UNITED REAL ESTATE  |  3-10M PATHWAY

SCALING PATHWAY
$3 to $10 Million Pathway
Scale a proven referral business through leverage, automation, and intentional client care.
Goals
	1  Protect and deepen the referral base.
2  Automate consistent client communication.
3  Buy back time through tools, processes, and people.


	How to use this guide: Keep the systems that already work, then add leverage only where it protects client experience or returns meaningful selling time.


1  Leverage Your Time
	TASK & RESOURCES
	NOTES

	☐  Review the $1 to $3 Million Pathway and confirm that its systems are operating consistently.
Resources: $1 to $3 Million Pathway
	________________________________

	☐  Define your effective hourly rate.
	________________________________

	☐  Identify tasks to delegate to tools, documented processes, vendors, or people.
	Prioritize work that returns selling and relationship time.

	☐  Document the handoff standard for each delegated task.
	Include owner, timing, quality standard, and escalation point.


2  Deepen the Database
	TASK & RESOURCES
	NOTES

	☐  Complete and clean your Top 50 and past-client database.
	________________________________

	☐  Add birthdays and home-purchase anniversaries for every priority relationship.
	________________________________

	☐  Time-block a monthly review of upcoming birthdays and anniversaries, then make personal check-in calls.
	Keep conversations relationship-focused.

	☐  Segment the database by sphere, past clients, referral partners, and service needs.
	________________________________


3  Automate Consistent Outreach
	TASK & RESOURCES
	NOTES

	☐  Evaluate Reaching Neighbors for a monthly sphere and past-client mailer.
Resources: reachingneighbors.com | (210) 496-6352
	________________________________

	☐  Evaluate OutboundEngine for social posts, newsletters, referrals, and review automation.
Resources: outboundengine.com
	________________________________

	☐  Use BombBomb or a comparable video platform for monthly personal video outreach.
Resources: bombbomb.com
	________________________________

	☐  Review automation results quarterly and remove campaigns that do not create engagement.
	________________________________


4  Signature Client Experience
	TASK & RESOURCES
	NOTES

	☐  Host one annual event for your sphere, past clients, and referral partners.
	Keep it simple, repeatable, and financially sustainable.

	☐  Send a personal Letter of the Heart each August.
	Share something genuine about you or your family.

	☐  Send a Letter of Success each February.
	Celebrate families served and one non-real-estate personal success.

	☐  Create a repeatable pop-by and gifting calendar.
	________________________________

	☐  Evaluate ClientGiant for people who refer two or more transactions per year.
Resources: clientgiant.com
	________________________________



