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First Step — What were your 2025 Goals

*Personal/spiritual goals

*Family goals

*Personal health goals

*Business/Career goals




Goals Need to :




* Fear of failing

* No clear
plan/path to
get there

e Unmotivated







To set your goals
do a business assessment for 2025

* How many listings did you take?

* How many of those listings did
you close?

* How many buyers did you
represent?

* How many of those buyers did
you close?




In order to set your goals

where did your business come
fromin 20257

How many clients
are in your SOI

/

How many new
contacts did you
add to your
database?

\ /

How many E-
Cards and/or
postcards did you
send?

\

How many open
houses did you
do?



In order to set your goals — where did
all your business come from in 2025

* Total # of Listings taken

* Total # of listings closeol

* Total # of contracts written

* Total # of contracts closed

* Total # of buyers you worked with
* Total # of houses shown

* Total # in You SOI/CRM

* Total # of new contacts addeot

* Total # of open houses held

* Total # of dloors knocken

* Total # of prospecting calls made



In order to set your goals — where did
all your business come from in 2025

* Total # of SBDG Leads

* Total # of SBDG Leads converted
* Total # of outbound referrals

* Total # of nbound Referrals

* Total # of Networking Bvents

* Total # of social gatherings

* Total # of volunteer events

* Total # of bus, cards passed out

* Total # in your geographic farm

* Total pieces sent to Your geo. Farm



In order to set your goals — where did
all your business come from in 2025

* Total # of Just Listed Cards sent
* Total # of Just Sold cards sent
* Total # of RND carols sent

* Total # of “other” mailings sent
* Total # of E-Cards sent

* Total # of Calls to Your SOI

* Total # of Soctlal Posts made

* Total # of Floor Thme shifts

* Total # of Floor Leads

* Other

* Other




What was Your Closed Sides
Goal for 2025

Current Closings for 2025

- Closings still need to reach goal




Will you hit your Closed Sides
Goal for 20257




Things to consider
regarding your 2025 Plan

What were some of your best
practices in 20257




Things to consider
regarding your 2025 Plan

What were some areas of
missed opportunity in 20257




Things to consider
regarding your 2025 Plan

What were some things you could
have done differently in 20257

h



Things to consider
regarding your 2025 Plan

What were some of the biggest
lessons you learned in 20257




Total Closed Sides for 2025

How many were sellers

- How many were buyers




Things to consider
regarding your 2025 Plan

_Ist your

ousiness

Primary Sources of

in 20257




Things to consider
regarding your 2025 Plan

_Ist your

ousiness

Primary Sources of

in 20257




List your personal business expenses
for 2025

' Worthit Do again
- Purchased Leads Yes/No Yes/No
- Just Listed/Sold Cards Yes/No Yes/No
- calendars Yes/No Yes/No
o

- Homebot/AVM Yes/No Yes/No
- client Gifts Yes/No Yes/No

|

-~
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List your personal business expenses
for 2025

' Worthit Do again
' Realtor Next Dooy Yes/No Yes/No

- Magazine Advertisement Yes/No Yes/No
- Matlers/Other Yes/No Yes/No
o

- Yes/No Yes/No
- Yes/No Yes/No

|

-~
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List your personal business expenses
for 2025

' Worthit Do again
- Yes/No Yes/No

- Yes/No Yes/No
- Yes/No Yes/No
w

- Yes/No Yes/No
- Yes/No Yes/No

|

~

p—



How did you spend your business time
in 2025

. Worthit Do again
. Opewn Houses Yes/No Yes/No
- Floor Time Yes/No Yes/No
. cold calling Yes/No Yes/No
-

- warm calling Yes/No Yes/No
- Door Knocking Yes/No Yes/No
-~

p—



How did you spend your business time
in 2025

' Worthit Do again
- Geographic Prospecting Yes/No Yes/No
- Networking for Referrals Yes/No Yes/No
- Yes/No Yes/No
-

- Yes/No Yes/No
- Yes/No Yes/No

|

-~
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How did you do in 20257



Meonday Tuesday Wednesday Thursday Friday

26 27 28 29 30
(=]
5 AM
6 AM Gym Exercise - 6-7:30 Gym Exercise 6-7:30 Gym Exercise 6-7:30
7AM # I e I @ #
8 AM
9 AM
10 AM Weekly Office Meeting 10-11
- Y
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Keep Track of Your Business Time
How did you spend it?

Day Morning Afternoon

Momtag

Tuesda Y

wedwesolag

Thursvlag

Fridag

Saturda Y

swwtag




Leveraging All

BlEc: Tools? Realtor Next Door

Guaranteed Sale

Refresh and
Refurbish

~oreclosure Rescue
Just Listed/Just Sold
E-Cards

v
v
v
v
v
v




Leveraging All
elect Tools?

v Newsletter
v' SNAP
v Website

v Training/Select
Success




.' everaging All
elect Tools?

v' SBDG

v Buyer Protection
Guarantee

v’ Select Concierge

v' Select Property
Management
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Which of these human needs
drives or motivates you

dStability
dVariety
dSignificance
dConnection
dGrowth

LdContribution




Keep it Simple -




Goals Need to :




Review your 2025 business
assessment to see where

*Spent your time
*Spent your money

* Focused/Leveraged your
strengths

* Took Risks

* Won some significant victories

e Suffered some defeats or
became unfocused

* Other

* This is where you allow yourself
to be honest and transparent as
to how you ran your business




Setting your 2026 Goals

*Personal/spiritual goals

*Family goals

*Personal health goals

*Business/Career goals




2026 Business/Career Goals
Not everything has to be about the money

Business/Career Goals

example — [ would Like to get my Brokers license




T'alk About Your

nancial Goals




One Way to Calculate your 2026
Financial Goals is to look at your net
(1099) income for 2025



Satisfied

Regarding my 2025 Net Unsatisfied
Income — | was:

| am new

| didn’t earn any commission income



umber to
) your net

Keep it Simple:

e Sales Volume — 3.5 Million

* Commission—2.5%

e Gross Commissions - $87,500

Agent Split (80%) = $70,000

Minus fees (10%) from gross commission = S8750
* Agent Net income = $61,250

ad sales volume and or
' closed units will increase
our net income

Average Price Point — S500,000

If your agent split is lower than 80% - the estimated closed units
to reach this goal (using the same gross commission numbers
listed above) remains at approximately 7 units when you factor in
the company CAP (to 90%) program of $12,500




SBDG — Adjust/Allow for a lower net

. Personal Lead Purchases — that’s your cost
Don’t Forget the Variables:

Inbound Referral cost — adjusts the gross income

Commission concessions



Whatever method you use to arrive at your minimum
closed sides to achieve your agent net — that’s your goal

Try wot to over think it - f all else fails place a nuniber
there that wmeets the required criteria



? 0 You ‘PLD[VL to
gour business
e L 20257







Meonday Tuesday Wednesday Thursday Friday

26 27 28 29 30
(=]
5 AM
6 AM Gym Exercise - 6-7:30 Gym Exercise 6-7:30 Gym Exercise 6-7:30
7AM # I e I @ #
8 AM
9 AM
10 AM Weekly Office Meeting 10-11
- Y
Il.u'uitﬂl-ﬂl It-nnswan Ilndnul-ul
16M
zrm B
- _ _ _
4 PM —




There are
168 hours in
every week

it's your Actions
not Your plan
that provides
results

Suggested
Business Activities

to add to your
calendar



There are
168 hours in
every week

It’s the Little things
that add up to a Lot

Suggested
Business Activities

to add to your
calendar



There are
168 hours in
every week

Sometimes You
Just need to think
outstde the box

Suggested
Business Activities

to add to your
calendar



r activities and how You
¥ business time tn 2026




Agent Weekly Action Plan

Agent: THIS WEEK:
Office: Week of: I

1. | am most pleased with:

Actions Goal Mon Tue Wed Thu Fri
Educational Courses

Meetings & Events
Practice Dialogues

Update Agent Profiles

New Contacts

Contacts Captured

SOl Entries

Setup Search Alerts

Mail Announcements

Just Listed / Just Sold Cards
Realtor Next Door

Floor Shifts - My priority for next week is:
Open Houses

Doors Knocked

Warm Calls

Personal Leads & Referrals
Client Lead Updates
Company Leads & Referrals
Company Lead Updates
Client Showings

Properties Shown
Contracts Written
Contracts Accepted

Listing Presentations

. Opportunities for improvement:

My biggest challenge is:

. The best way that my manager can support me this week is:

. I need additional instruction on:

Manager comments:

Listings Taken
Sides Closed

~ Meet weekly, review previous week's actions, set new goals and discuss opportunities and challenges
» Educational courses may be Pre-License, Career Development, Post License and Continuing Education
~ Meetings and events mav include office. association. networking and snecial events Attended my office meeting ____Yes ____No  Met with my manager




Keep Track of Your Business Time
How did you spend it?

Day Morning Afternoon

Momtag

Tuesda Y

wedwesolag

Thursvlag

Fridag

Saturda Y

swwtag




A Good Business
Plan looks for ways

to improve

lMAprovL our
M 5

Buslness Practices
hf:L]:s to Lnerease
your revenue

Thi
regarc

ngs to consider

ing you 2026 Plan



A Good Business
Plan looks for ways

to improve

lmplementing
Missed Opportunities

heL]:s to Lncrease
your revenue

Thi
regarc

ngs to consider

ing you 2026 Plan



A Good Business
Plan looks for ways

to improve

|mrwi. the
ualit of service

hf:!.]:s. to Lnerease
your revenue

Thi
regarc

ngs to consider

ing you 2026 Plan



Get ready to hit the
ground running

.EIEI | IEI

JLELRERERL




2025

PAOPAS
PAOPAS
PAOPAS

PAOPAS

Homework

|

Quarter 4 — List your closing prospects

f

Quarter 1 — List your closing prospects

\
-

\

Quarter 2 — List your closing prospects

e

\

Quarter 3 — List your closing prospects

e

\

Quarter 4 — List your closing prospects




List your top 5 prospects for
4th quarter 2025




List your top 5 prospects for
1st quarter 2026




List your top 5 prospects for
2nd quarter 2026




List your top 5 prospects for
3rd quarter 2026




List your top 5 prospects for
4th quarter 2026




Get ready to hit the
ground running

.EIEI | IEI

JLELRERERL




Miscellaneous Thoughts and Notes




Miscellaneous Thoughts and Notes




Miscellaneous Thoughts and Notes




Miscellaneous Thoughts and Notes
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