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A BUSINESS PLAN is important for real estate agents.  We spend more time planning our vacations than 
we do planning our business.  I’ve also witnessed that many agents (including myself) let real estate run 
their lives.  We should be running a business that exists to fund our desired lifestyle, but instead real 
estate runs us and determines our lifestyle which ends up being work 7 days a week.   Bottom line: We 
should be running a business that supports our life instead of a life that supports our business! 
 
Common mistakes: 
 

1. Creating a business plan backwards!  Marketing is the first thing we are taught to do and it is 
truly the last thing we should do.  We are doing it in reverse.   The typical business plan is to 
market yourself / hope to attract buyers and sellers / hope the buyers and sellers like you 
enough to work with you / hope the buyers and sellers actually buy or sell / hope those 
transactions actually close and last hope you get paid enough to pay the bills and have a little 
left over for fun.  HOPE IS NOT A STRATEGY!!!!! 

2. Not tracking the return on investment for our marketing dollars (see gift for a sample). 
 
6 steps to creating a great, INTENTIONAL, business plan and it starts from THE INSIDE OUT. 
 
Step 1:  Design Your life.  Think about the life you wish to have.  If you can believe it, you can achieve it. 
5 categories:  Spiritual / Personal / Family / Financial & Business.  Then make a list of everything I want 
to do, have or be in each of those categories.  The sky really is that limit. 
 
Step 2:  Budget.  Know what your life and your business is going to cost.  Don’t forget to add your taxes. 
 
Step 3:  Closed Sides.  Take the amount of money needed to fund your personal life and business and 
divide it by the average income per sale (per your history) to come up with the number of units needed.  
I.E., if you need $100,000 to fund your life and business this year and you earn an average of $5,000 per 
closed side, you will need $100,000 / $5,000 or 20 closed sides. 
 
Step 4:  Source of Business.  Intentionally decide what the sources of business will be.    
 
Step 5:  Marketing.  We designed our sources is so that we know how to spend our marketing dollars.  
Source / tools to reach the source / cost of each tool.  Have alignment with your personality.  Remember 
the story of the agent who wanted to buy zip codes but hates working with strangers.  Rifle approach 
(going after specific targets) is better than the shotgun approach (going after all sources). 
 
Step 6:  Track Your Success.   My coaching clients have interactive forms that show their intention.  
Sources are named and the number of closed sides that year is set.  We then track every month how 
many closings have occurred under that source and how many closed sides we still need.  That way we 
can tell every single month where we stand with that source.  We also create an intentional plan of 
action to reach that source each month.  What doesn’t get inspected … doesn’t get improved. 
 
Be sure to review your business plan monthly to see how close you are to your goals.  It’s ok to adjust 
your plan as you move through the year. 


