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This is a pivotal time for the 
real estate market. Consumers 
are asking agents to step up 
their game and provide accurate 
information. Brokers are looking 
for more reliability, support, and 
ownership. Investment banks 
and other parties are hoping to 
exploit centralized data. Gov-
ernment regulations are having 
a broad and sometimes unin-
tended effect on the real estate 

sector. Technology providers are 
developing solutions that pro-
duce inconsistent results within a 
complex marketplace.

As these issues and others con-
tinue to place increased pres-
sure on the real estate industry, 
the role of multiple listing 
services (MLS) — to safeguard 
the information and rules that 
the real estate market relies 
on every day — has never 
been more important. Work-
ing together, MLSs provide 
market confidence by creat-
ing connections between real 
estate professionals who sell 
properties and clients hoping 
to buy them. They do this by 
nurturing a dynamic commu-
nity of professionals who are 
expressly interested in continu-
ally improving the marketplace 
and making the market work. 

To help identify where MLSs 
are succeeding in this effort, 
the WAV Group was commis-
sioned to work in cooperation 
with the Council of Multiple 
Listing Services (CMLS) to 
produce the 2017 CMLS Best 
Practices Survey Report. This 
report — consisting of data, 
information, and opinions from 
more than 60 percent of the 
CMLS membership — rep-
resents the most comprehen-
sive snapshot of the industry 
ever collected. The findings 
from this data pinpoint some 
interesting perspectives in the 
industry, some of which are 
readily reinforced and others 
that represent old assumptions 
already being addressed by 
the industry today.

Three highlights from the 2017 
best practices survey report. 
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Successful 

MLSs  
Are Always  

Looking 
Forward

The importance of continually improv-
ing standards, services, and safeguards 
within the market cannot be under-
estimated. According to respondents, 
complacency is seen as the greatest 
threat to the industry because there is 
a perception that some MLSs are not 
responsive to the needs of brokers, 
agents, and consumers. 

At the same time, it is important to note 
that many MLSs are being responsive to 
the needs of brokers, agents, and con-
sumers as evidenced by the ever-increas-
ing amount of meaningful technologies 
that help real estate professionals pro-
vide more insight, analysis, and service 
to their clients. Overall, most MLSs seem 
to be effectively managing changes to 
IDX policies, market rules, and govern-
ment regulations, and 93 percent are 
RESO certified.
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How MLSs Provide  
Agent Training

 99%  
Live classes at MLS/association

 71%
Live classes at broker offices

 61%   
Online, pre-recorded classes

 50%  
Technology classes with CE credit

 45%   
Online live classes

 44%
FAQs

 13%  
Other
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Disruptors used to be defined as outside 
companies that were interested in taking 
over the core value proposition of the MLS 
industry. Today, industry disruptors include 
a broad range of sources, typically industry 
initiatives and various stakeholders oper-

ating within the industry. 
Most can be catego-
rized as any action or 
entity that introduces 
something different 
to the market without 
necessarily considering 
or knowing the conse-
quences it may have on 
the entire market. 

As long as the MLS 
industry continues to 
work together in an 
effort to safeguard the 
information and the 
rules that real estate 
professionals need to 
do their jobs with con-
fidence, it will continue 
to deliver a value that 
is difficult for any for-
profit company or single 
stakeholder to beat. As 
a community, the willing-
ness of MLSs to jointly 
review and make rec-
ommendations to initia-
tives that offer positive 
change ensures the role 
of the MLS to make the 
market work. 

The Consumer  
Is Often An  
Unseen Stakeholder
Years ago, MLSs were primarily seen as a 
resource created by brokers to serve the 
needs of agents in connecting real estate 
professionals with properties to sell and 
real estate professionals with clients 
looking to purchase them. As the indus-
try involved and the rules governing the 
data, technology, and services became 
increasingly complex, MLSs become 
more and more responsible for making 
the market work. As a result, consumers 
have become one of the key drivers of 
change for the MLS community and the 
rest of the real estate industry. 

As consumers grow to expect more infor-
mation about property history, energy effi-
ciency, and transaction terms, successful 
MLSs will likely offer pre-emptive advice to 
their subscribers — guiding them to meet 
future market demands or helping them 
navigate change that is already occurring. 
Becoming attuned to the needs of con-
sumers is more important than ever.

There is now consensus that the consumer 
is shaping the real estate industry today. 
However, not all MLSs have been able to 
transform this knowledge into a strategy 
for helping agents and brokers satisfy 
the needs of consumers. This is one of 
several areas where CMLS will bring the 
real estate industry together and explore 
issues revolving around how to best sup-
port brokers and agents to remain on the 
forefront of a rapidly advancing industry. 

91%  
Written strategy for data 
quality and violations/fines

70%  
Data quality control software

70%  
Manual review of new listings

66%  
Reporting from members/
subscribers

55%  
Stringent data compliance 
rules and fines

47%  
Ongoing training about how 
to submit accurate listings

  19%  
Only accept listings that are 
compliant/accurate

An Increasingly Complex 
Market Requires Safeguards

57% Very Much 43% Somewhat

100% Believe that consumers  
are driving change



About The 2017 CMLS Best  
Practices Survey Report
Along with these findings, CMLS presents two 
additional benchmark findings within the industry and 
shares data from more than 30 questions organized into 
10 topics within the 2017 CMLS Best Practices Survey Report. 
The data provides individual MLSs an opportunity to see how they fit within the industry, 
giving them an opportunity to adopt best practices and better address the needs of their 
customers by building a better marketplace.

The report is free to CMLS member organizations. Non-member organizations may 
also purchase a copy of the 2017 CMLS Best Practices Survey Report, which is 
currently available at councilofmls.org.
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Contributors
CMLS commissioned Marilyn Wilson, founding partner of WAV 
Group and president of RE Technology.com, to field this survey. The 
objectives and design of the survey were supported by CMLS staff 
and the CMLS Board of Directors.

This report was published by CMLS with contributions from 
CMLS staff members Richard R. Becker and Thomas Speak. We 
appreciate everyone’s essential help in making this report a reality.

To Learn More
The 2017 CMLS Best Practices Survey questions were constructed 
from the CMLS Best Practices Guide. These resources are currently 
available online at councilofmls.org.

If you have any additional questions or comments about CMLS, the 
survey, or other MLS programs, email info@councilofmls.org and 
your inquiry will be forwarded to the staff member or executive 
team member best suited to answer your question. If you would 
like to learn more about the CMLS annual conference, please visit 
councilofmls.org


