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2013 Florida Realtors® Membership Study — Questionnaire 
Hi! My name is ___________________ with the Generic Marketing Company. We are conducting a market research survey among a select group of residential real estate professionals. The purpose of this survey is to determine the needs of real estate professionals like you. There will be absolutely no sales involved. Your individual responses and identity are confidential. What would be the most convenient date and time for you?

1. (Code, do not ask) Geographical market: 

1) Florida
2) Other Florida 

2. Which of the following categories best describes your role in residential real estate?

1) Sales or Broker Associate

2) Broker Manager or Broker Owner
3) Other (Specify: _____________________________)

3. What industry (real estate) associations or other organizations are you aware of? [Probe, be specific.] Any others? [Do Not Read List] 

1) Florida Realtors®
2) Local Board/ Realtors®
3) National Assn of Realtors®

4) CRS (Certified Residential Specialist)
5) Women’s Council of Realtors®

6) Florida Real Estate Commission
7) None
8) Don’t know, unsure

4. What industry (real estate) associations or other organizations do you belong to? [Probe, be specific.] Any others? [Do Not Read List]

1) Florida Realtors® 

2) Local Board/ Realtors®
3) National Realtors® 

4) CRS (Certified Residential Specialist) 
5) Women’s Council of Realtors®
6) Other (Specify:) ______________________

7) None 

8) Don’t know, unsure

5. (If Local Board of Realtors® is not mentioned in Q.4, Ask :) Do you belong to your Local Board of Realtors?
1) Yes (If Yes, include Q.4 above) 

2) No

3) Don’t know, unsure

6. (If the Florida Realtors® is not mentioned in Q.4, Ask :) Do you belong to the Florida Realtors? (aka Florida Assn of Realtors)
1) Yes (If Yes, include in Q.4 above) 

2) No

3) Don’t know, unsure

7. What tools, services or information can the Florida Realtors® provide you that would help you through this challenging real estate market?

	

	

	


8. What benefits and services do you get from your membership in the Florida Realtors®? (Probe – Be Specific) Any others?

	

	

	


9. Do you feel that organized real estate, such as the Florida Realtors®, helps (STRESS) you sell real estate?

1) Yes

2) No

3) Unsure

10. Do you feel that the Florida Realtors® helps you in your real estate business?

1) Yes

2) No

3) Unsure 

11. What do you feel are the most valuable types of information and communications you get from the Florida Realtors®? (Probe – Be Specific)

	

	

	


12. What changes in the types of information and communications you receive from the Florida Realtors® would you like to see? (Probe – Be Specific) (Do Not Read List) 
	

	

	


13. Thinking about the amount and frequency of information and communication you get from the Florida Realtors®, do you believe you get too little, just the right amount, or too much communications and information from the Florida Realtors®?

1) Too little

2) Just the right amount

3) Too much

Overall, how satisfied are you with the information and communications you get from each of the following? Please rate your satisfaction on a 10-point scale where “10” is extremely satisfied and “1” is not at all satisfied. (Read – Rotate Order)

14. _____ Local Board of Realtors® 

15. _____ Florida Realtors® 

16. _____ National Assn of Realtors®
Please rate on a 10-point scale the likelihood you will read or use the information and communications you receive from each of the following. A rating of “10” means you are extremely likely to read or use it. “1” means you are not at all likely to read or use the communications. (Read – Rotate Order)

17. _____ Local Board of Realtors® 

18. _____ Florida Realtors® 
19. _____ National Realtors®
20. From which one of the following do you get the most information and communications? (Read – Rotate Order)

1) Local Board of Realtors® 

2) Florida Realtors® 

3) National Assn of Realtors®
21. From which one of the following do you get the best information and communications? (Read – Rotate Order)

1) Local Board of Realtors® 

2) Florida Realtors® 

3) National Assn of Realtors®
There are a number of ways Florida REALTORS® can deliver information about the association and your industry to you. Please rate each of the following on a 10-point scale. “10” means it is your most preferred way of getting information and communications from the Florida Realtors® “1” means it is your least preferred way of getting information from the Florida Realtors®? (Read – Rotate Order)

22. _____ E-mail

23. _____ Webinar

24. _____ Web sites

25. _____ Print sources like magazines, newsletters, and direct mail

26. _____ In person presentations

27. _____ Conventions and meetings

28. _____ Videos or audio feeds

29. _____ News feeds like Instant messaging, RSS feeds & Twitter

30. _____ Social Media such as Facebook

31. Can you document true real estate business as a direct result of your active participation in any social media network?

1) Yes

2) No

Skip to Q.36

3) Unsure

Skip to Q.36

(If Yes)

32. Listings?
33. Sales?
34. Leases?
35. Referrals?

Now, I would like you to rate the Florida Realtors® on a series of attributes on a scale of 1 to 10. Rate each a “10” if you consider it excellent. Rate it a “5” if you consider it average. Rate it a “1” if you consider it very poor. (Rotate Order: Q.38 – Q.45)

	Attribute
	Rating 1 to 10

	36. Overall satisfaction
	· 

	37. Value of your membership compared to what you pay
	· 

	38. Lobbying and political action
	· 

	39. Legal Hotline and legal services
	· 

	40. Tech Helpline and tech services
	· 

	41. Florida Realtor® magazine, News  and communications
	· 

	42. Educational programs, offerings
	· 

	43. Form Simplicity and standard forms
	· 

	44. Research and market statistics
	· 

	45.  floridarealtors.org web site
	· 

	46. Annual State Convention & Expo
	· 

	47. Discount programs
	· 

	     48 a  MLS Advantage
	· 


48. What are your annual dues exclusively for the Florida Realtors®, not your local board of Realtors®, National Assn of Realtors®, or your MLS (Listing Service)? [Do Not Read]

1) $126
2) Other amount: [Record amount mentioned.] _______________
3) Unsure

Next, I would like to talk to you about Government Affairs and Political Action.
49. What government and legislative activities and issues does the Florida Realtors® engage in or support on behalf of its members? Any others? (Probe – Be Specific)
	

	

	


I would like to read to you several activities being worked on by the Florida Realtors® to benefit real estate agents and brokers. Please rate the importance of the following activities to you on a 10-point scale with ten being extremely important and one being not at all important at all. The first one is (Read – Rotate Order – Q.42 – Q.45):
50. Reforming property taxes so they are not an impediment to owning property

51. Strengthening the state licensing law so standards are higher to get and keep a real estate license

52. Stopping legislation that would impose a sales tax on your commissions

53. Stopping legislation that would impose a XXXXXXX tax on the sale of all property
54. How important do you believe it is that the Florida Realtors®, work to elect pro-Realtor® candidates for Governor, State Senate and House of Representatives, and other statewide and local offices, so that we can protect our member’s interests? Pro-Realtor® candidates are those who support policies or legislation that are beneficial to Realtors® in their everyday work. Please rate the importance on a 10-point scale, where “10” is extremely important and “1” is not at all important. _____

55.  Have you received information regarding RPAC (Realtor® Political Action Fund) from your local association, the state association or N.A.R. within the past year?

1) Yes … which?

 a) local
b) state

c) national

2) No

3) Unsure

56. What does RPAC do to help Realtors® like yourself? (Probe – Be Specific) Anything else?

	

	

	


57. Have you made a voluntary contribution to RPAC within the past one year? 

1) Yes

Skip to Q.59
2) No

3) Unsure

58. Why have you not made a voluntary contribution of RPAC in the past one year? Any other reasons? (Probe – Be Specific) 

	

	

	


Now, I’d like to talk to you about the real estate license renewal process. In other words, the continuing education courses that are required by the State of Florida Division of Real Estate.
59. What were the most important factors for you in choosing a continuing education course provider? Any others? (Probe – Be Specific) (If the respondent says they are new to residential real estate, ask what factor they will use in the future)

	

	

	


60. Thinking about the last time you took a continuing education course how did you find out about the provider whose classes you selected? (Probe – Be Specific) (If the respondent says they are new to residential real estate, ask they would like to find out about continuing education classes in the future)

	

	

	


61. From what organization or firm did you purchase your most recent continuing education course? (One Answer Only) (Do Not Read List)
1) Local Board of Realtors®

2) Florida Realtors® 

3) Your real estate brokerage

4) Another source

62. Which one of the following three ways is the way you would most prefer to take your continuing education coursework? (Read – Rotate Order)

1) Traditional classroom with a live instructor

2) Online with a live instructor

3) Online webinar completed by the student at their own pace
Please rate your receptivity to purchasing certified continuing education courses from each of the following sources on a 10-point scale, where “10” is most receptive, “5” is neutral, and “1” is not at all receptive. The first one is (Read – Rotate Order Q.63 to Q.66):

63. Local Board of Realtors®
64. Florida Realtors® 

65. Your real estate brokerage

66. The lowest cost provider of certified continuing education courses
67. What do you anticipate will be the greatest opportunities in your real estate business over the next year?
	

	

	


68.  What do you anticipate will be the greatest challenges for your real estate business over the next year?

	

	

	


69. At this time, when you join your local board of Realtors® you are required to also join and pay dues to both the state and national board of Realtors®. If you were not required to join either your local, state, or national board of Realtors®, how likely would you be to join your Local Board of Realtors, would you be . . . (Read)

1) Very likely

2) Likely

3) Not likely 

4) Not at all likely

5) Unsure [Do Not Read]
70. How likely would you be to join the Florida Realtors®, would you be . . . (Read)

1) Very likely

2) Likely

3) Not likely

4) Not at all likely

5) Unsure [Do Not Read]
71. How likely would you be to join the National Realtors®, would you be . . . (Read)

1) Very likely

2) Likely

3) Not likely

4) Not at all likely

5) Unsure [Do Not Read] 

72. How many Listing Services do you belong to? ______
73. I would like you to rate your primary Listing Service that you currently belong to on a scale of 1 to 10. Rate it a “10” if you consider it excellent. Rate it a “5” if you consider it average. Rate it a “1” if you consider it very poor. _____
Do you think home prices in your market will go up, down, or stay flat in the next:

74. 1 year?


Up _____
Down _____
Flat _____
Don’t Know _____

75. 3 years?


Up _____
Down _____
Flat _____
Don’t Know _____

76. 5 years?


Up _____
Down _____
Flat _____
Don’t Know _____

77. 10 years?


Up _____
Down _____
Flat _____
Don’t Know _____

78.  (Record — Do Not Ask)

1) Male

2) Female

79. How many years have you been licensed to sell residential real estate? _______
80. Is residential real estate sales your primary occupation or is something else your primary occupation? 

1) Residential real estate sales
2) Something else
81. What is your age? [Record exact age and check the appropriate category.] _____

1=Under 25 years

2=25 to 34 years

3=35 to 44 years

4=45 to 54 years

5=55 to 64

6=65 or older

7=Refused to state

1=Gen Y: born 1980 to 1999 (age 32 and younger)
2=Gen X: born 1965 to 1979 (age 33 to 47)
3=Boomer: born 1946 to 1964 (age 48 to 66)
4=Senior: born pre-1946 (age >67)

5=Refused to state

82. How many transaction sides did you close in 2012? _____
83. Do you anticipate being in the residential real estate business three years from now?

1) Yes
2) No 

3) Unsure 

4) Decline to state
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