
Who They Are: Coldwell Banker is the oldest national real estate brand in the United 
States, founded in 1906. It closes the third-most U.S. transaction sides, after RE/MAX 
and Keller Williams. Nearly half of Coldwell Banker’s agents work in offices operated 

by Realogy subsidiary NRT which is consistently ranked as the largest brokerage in 
the U.S. Most of NRT’s CB offices use the name, “Coldwell Banker Residential 

Brokerage.” NRT has been called a “test kitchen.” NRT’s Coldwell Banker offices thus 
can, and do, operate differently than CB’s franchised offices.





Talking Points:
• Coldwell Banker deducts a 6% royalty from the agent’s side of the commission split (8% at 

some brokerages). Splits rise with the volume sold.
• remax.com has generated more than 16 million fee-free leads since 2006.
• Agent productivity is much lower at Coldwell Banker than at RE/MAX, where agents also 

average higher commission splits.
• Their leads typically carry high fees and seem to be directed to agents by insiders.
• CB University offers less training courses than RE/MAX and the CBU courses are more 

targeted to beginner agents.
• Nobody in the world sells more real estate than RE/MAX. That’s the culmination of billions of 

advertising impressions, learn-more-to-earn-more training and the most productive agents in 
the industry.

• RE/MAX is agent-centric, not broker-centric. At RE/MAX, the agent is widely supported, not 
closely managed.



Commissions

Coldwell Banker agents work under a scale of graduated commission splits, with 60/40 being the most 
common. The company has changed the way it deducts the 6% royalty fee. Until recent years, the fee was 
taken out of the total commission before the split. Now brokerages are encouraged to take the entire royalty 
fee from the agent’s share of the commission after the split.

In addition, brokerages can charge another 2% to bolster their profitability.

Transaction fees are becoming more widespread, at the brokerage’s discretion.



Key Areas
• Internet Leads – Coldwell: A 25% to 35% fee is typically charged for leads that are believed to be directed 

to favored agents. Some brokerages don’t subscribe to the brand’s online lead system. And in offices that 
do, only designated agents receive the leads. RE/MAX: Over 16 million fee-free leads have been 
generated by remax.com. Online leads are distributed referral-free and equitably using specially designed 
algorithms.

• Brand – Coldwell: Though more than a century old, the “Coldwell Banker” name is often mistaken for 
that of a bank. RE/MAX: The #1 name in real estate.

• Agent productivity (2015 stats from 2017 REAL Trends 500) – Coldwell: 8.4 sides per agent. RE/MAX: 
17.2 sides per agent. RE/MAX Alliance 26 sides per agent

• Commission Negotiation – Coldwell: The brokerage sets the commission rate. RE/MAX: Agents typically 
negotiate their commissions with clients.

• Placing Agent Referrals – Coldwell: The brokerage places the referrals and may tack an additional fee 
onto the referral fee. RE/MAX: Agents choose the agent who will receive their referral, and then 
negotiate the referral rate.

• Training/Education – Coldwell Banker University offers 300 courses and continuing education online and 
in classrooms. RE/MAX University offers over 1,000 courses on-demand 24/7 online, on television, on 
smartphones and in classrooms around the world.

• Technology – Coldwell: Technology fees are charged for a few offerings. RE/MAX – Comprehensive 
package. No monthly fee.

• Global reach – 49 countries and territories. RE/MAX: Over 110 countries and territories.



Average Transaction/Agent



Publicly Traded

If you want to compare the stock market and what they say?



Fee Structure
Based on $60k commissions & 11 deals)

Remember we are allowing you to make more money per side with the $495 additional commissions. So you are making 
more money and driving down the costs.  With CB you most likely paid them $20-24k on a commission of $60k



Value Proposition


