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If we don't tell 
our story our 

competition will

Aaron Kaufman

Help recruits make the best decision for themselves
Mindset to recruits

2 customers: recruit and the leadership team
Have to send the leadership team quality leads

The greatest shift of wealth 
and opportunity is in down 

cycles not up cycles

It's not just about 
what you get, it's about 

who you become

Initiating the conversation
Challenges with recruiting If you build it 

wide, time will 
take it deep
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You're job is to excite the recruit and follow up - leadership is the one who does the recruiting
Kw-we are bound together by purpose and community

Our competition is playing the agent game, we are playing the consumer game

Our culture starts with profit share GARY KELLER
If you're not profitable, you're out of culture Mo Anderson

We value our agent as our greatest asset
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Consumer centric agent driven
Digitally based, physically enhanced company



What

How

Why

Typical branding

People don't buy 
what you do they 
buy why you do it

Move from 
the inside out

Gary

Simon Sinek

Gary is the guy. 
We are the 
company

Who

Sense of purpose and a 
sense of community in 

the digital age
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Stephen Covey

Dependent mindset

Independent mindset

Interdependent mindset

Employees

Customers

The way agents are seen

Partners

A real estate agent 
cannot go from 

dependent to 
interdependent without 

going through 
interdependent first
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Think like a business owner

You have to know who you are talking to before you start talking to other agents
Can't talk interdependent mindset with a dependent agent (new)

Ask questions and out their big why- find them their path to their independent self
Think bigger

Conversation guide

Start every conversation with what is your why

Attract independent agents
Find the pain - KW is the medicine cabinet
Find what makes them smile and make them do it forever
Be their friend and when the pain from where they are is there swoop in
Be a person they respect

When you offer the best 
service it is a disservice 

to not tell them
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Why agents would have left
Didn't fit their dependent needs
They didn't snow up and were independent
The interdependent agent doesn't feel it at a local level

Dependent and interdependent: brand centric model
Interdependent model: consumer. Centric/ agent driven → agent-centric

Dependent mindset

Independent mindset

Interdependent mindset

Page 4

If you understand the why's 
of real estate companies 

you'll understand the what

What has created agent loyalty in theory

Interdependent model

Agents are treated as 
partners / stakeholders

Revenue share started to negatively affect culture 

Ownership stake

Culture of sharing / caring

Agents are more productive

Offices are more profitable

Quality of life Agent loyalty
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Agent 
loyalty

Invest in 
vs. 

Compete with

Invest in technology, education and culture

Cost more money to 
acquire new customer 
instead of retention
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Agent branded
vs. 

Company branded

Agent = recognition
Company = reputation

Lead Generation

It is all about control

Tech enabled agents
vs. 

Agent enabled tech
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Broker 
Stockholm 
Syndrome

Imagine a real estate company where there is a true incentive to work and care about 
each other. Where agents are being trained to brand their own businesses first vs. being 
trained to directly compete with each other and where everyone is treated equally

Quality control

Everyone is equal

Conversation guide

Is loyalty through fear or abundance



E B

S I

Employee

Self employed

Business owner

Investor

Where are the agents and where do they go?
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