Brokers:  Where’s the Focus?

By Jon Cheplak
I am constantly amazed at the incredible focus around all of the new inventions that are going to make an agent more productive, and at the same time an avoidance of the key issue -- recruiting experienced agents! Go to any real estate related gathering and recruiting is a subject matter that is relatively ignored in comparison to all of the other offerings and discussions.  We've got the greatest new websites or we've got the most powerful and advanced drip campaign and the list goes on.  Did I ruffle some feathers?  Probably so, but I speak from practical experience.  

 

Here are some of the flaws that have contributed to this condition:

 

1.  Brokers continue to treat their agents like customers.  Agents are not your customers!  I repeat, they are not your customers.  Complete this statement for me.  "The customer's always _ _ _ _ _ !"   That word would be "right".
Sound familiar to you in your current environment?
2.  If the agent is your customer you are always going to be in a buy/sell relationship.  Constantly being measured by the next thing you can create for your agents and sell them.  Tiresome to say the least.  By the way, are agents excited about the stuff they are constantly being sold?  That would be a resounding NO!

 

Here's the answers:

 

1.  Agents are your business partners.  Plain and simple, you and your agents are in this together.  
2.  You can't make an agent productive.  The agent will decide whether or not they will be productive.
3.  You are not a retailer of goods and services.  You are responsible for one thing, facilitating a condition in your office environment of transferring skill-sets to your agents.  Then allow them to choose whether or not they will be productive.  

 

Look at all the goodies you are currently offering to your agents.  Are they implementing all of the tools that you provide them with to be more productive?  Of course not, it's the biggest complaint I hear from brokers.  The reason why?  The agent is provided great tools, but who is building a picture for the agent of how to use the tools, and at the same time building the skills of that agent?  You can give me a Rolls Royce, but if I don't know how to drive it all I have is a pretty car.  Do your agents have a pretty car or do they have the pretty car and the skill-sets to drive that car?  Adoption of anything by agents is always a challenge.  They are afraid of change and do not have the guidance and accountability to implement.

 

Correcting market, changing market, down market, etc... NO, it's just a real estate market.  There is one way, and one way only that you will win,  Attract, inspire, and retain the best agents in the market.  Forget about all the stuff you have to offer an agent, they are looking for one thing -- a skilled leader.  

Just ask all of the agent coaching teams in the industry today.  They are having to do a lot of the work that a broker should be doing with their agents.

Be the coach, not the manager.  Stop looking for the next magic pill and start attracting quality agents to your organization NOW!!

"The Biggest Army Wins"  do you and your agents have your marching orders?

There is no one that will beat a real estate organization that gets it!  You are not in the real estate industry; you are in the human resource business.  What are you doing about that?
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