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	A "Snapshot" of the Real Estate Industry
Overview of Study Topic
As an RESS™ looking to make your mark in the Real Estate community, familiarizing yourself with industry basics and trends is a must. This page contains information that will help you navigate the real estate maze and the RESS examination! 

Study Material
The Real Estate Industry
"Boiled down" to the most concise definition, the field of real estate involves the sale, management and analysis of land and properties.

There are approximately 1.5 million real estate agents in the United States today and more than five million people employed in various real estate related fields such as title insurance, construction, mortgage banking, property management, real estate appraisals, brokerage and leasing, and real estate development.

Though the industry is far reaching, the majority of RESSs are likely to partner with REPs working as agents and/or brokers. Below, is a brief overview of each of these jobs:

Brokers
The Real Estate Broker is a person licensed by the state they practice in to represent a buyer or seller in a real estate transaction. They are independent business people who collect a commission in exchange for each transaction that is closed. Most brokers supervise licensed real estate agents who list and sell properties for the broker, but it is the broker who is legally the principal agent in each transaction. In some cases, brokers assume primary responsibility for closing sales; in others, lawyers (who often use paralegals in real estate transactions) or lenders do this.

Many brokers have franchise agreements with real estate organizations like Coldwell Banker, RE/MAX, Century 21, etc. In this type of arrangement, the broker pays a fee in exchange for using the well-known name and marketing reach of the parent organization.

Agents
Real estate agents are usually independent sales professionals (more than 2/3 are self-employed) who contract their services to real estate brokers in exchange for a commission on properties sold.

Notes:

· In every State and in the District of Columbia, real estate agents and brokers must be licensed. 

· While it is legal for real estate agents to represent either the buyer or the seller, they most often represent the seller. 

· The majority of REPs concentrate on selling residential properties. 

· Most real estate firms are small; many are one-person businesses. 

· Though broker/agent relationships are typically good, what is beneficial to the broker may not always benefit the agent and this can lead to occasional conflict. 

Trends in Today's Real Estate Industry Workforce
The Real Estate industry is experiencing many of the same trends we see emerging in other markets including:

The Internet Trend
Like so many markets, the real estate industry has realized the Internet is a powerful tool for improving the profitability of brokers and agents and the face of the industry is becoming more "wired" with each passing day. However, while the industry as a whole gravitates toward the Internet, most Real Estate Professionals (REPs) prefer to focus on people rather than technology and do not consider themselves to be "Internet-centric".

The "Work-at-Home" Trend
According to the U.S. Bureau of Labor Statistics, many REPs are also becoming a part of the growing "work-at-home" trend:

· "Increasingly, real estate agents and brokers work out of their homes instead of real estate offices because of advances in telecommunications and the ability to retrieve data on properties over the Internet. Even with this convenience, much of their time is spent away from their desk—showing properties to customers, analyzing properties for sale, meeting with prospective clients, or researching the state of the market. 

· Agents and brokers often work more than a standard 40-hour week; nearly 1 out of every 4 worked 50 hours or more a week in 1998. They often work evenings and weekends, and are always on call to suit the needs of clients. Business is usually slower during the winter season. Although the hours are long and often irregular, most agents and brokers also have the freedom to determine their own schedule. Consequently, they can arrange their work so they can have time off when they want it." 

The Female REP Trend
The rise of women through the ranks of business in general has not overlooked the real estate industry. According to the National Association of Realtors (NAR), which represents 760,000 salespeople and brokers nationwide, the majority of full-time agents -- 60 percent -- are women.

The RESS/REP Relationship
While some REPs will be entirely comfortable passing along all manner of tasks to their RESS, most will want to test the waters and ease into the relationship -- relinquishing less important tasks at first and adding more important ones as their trust and confidence in the relationship grows. When consulting to REPs, we generally recommend a "phased" approach to partnering with a RESS. That phasing in process might look something like this:

Phase I
The first phase of the job description covers the “getting to know you” period in which the REP and RESS are learning how the other works, thinks, reacts, and communicates.

During this phase of the relationship the job description will probably look very much like that of a clerical assistant – made up primarily of duties that are reactive in nature (e.g., maintaining mailing lists, ordering office supplies, sending mailings, etc.) and with low risk if the task is not completed to satisfaction.

Phase II
The second begins when the REP has developed a solid level of trust and confidence in the RESS and is comfortable with the virtual nature of the relationship.

During this phase of the relationship, duties that might be considered “secretarial” or “administrative” in nature are added -- equally split between reactive and proactive duties. (e.g., confirming appointments, writing ad copy, screening calls and email, etc.)

Phase III
The final phase is where things really start rocking! At this point the REP and RESS have developed a solid rapport -- each knowing how the other works, trusting each other, and communicating as though they share a roof… only better.

At this point in the relationship, the RESS takes on the highly-proactive role of “Personal Executive Assistant” – managing the REP's daily schedule (“What’s on my calendar today, Jane?”), tracking sales cycle progress (“Where are we on the Jones closing?”), scheduling appointments, and more. In essence, the RESS becomes the REP's "manager".
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