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This agreement, by and between Select Real Estate Services (CENTURY 21 Select, CENTURY 21 Cornerstone, Coldwell Banker Select), (broker) and ___________________________ (agent of the Select Group) is made on this date _______________________. 

WHEREAS, Select Business Development Group offers referrals to agents within the company for the purpose of the real estate agent providing real estate services to the referred party or assignee, i.e., friends, relatives, etc. 

NOW THEREFORE, in mutual consideration of the promises and agreements made herein, the parties hereby agree as follows: 

1) REFERRALS: From time to time, Select Business Development Group will offer referrals to the agent for residential real estate listing and/or home finding agent services. All referrals made by Select Business Development Group (including website leads not inquiring on agents own listing) to agent shall be made under the terms of this Agreement except as may be modified in writing signed by both parties. Agent agrees to report listed, pending and closed transactions and referral fee owed to their admin or transaction coordinator and Select Business Development Group within 24 hours of executed contract. 
2) REFERRAL FEES for Website Leads (excluding Cartus Corporate, Realogy Affinity, Relocation Management Companies, Broker to Broker & Select Property Management) Agent agrees to a 40% referral fee to be deducted from the gross commission and any bonuses earned. After payment of referral fee & franchise fee, agent will receive 50% split. The referral fee is due at the time of closing. For listing referrals, it will not include the selling commission offered to any other party. 
3) If agent is requested or receives a direct referral from Cartus Corporate, Realogy Affinity, Relocation Management Company or Select Property Management, agent will pay the referral fee of 42.5% and the split will be paid based on their normal commission rate. Agent agrees to a referral fee based on the source to be deducted from the gross commission and any bonuses earned. The referral fee is due at the time of closing. For listing referrals, it will not include the selling commission offered to any other party. 
4) BROKER TO BROKER (Direct or requested) If agent is requested on a Broker-to-Broker referral, agent agrees to pay the referral fee that is being requested. The split will be paid based on their normal commission rate. The referral fee is due at closing. For a listing referral, it will not include the selling commission offered to any other party.

5) AGENT GENERATED REFERRALS When initiating an AGR for your own client, the referral fee will be 30% at your regular commission split once approved by Realogy.
a. In order to successfully initiate an AGR, agent understands they must get the members permission and their name/address/email/phone numbers so that SBDG can forward the info to Realogy immediately.  The benefit to initiating an AGR is you will be providing a significant cash incentive/benefit that your buyer/seller would not normally receive.   
b. If client was first referred via Conversion Monster/Ojo, etc., then agent will pay 42.5% at a 50/50 split. The referral fee paid will enable the member to get their cash incentive or member benefit. 
· Please note: You cannot make an Agent Generated Referral on an Opcity lead, as they own the referral and a referral fee must be paid to Opcity.
c. If you don’t initiate the AGR first, your client may learn about the affinity cash back incentive on their own and be referred to another agent or company in order to receive their incentive. 
d. Please call/email SBDG with any questions.  Social Media promotional flyers and postcards to promote AGR’s are
 	available on SNAP.
Team agents that successfully close an AGR will get credit toward their outbound closed referral goal as well.
6) OUTBOUND REFERRAL FEES:  Agent also agrees that payments for outbound referrals shall be 21% at the agents’ normal commission split and agree to pay applicable franchise fee. Select Business Development Group’s service to all Select Group agents includes the service of placing and tracking all outbound referrals. When Select Business Development Group places the outbound referral with another Realogy Network company, we are guaranteed referral payment should the receiving broker refuse to pay.  If no Realogy Network Broker is available in the area needed, the referral fee will be negotiated, and Team agent will receive the referral fee at their normal commission split.  Non-Realogy Broker to Broker closings do not carry the same non-payment guarantee. 
Team agents are not permitted to place their own outbound referrals. 


7) [bookmark: _Hlk32327610]TERMINATION OF CONTRACT: If, for any reason, the agent is no longer contracted with the Select Group, any home finding/buyer and listing referrals will revert to Select Business Development Group for reassignment. Agent is prohibited from reassigning referral to another agent. Agent is also prohibited from contacting a referral client in any way should their contract with the Select Group be terminated. Active escrows will continue to belong to the Select Group.  The departing agent will receive their commission from Select.
· If a lead was obtained by an agent through Opcity via the Select Group and that agent subsequently leaves the Select Group, the agent will be allowed to retain that lead and customer with the following terms:  Agent will be responsible for paying 35% (30% if sales price is under 150K) of the gross commission (referred side) to Opcity and an additional 20% of the gross commission to the Select Group.  Agent hereby agrees to these terms as a condition of being able to receive leads through the Select Groups relationship with Opcity 
· Agent is required to sign Opcity’s Departure Agreement that states Agent will be required to pay a referral fee for any lead from Opcity for a period of 2 years.

8) REFERRAL TERM: Referrals provided by Select Business Development Group will remain valid indefinitely. 

9) EVALUATION PERIOD: Agent understands the first 120 days on the E-team will be an evaluation period.

[bookmark: _Hlk32331214]Acceptance of Website Referral Leads

____I understand in order to receive leads from various sources including Conversion Monster, Opcity and OJO, I must complete online pre-recorded or live training via brand website, register & attend Select Business Developments Group’s Select Success classes (C21 or CB) or additional web lead training or Zoom calls when provided. 

____There is NO referral fee to receive my own listing inquiries through the company’s online systems, once trained. 

____If I receive a lead that is not my listing, the referral fee rate applies to all company generated business which is explained in detail on the Master Referral Agreement. 
[bookmark: _Hlk32331778]
____ Disclaimer about dual referral fees: There is a rare possibility that an Opcity client will also go through the Realogy Affinity program.  If the Opcity referral came in first, we will ask that each source lower their referral fee so that the member can still get their incentive.  The agent will have to pay on both lowered referrals. Opcity will not release their ownership of the customer. If the Realogy Affinity referral came in first and Opcity followed, we must prove to Opcity within 24 hours that they provided a duplicate referral.  At that point, agent will only have to pay on the Realogy Affinity referral. 

3 Strikes Rule for LATE UPDATEs ON Web Leads 
1ST STRIKE = 7 DAYS OFF/NO REFERRAL OPPORTUNITES.  With cc to Branch Manager 
2ND STRIKE = 7 ADDITIONAL DAYS WITH NO REFERRAL OPPORTUNITIES With cc to Branch Manager
3RD STRIKE = 7 ADDITIONAL DAYS WITH NO REFERRAL OPPORTUNITES with cc to Branch Manager
After 3 Strikes, any leads you have in Opcity will be released back to Opcity, all OJO leads will be reassigned to other Select Group agents, and you will be removed from the E-team until the next application/enrollment period. 

____I agree that if I cannot respond to an online lead IMMEDIATELY, I will let the lead route automatically so the next agent can accept the live transfer call. I will only accept those leads that I can accept immediately.

[bookmark: _Hlk61620374]____I understand the Opcity parameters for location radius, price ranges, property types and client types will be set by SBDG and I cannot change them. Doing so will forfeit my right to receive further Opcity leads from the company. Updates are required by Opcity at least every 7 days via www.referrals.opcity.com 

___ I also understand that OJO zip codes are set by SBDG and agent should not make any changes without first requesting additional Zip codes from Select Business Development Group.  It is the responsibility of the agent to maintain at least a 66% acceptance rate on OJO opportunities to continue to receive opportunities. Agent will receive texts from OJO on Mondays and Thursdays to remind agent to update any leads that may become late during that week.  Updates are required at least every 14 days via www.referrals.ojo.me/login 
 
____If I receive a website lead (does not apply to Opcity*) that changes destination, I will only be able to refer the client (outbound referral via SBDG) if they are looking outside of the Select Group service area. If it is determined that they can be placed with another Select Group agent, I cannot place the outbound referral, but I will immediately return the lead to SBDG for proper placement. *Opcity will take their referral back and place in the proper area, so agent needs to release the lead with a note.

____Outbound Referrals - Close at least (1) Outbound referral per calendar year.  All outbound referrals must be placed by SBDG on behalf of the referring agent (if not met, this will result in being benched for 60 days).A closed AGR will count towards your outbound referral closing.

____I understand that it is my responsibility to update SBDG via eRelocation as well as OJO or Opcity, once a website lead becomes Listed, Pending or Closed either by phone or email within 24 hours of status change. 

____I understand that any Select Group referral customer/Website lead that is company generated may be assigned or reassigned by Select Business Development Group as deemed necessary. I understand that if I do not perform the functions described, I may lose referral opportunities as a Select Business Development E-Team Agent. 

____I will accept referral assignments regardless of price range. I will offer to educate buyers and sellers to understand the current market. 

____I will service all web leads and referred clients personally. I will not assign a referral to assistants or any other agent or office. 

____I will be available for the client based on their timeframe. 

____It is required that all E-Team agents complete their profiles in E-Relocation and keep them updated.

____Company assigned email is required to be used and/or monitored daily. We will assign leads only to company emails.
 
____ E-Team agents must be Full-Time agents (may not have a job elsewhere).

____Do not discuss the referral fee details with the referred client as this is not appropriate or professional.

[bookmark: _Hlk61447542]____ Please download the app Agent Exchange to your smart phone.  If you have an outbound referral to place nights or weekends, when SBDG is not available to assist, you will be able to offer that service to your client whenever and wherever they may need Real Estate assistance! 

I have read & understand the expectations and agree to the terms described herein. 

Print Name: 				Signature: 					Date:

________________________________	___________________________		______________________
Payment Examples for Referral Fees

Website Leads (Company Generated, Conversion Monster, Opcity, OJO and similar website leads) 
40% Referral Fee
· $300,000 Transaction 
· 3% commission = $9,000
· 40% referral fee =$3,600
· $9,000-$3,600 = $5,400
· $5,400 x 6% Franchise Fee = $324
· Split with company 50% = $2,700
· $2,700 - $324 = $2,376
· $2,376 To Agent less any office fee payment (If a listing, $50 is deducted for Realtor.com listing enhancement

Realogy Agent Generated Referral (AGR) (NOT previously referred as an OJO or Conversion Monster Lead) 
30% Referral Fee
· $300,000 Transaction 
· 3% commission = $9,000
· 30 % referral fee deducted off the top = $3,150 (A portion of this goes to Realogy Military Rewards/NFCU/Affinity member as a cash incentive)
· $9,000 commission less $2,700 = $6,300
· $6,300 x 6% Franchise Fee = $378.00
· Regular Split (example 70%) = $ 4,410
· $4,410 - $378 = $4032.00
· Additional Fees outside of SBDG:
· Deduct E & O Insurance, TC Fee is Split 50/50 (Agent pays 50%, Select pays 50%) on Corporate Relocation and Affinity referrals. If a listing, $50 is deducted for Realtor.com listing enhancement

 Agent Requested Referral for 3rd Party, Corporate, Realogy Affinity, Inter-Company & Select Property Management  &    AGR’s previously referred as a website lead
42.5% Referral Fee
· $300,000 sales price with a 3% transaction commission = $9,000
· 42.5% referral fee deducted off the top = $ 3,825
· $9,000 commission less $3,825 =$5,175 
· Calculate 6% franchise fee = $310.50  
· Regular split 70% (example) = $ 3,622.50
· $3,622.50 - $310.50= $3312.
· Additional Fees outside of SBDG:
· Deduct E & O Insurance, TC Fee is Split 50/50 (Agent pays 50%, Select pays 50%) on Corporate Relocation and Affinity referrals. If a listing, $50 is deducted for Realtor.com listing enhancement

 Inbound Cartus Broker to Broker Referral- Select Group Agent Requested Referral 
35% Referral Fee
· (Direct Broker to Broker referral)
· $300,000 sales price with a 3% transaction commission = $9,000
· 35% referral fee deducted off the top = $ 3,150
· $9,000 commission less $3,150 =$5,850
· Calculate 6% franchise fee = $351
· Regular Split (example 70%) = $ 4,095.
· $4,095 - $351 = $3744
· Additional Fees outside of SBDG:
· Deduct E & O Insurance, TC Fee is Split 50/50 (Agent pays 50%, Select pays 50%) on Corporate Relocation and Affinity referrals. If a listing, $50 is deducted for Realtor.com listing enhancement






 Cartus, 3rd Party, Corporate, Affinity, Broker to Broker, Inter-Company or Select Property Management Referrals (Company Generated) 
42.5% Referral Fee
· $300,000 Transaction 
· 3% commission = $9,000
· 42.5 % referral fee to Cartus = $3,825
· $9,000 - $3,825 = $5,175
· $5,175 x 6% Franchise Fee = $310.50
· Split with Company 50% = $2,587.50
· $2587.50 - $310.50 = $2,277.
· Additional Fees outside of SBDG:
[bookmark: _Hlk33690763]Deduct E & O Insurance, TC Fee is Split 50/50 (Agent pays 50%, Select pays 50%) on Corporate Relocation and Affinity referrals. If a listing, $50 is deducted for Realtor.com listing enhancement

 Outbound Referral Fee Commission (placed by SBDG) 
21% commission 
· $300,000 Transaction at 3% commission = $9,000
· 35% referral fee from assigned agent =$3,150
· $3150 – $1260 (14% Cartus) = $1890 (21%)
· $1890 x 6% Franchise Fee = $113.40
$1890 – $113.40= $1776.60 Regular Split (example 70%) = $1243.62




I have reviewed the various types of referral fees and understand the payment structure


[bookmark: _Hlk32332229]Agent Print Name _____________________Signature___________________________ Date____________________



VP of Business Development Signature ________________________________ Date: ___________________________________ 
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