
3.1 How to Set Your Target Income Goal 
Today is the beginning of your new life as an HIA® and it starts with you setting out to define your 
ideal business. We want you to think big and tell us what you want to consistently take home as 
your gross annual income. Once you have that number in mind, log in to your online portal, navigate 
to the HIA® Goal Calculator, and begin filling in the blanks. You pick the numbers; we tell you your 
target!  
 
How to: 
 

§ Navigate to my.hiacanada.com 
§ Sign-in 

 
§ Navigate to the Goals and Progress Section 



§ Click on HIA® Income Calculator 

 
 

How to Use the Calculator 
  
Step #1 - Enter Your Target Annual Income: The gross amount of money that you want to make 
each and every year. 
  
Step #2 - Enter Your Average CMA Value of your clients: This value represents the average home 
value of your existing clients. If you are just starting out or don’t have this information right now, 
feel free to pick an average number that you best believe represents your real estate business. 
  
Step #3 - Enter the average Tenure (Number of Years in Home) of Your Clients: This number is the 
average number of years, which your clients will live in their home. For example, from 2003 to 
2014, the average tenure of sellers according to NAR was 7.3 years. Source: 2014 Profile of Home 
Buyers and Sellers Presentation, Oct 30, 2014, Jessica Lautz. 
  
Step #4 - Enter Your Take of the Commission Split on the first $100,000: We understand that 
commission can be broken into two components, a percentage on the initial $100,000 and a 
percentage on the balance. In this cell, enter your average percent commission on the initial 
$100,000. 
  
Step #5 - Enter Your Take of the Commission Split on the Balance: How much you expect to earn 
on average. 
  
Step #6 - Enter the Percent of Sellers Also Buy: Enter the Percent of Sellers (Listings) that upon 
sale, will also use your services to buy. Note that some people may move out of your operating 
region upon selling their home. 
  



Step #7 - Enter Your Community Retention Rate: This percentage reflected the number of clients 
that you believe will remain with you each year. If you are offering excellent service, this number 
should remain high. 
  
Step #8 - Enter the Number of Unique Referrals, outside of your Clients: How many unique referrals 
will you get that come from outside of your current client base? Enter this number here. The more 
unique outside referrals you receive; the fewer number of ongoing clients you require. Caution: 
Focusing solely on referral clients is lucrative, however this type of business can lead to both very 
busy and very slow times in your business. 
  
Step #9 - Enter the Percent of Referrals, which Result in a Closed Side: Of the above outside 
referrals, what percent of them will close? Are your referrals typically hot or are they typically cold? 
 
 


