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IF YOU ARE NEW TO THE REAL ESTATE BUSINESS, JUST NEED A JUMPSTART OR 

KNOW THAT YOU NEVER REALLY LEARNED HOW TO RUN A PREDICTABLE 

BUSINESS, THIS COURSE WILL BENEFIT YOU. THIS COURSE WILL TAKE YOU

STEP BY STEP THROUGH EVERYTHING YOU NEED TO KNOW TO START GROWING 

A SUCCESSFUL REAL ESTATE BUSINESS! EACH LESSON BUILDS UPON 

THE LAST AND IS TAUGHT BY JARED HIMSELF!



ANYTHING
EARN



2018
recap

1) Gross Commission Income (GCI)

2) Business Expenses

3) Profit (subtract question 1 from question 2)

4) Closed Transactions

5) Listing Appointments

6) Listings Taken

7) Listings Sold

8) Buyer Appointments

9) Buyers Worked With

10) Buyer Sales

11) Average Sales Price

12) Average Commission per Transaction

13) Average Hours Worked/Week

14) Hours Spent Prospecting/Week



customer
IDEAL

What is your ideal customer’s story?

Where do they want to live and why?

What is their age range?

What does their family look like?

What does their ideal home/condo
look like?

Question Answer Strategy

Buyers

Sellers

Renters

Other 

Who is your ideal customer?





INCREASE YOUR SALES 
VOLUME BY 69%!*

“I was concerned about the ‘cost’ of coaching and skeptical that 
it would change my business after being a realtor 

for 10+ years. Now I know the true cost is what we cheat 

ourselves out of by not doing it. I booked half the business 

I did the entire year last year in a few months!”

www.jaredjam estoday.com /1-on-1



OVERVIEW
MARKET

Strengths Opportunities ThreatsWeaknesses
What are your strengths, weaknesses, opportunities and threats?

What market trends do we see having an influence on your market segments and 
in what way?

Parents moving in with their kids.

Trends
Clients may want homes with legal in-laws attached to them.

Potential Consequences

What is happening in the market right now that could
effect your ideal customers buying or selling
experience?



I COMMITTED 
TO?

WHAT AM

My top 4 Best Uses of Time are:
1)

3)

2)

4)

#1 Reason I've Lost Transactions:

If I could change just one thing about the way I work, it would be:

Positive Consequences Negative Consequences

Below are my honest & individual positive and negative consequences that will 
happen as a result of me either following through or not following through on my 
best uses of time.

1)

2)

1)

2)

3)

4)

3)

4)

While I cannot always control the results, I know that I can manage 
my time and activities known as my Best Uses of Time (B.U.T.). 
The more time I spend marketing my services, the more likely it is 
that I will achieve my goals. Therefore, I commit to the following business generation action plan.



www.jaredjamestoday.com/virtualcoaching

Strategy

Flexibility

Accountability

You will learn the exact 
strategies to follow to 
secure listings, create 
and convert buyer leads
and implement the 
systems to see the 
results that results that you desire.

The weekly training
broadcast is not only live
- it is recorded and 
available on demand to 
watch throughout the 
week!

By engaging live with 
Jared every week,  you 
are continually motivated 
and held accountable for 
where you are in your 
business.



"NOT knowing your numbers and WHY you need your business to do well in the first place is the 
quickest and easiest way to underachieve in the coming year. But YOU are different. You are 
committed. YOU have taken the first step in getting serious about running a business and not 

just running around anymore. 

If you will make a commitment to following the numbers that this plan has calculated for you, 
you're going to be able to save more, work less, worry less and really enjoy your business which 

was always meant to be nothing but a blessing to you and those around you. 

ReRegardless of where you are in your career, I encourage you to take the next step of getting a 
coach to help guide you and hold you accountable throughout the year. We've helped thousands 
of people get their real estate career off the ground, form productive teams and in many cases 
become the highest performing individuals and teams in their companies, local market areas 

and even nationwide.   

RemembeRemember, you've now finished the easy part; The tough part lies ahead. Anyone can plan for the 
future and get excited but your success will be determined by how much you will commit     

yourself to the boring moments in your business that matter. The unsexy moments when nobody 
sees you. The moments when you are creating or tweaking your systems. The moments when 
you've been making phone calls for hours and nobody is giving you good news or saying "Yes". 
The only way that you can experience that moment of success at the end of the year where you 
are able to say that you hit your goal and did everything you wanted to do, is if you will commit 
toto the other less fun moments that you will have to endure throughout the year as well. 

I'm on your side and I want you to succeed. You can always message me if you have a question 
but I truly can't wait to see how your life changes this year as a result of you following your 

plan. 

God bless you on your journey. 
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