Atomic Agents Incubator | The Brand Advantage
Use what you have. Find what you need. Build from there.

1. Your Brokerage Is More Than a Logo - You do a lot. Your brokerage should do more.
What does my brokerage currently provide that I actually use?

What do I have access to but rarely use?

One thing | want to explore more:

2. Know the Financial Side of the Relationship - Look beyond the headline split. Consider the full financial picture.
O Commission split [ Cap [ Transactionfees [ Monthly/technology fees O E&O costs [ Revenue share

[ Stock/equity opportunities [ Bonuses/fincentives (I Included services that reduce expenses

What am | paying my brokerage each year?

$

What expenses does my brokerage help offset?

What financial opportunity am I not fully using?

3. Everyday Essentials - Which core tools do you already have?

Resource Have It Use It Well Need to Learn
CRM /[ Lead Management a O |
IDX Website (| O (|
Transaction Support | O O
Digital Business Card [ App (| O |
Lead Generating (| O (|

The tool | most need to use better:

4. Al as an Assistant - Al should save time without replacing judgment.

I currently use Al for:

O Marketing O Client communication [ Listing descriptions [ Social media [ Brainstorming [ Organization
O Research/support O Other:

One task I could safely streamline with Al:

5. Marketing Help You Don’t Have to Build From Scratch - Before paying for another service, check what already exists.
O Listing photography O Yard signs / installation [ Canva/designtools [0 Ads/promotion [ Print materials

O Social media resources [ Listing showcase tools [ Billboards O Other:
What am | currently paying for that might already be included?

What marketing resource should | use more often?

6. Client-Facing Resources - Which tools directly improve the client experience?

O Transaction coordination [ Financing [ equity solutions [ Listing marketing O Client education tools
[0 Relocation resources [ Specialty expertise O Language support [ Other:
One resource | could use with a client right now:
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7. Keep Growing — Training, Coaching & Mentorship - Growth resources count too.

O Coaching O Mentorship [ Live classes [0 Recorded training [ Continuing education [ Certifications
[ Office hours [ Leadership support O Peer groups [ mastermind

The training resource | use most:

The resource I should be using more:

Something I still want to learn:

8. Grow Into More - Specialty resources can expand what you’re able to offer.
O Luxury O Commercial OLand [OlInvestments O Military / relocation [0 New construction [ Other:
A specialty I’'m curious about:

Who or what resource could help me learn more?

9. Beyond the Business - How does your brokerage support you as a person, not just your production?
O Healthcare [ Prescriptions [ Dental [ vision [ Family-care resources [ Petcare O Financial planning
[0 Roadside assistance [ Personal education/resources [ Other:

A personal benefit | already use:

One | should learn more about:

10. What Do You Wish You Had? - Don’t start with what exists. Start with what would actually help.
What would save me time?

What would save me money?

What would help me serve clients better?

What training or support do | wish | had?

What do | wish my brokerage offered?

Now ask: does it already exist somewhere?
OYes O Maybe O No Olneedto find out

11. Turn Benefits Into Business Advantage - You do not need to use everything. Choose what matters most right now.
My Resource Action Plan
1resource | will start using:

1resource | will learn better:

1 expense | will check before paying for again:

1 person/resource | need to connect with:

My first action:

Atomic Reflection

The best brokerage benefit is the one you actually put to work.
And at the very bottom, I’d add one final little box:

My Biggest “I Didn’t Know/Forgot We Had That!”” Moment:
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