UNITED REAL ESTATE  |  1-3M PATHWAY

BUSINESS GROWTH PATHWAY
$1 to $3 Million Pathway
Build a sustainable referral business by turning early production into consistent systems and follow-up.
Goals
	1  Create a sustainable long-term referral business and the systems to support it.
2  Reduce the peaks and valleys in production.
3  Build repeatable long-term operating systems.


	How to use this guide: Complete the prior pathway before starting. Build one durable system at a time, measure it weekly, and document what works in Notes.


1  Plan & Measure
	TASK & RESOURCES
	NOTES

	☐  Review the 0 to $1 Million Pathway and close any remaining gaps.
Resources: 0 to $1 Million Pathway
	________________________________

	☐  Create a one-year business plan with personal and production goals.
Resources: Business-plan template
	________________________________

	☐  Review the Top 10 Realtor Laws and define what $100K looks like for your business.
Resources: Goals / Business Planning resources
	________________________________

	☐  Create annual, monthly, weekly, and daily planning worksheets.
Resources: Planning worksheets
	________________________________

	☐  Use a Greatness Tracker and complete weekly and monthly business reviews.
Resources: Greatness Tracker
	________________________________

	☐  Create a performance sheet for contacts, appointments, database growth, and follow-up.
Resources: Performance Sheet
	Target: 25 contacts, 2 appointments, and 10 database additions per day.


2  Referral & Database Systems
	TASK & RESOURCES
	NOTES

	☐  Create your ultimate wedding list: everyone who cares about you and could send a referral.
	________________________________

	☐  Build a system to track real-estate conversations.
Resources: Video*
	________________________________

	☐  Create a past-client follow-up plan with at least two to three touches per quarter.
Resources: Video*
	________________________________

	☐  Move client data into a sustainable electronic system with automated follow-up.
Resources: CRM video*
	________________________________

	☐  Add past clients, sphere, VIPs, buyers, and sellers to the correct CRM workflows.
Resources: CRM workflows
	________________________________

	☐  Build a repeatable review-request and distribution program.
Resources: Reviews video*
	________________________________

	☐  Create a post-closing client-appreciation program.
	________________________________


3  Lead Sources & Visibility
	TASK & RESOURCES
	NOTES

	☐  Identify your primary source of business and the improvements it needs.
Resources: The Five Pipelines of Business video*
	________________________________

	☐  Develop one additional source of business.
Resources: Five Pipelines of Leads video*
	________________________________

	☐  Ask for help pulling Realist and Remine prospecting lists.
Resources: Realist / Remine resources
	________________________________

	☐  Set up and maintain your Google Business profile.
	________________________________

	☐  Create a sustainable social-media plan centered on continuity and useful content.
	________________________________

	☐  Acquire the tools needed to produce consistent social-media video.
	________________________________


4  Operating Rhythm
	TASK & RESOURCES
	NOTES

	☐  Systemize your business for maximum results.
Resources: Systemizing Your Business resource
	________________________________

	☐  Adopt a theme-day schedule and a repeatable sales process.
Resources: Theme Days | Perfect Sales System
	________________________________

	☐  Set clear calendar standards for prospecting, appointments, service, and follow-up.
Resources: Schedule standards video*
	________________________________

	☐  Review production and pipeline numbers with a coach or accountability partner.
	________________________________



