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2023 Business Plan
Part C : Marketing and Lead Generation Planning

Follow-Up Plan

Lead Source/Audience

#3 Marketing Plan Networking Plan Transactions Goal

Repeated communication with

non-responsive leads aimed to elicit

conversation 

Advertising to create awareness and
consideration

Socializing to foster
referral- producing
relationships

Repeated communication with
responsive leads aimed to set
appointments

Contacting a group of people in
search of leads

Nurturing Plan

Prospecting Plan

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

____________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________
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2023 Business Plan
Part C : Marketing and Lead Generation Planning

Follow-Up Plan

Lead Source/Audience

#4 Marketing Plan Networking Plan Transactions Goal

Repeated communication with

non-responsive leads aimed to elicit

conversation 

Advertising to create awareness and
consideration

Socializing to foster
referral- producing
relationships

Repeated communication with
responsive leads aimed to set
appointments

Contacting a group of people in
search of leads

Nurturing Plan

Prospecting Plan

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

____________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________
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2023 Business Plan
Part C : Marketing and Lead Generation Planning

Follow-Up Plan

Lead Source/Audience

#5 Marketing Plan Networking Plan Transactions Goal

Repeated communication with

non-responsive leads aimed to elicit

conversation 

Advertising to create awareness and
consideration

Socializing to foster
referral- producing
relationships

Repeated communication with
responsive leads aimed to set
appointments

Contacting a group of people in
search of leads

Nurturing Plan

Prospecting Plan

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

____________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________
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2023 Business Plan
Part C : Marketing and Lead Generation Planning

Follow-Up Plan

Lead Source/Audience

#6 Marketing Plan Networking Plan Transactions Goal

Repeated communication with

non-responsive leads aimed to elicit

conversation 

Advertising to create awareness and
consideration

Socializing to foster
referral- producing
relationships

Repeated communication with
responsive leads aimed to set
appointments

Contacting a group of people in
search of leads

Nurturing Plan

Prospecting Plan

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

____________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________

• __________________________
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2023 Business Plan
Part D : Operations Planning

Operations Initiatives

EXAMPLES
•
•
•
•
•
• 

What I will do

What I will do / Where I need accountability

Hire an assistant before Q4.
Standardize/formalize my transaction process.
Determine ROIs on lead sources.
Purchase a more robust accounting software – and use it!
Enter my numbers into illūm at the end of each day.

Streamline my open house system (find a sign-in app).

4
5
3
5
4
3

The more productive you are, the more money you make. The more organized you are, the 
more you can keep your focus. Operations is about streamlining your business and improving

efficiencies. Reflect on your business with your coach. What areas can you work on that will have

the greatest impact?

Priority (Score 1-5)

Priority (Score 1-5)

with 5 being most important

with 5 being most important

•

•

•

•

•

•

•

•

•

•

•

•

•
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2023 Business Plan
Part E : Pre-Planning Analysis

Pre-Planning Analysis

Examples

Strengths

Opportunities Threats

Weaknesses

SWOT Analysis
A SWOT analysis complements your vision. Your vision tells you where you’re going. A SWOT analysis

helps describe where you are. With a clear assessment of where you stand, the more effectively you can 
plan and build a bridge to your future. Write as many points as necessary to be thorough.

In
te

rn
al

 F
ac

to
rs

Ex
te

rn
al

 F
ac

to
rs

Strengths Creating engaging, informative videos
for 
social media

Opportunities The agent who dominates the area 
adjacent my geo farm is retiring, so that area has good 
farming potential

Weaknesses Non-standardized, inefficient
transaction 
management

Threats The competition just opened an office

to better 
serve the area that includes my geo-farm
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2023 Business Plan
Part F : 8 Equities

Circle of Life
With so much clamoring for our attention, it’s easy to lose sight of the big picture. But success is
more than a single focus.



In the coming year, what will you do to live a more holistic, balanced and abundant life?

Consider the circle below. Each dot represents 10% of where you want to be. How are you doing
in each area? Consider your potential, your obligations and your passions. Fill in each piece of
the pie. Then pause to reflect and set some powerful life goals for 2023!
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2023 Business Plan

Financial Plan

to Business Account to Personal Account &
Pre-Tax Savings

Budget Inputs

to Tax Account

*This is not intended to be used in lieu of professional tax guidance. Calculations for pre-tax
contributions as well as business expenses depend on entity structure and other accounting
considerations.

Monthly

Spend

Annual
Spend

Total Projected
Pre-Tax Income

Projected Net

Income Less Taxes

Projected 2023 Tax

Total 2023 GCI Goal

Post-Tax Income

from Other Sources

Net Income Surplus
(Black) / Deficit
(Red)

Projected Net

Commissions on GCI

Projected Net Income
from all Sources

Other Real Estate

Related Pre-Tax Income

Your 2023 Budget (incl. Business
Expenses)

Business Expenses

Pre-Tax Savings Goal

Post-Tax Savings Goal

Months in 
Coaching This Year

Personal Expenses 

Debt Reduction Goal 

Post-Tax Income from Other

Sources

Combined Federal &
State Tax Rate

*Please enter the eight required inputs

How to Allocate Each Commission Check

____% ____% ____%
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My 2023 Personal Expenses

Essentials (Savings and Taxes)

Home

Transportation

Medical

Utilities

Groceries

Personal Care

Family Obligations

Education

Lifestyle

Legal / Professional Counsel

Donations / Charity

Other Insurance

Credit Card / Other Personal Debt Pmts.

Other

 

Annual Spend

IMPORTANT NOTE: To best calculate these numbers, complete this page using the digital plan in illūm.

% of Total Budget

TOTAL

Average Monthly Spend
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My 2023 Business Expenses

Expenses

 TOTAL

Annual Spend

IMPORTANT NOTE: To best calculate these numbers, complete this page using the digital plan in illūm.

% of Total Budget

License / E&O
Professional Development / CE / Events
Coaching
Office / Desk / Broker / Association Fees
Communication / Technology
Legal / Professional Counsel
Advertising / Marketing
Assistant Salary
Transportation / Travel
Credit Card / Other Business Debt
Pmts. Other

Average Monthly Spend
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My Savings and Debts

Tax Debt

Liquidity

Long-Term Debt

Short-Term Debt

Credit Card

Other

Loans

Other

Loans

 

Cash Available

Mortgage 1


Mortgage 2


Mortgage 3


Student Loans

Other Loans

 

Unpaid Property Taxes

Unpaid Income Taxes


Other Loans

 

TOTAL

TOTAL

TOTAL

IMPORTANT NOTE: To best calculate these numbers, complete this page using the digital plan in illūm.
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