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75 Days to Success!

As a new real estate agent, stepping into the profession means becoming the CEO of your own business.
Here's what you can expect as you embark on this entrepreneurial journey:

1. Independence: 
One of the most exciting aspects of being a real estate agent is the freedom and independence it offers.
You'll have the flexibility to set your own schedule, choose your clients, and decide how to market yourself
and your services.

2. Building Your Brand: 
As a new agent, you'll need to establish your brand identity in the market. This includes creating a
professional image, developing a unique value proposition, and defining your target audience. Building a
strong brand presence takes time and consistent effort but is essential for attracting clients and standing
out in a competitive market.

3. Lead Generation: 
Generating leads is the lifeblood of any real estate business. As a new agent, you'll need to implement
various lead generation strategies to attract potential clients. This may include networking, cold calling,
door knocking, online marketing, hosting events, and more. Consistent lead generation efforts are crucial
for maintaining a steady stream of clients and growing your business.

4. Client Relationships: 
Building strong relationships with your clients is key to success in real estate. You'll need to earn their trust,
understand their needs and preferences, and provide exceptional service throughout the buying or selling
process. Positive client experiences lead to referrals and repeat business, so prioritize customer satisfaction
in every interaction.

5. Continuous Learning: 
Real estate is a dynamic and ever-changing industry, so ongoing learning is essential for staying
competitive. As a new agent, you'll need to invest time in continuing education, staying updated on market
trends, and honing your skills in areas such as sales, negotiation, marketing, and technology. Embrace
learning opportunities to grow professionally and adapt to market changes.

6. Financial Management: 
While real estate offers the potential for significant income, it also requires careful financial management.
As an independent contractor, you'll be responsible for managing your expenses, budgeting for marketing
efforts, paying taxes, and saving for future investments. It's important to establish good financial habits
early on to ensure long-term financial stability.

7. Persistence and Resilience: 
Building a successful real estate business takes time and perseverance. You'll likely face challenges,
setbacks, and rejection along the way. The key is to stay resilient, maintain a positive mindset, and keep
pushing forward even in the face of adversity. Consistent effort and a willingness to learn from failures will
ultimately lead to growth and success.



Overall, being a new real estate agent means embracing the entrepreneurial spirit, taking ownership of
your success, and committing to the hard work required to build a thriving business. With dedication,
perseverance, and a focus on providing exceptional service to your clients, you can achieve your goals and
establish yourself as a trusted and successful professional in the industry.

Establish a routine that you are in the office every day for a specified period of time, prepared to have a
prospecting agenda. Your goal should include having enough conversations with people to begin to
establish “top of mind awareness.” It will be important that when people you know think of real estate (or
know someone who needs help), they think of you.

The following are weekly ideas to keep you on track to success! These would be typically for Monday -
Friday.

Days 1-5:
Set up your workspace at home.  Find a dedicated space where you can focus on building your
business.  If you can’t find that home, come to the office and use one of our remote desks.

Familiarize yourself with Epique’s systems and tools by starting to explore Epique Cloud.

Schedule Epique Orientation with Robbie

Schedule Realtor orientation with our Board of Realtors.

Start building your professional network by writing down all of the people you know and would like to
do business with.  Refer to next page for ideas.  FIND their email address, phone number and home
address.  

Determine how you will keep track of your daily activities to build your business, meetings and client
appointments.  Will you use your phone or a planner or both? Buy a planner if needed.

Days 6-10:
Create a business plan outlining your goals and strategies for success. Schedule a time with Robbie or
your sponsor to help in creating this.

Attend training through Epique Cloud

Attend Epique and Local Area Zoom calls

Ensure your social media profiles are updated and reflect state requirements

Start inputting Who You Know into Lofty















Days 11–15:
Attend any training sessions or workshops offered by Epique or our Team.

Research local market trends and neighborhoods - start attending Open Houses to learn the inventory
and meet the agents on our team.

Add 5 new people to your CRM including their email address, phone number and home address

Plan how you will reach out to everyone on your Who You Know list

Days 16-20: 
Continue studying market trends and familiarize yourself with local inventory.

Attend Open House Training

Attend networking events or join professional organizations in your area.

Start prospecting for clients through Open Houses

Start time blocking on your calendar for lead generation and conversion.  

Add 10 new people to your CRM including their email address, phone number and home address

Days 21-25:
Take additional training courses or workshops to enhance your skills.

Shadow experienced agents on showings or listing appointments to learn from their expertise.

Begin working on your marketing materials, such as flyers or postcards.

Meet with Robbie to discuss your goals and expectations.
https://calendly.com/robbielynnjohnson/30min

On Sunday, time block your calendar for your non-negotiables first, then lead generation, lead
conversion, and then next any networking meetings you will attend.

Add 10 new people to your CRM including their email address, phone number and home address

Practice scripts on presenting our Buyer Consultation and Seller Consultation marketing books.



Days 26-30:
Begin sending Equity Letters to potential clients to discuss their real estate needs.

Start working open houses in your area to learn more about different property types and pricing
strategies.

Continue expanding your professional network through social media and community events.

On Sunday, time block your calendar for your non-negotiables first, then lead generation, lead
conversion, and any networking meetings you will attend.

Add 10 new people to your CRM including their email address, phone number and home address

Schedule to work an open house(s)

Prepare your car for business. Get your free carwash tag from Epique! Keep your car clean and in good
repair. Handy items to have available are flashlights, tissues, note pads, mileage/expense boo or app
on your phone, wasp spray, and a mallet for signs, etc. Consider a GPS if your phone or car is not
equipped with a mapping app or your service is spotty. Remember, you will be spending a lot of time in
your car.

Days 31-35: 
Follow up with leads and contacts from your prospecting efforts.’

Attend any continuing education courses required for your real estate license.

Start building relationships with other professionals in the industry, such as lenders, inspectors, and
contractors.

Time Block on Sunday for the upcoming week. Non-negotiables first, then lead generation, lead
conversion, and any networking meetings you will attend.

Schedule to work an open house(s)

Add 10 people to your CRM including their email address, phone number and home address

Schedule Social Media posting time

Attend any brokerage trainings or masterminds.

Days 36-40:
Start thinking about a niche market you might want to work

Reach out to local businesses to establish referral partnerships.

Ask your friends and family to give you a client review to start building your rating and internet
presence. Use Facebook or Google to build your reviews.

Time Block on Sunday for the upcoming week. Non-negotiables first, then lead generation, lead
conversion, and any networking meetings you will attend.

Add 10 people to your CRM including their email address, phone number and home address

Additional Success Tips for Days 36-40 continued on next page



Days 36-40 continued:
Schedule to work an open house(s)

Schedule Social Media posting time

Attend any brokerage trainings or masterminds.

Days 41-45: 
Get on Epique Canva and start building some marketing for social media and/or direct mail.

Attend community events or volunteer opportunities to meet new people.

Evaluate your progress towards your goals and make any necessary adjustments to your business plan.

Time Block on Sunday for the upcoming week. Non-negotiables first, then lead generation, lead
conversion, and any networking meetings you will attend.

Add 10 people to your CRM including their email address, phone number and home address

Schedule Social Media posting time

Attend any brokerage trainings or masterminds 

Schedule to work an open house(s)

Days 46-50:
Follow up with past clients, friends and family and ask for referrals.

Implement a lead generation strategy, such as running Facebook ads or creating targeted email
campaigns.

Attend real estate networking events or conferences to meet potential clients and partners.

Time Block on Sunday for the upcoming week. Non-negotiables first, then lead generation, lead
conversion, and any networking meetings you will attend.

Add 10 people to your CRM including their email address, phone number and home address

Schedule Social Media posting time 

Schedule to work an open house(s)

Attend any brokerage trainings or masterminds.



Days 51-55:
Expand your online presence by posting regular updates on social media and your website.

Participate in local community events to increase your visibility.

Explore offering free consultations or seminars to attract new clients. Think about your niche you are
creating. 

Time Block on Sunday for the upcoming week. Non-negotiables first, then lead generation, lead
conversion, and any networking meetings you will attend.

Add 10 people to your CRM including their email address, phone number and home address

Schedule Social Media posting time

Attend any brokerage trainings or masterminds.

Schedule to work an open house(s)

Read a book that is real estate, sales, motivational, or habit related. 

Days 56-60: 
Analyze your marketing efforts and adjust your strategies as needed.

Continue building relationships with other agents and industry professionals.

Stay up-to-date on industry news and trends to better serve your clients. Share this with your clients.

It’s time to start mastering video! 

Time Block on Sunday for the upcoming week. Non-negotiables first, then lead generation, lead
conversion, video creation, and any networking meetings you will attend.

Add 10 people to your CRM including their email address, phone number and home address

Schedule to work an open house(s)

Schedule Social Media posting time

Attend any brokerage trainings or masterminds.

Days 61-65:
Attend training sessions or workshops on sales techniques and negotiation skills.

Practice role-playing different scenarios with your colleagues or mentor.

Schedule listing appointments and buyer consultations with potential clients.

Time Block on Sunday for the upcoming week. Non-negotiables first, then lead generation, lead
conversion, video creation, and any networking meetings you will attend.

Additional Success Tips for Days 61-65 continued on next page



Days 61-65 continued:
Add 10 people to your CRM including their email address, phone number and home address

Schedule to work an open house(s)

Schedule Social Media posting time

Attend any brokerage trainings or masterminds.

Days 66-70: 
Close your first transaction and celebrate your success!

Ask satisfied clients for testimonials or referrals.

Continue honing your sales and negotiation skills through practice and ongoing education.

Evaluate your performance over the past 60 days and identify areas for improvement.

Set new goals for the next 30, 60, and 90 days.

Develop a plan for increasing your income and expanding your client base.

Time Block on Sunday for the upcoming week. Non-negotiables first, then lead generation, lead
conversion, video creation, and any networking meetings you will attend.

Add 10 people to your CRM including their email address, phone number and home address

Schedule to work an open house(s)

Schedule Social Media posting time

Attend any brokerage trainings or masterminds

Days 71-75:
Attend advanced training courses or workshops to further develop your skills.

Review your marketing strategy and make adjustments based on your results.

Celebrate your achievements and milestones from your first 60 days in real estate.

Thank your clients and referral partners for their support.

Create a Touch Program.

Create a close out program for sales. 

Stay focused and continue working towards your long-term goals in the real estate industry.

Complete any remaining requirements to obtain your real estate license. Don’t forget your post
licensing hours. 

Time Block on Sunday for the upcoming week. Non-negotiables first, then lead generation, lead
conversion, video creation, and any networking meetings you will attend.

Additional Success Tips for Days 71-75 continued on next page



Days 71-75 continued:

Add 10 people to your CRM including their email address, phone number and home address

Schedule to work an open house(s)

Schedule Social Media posting time

Attend any brokerage trainings or masterminds

Update your marketing materials with client testimonials or recent sales

**Touch Program is on the next page



Touch Program

What is a touch program? It’s a way to stay top of mind with your sphere so they are coming to you as a
trusted source for real estate either when they buy or sell, have questions, or referrals of friends.

Where does business come from: SURVEY SAYS
35% Past Client Referrals
35% Repeat Clients
15% Database referrals

Primary Lead Generation: SURVEY SAYS
Open Houses 45%
Yard Signs 20%
Social Media Postings 10%

72% of clients surveyed say that people want to do business with their Realtor again yet only 20% do -
because of relationships.
If you want to stay connected, get a touch program together! 

A real Trends study shows that people who maintain their Databank with at least 500 contacts have an
average of 25% more sales

We must plan on a yearly basis, implement on a monthly basis and execute on a daily basis

Lay out your month by month and what you will do for your touch programs and this may change depending
on who you are going to touch. I recommend starting your layout with big post it notes! You can find these
on Amazon and links will be below.

FIRST
You must have defined goals and focus areas. I recommend up to 3 areas to focus on.
For example:

Top 50 clients/referral partners - this is a must
Whole Sphere - this is a must
Mets and Not Mets
Expired Listings
FSBOs
Working Open Houses
Buy Leads
Farm an area
Probate, Divorce, New Construction, Military, Seniors, Landlord/Tenant or other specialty areas

SECOND:
Create a plan for each focus area - use your big post it notes
Don’t get stuck in one form of communication. Every touch plan has to have so many different forms of
communication. Each month should have 1-3 touches.
Face to face.... Digital.... Voice.... Print



THIRD:
If you are going to develop a Niche you must develop an engagement strategy and this has to be scheduled
on your touch program.

Connect regularly with the community
Show the services you provide
Provide Educational Content
Have Events that focus on your Niche
Have One on One’s
Create a Value Proposition
Newsletters

FACE TO FACE.... DIGITAL.... VOICE.... PRINT
Develop Your touch program from the following areas:

Postcards
Handwritten Notes
Direct Mail
Videos
Text Messages
Seminars You Host
Social Media
Pop Bys

The list below is in no particular order or in no particular category. Use each idea and look at your focus
areas to see how the idea can be incorporated, should be incorporated, or perhaps can’t be incorporated.
Not all ideas fit all categories. Use the bullets below to stimulate your mind and open it up to other ideas.
The following are ideas of things you can do for marketing.  

Postcards
Ask about our Staging books - get your complimentary book
Ask about our Guarantee to Sell Your Home program 
One of your testimonials on a postcard
Expired Postcard mailing campaign
Landlord mailing campaign

Handwritten Notes 
Thank you when you meet
Just checking in
Congratulate your sphere when you see accomplishments on Facebook
Post things on your wall or their wall that is uplifting
After Open Houses



Direct Mail
Closing Disclosure for taxes mailed to them
Info news: How to get your home ready to market
Top Ten Lists
Concierge Lists
CMA/Equity Letters
Home tips around the year
Testimonials
Homestead Exemption Reminder Letters
FedEx a letter - send your FIRST mailing via FedEx to generate a WOW factor that will get you noticed!
Letters to Landlords
Letters to Tenants

Videos 
in text messages
On social media
Top Ten Lists
Home tips around the year
Homestead Exemption Reminders
Homestead Exemption Explanations
Ask about our Buying a Home in Texas books - get your complimentary book
Make educational videos
Holiday greetings
Check out the amazing kitchen in this house!
Tonight, I attended an event that benefited our local free medical clinic. Check out these photos — this
is an event you won’t want to miss in the future! 
Here are the numbers for the last quarter for our local real estate market. 
 love having lunch with clients; these are my three go-to lunch places in (your city). 
Today, I experienced the funniest thing that has ever happened to me in real estate ... 
Here are the before and after photos of 123 Main Street. An amazing transformation that is now
available for showings ... 
This is the story of how (client name) found her ideal home. It started ...Staying consistent with both
your quality and quantity of posts will yield results. 
Sharing your thoughts as you head into the office in the morning.
Sharing the process of launching your listing and everything that 
 goes into it. 
Videos of Just Sold - stand in front of the home and tell a story about it
10 [city you are focusing on) organizations to support this holiday season
Top holiday events in [city]
Best hotels for a [city] holiday staycation
5 [city] businesses to support on #SmallBusinessSaturday



Holiday gift guide for last-minute [city] shoppers
A new home for the new year in [city]
Best places for holiday decorations in [city]
Do Help Me Out Videos
People think real estate is this, but it’s actually this
My go to business or service provider for …..
Things you may not know about Abilene
7 things to do before selling your home
Friday Favorite
Behind the Scenes
LISTICLES! Video and/or Blog focusing on a listing things - like Top 10 lists etc - doesn’t have to be
video - use the above. Here’s an example: The 15 Things Buyers Look For In A Home.
See Videos…..
Why You Should…..
You Won’t Believe….
The Last…. You’ll Ever Need
This is how…..
This is what….
Piggyback off of other articles - example: Forbes Top 10….
X things you….. numbered lists
X Reasons why…..

Text messages 
Text the newsletter to paid leads you are trying to convert
Text Videos
Text Events
Text Reminders
Using text as follow up whenever you mail or email something to them

Hold a seminar:
Home Improvement
How to Flip a Home

Your Client’s Social Media
Post things on your wall or their wall that is uplifting
Happy Birthday posts
Comment on their posts
ALL of your social media contacts should be in your database



VIP Program
Create a program for your VIPs and treat them to:

Happy Hours
Swag
Family Pics
Coffee

On Social Media here’s your Hail Mary playbook:
5x5
Day 1 - 5 Direct Messages about a specific post
Day 2 - Comment on posts and ask questions
Day 3 - General Comments
Day 4 - Comment on real estate pages and groups
Day 5 - have 5 new connections/friend requests
You should also make 5 posts per week on your page - 1 being video


