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75 Days to Success!

As a new real estate agent, stepping into the profession means becoming the CEO of your own business.
Here's what you can expect as you embark on this entrepreneurial journey:

1. Independence: 
One of the most exciting aspects of being a real estate agent is the freedom and independence it offers.
You'll have the flexibility to set your own schedule, choose your clients, and decide how to market yourself
and your services.

2. Building Your Brand: 
As a new agent, you'll need to establish your brand identity in the market. This includes creating a
professional image, developing a unique value proposition, and defining your target audience. Building a
strong brand presence takes time and consistent effort but is essential for attracting clients and standing
out in a competitive market.

3. Lead Generation: 
Generating leads is the lifeblood of any real estate business. As a new agent, you'll need to implement
various lead generation strategies to attract potential clients. This may include networking, cold calling,
door knocking, online marketing, hosting events, and more. Consistent lead generation efforts are crucial
for maintaining a steady stream of clients and growing your business.

4. Client Relationships: 
Building strong relationships with your clients is key to success in real estate. You'll need to earn their trust,
understand their needs and preferences, and provide exceptional service throughout the buying or selling
process. Positive client experiences lead to referrals and repeat business, so prioritize customer satisfaction
in every interaction.

5. Continuous Learning: 
Real estate is a dynamic and ever-changing industry, so ongoing learning is essential for staying
competitive. As a new agent, you'll need to invest time in continuing education, staying updated on market
trends, and honing your skills in areas such as sales, negotiation, marketing, and technology. Embrace
learning opportunities to grow professionally and adapt to market changes.

6. Financial Management: 
While real estate offers the potential for significant income, it also requires careful financial management.
As an independent contractor, you'll be responsible for managing your expenses, budgeting for marketing
efforts, paying taxes, and saving for future investments. It's important to establish good financial habits
early on to ensure long-term financial stability.

7. Persistence and Resilience: 
Building a successful real estate business takes time and perseverance. You'll likely face challenges,
setbacks, and rejection along the way. The key is to stay resilient, maintain a positive mindset, and keep
pushing forward even in the face of adversity. Consistent effort and a willingness to learn from failures will
ultimately lead to growth and success.



Overall, being a new real estate agent means embracing the entrepreneurial spirit, taking ownership of
your success, and committing to the hard work required to build a thriving business. With dedication,
perseverance, and a focus on providing exceptional service to your clients, you can achieve your goals and
establish yourself as a trusted and successful professional in the industry.

Establish a routine that you are in the office every day for a specified period of time, prepared to have a
prospecting agenda. Your goal should include having enough conversations with people to begin to
establish “top of mind awareness.” It will be important that when people you know think of real estate (or
know someone who needs help), they think of you.

The following are weekly ideas to keep you on track to success! These would be typically for Monday -
Friday.

Days 1-5:
Set up your workspace at home.  Find a dedicated space where you can focus on building your
business.  If you can’t find that home, come to the office and use one of our remote desks.

Familiarize yourself with Epique’s systems and tools by starting to explore Epique Cloud. Make sure you
getting familiar with the Power Academy.

Schedule Realtor orientation with our Board of Realtors if you are a new agent.

Start building your professional network by writing down all of the people you know and would like to
do business with.  Refer to next page for ideas.  FIND their email address, phone number and home
address.  

Determine how you will keep track of your daily activities to build your business, meetings and client
appointments.  Will you use your phone or a planner or both? Buy a planner if needed.

Days 6-10:
Create a business plan outlining your goals and strategies for success. Schedule a time with Robbie or
your sponsor to help in creating this.

Attend training through Epique Cloud

Attend Epique and Local Area Zoom calls

Ensure your social media profiles are updated and reflect state requirements

Get into the Power Academy and start taking classes

Start inputting Who You Know in your CRM













in Texas, or your state’s property appraiser or tax site


