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Strategic Focus
Your planning tim

e fram
e is the 

deal that is blow
ing up or the 

buyer that is in your car. You 
have no energy for thinking 
beyond that.

You feel reasonably clear and 
confident about your ability 
to m

ake it through the next 3 
m

onths.

You have a m
ulti-year plan 

for staying com
petitive in 

an unpredictably changing 
industry and econom

y.

Your business platform
 is so 

superior that you are able to 
dom

inate your m
arket in the 

next 5-7 years.

You use little technology in your 
real estate business. You think 
the internet is a fad that w

ill 
pass.

You have im
plem

ented a 
few

 technology tools in your 
business but w

ouldn't consider 
yourself tech-savvy.

You use technology in your 
business but it doesn't drive 
results. You feed your database 
daily and blog but you know

 
there is another level.

You em
brace technology as a 

platform
 for grow

th. You are 
looking for new

 technologies to 
m

ake fuel grow
th and ease of 

business.

You have no digital presence or 
one that you are em

barrassed to 
have prospects or clients look at.

You have a very standard 
w

ebsite that is up to date 
w

ith personalized inform
ation 

and basic property search 
functionality.

You have an attractive w
ebsite 

that generates buyer and seller 
leads. You have to sell yourself 
to these leads to have them

 
becom

e clients.

Your digital and social online 
presence clearly differentiates 
your value proposition in your 
m

arket. You attract vs chase 
new

 clients.

You have no consistent 
m

arketing process. Your 
business is subject to the 
general m

arket conditions.

You have som
e sporadic 

m
arketing in place and lead flow

 
is the sam

e. You w
ish you had 

m
ore.

You have a consistent flow
 of 

leads. You are the one that runs 
the m

arketing efforts so if you 
slow

 dow
n, lead flow

 slow
s 

dow
n.

Your lead flow
 is abundant and 

very high quality. You m
arket as 

an authority in your m
arket. You 

get to pick and choose w
ho you 

w
ork w

ith.

You aren't at all effective in a 
sales situation. N

o coffee for you!
You can close your sphere and 
past clients pretty w

ell. You 
don't use any sales aides or a 
presentation.

You have a consistent sales 
process that converts w

ell. You 
are w

hat draw
s clients to use 

your services

You convert listing and buyer 
consults at w

ill based on a 
proven process. Your clients see 
you as a trusted advisor

You don't have a consistent 
buyer or seller client experience. 
You w

ing it and everyone gets a 
"custom

" experience.

You do the job for w
hich you 

w
ere hired. Your clients are 

generally underw
helm

ed w
ith 

your services.

You have standardized som
e 

of your client and back offi
ce 

processes. You still have to 
personally service your clients 
and put out fires

You offer a system
-driven w

orld 
class experience for both buyers 
and sellers. You consistently 
receive unsolicited rave review

s 
online.

You're constantly obsessed w
ith 

paying your bills, both in your 
business and personal life. You 
never have enough m

oney.

Your business and cash flow
 are 

O
K but you know

 that things are 
getting w

orse in w
ays you can't 

control. You aren't tracking like 
you should

Your grow
ing business keeps 

dem
anding m

ore cash. You 
are tracking m

ost m
arketing 

expenditures and RO
I is good.

You track everything and profits 
are strong. Cash flow

 is never 
an issue and you have m

ore 
m

oney than you know
 w

hat to 
do w

ith.

You are a one person operation. 
You do everything yourself w

ith 
little help from

 others.

You have adm
in support and 

realize that you can't do it all. 
Your tim

e is not your ow
n as 

you're alw
ays putting out fires.

You have adm
in and buyer 

agents. You still sell hom
es to 

m
ake the kind of m

oney you 
w

ant. You are still the glue that 
holds it all together

You have a com
pletely self 

m
anaged team

. You are out 
of production and things run 
sm

oothly w
hen you are out of 

the offi
ce.
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Big Am
bition

You see your biggest grow
th 

and achievem
ents as being in 

the past. You are holding on to 
w

hat you have

Your focus is prim
arily on your 

day to day responsibilities
You're hopeful about the future 
but your prim

ary focus is on 
your annual goals

You believe your greatest 
personal and professional 
achievem

ents lie in the future

You rely on others for everything 
personal grow

th is a concept 
that you w

ill never grasp

You see real estate as a job 
and your present situation 
is good enough for you. You 
aren't focused on personal or 
professional grow

th

You are interested in personal 
and professional grow

th but 
haven't actively applied it to 
real life

You're a life long learner. You are 
constantly educating yourself 
and applying new

 w
ays of 

thinking to your business and 
personal life

You feel increasingly threatened 
and intim

idated by people in 
our industry that have new

 ideas 
or different w

ays of doing things

You have lots of ideas that other 
people like, but you never m

ake 
them

 practically useful

You regularly create solutions 
to problem

s in your real estate 
business.

You are so far ahead in your 
thinking and application of 
new

 ideas that you don't have 
tim

e to w
orry about your 

com
petitors

Your biggest goal now
 is to get 

through to retirem
ent w

ithout 
having to change anything. You 
are as closed m

inded as they 
com

e

You are lim
ited in your thinking 

about change. You often reject 
new

 ideas or w
ays of thinking 

because you think your w
ay is 

better

You're concerned about 
m

aintaining your personal 
lifestyle and social status. You 
roll w

ith changes but don't 
necessarily em

brace them

You love being challenged to 
change your m

indsets and 
behavior in response to a 
changing industry and w

orld

You find it diffi
cult to com

m
it to 

any big challenge because you 
find it hard to stay the course for 
very long

In spite of your best intentions, 
you tend to slow

 dow
n or stop 

big projects w
hen problem

s 
arise

Your business finds a w
ay to 

fulfill nearly all significant 
com

m
itm

ents

O
nce com

m
itted, you see all 

things through to com
pletion. 

You get it done no m
atter w

hat 
is in your w

ay

You feel increasingly resentful 
and intim

idated by others' 
advantages and successes, all of 
w

hich m
ake you feel left out

You feel increasingly guilty 
about having achieved greater 
success than your fam

ily, friends 
and com

m
unity

Your am
bition for greater 

success is to "give back" to 
society for everything you have 
been given in life

You are alw
ays w

orking to 
create a bigger future by 
expanding your capabilities and 
resources. As a result, you w

ill 
never be w

ithout

You are increasingly angry and 
bitter that your real estate career 
is frustrating and unrew

arding

As each year passes, you're 
w

orking harder so that you can 
retire as soon as possible from

 
your unstim

ulating real estate 
career

Your idea of freedom
 is having 

w
eekends and evenings off-to 

get out of the grind. Vacations 
are the highlight of your year

Everything you do is w
orking 

tow
ard your big picture goals 

and you help others do the 
sam

e

You cut yourself off from
 other 

people's capabilities and 
resources because you feel you 
can't depend O

n anyone

Your biggest business plan right 
now

 is to produce as m
uch as 

you personally can w
ithout 

relying on others

As successful as your business 
is, you know

 that if you're not 
there, things w

ill quickly slow
 

dow
n and fall off track

You focus on your unique 
abilities so that your team

 
can do the sam

e. Your team
 

continually grow
s itself as a 

result, w
hether you're w

orking

Alw
ays G

row
ing

N
o M

ore 
Com

petition

W
illing To 

Change

Perseverance

Abundance

Expand Your 
Freedom

Self M
ultiplying 

Team
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