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You already know the concept from the CEO letter and the Book of the Quarter. Here is 
what matters for your business: a flywheel is a set of connected activities where each one 
feeds the next. The more referrals you generate, the more visibility you build.  
The more visibility you build, the more leads you attract. The more leads you convert, the 
more referrals you generate. When these activities are connected and consistent, they 
compound. When any one is missing or inconsistent, the whole system slows down.

FLYWHEELFLYWHEEL
BUILDING YOUR

UNDERSTANDING THE COMPOUNDING POWER OF 
CONSISTENT, CONNECTED ACTIVITY — AND HOW 
TO BUILD ONE THAT WORKS FOR YOUR BUSINESS

THE FLYWHEEL APPLIED TO YOUR BUSINESS

THE FLYWHEEL ONLY ACCELERATES WHEN YOUR 
ACTIVITIES REINFORCE EACH OTHER. ONE PUSH BUILDS 
ON THE LAST. THAT IS THE DIFFERENCE BETWEEN BUSY 
AND BUILDING.
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Every high-performing Realtor’s flywheel is a little different — but the architecture is 
consistent. Here are the five elements that, when connected, create unstoppable forward 
momentum:

THE FIVE ELEMENTS OF A REAL ESTATE FLYWHEEL

The honest answer: they stop too soon. They push the flywheel a few times, feel nothing, 
and assume the strategy is not working. They switch approaches. They try something new. 
They start over.

The second reason: their activities are not connected. A Realtor who posts video content 
but never follows up on leads generated by that content is pushing in two separate 
directions. The flywheel spins, then stops. Then spins again — but slower. The fix is not to 
do more. The fix is to connect what you are already doing into a single, reinforcing system 
— and then stay consistent long enough to feel the momentum take hold.

WHY MOST REALTORS NEVER BUILD REAL MOMENTUM

1. VISIBILITY

People must know you exist. Consistent video content, social presence, and in-person 
activity keep you top of mind in your market.

2. TRUST

Visibility earns attention. Trust earns the call. Your track record, your reviews, your follow-
up, and your expertise build trust over time.

3. CONVERSATIONS

Trust leads to conversations. Open houses, database outreach, follow-up calls, and warm 
emails are the conversations that move people from awareness to action.

4. CONVERSIONS

Conversations produce transactions. A clear process — from first contact to close — 
determines how many of your conversations become closed deals.

5. REFERRALS & REPEAT

Closed deals done with excellence produce referrals and repeat clients. These are the 
highest-value leads you will ever receive — and they feed directly back into Visibility.



Activity How Often Day/Time First Action Date

Visibility activity

Trust-building activity

Conversation activity

Conversion process

Referral activity
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The activities that create the most flywheel momentum share three characteristics: they 
are repeatable (you can do them every week without burning out), they are visible (they 
increase your market presence), and they are connective (they lead to the next step in 
the cycle).

WHAT ACTIVITIES BUILD YOUR FLYWHEEL?

Here is what  Collins found that most people miss: the flywheel does not feel like 
momentum when you are building it. It feels like repetition. It feels like nothing is 
happening. But the momentum is real. It is accumulating below the surface. Every consistent 
action you take today is an investment in the velocity you will feel six months from now.

The agents who are winning in today’s market did not suddenly appear. They were quiet 
and consistent twelve months ago. They pushed their flywheel when the market was slow. 
They kept their activities connected. And now, when conditions have improved, they are 
already in motion — while others are just starting to push.

THE PRINCETON FLYWHEEL PRINCIPLE

YOU CANNOT FEEL THE FLYWHEEL MOVING UNTIL 
IT IS ALREADY MOVING. TRUST THE PROCESS. STAY 
CONSISTENT. THE MOMENTUM WILL COME.



Use this worksheet to map out your personal business flywheel.  
Be specific. Generic answers produce generic results.

STEP 1:

STEP 2:

What is your core strength as a Realtor?  
(The thing clients consistently praise you for)

What is your primary source of new business right now?  
(Where do most of your leads come from?)
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FLYWHEEL Worksheet



STEP 3: MAKE YOUR FLYWHEEL

For each element below, identify the specific activity you will commit to doing 
consistently. Be as specific as possible — not ‘post more content’ but ‘post one market 
update video every Tuesday.’

What will you do consistently to stay visible in your market?
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VISIBILITY

What will you do consistently to build and demonstrate credibility?
TRUST

What will you do consistently to generate real conversations with prospects?
CONVERSATIONS

What process do you have in place to move a conversation to a closed deal?
CONVERSATIONS

What will you do consistently to generate referrals and repeat business?
REFERRALS



STEP 4: IDENTIFY YOUR WEAK LINK

Look at your five activities above. Which one is the most inconsistent? That is where your 
flywheel is losing speed.

STEP 5: COMMIT TO A CADENCE

Activity How Often Day/Time First Action Date

 
Visibility activity

 
Trust-building activity

 
Conversation activity

 
Conversion process

 
Referral activity

Momentum requires a schedule. Fill in your commitment for each activity below.
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My weakest flywheel element is:

The specific thing I will do to strengthen it this quarter is:




