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May 26, 2022 
 
 
 
 
SENT VIA E-MAIL (jphillip@17th.flcourts.org) 
 
Honorable Carol-Lisa Phillips  
201 SE 6th Street, Suite 1020B 
Fort Lauderdale, FL 33301 

 
RE: Workgroup on Sanctions for Vexatious and Sham Litigation 

MIAMI REALTORS®’ Support for Administrative Order SC21-62 
 
Dear Judge Phillips: 
 
We are writing on behalf of the MIAMI Association of REALTORS® (“MIAMI 
REALTORS®”) and our nearly 60,000 members in Miami-Dade, Broward, Palm Beach, 
and Martin counties in support of Administrative Order SC21-62, which created a 
workgroup to reduce vexatious and sham litigation (the “Workgroup”). Our members, who 
are part of over 250,000 REALTOR® members throughout Florida, continue to be the 
target of baseless litigation and pre-litigation demand letters. 
 
MIAMI Association of REALTORS®’ Membership 
 
The real estate industry is closely tied to Florida’s economy. According to the NATIONAL 
ASSOCIATION OF REALTORS®’ (“NAR”) 2020 report on “The Economic Impact of a 
Typical Home Sale in Florida,” the real estate industry accounted for $255.6 billion, or 
23.3%, of Florida’s gross state product. See Exhibit A. In the same report, NAR estimates 
that each home sale has an economic impact of $90,300 to Florida’s economy. Id. 
 
Data from Florida REALTORS®’ 2021 Member Profile shows that, after taxes and 
expenses, the median net income was $18,400 for sales agents and $43,200 for 
brokers/broker associates. See Exhibit B, p. 58. Most, if not all of our members, would 
face brutal financial choices if they had to hire legal representation to combat frivolous 
demand letters and lawsuits, examples of which we will detail later in this letter. Moreover, 
our own members are not immune to the affordable housing crisis, supply chain issues, 
and inflation. A lawsuit, or a demand letter, on top of these financial stressors, could 
cripple or shut down small businesses.  
 
The majority of our members are also real estate professionals who do not have legal 
training. When faced with frivolous lawsuits and pre-suit demand letters, which include 
copies of the draft complaints, they turn to MIAMI REALTORS® and FLORIDA 
REALTORS®, desperate for guidance when faced with the real possibility that their 
business cannot afford litigation. Despite the frivolous nature of these demand letters, our 
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members are often placed in a position where they are obligated to hire legal counsel. 
Because most real estate professionals do not have the financial resources to fight 
lawsuits, they often end up settling, which does not do anything to deter these waves of 
vexatious and sham litigation.  
 
Vexatious Pre-Litigation Demand Letters  
 
Along with enhancing the sanctions and other remedial actions for attorneys who partake 
in vexatious and sham litigation, MIAMI REALTORS® urges the Workgroup consider 
adding sanctions or other remedial measures against attorneys engaging pre-suit actions, 
like demand letters, that lead to vexatious and sham litigation.  
 
In 2020, thousands of demand letters with draft complaints were sent out to our members 
and other REALTOR® members across the state to bully them into payouts ahead of 
threatened litigation. The demand letters alleged that our REALTOR® members’ websites 
were not ADA-compliant. Of the thousands of letters that went out across the state, we 
are only aware of one small claims case filed in Miami-Dade County, which the plaintiff 
voluntarily dismissed without prejudice.1 
 

Attached is one of those letters that our members received, which included a draft of a 
complaint. See Exhibit C. The lead attorney with the Portell Law Group, Jennifer Espinet-
Portell, who is a member of the Florida Bar, used nearly identical demand letters and draft 
complaints when sending them to thousands of REALTOR® members across Florida. 
Many of our members believed that they had been sued because of those draft 
complaints, which varied little apart from their names. The plaintiff was to be Access4All, 
Inc., a recently established organization based in Washington D.C., which likely would 
have faced serious standing issues had they gone to court. 
 
From what our members shared with us and the Florida REALTORS® Legal Hotline, the 
Portell Law Group’s strategy was first to send out thousands of these demand letters to 
see who would respond. From those who responded and engaged in settlement 
negotiations with the attorneys, the settlements ranged between $1,000 and $5,000 per 
case. Many members who ignored the Portell Law Group never heard from them again. 
The Portell Law Group did not pursue settlements from our members who pushed back 
and asserted that their websites were ADA-compliant. 
 
Meanwhile, the General Counsel for NAR, recognizing that the Portell Law Group was 
targeting its members in Florida and Massachusetts, sent a cease and desist letter to the 
Portell Law Group on August 19, 2020. See Exhibit D. Emboldened, the Portell Law Group 
responded on October 8, 2020. See Exhibit E. Instead of addressing the substantive 
issues, Manuel Perez-Leiva, the attorney who responded on behalf of the Portell Law 
Group, accused NAR of threatening Portell Law Group and their client, Acess4All, Inc. Id. 

 
1 Access4All, Inc. v. Financial Affairs Corporation, Miami-Dade County Small Claims Court Case No. 2020-
013778-SP-05. 
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Mr. Perez-Leiva claimed there is “countless case law” supporting their claims and that the 
General Counsel for NAR should “look them up.” Id. Mr. Perez-Leiva continued to deflect 
the underlying legal issues and claimed that the General Counsel for NAR was belittling 
who are visually impaired, all while reasserting the threat that our REALTOR® members 
must either settle or face litigation. Id.  
 
NAR replied on November 10, 2020. See Exhibit F. The letter reaffirmed NAR’s demand 
that the Portell Law Group stop intimidating REALTOR® members. NAR reminded the 
Portell Law Group that its attorney, Jennifer Espinet-Portell, was unauthorized to practice 
law in Washington D.C., and that her claims against REALTOR® members were 
baseless. Only after that did the Portell Law Group stop harassing our REALTOR® 
members.  
 
This shakedown was a copycat of a previous wave of federal lawsuits from about 2016 
to 2019, alleging that websites were not ADA-compliant. Scott Dinin, a member of the 
Florida Bar, filed nearly 200 of these lawsuits against cities, counties, for-profit 
companies, and non-profit organizations on behalf of his clients. In the nearly identical 
lawsuits, Mr. Dinin and his client alleged that the websites were not accessible to the 
visually impaired. Most cases concluded in nominal settlements. However, the Honorable 
Paul Huck, a federal judge for the Southern District of Florida, finally ended Mr. Dinin’s 
torrent of frivolous litigation. On August 23, 2019, Judge Huck imposed sanctions against 
Mr. Dinin and banned him from filing ADA claims for five years for having abused the 
protections of the ADA by “lin[ing] [his] pockets with attorneys’ fees from hapless 
defendants under the sanctimonious guise of serving the interests of the disabled 
community.”2 See Exhibit G. On July 2, 2020, following Judge Huck’s sanctions, the 
Florida Bar suspended Mr. Dinin from the practice of law for eighteen months. See 
Exhibits H and I. Even though Mr. Dinin was barred from filing these frivolous lawsuits for 
five years, the Portell Law Group filled the void in his absence. Instead of risking similar 
sanctions, the Portell Law Group sent thousands of demand letters and draft complaints 
without ever filing in federal court. 
 
Given our members’ recent experience with the Portell Law Group, we ask that the 
Workgroup also consider sanctions or other remedial measures against attorneys who 
participate in pre-suit activities, including demand letters, that lead to vexatious and sham 
litigation. 
 
Our REALTOR® Members are Targets of Vexatious and Sham Litigation  
 
MIAMI REALTORS® wants to emphasize our commitment to upholding fair housing laws 
and to giving our REALTOR® members the tools to do the same. Our work aligns with 
NAR’s national fair housing campaigns, which strive to fight against all forms of 
discrimination in housing, including strengthening member accountability through our 

 
2 Order Imposing Sanctions rendered on August 23, 2019, in Johnson v. Ocaris Mgmt. Grp., No. 18-CV-
24586-PCH, 2019 U.S. Dist. LEXIS 144773, (S.D. Fla. Aug. 23, 2019). 
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Code of Ethics, expanding training programs with unconscious bias, and simulations. In 
addition, MIAMI REALTORS® provides specialized fair housing training to our members 
and regular audits of MLS listings to ensure that members are complying with fair housing 
laws. MIAMI REALTORS®’ fair housing landing page, launched for Fair Housing Month 
in April, is now one of the most-visited pages of our website.3  
 
Nevertheless, there comes the point where litigation crosses the line into being vexatious 
and a sham. Our REALTOR® members have seen a spike in source of income housing 
discrimination claims that are diluting the intent and effectiveness of fair housing 
protections. In certain counties and cities in Florida4, it is unlawful to refuse to sell or rent 
real estate to an individual based on their source of income, like Section 8 vouchers. The 
typical allegation involves someone communicating with a REALTOR® member via e-
mail or social media about whether the property owner accepts Housing Choice Voucher 
Program (“Section 8”) vouchers. If the REALTOR® member says “no”, for any reason, 
even if a Section 8 voucher could not be used at the property, the individual files a lawsuit 
against the REALTOR® associate and their broker, usually without exhausting all 
administrative remedies. 
 
Examples of Vexatious and Sham Litigation against MIAMI REALTORS® Members 
 
From 2018 to 2019, a single plaintiff, Christopher Benjamin, a self-identified “fair housing 
tester and advocate,” filed ninety-two lawsuits based on alleged source of income 
discrimination in Miami-Dade County and Broward County. In his lawsuits, Mr. Benjamin 
claims that he was discriminated against because of his source of income, a Section 8 
voucher. After making inquiries to real estate agents about whether Section 8 vouchers 
would be accepted, he sues both the agents and their brokers, regardless of whether or 
how they responded. Mr. Benjamin then either settles quickly or voluntarily dismisses his 
cases.  
 
One example of these cases is Christopher Benjamin v. Phoenix Realtors LLC, CHR no. 
6736. See Exhibit K. In Phoenix Realtors, Mr. Benjamin contacted an agent, and member 
of MIAMI REALTORS®, at Phoenix Realtors LLC. Mr. Benjamin sent numerous emails in 
a short amount of time, some of which directed the agent to disregard previous messages. 
He also inquired about multiple listings, none of which belonged to Phoenix Realtors LLC. 
Due to the volume of emails sent in a short amount of time, some of Mr. Benjamin’s emails 
went to the agent’s spam folder. Consequently, the agent did not see or respond to Mr. 
Benjamin’s email asking about whether Section 8 vouchers would be accepted. Even so, 
Mr. Benjamin filed a charge of housing discrimination against Phoenix Realtors LLC with 
the Miami-Dade Commission on Human Rights source of income discrimination. Id.  
 

 
3 MIAMI REALTORS®, Fair Housing Resources, www.miamirealtors.com/fairhousing.  
4 Alachua County (County Code of Ordinances Title 11 Chapter. 111 Art. I Sec. 111.03); Broward County 
(County Code of Ordinances Ch. 16 ½ Art. III Div. 3); Hillsborough County (County Ordinance No. 21-17); 
Miami-Dade County (County Code of Ordinances Ch. 11A Art. II Sec. 11A-12); Daytona Beach (Code of 
Ordinances, Ordinance No. 2021-323); and, Gainesville (Code of Ordinances Ch. 8 Art. I. Sec. 8-1 et al.). 
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Some of the more egregious cases involve our REALTOR® members allegedly denying 
the use of Section 8 vouchers for listings that are not even theirs. For example, in Brown 
v. Luxe Properties, LLC, Miami-Dade County Circuit Court Case No. 2022-001068-CA-
01, the real estate agent, who is our member, was contacted by Khambrel Brown through 
Facebook Messenger. See Exhibit J, pp. 10-14. Mr. Brown initiated the conversation with 
the agent. Mr. Brown informed the agent that he was looking for $1,300 or less housing 
with a Section 8 voucher; but, would pay the difference in higher rents out-of-pocket, 
which is not permitted.5 Mr. Brown inquired whether the agent could help him rent one of 
the properties that he claimed to have found on Facebook Marketplace. Despite the agent 
asking Mr. Brown to send him those listings, he never did so. The agent declined to work 
with Mr. Brown. There was no further communication with the agent, but Brown sued the 
agent and his broker for damages in excess of $30,000. The case quickly settled for an 
undisclosed amount of money and was recently dismissed. Mr. Brown has filed nine other 
nearly identical claims against other agents and their respective brokers. 
 
The attorney representing Mr. Brown, a member of the Florida Bar, is also representing 
two other plaintiffs on the same grounds, Deisy M. Penton De Cabrera and Stormye 
Castro. To date, twenty-five cases are still pending in Miami-Dade County. 
 
Conclusion 
 
Our members have been, and will continue to be, targets of vexatious and sham pre-
litigation and litigation without intervention from this Workgroup. Not only are our 
REALTOR® members and their livelihoods impacted by this, but these cases dilute the 
rights of those that fair housing laws were designed to protect. As the Honorable Paul 
Huck must have recognized when he sanctioned Mr. Dinin, these frivolous lawsuits also 
drain our judicial system of precious resources. We fully support this Workgroup’s 
endeavors to identify solutions to reduce vexatious and sham litigation. 
 
If we can be of any further assistance, please do not hesitate to contact us. 
 
Respectfully, 
 
 
Teresa King Kinney 
Chief Executive Officer 
MIAMI Association of REALTORS® 
Direct: (305) 468-7010 | E-mail: tkinney@miamire.com  
 
Enclosures as indicated. 

 
5 It is unlawful for Section 8 voucher holders to pay the difference between what their voucher covers and 
what the rent is. 24 CFR § 982. These are commonly referred to as “side payments.” Likewise, it is unlawful 
for landlords to accept those “side payments.” The U.S. Department of Justice regularly prosecutes these 
cases under the False Claims Act. See United States ex rel. Willis v. Mae Ava Carse Properties, LLC, et 
al. Case No. 19-cv-12486 (E.D. Mich.).  
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cc: SENT VIA E-MAIL 

 
Evian White De Leon, Esq., Chief Legal Counsel, MIAMI REALTORS® 
(evian@miamire.com) 

 
Danielle Blake, Chief of Public Policy, MIAMI REALTORS® 
(danielle@miamire.com) 
 
Senator Ana Maria Rodriguez, Senior Vice President of Government  
Affairs, MIAMI REALTORS® (ana@miamire.com)  
  
Audrey Aradanas, Director of Political Affairs, MIAMI REALTORS® 
(audrey@miamire.com)  
 
Julio Moraes, Law Clerk, MIAMI REALTORS® (julio@miamire.com) 
 
Honorable Alice L. Blackwell, Circuit Court Judge, Ninth Judicial Circuit 
(ctjajh3@ocnjcc.org) 
 
Jerald D. Bryant, Clerk of the Circuit Court, Okeechobee County 
(chobeelaw@gmail.com)  
 
Honorable Janeice T. Martin, County Court Judge, Collier County 
(jmartin@ca.cjis20.org) 
 
Honorable Anne-Leigh Gaylord Moe, Circuit Court Judge, Thirteenth Judicial 
Circuit (joanna.nixon@fljud13.org) 
 
Honorable Monique Richardson, County Court Judge, Leon County 
(richardsonmo@leoncountyfl.gov) 
 
Honorable Andrea Teves Smith, Appellate Court Judge, Second District Court of 
Appeal (smithan@flcourts.org) 
 
Honorable Adam S. Tanenbaum, Appellate Court Judge, First District Court of 
Appeal (tanenbauma@1dca.org) 
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Introduction 
 
The National Association of REALTORS® has released reports on who members are 
and the business they are conducting dating back more than five decades. Each 
year the report is released in varying and unique circumstances. While the report 
provides timelines of how experiences and transactions have changed, it is also 
important to remember it is a snapshot of that period of time. This year’s 2021 
Member Profile covers a period in which COVID-19 was widespread throughout the 
United States and world. 
 
This time period was also an incredibly unique time for real estate. As COVID-19 
lockdowns emerged in the Spring of 2020, home sales dropped. Quickly real estate 
was deemed an essential service in nearly every state. The 30-year fixed interest rate 
for mortgages was just 3.1 percent. The interest rate, coupled with the change in 
remote work patterns, drove home sales to 14-year highs. However, while buyer 
demand remained strong, inventory dropped to near 40-year lows. Members 
embraced technology as a way of doing business during COVID-19 and lived up to 
their dynamic nature. 
 
In 2020, the rise in new members of the National Association of REALTORS® 
continued to increase. Membership grew from 1.40 million at the end of 2019 to 1.48 
million at the end of 2020. The median years of experience in real estate decreased 
to eight years from nine in last year’s report. Those with two years or less experience 
increased to 26 percent from 24 percent, while those with 25 years or more 
experience decreased to 15 percent from 17 percent. Despite the churn and unique 
real estate market conditions, looking forward, 79 percent of REALTORS® are very 
certain they will remain in the market for two more years. 
 
Limited inventory continues to plague many housing markets in the U.S. Sixty 
percent of members who practice as brokerage specialists cited the lack of housing 
inventory was holding back clients from completing a transaction. Impacted by 
limited inventory, the typical number of transactions was 10 in 2020, a decrease from 
the previous year of 12. With the decline in the number of transaction sides, the 
median sales volume decreased from $2.3 million to $2.1 million in 2020. 
 
The median gross income of REALTORS® declined to $43,300 in 2020 from $49,700 
in 2019. New members entering the field can be noted by the differences in income 
by experience, function, and hours worked per week. Fifty-nine percent of members 
who have two years or less experience made less than $10,000 in 2020 compared to 
39 percent of members with more than 16 years of experience who made more than 
$100,000 in the same time period. REALTORS® with 16 years or more experience had 
a median gross income of $75,000—compared to REALTORS® with 2 years or less 
experience that had a median gross income of $8,500. 
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The typical member was an independent contractor affiliated with an independent 
company catering to local markets. REALTORS® frequently have had careers in 
other fields prior to real estate, the most common being in management, business, 
and financial professions, followed by sales and retail. Only five percent indicated 
that real estate is their first career. The majority of members were women 
homeowners with a college education. The share of women in the industry 
continues to rise and is now at 65 percent—up from 57 percent in 2010. The median 
age of REALTORS® was 54 in the 2021 survey. 
 
As COVID-19 has shown, technology can bridge the gap when in-person contact was 
limited and social distancing was essential. While there are older technologies that 
are embraced on a daily basis such as e-mail, social media, and GPS there are also 
new emerging technologies such as Photofy and the use of drones. The majority of 
members have their own website where they promote their own property listings, 
but many also post information about the buying and selling process to help 
consumers who may just be in the research part of the process.   
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2021 Member Profile 
Florida Report 

 
Highlights 
 
Business Characteristics of REALTORS® 

x Sixty-eight percent of REALTORS® were licensed sales agents, 20 percent 
held broker licenses, and 13 percent held broker associate licenses. In Florida, 
79 percent of REALTORS® were licensed sales agents, 11 percent held broker 
licenses, and 10 percent held broker associate licenses. 

x The typical REALTOR® had eight years of experience, down from nine last 
year. In Florida, the typical REALTOR® had six years of experience. 

x Fifteen percent of members had at least one personal assistant. In Florida, 13 
percent operate with at least one assistant. 

x Seventy-nine percent of REALTORS® were very certain they would remain 
active as a real estate professional for two more years. In Florida, 80 percent of 
members report they are certain they will remain active for two more years. 
 

Business Activity of REALTORS® 
x In 2020, the typical agent had 10 transactions, down from 12 transactions in 

2019.  In Florida, agents also had 10 transactions typically. 
x The median sales volume for brokerage specialists decreased to $2.1 million in 

2020 from $2.3 million in 2019. In Florida, the typical sales volume was $1.5 
million in 2020. 

x Lack of inventory was the the most cited reason limiting potential clients from 
completing transactions, following seven years of difficulty finding the right 
property being the top factor. In Florida, lack of inventory was also the most 
cited reason. 

x The typical property manager managed 39 properties in 2020, up from 35 
properties in 2019. In Florida, the typical property manager managed 35 
properties. 

x The typical REALTOR® worked 35 hours per week in 2020.  In Florida, the 
typical REALTOR® worked 30 hours per week. 

x The typical REALTOR® earned 15 percent of their business from repeat clients 
and customers and 19 percent through referrals from past clients and 
customers. In Florida, 13 percent of business came from repeat business and 
18 percent through referrals from past clients. 
 

Income and Expenses of REALTORS® 
x In 2020, 37 percent of REALTORS® were compensated under a fixed 

commission split (under 100 percent), followed by 23 percent with a 
graduated commission split (increases with productivity). In Florida, 39 
percent of respondents were compensated under a fixed commission split 
(under 100%). 
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x The median gross income of REALTORS® was $43,330 in 2020, a decrease 
from $49,700 in 2019. The median gross income for REALTORS® in Florida was 
$33,750. 

x REALTORS® with 16 years or more experience had a median gross income of 
$75,000—down from $86,500 in 2019— compared to REALTORS® with two 
years or less experience that had a median gross income of $8,500—a slight 
decrease from $8,900.  In Florida, members with 16 or more years of 
experience had a median gross income of $62,500 and those with less than 
two years had an income of $8,200. 

x The median business expenses were $5,330, down from $6,290 in 2019. In 
Florida, the typical business expenses were $4,080. 

x The largest expense category for most REALTORS® remains vehicle expenses 
at a median of $1,200. In Florida, the largest single expense category was also 
vehicle expenses, which was $1,040. 

 
Office and Firm Affiliation of REALTORS® 

x Fifty-three percent of REALTORS® were affiliated with an independent 
company. This number was 59 percent of members in Florida. 

x Eighty-eight percent of members were independent contractors at their 
firms. In Florida, that share is 84 percent. 

x The median tenure for REALTORS® with their current firm was five years 
again, an increase from four years last year. The median firm tenure for Florida 
members was five years. 

x Eight percent of REALTORS® worked for a firm that was bought or merged in 
the past two years. In Florida, this number was seven percent. 

 
Technology and REALTORS®  

x Fifty-two percent of REALTORS® reported having a website for at least five 
years, and the typical REALTOR® has had a website for a median of five years. 
In Florida, 59 percent of REALTORS® reported having a website for at least five 
years, with a median of seven years. 

x Seventy-four percent of members were on Facebook and 56 percent on 
LinkedIn for professional use. In Florida, 70 percent of members are on 
Facebook and 54 percent on LinkedIn for professional use. 

x The most common information found on REALTOR® websites, among all 
REALTORS®, was the member’s own listings and home buying and selling 
information. The same is true in Florida. 

 
Demographic Characteristics of REALTORS® 

x The typical REALTOR® was a 54-year-old white female who attended college 
and was a homeowner. The typical REALTOR® in Florida was 55 years old and 
88 percent at least attended college. 

x Sixty-five percent of all REALTORS® were female, up slightly from 64 percent 
last year. In Florida, 65 percent of members were female. 

x Fifteen percent of REALTORS® had a previous career in management, 
business, or finance, and 15 percent in sales or retail. Only five percent of 
REALTORS® reported real estate was their first career. In Florida, 17 percent 
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had a previous career in management, business, or the financial sector, and 16 
percent in sales or retail. Four percent in Florida reported real estate was their 
first career. 

x Sixty-four percent of REALTORS® said that real estate was their only 
occupation and was so pre-COVID-19, while 11 percent also had another source 
of income pre-COVID-19. Sixty-two percent in Florida reported real estate was 
their only occupation now and pre-COVID-19, while 12 percent had another 
source pre-COVID-19. 

x The majority of REALTORS®—82 percent—own their primary residence. 
Seventy-seven percent of REALTORS® own their primary residence in Florida. 
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Methodology 
 
In March 2021, NAR e-mailed a 93-question survey to a random sample of 161,155 
REALTORS®. Using this method, a total of 10,643 responses were received. The 
survey had an adjusted response rate of 6.6 percent. The confidence interval at a 95 
percent level of confidence is +/- 0.95 percent based on a population of 1.4 million 
members. In Florida a random sample of 20,848 members were sent the survey, 987 
members took the survey. Florida had a response rate of 4.7 percent. 
 
Survey responses were weighted to be representative of state level NAR 
membership. Information about compensation, earnings, sales volume and number 
of transactions is characteristics of calendar year 2020, while all other data are 
representative of member characteristics in early 2021. 
 
The NATIONAL ASSOCIATION OF REALTORS® is committed to equal opportunity in 
the real estate industry. In accordance with this commitment, racial and ethnic 
information was collected and is included in this report. 
 
Where relevant, REALTOR® information in subgroups based on the license held by 
members of NAR: a broker, broker-associate or sales agent license. The term “broker” 
refers to REALTORS® holding a broker or broker associate license unless otherwise 
noted. In some cases, information is presented by REALTORS®’ main function within 
their firm or their real estate specialty regardless of the type of license held. 
 
The primary measure of central tendency used throughout this report is the median, 
the middle point in the distribution of responses to a particular question or, 
equivalently, the point at which half of the responses are above and below a 
particular value. Data may not be comparable to previous Member Profile 
publications due to changes in questionnaire design. 
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BUSINESS CHARACTERISTICS OF REALTORS®

Exhibit 1-1

REALTORS® BY TYPE OF LICENSE Number of Total Respondents = 987
(Percent of Respondents)

Florida

Broker 11%
Broker Associate 10%
Sales Agent 79%
Appraiser 1%
Other 1%

U.S.

Broker 20%
Broker Associate 13%
Sales Agent 68%
Appraiser 1%
Other 1%
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Exhibit 1-2
SPECIALTY AND MAIN FUNCTION OF REALTORS®

(Percentage Distribution)

Florida

Broker
Broker 

Associate
Sales 

Agent Appraiser
Primary Real Estate Specialty
Residential brokerage 71% 81% 84% 68% *
Commercial brokerage 1 3 3 1 *
Residential appraisal 1 1 * 1 100
Commercial appraisal * * * * *
Relocation 5 1 2 6 *
Property management 4 11 2 3 *
Counseling 1 * 2 1 *
Land/Development 1 1 * 1 *
Other specialties 16 2 6 19 *

Main Function
Broker-owner (with selling) 8% 70% 1% 1% *
Broker-owner (without selling) 1 5 * * *
Associate broker 4 6 32 1 *
Manager 3 8 2 1 *
Sales agent 81 8 63 95 *
Appraiser 1 * * * 100
Other 3 4 2 3 *

* Less than 1 percent

U.S.

2021 
Survey

2020 
Survey Broker

Broker 
Associate

Sales 
Agent Appraiser

Primary Real Estate Specialty
Residential brokerage 73% 73% 81% 87% 67% *
Commercial brokerage 2 2 3 2 1 *
Residential appraisal 1 1 1 * * 94
Commercial appraisal * * * * * 6
Relocation 4 3 2 3 5 *
Property management 4 4 6 2 4 *
Counseling 2 2 1 1 3 *
Land/Development 1 1 1 1 1 *
Other specialties 14 13 4 4 19 *

Main Function
Broker-owner (with selling) 10% 10% 45% 2% 1% 1%
Broker-owner (without selling) 1 1 3 * * *
Associate broker 10 11 17 53 * *
Manager 3 3 5 3 2 *
Sales agent 73 71 26 39 94 3
Appraiser 1 1 1 * * 96
Other 3 3 4 3 3 *

* Less than 1 percent

LICENSED AS

LICENSED ASALL 

ALL 
REALTORS®

The 2021 National Association of Realtors® Member Profile
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Exhibit 1-3
PRIMARY BUSINESS SPECIALTY OF BROKER/BROKER ASSOCIATE LICENSEES, 1999-2021
(Percentage Distribution)

Florida

2021
Residential brokerage 83%
Commercial brokerage 3
Land/Development 1
Relocation 2
Counseling 1
Appraising 1
Property management 7
International 1
Other 3

* Less than 1 percent

U.S.

1999 2001 2003 2005 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021
Residential brokerage 75% 76% 81% 76% 79% 79% 80% 79% 78% 75% 81% 77% 79% 84% 82% 82% 83% 83% 84%
Commercial brokerage 6 6 3 4 5 6 6 7 6 4 3 5 5 3 4 3 2 3 3
Land/Development 4 3 1 3 3 1 3 2 2 2 1 1 1 2 1 2 2 1 1
Relocation 1 1 2 3 2 * 1 1 1 1 1 1 1 2 2 2 2 2 2
Counseling 1 1 2 3 1 1 1 1 1 2 1 1 1 1 1 1 1 1 1
Appraising 4 4 3 2 1 4 1 1 1 1 1 1 1 1 1 1 1 1 1
Property management 6 5 4 4 4 1 6 6 7 10 8 8 7 5 6 6 6 5 5
International NA * * 1 * 3 * * * * 1 * * 1 * * * * *
Other 4 3 4 4 4 4 2 3 5 6 4 6 5 3 3 4 3 3 4

NA - Not Asked
* Less than 1 percent
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Exhibit 1-4
PRIMARY BUSINESS SPECIALTY OF SALES AGENT LICENSEES, 1999-2021
(Percentage Distribution)

Florida

2021
Residential brokerage 68%
Commercial brokerage 1
Land/Development 1
Relocation 6
Counseling 1
Appraising 1
Property management 3
International 2
Other 17

* Less than 1 percent

U.S.

1999 2001 2003 2005 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021
Residential brokerage 88% 82% 84% 74% 75% 77% 86% 87% 83% 83% 83% 83% 82% 67% 65% 65% 67% 68% 67%
Commercial brokerage 2 2 2 1 2 2 3 3 3 1 2 2 3 1 1 2 1 2 1
Land/Development 2 2 1 3 3 1 1 1 1 1 1 1 1 1 1 1 1 1 1
Relocation 1 2 2 5 6 * 2 2 2 2 2 2 2 4 5 4 4 4 5
Counseling 1 3 2 5 4 5 1 1 1 1 1 2 1 2 2 2 2 2 3
Appraising 2 3 3 5 1 4 1 * 1 1 * * 1 1 * 1 1 1 *
Property management 2 3 3 3 4 3 4 3 4 5 6 4 4 4 4 4 3 3 4
International NA * * * 2 2 1 * 1 * 1 1 1 1 1 * 1 1 1
Other 2 3 3 3 4 6 2 2 5 6 5 6 5 18 21 22 20 18 19

NA - not asked
* Less than 1 percent

The 2021 National Association of Realtors® Member Profile
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BUSINESS CHARACTERISTICS OF REALTORS®

Exhibit 1-5
SECONDARY BUSINESS SPECIALTY OF REALTORS®

(Percent of Respondents)

Florida

Relocation 14%
Land development 6%
Commercial brokerage  11%
Counseling 5%
Residential brokerage  43%
Commercial property management   2%
Residential property management   15%
Residential appraisal  2%
International 7%
Auction 2%
Commercial appraisal  *
Other 6%
None/Nothing 38%

U.S.

Residential brokerage 47%
Relocation 14%
Residential property management 14%
Commercial brokerage 11%
Land development 7%
Counseling 5%
Commercial property management 3%
International 3%
Residential appraisal 2%
Auction 2%
Commercial appraisal *
Other 7%
None/Nothing 35%
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BUSINESS CHARACTERISTICS OF REALTORS®

Exhibit 1-6
REAL ESTATE EXPERIENCE OF REALTORS®, BY MAIN FUNCTION
(Percentage Distribution)

Florida

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
1 year or less 21% * * 3% * 13% 25% *
2 years 8 * * * * * 10 *
3 years 6 * 3 5 * 6 7 *
4 years 5 * 4 5 * * 6 *
5 years 5 * 6 10 * 6 5 *
6 to 10 years 14 17 14 18 * 19 14 *
11 to 15 years 9 * 13 3 29 19 9 *
16 to 25 years 20 33 35 28 29 25 18 60
26 to 39 years 8 33 19 23 14 13 5 40
40 or more years 3 17 6 8 29 * 2 *

Median (years) 6 30 18 17 17 12 5 24

* Less than 1 percent

U.S.

2021 
Survey

2020 
Survey

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
1 year or less 18% 17% 3% 3% 13% 8% 3% 22% 2%
2 years 8 8 2 1 6 * 2 9 *
3 years 7 7 * 2 5 4 3 8 *
4 years 6 5 * 2 5 * 3 6 5
5 years 5 5 2 3 6 3 2 6 *
6 to 10 years 13 11 8 12 14 5 19 13 6
11 to 15 years 10 12 6 14 9 9 19 10 4
16 to 25 years 19 19 38 30 20 50 26 17 35
26 to 39 years 11 12 26 21 15 10 12 8 36
40 or more years 4 5 14 13 7 10 12 2 12

Median (years) 8 9 22 20 11 17 16 5 25

* Less than 1 percent

MAIN FUNCTION IN FIRM

MAIN FUNCTION IN FIRM

ALL 
REALTORS®

ALL 
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BUSINESS CHARACTERISTICS OF REALTORS®

Exhibit 1-7
NUMBER OF PERSONAL ASSISTANTS
(Percentage Distribution)

Florida

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 87% 76% 90% 60% 73% 91% 33% 82% 90%
One 11 18 9 20 19 9 50 * 9
Two 1 2 1 * 3 * 17 9 1
Three or more 1 3 * 20 4 * * 9 *

* Less than 1 percent

U.S.

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 85% 78% 88% 56% 71% 84% 66% 65% 89%
One 12 17 10 30 23 13 23 25 9
Two 2 3 2 5 4 2 7 9 1
Three or more 1 1 * 9 2 1 4 2 *

* Less than 1 percent

LICENSED AS MAIN FUNCTION IN FIRM

LICENSED AS MAIN FUNCTION IN FIRM
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BUSINESS CHARACTERISTICS OF REALTORS®

Exhibit 1-8
NUMBER OF PERSONAL ASSISTANTS, BY YEARS OF REAL ESTATE EXPERIENCE
(Percentage Distribution)

Florida

ALL 
REALTORS®

2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

None 87% 94% 88% 87% 80%
One 11 6 9 9 17
Two or more 2 * 4 3 3

* Less than 1 percent

U.S.

ALL 
REALTORS®

2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

None 85% 94% 88% 83% 78%
One 12 5 9 13 18
Two or more 3 1 2 4 4

* Less than 1 percent

REAL ESTATE EXPERIENCE

REAL ESTATE EXPERIENCE
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BUSINESS CHARACTERISTICS OF REALTORS®

Exhibit 1-9
TASKS PERFORMED BY PERSONAL ASSISTANTS
(Percent of Respondents)

Florida

Process new listings and enter them in the MLS 100%
Manage closing paperwork 60
Prepare comps 60
Schedule listing presentations, closings, and appointments 60
Photograph listings 20
Send mailings to past clients or prospects 60
Order inspections 60
Write ads 20
Place/track advertising of listings 60
Send progress reports to sellers 60
Prepare escrow files 20
Check MLS for expireds 20
Prospect FSBOs *
Check newspapers/websites for FSBOs 40
Other *

* Less than 1 percent

U.S.

Process new listings and enter them in the MLS 68%
Send mailings to past clients or prospects 61
Manage closing paperwork 57
Schedule listing presentations, closings, and appointments 45
Place/track advertising of listings 40
Send progress reports to sellers 38
Prepare comps 37
Write ads 36
Order inspections 35
Check MLS for expireds 29
Prepare escrow files 26
Photograph listings 24
Check newspapers/websites for FSBOs 13
Prospect FSBOs 6
Other 28

The 2021 National Association of Realtors® Member Profile
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BUSINESS CHARACTERISTICS OF REALTORS®

Exhibit 1-10
CHARACTERISTICS OF PERSONAL ASSISTANTS
(Percentage Distribution)

Florida

License Information Licensed 55%
Unlicensed 45

Salary Expenses Paid by REALTOR® 40
Paid by company 32
Both 28

Employment Full-time 44
Part-time 56

Exclusivity Exclusive assistant 56
Shared with others 44

Employment Arrangement Independent contractor 52
Employee 48

Compensation Structure Hourly 50
Arrangement varies 17
Salary 17
Percent of commission 10
Per task 6

U.S.

License Information Licensed 52%
Unlicensed 48

Salary Expenses Paid by REALTOR® 39
Paid by company 32
Both 29

Employment Full-time 46
Part-time 54

Exclusivity Exclusive assistant 51
Shared with others 49

Employment Arrangement Independent contractor 53
Employee 47

Compensation Structure Hourly 27
Arrangement varies 21
Salary 18
Percent of commission 12
Per task 21

The 2021 National Association of Realtors® Member Profile
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BUSINESS CHARACTERISTICS OF REALTORS®

Exhibit 1-11
RELOCATION ACTIVITY OF REALTORS®

(Percentage Distribution)

Florida

ALL REALTORS®

Yes 25%
No 50
Don't know 25

U.S.

ALL REALTORS®

Yes 31%
No 48
Don't know 21

REALTORS®'s firm have a 
relocation department or business 

development department 
responsible for relocation activities

REALTORS®'s firm have a 
relocation department or business 

development department 
responsible for relocation activities

The 2021 National Association of Realtors® Member Profile

Page 28



BUSINESS CHARACTERISTICS OF REALTORS®

Exhibit 1-12
WILL REMAIN ACTIVE AS A REAL ESTATE PROFESSIONAL DURING THE NEXT TWO YEARS
(Percentage Distribution)

Florida

ALL 

REALTORS®

Very certain 80%
Somewhat certain 14
Not certain 5

U.S.

ALL 

REALTORS®

Very certain 79%
Somewhat certain 15
Not certain 6

The 2021 National Association of Realtors® Member Profile
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-1 APPRAISAL: TYPES OF PROPERTIES APPRAISED
Exhibit 2-2 APPRAISAL: NUMBER OF PROPERTIES APPRAISED, 2020
Exhibit 2-3 APPRAISAL: OTHER REAL ESTATE ACTIVITIES OF APPRAISAL SPECIALISTS
Exhibit 2-4 BROKERAGE: AGENCY RELATIONSHIPS
Exhibit 2-5 BROKERAGE: LISTINGS SOLD, 2020
Exhibit 2-6 BROKERAGE: NUMBER OF TRANSACTION SIDES OR COMMERCIAL DEALS, 2020
Exhibit 2-7 BROKERAGE: NUMBER OF TRANSACTION SIDES OR COMMERCIAL DEALS, BY EXPERIENCE, 
Exhibit 2-8 MEDIAN NUMBER OF TRANSACTION SIDES OR COMMERCIAL DEALS
Exhibit 2-9 BROKERAGE: NUMBER OF TRANSACTION SIDES INVOLVING PROPERTIES IN FORECLOSURE, 2020
Exhibit 2-10 BROKERAGE: NUMBER OF TRANSACTION SIDES INVOLVING SHORT SALES, 2020
Exhibit 2-11 BROKERAGE: SALES VOLUME, 2020
Exhibit 2-12 BROKERAGE: SALES VOLUME, BY EXPERIENCE, 2020
Exhibit 2-13 THE MOST IMPORTANT FACTOR LIMITING POTENTIAL CLIENTS IN COMPLETING A TRANSACTION
Exhibit 2-14 BROKERAGE: WEB SITES WHERE REALTORS® PLACE THEIR LISTINGS
Exhibit 2-15 PROPERTY MANAGEMENT: TYPES OF PROPERTIES MANAGED
Exhibit 2-16 PROPERTY MANAGEMENT: NUMBER OF PROPERTIES MANAGED
Exhibit 2-17 PROPERTY MANAGEMENT: MANAGEMENT FUNCTIONS PERFORMED
Exhibit 2-18 HOURS WORKED PER WEEK
Exhibit 2-19 REPEAT BUSINESS FROM PAST CONSUMERS AND CLIENTS, BY SPECIALTY, 2020
Exhibit 2-20 REPEAT BUSINESS FROM PAST CONSUMERS AND CLIENTS, BY EXPERIENCE, 2020
Exhibit 2-21 BUSINESS THROUGH REFERRALS FROM PAST CONSUMERS AND CLIENTS, BY SPECIALTY, 2020
Exhibit 2-22 BUSINESS THROUGH REFERRALS FROM PAST CONSUMERS AND CLIENTS, BY EXPERIENCE, 2020
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-1
APPRAISAL: TYPES OF PROPERTIES APPRAISED
(Percent of Respondents, Appraisal Specialists only)

Florida

Residential (1 to 4 units) 100%
Agricultural land and farms 29
Commercial (retail, office, shopping centers, etc.) 14
Residential (5 or more units) *
Industrial (manufacturing, warehouses, etc.) *
Institutional (hospitals, schools, etc.) *
Other *

* Less than 1 percent

U.S.

2021 
Survey

Residential (1 to 4 units) 97%
Agricultural land and farms 21
Residential (5 or more units) 19
Commercial (retail, office, shopping centers, etc.) 11
Industrial (manufacturing, warehouses, etc.) 11  
Institutional (hospitals, schools, etc.) 7
Other 15

The 2021 National Association of REALTOR ®  Member Profile
Page 31



BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-2
APPRAISAL: NUMBER OF PROPERTIES APPRAISED, 2020
(Percentage Distribution, Appraisal Specialists only)

Florida

RESIDENTIAL 
APPRAISAL 

SPECIALISTS
9 or fewer 20% 20%
10 to 24 * *
25 to 49 * *
50 to 99 20 20
100 to 199 20 20
200 to 299 20 20
300 to 399 20 20
400 or more * *

Median (properties)  180 180

* Less than 1 percent

U.S.

In 2020 In 2019
9 or fewer 7% 6% 8%
10 to 24 4 1 4
25 to 49 10 4 6
50 to 99 11 7 11
100 to 199 17 23 18
200 to 299 17 25 18
300 to 399 13 22 14
400 or more 22 12 21

Median (properties)  200 204 200

* Less than 1 percent

ALL APPRAISAL 
SPECIALISTS

ALL APPRAISAL 
SPECIALISTS RESIDENTIAL 

APPRAISAL 
SPECIALISTS
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-3
APPRAISAL: OTHER REAL ESTATE ACTIVITIES OF APPRAISAL SPECIALISTS
(Percent of Respondents, Appraisal Specialists only)

Florida

ALL 
APPRAISAL 

SPECIALISTS

RESIDENTIAL 
APPRAISAL 

SPECIALISTS
Residential brokerage 14% 14%
Counseling * *
Relocation * *
Commercial appraisal 14 14
Land/development 29 29
Residential property management 29 29
Commercial brokerage * *
Commercial property management 14 14
Residential appraisal 71 71
International * *
Auction * *
Other * *
None 14 14

* Less than 1 percent
N/A - Not Applicable

U.S.

ALL 
APPRAISAL 

SPECIALISTS

RESIDENTIAL 
APPRAISAL 

SPECIALISTS
Residential appraisal 79% 80%
Residential brokerage 15 16
Commercial appraisal 13 7
Residential property management 12 12
Counseling 10 11
Commercial brokerage 5 4
Land/development 5 5
Relocation 3 3
Auction * *
Commercial property management * *
International * *
None 12 13
Other 6 6

The 2021 National Association of REALTOR ®  Member Profile
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-4
BROKERAGE: AGENCY RELATIONSHIPS
(Percentage Distribution, Brokerage Specialists only)

Florida

ALL 
REALTORS® All

Broker/ 
Broker 

Associate
Sales 

Agent
Commercial 

Specialists

Buyer agency and seller agency 
with disclosed dual agency 7% 7% 6% 7% *
Single agency 15 14 8 17 17
Transactional agency 71 71 79 68 50
Buyer agency exclusively 3 4 1 5 *
Seller agency exclusively 4 4 6 3 33
Other * * * * *

* Less than 1 percent

U.S.

ALL 
REALTORS® All

Broker/ 
Broker 

Associate
Sales 

Agent
Commercial 

Specialists

Single agency (representation of 
buyer or seller but not both in 
same transaction) 38% 38% 38% 39% 28%

Buyer agency and seller agency 
with disclosed dual agency for in-
company transactions 34 34 35 33 28
Transactional agency 11 11 9 11 17
Buyer agency exclusively 9 9 8 10 16
Seller agency exclusively 6 6 7 5 10
Other 2 2 3 2 1

RESIDENTIAL SPECIALISTS

RESIDENTIAL SPECIALISTS
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-5
BROKERAGE: LISTINGS SOLD, 2020
(Percentage Distribution, Brokerage Specialists only)

U.S.

All REALTORS®

NUMBER OF 
OWN LISTINGS 

SOLD 

NUMBER OF OWN 
LISTINGS SOLD BY 

SOMEONE ELSE

NUMBER OF 
OTHERS' LISTINGS 

SOLD
0 listings 41% 21% 22%
1 listing 17 10 9
2 listings 12 9 9
3 listings 7 8 7
4 listings 4 7 6
5 listings 4 6 7
6 to 10 listings 7 19 20
11 listings or more 7 21 22

Median listings (2020) 1 4 4
Median listings (2019) 1 4 5

Residential Specialists
0 listings 41% 21% 21%
1 listing 17 10 9
2 listings 12 9 9
3 listings 7 8 7
4 listings 4 7 5
5 listings 4 6 7
6 to 10 listings 7 19 20
11 listings or more 7 21 22

Median listings (2020) 1 4 4
Median listings (2019) 1 4 5

Commercial Specialists
0 listings 31% 36% 33%
1 listing 16 4 9
2 listings 7 13 11
3 listings 8 9 6
4 listings 9 5 13
5 listings 5 1 8
6 to 10 listings 15 12 13
11 listings or more 10 21 8

Median listings (2020) 2 2 2
Median listings (2019) 3 2 3
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-6
BROKERAGE: NUMBER OF TRANSACTION SIDES OR COMMERCIAL DEALS, 2020
(Percentage Distribution, Brokerage Specialists only)

Florida

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

0 transactions 9% 75% 9% 76% 1% 58% 12% 84% 40% 40%
1 to 5 transactions 23 23 24 23 24 38 24 16 * 40
6 to 10 transactions 24 1 24 1 20 4 25 * 20 *
11 to 15 transactions 18 * 18 * 21 * 17 * 20 *
16 to 20 transactions 8 1 8 * 12 * 7 * * 20
21 to 50 transactions 15 * 14 * 16 * 14 * 20 *
51 transactions or more 3 * 3 * 6 * 2 * * *

Median (transactions) 10 * 10 * 12 * 9 * 6 1

* Less than 1 percent

U.S.

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

0 transactions 7% 69% 6% 71% 3% 64% 9% 77% 20% 15%
1 to 5 transactions 25 27 24 26 20 32 27 22 35 47
6 to 10 transactions 19 2 19 2 18 4 20 1 13 14
11 to 15 transactions 15 1 15 * 16 * 15 * 21 9
16 to 20 transactions 10 1 10 * 11 * 10 * 2 8
21 to 50 transactions 19 * 19 * 23 * 16 * 7 7
51 transactions or more 5 * 5 * 8 * 4 * 2 *

Median (transactions) 10 * 10 * 13 * 9 * 5 4

* Less than 1 percent

RESIDENTIAL SPECIALISTS

ALL REALTORS®

Sales Agent

Commercial Specialists

Commercial Specialists

RESIDENTIAL SPECIALISTS

ALL REALTORS® All Broker/ Broker Associate

Sales AgentBroker/ Broker AssociateAll
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-7
BROKERAGE: NUMBER OF TRANSACTION SIDES OR COMMERCIAL DEALS, BY EXPERIENCE, 2020
(Percentage Distribution, Brokerage Specialists only)

Florida

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

0 transactions 9% 75% 36% 94% 2% 66% 6% 79% 2% 66%
1 to 5 transactions 23 23 31 6 18 31 24 19 21 32
6 to 10 transactions 24 1 18 * 27 * 27 2 22 2
11 to 15 transactions 18 * 7 * 23 * 20 * 21 *
16 to 20 transactions 8 1 3 * 13 3 7 * 9 *
21 to 50 transactions 15 * 4 * 17 * 12 * 20 *
51 transactions or more 3 * * * * * 3 * 5 *

Median (transactions) 10 * 2 * 12 * 10 * 12 *

* Less than 1 percent

U.S.

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

Residential 
sides

Commercial 
sides

0 transactions 7% 69% 28% 91% 2% 73% 3% 69% 2% 57%
1 to 5 transactions 25 27 39 9 25 26 22 27 19 36
6 to 10 transactions 19 2 14 * 23 1 20 2 18 4
11 to 15 transactions 15 1 8 * 18 * 16 1 17 1
16 to 20 transactions 10 1 4 * 12 1 11 1 12 *
21 to 50 transactions 19 * 6 * 17 * 21 * 25 1
51 transactions or more 5 * 1 * 3 * 7 * 7 *

Median (transactions) 10 * 3 * 10 * 12 * 14 *

* Less than 1 percent

ALL REALTORS®

REAL ESTATE EXPERIENCE

REAL ESTATE EXPERIENCE

2 years or less 3 to 5 years 6 to 15 years 16 years or more

2 years or less 3 to 5 years 6 to 15 years 16 years or more

ALL REALTORS®
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-8
MEDIAN NUMBER OF TRANSACTION SIDES OR COMMERCIAL DEALS
(Median, Brokerage Specialists only)

U.S.

Year

Median 
(residential 

sides)

Median 
(commercial 

sides)
2013 12 *
2014 12 *
2015 11 *
2016 11 *
2017 12 *
2018 11 *
2019 11 *
2020 12 *
2021 10 *

0

2

4

6

8

10

12

14

2013 2014 2015 2016 2017 2018 2019 2020

Median Transactions Over Time

Median (residential sides) Median (commercial sides)
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-9
BROKERAGE: NUMBER OF TRANSACTION SIDES INVOLVING PROPERTIES IN FORECLOSURE, 2020
(Percentage Distribution, Brokerage Specialists only)

Florida

ALL 
REALTORS® All

Broker/ 
Broker 

Associate
Sales 

Agent
0 transactions 91% 91% 90% 92%
1 to 5 transactions 8 7 9 7
6 transactions or more 1 2 2 1

Median (transactions) * * * *

* Less than 1 percent

U.S.

ALL 
REALTORS® All

Broker/ 
Broker 

Associate
Sales 

Agent
0 transactions 91% 91% 88% 93% 86%
1 to 5 transactions 8 8 11 6 13
6 transactions or more 1 * 1 * 1

Median (transactions) * * * * *

* Less than 1 percent

RESIDENTIAL SPECIALISTS

RESIDENTIAL SPECIALISTS

Commercial 
Specialists
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-10
BROKERAGE: NUMBER OF TRANSACTION SIDES INVOLVING SHORT SALES, 2020
(Percentage Distribution, Brokerage Specialists only)

Florida

ALL 
REALTORS® All

Broker/ 
Broker 

Associate
Sales 

Agent
0 transactions 95% 95% 91% 97%
1 to 5 transactions 5 5 8 3
6 transactions or more * * 1 *

Median (transactions) * * * *

* Less than 1 percent

U.S.

ALL 
REALTORS® All

Broker/ 
Broker 

Associate
Sales 

Agent
Commercial 

Specialists
0 transactions 95% 95 93 96 96
1 to 5 transactions 5 5 7 4 2
6 transactions or more * * * * 2

Median (transactions) * * * * *

* Less than 1 percent

RESIDENTIAL SPECIALISTS

RESIDENTIAL SPECIALISTS
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-11
BROKERAGE: SALES VOLUME, 2020
(Percentage Distribution, Brokerage Specialists only)

Florida

All

Broker/ 
Broker 

Associate
Sales 

Agent
Commercial 

Specialists
Less than $500,000 33% 33% 23% 38% 33%
$500,000  to under $1 million 9 9 13 7 *
$1 to under $1.5 million 10 10 10 10 *
$1.5 to under $2 million 8 8 10 7 *
$2 to under $3 million 11 11 12 11 17
$3 to under $4 million 6 6 5 7 *
$4 to under $5 million 4 4 2 5 17
$5 to under $6 million 4 4 8 3 17
$6 to under $7 million 3 3 2 3 *
$7 to under $8 million 1 1 * 1 *
$8 to under $10 million 4 4 5 3 *
$10 million or more 8 7 11 6 17

Median (millions) $1.5 $1.4 $1.8 $1.3 $3.0

* Less than 1 percent

U.S.

In 
2020 In 2019 All

Broker/ 
Broker 

Associate
Sales 

Agent
Commercial 

Specialists
Less than $500,000 27% 24% 26% 22% 29% 33%
$500,000  to under $1 million 9 9 9 8 10 8
$1 to under $1.5 million 8 8 8 7 8 6
$1.5 to under $2 million 8 8 8 8 8 4
$2 to under $3 million 10 10 10 10 10 9
$3 to under $4 million 7 7 7 7 7 7
$4 to under $5 million 5 7 5 5 5 5
$5 to under $6 million 5 6 5 6 5 6
$6 to under $7 million 4 4 4 4 4 *
$7 to under $8 million 2 3 2 3 2 *
$8 to under $10 million 4 4 4 5 4 11
$10 million or more 11 11 11 15 9 10

Median (millions) $2.1 $2.3 $2.1 $2.6 $1.8 $2.0

* Less than 1 percent

RESIDENTIAL SPECIALISTS

RESIDENTIAL SPECIALISTS

ALL 
REALTORS®

ALL 
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-12
BROKERAGE: SALES VOLUME, BY EXPERIENCE, 2020
(Percentage Distribution, Brokerage Specialists only)

Florida

ALL 
REALTORS®

2 years or 
less

3 to 5 
years

6 to 15 
years

16 years or 
more

Less than $500,000 33% 72% 21% 26% 25%
$500,000  to under $1 million 9 7 8 6 11
$1 to under $1.5 million 10 3 13 10 11
$1.5 to under $2 million 8 3 10 12 7
$2 to under $3 million 11 4 15 13 11
$3 to under $4 million 6 6 8 6 4
$4 to under $5 million 4 1 10 4 3
$5 to under $6 million 4 * 3 4 7
$6 to under $7 million 3 1 3 4 2
$7 to under $8 million 1 * * 3 *
$8 to under $10 million 4 1 3 7 2
$10 million or more 8 * 5 4 16

Median (millions) $1.5 * $1.9 $1.8 $1.8

* Less than 1 percent

U.S.

ALL 
REALTORS®

2 years or 
less

3 to 5 
years

6 to 15 
years

16 years or 
more

Less than $500,000 27% 59% 23% 18% 20%
$500,000  to under $1 million 9 9 11 8 8
$1 to under $1.5 million 8 6 9 9 7
$1.5 to under $2 million 8 8 8 8 8
$2 to under $3 million 10 5 13 11 10
$3 to under $4 million 7 6 8 8 7
$4 to under $5 million 5 2 5 6 6
$5 to under $6 million 5 1 5 7 6
$6 to under $7 million 4 1 4 5 4
$7 to under $8 million 2 * 2 3 3
$8 to under $10 million 4 1 4 5 5
$10 million or more 11 2 7 12 17

Median (millions) $2.1 $0.4 $2.0 $2.6 $2.7

* Less than 1 percent

REAL ESTATE EXPERIENCE

REAL ESTATE EXPERIENCE
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-13
THE MOST IMPORTANT FACTOR LIMITING POTENTIAL CLIENTS IN COMPLETING A TRANSACTION
(Percentage Distribution, Brokerage Specialists only)

Florida

ALL REALTORS® All

Broker/ 
Broker 

Associate
Sales 

Agent
Commercial 

Specialists
No factors are limiting potential clients 6% 6% 6% 6% *
Lack of inventory 56 55 57 54 83
Difficulty in finding the right property 9 10 8 10 *
Housing affordability 6 7 7 6 *
Sellers feel uncomfortable due to COVID-19 3 3 5 3 *
Difficulty in obtaining mortgage finance 5 5 6 5 17
Expectation that prices might fall further 3 3 4 3 *
Concern about losing job 1 1 * 1 *
Ability to sell existing home * * * * *
Expectation that mortgage rates might 
come down * * * * *
Low consumer confidence * * * * *
Ability to save for downpayment 2 2 * 3 *
Buyers feel uncomfortable due to COVID-19 3 3 1 4 *
Other 4 4 6 3 *

* Less than 1 percent

U.S.

ALL REALTORS® All

Broker/ 
Broker 

Associate
Sales 

Agent
Commercial 

Specialists
No factors are limiting potential clients 6% 6% 7% 6% 15%
Lack of inventory 60 60 60 60 37
Difficulty in finding the right property 11 11 13 10 11
Housing Affordability 8 8 9 8 9
Difficulty in obtaining mortgage finance 4 4 3 4 6
Buyers feel uncomfortable due to COVID-19 2 2 1 2 7
Sellers feel uncomfortable due to COVID-19 2 2 2 2 1
Expectation that prices might fall further 2 2 1 2 1
Ability to save for downpayment 1 1 1 2 *
Concern about losing job 1 1 * 1 1
Ability to sell existing home * * * * 3
Low consumer confidence * * 1 * 1
Expectation that mortgage rates might com  * * * * 1
Other 3 3 3 3 6

* Less than 1 percent

RESIDENTIAL SPECIALISTS

RESIDENTIAL SPECIALISTS
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-14
BROKERAGE: WEB SITES WHERE REALTORS® PLACE THEIR LISTINGS
(Percent of Respondents, Brokerage Specialists only)

Florida

All

Broker/ 
Broker 

Associate
Sales 

Agent
Commercial 

Specialists
REALTOR.com® 84% 84% 88% 83% 33%
Firm's Web site 70 70 62 74 50
Local MLS Web site 67 68 65 69 50
Personal Web site 48 49 44 51 33
Local REALTOR® association Web site 35 35 47 30 *
Local newspaper Web site 8 8 9 7 *
Franchiser's Web site 16 16 17 15 *
Local real estate magazine Web site 8 8 10 8 *
Other Broker's Web site 14 15 22 12 *
Commercial listing service** 6 6 8 5 33
None 5 4 3 5 33

* Less than 1 percent
** Commercial listing service, e.g., CoStar, LoopNet, CCIMNet, or other commercial information exchange (CIE)

U.S.

2021 
Survey

2020 
Survey All

Broker/ 
Broker 

Associate
Sales 

Agent
Commercial 

Specialists
REALTOR.com® 81% 84% 81% 85% 79% 41%
Third party aggregator 78 82 78 80 77 33
Firm's Web site 76 79 76 78 75 59
Local MLS Web site 67 70 67 66 68 48
Social networking site 53 60 54 52 56 24
Personal Web site 51 53 51 49 53 24
Local REALTOR® association Web site 31 31 32 35 30 14
Other websites (Google, Craigslist, Yahoo) 22 27 23 22 23 11
Franchiser's Web site 20 25 21 21 20 7
Other Broker's Web site 20 22 21 24 18 7
Video hosting Web sites 14 16 12 14 14 5
Local real estate magazine Web site 7 10 7 8 6 5
Local newspaper Web site 8 9 8 9 7 2
Commercial listing service** 7 8 6 8 4 57
None 4 3 4 2 4 8

** Commercial listing service, e.g., CoStar, LoopNet, CCIMNet, or other commercial information exchange (CIE)

RESIDENTIAL SPECIALISTS

RESIDENTIAL SPECIALISTS

ALL 
REALTORS®

ALL 
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-15
PROPERTY MANAGEMENT: TYPES OF PROPERTIES MANAGED
(Percent of Respondents, Property Management Specialists only)

Florida

Single-family residential 88%
Multi-family residential 63
Office 8
Retail 8
Industrial 4
Land 4
Other 17

* Less than 1 percent

U.S.

ALL 
REALTORS®

Single-family residential 88%
Multi-family residential 61
Office 18
Retail 11
Industrial 5
Land 4
Other 4

* Less than 1 percent
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-16
PROPERTY MANAGEMENT: NUMBER OF PROPERTIES MANAGED
(Percentage Distribution, Property Management Specialists only)

Florida

ALL REALTORS®
1 to 5 properties 10%
6 to 10 properties 14
11 to 20 properties 24
21 to 40 properties 10
41 to 60 properties *
61 to 80 properties 10
81 to 100 properties *
101 to 500 properties 33
501 properties or more *

Median (properties) 35

* Less than 1 percent

U.S.

In 2020 In 2019
Residential 
Specialists

Commercial 
Specialists

1 to 5 properties 16% 17% 15% 15%
6 to 10 properties 8 10 8 8
11 to 20 properties 16 10 14 14
21 to 40 properties 13 16 14 14
41 to 60 properties 8 7 8 8
61 to 80 properties 6 7 6 6
81 to 100 properties 10 5 10 10
101 to 500 properties 22 24 23 23
501 properties or more 1 5 1 1

Median (properties) 39 35 40 15

* Less than 1 percent

ALL 
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-17
PROPERTY MANAGEMENT: MANAGEMENT FUNCTIONS PERFORMED
(Percent of Respondents, Property Management Specialists only)

Florida

Select tenants 78%
Take tenant applications 83
Collect rent 83
Marketing 78
Initiate evictions 65
Perform small repairs 57
Perform large repairs or upgrades 52
Make mortgage payments 22
Make tax payments 30

Initiate legal actions (other than evictions) 43
Other 22

U.S.

ALL 
REALTORS®

Collect rent 83%
Select tenants 84
Take tenant applications 84
Marketing 74
Initiate evictions 69
Perform small repairs 64
Perform large repairs or upgrades 52

Initiate legal actions (other than evictions) 30
Make tax payments 29
Make mortgage payments 23
Other 19
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-18
HOURS WORKED PER WEEK
(Percentage Distribution)

Florida

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
Less than 20 hours 18% 15% 20% * 11% 27% * * 20% *
20 to 39 hours 40 36 41 75 28 32 17 29 42 25
40 to 59 hours 31 36 29 25 43 24 67 57 29 50
60 hours or more 11 14 10 * 19 17 17 14 10 25

Median (hours) 30 38 30 23 40 30 48 48 30 50

* Less than 1 percent

U.S.

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
Less than 20 hours 17% 13% 19% 20% 11% 13% 4% 3% 18% *
20 to 39 hours 36 31 39 27 26 37 12 16 39 23
40 to 59 hours 37 43 34 31 46 40 67 66 33 44
60 hours or more 11 13 9 22 17 11 17 14 9 33

Median (hours) 35 40 30 40 40 40 45 45 30 48

* Less than 1 percent

MAIN FUNCTION IN FIRMLICENSED AS:

LICENSED AS: MAIN FUNCTION IN FIRM
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-19
REPEAT BUSINESS FROM PAST CONSUMERS AND CLIENTS, BY SPECIALTY, 2020
(Percentage Distribution)

Florida

Residential Commercial Residential Commercial Residential Commercial
None 28% * * 24% 23% 10% 50%
Less than 10% 19 20 * 18 15 29 *
Up to 25% 17 10 * 19 23 13 *
Up to 50% 15 10 * 16 31 19 *
More than 50% 18 60 * 20 8 26 50

Median 13% 59% * 16% 18% 23% *

* Less than 1 percent

U.S.

Residential Commercial Residential Commercial Residential Commercial
None 28% 14% 20% 17% 18% 16% 7%
Less than 10% 16 29 * 13 14 18 27
Up to 25% 19 18 44 26 24 24 24
Up to 50% 14 15 * 18 19 12 15
More than 50% 21 13 36 22 25 22 17

Median 15% 16% 20% 22% 21% 20% 20%

* Less than 1 percent

ALL 
REALTORS®

ALL 
REALTORS®

PRIMARY REAL ESTATE SPECIALTY
BROKERAGEAPPRAISAL PROPERTY MANAGEMENT

PRIMARY REAL ESTATE SPECIALTY
APPRAISAL BROKERAGE PROPERTY MANAGEMENT
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BUSINESS ACTIVITY OF REALTORS 

Exhibit 2-20
REPEAT BUSINESS FROM PAST CONSUMERS AND CLIENTS, BY EXPERIENCE, 2020
(Percentage Distribution)

Florida

ALL 
REALTORS®

2 years or 
less

3 to 5 
years

6 to 15 
years

16 years or 
more

None 28% 59% 30% 13% 10%
Less than 10% 19 18 28 20 13
Up to 25% 17 8 22 20 19
Up to 50% 15 3 11 25 21
More than 50% 18 3 7 20 36

Median 13% * 7% 23% 36%

U.S.

ALL 
REALTORS®

2 years or 
less

3 to 5 
years

6 to 15 
years

16 years or 
more

None 28% 66% 31% 12% 9%
Less than 10% 16 14 27 17 11
Up to 25% 19 6 22 29 21
Up to 50% 14 3 11 17 20
More than 50% 21 3 8 23 38

Median 15% * 7% 21% 37%

REAL ESTATE EXPERIENCE

REAL ESTATE EXPERIENCE
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 2-21
BUSINESS THROUGH REFERRALS FROM PAST CONSUMERS AND CLIENTS, BY SPECIALTY, 2020
(Percentage Distribution)

Florida

ALL 
REALTORS® Residential Commercial Residential Commercial Residential Commercial

None 21% 10% * 17% 15% 19% *
Less than 10% 17 30 * 16 23 16 50
Up to 25% 23 10 * 25 23 19 50
Up to 50% 15 40 * 18 8 16 *
More than 50% 19 10 * 20 31 23 *

Median 18% 25% * 20% 18% 22% 10%

* Less than 1 percent

U.S.

ALL 
REALTORS® Residential Commercial Residential Commercial Residential Commercial

None 21% 14% 20% 17% 18% 16% 7%
Less than 10% 15 29 * 13 14 18 27
Up to 25% 24 18 44 26 24 24 24
Up to 50% 16 15 * 18 19 12 15
More than 50% 21 13 36 22 25 22 17

Median 19% 16% 20% 22% 21% 20% 20%

APPRAISAL BROKERAGE PROPERTY MANAGEMENT

PRIMARY REAL ESTATE SPECIALTY
APPRAISAL BROKERAGE PROPERTY MANAGEMENT

PRIMARY REAL ESTATE SPECIALTY

The 2021 National Association of REALTOR ®  Member Profile
Page 51



BUSINESS ACTIVITY OF REALTORS 

Exhibit 2-22
BUSINESS THROUGH REFERRALS FROM PAST CONSUMERS AND CLIENTS, BY EXPERIENCE, 2020
(Percentage Distribution)

Florida

ALL 
REALTORS®

2 years or 
less

3 to 5 
years

6 to 15 
years

16 years or 
more

None 21% 45% 16% 15% 8%
Less than 10% 17 18 25 14 14
Up to 25% 23 14 25 25 29
Up to 50% 15 5 11 23 20
More than 50% 19 10 20 20 25

Median 18% 4% 15% 23% 24%

U.S.

ALL 
REALTORS®

2 years or 
less

3 to 5 
years

6 to 15 
years

16 years or 
more

None 21% 50% 18% 10% 7%
Less than 10% 15 14 20 15 13
Up to 25% 24 11 27 28 29
Up to 50% 16 7 14 20 20
More than 50% 21 9 18 25 28

Median 19% * 17% 23% 27%

REAL ESTATE EXPERIENCE

REAL ESTATE EXPERIENCE
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-1 COMPENSATION STRUCTURES FOR REALTORS®
Exhibit 3-2 COMPENSATION STRUCTURES FOR REALTORS®, BY EXPERIENCE
Exhibit 3-3 COMPENSATION STRUCTURES FOR REALTORS®, BY GROSS PERSONAL INCOME
Exhibit 3-4 TOTAL REAL ESTATE BUSINESS EXPENSES, 2020
Exhibit 3-5 TOTAL REAL ESTATE EXPENSES, BY GROSS PERSONAL INCOME, 2020
Exhibit 3-6 ADMINISTRATIVE EXPENSES, 2020
Exhibit 3-7 AFFINITY/REFERRAL RELATIONSHIP EXPENSES, 2020
Exhibit 3-8 MARKETING OF SERVICES EXPENSES, 2020
Exhibit 3-9 OFFICE LEASE/BUILDING EXPENSES, 2020
Exhibit 3-10 PROFESSIONAL DEVELOPMENT EXPENSES, 2020
Exhibit 3-11 TECHNOLOGY PRODUCTS AND SERVICES EXPENSES, 2020
Exhibit 3-12 BUSINESS USE OF VEHICLE EXPENSE, 2020
Exhibit 3-13 ANNUAL INCOME OF REALTORS®, 2020
Exhibit 3-14 ANNUAL INCOME OF REALTORS®, BY MAIN FUNCTION, 2020
Exhibit 3-15 ANNUAL INCOME OF REALTORS®, BY EXPERIENCE, 2020
Exhibit 3-16 ANNUAL INCOME OF REALTORS®, BY HOURS WORKED, 2020
Exhibit 3-17 RECEIVED SIGN-ON BONUS
Exhibit 3-18 EXPENDITURES TO MAINTAIN REALTOR® WEB SITE, 2020
Exhibit 3-19 EXPENDITURES ON REALTOR® SOCIAL MEDIA ADVERTISING, 2020
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-1
COMPENSATION STRUCTURES FOR REALTORS®

(Percentage Distribution)

Florida

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Fixed commission split 
(under 100%) 39% 33% 41%

Graduated commission split 
(increases with production) 22 15 24

Capped commission split 
(rises to 100% after a 
predetermined threshold) 10 5 11

100% Commission 17 23 15

Commission plus share of 
profits

1 3 1

Salary only 1 4 1

Salary plus share of 
profits/production bonus

1 2 *

Share of profits only 1 1 1

Other 9 14 7

* Less than 1 percent

U.S.

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Fixed commission split 
(under 100%) 37% 33% 39%

Graduated commission split 
(increases with production) 23 21 24

Capped commission split 
(rises to 100% after a 
predetermined threshold) 15 12 17

100% commission 14 18 11

Salary plus share of 
profits/production bonus 1 1 1

Commission plus share of 
profits 1 2 1

Share of profits only 1 1 1

Salary only 2 3 1

Other 7 9 5

* Less than 1 percent
N/A- Not Applicable

LICENSED AS

LICENSED AS
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INCOME AND EXPENSES OF REALTORS®  

Exhibit 3-2

COMPENSATION STRUCTURES FOR REALTORS®, BY EXPERIENCE
(Percentage Distribution)

Florida

ALL 
REALTORS®

2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

Fixed commission split 
(under 100%) 39% 35% 37% 44% 42%

Graduated commission split 
(increases with production) 22 30 23 19 15

Capped commission split 
(rises to 100% after a 
predetermined threshold) 10 17 10 6 6

100% Commission 17 10 18 19 20

Commission plus share of 
profits

1 * 3 1 2

Salary only 1 * * 3 2

Salary plus share of 
profits/production bonus

1 1 1 1 1

Share of profits only 1 1 1 * 1

Other 9 6 8 8 11

* Less than 1 percent

U.S.

ALL 
REALTORS®

2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

Fixed commission split 
(under 100%) 37% 32% 34% 38% 39%

Graduated commission split 
(increases with production) 23 29 25 21 20

Capped commission split 
(rises to 100% after a 
predetermined threshold) 15 21 18 15 10

100% commission 14 8 12 15 17

Salary plus share of 
profits/production bonus 1 1 1 1 1

Commission plus share of 
profits 1 1 1 1 2

Share of profits only 1 1 1 1 1

Salary only 2 1 1 2 3
Other 7 7 6 5 8

* Less than 1 percent

REAL ESTATE EXPERIENCE

REAL ESTATE EXPERIENCE
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-3
COMPENSATION STRUCTURES FOR REALTORS®, BY GROSS PERSONAL INCOME
(Percentage Distribution)

Florida

ALL 

REALTORS®

Less 
than 

$10,000

$10,000 
to 

$24,999

$25,000 
to 

$34,999

$35,000 
to 

$49,999

$50,000 
to 

$74,999

$75,000 to 
$99,999

$100,000 
to 

$149,999

$150,000 
or more

Fixed commission split 
(under 100%) 39% 36% 44% 44% 45% 46% 34% 38% 35%

Graduated commission split 
(increases with production) 22 25 28 12 24 22 13 19 17
Capped commission split 
(rises to 100% after a 
predetermined threshold) 10 12 4 14 5 6 13 11 13

100% Commission 17 13 14 22 18 18 22 22 16

Commission plus share of 
profits

1 1 1 2 2 1 * 3 1

Salary only 1 * 1 * * 1 1 3 6
Salary plus share of 
profits/production bonus

1 1 1 * * * 3 * 1

Share of profits only 1 1 3 * * 1 * * *

Other 9 12 4 6 6 5 13 5 10

* Less than 1 percent

U.S.

ALL 

REALTORS®

Less 
than 

$10,000

$10,000 
to 

$24,999

$25,000 
to 

$34,999

$35,000 
to 

$49,999

$50,000 
to 

$74,999

$75,000 to 
$99,999

$100,000 
to 

$149,999

$150,000 
or more

Fixed commission split 
(under 100%) 37% 20% 15% 10% 29% 15% 13% 32% 35%

Graduated commission split 
(increases with production) 23 26 26 27 27 23 21 20 17
Capped commission split 
(rises to 100% after a 
predetermined threshold) 15 15 13 12 14 12 16 19 20

100% commission 14 12 12 13 12 13 14 17 15   
Salary plus share of 
profits/production bonus 1 1 1 1 1 1 1 1

Commission plus share of 
profits 1 1 1 1 2 1 1 2 2

Share of profits only 1 * 1 1 2 1 1 1 1

Salary only 2 1 1 1 2 3 3 3 3
Other 7 9 4 4 4 7 7 5 7

* Less than 1 percent

GROSS PERSONAL INCOME

GROSS PERSONAL INCOME
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-4
TOTAL REAL ESTATE BUSINESS EXPENSES, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 5% 1% 6% * * * 25% * 6%
Less than $500 6 3 7 * 2 3 * 10 7
$500 to $999 8 3 9 * 2 9 25 * 9
$1,000 to $2,499 19 12 21 * 7 24 25 10 20
$2,500 to $4,999 19 18 19 * 20 27 * 10 18
$5,000 to $9,999 14 15 14 * 13 9 * 30 14
$10,000 to $19,999 12 18 10 25 20 21 25 20 10
$20,000 to $29,999 6 11 4 25 13 3 * * 5
$30,000 to $49,999 5 6 4 25 7 * * * 5
$50,000 to $99,999 3 6 2 25 5 * * * 2
$100,000 or more 1 3 * * 4 * * 10 1

Median $4,080 $9,330 $3,420 $30,000 $13,000 $3,800 * $5,000 $3,610

* Less than 1 percent

U.S.

In 2021
In 

2020

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 4% 3% 2% 5% 5% 1% 2% 10% 1% 4%
Less than $500 4 4 3 5 * 2 3 7 6 5
$500 to $999 5 4 3 7 3 2 3 * 2 6
$1,000 to $2,499 17 16 13 19 21 9 16 21 13 19
$2,500 to $4,999 19 19 18 20 14 18 20 23 12 20
$5,000 to $9,999 15 16 16 15 4 15 16 13 17 16
$10,000 to $19,999 12 13 15 10 14 15 16 4 14 11
$20,000 to $29,999 7 8 9 5 8 10 9 5 7 6
$30,000 to $49,999 6 7 7 5 8 11 5 2 10 5
$50,000 to $99,999 4 4 6 3 10 8 5 5 8 3
$100,000 or more 2 3 4 1 7 5 2 * 5 2

Median $5,330 $6,290 $8,440 $4,250 $12,140 $12,000 $6,880 $3,804 $9,706 $4,500

* Less than 1 percent

ALL 
REALTORS®

ALL 

LICENSED AS MAIN FUNCTION IN FIRM

LICENSED AS MAIN FUNCTION IN FIRM
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-5
TOTAL REAL ESTATE EXPENSES, BY GROSS PERSONAL INCOME, 2020
(Percentage Distribution)

Florida

ALL 

REALTORS®
Less than 

$10,000
$10,000 to 

$24,999
$25,000 to 

$34,999
$35,000 to 

$49,999
$50,000 to 

$74,999
$75,000 to 

$99,999
$100,000 to 

$149,999
$150,000 
or more

None 5% 14% * 2% 2% 2% * 3% 1%
Less than $500 6 13 6 6 * 1 * 3 *
$500 to $999 8 17 8 6 3 2 4 * *
$1,000 to $2,499 19 29 30 24 18 10 6 5 7
$2,500 to $4,999 19 15 25 16 24 28 21 11 6
$5,000 to $9,999 14 8 14 18 23 18 19 21 7
$10,000 to $19,999 12 1 10 16 17 25 22 16 13
$20,000 to $29,999 6 * * 10 * 4 12 21 18
$30,000 to $49,999 5 * * * * 4 10 11 18
$50,000 to $99,999 3 * * * * 1 3 5 18
$100,000 or more 1 * * * * * * * 9

Median $4,080 $1,310 $3,100 $4,375 $4,792 $6,944 $10,000 $12,500 $28,889

* Less than 1 percent

U.S.

ALL 

REALTORS®
Less than 

$10,000
$10,000 to 

$24,999
$25,000 to 

$34,999
$35,000 to 

$49,999
$50,000 to 

$74,999
$75,000 to 

$99,999
$100,000 to 

$149,999
$150,000 
or more

None 4% 13% 1% 1% 2% 1% * 1% 1%
Less than $500 4 11 5 4 3 2 1 1 1
$500 to $999 5 12 8 5 4 3 2 1 1
$1,000 to $2,499 17 30 28 26 16 12 7 6 3
$2,500 to $4,999 19 21 29 23 25 23 18 12 5
$5,000 to $9,999 15 9 17 21 22 21 20 17 10
$10,000 to $19,999 12 2 8 12 14 19 21 19 16
$20,000 to $29,999 7 * 1 5 4 8 12 17 14
$30,000 to $49,999 6 * * 1 3 4 10 12 20
$50,000 to $99,999 4 * * * 1 3 5 6 16
$100,000 or more 2 * * * * * * 3 12

Median $5,330 $1,700 $3,190 $4,022 $5,000 $7,140 $10,950 $16,320 $29,290

* Less than 1 percent

GROSS PERSONAL INCOME

GROSS PERSONAL INCOME
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-6
ADMINISTRATIVE EXPENSES, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 18% 14% 19% * 14% 17% 75% 33% 17%
Less than $500 27 21 29 * 16 30 * * 29
$500 to $999 18 18 18 * 12 17 25 17 20
$1,000 to $1,499 13 15 12 50 14 13 * 17 13
$1,500 to $2,499 11 15 10 50 12 20 * 17 9
$2,500 to $4,999 7 8 6 * 14 * * 17 6
$5,000 to $9,999 3 4 2 * 8 * * * 2
$10,000 to $14,999 1 * 1 * * * * * 1
$15,000 or more 3 7 2 * 8 3 * * 2

Median $640 $920 $556 $1,500 $890 $590 * $1,000 $600

* Less than 1 percent

U.S.

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 19% 18% 19% 33% 17% 15% 40% 27% 18%
Less than $500 24 19 26 6 18 23 18 21 25
$500 to $999 18 17 18 9 15 18 27 11 18
$1,000 to $1,499 13 14 12 16 12 13 7 10 13
$1,500 to $2,499 11 11 11 14 12 12 8 9 11
$2,500 to $4,999 8 9 7 9 9 9 * 12 7
$5,000 to $9,999 4 4 4 9 6 3 * 3 4
$10,000 to $14,999 2 2 1 * 3 2 * 2 1
$15,000 or more 3 5 2 3 7 5 * 4 2

Median $720 $880 $640 $1,060 $1,000 $830 $280 $590 $690

* Less than 1 percent

ALL 
REALTORS®

ALL 
REALTORS®

LICENSED AS MAIN FUNCTION IN FIRM

LICENSED AS MAIN FUNCTION IN FIRM
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-7
AFFINITY/REFERRAL RELATIONSHIP EXPENSES, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 65% 59% 66% * 60% 64% 75% 50% 66%
Less than $500 10 9 11 * 10 8 25 13 10
$500 to $999 5 5 5 * 6 * * * 6
$1,000 to $1,499 4 3 4 * 2 8 * 13 3
$1,500 to $2,499 5 6 5 50 4 8 * * 5
$2,500 to $4,999 4 6 3 * 6 8 * 25 3
$5,000 to $9,999 5 7 4 50 8 4 * * 4
$10,000 to $14,999 2 4 2 * 4 * * * 2
$15,000 or more 1 2 1 * * * * * 1

Median * * * $2,500 * * * * *

* Less than 1 percent

U.S.

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 63% 58% 65% 64% 57% 58% 78% 47% 64%
Less than $500 11 10 11 19 10 10 8 14 11
$500 to $999 5 5 5 * 6 5 8 4 5
$1,000 to $1,499 4 5 4 * 6 6 * 7 4
$1,500 to $2,499 5 5 4 4 6 7 2 4 4
$2,500 to $4,999 5 6 4 5 6 5 * 9 5
$5,000 to $9,999 4 5 3 4 5 5 * 8 4
$10,000 to $14,999 2 2 2 4 2 2 3 2 2
$15,000 or more 2 3 1 * 3 3 * 3 2

Median * * * * * * * * *

* Less than 1 percent

ALL 
REALTORS®

ALL 
REALTORS®

LICENSED AS MAIN FUNCTION IN FIRM

LICENSED AS MAIN FUNCTION IN FIRM
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-8
MARKETING OF SERVICES EXPENSES, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent
Broker-Owner 

(without selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent

None 19% 16% 19% * 17% 17% 50% * 19%
Less than $500 33 22 36 * 25 30 25 50 35
$500 to $999 16 19 15 * 15 30 * 13 16
$1,000 to $1,499 11 13 10 * 13 13 25 25 11
$1,500 to $2,499 10 15 8 50 17 3 * * 9
$2,500 to $4,999 6 7 6 50 10 3 * * 6
$5,000 to $9,999 3 4 3 * 2 * * * 3
$10,000 to $14,999 1 1 1 * * 3 * 13 *
$15,000 or more 1 2 1 * 2 * * * 1

Median $470 $820 $430 $2,500 $770 $550 * $500 $440

* Less than 1 percent

U.S.

Broker/ 
Broker 

Associate
Sales 

Agent
Broker-Owner 

(without selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent

None 17% 15% 18% 38% 18% 11% 39% 12% 16%
Less than $500 30 25 32 18 22 26 30 23 31
$500 to $999 16 16 17 10 14 19 10 11 17
$1,000 to $1,499 11 13 11 6 11 13 15 16 11
$1,500 to $2,499 10 11 9 16 13 9 6 14 9
$2,500 to $4,999 8 10 7 12 10 11 * 8 8
$5,000 to $9,999 4 5 4 * 6 5 1 7 4
$10,000 to $14,999 2 2 1 * 3 3 * 7 1
$15,000 or more 2 3 1 * 3 3 * 1 2

Median $600 $810 $500 $330 $860 $840 $180 $1,130 $590

* Less than 1 percent

ALL 
REALTORS®

LICENSED AS MAIN FUNCTION IN FIRM

ALL 
REALTORS®

LICENSED AS MAIN FUNCTION IN FIRM
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-9
OFFICE LEASE/BUILDING EXPENSES, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent
Broker-Owner 

(without selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 77% 67% 80% 50% 50% 83% 75% 88% 80%
Less than $500 8 5 9 * 6 3 * * 9
$500 to $999 4 4 5 * 4 10 * * 5
$1,000 to $1,499 3 2 3 * 6 * 25 * 2
$1,500 to $2,499 2 2 2 * 2 * * * 2
$2,500 to $4,999 3 8 1 * 10 3 * * 2
$5,000 to $9,999 3 8 1 50 17 * * 13 1
$10,000 to $14,999 * 2 * * * * * * *
$15,000 or more 1 2 * * 6 * * * *

Median * * * * * * * * *

* Less than 1 percent

U.S.

Broker/ 
Broker 

Associate
Sales 

Agent
Broker-Owner 

(without selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 75% 70% 78% 64% 54% 77% 83% 78% 78%
Less than $500 7 6 8 9 6 6 4 2 8
$500 to $999 4 4 4 18 5 3 6 4 4
$1,000 to $1,499 4 4 3 * 6 3 4 2 3
$1,500 to $2,499 3 3 2 * 5 3 3 2 2
$2,500 to $4,999 2 3 2 * 4 3 * 1 2
$5,000 to $9,999 2 4 2 6 8 2 * 5 1
$10,000 to $14,999 1 2 1 * 4 2 * 3 1
$15,000 or more 1 3 1 3 7 1 * 4 1

Median * * * * * * * * *

* Less than 1 percent

ALL 
REALTORS®

ALL 
REALTORS®

LICENSED AS MAIN FUNCTION IN FIRM

LICENSED AS MAIN FUNCTION IN FIRM
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-10
PROFESSIONAL DEVELOPMENT EXPENSES, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent
Broker-Owner 

(without selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 13% 9% 14% * 6% 3% 25% * 13%
Less than $500 27 26 27 * 28 33 * 25 27
$500 to $999 26 21 27 33 16 23 25 38 27
$1,000 to $1,499 17 21 16 * 24 20 25 25 16
$1,500 to $2,499 10 10 11 33 12 10 25 * 10
$2,500 to $4,999 6 10 5 33 10 7 * 13 5
$5,000 to $9,999 1 3 1 * 4 3 * * 1
$10,000 to $14,999 * 1 * * * * * * *
$15,000 or more * * * * * * * * *

Median $690 $860 $670 $2,020 $1,000 $800 $1,000 $830 $690

* Less than 1 percent

U.S.

Broker/ 
Broker 

Associate
Sales 

Agent
Broker-Owner 

(without selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 12% 27% 40% 23% 13% 7% 31% 12% 11%
Less than $500 28 25 27 27 23 32 21 24 29
$500 to $999 23 18 16 10 22 23 19 25 23
$1,000 to $1,499 17 12 8 10 17 16 20 19 17
$1,500 to $2,499 12 8 5 13 15 13 5 8 11
$2,500 to $4,999 6 6 3 14 6 5 4 6 6
$5,000 to $9,999 2 3 1 * 3 3 * 5 1
$10,000 to $14,999 * 1 * * 1 1 * 1 *
$15,000 or more 1 1 * 4 * 1 * 1 *

Median $710 $460 $190 $500 $820 $740 $450 $780 $720

* Less than 1 percent

ALL 
REALTORS®

ALL 
REALTORS®

LICENSED AS MAIN FUNCTION IN FIRM

LICENSED AS MAIN FUNCTION IN FIRM
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-11
TECHNOLOGY PRODUCTS AND SERVICES EXPENSES, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 20% 12% 23% * 12% 13% 25% 29% 16%
Less than $500 29 22 31 * 14 26 * * 19
$500 to $999 22 27 21 * 27 35 25 * 16
$1,000 to $1,499 14 16 14 50 20 16 25 57 13
$1,500 to $2,499 8 13 7 50 14 6 * * 10
$2,500 to $4,999 4 7 3 * 10 3 25 * 13
$5,000 to $9,999 1 1 1 * 2 * * 14 8
$10,000 to $14,999 1 1 1 * 2 * * * 3
$15,000 or more * 1 * * * * * * 2
Median $850 $800 $440 $1,500 $940 $660 $1,000 $1,180 $970

* Less than 1 percent

U.S.

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 18% 16% 20% 36% 17% 14% 38% 21% 18%
Less than $500 29 25 31 21 20 29 17 25 31
$500 to $999 22 23 21 11 20 24 19 20 22
$1,000 to $1,499 14 14 14 16 13 15 17 9 14
$1,500 to $2,499 10 11 8 16 14 9 * 11 9
$2,500 to $4,999 5 7 4 * 10 5 10 5 4
$5,000 to $9,999 2 2 1 * 4 2 * 7 1
$10,000 to $14,999 1 1 * * 2 1 * 1 *
$15,000 or more * 1 * * 1 * * 1 *

Median $560 $700 $480 $330 $830 $650 $350 $600 $520

* Less than 1 percent

ALL 
REALTORS®

ALL 
REALTORS®

LICENSED AS MAIN FUNCTION IN FIRM

LICENSED AS MAIN FUNCTION IN FIRM
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-12
BUSINESS USE OF VEHICLE EXPENSE, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 16% 11% 17% * 16% 10% * * 14%
Less than $500 18 14 19 * 14 16 * * 13
$500 to $999 15 11 16 * 8 13 25 * 19
$1,000 to $1,499 14 14 13 * 8 26 25 100 15
$1,500 to $2,499 10 13 10 * 12 10 25 * 13
$2,500 to $4,999 14 18 12 67 18 19 25 * 14
$5,000 to $9,999 8 11 8 33 12 3 * * 7
$10,000 to $14,999 3 5 2 * 8 * * * 5
$15,000 or more 3 5 2 * 4 3 * * 2

Median $1,040 $1,500 $940 $4,370 $1,830 $1,210 $1,500 $1,250 $1,130

* Less than 1 percent

U.S.

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 14% 13% 14% 20% 15% 10% 29% 15% 13%
Less than $500 16 13 18 18 11 14 5 13 17
$500 to $999 15 12 16 3 11 13 14 12 16
$1,000 to $1,499 12 12 12 3 12 14 24 13 12
$1,500 to $2,499 12 12 12 1 12 12 8 7 12
$2,500 to $4,999 14 17 13 22 18 16 13 9 14
$5,000 to $9,999 10 13 9 24 12 12 3 16 10
$10,000 to $14,999 3 4 3 5 6 4 4 8 3
$15,000 or more 3 4 2 4 3 3 * 7 3

Median $1,200 $1,500 $1,080 $3,070 $1,580 $1,460 $1,040 $1,380 $1,170

`

ALL 
REALTORS®

ALL 
REALTORS®

LICENSED AS MAIN FUNCTION IN FIRM

LICENSED AS MAIN FUNCTION IN FIRM

The 2018 National Association of REALTOR ®  Member Profile

Page 65



INCOME AND EXPENSES OF REALTORS®

Exhibit 3-13
ANNUAL INCOME OF REALTORS®, 2020
(Percentage Distribution)

Florida

Gross Income: Before taxes 
and expenses

Broker/ Broker 
Associate Sales Agent

Less than $10,000 31% 11% 37%
$10,000 to $24,999 12 12 12
$25,000 to $34,999 8 7 8
$35,000 to $49,999 10 8 11
$50,000 to $74,999 13 13 12
$75,000 to $99,999 10 15 9
$100,000 to $149,999 6 9 5
$150,000 to $199,999 4 10 2
$200,000 to $249,999 3 4 2
$250,000 or more 4 11 2

Median $33,750 $73,080 $26,250

Net Income: After taxes 
and expenses

Less than $10,000 36% 17% 41%
$10,000 to $24,999 17 21 16
$25,000 to $34,999 9 6 10
$35,000 to $49,999 11 11 11
$50,000 to $74,999 10 14 9
$75,000 to $99,999 7 9 6
$100,000 to $149,999 4 8 3
$150,000 to $199,999 3 8 2
$200,000 to $249,999 1 2 1
$250,000 or more 3 5 2

Median $22,400 $43,200 $18,400

* Less than 1 percent

U.S.

Gross Income: Before taxes 
and expenses In 2020 In 2019

Broker/ Broker 
Associate Sales Agent

Less than $10,000 24% 22% 14% 29%
$10,000 to $24,999 13 12 11 14
$25,000 to $34,999 8 8 7 8
$35,000 to $49,999 9 9 8 10
$50,000 to $74,999 12 13 13 11
$75,000 to $99,999 9 10 10 8
$100,000 to $149,999 10 11 13 8
$150,000 to $199,999 6 6 8 5
$200,000 to $249,999 3 3 5 2
$250,000 or more 7 7 12 4

Median $43,330 $49,700 $69,200 $33,800

Net Income: After taxes 
and expenses
Less than $10,000 31% 27% 20% 36%
$10,000 to $24,999 16 16 15 16
$25,000 to $34,999 9 10 8 9
$35,000 to $49,999 10 12 12 10
$50,000 to $74,999 11 13 13 10
$75,000 to $99,999 8 8 10 8
$100,000 to $149,999 7 7 10 5
$150,000 to $199,999 3 3 5 3
$200,000 to $249,999 2 2 2 1
$250,000 or more 3 2 5 2

Median $28,300 $32,100 $43,800 $23,100

LICENSED AS

LICENSED AS

ALL REALTORS®

ALL REALTORS®
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-14
ANNUAL INCOME OF REALTORS®, BY MAIN FUNCTION, 2020
(Percentage Distribution)

Florida

Gross Income: Before 
taxes and expenses

ALL 
REALTORS®

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
Less than $10,000 31% * 13% 16% * * 36% *
$10,000 to $24,999 12 * 8 16 * 10 13 *
$25,000 to $34,999 8 * 8 6 * * 8 *
$35,000 to $49,999 10 * 8 13 * 30 10 *
$50,000 to $74,999 13 * 11 19 * 20 12 50
$75,000 to $99,999 10 * 19 9 25 20 9 25
$100,000 to $149,999 6 * 11 9 25 10 4 *
$150,000 to $199,999 4 25 11 6 25 * 3 *
$200,000 to $249,999 3 50 2 6 25 * 2 25
$250,000 or more 4 25 9 * * 10 3 *

Median $33,750 $225,000 $77,600 $48,800 $150,000 $62,500 $26,300 $75,000

Net Income: After taxes 
and expenses
Less than $10,000 36% * 20% 16% * * 41% *
$10,000 to $24,999 17 * 14 25 * 13 17 *
$25,000 to $34,999 9 * 6 6 * 38 10 *
$35,000 to $49,999 11 * 10 16 * 13 10 50
$50,000 to $74,999 10 * 20 13 * 13 9 25
$75,000 to $99,999 7 50 6 3 50 25 5 *
$100,000 to $149,999 4 * 12 13 25 * 3 *
$150,000 to $199,999 3 25 4 9 * * 2 25
$200,000 to $249,999 1 * * * * * 1 *
$250,000 or more 3 25 6 * 25 * 2 *

Median $22,400 $100,000 $50,000 $37,800 $100,000 $34,700 $17,900 $50,000

* Less than 1 percent

U.S.

Gross Income: Before 
taxes and expenses

ALL 
REALTORS®

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
Less than $10,000 24% 19% 10% 18% * 4% 28% 1%
$10,000 to $24,999 13 14 9 13 6 5 14 4
$25,000 to $34,999 8 2 6 6 5 6 8 4
$35,000 to $49,999 9 8 7 9 2 6 9 12
$50,000 to $74,999 12 8 13 14 12 11 11 18
$75,000 to $99,999 9 10 10 10 19 15 8 12
$100,000 to $149,999 10 10 15 11 14 21 8 27
$150,000 to $199,999 6 6 9 6 7 13 5 9
$200,000 to $249,999 3 10 6 5 7 5 2 8
$250,000 or more 7 14 15 8 26 12 5 6

Median $43,300 $71,900 $87,500 $57,100 $121,400 $107,100 $35,000 $97,900

Net Income: After taxes 
and expenses
Less than $10,000 31% 31% 17% 22% 3% 10% 35% 4%
$10,000 to $24,999 16 9 13 18 4 9 17 7
$25,000 to $34,999 9 5 7 9 7 8 9 5
$35,000 to $49,999 11 5 12 14 13 12 9 19
$50,000 to $74,999 11 12 15 11 9 15 11 14
$75,000 to $99,999 8 11 11 8 27 17 7 16
$100,000 to $149,999 7 7 12 9 13 11 5 25
$150,000 to $199,999 3 6 5 4 10 8 3 5
$200,000 to $249,999 2 2 3 3 11 4 1 *
$250,000 or more 3 11 6 3 4 5 2 5

Median $28,300 $50,000 $51,700 $36,100 $88,000 $68,300 $23,200 $76,600

* Less than 1 percent

MAIN FUNCTION IN FIRM

MAIN FUNCTION IN FIRM
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-15
ANNUAL INCOME OF REALTORS®, BY EXPERIENCE, 2020
(Percentage Distribution)

Florida

Gross Income: Before 
taxes and expenses

ALL 
REALTORS®

2 years or 
less

3 to 5 
years

6 to 15 
years

16 years or 
more

Less than $10,000 31% 61% 29% 20% 13%
$10,000 to $24,999 12 15 9 11 12
$25,000 to $34,999 8 7 12 6 6
$35,000 to $49,999 10 5 12 14 11
$50,000 to $74,999 13 6 12 17 16
$75,000 to $99,999 10 2 12 12 16
$100,000 to $149,999 6 3 9 8 5
$150,000 to $199,999 4 1 3 5 7
$200,000 to $249,999 3 1 1 2 6
$250,000 or more 4 * 3 4 8

Median $33,750 $8,200 $35,000 $48,900 $62,500

Net Income: After 
taxes and expenses
Less than $10,000 36% 65% 33% 23% 19%
$10,000 to $24,999 17 15 16 16 20
$25,000 to $34,999 9 7 10 14 8
$35,000 to $49,999 11 4 11 14 16
$50,000 to $74,999 10 4 12 14 11
$75,000 to $99,999 7 3 12 7 8
$100,000 to $149,999 4 2 3 6 6
$150,000 to $199,999 3 1 2 3 6
$200,000 to $249,999 1 * * 2 2
$250,000 or more 3 1 4 1 5
Median $22,400 $7,700 $26,000 $32,900 $37,800

* Less than 1 percent

U.S.

Gross Income: Before 
taxes and expenses

ALL 
REALTORS®

2 years or 
less

3 to 5 
years

6 to 15 
years

16 years or 
more

Less than $10,000 24% 59% 18% 11% 10%
$10,000 to $24,999 13 15 17 12 10
$25,000 to $34,999 8 6 10 7 8
$35,000 to $49,999 9 7 12 10 9
$50,000 to $74,999 12 5 14 15 13
$75,000 to $99,999 9 3 9 11 12
$100,000 to $149,999 10 2 9 13 13
$150,000 to $199,999 6 1 5 7 9
$200,000 to $249,999 3 1 2 5 5
$250,000 or more 7 1 3 8 12

Median $43,300 $8,500 $41,300 $66,700 $75,000

Net Income: After 
taxes and expenses
Less than $10,000 31% 66% 26% 16% 16%
$10,000 to $24,999 16 14 21 16 14
$25,000 to $34,999 9 6 11 10 9
$35,000 to $49,999 10 5 13 12 12
$50,000 to $74,999 11 4 12 15 14
$75,000 to $99,999 8 2 8 12 11
$100,000 to $149,999 7 1 5 9 10
$150,000 to $199,999 3 1 2 5 6
$200,000 to $249,999 2 * 1 2 2
$250,000 or more 3 * 2 3 5

Median $28,300 $7,600 $27,700 $45,000 $48,800

* Less than 1 percent

REAL ESTATE EXPERIENCE

REAL ESTATE EXPERIENCE
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-16
ANNUAL INCOME OF REALTORS®, BY HOURS WORKED, 2020
(Percentage Distribution)

Florida

Gross Income: Before 
taxes and expenses

ALL 
REALTORS®

Less than 20 
hours

20 to 39 
hours

40 to 59 
hours

60 hours or 
more

Less than $10,000 31% 59% 33% 18% 11%
$10,000 to $24,999 12 18 13 8 7
$25,000 to $34,999 8 7 10 5 6
$35,000 to $49,999 10 6 14 7 10
$50,000 to $74,999 13 6 12 17 14
$75,000 to $99,999 10 1 10 17 10
$100,000 to $149,999 6 2 3 9 18
$150,000 to $199,999 4 * 1 6 11
$200,000 to $249,999 3 * 1 7 1
$250,000 or more 4 1 2 5 11
Median $33,750 $8,500 $29,000 $67,600 $80,000

Net Income: After 
taxes and expenses
Less than $10,000 36% 62% 38% 22% 15%
$10,000 to $24,999 17 18 18 15 12
$25,000 to $34,999 9 6 13 6 8
$35,000 to $49,999 11 7 10 15 11
$50,000 to $74,999 10 2 10 14 15
$75,000 to $99,999 7 1 6 8 17
$100,000 to $149,999 4 1 1 9 12
$150,000 to $199,999 3 * 1 9 3
$200,000 to $249,999 1 * 1 1 2
$250,000 or more 3 3 1 2 6
Median $22,400 $8,100 $20,000 $42,000 $56,700

* Less than 1 percent

U.S.

Gross Income: Before 
taxes and expenses

ALL 
REALTORS®

Less than 20 
hours

20 to 39 
hours

40 to 59 
hours

60 hours or 
more

Less than $10,000 24% 52% 28% 14% 8%
$10,000 to $24,999 13 23 16 7 6
$25,000 to $34,999 8 7 10 6 5
$35,000 to $49,999 9 6 12 8 6
$50,000 to $74,999 12 5 13 14 10
$75,000 to $99,999 9 2 8 12 10
$100,000 to $149,999 10 3 7 14 16
$150,000 to $199,999 6 1 3 9 12
$200,000 to $249,999 3 * 2 5 7
$250,000 or more 7 1 2 9 20

Median $43,300 $9,600 $31,000 $77,100 $115,600

Net Income: After 
taxes and expenses
Less than $10,000 31% 60% 35% 18% 12%
$10,000 to $24,999 16 20 20 11 9
$25,000 to $34,999 9 6 12 8 7
$35,000 to $49,999 10 6 12 12 9
$50,000 to $74,999 11 3 10 16 13
$75,000 to $99,999 8 2 6 12 14
$100,000 to $149,999 7 2 4 10 14
$150,000 to $199,999 3 * 1 6 8
$200,000 to $249,999 2 * 1 2 5
$250,000 or more 3 1 * 4 9
Median $28,300 $8,300 $21,300 $51,600 $75,000

* Less than 1 percent

HOURS PER WEEK

HOURS PER WEEK
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INCOME AND EXPENSES OF REALTORS®

Exhibit 3-17
RECEIVED SIGN-ON BONUS
(Percentage Distribution)

Florida

ALL 
REALTORS®

Received a sign-
on bonus 2%

Received a sign-
on bonus, after 
first transaction 1%

Did not receive a 
sign-on bonus 96%

U.S.

ALL 
REALTORS®

Received a sign-
on bonus 3%

Received a sign-
on bonus, after 
first transaction *

Did not receive a 
sign-on bonus 96

* Less than 1 percent
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 3-18
EXPENDITURES TO MAINTAIN REALTOR® WEB SITE, 2020
(Percentage Distribution)

Florida

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)
Manager (with 

sellling) Sales Agent

None 33% 19% 37% 20% 8% 33% 67% 38% 39%
Less than $100 20 13 22 * 16 11 * 13 23
$100 to $499 22 27 20 20 41 22 * 38 21
$500 to $999 9 13 8 20 8 22 * 13 9
$1,000 or more 10 20 7 40 27 11 33 * 9

Median $90 $370 $60 $750 $350 $210 * $90 $50

* Less than 1 percent

U.S.

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-Owner 
(without 

selling)
Broker-Owner 

(with selling)
Associate 

Broker

Manager 
(without 

selling)
Manager (with 

sellling) Sales Agent

None 38% 29% 44% 16% 8% 35% 71% 26% 43%
Less than $100 20 18 21 23 13 22 5 14 21
$100 to $499 21 23 20 14 28 22 13 22 20
$500 to $999 10 13 8 8 19 10 * 13 8
$1,000 or more 11 18 8 39 31 11 10 25 8

Median $60 $150 $30 $410 $530 $70 * $280 $30

* Less than 1 percent

LICENSED AS: MAIN FUNCTION IN FIRM

LICENSED AS: MAIN FUNCTION IN FIRM
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BUSINESS ACTIVITY OF REALTORS®

Exhibit 3-19
EXPENDITURES ON REALTOR® SOCIAL MEDIA ADVERTISING, 2020
(Percentage Distribution)

Florida

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 43% 39% 44% 75% 40% 41% 33% 40% 45%
Less than $100 18 18 18 * 22 25 * 10 18
$100 to $499 21 19 22 * 22 16 * 30 22
$500 to $999 8 10 7 * 7 13 * * 8
$1,000 or more 7 8 7 25 9 6 67 20 7

Median $40 $60 $30 * $50 $40 $1,250 $100 $30

* Less than 1 percent

U.S.

ALL 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 41% 39% 42% 55% 36% 38% 45% 31% 41%
Less than $100 22 21 22 9 20 24 14 16 22
$100 to $499 21 21 21 13 20 23 17 25 22
$500 to $999 8 8 7 11 10 8 2 6 7
$1,000 or more 9 11 8 12 15 7 23 22 8
Median $40 $50 $40 * $70 $50 $40 $150 $40

* Less than 1 percent

LICENSED AS: MAIN FUNCTION IN FIRM

LICENSED AS: MAIN FUNCTION IN FIRM
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-1 FIRM AFFILIATION, BY LICENSE TYPE AND FUNCTION
Exhibit 4-2 FIRM AFFILIATION, BY SPECIALTY
Exhibit 4-3 REALTOR® AFFILIATION WITH FIRMS
Exhibit 4-4 NUMBER OF OFFICES
Exhibit 4-5 TENURE OF REALTORS® AT THEIR PRESENT FIRM
Exhibit 4-6 BROKER OWNERSHIP INTEREST, 2020
Exhibit 4-7 BENEFITS RECEIVED THROUGH FIRM, FAMILY, OR PAYS OUT OF POCKET
Exhibit 4-8 WORKED FOR A FIRM THAT WAS BOUGHT OR MERGED
Exhibit 4-9 REALTORS® CHANGING FIRMS DUE TO CONSOLIDATION
Exhibit 4-10 CHANGE IN COMPENSATION RESULTING FROM MERGER
Exhibit 4-11 REAL ESTATE TEAMS

Exhibit 4-12 TENURE OF REALTORS® ON REAL ESTATE TEAM

Exhibit 4-13 NUMBER OF LICENSED REAL ESTATE TEAM MEMBERS
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-1
FIRM AFFILIATION, BY LICENSE TYPE AND FUNCTION
(Percentage Distribution)

Florida

Firm Description
ALL 

REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser Other
Independent company 59% 68% 56% 80% 88% 59% 50% 60% 56% 75% 61%

Franchised company 37 26 40 20 9 35 50 30 40 * 35

Other 4 5 4 * 3 6 * 10 4 25 4

* Less than 1 percent

U.S.

Firm Description
ALL 

REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser Other
Independent company 53% 60% 49% 80% 85% 49% 34% 64% 48% 89% 58%

Franchised company 42 35 46 16 12 46 54 34 46 1 37

Other 5 6 5 4 3 6 12 2 6 10 5
    

MAIN FUNCTION IN FIRMLICENSED AS

LICENSED AS MAIN FUNCTION IN FIRM
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-2
FIRM AFFILIATION, BY SPECIALTY
(Percentage Distribution)

Florida

Firm Description Appraisal Residential Commercial Residential Commercial

Independent company 59% 83% 59% 40% 70% 100%

Franchised company 37 * 36 60 30 *

Other 4 17 5 * * *

* Less than 1 percent

U.S.

Firm Description Appraisal Residential Commercial Residential Commercial

Independent company 53% 86% 52% 61% 79% 88%

Franchised company 42 6 42 33 18 12

Other 5 8 6 6 3 *

ALL 
REALTORS®

BROKERAGE PROPERTY MANAGEMENT

PRIMARY REAL ESTATE SPECIALTY
BROKERAGE PROPERTY MANAGEMENTALL 

REALTORS®

PRIMARY REAL ESTATE SPECIALTY
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-3
REALTOR® AFFILIATION WITH FIRMS
(Percentage Distribution)

Florida

Independent Contractor 84%
Employee 7
Other 8

U.S.

Independent Contractor 88%
Employee 5
Other 7

Independent 
Contractor, 

84%

Employee, 7

Other, 8

REALTOR® AFFILIATION WITH FIRMS
(Percentage Distribution)

Independent 
Contractor, 

88%

Employee, 5
Other, 7

REALTOR® AFFILIATION WITH FIRMS
(Percentage Distribution)
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-4
NUMBER OF OFFICES
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner  

(no 
selling)

Broker-
Owner       

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)
Manager 

(with sellling)
Sales 

Agent Appraiser

1 office 42% 63% 36% 40 89% 41% 25% 22% 37% 75%

2 to 4 offices 31 21 34 60 10 38 25 56 33 25

5 to 9 offices 10 4 12 * * 6 * 11 12 *

10 to 99 offices 12 9 13 * * 13 25 11 13 *

100 or more offices 4 4 5 100 2 3 25 * 5 *

Median 3 1 5 1 1 4 3 1 6 1

U.S.

2021 Survey
2020 

Survey

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner         

(no 
selling)

Broker-
Owner       

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)
Manager 

(with sellling)
Sales 

Agent Appraiser

1 office 42% 42% 51% 38% 64% 84% 37% 25% 38% 36% 87%

2 to 4 offices 26 24 22 28 25 9 30 18 29 28 13

5 to 9 offices 11 11 9 12 4 2 12 13 10 12 *

10 to 99 offices 15 17 14 15 7 2 17 27 21 17 *

100 or more offices 6 6 4 7 * 3 4 17 2 7 *

Median 2 2 1 2 1 1 3 5 2 3 1

* Less than 1 percent

ALL REALTORS®

LICENSED AS MAIN FUNCTION IN FIRM

ALL REALTORS® LICENSED AS MAIN FUNCTION IN FIRM
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-5
TENURE OF REALTORS® AT THEIR PRESENT FIRM
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner         

(no selling)
Broker-Owner       

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser

1 year or less 43% 26% 49% * 25% 33% 75% 40% 47% *

2 years 11 10 11 * 8 18 * 10 11 *

3 years 6 6 7 * 2 6 * * 7 *

4 years 5 5 5 20 3 * * 20 6 *

5 years 5 4 5 * 5 3 * * 5 *

6 to 11 years 21 29 18 40 33 21 * 20 19 75

12 years or more 9 20 5 40 24 18 25 10 5 25

Median (years) 5 11 4 12 13 9 14 5 4 19

* Less than 1 percent

U.S.

2021 
Survey

2020 
Survey

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner         

(no selling)
Broker-Owner       

(with selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser

1 year or less 39% 30% 28% 44% 13% 19% 39% 40% 20% 43% 6%

2 years 10 13 8 11 3 7 8 8 7 11 3

3 years 7 9 7 7 4 5 6 11 8 7 8

4 years 6 7 5 6 5 3 6 * 7 6 1

5 years 5 6 5 5 8 5 5 7 6 5 2

6 to 11 years 21 22 25 18 27 28 23 11 30 18 33

12 years or more 13 14 22 8 40 33 13 24 23 9 47

Median (years) 5 4 7 4 13 11 5 3 8 4 15

* Less than 1 percent

All REALTORS®

LICENSED AS: MAIN FUNCTION IN FIRM

All REALTORS® LICENSED AS: MAIN FUNCTION IN FIRM
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-6
BROKER OWNERSHIP INTEREST, 2020
(Percentage Distribution)

Florida

Independent 
company

Franchised 
company Other

Sole ownership 61% 6% * 100%

Partner in a partnership 13 65 30 *

Stockholder and/or corporate office 2 14 10 *

No ownership interest 18 3 * *

Other 6 13 60 *

* Less than 1 percent

U.S.

2021 
Survey

2020 
Survey

Independent 
company

Franchised 
company Other

Sole ownership 37% 33% 50% 9% 22%

Partner in a partnership 7 8 8 5 2

Stockholder and/or corporate office 6 7 5 5 20

No ownership interest 49 50 35 81 52

Other 2 2 2 1 4

* Less than 1 percent

ALL BROKERS

FIRM AFFILIATION

ALL BROKERS FIRM AFFILIATION
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-7
BENEFITS RECEIVED THROUGH FIRM, FAMILY, OR PAYS OUT OF POCKET
(Percent of Respondents)

Florida

Provided by 
Firm

Provided by 
Partner/ Spouse/ 

Family
Pays for out of 

pocket
Do not 
receive 

Errors & Omissions insurance 43% 1% 30% 28%

Health insurance 3 20 45 33

Pension/SEP/401(K) 2 7 26 63

Paid vacation/sick days 2 3 18 74

Dental insurance 2 30 30 49

Life insurance 1 10 32 55

Vision care 1 17 27 53

U.S.

Provided by 
Firm

Provided by 
Partner/ Spouse/ 

Family
Pays for out of 

pocket
Do not 
receive 

Errors & Omissions insurance 42% 1% 40% 19%

Health insurance 3 28 44 25

Paid vacation/sick days 4 4 15 72

Pension/SEP/401(K) 3 8 33 53

Life insurance 2 14 38 45

Dental insurance 3 27 30 41

Disability insurance (long-term care) 2 6 15 71

Vision care 2 25 28 43

Other 1 1 6 46
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-8
WORKED FOR A FIRM THAT WAS BOUGHT OR MERGED
(Percentage Distribution)

Florida

Yes 7%
No 93

U.S.

Yes 8%

No 92

Yes, 7%

No, 93

WORKED FOR A FIRM THAT WAS BOUGHT OR 
MERGED

(Percentage Distribution)

Yes, 8%

No, 92

WORKED FOR A FIRM THAT WAS BOUGHT OR 
MERGED

(Percentage Distribution)
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-9
REALTORS® CHANGING FIRMS DUE TO CONSOLIDATION
(Percentage Distribution)

Florida

REALTOR® changed firms as a result of a merger:
Yes, voluntarily 31%

Yes, involuntarily 4

No 65

U.S.

REALTOR® changed firms as a result of a merger: 2021 Survey 2020 Survey

Yes, voluntarily 28% 28%

Yes, involuntarily 6 4

No 66 67
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-10
CHANGE IN COMPENSATION RESULTING FROM MERGER
(Percentage Distribution)

Florida

Among all who 
worked for a 

firm that was 
bought or 

merged

Among those 
who changed 

firms as a result 
of merger

It increased 15% 35%

It stayed the same 66 41

It decreased 19 24

U.S.

Among all who 
worked for a 

firm that was 
bought or 

merged

Among those 
who changed 

firms as a result 
of merger

Among all who 
worked for a firm 
that was bought 

or merged

Among those 
who changed 

firms as a 
result of 
merger

It increased 14% 21% 14% 21%

It stayed the same 74 62 74 55

It decreased 12 18 12 25

2021 SURVEY 2020 SURVEY

The 2021 National Association of REALTORS ® Member Profile Page 83



OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-11
REAL ESTATE TEAMS
(Percentage Distribution)

Florida

Member of a 
Real Estate 

Team

Yes 22%
No 76

Median (number 
of team 
members) 4

U.S.

Yes 23%
No 76%

Median (number 
of team 
members) 4

Yes, 8%

No, 92

Member of a Real Estate Team
(Percentage Distribution)

Yes, 22%

No, 76

Member of a Real Estate Team
(Percentage Distribution)
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-12
TENURE OF REALTORS® ON REAL ESTATE TEAM
(Percentage Distribution)

Florida

All 
REALTORS®

1 year or less 54%

2 years 10

3 years 9
4 years or more 27

Median (years) 2

* Less than 1 percent

U.S.

All 
REALTORS®

1 year or less 47%

2 years 11

3 years 9
4 years or more 33

Median (years) 2
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OFFICE AND FIRM AFFILIATION OF REALTORS®

Exhibit 4-13
NUMBER OF LICENSED REAL ESTATE TEAM MEMBERS
(Percentage Distribution)

Florida

All 
REALTORS®

All team members 82%

More than half, but not all 12

Half of the team members 1

Less than half, but some *

None of the team members 5

* Less than 1 percent

U.S.

All 
REALTORS®

All team members 85%

More than half, but not all 12

Half of the team members 1

Less than half, but some 1

None of the team members 2
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TECHNOLOGY & REALTORS®

Exhibit 5-1 FREQUENCY OF USE OF COMMUNICATIONS AND TECHNOLOGY PRODUCTS
Exhibit 5-2 FREQUENCY OF USE OF SMARTPHONE FEATURES
Exhibit 5-3 FREQUENCY OF USE OF BUSINESS SOFTWARE
Exhibit 5-4 PREFERRED METHOD OF COMMUNICATION WITH CLIENTS
Exhibit 5-5 REALTOR'S® FIRM WEB PRESENCE
Exhibit 5-6 REALTORS® WITH WEB SITES, BY LICENSE AND FUNCTION
Exhibit 5-7 REALTORS® WITH WEB SITES, BY EXPERIENCE
Exhibit 5-8 LENGTH OF TIME REALTORS® HAVE HAD A WEB SITE FOR BUSINESS USE
Exhibit 5-9 INFORMATION ON REALTOR® WEB SITES
Exhibit 5-10 ACTIVE USE OF SOCIAL OR PROFESSIONAL NETWORKING WEB SITES
Exhibit 5-11 USE OF DRONES IN REAL ESTATE BUSINESS OR OFFICE
Exhibit 5-12 CUSTOMER INQUIRIES GENERATED FROM WEB SITE, 2020
Exhibit 5-13 CUSTOMER INQUIRIES GENERATED FROM WEB SITE BY AMOUNT SPENT TO MAINTAIN, 2020
Exhibit 5-14 BUSINESS GENERATED FROM REALTOR® WEB SITE, 2020
Exhibit 5-15 BUSINESS GENERATED FROM REALTOR® WEB SITE, BY AMOUNT SPENT TO MAINTAIN, 2020
Exhibit 5-16 BUSINESS GENERATED FROM REALTOR® SOCIAL MEDIA, 2020
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TECHNOLOGY & REALTORS®

Exhibit 5-1
FREQUENCY OF USE OF COMMUNICATIONS AND TECHNOLOGY PRODUCTS
(Percentage Distribution)

Florida

All REALTORS®
Daily or nearly 

every day
A few 

times a 
A few 

times a 
A few 

times a 
Rarely or 

Never
Smartphone with wireless email 
and Internet capabilities

94 4 1 * 2

Laptop/Desktop computer 90 7 1 * 1

Cell phone (no email and 
Internet)

69 3 1 * 26

Tablets 30 13 5 4 47

Digital camera 24 20 13 7 35

* Less than 1 percent

U.S.

All REALTORS®
Daily or nearly 

every day
A few 

times a 
A few 

times a 
A few 

times a 
Rarely or 

Never

Smartphone with wireless email 
and Internet capabilities 

96% 2% * 1% 1%

Laptop/Desktop computer 92 5 * 1 1

Cell phone (no email and 
Internet)

64 3 * 1 32

Tablets 25 15 5 7 48

Digital camera 21 20 9 13 37

* Less than 1 percent
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TECHNOLOGY & REALTORS®

Exhibit 5-2
FREQUENCY OF USE OF SMARTPHONE FEATURES
(Percentage Distribution)

Florida

All REALTORS®
Daily or nearly 

every day
A few times 

a week
A few times 

a month
A few times 

a year
Rarely or 

Never
E-mail 94 4 1 * *

Global positioning system (GPS) 50 28 7 4 11

Podcasts 7 10 12 7 64

Apps for personal security 13 9 6 6 66

Photo Apps 28 20 13 7 32

Social Media Apps 55 18 8 4 15

Lock Box (Sentrilock) 24 28 18 12 18

Document Storage (OneDrive, 
Docusign)

42 26 11 8 14

Listing Apps 26 18 12 10 35

News Apps 29 17 10 7 37

Realtor Management Apps 20 15 7 6 51

Messaging (Slack, Teams, G chat) 27 9 6 4 54

Realtor Magazine 5 12 22 20 41

Photofy 3 3 4 3 88

Newsletters 7 9 15 13 56

* Less than 1 percent

U.S.

All REALTORS®
Daily or nearly 

every day
A few times 

a week
A few times 

a month
A few times 

a year
Rarely or 

Never

E-mail 95% 4% * 1% *

Social Media Apps 57 18 4 7 14

Global positioning system (GPS) 49 29 3 8 11

Document Storage (OneDrive, 
Docusign)

44 27 8 11 11

News Apps 28 17 8 11 38

Photo Apps 26 21 9 13 31

Lock Box (Sentrilock) 24 32 11 16 16

Listing Apps 24 18 11 10 36

Messaging (Slack, Teams, G chat) 22 9 5 6 58

Realtor Management Apps 18 14 7 8 52

Apps for personal security 11 8 7 7 67

Podcasts 7 11 9 13 61
Newsletters 5 9 15 17 55

Realtor Magazine 4 9 22 21 45

Photofy 2 2 3 4 89

* Less than 1 percent
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TECHNOLOGY & REALTORS®

Exhibit 5-3
FREQUENCY OF USE OF BUSINESS SOFTWARE
(Percentage Distribution)

Florida

ALL REALTORS®
Daily or nearly 

every day
A few times 

a week
A few times 

a month
A few times 

a year
Rarely or 

Never
Multiple listing 59% 19% 7% 7% 8%
Contact management 30 23 11 9 27
Document preparation 29 35 14 10 13
Comparative market analysis 24 37 20 13 7
Social media management tools 29 19 13 6 34
Customer relationship management 27 17 9 8 39
E-signature 27 32 19 14 9
Electronic contract and forms 35 34 15 12 4
Transaction management 23 20 13 10 33
Graphics or presentation 14 18 17 16 35
Property management 8 9 8 9 66
Video 13 17 13 16 41
Loan analysis 6 13 16 13 52

U.S.

ALL REALTORS®
Daily or nearly 

every day
A few times 

a week
A few times 

a month
A few times 

a year
Rarely or 

Never
Multiple listing 63% 16% 6% 7% 8%
Electronic contract and forms 39 33 9 15 4
E-signature 33 32 12 17 7
Contact management 32 23 8 12 25
Document preparation 32 33 8 14 13
Social media management tools 30 19 7 12 32
Customer relationship management 27 17 7 11 38
Transaction management 25 22 10 12 32
Comparative market analysis 23 38 12 22 7
Graphics or presentation 12 20 17 18 34
Video 11 16 17 17 40
Property management 8 6 9 7 71
Loan analysis 5 14 13 16 53
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TECHNOLOGY & REALTORS®

Exhibit 5-4
PREFERRED METHOD OF COMMUNICATION WITH CLIENTS
(Percent of Respondents)

Florida

Current 
clients/ 

customers

Past 
clients/ 

customers

Potential 
clients/ 

customers

Do not 
use

Text messaging 90% 59% 58% 3%
E-mail 67 67 66 2
Telephone 90 58 63 2
Instant messaging (IM) 39 25 26 39
Postal mail 22 31 35 38
Video chat 28 15 17 52
* Less than 1 percent

U.S.

Current 
clients/ 

customers

Past 
clients/ 

customers

Potential 
clients/ 

customers

Do not 
use

Text messaging 93% 61% 58% 2%
Telephone 90 59 62 2
E-mail 89 70 66 1
Instant messaging (IM) 36 23 23 37
Video chat 28 12 18 51
Postal mail 23 39 40 30

ALL REALTORS®

ALL REALTORS®
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TECHNOLOGY & REALTORS®

Exhibit 5-5
REALTOR'S® FIRM WEB PRESENCE
(Percentage Distribution)

Florida

Firm has Web site 90%
Firm does not have Web site 6%

Firm does not have Web site but plans to in 
the future

2%

U.S.

2021 
Survey

Firm has Web site 91%

Firm does not have Web site 5%

Firm does not have Web site but plans to in 
the future

2%

Don't know 2%

Firm has Web site, 90%

Firm does not 
have Web site, 

6%

Firm does not 
have Web site 
but plans to in 
the future, 2%

REALTOR'S® FIRM WEB PRESENCE
(Percentage Distribution)

Firm has Web site, 91%

Firm does not 
have Web site, 

5%

Firm does not 
have Web site 
but plans to in 
the future, 2%

Don't know, 
2%

REALTOR'S® FIRM WEB PRESENCE
(Percentage Distribution)
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TECHNOLOGY & REALTORS®

Exhibit 5-6
REALTORS® WITH WEB SITES, BY LICENSE AND FUNCTION
(Percentage Distribution)

Florida

ALL 

REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker
Owner         

(no 
selling)

Broker
Owner       

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

selling)
Sales 

Agent Appraiser
Have a Web site 69% 68% 75% * 59% 76% 66% 100% 77% 13%

A Web site developed 
and/or maintained by 
REALTOR®

28 39 16 * 51 40 33 50 16 13

A Web site provided by firm 41 29 59 * 8 36 33 50 61 *
Do not have a Web site 32 32 25 100 40 24 33 * 23 88

No Web site 20 28 20 100 32 24 33 * 19 75

No Web site, but plan to 
have one in the future

12 4 5 * 8 * * * 4 13

* Less than 1 percent

U.S.

ALL 

REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker
Owner         

(no 
selling)

Broker
Owner       

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

selling)
Sales 

Agent Appraiser
Have a Web site 69% 70% 69% 75% 67% 71% 74% 76% 70% 37%

A Web site developed 
and/or maintained by 
REALTOR®

24 31 21 44 45 24 36 21 19

A Web site provided by firm 45 39 48 31 22 47 74 40 49 18
Do not have a Web site 31 30 31 25 33 29 26 25 30 63

No Web site 21 22 20 21 24 21 23 22 19 61

No Web site, but plan to 
have one in the future

10 8 11 4 9 8 3 3 11 2

* Less than 1 percent

LICENSED AS MAIN FUNCTION IN FIRM

LICENSED AS: MAIN FUNCTION IN FIRM
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TECHNOLOGY & REALTORS®

Exhibit 5-7
REALTORS® WITH WEB SITES, BY EXPERIENCE
(Percentage Distribution)

Florida

2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

Have a Web site 69% 71% 75% 72% 62%

A Web site developed and/or 
maintained by REALTOR®

28 24 31 31 27

A Web site provided by firm 41 47 44 41 35
Do not have a Web site 32 29 25 28 39

No Web site 20 14 17 17 29
No Web site, but plan to have one 
in the future

12 15 8 11 10

U.S.

2021 
Survey

2020 
Survey

Have a Web site 69% 70%

A Web site developed and/or 
maintained by REALTOR®

24 26

A Web site provided by firm 45 44
Do not have a Web site 31 29

No Web site 21 20
No Web site, but plan to have one 
in the future

10 9

REAL ESTATE EXPERIENCE
ALL 

REALTORS®

ALL 
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TECHNOLOGY & REALTORS®

Exhibit 5-8
LENGTH OF TIME REALTORS® HAVE HAD A WEB SITE FOR BUSINESS USE
(Percentage Distribution Among those with a Web Site)

Florida

2 years or 
less

3 to 5 
years

6 to 15 
years

16 years 
or more

Less than one year 3% 24% 6% 3% 27%
1 to 2 years 26 74 30 11 35
3 to 4 years 12 1 48 15 29
5 or more years 59 1 17 72 10

Median years 7 1 3 9 13

U.S.

2021 
Survey

2020 
Survey

Less than one year 6% 5%
1 to 2 years 28 27
3 to 4 years 14 13
5 or more years 52 55

Median years 5 5

* Less than 1 percent

REAL ESTATE EXPERIENCE
ALL 

REALTORS®

ALL REALTORS®
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TECHNOLOGY & REALTORS®

Exhibit 5-9

INFORMATION ON REALTOR® WEB SITES
(Percent of Respondents with a Web Site)

Florida

ALL 

REALTORS® Residential Commercial

Own property listings 77% 80% 75%

Information about home buying and selling 64 69 67

Mortgage or financial calculators 37 43 33

Link to firm's Web site 62 56 67

Community information or demographics 29 30 25

School reports 19 23 *

Virtual tours 41 43 *

Links to state and local government Web sites 14 16 *

Current mortgage rates 17 19 *

Home valuation or Comparative Market Analysis 29 32 *

Chat Live 8 13 25

Links to mortgage lenders' Web sites 17 16 *

Links to real estate service providers 14 15 25

Link to National Association of REALTORS® 6 5 *

Link to social media 43 46 67

Appointment scheduler 27 26 *

Link to commercial information exchange (CIE) 2 2 *

Link to local association 7 5 33

Link to state association 5 2 *

Other 5 6 *

* Less than 1 percent

U.S.

ALL 

REALTORS® Residential Commercial

Own property listings 81% 86% 66%

Information about home buying and selling 69 73 29

Link to firm's Web site 66 65 71

Link to social media 43 46 39

Mortgage or financial calculators 42 45 32

Virtual tours 37 40 21     
Analysis tools 29 33 9

Community information or demographics 24 28 7

Appointment scheduler 23 22 17

School reports 22 25 4

Current mortgage rates 16 17 12

Links to state and local government Web sites 14 16 8

Links to real estate service providers 14 15 9

Links to mortgage lenders' Web sites 13 14 12

Chat Live 11 12 6

Link to local association 8 7 13

Link to National Association of REALTORS® 7 6 3

Link to state association 5 4 9

Link to commercial information exchange (CIE) 2 1 10

Other 4 4 5

BROKERAGE SPECIALISTS

BROKERAGE SPECIALISTS
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TECHNOLOGY & REALTORS®

Exhibit 5-10

ACTIVE USE OF SOCIAL OR PROFESSIONAL NETWORKING WEB SITES

(Percentage Distribution)

Florida

Use of Social Media for Professional or Personal Use:
Professional Use: Personal Use:

Facebook 70% Facebook 75%
LinkedIn 54 LinkedIn 22
Instagram 45 Instagram 46
Twitter 22 Twitter 21
Pinterest 8 Pinterest 30
Snapchat 6 Snapchat 20
ActiveRain 3 ActiveRain 3
Blog 7 Blog 4
TikTok 3 TikTok 13
YouTube 26 YouTube 34
Do not use social media 28 Do not use social media 31

U.S.

Professional Use: Personal Use:
Facebook 74% 76%
LinkedIn 56 21
Instagram 44 47
YouTube 26 33
Twitter 19 21
Pinterest 9 31
Blog 6 4
Snapchat 4 19
ActiveRain 3 2
TikTok 3 12
Do not use social media 27 28
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TECHNOLOGY & REALTORS®

Exhibit 5-11
USE OF DRONES IN REAL ESTATE BUSINESS OR OFFICE
(Percentage Distribution)

Florida

Yes, personally use drones 7%

Yes, hire a professional to 
operate a drone for my busines 37
Yes, someone in office uses 
drones 13
Not currently, but plan to in the 
future 13
No, do not use drones 16
Don't Know 14

U.S.

Yes, personally use drones 6%

Yes, hire a professional to 
operate a drone for my busines 36
Yes, someone in office uses 
drones 14
Not currently, but plan to in the 
future 12
No, do not use drones 21
Don’t know 12

The 2021 National Association of Realtors® Member Profile
Page 98



TECHNOLOGY & REALTORS®

Exhibit 5-12
CUSTOMER INQUIRIES GENERATED FROM WEB SITE, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent

None 55% 38% 59% 50% 49% 30% 25% 22% 59%
1 to 5 inquiries 28 32 27 * 32 39 25 33 27
6 to 10 inquiries 6 11 4 * 8 4 * 11 5
11 to 20 inquiries 3 2 4 * * 4 * 11 3
21 to 50 inquiries 6 10 4 * 8 13 50 11 4
51 to 100 inquiries 1 2 1 * 3 * * * 1
More than 100 inquiries 2 6 1 50 * 9 * 11 1

Median (inquiries) 1 2 * * 2 4 6 50 *

* Less than 1 percent

U.S.

In 2020 In 2019

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent

None 54% 54% 45% 59% 29% 35% 51% 36% 35% 59%
1 to 5 inquiries 28 29 32 26 31 34 32 19 26 27
6 to 10 inquiries 6 6 7 5 6 8 6 * 12 5
11 to 20 inquiries 4 4 6 3 3 8 5 8 10 3
21 to 50 inquiries 4 4 5 4 11 7 4 21 7 3
51 to 100 inquiries 2 2 2 1 7 5 1 * 4 1
More than 100 inquiries 2 2 3 1 14 3 1 16 7 1

Median (inquiries) * * 1 * 2 2 * 5 3 *

* Less than 1 percent

LICENSED AS: MAIN FUNCTION IN FIRM

ALL REALTORS®

ALL REALTORS® LICENSED AS: MAIN FUNCTION IN FIRM
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TECHNOLOGY & REALTORS®

Exhibit 5-13
CUSTOMER INQUIRIES GENERATED FROM WEB SITE BY AMOUNT SPENT TO MAINTAIN, 2020
(Percentage Distribution)

Florida

ALL REALTORS® None
Less than 

$100
$100 to 

$499
$500 to 

$999
$1,000 or 

more
None 55% 69% 54% 53% 44% 20%
1 to 5 inquiries 28 21 34 31 34 33
6 to 10 inquiries 6 3 7 5 5 13
11 to 20 inquiries 3 3 * 4 2 7
21 to 50 inquiries 6 2 4 4 10 15
51 to 100 inquiries 1 * 1 1 2 4
More than 100 inquiries 2 1 * 2 2 9

Median (inquiries) 1 * 2 1 2 2

* Less than 1 percent

U.S.

ALL REALTORS® None
Less than 

$100
$100 to 

$499
$500 to 

$999
$1,000 or 

more
None 54% 69% 56% 49% 41% 24%
1 to 5 inquiries 28 22 31 35 32 30
6 to 10 inquiries 6 4 5 6 9 12
11 to 20 inquiries 4 2 3 5 5 11
21 to 50 inquiries 4 1 4 3 8 12
51 to 100 inquiries 2 1 1 2 2 5
More than 100 inquiries 2 1 1 1 2 7

Median (inquiries) * * * 1 2 5

AMOUNT SPENT TO MAINTAIN THE WEB SITE:

AMOUNT SPENT TO MAINTAIN THE WEB SITE:
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TECHNOLOGY & REALTORS®

Exhibit 5-14
BUSINESS GENERATED FROM REALTOR® WEB SITE, 2020
(Percentage Distribution)

Florida

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 53% 39% 57% * 42% 40% 33% 14% 57%
1% to 5% 24 26 23 33 28 30 * 29 23
6% to 10% 9 13 8 * 11 15 33 29 8
11% to 25% 8 12 7 33 17 5 * 29 7
26% to 50% 4 7 3 33 3 5 33 * 4
More than 50% 2 4 1 * * 5 * * 2

Median (percent 
of business)

* 3% * * 2% 2% * 7% *

* Less than 1 percent

U.S.

In 2020 In 2019

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 54% 53% 44% 59% 26% 34% 48% 41% 30% 59%
1% to 5% 25 25 28 23 30 29 27 24 28 24
6% to 10% 9 11 12 8 16 14 13 18 15 8
11% to 25% 7 6 9 6 9 15 6 5 16 6
26% to 50% 3 3 4 3 15 7 4 8 4 3
More than 50% 2 2 2 2 4 1 1 4 8 2

Median (percent 
of business)

* * 2% * 4% 3% 1% 3% 4% *

* Less than 1 percent

LICENSED AS: MAIN FUNCTION IN FIRM

All REALTORS®

All REALTORS® LICENSED AS: MAIN FUNCTION IN FIRM
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TECHNOLOGY & REALTORS®

Exhibit 5-15
BUSINESS GENERATED FROM REALTOR® WEB SITE, BY AMOUNT SPENT TO MAINTAIN, 2020
(Percentage Distribution)

Florida

ALL REALTORS® None
Less than 

$100
$100 to 

$499
$500 to 

$999
$1,000 or 

more
None 53% 70% 57% 46% 42% 21%
1% to 5% 24 21 27 24 24 23
6% to 10% 9 4 8 15 5 19
11% to 25% 8 3 3 7 18 28
26% to 50% 4 1 2 4 8 6
More than 50% 2 1 2 3 3 2

Median (percent 
of business)

* * * 2% 2% 7%

* Less than 1 percent

U.S.

ALL REALTORS® None
Less than 

$100
$100 to 

$499
$500 to 

$999
$1,000 or 

more
None 54% 71% 55% 48% 40% 23%
1% to 5% 25 19 29 29 27 27
6% to 10% 9 5 8 11 12 17
11% to 25% 7 3 6 7 12 19
26% to 50% 3 2 2 3 5 7
More than 50% 2 1 1 1 4 6

Median (percent 
of business)

* * * 1% 2% 5%

AMOUNT SPENT TO MAINTAIN THE WEB SITE:

AMOUNT SPENT TO MAINTAIN THE WEB SITE:
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TECHNOLOGY & REALTORS®

Exhibit 5-16
BUSINESS GENERATED FROM REALTOR® SOCIAL MEDIA, 2020
(Percentage Distribution)

Florida

All 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 48% 47% 48% 25% 47% 36% 33% 40% 50%
1% to 5% 20 23 20 25 19 27 * 30 20
6% to 10% 9 8 10 * 11 15 33 * 9
11% to 25% 9 10 8 * 12 6 * * 9
26% to 50% 5 5 5 * 5 3 * * 5
More than 50% 3 3 4 25 2 9 * 10 3

Median (percent 
of business)

1% 2% 1% * * 3% 8% 2% *

* Less than 1 percent

U.S.

All 
REALTORS®

Broker/ 
Broker 

Associate
Sales 

Agent

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent
None 46% 42% 47% 43% 39% 43% 25% 31% 47%
1% to 5% 20 20 20 20 20 20 17 20 19
6% to 10% 10 12 9 8 13 13 19 13 10
11% to 25% 8 10 7 2 13 9 * 15 7
26% to 50% 5 5 5 13 5 4 7 6 5
More than 50% 4 3 4 3 3 2 * 5 4

Median (percent 
of business)

2% 3% 2% 2% 3% 2% 8% 5% 2%

* Less than 1 percent

LICENSED AS: MAIN FUNCTION IN FIRM

LICENSED AS: MAIN FUNCTION IN FIRM
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-1 GENDER OF REALTORS®, BY AGE
Exhibit 6-2 GENDER OF REALTORS®, BY EXPERIENCE
Exhibit 6-3 GENDER OF REALTORS®, BY FUNCTION
Exhibit 6-4 AGE OF REALTORS®, 1999-2021
Exhibit 6-5 AGE OF REALTORS®, BY FUNCTION
Exhibit 6-6 AGE OF REALTORS®, BY REAL ESTATE EXPERIENCE
Exhibit 6-7 FORMAL EDUCATION OF REALTORS®
Exhibit 6-8 PRIOR FULL-TIME CAREERS OF REALTORS®
Exhibit 6-9 PRIOR FULL-TIME CAREER OF REALTORS®, BY REAL ESTATE EXPERIENCE
Exhibit 6-10 REAL ESTATE IS ONLY OCCUPATION 
Exhibit 6-11 MARITAL STATUS OF REALTORS®
Exhibit 6-12 SIZE OF REALTOR® HOUSEHOLDS, BY AGE
Exhibit 6-13 RACIAL AND ETHNIC DISTRIBUTION OF REALTORS®, BY REAL ESTATE EXPERIENCE
Exhibit 6-14 RACIAL AND ETHNIC DISTRIBUTION OF REALTORS®, BY AGE
Exhibit 6-15 GROSS HOUSEHOLD INCOME OF REALTORS®, BY REAL ESTATE EXPERIENCE, 2020
Exhibit 6-16 REAL ESTATE IS PRIMARY SOURCE OF INCOME FOR HOUSEHOLD
Exhibit 6-17 HOMEOWNERSHIP OF REALTORS®, BY AGE
Exhibit 6-19 REAL ESTATE INVESTMENTS OF REALTORS®
Exhibit 6-20 VOTING PATTERN OF REALTORS®
Exhibit 6-20 VOLUNTEERS IN COMMUNITY
Exhibit 6-22 LANGUAGE FLUENCY OF REALTORS®, BY AGE
Exhibit 6-23 COUNTRY OF BIRTH OF REALTORS®, BY AGE
Exhibit 6-23 SELF OR SPOUSE/PARTNER IS ACTIVE MILITARY OR VETERAN
Exhibit 6-18 OWN SECONDARY PROPERTY
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-1
GENDER OF REALTORS®, BY AGE
(Percentage Distribution)

Florida

All 

REALTORS® 39 or younger 40 to 49 50 to 59 60 or older
Male 33% 40% 38% 29% 32%
Female 65% 58% 60% 68% 67%
Non-binary/third gender * * * 1% *
Prefer to self-describe * * * 1% *
Prefer not to say 2% 2% 2% 1% 1%

U.S. 

All 

REALTORS® 39 or younger 40 to 49 50 to 59 60 or older
Male 33% 33% 32% 31% 37%
Female 65 65 67 68 62
Non-binary/third gender * * * * *
Prefer to self-describe * * * * *
Prefer not to say 2 2 1 1 1

Age

Age
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-2
GENDER OF REALTORS®, BY EXPERIENCE
(Percentage Distribution)

Florida

All 

REALTORS®
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

All REALTORS®
Male 33% 36% 32% 33% 30%
Female 65% 62% 64% 67% 68%
Non-binary/third gender * * * * *
Prefer to self-describe * * 1% * *
Prefer not to say 2% 2% 3% 1% 1%

Brokers/Broker Associates
Male 38% * 40% 41% 35%
Female 61% * 55% 59% 65%
Non-binary/third gender * * * * *
Prefer to self-describe 1% * 5% * *
Prefer not to say * * * * *

Sales Agents: Work 40+ hours 
Male 36% 42% 42% 33% 21%
Female 63% 57% 56% 67% 79%
Non-binary/third gender * * * * *
Prefer to self-describe * * * * *
Prefer not to say 1% 2% 3% * *

Sales Agents: Work less than 40 hours
Male 30% 33% 23% 33% 27%
Female 67% 65% 71% 66% 68%
Non-binary/third gender * * * * 2%
Prefer to self-describe * * * * *
Prefer not to say 3% 3% 5% 2% 3%

U.S. 

All 

REALTORS®
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

All REALTORS®
Male 33% 32% 31% 32% 34%
Female 65 66 66 66 64
Non-binary/third gender * * * * *
Prefer to self-describe * * * * *
Prefer not to say 2 1 2 1 2

Brokers/Broker Associates
Male 37% 35% 35% 33% 39%
Female 61 63 63 65 59
Non-binary/third gender * * * * *
Prefer to self-describe * * * * *
Prefer not to say 2 1 2 1 2

Sales Agents: Work 40+ hours 
Male 33% 36% 32% 35% 28%
Female 65 62 65 62 69
Non-binary/third gender * * * * *
Prefer to self-describe * * * * *
Prefer not to say 2 1 3 2 2

Sales Agents: Work less than 40 hours
Male 28% 28% 29% 29% 27%
Female 70 70 69 70 71
Non-binary/third gender * * * * *
Prefer to self-describe * * * * *
Prefer not to say 2 2 2 1 2

Real estate experience

Real estate experience
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-3
GENDER OF REALTORS®, BY FUNCTION
(Percentage Distribution)

Florida

All 

REALTORS®

Brokers/ 
Broker 

Associates
Sales 

Agents

Broker-Owner 
(without 

selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
Male 33% 38% 32% 75% 37% 35% * 40% 33% 50%
Female 65% 61% 66% 25% 63% 65% 100% 60 65 50%
Non-binary/third gender * * * * * * * * * *
Prefer to self-describe * 1% * * * * * * * *
Prefer not to say 2% * 2% * * * * * 2% *

U.S. 

All 

REALTORS®

Brokers/ 
Broker 

Associates
Sales 

Agents

Broker-Owner 
(without 

selling)

Broker-
Owner (with 

selling)
Associate 

Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
Male 33% 37% 31% 57% 46% 33% 19% 34% 31% 61%
Female 65 61 67 43 52 65 79 64 67 37
Non-binary/third gender * * * * * * * * * *
Prefer to self-describe * * * * * * * * * *
Prefer not to say 2 2 2 * 1 1 2 2 2 2

Main Function in FirmLicensed as

Licensed as Main Function in Firm
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-4
AGE OF REALTORS®, 1999-2021
(Percentage Distribution)

Florida

2021
Under 30 years 5%
30 to 34 years 6
35 to 39 years 6
40 to 44 years 8
45 to 49 years 11
50 to 54 years 12
55 to 59 years 15
60 to 64 years 16
65 years and over 20

Median age 55

U.S. 

1999 2001 2003 2005 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021
Under 30 years 4% 4% 5% 5% 5% 5% 4% 4% 3% 2% 2% 3% 2% 5% 4% 5% 4% 4% 5%
30 to 34 years 5 6 6 6 6 6 4 5 4 4 4 4 4 6 6 6 6 5 5
35 to 39 years 9 9 9 8 8 8 7 6 5 5 5 5 5 8 8 7 8 8 8
40 to 44 years 12 12 13 12 12 10 9 8 9 9 8 7 7 10 9 8 9 9 10
45 to 49 years 15 14 12 13 14 13 12 12 11 11 10 10 10 12 12 11 11 10 10
50 to 54 years 17 18 16 16 16 15 16 15 15 15 13 16 15 15 15 15 15 14 14
55 to 59 years 15 16 15 16 16 16 15 16 16 16 17 16 16 15 15 16 16 16 15
60 to 64 years 11 10 12 12 13 14 15 16 16 16 16 16 16 14 13 13 14 13 13
65 years and over 13 12 12 13 12 14 17 17 22 22 25 24 25 16 17 20 19 21 20

Median age 52 52 51 52 51 52 54 54 56 56 57 56 57 53 53 54 54 55 54
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-5
AGE OF REALTORS®, BY FUNCTION
(Percentage Distribution)

Florida

All 

REALTORS®

Brokers/ 
Broker 

Associates
Sales 

Agents

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
Under 30 years 5% 3% 6% * 2% 3% * 0% 5% *

30 to 34 years 6 2 7 * 2 * * 0 7 *

35 to 39 years 6 1 8 * 2 3 * 10 7 *

40 to 44 years 8 8 8 * 8 10 * 0 9 *

45 to 49 years 11 9 12 * 8 10 33 20 11 33

50 to 54 years 12 9 13 * 15 3 33 20 12 *

55 to 59 years 15 18 15 75 23 26 * * 14 33

60 to 64 years 16 16 16 25 15 10 33 20 17 *
65 years and over 20 33 16 * 25 35 * 30 19 33

Median age 55 59 53 58 56 58 52 57 54 55

* Less than one percent

U.S. 

All 

REALTORS®

Brokers/ 
Broker 

Associates
Sales 

Agents

Broker-
Owner 

(without 
selling)

Broker-
Owner 

(with 
selling)

Associate 
Broker

Manager 
(without 

selling)

Manager 
(with 

sellling)
Sales 

Agent Appraiser
Under 30 years 5% 3% 6% * 1% 4% 2% 2% 5% *

30 to 34 years 5 3 6 * 1 4 4 2 6 1

35 to 39 years 8 6 9 1 5 7 8 7 9 1

40 to 44 years 10 7 11 * 5 9 1 9 10 8

45 to 49 years 10 9 10 12 9 9 8 11 10 11

50 to 54 years 14 13 14 12 15 13 25 19 14 16

55 to 59 years 15 16 15 19 19 16 7 13 15 14

60 to 64 years 13 14 12 10 15 15 22 15 13 13
65 years and over 20 28 16 46 31 24 24 22 18 36

Median age 54 57 52 63 58 56 58 55 53 59

* Less than one percent

Main Function in FirmLicensed as

Licensed as Main Function in Firm
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-6
AGE OF REALTORS®, BY REAL ESTATE EXPERIENCE
(Percentage Distribution)

Florida

All REALTORS®
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

Under 30 years 5% 14% 4% 2% *

30 to 34 years 6 10 7 6 *

35 to 39 years 6 11 14 3 1

40 to 44 years 8 10 19 6 3

45 to 49 years 11 14 17 11 6

50 to 54 years 12 13 13 12 9

55 to 59 years 15 15 12 17 17

60 to 64 years 16 9 11 21 22
65 years and over 20 4 3 23 42

Median age 55 46 47 58 63

* Less than one percent
NA- Not Applicable

U.S. 

All REALTORS®
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

Under 30 years 5% 14% 4% 1% *

30 to 34 years 5 11 9 4 *

35 to 39 years 8 14 15 8 1

40 to 44 years 10 14 14 10 3

45 to 49 years 10 12 15 11 5

50 to 54 years 14 14 15 17 12

55 to 59 years 15 12 14 19 16

60 to 64 years 13 6 8 16 19
65 years and over 20 3 6 16 44

Median age 54 44 47 55 63

NA- Not Applicable

Real estate experience

Real estate experience
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-7
FORMAL EDUCATION OF REALTORS®

(Percentage Distribution)

Florida

All 
REALTORS®

High School Graduate 11%

Some College 29%

Associate's Degree 14%

Bachelor's Degree 29%

Some Graduate School 4%

Graduate Degree 12%

U.S. 

All 
REALTORS®

High School Graduate 8%

Some College 29%

Associate's Degree 13%

Bachelor's Degree 32%

Some Graduate School 6%

Graduate Degree 13%

High School 
Graduate, 11%

Some College, 
29%

Associate's 
Degree, 14%

Bachelor's 
Degree, 29%

Some Graduate 
School, 4%

Graduate 
Degree, 12%

FORMAL EDUCATION OF REALTORS®

(Percentage Distribution)

High School 
Graduate, 8%

Some College, 
29%

Associate's 
Degree, 13%

Bachelor's 
Degree, 32%

Some Graduate 
School, 6%

Graduate 
Degree, 13%

FORMAL EDUCATION OF REALTORS®

(Percentage Distribution)
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-8
PRIOR FULL-TIME CAREERS OF REALTORS®

(Percentage Distribution)

Florida

Management/Business/Financial 17%
Sales/Retail 16

Office/Admin support 11

Education 6

Healthcare 5

None, real estate is first career 4

Family Manager 1

Construction 4

Government/Protective services 2

Manufacturing/Production 2

Computer/Mathematical 2

Architecture/Engineering 1

Legal 3

Transportation 3

Military 2

Personal care/Other services 1

Community/Social services 1

Life/Physical/Social sciences *

Retired 4

Other 20

* Less than one percent

U.S. 

Sales/Retail 15%
Management/Business/Financial 15

Office/Admin support 9

Education 7

Healthcare 6

None, real estate is first career 5

Construction 3

Government/Protective services 3

Manufacturing/Production 2

Computer/Mathematical 2

Legal 2

Transportation 2

Architecture/Engineering 2

Family Manager 1

Military 1

Personal care/Other services 1

Community/Social services 1

Retired 1

Life/Physical/Social sciences *

Other 22

* Less than one percent

17%
16

11
6

5
4

1
4

2
2
2

1
3
3

2
1
1

0
4

20

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

Management/Business/Financial

Sales/Retail

Office/Admin support

Education

Healthcare

None, real estate is first career

Family Manager

Construction

Government/Protective services

Manufacturing/Production

Computer/Mathematical

Architecture/Engineering

Legal

Transportation

Military

Personal care/Other services

Community/Social services

Life/Physical/Social sciences

Retired

Other

PRIOR FULL-TIME CAREERS OF REALTORS®

(Percentage Distribution)

15%
15%

9%
7%

6%
5%

3%
3%

2%
2%
2%

2%
2%
1%
1%
1%
1%

1%
0%

22%

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

Sales/Retail

Management/Business/Financial

Office/Admin support

Education

Healthcare

None, real estate is first career

Construction

Government/Protective services

Manufacturing/Production

Computer/Mathematical

Legal

Transportation

Architecture/Engineering

Family Manager

Military

Personal care/Other services

Community/Social services

Retired

Life/Physical/Social sciences

Other

PRIOR FULL-TIME CAREERS OF REALTORS®

(Percentage Distribution)
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-9
PRIOR FULL-TIME CAREER OF REALTORS®, BY REAL ESTATE EXPERIENCE
(Percentage Distribution)

Florida

All 

REALTORS®
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

Management/Business/Financial 17% 13% 16% 21% 20%
Sales/Retail 16 17 11 16 16

Office/Admin support 11 10 9 9 13

Education 6 5 9 9 3

None, real estate is first career * 1 1 * *

Family Manager 1 1 1 1 2

Healthcare 5 5 4 4 5
Construction 4 4 3 3 3

Computer/Mathematical 2 2 1 4 2

Manufacturing/Production 2 1 2 2 3

Government/Protective services 2 3 3 1 1

Architecture/Engineering 1 1 4 1 *

Legal 3 4 5 3 1

Transportation 3 3 3 5 2

Military 2 2 3 * 2
Personal care/Other services 1 1 2 1 1
Community/Social services 1 1 1 * 1
Life/Physical/Social sciences * 1 * 1 *
Retired 4 2 3 3 6
Other 20 24 21 17 17

* Less than one percent

U.S. 

All 

REALTORS®
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

Sales/Retail 15% 17% 14% 16% 15%

Management/Business/Financial 15 14 15 16 14

Office/Admin support 9 8 9 9 10

Education 7 8 9 7 6

Healthcare 6 9 6 5 4

None, real estate is first career 5 2 1 4 9

Construction 3 3 3 3 3
Government/Protective services 3 3 3 2 2
Manufacturing/Production 2 2 2 2 3

Computer/Mathematical 2 2 2 3 2

Legal 2 2 3 2 2

Transportation 2 2 2 2 1

Architecture/Engineering 2 1 2 2 1

Family Manager 1 1 1 2 1

Military 1 1 1 1 1
Personal care/Other services 1 1 2 1 1
Community/Social services 1 1 1 1 1
Retired 1 1 1 1 1
Life/Physical/Social sciences * * 1 * *
Other 22 21 22 21 22

* Less than one percent

Real estate experience

Real estate experience
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-10
REAL ESTATE IS ONLY OCCUPATION 
(Percent "Yes")

Florida

All 

REALTORS®
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

Yes, now and pre-Covid 62% 36% 64% 73% 79%

Was pre-Covid, is not 
now

4 4 6 1 4

Yes, now is, had 
another source pre-
Covid

12 28 5 6 3

No, has never been 22 32 25 19 14

U.S. 

All 

REALTORS®
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

Yes, now and pre-Covid 64% 34% 62% 75% 81%

Was pre-Covid, is not 
now

3 3 4 2 3

Yes, now is, had 
another source pre-
Covid

11 26 7 6 4

No, has never been 22 36 27 17 13

Real estate experience

Real estate experience
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-11
MARITAL STATUS OF REALTORS®

(Percentage Distribution)

Florida

All 

REALTORS®

Married 64%

Divorced 16

Single-never married 14

Widowed 2

Other 3

U.S. 

All 

REALTORS®

Married 69%

Divorced 15%

Single-never married 11%

Widowed 3%

Other 2%

Married, 64%

Divorced, 16

Single-never 
married, 14

Widowed, 2

Other, 3

MARITAL STATUS OF REALTORS®

(Percentage Distribution)

Married, 69%

Divorced, 15%

Single-never 
married, 11%

Widowed, 3%

Other, 2%

MARITAL STATUS OF REALTORS®

(Percentage Distribution)
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-12
SIZE OF REALTOR® HOUSEHOLDS, BY AGE
(Percentage Distribution)

Florida

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

1 adult 20% 13% 14% 27% 24%

2 adults 58 59 59 52 64

3 adults 14 15 18 15 10

4 adults 4 6 9 3 1
5 or more adults 3 7 1 3 1

Median (adults) 2 2 2 2 2

0 children 69% 39% 34% 80% 94%

1 child 15 27 31 13 2

2 children 10 17 27 6 2

3 children 4 10 5 2 1

4 or more children 2 7 3 * *

Median (children) * 1 1 * *

U.S. 

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

1 adult 21% 15% 18% 23% 24%

2 adults 60 70 60 52 61

3 adults 13 8 16 17 11

4 adults 5 5 5 7 3
5 or more adults 2 2 1 2 1

Median (adults) 2 2 2 2 2

0 children 67% 39% 34% 74% 95%

1 child 14 20 25 16 3

2 children 12 24 27 8 2

3 children 5 12 9 2 *

4 or more children 2 5 5 * *

Median (children) * 1 1 * *

Age

Age
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-13
RACIAL AND ETHNIC DISTRIBUTION OF REALTORS®, BY REAL ESTATE EXPERIENCE
(Percentage of Respondents)

Florida

All REALTORS®
2 years or 

less
3 to 5 
years

6 to 15 
years

16 years or 
more

White 69% 51% 61% 78% 85%

Hispanic/Latino 20 29 32 15 9

Black/African American 7 15 8 3 3

Asian/Pacific Islander 2 5 2 1 1

American Indian/Eskimo/Aleut 1 1 1 1 *

Other 3 3 4 4 3

Note: Respondent could choose more than one racial or ethnic category.

U.S. 

All REALTORS®
2 years or 

less
3 to 5 
years

6 to 15 
years

16 years or 
more

White 78% 71% 75% 79% 83%

Hispanic/Latino 9 13 11 9 6

Black/African American 7 10 8 5 5

Asian/Pacific Islander 6 7 7 6 4

American Indian/Eskimo/Aleut 1 1 2 1 1

Other 3 3 2 3 3

Note: Respondent could choose more than one racial or ethnic category.
* Less than one percent

Real estate experience

Real estate experience
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-14
RACIAL AND ETHNIC DISTRIBUTION OF REALTORS®, BY AGE
(Percentage of Respondents)

Florida

All 
REALTORS® 39 or younger 40 to 49 50 to 59

60 or 
older

White 69% 49% 54% 73% 85%

Hispanic/Latino 20 33 39 16 7

Black/African American 7 18 6 7 4

Asian/Pacific Islander 2 6 4 1 1

American Indian/Eskimo/Aleut 1 * 1 1 *

Other 3 1 3 5 3

Note: Respondent could choose more than one racial or ethnic category.

U.S. 

All 
REALTORS® 39 or younger 40 to 49 50 to 59

60 or 
older

White 78% 71% 70% 78% 86%

Hispanic/Latino 9 14 15 9 4

Black/African American 7 9 8 7 4

Asian/Pacific Islander 6 7 8 5 5

American Indian/Eskimo/Aleut 1 2 1 1 1

Other 3 2 3 4 2

Note: Respondent could choose more than one racial or ethnic category.
* Less than one percent

Age

Age
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-15
GROSS HOUSEHOLD INCOME OF REALTORS®, BY REAL ESTATE EXPERIENCE, 2020
(Percentage Distribution)

Florida

All 

REALTORS®

Brokers/ 
Broker 

Associates
Sales 

Agents
2 years or 

less
3 to 5 
years

6 to 15 
years

16 years or 
more

Less than $10,000 4% 2% 4% 8% 3% 3% 2%
$10,000 to $24,999 6 6 6 9 5 4 5
$25,000 to $34,999 7 3 8 9 6 7 4
$35,000 to $49,999 8 4 9 11 9 2 8
$50,000 to $74,999 15 13 16 17 14 12 17
$75,000 to $99,999 14 11 15 13 14 16 14
$100,000 to $149,999 22 23 22 18 28 28 17
$150,000 to $199,999 9 13 8 6 10 10 11
$200,000 to $249,999 7 11 5 5 3 8 10
$250,000 or more 9 16 7 4 9 8 15

Median $92,900 $123,900 $86,700 $69,100 $98,200 $110,700 $100,000

* Less than one percent

U.S. 

All 

REALTORS®

Brokers/ 
Broker 

Associates
Sales 

Agents
2 years or 

less
3 to 5 
years

6 to 15 
years

16 years or 
more

Less than $10,000 3% 1% 3% 6% 2% 2% 1%
$10,000 to $24,999 4 3 4 7 3 2 2
$25,000 to $34,999 4 3 4 7 4 3 2
$35,000 to $49,999 7 5 8 9 8 6 6
$50,000 to $74,999 12 11 13 17 11 10 12
$75,000 to $99,999 14 12 14 13 16 13 13
$100,000 to $149,999 21 20 21 20 22 22 19
$150,000 to $199,999 13 14 13 11 14 15 14
$200,000 to $249,999 9 11 8 6 8 11 12
$250,000 or more 14 19 12 6 13 17 18

Median $116,700 $137,500 $109,500 $82,700 $113,600 $131,800 $136,800

Licensed as Real estate experience

Licensed as Real estate experience
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-16
REAL ESTATE IS PRIMARY SOURCE OF INCOME FOR HOUSEHOLD
(Percent "Yes")

Florida

All 
REALTORS®

Brokers/ 
Broker 

Associates
Sales 

Agents
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

All REALTORS® 44% 55% 41% 31% 38% 50% 56%

Work less than 40 hours per 
week 29 35 27 20 19 35 42

Work 40 hours or more per 
week 65 75 65 51 66 72 78

U.S. 

All 
REALTORS®

Brokers/ 
Broker 

Associates
Sales 

Agents
2 years 
or less

3 to 5 
years

6 to 15 
years

16 years 
or more

All REALTORS® 46% 55% 41% 29% 39% 51% 58%

Work less than 40 hours per 
week 27 32 24 16 24 29 38

Work 40 hours or more per 
week 67 72 63 52 58 70 76

Licensed as Real estate experience

Licensed as Real estate experience
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-17
HOMEOWNERSHIP OF REALTORS®, BY AGE
(Percent "Own Primary Residence")

Florida

All 
REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

Own Home 77% 47% 77% 84% 86%

U.S. 

All 
REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

Own Home 82% 62% 80% 86% 89%

Age

Age

77%

47%

77%
84% 86%

0%

20%

40%

60%

80%

100%

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

Age

HOME OWNERSHIP RATE BY REAL ESTATE EXPERIENCE

82%

62%

80%
86% 89%

0%

20%

40%

60%

80%

100%

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

Age

HOME OWNERSHIP RATE BY REAL ESTATE EXPERIENCE
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-18
OWN SECONDARY PROPERTY
(Percentage Distribution)

Florida

Own secondary property 37%
Own only a primary residence 63%

U.S.  

Own secondary property 37%
Own only a primary residence 63%

Own secondary property
37%

Own only a primary 
residence

63%
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-19
REAL ESTATE INVESTMENTS OF REALTORS®

(Percentage Distribution)

Florida

All REALTORS®

Vacation Homes
None 72%
One 24
Two 3
Three or more 1

None 38%
One 33
Two 13
Three or more 16

Commercial Properties
None 83%
One 12
Two 2
Three or more 3

U.S. 

All REALTORS®

Vacation Homes
None 73%
One 24
Two 3
Three or more *

None 30%
One 33
Two 14
Three or more 23

Commercial Properties
None 81%
One 12
Two 2
Three or more 5

* Less than one percent

Residential Properties 
(except primary residence and vacation homes)

Residential Properties 
(except primary residence and vacation homes)
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-20
VOTING PATTERN OF REALTORS®

(Percent "Yes")

Florida

Registered to vote 93%

Voted in last national election 90

Voted in last local election 78

U.S. 

Registered to vote 95%

Voted in last national election 92

Voted in last local election 85
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-21
VOLUNTEERS IN COMMUNITY, BY AGE
(Percentage Distribution)

Florida

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

Volunteers 56% 50% 56% 59% 56%

U.S. 

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

Volunteers 66% 61% 70% 69% 63%

Age

Age
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-22
LANGUAGE FLUENCY OF REALTORS®, BY AGE
(Percentage Distribution)

Florida

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

Fluent only in English 72% 65% 54% 71% 84%

Fluent in other languages 28 35 46 29 16

U.S. 

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

Fluent only in English 82% 77% 77% 82% 87%

Fluent in other languages 18 23 23 18 13

Spanish 47%
French 7
Chinese (includes 
Mandarin) 6
Italian 3
Arabic 3

Age

Age
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-23
COUNTRY OF BIRTH OF REALTORS®, BY AGE
(Percentage Distribution)

Florida

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

U.S. 76% 79% 60% 77% 83%
Outside U.S. 24 21 40 23 17

U.S. 

All REALTORS® 39 or younger 40 to 49 50 to 59 60 or older

U.S. 86% 86% 81% 86% 89%
Outside U.S. 14 14 19 14 11

Age

Age

The 2021 National Association of REALTORS ®  Member Profile
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DEMOGRAPHIC CHARACTERISTICS OF REALTORS®

Exhibit 6-24
SELF OR SPOUSE/PARTNER IS ACTIVE MILITARY OR VETERAN
(Percentage Distribution)

Florida

An active-duty service member 1%
A veteran 13%
Neither 86%

U.S.  

An active-duty service member 1%
A veteran 12%
Neither 88%

An active-duty service 
member

1%

A veteran
12%

Neither
87%

The 2021 National Association of REALTORS ®  Member Profile
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May 27, 2020 
 
 
 
Attn: AIO Realty & Property Mgmt 
c/o General Counsel 
150 S Pine Island Rd # 300 
Plantation, FL 33324 
 
Dear Counsel, 
 
  This letter along with relevant enclosures constitutes our formal demand for violation of the 
Federal Fair Housing Act of 1988, Title VIII, 42 U.S.C. § 3601 et seq. and the Florida Fair Housing Act, 
Fla. Stat. §§ 760.20-760.60, (hereinafter “FFHA” or “FHA”) to be rectified.  
 

Our client, Access4All, Inc. (hereinafter the “Client”), is a not-for-profit organization whose 
membership consists, in part, of persons with disabilities who live throughout the nation, and others 
who are committed to, inter alia, equal access, equal opportunity, and equal rights for protected classes. 
 

While attempting to access Respondent’s real estate listing at aiorealty.com (hereinafter 
“website”) using American Foundation for the Blind (AFB) approved screen-reading software, our 
client, encountered several access barriers which denied full and equal access to information and/or 
services related to real estate services offered and made available to the public on the referred website.  
 

The substantial errors and challenges encountered on the website are described as follows: 
 

a)� Home Page - Missing Alternative text error – The video next to “Market Trends” is 
missing its corresponding link text. The screen reader is silent and is unable to describe 
what the video is about. User is unable to identify or acknowledge the video shown. 
Therefore, the user does not know what the video represents or where it would lead if 
clicked on by accident. 
 

b)� Home Page and all other pages where it appears Social Media Icons - When indicator 
(mouse) accesses the area where the social media icons are located is silent, the screen 
reader is unable to tell the user which social media icon it is on. The user is unable to 
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utilize the site to follow the company on the various platforms because they do not 
know which one they are on. There is no other obvious area on the page where these 
icons are operational. The screen reader is unable to access all the social media icons. 

 
c)� Home Page and all other pages where it appears - Missing Alternative text error – At 

the right bottom part of the page, the image for “Equal Housing Opportunity” logo 
does not have its corresponding text. Therefore, the user does not know what these 
images represent. 

 
d)� Home Page – Missing Alternative Text Error – The three icons for “Landlord Services, 

Tenant Services and Real Estate” located in the header image, are missing alternative 
text. When the indicator (mouse) accesses the area where the images are located, the 
screen reader is silent. As a consequence, the user does not know what these images 
represent or that they change automatically. 

 
It is important to note and remember that the barriers encountered resulted in a discriminatory 

impact on those who are visually impaired, in violation of the FHA and FFHA. The discrimination is a 
direct result of your negligence as the law presumes the party who made such a website acted without 
due care and violated the FHA and FFHA by publishing information on its website which fails to provide 
reasonable accommodations for blind and visually impaired persons. 

 
The Fair Housing Act, 42 U.S.C.S. § 3604(c), specifically states: 

“…it shall be unlawful: 
(c) To make, print, or publish, or cause to be made, printed, or published any notice, statement, 
or advertisement, with respect to the sale or rental of a dwelling that indicates any preference, 
limitation, or discrimination based on race, color, religion, sex, handicap, familial status, or 
national origin, or an intention to make any such preference, limitation, or discrimination”. 
Additionally, the FHA 42 U.S.C. § 3606, states: 
“It shall be unlawful to deny any person access to or membership or participation in any multiple-listing 
service, real estate brokers' organization or other service, organization, or facility relating to the business 
of selling or renting dwellings, or to discriminate against him in the terms or conditions of such access, 
membership, or participation, on account of race, color, religion, sex, handicap, familial status, or national 
origin. 

Lastly, the Florida Fair Housing Act, FL Stat. §§ 760.23(3) states:  

“It is unlawful to make, print, or publish, or cause to be made, printed, or published, any notice, 
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statement, or advertisement with respect to the sale or rental of a dwelling that indicates any 
preference, limitation, or discrimination based on race, color, national origin, sex, handicap, 
familial status, or religion or an intention to make any such preference, limitation, or 
discrimination”. 

The Respondent’s violation of the FHA and FFHA presents unique challenges to 
members of the blind and visually disabled community in that the violations deprive those within that 
community of important social, professional and economic benefits that arise from the enjoyment 
of non-discriminatory housing practices. 

As you may know, Congress intended FHA regulations to be enforced by private rights of 
action in addition to any administrative enforcement by a governmental body. To that end, our client 
chose to advocate for the enforcement of its members’ rights through the hiring of this firm. 

At this time, on behalf of our client we hereby demand that the Respondent undertake the 
actions necessary to make its website readily accessible to and usable by blind and visually impaired 
individuals so as to permit our client and those others similarly situated to be able to navigate and 
comprehend the website using assistive technologies such as screen-reading software. 

 

As a direct and proximate result of Respondent’s non-compliance with FHA regulations our 
client necessarily incurred damages, attorney’s fees and costs related to its compliance and 
enforcement efforts, this include but are not limited to: research into the Respondent’s discriminatory 
housing practices, its diversion of organizational resources and work performed on behalf of our client 
by this firm. 

Unless the Respondent agrees to promptly resolve this matter by taking affirmative actions to 
ensure that its website is fully accessible to, and independently usable by, blind and visually impaired 
persons within ten (10) business days of this correspondence, we reserve the right to file the attached 
complaint against Respondent on behalf of our client. 

Should Respondent elect to resolve this matter without litigation, Respondent will receive the 
following: 

��� A conditional release from our client provided the Respondent agrees to remedy the issues 
discovered on the website within thirty (30) days of resolution; 

��� A conditional release from our firm in exchange for reasonable attorney fees and costs, 
conditioned on compliance within thirty (30) days of resolution; and 

��� A WCAG 2.1. & FHA Website Compliance Assessment of the Respondent’s website. 
 

 
Whether Respondent achieves compliance through pre-suit resolution and remediation or 
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protracted litigation rests solely within the Respondent’s discretion. To that end, in the unfortunate 
circumstance that the Respondent fails to respond to this demand by June 10, 2020, we reserve the 
right to seek judicial enforcement through the attached private cause of action in addition to any 
administrative remedies that maybe available through the Department of Justice and Secretary of 
Housing and Urban Development without further notice. 

 
 

Very truly yours, 
 
 
 
/s/ Jennifer Espinet-Portell 
Jennifer Espinet-Portell, Esq. 
Counsel for Plaintiff 
Telephone: 202-754-8155 
Florida Bar No: 97890 

 
�
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UNITED STATES DISTRICT COURT  
SOUTHERN DISTRICT OF FLORIDA 

 
 
                 ) JURY TRIAL DEMANDED  
Access4All, Inc.               ) 
Plaintiff     ) 
      )  Case No.: 
      ) 
v.      ) 
      ) 
AIO Realty & Property Mgmt   ) 
Defendant,                                            ) 
      ) 
____________________________________)  
 

COMPLAINT 
 

COMES NOW, the above-named Plaintiff Access4All, Inc. (hereinafter “Plaintiff”) by 

and through its undersigned counsel, hereby files its Complaint against Defendant AIO Realty 

& Property Mgmt (hereinafter “Defendant”) pursuant to the Federal Fair Housing Act of 1988, 

Title VIII, 42 U.S.C. § 3601 et seq and the Florida Fair Housing Act Fla. Stat. §§ 760.20-760.60, 

(“FFHA” or “FHA”), and in support thereof states as follows: 

THE PARTIES, JURISDICTION & VENUE  

��� Plaintiff, Access4All, Inc. is a not-for-profit information source and advocacy group, whose 

mission is to promote online accessibility and fair housing practices throughout the United 

States.  The Organization is made up of members consisting, among others, of persons with 

disabilities, such as blind and deafness, who are committed to, inter alia, equal access, equal 

opportunity, and equal rights for all protected classes. 

��� Defendant is a Real Estate Broker who offers real estate listings through the following 

website: aiorealty.com (hereinafter “Website”). The Website is an advertisement which 

contains limitations, or outright discrimination based on a disability status of a protected class, 

and the publication of the website therefore constitutes a violation of the FFHA and FHA.  
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��� Plaintiff brings this civil rights action against Defendants for its failure to design, construct, 

maintain, and operate its website to be fully accessible to and independently usable by blind 

or visually impaired people. 

��� Because the website indicates limitation and/or discrimination against blind and visually impaired 

consumers in violation of the above-mentioned Statutes, Plaintiffs seeks a permanent injunction 

to modify Defendants personal or corporate policies, practices, and procedures so that 

Defendants website will become and remain accessible to blind and visually impaired 

consumers. 

��� This Court has subject-matter jurisdiction over this action pursuant to 28 U.S.C. § 1331 and 

42 U.S.C. § 12181, as Plaintiffs’ claims arise under Title VIII of the FHA, 42 U.S.C. § 3601, 

et seq. 

��� This Court has personal jurisdiction over Defendant because Defendant advertises through the 

Website significant residential real estate in the State of Florida.  

��� Venue is proper in this District pursuant to 28 U.S.C. §1391 because Defendants conduct and 

continue to advertise and conduct a substantial amount of their real estate business in this 

District. Defendant is subject to personal jurisdiction in this District, and a substantial portion 

of the conduct complained of herein occurred in said District. 

��� Defendant has caused to be published notices, statements and/or advertisements on the 

Website, with respect to real estate related transactions. Defendant may not cause the Website 

to indicate limitation, or to discriminate based upon a user’s handicap. 

 
PLAINTIFF AND OTHERS ARE ENTITLED TO USE THE INTERNET TO 

FIND HOUSING  
 

��� The Internet has become a vital source of information, a portal, and a tool for conducting 

business, engaging in everyday activities such as shopping, learning, banking, researching, as 

well as many other activities for sighted, blind, and visually impaired persons alike. Federal law 
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defines (1) "interactive computer service" and (2) "information content provider" to mean any 

person or entity that is responsible, in whole or in part, for the creation or development of 

information provided through the Internet or any other interactive computer service. 47 

U.S.C.S. § 230(f)(2), (f)(3).  

���� In today's technology-driven world, blind and visually impaired people have the ability to 

access websites using keyboards in conjunction with Internet accessibility software that 

vocalizes the information displayed on a computer screen or converts the content on a 

refreshable Braille display. This technology is known as screen-reading software. Screen-

reading software is currently the only method by which a blind or visually impaired person 

may independently access the Internet. Unless websites are designed to be read by screen-

reading software, blind and visually impaired persons are unable to fully access websites, and 

the information, products, and services contained therein. 

���� Blind and visually impaired users of personal computers and mobile electronic devices have 

several screen-reading software programs available to them. JAWS, ChromeVox, NVDA and 

many more are popular screen-reading software programs available for visually impaired users. 

���� For screen-reading software to function, the information on a website must be capable of 

being rendered into audible text. If the website content is not capable of being rendered into 

audible text, the screen-reading software is rendered virtually useless and the blind or visually 

impaired user is unable to access the same content available to sighted users. 

���� The international website standards organization, the World Wide Web Consortium, known 

throughout the world as W3C, has published version 2.1 of the Web Content Accessibility 

Guidelines ("WCAG 2.1" hereinafter). WCAG 2.1 are well-established guidelines for making 

websites accessible to blind and visually impaired people as well as other persons who require 

screen-reading technology to use computers and access the Internet. These guidelines are 

adopted and followed by business entities who seek to comply with federal law and ensure 
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that their websites are accessible to individuals with disabilities, including the blind and visually 

impaired. 

���� Inaccessible or otherwise non-compliant websites pose common access barriers to blind and 

visually impaired persons. Common barriers encountered by blind and visually impaired 

persons include, but are not limited to, the following: A text equivalent for every non-text 

element is not provided; Title frames with text are not provided for identification and 

navigation; Equivalent text is not provided when using scripts; Forms containing the same 

information and functionality as for sighted persons are not provided; Information about the 

meaning and structure of content is not conveyed in a manner that is detectable by the screen 

reading software; Without assistive technology text cannot be resized up to 200 percent 

without loss of content or functionality; If the content enforces a time limit, the user is not 

able to extend, adjust or disable it; Web pages do not have titles that describe the topic or 

purpose; The purpose of each link cannot be determined from the link text alone or from the 

link text and its programmatically determined link context; One or more keyboard operable 

user interfaces lack a mode of operation where the keyboard focus indicator is discernible; 

The default human language of each web page cannot be programmatically determined; When 

a component receives focus, it may initiate a change in context; Changing the setting of a user 

interface component may automatically cause a change of context where the user has not been 

advised before using the component; Labels or instructions are not provided when content 

requires user input; In content which is implemented by using markup languages, elements do 

not have complete start and end tags, elements are not nested according to their specifications, 

elements may contain duplicate attributes and/or any IDs are not unique; Inaccessible 

Portable Document Formats (PDFs); and, The name and role of all User Interface elements 

cannot be programmatically determined; items that can be set by the user cannot be 

programmatically set; and/or notification of changes to these items is not available to user 

Page 136



ϱ

�

�

agents, including assistive technology. 

FACTS RELEVANT TO ALL COUNTS  

���� Based on information and belief, it is Defendant’s policy and practice to deny blind or visually 

impaired users’ access to the Website, and therefore specifically to limit blind or visually 

impaired users’ access to housing 

���� Defendant offers the Website listing to the public. The website functions as an advertisement, 

as defined above, which offers features which should allow all consumers to take steps to view, 

analyze and apply for real estate transactions. 

���� Plaintiff, through its Tester, who is keenly familiar with issues regarding online accessibility as 

a result of her own disability, visited the Website using the screen reading software on May 15, 

2020.   

���� While attempting to navigate the Website utilizing NVDA, the Tester encountered multiple 

accessibility barriers for blind or visually impaired people that include, but are not limited to, 

the following: 

a)� Home Page - Missing Alternative text error – The video next to “Market Trends” is 

missing its corresponding link text. The screen reader is silent and is unable to describe 

what the video is about. User is unable to identify or acknowledge the video shown. 

Therefore, the user does not know what the video represents or where it would lead if 

clicked on by accident. 

b)� Home Page and all other pages where it appears Social Media Icons - When indicator 

(mouse) accesses the area where the social media icons are located is silent, the screen 

reader is unable to tell the user which social media icon it is on. The user is unable to 

utilize the site to follow the company on the various platforms because they do not 

know which one they are on. There is no other obvious area on the page where these 

Page 137



ϲ

�

�

icons are operational. The screen reader is unable to access all the social media icons. 

c)� Home Page and all other pages where it appears - Missing Alternative text error – At 

the right bottom part of the page, the image for “Equal Housing Opportunity” logo 

does not have its corresponding text. Therefore, the user does not know what these 

images represent. 

d)� Home Page – Missing Alternative Text Error – The three icons for “Landlord Services, 

Tenant Services and Real Estate” located in the header image, are missing alternative 

text. When the indicator (mouse) accesses the area where the images are located, the 

screen reader is silent. As a consequence, the user does not know what these images 

represent or that they change automatically. 

���� The Plaintiff attempted to access the Website as a blind or visually impaired person would and 

Tester encountered barriers to access on the Website that indicated limitation or discrimination 

against blind or visually impaired consumers. 

���� The numerous access barriers discovered by Plaintiff effectively makes the Website invisible 

and inaccessible to the blind or visually impaired, thus actually limiting disabled consumers from 

the equal and fair opportunity to enjoy the real estate services and information thereof that 

other non-visually impaired consumers otherwise would. 

���� The access barriers the Plaintiff encountered on the Website constitute a denial of Real Estate 

related advertisements and information to blind and visually impaired consumers and will on a 

regular basis deter such consumers from accessing the Website.  

���� If the Website was not limiting or discriminatory towards the blind or visually impaired, the 

Plaintiff could navigate the website to gather information, inquire about and/or contact the 

indicated person utilizing comparable commercially available screen reading software, like those 

previously identified. 
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���� Through testers multiple attempts to use the website, Plaintiff has actual knowledge of the 

access barriers that make these services inaccessible and independently unusable by blind and 

visually impaired people. 

���� Because maintaining and providing a website that is fully and equally accessible to all consumers, 

using the guidance of the success criteria outlined by the Web Content Accessibility Guidelines 

(WCAG 2.1), would provide blind and other visually impaired consumers with full and equal 

access to the Website, Plaintiff alleges that Defendant has engaged in acts of intentional 

discrimination, including but not limited to the following policies or practices: 

a.� Construction and maintenance of a website that is inaccessible to visually impaired 

individuals; 

b.� Failure to take actions to correct these access barriers in the face of substantial limitation 

and discrimination to blind and visually impaired consumers. 

25.�Defendants therefore uses standards, criteria or methods of administration that have the effect 

of discriminating or perpetuating the discrimination of others, as alleged herein. 

26.�Due to the Defendants’ discriminatory website operation and its failure to provide reasonable 

accommodations for disabled people and their needs, Plaintiff invokes the provisions of 42 

U.S.C. § 12188(a)(2). and seeks a permanent injunction requiring Defendants to remediate the 

discriminatory issues, which may include that the Defendants retains a qualified consultant 

acceptable to Plaintiffs (the “Agreed Upon Consultant”) to assist Defendants to comply with 

the FHA by making the website accessible, using the success criteria outlined in the WCAG 2.1 

guidelines as a source of reference. Plaintiffs seeks that this permanent injunction require 

Defendants to: Train Defendant and/or employees and/or agents who develop the Website on 

accessibility and compliance with the FHA using the success criteria outlined in the WCAG 2.1 

guidelines as a source of reference; Regularly review the accessibility of the Website as required 

by the FHA using the success criteria outlined in the WCAG 2.1 guidelines as a source of 
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reference; Regularly test end-user accessibility of the website to ensure that the Website is 

accessible to blind and visually impaired individuals who utilize screen-reading technology; and, 

Develop an accessibility policy that is clearly disclosed on the website, with contact information 

for users to report accessibility-related problems and be provided with meaningful resolution 

after Defendants have investigated and identified the accessibility- related issues. 

27.�Based on the above it is clear that although Defendants may currently have centralized policies 

regarding the maintenance and operation of its website, Defendants lack a plan and policy 

reasonably designed to make the Website fully and equally accessible to, and independently 

usable by, blind and other visually impaired consumers.  

28.�Without injunctive relief, blind and visually impaired consumers will continue to be prevented 

from full use and enjoyment of the Website in violation of their rights, granted and secured by 

the federal law. 

COUNT I – VIOLATIONS OF THE FAIR HOUSING ACT AS TO DEFENDANT 
 

Plaintiff realleges and incorporates by reference all paragraphs of this Complaint alleged above as if 

fully and completely set forth herein. 

29.�The Fair Housing Act 42 U.S.C.S. § 3604(c), specifically states:“…it shall be unlawful: (c) To make, 

print, or publish, or cause to be made, printed, or published any notice, statement, or advertisement, with respect 

to the sale or rental of a dwelling that indicates any preference, limitation, or discrimination based on race, color, 

religion, sex, handicap, familial status, or national origin, or an intention to make any such preference, limitation, 

or discrimination. 

30.�Courts have held that 42  U.S.C.S. §  3604(c) applies  to  a  variety  of  media, including 

newspapers, brochures, multiple listing services, telecommunication devices for the deaf, a 

housing complex's pool and building rules, as well as any other published medium. Along the 

same lines, the United States Department of Housing and Urban Development (“HUD”) has 

issued a regulation construing § 3604(c) as applying to written notices and statements including 
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any applications, flyers, brochures, deeds, signs, banners, posters, billboards or any documents 

used with respect to the sale or rental of a dwelling. See 24 C.F.R. § 100.75. 

31.�Due to the Defendant’s failure to have the website adequately accessible to persons with visual 

impairments, the Tester was unable to effectively access, navigate and comprehend the website 

using industry-standard screen-reading software. 

32.�Therefore, Defendant has violated the FHA and FEHA (and continue to violate said statutes) 

by denying access to the Website to individuals with disabilities who are visually impaired and 

who require the assistance of an interface with screen-reading software to adequately 

comprehend and access internet websites. 

33.�Defendant has failed to take any prompt and equitable steps to remedy its discriminatory conduct 

after receiving written notice (such notice is not a pre-requisite to suit but was afforded as a 

professional courtesy). Notwithstanding the well-established law on the matter and the prompt 

written notice provided by the Plaintiffs, these violations are ongoing. 

34.� Plaintiffs requests relief as set forth pursuant to 42 U.S.C. § 12188 and the remedies, procedures, 

and rights set forth and incorporated therein. 

COUNT II –DISPARATE TREATMENT AS TO DEFENDANT 
 

Plaintiff realleges and incorporates by reference all paragraphs of this Complaint alleged above as if fully 

and completely set forth herein. 

35.�Visually impaired persons are members of a protected class due to their disability status and 

Defendant discriminated against such persons by creating unlawful and discriminatory 

accessibility barriers to the Website in flagrant violation of the Fair Housing Act, (42 U.S.C. §§ 

3601 – 3619). 

36.�Pursuant to 42 U.S.C. § 3606 Discrimination in provision of brokerage services After December 

31, 1968, it shall be unlawful to deny any person access to or membership or participation in any 

multiple-listing service, real estate brokers' organization or other service, organization, or facility 
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relating to the business of selling or renting dwellings, or to discriminate against him in the terms 

or conditions of such access, membership, or participation, on account of race, color, religion, 

sex, handicap, familial status, or national origin. 

37.�Defendant’s operation of the website constitutes discrimination per se by making unavailable or 

denying full and equal access to its notices, statements, and advertisements to blind and visually 

impaired persons simply because of their disability. 

COUNT III –DISPARATE IMPACT AS TO DEFENDANT 
 

Plaintiff realleges and incorporates by reference all paragraphs of this Complaint alleged above as if fully 

and completely set forth herein. 

38.�Defendant discriminated against visually impaired persons in failing to make reasonable 

modifications to the website (when such modifications are necessary and reasonably achievable), 

which denied and/or limited access to people with visual disabilities based solely on their 

protected status. 

39.�The publishing and promulgation of the Website with its current restrictions have an inherently 

disparate impact on blind and/or visually impaired consumers in their quest for federally 

subsidized housing and related information.  Said parties who seek to exercise their right to 

equal access encounter significant barriers when they visit the Website.  The publication of the 

notices, statements and/or advertisements on the Website that limits and/or denies full and 

equal access to visually impaired people constitutes discrimination under the FHA. 

40.�Additionally, the Florida Fair Housing Act, FL Stat. §§ 760.23(3) states: “It is unlawful to make, 

print, or publish, or cause to be made, printed, or published, any notice, statement, or advertisement with respect 

to the sale or rental of a dwelling that indicates any preference, limitation, or discrimination based on race, color, 

national origin, sex, handicap, familial status, or religion or an intention to make any such preference, limitation, 

or discrimination”. 

41.�Defendant’s operation of the website constitutes discrimination per se by making unavailable or 
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denying full and equal access to its notices, statements, and advertisements to blind and visually 

impaired persons simply because of their disability. 

COUNT IV –NEGLIGENCE 

Plaintiffs realleges and incorporates by reference all paragraphs of this Complaint alleged above as if 

fully and completely set forth herein. 

42.�Pursuant to the FHA and FFHA, and concurrent laws and regulations, Defendant owed a 

heightened duty of care to provide full and unlimited access to the information on their website 

to all people including visually disabled people and Defendant breached his duties in failing to 

provide such access and even limiting such access to visually disabled persons. 

43.�Defendant owed a heightened duty of care to all persons in the protected class which Plaintiff 

represents and breached its duty causing those individuals to suffer the loss of important 

economic and domestic benefits that arise from having equal and unfettered access to 

information and services that Defendants otherwise provide to the public at large. 

44.�Defendant owed a heightened duty of care to the visually impaired and failed to exercise 

reasonable care and acted with reckless and willful disregard of its obligation to comply with the 

aforementioned provisions. 

45.�Defendant knew or should have known or could reasonably foresee that its wrongful acts and 

omissions would discriminate against a protected class of people and violate the FHA, FFHA 

and concurrent statutes. 

46.�Plaintiff’s members have suffered damages as a result of Defendant’s violations of said Statutes. 

RELIEF REQUESTED  

WHEREFORE, Plaintiffs prays for judgement against Defendant, to wit:  

A.� A Declaratory Judgment that, at the commencement of this action, Defendant was in violation 

of the specific requirements of the FHA and the relevant implementing regulations of the FHA, 

for Defendant’s failure to take action that was reasonably calculated to ensure that its website did 
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not function as discriminatory advertising based on a handicap; 

B.� A preliminary and permanent injunction enjoining Defendant from further violations of the FHA 

and FFHA statutes with respect to the Website; 

C.� A preliminary and permanent injunction requiring Defendant to take the steps necessary to make 

the Website readily accessible to and usable by blind and visually impaired individuals; 

D.� For attorneys' fees and costs pursuant to 42 U.S.C. § 12188(a)(1); 

E.� To the extent damages are awarded for pre-judgment interest to the extent permitted by law; 

F.� For such other and further relief as this Court deems just and proper. 

 
 
Dated:  

Respectfully submitted, 

 

      /s/ Jennifer Espinet-Portell 
      Jennifer Espinet-Portell, Esq. 
      Counsel for Plaintiff 
      Telephone: 202-754-8155 
      Florida Bar No: 97890 
                                                                    �
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Katie Johnson, General Counsel and Chief Member Experience Officer 
430 North Michigan Avenue 
Chicago, IL 60611 
Phone: (312) 329-8372 
  

August 19, 2020 
BY EMAIL AND OVERNIGHT MAIL 
Jennifer Portell, Esq. 
The Portell Law Group 
712 H St. N.W. # 5050 
Washington DC, 20002 
jeportell@jplawfirm.org 
 
  Re:  Demand letters to NAR members 
 
Dear Ms. Portell: 

  The National Association of REALTORS® (“NAR”) is a membership organization that 
represents the interests of over 1.4 million real estate professionals nationwide. NAR’s mission is to 
empower REALTORS® as they preserve, protect, and advance the right to real property for all. 
Central to our goal of advancing the right to real property for all people is our strong commitment to 
uphold and strengthen the Fair Housing Act (“FHA”). REALTORS® abide by a Code of Ethics that 
demands equal services to be provided to all people and prohibits discrimination on the basis of 
handicap, race, color, religion, sex, familial status, national origin, sexual orientation, or gender 
identity. You can find a plethora of resources regarding NAR’s efforts to protect and promote fair 
housing on our website at: https://www.nar.realtor/fair-housing.  

It has come to our attention that you have sent hundreds of boilerplate letters to our members 
in Florida and Massachusetts on behalf of an organization called Access4All, Inc. alleging that they 
have violated the FHA and their respective state fair housing laws by having real estate brokerage 
websites that are allegedly not coded to be accessible to people with disabilities. In these letters, you 
claim that the websites have “barriers which denied full and equal access to information or services 
related to real estate services offered and made available to the public on the referred website.” It is 
our understanding that you have demanded monetary payments from our members to avoid being 
sued. This matter is concerning to NAR because NAR and its members take compliance with the 
FHA very seriously and we fear that these baseless threats undermine real efforts to advance fair 
housing for all.   

As set forth below, we have significant concerns about the validity of your client’s claims as 
well as your compliance with the Florida Rules of Professional Conduct for attorneys. Before we take 
further action, we would appreciate your response to our questions so we can determine appropriate 
next steps. In the meantime, we ask that you refrain from harassing our members with threats of 
litigation under the FHA because there is no basis for these claims.   

 The Fair Housing Act Does Not Support Your Claim. Your letter threatens claims against our 
members under 42 U.S.C. §§ 3604(c) and 3606. As discussed below, neither of these provisions 
requires real estate brokers to code their websites to be accessible to individuals with disabilities, and 
thus your claims are not warranted by existing law. So our first question is, what is your basis for 
making these legal contentions?
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  Section 3604(c) does not support your claims as this section seeks to regulate the content of 
an advertisement or other communication relating to the sale or rental of a dwelling. The invisible 
code that is used to create a website cannot “indicate any preference, limitation or discrimination” 
because it is not visible to website users. In addition, detailed guidance issued by the Department of 
Housing and Urban Development (HUD) specifically about the requirements of Section 3604 
confirms that this provision was intended to regulate the content of advertisements, not the code used 
to create a website.1 

Section 3606 also provides no basis for the claim that websites must be coded in any particular 
manner. As made clear by HUD’s regulations at 24 CFR § 100.90, Section 3606 prohibits 
discrimination against real estate professionals seeking access to membership organizations and 
services relating to real estate sales and rentals.  Thus, your client has no standing to assert a claim 
under this section. Furthermore, none of the examples provided in the HUD regulation even remotely 
suggest that having a website that is not coded for accessibility would violate Section 3606. 

Indeed, our extensive review of all the case law relating to Sections 3604(c) and 3606 shows 
that no court has ever concluded that these sections require real estate brokers to have a website that is 
coded in a manner that makes it accessible to individuals with disabilities.  We are also unaware of 
any instance in which HUD or the U.S. Department of Justice (“DOJ”) – both of which have 
enforcement authority for the FHA -- has ever made such a pronouncement.  

Given the complete absence of any indication in the FHA that real estate brokerage websites 
must be coded to be accessible to individuals with disabilities, no court could find that websites must 
be coded in an accessible manner without violating due process principles.  

No Evidence of Accessibility Barriers.  As set forth above, the FHA does not require real 
estate brokerage websites to be coded in any particular manner.  But even if it did, you have provided 
no evidence that there are barriers on our members’ websites that actually prevent anyone with a 
disability from obtaining information and services from the websites.  Your boilerplate letter typically 
refers to four issues: (1) Logo Missing Linked Alternative Text; (2) Homepage Page - Empty Link 
error; (3) Homepage Page – Image Missing Alternative Text; and (4) Homepage page - Missing Form 
Label. Neither the FHA nor its regulations specify requirements for these website elements. In the 
absence of such requirements, your client would have to establish that these conditions actually 
impede a person’s ability to perform key functions or obtain information on the website that are 
available to people without disabilities.  Your letter contains no explanation of how any of these 
issues impact a person’s ability to perform such functions or obtain information on a website.   

We understand that in some instances, you have sent our members reports from automated 
accessibility scans of their websites. As you should know, automated accessibility scans of websites 
can produce many false positives (i.e. flag issues as barriers when they are actually not) and provide 
little insight into whether any conditions actually pose a barrier to persons with disabilities. For this 
reason, your claim that our members’ websites have “barriers which denied full and equal access to 
information and/or services related to real estate services” is highly misleading and may well violate 
Rule 4-8.4(c) of the FL Rules of Professional Conduct. 

                                                        
1 https://www.hud.gov/sites/documents/DOC_7784.PDF.   
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  Frivolous Florida Fair Housing Act Claim.  As stated above, you have sent to our members 
in Florida draft complaints in which your client, Access4All, Inc., asserts a claim under Section 
760.23(3) of the Florida Fair Housing Act (“FFHA”). We find this curious because Section 760.34(1) 
of the FFHA makes clear that “any person who claims to have been injured by a discriminatory 
housing practice” must first file a complaint with the Florida Commission on Human Relations. Such 
individuals may only file a lawsuit after administrative remedies have been exhausted, per Section 
760.34(4). It is deeply troubling that you and your client would knowingly threaten to assert a claim 
that is patently frivolous in an attempt to extract a monetary payment from our members. Florida 
judges do not appreciate these tactics, as evidenced by the sanctions imposed in one case against 
attorney Scott Dinin who continued to include a Florida Civil Rights Act claim in his complaints even 
though that law, like the FFHA, requires the exhaustion of administrative remedies.2 

Questions Concerning Access4All, Inc. and the Portell Law Group.  You claim to represent 
a non-profit group called Access4All, Inc. We have confirmed that you do not represent the 
Acess4All, Inc. that is registered in Florida.  Where is your client registered and incorporated? 
Please provide the name and contact information of the leader of this organization so that we can 
verify its mission and membership.  

We would also like to know the name of the Access4All, Inc. member on whose behalf 
Access4All, Inc. would be bringing suit, and if the individual has a sight disability.  As you are 
aware, organizations only have standing to file suit if they have themselves been injured or they are 
suing on behalf of a member who has been injured.  If Access4All, Inc. intends to assert standing 
based on injury to itself, please describe that injury.    

We noticed that your letters to our members were sent from the D.C. office of the Portell 
Law Group located at 712 H Street Northeast, Unit #5050 - Washington, DC 20002.  Can you 
please explain why these letters were sent from the D.C. office if you are not a member of the D.C. 
Bar?3   

*** 

In sum, there is no basis for your client to assert any claims under the FHA or the FFHA 
against our members, and they will zealously defend themselves with the full support of NAR 
should your client assert any such claims.  We look forward to receiving responses to our questions. 

Sincerely, 

 

Katie Johnson 
General Counsel & Chief Member Experience Officer 

 

                                                        
2 Johnson v. Ocaris Mgmt. Group, Case no. 2019 U.S. Dist. LEXIS 144773 (S.D.FL. Aug. 23, 2019). 
3 As you know, Rule 49 of the D.C. Court of Appeals prohibits the unauthorized practice of law in D.C. by persons not 
admitted to the D.C. Bar.  See https://www.dccourts.gov/sites/default/files/2017-
07/DCCA%20Rule%2049%20Unauthorized%20Practice%20of%20Law.pdf. 
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PORTELL LAW GROUP 

Ms. Katie Johnson, General. Counsel and 
Chief Member Experience Officer 
National Association of Realtors 
430 North Michigan Avenue 
Chicago, Illinois 60611 

October 8, 2020

RE: Your Letter of 8/19/2020 re: Demand Letters to NAR Members 

Dear Ms. Johnson, 

INFO@PORTELLLA WGROUP.COM 

712 H STREET NORTHEAST, 

UNIT#5050 

WASHINGTON, DC 20002 

PHONE: (202) 618-8255 

SENT VIA U.S. MAIL AND EMAIL 
KJohnson@nar.realtor 

I am responding to the above referenced letter you sent to our Founding Partner, Jennifer Portell. 
Access4AII, Inc. is a non-profit organization registered in Washington, D.C., representing the interests of 
the disabled, particularly the blind and visually impaired. Its mission is to raise awareness regarding the 
challenges that disabled people face on a daily basis and to champion equal and fair access to facilities 
and services that the non-disabled take for granted, including virtual access to services on the worldwide 
web. Your letter claims that realtors "abide by a Code of Ethics that demands equal services to be provided 
to all people and prohibits discrimination on the basis of handicap," etc. Yet, at no point do you express 
any concern for the blind and visually impaired Americans who cannot access real property related 
services on the internet, that our client tries to achieve. 

Instead, your letter denigrates those efforts by downplaying the reality and the legal obligations of 
realtors, among others, to provide readable websites to the visually impaired, and attempts to whitewash 
their non-compliance by attacking our client's rights and claims. Demand letters are typically "boilerplate" 
by nature, so your attempt to belittle them is meaningless and a cheap shot. Your baseless claim that the 
"NAR and its members take compliance with the FHA very seriously" is belied by the substance of your 
letter and the fact that so many realtors do not, in fact, have compliant websites that the visually impaired 
can "read." 

As a former member of the Florida Supreme Court Commission on Professionalism and Civility, and a 
current member of the 11th Circuit Court of Florida's Local Professionali�m Panel which takes complaints 
about attorney's violations of the Florida Rules of Professional Responsibility before they are possibly 
escalated to The Florida Bar, whose President at the time appointed me to the Commission, ratified by 
then-Chief Justice Fred Lewis, your threats do not intimidate me. I also currently serve on the Dade County 
Bar Association's Professionalism Committee and interact regularly with the Chief Judge and other senior 
judges of our circuit, who know me quite well. I can assure you that my professionalism is well known by 
The Florida Bar and by Florida's judges and attorneys as unimpeachable. So do not be too "concerned." 

Our client's demands are neither threats, harassment, and most certainly not trivial or unfounded. It 
would appear, however, that your letter to us is indeed threatening. I warn you that is sanctionable under 
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Federal Law. Furthermore, I do not intend to litigate our clients' claims .in correspondence, and will only 
say that the Federal FHA does, in fact, support our client's claims, and there is countless case law 
supporting the Federal Law; look them up. It is interesting to note that there is not one defense attorney 
involved in the few cases we litigate (because most respondents care about their website being compliant 
and accessible to the visually impaired, and settle pre-suit, and few go to court-the ones that show no 
concern or interest in aiding the blind) ever file a motion to dismiss for the "concerns" you mention; and 
about half of those settle in mid-litigation when they realize they have no defense to the charge of 
discriminatory practices. 

We will have no problem "establish[ing] that [non-compliant] conditions actually impede a person's ability 
to perform key functions or obtain information on the websites that are available to people without 
disabilities;" our tester is blind! An example of a Florida Realtor who was extremely responsive and 
supportive of our client's claim is attached for your review; he is also blind! 

The choice is simple, either a respondent can settle pre-suit and voluntarily agree to make their website 
compliant, or have a court order an injunction forcing them as a defendant to do it. Either way, our client 
will get a respondent/defendant to provide access to the visually impaired and wiil win their attorney's 
fees. 

For what it is worth, we will not be filing under the Florida Fair Housing Act, as your statements in that 
regard are correct. We acknowledge that a cause of action under the Florida FHA was ill-founded; we no 
longer do so. Thus, that concern is moot. As for your "Scott Din in," he has nothing to do with our firm or 
client, and comparing our attorneys to some outside actor is indeed a frivolous and insulting comment, 
not condoned by rules of civility or professionalism. 

Finally, while Ms. Portell is not a member of the DC Bar, it does not preclude her being the author of our 
client's demand letters; that is not, strictly speaking, the practice of law and she would only file suit in 
Florida. We have attorneys nationwide to file suit as needed in their respective jurisdictions. Regardless, 
future demand letters will be sent by our Managing Attorney, Andre Raikhelson, who is a member of the 
DC and Florida Bars. 

I have addressed your concerns to the extent that they deserve. 

For the Firm, 

�%,Jif::::::=,=== -=---::>
Manuel Perez-Leiva, J.D., LL.L. 
Co-Managing Attorney 
Portell Law Group 

Enclosure: Lenson Realty Letter of Support 

Cc: Andre Raikelson, Esq., Jerome Ramsaran, Esq., and Jennifer Portell, Esq. 
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Katie Johnson, General Counsel and Chief Member Experience Officer 
430 North Michigan Avenue 
Chicago, IL 60611 
Phone: (312) 329-8372 
  

November 10, 2020 
BY EMAIL  
Manuel Perez-Leiva, Esq. 
Co-Managing Attorney  
Portell Law Group 
712 H St. NE 
Washington, D.C. 20002 
 
  Re:  Demand letters to NAR members 
 
Dear Mr. Perez-Leiva: 

On August 19, 2020, the National Association of Realtors (NAR) sent you a letter requesting 
that your colleague, Jennifer Portell, cease your firm’s campaign of sending out demand letters 
threatening frivolous claims under the federal Fair Housing Act (FHA) and the Florida Fair Housing 
Act (FFHA) in an effort to extract monetary payments from our members.  Your response, dated 
October 8, 2020, confirms that (1) the demands your firm has made are baseless, and (2) Ms. Portell 
was engaged in the unauthorized practice of law in Washington, D.C. 

Unauthorized Practice of Law by Ms. Portell in Washington, D.C.  Your letter makes no attempt 
to dispute that Ms. Portell was authoring and sending demand letters from your Washington, D.C. 
office.  It also acknowledges that Ms. Portell is not a member of the D.C. Bar, but argues that this 
“does not preclude her from being the author of our client’s demand letter.”  You are mistaken.    

Rule 49(a) of the D.C. Court of Appeals1 states: “Except as otherwise permitted by these rules, 
no person may engage in the practice of law in the District of Columbia or in any manner hold out as 
authorized or competent to practice law in the District of Columbia unless enrolled as an active 
member of the D.C. Bar.”  Rule 49(b)(2)(D) states that “[o]ne is presumed to be practicing law when 
engaging in any of the following conduct on behalf of another: … (D) Preparing any claims, demands 
or pleadings of any kind, or any written documents containing legal argument or interpretation of 
law….”  The many demand letters that Ms. Portell authored and sent from your D.C. office clearly 
fall within the scope of this provision.  Thus, Ms. Portell, with the firm’s apparent approval, engaged 
in the unauthorized practice of law in Washington D.C.  

Misrepresentation to NAR Members About the FFHA.  Not only did Ms. Portell hold herself out 
to NAR members that she was authorized to practice law in Washington, D.C., but she also falsely 
asserted in her many demand letters and draft complaints that Access4All could sue NAR members 
under the FFHA. That assertion, as you recognize in your letter, is patently false.  Thus, your firm 
knowingly threatened claims which you knew to be utterly frivolous in an effort to extract monetary 
payments from our members.  

                                                        
1 See https://www.dccourts.gov/sites/default/files/2017-07/DCCA%20Rule%2049%20Unauthorized%20Practice%20of%20Law.pdf.   
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No Basis for FHA Claims.  In our August 19 Letter to Ms. Portell, we asked her to identify the 
basis of her assertion that the FHA requires real estate brokerage websites to be accessible to 
individuals with disabilities. We explained in that letter how the plain language of the statutory 
provisions cited in her letter provide no support for her position.  In response, you were unable to cite 
to a single case, regulation, or guidance that supports your firm’s position.  Instead, you state that 
“there is countless case law supporting the federal law; look them up.”  NAR’s counsel has already 
conducted extensive research for any authority that could support your client’s position and has found 
none.   The bottom line is that there is no such authority and your firm’s continued threats and phone 
calls to our members are reprehensible. 

No Information About How Alleged Issues Prevented Access to Member Websites.  Finally, 
we asked Ms. Portell how the alleged issues identified in your firm’s many demand letters concerning 
our members’ websites impeded your client’s ability to use the websites.  Your only response is to say 
that you “will have no problem establishing that noncompliant conditions actually impede a person’s 
ability to perform key functions or obtain on the websites that are available to people without 
disabilities.”  Your inability to answer this question is confirms that these alleged issues are not 
barriers to access.   

*** 

Based the foregoing, the NAR again requests that your firm and Access4All cease your 
attempts to intimidate our members into making monetary payments by threatening baseless claims.  
Please confirm that you will do so within ten (10) days of the date of this letter. 

Sincerely,  

 

Katie Johnson 
General Counsel & Chief Member Experience Officer 
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Supreme Court of Florida 
THURSDAY, JULY 2, 2020 

CASE NO.: SC20-884 
Lower Tribunal No(s).: 

2020-70,122 (11A) 
 

 

THE FLORIDA BAR vs. SCOTT RICHARD DININ 
 
Complainant(s)  Respondent(s) 
 
 The unconditional guilty plea and consent judgment for discipline are 

approved and respondent is suspended from the practice of law for eighteen 

months, effective thirty days from the date of this order so that respondent can 

close out his practice and protect the interests of existing clients.  If respondent 

notifies this Court in writing that he is no longer practicing and does not need the 

thirty days to protect existing clients, this Court will enter an order making the 

suspension effective immediately.  Respondent shall fully comply with Rule 

Regulating the Florida Bar 3-5.1(h).  In addition, respondent shall accept no new 

business from the date this order is filed until he is reinstated.  Respondent is 

further directed to comply with all other terms and conditions of the consent 

judgment. 

 Judgment is entered for The Florida Bar, 651 East Jefferson Street, 

Tallahassee, Florida 32399-2300, for recovery of costs from Scott Richard Dinin in 

the amount of $1,250.00, for which sum let execution issue. 

Filing # 109733423 E-Filed 07/02/2020 01:06:49 PM
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CASE NO.: SC20-884 
Page Two 
 
 
 Not final until time expires to file motion for rehearing, and if filed, 

determined.  The filing of a motion for rehearing shall not alter the effective date 

of this suspension. 

CANADY, C.J., and POLSTON, LABARGA, LAWSON, MUÑIZ, and 
COURIEL, JJ., concur. 
 
A True Copy 
Test: 
 

 
 
 
as 
Served: 
 
HERMAN JOSEPH RUSSOMANNO, III 
KEVIN P. TYNAN 
KERI T. JOSEPH 
PATRICIA ANN TORO SAVITZ 
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IN THE SUPREME COURT OF FLORIDA 

THE FLORIDA BAR, Supreme Court Case 
No. SC-

Complainant, 
The Florida Bar File 

v. No. 2020-70,122 (11 A) 

SCOTT RICHARD DININ, 

Respondent. 

/ 

UNCONDITIONAL G U I L T Y P L E A FOR CONSENT JUDGMENT 

Respondent, Scott Richard Dinin, files this Unconditional Guilty Plea and 

Consent Judgment for Discipline pursuant to Rule 3-7.9 of the Rules Regulating 

The Florida Bar. 

1. Respondent is, and at all times mentioned herein was, a member of 

The Florida Bar, subject to the jurisdiction of the Supreme Court of Florida. 

2. Respondent is 53 years old and was admitted to the Florida Bar on 

October 23, 1996. He has no prior discipline. 

3. Respondent is currently the subject of a Florida Bar disciplinary 

matter, which has been assigned The Florida Bar File No. 2020-70,122 (11A). 

4. As to file number The Florida Bar File No. 2020-70,122 (11 A), 

respondent waives the right to a probable cause hearing before a grievance 

committee and stipulates to a finding of probable cause in reference to this matter. 
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5. The disciplinary measures to be imposed upon respondent are as 

follows: 

A. Eighteen (18) month suspension; and 

B. Payment of the Bar Disciplinary Costs in the amount of 

$1,250.00. 

6. Respondent acknowledges that, unless waived or modified by the 

Court on motion of respondent, the court order wi l l contain a provision that 

prohibits respondent from accepting new business from the date of the order or 

opinion and shall provide that the suspension is effective 30 days from the date of 

the order or opinion so that respondent may close out the practice of law and 

protect the interest of existing clients. 

7. The following allegations and rules provide the basis for respondent's 

guilty plea and for the discipline to be imposed in this matter: 

A. Respondent represented Johnson, a hearing-impaired person, in 

a two-count complaint against two defendants in the Southern District of 

Florida. See Johnson v. Ocaris Management Group Inc. ("Ocaris') and 

Johnson v. 27th Avenue Caraf, Inc. ("Caraf). 

B. These two cases were two of twenty-six (26) similar ADA 

cases brought by Johnson in the Southern District against gas station owners 

in Miami-Dade and Broward counties. 

2 
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C. The cases were against gas station owners for their failure to 

provide closed captions or a similar capability to permit the hearing impaired 

to understand the entertainment and news content programming at gas 

pumps pursuant to Title I I I of the Americans with Disabilities Act and 

Florida Statute section 768, the Florida Civil Rights Act. 

D. On May 9, 2019, the trial court held a hearing on Respondent's 

Motion for Entry of Final Default Judgment in the Ocaris case. 

E. As a result of the May 9, 2019, hearing, the trial court found 

Respondent and Johnson filed frivolous claims for damages under the 

Florida Civil Rights Act to which both were aware they had not exhausted 

adminstrative remedies. 

F. The trial court also found that Respondent had submitted 

unverifiable and excessive billable time in both cases and found, based upon 

settlement agreements entered on previous cases, that Respondent split his 

fees with his non-lawyer client, Johnson. 

G. The Motion for Entry of Final Default Judgment in Ocaris was 

denied. 

H. An Order to Show Cause was issued for Respondent and 

Johnson to appear at an evidentiary hearing to show cause why sanctions 

should not be imposed in the Ocaris and Caraf cases. 

3 
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I . The trial court also ordered Respondent and Johnson to produce 

various documents from not only the gas pump cases, but also from their 

other ADA cases, which the trial court found that Respondent claimed fees 

from the court far in excess of what is reasonable to perform tasks. 

J. The trial court found Respondent initially misrepresented his 

legal qualifications to the court to justify his billing rate. 

K. However, Respondent later represented through counsel that 

although he had been admitted to the Bar in 1996, he did not begin the 

practice of law until 2008, when he began his law practice as a sole 

practitioner, and he had his first ADA case in 2012. 

L. At the show cause hearing, Respondent acknowledged his 

ethical transgressions. 

M . At the show cause hearing, the trial court determined that 

sanctions were warranted and dismissed the Ocaris and Caraf cases with 

prejudice. 

N . Respondent and Johnson were monetarily sanctioned and 

enjoined from filing further A D A matters. 

O. Both Respondent and Johnson's sanction included 

disgorgement of all fees and costs recovered in each of the gas pump cases 

4 
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and payment of a penalty equal to the total amount to be disgorged in the gas 

pump cases. 

P. Sanctions were later modified to require Respondent pay a 

penalty of $23,000 to either the Clerk of Court or a non-profit organization 

such as the Disability Independence Group Inc., perform fi f ty (50) 

community service hours per year for three years for the Disability 

Independence Group, Inc. or a similar entity subject to court approval, file a 

report of service hours performed with the court every six months, and file a 

notice of the court's sanction in every ADA case filed in the last twenty-four 

(24) months, rather than in every case pending in federal court. 

Q. Respondent submits that prior to the above referenced sanction 

order, the he voluntarily took the following affirmative steps to remediate 

his prior actions and to begin the rehabilitation process: 

1. Voluntary withdrawal of the Carafe Motion for Default which had not 
yet been resolved. 

2. Amended all outstanding complaints where the 2 n d count was based 
on a FCRA claim. 

3. Brought all Johnson suits to settlement or executed a voluntary 
withdrawal of same. 

4. Retained ethics counsel to ensure that he took all appropriate 
remediation and rehabilitation steps. 

5 
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5. Retained the Bar's Diversion/Discipline Consultation Services 
("DDCS"), underwent a two-day in person review by DDCS and 
adopted all of DDCS's recommendations. 

6. On advice from DDCS, entered into an 18-month long contract with 
Bianca Moreiras & Associates for law firm management consultation 
to guide his firm through 2020 and provide executive level coaching 
to Respondent to improve his professionalism and management skills. 

7. Implemented new technology to improve quality controls and 
efficiency to improve accounting, workflow management and 
documentation. 

8. In addition to the foregoing, he restructured his law practice and hired 
a seasoned practitioner of over 16 years, as his managing partner to 
oversee and ensure that all of the firm's litigation cases are handled 
professionally and ethically. As an additional measure, all drafting 
completed by Respondent, whether correspondence or court pleading, 
is reviewed by the managing partner prior to its service. 

9. Respondent has completed 75 CLE hours since May 20, 2019, with a 
focus on office procedures, ethics, employee supervision and law firm 
management. 

10. Lastly, Respondent has disassociated himself from all legal work 
related to Mr. Johnson to avoid even the appearance of impropriety 
and has stopped taking legal work in the A.D.A. field. 

R. By reason of the foregoing facts, Respondent admits that he 

violated the following Rules Regulating The Florida Bar: 3-4.3 (Misconduct 

And Minor Misconduct), , 4-1.1 (Competence), 4-1.5(a) (Fees And Costs 

For Legal Services); 4-3.1 (Meritorious Claims And Contentions); 4-3.3(a) 

(Candor Toward The Tribunal); 4-5.4 (a) (Sharing Fees With Nonlawyers); 

4-8.4 (c)-(d) (Misconduct). 

6 

Page 180



8. Respondent offers the following factors in mitigation: 

A. 9.32(a) absence of a prior disciplinary record; 

B. 9.32(d) timely good faith effort to make restitution or to rectify 

consequences of misconduct (See paragraph Q above); 

C. 9.32(e) full and free disclosure to disciplinary board or cooperative 

attitude toward proceedings; 

D. 9.32 (g) interim rehabilitation (see paragraph Q above); 

E. 9.32 (i) imposition of other penalties or sanctions (financial and 

injunctive relief ordered by the trial court); 

F. 9.32(/) remorse. 

9. Respondent agrees that this Unconditional Guilty Plea and Consent 

Judgment for Discipline and every factual admission contained herein, specifically 

the admission set forth in paragraph seven, shall have ful l force and effect 

regardless of any subsequent recommendations or action taken with respect to the 

terms of discipline offered by Respondent pursuant to this Consent Judgment for 

Discipline. 

10. Respondent recognizes that the disciplinary sanction to be imposed 

wi l l ultimately be determined by the Florida Supreme Court, which wi l l not be 

bound to follow the recommendations of either The Florida Bar or the Referee in 

these proceedings. 
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11. The Florida Bar has approved this proposed plea in the manner 

required by Rule 3-7.9. 

12. Respondent agrees to eliminate all indicia of respondent's status as an 

attorney on social media, telephone listings, stationery, checks, business cards 

office signs or any other indicia of respondent's status as an attorney, whatsoever. 

Respondent wi l l no longer hold himself out as a licensed attorney until otherwise 

reinstated to the practice of law. 

13. I f this plea is approved, then Respondent agrees to pay all reasonable 

costs associated with this case pursuant to Rule 3-7.6(q), in the amount of 

$1,250.00 as follows: 

Administrative fee 

Rule 3-7.6(o)(l)(I) $ 1,250.00 

T O T A L $ 1,250.00 

These costs are due within 30 days of the court order. Respondent agrees 

that i f the costs are not paid within 30 days of this court's order becoming final, 

Respondent shall pay interest on any unpaid costs at the statutory rate. Respondent 

further agrees not to attempt to discharge the obligation for payment of the Bar's 

costs in any future proceedings, including but not limited to, a petition for 

bankruptcy. Respondent shall be deemed delinquent and ineligible to practice law 

pursuant to Rule 1-3.6 i f the cost judgment is not satisfied within 30 days of the 

final court order, unless deferred by the Board of Governors of The Florida Bar. 
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14. Respondent acknowledges the obligation to pay the costs of this 

proceeding and that payment is evidence of strict compliance with the conditions 

of any disciplinary order or agreement, and is also evidence of good faith and fiscal 

responsibility. Respondent understands that failure to pay the costs of this 

proceeding or restitution may reflect adversely on any reinstatement proceedings 

or any other bar disciplinary matter in which Respondent is involved. 

15. Respondent, who is represented by counsel in this matter, 

acknowledges that this document is tendered freely, voluntarily and without fear, 

threat or coercion. 

16. This Unconditional Guilty Plea for Consent Judgment for Discipline 

fully complies with all requirements of the Rules Regulating The Florida Bar. 

Dated this 

4200 NW 7th Ave 
Miami, FL 331617492 
786/431-1333 
Florida Bar ID No.: 97780 
inbox.@dininlawgroup.com 

9 

Page 183



Dated this day of May, 2020 

Kevin P Tynan 
Counsel for Respondent 
8142 N University Dr 
Tamarac, FL 333211708 
954/721-7300 
Florida Bar ID No.: 710822 
ktynan(g>,rtlawoffice.cj 

Dated this A day of May, 2020. 

Herman J. Russomanno I I I , Esq. 
Counsel for Respondent 
Museum Tower - Penthouse 2800 
150 West Flagler Street 
Miami, Florida 33130 
305-373-2101 
Florida Bar ID No.: 21249 
herman2(5),russomanno.com 

Dated this day of May, 2020. j < j ^ ~]7 „ j « t f ^ O 

Keri T. Joseph, Bar Counsel 
The Florida Bar 
Miami Branch Office 
444 Brickell Avenue 
Rivergate Plaza, Suite M-100 
Miami, Florida 33131-2404 
(305) 377-4445 
Florida Bar ID No. 84373 
kjoseph@floridabar.org 
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1 

 
IN THE CIRCUIT COURT OF THE  
ELEVENTH JUDICIAL CIRCUIT IN  
AND FOR MIAMI-DADE COUNTY,  
FLORIDA 
 
GENERAL JURISDICTION 

 
KHAMBREL BROWN, 
 
 Plaintiff,           Case No.:  
 
vs. 
 
LUXE PROPERTIES, LLC and 
SAUL ALEMAN 
 
 Defendant, 
 

COMPLAINT 

Plaintiff, Khambrel Brown, (“Plaintiff”) sues Defendants, Luxe Properties, LLC, 

and Saul Aleman, and as good grounds alleges as follows:  

PRELIMINARY STATEMENT 

1. The premise behind the fair housing laws is simple: everyone has the legal 

right to live anywhere he/she wants to live.  Fair housing laws apply to everyone to 

ensure that no one is refused housing based on, among other things, their race, religion, 

skin color, or their source of income.  The idea is that everyone should have the 

opportunity to rent and afford decent, safe, and sanitary housing in the private market.  

Plaintiff brings this action because Defendants discriminated against him by refusing to 

provide real estate services to Plaintiff as Plaintiff sought to rent a dwelling located in 

Miami-Dade County exclusively because of his source of income. 

Filing # 142279494 E-Filed 01/19/2022 05:08:00 PM
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2. Fair housing laws do not require an owner to rent to anyone.  The laws 

simply require an owner to treat all prospective tenants the same.  In order to ensure that 

everyone is treated the same, in Miami-Dade County, the fair housing laws provide that 

when an owner fails to treat applicants the same based on their race, religion, skin color, 

or their source of income the owner can be sued for such discrimination.   

3. Initially, Plaintiff sought Defendants professional real estate services.  

However, when Defendants learned that Plaintiff is a recipient of public housing 

vouchers, Defendants’ attitude changed entirely, and Defendants suddenly refused to 

provide real estate service to Plaintiff.   

4. Defendants actions discriminated against Plaintiff based on his source of 

income, and in doing so Defendants violated Chapter 11A Article II Section l1A-12 of 

the Miami-Dade County Code of Ordinances (the “Miami-Dade County Fair Housing 

Act”). 

5. Plaintiff brings this action, not only to recover for the damages caused to 

him as a result of Defendants’ discriminatory actions, but also to ensure that Defendants 

stop their discriminatory practices, and receive proper training to ensure that they never 

discriminate against any other Miami-Dade residents in the future. 

JURISDICTION AND VENUE 

6. This is an action for injunctive relief, declaratory relief, and damages in 

excess of Thirty Thousand Dollars ($30,000.00), exclusive of interest, costs and 

attorneys' fees. 

7. Plaintiff elects to bring this civil action pursuant to Chapter 11 A, Article 

II of the Miami-Dade County Code of Ordinances. Section 11 A-15 of the that ordinance 
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provides that Plaintiff “may file a civil action regardless of whether he or she has filed a 

complaint under this article and regardless of the status of any complaint filed under this 

article.” As such, Plaintiff is not required to exhaust and administrative remedies before 

initiating this action. 

8. Venue is proper in this Circuit since Defendants conduct business in 

Miami-Dade County, Florida and the cause of action arose in Miami-Dade County, 

Florida. 

PARTIES 

9. Plaintiff is a resident of Miami-Dade County and participates in the 

Housing Choice Voucher Program (“Section 8”). 

10. Defendant, Luxe Properties, LLC, is a Florida Company that is comprised 

of licensed real estate professionals. 

11. Defendant, Saul Aleman, is a licensed real estate sales associate in the 

State of Florida and an agent of Luxe Properties, LLC. (see “Exhibit A”) 

STATEMENT OF THE FACTS 

12. The Section 8 program is the federal government’s major program for 

assisting very low-income families, the elderly, and the disabled to afford decent, safe, 

and sanitary housing in the private market. 

13. Section 8 housing vouchers are administered locally by public housing 

agencies who receive federal funds from the United States Department of Housing and 

Urban Development. 

14. Participants are selected from Miami-Dade Public Housing and 

Community Development's waiting list, and typically pay approximately 30% of their 
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income toward rent; the landlord then receives the difference between this amount and 

the Fair Market Rent in the form of a housing assistance payment from the County’s 

Public Housing and Community Development authority. 

15. While searching for housing in July 2021, Plaintiff sought professional 

real estate services as Plaintiff was looking to rent a home in Miami-Dade County. 

16. Plaintiff inquired, via Facebook, as to whether Defendant Saul Aleman 

was a realtor.  

17. Defendant Saul Aleman confirmed that he was a realtor. (see “Exhibit B”) 

18. Defendant Saul Aleman proceeded to inquire about Plaintiff’s fund and 

credit score. (see “Exhibit B”) 

19. Plaintiff informed Defendant that he was looking to rent a home and that 

he was a recipient of the Section 8 housing voucher. (see “Exhibit B”) 

20. Defendant Saul Aleman’s attitude completely changed as he responded 

and denied his services to Plaintiff due to Plaintiff’s desire to use the Section 8 voucher in 

conjunction with the rental of a dwelling. (see “Exhibit B”) 

21. On information and belief, Defendants at all relevant times were aware of 

the Section 8 program and that the Miami-Dade County Fair Housing Act made it illegal 

to discriminate against recipients of Section 8 vouchers. 

22. Nevertheless, Defendants responded to Plaintiff’s attempts to attain 

professional real estate services by stating, “I am not available to assist,” “I’m not 

qualified to help,” and “I found some apartments but section 8 can take months and I 

wouldn’t make much money out of it anyway.” (see “Exhibit B”) 
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23. The intent of the responses was clear and understood by Plaintiff without 

the need for inference or presumption, as it was a direct expression of the Defendants’ 

discriminatory refusal to provide professional real estate services to Plaintiff because of 

his Lawful Source of Income.  

24. Defendants were refusing provide professional real estate services to 

Plaintiff because of his lawful use of Section 8 vouchers, and thereby denying the 

services to him because of this Lawful Source of Income, in blatant disregard for the 

Miami-Dade County Fair Housing Act. 

25. As someone who participates in the Section 8 program, Plaintiff was and 

is insulted, angered, and emotionally distressed by Defendants’ outright refusal to 

provide Plaintiff professional real estate services..  

26. Plaintiff is particularly sensitive to discriminatory practices, having 

previously experienced and suffered the insult and injury of discrimination in the past. 

27. Plaintiff was and is saddened, angered, and insulted by the fact that the 

Defendants, despite their training and education in real estate and fair housing laws, 

continue to engage in discriminatory practices, which have the impact of greatly reducing 

the usability of Section 8 vouchers. 

28. Plaintiff has also spent a significant amount of time thinking about other 

Section 8 recipients who were likely to have also been similarly denied housing at the 

Dwelling because of their Source of Income which has further caused Plaintiff pain and 

suffering. 

29. Defendants’ unlawful conduct proximately caused Plaintiff to suffer the 

aforementioned emotions, which have manifested into stress, feelings of indignity, and 
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anxiety with regard to his own difficulties in finding housing as a Section 8 voucher 

holder and for other Section 8 voucher holders similar treated to the same indignity he 

experienced. 

COUNT I 
VIOLATIONS OF MIAMI-DADE COUNTY FAIR HOUSING ACT BY 

DEFENDANT SAUL ALEMAN 
 

30. Plaintiff repeats and realleges all preceding paragraphs as if fully set forth 

herein. 

31. Chapter 11A Article II Section l1A-12 of the Miami-Dade County Code of 

Ordinances reads: 

(1) Discrimination in sale or rental of housing and other prohibited 
practices. It shall be unlawful for any person, owner, financial institution, real 
estate broker, real estate agent or any representative of the above to engage in 
any of the following acts because of race, color, religion, ancestry, national 
origin, age, sex, pregnancy, disability, marital status, familial status, gender 
identity, gender expression, sexual orientation, source of income, or actual or 
perceived status as a victim of domestic violence, dating violence or stalking, of a 
prospective buyer, renter, lessee. 

a) To refuse to sell, purchase, rent, lease, finance, negotiate or otherwise 
deny to or withhold any dwelling or to evict a person; or…  

b) To discriminate against a person in the terms, conditions, or privileges 
of the sale, purchase, rental or lease of any dwelling, or in the 
furnishing of facilities or services in connection therewith; 

32. Chapter 11A Article II Section l1A-11 of the Miami-Dade County Code of 

Ordinances defines source of income as “the lawful, verifiable income paid directly to a 

tenant or paid to a representative of a tenant, including, but not limited to, Section 8 

Housing Choice Vouchers, Supplemental Security Income, Social Security, pensions 

and other retirement benefits.” 

33. Defendant Saul Aleman is a licensed real estate agent and an agent of 

Luxe Properties, LLC. 
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34. At all relevant times, Defendant Saul Aleman was acting in his capacity as 

an agent of Defendant Luxe Properties, LLC. 

35. Defendants are engaged in the business of real estate and offer their 

professional real estate services to the pubic. 

36. Plaintiff contacted Defendant Saul Aleman on July 2, 2021 regarding use 

of Defendant’s professional real estate services. 

37. Defendant Saul Aleman advised that he would not provide professional 

real estate services to Plaintiff due to Plaintiff’s lawful source of income. 

38. Defendant Saul Aleman refused to furnish Plaintiff professional real estate 

services in connection with Plaintiff’s attempt to rent real property in Miami-Dade 

County due to Plaintiff’s Lawful Source of Income. 

39. !s a result of Defendants’ discriminatory conduct, Plaintiff has suffered, is 

continuing to suffer, and will in the future suffer irreparable loss and injury and real and 

immediate threat of future discrimination by Defendants. 

40. In engaging in this unlawful conduct described above, Defendant acted 

recklessly or intentionally. This is evidenced, in part, by the fact that Defendants’ agents 

are aware of the fair housing laws and their obligations thereunder, but despite such 

awareness, chose to engage in unlawful discrimination. 

41. As prospective renter treated in a discriminatory manner by Defendants, 

Plaintiff has suffered an injury in precisely the form the Miami-Dade County Fair 

Housing Act was intended to guard against, and therefore has standing to maintain his 

claims under the Act’s provisions. 
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42. Defendants Luxe Properties, LLC, through the actions of its agent Saul 

Aleman, is liable to Plaintiff for all injuries caused by the violations of the Miami-Dade 

County Fair Housing Act. 

43. Accordingly, Plaintiff is aggrieved by Defendants’ discriminatory actions 

in violation of the Miami-Dade County Fair Housing Act. 

COUNT II 
VIOLATIONS OF MIAMI-DADE COUNTY FAIR HOUSING ACT BY 

DEFENDANT LUXE PROPERTIES, LLC 
 

44. Plaintiff repeats and realleges all preceding paragraphs as if fully set forth 

herein. 

45. Defendant Saul Aleman is a licensed real estate agent and an agent of 

Luxe Properties, LLC. 

46. Defendant Saul Aleman, an agent of Luxe Properties, LLC, denied 

Plaintiff professional real estate services solely due to Plaintiff’s Lawful Source of 

Income.  

47. Through the acts of their agents and representatives, Defendant Luxe 

Properties, LLC has violated the Miami-Dade Fair Housing Act. 

48. Defendant Luxe Properties, LLC is liable to Plaintiff for all injuries caused 

by the violations of the Miami-Dade County Fair Housing Act committed by their agents 

and representatives. 

49. Accordingly, Plaintiff is aggrieved by Defendants’ discriminatory actions 

in violation of the Miami-Dade County Fair Housing Act. 

WHEREFORE, Plaintiff respectfully requests that the Court: 
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A. declare the actions, omissions, policies, and procedures of Defendant 

complained of herein to be in violation of the Miami-Dade County Fair Housing Act; 

B. enter a permanent injunction enjoining Defendants, their successors, and 

their servants, agents and employees, and all those acting in concert with them from 

engaging in discrimination based on Lawful Source of Income in Miami-Dade County; 

C. enter a permanent injunction compelling Defendants, their successors, and 

their servants, agents and employees, to adopt policies, procedures, and practices which 

will ensure that they refrain from discrimination based on Lawful Source of Income in 

Miami-Dade County; 

D. enter a permanent injunction compelling Defendant, their successors, and 

their servants, agents and employees, to participate in housing discrimination training; 

E. award compensatory damages to Plaintiff against Defendant for, among 

other things, the emotional distress, anger, and insult injury caused by their 

discriminatory actions with respect to Source of Income discrimination believed to be at 

least $75,000; 

F. award punitive damage to Plaintiff against Defendant as allowed under 

Miami-Dade County’s ordinance prohibiting discrimination; 

G. award Plaintiff his costs and reasonable attorneys' fees in this action; 

H. enter a judgment in favor of the Plaintiff for the total amount of his 

damages, plus pre-judgment interest; and 

I. award Plaintiff such other and further relief as the Court deems just and 

proper. 

JURY DEMAND 
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Plaintiff demands trial by jury on all issues that can be heard by a jury. 

Respectfully submitted,  
 
Siri & Glimstad, LLP 
20200 West Dixie Highway 
Suite 902 
Aventura, FL 33180 
(786) 244-5660 
Orel Kupeer, Esq.  
Florida Bar No. 1016171 
okupeer@sirillp.com 
 
Attorney for the Plaintiff 
  
By: /s/ Orel Kupeer 
     Orel Kupeer, Esq. 
"
"
"
"
"
"
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