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• Identify Your Greatest Motivation to Achieve Greater Success, Faster! 

• Review Your Accomplishments from 2024 & Establish Your Baseline

• Set Your Goals & Create Your Action Items for 2025

• Bonus Section: Increase Profitability by Building Additional Revenue Streams 
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The purpose of completing this Broker Business Plan is to clearly identify your 
opportunities to achieve greater success, faster! This simple, yet powerful process 
will help you establish the steps you’ll need to take to accomplish your desired goals 
in the year ahead. 

To begin, let’s start by determining what is your greatest motivation to build a 
profitable real estate brokerage? What drives you every day to show up, to do the 
hard work, and to lead the charge towards your long-term success! 

Now that we know your WHY, let’s review where your brokerage stands today:

1. What is the current status of your brokerage?

 a. How many active agents do you have today?                

 b. How many transactions do you close per month (average)?

3. What is your total monthly agent & transaction revenue?

 a. Actual Monthly Revenue $                

 b. OR, Estimated Monthly Revenue $

2. What are your monthly operating expenses?

 a. Total operating expenses $

                
(use ROGA Budget Worksheet)

(use ROGA Fee Structure Worksheet / 12 X # of Active Agents) 



6. What is your current Mentor Program revenue?

 a. How many Mentees are in your Mentor Program?               

 b. How many Mentee transactions do you close per month?

 c. What is your average monthly revenue per Mentee? $

 d. What is your total monthly Mentor Program revenue (6b X 6c) $
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4. What is your monthly per agent & transaction revenue?

 a. Monthly revenue (3a or 3b) divided by # of agents (1a) $               

5. What is your monthly ONE Marketplace revenue? (Ancillary Income)

 a. Total ancillary revenue (vendors/partners) $               

7. Let’s add up ALL of your current sources of revenue: 

 a. Monthly Agent Transaction Revenue (3a or 3b) $               

 b. Monthly ONE Marketplace Revenue (5a) $

 c. Monthly Mentor Program Revenue (6d) $

 d. Total Monthly Combined Revenue (7a+7b+7c) $

 e. Total Annual Revenue from All Sources (7d X 12) $

8. Now, let’s determine your Net Operating Income:

 a. Enter Total Combined Revenue from (7e) above $               

 b. Minus Total Operating Expenses from (2a) above $

 c. Equals Total Net Operating Income $
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Great work! Now let’s look forward and set your goals for 2025:

9. Based on what your earned in 2024 (NOI), what is your Revenue Goal for

2025? $

10. Excellent! Let’s determine how much additional revenue you’ll need to

       generate in 2025 to achieve that goal.

 a. 2025 Revenue Goal (9) $               

 b. Minus 2024 Net Operating Income (8c) $ 

 c. Equals Additional Revenue Needed to Hit Your Goal $ 

 

11. We know all revenue starts with agents! Now that we know how much more you want 

       to earn in 2025, let’s determine how many more agents you’ll need to recruit to achieve  

       your goal. 

 a. Additional Revenue Needed (9c) $               

 b. How much do you earn per producing agent annually (4a X 12) $

 c. Divide Additional Revenue (9c) by Average Income per Producing Agent 

 (11b) =          .This is how many producing agents you need to add in 2025 to  

 achieve your additional revenue goal!
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BONUS SECTION
Now that we’ve established the number of agents you need to recruit to achieve your goal, let’s 
look at how we can add to your bottom line by establishing or implementing additional 
revenue streams: 

How much additional revenue would you like to earn in 2025 from your ONE

Marketplace Program? $ 

12. Let’s first determine how much you earned from your ONE Marketplace

Program in 2024 $

 a. How many ONE Marketplace partners did you have in your program 

 in 2024?              

 b. Divide the total revenue in #12 by the number of ONE Marketplace

 partners (12a) $                            . This is how much you earned on average per partner.

 c. Now subtract the amount you earned in 2024 from the amount you want

 to earn in 2025 $

 d. Divide the amount in (12c) by the amount in (12b) =                           . This is

 how many additional ONE Marketplace partners you need to add in 2025 to achieve

 in your increased revenue goal.

How much additional revenue would you like to earn in 2025 from your Mentoring

Program? $ 

13. Let’s first determine how much you earned from your Mentor Program in 2024 

  $

 a. How many Mentees did you have in our Mentoring Program in 

 2024 $              

 b. Divide the total revenue in #13 by the number of Mentees 

 (13a) $                             . This is how much earned on average per Mentee.

 c. Now subtract the amount you earned in 2024 from the amount you want

 to earn in 2025 $ 

 d. Divide the amount in (13c) by the amount in (13b)                               . This is

 how many additional Mentees you need to add in 2025 to achieve your

 increased revenue goal.
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NEXT STEPS

Critical Action Items:

Enroll in “THRIVE” - Broker Learning & Development Program:

Contact Your Franchise Growth Consultant to Sign Up for THRIVE Today!

• Update My Operating Budget 

 - I will complete this action item by:                                 (date) 

1. Full Financial Analysis

2. Full Swot Analysis

3. Business Planning (1-3-5)

4. Organizational Structure & Roles

5. Advanced Recruiting Systems & Strategies

6. Advanced Retention Systems & Strategies

7. Fully Developed ONE Marketplace Program

8. Fully Developed Mentoring Program

9. Increased Per Agent Productivity

10. Identify Potential Market Expansion Opportunities

11. Long Term Strategy Planning (5-10)

• Review My Current Fee Structure

 - I will complete this action item by:                                 (date) 

• Launch or Improve My Recruiting Strategy

 - I will complete this action item by:                                 (date)

• Launch or Improve My ONE Marketplace Program

 - I will complete this action item by:                                 (date)

• Launch or Improve My Mentoring Program

 - I will complete this action item by:                                 (date)
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Example: ROGA Budget Worksheet:

Contact your Franchise Growth Consultant to obtain this worksheet.



Example: ROGA Fee Structure Worksheet:
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Do you know the annual value of EVERY agent? 

Contact your Franchise Growth Consultant to complete this worksheet.



Example: Good, Great, & UNstoppable Recruiting Plans
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Contact your Franchise Growth Consultant to complete this worksheet.



NOTES
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