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EXIT REALTY CORP. INTERNATIONAL  28,700 820 Nationwide      $7,500– $2,700 yearly max/ 20% of Varies 5
Burlington, Mass. (U.S.), Tami Bonnell,   (1,400)  $32,000 associate; $500 yearly initial
877-253-3948, exitrealty.com, 1999 (U.S.)     advertising fee/associate franchise fee

KEY DISTINCTIONS  Training, coaching, mentoring, and advanced technology tools; associates earn single-level residuals as a reward for assisting with company growth. 
Residuals continue into retirement and for the family after the associate’s death.

INTERNATIONAL REALTY PLUS  400 40 Nationwide $125/ None $500       $2,500– 5
Fort Mohave, Ariz., Paul C. Tatham Jr.,   (42)  associate   $250,000
800-367-7653 (800-FOR-SOLD),     /month
800FORSOLD.com, 1995

KEY DISTINCTIONS  Low monthly fl at fees; no audits; use of internationally recognized logo.

INTERO REAL ESTATE SERVICES  1,800 42 Nationwide $0– 5% None   $205,200– 10
Cupertino, Calif., Gino Blefari, 877-446-8376,   (67)  $20,000   $853,400
interorealestate.com, 2002

KEY DISTINCTIONS  Direct access to company leadership, executives who are industry veterans, innovative, industry-leading technology, comprehensive education and coaching 
programs, corporate culture that values its people above all else—founded with core principles of trust, respect, and integrity.

IOWA REALTY CO. INC. Des Moines, Iowa,   750 60 Iowa Varies 5% $200 Varies 4
John Wright, 800-325-9946, iowarealty.com,   (63)
1980

KEY DISTINCTIONS  Member of HomeServices of America, a Berkshire Hathaway affi  liate; training based on track record of results; frequent contact with corporate staff  and 
open-door policy. 

JOHN L. SCOTT REAL ESTATE Issaquah, Wa.,  3,475 125 Western $15,000 5% none Varies 5
Tim Wynne, 425-394-0934, johnlscott.com,   (148) states
1992

KEY DISTINCTIONS  Value proposition that combines more than 75 years of experience with cutting-edge technology and innovation. Award-winning Web site traffi  c tops more than 
1 million visitors per month. Timely tools and courses, off ering a support system for brokers and associates throughout their careers. 

EXIT REALTY CORP INTERNATIONAL 28 700 820 N i idd $7 500 $2 700 l / 20% f V i 5

CASA LATINO FRANCHISE CORP.  1,050 72 Nationwide   $15,000 Flat fee, $200–$400 $1,000     $25,000– 10
Celebration, Fla., Armando Tam, 866-611-2272,    & Latin    $120,000
casalatino.com, 2007   America

KEY DISTINCTIONS  Serves all sectors of the community with an emphasis on Hispanic, multicultural, and underserved markets.

CENTURY 21 REAL ESTATE Parsippany, N.J.,  150,900 3,729 Nationwide $25,000 6% Varies     $22,000– 10
Dee Gilliam, 973-407-7559, century21.com, 1972  (4,206)     $523,000

KEY DISTINCTIONS  Live and self-paced Web-based training classes; direct instruction and guidance from local broker offi  ce, networking events where franchisees interact with 
and learn from peers.

COLDWELL BANKER REAL ESTATE LLC  127,000 4,230 Nationwide $25,000 6% Varies    $170,000– 10
Parsippany, N.J., Dee Gilliam, 973-407-7559,   (3,786)     $500,000
coldwellbanker.com, 1982

KEY DISTINCTIONS  Oldest national real estate brand, founded in 1906; fi rst national brand to confi gure its Web site for smart phones and the fi rst to market properties via 
videos on YouTube.

CRYE-LEIKE FRANCHISES INC.   3,431 130 Nationwide   $13.500– 6% 20% of original fee    $63,100– 5 initially, 
Memphis, Tenn., Kevin Joiner,  (111)  $25,000  for 5-year term;  $160,300 renewable
615-221-0449, crye-leike.com, 1999      25% of original fee  5 or 10
      for 10-year term;  
      or $2,500,  
      whichever 
      is greater

KEY DISTINCTIONS  Recruiting and incentive programs, worldwide referral network, leading edge technology.

ERA FRANCHISE SYSTEMS INC. Parsippany,  33,000 2,828 Nationwide $25,000 6% None     $47,000– 10
N.J., Dee Gilliam, 973-407-7559, era.com, 1972  (2,973)     $210,000

KEY DISTINCTIONS  Capitalizing on the power of the Internet to provide unique off erings to sales associates and consumers; virtual open house for every listing; clients receive 
help with every aspect of their move; the fi rst franchise to off er nationwide home warranties.

Comparison of Residential Real Estate Franchises
This chart will help you evaluate real estate franchise and licensing options.*

 NO. OF SALES  NO. OF   ONGOING ROYALTY FEE
 ASSOCIATES  OFFICES TARGET FRANCHISE (% of GCI unless  RENEWAL TOTAL TERM
BRAND/CONTACT INFO/YEAR STARTED AND BROKERS (2007 data) AREA FEE otherwise noted) FEE INVESTMENT (in years)

ASSIST-2-SELL INC. Reno, Nev., Ryan Elliott,  1,350 403 Nationwide $25,000 6% $2,995   $50,000– 5
800-528-7816, Assist2sell.com, 1996  (645)     $99,000

KEY DISTINCTIONS  Full-service company off ering sellers choice of discount commission programs, including fl at fees.

AVALAR-BETTER HOMES Las Vegas,  3,500 165 Northeast,  $15,000 2%-6% None     $25,000– 5
Chuck Scoble, 707-321-5400, Avalar.biz, 1999  (166) Midwest    $250,000

KEY DISTINCTIONS  Tremendous brand name; revenue sharing system to reward recruiting and retention.

BETTER HOMES AND GARDENS REAL ESTATE  2,125 72 Nationwide $35,000 6% Varies   $35,000– 10
Parsippany, N.J., Richard G. Green,        $90,000
973-407-5886, bhgrealestate.com, 2008

KEY DISTINCTIONS  Uses innovative technology and broad appeal of a lifestyle brand. The name has been a staple of American life since its inception in 1924.
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KELLER WILLIAMS REALTY INC.   74,351 689 Nationwide $25,000 6% $2,500   $174,000– 5 initially, 
Austin, Texas, Ginger Gibson,   (657)     $557,500 renewable
512-327-3070, kw.com, 1991        for 10

KEY DISTINCTIONS  Associate-centric company that provides them with extensive technology solutions and educational opportunities. All associates can participate in company 
profi t-sharing program.

LATTER & BLUM NETWORK New Orleans,  1,000 25 Louisiana,  $2,000 6% $2,000    $15,000– 3
Arthur Sterblow, 504-525-1311,    (28) Mississippi    $50,000
latter-blum.com, 1998

KEY DISTINCTIONS  Regionally recognized brand name with personal attention to franchisees; training and technology support with Internet and IT consulting; customer services 
include relocation, mortgage, insurance, advertising, and marketing assistance.

PRUDENTIAL REAL ESTATE AND RELOCATION  62,000 1,940 Nationwide $25,000 To 6% Varies Varies 7–15
SERVICES INC. Irvine, Calif., Lou Gonzales,   (2,100)
949-794-9632, prudential.com, 1988

KEY DISTINCTIONS  Online Advantage lead-generation system, consulting, recruitment, training, relocation services.

REAL ESTATE ONE INC. Southfi eld, Mich.,  1,785 62 Michigan   $12,900– 5% plus None   $20,000– 5
Dennis Pearsall, 734-320-2118,   (77)  $16,900 2% marketing fee  $80,000
realestateone.com, 1972     ($400/month max)

KEY DISTINCTIONS  Comprehensive marketing tools for brokers and agents; in-depth, market-sensitive training, direct administrative support.

REAL LIVING INC. Columbus, Ohio, Clyde  2,000 160 Nationwide Starting at Not specifi ed None Varies 10
Corley, 937-269-5952, realliving.com, 2002  (153)  $18,500

KEY DISTINCTIONS  Franchisees are people who weren’t satisfi ed accepting status quo of declining profi ts, unproductive agents, and fragmented technologies and brands. Target is 
110 million young consumers who will become real estate customers over the next 10 years.

REALTY EXECUTIVES INTERNATIONAL  10, 215 657 Nationwide     $1,000– $65/associate None   $20,400– 5
Phoenix, Scott Hurlock, 800-252-3366,   (810)  $25,000 /month  $89,000
realtyexecutives.com, 1987

KEY DISTINCTIONS  Originator of 100% commission concept. Focus on equipping and developing the industry’s top-performing sales pros; franchised in 14 countries.

REALTY WORLD INC. Costa Mesa, Calif.,   7,500 750 (U.S.) Nationwide $18,000 $375–$550/month $1,500      $21,200– 7, 10, 
Brad Cooper, 800-685-4984, realtyworld.com,   150 (Intl.)   for broker-owner;   $227,000 15, 20
1973     $99/month for associate

KEY DISTINCTIONS  Unique menu of marketing tools for both brokers and associates; referral and compensation-sharing programs for associates; low monthly royalties.

RE/MAX INTERNATIONAL INC. Denver,  102,245 6,971 Nationwide    $12,000– Varies $8,000 (avg.)     $25,000– 5
Gerald Steen, 303-796-3549, remax.net, 1975  (6,898)  $25,000   $130,000

KEY DISTINCTIONS  RE/MAX University off ers extensive training through a proprietary satellite network, on-demand online courses, and regional classes; global brand recognition.

REMERICA REAL ESTATE Plymouth, Mich.,  750 25 Nationwide      $7,500– 6% None   $25,000– 5
Jeff rey Hodges, 734-459-4500, remerica.com,   (25)  $10,000   $75,000
1993

KEY DISTINCTIONS  Interactive national IDX platform; Web sites for brokers and associates; back-offi  ce lead generation; online training and transaction management software.

SOTHEBY’S INTERNATIONAL REALTY  524 7,240 Select $25,000 6% None    $153,000– 10
AFFILIATES INC. Parsippany, N.J., Richard J.   (379) markets    $565,000
Green, 973-407-5886, sothebysrealty.com, 
2004

KEY DISTINCTIONS  Affi  liates supported with a host of operational, marketing, recruiting, educational, and business development resources; association with the venerable 
Sotheby’s auction house.

TUCKER ASSOCIATES INC. Indianapolis,  1,400 45 Indiana and None 6% None     $25,000– 6
Mark Bush, 317-571-2200, talktotucker.com,   (52) contiguous     $150,000
1989   states

KEY DISTINCTIONS  Local owners; access to in-house advertising agency, cutting-edge industry leadership, state-of-the-art training, and relocation and referral network. 

UNITED COUNTRY REAL ESTATE Kansas City,  4,050 675 Nationwide $10,500 Varies $1,050 $11,000 3–5
Mo., Michael Duff y, 800-444-5044,  (650) (small    and up
unitedcountry.com, 1997   markets)

KEY DISTINCTIONS  Specializing in small cities and towns and rural properties; conventional and auction real estate franchise; large proprietary buyer database, e-marketing programs.

WEICHERT REAL ESTATE AFFILIATES  15,000 nearly Nationwide $25,000 6% $1,000     $50,000– 10
Morris Plains, N.J., Bill Scavone,   500     $345,000
973-656-3419, weichert.com, 2001  (530)

KEY DISTINCTIONS  Management Dynamics, a consulting program, provides Weichert affi  liates with support in several key business areas including lead management, marketing, 
training, recruiting, fi nancial analysis, and cash management.

WINDERMERE REAL ESTATE Seattle, Bill  7,740 353 Western $25,000 Varies None   $200,000– indefi nite
Feldman, 206-527-3801, windermere.com, 1983  (369) states    $500,000

KEY DISTINCTIONS  Largest regional brand in the western U.S.; serves communities through Windermere Foundation, which provides funding to social service agencies that off er 
housing and services to low-income children and families.
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ADVANCE REALTY Baltimore, Harry Blondell,  300 18 Ariz., Calif.,  $17,500 5% 10%    $40,000– 5
888-925-0004, advancerealtyusa.com, 2005  (13) Fla., Md., N.J.,     $118,000
   Nev., Ohio, Pa.

KEY DISTINCTIONS  Full-service discount brand that is both agent and consumer-centric; comprehensive training, customized business planning and ongoing coaching; 
provides latest market information, relying on cutting-edge technology.

AMERICA’S REALTY Roswell, Ga.,  400 20 Nationwide None 2% None None 5
Carl H. Fleischer Jr., 800-285-4663,   (5)
americasrealty.com, 2007

KEY DISTINCTIONS  Free franchise for independent real estate brokers; low royalty; residual income revenue sharing program; advanced Web-based technology and 
management software; broker-led decisions on regional and national marketing; recently opened fi rst international franchise.

AREA PRO REALTY Concord, Calif., Michael  50 4 44 states $19,000 $125/agent/month None   $25,600– 3
Volkin, 925-798-2732, areaprorealty.com, 2008       $72,700

KEY DISTINCTIONS  Recession-proof business model with virtual offi  ce and custom SEO friendly Web sites. Central technology support center with live experts providing 
real-time service. Large territories with ongoing recruiting support.

FIXED FEE REALTY Morehead City, N.C., Barry  24 19 Nationwide $599 None None Varies Lifetime
Gurney, 252-247-2444, fi xedfeerealty.net, 2002  (18)

KEY DISTINCTIONS  Independent like-minded real estate companies banding together by image and pricing structure.

FLAT RATE REALTY Loomis, Calif.,  75 22 Nationwide $2,500 $500/offi  ce/month $1,000   $10,000– 5
Thomas Moulding, 800-549-4995,   (25)   and $75/agent/month  $20,000
fl atraterealityfranchise.com, 2005

KEY DISTINCTIONS  Full-service discount real estate franchise company; technology savvy; small offi  ces and low overhead.

HOMESMART INTERNATIONAL Phoenix,  3,450 7 Calif., Colo., Fla.,  $15,000 new 20% gross 10% of the    $23,500– 5
Trent Barber, 602-325-2190,  (n/a) Ga., Idaho, Mo.,   franchise, brokerage revenue current $155,000
www.homesmartinternational.com, 2005   Nev., N.M., Ore.,  $10,000   franchise
   Texas, Utah conversion   fee
    franchise

KEY DISTINCTIONS  Large, full-service fi rm; emphasis on proprietary technology for more effi  ciently run brokerages.

REALTY DIRECT FRANCHISE CORP.  500 20 Nationwide $19,900 5% $2,000   $33,100– 6
Ashburn, Va., Tip Powers, 800-359-5220,   (32)     $47,700
realtydirectfranchise.com, 2004

KEY DISTINCTIONS  Five-level revenue-sharing program; recruitment incentives; offi  ces can modify commission structure; advanced, comprehensive training system for agents; 
proprietary technology and sales tools.

SELL4FREE REAL ESTATE Indianapolis, Gary  205 11 Nationwide $29,000 5% $1,000   $35,000– 10
Bieberich, 317-594-0300, sell4free.com, 2002  (33)     $75,000

KEY DISTINCTIONS  Full-service real estate company; franchisees waive listing fee provided home owner purchases another home; otherwise commission is determined 
by agreement between franchisee and home owner.

*Emerging players are defi ned as companies with franchise operations launched in 2002 or later and that have fewer than 60 offi  ces.
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