
Chapter 8    Commandment #4: Target 
 

In Commandment 4 you will set your Targets.  Targets are simply the daily activities that drive 
the accomplishment of your goals.  We will begin to get into some of the terminology that I use 
with my team and myself that may be a little confusing at first… but after a couple of re-reads 
you’ll understand it completely.  In fact, let me throw some of the terms and definitions at you 
now to start things off. 
 
In Commandment #1 we discussed goals.  Everybody knows the definition of goals.  And that’s 
usually where it stops.  As I’ve set goals over the years and encouraged others to do the 
same… I came to some thought provoking conclusions.  One is that you cannot just set goals 
and expect to consistently accomplish them without aligning your actions and your daily 
activities to drive the outcome of the goal. 
 
If you set a goal to make $100,000 this year… you must also set goals on a daily, weekly, 
monthly, and quarterly level that drive the outcome of the $100,000 goal.  Otherwise, you go 
about your business and come mid-November you are only at $65,000… you can only shrug 
your shoulders and say… “well, maybe next year.”  When you set activity goals designed to 
predict the outcome of the yearly goal, track them, and measure them… then you can arrive at 
your yearly goal with near certainty. 
 
Thus, I renamed the traditional goal as the Later Goal, because you set it now to be 
accomplished later.  I’ve created a new category of goals called Now Goals.  For myself and my 
team Now Goals are weekly goals that are set to track, measure, and drive the result of the 
Later Goal.  For instance, when I was still making calls, meeting with clients, and listing 
houses… I would breakdown my yearly goals all the way down to daily activities. 
 
If my yearly goal was $500,000 and my average per transaction commission was $5,000… I 
knew I had to sell 100 homes to reach my income goal.  If I also knew that my database would 
produce 50 transactions per year, if I communicated properly with it… that left me with 50 
transactions to be produced by marketing and prospecting.  The marketing drove the lead 
generation which provided me with leads to call and follow up with.  Through my years of 
tracking everything, I have determined a proven formula for predicting the correlation between 
activities and results. 
 
I call the formula the Income Freedom Formula.  It’s a simple formula.  You take the 
number of people in your database and multiply it by 10%.  The formula states that with proper 
communication your database will produce a 10% transaction return.  Simply put, 500 people in 
your database times 10 percent, equals 50 transactions per year. 
 
For our example above, of 100 transactions, 50 of which are coming from the database… that 
leaves 50 more.  You then take the 50 and multiply it by .49 which equals 24.5.  We then round 
up to 25.  The 25 then represents the number of people you must talk to on a daily basis based 
on a 5 day work week.  As we both know, you are either talking to people about buying and 
selling real estate or you are not! 
 
That formula gives me a great Now Goal.  The Now Goal from this example is 125.  To reach 
100 transactions, the Later Goal, I must talk with 125 people a week, the Now Goal.  Within the 



Now Goal is the Target.  The Target is the daily goal.  The Target in this example is 25.  All I 
have to do is concentrate on talking with 25 people a day, coupled with proper communication 
of my database, and I will reach my Later Goal of 100 homes sold!  It’s that simple.  It’s that 
powerful. 
 
One of the many weaknesses of the average and struggling agent is that they have no 
plan.  They simply do not know what to be doing on a daily basis in order to thrive in this 
business.  So if you are not already confused enough, let me throw one more term at you.  And 
that is the Bullseye.  The Bullseye, simply put, is a proven Target. 
 
If we take the numbers used above in the example and execute on accomplishing them for an 
entire year... and hit our goal… then we have turned the Targets into the Bullseyes. 
 
Quick recap: 
 

 Later Goal: a traditional goal set to be accomplished at a later date.  As we discussed in 
Commandment #1, the goal must be written, time sensitive, specific, and measurable. 

 Now Goal: a weekly goal that is predictive of the Later Goal and influenceable directly by 
you. 

 Target: a target is a daily breakdown of the Now Goal. 
 Bullseye: is a proven Target. 

 
I know these terms are new to you and it may sound a little confusing at first but as you read 
and listen to this over and over again… you will get it.  And as you do it… you will prove the 
effectiveness.   
 
Another conclusion is that I can set all of the company goals I want… like being the #1 team in 
all of Northwest Indiana, or selling 250 homes, etc… it doesn’t at all mean that my team is 
going to buy into these goals.  They may nod their heads and smile, but until I set goals that 
include what’s in it for them… they really don’t buy in.   
 
Finally after all of these years of having a team… I realized this!  We are now seeing incredible 
results within our team which, as a by-product of producing “what’s in it for me” goals for the 
team, we are driving company goals… that’s in it for me! 
 
All I did was apply the same formula and goal setting routines I used for myself for years to the 
individuals on my team.  It was a simple activity that started by meeting with each agent on my 
team and asking them their income goal.  This part was nothing new… I always had them set 
individual income goals but I wasn’t smart enough until now, to then break down those income 
goals into daily activities for each agent.  Now, they each have their income goal (Later Goal), 
and their weekly goals (Now Goal), and the daily activities (Targets) that are predictive and 
influenceable by the Later Goal.  Once the Targets are proven to drive the Later Goal… they will 
have their Bullseyes!  It’s all very exciting for them and for me! 
 
These thoughts and ideas are what give me the confidence to make the claim that I can take 
anyone off the streets and get them to $100,000 or more in income in three years or less, 
guaranteed.  All they need to possess are the 3 attributes we discussed earlier in the book. 
 



1. Reasonable intelligence 
2. Connectability 
3. Desire 

 
Well, how can that be?  You ask.  It’s really quite simple.  Because I do, and I have tracked 
everything, I know exactly what it takes for anyone that possesses the above mentioned 
attributes to be successful in this business.  I know how many leads it takes, exactly how to 
produce those leads, how many calls, how many spoke to’s, how many hand-written notes, how 
many “add’s” to database, how to properly communicate to the database (explained in detail in 
the “10 Commandments of Real Estate Lead Generation”), which times of day to be 
calling, how many hours a week to spend calling…how many internet buyer leads I can produce 
per dollar invested, how many homes expire each month in my market place, how many 
postcards and sales letters must be mailed to these expired listings in order to produce a call 
into the office, how many call in’s it takes to produce an appointment, how many appointments 
it takes to produce a listing…I know precisely what percentage of my listings sell, and what 
percentage of list price to sales price we average, I know our average commission per sale, 
average processing fee collected per closing… I know it all! 
 
That’s how I can guarantee that I can take anyone off the street and help them build a six 
figure annual career!  All they have to do is follow the system… the step-by-step blueprint to 
real estate sales success!  The same now goes for you!  You hold in your hands the entire 
system… all you have to do is apply it, apply it to your life and your business. 
 
My objective for you is simple: 
 

 Dramatically increase net profitability 
 While simultaneously decreasing the number of hours worked per week 

 
In a nutshell, Work Less - Make More! 
 
If you’ve filled out the Business Assessment Questionnaire (which you absolutely should do), 
then you have filled in the blanks in this statement:  “I will make _____ dollars per year, 
working only ____ hours per week, while enjoying ____ weeks of vacation each year with my 
family!” 
 
This is the exact statement that lead me to this exact moment. 
 
Within the statement we must take your goals: income, hours worked, and weeks of vacation… 
and turn them into precise Targets that we can accomplish every day.  If you’ve read and 
listened to this carefully, and it has truly set in…. you are now smiling from ear to ear… 
because, you now have the power to improve anything in your life, in any area of your life! 
 
You are now the most powerful person alive!  Set your Goals, establish your Targets, and 
determine your Bullseyes!   “Do what you can.  Do the best you can!” - Jim Rohn  
 

 


