
There is more to real estate than just getting a license; your license guarantees you nothing. It is a tool and, like other tools, it is useless unless you know 
how to use it. 

This is The Real Estate Business Blueprint. It shows the six components of a business, 
the definition and the goal of each component. It’s so unique, it’s registered with the 
U.S. Patent & Trademark Office!  

The two TREC-approved courses that teach you how to use this are The Principles of Business and The Principles of Marketing.  

Real estate is a business and unless you treat it like a business and run it like a business, you will soon be out of the business. This guide will show you 
how to build your business, step by step. Our courses and our Business In A Box Coaching Program will show you how to create the systems and 
automate your business so that it will run without you and do what a business is supposed to do; GIVE YOU YOUR LIFE! 

Start with the Marketing Component. Marketing is THE most important skill to have. Marketing is the engine that drives leads into your business. The 
purpose of Marketing is to elevate, separate, differentiate and distinguish yourself from all your competitors. Dominate your marketplace, position yourself 
as the obvious choice, and make your competition irrelevant by using the tools in the Marketing Component. 

Sales is next. After the lead is generated via marketing, simply find out what is wanted and needed and provide it! Use the tools is the Sales Component 
to accomplish this. 

The next step in the process is the Production Component. This is where you produce what you advertised in the Marketing and Sales Components. 

After you have produced what your customers want & need, WOW them in the Customer Service Component with world-class customer service.  The 
goal is to have 
them become customers for life, returning and sending you a constant stream of referrals.

Keep your books using the tools in the Bookkeeping Component and utilize the tools in the Accounting Component to analyze your efforts and maintain 
financial health and stability of your business. 

Email us at info@buildmyrebusiness.com or call us at 512-453-0900 with any questions. 

Thank you. 

Now, go mind your own business! 



TOOLS & TASKS :  

1. Satisfaction  

 Survey 

2. Auto Responder  

 For Follow-Up 

3. Problem Prevention 

4. Problem Solving

5. Ongoing Education  &

Acknowledgement-Follow up. 

PRODUCTS: 

1. Website   

     A. Editable 

     B. Auto Responder 

      C. Content Rich

   D. Auto Home Search

        E. Easy to Find

2. Ads 

3. Postcards

4. Business Cards

5. Newsletter

6. Brochure

TOOLS: 

   1. UMP

2. Direct

 Response 

   3. Risk Reversal

   4. Back End

   5. LinkedIn

6. Facebook

  7. Twitter

8. YouTube

9. Blog

10. Google

11. SEO

12. Other

TOOLS & TASKS: 

1. Tax strategies &  

Legal updates 

2. Investment strategies 

3. Advice on long term plans 

4. Income Statement 

A. Income 

B. Expenses

5. Balance Sheet 

A. Assets 

B. Liabilities 

6. Cash Flow Statement 

TOOLS: 

1. DiSC

2. VAK

3. Quality

Questions 

4. Porcupine

5. Tie Down

6. Alternate Choice

7. Trial Close 

8. Assumptive Close

SALES

BOOKKEEPING 

THE BUSINESS BLUEPRINT™ 
Plans for________________________________________ 

TOOLS & TASKS: 

1. Chart Of Accounts

2. System For  

 Collecting Data 

3. Accounts  

 Receivable 

4. Accounts Payable 

5. P&L 

6. Budget 

7. Analytics 

MARKETING 

ACCOUNTING PRODUCTION 

OWNER

MANAGER

TOOLS & TASKS:  

1. Build  & Maintain

Assembly Line

2. Write Systems  

 & Policies 

3. Manage & Correct Processes

4. Quality Control 

5. Quality Assurance 
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CUSTOMER SER-

VICE 

1. Clear Expectations

2. Establish Price &

 Terms 

3. Agreed Time   Frame

ID & Fulfillment of 

Wants & Needs 

DEFINITION: 

GOALS:   

Referring Clients 

A. Customers For Life

B. Referrals For Life

Constantly Exceeding  

Expectations 

DEFINITION: 

GOALS: Prospect Makes 

Contact 

Getting Known 

Wants & Needs 

DEFINITION: 

GOALS:    

Raving Fan 

Delivery of Product or 

Services That Fulfills Wants & 

Needs 

DEFINITION: 

GOALS: 

Provide Accurate  

Data to  

Accountants/Owner 

Assimilation & Recording of 

Data 

DEFINITION: 

GOALS:    

Ascertain & Monitor Fi-

nancial Health 

Effect Transactions Have on 

Financial Statements 

DEFINITION: 

GOALS:    

Where People Excel, Businesses Flourish 
And Success Becomes Normal 

THE REAL ESTATE BUSINESS BLUEPRINT® 
  Plans for:__________________________________________________________________________________

Drawn by: DWM 

Checked by: ESDITH 

Date 2004/ Revised  6/2018 

© 2004, 2016 Copyright All Rights Reserved 

Cicala Corp. dba The Business School for Real Estate Pros™ 

TOOLS & TASKS :   

1. Auto Responder For Follow-Up

2. Problem Prevention

3. Problem Solving 

4. Ongoing Education, Follow-up &

    Acknowledgement 

PRODUCTS: 

1. Website     
 A. Editable

B. Auto Responder
C. Content Rich
D. Auto Home Search
E. Easy to Find 

2. Ads

3. Postcards 

4. Business Cards

5. Newsletter 

6. Brochure

TOOLS: 

1. UMP

2. Direct Response 

3. Risk Reversal 

4. Back End 

5. Social Media 

6. SEO

7. Other

TOOLS & TASKS: 

1. Tax strategies

    & legal updates 

2. Investment strategies

3. Advice on long term plans

4. Profit & Loss

  A. Income 

B. Expenses

5. Balance Sheet 

  A. Assets

B. Liabilities

6. Cash Flow Statement

TOOLS: 

1. DiSC

2. VAK

3. Meta Programs

4. Quality Questions

5. Porcupine

6. Tie Down

7. Alternate Choice

8. Trial Close 

9. Assumptive Close

BOOKKEEPING 

TOOLS & TASKS: 

1. Chart Of Accounts 

2. System For Collecting Data

3. Budget 

4. Accounts Receivable

5. Accounts Payable

6. Profit & Loss

7. Cash Flow

    Statement 

MARKETING 

 

ACCOUNTING PRODUCTION 

OWNER

MANAGER 

TOOLS & TASKS: 
  

Sellers 
1. Listing Presentation
2. Put Property On Market
3. Contract To Closing

   
Buyers

1. Select & Preview Properties
2. Finalize List & Show
3. Contract To Closing

 

CUSTOMER 

SERVICE 

SALES
1. Clear Expectations

2. Establish Price &

 Terms 

3. Agreed Time Frame

ID & Fulfillment of 

Wants & Needs 

DEFINITION: GOALS:  

Referring Clients 

A. Customers For Life 

B. Referrals For Life

Constantly Exceeding  

Expectations 

GOAL: 

Prospect Makes 

Contact 

Getting Known 

DEFINITION: GOAL:    

Raving Fan 

Delivery of Product or 

Services That Fulfills 

Wants & Needs 

DEFINITION: GOAL:  

Provide Accurate 

Data to 

Accountants/Owner 

Assimilation & 

Recording of 

Data 

DEFINITION: GOAL:  

Ascertain & 

Monitor Financial 

Health 

Effect Transactions 

Have on 

Financial Statements 

DEFINITION: GOAL:  

DEFINITION: 

Where People Excel,  
Businesses Flourish And 
Success Becomes Normal 
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