
What’s included in this download: 
 

Questions to Ask: 
This should be printed out for each broker that you 

are meeting with and taken to your appointment and 

filled out during the appointment.  You will know a 

great interview because before you ask many of 

these questions the Broker will address them as part 

of their value offering to you. 

 

5 things to keep in mind about your 

questions and the answers that you get: 

This should be reviewed just before going into an in-

terview.  This helps to make sure the interview stays 

on track and that you get all the information you need 

to make a good decision. 



Questions to Ask 
Managers Name:  _______________  Date: ________________ 

Company:   _______________ 

 

How many agents do you currently have that report directly to 
you?_______ 
How many transactions do your agents do individually per 
month (this should be a short answer)…_____ 
 
What advertising does your company do on behalf of agent and its 
customers? 
 
How long have you been in the business?  How long have you been 
a broker? 
 
What do you think qualities of the type of agent you are looking 
for? 
 
How much time in your day do you spend trying to hire new 
agents? 
 
Who conducts your trainings? 
 



How much does training cost? 
Is their beginner and advance training? 
 
Who does the mentoring in this office? 
 
Who will be my coach and is there a cost for those services? 
 
How much is Error’s and Omission’s Insurance? 
 
Is there a monthly fee and if so how much? 
What does it include? 
 
What administrative help is available and how much does it cost? 
 
What is the average amount of time the agents have been at this 
office? 
 
Do the owners, any of the principles, you the manager, or any of 
your spouse’s actively sell real estate? 
 
What happens with leads that are generated by the company’s 
efforts? 
 
Do you offer floor time? 
 



How many of your agents have a Farm area they work? 
What services are offered for the dollars that they company gets 
out of each sale? 
 
Tell me about the culture of your office? 
 
On a scale of 1-10 how competitive are most of the agents in your 
office? 
 
How often should I be in the office? 
 
How much does a desk cost monthly? 
 
Is there a per transaction fee and what do I get for that? 
 
Do you have a franchise fee? 
 
Where do I start as far as commission splits go?  
 Can we negotiate that? 
 
If your split caps exactly what does that mean from a support 
perspective and what percentage of your agents cap annually? 
 
Who pays for copies, postage, yard signs, and miscellaneous office 
costs? 



  
Do you have someone who reviews the contracts and who pays for 
them to do that and how much is it? 
 
Who puts the information into the MLS – is there a cost for that 
service? 
 
Do you offer any online tools or enhancements that help generate 
leads? 
How do your top agents generate business? 
 
If I have more questions can I email them to you? 



5 things to keep in mind about your 
questions and the answers that you get.  

 
 

1. After the person conducting the interview has finished answering the questions 
follow up with “can you think of anything else”, often the “2nd” or “continuation” 
answer gives the details that are not just what the interviewer wants you to hear but 
the reason behind why they want you to hear them which can be more important. 

 

2. Remember, a good manager is experienced in interviewing agents to determine if 
they are a good fit for their office environment. They should be able to clearly 
articulate an answer to the questions you ask. 
 

3. Be sure to determine who conducts the training, what the cost of it is, how often it is, 
and is it offered through many different venues (VILT, Distance learning, In-house, 
etc). 
 

4. Be wary of answers to your questions that turn into an explanation about how other 
companies do things instead of their company.  When you ask about them they 
should answer by helping how they do things in the market.   EX: You ask “So what 
can I expect from company marketing efforts” and they answer “Well, unlike 
___________company we want you to focus on being your own brand instead of us 
taking your hard earned dollars we let you spend them the way you see fit because 
we want you to learn to be your own business.”….That may be a perfect fit for your 
desired relationship with your Broker but it’s important to not be deflected from 
what to truly expect from your relationship.  In short, be careful of deflective 
answers. 
 

5. The dollars and cents are an important part of the decision process but keep in mind 
also that it’s about what facilitates you getting those dollars and cents, it’s about 
how much time you will be able to spend on Income Producing Activities (IPA’s), it’s 
about an abundance of options when it comes to tools and systems that grow your 
business, it’s about the support and fees that you can expect, and most importantly 
if real guidance in the form of Coaching is available.   
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