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Building Your Network – Business Plan and Projections


1)  ACCOMPLISHMENTS/ACHIEVEMENTS

How many years have you been in the real estate industry?  
 

How many deals did you close this year?  


Which year was your best on record in real estate?  



Approximately how much in commissions did you make that year?  


How many deals did you close that year? 


Who was your target market?  


Were the majority of your clients that year buyers or sellers?  



How did you generate the majority of your leads and what was the percentage that accounted for your


business that year? 
( Cold calls ______%

( Referrals ______%

( Advertisements ______%

( Open houses ______%

(  Sphere of influence ______%

( Past clients ______%

( Other____________ ______%


What strengths/characteristics do you possess that helped to generate these leads?  


2)  CURRENT BUSINESS

How many listings do you currently have?  


What is the average time your listings stay on the market?  _____________________ Local avg. = (____________)

How many active Buyers and Sellers do you have?  


What types of advertising and marketing do you do for yourself and your listings?  


How much did you spend on your advertising and marketing last year?  


What are you doing today to actively generate new leads?  


How many networking functions do you attend?  _____________________________________________________

What organizations do you belong to: 1. _________________  2. __________________  3. 


What system do you use to collect data and manage your contacts?  



Do you collect business cards of new contacts?


Do you hand out your business card as often as possible to both old clients and new? 


Do you update your contact/mail out list (new & old)?        ( Yes          ( No          ( N/A

What incentives do you use to attract Sellers & Buyers:


( Free home Evaluation          ( Client Referral Program     


( 1 Stop Shop (selling/buying/mortgages/insurance)    ( Other 


How do you follow-up with a client upon completion of a transaction? 


( Card          ( Flowers           ( Gift          ( Visit          ( Other 


How often do you contact past clients?   


( Monthly    ( Annually         ( Holidays  ( B-Days      ( Anniversary     ( Other
    
How can you improve your client’s positive experience of selling or buying property? 


3)  PROSPECTING FOR NEW CLIENTS – How to Build your Network







           
    CURRENT
  
             GOAL

How many business cards do you hand out each week?
_______________
________________

How many calls do you make per day for:


Cold calls?

     
       

_______________
________________


Expired listings?
                    
       

_______________
________________

 
How many open houses do you hold each week?
_______________               ________________

a)  How many cold and expired listing calls do you have to make before you expect to get an appointment

     or leads?
5   10   20   30   50   N/A   OTHER ___________

b)  How many appointments do you expect to need to get one listing? 


                                                                                                5    10   20   30   N/A   OTHER ___________


c)  How many leads do you expect to get from each open house?   1   2   3   5   10   N/A   OTHER


Number of calls needed to make 1 sale?  a) x b) =   



Number of open houses needed before 1 listing/sale is obtained?  b) ÷ c) = 


Do you plan to utilize any of the following to market yourself and build your network of contacts?


( Internet – Personal Website  (do you have a website to put your brochure / services / listings online?)


( Mail outs – Personal Newsletter, Calendar, drop cards (Do you direct mail your community with just listed, just sold, or local area comparison info to establish a connection and build community contacts?


( Newspapers    
( RE Papers   
( Community work    

Do you utilize any professional real estate marketing systems, strategies or plans through a 3rd party? ( Yes     ( No

How do you plan on expanding/strengthening your network in order to generate more leads and sales? 


4)  TARGET / GOALS

Is there a REALTOR( or mentor you would like to emulate?  


What characteristics of theirs do you think would benefit you most?  


How many sales would you like to close next month? year?  ___________________    


How much in commission do you hope to make next year?  


How many “New” clients do you hope to obtain over the next 3 months?  


SUMMARY

I will hand out __________ # of business cards each week.

I will make __________ cold calls / day beginning __________.

I will call __________ expired listings  / day beginning __________.

I will take part in __________ open houses / month beginning __________.

I will market myself in the following ways _____________________________________________________.

I will follow-up and contact __________ # of my past clients and leads / week beginning __________. 

I will begin mailing out _______________ to __________# of household in the community every _______week(s).

I will utilize the sutton.com free flexi site or build my own webpage to put my own listings and contact info online. y/n

I will have a transaction within _____________ month(s) by doing the following to generate more leads and sales: 

BUDGET REPORT

	CATEGORIES
	MONTH 1
	MONTH 2

	INCOME
	 
	 

	Commission
	 
	 

	Mortgage Referrals
	 
	 

	Referrals
	 
	 

	Other
	 
	 

	Total
	 
	 

	
	 
	 

	Business EXPENSES
	 
	 

	Realtor Fees
	 
	 

	Licensing Fee
	 
	 

	Real Estate Board Dues
	 
	 

	Franchise Fee
	 
	 

	Administration Fee
	 
	 

	Office Misc.
	 
	 

	
	 
	 

	      Marketing Expenses
	
	

	            Classified Ads
	
	

	            Signs/Post Rental
	
	

	            Website
	
	

	            Direct Mail/Farming
	
	

	            Letterheads
	
	

	            Printouts
	
	

	            Calendars
	
	

	            MLS fees
	
	

	
	
	

	       Automobile
	
	

	            Lease
	
	

	            Gas 
	
	

	            Insurance/Maintenance/Repair
	
	

	
	
	

	       Client Expenses
	
	

	           Gifts
	
	

	
	
	

	       Misc.
	
	

	           Food/Entertainment (50%)
	
	

	           Postage
	
	

	           Stationery/Print/Copy
	
	

	           Professional Development
	
	

	           Cell Phone/Pager
	
	

	
	
	

	 Personal Expenses
	 
	 

	Rent/Mortgage
	 
	 

	      Income Tax
	 
	 

	Bills
	 
	 

	Groceries
	 
	 

	Vacation
	 
	 

	Personal Hygiene
	 
	 

	Personal Entertainment
	 
	 

	
	
	

	
	
	

	Sub-total
	 
	 

	
	 
	 

	Total Expenses
	 
	 

	INCOME-EXPENSES=PROFIT
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