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Six Figures in 12 months: Real Estate Planning
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Security 15t Title

We Protect Property Rights.

Security 1st Title offers licensed and trained professionals
to assist you with your title and closing needs. Our local
experienced staff delivers exceptional service to protect

property rights of homeowners and lenders.

PRODUCTS AND SERVICES:
Residential and Commercial Transactions
Purchases and Refinances | New Construction
Foreclosure | Short Sales | HUD

Escrow Contract Servicing | 1031 Exchanges

VISIT US ONLINE AT WWW.SECURITY1ST.COM

TITLE INSURANCE | CLOSINGS | 1031 EXCHANGE | CONTRACT SERVICING




® CUTCO

Closing Gifts

—

Blaine Rodman
(316)293-8701

Want to increase referrals and repeat
' YO“R ' business? Why not market yourself

daily and remain top of mind with your
clients by giving them a closing gift
they will love and continuously use?

m Cutco — it’s smart marketing no matter
how you slice it!

Blaine Rodman
Independent Cutco Sales Representative
blainerodman@knivesforlife.com

Your clients will always remember who their REALTOR® is!
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Generated Leads
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Hey Skyler - welcome back!
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TARGET AUDIENCE
TAECET AUDINCE INASTHOT L MASRET QYRR
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® FORD=Family, Occupation,
Recreation, and Dreams
Sunday, April 16 + 11:00am - 12:00pm
Weekly on Sunday

@  Join Hangouts

I 12 Month Marketing Calendar
Created by: Marki Lemons Ryhal
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SIX-FIGURE REAL ESTATE TRACKER SIX-FIGURE REAL ESTATE
TRACKER
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Earnings Point
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(2/1) this ratio means for
every 2 listings you take,
you'll sell 1.

Therefore, to sell 12
listings, you'll need to
take 24 listings.

(2/1) this ratio means for
every 2 listings you take,
you'll sell 1.

Therefore, to sell 12
listings, you'll need to
take 24 listings.

Breaking Down the
Numbers

Average Sales Price: $250,000
@ 3% commission (one side
only) = $7,500

X 70% (agent split) = ~ $5,000

$100,000 in Earnings (Goal)
@ $5,000 per transaction

= 20 transactions (sides,
deals)

9/30/2024

Breaking Down the
Numbers

If you take four weeks of vacation, one
per quarter, that leaves 11 months left
for business.

220 working days for the year (11
months x 20). When you divide the
2,880 contacts into 220 working dates,
you get 13 contacts per day.

At 8-12 contacts per hour, that equals
1 to 1.5 hours of daily prospecting
to achieve $100,000 in earnings this
year.
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I'M PHOTOGENIC
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Solutions Product Get Started Library « Start Free Tral
Selling Is Evolving.
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DISC Personality

+ DOMINANCE * INFLUENCE
* Results * Enthusiastic
+ Determined + Outgoing

« Direct * Persuasive

+ COMPLIANCE * STEADINESS
* Precise * Thoughtful

i + Supportive
* Details * Patient

9/30/2024
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DISC Profile: Marki

Dominance: D reflects how goal and task
oriented a person is and her ability to
accomplish results. Motivated by winning,
competition and success.

Calculativeness: C reflects the degree to
which a person is likely to be cautious,

systematic and analytical. Emphasize
quality and accuracy.

o

[e]

o

Occasionally confrontational
ROl driven
Precise but practical
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Insights for selling to
Marki (via email)

o

o

o

o]

o]

Subject: To the point, measured
Salutation: Skip “Hi” or “Hey” and use
only the first name

Greeting: Skip usual lines like “I hope
you're doing well”

Closing line: Clearly state your ask,
such as “Can we get on a call
tomorrow at 10 am?”

Tone of words: Confident, direct
Length of email: Very short
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189 DONE-FOR-YOU PROMPTS o

PROMPTS
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www markllemons com/189prompts
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