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establishing your Vision:

Activity VS purpose : Exercise

The difference between doing activities & Doing activities with a

purpose - Find your purpose

SWOT Analysis: 

Strengths, weakness, opportunities, & threats

Action planning:

Write down where you want your business to be next year. what are 3

things you can control to get there?

Strengths:

Weakness:

Opportunities:

Threats: 

Next Year Vision: 

Things I can control: 
1.
2.
3.



Target Audience

Identity: Who is your ideal client?

What makes them an ideal client?

why do you want to work with them?

IDEAL client: 

What are 3 things you can do to market to this client right now?

1.

2.

3.

What common needs does this type of client have?

1.

2.

3.

4.



Prospecting strategies
Online Client Generation

1. Website and SEO

2. Social Media Marketing:

3. Email Marketing:

4. Content Marketing/Video/Youtube

5. Online Advertising/ Paid Ads

6. Social Media Advertising:

7. Guest Blogging or Create your own

8. Webinars and Online Workshops: 

9. Lead Magnets/ Calls to action: 

10. Online Directories

11. YouTube Channel:

12. Online Forums and Communities

13. LinkedIn Outreach 

14. Review Management

15. Online Partnerships: 

16. Google My Business

17. Social Media Engagement

18. Online Contests and Giveaways

19. Online Newsletters

20. Retargeting Campaigns

Offline Client Generation:

1. Networking Events:

2. Local Chambers of Commerce 

3. Referral Programs or Referral Network

4. Local Advertising(newspaper, boards, etc) 

5. Direct Mail

6. Door Knocking:

7. CommunitySponsorships(Teams, schools, etc):

8. Local Radio and TV

9. Expireds/ Cancelled’s

10. Educational Workshops

11. Lead lake or cold calls

12. Local Businesses & Partnerships

13. Client Appreciation Events

14. Printed Marketing Materials

15. Local Networking Groups

16. Community Engagement 

17. Local Trade Shows

18. Local Speaking Engagements

19. Local Posters and Signs

20. Vehicle Advertising



Leads & sources
Lead sources are the key to understanding where your deals come from. Understanding the lead

sources and how you generate business is going to help you gage your business plan.

Main Sources
Sphere

Past clients

referrals

open houses/Model

Team / paid leads

agent referrals

cold calls

cancelled & Expired

New construction

Etc.

social media

circle prospecting 

farming

client appreciation events

networking

Mail/email campaigns

showing agent model

Etc.

Supporting sources



Buckets of Business
Buckets of business are the funnels in which you generate deals from. This is a crucial part of your

business plan and will help you identify where to spend your time.  

After creating your 3 defined buckets of business, you will have 2 supporting buckets that will

contribute to all 3 buckets. (Example- Social media, circle prospecting, farming etc)

These supporting buckets will help fuel the main 3 buckets of business.

Supporting buckets:

1.

2.



Defining Buckets 

Supporting buckets Defined:

1.

2.

What are you going to do within each bucket to generate clients:

1.

2.

3.

1.

2.

3.

1.

2.

3.



Goals & Objectives:
Let’s reverse engineer our goals from business buckets. Each bucket will generate a certain amount

of business. plug in the number of deals you plan on producing in each bucket

bucket 1: bucket 2: bucket 3:

Total:

Highest producing bucket: 

Middle Bucket:

Lowest bucket: 

50%

30%

20%

Total amount of your time spent:

Weekly checklist: 

Hours per 

week:

Most mistakes around a business plan are the transactional goals. The way to avoid getting side

tracked and stay on pace for your goal is to focus on the actions. A weekly checklist is designed to

focus on the actions that produce results. Consistent actions can produce consistent results. 



Notes

home search:

1.

2.

3.

4.

5.

Social postsProspecting days & Type:

1.

2.

3.

Sphere followup:
1.
2.
3.
4.
5.

Tasks:

Education for the week:

CRM & EMAIL CLEAN
Monday

tuesday 

wednesday

thursday

friday

saturday

sunday

Weekly Checklist



Professional Commitment: 

KPI’s: Accountability & Commitment 
What are you committing to for 2024 both

personally & Professionally?

Personal Commitment: 

KPI - key performance indicators

What are you going to track this year? 

What metrics are you going to use for your business?

How do you want to be held accountable this year?

KPI’s:

1.

2.

3.

4.

5.

Accountability:



Conclusion
How are you going  to generate business from your sources? 

A plan is only good with execution. how are you going to execute?

A - Activities: All Production based activities(Working in your business)

B - Activities: Pertain to growth and systems(Working on your business)

c - Activities: Pertain to perfecting your craft & Increasing knowledge 

Optimizing your schedule: 

3-4 hour office shifts: 4 days a week minimum 

Time Block your shifts: plug in the appropriate activity type 

coordinate field work effectively and prepare blocks for it

And finally..... Execute.

80% - 

10% - 

10% - 

These numbers will be different depending on where you are in your business 


