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THE WHY
For decades, women seeking flexible hours and independence in their careers 
have found opportunities and appealing options in the real estate profession. 
Today, at 57%, women make up the majority of Florida Realtors membership. 
They also continue to outnumber men as residential real estate sales associates.

However, there is a disconnect between women holding the majority in 
membership compared to leadership. Analyzing Florida Realtors membership 
data in 2018 and again in 2020, the Florida Realtors Research Team found 
there was a definite gap between men and women in leadership, management 
and principal broker roles. For every one woman who serves as a principal 
broker, nearly two men are taking on that leadership position.

W
HAT DRIVES THE DISCONNECT...

WHY does this leadership gap persist? 

ARE women in real estate making different choices  
for their careers, or are obstacles in the way? 

For women who want to become managers, principal brokers or 
leaders in their offices, WHAT can they do to advance their careers? 
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DO YOU SEE WOMEN IN TOP MANAGEMENT ROLES?

1	 Florida Realtors has 195,000 members and the survey list was initially created to include all members (active in iMIS membership records at that time). However, there are many reasons 
that a member’s email address was not available, ranging from a member opting out of the email list to several members using the same email for an office. 

2	 The California Association of Realtors® Women’s Initiative: How Women Brokers are Reinventing Leadership in the 21st Century

3	 KPMG Women’s Leadership Study – Moving Women Forward into Leadership Roles, 2015

DEFINING A LEADER 
In 2020, Florida Realtors decided to find 
out more about this gap between men 
and women in real estate leadership. 
We sought leaders outside the corporate 
structure by asking questions about team 
leaders, branch managers and owners of 
small real estate firms, as well as those 
who hold leadership roles 
outside of real estate. The 
goal was to broaden the 
definition of a leader to see 
where and how Realtors 
might serve as leaders in 
other ways; and if that 
information provided more 
insight on the gender gap 
in top management roles.  

FORGING A DIFFERENT PATH?
According to Florida 
Realtors’ Member Data, 
in 2020, there are 12 
brokerages with over 1,000 Realtors – of 
those, all the principal brokers are men; 
and of the largest 50 firms, only 10 of the 
principal brokers are women. In firms 
with more than 400 Realtors, less than a 
third are led by a female principal broker. 
It’s clear that within the large-scale real 
estate corporate structure, women are 
not close to being equally represented. 

While women are still underrepresented 
in the higher ranks of the real estate 
profession, progress is being made 
in large firms, franchises and new 
brokerages. “In our firm, proactive steps 
are being taken to make a difference 

and to enact meaningful changes, not 
just dialogue,” says Nancy Klock Corey, 
regional vice president, Coldwell Banker 
Residential Real Estate’s Southeast 
region, Miami Beach. “But sometimes it 
takes a push to move the needle on long-
held beliefs and time-worn practices.” 

It’s easy to assume women 
are being “kept out” of higher 
management roles, but maybe 
the question is, are some 
women instead “opting out”? 
Is it possible women are 
choosing a different career 
path by forming boutique 
real estate firms that align 
with their personal brand 
and vision rather than 
going the corporate route? 
Or, are women choosing to 
pursue the team model that 
provides more flexibility, 

specialization and can be more profitable 
than owning a brokerage2? The survey 
sought to find out if there is a shift in the 
usual business model, caused by women 
forging a different leadership path.

“I’ve seen more women opening 
brokerages in the past two years,” says 
Cathy Whatley, 2003 president, National 
Association of Realtors, 1996 Florida 
Realtors president and principal broker-
owner of Buck & Buck Inc., Jacksonville. 
“That shows more and more women 
are ready to take on the risks and 
rewards of being business owners.”

EXPLORING THE GAP
In the 2020 survey, we asked respondents 
whether they held a leadership position 
at their brokerage. While relatively small, 
there is a difference between men and 
women, with men indicating they hold 
more leadership roles than women.

DO YOU HOLD A LEADERSHIP ROLE AT  
YOUR BROKERAGE?

People were asked if they held a 
leadership role. So, they had to respond 
if they saw themselves as a leader. While 
men and women may do the same tasks 
and even have the same title, they needed 
to see themselves as a leader in order to 
report as one. A recent survey conducted 
by KPMG, a leading professional services 
firm, indicated that more than half of the 
women it polled agree that, “as women,” 
they are more cautious in taking steps 

toward leadership roles; while six in 
10 find it hard to see themselves as a 
leader.3  Perception is reality and in 
some cases, women may have a harder 
time seeing themselves as a leader even 
though they are acting as leaders. 

We then wanted to know if men and 
women saw leadership of others in 
similar ways by asking “Do you see 
women in top management roles?” 

Of all broker respondents, 94% of 
women were able to see and identify 
women in top management roles, 
whereas only 52% of men saw 
women in top management roles. 
This disconnect between how men 
and women perceive themselves 
and other women in leadership and 
management roles is significant. 

“A lack of confidence can keep some 
women from moving up in the 
leadership ranks or forming their  
own company,” says Christine Hansen, 
2018 Florida Realtors president and 
broker-owner, Century 21 Hansen 
Realty, Fort Lauderdale. “First of all, 
you have to be able to be confident 
about yourself to be a leader,” she says. 
“Your confidence makes others feel 
safe about joining your company.”

BY THE NUMBERS...
Member Survey:  The Florida 
Realtors Research Team issued a 
survey invitation to over 184,000 
members1. A total of 5,335 
responses was received from 
April 16-24, 2020. Gender and 
license type were essential fields 
for the analysis, leaving 4,531 
qualified respondents. Survey 
respondents self-reported both 
gender and license type. The 
survey margin of error at a 90% 
confidence level is +/-1.26%.

Member Data: The other source 
of statistics is compiled from the 
member records for all active 
certified Realtor members of 
Florida Realtors, as recorded in 
the association’s membership 
database as of May 1, 2020.

Notably, much of the Florida 
Realtors membership database is 
populated by regularly-refreshed 
data feeds from two external 
sources: the National Realtor 
Database System (NRDS) of the 
National Association of Realtors® 
(NAR), and the public database 
of Florida real estate licensees 
maintained by the Florida 
Department of Business and 
Professional Regulation (DBPR).
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LEADERS IN OTHER PLACES
The survey also tested the idea of a 
broker designation being synonymous 
with leadership. The premise of brokers 
holding leadership roles was correct, 
as 83% of brokers indicated that they 
do indeed hold a leadership role. But 
leaders were identified in other places 
as well: 10% of sales associates and 
23% of broker associates indicated 
that they also hold a leadership 
role at their brokerage. The survey 
found that these “other” leadership 
roles include branch or office 
managers, team leaders and more.

WITHIN TEAMS, MEN TAKE THE LEAD
Leaders can be found in many places, 
but we chose to focus on real estate 
teams as a prominent trend in real 
estate. Nearly 1 out of every 5 survey 
respondents participate on a team. 
Sales and broker associates are 
more likely to participate in teams 
than brokers, allowing them to 
serve as a team leader without the 
responsibility of running a brokerage.

The survey asked respondents: if he or 
she was a team leader, if someone else 
was the team leader, or if there was no 
designated leader. The next question: If 
a team leader, what was their gender? 

In the real estate team structure, men 
indicated more often than women 
that they were the team leader 
across gender types. Respondents 
also indicated men were more 
frequently the leader of the team if 
the respondent was not themselves 
a leader. The biggest differences 
occurred at the broker associate and 
broker levels, which generate more 
responsibility and management tasks. 

DO YOU HOLD A LEADERSHIP ROLE 
AT YOUR BROKERAGE?

ARE YOU A TEAM LEADER?
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TAKEAWAY: 
Teams offer the opportunity for sales and broker associates 

to step into leadership roles without the same level of 
responsibility that principal brokers have. This gives people 

the chance to hone their skills and grow their business before 
jumping into other management and ownership roles.  

However, the gender divide persists even within teams  
in a way similar to the corporate structure.

NOTE: Responses between genders were 
nearly equal; therefore, this chart highlights 
the notable variance among license types.

NOTE: Responses between genders were 
nearly equal; therefore, this chart highlights 
the notable variance among license types.

YES We don’t have a designated team leader NO, someone else is our designated team leader

4 5

Find your tribe, 
your mentors, your 

network for success; 
they’re out there 
– trust your gut. 

Some advice: If you 
really don’t like to 
be around people, 

then residential real 
estate is not for you. 

Commercial real 
estate is a great 
opportunity for 

people with strong 
analytical skills.

PATTI KETCHAM
broker-owner, Ketcham Realty Group Inc., 

Tallahassee
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CYNTHIA SHELTON
2009 Florida Realtors president, international president and 
senior managing director, Investments and Capital Markets, 

LandQwest Commercial Real Estate Services, Orlando

To advance your 
career, think about 

how you can add more 
value. Ask thoughtful 

questions to learn 
more about potential 

opportunities at 
your brokerage, but 
be willing to make 

changes if necessary. 
You should be ready to 
join a new firm or go 

out on your own if the 
current culture isn’t 

the best fit.



Career advancement comes with 
common challenges, both personal and 
professional. We wanted to examine 
some of these to see if they uniquely 
affected women when it comes to 
the next step in their careers.  

CHALLENGE: Second Shift
Clearly there are differences between 
men and women that result in unequal 
representation in real estate leadership 
roles. The survey explored if being a 
primary caregiver, defined as being the 
main caretaker of a child, dependent 
adult or elderly family member, was one 
of the reasons for the leadership gap. 

Across license types, this tends to be 
more frequent among sales associates, as 
just over half of both genders indicated 
they were primary caregivers. This share 
drops going up the career ladder, except 
for male brokers, who self-identify as 
a primary caregiver at a higher rate 
than women. As people were asked to 
self-identify their roles, it’s reasonable 
to conclude that men will identify 
as being a primary caregiver when 
financially supporting their families. 

When asked if they thought being 
a primary caregiver held back their 
career, more women – especially 
female sales associates – indicated 
yes, it had certainly or probably held 
back their careers. More men indicated 

HAS BEING A PRIMARY CAREGIVER HELD BACK YOUR CAREER?
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that being a primary caregiver hadn’t 
impacted their career, or that they’ve 
never been a primary caregiver. 

Christina Pappas, 2020 Florida 
Realtors vice president and vice 
president of operations, The Keyes 
Company, Miami, says, “We have seen 
more women moving up to regional 
managers, vice presidents and other 
executives, including young moms 
taking on the challenges of leadership.”

It’s reasonable to presume sales 
associates, who tend to skew younger, 
are attracted to a career that lets them 
balance work and child rearing. But, 
mature adults may also care for elderly 
parents and grandchildren while still 
rearing their children, creating the so-
called “sandwich years.” This situation 
occurs when a caregiver is responsible 
for both their children and their parents.

REASONS FOR NOT HOLDING LEADERSHIP ROLE:  Lack of Time and/or Interest

YES

50%
YES

39%

NO NO NO

SALES ASSOCIATE BROKER ASSOCIATE PRINCIPAL BROKER

“Yes” indicates respondents who are currently NOT serving in leadership roles in their brokerage AND selected one or more of the 
following reasons for not seeking a leadership position: Time, Interest, and/or Desire.

TAKEAWAY: Sales associates, who generally are at the start of their careers, lack time, interest and/or desire to take on 
leadership roles at their companies. Brokers generally hold a leadership role; but of those who don’t, fewer (8%) cite those 
factors as the reasons why they don’t hold a leadership role.

YES

8%8%

LEADERS BEYOND THE BOARDROOM 
Leadership opportunities are available 
outside of the workplace too. Members 
were asked if they held leadership roles 
in a charitable organization, homeowners 
association, local government, school, 
sports team or religious organization. 
While most sales associates indicated 
they didn’t, more than half of broker 
associates and brokers indicated they 
did. Broker associates and brokers may 
have more stable careers, allowing 
them to become involved in other 
activities. Those outside activities 
provide new networks that could help 
their business. Since sales associates 

are typically beginning their careers, 
it makes sense obstacles stand in the 
way of outside leadership roles.

We asked those who haven’t pursued 
leadership positions both inside 
and outside of real estate, why not? 
Lack of time, interest and desire 
to take on additional managerial 
responsibilities were cited, particularly 
among sales associates; one in two 
said so. However, less than 10% of 
principal brokers indicated the same. 
It appears those who are already 
leaders can take on similar roles both 
inside and outside of real estate. 

The survey found that women may hold 
leadership roles, but not recognize it on 
a personal level, even though they can 
identify other women as leaders. For 
both genders, time, interest and desire 
to take on management responsibilities 
stand as obstacles to leadership 
roles – in real estate and beyond.

“When I was 21, I would have never in 
a million years believed that I would 
have the opportunity to serve as chair 
of the Florida Real Estate Commission,” 
says Patti Ketcham, broker-owner, 
Ketcham Realty Group Inc., Tallahassee. 
“My real estate career has also allowed 
me to raise three children, maintain 
a solid marriage, make a difference 
for buyers and sellers, and introduced 
me to some real characters.”

UNIQUE CHALLENGES

NOTE: Responses between genders were nearly equal; therefore, 
this chart highlights the notable variance among license types.

PROBABLY NOT, at least not in any significant way

NO, It has not held me back at all

N/A, I have not been a primary caregiver  
for any family members during my career

OTHER

POSSIBLY, but I’m not really sure

PROBABLY, to some degree, at least

YES, I am absolutely certain

6 7

Have confidence, 
be yourself and 
showcase your 

talents. Approach 
your life as if you 

have no limits, 
because the only 
limits will be what 

‘you think’ you 
can do.

NANCY KLOCK COREY
regional vice president, Coldwell Banker 

Residential Real Estate’s Southeast region, 
Miami Beach
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BEVERLY PINDLING
broker-owner, BP Real Estate Services LLC, 

Orlando

Many cultures exist 
in the world; it’s 
smart to have a 

diverse agent group 
to help adhere to 
the Fair Housing 

Act, and help 
diverse customers 
feel comfortable. 

Embrace diversity – 
make it part of your 

business culture.
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WHO’S THE BOSS?  SURVEY QUESTION: Have any of the following people made a significant impact on your success within the real estate industry? 
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ALL BROKERS AGE DISTRIBUTION BY GENDER

more options in managing life and career 
priorities. These trailblazers helped 
normalize maternity leave and other 
caretaking considerations, making it 
possible for younger women to become 
top managers and brokers at earlier 
points in their real estate careers. 

CHALLENGE: Balancing Act
Considering the hours those taking the 
survey indicated they give to work across 
license types, it’s clear brokers put in 
longer hours than sales associates: 45% 
of all brokers indicated they work more 
than 36 hours per week and 14% work 
more than 60 hours per week, while 
34% of sales associates work 36 or more 
hours per week and slightly more than 
5% work more than 60 hours per week.

Broker positions may typically require 
a longer work week, which may be out 
of reach for men and women with other 
obligations or no added support.

Becoming a leader requires your ongoing 
time and attention, which comes at the 
expense of something else, such as time 
with your spouse or children. “You may 
find yourself working longer hours than 
you expected,” says Whatley. “So, you 
need to consider the trade-offs that come 
with leadership.”

CHALLENGE: Misters Before Sisters?
Members were asked who played the 
biggest role in helping to advance their 
careers. Mentors and bosses were 
identified as most impactful to both 
men and women (other survey options 
included family, coaches and fellow 
agents/brokers). However, gender did 
play a role within these categories, 
with male mentors and bosses having 
an outsized impact on male broker 
associates and principal brokers.

Forty percent of male broker associates 
and principal brokers indicated a 
male mentor had the most impact on 
their career; however, only 24% of 
female principal brokers and broker 
associates indicated a female mentor 
had an impact on their career. 

The support of a mentor and boss 
appears important to a person’s 
success regardless of gender. If fewer 
women are at the top, there are less 
opportunities for them to mentor 
other women seeking to advance. 

“The pipeline of female professionals 
(in commercial real estate) needs 
to expand,” says Cynthia Shelton, 
2009 Florida Realtors president, 
international president and senior 
managing director, Investments 
and Capital Markets, LandQwest 
Commercial Real Estate Services, 
Orlando. “We can help the next 
generation by mentoring them 
and encouraging them to ask 
thoughtful questions about their 
personal and professional goals.”

WOMEN PAVING THE WAY  
Looking at broker associates and 
brokers together, the license types most 
closely associated with leadership, 
women represent a higher share in 
each age bracket until 65 and over. At 
first, it may seem women are exiting 
their careers at the potentially most 
lucrative point, but the reality is more 
positive. There are more women brokers 
in the younger generations than the 
older ones because of advancements 
made by women in recent decades. 

Women have long faced the challenges 
of “having it all” – juggling caring for 
families while working demanding jobs. 
Women who are 65 and older paved the 
way for younger women to now have 

NOTE: This chart looks at Broker Associates and Brokers only. Sales Associates were deliberately excluded in order to focus on primary 
leadership roles.

TAKEAWAY: Women are receiving support from mentors and bosses; but, there isn’t a large influence of female bosses and mentors available to support women. 
Comparatively, men receive support from their male bosses and mentors.
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“The first step is to decide on what you want to accomplish.  
Once you set your goal, you can prepare a road map to guide you  
to that objective.” 
– Catherine B. “Cathy” Whatley, 2003 president, National Association of Realtors, 1996 
Florida Realtors president and principal broker-owner, Buck & Buck Inc., Jacksonville 

“The most important step is to build a strong team – at home as 
well as your brokerage. Keep your lines of communication open, 
and let people know your goals, your dreams and your hopes. They 
are the ones who will make your brokerage a success.” 
– Christina Pappas, 2020 Florida Realtors vice president and vice president of 
operations, The Keyes Company, Miami

“Wake up every morning thinking like a business owner, rather 
than an agent.” 
– Beverly Pindling, broker-owner, BP Real Estate Services LLC, Orlando

“My first broker told me on my first day of real estate to join the 
local association, get involved on a committee and be invested 
in my career. That was great advice, as you gain new skills and 
generate goodwill, it will help you be successful.” 
– Debra Myers, 2020 Florida Realtors District 7 vice president and broker-owner, West 
Coast Florida Real Estate Group, Brooksville

“Be sure you get recognition for your ideas.” 
– Nancy Klock Corey, regional vice president, Coldwell Banker Residential Real Estate’s 
Southeast region, Miami Beach

“Education never stops for agents or brokers. When I joined the 
Tallahassee Board of Realtors, I never missed a meeting because I 
got so much new information every time.” 
– SW Ellis, broker-owner, Blue Bird Homes & Lands Inc., Monticello

“Successful women are comfortable sharing ideas with each other.  
Be confident enough to even share your mistakes and failures.” 
– Christine Hansen, 2018 Florida Realtors president and broker-owner, Century 21 
Hansen Realty, Fort Lauderdale

“Embrace diversity – make it part of your business culture.” 
– Beverly Pindling, broker-owner, BP Real Estate Services LLC, Orlando

“Find out what successful leaders are doing to achieve their 
goals. Believe it or not, Realtors love to share their stories.”
– Debra Myers, 2020 Florida Realtors District 7 vice president and broker-owner, 
West Coast Florida Real Estate Group, Brooksville

“Say yes, if asked to take a leadership position in the 
community, a nonprofit or a real estate organization. I became 
the first person from my area – and the only black or brown 
female – to serve on the Florida Real Estate Commission.” 
– SW Ellis, broker-owner, Blue Bird Homes & Lands Inc., Monticello

“Practice self-care especially in trying times: Take care of 
yourself first. Otherwise, you can’t help those around you.” 
– Christine Hansen, 2018 Florida Realtors president and broker-owner, Century 21 
Hansen Realty, Fort Lauderdale

“Find your tribe. Trust your gut when it comes to other people. 
Don’t try to fit a round peg into a square hole, when it comes to 
temperaments and personalities.” 
– Patti Ketcham, broker-owner, Ketcham Realty Group Inc., Tallahassee

“You need to be empathetic with your team’s daily challenges 
and frustrations, but you still need to hold people accountable 
for their actions.” 
– Cathy Whatley, 2003 president, National Association of Realtors, 1996 Florida 
Realtors president and principal broker-owner, Buck & Buck Inc., Jacksonville

“There are lots of doers, but not as many leaders. Start building 
the skill set you will need to lead your team or your company: 
Don’t get caught in an administrative role.” 
– Nancy Klock Corey, regional vice president, Coldwell Banker Residential Real 
Estate’s Southeast region, Miami Beach

SET GOALS.

BUILD  
YOUR TEAM.

HAVE A 
BUSINESS 
MINDSET.

BE ACTIVE IN 
YOUR LOCAL 
OR REGIONAL 
ASSOCIATION.

SPEAK UP  
FOR YOURSELF.

KEEP  
LEARNING.

SHARE YOUR 
KNOWLEDGE.

EMBRACE 
DIVERSITY.

TALK WITH 
SUCCESSFUL 
LEADERS.

BE WILLING 
TO SERVE. 

TAKE CARE  
OF YOURSELF.

WORK WITH 
COMPATIBLE 
PROFESSIONALS.

BALANCE 
EMPATHY WITH 
ACCOUNTABILITY.

BE A LEADER – 
NOT A MANAGER.

WORDS FROM WISE WOMENWHAT DO 
WOMEN NEED 
TO TAKE 
THE LEAD?
Women considering 
a leadership position 
in the real estate 
field should plan 
carefully for the 
next stage in their 
careers – without 
being afraid to take 
a big step forward. 
While there are many 
known obstacles 
to advancement, 
current leaders 
offer suggestions on 
how to overcome 
these hurdles.

DO YOU HOLD A LEADERSHIP ROLE 
WITHIN A LOCAL ASSOCIATION?

YES

9%9%

YES

21%21%

NO

NO

NO

SALES ASSOCIATE

BROKER ASSOCIATE

PRINCIPAL BROKER

“No” refers to respondents who selected “None” when 
asked about various leadership roles outside of real 
estate like school, sports, charities, etc.

YES

24%24%

NOTE: There is likely bias regarding participating in 
a leadership capacity at the local association level. 
Realtors who are more invested in Florida Realtors  
and their businesses generally have a stronger 
incentive to answer the survey than those who aren’t.

Responses between genders were nearly equal; 
therefore, this chart highlights the notable variance 
among license types.
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It’s not easy to have a 
successful business, 

and many agents don’t 
want to take on the 
overhead of being a 
broker. If a woman 

wants to be a broker, 
she needs a good 

financial head on her 
shoulders. After all, you 

will spend thousands 
before you make a dime.

SW ELLIS
broker-owner, Blue Bird Homes & Lands Inc., 

Monticello
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Women need the 
confidence in 
themselves to 

become successful 
business owners, 
principal brokers 
or top producing 

agents within their 
brokerage. We 

need to embrace 
that ability.

DEBRA MYERS
2020 Florida Realtors District 7 vice 

president and broker-owner, West Coast 
Florida Real Estate Group, Brooksville



WORK HARD, EARN HARD
With the additional time commitment 
and work responsibilities, why 
become a principal broker? Because 
it has the potential to pay off.  

The graph above illustrates the 
annual gross income reported by 
respondents by license type of both 
genders. A higher percentage of broker 
associates and brokers indicated 
incomes of $30,000 or more, with 
the concentration increasing up the 

pay scale. The largest concentration 
is in the $100-$149,000 bracket. 

Those bigger pay days are not an industry 
secret and often help attract people to the 
higher positions. We asked respondents 
to indicate where their future interest 
is in terms of advancement. More 
female sales associates indicated 
they hope to earn their broker 
license in the future. A similar trend 
is true with broker associates who 
want to be principal brokers. 

What is holding people back from 
making that move from one rung on the 
ladder to another? We asked the question 
bluntly – do you think or suspect that 
you have been denied a promotion 
based on gender? The results revealed 
that among principal brokers, 23% of 
women believe they have been denied a 
promotion based on gender, compared 
to 5% for men. Even at the other levels, 
women are twice as likely to indicate 
their suspicion that gender played a role 
in their ability to obtain a promotion. 

SALES ASSOCIATES WHO ASPIRE TO ATTAIN BROKER LICENSE

RESPONDENTS WHO ARE CERTAIN OR SUSPECT THEY HAVE BEEN DENIED A PROMOTION BASED ON GENDER

GROSS INCOME BY LICENSE TYPE BROKER ASSOCIATES WHO ASPIRE TO BE PRINCIPAL BROKERS
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The results revealed that among principal brokers, 23% of women believe  
they have been denied a promotion based on gender, compared to 5% for men.

NOTE: Percentages displayed represent total respondents in each category who selected either “Yes, I am certain of it” or “I suspect this has happened to me, but can’t say for sure” to the question,  
if they believe they were denied a promotion, raise or important assignment based on gender.
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CHRISTINA PAPPAS
2020 Florida Realtors vice president  

and vice president of operations,  
The Keyes Company, Miami

The most important 
step is to build a 
strong team – at 
home as well as 
your brokerage. 

Keep your lines of 
communication 

open, and let people 
know your goals, 
your dreams and 
your hopes. They 
are the ones who 

will make your 
brokerage a success.
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CHRISTINE HANSEN
2018 Florida Realtors president and  

broker-owner, Century 21 Hansen Realty,  
Fort Lauderdale

Successful women 
are comfortable 

sharing ideas with 
each other. Be 

confident enough 
to even share your 

mistakes and failures. 
As successful, strong 

women, we need 
to support each 

other and help other 
women looking to 
become leaders.



“THERE IS TOO MUCH. LET ME SUM UP.”  — INIGO MONTOYA, “THE PRINCESS BRIDE.”

Real estate offers 
numerous career 
options, benefits and 
opportunities that attract 
both men and women into 
the profession. However, 
though women make up 
the majority in Florida 
Realtors’ membership 
and hold more residential 
real estate sales positions, 
they continue to lag 
men when it comes 
to higher leadership 
roles such as principal 
broker or ownership 
of large brokerages.

Real estate is not alone in demonstrating 
this leadership gender gap. Studies 
show it persists in other businesses 
and professions, including fields that 
are dominated by women like teaching, 
nursing or library services. Factors 
such as time commitment, desire to 
lead, work/life balance, child-rearing, 
taking care of elderly family members 
or lack of confidence may be some of 
the reasons there are less women taking 
on upper management positions, as 
this Florida Realtors’ report notes.

Yet for women in real estate, becoming 
a principal broker can pay off in 
higher income and other rewards 
– including opportunities to “pay it 
forward” by serving as mentors to more 
women who hope to become the next 
generation of real estate leaders. 

To forge a leadership path in real 
estate or any business, women should 
seek new challenges, particularly if 
those opportunities are outside their 
knowledge base, stretch their current 
capabilities or offer the chance to 
lead a project. You can’t succeed if 
you don’t try, but challenges mean 
risk and the possibility of failure – 
and many women find it difficult to 
give themselves permission to fail.

For example, men often apply for 
a job when they meet 60% of the 

qualifications, but women apply only 
if they meet 100%, according to a 
commonly cited Hewlett-Packard study 
on internal hiring practices from several 
years ago. Think of the difference that 
40% can make – at the very beginning 
of a job or promotion process, women 
aren’t even putting themselves up 
for consideration. Every woman can 
begin to bridge that leadership gap, 
simply by believing they’re capable 
when the chance comes up for a new 
promotion or career opportunity.

With a long, active history in the real 
estate profession, women continue 
to increase their numbers in top level 
leadership and are making progress 
toward gender parity. By taking on 
new career challenges, women in 
real estate can boost their confidence 
and develop additional leadership 
skills. And, women in the industry can 
take their careers to the next level by 
continuing their professional growth 
through education and training.

Having a mentor also can help women 
in real estate develop their strengths 
and leadership skills, especially female 
mentors who can share their experiences 
and act as role models for success. In 
turn, by acting as mentors and guides 
to the next generation, current women 
leaders in the industry are keeping the 
profession strong for those who follow. 

SO YOU WANT TO OPEN YOUR OWN BROKERAGE?
If you’re thinking about opening your own brokerage,  
here are five tips from Cathy Whatley, 2003 president, 
National Association of Realtors, 1996 Florida Realtors 
president and principal broker-owner of Buck & Buck Inc.  
in Jacksonville.

1. WRITE DOWN EVERY POTENTIAL EXPENSE.  
Then talk with your accountant or a friendly broker and see if you’ve  
missed anything.

2.TALK TO THE VETERANS.  
Take leaders in your market out for coffee or lunch and pick their brains.  
Try to avoid surprises because that adds to your stress.

3.CREATE A POLICY MANUAL.  
Be sure to include who pays for what services, and how leads will be  
handled – especially if you plan to take some of those leads yourself. 

4.WRITE OUT A TRAINING PLAN.  
Tell prospective agents how you will help them improve their skills and  
support their careers. This is important whether it’s a company of two or 200.

5.BE PREPARED TO MAKE TOUGH DECISIONS.  
Can you terminate an associate who is a poor performer or not a good fit  
for your company?

“Being a broker requires ongoing time and focus,” says Whatley. “As you become 
more adept, it gets better, but being organized is crucial. Realize that agents 
will ask you for advice, so you must be prepared and knowledgeable.”

CATHERINE B. “CATHY” WHATLEY
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TINA FEY  
American actress, comedian, author, producer and playwright

Whatever the problem, 
be part of the solution. 
Don’t just sit around 
raising questions and 
pointing out obstacles.
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