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THE PROFITABLE RECRUITER/COVENANT COACHING BROKER BUSINESS PLAN

COMPANY NAME: _________________________________________
STEP 1: YOUR COMPANY MISSION STATMENT
Please complete the following sentences:

1. We are a company that _______________________________________________
____________________________________________________________________.
EX: We are a company that empowers and enables individuals and teams to provide excellent customer service and received maximum compensation and support. 

2. Our core values are: (EX: integrity, commitment, stability, fairness to all, agent driven, learning and personal growth, creativity and innovation, simplicity, transparency, authenticity, passion, service, leadership, opportunity, viability, servant leadership,)
a. ________________________________

b. ________________________________

c. ________________________________

d. ________________________________

3. What business are you in?    ____________________________________________
EX: We are in the business of serving our agents, or serving the consumer, or building a profitable business. What do you see as your primary business model?
4. What do you see possible for your company? ______________________________
_____________________________________________________________________

EX: Total number of agents, total number of offices, revenue generated annually. Where are you planning to be in 5-10 years from today? 

5. Do you have a Statement of Purpose or Mission Statement? _________________

If you answered yes, please insert it here: __________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

If you answered no, you might want to read one or all of the following books before writing a mission statement: 

The Mission Statement Book: 301 Corporate Mission Statements from America's Top Companies by Jeffrey Abrams
The Path by Laurie Beth Jones.

The New Gold Standard by Joseph Mitchelli

These are all excellent books on creating a mission statement as well as a vision statement. The difference between a mission statement and a vision statement is this: A mission statement is what you do and who you are.  A vision statement serves as a compass to keep things going in the right direction. It helps you measure your progress, set goals and establish priorities. 
Here are some simple but powerful mission statements: 

Marriott: We care to make a difference.

Lexus: To attract and retain customers with the highest value products and services 
              and the most satisfying ownership experience in America. 

Ritz Carlton: Ladies and Gentlemen serving Ladies and Gentlemen. 

Judy LaDeur International Mission Statement

“Our mission is to positively and powerfully impact the real estate industry and its people by providing innovative results-oriented training and coaching programs led by industry experts. We empower our clients to identify and enhance their   professional strengths and to achieve healthy growth and balance, enabling them to experience fulfillment in their personal and professional lives.” 

Other than our own, one of the most powerful mission statements we have found is Southwest Airlines.  Listed below, please find their company mission statement along with their mission statement for their employees. We want to encourage you to adopt two statements.  

The Mission of Southwest Airlines

The mission of Southwest Airlines is dedication to the highest quality of Customer Service delivered with a sense of warmth, friendliness, individual pride, and Company Spirit. 

To Our Employees
We are committed to provide our Employees a stable work environment with equal opportunity for learning and personal growth. Creativity and innovation are encouraged for improving the effectiveness of Southwest Airlines. Above all, Employees will be provided the same concern, respect, and caring attitude within the organization that they are expected to share externally with every Southwest Customer.
To create your mission statement, please answer the following questions: 
1. What are you going to do (daily) to move your business from transactional to transformational to create and maintain a “Ritz-Carlton” or “Southwest” experience?

2. Who is your client?

3. What need(s) do you fulfill? 
4. What problem(s) do you solve?
5. How do you make your money?  
6. How are you unique from everyone else out there? 
7. What is your unique value proposition? 
8.  What is your target market? 
9. What are your economic/financial goals? 
10. What matters most? What do you value most? 
11. What type of company do you want to create? Do you represent a “lifestyle” or “high potential” company?
12. Where is the company going?  Where do you see yourself in 3 years? In 5 Years? 
13. What products/services/industries do you plan to venture into? 

Now you are ready to develop your Statement of Purpose or Mission Statement. This is something that can take several meetings or several weeks to accomplish. It should involve all the officers of the company. Many brokers find it helpful to work with a professional business coach to help you create and define your mission statement. 
Statement of Purpose or Mission Statement:

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Part 2: OBJECTIVES AND MARKET INTELLIGENCE

1) List the primary objectives of your company.  These should be specific goals whose achievements can be measured.  Set measurable objectives such as sales or sales growth, profits or profitability or market share.  Try to avoid from vague goals that are unable to be tracked.  Include a deadline that these objectives will be achieved.  For example: “Realize a positive return on investment by the end of year 2.”  Or, “We will have 35 agents by December 31st of a specific year.”

a. __________________________________________________________

b. _________________________________________________________

c.  _________________________________________________________


d. _________________________________________________________
B. Market Intelligence and Overview of the Competition       

1) How much do you know about your market? (Use a separate worksheet for the following exercises)

a. What were the total transactions closed in the past 12 months? ______

b.  What were the top 10 companies in closed these transactions? Rank 
companies by closed production. (Include your company). 

c. Which agents within each company closed the top 50% of the 
 
 
transactions?  Rank agents by transactions closed (factor in/ REO 
agents/teams)


d. How is my competition vulnerable?


e. What are the strengths of my competition?  (By company)


f. What are the weaknesses of my competition?  (By company)

2) Create a scorecard for your marketplace such as the example below.  This is your foundation to build your hit list with current and future prospects.
	Company Name
	
	Total # Agents
	
	#Agents Hirable
	
	# to Add to Hit List

	*
	
	
	
	
	
	

	*
	
	
	
	
	
	

	*
	
	
	
	
	
	

	*
	
	
	
	
	
	

	*
	
	
	
	
	
	

	*
	
	
	
	
	
	


                           3)
Evaluate Services Provided

a.
What services does your competition offer to their agents? 


b.
How do your company’s services compare to each offered?

	



             (A Sample schedule is included)
	Service/Program Offered
	 
	Competitor #1
	 
	Competitor #2
	 
	Competitor #3
	 
	My Company

	Lead Generation Program
	
	
	
	
	
	
	
	

	Brand
	
	
	
	
	
	
	
	

	Technology
	
	
	
	
	
	
	
	

	Training
	
	
	
	
	
	
	
	

	Education
	
	
	
	
	
	
	
	

	Broker/Admin Support
	
	
	
	
	
	
	
	

	Marketing Materials
	
	
	
	
	
	
	
	

	List additional items
	
	
	
	
	
	
	
	


4)
Summarize what sets you apart from the competition.  Create a list of 12 items of value (services, support, tools, and resources) which sets you apart.  Be as specific as possible including how the difference results in additional transactions.  


1.


2.


3.


4.


5.


6.


7.


8.


9.


10.


11.


12.

5)
What challenges do you anticipate within your market over the next 12 months?  How will this impact your competition? How will this impact your company?


____________________________________________________________________________________________________________________________________________________________________________________

6)
What opportunities do you anticipate within your market over the next 12 months?  How will this impact your competition?   How will this impact your company?

____________________________________________________________________________________________________________________________________________________________________________________
STEP 3: REMOVE THE BARRIERS
What are your steps to become unstoppable?

A. Technology

a. Are you computer proficient?  __________________

b. Do you use email? ____________________________

c. Do you communicate via texting? ________________

d. Are you active in social networking?

i. FaceBook _____________

ii. LinkedIn  _____________

iii. Blogging ______________

iv. Videos  _______________

v. Active Rain_____________

e. Does your office website have a “Careers” page? ______

f. Do you have a recruiting website? _______________

g. Is your office website linked to your recruiting site? ________

B. Personal Promotion

a. What is the title on your business card?

__________________________________________

b. Does your card have a photo? ___________

c. What email address are you using on your card?

__________________________________________

d. Are you promoting yourself as a REALTOR® or as a recruiter, broker, coach or mentor?

______________________________________________________

C. Contact Management System

a. What do you currently use to maintain and manage your database of potential recruits?

i. Software _______________________________

ii. Notebook_______________________________

iii. Other        _______________________________

b. What information about each prospect do you have in your data base?
__________________________________________________________________________________________________________________________________________________________________

D. Time Management 

a. What are your daily responsibilities?

_________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

b. Return to (a) and number each by their importance or how you prioritize each daily task.

c. How would you rate your time management skills?

Poor
   Fair     
 Good

Great

Excellent

d. Are you committed to set aside a specific portion of each day to dedicate to growing your office? ______________________________________________________

If no, why not? ____________________________________________________________________________________________________________

If yes, how many hours can you dedicate to recruiting each week?

____________________________________________________________________________________________________________

E. Determine the Value Of Each Agent Added To Your Office

a. Calculate the average (annual) income earned for each producing agent you have in your office. _____________________________
b. Divide that amount by 12 (month) $______________________

c. Each experienced agent you hire should add this amount to you monthly income.  $___________________________

(Most companies we work with average between $9,000 and $12,500.00 annually for each experienced agent hired. This knowledge will be both motivational and inspirational to you and is an essential ingredient in consistent and effective recruiting.)

F. Increasing Profitability with a Consistent Recruiting Campaign
a. What is your fixed monthly overhead (operating) $________________________________________
b. Multiply (a) x 12 (months) for annual fixed overhead $__________________________________________
c. What is your income per associate: (Step 3-E (c)
___________________________________________

d. Divide (b) Annual Fixed Overhead by (c) Annual Income per associate. How many agents do you need to add/maintain to achieve break even _____________?
e. To determine desired increased profitability, define $_________ value of income and divided that number by (c-Income per associate.

STEP 4: GOALS

1. Setting your Goals

a. What is your company income goal for the year? ___________

(Income needed to break even, plus desired profit including salary)

b. Divide total income desired by income per associate for the total number of agents needed ______________________________

c. How many agents do you currently have? _____________  

d. Number of Agents needed for desired (Net gain/experienced) goal (b) ____________________

e. How many experienced agents will you hire in the next 12 months? _______________________________________________________

f. How many newly licensed agents will you hire in the next 12 months?  _______________________________________________________

g. What is your personal income goal? (Recruiter/Selling Brokers) $______________________________________________________
2. Tracking to reach your goals includes recording and reviewing these numbers and actions on a weekly basis:

a. Total number of hires for the year divided by 12 equals monthly target.
b. Number of interviews required to hire one agent ______________

c. Multiply number of interviews needed per hire____ x number of hires needed per month  ____________ = __________total number of interviews needed per month.
d. Number of calls to book one appointment ______________

e. Number of calls per appointment______ x’s number of appointments per week____________ = total number of calls per week ______________

f. Average Market Share added per experienced hire $______________

g. Number of agents hired ____x average market share per hire ____________ = annual market share increase. ______________
STEP 5: PLAN OF ACTION

1. Marketing

a. How often do you plan to touch your hit list?

I. Direct Mail ____________________

II. Email ________________________

III. Social Networking ______________

IV. Face to Face ___________________

b. What marketing materials do you plan to use?

_________________________________________________________________________________________________________________________________________________________________________________

c. What 12 unique benefits of your company do you plan to drip to your prospect? (List each unique with the date to schedule the mailing)
____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

d. Who will assist you in meeting your deadline? _____________________

e. Did you add yourself to your hit list?
__________________________

2.
Telephone Calls

a. Calls should be scheduled daily (see Daily Prospecting Sheet-Attached)

b. Script each call (series of calls)

c. Commit to make ____________ calls per day. 

3.
Interview Process



a.  Prepare for the Interview 



     
a.
Arrive 30 minutes early and prepare for the interview



b.
Remove all distractions (mobile)




c.
Have information on prospect (stats)




d.
Determine behavior style if possible



b.
“WAG MORE---Bark Less”



a.
Listen more than you talk!



b.
Watch body language to help confirm behavior style



c.
Implement the value proposition




a.
Use co-creative process




b.
Have all attending sign value proposition


4.
Retention




1.
Have you designed a retention calendar of events? ___________




2.
What training and educational opportunities are you offering?









  __________________________________________________________________________________________________________________________________________________________________________________________________________________________________________




3.
What results are you reaping from training and education?





___________________________________________________________




4.
Do your events serve both emotional and logical agents?





(Revisit both #1 and #2 under retention and put an “E” by events for 

emotional and “L” for those which will appeal to logical.)
5.
Schedule quarterly events to empower your agents to build your  

       “Value Proposition” into their listing presentation? 

_____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________


5.
Handling Departures




1. 
How do you currently handle departures with agents who leave?____




2.
Do you leave the door open for them to come back? ___________

My Business Plan Is...

1. Total Recruits needed for this year




 ______________

2. Market Share Increase for this year




 $_____________

3. Number of people that I will talk to each week


 ______________

4. Number of interviews conducted per week 



 ______________

5. Number of hires needed per month on the average to hit goals
 ______________

Additional Goals: (Personal or Professional Goals)

1.
2.

3.

4.

5.

Each month when I reach my goal, I will reward myself by/with:
DAILY RECRUITING ACTIVITY SCHEDULE

Print one each out day to ensure you achieve your goals.

Daily Recruiting Calls:   



DATE: ___________________________________

NAME



Phone #


 Notes

1. ______________________   ________________________  _____________________

2. ______________________   ________________________  _____________________

3. ______________________   ________________________  _____________________

4. ______________________   ________________________  _____________________

5. ______________________   ________________________  _____________________

6. ______________________   ________________________  _____________________

7. ______________________   ________________________  _____________________

8. ______________________   ________________________  _____________________

9. ______________________   ________________________  _____________________

10. _____________________   ________________________  _____________________

Recruiting Appointments Today: 

__________________________________________

__________________________________________

__________________________________________
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