AGENT’S PAY SCHEDULE CHECKLIST

· Pay scales vary throughout the United States.  An hourly wage for an assistant ranges from $10 to $20 per hour in California.

· A field coordinator or runner earns $8 per hour plus mileage in California.

· Part-time employees earn around $8 per hour in California.

· I love “kid power”!  We pay $6 per hour.  Let your own kids and their friends stuff envelopes in return for pizza and a movie.  Kids ages 10 to 15 are excited to be “employed” and can deliver neighborhood flyers or prepare mailings.

· I pay $25 for every lead which results in an appointment.  For example, if the assistant is calling past clients and contacts a person who wants to speak to Walter about selling his home.  If Walter goes out on the appointment, the assistant receives $25 whether or not this appointment leads to the listing.  

· If the assistant brings a referral to the agent out of his or her sphere of influence, then the assistant is entitled to 20 to 25 percent of the commission minus expenses.  This is business that the agent would not have received any other way than through the assistant.  This fee is called a “bonus,” if the assistant is unlicensed and if this is legal under the licensing law.

· We pay $50 for every listing or buyer contract from assistant generated lead.

· We pay $100 at the close of each transaction, if the assistant was responsible for obtaining the initial lead on the transaction.

· We pay a $25 to $50 bonus for every money-saving idea.  These are collected and paid for at the monthly meetings in cash.

· Dinner or theater tickets for monthly goals met are a great bonus!

· A monetary bonus or a paid vacation, if an agent exceeds goals at the end of the year is also great.

· We pay $100 at closing for a lead that was generated by an assistant’s telemarketing database, FSBO, or demographics off the “Do Not Call” lists.

· We allow a paid day off for extra efforts that resulted in a great success.

· Ask what the assistant would like that is extravagant.  For example, one of my assistants wanted a diamond tennis bracelet.  Thirty dollars of every closing went into a savings account for her diamond bracelet. Now, that’s a great way to keep lead generating assistants excited!

· We pay $100 for new lead-generating ideas at the monthly meetings that Walter uses.

· Salary, personal days, paid vacations, insurance, holidays (paid and unpaid) are all items negotiated at hire with very little, if any change over employment.  All raises are production based!

