
* Fi g u res supplied by co m panies and not independently ve r i fied.  **20 05 numbers are lower because the co m pa ny now only sells master fra n c h i se lice n ses.  N/A = Not applicable

C o m pa re residential real estate fra n c h i ses 
This chart will help you eva l u ate the co u n t r y ’s real estate fra n c h i se and licensing options.*

NO. OF SALES NO. OF
ASSOCIATES OFFICES TARGET FRANCHISE ONGOING ROYALTY FEE

BRAND/LOCATION/CONTACT/PHONE AND BROKERS (2003 DATA) AREA FEE (% of GCI unless ot h e r w i se note d )

ASS I ST-2-SELL INC. Re n o, Nev., Ryan Elliott, 800/528 -78 16 2 ,357 500 (28 0 ) N at i o nw i d e $ 1 9, 5 0 0 5 %

AVALAR NETWORK INC. Las Ve gas, Chuck Scoble, 800/8 01 - 4 03 0 1 , 20 0 60 (23 ) N at i o nw i d e $ 4, 4 0 0 – $ 1 2 , 5 0 0 2 % – 5 %

BETTER HOMES REALTY INC. Walnut Creek, Ca l i f., Catherine Prevost ,
8 0 0/6 4 2- 4 4 28, ext. 765 5 6 8 42 (40) Ca l i fo r n i a $ 9,95 0 6% with cap; 4.5% with no cap

C E N T U RY 21 REAL ESTATE LLC Pa rs i p pa ny, N.J., Brien McMahon, 973/49 6 -76 4 2 1 3 1 , 8 5 0 7, 222 (6,6 0 0 ) N at i o nw i d e Up to $25,0 0 0 6 %

CO L DWELL BANKER REAL ESTATE CO R P. Pa rs i p pa ny, N.J., Brien McMahon, 973/49 6 -76 4 2 1 1 9,75 0 3 ,652 (3,400) N at i o nw i d e $ 1 3 ,0 0 0 – $ 2 5,0 0 0 6 %

S o u t h e r n
C RY E-LEIKE, REALTO R S® Memphis, Tenn., Kevin Joiner, 866/6 03 -2470 2 ,920 88 (66 ) state s $ 9,0 0 0 – $ 2 5,0 0 0 6 %

E RA Pa rs i p pa ny, N.J., Brien McMahon, 973/49 6 -76 4 2 33 , 22 5 2 ,631 (2,500) N at i o nw i d e Up to $20,0 0 0 6 %

$ 1 5 0/t ransaction to 
EXIT REALTY CO R P. INTERNATIONAL Bu r l i n g ton, Mass. (U.S.), Tami Bonnell, 877/2 53 -3 94 8 1 5,0 0 0 630 (309) N at i o nw i d e $ 10,0 0 0 – $ 27, 5 0 0 $ 2 ,700 max./a s so c i ate per yea r

1 ,3 0 0 +
G M AC REAL ESTATE Oak Brook, Ill., Fra n c h i se Qualifi c ation Specialist, 800/274 -766 1 22 ,0 0 0 + ( 1 ,3 0 0 + ) N at i o nw i d e $ 7, 5 0 0 – $ 20,0 0 0 Va r i e s

H E L P - U -SELL REAL ESTATE Ca stle Rock, Colo., Ann Reynolds, 800/3 66 -1 177 1 , 5 0 0 + 762 (366 ) N at i o nw i d e $ 1 9, 5 0 0 6 %

O h i o, Md., N.Y. ,
H OWARD HANNA HOLDINGS P i tt s b u rgh, Ron L. Dishler, 412/9 67- 9 0 0 0, ext. 33 1 2 ,73 6 105 (68) Pa., Va., W. Va . $ 8 , 5 0 0 Up to 6%

I N T E R N ATIONAL REALTY PLUS INC. Kingman, Ariz., Paul Tatham, 800/3 67-7653 275 25** (98) N at i o nw i d e $ 559 – $ 75,0 0 0 $ 1 2 5/a s so c i ate

JOHN L. SCOTT REAL ESTATE S eattle, Ted Barge r, 20 6/23 0 -773 0 4,0 0 0 125 (116 ) We stern state s $ 10,0 0 0 5 %

K E L L E R -WILLIAMS REALTY INC. Au stin, Texas, Ginger Gibson, 512/3 27-3 070 4 6 ,1 89 459 (262 ) N at i o nw i d e $ 2 5,0 0 0 Call for info

L ATTER & BLUM NETWORK N ew Orleans, Arthur Ste r b l ow, 504/52 5 -1 3 1 1 1 ,0 0 0 + 23 (No data) La., Miss. $ 2 ,0 0 0 6 %

LONG & FOSTER REAL ESTATE INC. Fa i r fax, Va., Elaine Campbell Merce r, 703/359 -1 5 16 1 5,0 0 0 2 17 (202 ) Ea st Coa st $ 1 5,0 0 0 5 %

O h i o, Pa . , 6% of GCI
N O RT H WOOD REALTY SERVICES LLP P i tt s b u rgh, Ann Reynolds, 215/579 - 8 5 8 5 8 5 4 32 (No data) W. Va . ( l i censing fe e) N /A

PRUDENTIAL REAL ESTATE Irvine, Ca l i f., Dennis Ke l l y, 949/794 - 9 63 2 5 8 ,0 0 0 1,800 (1,637 ) N at i o nw i d e $ 2 5,0 0 0 Up to 6%

REAL ESTATE ONE S o u t h field, Mich., Kathleen Bailey, 24 8/20 8 -2993 2 ,1 5 0 85 (No data) Mich., Ohio $ 1 2 ,9 0 0 – $ 16 ,9 0 0 5% with gra d u ated re bate

6% of GCI or fi xed amount plus
REAL LIVING Columbus, Ohio, Jim O’Brien, 614/273 - 6 0 9 0 2 , 8 0 0 130 (113) N at i o nw i d e $ 10,0 0 0 + 1% of GCI

$ 5 0/s a l e s p e rson and 
R E A LTY EXECUTIVES INTERNATIONAL Phoenix, William A. Powe rs, 800/2 52-33 66 1 3 , 20 0 840 (642) N at i o nw i d e Up to $26 ,0 0 0 $ 10 0/offi ce per month

$ 274/month for bro ke r - ow n e r ;
R E A LTY WORLD AMERICA INC. C osta Mesa, Ca l i f., Gary Lo n go ba rd o, 800/6 8 5 - 49 8 4 N ot tra c ke d 700 (65 0 ) N at i o nw i d e $ 1 2 , 5 0 0 $ 1 5 0/month per asso c i ate

$ 5,000–$11,500 (inc. 5% (includes roya l ty dividend 
R E ECE & NICHOLS ALLIANCE INC. O verland Park, Kan., Jeff Stith, 91 3/69 6 - 9 65 1 2 ,6 05 60 (No data) Kan., Mo. co nve rsion allowa n ce) ba sed on te n u re, perfo r m a n ce)

RE/MAX INTERNATIONAL G re e nwood Vi l l a ge, Colo., Pe ter Gilmour, 303/79 6 -3526 101 ,753 5,409 (4, 472 ) N at i o nw i d e $ 10,0 0 0 – $ 3 0,0 0 0 Varies by re g i o n

SOT H E BY ’S INTERNATIONAL REALTY AFFILIATES INC. Pa rs i p pa ny, N.J., 
Rich Green, 973/49 6 - 5 8 8 6 2 ,370 104 (No data) N at i o nw i d e $ 2 5,0 0 0 6 %

Ind., and
TUCKER ASSO C I ATES INC. Indianapolis, Mark Bush, 317/57 1 -220 0 1 , 2 5 0 45 (38) contiguous state s N /A 6 %

UNITED CO U N T RY Kansas City, Mo., Ea st, Joe Karpinski, 888/95 6 - 4 4 8 6;  N at i o nwide, 
C e n t ral, Richard Th o m p son, 800/875 - 924 2; We st, Don Sprague, 800/4 4 4 - 5 0 4 4 3 ,0 0 0 500 (365 ) small marke t s $ 5,9 0 0 Va r i e s

W E I C H E RT REAL ESTATE AFFILIATES INC. Morris Plains, N.J. ,
M a rtin J. Ru e te r, 973/359 - 83 92 1 5,0 0 0 350 (250) N at i o nw i d e $ 2 5,0 0 0 6% with ince n t i ve bonus

We ste r n
WINDERMERE REAL ESTATE S eattle, Bill Feldman, 20 6/527-3 8 01 7,070 239 (22 5 ) state s $ 1 5,0 0 0 Varies by re g i o n

FIXED FEE REALTY M o re h ead City, N.C., Barry Gurney, 888/3 1 2-24 4 4 20 15 (2) N at i o nw i d e $ 599 N /A

R E A LTY DIRECT Sterling, Va., Mike McKenna, 703/3 27-24 28, ext. 105 75 15 (No data) N at i o nw i d e $ 16 ,9 0 0 2 %

SAVE MORE REAL ESTATE Naperville, Ill., Roy Stave n ge r, 63 0/3 69 - 49 0 0 4 0 7 (7) N at i o nw i d e $ 1 , 5 0 0 1 .9 %

SELL4FREE REAL ESTATE SYSTEMS INC. Indianapolis, Gary Bieberich, 317/7 16 -3733 1 10 23 (10 ) N at i o nw i d e $ 20,0 0 0 5 %

W E ST USA REALTY Phoenix, Kevin Nell, 602/94 2- 4 20 0 2 ,34 0 18 (12) N at i o nw i d e $ 1 5,0 0 0 $ 75/a s so c i ate per month



RENEWAL TOTAL TERM
FEE INVESTMENT (years) KEY DISTINCTIONS

$ 2 ,995 $ 4 0,0 0 0 – $ 6 0,0 0 0 5, re n ewa b l e Fu l l - se r v i ce, discount co m pa ny offering fl at fee and MLS se r v i ces to clients.

N /A Va r i e s 5, re n ewa b l e M o n ey- back guara n tee. Seve n - ge n e ration revenue-sharing and re t i rement prog ram. Marketing, training, business-planning support .

Two fra n c h i se fee options. Bro ker support on recruiting, legal, te c h n o l og y, adve rtising issues. Asso c i ate support on Internet marke t i n g
N /A $ 8 ,70 0 – $ 6 1 , 45 0 5, re n ewa b l e and training. Awa rds prog ra m .

Th ree co r n e rstones: brand marketing, te c h n o l og y, fra n c h i se support. Spa n i s h - l a n g u a ge Web site .
N /A $ 1 1 ,7 1 3 – $ 522 , 5 1 1 N o n re n ewa b l e Ra n ked in Tra i n i n g m a ga z i n e’s Top 100 for fo u rth yea r. Only real estate brand in book A m e r i c a ’s Greate st Bra n d s .

N /A $ 23 , 470 – $ 70,05 0 N o n re n ewa b l e 10 0 -year annive rsary in 2006. Fra n c h i sees in 26 countries, te r r i tories. Bu ye r/seller co n c i e rge se r v i ces. Lu xury pro p e rty marke t i n g .

10% of
original fe e $ 74, 5 0 0 – $ 3 0 0,0 0 0 5, re n ewa b l e A s so c i ate and bro ker fo c u sed. Training, marketing, re l o c ation, te c h n o l og y, public re l ations support .

One of wo r l d ’s large st inte r n ational real estate fra n c h i ses. Offe rs Sellers Security Plan (“We will sell your home or ERA will buy it” ) .
N /A $ 4 2 ,70 0 – $ 205,9 0 0 N o n re n ewa b l e S panish Web site. Niche and dive rse co n s u m e rs marketing syste m s .

A s so c i ates earn 10% (7% on re t i re m e n t) of GCI for each salesperson re fe r red to system, plus continued benefits of 5% GCI to 
$ 2 ,0 0 0 Va r i e s 5, re n ewa b l e family after asso c i ate pa s ses away. Training, mentoring, and system for tracking income from new-a s so c i ate re fe r ra l s .

B ro ke ra ge, mortga ge, title, home wa r ra n ty, insura n ce. Focus on customer se r v i ce: Asso c i ates put in writing what they’ll do for clients.
N /A N /A 5 –10, re n ewa b l e Th i rd pa rty fo l l ows up with custo m e r - s at i s faction survey.

$ 2 ,0 0 0 $ 5 0,0 0 0 – $ 10 0,0 0 0 5, re n ewa b l e Low se t- fee model foste rs operating efficiencies. Consumers perform some transaction duties so that asso c i ates can focus on business ge n e rat i o n .

“ B ra n c h i s i n g” operation (a ffi l i ates lice n sed to use name, prog rams, business syste m s). 
$ 5 0 0 $ 1 5,0 0 0 – $ 2 5,0 0 0 7, re n ewa b l e No charge for regional ads, training, management support, lea d e rship deve l o p m e n t .

N /A $ 10,000 on ave ra ge 5 –10, re n ewa b l e Re fe r rals from fra n c h i sees in the system. Magazine and Internet adve rtising. Inte r n e t- ba sed marketing tools, te m p l ate s .

$ 1 , 5 0 0 Va r i e s 5 Awa rd -winning Web site. Business development, training, te c h n o l og y, marketing, recruiting, access to mortga ge, title, and esc row se r v i ce s .

Fi ft h - l a rge st and fa ste st- g rowing residential co m pa ny in North America; growing by 2,000 salespeople per month. Unique cultu re. Ed u c at i o n .
Call for info Call for info Call for info Economic model rewa rds asso c i ates as sta ke h o l d e rs and pa rt n e rs .

Regionally re cog n i zed brand name with personal attention to fra n c h i sees. Training and te c h n o l ogy support with Internet and IT co n s u l t i n g .
$ 2 ,0 0 0 $ 1 5,0 0 0 – $ 45,0 0 0 3, re n ewa b l e Consumer se r v i ces include re l o c ation, mortga ge, title, insura n ce .

L i censing system. Offi ces re st r i c ted to areas with no Long & Foster pre se n ce, resulting in prominent market share. 
N /A N /A 5 B ro ker lice n sees must have three yea rs of pra c t i ce and $75 0,000 GCI.

L i censing fee plus
N /A co nve rsion cost s N e got i a b l e St rong regional brand pre se n ce. Management training, business consulting, monthly inte raction with other manage rs for ongoing assista n ce .

Va r i e s Va r i e s 6 –10 E xc l u s i ve marketing agreement with Yahoo! Real Estate. Consulting, recruitment, training, te c h n o l og y, re l o c ation se r v i ces, brand re cog n i t i o n .

N /A $ 17,0 0 0 – $ 5 0,0 0 0 5, re n ewa b l e L a rge st bro ke ra ge in Michigan. Training, recruiting, re tention. Mortga ge, title, insura n ce .

N /A Va r i e s 10 A s so c i ate - centric model fo c u ses on salesperson pro d u c t i v i ty and bro ker profi ta b i l i ty.

N /A $ 1 8 , 55 0 – $ 8 8 ,10 0 5, re n ewa b l e Original 100% commission co n cept. Exc l u s i ve te r r i tories. No re n ewal fees. Sa l e s p e rso n - ce n t r i c .

5, 10, or 15, N ational brand name. Fl ex i b i l i ty in how bro ke rs st r u c tu re operations. Fl at fees for bro ke rs and asso c i ates. Marketing re so u rce s .
$ 1 ,0 0 0 $ 4 4,70 0 – $ 1 97,0 0 0 re n ewa b l e Re fe r ral- and co m p e n s ation-sharing prog rams for asso c i ate s .

Regional name re cognition. Marketing, te c h n o l og y, re fe r ral, management, training systems enable bro ke rs in small communities to
$ 5 0 0 Va r i e s 5, re n ewa b l e g row business while maintaining auto n o my.

G l o bal brand re cognition. National, regional, local TV ads. Charitable prog rams. TV network. Extranet with news, chat rooms, re fe r ra l s .
Va r i e s N /A 5 M a n a gement consulting. Web site, re l o c ation, softwa re .

Lu xury fra n c h i se asso c i ated with 26 0 -year-old auction house. Affi l i ation gra n ted to bro ke ra ges that meet eligibility re q u i re m e n t s
N /A $ 10, 470 – $ 49 0, 55 0 N o n re n ewa b l e (e.g., specialize in high-end homes). Connected to global cliente l e .

N /A $ 5 0,0 0 0 – $ 1 5 0,0 0 0 6, re n ewa b l e Local and regional ow n e rship and support. National affi l i ations (i.e., member of RELO). Marketing systems, management training, re c r u i t i n g .

Depends on Ru ral and small-town focus. Softwa re and sign-co nve rsion pa c ka ges. One-week orientation. Sta rt-up supplies.
$ 59 0 co nve rsion cost s 3 – 5, re n ewa b l e N ational marketing. Internet leads, Web site .

Re cog n i zed name, consulting se r v i ces to help you improve operations. Assista n ce in recruiting and marketing. For co n s u m e rs, one-stop shopping
$ 1 ,0 0 0 $ 5 0,0 0 0 – $ 2 5 0,0 0 0 7, re n ewa b l e with mortga ge, title, insura n ce, re fe r rals, re l o c ation, Web marketing. 

S i x- m o n t h O ffi ces operate with ex te n s i ve auto n o my while benefiting from link to established brand. Te c h n o l og y, marketing tools, continuing educat i o n .
N /A M a r ket drive n i n c re m e n t s S u p p o rts housing causes through nonprofit Wi n d e r m e re Fo u n d at i o n .

L i fetime of N e twork for tapping national name branding. No royalties or co-op fees. Fi xe d - fee schedule, custo m i zed by market. Offe rs best of traditional and
N /A $ 599 b ro ke ra ge fl at- fee business models.

Fu l l - se r v i ce discount model. Te c h n o l ogy re d u ces bro ker costs; sav i n gs pa s sed on to co n s u m e rs. For se l l e rs, disco u n ted commissions on
l i st i n gs (with no reduction in commission split to co o p e rating selling bro ke rs). For buye rs, re bates of up to 1.5 percent of sales price when 

$ 2 ,0 0 0 $ 2 5,0 0 0 – $ 75,0 0 0 6, re n ewa b l e Rea l ty Direct acts as selling bro ker on another co m pa ny ’s list i n g .

$ 5 0 0 $ 3 ,0 0 0 – $ 2 5,0 0 0 5, re n ewa b l e Full menu of se r v i ces, including variable commission prog ram. No cold calling or sitting at open houses. Training prog ra m .

“ Buy from me, sell for fre e .” Fu l l - se r v i ce co m pa ny. Fra n c h i sees wa i ve the listing fee provided homeowner purc h a ses another home thro u g h
$ 1 ,0 0 0 $ 23 , 5 0 0 – $ 8 0,95 0 10 S e l l 4 Free. Otherwise, commission  determined by fra n c h i see and homeow n e r. Re l o c ation, re fe r ral, mortga ge, title se r v i ces, Web site .

N /A Va r i e s 20, re n ewa b l e S e c u re We b - ba sed transaction and lea d - m a n a gement system. Le ga cy softwa re “practically runs bro ke rs’ offi ce for them.”




