
 
 
 

The Real Estate Agent's Guide to 
Accountability 

 
 
Accountability in real estate is the responsibility you have to do your job, work the hours you 
need to achieve your goals, and fulfill the objectives you set in order to be successful. It’s about 
being accountable for your activities and accepting full responsibility for the outcomes of your 
performance - both good and bad.  
 
Being accountable is essential in any workplace. Here are some examples of accountability in 
real estate: 
 



● Working the hours you’re required to satisfy the needs of your existing clients and 
nurture the relationships of prospective clients. 
 

● Doing everything you can to constantly deliver an exceptional and reliable service.  
 

● Taking total responsibility for both your work performance and the actions you take to 
achieve your goals.  
 

● Following strict work ethic rules and striving to always do the right thing. 
 

● Setting goals and consistently working hard to achieve them. 
 
Why is Accountability Important in Real Estate? 
 
 

 
 
Holding yourself accountable for your own actions is essential in real estate. You probably won’t 
have a big boss telling you what you need to do all the time and reprimanding you when you 
make a mistake. The responsibility to work is entirely on you. To get things done, accountability 
is vital. 



 
 
Accountability ensures you complete the tasks you need to do in order for your business to be 
successful and to build a good reputation. Being accountable helps you make better business 
decisions, creates clear paths to growth, and helps you set yourself clear expectations of what 
you want to achieve.  
 
 
Being accountable for your actions also makes you more trustworthy. In business, leaders who 
are accountable tend to be more trusted and respected, as those around them feel they will 
keep their promises. As a real estate agent, you are a leader. You lead prospective clients to 
the properties that suit their needs and you guide them to make the right choices. Buying, 
selling,  or renting a property can be overwhelming transactions for most consumers and having 
a reputation as someone who can be knowledgeable and trusted is vital for real estate agents to 
achieve good conversion rates. Being accountable is one way you can build your reputation and 
demonstrate you are someone people can trust. 
 



 
 

 
 
Developing an Accountability Skill Set 
 
 

 



Building an accountable skill set takes time. The skill set includes being fully responsible for the 
quality of work that you provide, developing your own work processes that are best for you and 
your goals, and committing to your work and results. It also includes the ability to define your 
weakness and then creating an action plan to address these gaps through training or mentor 
support. 
 
If you feel your accountability skills are lacking, no problem - you can learn them. The first step 
is to take responsibility for your actions by accepting a “no excuse” policy. When you are 
responsible, it means that you accept that your success and failure is entirely up to you, no 
matter what happens. You take ownership of the result even before you take action. The second 
step is empowering yourself to take action to get what you set out to achieve. The final step is 
personal accountability. This is when you don’t assign blame to anyone else other than yourself 
for the outcome of your actions. When things are going wrong, you’re honest with yourself about 
what you could have done differently. The same goes for when things are going right - you 
make sure you recognize your hard work and take ownership for your success.  
 

 
 
Tips for Holding Yourself Accountable 
 
Becoming more accountable for your work doesn’t happen overnight. It’s an ongoing process of 
self-awareness, commitment, dedication, and self-motivation. It’s essential for your success in 
real estate. Being accountable for your own actions is effectively like being your own manager 
and a good manager leads people towards their goals, supports others, and motivates them. As 



a result, in order to manage yourself, you need to take steps to motivate yourself and become 
disciplined. This will help make you more accountable for your work. 
 

● Make your own professional mission statement which sums up what you want and what 
you value as a real estate agent. It doesn’t need to be impressive or beautifully-written. It 
just needs to be something that expresses your work values and what motivates you. 
For example, your professional mission statement could be something like, ‘It is my goal 
to serve my clients with excellence, honesty, integrity, and with their best interests in 
mind. I am dedicated to developing long-term client relationships. I strive for continued 
professional development through training and studying in order to provide the best 
service for my clients.’ Remember, you’re writing this statement for no-one other than 
yourself, so make sure it speaks to you and truly conveys what you feel. If you use this 
Mission Statement, then everyone will also hold you to your words. 
 

● Make micro-goals, especially SMART ones. These are short-term goals that are specific, 
measurable, attainable, realistic and time-bound. They give you a clear path of little 
steps to follow in order to achieve larger, long-term objectives. It’s important to make 
your goals quantitative so you can measure your performance and set yourself concrete 
deadlines to achieve the task. For example, ‘get more prospective client leads’ is not a 
good goal. It doesn’t have anything to measure it by and doesn’t have any deadline. A 
better goal would be, ‘increase the number of prospective client leads by 15% by the end 
of the second quarter.’ You can then break that goal down into a step by step action plan 
that will define exactly how you will achieve it. This could include increasing your 
marketing efforts, adding a call-to-action on your website that encourages more people 
to contact you, placing an ad in a local newspaper, and any other steps that will help you 
reach your goal and keep you accountable for accomplishing it. 
 



 
 

● Use to-do lists to keep track of everything you need to do. However, make your to-do list 
organized - a long list of 15 things to do can just seem overwhelming and difficult to 
know where to start. To make it more manageable, write down all your tasks and then 
group them into categories, such as ‘finances’, ‘new business’, ‘studies’, and any other 
category that you can think of. Once you have your tasks categorized, highlight the ones 
that need immediate attention and ignore the ones that can wait. Once you’ve done all 
the most important tasks, rewrite your lists and prioritize the remaining things to do. It will 
help if you add deadlines to each task so you can hold yourself accountable for 
completing it on time. One way that often works for most agents we work with is our goal 
sheet. It is a weekly goal list of up to 6 goals. Then, all of the business and personal 
tasks have to line up with the accomplishment of one of the up to 6 goals set for the 
week. 
 



 
 

● Write everything down, including your goals and your to-do lists. Studies show that 
having written goals increases the chance of achieving them by 42% as opposed to just 
having them in your head. Write all your goals down and make a plan for each one. 
Leave them in a place where you constantly see them, as this can help motivate you to 
work hard to make sure you accomplish them. 
 

● Hold yourself accountable for your tasks by evaluating your accomplishments on a 
weekly basis. At the end of the week, take your to-do lists and sets of goals and review 
what you managed to achieve and what you didn’t achieve. Reflect on your performance 
and ask yourself, what did I do well and what can I improve on next week? Even if you 
had an exceptionally great week, how can you do even better next time? If you’ve had a 
bad week, identify what went wrong and develop an action plan to avoid this happening 
again. When you’re analyzing what went wrong, it’s important to accept responsibility 
and not point the finger of blame, even if you feel it’s not your fault. Blaming others 
doesn’t help; instead, look for ways to improve and focus on the lessons learned. 



 
 

● Spend some time reflecting on your strengths and weaknesses. Everyone has areas 
where they shine and others that they struggle in. For example, you may excel at 
building rapport but struggle to close a deal. Or you may be able to write engaging real 
estate blog posts for your website but have no idea how to market them or your services 
on social media. Recognize your strengths and leverage them to help you stand out 
among other real estate agents. At the same time, acknowledge your weaker areas and 
look for ways to improve them. For example, you could participate in negotiating 
workshops or lectures to learn more about how to close deals. Or, you could check free 
online sources to learn more about social media or hire someone to do it for you. This is 
taking responsibility for your professional and personal development and holding 
yourself accountable for being the best estate agent you can possibly be. 
 

● Sometimes it can be hard to identify your own strengths and weaknesses or gauge how 
good your performance is. Rather than relying on your own personal observations and 
opinions, ask for feedback from others. You can ask your close friends and family for 
their opinions on what you do well and areas that you could improve on. Another great 
source is your clients - after all, they’ve had first-hand experience with your real estate 
service. Send emails to past clients to ask if they would spare a few minutes to fill out a 
survey that will help you to learn more about their experience with you. You can create 
surveys online that allows people to fill them in anonymously, which is a more reliable 
way of getting honest feedback. Ask direct questions such as what they liked about their 
experience, what could be better, and would they recommend you to others. Don’t feel 
downhearted if you receive criticism - instead, see it as an opportunity to be a better 



professional. No-one is perfect and constructive criticism is one of the best ways to grow 
and become more successful.This is also a wonderful way to gather client feedback that 
can be used in advertising.  
 

 
 

● If you’re finding it difficult to hold yourself accountable, try getting an accountability 
buddy. This can be a friend, a family member, or a fellow estate agent. Share your goals 
with that person and tell them your accomplishment deadline. They then share their 
goals and deadlines with you. Having your objectives out in the open and totally 
transparent will help you hold each other accountable for getting your tasks done. 
 

● Define the metrics that you will use to measure your accountability. This could be the 
number of new prospective clients that contact you, the number of sales you make, or 
any other outcome that you want to monitor and track. This metric is flexible and can 
change regularly, depending on your priorities. Once you have your metric, your 
short-term goals should be aligned with this and defined using specific deadlines. Once 
the time is up, reflect on your performance and compare your goals to what actually 
happened. If you achieved all your goals, then great! At the same time, you may want to 
ask yourself - were my goals too easy? Did I really challenge myself with these goals? 
You could push yourself next time by making goals that are more challenging. If you 
didn’t achieve them, reflect on the ‘why’ - did you work hard enough? Perhaps your goals 
were too difficult? Having your metrics defined before makes it easier to compare the 
expectations vs reality and help you decide how you can improve your goals and 



performance for the next time. 
 

● Don’t forget to reward yourself too. Holding yourself accountable for achieving your tasks 
and goals is something you should be proud of and something that deserves a treat now 
and again. You can use accomplishments and professional milestones as an indication 
of when you can reward yourself with something that makes you feel good. Tasks, which 
are easily achieved, could be a small reward, like your morning coffee and cookie. Goal 
rewards, which demand more effort and work, could be a pedicure or dinner out. 

 
Being accountable is not only an essential skill in the real estate business; it’s also an important 
life skill. By holding yourself accountable for your actions, you will find yourself looking for ways 
to constantly improve your performance and achieve greater levels of success. 
 

 
 
Cindy Bishop is an active coach specializing in real estate business development. To learn 
more about the world of real estate from managing your business to providing customer service 
that will make you stand out from the rest, check out the articles, special reports, and videos at 
the Cindy Bishop Training site. 
 

https://www.cindybishoptraining.com/


 
 
 



 
 
 


