


Hey there! 

Thanks for downloading 5 Steps to Building a Successful Career in Real Estate. 

We’re guessing you snagged this resource for one of two reasons:

1) You’re a brand new agent—or even just considering a career in real estate—and you’re 

trying to figure out exactly what it’ll take to make it in this business.

2) You’ve been an agent for some time now, and while business is OK, you’d rather be 

describing it as incredible. 

Either way, you’ve come to the right place! Real estate careers can be incredibly rewarding—but 

challenging. Follow the steps in this guide to get more consistent business, experience less stress, 

and make more money.



Step 1  - Create a Strong Foundation

When agents first start out, they soon make a frustrating discovery: Licensing courses teach 

you everything you need to know about real estate… and nothing about how to run a real estate 

business. 

Fortunately, you don’t have to figure it out on your own—or all at once. Instead, spend some time 

creating a strong foundation that’ll support your future success:

1. Join a team. Yeah, we know part of living the real estate dream is being your own boss. Just 

keep in mind that while being the boss brings plenty of freedom, it also dumps loads of 

responsibility. And quite frankly, it’s nearly impossible to manage yourself and your business 

at the same time, especially when you’re still learning the business. So take some pressure off 

yourself and join a team of seasoned pros who care as much about your success as you do. 

2. Take advantage of your onboarding process. Make sure you know what’s expected of you 

and how to access the resources and tools you need to meet those expectations. Take full 

advantage of every training video, workbook, and lunch-and-learn your team provides. Too 

many new agents underestimate the value of their onboarding process, and they miss vital 

information that could save them time, money, and headaches. 

3. Get yourself a mentor. No matter how long you’ve been in the real estate business, you can 

always benefit from having a coach or mentor. Find someone with several years of solid 

experience in your preferred niche, who’ll be honest about tough lessons they’ve learned, and 

who has both business acumen and people skills. Keep in mind there are few “wrong” ways 

to approach your real estate business, so a good mentor will help you sort through multiple 

versions of “right” to help you craft a rewarding career—monetarily and otherwise.



Step 2  - Fill the Gaps

Real estate has a gazillion moving parts, and there’s simply no way one agent’s going to keep 

everything moving in the right direction every time. As you get more successful (read: busier), 

you’ll need to delegate more and more of your routine tasks, and you’ll need to use your 

“development” time taking your B+ skills to an A-, rather than struggling to move your D+ skills

to a C-. 

To fill the gaps between what has to get done and what’s reasonable to get done, outsource some 

work. Successful agents get help with:

• Marketing

• General customer service

• Listing management

• Transaction management

• Closing-related tasks and paperwork



Step 3  - Use Your Database

We’ve been in the real estate business for more than a decade, and we’re still surprised by the 

post-it note consumption in our industry. Seriously, though! Agents leave post-its everywhere: 

their desk, their computer screen, their car dashboard, their calendar, their kids’ foreheads. Most 

of the time, their “notes” include a first name and an illegible phone number. And they wonder 

why they’re not meeting their sales goals?

Post-its are a lovely invention, but they’re no way to run a real estate business. Instead, you’ll 

need to leverage technology in the form of a digital customer relationship manager (CRM)/

database.

Your database should do a significant chunk of the heavy lifting for you as you work to stay on 

top of new leads, current clients, referral sources, and more. Look for one with features like:

• Automated communication tools to keep in touch with new leads and current clients, 

both individually and through mass emails.

• A client portal that allows people to see how their transaction is progressing at any time. 

Transparency in real estate builds trust, and trust earns referrals.

• Customizable action plans to ensure none of your deals falls through the cracks.

• Marketing tools that integrate with social media to save you time and effort.

• Document storage so you, your team, and your clients can access anything, any time.



Step 4  - Grow Your Network

Real estate is not an “if you build it they will come” industry. If you’re going to be successful, 

you’re going to have to meet people. Lots of them. On purpose! With your business cards in 

hand! And with a follow-up plan! (OK, we’re getting ahead of ourselves.) 

To grow your network: 

• Think about your friends and family as an extension of your marketing team. Your inner 

circle knows people you don’t know… who know other people… who know other, other 

people. And at least some of those people are in need of your services. Don’t be shy 

about asking for referrals from the people closest to you.

• Get creative about potential clients. Sit down and start making a list of people whom 

you should add to your database. New agents tend to get stuck somewhere in the 20s, 

but most folks know 600 people! (That is not a typo.) So, think about every possible 

connection you have: friends, family, former colleagues, your doctor and dentist, your 

kids’ teachers and coaches, the guy who inspects your air conditioner, your dog groomer, 

people at your place of worship… everyone from every context in your life.

• Get social. In-person networking is critical, but so is virtual networking through social 

media. Decide on one platform to start with—so you’re more likely to keep up with it—and 

start posting valuable, helpful content for your followers. Do not just post your listings. 

The primary goal of social media marketing isn’t actually selling; it’s building long-term 

professional trust and confidence. 

• Stay in touch through strategic communication. Another way to build professional trust is 

to stay in touch with your database. Set up a regular communication rhythm that includes 

messages and phone calls to check in, let folks know you’re thinking about them, and find 

out how you can serve them or someone they know.



Step 5  - Crush Your Listings

You’ve earned some clients and you’ve posted your listings… and now the real fun 

and work) begins. 

To crush your listings:

• Practice, practice, practice. Don’t wait until the first time you show a property to talk 

about it. Have a standard value “script” for every property and rehearse it until it feels 

natural. Be sure to anticipate questions and objections, and know how to confidently 

address them.

• Manage expectations. We recently overheard someone say, “Expectations are 

premeditated resentments.” We couldn’t agree more. Listings can go off the rails fast if 

you don’t adequately manage your sellers’ expectations.

• Host fantastic open houses. Open houses are work, but they’re absolutely worth it—if 

you do your park to knock them out of the park. Follow best practices, be prepared with a 

well-rehearsed value script, and thoughtfully follow up with every guest. 

• Don’t drop the ball at closing. Transaction management can be a hassle, and if you 

mismanage the process, your client can lose confidence in you and their deal. Know your 

stuff, leverage your team, keep clients informed and involved, and crush your goals.



Get the Business-Building Help You Deserve

Making it in real estate is challenging, especially when you’re new and uncertain how all the 

pieces fit together. At BTG, we’ll helped dozens of agents just like you build a successful real 

estate career. We eliminate uncertainty and confusion by putting you on clear and simple path to 

success. 

• Enjoy a strong company culture. We have each other’s backs and we care about our 

broader community.

• Let our support team handle the nitty gritty details. Our dedicated staff will take care of 

the ins-and-outs of your transactions so you can focus on closing more deals.

• Get the tools you need. Our state-of-the-art database makes managing your business  

a breeze. 

• Get the training you want. With our robust onboarding and coaching process, you’ll 

develop confidence in every aspect of your business. (Including everything mentioned in 

this resource!)

When you become a BTG agent, you’ll have more consistent business and make more money—

while experiencing less stress, enjoying more time with your family, and building the life you’ve 

always wanted. 

We’re currently accepting applications, and we’d love to hear from you.

APPLY NOW

https://btgcareers.com/apply

