Is a Full Time Recruiter an Option You Should Consider? 

Before hiring a full time recruiter, there are some things you should consider, and some questions that you need to ask yourself. Recently, I have at least one inquiry per week from a broker who wants to know when I can train their recruiter, or if I can help them find one. Actually, finding a recruiter is easier than you might think. However, you need to be prepared for the challenges, as well as the financial commitment, that accompany a full time recruiter. And, of course, you need to be committed to growth on a long term basis. 

Some of the questions that I always ask someone who is considering a full time recruiter are: How many agents do you need to recruit to be full? Are you willing to open additional offices, or expand if they fill the office up? If the recruiter hires 50 agents per year, will they work themselves out of a job in two years? What is your recruiting budget? How will they be trained, and are you willing to work with them on a daily basis, or would you want to hire a coach for your recruiter? 

When I train a full time recruiter, they are trained to consistently recruit 3-5 experienced agents per month. If the recruiter is also hiring new agents, the numbers should be higher. They should be able to recruit at least 30-50 agents per year, and the really good ones will recruit 50-100. So, if your office only holds 40 agents, you currently have 18, and you do not want to expand, then you do not need a full time recruiter, you just need some help recruiting. 

You see, our best recruiters are usually one of your good agents. Recruiters need the same skills that agents need to be successful. They need good prospecting and phone skills. There are lots of phone calls with this position. They need to be able to handle rejection. They need good people skills, good presentation skills, and good closing skills. They are usually earning $75,000+ in sales as an agent, and the best recruiters were earning well over $100,000.00 a year as an agent when they decided to become full time recruiters. 

Why would an agent with the ability to earn a 6 digit income in real estate decide to become a recruiter? Simple!!! They are looking for a new challenge, or they are going through a lifestyle change. For example: A couple decides to have a child or adopt a child, and the REALTOR wants to spend more time at home. A single parent suddenly finds that they need more time at home. Or, they are just the type of person who needs a new challenge from time to time. 

As a full time recruiter, they have more of a 9-5 job, with weekends free. They might work one or two evenings a week when necessary, but the majority of the work is done in the day. Calls, mailings, follow up calls; broker tours, interviews, thank you notes, and networking with agents usually take place during the day. Most agents are busy on weekends and evenings with clients, so they prefer to conduct interviews in the daytime.

It is easy to train a good agent to recruit. In fact, sometimes it’s easier to train an agent to recruit, than it is a manager. What are the challenges of hiring a full time recruiter? The biggest challenge is the same one we have with hiring new agents into the real estate business. Sometimes they make it and sometimes they don’t. They’ll say they don’t mind making calls for 2-3 hours per day, but most hate making the calls. If they can hang in there long enough and have some success early on, get some referrals, and gain some confidence on the phone, they have a good chance of making it. But if not, they get discouraged, and start focusing on their sales career again, instead of recruiting. They are like part-time agents in that way. An agent who starts part-time knows that they have their other job to fall back on, so if it isn’t working, they will go back to the other job. 

Recruiters have their real estate business still in place, and if they go too long without making money at recruiting, you’ll lose them, too. So, getting them well trained is a very important component. Also, keep in mind that as a recruiter they are a team of one. They need someone to network with, and to keep them motivated. If you are a good recruiter, you can train them. If you do not want to train them, you can send them to a retreat to be trained. I have a 3-day Recruiters Retreat two times a year designed to train recruiters. You should also meet with them regularly or have them in a coaching group, or teamed up with another recruiter that they can network with. It sometimes gets lonely being a recruiter. They are not an agent, and not in management. You also have to commit to a regular mailing campaign, and implement systems that position them in the marketplace. 

The greater your awareness is in the market, the easier it is for them to recruit.

Compensation varies, but recruiters are usually paid $1,000 for hiring a new agent, and up to $2,000 for hiring an experienced agent. Sometimes the compensation varies based on the level of production of the agent. Sometimes there is a bonus as well. But, bottom line, the recruiter needs to know that they will have an income of about $75,000-$100,000 per year to stay with it. Some of their income can still come from sales, but the bulk of their income should be recruiting. 

The role of a full time recruiter is an emotional roller coaster most of the time, as you know. Filled with excitement, and also frustration. But a good one is worth their weight in gold, and well worth having. If you think you would like to hire a full time recruiter, give me a call. I coach over 50 recruits, and look forward to the opportunity to help others into this exciting field.
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