
Chapter 11    Commandment # 7: Be Accountable 
 
“When it comes to privacy and accountability, people always demand the former for 

themselves and the latter for everyone else.” - David Brin 

 
“A body of men holding themselves accountable to nobody ought not to be trusted by 

anybody.” - Thomas Paine 
 

“It is wrong and immoral to seek to escape the consequences of one’s acts.” - Mahatma Ghandi 

 

Ahhh, accountability… the four letter word of life and business.  As we always say, in real estate 
you are either getting results or making excuses.  There is no place to hide in real estate sales 
because the results always speak for themselves.  Real estate sales is the ultimate 
accountability business.  Those at the top have a number of things in common: desire, passion, 
great work ethic, productive daily habits, and they are accountable for their actions and to their 
results.   
 
The top producers are either holding themselves accountable or paying someone else to hold 
them accountable. 
 
I remember the instructor of my real estate school back in 1998 said something very profound… 
and I’ve used it ever since.  He said, “real estate is easy to get into, easy to get out of, and 
everything in between is optional.”  And it’s true isn’t it?  As a real estate agent, you are an 
independent contractor, which means you have no set schedule, nobody to answer to, but 
yourself.  There is no one around to hold you accountable.  This is why so many that obtain a 
real estate license fail in their attempt to sell real estate. 
 
The previous three Commandments are all built with accountability in mind.  We set Targets, 
Bullseyes, Now Goals, and Later Goals… and track them all in order to be accountable.  To be 
accountable to the actions that produced the desired results we’ve set for ourselves.  We are 
focusing on our Targets and Now Goals because they move the needle toward the measurable 
end result, which is our Later Goals. 
 
We keep score of everything in our business so that we know if we are winning.  If we hold 
ourselves accountable and stay laser focused on tracking, measuring, and tweaking our daily 
activities which are driven by our targets and now goals… we cannot lose.  We always win. 
 
You must resign yourself to the fact, right here and now, that being accountable to our daily 
activities, being accountable to our targets, being accountable to our Now Goals, being 
accountable to our Later Goals… will always result in the outcome you desire.  Always.  It’s easy 
to not be accountable.  We live in a society that gives us a free pass.  It’s ok to just be 
average.  It’s ok to be a participant, and not a winner.  That’s not why you’re here.  You didn’t 
invest in this program because you wanted to be average.  You didn’t invest in this system 
because you wanted a free pass.  You want to be a winner!  You want to live a successful life. 
 
You have the complete and total power and control over the outcome.  You have in your hands 
a proven and repeatable system, all you have to do is hold yourself accountable to it!  If you 
don’t hold yourself accountable to eating right most of the time, if you don’t hold yourself 
accountable to exercising… you become fat, you become unhealthy. 



 
If you don’t hold yourself accountable to living below your means, hold yourself accountable to 
staying within budget, hold yourself accountable to not overspending, to not saving… you will 
be broke.  It’s that simple.   
 
What I’ve found to work great for accountability with my real estate team… is public 
accountability.  The team sets their Later Goals.  We break down the Later Goals into Now 
Goals, we build the tracking sheets designed around the daily activities of the Now Goals, we 
put up a score board to track Now Goals and Later Goals… and we meet about them once a 
week to report on our results.  To report on our activities that drive the Now Goals.   
 
We go around the room, report on our activities… tweak if necessary, and commit to the Now 
Goals we will be accountable to next week.  Accountability has gone through the roof!  The 
scoreboard is on a whiteboard in the conference room where we hold our team 
meetings.  There is nowhere to hide!  Accountability is the glue that holds all of the 
commandments together!  Accountability is the secret sauce, that once applied to the routine of 
your business will guarantee results.  Not hope and pray results, not maybe results, Guaranteed 
Results! 
 
Whether you operate as a solo-agent or you’re the Rainmaker of a mega-team, accountability 
must be the X-Factor.  Regular, consistent, and unwavering accountability. 
 
Let’s walk through it again, as an example.  The three previous Commandments are: Target, 
Focus, and Keep Score. 
 
Inside of Commandment #4 - Target, you must determine your Goals… your Later Goals.  The 
Later Goal is: This to That by Then.  For instance, last year you made $75,000 and this year 
you want to make $100,000.  The $100,000 is the Later Goal.  This = $75,000… That = 
$100,000… Then = December 31st.  From This, to That, by Then. 
 
So the Later Goal is set.  Now you must determine the Now Goals.  The Now Goals are the 
activity goals that drive the result of the Later Goal.  You know that in this business you are 
either talking to people about buying or selling real estate or you are not. 
 
Your Now Goal needs to be a weekly goal set based on the activities that are predictive of 
reaching the Later Goal, and influenced by you, meaning you have direct control and influence 
over delivering the Now Goal.  The Now Goal is determined simply by breaking down the Later 
Goal.  Use the Income Freedom Formula found in Commandment #1 for details on exactly how 
to break down your real estate income goal. 
 
With a goal of $100,000 with an average commission of $3,000 per transaction, and with 100 
people in your database… we can deduce that you will need to talk to 55 people a week, about 
buying and selling real estate.  55 people you actually speak to.  The Now Goal is 55 “spoke 
to’s”. 
 
Inside of the Now Goal are the Targets.  The Targets are the daily activities or daily goals.  If 
the Now Goal is 55 “spoke to’s”, and you are committing to five prospecting days each week… 



then your daily Target is 11.  You now have the Later Goal $100,000, the Now Goal 55 spoke-
to’s, and the Target 11. 
 
You can build out your targets according to the rules: is it predictive of producing the Now Goal 
and driving the Later Goal?  Is it influenced directly by you? 
 
On our team, we just started using Commandments 4, 5, 6, & 7.  I always utilized them 
myself… but wasn’t smart enough to consistently apply them to the team.  And when I did, the 
Later Goal was out of whack with what they really cared about.  But now we have it dialed in to 
what they are really interested in… and that’s income!  We’ve built a daily tracking sheet to 
account for the Targets. 
 
On the daily tracking sheet is:  

 # of dials (phone calls made) 
 # of spoke-to’s 
 # of handwritten notes 
 # of people added to the database 
 # of buyer appointments 
 # of seller appointments 
 # of offers written/received 
 # of offers accepted 

 
In our weekly team meetings we focus primarily on the first four on the list.  Those four are 
predictive and influenceable directly by the agent.  We call them the Big 4.  The Big 4 drive the 
results of the last four. 
 
Quick reference: Targets are daily goals, Now Goals are weekly goals, and Later Goals are 
typically yearly goals. 
 
In Commandment 4, I mentioned Bullseyes.  I’ve thrown a lot at you and I don’t want to 
confuse you… if I already haven’t!  But Bullseyes, once defined are true game changers!  In 
simple terms a Bullseye is a proven Target.  You will only determine a Bullseye by applying the 
system, tracking the targets, and measuring the results.  As you track your daily activities, 
Targets, and Now Goals… on your way to the Later Goal… the data will direct you with 
feedback as to if you are on “target” or not. 
 
So, we’ve determined that you need to speak to 11 people a day, five days a week… to arrive 
at your Later Goal of $100,000 in income.  You go through the year, making calls, going on 
appointments, getting listings, producing closings… all the while tracking everything… and at 
the end of the year you finish with an income of $101,250. 
 
You have now established your Target (11 spoke-to’s a day) as a Bullseye (a proven target). 
 
Once your Bullseyes are in place within your business… it’s GAME OVER!!!  You’ve Won before 
you’ve started!  You now have all of the control and power to create the Real Estate Good Life!  
No more waiting and praying.  No more worrying.  No more wondering what to do.  Your daily 
activities are set.  You execute the daily activities… you control the outcome! 
 



The entire system is built with accountability as the foundation.  Most all agents lack any type 
of consistent accountability in their lives and in their businesses.  To ensure accountability in 
your business and in your routine, there are two strategies you should consider applying to 
what you’ve already learned.  The first is an accountability partner, someone in your life or your 
business that you can report to.  Whether it’s an agent in your office, or your spouse… finding 
someone that will hold you accountable to your Targets and Now Goals is like adding jet fuel to 
your gas tank!  If done consistently, it will prove to produce better results than just relying on 
yourself as your accountability partner.   
 
The second strategy is only for those that absolutely positively want to reach and exceed their 
goals with speed and efficiency.  It’s only for agents that are dead serious about building a true 
lifestyle business… with designs on living the good life.  The second strategy is to hire a 
coach.  Hire a coach to share your goals with, a coach that you will report directly to and will 
hold you accountable to your actions and ultimately your success.  All the greats have 
coaches.  Michael Jordan had a coach his whole career.  Tiger Woods has had many 
coaches.  Professional baseball players have a head coach, a hitting coach, a pitching coach, 
and several other coaches.  If you truly want to be the best that you can be… hire a coach. 
 
I’ve had many coaches in my career… and still have one to this day.  Paying an expert to hold 
you accountable and make you better, works… with 100% certainty.  Understand and embrace 
the importance of accountability in your life and your business.  Start immediately.  As the great 
Jim Rohn would say, “start as early as today, as late as tomorrow, and I’ll give you tonight to 
think about it!” 
 
Be accountable: Start Now!      
 
Ok, one last closing thought on accountability, success, and what it takes to get it.  Keep 
reading if you really want it.  Keep reading if you are willing to face some of the harsh realities 
of building the Ultimate Lifestyle and the difficult challenges and sacrifices required to get there.  
If you cannot stomach the thought of hard work… turn the page and skip this musing.  For 
those that understand that you have to be willing to live like most won’t for the next few 
years… in order to live like most others can’t for the rest of your life… keep reading - keep 
listening. 
 
What I’m about to say may offend some people (but not you), especially those of the “family 
comes first” ideology.  So be it.  It must be said.  To reach a high level of success and riches in 
this business you are going to make tremendous sacrifices over the next few years, you must 
employ accountability as your handler, you must submit yourself with total commitment. 
 
As you build this business, everything in your life must be arranged to facilitate your 
ambition.  You must have a commitment from your spouse, from your kids… and commitment 
that concedes understanding.  An understanding that you will be to work early, that you will be 
required to work late, with the vision of what is possible, you must practice delayed 
gratification.  Meaning, you reap what you sow… but only after you’ve sown and sown and 
sown! 
 
There is an ancient cliché’: the hen contributes to breakfast, but the pig is committed to it! 
 



You can earn a living selling real estate just by contributing, but you cannot reach the Good Life 
level without real commitment.  Your commitment and those around and closely tied to you… 
which is typically your family.  They must buy in, support, and accept it.  Forget about living “in 
balance” for the next few years.  You will be completely out of balance.  Your business Will get 
more attention than your spouse.  Your business Will get more attention than your kids.  The 
out of balance part is not politically correct is it?  They tell us we must live a balanced life.  Take 
a close look, “they” are typically living a mediocre life.  All you will have to do is live out of 
balance for the next couple of years.  Dedicate yourself to building a real estate business that 
will ultimately serve you, your family, and your lifestyle.  Once built, you then will be able to live 
out of balance for the rest of your life! 
 
If you look closely you will find that there isn’t a single person on or at the top of anything… 
that didn’t first live out of balance to get there.  Not a single one, at the top of their profession, 
sport, or marketplace… who lives a balanced life while in pursuit of the top of the mountain… in 
pursuit of the top of the pyramid.  Not one.  Ever.  No CEO, No Entrepreneur, No Professional 
Athlete, No Rainmaking Real Estate Agent.  No one.  If they claim they lived in balance while in 
pursuit… they’re lying! 
 
I’ve read 100’s of books over the past 15 years, studied about high level success and top 
achievers past and present… in business, real estate, sports, and entertainment…from John D 
Rockefeller to Andrew Carnegie, from Abraham Lincoln to Bill Clinton, from Michael Jordan to 
Wayne Gretzky, from Eminem to Lil Wayne… the message is clear, and constant… they all 
possessed extreme commitment, accountability, and sacrifice to achieve their greatness. 
 
The trade-offs for success are tough.  Few, and now fewer, are willing to make them, or even 
confront them.  The same applies directly to the real estate sales business - thus producing a 
widening gap between the top, middle, and bottom of the real estate mountain... of the real 
estate pyramid. 
 
Less agents are doing more business.  Where you choose to be is up to you.  Don’t come here 
looking for the easy button, or the magic pill.  I can’t help anyone who won’t be or isn’t honest 
with themselves.  Don’t tell me how bad you want it, unless your actions are willing to back it 
up!  Live out of balance now, for the next few years… so you can afford to live out of balance 
for the rest of your life.  You will be able, accomplished, deserving to live the Good Life. 
 

 
 


