
 

 
 
 
 
 
 

 

Where do I start? 
 

1. Get a CRM. 
 

At the end of the day, a business is a system. 
 
Barry Jenkins is the broker-owner of the #2 Better Homes and Gardens Real Estate Team in the 
United States. He's also a guy who hates inefficiency. "I, to a fault, like to make things easy. The 
reason my business is so successful is that it was built on the core principle of leverage." 
In order to bring that principle to life, Barry uses his CRM as a true lead conversion machine. 
A CRM is a Customer Relationship Management system that helps you organize your contacts 
and come up with actionable insights. With it, you can walk leads through relevant nurture 
campaigns based on lead source or automate the entire transaction process. 

 
This is incredibly useful in real estate because the home buying process is so long with many 
different steps... multiplied across many agents and even more leads and customers. 

 
Using a CRM to achieve boss-level organization is how Barry and his team sold 240 homes in 
2017. And it's not all about the front end, either. Barry also uses his CRM to send automated 
onboarding drips to new team members and keep the business admin completely streamlined so 
that nothing important ever falls through cracks. 
 

 

2. Craft your ideal personal plan. 
 

Before you set the right financial goals for your business, you need clear financial goals for your 
life. 

 
Commissions are great but — let's face it — we all came into this business wanting something 
bigger and better than what we have right now. Whether that's the 187-foot yacht of your dreams 
or the ability to leave the office at 2:00 p.m. so you can pick up your kids from school, take time 
to think through what your ideal life would look like. 

 
Questions to consider: 

• What time do you want to start work? 
• What time do you want to finish? 
• How do you want to feel each day? 
• How much money do you want to make? 

 
Want to retire at 65? Pay your kids' college in full? Figure out how much you need to put aside 
every month in order to make that happen. It's so much easier to keep picking up that phone 
when you know exactly where your profits and commissions are going. 

 
 
 
 
 
 

https://www.bhgre.com/Better-Homes-and-Gardens-Real-Estate-Native-American-Group-6463c/Barry-Jenkins-296915a
https://www.jasonfox.me/use-crm-close-real-estate-deals/
https://www.hubspot.com/products/crm?_ga=2.75535569.559471400.1586805390-303082430.1584047107


 

 
 
 
 
 
 

 

 

3. Align your business plan. 
 

Now that you've put pen to paper to figure out exactly what your biggest, most anti-paycheck-to- 
paycheck life looks like, it's time to talk business. 

 
Start writing your business plan, paying special attention to the things that set you apart from 
the other real estate businesses in your area. Give it some real thought. This is where your 
personal and business identities can really come together to make profit-driving magic. 

 
Questions to consider: 

• How does selling real estate make a meaningful difference for you, your prospects, and 
even the world? 

• What are the values and principles that drive your real estate business? 
• How are those different from the real estate business next door? 
• What are the three to five things you are going to own completely in the business? 
• Who will take care of the rest? 

 
Even if you're just looking to take administrative work off your plate by hiring your first virtual 
assistant, it's critical to create that big picture vision to keep your team inspired and avoid 
repeating unproductive patterns. 
 
4. Build a consistent marketing plan. 

In the beginning, it was all about passing your licensing exam, selecting your best-fit brokerage, 
and building up your database without coming across as "salesy" to the friends and family in 
your Sphere of Influence (SOI). 

 
But kicking back and coasting as soon as the referrals start rolling in is one of the biggest 
mistakes growing agents make. Whether your dream is to become the next Facebook ads guru or 
a master of Zillow conversions, the only thing you really need to know about marketing is that 
it's the one part of your business that never sleeps. 

 
Train your brain how to think strategically about what's happening in your market and be ready 
to offer something of value to your leads, no matter where they come from. 
 
Questions to consider: 

• What does your unique approach and personality bring to the table for your prospects? 
• What can you offer that no one else can? 
• What are the latest buying, selling, and pricing trends in your market? 
• What are some creative ways to discuss these trends (including the numbers) with 

prospects? 
 

First, nail down your unique value proposition. This will drive all your future marketing. 
 

https://blog.hubspot.com/sales/how-to-start-a-business
https://www.followupboss.com/blog/spheres-influence/


 

 
 
 
 
 
 

 

5. Get a website. 

For 44% of all buyers, the very first step they take in their home search is to look online. 
No matter how much local marketing you do, you need a web presence to attract and engage 
online leads. It may cost a little money upfront, but a solid, SEO-focused website that lets you 
integrate IDX listings and usher those leads right into your CRM is a crucial foundation of every 
successful real estate business. 

 
Once you have this asset in place, you can start moving toward a consistent blogging and social 
media strategy to generate more leads. 
 
6. Prospect consistently. 

 
Shiny object syndrome is a big problem in real estate. But the most consistent agent always wins, 
so choose your prospecting system and stick to it. 

 
In the early days, it's never a bad idea to optimize your SOI. In fact, the Atlanta-based Graham 
Seeby Group transformed a list of just 279 contacts into $90 million in home sales in just four 
years by consistently marketing to their past clients and sphere. 

 
Here's how co-founder Justin Seeby tells it: 

 
"We focused on the ‘mets’ in our database and it was amazing the volume of transactions we 
started doing right out of the gate! For example, we did $2 million worth of sales from one 
couple I hadn’t talked to in 13 years. I mailed them a postcard, because I was afraid to pick up 
the phone and call them. I didn’t know if they’d know who I was. When they got the postcard, 
they called me. They ended up spending $1.2 million on a new house and selling an $800,000 
house." 

 
Justin's prospecting strategy was based on a simple schedule of mailers, emails, and phone calls. 
A winning system doesn't have to be complicated, but it absolutely must be consistent. 

 
 
 
 
 
 
 
 

7. Nurture leads. 
 

If a lead contacts you, they expect to hear from you. 
 

Mike Pannell is a master lead generator and the leader behind Nu Home Source Realty. 
According to Mike, a follow-up system is crucial to long-term lead conversion. "I tell my agents 
that 70% of people are not going to buy for 180.5 days. If you’re waiting on those new leads to 
buy, you’re only going to close three percent. That will make you enough money to survive, but 
your goal is six months and beyond. You’ve got to follow up to get to those; you’ve got to build 
that pipeline to get to those people." 

https://www.nar.realtor/sites/default/files/reports/2017/2017-real-estate-in-a-digital-age-03-10-2017.pdf
https://blog.hubspot.com/marketing/seo-strategy
https://www.followupboss.com/blog/0-90-million-4-years-justin-seeby/
https://www.followupboss.com/blog/interview-with-a-master-real-estate-lead-generator-mike-pannell/
http://www.nuhomesource.com/


 

 
 
 
 
 
 

 

 
In addition to avid blogging and website optimization, Mike also checks up on the competition to 
see what's happening on the ground in terms of follow up. "I sign up on a lot of different 
websites out there. I don’t give them a real name, but I give them a real phone number. And I can 
tell you what, I don’t get a lot of calls." 
Be the agent who's always there, and you'll automatically beat the herd. 

 

8. Have good time management. 
 

If you're like most of us, a big part of the dream is to have more time and energy for the things 
that really light you up. 

 
But most agents who set out to build a real estate business haven't built that into the plan. They 
end up with a revolving door of team members and have to roll up their sleeves and try to 
outwork the business problem du jour. But it doesn't have to be that way. 

 
For experts in automation, a motivating factor is saving time. By eliminating manual work 
through automation, you can free up time to focus on the activities that actually drive 
revenue. The ability to do marketing automation further underscores your need for a CRM, 
which ends up acting as the engine that supports your efforts. 

https://blog.hubspot.com/sales/crm-automation



