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Keller Williams touts revolutionary
approach to agent compensation

Success is sweeter when it is shared,
says David Osborn, regional director and
operating principal of Keller Williams’ No.
1-ranking regional office.

“At Keller Williams, we have taken
a revolutionary appraoch to agent com-
pensation and profit sharing that
is changing people’s lives. Indi-
viduals who have no security and
no steady income can find them-
selves in a position to create pas-
sive income — whether they work
or not,” he says. “"Those who take
advantage of the Keller Williams
philosophy and opportunities may
find themselves in an improvedpayid osborn
financial position. It is a system
that works.”

Mr. Osborn says that if people take
care of the integrity of the business,
everything else falls into place. This is
the approach that Keller Williams’ North
Texas/New Mexico region took last year.

“We closed $1.8 billion in sales and
profit-shared almost $700,000 among the
agents.” he says. “Our franchises are com-
posed of individuals in business who part-
ner with some of the most talented people
they can find and ensure that everything is

done to empower those leaders to
the next level. We're looking out for
one another.”

Keller Williams has embraced the
philosophy that by helping others
get what they want, one’s own goals
are achieved.

“Historically, Realtors have not been

treated as partners,” says Mr.

Osborn. “Ther are many large real

estate companies that hve a lot of
talk about doing business in new ways.
Some ways include the Realtor int eh equa-
tion and some do not. What separates Keller
Williams from the competition is our com-
mitment to keeping the Realtor at the center
of the transaction through education, train-
ing and profit sharing.”



