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10 common business challenges agents are
facing —and simple ways to move forward

without doing ALL the things.
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Real estate can feel like a lot right now. There is competition,
changing client expectations, technology everywhere, and plenty of
advice telling you what you should be doing next. The goal of this
guide isn't to add more to your list. It's to help you step back, identify
what is getting in your way, and focus on a few practical things you
can actually control.

Page 2

1. Inconsistent Income & Financial Stress

When closings take longer and your pipeline feels unpredictable, it can be difficult to plan

ahead. Instead of trying to fix everything at once, focus on creating more consistency in

the activities that can lead to future business.

• Reconnect with past clients and your sphere with useful, personal messages.

• Set aside a short, focused block each day for warm leads and follow-up.

• Pay attention to your local market so you can have informed conversations with clients.

• Track where your business is coming from so you know which activities deserve your

time.

2. More Competition, Fewer Opportunities

When closings take longer and your pipeline feels unpredictable, it can be difficult to plan

ahead. Instead of trying to fix everything at once, focus on creating more consistency in

the activities that can lead to future business.

• Reconnect with past clients and your sphere with useful, personal messages.

• Set aside a short, focused block each day for warm leads and follow-up.

• Pay attention to your local market so you can have informed conversations with clients.

• Track where your business is coming from so you know which activities deserve your

time.
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3. Burnout & Mental Fatigue

Real estate can blur the line between work and everything else. If your day is filled with

little tasks, notifications, and constant switching, it is hard to protect your energy for the

work that actually matters.

• Use a simple priority system to separate urgent tasks from important ones.

• Create reusable email, social media, and follow-up templates.

• Use AI for repetitive tasks and brainstorming — not as a replacement for your voice. •

Try time blocking and protect focused work time like you would a client appointment.

• Build in actual time away from work. Rest is part of running a sustainable business.

4. Lack of Clarity & Direction

• Look at your recent activity and ask what is actually producing conversations, leads, or

clients. 

• Review your most recent leads and identify where they came from.

• Choose a small number of marketing activities you can do consistently.

• Find an accountability partner, community, or coach who helps you stay focused.

• Measure the basics: lead source, conversations, appointments, and conversions.

5. Sellers with Unrealistic Expectations

One of the hardest conversations can be helping a seller understand that today's market

may not match the market they remember. Your job isn't to win an argument about price

— it is to help your client make an informed decision.

• Lead with clear, understandable market information.

• Talk about pricing strategy and expectations early.

• Use regular updates to keep sellers informed rather than waiting for a problem. •

Position yourself as the guide who helps clients understand their options.
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6. Buyers Who Are Hesitant or Priced Out

Some buyers may be watching, researching, and waiting without being ready to act. That

doesn't mean the relationship is over. It means your job may be to stay helpful without

making them feel pressured.

• Share useful information about the market, affordability, and the buying process.

 • Use helpful search updates or check-ins to stay relevant.

• Create educational follow-up that answers common buyer questions.

• Revisit older leads with a genuine, personalized message.

• Focus on being present when the timing becomes right.

7. Tech Overload & Tool Fatigue

CRMs, websites, social platforms, AI tools, email systems, scheduling apps — technology

is supposed to make business easier, but too many disconnected tools can create the

opposite effect.

• Identify the two or three tools you rely on most and make sure you know how to use

them well. 

• Eliminate tools that create more work than value.

• Look for opportunities to automate repetitive reminders, follow-up, and organization. 

• Create one simple place to see what needs your attention.

8. Isolation & Lack of Support

Working independently can be freeing, but it can also feel lonely. You don't need a huge

team to have support. A small circle of people who understand the business can make a

big difference.

• Create a regular check-in with one or two other agents.

• Join a community where you can ask questions and share ideas.

• Look for practical support and accountability, not just motivation.

• Don't be afraid to ask for help when a task or technology is outside your comfort zone.
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9. Uncertainty About the Future

There will always be something to worry about — rates, the economy, technology, AI,

competition, or the next market shift. You can't control all of those things, but you can

strengthen the parts of your business that remain important in every market.

• Keep building relationships and staying connected to your sphere.

• Know your local market and communicate what you are seeing.

• Make follow-up and responsiveness part of your routine.

• Get clear about who you serve and what you want to be known for.

• Look for additional ways to make your business more resilient over time.

10. The Pressure to Do It All

This may be the biggest challenge of all. Realtors are expected to be marketers,

negotiators, content creators, technology experts, administrators, counselors, and

business owners. You simply cannot do every job every day.

• Make a 'stop doing' list and identify tasks you can eliminate, automate, or delegate.

• Protect time for activities that build relationships and revenue.

• Use templates and systems to reduce repeated work.

• Get help with the areas that consistently slow you down.

• Remember: you don't need to do everything. You need to do the right things

consistently.
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A SIMPLE WEEKLY RESET

If everything feels important, start here. Use this one-page check-in at the beginning or

end of each week.

A NOTE FROM CARRIE

You do not have to respond to every trend, master every platform, or rebuild your

business every time the market changes. Start with the basics: relationships, follow-up,

communication, organization, and a clear plan. Then make the technology work for you

instead of letting it run your day.

Need a little help getting organized? I create practical marketing resources, planners,

spreadsheets, templates, and other digital tools for real estate professionals who would

rather spend their time building their business than starting from a blank page.

Find more resources at doneforyoudownloads.com

2. What is taking too
much time?

3. Who needs a
follow-up?

4. What matters most
next week?

Pick 3 priorities. Everything else can wait its turn.

Choose 5–10 people. Keep the message personal and useful.

1. What is working? What produced conversations, leads, appointments, or client progress this

week?

What can you simplify, template, automate, delegate, or stop doing?

https://doneforyoudownloads.com/


BOOK A SESSION
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Feeling overwhelmed by marketing, technology, or setting up your systems? You’re not alone.
With nearly two decades of marketing and technology experience, I help business owners

simplify the process and create practical solutions that save time and generate results.
During this personalized one-on-one Zoom session, we’ll tackle the areas that matter most to
your business. Whether you need help with marketing strategy, website updates, CRM setup,

automation, or organizing your digital tools, you’ll receive expert guidance and actionable
solutions tailored to your goals.

Book Your Session

Need Help?
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