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Hey There Property Management Pro,

Let me be upfront with you...
This guide will not change your life overnight.

It won't instantly double your rent roll,

It won't make you an industry icon (though, that'd be cool),

And it certainly won't sort out your inbox or find you more hours in the day (I wish it
did!).

What this guide will do is show you the exact steps I've used to scale property
management businesses into 6 and 7 figures—with real, sustainable growth. No
gimmicks, no shiny marketing tactics. Just tried-and-true strategies that work when

you do.

There's no quick fix here. But if you apply the strategies in this blueprint—
The same strategies I've developed through years of hard work, trial, error, and the

occasional meltdown— And if you show up, put in the effort, and trust the process...

You'll see the results. Real, measurable, business-changing results. You can double

your results and revenue in a short space of time.

So, how am | going to help you take your property management business to the next

level?

I'm breaking down 6 key strategies to get you moving today—
whether you're just starting out, trying to scale up, or feeling stuck in
the middle of it all.
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But here's the thing...

Implementing the right things at the wrong time won't get you the results you're after.
That's why I'm intentionally sharing just the first 6 steps you need to take. I'm not sharing

everything because | want this to be actionable for you today.

If you're ready for the whole roadmap and want to work with me to put it in place, we should

chat.

CLICK HERE TO APPLY TO WORK WITH ME

But for now, this is where you should begin if you're serious about scaling your property

management business to 6 figures—and beyond.
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Why 7 Figures?
For many property management business owners, the goal of reaching 7 figures isn't

just about income—it's about building a business that's truly scalable and saleable.

Perhaps you're aiming for that milestone to create long-term security for your family.
Maybe it's about positioning yourself to sell your business for 7 figures or more, giving

you the freedom to pursue other ventures or even retire early.

Or it could be about transforming your property management business from a small,
time-consuming operation into a high-performing, scalable business that operates

smoothly without you.

Whatever your motivation, hitting 7 figures is more than just about making money—it's
about creating a business asset that works for you. You didn't start this business just to
give yourself another job. You started it to create freedom, options, and opportunities.
When you scale to 7 figures, it's not just about the profit—it's about building a business

that can run without you and, if you choose, be sold for significant value.

If you want to scale smart and build a business that's not just successful but saleable,

you’re in the right place.
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YOUR WHY?

Before we start working toward those revenue goals (which we'll unpack
together in this guide), let's connect with your why.

Why did you start your business?
Wo you want to hit this milestone?
What will a 7-figure business mean for you, your family, and your future?

Will it mean financial security, more freedom, or the ability to step back and
watch your business thrive independently?

For me, my why is simple: | want to empower property managers and business
owners to scale to 7 figures and beyond, creating businesses that run efficiently
and can be sold for life-changing amounts. | want to help my clients grow into
CEOs of thriving businesses—not just business owners in the daily grind.

So, what's your why? Let's get clear on that and start making it happen.

Got it? Good.
Are you ready to start?

We've got work to do, my friend. Let's do this.
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YOUR SUCCESS

What's my personal definition of success?

What limiting beliefs might be holding me back and aow are they stopping me

from achieving my goals?

How could | reframe or look at these limitations differently or what could | do to

overcome them?

SIDEKICK



07| THETHE 7-FICURE BUSINESS BLUEPRINT

STEP 1
GET CLARITY - SET YOUR VISION AND GOALS

Before you can scale your business, you need absolute clarity on where you
want to go. It's not enough to say "l want to grow"—you need to define what
that growth looks like. What are you aiming for? Is it a revenue target? A team
size? A saleable asset? Your vision is the blueprint for your business, and without

it, you're just moving in circles.
Get Clear on Your Long-Term Vision:

What do you want your business to look like in 3, 5, or even 10 years? What's the
big picture? It's tempting to get stuck in the day-to-day tasks, but real growth

starts with zooming out and looking at the future you want to build.

Your vision should be bold, even a little scary. If your goal doesn't make you
nervous, you're probably playing too small. Forget the "how" for now, and just
focus on what excites you. Maybe it's hitting 7 figures in annual revenue, or
perhaps it's about building a business that can be sold for a large profit.

Whatever your dream, it starts with getting clear on it.

The Short-Term Goals That Drive Your Big Vision: Once you have your long-
term vision, it's time to break it down into shorter, actionable goals. What does
the next 12 months look like? What needs to happen in the next 90 days to
move the needle? These smaller goals are the stepping stones toward your

ultimate destination.

SIDEKICK



08| THE THE 7-FICURE BUSINESS BLUEPRINT

Your Revenue Goal: In business, numbers speak. What revenue do you want to
achieve? A 7-figure business isn't just about bringing in money—it's about
creating something that can scale and ultimately be sold if that's your goal.
Setting a bold revenue target not only gives you something measurable to aim

for, but it also helps you plan for the resources you'll need along the way.

Why Revenue Isn’t Enough: Revenue is great, but it's not the whole picture.
We have asset value to consider as well as the important figure of profitability.
Profitability is key, and as your revenue grows, so will your expenses. More
clients may mean hiring more staff, outsourcing, or investing in tools and
systems. Growth isn't just about hitting the next revenue milestone—it's about

building a business that runs efficiently and profitably as it scales.
Take Action Today: Don't just set the goal—make it visible. Write your revenue

target down and place it somewhere you'll see every day. This constant

reminder will help you stay focused and keep moving towards that goal.
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REFLECTION QUESTIONS:

What is your ultimate vision for the business?

In 3-5 years, what would you like the business to be worth?

OR What would success look like for you in terms of revenue and profit?

Where would you like your revenue to be in 12 months? What monthly or

annual revenue would make you proud?

What is your revenue gap between where you are now and where you want to
be in a year? i.e. What is your current current monthly revenue and desired

monthly
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REFLECTION QUESTIONS:

If nothing changed in your business today, would you hit your one-year revenue

target?

How would it feel to reach your dream revenue goal in 3 years? What changes

would it make in your life, both personally and professionally?

How would you feel if you were still where you are?

Where would you like to be in 90 days? What is one thing you can do RIGHT

NOW that will move you towards that goal?

Action Step: Set your revenue and business growth goals now. Write them
down and place them somewhere you'll see them every day. What are the
specific actions you need to take in the next 90 days to start closing that

revenue gap? List them out, and commit to taking action.
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STEP 2
FOCUS ON MARKETING AND SALES

The reality is this: You could have a well-oiled machine of a business, an amazing
team, and rock-solid systems, but if you're not prioritising marketing and sales (the
sale of your service, not the sales department) , your growth will stall. For many
business owners, marketing often takes a backseat to the urgent, day-to-day work.
But here's the truth—focusing on client acquisition is the key to scaling your

business to 7 figures and beyond.

Making Time for Marketing
You're busy, we get it. But if marketing and lead generation isn’t getting your
attention, your growth will plateau. So the question is: Do you have time blocked out

for it? If not, it's time to reevaluate your schedule.

If marketing isn’t your strong suit, delegate. Who on your team can take ownership
of this? Or, do you need to outsource? The key is ensuring someone in your business

is always responsible for keeping the leads flowing.

Prioritising Lead Generation: You Need a Plan and a Funnel

A solid lead generation strategy isn't a one-off task—it's a well-thought-out plan. As a
property management business, you need a funnel that consistently attracts new
investors and property owners, nurtures them, and eventually converts them into

clients.

Start by asking: What's your current lead-gen process? Do you have a clear
marketing funnel in place? Are you putting yourself in front of potential clients
consistently, whether that's through paid ads, content marketing, referrals, or social

proof like client testimonials?
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Lead generation is about visibility. It's about showing up consistently where your
ideal clients spend their time and offering them valuable insights. Having a clear

plan, with set targets and actions for each stage of the funnel, is crucial.

Systemising Your Lead Follow-Up
Here's where a lot of businesses stumble: following up. Lead generation is one part

of the equation, but the real power is in consistent, structured follow-up.

What's your current lead tracking process? If you're working off post-it notes, or
relying on memory, that's a problem. You need a CRM (Client Relationship
Management) system that captures all lead interactions, touchpoints, and next steps

—whether that's a follow-up email, phone call, or nurturing campaign.

Create an automated system that ensures no lead falls through the cracks.
Remember: persistence is key. Many leads need multiple touchpoints before they're

ready to convert.

Crafting a Strong Sales Process

At the end of the day, converting leads comes down to having a well-crafted sales
process that addresses your client's pain points and demonstrates your value.
Property investors and owners want solutions to their problems—whether it's

reducing vacancies, increasing rental yields, or growing their portfolios.

Are you clearly communicating how your service meets those needs? What
differentiates you from the competition? Understanding how to craft unique
messaging that positions your business as the solution to their challenges is what
will help you stand out in the market—and command better fees. It's about showing

potential clients the long-term value you bring to their investments.
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REFLECTION QUESTIONS:

Have you blocked out time for marketing and lead generation in your schedule?

Or, is it constantly falling to the bottom of your to-do list?

Who's in charge of lead generation in your business? If it's not you, have you

delegated or outsourced this responsibility to the right person?

Do you have a clear marketing funnel in place, with specific actions for

attracting and converting new clients?
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How well are you following up with leads? Are you relying on post-it notes, or do

you have a structured CRM system to track your lead nurturing process?

What's your unique sales message? How are you positioning yourself differently

from competitors, and how are you solving your clients’ pain points?

Are you clearly showing potential clients the value you bring to their property

portfolios and why you're worth the investment?

Action Step:

Take 30 minutes to review your current lead generation strategy. Identify the gaps—
whether that’s in your marketing plan, follow-up systems, or sales messaging—and
write down one action you can take this week to improve. Whether it’s blocking out
time for marketing, refining your follow-up process, or delegating lead generation to

a team member, commit to making lead gen a non-negotiable part of your business.
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STEP 3
BUILD A TEAM YOU CAN TRUST

As a business owner, one of the biggest growth challenges you'll face is realizing
that you simply can’t do it all on your own. To scale your property management
business to the next level, you need to hire the right team, delegate effectively, and

trust them to own key responsibilities.

Delegation: Let Go of the Control to Free Up Your Time
For many business owners, letting go of tasks is difficult. There's a fear that no one
else can do the job as well as you. But the reality is that holding on to everything will

limit your business's growth.

Ask yourself: What tasks are consuming your time that could be better handled by
someone else? Whether it's admin work, accounts, book keeping, leasing,
inspections, social media or maintenance coordination—these are all areas where
you can delegate to free up your time to focus on high-impact activities like business

development and strategy.

Onshore vs. Offshore: Finding the Right Balance
Building your team doesn’t mean you have to hire full-time, in-house staff for every
role. Today, successful property management businesses are finding the perfect

balance between onshore staff and offshore support.

Onshore team members can focus on client-facing roles, managing relationships,
and overseeing key operations. Offshore or outsourced professionals can handle
back-office tasks, including administration, tenant inquiries, data entry, social media
and follow up, Finding the right balance between onshore and offshore support can

significantly reduce your operational costs while still delivering high-quality service.
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Outsourcing Key Functions: Inspections, Admin, and Maintenance Coordination
If hiring isn't in your immediate plans, outsourcing specific functions is an excellent
way to lighten the load without the overhead of additional full-time staff. Many

property management businesses are outsourcing tasks like:

e Routine inspections: Outsourcing inspections to specialised companies allows
you to maintain high standards without overwhelming your internal team.

o Administrative tasks: Virtual assistants or offshore teams can take care of tenant
inquiries, paperwork, and data entry. There are even onshore phone answering
services!

e Maintenance coordination: Companies specializing in maintenance can handle
everything from tenant requests to liaising with tradespeople, freeing up time for

your core team to focus on higher-value tasks.

Outsourcing gives you the flexibility to grow without the pressure of hiring full-time

staff for every function.

Building Trust Through Systems and Communication

Delegating or outsourcing isn't about completely handing off responsibility—it's
about creating systems that ensure accountability and consistency.

What processes do you have in place to ensure work gets done to your standard? Do
you have clear guidelines, performance metrics, and communication channels to
keep things on track? When you build robust systems and regularly check in, you
can trust that your team or outsourced partners are delivering, without needing to

micromanage.
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Letting Go: Focus on Leadership, Not the Day-to-Day
To truly scale your business, you need to shift your focus from day-to-day operations
to leadership. If you're still involved in every detail, from tenant inquiries to

maintenance follow-ups, you're not leading—you're operating.

As the CEO, your role should be focusing on strategy, business growth, and
leadership—not getting stuck in the daily grind. When you build a team you can
trust and create systems to support them, you'll have the freedom to focus on what

really matters: scaling your business and driving growth.
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REFLECTION QUESTIONS:

What tasks are you currently handling that someone else could do? How much

time could you save by delegating or outsourcing?

Are you still spending too much time on day-to-day operations? How can you

shift your focus toward leadership and growth activities?

What systems do you have in place to ensure consistency and accountability

when you delegate or outsource work?

What's the next role or function you need to delegate or outsource in order to

scale your business effectively?

SIDEKICK



19| THETHE 7-FIGURE BUSINESS BLUEPRINT

STEP 4

SYSTEMISE & AUTOMATE TO SIMPLIFY AND STREAMLINE
EVERYTHING

As your property management business grows, so do the complexities of day-to-day
operations. The sheer volume of tasks—from maintenance requests to tenant
communication—can quickly become overwhelming. Without the right systems in
place, it's easy to get bogged down in the details and lose sight of growth. That's

why systemising and automating your business is essential to scaling efficiently.
Why Systems Are Your Secret Weapon

Systems allow your business to run smoothly without requiring your constant
involvement. Think of systems as your business’s autopilot—when set up correctly,
they ensure that tasks are completed efficiently and to a high standard, even when

you're not there to oversee them.

But systems don't just help with delegation—they're key to maintaining consistency
and quality control as your team grows. Whether it's handling tenant inquiries,
processing maintenance requests, or onboarding new clients, every aspect of your

business should be backed by a clear, repeatable system.

The goal? Freeing you from the operational grind so you can focus on what really

drives your business forward.
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Automation: Your Time-Saving Superpower

Automating certain functions of your business can dramatically increase efficiency
and reduce errors. But it's more than just a productivity hack—it's about creating a

seamless experience for both your clients and team.

Here are key areas where automation can transform your business:

e Tenant & Owner Communication: Automated email and SMS reminders for rent
payments, lease renewals, maintenance updates, and inspection notices.

e Maintenance Management: Automated workflows for maintenance requests—
assign tasks to the right person, track progress, and keep tenants updated
without lifting a finger.

e |ead Nurturing & Client Follow-Up: Automated email sequences for prospective
clients and leads that keep you top of mind, without needing to manually follow
up.

o Task Management & Reporting: Use task management software to automatically
assign and track tasks for your team, and set up automations to trigger
communication or other workflows

e Client surveying: There are automated platforms that allow the collection of
feedback and generation of more reviews, if you don’t have time to do this
manually consider how you could automated it through an external platform our

your existing systemes.

Automation takes the manual effort out of repetitive tasks, leaving you more time to

focus on high-value activities, like growing your portfolio and client relationships.

SIDEKICK



21 THE THE 7-FICURE BUSINESS BLUEPRINT

Systemising to Let Go and Build Trust

Let's be honest—Iletting go of control can be tough, especially if you've built your
business from the ground up. But creating clear systems allows you to delegate with
confidence, knowing that your team has the framework to follow through. When
systems are in place, everyone knows what's expected, which minimizes mistakes

and increases accountability.

When systemising your business, focus on areas that are typically complex and time-

consuming, like:

e Client Onboarding: Create a step-by-step onboarding process for new landlords
and properties that your team can easily follow that ensures consistent service

e |ease Renewals: Develop a comprehensive system for tracking lease renewal
dates, initiating communication with landlords and tenants early, and managing
the renewal process efficiently.

e Vacating Tenants: Establish a systemised vacating process, including tenant

communication, bond refunds, final inspections, and owner updates.

The ROI of Systems & Automation

One of the most overlooked benefits of systemisation and automation is how much
time and energy you'll save, which increased profitability. No more chasing down
team members for updates or double-checking tasks—you’ll have a business that

runs like a well-oiled machine.

But beyond time savings, systems also increase your business's value. A company
with solid processes in place is going to be more compliant and sale ready, making
more attractive to potential buyers or investors because it can operate
independently of its owner. Building systems doesn’t just make life easier—it sets

you up for a profitable exit when the time comes.
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REFLECTION QUESTIONS:

What repetitive tasks are currently taking up the bulk of your time that could be

automated or systemised?

How strong are your current processes for tenant Management, maintenance

requests, and client onboarding? Are there any gaps or inconsistencies?

Where are the bottlenecks in your day-to-day operations? How could systems or

automation eliminate them?

What tools or software could you implement to automate routine tasks? Are you

making full use of the technology available to you?
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STEP 5
INVEST IN YOUR OWN DEVELOPMENT

As a business owner, the most valuable asset in your business is you. If you want to
see consistent growth, then investing in your personal development is non-
negotiable. Building a successful property management business isn't just about
mastering operations or scaling your portfolio—it's about developing the leadership,

business acumen, and personal resilience to drive long-term growth.

Why Investing in Your Own Growth Matters:

When you grow, your business grows with you. Whether it's improving your
leadership skills, understanding financial metrics, or learning how to better manage
your time—your business is a direct reflection of your abilities as its leader. If you're
not continuously learning and evolving, you're missing out on new strategies,

opportunities, and innovations that could accelerate your business growth.
What to Focus on for Maximum Impact:

e Financial Acumen: Mastering the numbers is key to building a thriving, saleable
business. Understanding your cash flow, profit margins, and key financial metrics
will give you the confidence to make smart, data-driven decisions.

e Leadership Development: As your team grows, so will your need to lead and
inspire them. Invest in learning how to empower your team, communicate
effectively, and lead by example.

e Resilience & Mindset: Entrepreneurship is not for the faint-hearted. Investing in
personal resilience training, time management techniques, and mindset
development will help you stay grounded through the inevitable challenges that

come with running a business.
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REFLECTION QUESTIONS:

How clear are you on your financial numbers and metrics? Do you know which

numbers will move your business forward?

What are the key leadership skills you need to improve? Are you empowering your
team effectively, or are you still doing too much yourself? Where could your

leadership be stronger to unlock more autonomy and ownership within your team?

What skill gaps are holding you back? Whether it's understanding your financials,
mastering your leadership, or becoming more strategic—what areas of personal
development do you need to focus on to become a stronger, more capable business

leader?

How resilient are you when things don’t go as planned? How do you handle stress
and setbacks? What tools or strategies can you implement to help strengthen your

resilience and keep you grounded during difficult times?
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STEP 6
STAY CONSISTENT WITH YOUR PERSONAL STRUCTURE

You've got your vision, your team, your systems, and your growth plan in place—but
none of it matters if you're not consistent in showing up. This final step is all about
maintaining momentum through personal structure and discipline. Because
success isn't about working harder, it's about working smarter—and showing up

every single day with intention.

Why Personal Structure Is Key:
As a business owner, your time is your most valuable asset. Without clear
boundaries, routines, and a structured approach, it's easy to get caught up in the

daily grind and lose sight of the big picture.

Successful entrepreneurs know the importance of staying focused and consistent,
not just in their business, but in their personal routines. The real magic happens

when you align your habits and time management with your goals.
Consistency is the foundation that supports every other element of your business

strategy. Whether it's making time for strategic thinking, following up on leads, or

checking in with your team—being disciplined with your time and energy is crucial.
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STEP 6
STAY CONSISTENT WITH YOUR PERSONAL STRUCTURE

Key Areas to Focus On:

Time Blocking for High-Impact Tasks: Not all tasks are created equal. Identify the
high-impact activities that drive your business forward, like lead generation, team
management, or strategic planning. Block out specific time in your calendar to work

on these tasks without distractions. Consistency here will make all the difference.

Setting and Sticking to Boundaries: To avoid burnout, it's essential to protect your
personal time. Set clear boundaries between work and personal life. Establish
specific work hours, and stick to them. Saying “no” to things that don't align with

your goals will give you more time for what truly matters.

90-Day Planning: Break your long-term business goals into 90-day plans. What can
you realistically achieve in the next three months that will move the needle for your
business? This makes big goals feel manageable and keeps you on track with

consistent progress.

Daily Habits That Align with Your Vision: Success is built on the small, consistent
actions you take daily. Build habits and routines that support your business goals—
whether it's dedicating time to personal development, checking in with your team,

or reviewing your financials regularly.
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REFLECTION QUESTIONS:

Are you setting aside time each day or week to focus on the high-impact activities

that will drive your business forward?

How disciplined are you with your time? Do you protect your work hours, or are you
constantly distracted by less important tasks? What can you eliminate or delegate

to stay focused?

How clear are your boundaries between work and personal life? Are you saying "no"
enough? Where can you create stronger boundaries to avoid burnout and improve

your productivity?

What daily habits are helping you move toward your vision? Are your routines
supporting your goals, or are they holding you back? What new habits can you build

to ensure you stay consistent and focused?
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STRATEGY IN ACTION

One of our clients was a property management business owner whose portfolio

had been stagnant for years.... Here's how they scaled:

e Mindset Shift: The owner embraced a growth mindset, setting ambitious
goals and delegating more responsibility to their team.

e Streamlined Operations: We implemented systems that freed up the
owner's time to focus on growth, including automating maintenance
requests and tenant onboarding.

« Marketing and Lead Gen Focus: We designed their whole marketing funnel
to increase brand exposure and lead generation organically.

e Outcome: Over two years, the business grew by 58%, adding $358,000 in

additional annual management income.

Another client, a smaller agency, was looking to maximise their return before

exiting the business. Here's what worked:

e Delegation: By hiring virtual staff and adopting key automation tools, the
director freed up time to focus on growth.

e Lead Gen Focus: By re-engaging with old leads and referral partners we
were able to find a whole bunch of opportunity sitting right under her nose.

¢ Outcome: In just one year, the agency added 50 new managements,

generating an extra $500K in value for her sale.
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