Step Ahead Training™

America's Top

\ Real Estate Training Program

Successful Realtors® Schedule

This sample schedule is an example of what top real estate agents across the country’s schedules look like on a weekly basis. Successful
agents model their schedule after this schedule and follow it on a daily basis

Tips for Success:

* Spend a minimum of 3 hours on the phone and face to face speaking with prospects
* Never use the 3 hours for postcards or other administrative duties
» Continue to prospect until you have spoken to the number of people per your business plan
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