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TOP MARKETING

YOUR PRIMARY ROLE

GENERAL IST

REGION WITH THE MOST BUSINESS 

US SOUTH
PERCENTAGE OF DEALS CO-BROKERED

MOST SOLD/LEASED PROPERTY TYPE

OFFICE

39% 75%

35%

O�ce

Retail

Industrial

Multifamily

Land

Single tenant net lease

Special purpose

Hospitality

Medical: 1%*

Student housing: 0%*

*not shown
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WINNING BUSINESS
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WHERE YOU ARE FROM

CHARACTERIST ICS

BROKER
POSIT ION

INDEPENDENT
COMPANY TYPE

NUMBER OF BROKERS

YEARS IN  CRE

77%

GENDER

MALE
AGE

3021 40 50 60 70+

7% 17% 19% 28% 23% 6%

BROKERAGE COMMISSION
 REVENUE WILL

CRE INDUSTRY STAFF ING
NEEDS WILL

THE NUMBER OF CRE 
BROKERS WILL

TECH THAT WILL  AFFECT CRE THE MOST IN  2018

THEMES FROM WRITE- IN  COMMENTARY

Virtual reality will a�ect CRE the soonest

All of the technologies will have an e�ect 
on CRE within 5–10 years

Forward-thinkers will start planning for
driverless cars

Staying fluent in new CRE tech is critical for 
the industry

 Staying in the CRE industry will become di�cult for 
brokers who cannot a�ord the rising cost of data

In the absence of Xceligent, brokers lack a reliable, 
cost-e�ective source of critical data

Some brokers may revert back to personally 
collecting information, which would slow down 
overall CRE transactions
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The new tax plan will likely benefit CRE and 
transaction velocity, so the industry should 
stay busy in 2018

Inflation may increase due to low unemployment 
and wage growth

With rising interest rates, cap rates will probably 
rise and devalue some properties

If California passes legislation to eliminate 
dual agency, the flow of deals may change

THE TECH TOOLS YOU PLAN TO ADOPT IN  2018

84%

CRE WILL  EMBRACE TECH

MORE

MOST ACTIVE  BRANCH IN  2018  

HAVE ADMIN SUPPORT

EMERGING

TECHNOLOGY

RIS ING COST OF

DATA

ECONOMY/

POL IT ICAL STATE

64% 52%

21% 14% 18% 12%32%

1–5 6–10 11–20 21–30 31–40

Just you 2–5 6–10 11–20 21–50 51–100

> 100

31%12% 16% 18% 13% 4% 6%

Buyer rep Other*

*Other: Consulting, Property manager, Resimercial

Generalist Seller rep

Landlord rep Tenant rep

GROSS COMMISSION 

< $100,000
< $100,000

$100,001–$150,000

$150,001–$200,000

$200,001–$300,000

$300,001–$500,000

$500,001–$1M

$1M–$2M

> $2M

TOP TECH TOOLS

FIND AND L IST SPACE
Find and list space 
(CoStar, Catylist, LoopNet, RealMassive, Xceligent)

Email marketing 
(Constant Contact, MailChimp)

Document sharing 
(Buildout, Dropbox, Real Capital Markets)

CRM/relationship managing 
(Apto, ClientLook, RealNex)

Electronic document signatures
(DocuSign, HelloSign)

Marketing software 
(Buildout, Property Capsule, RealNex)

Source data: 41% // Commissions and back-o�ce: 25% // Video/photography software: 21% // Blogging: 14% // 
Lead generation: 14% // Connect tools: 14% // Other: 9%* // Online payments: 6% // Virtual reality and 3D tours: 
6% // Lease management: 6% // *Write ins: Yardi, Local CMLS

Marketing 
software

CRM Electronic 
document 
signature

Drone video Listing
 marketplace

Document sharing
 (Dropbox)

49% 44% 41% 35%39%52%

LinkedIn: 75%

Facebook: 50%

Twitter: 35%

Blog: 18%

YouTube: 17%

Instagram: 17%

Google+: 12%

Facebook Live: 5%

Snapchat: 2%

Pinterest: 2%

Periscope: 1%

SlideShare: 1%

41 %

75%

3%< 1: 3%

N/A: 1%

22%44% 11%12% 5%6%

Industrial Multifamily O�ce Retail Land Other

None of 
the above

Virtual reality Artificial
intelligence

Blockchain Driverless 
cars

Other

29% 20% 12% 2% 2%35%

70%

49% 14%37%

57% 34% 9%

Increase DecreaseStay the same

8%

AFFIL IAT IONS

NAR/REALTOR
NAR/Realtor

CCIM

ICSC

None

SIOR

CREW

BOMA

IREM

CPM

3%4%4%

9%12%14%

31%

36%

51%

16%

12%

9%

Florida

Texas

California

> 41: 3%

5%< 1: 1%

N/A: 2%

Yes, my firm pays for the support No Yes, I pay for the support

*Document automation: 29% // Online payment: 9% // Other: 7% // None of the above: 0%

Disclaimer: The views and opinions expressed in this infographic are those of the respondents
and do not necessarily reflect the view of Buildout and theBrokerList or its employees.

22%

Least Most

Number of respones

26%

26%

73%

25%

25%

32%

ROLE WHERE YOU 
SPENT THE MOST T IME 

SELLER  REP 27%

59%73% 61%

42%48% 43%

Other: 4%*

YOUR FOCUS
WHAT DID  YOU WORK ON IN  2017?

YOUR FACTORS
WHAT DID  YOU CARE MOST ABOUT IN  YOUR BUSINESS?

YOUR TOOLS
WHAT TOOLS HELPED YOU THE MOST?

YOUR WORKDAY
HOW DID  YOU SPEND YOUR T IME IN  2017?

PREDICTIONS
WHAT DO YOU FORESEE IN  2018?
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26%

22% 26% 13% 11% 20%

22% 13% 13% 19%

HOURS PER WEEK SPENT 
ON MARKETING TASKS

1–5

HOURS PER WEEK SPENT 
ON ADMIN TASKS

6–10

< 1

16–20

1–5

> 20

6–10

Not sure

11–15

N/A

38% 35% 27%

32% 24% 17% 13% 10%

27% 18% 18% 13%16% 8%


