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YOUR TEAM WITH QUALITY AGENTS

resicle

PPPPPPP



WHY MOST TEAM LEADERS
FAIL AT RECRUITING

Recruiting is the silent engine behind every thriving real estate business, yet it's the
most neglected discipline.

Most leaders wait until they're in crisis mode to start searching for new talent, leaving
them scrambling to fill gaps and losing momentum to competitors who recruit daily.

The truth is, you can't win long-term in real estate without making recruiting a
foundational, everyday activity; one as routine as checking your email.

Treating recruiting as a last-minute fix guarantees you'll always be behind the curve
while your competitors pull ahead.

What's the Real Problem?
e Most leaders treat recruiting as a “side project.”
e Sporadic effort = inconsistent results.
e Ifyou aren't talking about your growth, no one knows you're growing.
e Agents can't join a team they never see or hear about.
¢ Most teams underestimate how much visibility it takes to actually attract quality
agents.

Key Insight:
e Agents join the teams they see the most, not the ones with
the best splits.
¢ The market rewards teams who are present, loud, and
consistent.

How This Guide Helps:
e Walks you through the Growth Flywheel system;simple,
tactical, and fast to implement.
e Setsyou up to attract agents proactively, not reactively.
e Cives you a plug-and-play plan to make recruiting effortless
and habitual.

Jot down the last time you publicly mentioned hiring.
Was it today? If not, you're invisible.

Suneet Agarwal

CEO of Best Sac Homes Group
and President of Reside
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WHO THIS GUIDE IS FOR

Built for Ambitious Leaders
If you're a team leader, broker-owner, or manager who wants more agents, better agents,
or simply a system that delivers recruiting results on autopilot, you're in the right place.

Whether you're new to leading or scaling into new markets, this playbook will help you
shift from “random results” to predictable, high-quality growth.

You don’t need a huge ad budget or a giant team, you need a repeatable process and the
willingness to show up every day.

You Are:
Ready to scale with quality agents
Tired of up-and-down recruiting results
Looking for a proven, organic approach
Willing to act daily for 30 days to see change
Frustrated with losing agents to “louder” or more visible competitors
Focused on building a team culture that attracts top producers and up-and-comers

Why This Matters:
e Top agents are courted daily; visibility and recognition matter
more than high splits.
e Your reputation is built in public, and recruiting is your brand'’s
megaphone.
e The fastest-growing teams are those whose leaders act like
“talent magnets” every day.

How to Use This Guide:
¢ Read once for the big picture
e Return for action steps whenever momentum dips
e Implement one idea per page this week
e |nvolve your team in the process, everyone should become a
recruiter
e Track your progress; what gets measured, grows

Pro Tip:
Recruiting is a leadership multiplier; master it,
and everything else gets easier.
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THE CORE PROBLEM:
“RECRUITING SOLVES ALL
PROBLEMS”

Whatever your market, business model, or tech stack, nothing replaces a
steady stream of new talent.

Markets shift, agents leave, and team energy changes, but if you're always
recruiting, you're always growing.

When you stop recruiting, you start shrinking. Every team deals with
turnover; winners have a pipeline ready before it's needed.

The Reality:
e You can't control rates, inventory, or competitor splits
e You can control recruiting intensity and consistency
o A stagnant recruiting effort signals to the market that your team isn't
growing
o Relying on “word of mouth” or passive referrals won't keep you ahead

Why Teams Shrink:
e Losing agents is inevitable, replacing them is optional
e Panic hiring never attracts top talent
« When you're only recruiting reactively, you start at a disadvantage

What Winners Do:
o Make recruiting the heartbeat of their business
o Grow pipelines before they need them
o Stay in “recruiting mode” even when the team feels full
o Lead by example—if leadership isn't visible, neither is the opportunity

Action:
How many “warm” agents are in your pipeline this week? Write the
number down.
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THE KFR PRINCIPLE

Keep F'n Recruiting. No Matter What.
Every high-growth team leader lives by one code: Never stop recruiting.

No matter how busy or comfortable you are, recruiting must remain on
autopilot.

The teams that keep their growth flywheel spinning are the ones that
dominate their market and never scramble to fill seats.

Even when the pipeline seems strong, or you're onboarding, the KFR habit
keeps momentum (and morale) high.

Why KFR Works:
o Agents leave for unpredictable reasons, have a bench
o Consistency compounds; momentum is everything
« The minute you pause, your competitors fill the gap
« KFR isthe insurance policy against surprise departures

What It Looks Like:
e Recruiting is a daily calendar item
e Everyone on the team recruits, not just the leader
e Progress is measured in actions, not just hires
e The team discusses recruiting wins and lessons weekly
e Your culture rewards referring new talent

Mistake to Avoid:
o Waiting until “things slow down" or “the new office is ready”, start now
o Thinking “I'll focus on recruiting after this busy season”, busy is the best
time to be visible

Try This: Block 20 minutes daily for recruiting...no skipping.
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THE GROWTH FLYWHEEL

The 4-Part Recruiting Engine
The Flywheel isn't just a series of disconnected tasks. It's a self-propelling
system where each stage fuels the next.

The more you run the flywheel, the more momentum you build, and the
easier recruiting becomes.

Think of it as the ultimate feedback loop: attention creates leads,
engagement builds desire, and conversions fuel more attention as your
team grows.

The System:
1.Get Attention: Be seen everywhere
2.Capture Attention: Make hiring ultra-clear
3.Engage: Show what's different about your culture
4. Convert: Guide agents from interest to action

Why a Flywheel?
o Each step multiplies results
o Consistency = compound recruiting power
« When run daily, the flywheel starts working for you, not against you
o Astrong flywheel can help you weather market downturns and
competitive threats

Reflection:

Rank yourself 1-10 on each flywheel stage. Double down on your weakest.
« Where are you most consistent?
« Where do leads “fall out” of your process?
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GET ATTENTION

Be Ubiquitous in Your Market
If agents don't see you, they won't join you.

In today's noisy digital world, “out of sight” means “out of mind.”

The leaders with the most visibility are the ones who attract agents,
regardless of market conditions.

The loudest voice gets the best talent, period.

How To:

o Post daily on Facebook, Instagram, LinkedIn
Use reels, videos, team wins, and behind-the-scenes moments
Tag agents, celebrate milestones, and engage in local groups
Share personal stories and “day in the life” snapshots
Comment on other agents’ posts to stay top-of-mind in their feeds

Key Principle:
« If you feel like you're posting too much, you're finally posting enough
o Don't wait for perfect photos or professionally edited videos, just
show up

Practical Tips:
« Set calendar reminders
Repurpose posts across platforms
Don't over-edit; speed and frequency win
Use scheduling tools to batch content for the week
Make posting a team sport, rotate who's featured

Try This:
30-day daily posting challenge; track DMs and engagement every week.

resice

PLATFORM



CAPTURE ATTENTION

Make It Easy for Agents to Raise Their Hand
Attention is worthless if agents don't know you're hiring.

Make it painfully obvious that you want new talent.

Use “billboard tactics” to remind agents you're always growing, online
and off.

Don't assume that “everyone knows”, be explicit and repetitive.

Tactics:
« “Now Hiring” office signage
o Weekly, bold “We're Hiring” posts
e Links in every social bio
« Tag groups and agents in posts
« Use “Now Hiring” overlays on videos and stories
» Include a simple call to action in every piece of content, even
comments

Why Billboards Work:
o Agents act on timing and repetition
« Your message must be visible at the exact moment they're searching
» The less friction between seeing your opportunity and reaching out,
the better
« You become the obvious choice simply by being the most visible

Checklist:
« Signs at office
 Weekly posts scheduled
o Linksin all bios
o “Now Hiring” visible on every channel

Action:
Audit your last 10 posts; how many clearly say you're hiring? Adjust today.
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ENGAGEMENT

Create Desire with Public Recognition
The fastest way to make agents want to join?

Publicly celebrate every agent win.

Recognition is your most powerful recruiting tool, and the easiest to
deploy instantly.

When agents see your team members being celebrated, they see
themselves in your story.

How to Engage:

o Weekly shout-outs for closings, reviews, birthdays
Post video highlights from team meetings and events
Show “real life" moments; collaboration, learning, fun
Interview your agents on what they love about the team
Share client testimonials that spotlight agents by name

Why It Works:
« Most agents leave teams because they feel invisible
o Public recognition drives FOMO and loyalty
« Showcasing culture attracts both seasoned agents and hungry
rookies
« When agents feel valued, they become your best brand ambassadors

Templates:
« “Shout out to [Agent] for [milestone]!”
e “Who's next to hit a new record?”
o “Our team wins together—congrats [Agent Name]!”
Try This:
Pick one agent to recognize publicly every week, watch your inbound
interest grow.
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CONVERSION

Turn Interest into Action, Fast
Interest without action is wasted energy.

Once agents start watching or engaging, make it easy and urgent for
them to take the next step.

Speed matters, agents join the first responsive recruiter.

The conversion moment is where most teams lose momentum; don't let
yours.

Conversion Tactics:
o Weekly “threads” posts: Hook » Value » Clear CTA
Appointment links (Calendly, etc.), eliminate friction
Fast, personal follow-ups with every inquiry
Direct messaging campaigns to warm prospects
Offer a “Behind the Scenes” coffee or Zoom for curious agents

Formula:

Hook: “Ready to sell more homes? "

Value: “Here's how our agents doubled GCI..."

CTA: “Apply now: [link]”

Always end every public interaction with a next step

Pro Tip:
Respond to all DMs and comments within an hour if possible, speed
wins.

« Measure your response time, it's a recruiting KPI
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TURBOCHARGE YOUR
FLYWHEEL

Multiply Results with Smart Systems
A few small systems can turn your flywheel into a recruiting machine.

Batch content, delegate posting, and use every technology advantage
to show up more often with less manual effort.

The more you automate, the more consistent your message and the
more time you free up for high-value conversations.

Accelerators:
o Film every team meeting and archive clips
Batch schedule posts with Al or a VA
Run monthly agent referral contests
Recycle and remix your best-performing posts
Use testimonials and video snippets as social proof
Create a content calendar for accountability

Avoid:
« Waiting for “perfect”
« Inconsistent posting
» Ignoring engagement, every DM or comment is a warm lead
» Letting busy seasons reduce your recruiting visibility

Try This:
Record a week’s worth of agent wins and schedule them to auto-post,
free up your time for real conversations.
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THE 30-DAY
IMPLEMENTATION ROADMAP

Your Action Plan to Fill Your Team
The Growth Flywheel only works if you run it daily.

For 30 days, commit to these routines and watch your recruiting pipeline transform.
Consistency is what separates the teams that grow from those that struggle.

Remember, progress beats perfection: even imperfect daily action builds relentless
momentum.

Daily:
e Post on at least one social channel
e Respond to all engagement
e Shout out an agent or culture moment
e Track your recruiting activities in a simple spreadsheet or CRM

Weekly:
e “Now Hiring” billboard post
¢ Review all pipelined agent conversations
e Schedule new agent interviews
e Share results and lessons learned with your team

Monthly:
o Audit flywheel performance, what's working, what's not?
e Run a team recruiting/referral challenge
e Set new visibility or appointment goals for the next month

Final Thought:
Recruiting isn't a campaign; it's a leadership rhythm.

Out-post, out-recognize, out-consistency your competitors, and your flywheel will never
stop spinning.
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