
 
 

 

 
 

Business Planning Workshop 

Pre-Class Homework  

    

Name: _________________            
Date: __________________            

 

To achieve maximum benefit from Real Estate Brokers of Alaska Business Planning Clinic, 
complete this Pre-Class Homework before attending the course.  

1. Review the three fundamental models.  

2. Fill in your current numbers on pages 4–5.  

3. Bring the completed worksheet to class.  

4. Read pages 128 – 172 in The Millionaire Real Estate Agent.  

Individuals with written goals are 42.1% more likely to achieve them. 

Individuals with accountability are 77.6% more likely to achieve them.* 
 

“Whatever you can do, or dream you can, begin it. Boldness has genius, power, and magic in it.” 
 Johann Wolfgang von Goethe 

 
*Matthews, Gail. "Goals research summary." Ninth Annual International Conference of the Psychology Research Unit of Athens 
Institute for Education and Research (ATINER). San Rafael, CA: Dominican University of California. 2015 
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The 3 Fundamental Models from MREA  

 

1. The Economic Model  
 

The Economic Model shows you where your money comes from, where it goes, and how much is 
left for you.  

 Focus on the numbers you must hit.  
 Focus on appointments.  
 Focus on your conversion rates.  

  

2. The Lead Generation Model  
 

The Lead Generation Model shows you how to win the positioning battle for customer mind share.  

 Understand that lead generation is a numbers game.  
 Prospect and market to move people into your inner circle.  
 Set up a contact database and feed it daily.  
 Use proven action plans to contact your database systematically.  
 Focus on seller listings and market them for more leads.  

3. The Budget Model  
 

The Budget Model shows you what happens to your money from the time you receive it until the 
moment you get to keep it.  

 View your budget as a powerful financial-planning tool.  
 Lead with revenue, not expenses.  
 Play Red Light, Green Light to hold your investments accountable for appropriate results.  
 Stick to the Budget Model percentages and review them monthly.  

4. The Organizational Model  
 

The Organizational Model shows you who will do what as you add people to your growing 
business.  

 Hire administrative help first. They will systematize and document your business.  
 Always hire talent. It will pay you back big when you take the time to find and keep talent.  
 Train and consult your people for maximum productivity and hold them accountable to 

standards. 
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The Economic Model  
Snapshot of Where You Are Now  

If you don’t know these values, use your best guess. For the first two entries, use either the 
Current Month or This Year column, depending on what you currently know about your business.   

     Current Month     This Year   

1.  Current GCI  $  
  

$  
  

2.  Total Business Expense  $  
  

$  
  

3.  Expenses as percent of GCI  
Line 2 - Total Business Expense /   
Line 1 - Current GCI  

  

%  

  

% 

  

   Calculation   Value   

4.  Source of Business Percentage  Buyers   
Recommended 50%  

  
%  

Sellers   
Recommended 50%  

  
%  

5.  My Average Commission  Recommended 2.3–3%  
  

%  

6.  My Average Sales Price  Your Avg Sales Price, or 
MLS Avg Sales Price  

$  
  

7.  My Conversion Rate for Contacts to 
Appointments  

# Contacts /  # 
Appointments  

  
%  

8.  My Conversion Rate for 
Appointments to Listings  

# Appointments /  # 
Listings  

  
%  

9.  My Conversion Rate for Listings to 
Closed Transactions  

# Listings /   
# Closed Transactions  

  
%  

 



 
 

   PAGE 4  

The Lead Generation Model  
Snapshot of Where You Are Now  

Enter the values for your database.  

 Database     

1.  I have a contact database (Y/N)    

2.  Number of Mets in your database    

3.  If you lead generate to a farm: Number of 
Haven’t Mets in your farm area  

  

Check all current lead sources. Fill in your other lead sources if not listed.  
 Lead Sources    Lead Sources    

1.  Mets/Sphere/Past Clients    1.  Apartments    

2.  Door Knocking in Farm    2.  Builders    

2.  Open Houses   3.  Networking   

3.  Sign Calls   4.  Seminars   

5.  For Sale by Owners (FSBOs)  5.  Sponsorships   

6.  Expired Listings   6.  Advertising   

7.  Website Registrations   7.    Lenders  

8.  Social Media   8.        Client Parties  

9.  Allied Resources   9.    

10. 12 Direct Newsletters   10.    

11. Just Sold Mailings   11.    

12. Just Listed Mailings   12.    

13. Agent Referrals   13.    
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The Budget Model  
Snapshot of Where You Are Now  
Enter business operating expenses in this table.  

 Operating Expenses  Description  Annual  % of 
GCI*  

1.  Salaries  Those employed to help you in 
your business—typically 
administrative  

$  
  

2.  Lead Generation  All expenses associated with lead 
generation: advertising, give-
aways, etc.  

$  

  

3.  All Other Operating Expenses  See breakdown below  $    

* Calculate % of GCI based on the Annual GCI you entered in the Economic Model, line 1, on 
page 4.  Optional: Enter detail of All Other Operating Expenses  

 Breakdown of All Other  
Operating Expenses  

Description  Annual  % of 
GCI*  

1.  Occupancy  Office rental  $    

2.  Technology  Technology support  $    

3.  Phone  Phone and Internet lines, phone 
services  

$  
  

4.  Supplies  Office supplies, paper, etc.  $    

5.  Education  On-going sales, real estate, and 
other related education, books, 
newsletters,  
magazines, seminars  

$  

  

6.  Equipment  Computer, fax, copier, etc.  $    

7.  Auto/Insurance  All related business auto expenses  $    

 Total All Other Operating Expenses  
(should match line 3 from above table)  

$  
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  “Without goals, and plans to reach them, you are like a ship that has set sail with no destination.” 
— Fitzhugh Dodson 

  “I have a motto on my bedroom wall: ‘Obstacles are what you see when you take your eye off the 
goal.‘ Giving up is not my style. I just want to do something that's worthwhile.” — Chris Burke 

  “People with goals succeed because they know where they're going.” — Earl Nightingale 

  “A year from now you may wish you had started today.” ― Karen Lamb 

  “If you have built castles in the air, your work need not be lost; that is where they should be. Now 
put the foundations under them.” ― Henry David Thoreau 

  “When defeat comes, accept it as a signal that your plans are not sound, rebuild those plans, and 
set sail once more toward your coveted goal.” ― Napoleon Hill 

  “You must do the things you think you cannot do.” ― Eleanor Roosevelt 

  “Goals are dreams with deadlines.” ― Diana Scharf 

  “The rung of a ladder was never meant to rest upon, but only to hold a man's foot long enough to 
enable him to put the other somewhat higher.” — Thomas Henry Huxley 

  “I don't care how much power, brilliance or energy you have, if you don't harness it and focus it 
on a specific target, and hold it there, you're never going to accomplish as much as your ability 
warrants.” — Zig Ziglar 

  "Life is not easy for any of us. But what of that? We must have perseverance and above all 
confidence in ourselves. We must believe that we are gifted for something and that this thing must 
be attained." — Marie Curie 

  “One of the secrets of life is to make stepping stones out of stumbling blocks.” — Jack Penn 

  “Our goals can only be reached through a vehicle of a plan, in which we must fervently believe, 
and upon which we must vigorously act. There is no other route to success.” — Stephen A. Brennan 

  “I can't change the direction of the wind, but I can adjust my sails to always reach my 
destination.” — Jimmy Dean 

  “People often say I have so much energy, that I never stop; but that's what it takes to accomplish 
your goals.” — Curtis Jackson 

  “If a goal is worth having, it's worth blocking out the time in your day-to-day life necessary to 
achieve it.” — Jill Koenig 

  “You can, you should, and if you're brave enough to start, you will.” — Stephen King 
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  “You don't have to be a fantastic hero to do certain things — to compete. You can be just an 
ordinary chap, sufficiently motivated to reach challenging goals.” — Edmund Hillary 

  “If you're bored with life — you don't get up every morning with a burning desire to do things — 
you don't have enough goals.” — Lou Holtz 

  “Do not wait; the time will never be ‘just right.' Start where you stand, and work with whatever 
tools you may have at your command, and better tools will be found as you go along." — Napoleon 
Hill 

  “You can't hit a home run unless you step up to the plate. You can't catch a fish unless you put 
your line in the water. You can't reach your goals if you don't try.” — Kathy Seligman 

  “Obstacles can't stop you. Problems can't stop you. Most of all, other people can't stop you. Only 
you can stop you.” — Jeffrey Gitomer 

  “Winners are losers who got up and gave it one more try.” — Dennis DeYoung 

  “Circumstances may cause interruptions and delays, but never lose sight of your goal. Prepare 
yourself in every way you can by increasing your knowledge and adding to your experience, so that 
you can make the most of opportunity when it occurs.” — Mario Andretti 

  “You can conquer almost any fear if you will make up your mind to do so. For remember, fear 
doesn't exist anywhere except in the mind.” — Dale Carnegie 

  “By recording your dreams and goals on paper, you set in motion the process of becoming the 
person you most want to be. Put your future in good hands — your own.” — Mark Victor Hansen 

  “Whatever you can do, or dream you can, begin it. Boldness has genius, magic, and power in it.” 
— Johann Wolfgang von Goethe 

  “Many people fail in life, not for lack of ability or brains or even courage but simply because they 
have never organized their energies around a goal.” — Elbert Hubbard 

  “A dream becomes a goal when action is taken toward its achievement.” — Bo Bennett 

  “If you want to be happy, set a goal that commands your thoughts, liberates your energy and 
inspires your hopes.” — Andrew Carnegie 

  “Focused, hard work is the real key to success. Keep your eyes on the goal, and just keep taking 
the next step towards completing it. If you aren't sure which way to do something, do it both ways 
and see which works better.” — John Carmack 

  “Know what you want to do, hold the thought firmly, and do every day what should be done, and 
every sunset will see you that much nearer to your goal.” — Elbert Hubbard 

  "The question isn’t who’s going to let me; it’s who is going to stop me." —Ayn Rand 
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  “Any unforeseen challenges that crop up are only there to test your resolve on your way to 
ultimate success in reaching your goal.” — Byron Pulsifer 

  “Success is the progressive realization of a worthy goal or ideal.” — Earl Nightingale 

  “One part at a time, one day at a time, we can accomplish any goal we set for ourselves.” — 
Karen Casey 

  “You can set a direct course for your future by defining your goals, or, you can take the opposite 
position and just let the future haphazardly unfold by itself.” — Catherine Pulsifer 

  “We do not develop anything with one giant step. No matter who you are, or what you do, each 
one of us had had to take a lot of individual steps to accomplish a task, a job, a career, or even a 
hobby.” — Catherine Pulsifer 

  “It doesn't matter where you are coming from. All that matters is where you are going.” — Brian 
Tracy 

  “Do not let what you cannot do interfere with what you can do.” — John Wooden 

  “Begin with the end in mind.” — Stephen Covey 

  “Discipline is the bridge between goals and accomplishment.” — Jim Rohn 

  “Don't let the opinions of the average man sway you. Dream, and he thinks you're crazy. Succeed, 
and he thinks you're lucky. Acquire wealth, and he thinks you're greedy. Pay no attention. He 
simply doesn't understand.” — Robert G. Allen 

  "The most common way people give up their power is by thinking they don’t have any." — Alice 
Walker 

  “You miss 100% of the shots you don't take.” — Wayne Gretzky 

  “Your complaints, your drama, your victim mentality, your whining, your blaming, and all of 
your excuses have never gotten you even a single step closer to your goals or dreams. Let go of your 
nonsense. Let go of the delusion that you deserve better and go earn it!” — Steve Maraboli 

  “If you don't make the time to work on creating the life that you want, you're going to spend a lot 
of time dealing with a life you don't want.” — Kevin Ngo 

  “When you know what you want and you want it bad enough, you'll find a way to get it.” — Jim 
Rohn 

  “Decide whether or not the goal is worth the risks involved. If it is, stop worrying.” — Amelia 
Earhart 

  "Nothing is impossible, the word itself says 'I'm possible'!" — Audrey Hepburn 
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  “Believe in yourself! Have faith in your abilities! Without a humble but reasonable confidence in 
your own powers you cannot be successful or happy.” — Norman Vincent Peale 

  “Where there is a will, there is a way. If there is a chance in a million that you can do something, 
anything, to keep what you want from ending, do it. Pry the door open or, if need be, wedge your 
foot in that door and keep it open.” — Pauline Kael 

  “If you can dream it, you can do it.” — Walt Disney 

  “You need lofty goals. Then cement it with a great work ethic.” — Jerry West 

  “The future belongs to those who believe in the beauty of their dreams.” — Eleanor Roosevelt 

  “Press forward. Do not stop, do not linger in your journey, but strive for the mark set before you.” 
— George Whitefield 

  “Aim for the moon. If you miss, you may hit a star.” — W. Clement Stone 

  “There will be obstacles. There will be doubters. There will be mistakes. But with hard work, 
there are no limits.” — Michael Phelps 

  “Don't watch the clock; do what it does. Keep going.” — Sam Levenson 

  "If there is no struggle, there is no progress." — Frederick Douglass 

  “One way to keep momentum going is to have constantly greater goals.” — Michael Korda 

  “We aim above the mark to hit the mark.” — Ralph Waldo Emerson 

  “Change your life today. Don't gamble on the future, act now, without delay.” — Simone de 
Beauvoir 

  “Start where you are. Use what you have. Do what you can.” — Arthur Ashe 

  “You just can't beat the person who never gives up.” — Babe Ruth 

  “Why should you continue going after your dreams? Because seeing the look on the faces of the 
people who said you couldn't… will be priceless.” — Kevin Ngo 

  “Never give up, for that is just the place and time that the tide will turn.” — Harriet Beecher 
Stowe 

  “The trouble with not having a goal is that you can spend your life running up and down the field 
and never score.” — Bill Copeland 

  “You should set goals beyond your reach so you always have something to live for.” — Ted 
Turner 
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  “When it is obvious that the goals cannot be reached, don't adjust the goals, adjust the action 
steps.” — Confucius 

  “Stay focused, go after your dreams and keep moving toward your goals.” — LL Cool J 

  “Without some goals and some efforts to reach it, no man can live.” — John Dewey 

  “Set realistic goals keep re-evaluating, and be consistent.” — Venus Williams 

  “You need to have unbound enthusiasm for what you’re building. Energy is contagious, so your 
team and everyone you interact with feels it.” — Tyler Haney 

  “I am constantly re-evaluating my goals and trying to strike items from my to-do list that aren't 
critical.” — Aisha Tyler 

  “All my life I have had one dream; to achieve my many goals” --- Homer Simpson 
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The Organizational Model 
Snapshot of Where You Are Now  

Draw a picture of your current organizational chart here:  

  

 
  

  

YOU  
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Who do you currently have on your team?  

Position  

 First Assistant/Market and Admin Manager  

 Transaction Coordinator  

 Lead Buyer Specialist  

 Listing Manager  

 Telemarketer  

 Buyer Specialists (how many?     )  

 Lead Listing Specialist  

 Listings Specialists (how many?     )  

 Lead Coordinator  

 CEO  (you are out of the day-to-day operation)  

  

  
 


