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Real estate salesman Jerry Wallace of Keller Williams Realty was the

top selling agent of 2002. He is reflected in the promotional poster of

one of the home-selling television programs in which he is involved.
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Top Sellers

This real estate brother act can, and they are able

By Joni Williams
Daily News Contributing Writer

No doubt about it, real estate
prices on the Emerald Coast have
been climbing to new heights, much
to the delight of sellers-and their
agents.

What qualifies as a top sales
producer in these days when the
market is brimming with half-
million dollar-and-up homes?

“Somebody that’s doing an
average of $5 million and above” is
considered to be a heavy hitter in the
real estate business, according to
Kerry Veach, president of the
Emerald Coast Association of
Realtors.

“We’ve got a book we just put
out, and the top agent did about $36
million,” he said.

And who does the book say the
winner is?

David Wallace, formerly of
RE/MAX Coastal Realty. Wallace
has been in real estate a mere four
years and thus is considered a
relative newcomer. He is a former
clothing manufacturer and auto parts
store owner. He attributes his real
estate success to hard work and
“being in the right time.”

But David Wallace also has
another edge on the competition-his
brother, Jerry Wallace.

“I closed $40 million. I've got
pending contracts of $576 million...
(and) I’ve got contracts of $160
million,” said Jerry.

Jerry is an agent locally at Keller
Williams, as well as in Panama City
where he co-owns Jerry Wallace
Dealmaker Agency. His figures are
based on closed listings and sales
through both agencies.

He also says the ECAR figures
regarding his brother, David,
actually represent close listings and
sales belonging to him, a claim
confirmed by both brothers.

“My brother was my assistant,”
explained Jerry. “The credit for all
the sales and listings were due me.”

“We were in on the same
property,” said David, “My sales
were actually $11,600,000, bu that’s
not bad.”

Although there is lingering
confusion as to the ECAR’s stats,
one thing is crystal clear: The
brothers are a dynamic duo in the
field of real estae, a feat attributed,
at least in part, to a shared high-
energy work ethic.

“I work six days a week,” said
David, who achieved his sales
without an assistant, “I just do
whatever it takes.”

“I’ve been getting up at 3 or 4 in
the morning and work until 7 at
night,” said Jerry , who has the help
of an assistant in his real estate
endeavors.
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Despite  his  hobbies  and
entrepreneurial  endeavors, Jerry

Wallace still had ample time to sell
real estate. His listing and sales
achievements are even more obvious
when compared to that of ordinary
agents.

“The average (agent) does about
one million and gets about $25,000,”
in commissions vaid Veach, citing
average closed listed and sales
figures. “After the broker takes their
half, the agent’s only making 12-
13,000 a year.”

Neigher Jerry nor David show
signs of slowing in 2003.

David, who now heads his own
agency, Destin West, has presold
more than 150 condominium units.
The sell-out on these units alone
translates to more than $60 millio in
sales.

With $576 million in pending
contracts, and pending closings of
$160 million, Jerry says he is sure
his future performance, like his past,
will be nothing less then stellar.

“I’'ve always been one,” Jerry
said, referring to his past as a multi-
million dollar producer, suggesting
this as an indicator to his future
success. “And I’ve been one since
year one.”



