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How Do Realtors Get Paid?

How Realtors get paid & by who?

Realtors make money on commission: They
only get paid when they sell a house or help
someone buy a house. The standard Realtor
commission in the United States is around 6
percent, which is evenly split between the
seller's agent and the buyer's agent The per-
son who sells the home is responsible for pay-

ing the entire commission.

Commissions are negotiable, but you get what
you pay for ! The idea is that the level of ser- ‘
vice offered by a certified Realtor is worth the % ‘o R

full commission. In fact, the NAR claims that

in 2017, homes represented by a certified Real- ' s“\ L E ’

tor sold for 16 percent more than homes that

didn't use a Realtor

How much of that commission the Realtor actually takes
home depends on a few factors. Many Realtors work for
small or large real estate firms. It's common for a Realtor
to pay 30 to 50 percent of his or her commission to the
firm, leaving as little as 1.5 percent in the Realtor's pocket
Even if a Realtor doesn't work directly for a firm, he or
she might work with a real estate broker who provides
the Realtor with referrals. That broker will also want a
cut. Self-employed Realtors can keep all the commission,
but they run the risk of losing business to larger competi-
tors.
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How 1s the Commission divided?

How is the Commission PIE Divided?

Based on a Home Sales Price of $150,000
6% Commission = 59,000

3 % to Sellers Agent / Broker

AGENT
EXPEMSES:

3 % to Buyer’s Agent / Broker
= 545[)0 =$4500 /
Agent typically pays 30-40 % Agent typically pays 30-40 %
ufauhnmthn = in brokerage fees from the 3% =
- $1800 - $1800
Leaving Agent $2700 Leaving Agent $2700

TRAINING
License fees
MLS Dues
Mational REALTOR D
Cell phone
Camputer
FPhotography [ seftware
Internet accass

Signs and lock boxes
Staging expenses

Self employment taxes
Insurance

Vehicle maintenance
Printing/ promotional materials
Gas/ vehicle maintenance
Office Supplies

Thank you gifts

MO BEMEFITS - Sick days, Paid Vacations Etc.

AND MORE.....
Annual Expenses _average 50% +

WHY PAY
AN AGENT?
v Their Training
v" Their Expertise
¥v" Their Guidance
¥" Their Experience

¥" Negotiation Skills
v" Market Knowledge
v AND SO MUCH MORE!

Selling a house can be a complex process. A Realtor can help you at every stage,
from setting a price to marketing the property to closing the sale.
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What a Realtor does for the commission !

Setting the Price.

The selling process generally begins with a determination of a reasonable asking
price. Your real estate agent or Realtor can give you up-to-date information on what
1s happening in your local marketplace, as well as the price, financing, terms and
condition of competing properties. These are key factors in marketing your home and
selling it at the best price. Often, your agent can recommend repairs or cosmetic
work that will significantly enhance the salability of the property.

Marketing.

The next step 1s a marketing plan. Marketing exposes your property to the pub-
lic as well as to other real estate agents through a Multiple Listing Service, oth-
er cooperative marketing networks, open houses for agents, and so on. In many
markets, a substantial portion of real estate sales are cooperative sales; that is,
a real estate agent other than yours brings in the buyer. The Realtor Code of
Ethics requires Realtors to use these cooperative relationships when they bene-
fit clients.

Monitoring, Renegotiating and Closing.

Between the initial sales agreement and the closing (or settlement), questions
may arise. For example, there are unexpected repairs that require the buyer to
obtain financing, or a cloud in the title is discovered. The required paperwork
alone 1s overwhelming for most sellers. Your agent is the best person to objec-
tively help you resolve these issues and move the transaction to closing.

Negotiating.

Your agent can help you objectively evaluate every buyer's proposal without
compromising your marketing position. This initial agreement is only the begin-
ning of a process of appraisals, inspections and financing -- a lot of possible pit-
falls. Your agent can help you write a legally binding, win-win agreement that
will be more likely to make it through the process
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The Benefits of using a Realtor

As the past few years have taught us, buying or selling a home is not a de-
cision to be made lightly, nor without professional guidance. Yet buying or
selling your home is one of the most fulfilling, emotional and stressful
things we can do in this world.

Whether you are in the market to sell or buy, or both, it is very important
to work with someone that you can trust. There are many people who can
complete the forms that protect you and limit your liability, but only
REALTORS® are ethically bound to be your fiduciary.

Getting the Realtor Guarantee

All real estate licensees are not the same. Only real estate agents who are
members of the National Association of Realtors are called Realtors. They
proudly display the Realtor logo on their business card, website, and market-
ing. Realtors subscribe to a strict code of ethics and are expected to maintain a
higher level of knowledge of the process of buying and selling real estate. Real-
tors are committed to treating all parties to a transaction honestly. An inde-
pendent survey reports that almost 85 percent of home buyers would use the
same Realtor again.

Getting Expert Assistance

Finally, consider the scale of your transaction. Selling your home is one of the
biggest financial decisions you'll make. Transactions today usually exceed
$100,000. If you had a $100,000 income tax problem, would you attempt to solve
it without the help of a CPA? If you had a $100,000 legal question, would you
deal with it without the help of an attorney? Considering the relatively small
cost of hiring a Realtor and the large potential risk of not hiring one, it's smart
to find a professional to sell your home.
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