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PULLING BACK THE CURTAIN:

How top independent brokerage, 
Samson Properties, recruits over 
100 new agents per month
Author Paige Tepping, RISMedia

For Donny Samson, CEO of Samson 
Properties with 3,600 Realtors and 29 o�ces 
in Virginia and Maryland, when it comes to 
recruiting, he's got nothing to hide. Having 
added 1,100 agents in the last year alone—86 
percent of which came from referrals within 
the brokerage—he's pulling back the curtain 
and sharing his tried-and-true strategies for 
finding the best talent.

His recruiting strategies roll up into three 
important strategies:

Give agents the information they 
need up front

Lead with value 

Pay it forward
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Unlike other brokerages that spend copious amounts of time and 
resources hunting down prospects or cold calling, Samson's 
strategy revolves around providing all of the information an 
agent would need in order to make a decision - upfront. “They all 
want to explore and put their toe in the water before they jump 
in,” explains Samson. “Giving them the information they need up 
front breaks down the wall so they can make a decision before 
they even talk to you. We never cold call. If they have enough 
interest based on all of the information I’ve put out there, they 
will call us. I woke up this morning and have six people that want 
to join our team, and I haven’t even talked to them yet.” 

Samson gets this information out via a multi-touch marketing approach. 
He mixes email, Facebook marketing, in-home marketing and weekly 
in-person lunch-n-learns. His email nurture consists of 17 touches that 
cover 17 di�erent topics. “You never know what will resonate with them 
the most,” says Samson. “It could be print centers, our best in class tech 
suite, kvCORE, training or something else.”  

Samson has also created his very own recruiting site, joinsamson.com, 
which has been a key factor in his ability to consistently bring in new 
agents as we continue to grapple with the e�ects of the coronavirus. 

I woke up this morning and have six people that 
want to join our team, and I haven’t even talked 
to them yet.



"Given the virtual world we're living in, today, more than ever, real 
estate professionals want to consume things when they want to 
consume them," says Samson, who goes on to explain that his 
entire recruiting proposition can be heard online from the 
comfort of one's home.

But it doesn’t end there.

Samson's pay-it-forward attitude that's centered on doing 
everything he can to make the lives of his agents easier is what 
truly sets him apart.

“Take care of your realtors and recruiting will take care of 
itself,” explains Samson. 

“Once agents see and hear about our tech stack, and find 
out it’s free to them, the deal is done,” says Samson. "The 
tech stack o�ered by Inside Real Estate's kvCORE Platform 
has been a game-changer for us," says Samson, who can't 
say enough about the value it has provided the agents 
within his brokerage.

"Not only does kvCORE have the complete tech stack from 
beginning to end, but it also consolidated a lot of things for 
me, including a website, CRM and the ability to roll in lead 

Take care of your realtors and the recruiting 
will take care of itself.

The tech stack o�ered by Inside Real Estate's 
kvCORE Platform has been a game-changer for us.

generation with CORE PropertyBoost and social media with 
CORE ListingMachine and CORE Social," says Samson.

"Through CORE PropertyBoost alone, we help our agents 
promote every listing they put on the market through 
Facebook," says Samson, who also uses the platform to 
promote open houses being conducted by his agents. “It’s 
produced a ton of leads and opportunities for our agents.”



Learn how to maximize your 
recruiting e�orts with kvCORE.

THE FUTURE IS TECH

Samson doesn’t just stop with the tech. He puts an 
emphasis on education, and encourages that “pay it 
forward” mentality throughout his brokerage. “Successful 
realtors consistently do the right thing,” explains Samson. 

“Our best realtors will give back and teach how and why 
they are successful. We o�er 4-5 classes a day on how to 
be better, so we can continue to help people grow.”

“If I’m helping my agents be better and happier, then I’m 
successful,” concludes Samson. With 86% of his new 
agents coming from referrals within his brokerage, we’d 
consider that successful.

Learn More

If I’m helping my 
agents be better 
and happier, then 
I’m successful.

https://s.insiderealestate.com/kvcore-platform/?sfcampaign=7015w000000vNykAAE&utm_campaign=samsonproperties&utm_content=pdfbutton

