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5 KEY
(OMPONENTS

Greg Harrelson continues to be one of the most dedicated voices
in real estate growth and agent development. His work focuses
on creating breakthroughs—true shifts that allow real estate
professionalsto move past plateaus and into consistent growth. This
piece outlines Greg's five essential components to achieving your
next level in business, built on mindset, structure, and measurable
performance. His mission is to help agents gain control over their
incomes and build careers grounded in systems—not chance.



5 KEY COMPONENTS

MARKET
ENVIRONMEN

In early 2025, mortgage rates have begun
stabilizing after a volatile stretch. Buyers and
sellers crave certainty more than low rates,
and that sense of stability is now returning.
Greg notes that as 30-year rates dip closer to
6%, buyer activity will naturally rise. Agents
should use this as a powerful talking point
with clients: stability creates confidence, and
confidence drives transactions.

Before diving into the five He reminds agents that many sellers still have
components of success, Greg a "last year’s market” mindset, thinking real
emphasizes the importance of estate is down and it's not a good time to
understanding what's happening in sell. The truth, Greg says, is that moderating
the market. Market insights aren't just inflation and steady rates have built a

for forecasters—they're essential for stronger foundation for growth. Agents ready
every agent holding conversations to lead these conversations with clarity and
with buyers and sellers. data will stand out in a field of uncertainty.




THE FIVE CORE

ELEMENTS

Greg's system for breakthrough
success rests on five interconnected
disciplines.

5 KEY COMPONENTS

1. Morning Routine
2. Business Pipeline
3. Brand and Identity
4. Skills

5. Treating Your Career as a Business

He challenges agents to score themselves
in each area on a 1-20 scale, with 20 being
mastery. A combined score of 80-100
indicates strength; a lower score points

to specific areas that need development.
Growth begins with awareness.




Every productive day starts with
intentional structure. Your morning
routine dictates your energy, focus,
and performance. Greg emphasizes
that discipline in your daily habits
predicts your long-term business
results.

PREDICTABILIT

5KEY COMPONENTS

A consistent wake-up time, mental preparation,
physical activity, and clearly defined first hours
form the core of this success pillar. The focus

is not on waking up early, but on waking up
consistently. According to Greg, “People who
start their days at the same time every day are
happier, better focused, and more productive.”
His coaching framework breaks the day into four
mini-routines:

* Pre-game: Get mentally and physically ready.

e | ead Generation Block (8-11 AM):
Three hours of uninterrupted outbound
opportunity creation.

® Post-game: Handle appointments, follow-
ups, and admin.

¢ Wind-down: Reflect, reward, reset.

He reminds agents that daily outbound effort is
planting seeds—what you do today harvests 90
days from now. "Any day without lead generation
is a day without a future paycheck.”




Agents often chase “now business”
instead of building a robust pipeline
that ensures constant opportunity
flow. Greg defines four layers of a
successful business pipeline.

5KEY COMPONENTS

¢ Lead Generation: Daily activity that feeds your
future income. Whether through calls, door-
knocking, ads, or referrals—it must be intentional
and consistent.

¢ Lead Segmentation: Sorting your database by
readiness—A (hot), B (warm), C (cold), D (long-term).

¢ Lead Nurture: Providing value over time. Balance
automation with genuine human connection
through videos, calls, and social touchpoints.

¢ Lead Mining: Using data and engagement to
identify who's becoming more active or showing
signs they're ready to transact.

Greg's rule of thumb: maintain three to five lead
pillars. For example, referrals, expired listings,
farming, social engagement, and database contacts.
A diverse, well-maintained pipeline insulates you
from market slowdowns and ensures momentum.

He warns that ignoring daily lead generation creates
instability. “Databases leak every day—leads move,
sell, or disappear. If you're not replenishing it, your
business will eventually dry up.”




Your brand is your reputation in the
marketplace—it is what people find
when they Google your name. In
today’s digital-first world, most clients
vet you online before you ever speak
with them.
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* Personalized follow-up: Send listings
to active buyers, market updates to
homeowners, and check-ins to referrals
or past clients.

e Automation: CRMs can automate much
of this process with tags, smart lists, and
pre-scheduled campaigns.

* Review and update: As relationships
evolve, upgrade or downgrade client
segments accordingly.

e Pitfall: Failing to segment leads
to generic outreach and missed
opportunities for deeper relationships.

Segmentation multiplies the effectiveness of
every marketing dollar and minute spent.
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MASTER

Agents must continually develop in five areas:
® Objection Handling: Learn to dig deeper
instead of accepting “no” at face value.

e Listing and Buyer Presentations: Tailor your
value story to today’s market realities.

e Communication and Questioning: Identify
client motivation and readiness.

* Market and Financial Knowledge: Be fluent
in economic data, interest rates, and buyer
psychology.

* Negotiation and Closing: Bridge deals
through skillful relationship management.

Skills bridge effort and income. Greg's

message is simple—if you're not Greg.points agents to the Real Estate Salgs
improving, you're declining. The real Solutions Objection I-.Ianc'ilmg‘ Course, which
breaks down 21 real-life situations handled
differently by top-performing agents. The goal
isn't perfection—it's constant refinement.

“No one scores a perfect 100,” he reminds. “If
you believe you've mastered everything, you've
already stopped growing.”

estate landscape changes fast, and so
must your ability to navigate it.




Being an agent is not the same

as being a business owner. True
breakthroughs happen when you
start thinking like the CEO of your
own company. Greg trains agents to
step back periodically and analyze
rather than just operate.

5 KEY COMPONENTS

This includes reviewing your Profit and Loss,
understanding your sources of business, and
identifying inefficiencies. His “60/40 Rule” states
that 60% of your business should come from
self-generated sources—like your database or
outbound prospecting—and no more than 40%
should depend on advertising or third-party leads.

He also introduces the 15th Protocol-a monthly
review system. On the 15th of each month,
dedicate time to analyze your numbers: calls
made, appointments set, listings taken, deals
closed, and growth target alignment. This
midpoint review allows enough time to course-
correct before month’s end.

In addition, treat commissions professionally:
allocate funds for taxes, savings, and operating
expenses immediately. Track your key metrics,
study them, and make strategy shifts based on
real data. When you do this, you remove emotion
from business decisions and replace guesswork
with informed confidence.




By combining these five
components—routine, pipeline,
brand, skills, and business analytics—
you create a self-sustaining
ecosystem that powers consistent
results. This system transforms chaos
into clarity.

PULLING

5 KEY COMPONENTS

Having a structured morning and active
pipeline ensures continuous growth. A

recognizable brand enhances credibility.
Superior skills convert opportunities

into income. And running your business

by numbers guarantees scalability and

confidence, no matter what the market does.

Greg reminds agents that breakthroughs are
earned through commitment, not chance.
Success compounds when daily structure
and professional identity align with long-term

vision.




A Call to Elevate Your Business

Greg Harrelson’s mission is to elevate the real estate
industrybyempoweringagentstobecomeintentional
business owners. If you're ready to implement a
structure tailored to your goals, strengthen your
brand presence, and build a business that performs
in every market, reach out today.

Whether it's personalized business planning, one-
on-one strategy sessions, or mentorship designed
around your goals, Greg is here to help you unlock
your next breakthrough in real estate.

Contacthim today to schedule your strategy meeting

and take ownership of your business growth. i "
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