Explanation of the Methodology for the building of The Wall Street Journal/REAL Trends Top Thousand rankings report

“REAL Trends strives each year to reach as many professionals as possible in compiling the data that result in the annual rankings that are now called The Wall Street Journal/REAL Trends Thousand.  We request surveys from virtually every national branded network, many state and local associations of Realtors®, all applicants from past years’ rankings, and the 900 largest brokerage firms in the United States.  Any sales professional who desires to submit a survey and who has done a minimum threshold of business for the prior calendar year, and who can prove that level of sales, is invited to participate.  A non-refundable application fee of $25 per person is required at the time of submission; full payment confirms submission but does not guarantee a place in the final rankings.

REAL Trends works diligently to ensure the data is complete and accurate.  Each and every submission must come with a form of verification from an independent source.  This may be their 1099 Federal Tax form, MLS printouts which can then be verified independently, or a certification from the brokerage firm or, if applicable, franchisor with whom the sales professional is associated.  In addition, REAL Trends senior staff reviews each and every submission for completeness and accuracy and in some cases requires additional verification.
REAL Trends senior staff also reviews each and every survey to determine the appropriate designation as either an “individual” sales professional or a “team” sales professional.  The definition we use (refer below †) to differentiate these methods of operating a sales practice was developed by us after working with top owners, managers, and sales professionals over the past five years.

It is quite possible that there are sales professionals who either chose not to submit a survey or are unaware of the existence of this report but whose sales performance would place them on these rankings.  We try to enlist every potential source of such information in compiling the list but beleive that there are those who are not ranked who may deserve to be on the list.  We strive each year to further improve our capture of the profiles of the nation’s top sales professionals.
Finally, there have been several cases in the five years that we have compiled this annual survey where we did not allow a submission due to incorrect or incomplete information or the lack of proper verification.  We monitor and manage this ranking very carefully so that we can continue to be viewed as The Trusted Source in the industry.”
Steve Murray, Editor, REAL Trends, Inc.
www.realtrends.com 
Not on The Thousand for 2011, but want to apply next year?  Email your name and contact information to realtrends@realtrends.com so we can add you to our list or visit us at www.realtrends.com in March-April 2012 to submit an online application.

†  Definitions

INDIVIDUAL SALES PROFESSIONALS

A sales professional shall be defined as an individual who is employed in residential real estate sales and who does not share commissions or sales volume for the purposes of award recognition with any other person.

TEAMS

A team shall be two or more licensed sales associates, regardless of whether they are independent contractors or employees of a team, who combine sales for awards or commission sharing in any fashion.  This definition of a team includes those who refer to themselves as partners or any other term.  Employees or independent contractors employed by a team in non-selling activities are not counted as a member of a team for the purposes of this definition.
