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ABOUT US

The Brendan King Group represent the pinnacle of luxury real estate in Las Vegas. As a top 1% team
nationwide, affiliated with Real Broker, they're known for record-breaking success — including the sale of
the most expensive home in Las Vegas in the past five years.

Renowned for their concierge-style service, Brendan and his team provide a seamless, personalized
experience for buyers, sellers, and investors. With strategic marketing, cutting-edge technology, and a
powerful social media presence, they connect luxury properties with the right buyers — fast.

Our team is built on excellence, collaboration, and a passion for delivering world-class service. We don't
just sell homes — we create seamless, concierge-level experiences that exceed client expectations and set
new industry standards.

For ambitious agents who want more, The Brendan King Group offers an opportunity to thrive. With
powerful branding, innovative marketing, strong leadership, and an established luxury presence, our team
provides the platform to grow, stand out, and succeed at the highest level.

If you're driven, motivated, and ready to elevate your real estate career, this is where you belong. Join a
team that values your potential, supports your growth, and celebrates your success every step of the way.

BOOK FOR A FREE STRATEGY CALL

702-625-6201
info@kingvegashomes.com
www.jointhebkg.com
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Why Most Agents Struggle -

And How You Can Avoid It

THE DIFFERENCE BETWEEN AN AGENT WHO THRIVES AND ONE WHO STRUGGLES ISN'T JUST HARD WORK—IT'S
STRATEGIC ACTION, CONSISTENT TRACKING, AND RELENTLESS ADJUSTMENT.

THE EMOTIONAL ROLLERCOASTER:

e Fear of Failure: Are you tired of the uncertainty? The constant worry about where the next deal will come
from?

e Overwhelm: Do you feel buried under a mountain of tasks, unsure where to focus your energy?

¢ Lack of Direction: Are you working hard but not seeing the results you desire?

THE SOLUTION: INTENTIONAL PLANNING

Do you have a clear transaction goal? (Yes/No)
Do you know your daily prospecting numbers? (Yes/No)
* Are you consistently measuring progress? (Yes/No)

If you're not tracking, you're guessing. And in this business, guessing isn't a strategy—it's a shortcut to frustration
and failure.




What This
Toolkit
Gives You:

¢ Proven Lead Generation Formulas: To set realistic
targets and generate consistent leads.

e Marketing & Branding Strategies: To stand outin a
crowded market and attract your ideal clients.

e Tracking Systems: To measure your progress and
identify areas for improvement.

¢ Accountability Hacks: To stay on track and achieve

your goals.

Pro Tip: Top agents don't just track their numbers—they have
someone keeping them accountable. A mentor, a team leader,
or a coach can ensure you stay consistent and push beyond
your comfort zone.
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Setting & Tracking Your

Sales Goals

HOW MANY TRANSACTIONS
DO YOU REALLY NEED?

Instead of setting a vague income
goal, use The Transaction Goal
Formula to find your exact numbers:

Transaction Goal Worksheet #1

e Your Income Goal: $
¢ Average Commission Per Transaction: $
e # of Transactions Needed:

(Income Goal + Average Commission) =

How Many Conversations Are Needed?

e # of Transactions Needed:

e Average Conversations Per Deal: 59

» Annual Conversations Target: (# of
Transactions x 59) =

Breakdown of Conversation Types:

e Cold Calls:

e Open House Leads:
e Referrals:

¢ Online inquiries:

How Many Per Month?

e Annual Conversations Target:
e Monthly Conversations:
(Annual Conversations + 11) =

How Many Per Day?

e Monthly Conversations:
* Daily Conversations Needed: (Monthly
Conversations + 20) =

BRANDIT

Reality Check: If you're not having the daily
conversations needed to hit your goal, you already
know why your pipeline is slow. Tracking reveals the
truth.

Pro Tip: Successful agents have accountability
partners checking in weekly to review whether they're
hitting their daily numbers.
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Marketing &
Branding
That
Converts

YOUR BRAND IS MORE
THAN JUST LISTINGS

The market is crowded—how do you
stand out? The answer: Your Unique
Value Proposition (UVP).

Pro Tip: If no one is reviewing your

marketing strategy with you, you'll keep
repeating what doesn't work.

Three Steps to a Powerful UVP:

1.Clarify Your Niche: Who do you serve best? (First-time
buyers, luxury clients, investors?)

2.Build an Authority Brand: Share expert advice, market
insights, and success stories.

3.Be Omnipresent: Use Instagram, Facebook, LinkedIn,
YouTube, and Google to ensure people see you

everywhere.

Marketing Tip: Track engagement! Use insights from social
media to measure what content works and double down on
what brings results.

L/
r
L2

2SS
[ —

CLTRER |




04

Converting Leads &
Pipeline Tracking

KNOW YOUR PIPELINE NUMBERS
(AND FIX THE LEAKS!)

Tracking your Listing & Buyer Pipeline is crucial to
identify where deals are slipping through the cracks.

ANNUAL DASHBOARD TRACKING (WORKSHEET #2)

e Transaction Goal for the Year:

¢ Listings Appointments Attended:
e Listings Won:

e LlistingsSold: _____
e Buyer Consultations:
e Buyer Signed:

e Buyer Sales Closed:

Example: If you booked 30 listing appointments but
only won 10 listings, your conversion rate is 33%.

Real Estate Sales Funnel

\\ \ //

Leads m— Lead Capture

Prospects — 1

Customers —3 i

Clients —_—> w Fix: Improve scripts,

strengthen follow-up, and
refine pricing strategies.

Suggested CRM Systems: Lofty, Followup Boss, CINC

Pro Tip: The best agents review their numbers weekly with
a coach or mentor to see where they're losing deals and
adjust FAST.
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Action Plan & Accountability
Strategies

30_ DAY ACTION PI.AN WEEK 3: REVIEW PIPELINE CONVERSION RATES &

ADJUST SALES APPROACH.

e Analyze your pipeline data to identify any
bottlenecks or areas for improvement.

e Practice your sales scripts and refine your
presentation skills.

» Seek feedback from experienced agents or
mentors on your sales techniques.

e Implement a system for consistent follow-up with
leads.

WEEK 4: IMPLEMENT A WEEKLY ACCOUNTABILITY
REVIEW & REFINE STRATEGY.

e Schedule regular check-ins with your
accountability partner or coach.

e Review your progress towards your goals and
identify any areas where you're falling short.

e Make adjustments to your action plan as needed.

WEEK 1: SET TRANSACTION GOALS & CALCULATE DAILY * Celebrate your successes and acknowledge your
PROSPECTING NUMBERS. progress.

e Start by clearly defining your annual income
goal.

e Research recent sales data to accurately
determine your average commission per
transaction.

¢ Break down your conversation goals into
manageable daily targets.

e Begin tracking your current lead generation
activities to establish a baseline.

WEEK 2: BUILD A MARKETING STRATEGY & TRACK
ENGAGEMENT

¢ Define your target audience and tailor your
marketing messages to their needs.

¢ Create a content calendar for your social media
platforms.

¢ Utilize social media analytics to monitor your
engagement rates.

e Focus on creating high-quality, valuable content
that resonates with your audience.




HOW TO STAY
ACCOUNTABLE

Success is in Your Hands (But
You Can't Do It Alone)

Daily Check-Ins: Track calls, appointments, and deals.
This provides clarity, identifies patterns, boosts
productivity, and reduces procrastination.

Weekly Reviews: Adjust based on results. Allows for
course correction, identifies bottlenecks, reinforces
good habits, and maintains momentum.

Monthly Planning: Refine based on performance. make
sure to review weekly data, set monthly goals, and
create a detailed action plan.

Hire a Coach or Join a Team: 80% of agents fail

because they have no one checking in on them. The

ones who grow have accountability.
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THE BRENDAN KING GROUP

The Brendan King
Group @ Real
BrokerLLC

The best agents work
with a team that tracks,
supports, and scales.

BOOK A FREE
STRATEGY CALL

CONTACT US:

702-625-6201
info@kingvegashomes.com
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