WORKSHEET 14 — 100 Person Sphere of Influence List Builder
Real Estate Career Choice www.RealEstateCareerChoice.com

Instructions: This worksheet has one purpose — to help you build a list of 100 people who already know you. This is not a list of strangers you plan to cold call. This is a list of real people in your life who would recognize your name and take your call. Research consistently shows that the vast majority of real estate business comes from people an agent already knows or from referrals those people send. Your sphere of influence is not just your starting point — for most successful agents it remains their primary source of business throughout their entire career. Do not skip this worksheet. Do not rush through it. Take your time and think carefully about every person you know.

TIPS FOR BUILDING YOUR LIST
Before you start writing names, here are some places to look that most people forget to check.
Go through your cell phone contacts right now and write down every name you recognize.
Log into your Facebook account and scroll through your friends list.
Log into your LinkedIn account and scroll through your connections.
Think about every job you have ever had and every coworker you remember.
Think about every neighborhood you have ever lived in and every neighbor you remember.
Think about every school you attended and every classmate or teacher you remember.
Think about every church, civic group, club, or organization you have ever belonged to.
Think about every service provider you use regularly — your doctor, dentist, accountant, attorney, insurance agent, barber or hairdresser, mechanic, plumber, and so on.
Think about the parents of your children's friends.
Think about people you went to school with that you are connected to on social media even if you have not spoken in years.
Think about former neighbors from places you used to live.
Think about former clients or customers from previous careers.

YOUR 100 PERSON LIST
Write the full name of each person and their best contact information. Do not worry about whether they are thinking about real estate right now. Just write the name. You can sort and prioritize later.
	#
	Full Name
	Phone Number
	Email Address
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BONUS CONTACTS — KEEP GOING BEYOND 100
Most people who take this exercise seriously find they have well more than 100 names once they really think about it. Use this space for anyone beyond your first 100.
	#
	Full Name
	Phone Number
	Email Address
	How You Know Them
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PRIORITIZING YOUR LIST
Now that you have built your list go back through it and identify your top 25 — the people who know you best, like you most, and are most likely to either use your services or refer someone to you. Write their names below.
These 25 people are your inner circle. They get personal outreach — a phone call or handwritten note — when you launch your real estate career. Not a mass email. Not a social media post. A personal one on one contact that lets them know you are in the business and that you would be grateful for their support.
MY TOP 25 INNER CIRCLE
1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 
9. 
10. 
11. 
12. 
13. 
14. 
15. 
16. 
17. 
18. 
19. 
20. 
21. 
22. 
23. 
24. 
25. 

IDENTIFYING YOUR LIKELY REFERRAL SOURCES
Go back through your full list and put a star next to the names of people who are well connected in your community — people who know a lot of other people and who others turn to for recommendations. These people are potential referral multipliers. One relationship with a well connected person can generate multiple transactions over time.
How many potential referral multipliers did you identify? _______
List your top five referral multipliers here:
1. 
2. 
3. 
4. 
5. 
What is your plan for deepening your relationship with each of these five people?




YOUR SPHERE ANNOUNCEMENT PLAN
When you get your license, you need to let your sphere know you are in the business. This is not a sales pitch. It is a genuine personal announcement to people who care about you. Here is how to approach it.
For your top 25 inner circle: Personal phone call or handwritten note. Something like — I wanted you to be one of the first to know that I just got my real estate license. I am really excited about this new chapter and I would be so grateful for your support. If you ever hear of anyone thinking about buying or selling I would love the opportunity to help them.
For the rest of your sphere: A personal email or social media post letting them know you are in the business and that you are available to help anyone they know.
My planned date to begin my sphere announcement: _______________________________________________
How many people do I plan to contact personally by phone or note? _______
My planned date to complete all personal outreach: _______________________________________________

TRACKING YOUR SPHERE ANNOUNCEMENT RESULTS
Use this table to track who you have contacted and what came of the conversation.
	Name
	Date Contacted
	Method
	Their Response
	Follow Up Needed

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	



REFLECTION QUESTIONS
How many names were you able to put on your list?

Were you surprised by how many people you know?


Which category of people produced the most names for your list?

Which category surprised you with how many names came up?

Who on your list are you most excited to call when you get your license and why?


Is there anyone on your list you have lost touch with that you should reconnect with now — before you even have your license?


What is the single most important thing you learned from building this list?
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