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Mergers and Acquisitions 
 

Facts to Consider 

 
Consider the many benefits of acquisitions and mergers in your quest to increase the size 
of your company.  The growth potential is enormous and an increase in your total number 
of sales persons can be achieved in a significantly shorter period of time than by the 
typical efforts to recruit on an individual basis. 
 
There are a number of important considerations associated with the acquisition and 
merger process.  Do not be unduly influenced by the fact that a competing office has a 
large roster.  The owner of such an office would be quick to use such a roster to his or her 
advantage in the bargaining process.   Remember, however, that many brokers are 
carrying agents who are not productive as well as the associated burden of a higher 
overhead. You would be well advised to recognize this possibility and use it to your 
advantage.  The many benefits of joining your office should be addressed, including, but 
not limited to, a significant reduction in expenditures and workload.  These are important 
factors that serve to influence the mindset of the other company’s broker/owner. 
 
Another advantage of your method of operation is the benefits derived from the Agent 
Asset Development (AAD) program.  It is important to point out to the broker/owner the 
definite possibility of continuing to profit from his/her agents.  In some cases, an actual 
increase in profit may be realized as five percent (5%) net per agent is not realized under 
the setup currently utilized. 
 
The AAD program also assists with the transition process as it allows the broker to move 
agents, retain leads, eliminate the worry often associated with real estate transactions, all 
the while continuing to earn income. 
 
 

The Process 

The Initial Letter 

 
The preliminary step in the mergers and acquisitions process is to contact the potential 
broker/owner by letter.  The letter need not be lengthy or detailed.  The sole purpose of 
this correspondence is to establish an initial contact.  Examples of merger letters can be 
found in Appendix A (Merger Letter A)  and Appendix B (Merger Letter B). 
 
Ultimately, it should be your objective to contact every competing brokerage in your 
area.  Although this may seem overly ambitious, remember, you do not have access to 
personal information or financial records of your competitors and therefore should not 
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make assumptions about the success of their businesses based strictly on number of 
agents or transactions. 
 

Target Areas 

 
The best way to approach the mergers and acquisitions process is to define your target 
area by breaking it up into groups.  A group can be established based on a common, 
distinguishing characteristic such as agent population.  Other common characteristics 
include building square footage and fixed overhead.  Once you select your method of 
defining these groups it will be much easier to tailor your correspondence accordingly. 
 
Once you have organized your list, being with the first group and proceed to contact each 
subsequent group.  For example, you may elect to begin by contacting those brokers 
having less than twenty (20) agents, followed by a second group of brokers with twenty 
(20) to forty (40) agents and so on. 
 
To achieve optimum results with this process you should send out, at very minimum, 
anywhere from five (5) to twenty (20) letters, depending on the sizes of your target area 
and defined groups. 
 

The Follow Up 

 
It is imperative to understand that the initial written correspondence is not likely to 
achieve results of any significance without any accompanying telephone call.  The letter 
serves to introduce the concept of a merger or acquisition and alert the owner/broker to 
the possibility.  For numerous reasons, among the foremost, pride and ego, the recipients 
of the letters will not directly contact you.  Your telephone call to them is crucial and is 
made much easier by virtue of the fact that you initiated contact by way of letter.  It is 
also extremely important to make the follow up calls a week from the date the letter was 
sent, while the concept is still fresh in the mind of the recipient. 
 
The primary purpose of the telephone call is to set up an initial appointment.  The tone of 
the call will vary based on the individual broker’s personal situation and mindset.  Utilize 
the letter you forwarded as a starting point and evaluate the direction of the conversation.  
Initially, you may be met with some resistance.  This is to be expected.  Pursue the 
conversation to determine the chances of success.  Center the conversation on the other 
broker.  Try to assess his/her situation and determine the needs of the individual.  Once 
your have developed a better understanding of the situation, you may work at setting up 
an initial appointment. 
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Steps to Follow: 

 
1. Define your target area by breaking it up into groups. 
2. Prepare correspondence that is either tailored to individual groups or generic in 

nature. 
3. Send letters, a group at a time. 
4. Follow up with a telephone call. 

 

 


