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TIME: 5 minutes

WELCOME participants to today’s session where we’ll discuss habits to build a 
financially sound real estate business.

DO: 

• Introduce yourself briefly if there are new participants.

• Set expectations for the duration of the session, timing and activities.

• Acknowledge that students should have completed their daily success habits 
before attending class.

FACILITATOR NOTE: The questions below are intended to promote a culture of 
sharing and gratitude—to enhance learning and promote happiness.

ASK: 

• Who would like to share what they are grateful for so far in this new learning 
journey? 
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• What opportunities do you see for yourself? What are you excited about?

SAY: Today our focus is on making offers on behalf of your buyer clients.

FACILITATOR NOTE: To best prepare for this session, you will want to know the 
average sales price for your associates/market center/area.
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What Successful Agents Do Every Day

Grow Business Run Business

1. Lead generate for buyers and 
sellers

2. Make seller listing presentations 
and get listings

3. Make buyer presentations and 
get listings

4. Preview real estate

1. Market seller listings
2. Show buyers houses
3. Negotiate contracts
4. Transaction management to 

closing
5. Vendor management
6. Set goals
7. Compliance / risk management
8. Attend training and get coaching
9. Manage money

SAY: The goal of our time together today is to teach you habits to build a financially 
sound business. We’ll be employing techniques and models used by the most 
successful real estate agents for managing how each commission check is handled, 
and how we can use our money to build a bright future for ourselves in real estate.
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MREA Models

The Flow of 
Money

Build Your 
Future

Perspective

Daily Success 
Habits

Best Practices Recap and 
Create Your 
Success List

SAY: Think back to the classes you took to become a licensed real estate agent. Do 
you remember learning how to handle your finances as an agent while studying for 
your license?

EXPLAIN: For most, the answer to this question is a flat “no.” Today, we’ll dive into 
practices you can put into place today to ensure you have a financially sound 
business and can fund your big life.
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Habits for a 
Financially 
Sound 
Business

1. Set a profit goal that funds your Big Life and 
pursue the activities to achieve it. 

2. Estimate, save for, and pay your taxes on time. 

3. Use the proven models and systems of the 
MREA Chart of Accounts. 

4. Be fiscally savvy by reviewing your financials 
monthly. 

5. Pay yourself a salary. 

6. Prepare now for a financially secure future. 

EXPLAIN: Keller Williams is known for models, systems, and technology, so naturally 
KW offers powerful tools driven by technology to help you pursue your personal and 
business goals. Use the proven models and tools of The Millionaire Real Estate 
Agent (MREA) to have a smart, sound business! 

ASK: Read through the habits you see here and on page 3 of your participant guide. 
Why do you think these are important habits? 

SAY: Because many agents: 

 confuse income with profit 

 don’t save for and pay taxes on time 

 don’t make use of the powerful tools available to them 

 don’t understand their financials and just “wing it” 

 don’t plan for a regular monthly salary 

 are not preparing now for their financial security

SAY: While we won’t have time to go through each habit in detail today, we will make 
sure we cover the fundamentals, so you get off on the right foot with your business.
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Money is good 
for the good it 

can do.

“

- Gary Keller

ASK: What is the purpose of business? (Profit!)

SAY: And with profit, you have the money to do good for your family and community.

SAY: When you set your goals, you become keenly aware of how many transactions 
you need to close to reach your financial goals. This is the money you’ll use to fund 
your big life, to do good.

EXPLAIN: Today, we’ll be talking about financially sound business practices that you 
can incorporate into your business from the start, with every transaction you close. 
This begins with understanding how the money you make from each transaction can 
contribute to a financially sound or financially unsound business.

Elementals: Financial Basics March 2020
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Financially Sound or Unsound?  

SAY: Now, we will review two scenarios on page 4 of the participant guide. These 
scenarios represent a transaction closed by a solo agent, Jessica Campbell, where 
she closes on a home and her share of the commission is $9,000.

ASK: Is the $9,000 commission check Mary receives profit or income/revenue? 

ANSWER: It’s income! The profit is what’s left over to fund your business, your taxes, 
and your personal lifestyle. It’s important to know the difference between income and 
profit. 

ASK: What do you use profit for?

SAY: Take a couple of minutes to read and review the scenarios found on page 5 of 
your participant guide.

DO: Give students a few minutes to review the scenarios. 

ASK: Which scenario is financially sound? (Scenario 2) Why is it financially sound?

EXPLAIN: In this scenario, Jessica is saving 40% of her income for taxes. This may 
be a high number, it’s best to check with a CPA to determine the rate at which you 
should save for taxes.

SAY: Most agents receive little or no guidance on how to handle their first (or any) 
commission check, and end up in scenario 1, with no money left over to pay their 
taxes, and a life they still need to fund.

Elementals: Financial Basics March 2020
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Financially Sound 
Business Example

1 transaction

$9,000 commission

$5,760 net payment check

$2,419 in your pocket

Expenses and taxes accounted for!

SAY: This is what we’re aiming for with this class—for you to understand and 
embrace this smart model that grows your business, pays your taxes, and funds your 
life. 

DO: Tell your personal story, or someone you know who had an unsound business 
and the consequences of that. (not being able to pay taxes)

Elementals: Financial Basics March 2020
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MREA Models

The Flow of 
Money

Build Your 
Future

Perspective

Daily Success 
Habits

Best Practices Recap and 
Create Your 
Success List

SAY: Building on the financially sound business example we just reviewed, let’s take 
a look at some models presented in the Millionaire Real Estate Agent or MREA.
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MREA Economic Model
Percentage 

of GCI

Income
GCI – Gross 
Commission Income

100%

Expense
COS – Cost of Sales 30%

Operating Expenses 30%

Profit Net Income/Profit 40%

$10,000 Commission Check

Gross Commission Income 
(GCI)

$10,000

Cost of Sales $3,000

Operating Expenses $3,000

Profit $4,000

The MREA Economic Model

SAY: The MREA percentages seen here, come from studies of best practices of 
hundreds of top agents. The percentages are important because they help you 
evaluate the health of your business. 

SAY: The idea is to drive 40% to the bottom line—a HUGE margin compared to any 
other business! 

SAY: Here, we’ve given you an example of a $10,000 commission check to help you 
visualize the economic model.

EXPLAIN: To see a detailed breakdown of this model, see page 157 of the MREA.

ASK: What do you think of this model? Does 40% of your income feel like a 
reasonable percentage to have left for profit? Why?

EXPLAIN: The key here is to lead with revenue, not expenses. When you start out in 
real estate, you may need to spend a little money to get started, but the key to a 
financially sound business is to only spend money that has been generated by your 
business. It shouldn’t cost much to generate buyer and seller leads if you’re working 
your database every day. Our goal in Ignite is to help you realize that by keeping your 
cost low and working your database, you can generate a tremendous amount of 
business for very little money.

Elementals: Financial Basics March 2020
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MREA Models
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SAY: Now that we have the key percentages of the economic model, let’s review the 
flow of money in your real estate business.
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The Flow of Money

PROFIT
What’s your goal?

EXPENSES
How can I minimize expenses to 

maximize net income?

INCOME
How many homes do I have to sell?

ASK: What is the goal of your real estate business? 

ANSWER: Profit. 

ASK: What formula is commonly used to calculate the profit of your business? 

ANSWER: Income (-) Expenses (=) Profit. 

SAY: While the formula to calculate profit is important, it is not the model we use to 
set and track our profit goals each month, quarter, year. Instead we ask ourselves the 
following strategic questions. These questions can be found on page 7 of your 
participant guide.

DO: Read questions 1-3 aloud. 

1. How much money do I want in my bank account at the end of the year? 

2. How many homes do I need to sell to achieve my profit goal? 

3. How can I minimize my expenses to maximize my net income? 

ASK: Are there any questions regarding the flow of money as seen in this model?

Elementals: Financial Basics March 2020
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Income from Your Real Estate Business 

Commission earned from closed transactions

1. Listing income
2. Sales income
3. Referral income
4. Leasing income

Income

EXPLAIN: Income in your real estate business can really only come from a select 
number of sources, mainly listing income, sales income, referral income, and leasing 
income.

SAY: This is what goes into your business.

Elementals: Financial Basics March 2020
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Cost of Sales

The cost (expenses) related to each transaction you make. The cost of 
making the sale.

1. Commissions paid to the office (fees to your broker – Company Dollar)
2. Royalty fees paid to KW
3. Commissions or splits paid to employees or independent contractors 

involved in sales
4. Referral fees

Expenses

ASK: What goes out of your business?

ANSWER: Cost of Sales.

SAY: It’s important to understand the cost of being in business with the Market 
Center. In our case, those costs are the company dollar, royalty, and referral fees 
owed to the market center. 

ASK What is our Market Center cap?

Tell participants the MC cap if no one answers this question

TELL participants to write in the cap on page 9 of the participant guide

EXPLAIN: When you have no transactions, there are NO Cost of Sales. 

SAY: The company dollar cap agents pay is determined by each Market Center and 
will vary by Market Center, royalty is capped at $3,000 , a rate determined by KWRI.

EXPLAIN: Keep in mind, Cost of Sales are not the only expenses you’ll have in your 
real estate business, you’ll also have operating expenses, the expenses you incur to 
run your business.

Elementals: Financial Basics March 2020
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Digging 
in to 

Cost of 
Sales 
(COS)

 

 

 

NOTE: This slide is animated. Click to advance to the next scenario.

SAY: Let’s dig in to Cost of sales by doing a quick exercise. Follow along on page 9 
of your participant guide, you may want to get out your calculator or smart phone to 
complete this activity.

EXPLAIN: At the top of the page, you’ll see three formulas. These formulas represent 
your net commission based on whether or not you’ve capped on company dollar, 
royalty, or both. For this example, we are assuming that you are on a 70/30 split with 
your market center, meaning 30% of your GCI will be paid to the market center in the 
form of company dollar. Along with that, 6% is calculated based on your GCI if you 
are not yet capped on Royalty.

DO: Review the three formulas: 

 GCI x 30% = amount paid to broker (Company Dollar) up to a maximum amount 
(cap) of _____________(fill in for your MC)

 GCI x 6% = amount paid to KW (Royalty) up to a maximum cap of $3,000

 Net commission check = GCI – Company Dollar – Royalty

DO: Walk participants through each scenario, asking for input as you go. 

CLICK to advance to each scenario.

ASK: What are your AHAs from this exercise?

Elementals: Financial Basics March 2020

©2020 Keller Williams Realty, Inc. 14



MREA Models

The Flow of 
Money

Build Your 
Future

Perspective

Daily Success 
Habits

Best Practices Recap and 
Create Your 
Success List

SAY: Now that we’ve covered the models, let’s see how you can plot your course to 
a big future.
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Activity: 
Plan for 

Your Future

10 minutes

SAY: The activity we are about to complete will help you determine how you’ll 
achieve your profit goal. We’ll be working backward from Profit to determine your 
activities, and your budget.

EXPLAIN: For this activity, you’ll want to get out a calculator or use the calculator app 
on your phone. We will run through an example of the activity together, and then you 
will have 5 minutes to go through it on your own or in pairs.

Elementals: Financial Basics March 2020
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Slide 17

Plan for Your Future with Profit

DO: Invite the audience to turn to page 10 of their participant guide and follow along with you to 
complete the activity, which will give them an outline of their annual business plan – built off their 
profit goal.

1. Write down your annual net profit goal on the top of your piece of paper. For example, the net 
cash I want to have in my bank account at the end of the year is $100,000.
CLICK [Advance the slide forward to display $100,000].

2. Calculate the gross profit goal you need to make to account for the tax liability on your net profit 
goal. We recommend anticipating a 40% tax liability. To calculate the gross profit goal, we would 
divide our net profit goal by 60%.
CLICK [Advance slide forward to display the gross profit goal of $416,666].

3. Calculate the gross commission income you need to attain your gross profit goal. The formula to 
calculate your GCI is to take your gross profit goal and divide by 40% or 0.40.
CLICK [Advance slide forward to display the GCI needed to achieve a net profit goal of 
$250,000].
ASK: Does anyone know why we calculate the GCI by dividing gross profit by 40%?
ANSWER: The MREI budget model suggests that if we stick to an operating expenses budget 
that is equal to 30% or lower of our GCI, with an anticipated cost of sale of 30% of GCI, we can 
expect a 40% profit.

4. Calculate the number of homes you must sell to achieve your GCI. The formula for this is to divide 
your GCI by average commission income (i.e. average sale price multiplied by your average 
commission percentage).
CLICK [Advance slide forward to reveal number of homes need to sell annually to achieve GCI].

5. Calculate your anticipated cost of sale. CLICK [Advance slide forward to display the cost of sale].
SAY: Your cost of sale is calculated as your royalty cap added to your company dollar cap, which 
would total around $23,000 annually.

6. Calculate your operating expenses budget. The MREA budget model recommends we reserve 
30% of our GCI to cover operating expenses. Therefore, our annual operating expenses budget 
would also be $312,500, with a GCI of $1,041,666. CLICK [Advance slide forward to reveal your 
operating expenses budget]

SAY: What we’ve just done in this activity is start with your annual net profit goal and work backwards 
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1. When you look at the numbers on your piece of paper, your net and gross profit 
goal, GCI, home sales, and operating expenses budget, how do you feel?

2. What aha’s do you have after calculating these numbers?
3. How many people are on target to meet their net profit goal?

March 2020
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SAY: You know where you want to go; now, let’s talk about how to get there.
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Best 
Practices

Set Yourself Up 
for Success

Gain clarity on your Big Life hopes and dreams

Set your personal and business budgets

Set up your business entity

Open additional bank accounts for taxes, expenses, and 
other savings

Download and use the MREA Chart of Accounts

Purchase/Download tax accounting software

Hire an accountant, CPA, attorney

Set dates to calculate and pay your estimated taxes

Prepare for your future: insurance, savings, investments

EXPLAIN: In your participant guide on page 11, you’ll see this short checklist of best 
practices. This list is not exhaustive by any means but is a great way to put yourself 
on a path that will ensure your financial wellbeing. 

SAY: You may be able to check off the first item on this list given your experience in 
Spark goal setting, and in today’s short goal exercise. 

DO: Go through the list and briefly talk about the importance of each item.

ASK: What type of deadline will you give yourself to complete each task? Take a 
moment to write down a date which you think is reasonable for each item.

SAY: Under the Who column, you can write down who you know in that field or area 
of expertise that may be able to help you achieve the best practice. For example, for 
Hire an Accountant, write down the name of a CPA you know.

ASK: What better way can you think of to lead generate AND find valuable resources 
for your financial best practice team than calling your sphere, your trusted friends and 
family, and asking them who they would recommend?! What a great opportunity to 
remind them that you’re in the real estate business and ask for referrals!

DO: Share a story about finding a CPA, attorney, or other professional to help you in 
your real estate business with the class.

Elementals: Financial Basics March 2020
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SAY: Now that we’ve covered the financial basics, let’s gather some aha’s and 
create our success lists for this module.
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Aha’s to Achievement

How has your 
thinking
changed? 
What ideas or 
mindsets were 
new?

What do you 
feel differently 
about? What 
was 
meaningful to 
you today?

How will your 
behaviors be 
different going 
forward? What 
actions will 
you take going 
forward?

Recap

What tools, 
models, or 
systems will 
you definitely 
use? How will 
they make you 
accountable? 

TIME: 10 minutes

SAY: The goal of our time together is to help you think, feel, act, and use what 
you’ve learned to ignite your passion and help you achieve your Big Why.

REFER participants to the Aha’s to Achievement activity in the PG.

INSTRUCT participants to write down their aha’s for each of the categories.

ALLOW 5 minutes.

DO: Ask volunteers to share their responses with the group.

ACKNOWLEDGE common themes.

SAY: Taking the time to reflect on what you’ve learned is important in building 
your confidence and celebrating your growth—we’ll do this activity during each 
Power Session so that you can keep track of your learning journey!
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EXPLAIN that the overall goal of Elementals is for participants to get their first 
contract and closing. The tasks (on the slide) are the activities they need to do to 
grow and run their business.

EXPLAIN that they can use reports in Command to track their database health. Their 
goal with their database health should be to keep their overall score at least 50% or 
greater.
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10 Contacts Added

10 Conversations a Day

10 Handwritten Notes

10 Home Previews per Week

Elementals: Goals to Set Your Career on Fire
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EXPLAIN that one of the Daily Success Habits is memorizing and internalizing 
scripts. 

EXPLAIN that learning scripts is important because:

• Practicing and internalizing scripts allows your business to grow.

• Just as a doctor learns anatomy before working with patients, agents need to learn 
scripts to prepare to have meaningful conversations with clients..

• With scripts, you control the conversation by using purposeful language that helps 
you get to the end point: a closed transaction. 

• They help you communicate your value. Once you have internalized scripts you 
can add your value proposition which will help lead generation efforts and lead to 
closed deals. 

• Scripts help you uncover motivations (buyer/seller) and identify any objections so 
you can handle them upfront

• Allow you to have a rehearsed response that delivers a powerful message in a way 
that the consumer will best understand

• Allows you to ask questions in a way that they will be able to quickly share the 
information you need to better serve them

• Help an agent gain confidence 

ASK participants if they have any questions before moving on. 
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Scripts

Why is it important to 
learn, internalize and 
personalize scripts?

• Lead generate

• Uncover motivations

• Identify objections

• Close deals

• Speak in terms the customer understands

• Build confidence 
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TIME: 30 minutes

CHOOSE a relevant script from the Elemental Script Book to focus on today. 

EXPLAIN that after hearing an example, participants will then have time to role play 
the chosen script with partners.

ROLE MODEL the chosen script with a volunteer. 

EXPLAIN the steps (below) that participants will follow for Role Play practice:

• Participants will spend five minutes reading the script aloud to themselves.

• Participants will pair up with a partner and take turns reciting the script until they 
can work without a prompt. This should take about five minutes.

• Participants can video record each other practicing scripts to watch and learn from 
later (optional).

• Repeat steps (using the same partner) with other selected scripts until 30 minutes 
is up.
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REVIEW the Rules and Exceptions regarding the Do Not Call Registry located in the 
beginning of the Ignite Script Book:

• Subscribe to the Registry

• The registry is hosted on a dedicated website. Your Market Center should 
subscribe to the Registry and provide you with log in credentials. Note that it 
is a violation of federal law to make ANY telemarketing calls without access 
to the Registry.

• Check Before You Call

• Before making a call, check to see if the consumer is on the Registry. If the 
consumer is on the Registry, do not call!

• Update Your Call List Regularly

• Delete all numbers in the Registry from your list – at least every 31 days.

• Honor Consumers' Requests

• Never call a consumer if the consumer requests to be placed on your 
personal (or your Market Center’s) do not call list. All consumer do not call 
requests must be placed on a list and honored permanently, unless the 
consumer subsequently consents to be called.

• Know the State and Federal laws

• Know that in addition to federal laws, many states also have laws governing 
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Subscribe to the registry 

Update your call list regularly

Know the state and federal laws

Check before you call

Honor consumers’ requests

Under federal law, sellers and 
telemarketers (including real estate 
agents) are prohibited from calling 

consumers listed on the Federal Trade 
Commission’s Do Not Call Registry.

Compliance:
Do Not Call
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telemarketing. Make sure you are familiar and compliant with your 
state’s laws.

EXPLAIN that participants should only be calling their sphere of influence or 
referrals that they have permission to have a conversation with.

March 2020
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TIME: 1 hour

EXPLAIN that real-play activities done through Ignite that are done in the classroom are 
money-making activities done with the support and guidance of you (the trainer) and the 
other participants.

REVIEW the steps of the activity.

• Say the affirming message out loud. “I always come from contribution. People will 
welcome my call.”

• Call contacts from your database (people you know) and referral names you have been 
given by your contacts. Participants should only call people they have permission to 
have a conversation with.

• Use the scripts provided to make calls

• Suggest a met-up to reconnect

• Update contact in Command by adding notes that reflect the outcome of your 
conversations. Do this for each contact you call.

• Add the contact to a Neighborhood Nurture in Command

• Call for 60 minutes and contact as many people as possible

TELL participants to turn to someone close to them. They will say the affirming message 
out loud to the other person before starting the real-play activity, “I always come from 
contribution. People will welcome my call.” 

TELL participants what time class will resume.  
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Calling with 
Scripts
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After the 60-minute call time is over:

ASK participants to report out the results of their calls. You can ask the additional 
questions to further progress the conversation. Ask: 

• What will you do differently tomorrow? 

• What do you need help with?

COACH participants on any appointments they set. Role model and role play 
scripts and dialogues for these appointments where appropriate.

March 2020
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TIME: 30 minutes

DEMONSTRATE how to add contacts in Command.

• Review the following help article to see how to add a contact in Command: 
https://answers.kw.com/hc/en-us/articles/360015702154-Add-a-Contact

DEMONSTRATE how to add notes about the conversation to the contact in 
Command.

• Participants should add necessary notes regarding the conversations they just 
had.

INSTRUCT participants to write handwritten notes to 2-3 people to thank them for 
their time
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Update 
Contacts

& 
Follow Up

30 minutes
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** This activity is optional.
TIME: 30 minutes

EXPLAIN that understanding and explaining the contract to clients is a vital part of closing 
a deal. Contracts are complicated and require you to be precise, so practicing with them a 
little every day sets you up for success for your first closing.

BRING copies of one of the contracts used by your Market Center

CHOOSE one of the suggested activities below to lead participants through using that 
contract. Don’t choose the same activity every day. 

CLOSE READING: 

ROLE MODEL how to closely read a contract by reading one section out loud. 

INSTRUCT participants to closely read a section of the contract on their own. and 

ASK each participant to share 3 aha’s, questions, or concerns. 

PRACTICE WRITING: 

CHOOSE a recently closed property and display or read the necessary closing 
conditions, address, etc. 

INSTRUCT participants to practice writing a contract for that property. 

COMPARE the participants’ contracts to the actual signed contract for that property. 

EXPLAIN CONTRACTS: 

DIVIDE participants into pairs. 

INSTRUCT participants to read a section of the contract. and 

ASK participants to practice explaining that portion of the contract to their partner as 
if their partner was a client. 
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ADDENDUM QUIZ: 

LIST potential situations that would require one or more addendums to 
the contract. 

GIVE a point to the first participant to guess the correct addendums. 

ANNOUNCE the person with the most points as the winner. 

March 2020

©2020 Keller Williams Realty, Inc. 28

Elementals: Financial Basics



DEMONSTRATE how to access the ? for help in Command

Explain the options

• Keller Williams University (help articles and videos)

• Chat with support

• Post an idea (ideas.kw.com)

DEMONSTRATE how to access resources on the Tech Enabled Agent page on 
Connect

• Technology > Tech Enabled Agent > Get Training > select one of the training 
options listed 
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Get Help
Use Command and Connect to get help.

Command Connect
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ASK participants to pull out a blank Plan Your Day page from the Toolkit.

REMIND participants the Daily 10-4 at the top should also be incorporated into their 
success list 

REVIEW how to create a success list:

• Take 5 minutes to create a list of tasks they need to complete related to the Ignite 
session just attended. 

• After they have their list they will denote with an “X” if the item is a to do or a 
should do. 

• Then, participants will prioritize their should do’s by putting a number by each item 
(1 being the most important)

INSTRUCT participants to partner up and take 5 minutes for a peer to review and 
provide feedback. Peer review questions:

• What are the should dos and to dos? 

• Are you thinking in order of priority?

30
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To Do
Should 

Do
Priority Task

Are tasks written as observable actions or are they written as results?

Make Your Success List
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ASK for any volunteers to share their first priority item off their list.

March 2020
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Please Complete the Ignite Survey

https://www.surveymonkey.com/r/3MNBLQ6

Scan QR code to 
access survey

Or type in this link

ASK participants to complete the Ignite evaluation survey
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