Which business has a more stable foundation?
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The Foundational Model of the

Millionaire Real Estate Agent
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Think Big Goals and Big Models

Big Habits
$40 Million
Habits
o
= $20 Million
o Habits
S
o
(o]
E $10 Million
Habits
$5 Million
Habits
$2.5 Million
Habits
TIME
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The Difference Between a Functionary
and a Fiduciary

FUNCTIONARY FIDUCIARY
1. Low Level 1. High Level
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18. Highly Paid
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The 80:20 Rule

80%

20%

ACTION RESULTS
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The Four Models
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Economic
Model
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| 2. Flulies = 1.uvo |

“Don’t Just Become a Business—
Become a Big One!”
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The Basic Formula for the Economic Model of the
| For Sellers For Buyers |
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= Total Gross Revenue

- Expenses

= Net Income
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Prospecting Marketing
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33 Touch

m 18 Touches A combination of seven-
teen e-mails, mailings, letters, cards, or
drop- offs (which might include your
business card) and may be one of the
following: A letter of introduction, your
personal brochure, market reports, Just
Sold or Just Listed cards, holiday cards,
your personal newsletter, recipe cards,
property alerts, real estate news or
articles, investing news or articles,
community calendars, invitations, serv-
ice directories, promotional items, etc.

m 8 Touches Thank you or “thinking of
you” cards

m 3 Touches Telephone calls

m 2 Touches Birthday cards (husband
and wife)

m 1 Touch Father’'s Day Car
33 Touches Each Year
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5. MLS
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E?(PENSE D!ETAIL
- % | 1% | 2 | 2% | 12%
""""""""""""" 10% | 0% | 0% | 0% | 0%
‘ 018% 018% OP.G% 015% (iA%
B 2:2% 1:5% 1I.5% 1:5% 1:5%
1.4% 1% 1% 1% 1%
1% 1% 1% 1% 1%
1% 0.67% 1% 1% 1%
2% 2% 1.2% 1% 1%
1.4% 1% 1% 1% 1%

All percentages figured as a % of Gross Income. These are a rough approximation and
have been rounded up.
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THE COST OF A BAD HIRE

¥
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Figure 21

THE OPPORTUNITY OF A GREAT HIRE

.

| | working out. | |

| I 1. Focus on priorities. | |

\/
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The Consultative Interview

1. What was your goal?

n

2. How did you do?

n

3. How do you feel about that?

n

4. Based on how you did, what is your
goal and what do you need to do now?

)

|s there any- If you needed
thing that training or
might keep support to do
you from this, what
doing that? might it be?
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Is this it? Is this it? Is this it?




The Basic Cash Flow of the Economic Model of

Total GCI
/ $2.4 Million \

GCI from GCI from
DL iU D L.L WHHUILI
Listing COS Buyer COS

$100,000 $600,000

$700,000 Total Cost of Sales
$700,000 Operating Expenses
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The Effect of Average Sales Price
on Unit Sales

Goal = 2.4 Million in GCI
Average Sales Price Closed Units
$150,000 534
$200,000 400
$250,000 320
$300,000 267

150,000 4,500 534
anor I | | o a0

} 44 9.1%

181,500 5,445 440 _

N S A AU

T A e
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Average Conversion Rates

267
Monthly
Sales

80%

MACA ANMA A e O mlmm Ml mm

/[ £ AN
Leads Generated
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The Economic Model of the Millionaire Real Estate Agent
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_ Millionaire Real Estate Agent

2. $2.4 Million in GCI
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The Lead-Generation Numbers Game

MET HAVEN'T MET

PN
S
T
e

Net 320 Sales Per Year
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The Four Laws of Lead Generation

1. Build a database.
2. Feed it every day.
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The Budget Model of the Millionaire Real Estate Agent
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2) Lead Generation 9.2%

$220,000
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The “Big Two” as a Percentage

of Operating Expenses

Salaries 41.1%
Lead Generation 31.5%

Total 712.6%
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Buyer
Specialist
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Specialist
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The Seven Recruiting Sources:

| I S St I'|
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|
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The Nine Major

Compensation Options:

. Salary

. Commissions

. Pay Expenses

. Bonuses

. Profit Sharing

. Retirement Plan

. Insurance Benefits

. Vacation Time and Sick Leave

© 00 N O O A WODN =

. Equity Opportunities

And Remember—

| g DS =1 VAN, 4 N e e a4




The Issues In Between Earn a Million and Net a Million

Leads
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and doesn’t work for you.
Listings

L TV EININ] WU TR I T IR T W U] TR I PV DT L

each month.
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Leverage
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high level.
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Jobs Grow Over Time...Can Your Hire Grow with the Job?
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2. Buyers | |
3. Sellers
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Group Vs Team

team success or failure.

5. Teams take on outside
competition.
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1. 1.

2. 2.

3. 3.

4. 4.

5. 5.

6. 6.

7. 7.

8. 8.

9. 9.

10. 10.

1. 12.

12. 13.

13. 14.

14. 15.

5:30 AM 2:00 PM
6:00 AM 2:30 PM
6:30 AM 3:00 PM
7:00 AM 3:30 PM
7:30 AM 4:00 PM
8:00 AM 4:30 PM
8:30 AM 5:00 PM
10:00 AM 6:30 PM
10:30 AM 7:00 PM
11:00 AM 7:30 PM
11:30 AM 8:00 PM
12:00 PM 8:30 PM
12:30 PM 9:00 PM
1:00 PM 9:30 PM
1:30 PM 10:00 PM
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The Difference Between Active

DDDDDDD

and Passive Income

© 2003 By RELLEK PUBLISHING

PaRTNERS, LLC. ALL RIGHTS RESERVED. NO PART OF THIS PUBLICATION MAY BE REPRODUCED IN ANY FORM OR BY ANY



A MILLIONAIRE

—r—a —r e A == A far—aa

Saving for Passive Income?

$149,253 Gross Income x 33% Tax Rate = $49,253 taxes
$149,253 Gross Income - $49,253 taxes = $100,000 in Savings

$100,000 in Savings X 5% Interest Rate = $5,000 Passive Income/Year
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How much after-tax money would

you need invested to generate the
following monthly pretax income?

$ 9,000 $ 37.50
$ 18,000 $ 75.00
$ 36,000 $ 150.00
$ 72,000 $ 300.00
$120,000 $ 500.00
$240,000 $1,000.00
$360,000 $1,500.00
$480,000 $2,000.00
$600,000 $2,500.00
$720,000 $3,000.00
$960,000 $4,000.00

DDDDDDD
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The Journey from Working IN Your Business to

Working ON

Your Business

\ /N
L IN

Being an
AGENT

\ \ /
I/IHI\DI \\\ \q__/ j
- \_Set and Do the Standards ‘1 Do It
N
= . /\ Being a
7N N (N
L IN . L MANAGER
Nod Maintain Standards and
Share the Doing “We Do It”
- \\\\ P
/ \ N\, UN Being an
. IN . OWNER
N N

~ - b
k.

Accountability to Standards "\,

“Others Do It”
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The 7" Level Concept:

The Seven Potential Models of People Leverage of a
Financially Wealthy Real Estate Agent

e >

The 15t Level

No Leverage

C et D
y

/Administrativ9>

The 2™ Level

One Administrator

The 3" Level

/‘\(II"I"II I"Ilblr’dll\r‘b

(Admmlslmtwe

Multiple Administrators

The 4" Level

‘} Agent. K

i Bu er
Qd”””'t’"‘m“/ Cf\r|rnm|%tr‘at!\ft-‘/ N Specmllst )

Multiple Administrators
One Buyer Specialist

The 5 Level

R

/’ Bl.l er “'\
J:IECIallsl

~ Seller
- Specialist _

[ Multiple Administrators

Multiple Buyer Specialists
One Seller Specialist

A(Immmrrdtw(*/

(\Admlmslmiwv/‘

A ey —
I\f}flr‘mnlslramS/

(\dmmlslran ve) i d nlslrahv ) '\clmlnlstratwe,r
The 6" Level Agent Administrative Manager
Multiple Administrators
Multiple Buyer Specialists
( Seller ~ N /Admlms[ratwe Bu elr e Seller Specialist
S_peuallst /\\ M /& Spena ist__/
- Manager_
\

The 7 Level ( Agemd’>—><f Manager D
Other __—*___
Business a /Admmuslratwe
| " Seller ™ Manager_ /" Buy er “\
B{,);l;'f;q ' <\ _Specialist / \ Speuallsl

Other

Manager

Administrative Manager
Multiple Administrators
Multiple Buyer Specialists

Seller Specialist

(\dmmlstratwé ( 7\ mmlstratwe\ ’f\clmmlstratlve/

Business
1%

You do not need to predetermine which level you will ultimately achieve. The key is to master
the level you are on and then let that set the foundation for the possibility of moving to the next
stage. Trying to skip levels or move too quickly through them may set the stage for burnout or
backsliding. Note: If you decide against going to the 7th Level, you should master investing.
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Mission-Vision-Values-Beliefs-Perspective
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/~ “What does the \

f
f business look like

‘ when we’re done?” *

OUTER
A
BELIEFS I|| MISSION
“The rules we “ / |
will follow in ° FUTURE
our business.” /
- w4
D A
Py  GOAL
P@i&e /" Plans/Actions/Results
.’//
4 v GOAL
__,/Planszctions/Resu]ts
Y S
S/  GOAL
/’ ““‘w"\\ ~ Plans/Actions/Results
rd
< >
; NOwW \ INNER
{ A L
|I|l .I\
II PERSPECTIVE : VALUES
\  “Our interpretation |
\  of where we are at / “What is
important to us?”
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The Millionaire Real Estate Agent Energy Plan

1. Meditate and Pray—Spiritual Energy

2. Exercise and Eat—Physical Energy

3. Hug, Kiss, and Laugh—Emotional Energy
4. Plan and Calendar—Mental Energy

5. Lead Generate—Business Energy

All by Eleven A.Mm. Every Day!
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Putting It All Together

1. Create a personal plan and make process your focus.

2. Time block to get your focus.
3. Get accountability to keep your focus.
4. Make sure your environment supports your focus.

5. Keep your energy to maintain your focus.
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