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The real estate commission is often viewed simply as a "cost," but in a professional framework, it is the fuel for your property's

marketing engine. In Thailand, commission rates are not federally fixed, but they are governed by established regional customs and

ethical standards. As Regional Director of REMAX Thailand, I advocate for a transparent fee structure that aligns the agent's

performance with the seller's success. This mastery guide explains the regional differences in rates, the performance-based

incentives we utilize, and why protecting the agent's commission is the most effective way to protect your final sale price.

1. Regional Commission Standards

Commission expectations in Thailand vary significantly based on the local market dynamics, the complexity of the sale, and the marketing

resources required to reach the target buyer profile. Tourist-driven resort markets demand higher international exposure, which is reflected in

the standard 5% fee.

Market Regions
Standard

Rate
Focus Area

Koh Samui, Phuket, Krabi, Pattaya,

Hua Hin, Cha-am
5%

International Resort & Luxury

Holiday Homes

Bangkok, Chiang Mai, and Rest of

Thailand
3%

Residential, Urban Commercial, &

Local Domestic

2. The REMAX "Early Closer" Performance Booster

Time is the enemy of equity. A property that sits on the market for over 90 days begins to suffer from "Listing Fatigue." To incentivize maximum

effort during the most critical period of a listing's life, we offer a performance booster: **+1% additional commission** if the agent successfully

secures a signed SPA and non-refundable deposit within the first 90 days of the listing. This ensures your property receives "Top of Desk"

priority and aggressive marketing spend immediately.

 PERFORMANCE LOGIC: By offering an extra 1%, you aren't just paying more; you are buying speed. A fast sale saves you months

of holding costs (maintenance, interest, insurance) which almost always exceeds the cost of the performance bonus.



3. The Commercial Deal Misconception

There is a prevalent myth that because commercial deals (hotels, land plots, factories) are larger in value, the commission percentage should

be lower (e.g., 1% or 2%). This is a fundamental misunderstanding of commercial real estate mechanics. Commercial deals require significantly

more technical expertise, specialized legal vetting, and often have a "Sales Cycle" of 6 to 18 months—compared to 30 days for a condo.

THE 1% TRAP

When a seller offers 1% on a 200M THB deal, they think it's a "big payday." However, the agent knows the deal has a 10% chance of closing due to

complex due diligence. Result? The agent does not spend money on marketing and only "waits" for a lucky call.

THE PROFESSIONAL REALITY

A standard 3% fee on a commercial asset allows the agency to hire dedicated legal researchers, produce drone surveys, and fly in international

investors. You are paying for a professional "Closing Engine," not just a referral.

4. The Danger of Negotiating Commission

When a seller successfully negotiates an agent's commission down (e.g., from 3% to 2%), they believe they have "saved" 1%. In reality, they

have often cost themselves 5-10% of the final sale price. Here is why:

A Loss of Marketing Priority: Every agent has a limited marketing budget. If your property pays 2% and another pays 3%, the agent

will spend their budget on the 3% property first. Your property becomes a "filler" listing.

B The Co-Broking Block: Professional agents share listings with other agents (Co-broking) and split the commission 50/50. If you

pay 2%, the agent can only offer 1% to a colleague. Most professional agents will skip your listing to show their buyer a property

where they can earn 1.5%.

C Negative Negotiation: If an agent cannot defend their *own* value (their commission), how can they possibly defend *your* value

(your property price) when a buyer starts making low-ball offers?

RD LOGIC:

"A cheap agent is the most expensive thing you can buy. By cutting the commission, you are effectively cutting the number of buyers who will ever
see your property. You aren't saving money; you're losing eyes."



5. Common Commission Misconceptions

"The buyer should pay the commission."

In Thailand, the seller pays the commission as a "Success Fee." Buyers are already burdened with transfer fees and taxes. Forcing a buyer to pay

commission limits your buyer pool significantly.

"I only pay if I like the price."

The commission is due upon the execution of a valid Sale and Purchase Agreement at the price agreed upon by the seller. The agent has fulfilled their

fiduciary duty once a willing and able buyer is secured.

"Commission is just for a referral."
Referral is only 10% of the job. The remaining 90% is vetting, negotiation, legal coordination, Land Office logistical management, and escrow support.

6. The "Success Fee" vs. Retainer

Most real estate in Thailand operates on a **Pure Success Fee** model. This means the agency takes 100% of the financial risk. We spend

thousands of Baht on marketing, professional photography, and staff hours with 0% guarantee of being paid. This is why the commission rate

must remain protected; it covers the cost of all the properties that *don't* sell, allowing us to maintain a high-quality infrastructure for the ones

that *do*.

7. Essential Agent Skills You Are Paying For

 Pricing Mastery (CMA Data)  Cross-Border Marketing Sync

 Buyer Financial Qualification  Contract Strategy & Negotiation

 Land Office Logistical Mastery  Utility & Handover Coordination

 TREBA ETHICS: Professional agents are prohibited by TREBA standards from "Over-pricing" a property just to get a listing. A

professional commission ensures the agent remains an honest consultant, providing you with real market data rather than "flattery

pricing" to win your business.



8. When and How is Commission Paid?

Clarity on the payment schedule prevents friction at the point of closing. In the Thai market, commission is treated as a milestone-based

payment. Under the standard REMAX Exclusive Agreement, the payment is triggered in two specific phases:

PHASE 1: THE SPA SIGNING

When the buyer pays the non-refundable deposit (typically 10-30%) and signs the Sale and Purchase Agreement, the agent has legally performed. In

many cases, 50% of the commission is paid from this deposit to cover the intensive marketing costs incurred.

PHASE 2: LAND OFFICE CLOSING

The final balance of the commission is paid on the day of the title transfer at the Land Office. This is typically done via a separate "Cashier's Check"

issued by the buyer's bank, or deducted from the final sale proceeds received by the seller.

9. The VAT Requirement (The 7% Rule)

In Thailand, professional services are subject to a **7% Value Added Tax (VAT)**. If you are dealing with a registered legal entity (like a

REMAX Office), the commission fee is subject to VAT. Sellers often overlook this 7% in their net-profit calculations. A professional agent will

always provide an "Official Tax Invoice" upon payment, which corporate sellers can use to offset their own VAT liabilities.

10. Rental Commission Standards

For long-term residential leases (1 year or more), the standard commission is **one month's rent for every year of the lease**. For multi-year

commercial leases, the rate is often tiered (e.g., 1 month for Year 1, 0.5 month for Year 2). This fee covers the cost of tenant vetting, inventory

management, and contract drafting.

STANDARD PAYMENT CLAUSE

 "The Seller agrees to pay the Agency a success fee of X% of the actual sale price. This fee shall be paid in full on the date

of the title transfer at the Land Office, or as otherwise agreed in the Exclusive Listing Agreement."



11. Fiduciary Duty: The "Loyalty" Clause

When you pay a professional commission, you are not just buying a service; you are hiring a fiduciary. A fiduciary is legally and ethically bound

to put your interests ahead of their own. This is the core difference between a REMAX agent and an "independent" freelancer. If you negotiate

the commission down to the point of unprofitability, you break the fiduciary alignment. An underpaid agent is more likely to push a "bad deal"

just to get paid something, rather than holding out for the "best deal" for you.

12. The Agency Tech-Stack ROI

A portion of your commission goes toward the massive technological infrastructure that powers your listing. This is what you get as part of the

REMAX standard:

AI LISTING SYNC

Instant syndication to 100+ international portals in multiple languages,

ensuring your property is visible to buyers in their native tongue.

LEAD ROUTING CRM

Our 24/7 lead routing ensures that if a buyer in New York clicks on

your listing at 3:00 AM Bangkok time, they receive an instant

response.

CMA DATA ENGINE

Access to proprietary Land Office data that helps us defend your

asking price during the final negotiation stages.

LEGAL TEMPLATE LIBRARY

Vetted Sale and Purchase Agreements that have been tested in Thai

courts to ensure your deposit and title are safe.

13. The "Hidden" Costs of Cheap Agents

Independent agents often offer "discounted" rates (1% or 2%) because they have no overhead. However, they also have no insurance, no legal

team, and no marketing budget. If the deal goes wrong, or if a deposit is stolen, you have zero recourse. The REMAX commission includes the

cost of **Corporate Oversight and Professional Liability Protection**, which is your ultimate safety net in a foreign market.

 LEGAL SECURITY: When you pay a commission to a licensed REMAX office, you are protected by our global brand standards.

Every office is an independent legal entity, but they are all bound by the same ethical and operational codes that have made REMAX

the world's #1 real estate network.



14. Commission Strategy Checklist

Before you sign a listing agreement, ensure you have clarified these five financial variables. Absolute clarity today prevents legal disputes

tomorrow.

LISTING  TERMS

 Regional Rate: Does it match the local 3% or 5% custom?

 Incentive: Is the 90-day +1% performance booster active?

 VAT Inclusion: Is the commission quoted net or inclusive?

 Exclusive Term: Is the agency protected for 6-12 months?

PAYMENT  LOGISTICS

 Milestone 1: Is 50% due at SPA deposit signing?

 Milestone 2: Is the balance due at Land Office transfer?

 Check Split: Will the buyer issue a separate agency check?

 Invoice: Will you receive an official tax invoice/receipt?

15. Regulatory Disclaimer

Disclaimer: The commission rates, regional customs, and performance incentives outlined in this Mastery Guide are provided for general
informational purposes only. In the Kingdom of Thailand, commission rates are not fixed by law and are subject to negotiation between the Seller and
the Agency. While REMAX Thailand maintains a high standard of professional fees to ensure quality marketing and fiduciary protection, individual
offices may adjust their terms based on the specific complexity, location, and asset type of a listing.

Legal Recommendation: Because real estate regulations and Land Office policies regarding tax and fee reporting are subject to frequent change,

**REMAX Thailand strongly recommends that all clients retain independent legal counsel** to review the specific terms of their Listing Agreement

and Sale and Purchase Agreement before execution.

A Performance Conclusion

"Professional commission is the fuel that drives your sale. By protecting the agent's motivation and marketing budget, you are effectively hiring
a global machine to defend your property's value. I invite you to invest in a professional REMAX partnership for your next high-yield transaction."

WHY PARTNER WITH REMAX THAILAND?

  Proven Performance-Based Fee Structures

  Global Lead Syndication to 110+ Countries

  Vetted Legal & Transactional Safety Protocols

  TREBA-Certified Fiduciary Representation
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