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Welcome & Workshop Objectives

Welcome to the Realtor Financial Playbook workshop! This session is designed to help you look honestly
at the business side of real estate — not just the commissions, but the full financial picture. Use this
guide to follow along, complete exercises, and walk away with clarity and a plan.

Better understand Distinguish Increase awareness Identify your
commission income between revenue of self-employment personal financial
and how it flows and profit tax obligations blind spots

Create actionable next steps you can implement this week

/" Notes

Use this space to capture key takeaways:

Key Takeaway Action I'll Take



How To Use This Playbook

This playbook is your personal workshop companion. It is designed to help you capture notes, complete
exercises, reflect on your current business practices, and identify real opportunities for improvement.
The more honestly you engage, the more value you will walk away with.

Y,

Gapture Notes Complete Exercises
Write down insights as they come — don't filter Engage with every worksheet for maximum self-
yourself. awareness.
((c
Q
Reflect Honestly [dentify Opportunities
No judgment — this is a safe space for real Spot gaps and turn them into actionable priorities.
assessment.

Participant Information

Name: Brokerage: Years in Real Estate:




Realtor Reality Check

‘ & REFLECTION EXERCISE ‘

Before we dive into numbers, let's get grounded. Understanding your why and your honest relationship
with money is the foundation of everything we'll explore today. Take your time with these questions —
there are no right or wrong answers.

Why did you become a What financial lesson do
Realtor? you wish someone
ier?
What motivated you to taught you earlier:
enter real estate? Be specific — income What would have changed
inconsistency, taxes, your path?

overspending?




The Financial Side of Real Estate

&3 SELF-EMPLOYMENT REALITY

As a self-employed real estate agent, you are not just a salesperson — you are a business owner. That

means every financial responsibility of running a business falls on you. Let's make sure you understand

what that includes.

7
$

Taxes

Self-employment,
federal, and NC
state taxes — all

your responsibility.

Planning income
and expenses
when commissions
are unpredictable.

Planning

Business
Expenses

MLS fees,
marketing,
technology, E&O
insurance, and
more.

Savings

Emergency
reserves, tax
savings, and
retirement
contributions.

Short-term cash flow and long-term financial

strategy.

() Participant Reflection
Which of these five areas feels most
challenging for you right now?

/\ Being self-employed means no employer
withholding taxes for you. You must
proactively manage every dollar.



The $10,000 Commission Challenge

$ INTERACTIVE EXERCISE

Scenario: You just received a $10,000 commission check. Before a single dollar hits your personal
account, how should it be allocated? Complete the table below — be honest about what you'd actually
do vs. what you should do.

Category Suggested % Your Allocation $ Notes
Brokerage Split Varies S

Taxes (Set Aside) 25-30% S

Marketing 10% S

MLS / Association Fees Varies S

Fuel / Transportation Varies S

Technology / Tools Varies S

Professional Services Varies S

Savings / Emergency Fund 10% S

Personal Income (Take-Home) $

(0 Discussion Notes: What surprised you about this exercise? What did you realize you had been
overlooking?




Revenue vs. Profit

‘ |~ FINANCIAL LITERACY EXERCISE ‘

(3 Key Distinction
Revenue = Total commissions earned
Expenses = Cost of doing business
Profit = What you actually keep

What surprised you about your numbers?

What expenses are easy to overlook?

Is your profit where you expected it to be?




Realtor Financial Snapshot

WHERE YOU ARE TODAY

Complete as much as you can right now — without looking anything up. The goal is to identify what you
know and what you don't. Every blank is a clue about where to focus your attention.

Financial Category Current Amount / Status Confidence Level (1-5)
Annual Revenue S
Annual Expenses S
Annual Profit S
Business Savings S
Tax Savings (Set Aside) S
Emergency Fund $

/N Reflection: Which answers were you unable to provide? List them here — these are your
starting priorities.




Realtor Financial Health Scorecard

Q YES / NO ASSESSMENT

Answer each item honestly. This is not a test — it is a starting point. Every "No" is simply a next step
waiting to happen.

v Financial Practice N score: 7-8 YES
E (0]
Strong foundation — keep building!
L] | have a separate business o O
bank account Score: 4-6 YES
L] | have a dedicated tax savings o O Lol SrEEness — iR
account improvement needed.
O | actively track my business o O
expenses score: 1'3 vEs
0 | do monthly bookkeeping or O 0O .Crltlcal-gaps exist — prioritize action
I immediately.
reconciliation
] I review my financial numbers O O My Total YES Score: __ /8
monthly
My Biggest Takeaway:
L] | have a business emergency o O
fund
L] I have written annual financial O O
goals
O | operate with a business o O

budget



Financial Red Flags

A\ CHECK ALL THAT APPLY

Reflection

What concerns you most from this list?

L] I don't know my annual profit
L] | don't know my monthly expenses
What is one red flag you can address this

L] | use my bank balance to make financial week?

decisions
U] I have been surprised by a tax bill
L] I don't regularly review my financial

numbers

L] My personal and business finances overlap

L] I don't have a written financial plan

Total Boxes Checked: /7



NC Realtor Tax Awareness

[ EDUCATIONAL SUMMARY }

As a self-employed Realtor in North Carolina, you are responsible for understanding and managing

multiple layers of taxation. This section provides a high-level overview — always consult a qualified tax

professional for personalized guidance.

=

Self-Employment Tax

Approximately 15.3% of net self-employment
income. Covers Social Security and Medicare
— paid entirely by you as there is no employer
match.

@

NC State Income Tax

North Carolina has a flat income tax rate. This
applies to your net self-employment income
and must be planned for separately from
federal taxes.

(3) Workshop Notes — Key Tax Points:

=

Federal Income Tax

Based on total taxable income across
brackets. Your rate depends on your total
income and filing status. Self-employment tax
is added on top of this.

2]

Estimated Tax Payments

The IRS requires quarterly estimated
payments if you expect to owe $1,000+ in
taxes. Missing payments can result in
underpayment penalties.




Tax Myth Challenge

v TRUE OR FALSE?

Circle your answer before the discussion. Then record the correct answer and what it means for your
business.

Statement Your Correct Notes / Takeaway
Answer Answer

An LLC automatically lowers your taxes T/F —

Every business expense is automatically T/F —_

deductible

I only need to think about taxes during tax T/F

season

If 1 don't receive a 1099, | don't have to T/F
report the income

Documentation and receipts don't really T/F

matter

My biggest myth-busting moment today:




If Your Business Was Rudited — By
You

B} SELF-ASSESSMENT: 1-5 RATING SCALE

Rate yourself honestly in each area. 1= Needs Serious Attention | 3 = Moderate | 5 = Strong & Confident

Area 1 2 3 4 5
Which area scored lowest? Why?

O
O
O
O
O

Financial
Organization

Expense Tracking o O O O O
Tax Awareness o O O O O
Which area are you most proud of?
Financial Planning o O O O O
Financial o O O O O
Confidence

What 2 areas need the most improvement?

O
O
O
O
O

Business Systems

Total Score: / 30




Realtor Business Systems Audit

‘ &% SYSTEMS CHECKLIST ’

Strong financial outcomes require strong business systems. Check every system you currently have in

place — then identify what's missing and what you'll build next.

Systems Gurrently in Place

0

O

Systems in Place:

Business Checking Account
Business Credit Card

Dedicated Tax Savings Account
Expense Tracking Process
Bookkeeping System

Monthly Financial Review Routine
Business Emergency Fund

Written Financial Goals

/8

Missing Systems - Build Your List

List the systems you need to create:

1.




Beyond the Next Commission

¥ RESILIENCE REFLECTION

Real estate income is unpredictable. The agents who thrive long-term are those who plan for the gaps —
not just the peaks. This exercise is one of the most important in this playbook. Answer honestly.

What happens if you What concerns you most
ton't close another about Income gaps?
i ?
transaction for 30 days: Rate your current business
Walk through the financial resilience: 1=Notatall | 5
reality step by step: = Very Prepared
My Rating: ______ /5

Why | gave myself this
score:

What would change this?




Wealth & Stability

( ¢ VISION REFLECTION }

Financial success looks different for every Realtor. Before you can build it, you have to define it. Take

time with these questions — your answers will shape your goals and action plan.

=

What Does Financial Success Your Next 12-Month Financial What Would Financial Stability

Look Like? Goals Mean?
Define it in your own words — What financial goals matter most  For your family, your peace of
income, lifestyle, freedom, in the next year? mind, your future?

security?




My Financial Blind Spots

© AWARENESS EXERCISE

A financial blind spot is something you haven't been seeing clearly — whether due to avoidance, lack of
knowledge, or simply being too busy. Identifying them is the first step to correcting them.

—0— —0——0—

Blind Spot #1 Blind Spot #2 Blind Spot #3

Describe the area: Describe the area: Describe the area:

Why is this important to Why is this important to Why is this important to
address? address? address?

(0 The most impactful blind spot | identified today:




My Realtor Financial Goals

@ GOAL-SETTING WORKSHEET

Clarity creates commitment. Use this worksheet to set specific, meaningful goals for your business. Goals
without deadlines are just wishes — add a target date to every line.

Goal Type My Specific Goal Why This

Matters

Revenue Goal

Tax Goal

Business Goal

Personal Goal

() My #1 Priority Goal from this workshop:

1 will accomplish this by:




& YOUR COMMITMENT

Awareness without action changes nothing. Choose at least one action you will complete within the next
30 days. Be specific, make it realistic, and write it as a commitment — not a "maybe."

Choose Your 30-Day Action(s):

My Commitment
L] Open a dedicated business checking | commit to:
account
L] Open a dedicated tax savings account
L] Start tracking all business expenses
L] Schedule a monthly financial review date
Target Date

L] Create a simple business budget ) .
| will complete this by:

L] Meet with a financial or tax professional

L] Build or update a written financial plan

[]  Other: Accountability Partner

| will share this goal with:




01

-7 My Workshop Notes

Use this page to capture your biggest insights, questions, and commitments from today's session.

Key Insights Questions | Have Actions I'm Committing To

What do I still need to figure What will | do differently?

What stood out most?
out?

(0 My single biggest takeaway from today:




Ready To Move From Awareness To Action?

Today's workshop was designed to help you identify financial blind spots, increase awareness, and better
understand the business side of real estate. Every Realtor's situation is different — and personalized
guidance makes all the difference.

(J If you would like personalized guidance on your business finances, tax awareness, financial
systems, bookkeeping, business structure, or long-term planning — the next step is a one-on-one
strategy session.

@ WORKSHOP ATTENDEE SPEGIAL
REALTOR FINANGIAL POWER HOUR
60-Minute One-on-One Strategy Session
ResgutarPrices 54060
Workshop Attendee Price: 50% Off

Use Code: NCRealtor
i Book a Strategy Session &5 i§ Follow on Social Media
Schedule your Power Hour Resources & information Tips, tools & community
Fulton Brown & Co.

Structure It. Manage It. Scale It.
Don't Just Have A Business. Know Your Business.



