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SAMPLE SECTION of Million Dollar Agent

(Top Producing Techniques—2006 all rights reserved)
A Broker’s Point of View

So now that a substantial group of established REALTORS® has agreed upon what kinds of qualities new agents should seek in a broker, what about how the broker feels? What do brokers expect from these agents they are interviewing? You didn’t think we’d leave you hanging on that one did you?

Successful brokers seem to realize the important “people factor” that goes into running a real estate business. I interviewed dozens of brokers, both with large and small firms. Some of these brokers were also owners, other ‘managing brokers,’ and still others were with firms where another person wore the hat of ‘manager’ and the broker, well, he or she ran the show.  I also wanted to know, from a broker’s perspective, what makes new agents fail. If you think about it, it only makes sense. How would  top producer know what makes an agent fail? And, how would an agent who failed know what it was that made him fail (if he knew, wouldn’t he have changed it?). So brokers seemed a good bet. I think you’ll agree.

	Interview With A Broker

Clay Sigg

Csigg@lyonrealty.com

Lyon & Associates, Fair Oaks, California

Manages: 65 agents, Entire Firm: 1,000 agents

What’s your personal philosophy for REALTOR® success?

“My philosophy for success in the business is that if you do the right thing for the people that you come into contact with, it will inevitably come back to you in the right way.  The real estate brokerage industry is an extreme cause and effect business.  Whatever you give out, you get back. Whatever level of commitment you make to yourself and to your clients, you will be repaid in kind. In the long term, integrity, fairness, honesty, empathy, keeping your promises, and respecting others DOES count in this industry.”

What advice can you give new agents, just breaking into the business?

“My advice to REALTORS® just breaking into the business is that everything matters and nothing is impossible.  With the right thoughts and the right actions, a new REALTOR® can accomplish just about anything in real estate. Beyond breaking into the industry, those habits have to be set for the entire career.  The most important word that a new REALTOR® must remember is “MOTIVATION.”  The agent shouldn’t spend a lot of time with any buyer or seller who isn’t really motivated to help you get your job done.  Otherwise, when you need them to help the most, they will fight you. If the buyer and seller are both motivated in a real estate transaction, their transaction will close unless the REALTOR® either gets in the way of the close or doesn’t do his or her professional duty.”

What’s the secret to success?

“It’s important to remember that approximately 80% of your success as a REALTOR® is predicated on how well and thoroughly you prospect.  I have come into contact with a large number of REALTORS® who are excellent “mechanics” when it comes to doing the right thing, once they come into contact with a client. But the REALTORS® who make the largest incomes have become excellent marketing experts.”


There is no doubt that every broker you come across will have his or her own distinct style, personality, and office policies. There are however several factors that many brokers will agree as to what they consider important, if not required, when they hire new agents. Before we consider these though, let’s hear what a handful of brokers say about their personal philosophy on running a real estate office.

	Professional Profile

Mike Santini

MasterBoss@aol.com
Prudential Goldenkey, Piscataway, New Jersey

Years in Business: 25

Number of agents: 20

“My philosophy is to give the client more than they expect, that’s what makes a REALTOR® successful.”




On the issue of to compete or not compete, there seems to be two valid sides and the arguments are very similar as they were from the agents’ perspective. On the first hand, and probably the most popular point of view for larger firms, is that the brokers do not compete with agents for listings and sales. Many brokers agree that they are better positioned to provide the support and practical advice that their agents often ask for if they are committed to non-competitive sales. As a Coldwell Banker broker from the mid-west said, “If I was worrying about generating my own sales, I wouldn’t be nearly as available to my team.” There were many agents who concurred with this theory, albeit a fair amount of well-established agents were not at all opposed to competing brokers. But, on the other hand, there are many mid to small sized firms strongly scattered throughout the country, representing circumstances where brokers list and sell properties right along side their agents. A Century 21 REALTOR® from Kentucky said that by getting out in the trenches, just as her agents did, she felt as though she was of more value, “When I’m out there selling and listing properties and trying to survive, just like they are, there’s a common respect that transpires, because we really are on the same team.”

Once again, the matter of broker competition and overall philosophy of the broker and the firm must be a personal choice that is made with your professional goals clearly in mind. While many agents might enjoy the independence of being their own boss, in a manner of speaking, agents are also, by nature, very social creatures. This is why often times the office environment and team spirit is so important to a number of REALTORS®. Fortunately, most brokers recognize this need to bond and often encourage participation in planned office events, golf tournaments, or even attending trade shows and real estate conventions as a team.

	Professional Profile

Teena Turner

Jevans@micron.net

Evans Realty, L.L.C., Emett, Idaho

Years in Business: 24

Number of agents: 11

“Our Company philosophy is that we emphasize integrity, customer service, team players, community activity, and positive attitudes.  Management hires with these things in mind. If the person doesn’t fit that profile, they are not hired. We have company summer barbeque, an annual company business planning session, that includes individual agent business plans, and a company holiday party. Our agents are strongly encouraged to always participate in local town events and issues. We are actively involved in our city and county planning and zoning activities, chamber, local and state REALTOR Associations.”




Understand the broker’s philosophy, his or her priorities, and the overall “feel” of the office.  Talk to other agents, asking for their input about the office and the firm. When you’re talking to agents in the office, ask yourself, “Is this someone I could work with, ask for advice from?” Even if you plan on working much of the time from your home office, finding a firm that you feel good about belonging to is critical to your long-term success.

	Professional Profile

Joyce A. Bytof

jbytof@coldwellhomes.com

Coldwell Banker The Real Estate Group, Inc., Appleton, WI

Years in Business: 25

Number of agents: 20

“Agents should look for a company with stability; excellent training programs, favorable locations, technology focused, and good commission splits. Also, they should weigh the company’s ability to carry a good inventory of listings.”




How Important is the Broker Connection?

Regardless of what part of the country or what size of the firm, most brokers agree that the relationship they hold with their agents must be one that is based on respect, honesty, and ethics.  You must feel that your broker is someone you can take your worst transaction to, admit it if you made a mistake, even a major one, and ask for professional guidance.  Your broker will do everything he can to protect you, but honesty is essential. You cannot expect your broker to solve a problem for you if you haven’t laid all your cards on the table. The broker who hires you sees you as an agent with potential- that doesn’t mean the broker doesn’t expect you to make mistakes- he does however, expect you to come forth with those mistakes, not only for your own protection, but for the overall protection of the firm.  If you don’t feel that the connection with a broker could be a strong one, keep interviewing until you find one that fits.

	Professional Profile

Judie McConville   

JudieMc@ivnet.com                                                                                                            

Prudential McConville Realty, Ottawa, Illinois

Years in Business: 26

Number of agents: 15

“The broker relationship is very important. I come from a comparatively small town with a population of 18,000. Our firm is one of the largest in town. I like the feeling of being on a team in my office. My agents have been with me for an average of 15 years. We are like a family here and know how one another thinks and reacts.”




	Professional Profile

Laureen Campbell

Laureenc21@aol.com

Century 21, New Milford, New Jersey

Years in Business: 24

Number of agents: 14

“The broker relationship is EXTREMELY important! A good producer needs constant encouragement, support, and advice- and they need a broker they can count on.”




What Do Brokers Look For When Hiring REALTORS®?
Brokers have much more responsibility than merely hiring people to sell list and sell homes. Yes, the final goal is to close as many transactions as possible, but in this case, the broker has to be just as concerned with the journey as he is with reaching the final destination. A broker will ultimately be held responsible for any ill actions of his agents. Clearly then, a broker must demand the agents working under his license act within the highest code of ethics. This again, is why virtually all brokers insist that their agents participate in organized real estate. Honest and ethical behavior is probably the first criterion a broker will consider when hiring a new agent. 

	Professional Profile

Gene Goedker

goedker@goedker.com

Goedker Realty, Brainerd, MN

Century 21, New Milford, New Jersey

Years in Business: 35

Number of agents: 8

“The number one thing I look for in an agent is HONESTY- that’s critical! Next important is their ability to stick with it for over a year and to be willing to spend their own time and money to self-promote.”




Honesty, integrity, and team spirit run high on the requirement list for many a successful broker. Along these same lines, many brokers noted the importance of outstanding customer service, client follow up, and overall dedication to the real estate business. The other primary component most brokers seek is a fairly obvious one and pertains to the ambition and enthusiasm of the REALTOR®.

If an agent isn’t willing to commit to the act of building a strong client base and moving inventory, than the broker probably won’t be too interested in wasting the desk space. Every desk, computer, form, and support staff dollar is spent with the end goal in mind: to close multiple transactions. That being the case, brokers are not allowed the luxury of “carrying dead wood.”  That is not to say that brokers do not recognize the learning curve and the time it takes for new agents to build a client base. It is to say however, that eagerness to learn, cold call, do floor time, hold open houses, and general efforts to self-promote are expected, from even the greenest of agents.

	Professional Profile

Becky Hill

Hillbeck@kw.com

Keller Williams Realty, Houston, Texas

Years in Business: 20

Number of agents: 90

“What does a broker look for in an agent? Integrity, determination, self-motivation, and a desire to learn how to constantly take their career to new levels.”




Some brokers noted that they prefer to hire experienced agents instead of new ones. While anyone can clearly understand the reasons, such as not needing to worry about the initial no-production period, training costs, and, learning curves, many brokers, from virtually all firms, are willing to invest their time and company dollars into bringing up a new agent…when the agent shows potential.

	Professional Profile

Betty Bezemer

annw@kw.com

Keller Williams Realty

Years in Business: 21

Number of agents: 43

“Our company is dedicated to creating a motivating and empowering environment that helps our people achieve their highest sales productivity, leadership development, and live achievement potential.  The broker agent relationship in this firm is very strong. The associates trust me to lead them in the right direction legally, ethically, and help them to develop as true professionals.”




In summary of what brokers say they’re looking for, it seems to really boil down to two areas. The first commitment real estate professionals must make is to uphold the code of ethics. You must always be honest and forthright and remember that your broker is ultimately responsible for your actions. Again, this is where joining your local, state, and national associations can be of the greatest assistance. Still under the umbrella of ethical behavior lays the agent’s responsibility to operate with genuine concern for the client, which always includes outstanding follow up and customer service. The second necessity is the drive to succeed. This is not to say that you are required to be a high-energy super seller (although many top producers are), but instead it means that you must be committed to the profession, and as the old saying goes, actions speak louder than words.  Enthusiasm and eagerness to learn are paramount to your success. Jump right in there and ask questions, take classes, study contracts, get busy promoting yourself to the public. If you’ve created an effective and challenging business plan, share it with your broker for feedback. Get busy!

What’s Some Good Advice For New REALTORS®?
Brokers, like agents, have many mixed opinions on what it takes to become a top producer. The advice they offer is very similar though. From a broker’s perspective, please recall, it’s not only the agent’s commission that is at stake, but the well being of the entire firm. So while brokers all have a vested interest in having their agents succeed, there are many other components a broker must contend with. A broker is not unlike a parent who needs to be fair and just with all his children.  There will sibling rivalry, healthy competition, and disagreements between agents that the broker will need to intercept. Among all of this, there will also be the need to keep what is in the best interest of the continued growth of the firm in mind. Periodically, this causes conflict and it would be an understatement to insinuate that the role of broker is anything less than remarkable. It is with this in mind that it is easy to understand the advice that many brokers offer new agents revolve around learning and motivation.

	Professional Profile

Val Murphy
Ladera Realty, Inc., Los Angeles, California    www.laderarealtyinc.com 
Years in Business:  20 
Number of agents: 15 
 “Any agent who expects to be successful in real estate must first and foremost adhere to ethics in the real estate industry.  Also, whether an agent is full time or part time, effective time management is crucial.  Consistency in marketing is another important success factor; if you make 10 cold calls per week, continue that schedule, real estate is a numbers game.  Furthermore, a critical element for success is to exhibit professionalism at all times and treat ALL clients as though they are your most important.  From the client purchasing a $70,000 condo to a $5,000,000 mansion, customer service is vital.  Finally, always listen, listen, listen.”



Learning

Because the role of broker is such a tremendous one, it would be ridiculous to think, especially starting out, that your broker will be the sole source of your training. Many brokers advocate that the best agents will spend some of their own time keeping current in their trade. Continuing education, reading publications, talking to top producers, and regularly attending both office meetings and MLS meetings are all excellent means for staying in the know.

While most brokers would agree that training is vital for new agent development, many brokers will concur that spending time with an established agent in the office is an exceptional way to learn the ropes.

	Professional Profile

Terry Jacobs

Sherman@shermanco.com

Sherman & Company REALTORS, Kerriville, Texas

Years in Business: 28

Number of agents: 15

“Get with someone who can offer some kind of a mentor program. I do not compete with my agents, I strictly manage- new agents need to talk to other agent who are out in the field beside them and who can mentor them along the way.”




Remember, while it’s wonderful to work like and model top producer behavior, it’s not necessary that your mentor be a top producer. Clearly, there are hundreds of thousands of REALTORS® in this country who might not qualify at “top producer” status, and sometimes, this is by choice-as in the case of a second career, for example.  At any rate, these well established agents can make exceptional mentors, particularly when it comes to understanding the market, understanding the process of completing transactions in your office, and general issues that a newer agent needs to be apprised of. In addition, those well-established steady producers may have more time to spend with someone who is still “green,” and their input and experience is every bit as valuable as any advice you might read. Once you have gotten your feet wet and understand how the business operates as a whole, search out agents whose sales status you admire and move forward with more mentoring.  Ask your broker to recommend one or two agents who might be willing to offer you some mentoring support.

Along the same lines of learning, falls the subject of technology. Brokers today want new agents who are either technology savvy or who are willing to get that way. Computer skills are not that difficult to acquire, and, while any new endeavor can first appear overwhelming, we will see in the technology chapter that incorporating technology into your real estate business is no more challenging then figuring out how to write your first offer.

	Professional Profile

Don Plourde

dplourde@mint.net

DeWolfe Plourde Real Estate, Waterville, Maine

Years in Business: 17

Number of agents: 23

“We embrace technology and educate our agents as to the benefits technology can bring into their business…such as email marketing.”




Motivation

Yes, we’ve already mentioned that brokers look for agents who are enthusiastic, but even beyond that as prerequisite, many brokers suggest that motivation is paramount for any agent’s continued success.  Clearly this is a business that can be feast or famine- when the market it good and inventory is high, interest rates low and buyers galore- it doesn’t take a whole lot of motivation to keep going. During these crazy but gloriously busy times, a cell phone and a good organizer is about all the motivation you will need. However, this is also a business that will have some months when you feel sure you’ll never sell another house. If you’ve saved wisely (as we’ll discuss in the money chapter) you will probably be able to reduce your costs and squeak by. However, it’s only with intense motivation that you can stay in the game. A substantial number of agents this year will no longer be actively selling real estate five years from now. While a solid client-base and referral business will be the result of outstanding training, ethics, and customer service, none of those efforts will surface without motivation. Even when the market is less than perfect, your motivation must remain constant.

	Professional Profile

Carmen Pappa

Slwreal@aol.com

St. Lucie West Realty, Port St. Lucie, Florida

Years in Business: 25

Number of agents: 22

“Never allow the word “no” to get in your way.”




By definition, motivation is simply the drive to proceed, to continue and to get the job done. The internal force that urges you onward, regardless of external factors that threaten to drag you down. We’ll take a look at some great ideas for keeping yourself motivated in a later chapter, but for now, understand that motivation is an asset that all top producers must possess. The drive to succeed can be easily enough acquired, and that’s the good news, because it is an essential part of your career.

Sometimes, picking up the phone is the last thing you want to do. Luanna Vaughn, with Davis and Davis in California confided,

 “We all have days when we wake up and realize, I’ve got nothing in escrow, and even though that’s when you’re most likely to want to stay in bed, that’s when it’s most critical you don’t….you’ve got to keep yourself up and busy and in contact with clients.”

What makes agents fail?
By the very nature of their businesses, brokers perhaps have the best vantage point of what makes an agent succeed of fail. While all of the aforementioned qualities are critical to sales success, and that’s why brokers seek them out, the agents who succeed have some certain traits that are undeniable.  In a word, commitment would probably best encompass the key to successful real estate sales. Commitment can be best demonstrated as someone who has made a conscience choice to dedicate his or her professional efforts to selling and listing homes.

	Professional Profile

Donna Goings

Donnago@cville.net

Colonnade Realty, Charlottesville, Virginia

Years in Business: 15

Number of agents: 10

“You must be willing to make real estate a lifestyle, not just a job. You must be totally committed to learning and well versed in the technology needed to function in the business.”




And of course, customer service is vital.

	Professional Profile

Rick Stein

R@rstein.com

Re/Max Bayshore Properties, Traverse City, Michigan

Years in Business: 21

Number of agents: 21

“Consistency and customer follow up are crucial to success.”




Customers, clients, and potential clients are truly the basis of your business. In addition to the homes you are selling, they are the single most important component to the industry. Without clients, you have no commission checks. It is therefore important to remember the vital role every person you meet might play; you never know if the next person you meet might be looking to list their home- act accordingly. Moreover, remember the human connection. Buying or selling a home is a pretty big deal to most consumers and therefore, customer relations are critical. As a matter of fact, the lack of customer care and good communication skills can be the doorway to your failure. This is such an important topic that you will find the next section dedicated to it.

Failure is not a subject that’s necessarily fun to talk about, however, if you’re committed to becoming a super-selling top-producer, you may as well be aware of the culprits that brought others down before you. As with any career in sales, assertiveness is important. Even, aggressiveness to some degree may be warranted, but the agent who is interested only in racking up the commission checks and not at all caught up in the joy of serving people, might as well find a new career. One thing I tell my students the first day of class, the last day of class, and most classes in between is this:

“People First—Property Second”
This is a people business first, a property business second. If you can’t get along with people, you can’t sell real estate.  As one Arizona agent put it, “The people are the product, the house I sell them, the packaging.” So yes, the packaging is an important consideration, but remember, above all else, that it is your relationship with the client, that is the real deal. It is through this relationship that you will build your REFERRAL BASE, which, as we go on you will see, if the basis of your on-going career.

************************************************’

We hope you’ve enjoyed this small sample of our text book. To purchase this book, please visit www.TopProTech.com under the products link, or instead, why not considering joining the most affordable real estate coaching website on the planet and get the textbook for free!?
