
 

Daily Steps to Success 

1. Sign in to your Broker Dashboard twice per day 
2. Monitor waiting NEW prospects 

 Agents should use the Initial Contact Wizard to respond to new prospects within 1 hour 
3. Monitor waiting emails from prospects 

 Agents should respond to emails immediately 
4. Find hot prospects 

 Look for prospects with a star icon. The Call Center has marked these as hot prospects.  
 Monitor recent activity (in the Prospects section) 

Build Team Success 

1. Create an “E-Team” 
  Select motivated agents to work leads generated by your advertising  
 Aim to deliver 15-30 new leads per month to each agent on the “E-Team” 
 

2. Schedule weekly or monthly meetings with your agents to: 
 Establish minimum standards and review performance statistics 
 Acknowledge and reward successes 
 Share ideas such as response-generating email templates, phone scripts and other strategies that generate 

results 
 

3. Set expectations with your agents and require them to sign a service agreement. 
 Login 2x/day and respond to all leads immediately (through the Vision system)  
 Pass business to your lender  
 Move sold leads into the sold folder 
 Attend all agent training classes and office meetings 

 
4. Add all other agents in your office into RealtyGenerator  

 They can capture more business from their sphere with a RealtyGenerator website and contact 
management system  

 Do not include in the lead rotation  

Generate More Revenue 

1. Craigslist: Add your office listings to Craigslist with the Craigslist Tool 
2. Referrals: Check your Referral tab to take advantage of leads from the RealtyGenerator network 
3. Widget: Generate buyers by using your widget to link other sites to your RealtyGenerator site  
4. Website integration: Encourage agents to use their personal RealtyGenerator website with other marketing 

strategies and import their own sphere to improve their conversion 
5. Set up a strong financial model 

a. Most brokers charge agents for access to their RealtyGenerator website and contact management system to 
increase their level of engagement (“skin in the game”) 

b. Approach a preferred lender about sharing advertising costs on your RealtyGenerator site  


