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Introduction  
 
The purpose of this survey is to better understand MLS technology trends.  CRT distributed an 
online survey asking REALTORS® and those affiliated with a MLS about their usage and 
opinions on such topics as general business practices, MLS consolidation, RETS, security, data 
integration, etc.  Through this report CRT hopes to gain a better understanding of NAR 
members’ opinions and needs as well as to help the general public understand the opinions and 
needs of our members. 
 
Please direct any questions or comments about the survey to: 
 
Keith Garner      Ericka Luba 
Managing Director, CRT    Communications Associate,CRT 
kgarner@realtors.org     eluba@realtors.org 
 

Methodology 
 
The 2007 REALTOR® MLS Technology Survey was conducted from March 7, 2007 to March 
21, 2007.  CRT distributed a survey link via email to more than 25,000 NAR members, including 
agents and brokers, and 1,308 MLS executives which generated 576 usable responses.  The 
survey results have a margin of error of plus or minus 4.08%.  
 
Method of Solicitation:  Email  
Demographic Selection Criteria: NAR member with a valid email address  
Solicitations:  26,000+  
Responses:  576  
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Executive Summary 
 
Key topic areas that were looked at in the 2007 REALTOR® MLS Technology Survey include:  
business practices, consolidation, public websites, RETS, security, two-factor identification, and 
data integration. 
 
Thirty-four percent of members think that the ideal size for a consolidated MLS is a statewide.  
This is different from the majority, 53%, of those affiliated with a MLS thinking the ideal size is 
by market areas or metropolitan statistical area (MSA). 
 
A majority, 56%, of those affiliated with a MLS state that their MLS provides a public website 
where consumers may access listings.  Of those that have a public website provided by their 
MLS 43% support lead generation and of those that support lead generation 66% of the 
leads/registration information goes to the listing agent and 34% to the listing broker. 
 
There is a belief with both members and those affiliated with a MLS that a MLS public site 
competes with a broker or agent site, with 56% believing such.  There is a drop to 33% believing 
such when just those affiliated with a MLS are looked at. 
 
Of those affiliated with a MLS, fifteen percent are very satisfied with the RETS interface, while 
39% are somewhat satisfied, and fourteen percent are not satisfied.  28% of this group have no 
current RETS 2.0 plans, while thirteen percent have plans to install RETS 2.0 “sometime” within 
the next eighteen months.  A vast majority of this group, 66% of respondents, are not clear of the 
direction RETS is moving in but 33% responded that RETS is moving in the right direction. 
 
Members would like the following additional data included in their listings if offered by the 
MLS; 37% responded sold data, 34% responded photos, 34% tax info, 30% responded amenities, 
and 23% address. 
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Profile 

We asked each Realtor® member who was questioned, “What is your primary position?”  We 
included in our survey the members whose roles are broker-owner (no selling), broker-owner 
(some selling), associate broker, sales agent, manager (no selling), and manager (some selling).  
There are three broker-owners (no selling), 31 broker-owners (some selling), 94 associate 
brokers, 332 sales agents, four managers (no selling), and fifteen managers (some selling) 
represented.  For clarification purposes this group of respondents will be referred to as members 
throughout the report. 

 

WHAT IS YOUR PRIMARY POSITION?  

1% 

6% 

20% 

69% 

1% 

3% 
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Also included were respondents whose primary position was affiliated with a MLS.  There are 
seven MLS Directors, two MLS Specialists, 39 MLS Association Executives, one MLS 
President, and eighteen MLS CEOs.  For clarification purposes this group will be referred to as 
those affiliated with a MLS through out the rest of the report. 

YOUR PRIMARY POSITION (MLS)

27%

1%

58%

3%

10%

0% 10% 20% 30% 40% 50% 60% 70%

MLS CEO

MLS PRESIDENT

MLS ASSOCIATION EXECUTIVE

MLS SPECIALIST

MLS DIRECTOR
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Full ranges of different size MLSs are represented of members and those affiliated with a MLS.    
103 respondents are working with an MLS that has fewer then 1000 members.  There are 73 
respondents whose MLS consists of 1001-2500 members, 81 respondents whose MLS consists 
of 2501-5000, 77 respondents whose MLS consists of 5001-10,000 members, and 72 
respondents whose MLS consists of over 10,000 members. 
 

 
* Those respondents who stated "don't know" are not included in the above figure 

WHAT IS THE APPROXIMATE NUMBER OF MEMBERS IN 
YOUR MLS?  

<1000 
25% 

1001-2500 
18% 

2501-5000 
20% 

5001-10,000 
19% 

>10,000 
18% 
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BUSINESS PRACTICES 
 
Those affiliated with a MLS were asked, “How was your MLS built?”  The vast majority, 57 
responded a MLS vendor.  Nine stated that theirs’ is homegrown.   
 

HOW WAS YOUR MLS BUILT?

MLS VENDOR, 85%

HOMEGROWN, 13%

OTHER, 1%
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Members were asked, “Who enters data into your MLS system?”    They were able to make 
multiple choices and 66% stated that agents enter listings themselves, 45% have broker office 
staff enter listings, and six percent stated the MLS enter the listings. 
 

WHO ENTERS DATA INTO YOUR MLS SYSTEM?
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40.00%
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 10 

Members and those affiliated with a MLS were asked, “Is there an additional charge for this 
service?”  Fourteen percent of members responded yes and 37% percent of those affiliated with a 
MLS responded yes.  The variance in percentage could be explained by the “don’t know” 
responses.  28 % of members stated that they didn’t know, whereas seven percent of those 
affiliated with the MLS responded don’t know.  
 

 
*Members

IS THERE AN ADDITIONAL CHARGE FOR THIS SERVICE?  
(ENTERING DATA)  

0% 

10% 

20% 

30% 

40% 

50% 

60% 

70% 

YES NO DON'T KNOW 



 11 

*Those affiliated with a MLS 

IS THERE AN ADDITIONAL CHARGE FOR THIS SERVICE?  
(ENTERING DATA)  
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Members and those affiliated with a MLS were asked “How are listings entered in the MLS 
system?”  A vast majority, 73.4%, responded that a web browser entered listings into the MLS 
system. 
 

HOW ARE LISTINGS ENTERED INTO THE MLS SYSTEM?

73.40%

6% 7.10%

3.70% 3.30%

WEB BROWSER NON-BROSWER
SOFTWARE APPLICATION

FAX TO MLS EMAIL TO MLS BATCH UPLOAD
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Those affiliated with a MLS were asked, “Does listing data go through a quality control process 
before loading into the MLS system?” A majority, 63% responded no. 
 

 

DOES LISTING DATA GO THROUGH A QU ALITY CONTROL 
PROCESS BEFORE LOADING INTO THE MLS SYSTEM?  

YES 
27% 

NO 
63% 

DON'T KNOW 
10% 
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Consolidation 
 
Those affiliated with a MLS were asked, “Has your MLS considered consolidation with one or 
more other MLS?” and 63% responded “yes.” 
 

HAS YOUR MLS CONSIDERED CONSOLIDATION WITH ONE 
OR MORE OTHER MLS?

YES
63%

NO
37%
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Those affiliated with a MLS were asked, “Has your MLS already consolidated with one or more 
other MLS?” and 72% responded “no.” 
 

HAS YOUR MLS ALREADY CONSOLIDATED WITH ONE OR 
MORE MLS?

YES
28%

NO
72%
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Members and those affiliated with a MLS were asked, “What would you consider the ideal size 
for a consolidated MLS?”  Members most popular choice, with 34% responding, is “statewide.”  
Those affiliated with a MLS’s most popular choice, with 53% responding, is, “by market areas or 
metropolitan statistical area (MSA).”  
 

WHAT WOULD YOU CONSIDER THE IDEAL SIZE FOR A 
CONSOLIDATED MLS?
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*Those affiliated with a MLS 
 

WHAT WOULD YOU CONSIDER THE IDEAL SIZE FOR A 
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Those affiliated with a MLS were asked, “ Do you have reciprocal data sharing agreements with 
other MLS?”  33% responded yes, while 67% responded no. 
 

DO YOU HAVE  RECIPROCAL DATA SHARING AGREEMENTS 
WITH OTHER MLS?

YES
33%

NO
67%
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Of those affiliated with a MLS and do not have a reciprocal data sharing agreement with other 
MLS, 57% have considered a reciprocal data sharing agreement with other MLS. 
 

HAVE YOU CONSIDERED A RECIPROCAL DATA SHARING 
AGREEMENT WITH OTHER MLS?

YES
57%

NO
36%

DON'T KNOW
7%

 
 



 19 

Public Website 
 
Those affiliated with a MLS were asked, “Does your MLS provide a public website where 
consumers may access listings?” and a majority, 56%, responded yes.   
 

DOES YOUR MLS PROVIDE A PUBLIC WEBSITE WHERE 
CONSUMERS MAY ACCESS LISTINGS?

YES
55%

NO
45%
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Of those that have a public website provided by their MLS 43% support lead generation and of 
those that support lead generation 66% of the leads/registration information goes to the listing 
agent and 34% to the listing broker. 
 

DOES THE SITE SUPPORT LEAD GENERATION?

YES
43%

NO
57%

 
 

WHERE DO THE LEADS/REGISTRATION INFORMATION GO?

TO THE LISTING BROKER
34%

TO THE LISTING AGENT
66%



 21 

Of those members that receive leads from the public website the majority, 50%, receive between 
one to five leads per year.  23% receive six to ten leads and eleven percent receive between 11 to 
25 leads per year.  These same members were asked, “How many sales resulted from these leads 
per year?” and 93% responded that the leads received resulted in one to three sales.  They were 
also asked, “How would you characterize the nature of the leads received, on average?”  The 
majority, 34% responded “just window shopping-no interest in buying,” 25% responded 
“watching market trends-not ready to buy,” 23% responded “interested in buying within 12 
months,” and sixteen percent responded “interested in buying next three to four months.” 
 

HOW MANY LEADS DO RECEIVE PER YEAR FROM THE MLS 
PUBLIC WEBSITE?

0% 10% 20% 30% 40% 50% 60%

0
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HOW MANY SALES RESULTED FROM THESE LEADS PER 
YEAR?

0% 10% 20% 30% 40% 50% 60%

1

(1-3)

4+

 
 

HOW WOULD YOU CHARACTERIZE THE NATURE OF THE 
LEADS RECEIVED, ON AVERAGE?
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Those affiliated with a MLS were asked, “Should the MLS provide a public website to display 
MLS listings?” and a majority, 63%, responded yes.  When just members were asked this 
question, a slight majority, 52% responded yes. 
 

SHOULD THE MLS PROVIDE A PUBLIC WEBSITE TO 
DISPLAY MLS LISTINGS?

YES
63%

NO
37%

 
*Those affiliated with a MLS 
 

SHOULD THE MLS PROVIDE A PUBLIC WEBSITE TO 
DISPLAY MLS LISTINGS?

YES
52%

NO
48%

 
* Members
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30% of members and those affiliated with a MLS responded “MLS public websites are good for 
MLS and REALTOR image in the community” when asked, “Choose the answer that best 
describes your position regarding MLS public websites?” while 25% responded “MLS public 
websites reduce the value of the REALTOR.” 
 

CHOOSE THE ANSWER THAT BEST DESCRIBES YOUR 
POSITION REGARDING MLS PUBLIC WEBSITES.
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When members were asked, “Do you believe an MLS public site competes with broker or agent 
websites?” 44% of respondents answered “yes.”  When just those affiliated with a MLS were 
asked, 33% respondents answered “yes.” 
 

DO YOU BELIEVE AN MLS PUBLIC SITE COMPETES WITH 
BROKER OR AGENT WEBSITES?

YES 
44%

NO
28%

OTHER
28%

 
*Members  
 

DO YOU BELIEVE AN MLS PUBLIC SITE COMPETES WITH 
BROKER OR AGENT WEBSITES?

YES
33%

NO
55%

OTHER
12%

 
*Those affiliated with a MLS 
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56% percent of those who are affiliated with a MLS responded yes when asked, “Does your 
MLS provide an “auto-search” capability to consumers so they can receive automatic updates on 
listings that fit their search criteria?” 
 

DOES YOUR MLS PROVIDE AN "AUTO-SEARCH" CAPABILITY 
TO CONSUMERS SO THEY CAN RECEIVE AUTOMATIC 

UPDATES ON LISTINGS THAT FIT THEIR SEARCH CRITERIA?

YES
56%

NO
44%
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RETS 
 
63% of those affiliated with a MLS responded that their MLS system has a RETS interface.  
Nineteen percent responded that they don’t know.  In 20061, 54% of those affiliated with a MLS 
responded that their MLS system has a RETS interface. 
 

DOES YOUR MLS SYSTEM HAVE A RETS INTERFACE?

YES
63%

NO 
18%

DON'T KNOW
19%

 
*Those affiliated with a MLS 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
1http://www.realtor.org/CRTWeb.nsf/files/2006_MLS_Tech_Survey_final.pdf/$FILE/2006_MLS_Tech_Survey_final.pdf  
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On the other hand, when members were asked, “Does your MLS system have a RETS 
interface?”  93% responded that they don’t know. 
 

DOES YOUR MLS SYSTEM HAVE A RETS INTERFACE?

YES 
4%

NO 
3%

DON'T KNOW
93%

 
*Members
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The most popular version of the RETS standard used, asked to those who answered, “yes,” when 
asked, “Does your MLS system have a RETS interface?” is Version 1.5.  Yet 59% responded 
that they don’t know which version is used. 
 

WHAT VERSION OF THE RETS STANDARD DO YOU USE?

0% 10% 20% 30% 40% 50% 60% 70%

1.0

1.5
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When those who answered, “yes,” when asked, “Does your MLS system have a RETS 
interface?” were asked, “How is RETS primarily used?” respondents answered 37% “bulk 
download” and 12%  “ad-hoc queries.”   
 

HOW IS RETS PRIMARILY USED?

0% 5% 10% 15% 20% 25% 30% 35% 40% 45%
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When those who answered, “yes,” when asked, “Does your MLS system have a RETS 
interface?” were asked, “What describes the data in your RETS server?” respondents answered 
67% “real time” and 19%  “periodically refreshed.”   
 

WHAT BEST DESCRIBES THE DATA IN YOUR RETS 
SERVER?
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Of those affiliated with a MLS, fifteen percent are very satisfied with the RETS interface, while 
39% are somewhat satisfied, and fourteen percent are not satisfied.  32% of those affiliated with 
a MLS don’t know if they are satisfied. 
 

HOW SATISFIED ARE YOU WITH THE RETS INTERFACE?

VERY SATISFIED
15%

SOMEWHAT SATISFIED
39%

NOT SATISFIED
14%

DON'T KNOW
32%
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When “Don’t know” is not factored into the comparison, 57% are somewhat satisfied with the 
RETS interface. 
   

HOW SATISFIED ARE YOU WITH THE RETS INTERFACE?

VERY SATISFIED
23%

SOMEWHAT SATISFIED
57%

NOT SATISFIED
20%
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Of those affiliated with a MLS, 28% have no current RETS 2.0 plans, and thirteen percent have 
plans to install RETS 2.0 “sometime” within the next eighteen months.  43% don’t know their 
plans. 
 

 

WHAT ARE YOUR RETS 2.0 PLANS?  
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Those affiliated with a MLS were asked, “Do you feel like the RETS standard is moving in the 
right direction?”  66% of respondents are not clear of the direction RETS is moving in.  33% 
responded that RETS is moving in the right direction and three percent responded that RETS is 
not moving in the right direction. 
 

 

DO YOU FEEL LIKE THE RETS STANDARD IS MOVING IN THE  
RIGHT DIRECTION? 

RETS IS MOVING IN THE  
RIGHT DIRECTION 

31% 

RETS IS NOT MOVING IN  
THE RIGHT DIRECTION 

3% 
YOU ARE NOT CLEAR OF  
THE DIRECTION RETS IS  

MOVING IN 
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Security 
 
A majority of the members that responded stated “yes” when asked, “Do you think the MLS has 
taken security more serious this year then the past year?” 
 

 

DO YOU THINK THE MLS HAS TAKEN SECURITY MORE 
SERIOUS THIS YEAR THEN THE PAST YEAR?  

YES 
75% 

NO 
25% 
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When those that are affiliated with a MLS were asked, “Does your organization have a written 
security policy?” 42% responded yes and 46% responded no. 
 

DOES YOUR ORGANIZATION HAVE A WRITTEN SECURITY 
POLICY?

YES
42%

NO
46%

DON'T KNOW
12%

 
 
Those affiliated with a MLS were asked, “Does your organization have a written privacy 
policy?”  51% responded yes and 39% responded no. 
 

DOES YOUR ORGANIZATION HAVE A WRITTEN PRIVACY 
POLICY?

YES
51%

NO
39%

DON'T KNOW
10%
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A slim majority, 52%, of those affiliated with a MLS responded no when asked, “Is information 
security education included as part of your MLS system training for members?” 
 

IS INFORMATION SECURITY EDUCATION INCLUDED AS 
PART OF YOUR MLS SYSTEM TRAINING FOR MEMBERS?

YES
45%

NO
52%

DON'T KNOW
3%

 
 
63% of those that are affiliated with a MLS responded yes when asked, “Does your MLS system 
maintain a detailed log of all data access/exports? 
 

DOES YOUR MLS SYSTEM MAINTAIN A DETAILED LOG OF 
ALL DATA ACCESS/EXPORTS?

YES
63%

NO
21%

DON'T KNOW
16%
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When those that are affiliated with a MLS were asked, “Do you watermark your property 
photos?” 37% responded yes: 29% with visible watermarks, six percent with invisible 
watermarks, and two percent with visible and invisible watermarks; and 63% responded no. 
 

DO YOU WATERMARK YOUR PROPERTY PHOTOS?
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A vast majority, 61%, of those affiliated with a MLS responded no when asked, “Do you use any 
form of date “tagging” or “seeding” to protect your MLS data?” 
 

DO YOU USE ANY FORM OF DATE "TAGGING" OR 
"SEEDING" TO PROTECT YOUR MLS DATA?

0%

10%

20%

30%

40%

50%

60%

70%

YES NO DON'T KNOW

 



 41 

Two-Factor Identifications 
 
Of both members and those affiliated with a MLS, 73% responded no when asked, “Has your 
MLS implemented two-factor identifications, such as a key fob or USB device?” 
 

HAS YOUR MLS IMPLEMENTED TWO-FACTOR 
IDENTIFICATIONS, SUCH AS A KEY FOB OR USB DEVICE? 

YES
27%

NO
73%
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Of those that responded “yes” the primary reason a two-factor identification, such as a key fob or 
USB device was implemented was to “stop account sharing” stated by 47% and to “increase data 
security” stated by 45%. 
 

WHAT IS THE PRIMARY REASON YOU IMPLEMENTED TWO 
FACTOR IDENTIFICATIONS, SUCH AS A KEY FOB OR USB 

DEVICE?
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When those who have implemented a two-factor identifications, such as a key fob or USB device 
were asked, “Has using a two-factor identification, such as a key fob or USB device meet your 
goal?” 91% responded yes. 
 

 

HAS USING A TWO-FACTOR IDENTIFICATION, SUCH AS A 
KEY FOB OR USB  DEVICE MEET YOUR GOAL? 

YES 
91% 

NO 
9% 
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Data Integration 
 
When both members and those affiliated with a MLS were asked, “Where is the MLS placing 
listings?” they were able to make multiple choices.  The vast majority, 74.7%, responded 
realtor.com. 
 

WHERE IS THE MLS PLACING LISTINGS?
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When members were asked, “Where do you send listing data to?” and were able to make 
multiple choices 58.7% responded “local MLS site.” 
 

WHERE DO YOU SEND LISTING DATA TO?
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When those affiliated with a MLS were asked, “Where has there been a demand for listings to be 
placed?” and were able to make multiple choices 68.7% responded “realtor.com.” 
 

WHERE HAS THERE BEEN A DEMAND FOR LISTINGS TO BE 
PLACED?
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When members were asked, “Where do you want listing data to go?” and were able to make 
multiple listing choices 66% responded “realtor.com.” 
 

WHERE DO YOU WANT LISTING DATA TO GO?
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A large majority, 86%, of members responded yes when asked, “Would the MLS distributing the 
listing data help?” 
 

WOULD THE MLS DISTRIBUTING THE LISTING DATA HELP?

YES
86%

NO
14%
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When both members and those affiliated with a MLS were asked, “What data does your MLS 
include in the listings sent to third parties?” and were able to make multiple choices, 68% 
responded photos, 57% responded amenities, 53% responded address, 29% responded tax info, 
and 20% responded sold data. 
 

WHAT DATA DOES YOUR MLS INCLUDE IN THE LISTINGS 
SENT TO THIRD PARTIES?
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When members were asked, “What additional data could the MLS offer with the listing data that 
you would want?” and could make multiple choices 37% responded sold data, 34% responded 
photos, 34% tax info, 30% responded amenities, and 23% address. 
 

WHAT ADDITIONAL DATA COULD THE MLS OFFER WITH THE 
LISTING DATA THAT YOU WOULD WANT?
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PARCEL MAPS THAT ARE INTEGRATED WITH TAX/PUBLIC  
RECORD DATA 

MLS SYSTEM ALLOWS MAPPING AND EXPORTING OF MLS DATA  
TO ANY 3RD PARTY PRODUCTS 

FORMS/CONTRACT SOFTWARE IS INTEGRATED WITH MLS AND  
AUTO FILLS MLS DATA  

DOCUMENTS CAN BE ENTERED AND ATTACHED TO CONTACT  
RECORDS ON THE MLS SYSTEMS 

CONTACT DATA CAN BE IMPORTED FROM 3RD PARTY PRODUCT S 
LIKE (OUTLOOK, ACT)  

TRANSACTION MANAGEMENT SYSTEM IS INTEGRATED WITH TH E 
MLS AND AUTO FILLS MLS DATA  
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