
99+ Lead Gen Engines
Workbook

1.Describe why you do what you do. What is your BIG why?

2. Where does your business currently come from?

3. Describe the current lead gen engines you are working on

4. Describe the best part of your lead gen system

5. Describe the worst part of your lead gen system



THE PERFECT BUSINESS
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6. What could your lead gen engines be in the future?
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7. What inspires you?

SO WHAT LEAD GEN ENGINES
SHOULD YOU GROW?

FIGURE OUT STUFF VS ENERGY

STUFF ENERGY

Paperwork
Deliveries
Opening doors
Fluff conversation
Wasted time
Unmotivated clients

People who listen to me
Love negotiating
Love referrals
Like working with investors
Like working with estates
Boundaries
Breaks
People who like me
Close deals
Motivated client

STUFF          ENERGY          TRANSFER



99+ LEAD GEN ENGINES
THE OPPORTUNITY IS GREAT!
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NOT ALL LEAD ENGINES ARE EQUAL

High $ Low Leverage

You may be investing too
much for too little return.

High $ High Leverage

You are investing a lot and
getting a lot in return

Low $ Low Leverage

You are not investing a lot but
you are not seeing a return

Low $ High Leverage

You are not investing a lot
and getting a lot in return

EFFECTIVENESS



8. What are you willing to change in your lead generation systems? Who does it? By when?

9. How will you stay accountable?

Item to Change How? Who? Target Date

10. Who will help you stay accountable?



11. What will you change in your schedule to make it stronger?

13. Any other AHA's you want to remember?

Thank you for joining me!

Please email me a testimonial and some feedback at
roland@kymbuna.com




