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WANT TO START A TEAM? NINE 
QUESTIONS TO ASK YOURSELF

If you’re considering starting a Real Estate team 
or partnership or want to take an existing 
business to the next level, it’s critical to consider 
all the implications.

Starting a team for the wrong reasons is a huge 
mistake. It’s important to define your motivation 
and purpose before you start making financial 
commitments for marketing, lead generation 
and other functions required to support a high 
performing team. Here are some questions to 
consider:

1. What are you trying to accomplish by adding 
team members?

Don't start a team because it seems like the 
trendy way to sell real estate, or partner with 
someone who's not going to help you meet your 
financial goals. 

2. Where do you see yourself and your team 
three years from now? 

You should have clear income and production 
goals for one, two and three years out.  Know 
where you want to go and begin with the end in 
mind.

3. Do you have a business plan for starting and 
growing your team?

Designing and writing a strategic business plan 
will allow you to avoid shooting from the hip, 
wasting time and making costly mistakes. Write 
it down and then devise an action plan for 
achieving it.

4. Are you making a profit now?

Sales and high volume are impressive, but you 
need to make sure you are growing your brand 
and business while remaining profitable.

• You’d like to establish a group practice 
(usually 15 or more agents on the team)

• You’re looking for a 50/50 partnership with 
another high-producing agent 

6. Do you have enough listings currently to 
support a team? 

You really need to ask yourself if you are 
currently at a production level that supports 
adding team members. Make sure you have a 
profitable business for yourself first, with 
adequate support staff, before you start adding 
team members.

7. Do you have a coaching and training plan or 
program to help new and experienced agents 
list and sell more while they are on your team?

Creating an agent coaching, development and 
sales training system is key to increasing the 
sales skills and production of your team 
members, whether they are experienced or 
brand-new agents.

8. What is your compensation plan?

How do you plan to incentivize agents ? Do you 
have different pay structures for listings vs. 
buyer or self-generated leads? 

9. Do you have a written team member 
agreement?

You’ll need to create a written agreement with 
terms of pay, referral fees and incentives, and an 
exit clause in the case of termination. 

It’s important to take all these factors into 
account before deciding to grow your team. If 
you can answer all these questions confidently, 
you’re ready to begin building your business. 


