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SENIOR AND MASTER BROKER SUCCESS PLAN

Make it yours! Make it real!

[image: image11.png]rZe ¢

SYSTEM OF | REAL ESTATE INVESTING




Those who fail to plan, plan to fail.

Success is a journey, not a destination. Maintain that mindset at all times. Results matter—they are the tangible fruits of a successful journey. Use them to tune the journey. If you are not getting the results you want, CHANGE YOUR JOURNEYING!

On a regular and consistent basis, you MUST review and validate your plan. That is why it should ALWAYS be written and should be reviewed regularly (some say daily).

THE SEVEN STEPS TO SUCCESS

1. Know where you want to go. Clearly define your vision, hopes and expectations.

2. Know where you are. Do an honest assessment of your current reality.

3. Articulate SMART* goals so you can recognize when you are on-track and when you are not.

4. Create realistic strategies and plans to get you where you want to go...from where you are. Your focus should be on ongoing activities more than on one-time actions, although those are often needed, too.

5. Translate those strategies and plans into specific actions you will take in the days and weeks ahead: name actual names, set explicit times, identify specific places. This is what you WILL do when you get home.

6. GO DO THEM!!

7. Track and monitor your actions, activities and results. Use the results to guide your decisions on what you must adjust. Modify the appropriate portion(s) of your success plan to implement those changes.

EXPECTATIONS

We will create your first draft of this plan this week. Put plenty of thought into it, including in the evening (homework). You will present your plan to the group for their input and suggestions. You will EXECUTE your plan starting the DAY AFTER YOU GET HOME and continue doing so for AT LEAST 12 WEEKS thereafter.

Write all the reasons you are doing this training, wanting to be a successful broker, wanting to have your own business, or whatever is your vision of where you want this to take you. Just jot ideas as fast as you can, do not over-analyze. When you have “run dry,” take a short mental break, put down your pen, close your eyes, and try to picture what it will be like. Then analyze your list and summarize the essence of your vision in a brief phrase or statement. Microsoft’s vision at one time was, “A Microsoft product on every desk.” Can you make your vision that clear and succinct? If not, don’t worry about it. Since you will be reviewing and refining this regularly, you’ll have more chances to do so!
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This is what we will use to START creating a success plan. In the future, your NOW will most likely be your

tracking results. It is always a good idea to come back to this, however, to figure out what you may need to do differently to get better numbers. Do you need to read some more books on selling? Do you need to get better at marketing? Do you need to get more experience making calls? (Maybe you need to call 100 or 200 the next week!) Have you been consistently working to raise the low numbers in the boxes below?

COMPONENTS OF EACH FACTOR BELOW

Knowledge: the content side, knowing the facts and details to do it Experience: the practice side, how much practice I have had doing it Aptitude: the “natural” side, how easily I picked it up and learned it 
Skill: the “competence” side, how GOOD I am at doing it



Ratings:

0 – little to none

1 – some or adequate 2 – good
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Motivation & Initiative: the “drive” side, how passionate and excited I am about doing it, how willing I am to do whatever it takes to get good at it

ENTERPRENEURIAL SUCCESS FACTORS (Place the appropriate rating number in each box—DO NOT OVER-THINK IT! Jot down a number for each quickly. There are no right or wrong answers and this is JUST FOR YOU. )

	
	Knowledge
	Experience
	Aptitude
	Skill
	Motivation
	TOTAL

	Marketing
	0
	4
	2
	2
	5
	

	Selling
	
	
	
	
	
	

	Time Mgmt.
	
	
	
	
	
	

	Self-Mgmt.
	
	
	
	
	
	

	Real estate investing
	
	
	
	
	
	

	Private money lending
	
	
	
	
	
	

	Follow-up, follow through
	
	
	
	
	
	

	Records & administration
	
	
	
	
	
	

	Tools
	
	
	
	
	
	


Which of these factors would you characterize as your strengths? Your weaknesses? What will you do about it (on the next pages)?

Make the short-term goals ACTIVITY-oriented results, not EVENT-oriented results. For example, instead of saying, “I will close 2 loans by September 1, 2014” (an event-oriented result), say, “I will aggressively find ways to add 25 new leads to call each week,” and “I will make at least 25 calls to leads each week.” If you find and call 100 leads per month, closing 1-2 loans in a month should come out as the event-oriented result almost as a byproduct. You will use the 1-2 loans per month as in- put to your evaluation process. If you are not getting 1-2, then you may need to change the 25 calls to 50 or learn more about selling or whatever it is you believe will make a difference in the FLOW. The FLOW is what is important, not so much

the submitted loan at the end of 1 month. Go for the FLOW!

DAILY SHORT-TERM GOALS

WEEKLY SHORT-TERM GOALS

30-DAY GOALS

90-DAY GOALS

180-DAY GOALS

1-YEAR GOALS

[image: image14.jpg]R COGO

C A P T A L

THE PRIVATE MONEY COMPANY




SMART: Specific, Measurable, Achievable, Results-oriented, Time-based

Are you going to attend meetings to get the leads you need each week? Buy lists? Place ads? Hold meetings? Send cards or letters? Go out to speak at groups? Establish relationships with conventional loan brokers, Realtors®, conventional banks?

All of the above? (That is the “strategy” part.)

How will you go about executing that strategy? Be specific. (That is the “plan” part.) “Place 2 Adwords ads on Google, join 6 LinkedIn groups and participate daily, place and renew my 3 Craigslist ads every 48 hours, etc.” If the plans are not generat- ing the number of leads you need per week, decide what you need to do to get more. Notice that these are ONGOING plans. The specific plan for next week and the weeks that follow come up in the next section.

WEAKNESS-RELATED:

STRENGTH-RELATED:

FLOW-RELATED:

Here you would list the (a) names of people to contact next week, the week after, and the week after that; (b) the groups to visit over the next weeks; (c) the sources of your ads; (d) how you are going to find the names of all the loan brokers or Realtors® in your area next week, etc. This becomes your to-do list for those weeks.

Each item should be of the form: [who] - [what] - [when] - [where] - [why]. DETAILS!

Whether you use an Excel spreadsheet, an Excel graph, marbles in frozen juice cans or handwritten notes in your Day
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Planner is less important than the need to track your activities and the outcomes of each activity. You need to define some “KPIs”, Key Performance Indicators, that you will track and monitor consistently and regularly to allow you to adjust the goals and plans to get the FLOW you want.

For instance:

 
opt-ins / week

 
outbound dials / week

 
actual live calls / week

 
business cards collected / week

 
fundable deals discovered / week

 
loan applications received / week

	Minimum Standard—Rule of 54
	

	ACTIVITY:
	QTR 1
	
	QTR 2
	
	QTR 3

	Number of letters mailed / week (25 target)
	
	
	
	
	

	Number of calls made / week (25 target)
	
	
	
	
	

	Number of networking events / week (2 target)
	
	
	
	
	

	Number of loan packages submitted to Cogo Capitlal / week
	 

	
	 

	
	 



What will YOUR KPIs be? Rule of 54 plus what 5-7 others?
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ACCOUNTABILITY PLAN
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CHALLENGES/ANXIETIES

It is important to know yourself. What challenges will be the biggest hurdles you will face in taking this journey, in doing

these activities, in pursuing these goals, in achieving the results and success you want? What are you most anxious about? What do you believe will be the biggest risks you will face? Identifying your challenges and anxieties right now, up front, will allow you to construct contingency plans and to seek help.

Take some quiet time to review your whole plan and think about some or all of the above questions. Jot your answers below. The better you do this step, the more likely it will be that you can avoid them.

	Describe risk
	How will you prevent it?
	What will you do if it occurs?
	Impact?
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SUCCESS PLAN SUMMARY
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NOTES, ITEMS TO RESEARCH

�








MY BEST SHOT AT A SUCCINCT, CLEAR SUMMARY OF MY VISION:








Use whatever tool(s) give you an honest assessment of NOW.





COMMITMENTS: (The absolute minimums you will tolerate. You will move mountains to make these happen NO MATTER WHAT! It is not even an option to NOT meet these!)





You need to capture KPIs like these for a few weeks to get a feel for the “funnel” effect. 10-20 opt-ins may be enough...or


not; 25-50 outbound dials may be enough to get 25 live conver- sations...or not, collecting 5 business cards at events during a week may be enough...or not; all of the above may discover 4


fundable deals, 2 actual applications submitted to you, and one that actually goes all the way with supporting documents so you can submit it to Cogo Capital...or not. You need to adjust


the “pipeline” factors to get the desired number of loan package submissions coming out the bottom. It will take a while to tune it to what you need. DO NOT GET DISCOURAGED! Every week that you track and adjust gets you closer to the tuned flow you need, no matter where the numbers start!





(to be completed AFTER you complete the following pages)





SUMMARY OF MY VISION





SUMMARY OF WHERE I AM NOW





MY GOAL SUMMARY





MY STRATEGY AND PLANS SUMMARY





MY SPECIFIC ACTIVITIES & ACTIONS SUMMARY





MY ACCOUNTABILITY SUMMARY





MY GREATEST CHALLENGES/ANXIETIES/RISKS SUMMARY
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