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The insights, systems, and strategies shared in this book are based solely on the personal professional experiences and operational choices made by the authors during the early stages of their real estate careers. Please note that these experiences, strategies, and results are not typical and will vary significantly based on your local market conditions, specific state regulations, brokerage policies, and individual circumstances.

This content is intended for educational purposes only and does not constitute, and should not be construed as, professional legal, financial, or tax advice. Real estate laws, business requirements, and commission standards are subject to change and vary by jurisdiction. You should not act or refrain from acting on the basis of any content included in this book without seeking appropriate professional advice from a licensed attorney, a qualified tax professional, or your sponsoring broker regarding your specific situation and compliance obligations. Reference to any specific forms, tools, or procedures should be verified against current guidelines from your local governing authority.

The authors are committed to the principles of the Federal Fair Housing Act and all applicable state fair housing laws. Nothing in this book should be construed as encouraging, endorsing, or facilitating any practice that discriminates on the basis of race, color, national origin, religion, sex, familial status, disability, or any other protected class under federal, state, or local law. Real estate professionals are required to comply with all applicable fair housing laws and are encouraged to seek guidance from their broker and legal counsel regarding their obligations.

No portion of this book may be reproduced, distributed, or transmitted in any form or by any means, including photocopying, recording, or other electronic or mechanical methods, without the prior written permission of the authors, except in the case of brief quotations used in reviews and certain other noncommercial uses permitted by copyright law.

REALTOR® is a registered trademark of the National Association of REALTORS®. All other trademarks, service marks, and trade names referenced in this book are the property of their respective owners.
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To Fiooze.

My partner in every sense of the word. In business, in life, in the quiet moments and the big ones. You believed in this before it was a book. You believed in me before I always believed in myself. None of this exists without you and I would not want any of it without you either.

To our family.

The ones who cheered the loudest, sacrificed the most, and never once asked us to shrink the dream to make it more comfortable. You are the reason we build the way we build.

To the mentors who saw us clearly.

You know who you are. Your words live in these pages even when your names do not. Thank you for telling the truth when it was easier to say nothing.

To the clients who trusted us first.

Before the track record. Before the testimonials. Before any of this. You took a chance on us, and we have never forgotten what that meant. This book is partly your story too.

To the new agent who picked up this book.

The one who is uncertain and brave and building anyway. This was written for you. Every single word.

And to Royce.

The beat of my heart. My greatest why. Everything I build, everything I write, everything I become is so that one day you will look at your grandmother’s life and know without question that anything is possible when you show up fully and refuse to quit.

This one is for you, baby.

With everything I have and everything I am,

Shondrea
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Let me start by saying this: whatever you’re feeling right now is valid.

If you passed your licensing exam, celebrated for a day, and then sat down at your desk and thought now what, you’re not alone. If you’ve been showing up every day with a fire in your chest and a question mark in your head, you’re not alone. If you chose this career with every ounce of certainty you had and still found yourself wondering whether you had what it takes to actually make it, you are not alone.

I know because I felt all of it.

I walked into real estate knowing this was exactly what I was supposed to do. Not guessing. Not hoping. Knowing. And still, my first ninety days handed me a level of uncertainty I was not prepared for. I second-guessed my words. I second-guessed my decisions. I second-guessed myself. And the hardest part wasn’t the doubt. It was that nobody around me seemed to be talking about it.

That’s the thing about this industry. It will celebrate you when you close. It will cheer when you hit a milestone. But those early days, the days before any of that, when you’re building something from nothing with tools nobody gave you? Those days are mostly silent.

This book is me breaking that silence.

What I’ve written here is not a textbook. It is not a highlight reel. It is not a collection of scripts that worked for someone else in a market you’ve never been to. This is the conversation I wish someone had pulled me aside and had with me, honest, direct, and rooted in real experience.

In these pages we’re going to talk about the mindset shift that licensing school never covers. We’re going to talk about money, the real timeline, the real math, and why you need to know it before you need it. We’re going to talk about building your brand before you have a single deal to your name. We’re going to talk about AI and how it’s reshaping this industry right now, and why setting up your systems early is one of the smartest things you can do. And we’re going to talk about the emotional weight of slow seasons, lost deals, and the days when you wonder if you made the right choice.

Spoiler: you did.

But knowing that isn’t enough. You need tools. Real ones. The kind that were never handed to you with that license.

That’s what this book is for.

I wrote it for the agent who is brand new and brave enough to admit they don’t have it all figured out yet. I wrote it for the person who chose this career on purpose and deserves to build it on purpose. I wrote it for the version of me that sat at that desk in those first ninety days and needed someone to say, I see you, I’ve been there, and here’s what I know.

Consider this your somebody.

Now let’s get to work.

Dr. Shondrea Harroon

Licensed REALTOR® | Harroon Realty Group

Dr. Shondrea Harroon

Licensed REALTOR® | Harroon Realty Group
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Let’s be honest about something right out of the gate.

You studied. You sacrificed weekends. You sat through hours of material that felt more like a law school prerequisite than preparation for selling homes. You passed the exam, paid your fees, and walked away with a license in your hand feeling like you had just unlocked something big.

And you had. Just not what you thought.

Here’s what your real estate license actually gives you: legal permission to practice. That’s it. It gives you the right to sit at the table. It does not tell you how to find the table, who’s already sitting there, or what to say when you finally pull up a chair.

Nobody tells you that part. And that silence is exactly where most new agents start to unravel.

I remember the feeling well. There’s this surge of excitement right after you pass, this sense of arrival, like the hard part is behind you. And then reality settles in quietly, the way it always does, and you realize the license was just the beginning. The real work, the work they never covered in class, starts the moment you walk out of that testing center.

So, let’s talk about what the license doesn’t give you, because this is the conversation that could have saved me a lot of confusion in those first few weeks.

It doesn’t give you clients.

This one surprises people more than it should. There is no pipeline waiting for you on the other side of your exam. No leads are transferred to your name when your license is activated. No one is sitting somewhere hoping a brand-new agent with zero transactions will call them today. Clients have to be built, earned, and cultivated. That process starts on day one, even before you feel ready.

It doesn’t give you a brand.

Your name is not yet a name in this industry. That is not an insult, it is simply the truth. Branding is something you build intentionally over time through consistency, visibility, and the experience you give people. A license tells the state you are qualified. Your brand tells the market why they should choose you. Those are two very different conversations and only one of them happens automatically.

It doesn’t give you a business.

This is the one that catches most new agents completely off guard. Real estate is not a job. It is a business. And running a business requires infrastructure, systems, financial planning, and a strategy that goes far beyond showing homes and writing offers. You are now the CEO, the marketer, the customer service department, and the accountant. Your license gave you permission to operate. It did not hand you an operations manual.

It doesn’t give you confidence.

Confidence in this industry is earned through repetition, preparation, and experience. You will not feel fully confident on day one and that is completely okay. What matters is that you show up anyway. Confidence follows action. It rarely precedes it.

Now here is what I need you to hold onto as you read this.

None of what I just said is meant to discourage you. I said it because the agents who make it past year one are almost always the ones who stopped waiting to feel ready and started building anyway. They understood early that the license was a door and they were responsible for everything on the other side of it.

You chose this industry for a reason. That reason is enough to get started. But clarity about what you actually have in your hand right now, and what you still need to build, is what will keep you moving when things get hard.

And things will get hard. We’ll talk about that too.

For now, I want you to do something before you move on to the next chapter. Grab a notebook or open a note on your phone and answer these three questions honestly:

1. Why did I choose real estate?

2. What does success look like for me at the end of 90 days?

3. What do I believe I am still missing?

That last question is the most important one. Because what you name, you can address. And addressing it early is the difference between an agent who figures it out eventually and one who figures it out on purpose.

You’re reading this book. That already puts you ahead.

Let’s keep going.
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Can I be honest with you about something?

Most new agents choose their brokerage the same way they choose a gym membership. They walk in, someone smiles at them, the place looks nice, and they sign up. And just like that gym membership, they show up for a few weeks, realize nobody is actually going to make them work out, and then quietly stop going.

Choosing a brokerage is one of the most important business decisions you will make as a new agent. And most people make it without treating it like one.

I get it. When you are brand new, you are just excited to get started. You want to get your license hung somewhere and begin. The urgency feels real because it is real. But slowing down long enough to make the right choice here will save you months of frustration, lost momentum, and in some cases, starting completely over at a new firm.

So, let’s talk about what actually matters.

What most new agents look for:

They look for name recognition. They look for the brokerage with the most yard signs in their neighborhood or the one their cousin used to buy a house seven years ago. They look for the highest commission split because someone told them that was the most important number. And sometimes, if they are being really honest, they look for whoever called them back first.

None of those things are wrong on their own. But none of them are enough on their own either.

What you should actually be evaluating:

Training and support.

This is the

Culture and community.


Broker accessibility.


Technology and systems.


The commission split conversation.


A word about big box brokerages vs. independent firms.



Before you sign anything:
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