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16 Issues Between Earn a Million and Net a Million

Leads Leverage
1. Sustaining a solid lead-generation program that 9. Making the time to learn and implement R/T/C/K (the
emphasizes marketing and consistently increases the Recruit/Train/Consult/Keep process).
number of leads. 10. Hiring “capacity” vs “cul-de-sac” talent.
2. Tracking and converting leads through others. 11. Achieving accountability to the right standards.
3. Protecting your lead-generation focus time. 12. Creating teamwork with “Rock and Role.”
4. Weighing your options—the process of discovering 13. Combining quality service and quantity service.
what works and doesn’t work for you.
Money
Listings 14. Sticking to the Budget Model and controlling your
5. Knowing the minimum number of seller listings you costs.
must list each month.
6. Listing the minimum number each month. You
7. Getting sellers to accept the team concept. 15. Staying focused on the 20 percent.
8. Consistently marketing your seller listings for more 16. Counterbalancing your life to maintain your energy at

leads. a high level.
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()

Set and Do the
Standards

Being an

AGENT

”I Do It”

()

Maintain Standards
and Share the Doing

(2

Being a
MANAGER

“We Do It”

Accountability to
Standards

()

Being an

OWNER

"Others Do It”
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80:20 or The Pareto Principle

[ T [ 5 ] ) or B 3] i
L c P\
< =< CALIS % <
t‘s‘ ¥ D, /\\eo % = INSPECTI( ©
ol & <L %p & L TRAINING [
Z |( YOU KRN
c (T X JG 0
LEVERAGE
@ LISTINGS
=
8 LEAD
T |[ YOU "
e Do Yo D B

MREA P. 254



Keller
AINK

Take out a notepad and write

Step One { down all the things you do as
bullet points. Leave nothing out.
It will be a long list. —

WHAT | DO:
¢ Answer phone
*Show homes
*Create ads
*CMAs
*Open houses

}

Step Two { Then break that list into six

to twelve key categories.

COMMUNICATIONS
i . 1. Answer phone
Now, each of those categories 5> Handle e-mails
gets its own page, and your job 3
Step Three { is to copy all the activities from
Step One under the appropriate

category headings here. —— *

. Handle faxes
. Make calls

CATEGORIES:

. Communications
2. Buyers
3. Sellers

. Contracts

. Marketing

}

"

Place all those “category” pages in
Step Four { a three-ring binder with tabs for each

category and a table of contents.

OPERATIONS
MANUAL

Step Five {

The Systems Documentation
Model (p. 244)

Next, go to the first tab and for each item under it
create a new page with that action as a heading.

COMMUNICATIONS
1. Answer phone

Answer Phone
OPERATIONS
MANUAL

2. Handle e-mails
3. Handle faxes
4. Make calls

{ }

Handle E-mails

Step Six

Step Seven

Answer Phone
1. No more than
three rings

. D f / / SQV-
Now, take each “action” page and 2. Answer by say

detail exactly how you want that
item done. >

Lastly, add the appropriate forms, scripts, and dialogue examples
behind each action page.

Congratulations, you’ve just created
your Operations Manual!
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OUTER

BELIEFS

“The rules we
will follow in
our business.”

“What does the
business look like
when we’re done?”

MISSION

FUTURE

Plans/Actions/Results

GOAL
Plans/Actions/Results

GOAL
Plans/Actions/Results

NOW

PERSPECTIVE

“Our interpretation
of where we are at
any given moment.”

INNER

“What is
important to us?”

MVVBP
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