Analyze your market – Market share
Five key questions: In the past 12 months:
· How many listings have been advertised in your market?
· How many sales were carried out?
· What was the average sales price?
· How many listings expired?
How many brokers work in your market?
Example of an area 
with 500 doors
Broker A: 6 out of 44 sales
Broker B: 5 out of 44 sales
Broker C: 7 out of 44 sales
how many listings have been made-75
how many sales were carried out-44
average sales price-$324800
how many listings expired-22
Turnover rate=𝑛𝑜. 𝑜𝑓 ℎ𝑜𝑢𝑠𝑒𝑠 𝑠𝑜𝑙𝑑/𝑛𝑜. 𝑜𝑓 ℎ𝑜𝑢𝑠𝑒𝑠 𝑖𝑛 𝑡𝑎𝑟𝑔𝑒𝑡 𝑚𝑎𝑟𝑘𝑒𝑡
=44/500= 8.8%
Target market=number of sales desired /turnover rate
=4/8.8=45 houses
Target market size =target market @100/market share
=45/5%=909 houses
Reject this farming area unless the average remuneration is very high
Low turnover rate
Target market size too large for potential gain
The two key questions to ask
How much money do you have for marketing?
How much time do you have for active prospecting?
I have $500 per month to invest in marketing
My marketing plan over the next 12 months will be:
Month 1: 
Create and print door-to-door pamphlets
Months 2–12: 
Create one Facebook visual each month myself
Invest $500 in localized Facebook advertising
I have 2 hours a day (10 hours a week) for active prospecting.
My prospecting plan over the next 12 months will be:
Spend 30 minutes a day creating stories on Facebook and Instagram and replying to various comments on social media
Depending on the weather, spend 1.5 hours either cold calling or door-to-door prospecting in my area
Conclusions
Keep your marketing plan realistic
Make sure your efforts remain consistent
Be specific and keep things as simple as possible
comparative table of annual fees:
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Plan A $9,120 $19,200 $28,200 $37,200
($100/month + 30%)
Plan B $5,300 $13,800 $18,300 $22,800
($400/month + 15%)
Plan C $11,100 $12,600 $14,100 $15,600

($800/month + 5%)




2 typical models:
One or more experienced broker(s) listing
One or more broker(s) who work with buyers
The buying broker pays a referral fee for each transaction to the lead broker
Co-listing
Two or three brokers are equal partners and split up the various tasks—sellers and buyers together
Comments:
Working as a team doesn’t mean you can’t incorporate (Carrying your activities within a business corporation).
If you decide to work as a team, the agency will form by itself. 
Make sure you have clear understanding of all the costs and the remuneration sharing agreements.
Don’t be shy to “shop around” for teams.


