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Business Plan



GOALS

Closings

Income

Listings Taken

Listings Sold

Buyer Sales

Average Sales Price

Average Commision

2012 Actual 2013 Goal



My Business Snapshot

2012

2013



Sources of Business

Past Clients

7TLIVI�SJ�-R¾YIRGI

Expireds

Just Listed/Just Sold

Sign Calls

Ad Calls

Internet

Door Knocking

Open Houses

Team Builder

Other

2012 Actual 2013 Goal



Strategies
How will you increase your production in each area?

Past Clients

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

7TLIVI�SJ�-R¾YIRGI

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

Expireds

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

2012 Actual 2013 GoalFrom



Strategies
How will you increase your production in each area?

Just Listed/Just Sold

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

Sign Calls

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

Ad Calls

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

Internet

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

2012 Actual 2013 GoalFrom



Strategies
How will you increase your production in each area?

Team Builder

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

Door Knocking

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

Open House

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

Other

 1. ______________________________________________

 2. ______________________________________________ 

 3. ______________________________________________

 4. ______________________________________________

2012 Actual 2013 GoalFrom



#1 OBJECTIVE: 

Action Steps* Target Date

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

#3 OBJECTIVE: 

Action Steps* Target Date

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

#2 OBJECTIVE: 

Action Steps* Target Date

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

#4 OBJECTIVE: 

Action Steps* Target Date

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

______________________________________________________________ ________

P r o f i t  P l a n  S t r a t e g i e s

Based on my Situation Analysis and Financial Forecast, I will need to accomplish the following objectives and action steps to reach my goals.

Some objectives require more action steps than others. I am confident that the steps I have outlined are sufficient to ensure that I reach my goal.

P r o f i t  P l a n  G o a l s

__________________________ divided by ____________________________________________ equals __________________

Personal Income Goal (Average Revenue/Side x Commission %) Total Sides Needed

Listings Taken Goal: Listings Sold Goal: Buyer-controlled Goal:

______________________________ __________________________________ ______________________________

*Note expected target date for each Action Step listed, then use the checkboxes to record completion.

Major Objectives



2013
My Magic Numbers

  Contacts  Appointments Contracts  Sales

Daily  ________  ________  ________  

Weekly ________  ________  ________  

Monthly ________  ________  ________  

Year  ________  ________  ________  ________  

           ________ 

Rules of Thumb:

10 Contacts = 1 Appointment

3 Appointments= 1 Contract

2 Contracts= 1 Closing



2013 Daily Schedule


