 Experienced Agent Interview Strategies
Here it is, one of the defining moments in your real estate leadership career.

Do you realize the impact the right, experienced agent can make on your office?  An experienced agent with great respect in their current office could ultimately mean a walkover of 10 or more agents.  I’m talking about immediate production, market share, and renewed energy to your office. 
Let’s get back to the interview.  Do you have a discipline that you follow in the interview process?  What is your purpose during the interview?  Are you “selling” them on all the great tools at your company?  Can you actually close and get an experienced agent to move over to your company on the first interview?  All interesting questions to ponder.  Let’s get specific around the strategies for the experienced agent interview.
1. Take Off Your Salesmen Hat:  Manipulation and objection handling is a battle that I don’t want to fight, how about you?  I prefer a process that allows an agent to reflect on their current business, skill-sets, their free time or lack thereof, and finally, their own recognition of your leadership and coaching skills.  Is an agent really listening when you go through the long list of incredible business-building tools that are offered at your company?  No!  Stop selling and start asking more questions about the way they operate and function on a daily basis.

2. Strengths and Weaknesses:  Find out where the agent feels their greatest strengths lie and where they feel they have room for growth and improvement.  You’ll be amazed as to how honest an agent will be.  There are two simple questions:  What areas do you feel are your greatest strengths and what areas of your business would you like to see improvement.  This is where the interview gets easy.  The agent will tell you right where you need to go.
3. Strategies and Tactics:  Staying with our line of questioning, it’s now time to drill-down deeper to the inner workings of their business.  What kind of plan do they have in place and if so, how are they tracking against that plan?  By the way do you know the percentage of agents that don’t have a written business plan?  My best guestimation would be upwards of 90%.  I’ve seen companies of 100 plus agents and not one agent has a written business plan.  What kind of value could you provide an agent if you could support them with a written business plan?  One quick question:  Do all of your agents currently have a written business plan?
4. Coaching:  I’m sure by now you are familiar with the coaching craze that is rampant in our industry.  Why do you think that is?  Is it because agents may not be getting the coaching from their broker?  I’m not here to put you on the spot, but it’s quite the question to ponder.  What if you could share your coaching skills during the interview instead of being so focused on using your “selling” skills to try and get them to join?  Which do you think would be more attractive to a potential recruit?

5. Closing Skills:  Sorry to let you down.  I don’t have the super duper top-secret closing script to get an experienced agent to join your office.  Why?  You don’t need it.  If you follow the process of discovery and coaching in the interview, they’ll close themselves.  Here’s the closing line and it doesn’t come from you, it comes from the recruit.  What do I need to do to be a part of this valuable coaching that you offer?  “Yeah, right Jon, it’s not that simple,” says the broker.  Hmm, we established the fact that agents are keeping all of the agent coaches of the world gainfully employed.  Most agents don’t have a business plan and most managers aren’t coaching their agents (there is a big difference between coaching and training).  Yeah, I am right.  Try it for yourself.
So there you have it.  I’m sure it’s a bit different from what you have done in the past.  I only have one more question for you.  Do you want to get different recruiting results than what you have experienced in the past?
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