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How was the poll conducted?

• From September 6-20, 2016, a total of 502 interviews were conducted with licensed US real 

estate agents

• In order to qualify, real estate agents had to be focused on residential real estate (or 

residential and commercial equally) and be at least somewhat knowledgeable of the 

mortgage process

• The interview took just over 8 minutes on average to administer



3© GfK 2016

Real Estate Agents’ Greatest Challenges And Information 
Needs Center On Marketing
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Real estate agents currently use a myriad of marketing approaches… 

69

68

58

52

46

43

28

18

Email

Personal/company website

Social media

Direct mail (flyers, postcards, etc.)

In-person networking events

Other real estate websites

Periodical advertising (newspapers, classifieds, magazines)

Paid advertising (signs, billboards)

Q: Please indicate what tools you currently use to market yourself. Multiple responses allowed. Responses of under 10% not shown. 
Base: All respondents (N=502)

Most popular tools real estate agents use to market themselves (%)
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…But, many of their top challenges center on marketing

55

55

32

24

Attracting potential sellers

Attracting potential buyers

Selling within the length of time planned

How to effectively market my listings

Q: What are some of the challenges you are currently experiencing in your profession? Multiple responses allowed.  Base: All respondents (N=502)
Q: Looking at the list of challenges you just selected, which would you say have the biggest impact on you as a real estate agent today? Multiple 
responses allowed.  Base: Currently experiencing multiple challenges in profession and/or with homebuyers (N=486)

Selected as challenges real estate agents face (%) Rank in the top-5 most 

impactful challenges 

(%)

29

28

11

7

In fact, 17% and 14% of real estate agents surveyed select attracting potential sellers and buyers, respectively, as their #1

challenge
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45

40

40

25

19

20

18

17

64

60

57

42

Social media tools for business marketing

Virtual house tours

Energy efficient mortgages

Drone technology

Extremely interested (6-7) Moderately interested (5) T3B

Q: Please indicate how interested you are in knowing more about each of the following industry trends. - Summary for T3B (5,6,7) Base: All 
respondents (N=502)

Real estate agents are most interested in social media tools for marketing

Industry trends of interest (%)
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Confidence Gap When It Comes To Educating Potential Home 
Buyers On The Buying Process – And Mortgages In Particular
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66

63

55

21

21

27

86

84

82

Knowledge of your local area

Helping the buyer find a home

Showing them the right homes for their needs

A great deal (7) 6 T2B

Q: To what extent do you feel your clients find you to be a trusted advisor on the following?  Base: All respondents (N=502)

Real estate agents take pride in their local knowledge –
and in finding homes that are suited to buyers’ needs

Areas where clients find real estate agents to be a trusted advisor (%)
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And, real estate agents are less 

confident in their ability to refer 

buyers for housing counseling if 

more education on this process is 

needed or wanted

Q:To what extent do you feel your clients find you to be a trusted advisor on the following? Base: All respondents (N=502)
Q: What are some of the challenges you are currently experiencing in your profession? Multiple responses allowed. Base: All respondents (N=502)
Q: What are some of the challenges you are experiencing with potential homebuyers? Multiple responses allowed. Base: All respondents (N=502)
Q: Looking at the list of challenges you just selected, which would you say have the biggest impact on you as a real estate agent today? Multiple 
responses allowed. Base: Currently experiencing multiple challenges in profession and/or with homebuyers (N=486)

There is a bit of a disconnect, though, when it comes to helping buyers navigate 
the home buying process

Area where clients find real 

estate agents to be a trusted 

advisor (%)

On one hand, real estate agents give 

themselves high marks for helping 

clients navigate this process….

35

25

Clients' lack of
understanding of the
home buying process

Helping potential
buyers navigate the

home buying process

…Yet, on the other hand, buyers’ lack of 

understanding of the home buying 

process and the ability for real estate 

agents to help them are each middle-tier 

challenges

Selected as challenges 

facing real estate agents (%)

Rank in the top-5 most 

impactful challenges 

(%)

11

6

Aid in 

navigating the 

home buying 

process

78%

Area where clients find real 

estate agents to be a trusted 

advisor (%)

Aid in referring 

buyers to 

housing 

counselor

38%



10© GfK 2016

50

30

Providing education on the
mortgage process

Down payment assistance
program options

A great deal (6-7) T2B

There is also a confidence gap when it comes to educating buyers on mortgages 
and down payment assistance

Areas where clients find real estate agents 

to be a trusted advisor (%)

Just one in four or fewer give themselves a top score on these measures – and many professional challenges 

stem from buyers not having enough information in these areas

52

42

38

23

21

19

12

Clients w/unrealistic expectations
of what they can afford

Clients not having enough
money for a down payment

Not qualifying for a mortgage -
poor credit

Clients’ fear that they will not 
qualify for a mortgage 

Clients’ fear of buying a home/ 
having a mortgage

Lack of down payment
assistance programs

Lack of mortgage product
options

Selected as challenges facing real estate agents (%)

Rank in the top-5 

most impactful 

challenges (%)

27

19

17

7

6

5

5

Q:To what extent do you feel your clients find you to be a trusted advisor on the following? Base: All respondents (N=502)
Q: What are some of the challenges you are experiencing with potential homebuyers? Multiple responses allowed. Base: All respondents (N=502)
Q: Looking at the list of challenges you just selected, which would you say have the biggest impact on you as a real estate agent today? Multiple 
responses allowed. Base: Currently experiencing multiple challenges in profession and/or with homebuyers (N=486)
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25

28

26

25

21

27

25

26

26

26

24

20

20

19

24

75

74

71

70

70

Mortgage product options for different borrower needs

Down payment assistance programs

Mortgages - non-traditional/limited credit/low income buyers

State of the economy

Homebuyer trends

Extremely interested (7) 6 5 T3B

Q: Please indicate how interested you are in knowing more about each of the following topics.  Base: All respondents (N=502)

Given their challenges, real estate agents are eager to know more

Topics of interest to real estate agents (%)

Of greatest interest are mortgage options for different borrower needs, including low-income buyers or those with limited 

credit, as well as down payment assistance programs
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Lender Networks Seem To Be Working For Real Estate Agents
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71
Referring the buyer to a loan officer

and/or lender

A great deal (6-7) T2B

Q: To what extent do you feel your clients find you to be a trusted advisor on the following? Base: All respondents (N=502):
Q: What are some of the challenges you are currently experiencing in your profession? Multiple responses allowed. Base: All respondents (N=502):

Few real estate agents express frustration with developing industry relationships 
and networks

Area where clients find real estate agents to be a trusted advisor (%)

Just 14% each cite a limited business network or developing 

relationships with other industry professionals as challenges

In fact, most view lender or loan officer 

recommendations as an area where they 

excel in advising clients
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Most have a select group of lenders for client referrals, typically just 1 to 3 individuals, 
of which they feel their lender referrals are typically used 

Q: Do you have a select group of lenders to which you generally refer your clients (e.g., loan officer, bank)? Base: All respondents (N=502)
Q: And about how many lenders are in this select group that you refer to your clients? Base: Those respondents who have a select group of 
lenders who they refer their clients (N=421)
Q: How frequently do your clients USE your recommended lender (e.g., loan officer, bank)? Base: Those respondents who have a select group 
of lenders who they refer their clients (N=421) 

Size of lender group 
(among those who have a select 

group of lenders)

Have a select 

group of lenders 

generally refer 

clients to

84%

9%

67%

22%

2%

Always Often Sometimes Rarely

Frequency of clients using 

recommended lender

(among those who have a select 

group of lenders %)73

24

3

1 to 3 4 to 6 7 or more
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73

67

57

57

55

52

44

19

23

29

26

27

30

29

91

89

86

84

82

81

74

Ease of doing business

Reputation of lender

Established relationship with the lender

Mortgage closing speed

Variety of mortgage options

Lender fees/cost to my clients

Local presence of lender in the marketplace

Extremely important (7) 6 T2B

Q: How important are each of the following factors to you when choosing your lender referral sources? Base: Those respondents who have a 
select group of lenders who they refer their clients (N=421)

Ease of doing business, reputation, and relationship with lenders prove most 
important in lender referrals

Important factors in choosing lender referral sources 

(among those who have a select group of lenders %)
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Q:  Do you require your borrower to get a mortgage pre-qualification before you begin showing them houses? Base: All respondents (N=502)
Q:  When in the process do you make sure your borrower is qualified to purchase the property? Base: Those respondents who do not require 
their client to get a mortgage pre-qualification before showing them houses (N=93)

Most require a mortgage pre-qualification before showing houses

Require borrowers to 

get a mortgage pre-

qualification before 

showing them houses

81%
Among those who do NOT require this mortgage pre-

qualification, most make sure borrowers are qualified after 

the first couple of showings (29%), upon submitting an 

offer (26%), or when they find a house they like (6%)
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Appendix
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Challenges real estate agents are experiencing in their profession

55

55

32

28

25

24

14

14

13

2

1

1

Attracting potential buyers

Attracting potential sellers

Selling within the length of time planned

Establishing the right listing price

Helping potential buyers navigate the home buying process

How to effectively market my listings

Limited business network

Developing relationships with other professionals in the industry

Staging a home for sale

Not enough inventory

Obtaining timely appraisals

Finding affordable home price for buyers

Q: What are some of the challenges you are currently experiencing in your profession? Multiple responses allowed. Base: All respondents 
(N=502)
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Challenges real estate agents are experiencing with potential 
homebuyers

55

52

42

38

35

23

21

19

12

11

1

1

Not enough homes available for buyers in their price range

Clients having unrealistic expectations of what they can afford

Clients not having enough money for a down payment

Potential homebuyers not qualifying for a mortgage due to a poor credit history

Clients’ lack of understanding of the home buying process

Clients’ fear that they will not qualify for a mortgage

Clients’ fear of buying a home/ having a mortgage

Lack of down payment assistance programs available for clients

Lack of mortgage product options available for borrowers

Lack of homeowner education programs

Lack of loyalty from buyers

Lack of buyers

Q:  What are some of the challenges you are experiencing with potential homebuyers? Multiple responses allowed.  Base: All respondents 
(N=502)
Statement in %; Other, None not shown
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Most impactful challenges

Q:  Looking at the list of challenges you just selected, which would you say have the biggest impact on you as a real estate agent today? 
Multiple responses allowed.
Q:  Now please rank order your top challenges in terms of their impact on you. 
Base: Currently experiencing multiple challenges in profession and/or with homebuyers (N=486)
Statement in %; Other, None not shown

Top 5 Selection Top Selection

Not enough homes available for buyers in their price range 37 20

Attracting potential sellers 29 17

Attracting potential buyers 28 14

Clients having unrealistic expectations of what they can afford 27 9

Clients not having enough money for a down payment 19 7

Potential homebuyers not qualifying for a mortgage due to a poor credit history 17 6

Selling within the length of time planned 11 2

Clients’ lack of understanding of the home buying process 11 2

Establishing the right listing price 9 2

Clients’ fear that they will not qualify for a mortgage 7 2

How to effectively market my listings 7 1

Clients’ fear of buying a home/ having a mortgage 6 1

Helping potential buyers navigate the home buying process 6 1

Lack of down payment assistance programs available for clients 5 1

Lack of mortgage product options available for borrowers 5 1

Developing relationships with other professionals in the industry 3 2

Lack of homeowner education programs 3 1

Staging a home for sale 2 0

Limited business network (connections with lenders, loan officers, housing counselors) 2 0
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52

53

52

51

47

51

42

39

32

27

24

20

20

19

24

18

22

23

21

15

75

74

71

70

70

69

64

62

53

42

Mortgage product options for different borrower needs

Down payment assistance programs

Mortgages - non-traditional/limited credit/low income buyers

State of the economy

Homebuyer trends

State of the housing market

How housing policies impact my business

The secondary mortgage market

Renovation Mortgages

Construction Conversion Mortgages

Extremely interested (6-7) Moderately interested (5) T3B

Q:  Please indicate how interested you are in knowing more about each of the following topics. - Summary for T3B (5,6,7)  Base: All respondents 
(N=502)

Interested in knowing more about these topics
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66

63

55

54

47

23

20

15

21

21

27

25

24

26

18

16

86

84

82

78

71

50

38

30

Knowledge of your local area

Helping the buyer find a home

Showing them the right homes for their needs

Aid in navigating the home buying process

Referring the buyer to a loan officer and/or lender

Providing education on the mortgage process

Housing counselor referral if more education is wanted/needed

Down payment assistance program options

A great deal (7) 6 T2B

Q:  To what extent do you feel your clients find you to be a trusted advisor on the following? - Summary for T2B (6,7)  Base: All respondents 
(N=502)

Areas where real estate agents feel clients view them as trusted 
advisors 
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81

19

Yes

No

Statement in %; Don’t know, No answer , Nothing, Other not shown

Q:  Do you require your borrower to get a mortgage pre-qualification before you begin showing them houses? Base: All respondents (N=502)
Q:  When in the process do you make sure your borrower is qualified to purchase the property? Base: Those respondents who do not require 
their client to get a mortgage pre-qualification before showing them houses (N=93)

29

26

6

5

2

After first / a couple of showings

Upon submiting their offer

When they find a house they like

My clients pay cash

Credit check

When ensure borrowers are qualified

(among those who do not require their client to get a 

mortgage pre-qualification before showing them houses)

When real estate agents ensure borrower is qualified to purchase the property

Require a mortgage pre-qualification 

before showing homes
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Statement in %; Other not shown

Tools real estate agents currently use to market themselves

69

68

58

52

46

43

28

18

7

6

5

Email

Personal/company website

Social media

Direct mail (flyers, postcards, etc.)

In-person networking events

Other real estate websites

Periodical advertising (newspapers, classifieds, magazines)

Paid advertising (signs, billboards)

Media advertising (TV and Radio)

Client referrals

I don’t market myself

Q:  Please indicate what tools you currently use to market yourself. Multiple responses allowed.  Base: All respondents (N=502)


