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COMPETITIVE EDGE

What drives your success? We
asked 200 elite producers about
what helps them the most.*

Top 5 Advantages at RE/MAX:

. . . . B Complete agent development
With more than 40 years of expertise, stability and success, the " Z- B e FRANCHISE

i oy = ol SALES! B R4° Convention and other events

RE/MAX brand opens doors. Then you do the rest - with the 4 R S : The RE/MAX network, now in over
e : 95 countries, enjoyed another
z strong year in 2014, setting the
brand behind YOU. stage for a dynamic 2015.

* From an April 2015 survey of RE/MAX Diamond Award Club
($1 million GCI) and Chairman’s Club ($500K GCI) members.

confidence and support that comes with having a powerhouse

-'\ ey . Once again, Sales Associates RESIDENTIAL
If you like being on a winning team, AR around the world demonstrated TRANSACTION

. what’s possible when experienced, SIDES
you’ve come to the right place. productive agents use the many

unique competitive advantages
of the RE/MAX brand.

Sales leadership by total residential transaction sides. g Nobody in the world sells more
real estate than RE/MAX. COMMERCIAL
TRANSACTION

ALL FIGURES ARE FULL-YEAR OR AS SIDES
OF YEAR-END 2014, AS APPLICABLE.

LEADING A RE/MAX LIFE

©2015 RE/MAX, LLC. Each office independently owned and operated. Worldwide sales leadership by total residential transaction sides.
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https://youtu.be/zT481ObN1_w
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PRODUCTIVITY
IS CONTAGIOUS

RE/MAX is where good agents become
great, and great ones become even better.

2014 average RE/MAX 2014 average RE/MAX
commissions in the U.S. commissions worldwide

GOOD HABITS

REAL WW ! OO Do you spend time wisely? Top
f producers know what to do, and
what not to do, every day.

The productivity gap among brands becomes clear

It’s the right choice for anyone who’s
with data from large U.S. brokerages.? Their Top 3 Daily Activities:

driven to raise their game. Put yourself into
an energized, collaborative culture and

e _ Average transaction sides per U.S. agent? B Prospect and generate leads
there’s no limit on what you can achieve.

16.6 RE/MAX

B Follow up and communicate

The result? The ability
to pursue the lifestyle
you want.

Prudential Top 3 Things They Avoid:
Realty Executives

ERA

Coldwell Banker/NRT B Gossip

Berkshire Hathaway
HomeServices
Century 21

. Real LIVI ng From an April 2015 survey of RE/MAX Diamond Award Club
everybOdy else : ($1 million GCI) and Chairman’s Club ($500K GCI) members.

Keller Williams

Better Homes &

Gardens 2Based on 2015 REAL Trends 500 data, citing

Sotheby’ 2014 transaction sides and sales volume for
othe y's the 1,460 largest participating U.S. brokerages

All others (ranked by transaction sides).

H Administrative tasks

B Negative people
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https://youtu.be/RqfP21gY6Vo



https://youtu.be/5_e_voYbQF8
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https://youtu.be/LaYjiy9qUP4
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https://youtu.be/KYVrxM0vUzA



https://youtu.be/osLsNNDvvwc



http://global.remax.com
http://global.remax.com
http://www.remax.com
http://home.remaxcommercial.com
http://abovemag.remax.com
https://www.facebook.com
https://www.pinterest.com
https://twitter.com
https://www.youtube.com
https://www.linkedin.com
https://instagram.com






