Keeping it
by Penclpe Biver Great Things Happen In Small Agencies
You rarely see their names above your head on a 10-foot billboard, and they
probably ‘aren't the first to come to mind if asked to name some real estate
companies. But independent real estate offices are everywhere - as present
as your comner grocer, DVD rental store or Thai restaurant. As more and more
individual e disillusioned and dissatisfied with corporate America and

demand more attention - personal attention and attention to detal - more and
more privately owned real estate companies are opening doors.




Ed Schwind of Schwind Realty &
Development literally cut his teeth in business
working for his parents” greenhouse from the age
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programmer analyst, he began to try his luck in
another fiedseling real esate parme for

“I was =cl||ng condos in a cab at lunch time
while T was working another job, and got to
become the Lister of the Year [in our office]
while I was part-time,” says Schwind. He began
‘making more money at real estate than he was at
the full-time gig. so he quite, and was soon a

d two agents and an assistant
working under him. Realizing that he had been
seeding a company of his own, Schwind left
Century 21 to start his own real estate sales
office.

Schwind is one of an increasing number of real
estate professionals who have decided to break
away from corporate “roost” and build nests of
their own. Like most of these bold and ambitious
individuals, Schwind’s reasons for starting his
own brokerage were altematives — remedies, if
you will ~ to the bumps and roadblocks that can
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company; roadblocks that are often inherent to
the nature of the bigger real estate conglomerates.

“Thereason] opened an otfice was
because [ saw the different things offices
were doing and [ just wanted to make a
nicer environment —more high tech,
easier towork with, et cetera, in order to
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number of good people.

Just four and a half years in,
Schwind Realty & Development
employs 15 agents and three support
staff members in its comfortable
offices in the heart of the North Center
neighborhood, and expects to do $40
million in sales this year.

These independent fims have
much in_common: they and
claim to have the ab
sales-focused and
sheer result of being just that: smaller.

“I'm not paying a big overhead and
trying to ftake care of the desk
rental/head ratio,” Schwind says. “I
just want to work with a small
number of good people.”




Because of lower overhead, smaller offices
can afford to be choosy. Schwind admits that
e’s picky about the type of person he wants
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taking “on agents who sell part-time.
Smaller firms aim to_offer agents more
relaxed work environs, all boasting creature-
comfortstyl offcs, but with all the same
amenities as the big leagues —all in the name
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We have probably one of the nicest offices
in the city,” Schwind says with confidence .
“Nice layout, nice colors, nice fircplace ... 50
when you walk in you feel comfortable,
ad of walking into a place where you fecl
frustrated.”
1t’s no seeret that there is a lot of activity

‘going on in the offices of bigger companies,
which can at times lead to chaos and
frustration for agents as well as clients, which
can ultimately lead to bumps on the road to
closing and that's precisely what these
“indic” agencies work hard to prevent,

“Most of the business that agents
do out there is self-driven, and
their clients are going to come to
them because of the work they’ve
done,” says Schwind. “So the term
“you build it and they will come’ is
pretty much what I've done.”

Schwind had been doing some smaller
building development, and is rebuilding his
usin

the knowledge and wealth

his agents.

“I'm trying to do projects together with
agents, so the goal here is to get
everybody to invest together and work
together. That’s what we're striving for.”

“Independent agencies appear o grow
largely as a reaction to the negative
experiences many  professionals have
had with the big-name companies. Also,
in an_industry that relies in localized
expertise  and involves  personal,
emotional decisions, it's no mystery why
buyers and sellers would ftrust the
neighborhood agent down the street. In
defenge of the big uys, howsyer, here
may ety in_numbers. And in a
e et recognition is
one of the bxg(,cst catalysts to sales, the»
must be
might, how d
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