
Be The CEO Of Your Life
And Success Will Follow

CE.6654000-RE

This Course is Approved by the NV RE Commission
For 3 Classroom General Credits



Learning Objectives –
1)Students will complete a 

“Business Plan” worksheet 
identifying – a) Income Goal & b) 
Strategies to hit that Goal.



Learning Objectives –
2)  Students will Reverse 
Engineer an actual Plan to hit 
their Financial Targets



Learning Objectives –
3) Students will build a 
‘Calendar’ – Monthly, 
Weekly & Daily – Activity 
driven



Question: If you showed someone your business plan – 
would they be impressed?

A ‘Business Plan’, is written, has Clear Targets, a Mission 
Statement, K.P.I. and a Quarterly Report!



The THREE Parts to the 
Course…

Part I
Why Goals – Mindset
A look back – and a look ahead

Presenter Notes
Presentation Notes
If your Goals are only in your head – the rocks will get in the way!




Perspective?



The THREE Parts to the 
Course…

Part II
Strategies & Specific 

Systems



.
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LEGAL STRUCTURE – LLC/SubChapter S

INCOME & EXPENSE ALLOCATION

BUSINESS – TARGET AND GOALS
10 Days/30 Days / 90 days /1 Year / 5 Years /10 Years

STRATEGIES AND TACTICS
 
SCHEDULING
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LEGAL STRUCTURE – LLC/SubChapter S

INCOME & EXPENSE ALLOCATION

BUSINESS – TARGET AND GOALS
10 Days/30 Days / 90 days /1 Year / 5 Years /10 Years
          We have a tendency to overestimate what we can 

accomplish in 1 Year and dramatically underestimate 
what we can do in a Decade.

STRATEGIES AND TACTICS TO ACCOMPLISH GOALS

SCHEDULING
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LEGAL STRUCTURE – LLC/SubChapter S

INCOME & EXPENSE ALLOCATION
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BUSINESS COMPONENTS
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Sales: Turning Qualified 
Prospects Into Clients

Marketing: Promoting, 
Contacting, Action Items That 
Generate Prospects

Customer Service: Creation And 
Production Of The Best Experience For 
Your Customers.  It’s The Experience 
That Counts.

Financial Management: 
Managing Income, 
Expenses, Profits, & 
Cashflow.
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Be The CEO – A Chief Executive Officer (CEO) Is The Highest-
ranking Executive In A Company, Responsible For Leading All 
Aspects Of Its Operations.

YOU Are Ultimately Responsible For The Success Or Failure Of 
Your Organization.
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BUSINESS – TARGET AND GOALS
10 Days/30 Days / 90 days /1 Year / 5 Years /10 Years
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BUSINESS INCOME – REVERSE ENGINEER



  

Reverse Engineer 
Your Financial Goal
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Based On Commission $11,750  & Goal Is $90,000 
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Based On Commission $11,750  & Goal Is $90,000 
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Based On Commission $11,750  & Goal Is $90,000 
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Based On Commission $11,750  & Goal Is $90,000 



  

Contacts/Connections Ratios
 Contacts Mean Voice Contacts or Face To Face 

Contacts To Generate 1 Connection = 20 Contacts 
 3 Connections To Get 1 Close = 60 Contacts

60 Contacts = 3 Connections = 1 Closing 
 Connections Per Month = 3 Connections

3 Connections = 1 Closings
   

Contacts Needed Per Month = 60
Average Of  = 2 Per Day
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DETERMINE YOUR PERSONAL EXPENSES.

WRITE YOURSELF A CHECK FROM YOUR BUSINESS 
ACCOUNT TO PAY YOURSELF ON A REGULAR BASIS.
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Sales: Turning Qualified 
Prospects Into Clients

Marketing: Promoting, 
Contacting, Action Items That 
Generate Prospects

Customer Service: Creation And 
Production Of The Best Experience For 
Your Customers.  It’s The Experience 
That Counts.

Financial 
Management: 
Managing Income, 
Expenses, Profits, & 
Cashflow.
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Sales: Turning Qualified 
Prospects Into Clients

Marketing: Promoting, 
Contacting, Action 
Items That Generate 
Prospects

Customer Service: Creation And 
Production Of The Best Experience For 
Your Customers.  It’s The Experience 
That Counts.

Financial Management: 
Managing Income, 
Expenses, Profits, & 
Cashflow.
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NECESSARY COLLATERAL FOR MARKETING 
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FaceBook (Meta) Business Page
FaceBook Group
Instagram
YouTube Channel
LinkedIn
Google Business Profile
TikToc  TikToc = ?

NECESSARY FOUNDATION COLLATERAL FOR MARKETING 
  

Social Media Platforms – Branded With Your Name
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING
  
Social Media Platforms – Branded With Your Name
 FACEBOOK BUSINESS PAGE – Boost & Advertise

Meta Now Uses AI To Reach Your Audience!
 

 

https://www.facebook.com/LasVegasFindYourHome/
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING 

  
Social Media Platforms – Branded With Your Name
• FACEBOOK BUSINESS PAGE and SAME ON INSTAGRAM

 

https://www.instagram.com/glenndabaker/
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING 

  
Social Media Platforms – Branded With Your Name
• FACEBOOK BUSINESS PAGE and SAME ON INSTAGRAM

 

https://www.instagram.com/glenndabaker/
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING
 Social Media Platforms – Branded With Your Name
 INSTAGRAM 
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING
  
Social Media Platforms – Branded With Your Name

• FACEBOOK GROUP – Create One For Your Farm Area

 

https://www.facebook.com/groups/ruthierocks/
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING
  
Social Media Platforms – Branded With Your Name
 FACEBOOK GROUP – Share Market Informatio
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING 

  
Social Media Platforms – Branded With Your Name
• YOUTUBE CHANNEL

 

https://www.youtube.com/channel/UCa_EHpGcAYLNu5704wa6eFg
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING
  
Social Media Platforms – Branded With Your Name

• LINKEDIN  ---- POST WEEKLY
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING
 Social Media Platforms – Branded With Your Name
 GOOGLE BUSINESS PROFILE – Reviews and Products!
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NECESSARY FOUNDATION COLLATERAL FOR MARKETING
 

WEBSITE – JIMMYDAGUE.COM   <<<  Your Name

Email Address – jimmydague@jimmydague.com
  
 

mailto:jimmydague@jimmydague.com


.
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https://thejimmydague.com/
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THEJIMMYDAGUE.COM

DAILY BLOGS 
AND MONTHLY MARKET WATCH BLOGS

https://thejimmydague.com/blog
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HANDOUTS / Emails    FOR  YOUR  CONTACTS
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HANDOUTS / Emails   FOR  YOUR  CONTACTS
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FACEBOOK.COM/GROUPS/RUTHIEROCKS
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FACEBOOK.COM/GROUPS/RUTHIEROCKS
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FACEBOOK.COM/GROUPS/RUTHIEROCKS
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HANDOUTS /Emails  FOR  YOUR  CONTACTS

54

FACEBOOK.COM/GROUPS/RUTHIEROCKS
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Agentmachine.com
Fastexpert.com
Homegain.com
Expertagents.com
Upnest.com
Fizber.com
Estately.com
Movoto.com
Effectiveagents.com

Agentpronto.com
Sold.com
Homelight.com
Hungryagent.com
MLSonline.com
Homes.com
123homekeys.com
Fsbohotsheet.com
55places.com

Realtystore.com
Referralexchange.com
Zillow.com
Realtor.com
Opcity.com
Homefinder.com
Rockethomes.com
Better.com
Mellohome.com
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START YOUR DATABASE 

59



  

Bee Savvy Gives 
Recommendation To:

1. Title Company -Free
2. Remine – Free 
3. Vulcan7 - $$
4. BeenVerified - $

Other Sources
1. REDX
2. My + Plus Leads
3. Espresso Agent
4. LandVoice
5. Cole Realty Source
6. Property Radar
7. BatchLeads
8. LandGlide
9. Mojo Dialer
10. AND “gts”

GET A “FARM” TO START YOUR 
DATABASE 

HOMEOWNER  DATA  RESOURCES 
FOR CONTACTS
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 Create a Vibrant Database
 The true definition of a database is a list of relationships 
 that you will build to fuel your business.
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From Now On, Start Thinking Of Your Database
As The “Relational Asset” Of Your Business..

This Means That The Relationships You Already Have, 
And Those You Will Create From Now On, 

“Are The Number One Asset In Your Business”.
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The Goal Is To Continuously Communicate
Your Professional Character And Competence To 
These Relationships And...  
Always
Ask For Their Referrals! 
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Build Your Community With Constant Communication

DOOR KNOCKING WITH A SIMPLE TWIST
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Build Your Community With Constant Communication
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START TODAY DO 10 TEXTS – 
COPY – PASTE – CHANGE NAME – TEXT  - NEXT
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Build Your Community With Constant Communication



  

69

Build Your Community With Constant Communication
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Build Your Community With Constant Communication
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 Circle Prospecting

• Is A Proven Process That Can Grow Your Database By Finding Find New 
Customers. 

• Build Relationships With The People In A Neighborhood By
 Sharing Neighborhood Activity.

• Circle Prospecting Comfortably Starts Conversations That Lead To 
Relationships.  Relationships Will Ultimately Lead To Transactions.

74

https://www.inman.com/2017/10/26/pick-a-location-market-to-it-real-estate-circle-prospecting-done-right/
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What is circle prospecting?

Begin with a target house with some kind of activity that recently occurred or is 
about to happen: an upcoming open house, a recently listed house or a 
just-sold house.

Identify anyone interested in knowing what is happening or has happened 
with this house.

Years ago, circle prospecting got its name from the practice of using a map to draw 
a circle around the 20 homes closest to the target house and contacting those 
owners to let them know about the recent activity.
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Consider the following steps needed to prepare for circle prospecting, 
and review ideal scenarios that are working great right now.

Step 1: Find the homeowners’ information

The first step in circle prospecting is identifying the owners of the homes you 
will be calling. 

The Tax search in MLS will provide the name and address of each 
homeowner.

Now you have the owner’s name, get the owner’s phone number.
Use one of these apps:

Forewarn, which is incredibly accurate, and/or TruthFinder, 
Vulcan7 and Cole Realty Resource.
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 National Homeownership Month is in June. It celebrates 
the value that owning a home brings to families, 
communities, and neighborhoods across America. 

By becoming a homeowner, people get a step closer to the 
American dream. In 5 Years You Can Increase Your Net 

Worth by $83,000!!
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 CALL
I Know Your Home Didn’t Sell…. I’m Curious…

Did anyone offer you a Home & Lifestyle Consultation to 
prepare you for what BUYERS want in this market?

And that pandemic has completely changed how people live 
and work…. I mean … has your lifestyle changed at all?  Now 
we have inflation to consider too.  And Millennials are now 43% 
of the buyers.  Crazy … Right?

You are absolutely right… and many home buyers feel the 
same way.  If I could show you how we can appeal to the 
NEW LIFESTYLE that today’s buyers want, 
it would be crazy not to at least meet to discuss… 
right?  
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Hello Ruthie, Jimmy here, I sent you a letter 
about your property on 2453 Green Mountain 
….did you receive it?
Have you considered trading that property?
Would it be helpful to get an updated market 
value for that home?  I can send it via text or 
email.  Which is better?
While I am doing that, do you own any other 
investment properties that you would like new 
market values on?  
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https://www.nerdwallet.com/cost-of-living-calculator
/compare/san-francisco-ca-vs-las-vegas-nv
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https://www.nerdwallet.com/cost-of-living-calculator/compare/san-francisco-ca-vs-las-vegas-nv
https://www.nerdwallet.com/cost-of-living-calculator/compare/san-francisco-ca-vs-las-vegas-nv
https://www.nerdwallet.com/cost-of-living-calculator/compare/san-francisco-ca-vs-las-vegas-nv


.Share With These Agents
Send List Of Your Referral Agents 

To Build Your Own EcoSystem
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SOCIAL MEDIA – STRATEGY

5/5/5/5 =(20) Touches 
4 Days Times 52 Weeks = 4,160

Be Intentional!
Comments / Shares / Likes / Reels / Stories

Direct Messages
FB (Mega) – LinkedIn – Instagram

Messenger 
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Sales: Turning Qualified 
Prospects Into Clients

Marketing: Promoting, 
Contacting, Action Items That 
Generate Prospects

Customer Service: Creation 
And Production Of The Best 
Experience For Your 
Customers.  It’s The 
Experience That Counts.



MONDAY
 5/5/5/5 – 5 Comments  5 Shares  5 Likes  5 Direct Messages
 Monday: Morning Market Update On FB, Insta, and LINKEDIN
 Post/Video 3 to 5 Posts On FB Story (share behind the scenes).
TUESDAY
 Respond To All Comments, Notifications, and Messages
 Tip Tuesday: Vidoe / Share A Quick Moving Tip On FB, Insta, and LINKEDIN
 Reshare A Post From FB/LINKEDIN
WEDNESDAY
 5/5/5/5
 Wednesday Wisdom: Video / Post A Quote On FB, Insta, and LINKEDIN
 Post /Video 3-5 Posts On FB
THURSDAY
 Respond To All Comments, Notifications, and Messages
 #TBT:  Post a “ThrowBack” Photo on FB, Insta, and LINKEDIN 
 Create And Schedule New FB Posts /Video – Testimonials, Vegas News, 

Business Interviews
FRIDAY
 5/5/5/5
 Feature Friday: Video About A Local Business And Tag Them On FB
 Post 3-5 Posts On FB, Insta, and LINKEDIN – Behind The Scenes

SOCIAL  MEDIA  CONTACTS
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The THREE Parts…

Part III
Scheduling Tactics

R.R.R. & Time Blocking
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MY SCHEDULING MODEL
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Daily Duties
Organize Your Day:  DAILY TASKS

5am – 7am – time for you
Work out, meditate, walk the dog, breakfast, coffee, etc

7am – 8am 
Respond to texts, emails, and phone calls
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Daily Duties
Organize Your Day:  DAILY TASKS

8am – 9am
Engage on social media platforms with comments, shares, direct 
messages, posts, reels, stories, videos, etc..

9am – 11am
•Process any real estate documents, offers, listing agreements, 
updates to MLS. Research listings to develop comparative 
market analysis (CMA) reports
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Daily Duties
Organize Your Day:

10am - Noon
Coordinate appointments, showings, open houses, and meetings
- Try not to interfere with your morning routine.
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Weekly Tasks

•Update client database
•Take a client to lunch or coffee
•Host a business to business lunch
•Schedule door knocking in your Farm, 7 pop-bys 
•Preview New Homes and Resales – knowledge sells
•Hold an open house once at least once a week
•Create a Video for next week
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Monthly Tasks

•Review your budgets for monthly, quarterly, and annual 
operations so that you stay on track.
•Develop marketing plans for listings
•Update websites and social media profiles
•One Sunday a month – batch videos for next month social 
media

https://www.investopedia.com/articles/pf/08/small-business-budget.asp


  

111

 MONTHLY CHECKLIST

 Review Everything In My Business. My Plans and 
Database & Systems are working. 

 Review Plans - To Actual Results - Measure.

 Review - Budget 

 Money Came In – x% For Taxes, x% For Personal, x% 
For Business Operations, x% For Investments. 
10% Plan!

 Review Next Months Marketing Campaigns.

 Check DataBase – Adds, Changes, & Deletes.
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Jim Rohn…
“From testing and personal 
experiences we have 
enough evidence to 
conclude it is possible to 
design and live an 
extraordinary life.”



MAKE NO MISTAKE -

•THIS IS the Good Stuff!

•But from a “Business 
Perspective” only.
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Spiritual Family Business

Financial Personal
M & P

T H E  5  C I R C L E S  =  I N T E G R I T Y !

116
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“You can spend your life any way you 
want, 

but you can only spend it once.”

Dwight Thompson
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AGENT FORMULA FOR 
SUCCESS

SYSTEM = Saves You Sanity 
Time Energy Money



________’s Schedule

MON TUE WED THU FRI SAT SUN
AM
PM
EVE

120



Jimmy’s Schedule
AM
PM

EVE
Date 
Night



Jimmy’s Schedule
MON TUE WED THU FRI SAT SUN

AM Recovery
PM & Renewal

EVE
Date 
Night Family



Jimmy’s Schedule

MON TUE WED THU FRI SAT SUN
AM MA Class Recovery
PM & Renewal

EVE MA Class MA Class
Date 
Night Family



Remodel…?
• By Design

• Four Hours per Week
• One Hour With a Coach?



MON TUE WED THU FRI SAT SUN
AM Remodel MA Class Recovery
PM & Renewal

EVE MA Class MA Class
Date 
Night Family



Jimmy’s Schedule
MON TUE WED THU FRI SAT SUN

AM Remodel Results MA Class Recovery

PM
& Agent 
Time & Renewal

EVE MA Class MA Class
Date 
Night Family



Results 
Activities 

P. P. F.U.



•Prospect – How?
•Present - Service
•Close – F.U.
•Sharpen the Saw



Results Activities
• A FULL day off!
• 6 Hours per week Product 

Knowledge
• 2 hrs./day Client Contact
• 2 Hours Reading (4-30’s)



Leads first (most perishable!)
Who sent them?
Current Customers
Current Clients
Is there a double end there?



Spiritual Family Business

Financial Personal
M & P
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BOOK LIST – 

•Think And Grow Rich – Napoleon Hill

•The Greatest Salesman In The World – Og Mandino

•The Magic Of Thinking Big – David J. Swartz

•The Little Gold Book Of YES!! Attitude – Jeffrey 
Gitomer

•The Starbuck’s Experience – Joseph A. Michelli

•Pour Your Heart Into It – Howard Schultz 
(Starbucks)

•Who Moved My Cheese – Spencer Johnson, MD
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 Brush up on Buyer/Seller Skills

• The market is not hot right now, so you need to make sure you have the kind 
of high-level skills required to meet the needs of both buyers and sellers. 

• The best way to do this is to undertake a real estate training program that’s 
proven to produce results. 

• Continuing professional development is absolutely vital if you want to always 
be at the top of your game and serve other people effectively. As my good 
friend Joe Niego says, “Your skills pay the bills,” so make sure to carve out 
time for training. 

• Whether you’re a new agent or you already have years of experience under 
your belt, you can vastly increase your efficiency and effectiveness in the 
marketplace by becoming more productive and organized in your business. 

• Start strong by checking out Bee.Vegas - real estate training programs to see 
which one works for you!

133

https://blog.buffiniandcompany.com/which-real-estate-training-program-is-right-for-you/
https://www.buffiniandcompany.com/training/training-matrix.aspx
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‘The Successful Person Makes A Habit Of Doing What The 
Unsuccessful Person Does Not Want To Do.

The Successful Person Doesn’t Like To Do It Either, 

But He Does It Because He Recognized That This Is The Price 
Of Success’

….Herbert Gray
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CHANGE YOUR STATE – MINDSET – YOUR BODY LANGUAGE
 Focus Not On Things You Fear
 Fear Is A Negative Loop Causing Anxiety or Anger
 Focus On Excited
 Feed Your Mind With The Positive Things In Your Life

CHANGE YOUR STORY - WHEN YOU ARE EXCITED
 Confident, Certainty, Comfortable, Proud, 
 Focus On Being Proud
 Start Positive Momentum 
 Make People Feel Significant – 

CHANGE YOUR STRATEGY – 
 Continued Progress =Growth
 Give – Empathy – Help – Share 
 Happiness From The Inside To Give
  
 



.

136

PRIME YOURSELF IN THE MORNING FOR WHAT YOU WANT
– 10 MINUTES WITH MUSIC – CHANGE YOUR BREATHING
 
 Eliminate Fear From Stress & Anger To Grateful
 Wire Yourself – Not To Be Stressed/Angry
 
 Gratitude – 3 Things 
 
 Prayer - 3 Minutes For Your Family & Friends
 
 Accomplish Today
 3 Things You Want To Accomplish Today  
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Step 2: Gather sales information for the neighborhood
Prepare for the calls you’ll make by gathering data about the 
neighborhood. Always know and have the following information 
in front of you for reference while making calls.

• The houses in the neighborhood that have sold in the past six months

• The price-per-square-foot information of the homes that have sold

• Days-on-market details

• General details (number of bedrooms and bathrooms) about each 
house

• Other houses that are currently for sale in the neighborhood
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Step 2: Gather sales information for the neighborhood
Prepare for the calls you’ll make by gathering data about the 
neighborhood. Always know and have the following information 
in front of you for reference while making calls.

• Other houses that are currently for sale in the neighborhood

• Homes currently under contract or in escrow in the neighborhood

• Comparison of the neighborhood’s price-per-square-foot.

• Days on market versus the overall market.

This historical data helps share details about what’s happening in the 
neighborhood  
  and how that impacts their own homes.
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