
 1. Connect with New Leads (30 Minutes):
 Reach out to at least 5 new leads through calls, texts, or emails.
Use personalized follow-up scripts to keep the conversation engaging and relevant.

 
2. Nurture Existing Clients (20 Minutes):

 Send check-in messages to active clients or those in the pipeline.
Update them on their transaction status or market updates to keep them engaged.

 
3. Post on Social Media (15 Minutes):

 Share a market update, new listing, client testimonial, or educational post.
 Engage with comments, and messages, and interact with your audience to build relationships.

 
4. Review and Update Your CRM (15 Minutes):

 Update your CRM with new lead information, client updates, and notes on recent conversations.
 Set reminders for follow-ups to ensure no lead falls through the cracks.

 
5. Market Analysis (15 Minutes):

 Review the latest market data to stay informed about price changes, new listings, and sold properties in your
area.
 Share any noteworthy trends with your clients to keep them informed.

 6. Prospect for Listings (20 Minutes):
 Reach out to potential sellers, expired listings, or homeowners in your farm area.
 Use tailored messaging to offer a market analysis or home valuation.

 
7. Network with Your Sphere (15 Minutes):

 Reach out to a few contacts within your sphere of influence – past clients, friends, or local business owners.
 Keep the relationships warm by checking in or sharing market insights.
 

8. Plan Content for Tomorrow (10 Minutes):
 Outline content ideas for social media, blogs, or email campaigns to keep your marketing consistent.
 Focus on value-driven content that answers common questions or showcases your expertise.

 
9. Enhance Your Skills (15 Minutes):

 Invest a small part of your day in professional development – watch a video, read an article, or practice a skill
to stay ahead.

 
10. Reflect and Set Goals for Tomorrow (10 Minutes):

 Review what you accomplished today and set clear, actionable goals for tomorrow to keep your momentum.

Implementing this daily routine will help you stay organized, proactive, and continually growing your real estate
business!
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