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Who is Keller Williams Realty?

Keller Williams is the most progressive and fastest growing national real estate company in America. It is a great business idea whose time has come.


Keller Williams was founded by Gary Keller and his team of Austin real estate agents in 1983. In the late 1980's it expanded to San Antonio, Houston, and Dallas. In 1991, it became a franchise system and then in 1993 it opened in Oklahoma and Colorado. Today, there are over 533 offices, with more than 57,000 sales associates. Keller Williams is growing at the rate of 49% per year and is attracting the top agents in the market place.


Keller Williams is expanding across the country for one very powerful reason: It is the only company truly designed BY and FOR TOP AGENTS. It supports them, gives them a voice and affords them the freedom to build and control their own businesses.


With a profit sharing pool that is growing each year at a phenomenal pace and that is expected to exceeded $75 MILLION IN 2006, Keller Williams provides the only opportunity for agents to achieve long-term income above and beyond their own commissions. No other company offers the opportunities that are available at Keller Williams to POSITION YOURSELF FOR THE FUTURE.


The name Keller Williams is not corporate; it is personal. It is intended to support an agent’s image, not compete with it. The network is national, the support is regional, and the image is local.


The opportunity is NOW for each of us to experience and participate in the tremendous growth of Keller Williams.

The Keller Williams® Philosophy!

Our Mission:

To build careers worth having, businesses worth owning and lives worth living.

Our Vision:

To be the Company of choice for a new generation of real estate agents and owners.

Our Values:

God, Family, then Business

Our Goal:

800 Quality Market Centers

170,000 Associates

17,000 Millionaires
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Keller Williams® 

A Paradigm Shift

Today’s real estate industry is leaving behind outdated broker-focused business strategies.

Keller Williams® emphasizes associate leadership and the importance of individual real estate businesses.

Keller Williams® believes we must remain flexible and innovative in the face of an evolving market and an increasingly Internet-empowered clientele.

Keller Williams® represents a vehicle for profit, stability, and success to REALTORS®.

Keller Williams® offers a unique culture of teamwork and cooperation.

Keller Williams® offers training and consulting opportunities to grow your business.

The Fundamental Difference

Most real estate companies today operate under the belief that their associates are great because they work for a great company.

Keller Williams® believes it is a great company because it has great associates. We believe that if we build the careers of our people, they will build the company.  This is the fundamental difference between Keller Williams® and most companies.

What are the assets of

your company?

At Keller Williams® our associates and our relationship with them are the company assets.

A Proud Tradition

•
In Business Since 1983

•
Franchise System Since 1991

•
648 Offices Nationwide

•
Over 72, 000 Agents Internationally

•
Located in 47 States

•
The Fastest Growing Real Estate Firm 


in the United States

Keller Williams Realty

is attracting the top agents in every market they enter.

Agents that are seeking another income source.

Keller Williams® Profit Share is

GROWING……

[image: image5.png]Our Belief System:
Ourbeliefs are an essential patofwho we are and how we conductbusiness, The Keller Wiliams® Beliet
Systemis the foundaton or roviding the ulimate in senice for our clients

WI4C2TS

‘System In Actio
Or no deal

Integrity Do the right thing

Commitment In all things

Communication Seek first to understand

Creativity Ideas before results

Customers Always come first

Toamwork Together Everyone Achieves.
More

Trust Starts with honesty. VOB eieNT

Success Results through people




[image: image6.emf]$0.0

$10.0

$20.0

$30.0

$40.0

$50.0

$60.0

2002 2003 2004 2005 2006

Millions


8% Annual 

Profit Share Growth

2005 to 2006

Keller Williams® Associate Count is

GROWING……
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Local Management Support

Gary Keller, Mo Anderson and Mark Willis operate Keller Williams® on the principle that people make a difference.  Sales Associates are considered colleagues and if Brokers concentrate on developing their people, their people will, in turn, develop their companies.

The Keller Williams® System and Management Support work interdependently to provide the foundation for this leading-edge career opportunity.  To facilitate this forward thinking, full company support for the associate/partner is a priority.

Staff:

•
Non-Competing Team Leader (TL)

•
Market Center Administrator (MCA)

•
Full Time Call Coordinators

Training:

•
Keller Williams® University

•
In House Training

Technology:

•
EagentC

•
Web Sites/Email

•
Too many to list
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As you would expect in the industry’s finest real estate company, both education and training are tailor-made for our affiliate Brokers and Associates.  Keller Williams® Associates receive the very best in real estate education through ongoing training from Keller Williams University.  Keller Williams® University was developed around a “learning-based belief” system.

Our National Training Initiative

•
Keller Williams University was formally established in 1996.

•
Offers the finest career and business training available.

•
Focuses on increasing the personal productivity, sales skills 


and career development of its people.

•
Blends the most fundamental and time-tested principles of 


business, marketing and customer service.

•
Tangible extension of the company’s ongoing commitment to 


learning and growth.

The Keller Williams® University Curriculum is based on seven curriculums delivered at a grass roots level.

Seven Curriculums:

•
Sales





•
Mega Sales

•
Management (Team Leadership)
•
Ownership

•
Technology




•
Life

•
Perspective

Personal Development:

•
Mastermind Groups


•
One-On-One Consulting

•
Peer Partnering



•
Shadowing

•
Training

WE ARE COMMITTED

TO HELPING YOU BUILD YOUR CAREER
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Leadership From The Ground Up

The Associate Leadership Council is comprised of the top twenty percent of the Keller Williams® agent body in the Market Centers.  The purpose of the Associate Leadership Council is to guarantee our associates a vehicle for giving direct input as to the operation of Keller Williams®.

The ALC is actively involved in the leadership of the company, holding ownership and management accountable to live within the budget and participates in attaining the goals of the Market Center, i.e., production, drive profit, education and standards and principles.  This is NOT a sales meeting nor is it a complaint session.

The ALC acts as the Market Center’s “Board of Directors”.  They are guardians of the culture.  A covenant agreement of ALC responsibilities is entered into by all ALC members with their Market Center peers.

Why have an Associate Leadership Council?

The purpose of the ALC is to foster a strong partnership with ownership; accountability and agent representation.

[image: image9.wmf]
An open-book company

At Keller Williams®, our books are open to our associates.  On a monthly basis the Market Center financials are reviewed by our Associate Leadership Council.

THERE ARE NO SECRETS FROM OUR ASSOCIATES. Since we are all business partners and since we profit share together, everyone has the right to see the profit and loss statements for the Market Center every month.

BUDGET ACCOUNTABILITY.  It is the responsibility and concept of the Associate Leadership Council that takes action and participates in holding ownership and management accountable for staying with the expense budget.

BUSINESS ACCOUNTABILITY.  By allowing our associates/partners to study and understand the importance of financial statements, they can implement these same business systems and disciplines into their real estate business and personal lives.

…When was the last time your Broker showed you the financials of your company?

30 Reasons for having an ALC (Board of Directors)

1. Share profits with “partners”

2. Assist in recruiting

3. Training vehicle for fiscal management – PROFIT

4. Example for all associates in how a business should be run

5. Career development to the highest levels

6. Develop market

7. Share strategies

8. Hold Team Leader accountable for recruiting

9. Develop leaders

10. Drive a limited democracy

11. Input to achieve production

12. Set standards in a Market Center

13. Set disciplines in a Market Center

14. Implementation of a Market Center business plan

15. Develop Policy & Guidelines for the Market Center

16. Determine spending of an ad budget

17. Discuss concerns of other associates

18. Develop strategies to increase Market Share

19. Tem-ify and bond

20. Cause associates to focus on Company Profit

21. Provide Leadership for subgroups (committees)

22. Assist in launching a Market Center

23. Empowerment

24. Set production goals

25. Creativity/brainstorming

26. Establish image – not an elitist group

27. Enforce Policy & Guidelines

28. Protector of the Culture

29. Benchmarking/trending

30. Vehicle for resolving problems
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Keller Williams®

Profit Sharing
Profit Share DOES NOT come from Associate Commissions

Profit Sharing is a means for distributing the wealth and rewarding associates for growing the company.

•
The Keller Williams® Profit Share System was designed to reward 


it’s associates for building the company.

•
The program allows any Keller Williams® associate, affiliate broker, 


or employee the opportunity to participate in the profits they help 


generate without assuming any financial risks.

•
You are vested after three years.

•
How much of the profits did your Broker share with 


you last year?

•
How does your company reward you for recruiting 


associates?

•
How much money will you continue to receive the 


day you quit selling real estate?

•
How many real estate companies have paid over 


$112,253,000.00 in profit sharing to their participating 


associates?

Profits used to be just for the owners–

at Keller Williams they are shared with the agents
PROFIT SHARING EXAMPLE FOR ONE MONTH
Company Gross Commission Income

150,000

- Commissions paid to Agents

       -
105,000
   Total Company Dollar =



  45,000


-
 Est. Approved KW expenses
       -
  20,000


Market Center Profit         
              25,000

Market Center’s Contribution to Agent’s Profit Sharing Pool:
25% of 1st 2,990
    
    747.50

35% of next 8,250

 2,887.50

50% of 13,760


 6,880.00
Agent’s share of profits         10,515.00

Let’s say “John” has Gross commission income of 9,000 for the month

To calculate the profit share based on John’s production do the following:

John’s Company dollar/total Company Dollar (9,000 x 30% split) = $2,700 is his Company dollar

 2,700/45,000 = .06 or 6%

John’s percentage of closed volume is 6%
Profit sharing related to John’s volume is (10,515 x 6%) = $630


Profit Sharing Distribution

Level 1 (50%)
   Debbie 
(John’s sponsor)
$315.00

Level 2 (10%)    Joy 

(Debbie’s sponsor)
$  63.00

Level 3 (  5%)    Mark

(Joy’s sponsor)
$  31.50

Level 4 (  5%)    Tom

(Mark’s sponsor)
$  31.50

Level 5 (7.5%)   Gina

(Tom’s sponsor)
$  47.25

Level 6 (10%)     Jay

(Gina’s sponsor)
$  63.00

Level 7 (12.5%)  Sue

(Jay’s sponsor)
$  78.75






Total
$630.00

Profit Sharing amounts to a monthly check that can

eventually mean that you earn a 100% split or more!

Leverage Yourself 

and Build Equity
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Technology Tools

and

Websites

For Agents and Company
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 EagentC, is an in-house “agent-funded, agent-driven” team of technology experts whose mission is to provide research and Internet tool development, as well as protect and develop the real estate agent’s e-realty fiduciary position.  Funded by agent contributions, EagentC is uniquely focused on agent technology solutions.
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National Public Website

Home Search at kw.com
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National Intranet – For K.W. agents only
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Customized Agent Website Templates 

 With Lead Generation Tools
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Company/Agent Relationships
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_____________________________________________________________

FEES AND COST DESCRIPTION

One year period– is defined as a fiscal period which may be different for each agent. It is based on the agent’s hire date, not on a calendar year.  (i.e. if an agent starts on July 14th,  his or her anniversary year will  begin on the first day of the following month August 1st.)

· Commission Split– Office shall receive a 30% of the gross office commission received on any commission, until the office has received $22,000 total for a one year period. For teams, the buyer agents have a  $11,000 cap. The cap is added to the main agent’s cap, and each one year period is solely based on the main agent, not the buyer’s agent.

· Royalty– Royalty is what gets paid to the National and Regional level and is equal to 6% of the gross office commission received, and is paid solely out of the agent’s commission. Royalty is capped at $3,000 for each one year period.

· Transaction Fee- Transaction Service fee per transaction - $225 resale;

FHA/VA maximum allowable charge per sale (currently ~$50.00), payable to Keller Williams of Central PA.  Agent may charge a Broker’s Service and/or Transaction Service fee over and above the required $225.00 and agent will receive additional fees as part of their gross commission income.  Dual agents will pay $225 for each side of the transaction, In-house transactions (listing and selling agents are both Keller Williams of Central PA) will be $225 each. The $225 transaction fee consists of $125 transaction fee payable to Keller Williams, the $50 accounting fee and $50 settlement coordinator fee.

· Errors and Omissions Insurance– Office shall collect $40.00 per month from agents. This amount will be added to the agents office invoice each month.

· National Technology Consortium Fee– $10 monthly fee per agent goes to National to advance the technology collectively on the national level.

· Home Warranty Income – American Home Shield (AHS) pays a

commission to Keller Williams Real Estate of Central PA for each home warranty sold by an agent.  Agent may keep $40 of the  commission for each warranty sold, which will be paid directly to the agent by Keller Williams of Central PA.

· Office Technology Fee– $75 yearly fee per agent at the beginning of each one year period to help keep our office technologically advanced with updated computers, software, and other upgrades on an as needed basis.

· National Yearly Renewal Fee– $25 yearly fee per agent at the beginning of each one year period to renew with Keller Williams International 

· Other costs:
each agent is responsible for their own board of realtor dues, MLS dues, licensing fees to the state, printed materials, personal advertising, signs, copies, postage, and other miscellaneous office supplies, etc...

· Agent Profit sharing 

· Ownership Shares in Title Company Ownership Shares in the Mortgage Company

COST/BENEFIT ANALYSIS
Assuming  agent is an at home agent  has no buyer assistants, and sells 20 homes per year and the cap is $22,000 

At Keller Williams:
Costs that come out of the commissions received:

70/30 split capped out at 22,000 per year 




22,000 

Royalty fee of 6% to International capped at 3,000 per year

  3,000












 25,000

Plus additional costs that get paid on a monthly or yearly basis:

E & O Insurance ($40/ month or $480 annually)



     480

National Technology Consortium Fee ($10/mo)



     120

Phone expense estimate $75/mo (based on your usage)


     180

Office Use Fee $25/mo







     300

Network Systems $15/ month






     180     


Office Technology Fee–Paid only once a Year



       75

National yearly renewal fee–Paid only once a Year



       25











$1360.00

Total costs for the year $25,000 + 1,360 = $26,360

Note: agent still has their normal yearly dues from the Board of Realtors , MLS, state licensing, etc... What is shown above is the costs that go to Keller Williams

Example if an agent sells 20 homes (average sale price 175,000, 3% commission)


Gross office Commissions:
$105,000


-
 total of above expenses
    26,360






$  78,640  paid to agent
This equates to a 74.9% split to the agent prior to adding in all the additional benefits listed below.   (78,640/105,000 = 74.9%)

Other sources of Revenue to offset or possibly more than cover your costs

· You keep 100% of all conveyancing service  fees above the $225.00 that you collect 

· Agent Profit sharing 

· Ownership Shares in Title Company

COST/BENEFIT ANALYSIS
Assuming an agent with desk fees of 160/mo, who has no buyer assistants, and sells 30 homes per year and the cap is $22,000.

At Keller Williams:
Costs that come out of the commissions received:

70/30 split capped out at 22,000 per year 




22,000 

Royalty fee of 6% to International capped at 3,000 per year

  3,000












$25,000

Plus additional costs that get paid on a monthly or yearly basis:

E & O Insurance ($40 per transaction capped at $480 annually)

     480

National Technology Consortium Fee ($10/mo)



     120

Phone expense estimate $35/mo (based on your usage)


     420

Private Desk $160
/mo







   1920   Network Systems $15/ month






     180 Office Technology Fee–Paid only once a Year



       75

National yearly renewal fee–Paid only once a Year



       25











$3,220


Total costs for the year $25,000 + 3,220 = $28,220

Note: agent still has their normal yearly dues from the Board of Realtors , MLS, state licensing, etc... What is shown above is the costs that go to Keller Williams

Example if an agent sells 30 homes (average sale price 175,000, 3% commission)


Gross office Commissions:
$157,500


-
 total of above expenses
    28,220






$129,280 paid to agent
This equates to a 82.1% split to the agent prior to adding in all the additional benefits listed below.   (129,280/157,500 = 82.1%)

Other sources of Revenue to offset or possibly more than cover your costs

· You keep 100% of all conveyance service  fees above the $225 that you collect 

· Agent Profit sharing 

· Ownership Shares in Title Company

COST/BENEFIT ANALYSIS
Assuming an agent has desk fees of $160/mo, no buyer assistants, and sells 40 homes per year and the cap is $22,000 

At Keller Williams:
Costs that come out of the commissions received:

70/30 split capped out at 22,000 per year 



22,000 

Royalty fee of 6% to International capped at 3,000 per year
  3,000











25,000

Plus additional costs that get paid on a monthly or yearly basis:

E & O Insurance ($40 per transaction capped at $450 annually)
     480

National Technology Consortium Fee ($10/mo)


     120

Phone expense estimate $35/mo (based on your usage)

     420

Private Desk $160/mo






    1920

Network Systems $15/ month





     180 

Office Technology Fee–Paid only once a Year


       75

National yearly renewal fee–Paid only once a Year


       25










$3,220


Total costs for the year $25,000 + 3,220 = $28,220

Note: agent still has their normal yearly dues from the Board of Realtors , MLS, state licensing, etc... What is shown above is the costs that go to Keller Williams

Example if an agent sells 40 homes (average sale price 175,000, 3% commission)


Gross office Commissions:
$210,000


-
 total of above expenses
    28,220






$181,780  paid to agent
This equates to a 86.6% split to the agent prior to adding in all the additional benefits listed below.   (181,780/210,000 = 86.6%)

Other sources of Revenue to offset or possibly more than cover your costs

· You keep 100% of all conveyancing service  fees that are above the $225 you collect 

· Agent Profit sharing 

· Ownership Shares in Title Company

Competition – Dec. 2006

KWR Active Agents
	 
	Company
	% Increase
	Dec. 2005
	Dec. 2006
	Increase

	1.
	KWR
	27
	57,146
	72,594
	15,448

	2.
	Prudential
	21
	58,000
	70,450
	12,450

	3.
	Century 21
	6
	137,600
	146,070
	8,492

	4.
	Re/Max
	4
	114,417
	119,459
	5,042

	5.
	Coldwell

Banker
	3
	120,000
	123,730
	3,824


Competition – Dec. 2006

KWR Active Licensees
	 
	Company
	% Increase
	Dec. 2005
	Dec. 2006
	Increase

	1.
	KWR
	31
	58,946
	77,210
	18,264

	2.
	Prudential
	21
	58,000
	70,450
	12,450

	3.
	Century 21
	6
	137,600
	146,070
	8,492

	4.
	Re/Max
	4
	114,417
	119,459
	5,042

	5.
	Coldwell

Banker
	3
	120,000
	123,730
	3,824


Competition – Dec. 2006

Associates Per Office
	 
	Company
	Assoc. Per Office
	Associates
	Offices

	1.
	KWR
	119
	77,210
	648

	2.
	Prudential
	35
	70,450
	2,014

	3.
	Coldwell Banker
	33
	123,730
	3,700

	4.
	Century 21
	19
	146,070
	7,560

	5.
	Re/MAX
	18
	119,459
	6,500


Competition

Growth during the 21st-23rd year
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Goals – 2007

· 90,000 Associates

· 9,000+ Millionaires

· 750 Quality Market Centers

· $65,000,000 Total Profit Share

Growth – 2010
· 170,000+ Associates 

· 17,000 Millionaires 

· 800 Quality Market Centers

· Average 212 Associates per MC
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MSYS Downloads
E.Card Center

Marketing Home

eagentis

) PR Templates
Dovnload Prass Releass Templates here for most
occasions. You villfind templates for Kaller Williams
Realty announcements, seminars, and avards.

P Marketing Downloads
Dovnload templates for property fliers, poverpaint
presantations, training documents, and nevspaper
2ds here. You vill ls find posters, ad campaigns,
recruiting tools, and stationery.

M KW Graphics (official Iogos)

Dovnlosd official Keller Williams Reslty logos hare.
You vl also find the print and web colors, fonts,
and other graphical information.

) Eagentc webkits.
Dovnload Eagentc WebKits here. Thess are pre-
packaged, fully operational and graphically
designed sites raady to be customized.

W Ecard Canter
Send acards or Drip campaigns to your contacts.
Using the Ecard Cantar. You wil also be able to
manage your campaigns and address book here as.
vl

Kellar Williams Approved Spotlight Vandors.

W Direct Mail
Find the perfact Diract Mail campsign for you using
our pproved vandars. You will find 5 vide variaty of
broducts and stylss.

W Advertising

Ready to start advertising in your area? Uss these
smart campaigns through our approved vendors to
help you achanva your gosis.

) All Vendors Listed Alphabstically

Do you know who you need to contact. You can
quickly locate all Keller Williams Realty spproved
vendors bacause they ars listed here alphabatically.
You villfind contact informatian and praduct
descriptions hare.

1) All Vendors Listed by Category.

ot sure o to use for your product nesds? You can
search  list of our approved vendors hare by
atagory. This vill make it sasier for you to find
what you need.




Coming to York, Pa in 2007!!

Call Paul Hayes For Details

717-421-4150
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$52.3 Million
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You are able to download marketing campaigns, logos, fonts, manuals, set your goals for each year, check your email, see various reports, etc.








National E-Cards





* Interdependent/Partner





* Consultant/Partner





* Keller Williams





* Agents receive profit sharing





* Agents may participate in 


   Title and Mortgage Profits





* Agents help direct the                 company        





* Teamwork Atmosphere





* Training and Consulting             Company





�
* Low Risk/High Take





* Independent/100%





* Customer





* RE/MAX





�
* Write a check each 


   Month





* Desk





* High Risk/High Take





*  Dependent/Traditional





*  Employee/Boss
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* Prudential





* Weichert





* Century 21





* Coldwell Banker





* Agent pays too much





* Top down management





* Low Risk/Low Take
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