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NB Real Estate - New Agent Guide  
Questions to Ask when Interviewing Firms  

 
As a new agent, it can be a challenge to select a real estate firm that offers the best option for you.  
Realizing this, we developed the questions below as a guide for new agents to help compare real estate 
firms.   

1. Detail your commission split structure, from top to bottom as it is based on production?   
2. What are your monthly fees?  
3. What do these monthly fees pay for? 
4. What fees do you charge against my commission split on buy transactions?  On sell 

transactions? 
5. Are there any additional fees (and how much) will I be charged independently or with a 

transaction?   
6. Does your firm offer any additional ways to enhance my income? 
7. Do you offer a health care program?  If so, what are the details (i.e. coverage) of the program?  
8. What will this company be doing to help me, and my business achieve success? 
9. Tell me about your educational program?   

a. How often and for how much time will I receive one-on-one in-person training? 
b. Do you have a mentor program?  If so, how much time will my mentor spend with me 

each week? 
c. What requirements does the firm have of its mentors as it relates to my education? 
d. Do you have a marketing education program?  If so, tell me about it.  Will there be one-

on-one training, or will it be group training? 
e. Will I have a web page?  If so, how much instruction will I receive on how to manage it? 
f. Will I have access to CRM (customer relations management) software?  If so, is this a 

nationally used real estate CRM program or an in-house CRM program?  How much 
training will I receive on use of the CRM program (including one-on-one and group 
questions). 

g. Will there any additional topic specific trainings (e.g. measuring, google advertising, 
social media advertising, home valuations, land valuations, etc.)?  If so, how often? 

10. Do you have a traditional office?    
a. If so, will I be required to come to the office?   
b. Will I be required to be on floor/phone duty? 
c. What is the probability of obtaining a lead from one day of floor/phone duty? 
d. If floor/phone duty is considered training, then how often will a trainer be with me? 

11. What is the relationship between this firm and the parent brand company? 
12. Is this firm a publicly traded company? 
13. Will I receive any stock options or have any say in the direction of the company? 
14. Do you have an i-Buyer program?  If so, is it limited to one i-buyer or is it open to multiple i-

Buyers? 
15. Will my BIC be a competing BIC? 
16. How accessible is my BIC? 
17. Will the agency be providing me leads?  If so, at what cost? 
18. Will leads generated by my web site be sent to me directly?  Will there be a referral fee? 
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NB Real Estate’s Guidance for the New Agent 

Below are our thoughts/guidance to the new agent on the questions above.  The responses are from the 
perspective of an agent acting as an independent business, not as an agent joining a team.  While most 
questions are also relevant to teams, some may not be.  

A suggestion is to get the answers in writing from each firm.  This will allow you to compare all firms side 
by side after multiple interviews.   

And yes, you are interviewing the firm!  As a real estate agent, you are an independent business that 
operates under a firm.  Real estate firms make money from your work.  In return, the firm provides you 
with the resources you need to do your work.  Thus, the questions are designed to help you identify the 
firm that will give you the highest probability of success.   

Question 1.  Commission percentages for starting agents vary significantly, most will fall within the 
range of 50% to 90%.   Realize, however, that most new agent only have 4 to 5 transactions in their first 
year or two.  So, the difference between 50% and 90% commission is usually not that great monetarily.  
After an agent starts to make 10-12 transactions, then this difference can be quite significant.  Also, 
commission will vary based on production.  As your production increases, so will your side of the 
commission split.  It is best to understand at what production level the change occurs at.   

Questions 2-5.  Be careful with fees, these can be hidden and really cut into your commission.  For 
example, one firm may say your initial commission split will be 50%, but by the time fees are done, your 
commission split is only 35-40%.   

NOTE: Do the math!  Many agents often fail because they do not understand they are running an 
independent business and profitability of that business is dependent on their knowledge of business 
costs.  Understanding the relationship between transaction amount, commission, commission split, fees, 
and costs is paramount to success.   Keep an active P&L (profit and loss) statement, update it at least 
every month.   

Question 6. Commission is pretty must the sole means of an agent making money with most real estate 
firms.  There are, however, a few firms that offer additional compensation opportunities.  These 
additional sources of income can be very helpful to the profitability of your business.  For example, there 
are many agents within eXp who’s income is based almost entirely on agent trails and stock options.   

Question 7.  Having good health care is big issue.  While most firms will not offer a health care program 
for their agents, there are a few firms that have outside health care programs an agent can 
independently purchase.   

Questions 8 and 9.  These are probably the most important questions a new agent can ask a firm when 
interviewing.   On average, 87% of new agents fail within the first 5 years.  Thus, out of however many 
students participating in your initial real estate license class, the few that passed the classed, then 
passed the state exam, only 1 out of every 10 of these individuals will be successful in real estate.  
Depressing odds.  Your success will depend on your willingness to work hard, your understanding of how 
to be a real estate agent, and your business acumen.  The firm you choose will help guide you on the 
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later two.  Consider a firms answers to these questions as a guide to a firms commitment to the 
success of you and your business.   

Questions 10-13.  These are questions to understand the firm, its relationship with the parent brand and 
where you stand in this relationship.  It also helps to understand where else you commission is going 
beside to you.  A multi-story brick office building, a lot of staff, upper management are all “overhead” 
that an agent pays in their commission split.  A word of caution about buildings, floor time, telephone 
duty, etc.   Today, very few clients find a real estate agent by going to an office or calling an office.  Some 
firms have been able to change this trend by offing things that bring people in (e.g. food trucks, 
giveaways, etc.) but most have not.  Those that have not will essentially see a new agent as an 
opportunity to exploit no-cost labor.  If a firm tells you that phone/floor duty is “educational” then ask 
them how will the firm be participating in my education while I am on floor/phone duty.  They should 
have a detailed plan of activities that will show how you are benefiting.  Else, you will be sitting idle for 
hours on end. 

Question 14.  An i-Buyer program can be a good tool in the tool belt of a agent helping clients sell their 
home. You will want to know if a firm has an internal i-Buyer program and if so, will you be restricted to 
that program.  The more options available to you, the better you can potentially service your seller 
clients.   

Question 15 and 16.  Good access to your BIC is extremely important, especially for new agents.  You 
will have countless questions throughout your career as a real estate agent.  You BIC is your source for 
guidance.  A BIC that is MIA for two or three days can make your business a challenge.  Also, regarding a 
BIC realize the politics that occur within any business and that you are an independent business 
operating under that firm.  It is best to realize the relationship between the BIC, the firm and where you 
fit into that relationship.  Trust that the BIC is looking out for your best interest is essential to a good 
working environment.    

Questions 17 and 18.  These questions circle back round to questions 2-5.  Some firms may provide you 
leads, which is a good thing.  You should, however, understand at what cost to you.  Some firms do not 
charge a referral fee, other firms may charge you upwards of 40% of your commission as a referral fee.  
Again, do the math! 

 

We hope you find these questions and guidance helpful.  At NB, we pride ourselves in being helpful, 
transparent and working in an ethical manor.  Our belief is by helping you make an informed decision, 
real estate agency will become better, which ultimately benefits our clients. 

 

Contact Us: 

Are you potentially interested in eXp Realty as a firm choice?   Feel free to contact us, we would love to 
expound on why we think eXp is the best firm choice for an agent! 
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