
Though millennials comprise the majority of the overall workforce, the median age of a 
commercial real estate broker is 57. And it can be hard to embrace new technology when 
your own way of doing things has worked for most of your career. But even the most 
obstinate brokers have found a way to embrace technology as part of their daily workflow. 
Well, at least most of them have...

Do you recognize any of these brokers?

and the technology they may 
(or may not) be using

STEREOTYPES
BROKER
6

Learn more at apto.com

3

5

2

4

6

Extreme Eric
The adrenaline rush of closing deals seems to be the only reason for his success. He has 
made enough money to live comfortably but chooses to spend most of his leisure time 
suffering in the elements. Never one for dress codes, his high-tech clothes make him look 
like he is always ready for an impromptu hike to break out. He bikes to work every day, 
rain or shine, and his office is used more for gear storage than deal making.

Even though the team seldom knows where in the world Eric is they can be assured that 
he is reachable. He pays for a satellite connection for his phone so he can be reached 
whether he is soloing his sailboat across the Pacific or climbing a treacherous peak in 
the Himalayas. He values the money his brokerage creates in order to finance his 
next excursion so he has deployed CRM software to make sure that his agents are 
closing deals and contributing to his cash flow. Whenever he is in town he gathers the 
team to show off photos of his most recent adventure and makes them the traditional 
food of the natives that he just lived with. Everyone always tells him that they like his 
goat-jaw stew or pickled stingray jerky but then throws it out when he is not looking.

My-Way Mike
He spent his life building his brokerage. He has every drawer configured just how he likes it. 
Company lunches are always at the same local steakhouse that used to be swanky but now 
is too run down to be even ironically divey. His meetings are administered, always by him of 
course, using parliamentary procedure. He makes every broker copy his own version of 
spreadsheets down to the line spacing. 

Instead of using the golf clubs that he carries in his car everywhere he goes, he spends his 
day doing busy work for his business. Untrusting of “the world wide web,” he spends 
Mondays and Fridays balancing checkbooks and depositing checks. He can’t understand 
why his agents aren’t performing: he had perfected his system, all that was needed was to 
spend 70 hours a week calling the list, just like he did when he was just starting. “Kids these 
days want everything for nothing,” he thinks to himself as he goes through each 
transaction’s contract file with his 25-year-old laminated check sheet. 

Helicopter Helen
Her kids have all moved to colleges “coincidentally” on the other side of the 
country. Her husband spends his days golfing with his buddies and sobering up 
from golfing with his buddies. Now that she has her work routine figured out the 
last thing she wants is to ruin it by taking long weekends and extended vacations. 

She can't understand why her market is being dominated by some new upstarts 
in their “fancy downtown office.” She knows her brokers are working hard she 
holds them to the same 7-6 schedule as her, plus she makes them CC her on 
all their communications. Sure, she spends most of her day in Outlook, but until 
she can figure out what she can do to keep her brokerage competitive, she needs 
to stick with manual processes.

Just-Right Justin
His brokers are never quite sure how he juggles it all, but Justin always 
has time to make his daily prospecting calls, present at team meetings, 
field last-minute requests for support, and still make his kid’s little 
league game. After graduating college with a degree in economics and a few 
theater performances under his belt, Justin learned the ropes at a bigger firm 
in his 20s before striking out on his own. Now he has a team of high 
performers, most of whom have now been at the firm for years. 

His door is literally always open, and his laughter often resonates through the 
office when he’s making his daily prospecting calls. He relies on tools to be as 
efficient as possible, and he’s able to keep tabs on his team with dashboards 
and reports. Most days he spends mentoring and helping out his brokers, and 
he’s always home in time for dinner with his family.

Write-off Wendy
Her past life as a bookkeeper has always stuck with her. Her whole career 
she kept every receipt and read every FASBI report to make sure that she 
was optimizing her tax planning. Her Mercedes is wrapped in a billboard for 
her brokerage so she can claim her lease payments as a business expense.

Now that she is focusing less on closing deals she can focus more on 
documenting everything. She uses Mint to record all company expenses 
automatically. All her agents’ transactions are meticulously organized 
with a CRM to justify her office and transaction coordination 
write-offs. She uses her spare time to go to conferences that are located in 
tropical settings and comes back with evidence of her meetings, a fresh tan, 
and a new stack of airline and hotel rewards points.

Championship Chad
He tells everyone about his two years as a walk-on college football player, whether they 
ask or not. The focal point of his office is the glass case that displays everything from his 
“Most Improved” Little League trophy to his “Broker of the Year” awards that he presents 
to himself every year during the company picnic. His kids all look and dress identical to 
him, but he loves the oldest best because he throws the tightest spiral.

As he transitions his life to be a part-time booster for his alma mater, he wants to make 
sure his team is keeping its “Championship DNA.” To do this he uses deal flow software 
to gamify his brokers’ performances. Every month lead brokers get to enter the office 
through a breakaway banner to a song from the second edition of Jock Rocks as if they 
are about to play in the Super Bowl. He also always extends the offer to go with him to 
one of his college’s home games but so far no one has taken him up on it.
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