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Six Keys to Getting What You
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WHEN IS THE BEST TIME
TO PLANT A TREE?
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WHAT ARE YOUR ToOP
3 GOALS For 2025




DO YOUR GOALS ALIGN
WITH YOUR VISION?
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U DONAI KN@ EREiQLJ ARE GOING,
YOouU MIGHT WIND UP SOI\/IE_CE ELSE.

YOGI BERRA










FRUSTRATIONS

- Control

- Profit

- People

- Hitting the ceiling

- Nothing’s working
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* CORE VALUES
 CORE FoOcCus

* 10-YEAR TARGET
* 3-YEAR PICTURE
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V/TO®

CORE

VALUES

Gl o o

e Discover
e Define
e Live and Breathe



V/TO®

Purpose/Cause/Passion:

Our Niche:




V/TO®

10-YEAR
TARGET

 What do you want from your business?
« 5-30 years out
« #1 Goal




V/TO®

Target Market/"The List™:

VU [ [efll 3 Uniques: 1.
STRATEGY :

Proven Process:

Guarantee:




v/To"

Future Date:

Revenue:

Profit:

Measurables:

What Does It Look Like?




TRACTION

* 1-YEAR PLAN
« ROCKS
 |SSUES

A/

#GetAGripvios®
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V/TO®

1-YEAR PLAN

Future date:
Revenue:
Profit:

Measurables:

Goals for the Year




V/TO®

Future date:
Revenue:
Profit:
Measurables:

Rocks for the Quarter Who

1

2.

5.

7.




V/TO®

7.

8.

9.

10.

Prioritize
+ Identify
+ Discuss
« Solve
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100% Strong




-~ PeopLE ARE TYPICALLY
., 71 THE LARGEST EXPENSE
S AND FRUSTRATION IN
MOST BUSINESSES...

N
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ARE YOU HIRING THE
RIGHT PeoPLE FOR

YOUR TEAM?

N
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RIGHT PEOPLE
CORE VALUES

RIGHT SEATS
GooD AT THEIR JOB




ACCOUNTABILITY CHART"

VISIONARY

Role
* Role
* Role
* Role
* Role

INTEGRATOR

Role
* Role
* Role
* Role
* Role

MARKETING/SALES OPERATIONS FINANCE
Role Role Role

« Role * Role * Role

« Role * Role * Role

« Role * Role * Role

« Role * Role * Role




RIGHT SEATS

e Gets It
« Wants It
- Capacity to Do It

Real Estate Broker
Name

- Recruit top quality agents

- Leverage Technology

- Lead Generation/Marketing

- Time Management

» Continuous learning & adaption



THE PEOPLE ANALYZER"
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George Wilson

NUMBER OF +/-:

NUMBER OF +:

RATING: + +/- -
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PEOPLE
Right People

Right Seats

100% Strong




COMPANY SCORECARD

2210 MEASURABLES GOAL  30-Sep 7-Oct 14-Oct 21-Oct 28-Oct 4-Nov 11-Nov 18-Nov 25-Nov 2-Dec 9-Dec 16-Dec 23-Dec
Anne Weekly Revenue >=$284,500$292,000 $285,238 $281,200$280.,934 $288,678 $288,200 $285,321] $280,282 $295,291$300,281| $286,20( $278,29( $283 49§
Anne Cash Balance >=$14,245($16,230 |$15200 [$12,289 |$11,989 |$14,980 |$15,123 |$14989 |$11291 |$17,281 |$18,359 [$15,289 |$10,221|$11,189
Robert Sales Calls 50 54 55 61 59 32 48 51 72 61 54 50 52 54
Robert Listing Meetings 10 10 10 10 8 10 10 12 11 15 10 9 8 8
Robert Listings 5 5 5 6 5 6 5 6 4 5 8 6 5 5
Robert Closed Listings 2 2 3 6 3 2 3 5 3 2 1 2 8 4
David |Listing >2 weeks <=40% 30% 32% 35% 35% 37% 39% 42% 45% 38% 38% 38% 36% 36%
Claire 5 Star Reviews <90% 86% 84% 90% 92% 94% 70% 90% 100% | 90% 73% 95% 90% 100%
David Closing Errors <=4 3 2 2 2 2 1 2 3 0 0 0 2 1
John Agent Satisfaction >75% 75% 76% 75% 75% 75% 75% 75% 82% 75% 75% 78% 75% 75%
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DATA

Scorecard

Measurables

100% Strong
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YOUR
BUSINESS



DOES YOUR TEAM SOLVE
ISSUES?

A/
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ISSUES SOLVING TRACK

Website Rock off-track 2
pS—

Darren U. Right Person

Andi S. Right Seat (13
Py —

Sales off-track

Anodyne Merger 3

Utilization off-track

Western US expansion
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100% Strong
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HANDFUL OF
CORE PROCESSES PO

nnma bewl =
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| SoanDononons

VTG (0103 [0 (3 0 (0 3 K E
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- Sales
n el emd 36 ®¥ od ~= -

» Contract to close

» Customer Service

+ Accounting

Y




DOCUMENT AND SIMPLIFY

® Sales Process

* New Lead

- Initial Call/

Qualify

o Fit Meeting

* Proposal

« Win/Lose




“Systemize the predictable

— ISADORE SHARP, founder of Four Seasons Hotels
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100% Strong

PROCESS

Documented &
Simplified

Followed
by All




THE
EOS
MODEL

TRACTION

Rocks

Meeting Pulse



LEVEL 10 MEETING"™

Same Day  Same Time
- Good News

5 Minutes

- To Do List 5 Minutes
oo S e BE Bt e R s e W R S e
Bt augen Wagile
Bl il T et e sy
- Issues List/IDS 60 Minutes
P s s e e e e e e ATl oo Tfulre aprifals
Befidires aygaifapis afenSondl Heidl FfowanrefEsjlororas lps

« Conclude 5 Minutes



“Vision without traction

-GINO WICKMAN
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100% Strong

TRACTION

Rocks

Meeting Pulse
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TRACTION

* EACH QUARTER BUILDING ON THE
PREVIOUS

* EACH YEAR BUILDING ON THE
PREVIOUS

* TO ACHIEVE YOUR V|S|0N

N
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YOUR
BUSINESS

SIX KEY COMPONENTS




= Accounta bility Chart

& Rocks

% Meeting Pulse

* Scorecard

e L i




RESOURCES ) EOSWorldwide.com

Traction Library

Downloadable tools and videos

Base Camp

EOS Implementers

....................
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