
WINNING IN REAL ESTATE - BUSINESS PLAN

[bookmark: _heading=h.9nz2ejgttzi6]Building (or Rebuilding) a Firm Foundation
Teacher Myles Munroe once said it’s not what or who you are that’s holding you back. It’s what you think you are not that’s holding you back. Is there anything that you presently believe about yourself that’s holding you back? What do you need to start or stop doing today to live out your “why?” And build a firm foundation? 																																																																																																																														

Real Estate Business Checklist
· Research and select a sponsoring broker (see the questions to ask a broker below). 
· Draft your initial overarching goals in the section below.
· Draft your SMART Goals (see template below).
· Build your business plan (see template below).

10 Questions To Ask A Potential Sponsoring Broker:

1. What’s the brokerage’s mission and vision?
2. What separates you from other brokerages in the marketplace?
3. Can you describe the brokerage’s culture?
4. What support do you offer when it comes to contracts or legal issues?
5. How many agents do you have, and what is the brokerage’s track record for retention?
6. How do you help agents and associate brokers set and reach their goals, and what percentage meet or exceed the sales goals?
7. What ongoing training and support do you offer? What about business planning support?
8. How does the brokerage generate leads, and what opportunities will I have to close them?
9. What commission split do you offer? Are there any other fees?
10. Are there any other benefits offered to affiliate licensees?



SMART GOALS

	S
	Specific
	What will you achieve and how (actions)?

	M
	Measurable
	How will you measure the goal? How do you know you reached it?

	A
	Attainable/
Achievable
	Do you have what you need to meet the goal?

	R
	Realistic/
Relevant
	How does it relate to your broader goals? Does it align with your “why?”

	T
	Time-Bound
	When will you accomplish this goal?



Before we dive into drafting specific SMART goals, jot down a quick list of two to four things (broad) you want to accomplish in the next 12 months. We’ll use the SMART goals framework to set the actions you need to take to reach that overarching goal.

1. 
2. 
3. 
4. 
5. 
6. 
7. 

Notes:																																							
													



Use the charts below to write SMART goals that focus on the action you will take to reach your overarching goals. I recommend setting no more than 4 goals at a time so your focus stays clear. I’ve added more chart templates that you can use as you achieve them. Additionally, as you go deeper into business planning, you’ll have the opportunity to refine the goals and move to a more detailed level of planning.

	Goal 1: 

	S
	Specific
	

	M
	Measurable
	

	A
	Attainable/
Achievable
	

	R
	Realistic/
Relevant
	

	T
	Time-Bound
	




	Goal 2: 

	S
	Specific
	

	M
	Measurable
	

	A
	Attainable/
Achievable
	

	R
	Realistic/
Relevant
	

	T
	Time-Bound
	




	Goal 3: 

	S
	Specific
	

	M
	Measurable
	

	A
	Attainable/
Achievable
	

	R
	Realistic/
Relevant
	

	T
	Time-Bound
	




	Goal 4: 

	S
	Specific
	

	M
	Measurable
	

	A
	Attainable/
Achievable
	

	R
	Realistic/
Relevant
	

	T
	Time-Bound
	



Executive Summary: This should be an overview of your mission and vision, along with a general overview of the plan. This may be something you need to start, then circle back to finish once the rest of your plan is complete.																																																																																																																													

Management Team: List out the key players in your business and their responsibilities. At first, this may just be you, but start thinking about future expansion. 																																																																																																																										

Products and Services: This includes your listing products and your brand. Are you focused on residential or commercial? Single-family or multi-family properties. Be sure to outline how you will generate leads and what will differentiate you from your competitors.																																																																																																																								

Customers and Marketing: Define your target market (area) or the perfect customer (persona). You may want to focus on veteran or first-time homebuyers, or maybe investors. The more details you include, the more direction you’ll have in your marketing. 																																																																																		

SWOT: Take this section to examine your Strengths, Weaknesses, Opportunities, and Threats. This will help you position yourself to compete in the market, mitigate risks, and capitalize on opportunities.  

	Strengths

	Weaknesses













	Opportunities
	Threats














Financials: This is where you will determine your initial budget and sales goals for the next 1 to 5 years. 

Expenses: Jot down your present and anticipated expenses																																																																																																																										

Revenue/Income: Document what you’ve earned in the past as well as what you’re projecting over the next year. If you’re just starting out, note what you have historically earned over the last six months.																																																																																																																																	

Goals: What are your income/revenue goals for the next one to five years? Look at where you are and the lifestyle you’d like to live in the future.																																																																																																																												

Operations: This section is all about action and execution. It should include your hours of operation (which may feel like 24-7 in the early years) and all of the steps you’ll take to reach your business goals. Be sure to include your marketing plans.																																																																																																																										
																																																																																																																																																																																																																																																																																																																																																															



Appendix: Be sure to attach your articles of incorporation and other business formation documents or information relevant to the contents in earlier sections. 																																																																																																																																						

