ODUCTIVITY

CASE STUDY

Jerry:

The Scattered
Real Estate Agent

How Jerry Increased His Income by 80%, Cut His Workweek
Nearly in Half, and Finally Took Control of His Business

THE RESULTS

CLIENT OVERVIEW INCREASE IN
(%) +$60,000 icmsn.

Jerry is a residential real estate agent in Virginia with four years
of experience. Like many agents after the post-pandemic housing

boom, his business was growing—but so was the chaos. @ 3 8 + HOURS SAVED
EVERY MOMNTH

His days were filled with:
answering client calls chasing internet leads

rushing between showings putting out fires IDOD 1 1 MONMTHLY LEADS
responding to texts feeling behind despite long hours CD-j {UP FROM ONLY -4)
managing paperwork
Despite working 60-80 hour weeks, Jerry constantly felt behind. : 4 WEEKLY HOURS
Instead of running his business, his business was running him. HHH WORKED

D‘:?D FAMILY DINNERS
THE CHALLENGE o 94 EACH WEEK
(UP FROM 1-2)
G50=-80 hour workweeks

Constant interruptions from clients O STRATEGIC OPERATOR

Mo consistent lead generation system

Less than 10% of his week spent prospecting E:‘ﬁ Jerry now proactively controls his
Calendar controlled by everyone else calendar instead of reacting to it.
Famlly dinners becoming rare
Health and exercise declining

‘ ‘ “Faor a while | was feeling burnt out. it felt Iike | was
Felt busy every day but wasn't making proportional progress

running an a treadmill—working nenstop but never
reolly getting ahead. Part of me even considered
THE SULUT"]H taking an income hit just to get my life back.

Productivity Accelerator implemented a customized six-step After implementing Productivity Accelerator, | finally

framework that helped Jerry regain control of his calendar, increase feel like | hove control over my schedule and my
his lead generation, eliminate wasted effort, and build systems that business. | spend more time with my family, work
scaled his business. fewer hours, and for the first time in yeaors, | feel like
cf’ @ D‘. @ /-J I run my business—not the other way around.”
©) L 8 = il Be Y
Clarify Conduct Apply Pareto Bulld Implermeant Weakly Review Residential Real Estate Agent
Goals T-Day Audit Principle Structured Systems & Optimize
Schedule
A
¥
| THE 6-STEP FRAMEWORK: JERRY’S PATH TO TRANSFORMATION JERRY’S GOALS
STEP THE PROCESS HOW JERRY APPLIED IT QUTCOME Increase income to $150K

Waork no more than 45 hours/week

»  Increase income from STSK -« S150K

1 Define ané primary fEnancial goal - - \ Three family dinners/week
CLARIFY GOALS and supporting heslth and » Reduce warkweek to 45 hours @ Clizar - ¥ £ 4

relationship goals. * Gym twice weakly e Exercise twice/week
= Family dinnar three nights each week 2 : -
Build consistent lead generation
| . .
[ 2 18 hoasrsfweek n showings Complete Raclaim evenings
« 14 i H i
CONDUCT Track avery hour worked. B4 B Rwarig s il | i Nt
? nﬂ‘f A_u[]lT * 12 hours handling client support whene his timse .-""-.-""-.
| * Only 2 hours prospacting disappeared. L‘g } F!HAHEIAL |MFM:T
3 T0% of his commissions cama from:;
ey = Referrsls Focuted only on
Identify which activitios . ¥
APF’I_,"III FARETU sctuslly produced closings. & Fn-l:ehn.nlt Groups @ h'f':'h::.““" i Annual Income S?S,DDCI
PRINCIPLE » Motworking breakfast acthities. Avarage Work Week 70 Hours
Everything elie produced very Btile revenue
: 1 Hours Per Year 3,640
4 * Maoming: Prospectling
Create protected Focus Blocks + Midday: Chont appointments @I Pradictable days EFFECTIVE HOURLY VALLE SEG.EDH"IF
BUILD A STRUCTURED and Butfer Blocks. « Aftermnoon: Showings Less stress.
SCHEDULE s Evening: Pratocted family time AFTER
5 + Emall termplates Projected Income £135,000
Replace memory = Reforral request workllow Conaistent lead race Work Wisk 42 Hours
IMPLEMENT SYSTEMS with systerms. = CHM automation @ genaralion udthout <
+ Woeokly content batching constant effon Hours Per Year 2,184
*  Roview roguest automation
] IMaasure the Business o Mrw loads « Offers submitted Contl
WEEKLY REVIEW e + Hoursworked  + Family dinners ()
) i
& OPTIMIZE = Gym attendance

THE OUTCOME: Jerry didn't simply become more productive. He became more intentional. /M ZDD?‘I IHCREASE lH THE “AL“E

Within five months he increased his projected annual income by B80%, reduced his workweek O [I D [IF HIS TIHE*
by nearly 40%, created a repeatable lead-generation system, reclaimed evenings with his family,
and finally felt like he was leading his business instead of constantly reacting to it.

Refer a friend, coworker, business owner, or family member

HHUW SUMEUHE WHO HEEI]S to Productivity Acceleratar, 'aTs Halp them take contral of their time,
) | ) P
THE*R TIME EnEK? If they enrcll in any paid coaching program, Iaﬁ‘ Help yourseif save.
T PAID ‘ |

Help someone transform their life— YOU'LL RECEIVE 50% OFF YOUR FIRS M THE E OR VISIT:
and get rewarded. MONTH OF COACHING

as aur way of saying thank yeu.

fﬁ:, PRODUCTIVITY Transform your procuctivity. 7 productivityaccelerator.org

productivityaccelerator.org
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