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Real Estate Success Tip # 1: “Actions & Activities” 

 

 

One of the reasons that 93% of Realtors only do 7% of the business conducted in the industry, is 

due to the fact that they do not know the actual amount of "Actions and Activities" it takes to 

generate Business. 

 

Here are a few important guidelines to follow: 

 

• The Average Realtor converts .5% of their “Leads” into a closing. 

• Top Realtors with “World Class Follow Up” convert 3% of their “Leads into a closing”. 

• Let’s split the difference, and say you can convert 1.75% of “Leads” into a closing. 

 

That would mean, if we round up, you would close 1 out of 60 leads you generate. Now, in order 

to convert at this level, you must know how frequently to follow up with leads, which we will 

cover in Real Estate Tip # 2 (next tip), but at least for now, you can start calculating the amount 

of leads you need to convert into a closing, so you know how many leads you need to 

accomplish your Goals. 

 

Let’s say your Goal this year is to close 36 Homes. That means you must generate at least 2,160 

leads this year (based off the above conversion rate). 
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That then breaks down to 180 per month. Or, if you want to break it down weekly, and let’s just 

base it off you taking off 2 weeks a year (Holiday’s, etc.), then you would be looking at 44 leads 

weekly (if we round up). Then, you can start breaking it down to how many days you work a 

week, etc. 

 

 

IMPORTANT NOTE: The only way to win the year, is to win enough months. To win the 

month, we must win enough weeks. To win the week, we must win enough days. It boils down to 

“Winning Each and Every Working Day”. Always break your numbers down so that you know 

you are winning the day! 
 

 

 


