




 

 

“If we want to feel an undying passion for our 
work, if we want to feel we are contributing to 
something bigger than ourselves, we all need to 
know our WHY.” 

 

― Simon Sinek  

 

 

  



Exercise: Digging Deeper into Your “Why” 

 

Drill Down to Your Core Why 

This section helps you go beyond typical answers like "make money" or "be successful" to find the underlying 
emotional truth behind those goals. The goal is to uncover what really matters—the core motivation driving 
everything you do. 

Instructions: 

• Choose one major reason you’ve identified so far—something like “make money,” “help others,” or “be 
successful.” 

• You will then follow a guided 5-Why Process, which means you will repeatedly ask, "Why is this important 
to me?" until you reach the deeper emotional truth behind your answer. 

 

5-Why Process 

Here’s how it works: 

1. Surface Why: 

o "Why do I want to be successful?" 

o Example Answer: “To make a lot of money.” 

2. Why #2: 

o "Why do I need to make a lot of money?" 

o Example Answer: “So I can provide for my family.” 

3. Why #3: 

o "Why do I need to provide for my family?" 

o Example Answer: “Because I want my kids to feel secure and have opportunities I never had.” 

4. Why #4: 

o "Why is it important that they feel secure and have those opportunities?" 

o Example Answer: “Because growing up, I felt a lot of stress about money, and I want things to be 
different for them.” 

5. Core Why: 

o "Why is it so important for things to be different for them?" 

o Core Answer: “Because I want them to feel safe, loved, and free to follow their dreams without 
fear.” 

 

 

  



Notes 
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Objective: 
Help you uncover your deepest personal reasons for pursuing a real estate career, understanding both your 
emotional drivers and practical goals. This exercise will also link your "why" to resilience, ensuring you remain 
motivated during challenges. 

 

Instructions 

Step 1: The Power of Purpose 

Start with this thought-provoking reflection: 

• “Imagine it’s five years from now, and you’re exactly where you want to be in life. What does your day 
look like?” 
Visualize everything—how does it feel, what are you doing, who are you with? 

This exercise helps you connect your actions today with the future you envision. 

 

Step 2: Uncovering the Deeper Why 

Below are layered questions designed to encourage you to explore not just the surface motivations but the 
emotional ones underneath. 

Instructions: Reflect on each question fully. You should write without overthinking and dig into why your answers 
matter. 

1. Why did you choose real estate over other careers? 
(What was it about this path that pulled you in? What emotions were tied to that decision—excitement, 
freedom, security?) 

2. What’s at stake if you don’t succeed in this career? 
(Think about both practical and emotional stakes—lifestyle, family, self-worth. Who or what would be 
impacted?) 

3. What kind of life do you want your career to help you build—for yourself and your loved ones? 
(Explore beyond money—think about freedom, stability, time, experiences, etc.) 

4. What’s a specific memory where you felt “in the zone” at work? 
(Why did that moment feel meaningful? What does it say about what matters most to you in your career?) 

5. What motivates you on the toughest days? 
(When everything feels heavy, what thought, person, or goal gives you the push to keep going?) 

 



Notes 
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Step 3: Breaking Through Obstacles 

Help you connect your “why” to real-world challenges. The goal is to strengthen the emotional link between 
purpose and resilience. 

1. What’s the hardest moment you’ve faced in real estate so far? 
(How did you handle it? What was the personal reason that kept you from giving up?) 

2. When you hit a roadblock (like rejection or burnout), what would your future self—the one who’s 
already successful—tell you? 
(This helps them reframe challenges through a lens of future success.) 

3. How will achieving your “why” make future obstacles feel smaller? 
(Encourage them to visualize how fulfilling their goals will outweigh the setbacks.) 

 

Step 4: Craft a Powerful “Why” Statement 

With your insights from the previous steps, write a more emotionally charged “why” statement. Write from the 
heart, making it personal, vivid, and inspiring. 

Enhanced Template: 
"I build my real estate career because [insert emotional reason]. Every day, it gives me [personal feeling—e.g., 
pride, freedom, hope], and I am working toward [tangible result]. No matter what challenges come my way, I remind 
myself that I do this for [deep personal connection—e.g., my kids, my dream life, my legacy]." 

Example: 

• “I build my real estate career because I want to give my kids the stable home I never had growing up. Every 
day, it gives me pride to move closer to that goal. No matter what challenges come my way, I remind myself 
that I do this to show them what’s possible.” 

 

Step 5: Optional Sharing 

Agents can share their “why” statements in pairs or with the group.  

“What stood out to you in your partner’s ‘why’ statement? How did it inspire you?” 

 

Outcome 

By the end of this exercise, you will have: 

1. Uncovered deeper personal motivations tied to your career and life goals. 

2. Linked your “why” to overcoming challenges, building resilience for tough moments. 

3. Created an emotionally meaningful “why” statement you can refer back to whenever you need a 
reminder of your purpose. 



Notes 
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“A goal without a plan is just a wish” 
  

- Antoine de Saint-Exupéry 

 

 

 

  



Real Estate Business Planning Booklet 
Section 1- Income Requirements 
1. Expenses that Power Your "Why" 
Budget for expenses tied to your deeper purpose (e.g., personal projects, contributions, or investments in 
meaningful areas): 

• Personal "why" project (e.g., giving back to the community, starting a non-profit, supporting causes): 
$____________ 

• Investments in skills or development that align with your purpose: $____________ 

• Other contributions or activities tied to your "why": $____________ 
Total Annual "Why" Expenses: $____________ 

Carry-Over Total: $____________ 

 

2. Base Living Expenses 
Essential monthly expenses (living, bills, etc.): 

• Rent/Mortgage: $____________ 

• Utilities: $____________ 

• Groceries: $____________ 

• Insurance (health, home, auto): $____________ 

• Transportation (gas, maintenance): $____________ 

• Other essential expenses: $____________ 
Total Monthly Base Living Expenses: $____________ 

Multiply by 12 to get the annual figure: 
Annual Base Living Expenses: $____________ 

Carry-Over Total: (Why Expenses + Base Living Expenses): $____________ 

 

3. Family Expenses 
Ongoing expenses for family-related needs: 

• Childcare/Schooling: $____________ 

• Family healthcare: $____________ 

• Family activities (e.g., outings, sports, hobbies): $____________ 

• Additional family support (e.g., extended family): $____________ 

• Other family-related expenses: $____________ 
Total Annual Family Expenses: $____________ 

Carry-Over Total: (Why + Base Living + Family Expenses): $____________ 



 

4. Fun and Personal Enjoyment 
Monthly budget for activities that bring joy and recharge you: 

• Dining out: $____________ 

• Hobbies/Entertainment (movies, sports, etc.): $____________ 

• Personal Development (books, courses): $____________ 

• Gym/Wellness: $____________ 

• Monthly subtotal: $____________ 

Multiply by 12 for the annual total: 
Annual Fun/Personal Budget: $____________ 

Carry-Over Total: (Why + Base Living + Family + Fun): $____________ 

 

5. Vacations and Travel 
Budget for annual vacations: 

• Vacation 1 (e.g., family trip): $____________ 

• Vacation 2 (e.g., getaway): $____________ 

• Other travel expenses: $____________ 
Total Annual Vacation Budget: $____________ 

Carry-Over Total: (Why + Base Living + Family + Fun + Vacations): $____________ 

 

6. Donations and Giving 
Budget for charitable contributions or gifts: 

• Monthly donations: $____________ 

• Yearly one-time contributions: $____________ 
Total Annual Giving Budget: $____________ 

Carry-Over Total: (Why + Base Living + Family + Fun + Vacations + Giving): $____________ 

 

  



7. Luxury Purchases (Optional) 
Budget for larger one-time purchases like electronics, home upgrades, or luxury items: 

• Luxury item 1: $____________ 

• Luxury item 2: $____________ 
Total Annual Luxury Budget: $____________ 

Carry-Over Total: (Why + Base Living + Family + Fun + Vacations + Giving + Luxury): $____________ 

 

8. Business-Related Costs 
Professional development, marketing, and other business investments: 

• Marketing budget: $____________ 

• Professional training/events: $____________ 

• Technology/tools: $____________ 
Total Annual Business-Related Costs: $____________ 

Carry-Over Total: (Why + Base Living + Family + Fun + Vacations + Giving + Luxury + Business): $____________ 

 

9. Taxes 
Calculate estimated taxes (typically 25-30% of gross income). Use the carry-over total to calculate taxes: 

• Carry-over total: $____________ 

• Estimated tax rate: % 
Estimated Annual Taxes: $__ 

Carry-Over Total: (Why + Base Living + Family + Fun + Vacations + Giving + Luxury + Business + Taxes): 
$____________ 

 

10. Savings Goals 
Monthly contribution to savings, retirement, or investments: 

• Monthly savings: $____________ 
Multiply by 12 for the annual total: 
Total Annual Savings Goal: $____________ 

Final Total (including all expenses, taxes, and savings): $____________ 

  



Section 2: Setting Smart Goals 
SMART goals are a goal-setting technique that uses an acronym to help ensure that objectives are clear, achievable, and 
trackable:  

• S: Specific: The objective is clear and states what will be done and who will do it.  

• M: Measurable: The objective includes how the action will be measured.  

• A: Achievable: The objective is realistic and attainable.  

• R: Relevant: The objective makes sense and fits the purpose.  

• T: Time-bound: The objective has a deadline for accomplishment.  

Worksheet 1: Goal-Setting Exercise 

1. Financial Goals 
What is your target income for the year? 
$____________ (Annual Goal) 

Break it down into: 

o Quarterly Goal: $____________ 

o Monthly Goal: $____________ 

o Weekly Goal: $____________ 

2. Sales Goals 
How many transactions do you need to achieve this income? 

o Average commission per sale: $____________ 

o Number of transactions needed annually (Average Commission/Final Total Income Requirements = 
: __________ 

o Quarterly target: __________ transactions 

o Monthly target: __________ transactions 

3. Income-Producing Activities 
List your top 5 activities that contribute directly to your income: 

1.  

2.  

3.  

4.  

5.  

 

  



Section 3: Action Plan and Accountability 
Worksheet 3: Daily, Weekly, and Monthly Habits 

1. Daily Habits (Income-Producing Tasks) 
List 3 tasks you commit to doing every day to move closer to your goal: 

1.  

2.  

3.  

2. Weekly Habits (Business Development) 
Identify 3 weekly habits that build relationships, prospect, or refine skills: 

1.  

2.  

3.  

3. Monthly Check-In 
What will you track monthly? (Examples: leads generated, transactions closed, referrals gained) 

o Metric 1: __________________________ 

o Metric 2: __________________________ 

o Metric 3: __________________________ 

4. Quarterly Review 
At the end of each quarter, reflect on: 

o What went well: __________________________ 

o What needs improvement: __________________________ 

o What new habits or strategies will you implement next quarter: __________________________ 

 

  



Section 4: Next-Level Growth 
Worksheet 4: Leveraging Referrals and Repeat Business 

1. Client Database Evaluation 
Who are your top clients and referral sources? 

o Top Client 1: __________________________ 

o Top Client 2: __________________________ 

o Top Client 3: __________________________ 

2. Referral System Plan 
How will you engage your past clients to encourage referrals? List strategies or actions (e.g., personalized 
check-ins, holiday cards, client appreciation events): 

1.  

2.  

3.  

3. Repeat Business Strategy 
How will you nurture existing clients to secure repeat business? 

o Strategy 1: __________________________ 

o Strategy 2: __________________________ 

o Strategy 3: __________________________ 

4. Continuous Improvement (Mindset) 
What areas of personal and professional growth will you focus on? 

o  

o  

o  
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