
Gap Solutions

ME, INC.

Facilitator: Gary Johnson
gary@gapsolutions.biz



Gap Solutions

NOT HAVING A

well-defined Strategic BUSINESS PLAN
is a ‘primary reason’ salespeople fail.
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What’s involved in developing a 

STRATEGIC BUSINESS PLAN

For this training – a reference to SALES PLAN and 
STRATEGIC BUSINESS PLAN are synonymous.
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Make ADJUSTMENTS if 
necessary

Post MONTHLY 
RESULTS to PLAN

Post MONTHLY EXPENSES 
to PLAN

Evaluate RESULTS 
to PLAN

Develop your SBP

The OBJECTIVES, STRATEGY, TACTICS 

My Year 1 EXPENSE PLAN 

Assess where my business is CURRENTLY

My “realistic VISION” of my FUTURE business

Establish a RESULTS TRACKING PLAN

My Year 1 BENCHMARKS/PROJECTIONS

Focus SBP on Year 1.
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NOT HAVING A 
well-defined SBP

is a ‘primary reason’
salespeople fail. 

Why?
Don’t know  “what to do”
Don’t know  “how to do it”
Don’t  “care to do it”
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DEFINE THE VISION FOR YOUR BUSINESS

DETERMINE YOUR FINANCIAL PLAN

DEVELOP THE SALES PLAN THAT SUPPORTS 
ACHIEVING YOUR FINANCIAL PLAN AND VISION

TODAY
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A STRONG, BARELY                           
CONTROLLABLE 
EXCITEMENT

?

Steve Jobs

FOR 
WHAT YOU DO
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an Optometrist changes lenses to bring 
clarity to eyesight…

VISION

VISION
brings clarity to your business
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Vision Assessment

Answer either “YES” or “NO” 
or 

COMPLETE THE DETAIL

answering the question…

VISION begins with

REALISTICALLY DREAMING… 

“What do I want my business to 
look like in 3 years?”

- What do I want my INCOME to be?

- Do I want to work with more SELLERS 

Or more BUYERS? 

- Do I want to have SUPPORT STAFF?

- What BUSINESS DESIGNATIONS/

CERTIFICATES do I want to have?

- What % of my business do I want from 

REFERRALS? REPEAT?

ETC.
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Findings: 

- Income:                                                    
Current = $40K  /  Vision = $100K 

- % income from listings/sales:                  
Current = 50%/50%  /  Vision = 70%/30%

- Lead sources:                                          
Current = FSBO, Expired, Sphere, Referral   
Vision = Same + Seniors, Farming, Builders

- Referral business:                                   
Current = 8%  /  Vision = 20% 

- Use CMS (contact management system)                                                 
Current = No  /  Vision = Yes

- Deliver a “Wow” experience:                        
Current ?  /  Vision = Yes

- Certifications:                                          
Current = GRI  /  Vision = SRS (Seller 
Representative Specialist) and SRES 
(Seniors Real Estate Specialist)

Etc.    

$40K $100K
50 50 70 30

GRI SRS, SRES

? Yes

F, E, S
F, E, S, 
F, B

8% 20%

No Yes

Vision Assessment

Vision Assessment
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NOT THIS

THIS

$55,000 $55,000

NOT THIS
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If your VISION 
will be completed in 

3-years, what 
needs to be 

done in Year 1?

$40K $100K
50 50 70 30

GRI SRS, SRES

? Yes

F, E, S
F, E, S, 
F, B

8% 20%

No Yes

Vision Assessment
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Area Currently Vision YEAR 1

Income $40K $100K $55K

% seller/buyer 50 / 50 70 / 30 60 /40

Lead source F, E, S, R, F, E, S, R, S, Fa, B F, E, S, R, Fa

% referrals 8% 20% 12%

Use CMS No Yes Yes

Wow experience ? Yes Yes

Certifications GRI GRI, SRS, SRES GRI, SRS

What needs to 
be done in Year 1 
will become 
Strategies & 
Tactics within 
your Year 1 SBP
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A FINANCIAL PLAN
brings accountability for your business.
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- What are my expenses?

- What is my profit GOAL?

FINANCIAL PLAN

Expenses + Profit = INCOME GOAL 
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If you are going 
to be 

responsible for 
paying any 
personal 

expense from 
your real estate 

business it 
needs to be 

listed under the 
PERSONAL 
EXPENSE 

CATEGORY

EXPENSE PLAN

$55,000$4,584

Personal 
Expense
Category

Business 
Expense
Category

Business 
Expense

Monthly / 
Annually

Business 
Expense 

Total

Business 
Expense 
Total w 
Profit

Profit

Personal 
Expense 

Total

Personal 
Expense-

Monthly / 
Annually

Planned 
Taxes

Combined 
Expenses w 

Profit & Taxes
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EXPENSE PLAN

If you do not have reasonable 
access to your past expenses –

project what you believe is reasonable &
TRACK YOUR EXPENSES TO WHAT YOU PROJECT 

to establish your future Expense Plan
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STRATEGIC BUSINESS PLAN
brings action to your business.
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YOU MUST KNOW THE 
SPECIFIC DETAILS THAT 
WILL PRODUCE YOUR 

INCOME GOAL

WHATEVER YOUR INCOME GOAL IS
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LISTINGS & SALES PROJECTIONS WORKSHEET

INCOME

COMMISSION

LISTINGS

SALES

E
X
A
M
P
L
E

Y
O
U
R 

P
L
A
N
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LISTINGS & SALES PROJECTIONS WORKSHEET
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SALES PLAN GOAL
OBJECTIVE

STRATEGY

TACTIC

OBJECTIVE

STRATEGY

TACTIC

Creating your SALES PLAN
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A PLANNED OUTCOME OF 
WHAT YOU WANT TO 
ACCOMPLISH WITHIN A 
SPECIFIC TIME FRAME

GOAL: 

Financial, Education, Career, Personal
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S
M
A
R
T

GOAL

pecific - Clearly defined, easily understood 

easurable - How you know you attained it

ttainable - Not too easy / too hard / yet it’s achievable

- Important / meaningful to you………..do what it takeselevant

imely - has a defined end time to achieve it

I want to lose 15 pounds In the next 12 months I 
will earn $55K in sales 
commission

I will lose 15 pounds by 
May 1, 2017

REAL ESTATE

Between 1/1 – 12/31/17  
I will be paid $55K in 
sales commission

LOSE WEIGHT EXAMPLE

to achieve it
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LOSE WEIGHT REAL ESTATE
I WILL LOSE 15 

POUNDS BY 
MAY 1, 2017

BETWEEN 1/1 –
12/31/17 I WILL BE 

PAID $55,000

GOAL
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LOSE WEIGHT REAL ESTATE
I WILL LOSE 15 

POUNDS BY
MAY 1, 2017

BETWEEN 1/1 –
12/31/17 I  WILL 
BE PAID $55,000

EXERCISE

GOAL

OBJECTIVE

A SPECIFIC THING 
YOU WILL FOCUS
ON TO ACHIEVE THE 
GOAL

OBJECTIVE:

COMPLETE 64 
LISTING 
PRESENTATIONS, 
TAKE 16 LISTINGS
at an AVERAGE 
LIST PRICE of 
$174,000, 13 WILL 
SELL, 11 WILL 
CLOSE at an 
AVERAGE PRICE of 
$165,000.



Gap Solutions

I WILL LOSE 15 
POUNDS BY 
MAY 1, 2017

EXERCISE

GOAL

WALK 10 
MILES A WEEK

LIST FSBO 
PROPERTIES

STRATEGY

OBJECTIVE

A DESIGNATED TARGET YOU 
WILL DIRECT YOUR 
ACTIVITIES/TASKS TOWARDS 
THAT SUPPORTS YOU 
ACHIEVING THE OBJECTIVE

STRATEGY:

BETWEEN 1/1 –
12/31/17 I  WILL 
BE PAID $55,000

LOSE WEIGHT REAL ESTATE

COMPLETE 64 LISTING 
PRESENTATIONS, TAKE 
16 LISTINGS…
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WALK 2 MILES 
EACH DAY, 
MONDAY -

FRIDAY

COMPLETE 6 
FSBO 

PRESENTATIONS 
MONTHLY

I WILL LOSE 15 
POUNDS BY 
MAY 1, 2017

EXERCISE

GOAL

WALK 10 
MILES A WEEK

LIST FSBO 
PROPERTIES

TACTIC

OBJECTIVE

STRATEGY

AN ACTIVITY/TASK THAT 
MUST BE DONE TO 
ACHIEVE A STRATEGY

TACTIC:

LOSE WEIGHT REAL ESTATE
BETWEEN 1/1 –
12/31/17 I  WILL 
BE PAID $55,000

COMPLETE 48 LISTING 
PRESENTATIONS, TAKE 
12 LISTINGS…
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WHEN PUT TOGETHER
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Goal Statement

Objective

Strategy

TEMPLATE

SALES PLAN TEMPLATE

Tactics



Gap Solutions

Between 1/1 – 12/31/17 be paid $55,000

Goal Statement



Gap Solutions

Objective

Complete 64 listing presentations, take 16 listings @ avg. $174K, sell 13, close 11 @ avg. $165K
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3rd - Define Your Strategies
The TARGETS you will direct your effort and 
energy towards which support you achieving 
each objective.

Strategy
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4th - Define Each Strategy’s Tactics
The ACTIVITIES you need to complete to achieve each strategy.

Example for activities supporting FSBO:  Call 3 new FSBO 
weekly. This then requires supporting activities like: 

- weekly review FSBO website and enter contact info into 
your Contact Management System; 

- determine how you will contact them- in-person or phone; 
- what will be your approach 

and message; 
- what materials do you need 

that support your message, etc.
Tactics

Owner

Complete By
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5th - Determine Your RESULTS TRACKING PLAN

Actual Results compared to Your Plan and the

VARIANCE between Actual and Plan.
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REAL ESTATE IS A CYCLICAL BUSINESS

5.63%

6.47%

8.26%

8.34%

9.50%

9.78%

9.44%

10.46%

8.69%

8.22%

7.77%

7.43%

Jan

Feb

Mar

Apr

May

Jun

Jul

Aug

Sept

Oct

Nov

Dec

While the number of sold units varies annually, there 
is a pattern of which month the units close.

When projecting monthly 
listings & sales production, 

you can project 
EVENLY BY MONTH or

use the CYCLES
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5.63%

6.47%

8.26%

8.34%

9.50%

9.78%

9.44%

10.46%

8.69%

8.22%

7.77%

7.43%

Jan

Feb

Mar

Apr

May

Jun

Jul

Aug

Sept

Oct

Nov

Dec

LIST

SALE

CLOSE Jan 2017

DAYS ON MARKET

PROCESSING DAYS

LIST to CLOSE = 165 days

AVERAGE
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S
O
L
D

Listings & Sales Projections & Results Tracking Example
Monthly Projection %’s

(disregard if spreading evenly)
Monthly Plan Monthly Actual Y-T-D MONTH

Y-T-D CUMULATIVE

T
A
K
E
N

C
L
O
S
E
D

LISTINGS

Tracking includes 
PROPERTY SALES & 
PROPERTY CLOSED
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Results information will give you valuable insight into:
- Areas where you can focus on for personal skill 

development
- Details for developing your next year’s plan

Added Benefit of Tracking

Why TRACKING is so important-
you still have time to make changes.


