My Inspiration!

Living The Dream

1. Describe your vision for your life and your family.

a. Short Term

b. Long Term

2. List all the things you would like to own or enjoy in your lifetime. Include every
luxury you have even secretly desired. Include things for yourself and for your
family. Make this list sexy and exciting!




Managing My Time

1. Work and Personal
List the things you wish you had more time for.

List 5 ways you tend to waste time. Then rank them from 1-5 based on how much time
they take up.

2. Work
What is the annual income you would like to achieve in 20127
List 3 activities that are MOST CRITICAL to accomplishing your desired income.

List 10 ways you spend your time during a work day. Then rank them 1-10 based on how
much time they take up.




1. If you had an additional 4 hours a week to invest in your business...

What would you do with the 4 hours?

What would be the results of investing that time on those activities?

2. If you had an additional 4 hours a week to invest in yourself or your family...

What would you do with the 4 hours?

What would be the results of investing that time on those activities?




The Big Question.

What one thing is holding you back?
The rules:

Nothing external

Blame no one

Take responsibility

What keeps you from getting to the income you want in real estate? If it's more than one

thing, make a list. Then prioritize the list.

What ONE THING, if changed, would have the greatest impact on your income?

If you decided to make the next level of income, how would YOU have to change?

When do you want to change this?

Why will you NOT make this change?




Disempowering Belief Systems

Money is...
1
2
3

Rich People are...
1
2
3

Sales People are...
1
2
3

Prospectingis...
1
2
3




Disempowering Beliefs

| am not...

__ lacknowledge these are opinions, judgments, and beliefs | have chosen. They are
not based on fact. | take responsibility for them. | have chosen them for myself.

| acknowledge that some of these opinions, judgments, and beliefs | received from
the culture around me and my family of origin.

| acknowledge that part of my nature is to be critical, judgmental, and believe the
worst about people.




Choosing Empowering Beliefs

Money is...
1
2
3

Rich People are...
1
2
3

Sales People are...
1
2
3

Prospectingiis...
1
2
3

Which 2 Beliefs would have the biggest impact on your life if you changed them?




The Dickens Process

The experience that changed Scrooge can change you!

How has your belief system effected your life and those you love through the years?

What will your life be like if you DO NOT change? In 5 years? 10 years? 20 years?

What will your life be like if you DO change today? In 5 years? 10 years? 20 years?




My Action Plan

My decisions today are...

Actions | will take are...

My Accountability will be...

My first 30 Day Challenge will be...




30 Day Challenge

First 30 Days Challenge

Use the most proven ways to make lots of money in real estate. Multiply your efforts by
combining them together for a powerful start to the new year.

Farming is expensive and can take years to produce results. Door knocking or cold calling
on the phone is often too cold. Open House can be a time waster. But combining them
creates a powerful effect. By focusing on the neighborhood where your Open House will
be held, you get better response to your prospecting AND better turn out to your Open
House.

Level 1 - Before Noon Challenge

Treat real estate like a real job. Start work at 9am and be at the office on  time every day
for 30 days. Do only income producing activities 9-11 each  day. No inbound calls, no
email, no paperwork.

Level 2 - The Ultimate Open House

Use Tom Pelton’s Ultimate Open House Plan at least once per month. You'll spend
the week prior to and the week after working the neighborhood so you're assured to get
the next listing that comes up. Get the plan at www.BestYearYet2012.com

Level 3 - Accountability and Teamwork
Connect with others on the Challenge. Choose an accountability partner
Meet for Coffee daily at 8:45. Do follow up together on Sunday’s at 5 after Open House.

Results

7 impressions on the homeowners in the neighborhood

1 New Listing per Open House

50 Contacts per week, 3 appointments, 2 sales per month

3YY

Best Year Yet




