specialty

Work in CRE i 16%
orkin - as primary 16%
specialty
8%
Hold commercial designation 9%

. 2%
On a commercial overlay
board

12%
| don't know 12%

0%
m Dual Specialists ~ ®Straight/Heterosexual LCGBTQ+

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

71%
72%
74%

80%

LGBTQ+ dual
specialists are slightly
more likely to work in
CRE as a secondary
specialty, while

straight/heterosexual
dual specialists are
slightly more likely to
work in CRE as their
primary specialty.
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Years in Residential Real Estate

8%
7%
10%

1year or less

17%
16%

2 to5years
20%

12%
12%
13%

6 to 10 years

12%
12%
12%

1N to 15 years

25%
24%
25%

16 to 25 years

26%

26 years or more 30%

21%

0%

m Dual Specialists ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Dual Specialists: 16
years

Male: 17 years

Female: 15 years
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Years in Residential Real Estate

12%
1year or less 4%
- 13%
(o]
0
22%
2 to 5years ’ 25% .
7% 0
12%
6 to 10 years 4%
1% 16%
(o]
11% Tev
11to 15 years o 1% °
2%
25%
K
16 to 25 years °55%
23%
26%
26 years or more 7% 2
y 10Ly12%
. 26%
0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians
Dual Specialists: 16 years
White/Caucasian: 18 years

Asian/Pacific Islander: 12
years

Black/African American: 10
years

Hispanic/Latino: 9 years

Other: 16 years
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Years in Residential Real Estate

8%
1year or less 8%
12%
17%
2 to5years 17%
22% Medians
6tol0years 125 .. Dual Specialists: 16
(0]
ears
1 to 15 years 12% o
10% Straight/Heterosexual:
25% 16 years
16 to 25 years 25%
22% LGBTQ+: 10 years
26%
26 years or more 26%
16%
0% 40%
m Dual Specialists B Straight/ Heterosexual LGBTQ+
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Years in Commercial Real Estate

16%
1year or less 12%
22%
23%
2 to 5years 20%
28%
13%
6 to 10 years 13%
13%
1%
1 to 15 years 1%
10%
%
16 to 25 years 20%

15%

26 years or more 24%

1%

0%

m Dual Specialists ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Dual Specialists: 10
years

Male: 14 years

Female: 5 years
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Years in Commercial Real Estate

26%

1year or less 239%
15% 3%
0
20% 26%
2to 5years ’ 34%
30%
24%
13% 16%
6 to 10 years 11% ’
17%
13%
11to 15 years 8% °
6%
14%
12% 2%
16 to 25 years 8% °
10%
20%
I, —+——
o 23%
26 years or more o S0
4%
15%
0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians
Dual Specialists: 10 years
White/Caucasian: 15 years

Asian/Pacific Islander: 5
years

Black/African American: 3
years

Hispanic/Latino: 4 years

Other: 10 years

NATIONAL
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Years in Commercial Real Estate

16%
1year or less 16%
24%
23%
2 to5years 23%
0, L
S0 Medians
6to 10 years L Dual Specialists: 10
(0]

years

1%
11 to 15 years 1%

5%

Straight/Heterosexual:

18% 10 years
16 to 25 years 18%
12% LGBTQ+: 4 years
18%
26 years or more 18%
12%
0% 40%
m Dual Specialists B Straight/ Heterosexual LGBTQ+
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Residential Transactions in 2020

12%
O transactions 12%
13%
31%
1to 5 transactions 32%
30% .
- Medians
6 to 10 transactions _ 17% . e
16% Dual Specialists: 8
11% transactions
11 to 15 transactions 10%
% . .
’ Male: 7 transactions
7%
. 0, [ ]
16 to 20 transactions 7% Female: 8 transactions
22%
21 or more transactions 22%
23%
0% 40%

m Dual Specialists ®Male Female
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Residential Transactions in 2020

O transactions 18%
15%
1%
I >
(]
i 48%
1to 5 transactions 36% °
37%
36%
6 to 10 transactions ° 19%
18%
21%
. - 1%
11 to 15 transactions ° 3%
10%
11%
. [¢) 9%
16 to 20 transactions Ry,
6%
9%
e -c
(9
21 or more transactions 2 %00
15%
13%
0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

60%

Medians

Dual Specialists: 8
transactions

White/Caucasian: 10
transactions

Asian/Pacific Islander: 3
transactions

Black/African American: 5
transactions

Hispanic/Latino: 5
transactions

Other: 6 transactions
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Residential Transactions in 2020

12%
O transactions 12%
10%
31%
1to 5 transactions 30%
S Medians
6 to 10 transactions 17% Dual Specia“sts: 8
14% .
o transactions
11 to 15 transactions 11% o
T Straight/Heterosexual:
e 8 transactions
16 to 20 transactions 8%
LGBTQ+: 8 transactions
22%
21 or more transactions 23%
24%
0% 40%
m Dual Specialists B Straight/ Heterosexual LGBTQ+

REALTORS®
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Commercial Sales Transactions in 2020

46%
O transactions 38%

55%
45%
1to 5 transactions 49%
40% .
o Medians
6 to 10 transactions - 7% . e
4% Dual Specialists: 1
r% transaction
11 to 15 transactions 2%
1% Male: 1 transaction
1%
16 to 20 transactions L 2% . .
o Female: O transactions
2%
21 or more transactions 2%
1%
0% 60%

m Dual Specialists ®Male Female
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Commercial Sales Transactions in 2020

39%

43%

48%

1to 5 transactions " 35%

60%
55%

O transactions

42%
50%

6to 10 transactions 5, 4%

11 to 15 transactions  «

16 to 20 transactions ' 4%

21 or more transactions  «

0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander

Black/African American ® Hispanic/Latino Other

* = less than 1%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

71%

80%

Medians

Dual Specialists: 1
transaction

White/Caucasian: 1
transaction

Asian/Pacific Islander: O
transactions

Black/African American: O
transactions

Hispanic/Latino: O
transactions

Other: 1 transaction
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Commercial Sales Transactions in 2020

46%
O transactions 46%

50%
45%
1to 5 transactions 44%
[0) o
aZe Medians
6%
6 to 10 transactions - Eéf;/; Dual SpeCIallstS: 1
o L]
transaction
l 1%
11 to 15 transactions 2% 0
1% Straight/Heterosexual:
1% 1 transaction
16 to 20 transactions 1%
1% LGBTQ+: 1 transaction
2%
21 or more transactions 2%
*
0% 60%
m Dual Specialists B Straight/ Heterosexual LGBTQ+
* = less than 1% NATIONAL
. . . . ASSOCIATION OF
Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation [E REALTORS®



Commercial Leasing Transactions in
2020

59%
O transactions 54%

65%
33%
1to 5 transactions 35%
31%
4o Medians
6 to 10 transactions 6% . e
3% Dual Specialists: O
1% transactions
11 to 15 transactions 2%
* °
Male: O transactions
I 1%
16 to 20 transactions 1% o H
1o Female: O transactions
2%
21 or more transactions 2%
1%
0% 80%
m Dual Specialists ®Male Female
* = less than 1% NATIONAL
' ) ) ] [E ASSOCIATION OF
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Commercial Leasing Transactions in

2020

O transactions

4%
i 36%
1to 5 transactions 3% °
29%
36%
2
0
6 to 10 transactions 5, ©%
1%
2%
L 1%
. 2%
1 to 15 transactions  «
1%
1%
. *]%
16 to 20 transactions = «
.
(o]
21 or more transactions 1%
1%
3%
0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other

* = less than 1%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

80%

Medians

Dual Specialists: 0
transactions

White/Caucasian: O
transactions

Asian/Pacific Islander: O
transactions

Black/African American: O
transactions

Hispanic/Latino: O
transactions

Other: O transactions
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Commercial Leasing Transactions in
2020

59%
O transactions 59%

64%
33%
1to 5 transactions 33%
Ahs Medians
4%
6 to 10 transactions . 4CV;O/ Dual Specia“sts: (0]
(0] °
o transactions
(0]
11to 15 transactions I 1% .

- Straight/Heterosexual:
5 O transactions

16 to 20 transactions 1%
' LGBTQ+: O transactions

2%
21 or more transactions 2%
1%
0% 80%
m Dual Specialists B Straight/ Heterosexual LGBTQ+
* = less than 1% NATIONAL
[ Ascemonor
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2020 Residential Sales Volume

10%
sitosoo000 7%

12%
5%
$100,000 to $249,999 4%
5%

7%
$250,000 to $499 999 - 7%

8%

$500,000 to $999,999 1%

10%

3
$,000,000to 4999200 NN
$5,000,000 or more 20%
18%
No transactions 11%

12%
) 3%
Do not perform transactions 4%
3%
0%

m Dual Specialists ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Dual Specialists:
$1,955,000

Male: $2,155,200
Female: $1,815,200
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2020 Residential Sales Volume

E— 0
$1 to $99,999 13% 17%

13%15%
—— T
$100,000 to $249,999 43 o
5% 8%
7
$250,000 to $499,999 D% 1o
7% 10%
I 0%
$500,000 to $999,999 3%

7% 9%
0

g 38%
$1,000,000 to $4,999,999 2%5

mo 24%
$5,000,000 or more 0

7% o
10%e 149%

I
No transactions 1742%
15% 77
10%
— %
Do not perform transactions B0, 4%
%o
4%
0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other
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33%

38%

40%

Medians

Dual Specialists:
$1,955,000

White/Caucasian:
$2,561,600

Asian/Pacific Islander:
$1,219,500

Black/African American:
$750,000

Hispanic/Latino: $1,145,500

Other: $1,553,600
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2020 Residential Sales Volume
maEEezs 0 e

7%

5%
$100,000 to $249999 .4% ’
4%

7% .
6250000 t0 $499990 | 2. Medians
(0]
10% e 1°
$500,000t0 $999,990 NN 5, Dual Specialists:
11%
: B 41,955,000
000000 t0$4909.900 I ::
o 3% Straight/Heterosexual:
ssoomsoemoe [LE. $1994,500
(0]
11%
No transactions _10‘1’/1(% LGBTQ"‘: $2,333,300
0
3%
Do not perform transactions . 315/8/0
(o)
0% 40%
m Dual Specialists B Straight/ Heterosexual LGBTQ+
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2020 Commercial Sales Volume

7%

$1to $99,999 7%

7%
6%
$100,000 to $249,999 6%
6%

7%

$250,000 to $499,999 8%

(o)

(]

Medians

7%
$500,000 to $999,999 - 7‘Vg
6%

15%

Dual Specialists:
$1,000,000 to $4,999,999 -100/ 20% $733,000

B Male: $962,200

7%
2%

- T FETEL G B
No transactions 39%

55%

$5,000,000 or more

Do not perform transactions .6%

0% 60%

m Dual Specialists ®Male Female

NATIONAL
L ) ) m ASSOCIATION OF
Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation REALTORS®



2020 Commercial Sales Volume

&
$1to $99,999 -5ci£

% %
$100,000 to $249,999 b ’

7%
$250,000 to $499,999 %%

$500,000 to $999,999 6

mo" 20%
$1,000,000 to $4,999,999 3
$5,000,000 or more s 4%

No transactions 61%

Do not perform transactions 7

0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander

Black/African American ® Hispanic/Latino Other

* = less than 1%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

80%

Medians
Dual Specialists: $733,000
White/Caucasian: $867,100

Asian/Pacific Islander:
$1,000,000

Black/African American:
$259,300

Hispanic/Latino: $424,200

Other: $492,200
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2020 Commercial Sales Volume

7%

$1to $99,999 7%
8%
6%
$100,000 to $249,999 6%
7%
7% .
$250,000 to $499,999 8% Medians
(0]
70/ L3 [ ]
$500000t0 5999900 | 5. Dual Specialists:
7% $
733,000
15% !
$1.000,000 10 $4999.000 TN 15;)/;0/
. : Straight/Heterosexual:
P
$5,000,000 or more N 5% $743,000
(0]
No transactions - 47% LGBTQ+: $666,700
(0]
7%
Do not perform transactions .6%O
10%
0% 60%

m Dual Specialists B Straight/ Heterosexual LGBTQ+

REALTORS®
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2020 Commercial Lease Volume

$1to $99,999 14%

$100,000 to $249.999 7%
4%
$250,000 to $499,999 ‘ 6%
$500,000 to $999,999 4%
B
$1.000,000 to $4.999,999 4%

$5,000,000 or more *1%

Do not perform transactions 16%

17%
0%

m Dual Specialists ®Male Female

* = less than 1%
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60%

Medians

Dual Specialists:
$131,400

Male: $184,300
Female: $88,900
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2020 Commercial Lease Volume

$1to $99,999 -

$100,000 to $249,999 4

$250,000 to $499,999 "y o%

$500,000 to $999,999 .'%%

$1,000,000 to $4,999,999  15,4%
$5,000,000 or more  *

No transactions S 69%

, /S8
Do not perform transactions 9
%

0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander

Black/African American ® Hispanic/Latino Other

* = less than 1%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

80%

Medians
Dual Specialists: $131,400
White/Caucasian: $166,700

Asian/Pacific Islander:
$118,700

Black/African American:
$87,700

Hispanic/Latino: $83,300

Other: $95,400
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2020 Commercial Lease Volume

$1to $99,999 14%

$100,000 to $249,999 6%
8%
4% o
$250,000 to $499,999 -3 (y5% Medians
(0]
30/ L3 L3 O
$500,000 to $999,999 3% Dual Specialists:
3%
29 $131,400
$1,000,000 to $4,999,999 l 4%
3% Q 0
o Straight/Heterosexual:
$5,000,000 or more *10/2 $137,300
52%
No transactions _ g%;& LG BTQ"‘Z $120,400
(o}
Do not perform transactions 16%
16%
0% 60%
m Dual Specialists ~ ®Straight/Heterosexual LCGBTQ+
* = less than 1% NATIONAL
] ] ) ) m ASSOCIATION OF
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2020 Residential Dollar Value

8%

2
1

$1to $99,999

¢}
X

22%
$100,000 to $249,999 21%
23%

$250,000 to $499,999

13%
14%
12%

$500,000 to $999,999

7%
7%

9
N

$1,000,000 to $4,999,999

2%
$5,000,000 or more 2%
2%

12%
12%
12%

No transactions

) 4%
Do not perform transactions 4%
3%
0%

m Dual Specialists ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

32%
32%

40%

Medians

Dual Specialists:
$345,700

Male: $361,500
Female: $330,800
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2020 Residential Dollar Value

—
$1 to $99,999 10%; 14%
10%° ,
wo‘%%
$100,000 to $249,999 0 -
19%

2 4
$250,000 to $499,999 26%,0,

I {122

$500,000 to $999,999 7o o 23%
: 199%
I 7 )
$1,000,000 to $4,999,999 0, 13%
™, 10%
o
$5,000,000 or more —x 3%
1%
3%
I 12
No t ti ,20%
o transactions - e 8%
Do not perform . %;3;
transactions 20/30/20/

0%

m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander

Black/African American ® Hispanic/Latino Other
* = less than 1%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

33%

0,
m 36%
© 0

40%

Medians
Dual Specialists: $345,700

White/Caucasian:
$350,300

Asian/Pacific Islander:
$508,900

Black/African American:
$238,400

Hispanic/Latino: $363,500

Other: $362,900
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2020 Residential Dollar Value

8%

&
N

$1to $99,999

2
R

22%
$100,000 to $249,999 22%
25%
$250,000 to $499,999 33 Medians
13% T
$500,000t0 $999,900 NN = o Dual Specialists:
’ $345,700

7%
$1,000,000 to $4,999,999 - 7%O
8% Straight/Heterosexual:

$5,000,000 or more 2% $342,500
No transactions NN 5 LGBTQ+: $363,400

Do not perform transactions 4%

0% 40%
m Dual Specialists ~ ®Straight/Heterosexual LCGBTQ+
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2020 Commercial Dollar Value

$1to $99,999

$100,000 to $249,999

$250,000 to $499,999

$500,000 to $999,999

$1,000,000 to $4,999,999

$5,000,000 or more

No transactions

) 7%
Do not perform transactions 6%

0%

m Dual Specialists ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

54%

60%

Medians

Dual Specialists:
$436,800

Male: $493,400
Female: $355,400
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2020 Commercial Dollar Value

1to $99,999 57 o
$1to $99, 7(;4)

*90 %
$100,000 to $249,999 8

%50
$250,000 to $499,999 %

%
q 2%
$500,000 to $999,999 o

$1,000,000 to $4,999,999 4% o
$5,000,000 or more

No transactions 59%

|
Do not perform transactions %%
f

(o)
0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander

Black/African American ® Hispanic/Latino Other

* = less than 1%

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

80%

Medians
Dual Specialists: $436,800

White/Caucasian:
$455,000

Asian/Pacific Islander:
$662,500

Black/African American:
$241,300

Hispanic/Latino: $396,300

Other: $368,800
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2020 Commercial Dollar Value

$1to $99,999 6%
5%
9%
$100,000 to $249990 | 5%
6%
11% o
$250,000 10 $499990 N 110/31 » Medians
(0]
9% e ge .
$500000t0 $999900 [N 5% Dual Specialists:
5%
o $436,800
$1,000,000 to $4,999,999 - 1%"{;
o ° Straight/Heterosexual:
$5,000,000 or more *10/2 $439,800
46%
Notransactions [N & LGBTQ+: $416,700
(0]
7%
Do not perform transactions .6%0
10%
0% 60%
m Dual Specialists ~ ®Straight/Heterosexual LCGBTQ+
* = less than 1% NATIONAL
] ] ] ) m ASSOCIATION OF
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Hours Worked Per Week in Real Estate

13%
Less than 20 12%
14%
- e Medians
20 to 39 hours 27%
30% Dual Specialists: 40
hours
42%
40%
Female: 40 hours
17%
60 hours or more - 17%
16%
0% 60%

m Dual Specialists mMale Female
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Hours Worked Per Week in Real Estate

22% .
Less than 20 18(31% Medians
13% . 1.
— Dual Specialists: 40 hours
26%
20 to 39 hours = White/Caucasian: 40

hours

Asian/Pacific Islander: 30

40 to 59 hours 325’5% hours
(0]
36% .
A Black/African American:
17%
_ 18% 30 hours
60 hours or more 1O‘V103(y . . .
2% Hispanic/Latino: 35 hours
24%
0% 60% Other: 40 hours
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other
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Hours Worked Per Week in Real Estate

13%
Less than 20 13%
6%
29% Medians
20 to 39 hours -28% . .
_— Dual Specialists: 40
hours
40to59 hours [ <% Straight/Heterosexual:
47% 40 hours
17% LGBTQ+: 40 hours
60 hours or more - 17%
15%
0% 60%
m Dual Specialists W Straight/Heterosexual LGTBQ+
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Years Active as Real Estate

Professional

8%
1year or less 6%

10%

I 1o
2to5years NN 4%

19%
1%
6 to 10 years 10%
12%
12%
11 to 15 years 1%
12%
25%
16 to 25 years 25%
25%
29%
22%

0%
m Dual Specialists mMale Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Dual Specialists: 17
years

Male: 18 years

Female: 15 years
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Years Active as Real Estate Professional

1year or less 12% %
12%
7%
I '
(0]
2 to 5years 222(;@ 27%
16% 0
%
I
6 to 10 years 13570
14%
9%
%
1 to 15 years %4004/0
3
%
25%
. -
16 to 25 years 2%,
25%
T 27%
(o)
I
26 or more years 1% 187
11%
. 28%
0%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians
Dual Specialists: 17 years
White/Caucasian: 20 years

Asian/Pacific Islander: 12
years

Black/African American: 10
years

Hispanic/Latino: 10 years

Other: 18 years
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Years Active as Real Estate
Professional

8%
1year or less 8%

1%

I 1
2to5years |GG 15 :
26% Medians

1% e ge
6 to 10 years _ 1% Dual Specialists: 17

1% years
11to 15 years Zoo Straight/Heterosexual:
(0}
16 years
16 to 25 years 25%
Y o0 : LGBTQ+: 10 years
29%
26 or more years 29%
15%
0% 40%
m Dual Specialists B Straight/Heterosexual LGBTQ+
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Ownership Interest in Firm

28%
Sole ownership 30%

25%

The majority (55
B 5% percent) of dual
Partner in partnership -O 9% specialists have no
o ownership interest in
Stockholder and/or . 6% their current firm; 28

corporate office SW/: percent have sole

ownership. Male dual

o specialists are slightli
No ownership interest 52% P g y

61% more likely than
o females to have
Other I3% ownership.

3%

0% 80%
m Dual Specialists mMale Female
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Ownership Interest in Firm

Sole ownership 24% 35%
27%
34%
8%
o9%
Partner in partnership 4%/0
7%
5%
6% Asian/Pacific Islander
Stockholder and/or 6% d | iali
corporate office A ual specialists are

more likely than others

I ip i
56% to have ownership in

No ownership interest S1%

63% - o
58% their current firm.
51%

3%
Other 2%

4%

5%

0% 80%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other
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Ownership Interest in Firm

Partner in partnership

Straight/heterosexual
dual specialists are
R ILGEVALED]
LGBTQ+ dual

Stockholder and/or
corporate office

specialists to have

55% h. . th .
No ownership interest 56% owners !p In elr
67% current firm
3%
Other 3%
2%
0% 80%
m Dual Specialists B Straight/Heterosexual LGBTQ+
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GROSS Personal Income from Real
Estate Activities in 2020

25%
$24,999 or less

29%

$25,000 to $49,999
16%

22%
$50,000 to $99,999 21%
22%

22%
$100,000 to $199,999 23%

20%

17%
$200,000 or more 22%

12%

0%
m Dual Specialists mMale Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Dual Specialists:
$73,000

Male: $87,300
Female: $59,600
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GROSS Personal Income from Real Estate

Activities in 2020

17%

39%
$24,999 or less L 44%
34%
28%
15%
13%
$25,000 to $49,999 o
22%
16%
(¢}
$50,000 to $99,999 B,
21%
20%
16% 2%
$100,000 to $199,999 )
16%
24%
(o}
$200,000 or more 5% 9%

0%

m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander

Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

60%

Medians
Dual Specialists: $73,000
White/Caucasian: $93,800

Asian/Pacific Islander:
$39,900

Black/African American:
$32,600

Hispanic/Latino: $42,200

Other: $63,700
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GROSS Personal Income from Real
Estate Activities in 2020

25%
$24,999 or less 24%

23%
N
525000 t0 549900 | 15

15%

22%
$50,000 to $99,999 21%

23%

22%

13%

26%

17%
18%

0%
m Dual Specialists B Straight/Heterosexual LGBTQ+

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Dual Specialists:
$73,000

Straight/Heterosexual:
$73,900

LGBTQ+: $78,700
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NET Personal Income from Real Estate
Activities in 2020

33%
$24,999 or less 28%

37%

-
$25,000 t0 $49,299 | 1o .
ook Medians
25% Dual Specialists:
$50,000 to $99,999 25% $49,300

24%

00000 | Male: $60,700
$199.999 19%

12% Female: $39,900

9%
$200,000 or more 12%

6%

0% 40%
m Dual Specialists mMale Female

NATIONAL
ASSOCIATION OF
REALTORS®

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation



NET Personal Income from Real Estate
Activities in 2020

24%

$24.999 or less o 48% 53%
38% ’ Medians
18%
I "
$25,000 to $49,999 16% _ o Dual Specialists: $49,300
21%
16% . .
L White/Caucasian: $64,300
27%
23% ° o po
$50,000 t0 $99,999 18% Asian/Pacific Islander:
20% $27,000
16%
| T . ,
$100,000 to $199,999 e Black/African American:
197 19% $22,900
12% . : SR
$200,000 or more S 5% Hispanic/Latino: $30,900
4%
7% Other: $44,300
0% 60%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other
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NET Personal Income from Real Estate
Activities in 2020

33%
$24,999 or less 32%
31%
$25,000 to $49,999 Medians
Dual Specialists:
$50,000 to $99,999 $49,300
Straight/Heterosexual:
$100,000 to $199,999 $49’700
LGBTQ+: $51,500
$200,000 or more
0% 40%

m Dual Specialists B Straight/Heterosexual LGBTQ+
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Percent of Personal Income from
Commercial Real Estate in 2020

5%
17%

75% to 100%
10%

1%

50% to 74% 12% Medians
o Dual Specialists: 20%
13%
25% to 49% 16% Male: 22%
1% Female: 17%
62%
1% to 24% 55%

72%

O\O |

0] 80%

m Dual Specialists mMale Female
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Percent of Personal Income from
Commercial Real Estate in 2020

75% to 100% o~ 15%
9% .
3 14% Medians
o Dual Specialists: 20%
50% to 74% -
19% White/Caucasian: 20%
13% . .pe
- 4% Asian/Pacific Islander: 20%
25% to 49% o 7% : i
12% Black/African American:
17% 16%
60% [ ] (3 (3 o o
1% to 24% 60% von Hispanic/Latino: 17%
70%
58% Other: 21%
0% 80%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other
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Percent of Personal Income from
Commercial Real Estate in 2020

15%

75% to 100% 15%

1 Medians
50% to 74% 10%
14% Dual Specialists: 20%
13% Straight/Heterosexual:
25% to 49% 13% 19%
16%
LGBTQ+: 19%
62%
1% to 24% _ 62%
64%
0% 80%

m Dual Specialists B Straight/Heterosexual LGBTQ+
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Percent of Personal Income from
Residential Real Estate in 2020

5%
17%

75% to 100%
10%

1%

50% to 74% 12% Medians
o Dual Specialists: 79%
13%
25% to 49% 16% Male: 76%
10% Female: 81%
62%
1% to 24% 55%

72%

O\O |

0] 80%

m Dual Specialists mMale Female
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Percent of Personal Income from
Residential Real Estate in 2020

75% to 100% e
9% .
a2 14% Medians
8()1% Dual Specialists: 79%
50% to 74% L
19% White/Caucasian: 79%
(o) ) o o
- b Asian/Pacific Islander: 76%
25% to 49% o . )
12% Black/African American:
17 78%
80% Hispanic/Latino: 79%
19% to 24% 60% | ispanic/Latino: o
70% 0
58% Other: 78%
0% 80%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other
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Percent of Personal Income from
Residential Real Estate in 2020

62%
75% to 100% 62%
62%
2% Medians
50% to 74% 13%
15% Dual Specialists: 79%
1% Straight/Heterosexual:
25% to 49% .10% 79%
1%
LGBTQ+: 79%
15%
1% to 24% - 16%
12%
0% 80%
m Dual Specialists B Straight/Heterosexual LGBTQ+
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Local Area
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Typical Local Homes Sales Price

$99,999 and below 2%

$100,000 to $149,999 | oA

$150,000 to $199,999 L uls
$200,000 to $249,999 Y
$250,000 to $299,999 - A
$300,000 to $349,999 L
$350,000t0 $499990 N ;.
$500,000 to $749,999 _12%’%
$750,000 to $999,999 G

$1 Million and above - g‘%’

0%

m Dual Specialists ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians

Dual Specialists:
$317,100

Male: $323,800
Female: $308,500
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Typical Local Homes Sales Price

B 2
$99,999 and below %é%
1927
&%
$100,000 to $149,999 =7

55, 4%

19
$150.000 t0 $199,000 .Y '

9% 12%

18%

] O,
$200.000 t0 $249000 E— 17,

1270149

%
$250,000 to $299,000 == 1% 22%

1270179

58
$300,000 to $349,999 ﬂ?

$350,000 to $499,999

$500,000 to $749,999 a0 =
o 1257
$750,000 to $999,000 . ‘E’D"W
3% °7°
|
$1 Million and above 3% 43 12%
Bo 6%
0%
m Dual Specialists ®m \White/Caucasian

Black/African American ® Hispanic/Latino

Asian/Pacific Islander

Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

40%

Medians
Dual Specialists: $317,100
White/Caucasian: $311,800

Asian/Pacific Islander:
$543,900

Black/African American:
$274,800

Hispanic/Latino: $325,000

Other: $327,100
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Typical Local Homes Sales Price

$99,999 and below 2%
5%
$100,000 to $149.999 I

1%
$150,000 to $199,999 I

5200000 t0 §240900 NN 5% Medians
$250,000 to $299,999 _1511/66// $F)ua| Specialists:
o 317,100

$300000 10 5340900 R 7 '
350000 t0 499,900 [N 13 Straight/Heterosexual:

| | o $314,400
$500,000 to $749,999 _100/ 12%

8 ’ LGBTQ+: $301,600

$750,000 to $999,999 -66%’ Q $ J

o
oK

$1 Million and above

0% 40%
m Dual Specialists ~ ®Straight/Heterosexual LCGBTQ+
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Homes in Local Area

88%
Too few homes for sale 88%
89% . .
Eighty-eight percent of
. dual specialists agree
that there are too few
Too many homes forsale | 1% homes for sale in their
2% local area. This is
agreed upon by both
10% male and female dual
The right amount for the market 11% SpGClallsts.
9%
0% 100%

m Dual Specialists ®Male Female
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Homes in Local Area

88%
92%

79%
Too f h fi |
OO0 Tew NoMmes Tor sale 85%
82%
83%
2%
1%
4%
T h f |
OO0 Mmany nomes Tor sale 29
4%
2%
10%
8%
0
The right amount for the market s
12%
13%
15%
0% 100%
m Dual Specialists ® \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

Asian/Pacific Islander
dual specialists are
more likely than others

to say there is the right
amount of homes on
the market in their
local area.
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Homes in Local Area

88%
Too few homes for sale 88%
91%
» LGBTQ+ dual
specialists are more
Too many homes for sale @ 2% Iikely than others to
2% say there are too few
homes on the market
10% in their local area.
The right amount for the o
market 0%
7%
0% 100%
m Dual Specialists ~ ®Straight/Heterosexual LCGBTQ+
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Agents in Local Area

75%

Too many agents 75%

76%

1%

Too few agents 1%

1%

24%

The right amount for the market 25%

24%

0%

m Dual Specialists ®Male Female
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100%

Seventy-five percent of
dual specialists agree
that there are too
many agents in their

local area. This is
agreed upon by both
male and female dual
specialists.
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Agents in Local Area

75%
76%

79%
Too many agents 60%
80%
77%
| - Black/African
i3 American dual
Moo e egenis | g, specialists are more
b likely than others to
say there is the right
24% o
- e amount of agents in
The right amount for the market [ 38% thelr Iocal area.
19%
22%
0% 100%
m Dual Specialists ®m \White/Caucasian Asian/Pacific Islander
Black/African American ® Hispanic/Latino Other
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Agents in Local Area

75%
Too many agents 75%
83%
y LGBTQ+ dual
specialists are more
Toofewagents | 1% likely than others to
3% say there are too many
agents in their local
24% area.
The right amount for the market 25%
14%
0% 100%
m Dual Specialists ~ ®Straight/Heterosexual LCGBTQ+
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Business Operates in Community That Is...

15%
16%
14%

Predominantly one race/ethnic
background

1%
10%
12%

_41%
(o)
several races/ethnic backgrounds 42%

Predominantly two races/ethnic
backgrounds

Somewhat mixed between

40%
34%
Highly mixed between multiple 2%
races/ethnic backgrounds °
34%

0%

m Dual Specialists ®Male Female

Career Choices in Real Estate: Through the Lens of Gender, Race, and Sexual Orientation

60%

Forty-one percent of
dual specialists
operate in a
community that is
somewhat mixed
between several races,

while 34 percent are in
a community that is
highly mixed. This is
consistent across male
and female dual
specialists.
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Business Operates in Community That Is...
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LGBTQ+ dual
specialists are more
likely than others to

operate in
communities that are
highly mixed between
multiple races.
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Methodology

In February 2021, a survey was sent to a total of 208,000 members of the National Association of
REALTORS®. A representative sample of 18,209 members responded to the survey. The survey
had an adjusted response rate of 8.8 percent. The confidence interval at a 95 percent level of
confidence is +/-0.72 percent based on a population of 1.4 million members.

Medians for sales volume and dollar value of sales transactions are calculated omitting the ‘'no
transaction’ and ‘do not perform sales transactions' categories.

©2021 National Association of REALTORS®
All Rights Reserved.

May not be reprinted in whole or in part without permission of the National Association of
REALTORS®.

For reprint information, contact data@realtors.org.
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The National Association of REALTORS® is America’s largest trade association, representing more than 1.4 million members, including NAR's institutes, societies and
councils, involved in all aspects of the real estate industry. NAR membership includes brokers, salespeople, property managers, appraisers, counselors and others

engaged in both residential and commercial real estate.

The term REALTOR® is a registered collective membership mark that identifies a real estate professional who is a member of the National Association of REALTORS®

and subscribes to its strict Code of Ethics.

Working for America’s property owners, the National Association provides a facility for professional development, research and exchange of information among its

members and to the public and government for the purpose of preserving the free enterprise system and the right to own real property.

NATIONAL ASSOCIATION OF REALTORS®

RESEARCH GROUP

The Mission of the NATIONAL ASSOCIATION OF REALTORS® Research Group is to

produce timely, data-driven market analysis and authoritative business intelligence to serve
members, and inform consumers, policymakers and the media in a professional and accessible

manner.

To find out about other products from NAR’s Research Group, visit
nar.realtor/research-and-statistics

NATIONAL ASSOCIATION OF REALTORS®
Research Group

500 New Jersey Avenue, NW
Washington, DC 20001

202-383-1000
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