
My Progress toward a new phase 
 



30 Years in Real Estate! WooHoo! 

“If you want a happy ending, that depends of course on where you stop your story.” Orson Welles 

       In Act 3 of our lives, we may begin to realize that life is finite. We pursue different goals-
emotional satisfaction, an appreciation for life, a sense of meaning.  

 
 
 



The Change Journal 
”The secret of change is to focus all of your energy not on fighting the old, but on 
building the new.” Socrates 
 
“Change is hard at first, messy in the middle, and gorgeous at the end.” Robin Sharma 
 
“All great changes are preceded by chaos.” unknown 
 
We must be willing to get rid of the life we’ve planned, so as to have the life that is 
waiting for us. ~  Joseph Campbell 
 
 
 





Questions and Queries 

IS THERE ANOTHER PATH FOR ME THAT WOULD BRING ME CLARITY, FOCUS, EASE AND GRACE?  

COULD I LIVE ON LESS INCOME?  

WHAT WOULD I BUILD IN MY COGNITIVE REAL ESTATE THAT WOULD NO LONGER HAVE THE ”CRISIS HOTEL.” 

CAN I LET GO OF BEING NEEDED? 

WHAT WOULD MY TIMELINE BE? 

DO I WANT TO BE DOING THIS 3 YEARS FROM NOW? 

WHAT WOULD I PREFER TO BE DOING? 

 

 I started by journaling some of my questions going forward over a year ago. 



I have always wanted to… 

DO ART 

LIVE IN NM 

WRITE A BOOK 

CREATE NEW THINGS 

BE CLOSER TO GOD 

TEACH AND COACH 

UPLIFT AND LIFT BURDENS 

RIDE A HORSE FAST 

PRINT MY OWN FABRIC 

BE A BETTER FRIEND 

SEE A FLYING SQUIRREL 

GO TO IRELAND 

HAVE LESS CLUTTER 

I made a list of the things I have always wanted to do 



INMAN SPECIAL 
REPORT 

How real estate agents can live happily ever after in retirement 

 



Key Takeaways from Inman Special Report 

Selling your real estate business is still seen as an inexact science, 
especially in the changing industry, and many agents are looking for 
answers. 
 
When asked what they will do with their client database, 31.25 
percent of respondents did not have a plan. 
 
Of those who plan to sell their database or their brokerage, more 
than 45 percent did not have a partner or buyer in mind. 
 
 



Key Takeaways from Inman Special Report 

Almost half of respondents in the Special Report survey said they were 
getting no help from their brokerages on transitioning out of the 
industry to retire. 
 
If you are going to sell your book of business to another agent, you 
should have five years of accounts, referrals and profit history -- ideally 
on the ascent. 
 
Agent businesses built on internet leads are perceived as far less 
valuable than those with smaller, loyal databases with a history of 
referrals and transactions over the years. 
 



Key Takeaways from Inman Special Report 

RISKS: 

◦ Waiting too long to “hang up the spurs” 

◦ Ego getting in the way 

◦ Franchises saturating the market 

◦ A lack of diverse revenue streams 

◦ A lack of systems in place to ensure a smooth transition 

◦ Having your reputation damaged after sale 



 
 
Confusion reigns on retirement planning 
 

◦ What is clear from this survey is that there is a substantial lack of planning from agents on 
how they will exit the business profitably, which is concerning when 
30 percent of agents are in the 60-plus age bracket, according to the National 
Association of Realtors. 

◦ When asked if they had a plan for what they would do with their client base at 
retirement, 34.82 percent said they would be keeping it active and sell referrals while 
31.25 percent did not have a plan for their client database at all. Another 11.83 
percent thought they would be able to sell their business whole. 

◦ The reasons agents and brokers are exiting is why most people choose to retire — to 
spend more time with the grandchildren and to take time to travel. 



Models of Change- The value of your 
business 

 What is your business worth? 

According to Virginia-based executive coach and trainer Chuck Boles, president of The Chuck & 
Buddy College of Business Knowledge, a successful agent is often evaluated by others on the 
number of sales volume they settle — and that is not what business buyers are looking for. 

“That’s not bankable; the only thing that is bankable is cash flow and profit history.” 

He urges agents to create a database in their real estate practice that allows them to do an 
annual valuation — a rolling five-year historical average of their business growth patterns and 
values in key areas of their practice. 

 
◦   A+ client is worh $,1000 ( bought twice, referred twice 
◦  A client is worth $750 ( one transaction, one referral) 



Models of Change-Selling the 
Business 

1. Exit all at once- Full sale and you are out! 

2. Installment sale with a fixed price ( exit or phase 
out) 

3. Installment sale with a referral base 

4. Finance the sale for a buyer 

What is the size of 
your database? 
Is everyone 
categorized?  



Full Retirement or Mini –Retirements? 

“Here are a few assumptions I operate on. The first is that long life is not guaranteed. If we define risk as the 
potential for an irreversible negative outcome, there’s more risk in postponing the things that you would most 
like to do for 30 or 40 years versus taking a perhaps sub-optimal, less-compounded return on investment 
because you allocate some of that to these mini-retirements.  
 
 
Assumption two is that your ability to generate revenue and to accomplish business objectives is 
directly dependent on optimal physical and mental recovery. I would argue that when people add hours 
and only have “too weak” vacations, they’ll benefit from taking a mini-retirement and actually return to work 
with more perspective, greater endurance, and the ability ultimately to produce more money, so that offsets the 
amount of money spent on that mini-retirement.” Tim Ferris 



My New Mexico Test Drive 



My Small Sweet Step Approach 

I started the thought process several years ago 
 
Built up my retirement accounts over the last 30 years 
 
Made a list of other sources of income ( rentals, etc.) 
 
Checked on Social Security 
 
Laid out a 2-3 year transition- I am in year 1.  
 
Selected my assistant as heir apparent and worked out a plan. 
 
 



The Small Sweet Step Approach  
 
 
 
Got clear on business expenses 
 
I moved my office to my house and eliminated programs I was not 
utilizing 
 
More selective on who I take on-Refer the others to my partner 
 
Have a clear written plan  
 
Eliminated staff-Only a part timer for mailings 
 
Weekly meetings with my partner 
 
 
 
 



The To Do List-Lay the Groundwork  

◦ Start looking for good junior agents to partner with if you are nearing your time in the 
industry 

◦ Remember that those whom you have helped train are more likely to transition well and 
systemize what is working well, as well as building a history of your success and showing 
how you have grown every year. 

◦ To those looking at retiring sooner rather than later, remember you just might miss this 
business. 

◦ What about a family handoff? 



Roughly 
following the 
plan in the 
Golden 
Handoff 
“I wrote The Golden Handoff 
because when most agents 
retire they just throw away 
their business and all their 
years of hard work,” said 
Krautter. “I had already 
helped a handful of agents 
successfully transition out of 
real estate, and I was able to 
adopt and take care of their 
clients. The more I interviewed 
thought leaders in the real 
estate world, the more I was 
encouraged to write this 
book.” 



Final Thoughts 
Start a journal- just start writing down your thoughts and questions 
 
Look for examples in your market of agents who have made a good transition. 
 
Start buying good rentals or contribute mightily to a SEP plan. 
 
Take a Dave Ramsey class. 
 
Experiment with a non-shopping month. 
 
Look, see, and tell the truth about your expenses. https://tim.blog/expense-calculator/ 
 
 
 
 
 
 
 


