
90 Day Plan

A winning Productivity Plan for Realtors in 2020

            This week-by-week guide is a good start, but don’t feel you need to follow it precisely. 
Should you call FSBOs the fourth week or the fifth week? 

Week 1: You’re in business.  Develop A Business Plan & Set Productivity Goals

Establish and follow your perfect day.
A. Prospecting /price reductions / listing presentation / negotiate contracts / get 

administration done / preview property / personal promotion / and time playing

Week 2:  Develop and Start Your Prospecting Plan - Compile a list of everyone you know.

This includes family, friends, friends of friends, tradespeople, and professionals you’re in 
regular contact with such as doctors, lawyers, teachers, and store owners. Send them a letter 
letting them know that you’re now in real estate and available to take care of their real estate 
needs

Week 3: Follow Up week on all your prospecting efforts.

Week 4: Learn and study a basic prospecting script to call expired listings and FSBOs in your 
selling area and start calling. 

Week 5: Start thinking about farming, which is identifying and focusing on a fairly tight selling 
area.

Generally, a farm is no more than 200 to 300 residences. Your own neighborhood is often a 
good place to start. 

Week 6: Take your education to the next level with a sales class.

Week 7: Investigate ways to get involved in your community — and choose one community 
service project that suits you.

Week 8: Access the prosepcting results you started in Weeks 2 and 3?

Plan on spending at least two or three mornings a week calling leads and sources of leads. 

Week 9: Listings are the name of the game. See Out New listing opportunities and a 
marketing strategy.

Week 10:  Determine your market niche and Consider some low cost  advertising .

Week 11:  Develop a cold-calling presentation to FSBO’S and renters.

Week 12:  Be persistence and monitor what is working and not working.
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