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Must-See Video #1

How Todd Walters Went from Bankrupt and Homeless
to Multi-Billion-Dollar Broker Owner
And What That Means for 
Your Business’ Sellability & Profitability.

ASSESMENT
The Built To Sell

Comparing Your Present Business to the
Your Home Sold Guaranteed Realty
Built-to-Sell Model
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Must-See Video #2

The Double Exit Strategy: How to Get Up
to 4X Gross Earnings For Your Business 
While Simultaneously Continuing to Earn
100% of the Income Like You Do Now. 

Three Steps to an Out of this World Built to Sell Webinar Experience
Watch Video #1 From Bankrupt to Billion Dollar Biz! 
Watch Video #2 Double Exit Strategy.
Take Built to Sell Assessment 

Show up to the Built to Sell Strategy Webinar with an Open Mind!

SCAN
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https://hs.yhsgr.com/double-exit-strategy
https://hs.yhsgr.com/double-exit-strategy
https://hs.yhsgr.com/double-exit-strategy
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BELIEF LEVEL OF THREATS TO YOUR BUSINESS GROWTH 

On a scale of7 to 70 rate your belief level of the listed threat. 
7 = no threat. 70 = extreme threat. 

• It's Getting More and More Costly to Generate Sellers/Listings.

1 2 3 4 5 6 7 8 9 

• Prospects are going to Google when they see your and your competitors
marketing over following the call to action on the marketing piece.

1 2 3 4 5 6 7 8 9

10 

10 

• The overall talent pool/skill level of agents is diminished. It's becoming more
difficult for You to find great talent for Your Team.

1 2 3 4 5 6 7 8 9 10

• Zillow, Redfin, Realtor.com (and others) are using your listings to build their
Billion Dollar Companies.
1 2 3 4 5 6 7 

• I-Buyers are Gaining More and More Market Share.

1 2 3 4 5 6

• Real Estate Commissions Continue to Decline.

1 2 3 4 5 6

7 

7 

8 

8 

8 

• MLS's/Boards are Forcing You to Operate Like Everyone Else.

1 2 3 4 5 6 7 

• More and More homes are being sold outside of the MLS.

1 2 3 4 5 6 7

8

8 

9 10 

9 10 

9 10 

9 10 

9 10 

• According to a survey conducted by Clever, a real estate consumer resources
and data firm, people are willing to take on average $45,400 less for their
homes to avoid the current home sale model, especially if they get to choose a
closing date, and that 65 percent of homeowners would consider selling their
homes to an iBuyer.

1 2 3 4 5 6 7 8 9 10







YOUR VISION 
Having a Sellable Business Asset 

Does Not Happen by Accident 
What you think about and how you think, shapes your routine. Your 

routine determines your resu Its! 

,,,11@1 As you look out 10 years from today, what kind of vision do you have for your 
business? Fill out the boxes below to frame that vision. 

Rank your BELIEF 
level that you are 
prepared to 

VISION 
REVENUE 

ONE YEAR --•• PLANNED GOALS 

Enter Your 
Business Results 

REVENUE 

3 YEARS --•• PLANNED GOALS 

Enter Your 
Business Results 

REVENUE 

5 YEARS --•• PLANNED GOALS 

Enter Your 
Business Results 

REVENUE 

2 
exceed these goals: 

OWNER'S DISCRETIONARY 
EARNINGS 

# of EMPLOYEES 

# of EMPLOYEES 

# of EMPLOYEES 

3 

NOT CONFIDENT SOMEWHAT CONFIDENT 

NET WORTH 

ittvNER'S EARNINGS 

PROFIT MA!fij iWvNER'S EARNINGS 

PROFITMA!fij iWvNER'S EARNINGS 

4 5 

VERY CONFIDENT 

7 

PROFIT MARGIN
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THE 3 LIDS ASSESSMENTS 
Rate your confidence in your abilities in each of the lid categories below by circling a number 1 to 10 (1 - not 
confident, 
5- neutral, 1 O - extremely confident):

BELIEF LID Low 

My confidence to grow my revenue and profitability 1 2 3 4 5 6 7 8 

My confidence to stop erosion of profitability 1 2 3 4 5 6 7 8 

My confidence to invest in my business despite decreasing revenues 1 2 3 4 5 6 7 8 

My confidence to expand to multiple locations in this economy 1 2 3 4 5 6 7 8 

My confidence to grow my net income by more than 100% 1 2 3 4 5 6 7 8 

MY com,aence IO capwre me maximum mar•ec snare in my area I L " 4 ) 0 I " 
TOTAL BELIEF LID SCORE: 

OPERATIONAL EFFECTIVENESS LID Low 

My confidence to identify top performers in my business 1 2 3 4 5 6 7 8 

My confidence to duplicate top performers in my business 1 2 3 4 5 6 7 8 

My confidence to identify the gaps in my business's performance 1 2 3 4 5 6 7 8 

My confidence to incentivize my team to contribute to the business 1 2 3 4 5 6 7 8 

My confidence to align my team with the goals of the business 1 2 3 4 5 6 7 8 

IYIY com1□ence 10 grow revenue oy more man I uu'rO I L " 4 ) 0 I " 

TOTAL OPERATIONAL EFFECTIVENESS LID SCORE: 

LEADERSHIP LID Low 

My confidence to influence my team to affect the growth of my business 1 2 3 4 5 6 7 8 

My confidence to inspire my team to help build the business 1 2 3 4 5 6 7 8 

My confidence to lead my team to ensure we're all on the same page 1 2 3 4 5 6 7 8 

My confidence to invest in my people if I have decreasing revenue 1 2 3 4 5 6 7 8 

My confidence to be out of the business and still grow my net income 1 2 3 4 5 6 7 8 

TOTAL BELIEF SCORE: 

High 

9 10 

9 10 

9 10 

9 10 

9 10 

" IU 

High 

9 10 

9 10 

9 10 

9 10 

9 10 

" IU 

High 

9 10 

9 10 

9 10 

9 10 

9 10 

TOTAL LID SCORE: -
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OPERATIONAL 
EFFECTIVENESS 

THE MAGNITUDE OF IMPACT SCALE 

Poor - A poor business has minimal to no process documentation, lacks 
measurement of key performance indicators, does not have alignment between 
its goals and the staff goals, has limited accountability to best- practice team 
performance benchmarking, and is unaware of its market opportunity. 

Average - An average business has some process documentation, measures a 
few key performance indicators, has minimal to no alignment between its goals 
and the staff goals, has limited accountability to best-practice team 
performance benchmarking, and is slightly aware of its market opportunity. 

Good - A good business has limited process documentation, measures basic key 
performance indicators, has some alignment between its goals and the staff 
goals, has some accountability to best-practice team performance 
benchmarking, is aware of basic market opportunity, and infrequently 
strategizes to capture it. Great - A great business has significant process 
documentation, measures key performance indicators based on flow, 
conversion, and retention, has good alignment between its goals and the staff 
goals; holds the team accountable to best-practice team performance 
benchmarking, has a good understanding of its market opportunity and 
sometimes strategizes to capture it. 

Excellent - An excellent business has most processes documented, has proven 
that its processes are duplicable, measures most key performance indicators 
based on flow, conversion, and retention, is able to incrementally shift the levers 
to lift business profitability, has great alignment between its goals and the staff 
goals, and meets those goals, has proven best-practice duplication for team 
performance; falls into the top 20% to 25% of peer-to-peer benchmarks; has a 
great understanding of its market opportunity and actively strategizes to 
capture it. 

Remarkable - Your Home Sold Guaranteed Realty - a remarkable business has 
all processes documented; has proven that its processes are duplicable for every 
role; measures all key performance indicators based on flow, conversion, and 
retention shifts the levers to lift business profitability on a frequent basis; has 
complete alignment between its goals and the staff goals, and exceeds those 
goals every month, has proven best-practice duplication for team performance, 
falls into the top 5% to 70% of peer-to-peer benchmarks, holding its team 
accountable to sustainability of performance, has a dynamic understanding of 
its market opportunity and executes strategy to capture it. 

Cut Through the Crap and Build a Se/fable Business Asset 







OPERATIONAL 
EFFECTIVENESS 

PEER-TO-PEER BENCHMARKING 

□ 
We do not utilize peer­
to-peer benchmarking 
in our industry for team 

performance improvement. 

We sometimes utilize peer-to-peer 
benchmarking in our industry for 
team performance improvement, 

focus on setting. 

FINANCIAL ALIGHMENT BASED ON IMPACT 

□ 
I do not have a clear 

understanding of the 
finances of my business, 

align the goals of my 
business with the goals 

of the team, or have 
a performance-based 

incentive plan for my team. 

MARKET OPPORTUNITY 

I do not understand the 
market opportunity for my 
business in my area, and 
I do not have a strategy 

for determining that 
opportunity. 

I have a basic understanding of 
the finances of my business. I 

somewhat understand how to 
align the goals of my business 

with the goals of my team. I have 
performance-based incentive plans 

for some members of my team 
that sometimes pays out. 

I somewhat understand the market 
opportunity for my business in 
my area. I have a basic strategy 
for capturing the opportunity. 

I sometimes execute on that 
strategy, and sometimes my 

team participates. 

We always utilize peer-to-peer 
benchmarking in our industry for 
team performance improvement, 

we focus on setting goals to 
remain in the top 10%-15% in 

every role in the business, and we 
meet those goals every month. 

I have a complete understanding 
of every aspect of the finances of 

my business. I always align 
the goals of my business with the 
goals of my team, and we always 
review these during our one-on-

one meetings. I have performance­
based incentive plans for all 
members of my team that 

frequently pays out. 

I have a full and complete 
understanding of the market 

opportunity for my business in 
my area. I have a comprehensive 

strategy for capturing the 
opportunity. I review monthly 

and always execute on the 
strategy to capture the potential 
in my market. My team has full 

transparency into this 
opportunity and participates in 
the execution of the strategy. 

13 
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OPERATIONAL EFFECTIVENESS 

ADD UP EACH OF YOUR RANKINGS AND ENTER THAT TOTAL 
Based on your score, find your profile definition below. 
I I Magnitute of Impact Score

Score Profile Definition 

7-7 Poor 
A poor business has minimal to no process documentation, lacks measurement of key performance 
indicators, does not have alignment between its goals and the staff goals, has limited accountability to 
best-practice team performance benchmarking, and is unaware of its market opportunity. 

An average business has some process documentation, measures a few key performance indicators, has 
8-74 Average minimal to no alignment between its goals and the staff goals, has limited accountability to best-practic 

team performance benchmarking, and is slightly aware of its market opportunity. 

A good business has limited process documentation, measures basic key performance indicators, has 
75-27 Good some alignment between its goals and the staff goals, has some accountability to best-practice team 

performance benchmarking, is aware of basic market opportunity, and infrequently strategizes to 
capture it. 

A great business has significant process documentation, measures key performance indicators based 
22-28 Great on flow, conversion, and retention, has good alignment between its goals and the staff goals; holds the 

team accountable to best-practice team performance benchmarking, has a good understanding of its 
market opportunity and sometimes strategizes to capture it. 

An excellent business has most processes documented, has proven that its processes are duplicable, 

29-34
measures most key performance indicators based on flow, conversion, and retention, is able to 

Excellent incrementally shift the levers to lift business profitability, has great alignment between its goals and the 
staff goals, and meets those goals, has proven best-practice duplication for team performance; falls into 
the top 20% to 25% of peer-to-peer benchmarks; has a great understanding of its market opportunity 
and actively strategizes to capture it. 

A remarkable business has all processes documented; has proven that its processes are duplicable for 
every role; measures all key performance indicators based on flow, conversion, and retention shifts the 

35 Remarkable levers to lift business profitability on a frequent basis; has complete alignment between its goals and 
the staff goals, and exceeds those goals every month, has proven best-practice duplication for team 
performance, falls into the top 5% to 10% of peer-to-peer benchmarks, holding its team accountable 
to sustainability of performance, has a dynamic understanding of its market opportunity and executes 
strategy to capture it. 

ACTIVITY: INCREASING MY MAGNITUDE OF IMPACT 

e 
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YOUR 3 POINTS OF REFLECTION 

For this activity, you'll identify which of the 3 points of reflection you currently utilize and 
then rate your confidence level in each point. 

STEP 1: Select the Reflection Point that you currently utilize in your business by checking 
the box. 

STEP 2: Rate your level of confidence around the understanding of each Reflection Point 
by entering a number from 1 to 5 in each box (1 =not confident, 5= extremely confident) 

CURRENTLY 
UTILIZE 

■ 
■ 
■ 
■ 
■ 
■ 

CONFIDENCE 
LEVEL 

■ 
■ 
■ 
■ 
■ 
■ 

Reflection Point 1 A Predicting future decline, stagnation, or growth based on historical 
performance. 

Reflection Point 1 B: Predicting future growth based upon maximizing 
the current business's highest performance standards. 
Reflection 2A The business's performance benchmarked against 
top 20% of peer businesses. 

Reflection 2B: The individuals' performances benchmarked against the top 20% of peers. 

Reflection 3A Maximizing the business's market share dominance. 

Reflection 3B: Duplicating market share dominance in new markets. 

Today=? 
Future = Sellable Business Asset  



3 POINTS OF INTEGRATION 
CULTURAL 
Mediocre to Remarkable: 
• R3: Right People. Right Place. Right Expectations.
• Generational Dynamics
• Leadership Development

OPERATIONAL 
Lowest to Highest Impact: 
• Highest Valued Contribution 
• Accountability/Standards 
• Duplication of Best Practices

FINANCIAL 
Break-even to Profitability: 
• Financial Requirements
• Contribution Compensation
• Leverage Points

What's your confidence level that your team ranks 
HIGH on Cultural Integration with your business? • • 
1 

(Not Confident) 
• • 

5 
• 
10 

(Extremely 
Confident) 

What's your confidence level that your team ranks 
HIGH on Operational Integration with your business? • • 

1 
(Not Confident) 

• • 
5 

• 
10 

(Extremely 
Confident) 

What's your confidence level that your team ranks 
HIGH on Financial Integration with your business? • • 
1 

(Not Confident) 
• • 

5 
• 
10 

(Extremely 
Confident) 

Cut Through the Crap and Build a Se/fable Business Asset 
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SCALE VS SCALING 
Understanding the nuances between Scale and Scaling is essential as you prepare for expansion 
planning. 

(I 
Scale: Maximizing existing platform, systems, and processes within the company's infrastructure. The
company is growing - 20% of your time is dedicated to the business, while 80% of your time is spent managing 
and developing your internal processes and teams 

Scaling: Innovating existing platforms, systems, and processes to maximize new growth opportunities. The 
company is driving consistent growth and increasing its margin over time - 80% of your time is dedicated to 
replicating the optimal business model, while 20% of your time is spent managing it. 

BUSINESS CATEGORIES 
Additionally, identifying which Business Category you currently reside within and where you'd like to target 
will help you understand the complexities for which you will need to prepare. 

Select which category you currently operate within: 
BUILDOPTIMIZE 

Select which category you aspire to be operating within over the next 12 months: 

BUILD OPTIMIZE 

EXPAND 

EXPAND 

0 
TRANSFORM 

Dominating multiple 
markets to build a 
network enterprise 

TRANSFORM 

TRANSFORM 

19 

BUILD



Ready to Have Your Very Own Sellable Business 
Asset, lOX Your Success and Live the Life 

You Were Born to Live? 

Cut Through the Crap and Build a Sellable 
Business Asset! 

Todd Walters
Rectangle
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Must-See Video #1

How Todd Walters Went from Bankrupt and Homeless
to Multi-Billion-Dollar Broker Owner
And What That Means for 
Your Business’ Sellability & Profitability.
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The Built To Sell
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Must-See Video #2

The Double Exit Strategy: How to Get Up
to 4X Gross Earnings For Your Business 
While Simultaneously Continuing to Earn
100% of the Income Like You Do Now. 

Three Steps to an Out of this World Built to Sell Webinar Experience
Watch Video #1 From Bankrupt to Billion Dollar Biz! 
Watch Video #2 Double Exit Strategy.
Take Built to Sell Assessment 

Show up to the Built to Sell Strategy Webinar with an Open Mind!
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https://hs.yhsgr.com/double-exit-strategy
https://hs.yhsgr.com/double-exit-strategy

	Untitled

	1: 
	2: 
	3: 
	4: 
	5: 
	undefined_2: 
	undefined_3: 
	undefined_4: 
	undefined_5: 
	sx: 
	undefined_6: 
	compared to a Your Home Sold Guaranteed Realty Company: 
	PLANNED GOALS: 
	PLANNED GOALS_2: 
	PLANNED GOALS_3: 
	Text1: 
	Text2: 
	Text3: 
	Text4: 
	Text5: 
	Text6: 
	Text7: 
	Text8: 
	Text9: 
	Text10: 
	Text11: 
	Text12: 
	Text13: 
	Text14: 
	Text15: 
	Text16: 
	Text17: 
	Text18: 
	Text19: 
	Text20: 
	Text21: 
	Text22: 
	Text23: 
	Text24: 
	Text25: 
	Text26: 
	Text27: 
	Text28: 
	Text29: 
	Text30: 
	Text31: 
	Text32: 
	Text33: 
	Text34: 
	Text35: 
	Text36: 
	Text37: 
	Text38: 
	Text39: 
	Text40: 
	Text41: 
	Text42: 
	Text43: 
	Text44: 
	Text45: 
	Text46: 
	Text47: 
	Text48: 
	Text49: 
	Text50: 
	Text51: 
	Text52: 
	Text53: 
	Text54: 
	Text55: 
	Text56: 
	Text57: 
	Text58: 
	Text59: 
	Text60: 
	Text61: 
	Text62: 
	Text63: 
	Text64: 
	Text65: 
	Text66: 
	Text67: 
	Check Box68: Off
	Check Box69: Off
	Check Box70: Off
	Check Box71: Off
	Check Box72: Off
	Check Box73: Off
	Check Box74: Off
	Check Box75: Off
	Check Box76: Off
	Check Box77: Off
	Check Box78: Off
	Check Box79: Off
	Check Box80: Off
	Check Box81: Off
	Check Box82: Off
	Check Box83: Off
	Check Box84: Off
	Check Box85: Off
	Check Box86: Off
	Check Box87: Off
	Check Box88: Off
	Check Box89: Off
	Check Box90: Off
	Check Box91: Off
	Check Box92: Off
	Check Box93: Off
	Check Box94: Off
	Check Box95: Off
	Check Box96: Off
	Check Box97: Off
	Check Box98: Off
	Check Box99: Off
	Check Box100: Off
	Check Box101: Off
	Check Box102: Off
	Text103: 
	Text104: 
	Text105: 
	Text106: 
	Text107: 
	Text108: 
	Text109: 
	Text110: 
	Text111: 
	Text112: 
	Check Box113: Off
	Check Box114: Off
	Check Box115: Off
	Check Box116: Off
	Check Box117: Off
	Check Box118: Off
	Check Box119: Off
	Check Box120: Off


