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Research reveals impact of joining Keller
Williams Realty on mega agent production

Within first year, volume and GCI climb sharply; education cited as key

| Lisa Wahigren
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by an average of 21 per-
cent — from 35 to 43.
The percentage increase
in seller units sold was
slightly higher — from 42
for respondents’ final year
at their previous agency to
52 for their first year with
Keller Williams Realty
— a 23 percent increase.

Portrait of a mega agent
The average mega agent
in the study had 15 years
of experience in real estate
and works 48 hours a week.
Prior to joining Keller Wil-
liams Realty, 76 percent
of them were with a ma-
jor, franchised brokerage,
and 24 percent were with
an independent brokerage.
(See figure 4.) REMAX®
topped the list of the fran-
chised brokerages, with 34
percent of the mega agents
in the study having been
with RE/MAX prior to
joining Keller Williams Re-
alty, followed by Coldwell
Banker, 17 percent; Century
21, 9 percent; and Pruden-
tial, 7 percent.

Success factors

When asked, “What aspects
of Keller Williams have
you found to be the most

beneficial to you and your
business?” 62 percent of re-
spondents cited the role that
education and training has
played in their success. The
positive impact of Keller
Williams’ culture was next
in line, with 41 percent of
respondents  pointing  to
it as a productivity boost.
Rounding out the top three
success factors, 38 percent
of respondents noted that
The Millionaire Real Estate
Agent models and mindset
proved to be central to their
sizable production increases
during their first year with
Keller Williams Realty.
(See figure 5.)

“It’s interesting to note
that ‘Brand Recognition’
trailed the list of success
factors, appearing as num-
ber 13 and cited by only 3
percent of respondents,”
Willis points out.

“But this finding is very
much in line with our belief
that the agent, not the com-
pany, is the brand. That’s
why we are committed to
supporting agents in their
success — not promoting
and advertising Keller Wil-
liams Realty on a national
level.” kw

4. Agency affiliation prior to joining
Keller Williams Realty

Coldwell
Banker Century
21
. Prudential
Realty
2% Executives
RE/MAX® > Other

Independent
brokerage

5. Top 10 most beneficial aspects of
Keller Williams Realty (according to
survey respondents)

1. Education and Training 62%
2. Culture A%
3.  MREA Mindset and Models 38%
4. Events 32%
5.  Team Concept 22%
6. KWRI Systems and Support 12%
7.  Coaching 12%
8. Autonomy 1%
9. Market Center and Regional 1%
Leadership
10. Pay Structure and Profit Share 9%

Data Source for Charts: Impact of Joining Keller
Williams Realty on Mega Agent Performance.
Keller Williams University 2007.
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