UNITED REAL ESTATE  |  0-1M PATHWAY

PRODUCTION PATHWAY
0 to $1 Million Pathway
A focused 90-day plan for building skills, activity, confidence, and your first repeatable business rhythm.
	How to use this guide: Work through each phase in order. Record target and completion dates in Notes, and use your coach or mentor to validate hands-on skills.


1  Business Foundation
	TASK & RESOURCES
	NOTES

	☐  Meet with the broker to define your motivation, transaction goal, production goal, and desired GCI.
Resources: Broker scheduling link*
	Include your definition of success.

	☐  Calculate your target hourly rate and identify the activities that produce it.
	________________________________

	☐  Set weekly, monthly, and yearly goals.
Resources: Goals / Business Planning resources
	________________________________

	☐  Import your database and sphere into the CRM.
Resources: CRM training
	________________________________

	☐  Start your Top 50 referral and past-client spreadsheet.
Resources: Top 50 spreadsheet
	________________________________

	☐  Time-block two hours of lead generation and one hour of follow-up, five days per week.
Resources: 90-Day Action Plan
	________________________________

	☐  Create a daily script-practice routine.
Resources: Scripts resources
	________________________________

	☐  Track activity and review results weekly with your coach.
Resources: 90-Day tracking folder
	________________________________


2  Days 0-30 - Core Skills
	TASK & RESOURCES
	NOTES

	☐  Complete Basic Matrix training.
Resources: Board / MLS training
	________________________________

	☐  Complete Matrix contacts, auto-email, portal, and saved-search training.
Resources: Board / MLS training
	________________________________

	☐  Prepare buyer and listing presentations with your coach.
Resources: Buyer & Seller resources
	________________________________

	☐  Learn to prepare a comparative market analysis (CMA).
Resources: CMA resources
	________________________________

	☐  Learn the contract-management system and its transaction workflow.
Resources: Contract-management training
	________________________________

	☐  Watch the Sales, CRM, Contracts, Addenda, and Forms training videos.
Resources: United Real Estate University
	________________________________

	☐  Meet United's preferred title representative, lender, and inspector.
	________________________________

	☐  Attend Agent Boot Camp.
Resources: Training Calendar
	________________________________


3  Days 31-60 - Prospecting & Practice
	TASK & RESOURCES
	NOTES

	☐  Hold at least two open houses per month.
	________________________________

	☐  Schedule one sphere coffee or lunch conversation each week.
	________________________________

	☐  Set at least one buyer or seller appointment each week.
	________________________________

	☐  Update and work your Top 50 spreadsheet every week.
	________________________________

	☐  Complete Advanced Matrix and Matrix Tips & Tricks training.
Resources: Board / MLS training
	________________________________

	☐  Complete Realist Tax and MLS Rules & Regulations training.
Resources: Board / title training
	________________________________

	☐  Watch DISC and Enneagram training.
Resources: Agent Shared Resources
	________________________________

	☐  Use theme days to organize vendor referrals, client calls, hot leads, sphere outreach, and business partnerships.
Resources: Theme Days resource
	________________________________


4  Days 61-90 - Transaction Readiness
	TASK & RESOURCES
	NOTES

	☐  Attend at least one real-estate business networking event.
	________________________________

	☐  Complete buyer-agent and listing-agent training.
Resources: United Real Estate University
	________________________________

	☐  Learn the buyer and seller guide and the under-contract checklist.
Resources: Agent Shared Resources
	________________________________

	☐  Watch buyer-appointment and seller-appointment videos.
Resources: United Real Estate University
	________________________________

	☐  Write and present a sample offer.
	Review it with a coach or mentor.

	☐  Practice contract process, contract-to-close, compliance, inspections, amendments, and addenda.
Resources: Coaching / contract training
	________________________________

	☐  Complete lead-generation, script-practice, time-management, and basic agent-financials training.
Resources: Training resources
	________________________________

	☐  Choose your five best lead-generation methods and commit them to your calendar.
Resources: 100+ Ways to Generate Leads
	________________________________


5  Mentor Skill Check
	TASK & RESOURCES
	NOTES

	☐  Demonstrate opening a Supra lockbox and shackle.
	________________________________

	☐  Build an MLS saved search with automatic client emails.
	________________________________

	☐  Submit a practice buyer contract and enter a practice listing in MLS.
	________________________________

	☐  Explain how option and earnest money are receipted.
	________________________________

	☐  Role-play buyer and listing appointments.
	Obtain buyer preapproval before showings.

	☐  Set up a showing and complete a mentor role-play.
	________________________________

	☐  Shadow an open house and two prospecting-call sessions.
	________________________________



