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90-Day
PRODUCTION PLAN

Thank you for downloading
Royal LePage Du Quartier’s 
90-day post pandemic
production plan. 
 
Inspired by the MFO
organization we decided to
build a plan that will uplevel
your production to make 2020
as successful as you’ve
imagined while keeping you
safe.
 
A big thank you to Mike Ferry
and Cydney Fullen for their
continued support over the
years.



Some of the first decisions you
have to make in your mind are:
 
“Am I willing to commit the next 90
days of intense work to bring up my
level of production?”
 
“I will commit to staying safe and
taking the right safety measure while
listing properties and seeing
properties with my buyers.”
 
“What do you want to accomplish in
the next 90 days, set yourself specific
goals so you can keep your eyes on
the prize”
 
We know that confidence, new work
habits, and a high level of
productivity are in your future when
you follow the plan.
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POST-PANDEMIC ACTIVITY:
 
 

Take a moment and write down 3 strengths: 
1.
2.
3.
For example: your strength may be a high level of energy and enthusiasm
 
Take a moment and write down 3 weaknesses:
1.
2.
3.
For example: weakness may be very poor time management.
 
 
Identify specifically what they are so we can build on the strengths and
eliminate the weaknesses over the next 90 days.
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FIRST 30 DAYS 
 
1. As many companies are, including coaching companies, we are inspired
and use MFO scripts. Please take a moment and download their scripts or
use the RLPDQ booklet with all of the scripts both in French and English. 
2. If you haven’t already during the pandemic, start updating your
database today (past clients and Center of Influence list). Start calling 5 to
7 of them today asking how they are doing after the pandemic. If they
need something and if everyone is safe. Show them kindness and
empathy. We want to get you to 20 contacts a day ASAP, and these are a
great way to start. 
3. Spend a minimum of one hour per day, 5 days a week, practicing and
role- playing the listing prequalifying script and the entire listing
presentation script. Use different methods of practice, record yourself,
video yourself, even find yourself a partner to say your scripts too. (they
can be your kids).
4. By the beginning of the second week, start role-playing the Just Listed/
Just Sold scripts, because within 2 to 3 days at the most, I want you to
make a minimum of ten Just Listed/Just Sold contacts per day. This is part
of your commitment on week 2 to doing more prospecting ... at least 2
hours a day, 5 days a week. 
 
We know it’s a new habit, and a difficult habit, however
remember... you want to make some changes in your business and
this is the next step. It’s a difficult one, but it’s a critical one. 
 
5. Start previewing property today, two hours a day, with a goal to see 5 to
7 homes per day that are for sale. By doing this, you become more familiar
with neighborhoods, pricing, styles of homes, and you’ll be driving by For
Sale By Owners and Expired listings ... this is a good time to stop and
introduce yourself. 



an hour of script practice 
2-3 hours of prospecting 
2 hours of previewing property
1 hour of returning calls and doing lead follow up.

6. Create a 90-day work schedule by the end of the second
week/beginning of the 3rd week. Your schedule should include:

 
DON’T FORGET ... the practice/ role-play is what builds the
confidence and helps you take action daily. Review your goals. 
 
7. At the end of each day ... starting with the beginning of week two ... if
you do not have an appointment scheduled, stop by and introduce
yourself to two By Owners and Expireds each day ... big smile, lots of
enthusiasm. Start reviewing the By Owners and Expireds scripts today. 
 
Your BIG goal in the first 30 days is to go on 4 appointments and get
2 contracts signed. You can do this if you follow the plan.
Remember, if you miss a day, you have to go back and start over on
Day One.
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SECOND 30 DAYS 
 
1. Keep practicing the scripts at least one hour per day (many of the most
successful agents that we’ve trained practice 2 hours a day for the first 3
months). Focus this week on the By Owner and Expired scripts for 30 minutes
to start the day and your second role-play session at the end of the day should
be on objection handlers.  It’s important now to find 2 to 3 role-play partners,
whether from your office or call us at Royal LePage Du Quartier and we will find
you one.   Regarding your role- play sessions ... make them as real as you
possibly can ... no casual conversations, the real thing.
2. Keep your mind focused daily on three words ... ATTITUDE, APPROACH and
EXPECTATIONS. The word ATTITUDE is how you see and feel about people and
situations ... you have to focus on the positive as difficult as it is at
times. APPROACH ... how you look, what you say, and how you respond to the
people you talk to ... is critical. Upgrade everything.  EXPECTATIONS... what do
you want to happen daily, weekly and during this 90 days?
3. Continue previewing property 2 hours per day, 5 days a week, seeing a
minimum of 5 to 6 homes per day. Be on the lookout for FSBO signs. Have your
scripts available on the front seat and keep your Expired scripts handy so you
can contact both of these while you’re previewing. You’re out and about, take
advantage of the time.
4. Starting week 5 of your 90-day plan, have 30 minutes daily for lead follow up.
Create a simple follow up system, on google calendar reminding you of when
you need to call them back. You have everything to gain and nothing to lose by
over calling.
5. Continue building your database. At Royal LePage Du Quartier, we have
systems in place to help you stay in touch with past clients with newsletters and
emails. Stay in touch with them 4 times by mail, 4 times with newsletters and
call 4 times.
6. You should be working towards 3 hours a day of prospecting at this point, to
include 4 to 5 By Owners and Expireds ... 5 to 7 out of your database ... and 15
to 20 Just Listed/Just Sold.
 



THIRD 30 DAYS 
 
1. Remember, a critical part of your long term productivity and a very important
part of this 90-day plan is your 1 hour of role-play each day. Don’t allow
yourself to stop doing this.
2. Map across your schedule to reflect the goals you’ve set and that you want to
attain. **** Try to keep everything on a personal level off your schedule during
the course of the work day. ******
3. Expand your methods of prospecting to make a minimum of 30 contacts per
day. Focus on quality contacts over just making quantity.
4. 
A) Track your numbers daily.
B) Look for 2 good accountability partners who are also willing to work and
check on each other at least once a day to make sure you’re on track. 
A) Work to go on 2 appointments per week or 8 for the month 
B) Get 4 contracts signed.
5. Now that you’ve completed the first 90 days of your plan and your new
production life ... write a plan to continue this for the next 18 months.
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Make this part of your life:
 

1. Find 3 to 4 good accountability partners,  
2. 3 to 4 good strong role- play partners. 
3. Share your plan with them, be sure to give a copy to your
Broker/Manager and your spouse. 
 

***The higher the level of commitment and accountability,
the better off you are. ****

 
4. Keep your schedule simple, keep it public and check off the
production activities as you do them. 
5. Don’t allow rejection, frustration or worry to take you off your track...
it’s part of the program, it’s part of life.
6. Since frustration is part of the process, get a little bit more rest,
consider exercising each day and start eating better to reverse the
frustration that you feel. 
7. Remember ... it’s an 18-month cycle to really improve the quality of
what you do and this is just the first 90 days. 
8. Don’t make excuses ... don’t critique what’s in the plan
9. Others have done it, it works every time when you work! JUST DO IT

1% of agencies in Quebec
2 locations to serve you


