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tor John Brian Losh, plans on coming to Jupiter and to Rob’s office 
to learn and visit with Rob and his team.”

Who’s Who in Luxury Real Estate has quickly realized the strength 
Thomson brings to not only to the organization’s symposiums 
(which occurs four times a year domestically and internationally), 
but also the real estate industry as a whole. At the recent Atlanta 
symposium, Thomson was even honored with the organization’s 
Master Networker Award, a nod to his commitment to Who’s 
Who as well as to his desire to connect real estate agents from all 
over the world together for eventual referral business.

While at the Atlanta conference, Barry even joked with Thomson 
that he is a “real estate servant.” She explains:

“At the end of the day, Rob is a people person,” says Barry, who 
has known and worked with Thomson for 10-plus. “He loves 
working with people. He loves real estate. He loves making things 
happen. But at the same time, he likes to have conversation with 
people, too. He wants to make sure everyone comes out feeling 
like it’s a win.”

Karen Eastman Bigos, partner at the real estate firm Towne 
Realty Group in the affluent Short Hills, N.J., has connected with 
Thomson through the Who’s Who in Luxury Real Estate confer-
ences, and admits the information Thomson shares with her has 
eventually been applied to her company. With only 25 agents in 
her organization, Bigos has competed directly with real estate 
firms who are five times her size. And as she happily notes, her 
boutique company has taken about 25 percent of the market 
share in Short Hills, an area that is filled with massive real estate 
companies that employ hundreds of agents. And she’ll be the first 
to tell you that much of it has to do with Thomson’s teachings.

“He is not unlike many other successful real estate brokers,” Bigos 
says. “He’s great at keeping in touch with his clients, attracting 
new talent and maintaining his core of top-level producers. He 
has an ability to continually stay on top. He hires incredible tal-
ent, who are also great people, and manages to keep them there.”

For Sheri Carter, a 10-year member of Thomson’s Waterfront 
Properties’ sales team, she has long known Thomson would be a 
success. A childhood friend who grew up with Thomson, Carter 
says that even as children, Thomson “was always doing some-
thing, always saying, ‘How can I make things better?’

“Rob is probably the most driven, focused individual I know,” 
Carter emphasizes. “He’s built this incredible real estate machine. 

But he stresses that it’s not about the real estate, it’s about the 
relationships. He wants to build relationships with people.“

Recently Carter witnessed Thomson’s relationship-building first 
hand. Attempting to help another associate close a tough trans-
action, Thomson and Carter drove to meet the clients. The cli-
ents were debating whether or not to purchase a $7 million home 
on the Intracoastal in Admirals Cove. After arriving at the client’s 
home at 6:30 p.m., Thomson and Carter were out the door by 7:30 
p.m., with the clients happily on board to purchase a new home.

“There was not a doubt in my mind that the deal would be 
finished,” says Carter, who has been an Admirals Cove Realtor for 
nearly 23 years.

And was she surprised to hear Thomson was in the top 38 in 
the nation? “Not at all,” Carter quickly says. “Rob is probably 
the most driven, focused individual I know. I tell our new agents 
that I am extremely fortunate to work with such a great man.”
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Rob Thomson achieves the 
status as one of the country’s 

top real estate agents. 

A National Network Helps Him 
Rank as #38 in the U.S. 

hen Vero Beach realtor J. Dale Sorensen Jr. heard Water-
front Properties’ managing partner, Rob Thomson, earned 

high honors as one of the nation’s top 38 Realtors, Sorensen wasn’t 
at all surprised.

“I’ve known Rob now for about a decade, and he is probably one 
of the best salespeople I’ve met – and I know a lot of great sales-
people,” says Sorensen, who’s been in the real estate industry for 
20 years. “I can’t say that I’m surprised to hear he’s made that list 
of top agents in the U.S. because I’m well aware of how strong of 
an agent, manager and person he is.”

Last year alone, Thomson closed on $136,108,540, enough to 
earn him a spot in the Wall Street Journal’s list of the nation’s 
top real estate professionals. For Sorensen, who considers 
Thomson a friend as well as a mentor, it’s a ranking Thomson 
has deservingly earned.

Waterfront Properties, known for its unrivaled luxury real estate 
service and specialized team of associates in the Palm Beaches 
and Treasure Coast, has long been recognized for its real estate 
excellence and marketing prowess. With the ability to connect 
buyers and sellers from Jupiter to Japan through its state-of-the-
art online presence and Internet presence, Waterfront Properties 
has become one of the nation’s most respected real estate firms. 
And, there’s no doubt much of that success is owed to Rob Thom-
son’s leadership in the market.

Even an individual like Sorensen, whose family is one of the top 
real estate organizations in the state since its founding in 1978, 
learning from Thomson has been invaluable.

“I think the one thing that differentiates Rob from others is his 
willingness to constantly change to get better. He’s constantly 
learning,” Sorensen stresses. “For someone who is No. 38 in the 
nation, it’s humbling to see that he is still constantly learning. 
He’s been instrumental, not only to his own sales team, but also 
sharing information with me. From a business perspective, I don’t 
know anyone who would share so much information so freely.”

Sorensen says much of his own company’s success is due to 
Thomson. From Sorensen’s 100-member team to his company 

closing $430 million in the past 12 months, much of that growth 
and success Sorensen attributes to learning under Thomson.

“One of the best pieces of advice he’s ever gave me I carry with 
to this day,” Sorensen says. “Rob and I always compare marketing 
pieces and messages, and one area he has helped me on several 
occasions is steering me away from reacting. As the market leader 
in our area, other companies often take shots at us through 
various marketing channels, and the temptation is to respond 
and react. Rob has always coached me and often corrected my 
messaging to never be reactive, to just highlight what we do, our 
results, our features, and our benefits, and never to react to the 
competition, and always take the high road. This is one of the 
most important lessons I have learned from Rob, and as a result 
we aggressively market our brand, and we do three times the sales 
of our closest competitor.”

Sorensen isn’t the only one who has benefited from Thomson’s 
mentor-like role. Several members of the prestigious Who’s Who 
in Luxury Real Estate, an invitation-only organization of the na-
tion’s top realtors, have also gained first-hand knowledge that 
has bettered their business. Meghan Barry, the president of Who’s 
Who in Luxury Real Estate, says Thomson’s willingness to invest 
in and mentor other agents has led to indispensable relationships 
with top agents around the globe.

“I can’t tell you how many people have said he has been a teacher, 
almost like a mentor to them,” Barry says. “I know several members 
who have flown to his office and have learned so much while 
there. Even Casey Losh, son of the renowned Seattle-based Real-
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“I think in life everybody has people who help them along the way, for 
whatever reason, Rob has been that person for me.”

– J. Dale Sorensen Jr., managing partner at Dale Sorensen Real Estate
 
“We call ourselves the luxury real estate family. This isn’t just a bunch of 
people who email every once in a while with each other. It’s more than 
that, and Rob is a great contributor to it.”

– Karen Eastman Bigos, Realtor and founder of Towne Realty Group
 
“What makes Rob different from others is his marketing insights. He looks 
so far down the road. He always looks for what’s going to happen in the 
future. He’s built an incredible IT and marketing department that supports 
the agents. He wants everybody to be comfortable and to have every 
tool that you can imagine to make you a success.”

– Sheri Carter, Realtor at Waterfront Properties and Club Communities
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