
Big Partner or Big Brother

What type of brokerage are you?



What are the top business challenges
impacting brokerages today? 
Source:  2018 nation-wide survey conducted by Elm Street Technology

Compressed operating margins.  

As per Steve Murray, Gross margin has been in a decline 
for years.  This forces brokers to ask how they can improve 
company dollar.

Recruiting, training & retaining QUALITY agents.  

Competition has become more aggressive and brokers 
must find faster, better ways to recruit and engage
with agents.

Ability to leverage technology to increase efficiency.

Adopting and supporting technology continues to be
a struggle for many brokerages. Knowing what you
need to service and support is key.

Big partner vs big brother, what does this mean?

According to Steve Murray, brokerage gross margins have 
been shrinking consistently over the past 30 years while 
over the same time-period brokerage net company dollar 
has remained about the same. That means brokerages 
are continually needing to adapt, become more efficient, 
diversify revenue streams and be more aware of key 
performance indicators impacting their business and the 
business of their agents.

As a result, many brokerages desire to have more
accountability programs in place for agents and this point 
is exacerbated if the brokerage is investing money in
marketing, lead generation, etc. The brokerage must
ensure a strong return on investment while relying on
independent contractors to do a lot of the heavy lifting.

Meanwhile, the typical agent changes brokerages
approximately every 5 years and works for 4 or more
brokerages over the span of the agent’s career.

Add to this the vast majority of agents are independent 
contractors and have come to the real estate industry 
from corporate oriented jobs/careers where they were
in an employer/employee relationship.
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This reality presents a few challenges immediately. 

Some of which are practical and objective and some of which are emotional
and psychological.

For example, on an objective side, according to NAR stats, most agents have no formal
business training or experience running any sort of business. Additionally, many have
little to no marketing, sales or technology experience.

Psychologically most agents are “leaving” an employee scenario in search
of having more control over their work life, time, tasks, etc.

These precepts also hold true for an extraordinary amount of brokerage owners,
franchise owners and their leadership or executive teams, especially among
brokerages with less than 75 agents.

This is the beauty and miracle of the real estate industry. Successful brokerages and   
agents are entrepreneurs, risk takers, builders, growers, and unsung heroes. They often 
jump off the cliff and learn to fly on the way down. 

These realities also create friction in how the business models operate
and how profitability is achieved.

What the two parties (brokerages/agents) want and what they need
are often very different.

During a recent informal study in front of more than 80,000 real estate agents the question 
was asked, “do you want / expect your broker to hold you accountable? Yes or no?”

More than 90% of respondents not only answered “NO”,
they answered it emphatically.  

This one response summed up all the responses: “No, if I wanted a boss 
            I would find a job with a salary. I want my broker to be there because by law

I have to work under a BIC so his sole purpose is to make sure I’m not doing
anything illegal and to answer questions if need be.”

Another response:  “I hate accountability. I know what I need to do,
and I will either do it, or I won’t.  I don’t need my managing broker riding herd.”

So, we have a difference in opinion, a difference in desire and a difference in need.
How do we bridge the gap?  The answer is in partnering versus pestering.



What’s the big partner mentality?  
Help real estate agents sell more houses, faster. Streamline non-revenue generating tasks, 
feed leads, and provide compliance assistance. Recognize agents are independent
contractors who do NOT want accountability from their brokerage.  

What are leading consumer brands (Google, Apple) doing to drive success?
If the end goal for the consumer is to offer an easy, enjoyable experience, agents must be 
equipped with better technology in order to better interact with their clients.

What do brokers need to do to better leverage technology?
Schedule time to properly assess technology needs. Schedule regular tech training for 
agents. Understand how agents are using technology. Make sure agents are maximizing
the tools available.

The conversation on recruitment: 

Successful recruiters are good at managing a quality database
of recruitment opportunities.

Successful recruiters are focused on providing high value recruitment initiatives such 
as assisting with non-revenue generating tasks, helping agents stay focused on lead  
management and helping agents understand how to be most productive
and successful in their areas of strength.

Successful recruiters capitalize on each individual agent’s strengths.

Successful recruiters acknowledge that many agents lack the business acumen
necessary to be successful on their own.  Therefore, a broker with a strong reputation
in the community who is known for providing excellent tools, training
and resources for agent growth is very attractive.



How can an independent broker compete with big box brokerages
who have large scale technology solutions at their disposal? 

It’s about building relationships.  

Identify agents they want to recruit.

Understand that recruitment is a process.

Respond pro-actively to positive business actions of desired agents.

Focus on a strategic, intentional relationship.

Smaller brokerages tend to make cuts / adjustments that don’t produce an immediate
sense of return.  Operating with best practices and being “people first” allows brokers
to focus on longer term initiatives.

Technology doesn’t sell real estate, people do! Technology doesn’t recruit agents. People do! 
Technology DOES drive profitability by creating efficiencies in the things people do. 

What happens before success happens?
Find agents who are doing the ‘really hard stuff’ (prospecting, door knocking, networking, etc) 
that is going to lead to transactions in the future.   Look for people who can stay focused on 
what they need to do to succeed.

How can brokers better manage key performance indicators?

Consolidate key metrics / data into one primary location.

Look at the data, regularly.

Make adjustments.

 Repeat.

What kind of data should a broker be looking at each day?

Every broker should be looking at their GCI projections for agents every day.

Look at how many active listings / contracts do you have in the next 30-days.

Look at what’s coming up for expiration.

How many leads are in my agent’s databases? 

How many contacts are being actively marketed? 

How many listing presentations are occurring by agents?

What are my agents doing?

Are there tasks or activities that are on target/behind schedule?



The conversation on marketing

Where should small brokerages invest marketing dollars?

Hyper-local initiatives that position you as the “local expert” in your community. 
“What does the person three blocks away know about you, and how can
you stay in front of that person in a positive way?”

Real estate transactions need to be easier and more enjoyable for the consumer. How 
should this be accomplished?  Better education and training for the agent.

The technology suite that a brokerage offers for their agents is a key recruitment element.

What problems does Elevate Broker solve for a brokerage:

Saves time by providing all the key performance data in one location. 

Saves money by consolidating several software products into one core system.

Provides recruiting advantage by helping agents sell more homes, faster.

Helps build stronger relationships with potential recruits.

Increases productivity, capacity, and profitability for agents and brokerages.

Provides better measurement and management of the agent and brokerage business.

Helps brokerage control listing, agent and consumer data.



Elevate BOSS is the only fully integrated productivity program available today
for brokerages and franchise systems of all sizes. 

By combining all the core elements like MLS data powered websites, CMAs and advanced CRM 
with automation that delivers custom blogs, YouTube videos, and content pushes on the 

biggest social media platforms, Elevate Business Operating Systems & Services
does what matters most to your brokerage and agents! 

Visit TryElevate.com

http://tryelevate.com



