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THE TRANSFORMATIVE POWER
OF S.M.A.R.T GOAL SETTING:
MY EXPERIENCE

“Goals are good for setting a direction, but systems are best for
making progress.”- James Clear

According to Forbes, 80% of people abandon their New Year’s
resolutions once February hits. That statistic alone makes you
question whether it is worth it to create New Year’s goals. Let’s
be honest, nobody creates their goals thinking they are going
to fail come February. I believe everyone reading this can
agree that late December is full of motivation to have a “fresh
start” Whether that be running a few miles, losing weight,

or being more present with your family, etc. This includes
myself, but sadly most years I fall into the statistics mentioned
above.

But then, something changed for me. I stumbled upon a book
called “The One Thing” by Gary Keller and Jay Papasan, and
it completely transformed my approach to goal-setting.

Story Continued..... H



Rather than trying to accomplish a long list of goals, the book encouraged me to identify the one thing that
would have the biggest impact on my life and to focus all my energy on that.

It was a game-changer. I've been able to achieve so much more by focusing on just a few key goals each year, and
I've found that following the SMART criteria has really helped me to stay on track. In case you're not familiar
with SMART goals, they are Specific, Measurable, Achievable, Relevant, and Time-bound. In other words, your
goals should be clear, measurable, realistic, relevant to your overall goals, and have a deadline.

A system in place makes a world of changes!

To paint a better picture, I have a personal example that shows this exact formula that has helped me reach a goal
that otherwise was too daunting: Marketing myself in the form of video. As a realtor, reaching your target audi-
ence today is a much different process for some as technology has advanced. You now have the ability to reach

a far greater audience through social media than before. It's mind boggling that if I upload something to social
media, I have a chance of reaching someone in another country.

As someone that grew up in the social media world, I felt that I would have an advantage from the jump. The
problem was that I had no idea how to use a DSLR camera, nor edit AT ALL. My roommate from college was the
lead editor for the UMD Men’s Lacrosse team, as well as the PLL (Professional Lacrosse League). I saw first hand
how many steps it took to come up with a final product. It was daunting, but upfront I had told myself that I was
playing the long game. I had to break down each step knowing that one day it will pay off.

Here is how I broke it down:
Specific: I will learn how to film and edit using a specific software program, such as Adobe Premiere Pro.

Measurable: I will track my progress by completing specific tasks, such as importing and organizing footage,
creating a basic cut, and adding transitions and effects.

Achievable: I will use my roommate as well as Youtube videos to help me learn each and every step needed

Relevant: Learning how to film and edit will allow me to create my own videos allowing me to break into the
real estate social media world

Time-bound: I will set a deadline of three months to complete my learning and practice, with the goal of creat-
ing a short video by the end of that time.

By breaking my goals down into smaller, more manageable steps and tracking my progress along the way, I've
been able to stay motivated and stay on track. And while I'm not perfect, I've certainly had my fair share of set-
backs and failures. I found that this approach has helped me to achieve much more than I ever thought possible.

At first, my editing/filming skills were absolutely horrendous. But, I kept going. I related it to the time I learned
how to skateboard and snowboard. Everything when you start out is tough, but if you stay at it long enough your
skills are bound to improve over time. And, they did. Now, I just want to preface that I am nowhere near a pro-
fessional in any way, but I have come a long way. I give all my credit to the SMART system to help me not only
build my confidence, but also my skills. It takes time, do not get discouraged with whatever you are pursuing.
Remeber, Rome was not build it a day!

Breaking down a goal to manageable bite sized chunks is key.

—



So, as we move into 2023, I encourage you to think about your own goals. What do you want to achieve in the
coming year? And more importantly, what's the one thing that will make the biggest difference for you? Maybe
it’s getting in shape, building a successful business, or finally finishing that novel you’ve been working on for
years. Whatever it is, make sure to set SMART goals for yourself and break them down into smaller steps. With
the right mindset and strategies, you can achieve anything you set your mind to. Here’s to a successful and fulfill-
ing new year!

The first step is STARTING. You got this.

Don 't Fornget to Have Fun!
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Color to your liking!




JANUARY RIDDLE

It has keys, but no locks. It has space, but no room. You can enter, but can’t go inside.

What is it?
Last Weeks Answer: Horses Name Was Friday

Last Months Winner: Danny Wilcom!

**Everyone that texts, emails or calls in the correct answer by the last day of this month will be
entered into a drawing for a $10 gift
certificate to Starbucks**

BIRTHDAYS!

Owen Zink Jan. 7th ) )
Bella Dimazrio Jan. 21st . .
Barry Weller Jan. 12th . Follow link to join
. Cassie Mason Jan. 27th ] ]
Monica MacCracken Jan. 16th Gi M 27th the list moving
Erik Scheidhauer Jan. 20th mnny Vason Jan. forward!

Whitney Robertson Jan. 27th

Mark Springirth Jan. 21st
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This was a good one! I typically am not the one This is an older one, but I absoultely loved it.
to watch murder mysteries but this one caught I am really big into heist movies, and this had
my eye and I really enjoyed it. After this one I that feel to it. One of the better movies I have
went back and watched the first “Knives Out” watched, so if you have not seen it I highly
and loved it too. recommend.




STORIES FROM THE STREET

Stories from the Street is a series monthly articles using real life examples, told in ‘story’ format to give you
knowledge of what actually happens behind the scenes of a Real Estate Transaction.

On a hot summer day, forty-six years ago, two homes were just finishing construction. They were very much alike,
these two homes. Both had been well built homes with custom contractors, both were ranchers with 3 bedrooms and
2 baths on the main level. Both sat on nearly 3 acres.

Recently, these homes were about to go for sale.

They were still very much alike. Over the years the kitchens and bathrooms were updated and modernized. Their
basements had been finished. Barns had been built upon the property. In-ground pools were installed. Hardwood
floors were refinished. Patios were installed.

But there was a difference. One of the homes sold for $595,000. The other was projected to sell for $525,000.

What Made the Difference?

Have you ever wondered, like I have, what makes the difference in sales price of homes, especially homes that are
similar, maybe even identical? It isn’t the major features like being a 3 Bedroom Rancher. It isn’t that one house has
hardwood while the other has LVP. It isn’t that one has granite and wood cabinets while the other has quartz and
white cabinets.

The difference lies in small details of the house and how it is positioned on the market relative to other homes and its
competition.

And this is why I'm writing this Story From the Street, to YOU - a reader of my newsletter. That is the purpose of
my newsletter is to Educate and Entertain you: my monologue each month (the opening article) gives you a snapshot
into my life and going on’s while the Story From the Street is real life real estate and how I position my clients for
success in all of their real estate endeavors.

The Strategy and EXECUTION Team

are the reason for the $70,000 IN- BEFORE

CREASE!

You see, the ‘Flip-It’ Strategy by

Impact Maryland Real Estate is a unique
strategy. It not ONLY puts additional prof-
it in the seller’s pocket, it also eliminates
time and stress of selling and dealing with
improvements yourself. Each seller that
employs the ‘Flip-It’ Strategy receives not
only low-stress selling, but additional prof-
its — often TENS of thousands of dollars
more than the traditional methods.

Each client’s situation is UNIQUE to them
and we give each client with white glove
service.




What does that look like to you?

That is up to YOU to decide after our consultation, but one of the Strategy’s that we help clients with each year - if
they choose - is the ‘Flip-It’ Strategy where improvements and upgrades are made to maximize the sales price and
ROI for our client.

A Money-Producing Strategy....

If you, like some sellers, want to achieve maximum price, but don't know how then the ‘Flip-It’ Strategy might JUST
be the strategy for you.

Homes are an asset. A business if you will. Would you be able to sell an asset or a business if there were 3 years of
‘losses” on the books prior to the sale. The balance sheet is off. And profits have been in the red?
Heck no.

If you wanted to maximize that asset/business you would clean up the financials. You would invest in the business,
and you would make it profitable before you sold it... If you didn’t you would suffer the financial consequences [ie: a
much lower sales price].

Your home is no different.

With Impact’s ‘Flip-It’ Program we bring in designers to determine the most profitable improvements that are need-
ed. A design team is paramount is the presentation of your home. From that our team of contractors - who we have
vetted for years — come in and make the necessary improvements to get YOU top dollar. We then bring in cleaners,
landscapers, our punch-out team JUST before our design team comes back in to Stage and Visually present your
home.

And the cherry on TOP?!?!

Annie Walters, our photographer and marketing coordinator, she visually brings your home to life and coordinates
the public facing marketing of your home

This home in this example... There was $32,411 invested and the home sold for $70,000 more than originally
anticipated.

The ‘Flip-It’ Strategy put an additional $37,589 in the sellers’ pocket.

And the best part??? It didn’t cost the seller anything.

The seller turned over the keys, left the house, signed a promissory note that they would reimburse Impact the cost
for improvements and moved out of state.This project took 3 weeks to complete. And another 8 weeks to sell, but less
than 3 months after shutting the door for the last time.

Impact was able to deliver the seller an ADDITIONAL $37,589 PROFIT from their home.

About those 2 homes I mentioned in the beginning of this Story they were the SAME home... So what made their
price SO dramatically different?

Impact’s ‘Flip-It’ Strategy. An educated seller. An amazing team and it’s application of the Strategy.

ﬁ



THE MONTHLY SNAPSHOT

3295 Prices Distillery Rd.
[jamsville, MD, 21754
240-815-0890

FOR INQUIRES AND
REFERRALS CONTACT:

m mcgradysean0@gmail.com
M PACT & [ 3014732341

MARYLAND REAL ESTATE RSHTIRG  REALIOR

Sean McGrady, Realtor
IMPACT Maryland Real Estate
301-473-2341 (c) 240-815-0890 (o)
McGradySeanO@gmail.com

Sean is an AWESOME realtor, with

excellent communication and e

follow-up. He kept us informed

every step of the way and made the

home sale process easy and

efficient. | highly recommend Sean if

you are in the market for an honest ean r‘é’
and responsive real estate agent.

-Zillow Testimonial 2022

REALTOR®

IMPACT MARYLAND REAL ESTATE 5300 WESTVIEW DR, STE 101 FREDERICK MD 21703
240-815-0890 WWW.IMPACTMARYLANDREALESTATE.COM
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