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5 WAYS TO TAKE CONTROL OF YOUR EARNING POTENTIAL

As real estate agents you have the potential to earn huge amounts of money.  There is probably no other industry that allows you the opportunity to earn 6 figure (and sometimes very high 6 figure) salaries with little, if any, formal qualifications, while not being required to manage hundreds of staff or carry the burden of extraordinary responsibilities.

Despite this very few agents seem willing to take control of their careers.  They don’t seem to realise that in a very real sense they are businesses in their own right and therefore they need to control their own destiny.  It is amazing in an industry so driven by commission that there are so many people acting like employees.

The following are four ways that an agent can take more control over their life and their income earning potential.   

Number 1:  Remember that real estate is a numbers game with some clear drivers

Real estate in some ways is like a processing factory.  We know that the formula that determines the number of listings and sales we get is driven by the number of contacts we make, the conversion rate from contact to appointment, the conversion rate from appointment to listing and the conversion from listing to sale.  Therefore the more contacts we make the greater the chance of securing more sales.  Likewise the better we get at improving conversion rates the more sales we make.  Never forget this formula – if you stop making the contacts your numbers WILL fall.

Number 2:  Focus on maximising dollar productive time

You know how it is – there are a thousand things to do and no time.  The phone keeps ringing, you have internet leads jamming your inbox, there are letters to be signed, artwork to be approved, photos to be taken and copy to be written.  Not to mention deals to be done.

The one thing in your life which you cannot create more of is time!  So therefore you must focus on how to maximise the time that you have available.  The key is to focus on only doing those things that are dollar productive.  That means focus on those things that generate revenue for you or reduce your costs.  These things are listing, negotiating and selling.  It also includes building or strengthening your referral network.  It includes training time to enable you to secure higher commissions or improve your selling skills in general.  It does not include paperwork, administration, filling envelopes, going to the post office.

So what do you do with the other stuff – you need to delegate it or get rid of it.  If you have no one to delegate it then you need to think about hiring an assistant.  You can’t afford one – see if there are other agents in your office who want to go halves or thirds in one.  Consider hiring a part timer if you need to.

Do this – keep a journal of what you do for 1 day – at the end of the day go over the activities and mark down which were dollar productive and which weren’t.  Work out which should have been delegated and to whom.  Repeat this exercise until at least 75% of the items are marked down as being dollar productive.

Number 3:  Take control of your own lead generation and don’t rely on the office brand or reputation to do it for you 

So many agents believe that the brand on the front of the office will do their prospecting work for them.  They seem to believe that simply because they joined a prestigious firm (or sometime any firm) that that is enough to guarantee them a regular flow of leads and listings.  WRONG!

The really great agents understand that the brand and reputation of the company is something that may assist in the generation of leads but will rarely produce enough leads for them to achieve their goals.  They understand that the name and reputation of the business will absolutely help them differentiate themselves once in front of a client.  But they also understand that they have to LEVERAGE the name and reputation – and that the only way to get this leverage is through activity they instigate.   They have chosen to take control of their own destiny and take action.  You need to have a marketing plan that ensures you have a presence in the market place and that people have a reason to call you or take your call and ultimately to give you the business

Number 4:  Don’t rely on your principal to generate your leads either


. 

Another common one way to control you career is to avoid the belief that because the agency keeps a large part of your commissions that this entitles you to expect the owner to generate all of your leads for you.  WRONG AGAIN!

Your agency principal is providing you with access to a brand that you can leverage (see the above point), an office, a receptionist. They are not there to walk the business to your desk for you.

If you do rely on your principal you are also abdicating responsibility for your income.  Don’t do it.  Once again develop a marketing plan and implement it.

Number 5:  Don’t rely purely on referrals

Most agents would love their businesses to be so successful that they could write all of their business from repeat clients or referral business. However, even with this, there is a hidden downside.

The downside is that by relying only on referral sales you are effectively limiting the number of contacts you will make.  And the moment you stop prospecting or filling your pipeline with contacts the more likely it is that your sales numbers will start to taper off.  Remember Number 1 – Real estate is a numbers game.  The mathematical formula is undeniable – the more contacts and the better the conversion rate the more sales.  
Now the only way you could justify limiting the number of contacts you made was if your conversion rates went up enough to make up for the shortfall.  We all know that the chances of a referral turning into a listing are better than for a cold contact or a warm contact converting but you would have to be very confident that the increase in your conversion rates was going to be so significant to make up for a few thousand contacts no longer being made.  

For example examine the following comparison

Agent 1

Agent 2

Contacts/referrals


5,000


200

Conversion to appointment

5%


70%

Number appointments

250


140





Conversion to Listing


50%


70%

Number of Listings


125


98

Conversion to Sale


100%


100%

Number of Sales


125


98

So even with conversion rates of over 70% the referral only agent still makes less sales per year than the prospecting agent.  Now the referral agent is going to be less busy but at say $7K per sale the difference is over $150K – and that assumes the referral agent can convert 70% of all referrals into appointments and then 70% of them into listings.

Don’t stop marketing yourself to your target market.  They need to remember you and what you do so when the time comes and they need an agent you are top of mind.

WRAP UP

You need to understand that you are a business and you need to think like a business owner.  You need to focus your energy and your time on those things that will drive your business forward rather than helping you tread water.  You need to take action and continue to take action.  You need to be in control of your own destiny.


