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		INTRODUCTION

		The real estate field is one of the most exciting career choices you can consider. Millions of people have considered entering the real estate field, comparing themselves and their abilities to real estate agents they know. Family members and friends tell them, “You should sell real estate!” They often view what Realtors do as easy money. You may be thinking the same thing most people do about Realtors. My first response to those thoughts is that what you perceive from the outside looking in may not be the whole truth about the profession. What many people deem to be easy can often be truly difficult when viewed up close.

		According to the National Association of Realtors, the median income for all Realtors is $36,700. The median income for brokers or broker associates is $49,300. This clearly shows that the more educated you are in real estate skills and techniques, the more income that you make. Your goal should be to educate yourself regularly so you can increase your income. The National Association of Realtors is the largest professional association in the field, representing nearly 1.2 million members involved in all aspects of the real estate industry. They are regularly evaluating the profile of their members in demographic, economic, and professional characteristics. As a new agent, you must be prepared to work hard and diligently to achieve success.

		My desire is not to paint a bleak picture, just an accurate one. The truth is that with the right steps, desire, and determination, you can earn two, three, or even four times the median income in your first year. I have one absolute belief. That belief is, If I can do it, so can you. My journey into real estate started in 1989 when I moved back to Portland, Oregon. I had closed my event promotion business in Denver and was searching for my next career.

		I was truly at a crossroads in my professional life. I was twenty-seven years old and had little to show for the six years I had worked after college. The selection of my career was of paramount importance this time.

		My desire for a career that enabled me to control the income, the time invested, and, ultimately, the outcome was enormous. I truly wanted the fruits of my labors to be immense. I wanted the reward for my hard work to come to me, not someone else. Maybe you are feeling that way right now.

		I was frustrated and discouraged that my last six years of work had not produced more wealth. This was not how I had imagined myself at twenty-seven years old. People often enter real estate sales from similar circumstances. They try many other job options and careers and finally find their way into real estate sales. They blossom in the flexibility of hours. They embrace the opportunity to earn any amount of money they desire. They want to build a business that allows them to continually increase their income by 20 percent, 30 percent, or even 50 percent annually. Those were all the things I wanted as well.

		There is nothing more exciting than starting a new venture. For me, the new venture of real estate sales started in December of 1989. I recall that I struggled starting out as most agents do. You, like me, will have that lost feeling many times early in your career, the “Why am I doing this? Is it really worth it?” feeling. Those feelings can be compounded when the income doesn’t come as fast as the bills and when there is a lot of month at the end of the money.

		One of the challenges in real estate is learning to budget your money. Especially early in one’s career there can be a long span of time between commission checks. You have to avoid the temptation to spend it all. To hold some of the money back in savings is a skill that needs to be learned.

		For many people it will also be the first time they are responsible for their own taxes. For years we work as an employee and now we are entering the independent contractor world in real estate. We must learn to save a portion of each commission check to pay the taxes on the earnings. I, like most agents, learned that lesson the hard way. My first year in the business I didn’t save the money for my taxes. When tax time came around I needed to sell a few houses just to pay the tax bill. Fortunately I had to be taught that lesson only once. There are many agents who replay that song year after year after year.

		One of the principles that I have learned in the last twenty-one years since that start in December of 1989 is this: Success comes to those who are willing to persist a little longer. When you have those feelings of frustration and discouragement in your career, you will have to choose to control them or they will eventually control you.

		In the end we all have those feelings. It’s what actions we take that matter most when we have those feelings. I had them all the time early in my career. I used them to fuel the fire of personal development. If I had not gotten hooked on the books and audiobooks that changed my life, I would not have had the career in real estate sales that I did. You obviously have the same desire that I had early in my career or you would not be reading this book. The quest for personal expansion of knowledge and skill lasts a lifetime. We should never stop learning.

		I have a story I like to tell at speaking engagements: It’s commencement day at a large university. Two students who are set to graduate later that day are walking through the commons rather excited about the day’s activities. One student says to the other, “I am so excited to graduate today. I am so tired of studying and reading that I won’t read another book for as long as I live.” They both agree and laugh and keep walking. What they don’t know is the president of the university is walking behind them and he hears this exchange between the graduating seniors. The university president is disappointed that these two graduates don’t understand the value of an education while at his institution. The university and faculty didn’t fire up their furnaces of learning while they were there.

		In the end these students didn’t even understand the word commencement. They were going through a commencement exercise later in the day without the true knowledge of what it was about. The word “commencement” means “the beginning.” They were at the beginning of their educational lives, not the end. They were at the point when the studying and the books they read from that point forward would have the biggest impact on how their lives turned out. Yet they missed one of the key elements of the university experience, which is to acquire the desire to be a lifelong learner.

		My friend Jim Rohn describes it best: “Your formal education will make you a living, your personal education will make you a fortune.” Jim is a brilliant man and absolutely right. Once I learned and applied this quote of Jim’s, my life was transformed.

		At the time I entered real estate sales in late 1989, I didn’t need all five fingers of one hand to count the number of books I had read in the six years since I had left Willamette University without graduating. Nor did I need those five fingers to count the number of seminars that I had attended. And sadly, I could also count on one hand what I had in my savings account and checking account. I was to find out later there was a direct correlation between all those numbers.

		Since that point I cannot count the number of books that I have read or the number of seminars that I have attended. I don’t know how many tape series I own or how many times I have listened to each one. My income and savings have dramatically increased as well. I do not say this to brag but to encourage. I truly believe if I can achieve what I have achieved, you can also. God gave us all tremendous gifts; our job is learning to apply and utilize them to expand our influence and wealth for our families, our communities, and the world.

	
		CHAPTER 1
SELECTING THE RIGHT COMPANY

		Welcome to your new career in real estate! You have chosen what is for many people a very challenging and rewarding labor of love: selling real estate. The fact that you are here, reading this book, is a good sign: You are already looking for an edge, advantages, and knowledge that will help push you to the top of your profession. So let’s begin.

		FIRST THINGS FIRST

		It’s very easy to get swept away in the emotion and excitement of your new career, to have dollar signs in your eyes without thoroughly researching the facts. Although it is important to dive into your career headfirst, it is also essential to make sure both of your eyes are wide open. You need to research, learn, and prepare for your new profession because, ultimately, the company that you select to first “hang your license” with can make or break your career. As such, you must begin your new career before you get your license.

		
			Licensing Training Programs

			Many real estate companies offer licensing training programs. These programs will help you prepare for and pass your state and national licensing exams. Some of these firms teach you through classroom programs aimed at meeting the minimum requirements in your state, and often these classroom programs are augmented with tapes, workbooks, and other materials that you can study outside of the classroom.

			In addition, many firms offer their own pre-licensing programs at no cost to you; others will charge you a few dollars to attend. There are some that will pay for these programs and even the cost of the state and national exams. These firms usually will deduct these fees from your first commission check. If you are comfortable with a couple of offices, you might consider the one that is willing to invest in your career financially. Seeking out the best firm for you and talking with them will also help you begin networking within the real estate industry.

		

		SELECTING THE RIGHT COMPANY FOR YOU

		Choosing a job for yourself is easy, right? Find a company that is hiring, offer your services, agree on money, and it’s all done. If it were only that easy.

		Truth is, there are scores of questions you need to ask both the firm and yourself. You must discover what the company can do for you, as well as how you will benefit the company. The situation should be mutually beneficial to you and your office. So what should you look for when searching for the best company for you?

		WHAT EVERY GOOD REAL ESTATE COMPANY HAS

		When you sign on with a company, you become an extension of that organization. Before you ever meet a client, he will already have an opinion of your company, and that opinion will influence what your client thinks of you. Learning how to identify a company with a solid history and positive standing in the community is essential to cultivating business and developing your career. A good real estate company, one that will provide you with the resources to succeed, will have several qualities.

		A Solid Reputation Is Essential

		The reputation of the company is critical. Remember, you are an extension of the company you work for. Until you are able to build a clientele and a following of your own, you will be relying solely on the company’s reputation. A buyer or seller will have a positive or negative impression of your company based on its reputation before you ever work with her. That reputation will be based on the success of the company, such as the market share it has achieved and the number of homes it lists and sells annually. The company’s involvement with the community is also important.

		
			Until you are able to build a clientele and a following of your own, you will be relying solely on the company’s reputation.

		

		A Passion About Customer Service Is a Must

		A company’s customer service model and service reputation are also important factors. Real estate sales is a service-oriented business where one is paid for results. To be successful, real estate agents must be customer-focused while carefully monitoring time and revenue invested to complete the job. First, you must be committed to providing outstanding customer service. Second, the company you select to work with must share your passion for customer service and must be committed to helping you achieve the level of customer service required to be successful. How you treat your clients, past and present, has a direct bearing on getting listing contracts from a seller and getting that home sold and closed, which is every agent’s desired result. Similarly, your ability to secure your representation of the buyer, find him a home, and close the deal is dependent on your level of customer service.

		
			The company you select to work with must share your passion for customer service and must be committed to helping you achieve the level of customer service required to be successful.

		

		
			There Is No Second Place

			As a real estate agent, you are assuming a big risk by putting in a lot of time, effort, and even money in hopes of achieving a sale. There will be times when you work extremely hard for your client but the home never sells or your client never makes a purchase. Real estate agents get compensated for only the final result. Unlike horse racing, where they pay for Win, Place, and Show—first, second, and third—in real estate you get paid only when the house sells or closes. There is no second place, so you and the company you choose must be results-oriented. And good results are a product of good customer service.

		

		Strong Listing Companies Help a New Agent

		Make sure any companies you are considering are strong listing companies. Working for a strong listing company ensures you will have an opportunity to work with a lot of buyers. Most new agents work with more buyers than sellers. Buyers are easier to attract and create relationships with. They are not entrusting their largest asset, their home, to a new agent.

		A listing is a contract with a seller to exclusively represent her in selling a home. If an agent acquires a listing, prices the home appropriately, and sells the house, then the agent will get paid. A strong listing office can dramatically help an agent early in her career. When agents and offices have an abundance of listings, they also receive a high volume of ad calls and sign calls. The ad and sign calls lead to buyers and often sellers.

		There is an old saying in real estate: “You list, you last.” The most successful and productive agents are the agents who focus on listing property, for a regular diet of new listings is the engine that drives the train. To be truly financially successful in real estate sales without having to work all hours of the day and night and on weekends, becoming a strong listing agent is imperative. Aligning with a company that has a large inventory of homes for sale will dramatically help you create success early in your career.

		
			The most successful and productive agents are the agents who focus on listing property, for a regular diet of new listings is the engine that drives the train.

		

		RESEARCHING A COMPANY

		Once you have determined that a company has a solid reputation, has an effective customer service model, and is a strong listing company, you must research the company and find out the answers to some important questions. The right answers will help you know whether a company is right for you, while the wrong answers will help steer you away to search for a better match.

		Seek Out Market Share Information

		First, you should inquire about market statistics. Find out the company’s market share, how many listings it takes in a year, how many listings sell, how many fail to sell, and how many sales it actually makes. These are numbers, statistics, and statistics don’t lie. This information will give you the bottom line about a company and will reflect on its customer service, position in the market, and the potential for success on your part.

		Check with the Local Board of Realtors

		You will want to research the company at your local Board of Realtors. The local board may have market share and other statistics for the company you are interviewing. It is critically important that you check with a third-party resource and verify the statistics that a company provides. Authenticate the figures and make sure the numbers all add up.

		
			Who’s Number One?

			There are many companies in real estate who have claimed in recent years to be number one. Some claim to be the biggest real estate companies, in terms of sales, in the world. They have national advertising campaigns staking claim to being number one. Others claim to be number one in service. No wonder the consumer is confused as to whom to believe and do business with! If the industry can’t decide who’s number one, how can anyone else? Most likely there are statistics and documentation to back each company’s claims—it all depends on how you count the numbers. But the bottom line is: Be sure to validate the information you receive from the companies you interview.

		

		The Multiple Listing Service

		Another source for market share and statistics is the multiple listing service. In most marketplaces around the country, real estate companies and agents use a multiple listing service to increase exposure. This allows all agents in the Board of Realtors to access every house and property for sale and allows them to sell it. This service is often a separate entity from the Board of Realtors, and it is an invaluable source of information regarding listings and sales of homes. They will help you interpret the truth on the sales in your local area and who controls the market.

		
			Lots of Agents, Little Production

			One word of caution with regard to market share: The number of agents a company has can dramatically affect market share. Many companies have a lot of agents, but each individual agent does little in production. That type of company will not have the personnel who can help you improve your skills much beyond the beginner stage. Make sure you select a company that also allows you to grow and thrive.

		

		Local Business Journals

		Lastly, if you live in a major metropolitan area, you may find that the local business journal provides valuable information. Look for special editions that deal with real estate in the marketplace. The journal will often rank brokers in size and scope of services. This is another wonderful resource to ensure that you are obtaining the whole truth and starting your career with the right company.

		Take a Drive

		Another useful research activity is to drive around the community you want to work in and check out the signs. Whose signs are in front of the houses you would want to represent? How many signs are there?

		Take the time to drive to the actual office you are considering. Is it in a location that would be effective for business? For some offices it is difficult to see that they are even there. Look at the office from the buyer’s or seller’s viewpoint. Would you stop there to inquire about their services? When you walk in the door, does the office have the look and feel of a successful business, or does it look and feel chaotic? Some of your future clients will make their decisions on just such an impression.

		For a new agent these questions are critical; when you gain experience and skill, the location and amenities are not as important. At that point you will have clients and the skill to create clients and you can generate new business from any location. For now, the look and feel of your office is what your client’s impression will be based on.

		Got Advertising?

		Be sure to research a company’s advertising philosophy. For a new agent, the company’s frequency and volume of advertising can help you, as a new agent, generate new clients. There are many companies that do very little advertising and rely on the agents themselves to advertise their properties. These companies have a much higher percentage of experienced agents than new agents. Compare advertising over a two-week period. This will give you a good comparison because some companies do bigger ads less frequently, while others engage in lower-profile advertising more frequently.

		Display Ads

		Note whether the company does display ads or just classifieds. Display ads usually have the company’s banner or heading and they gather in one place all the homes the company is advertising. Classifieds are smaller ads arranged by location of the homes. The display ads will give a more impressive appearance to the consumer than spread-out classified ads. A display ad is more elaborate, since a company will often feature an agent or all their agents. Take the time to look at their ads and see how they promote the agents and the company. Is that the image you want to project? Can you see yourself in the ad with the other agents?

		Real Estate Book Publications

		Another advertising area to review is the real estate book publications you see at the local grocery store. These publications are very effective in marketing and advertising property. They provide a longer shelf life than local newspaper advertisements and offer pictures of the properties. In most markets there are a couple of different magazines to choose from, of varying quality. In these publications, does your prospective company present the type of image you desire? Are they even present in these advertising mediums? Many companies you will be interviewing may produce their own publication of this nature.

		Evaluate the quality, size, and scope of the advertising in these publications. Are there company-sponsored pages with numerous agents on a page, or are there pages for individual agents? When an agent is the only agent on the page, generally the agent has paid for it. You want to make sure that the companies you are considering have space for new agents like yourself to use.

		The Company Internet Site

		With more and more buyers moving from searching print publications to searching the Internet, the company’s Web presence is important as well. According to the National Association of Realtors, over 85 percent of consumers start their search for properties on the Internet. They go there before they venture to newsprint or real estate magazines.

		The company you select must have a robust Web site that is highly ranked in key search terms. If you type into Google, for example, the area where you live and add the words “real estate” behind it, the sites that come up in the higher ranks in Web searches are the Web sites that will get the most traffic.

		You also want to evaluate whether the company Web site has a method to harvest the leads. Are they offering free reports, Internet data exchange (IDX) listings, or some other strategies to get visitors to leave their names and contact information so a lead can be generated? This is all part of the new lead generation strategy in real estate today.

		You Will Be Courted

		Most of your research and investigation should be done before you ever sit down for an interview with a broker or manager of a company. One of the objectives of brokers is to recruit new agents. Every day they are out “selling” new agents on their company. Most are prepared and have a solid presentation to convince you their company is the best. And if they are truly wise, they will elicit the help of some of their agents to recruit you. Now, who wouldn’t get excited about a company that has a great presentation and parades a couple of agents who make, say, $100,000 a year?

		Remember, it’s very easy to get wrapped up in excitement, emotion, and enthusiasm. A great salesperson will be able to create those emotions in the buyer. As you seek a company, you are in the buyer role. You are going to be buying a company—its training and its reputation. Make sure you are purchasing the right vehicle for your career. The broker or manager’s job is to create that excitement, emotion, and enthusiasm while showing you the company has the systems and tools for your success. Always remember: Enthusiasm is to selling what yeast is to bread—it makes the dough rise.

		THE INTERVIEW: HOW TO WIN THE COMPANY OVER

		After you have done your research on the community; checked out the multiple listing service, the Board of Realtors, and the company’s advertising; driven around the neighborhoods; and visited the office, you are ready for the interview! An interview is a chance for you to continue your research into the company, an opportunity for the company to learn how you can benefit it, and the ultimate setting for you to sell your qualities as a potential real estate professional.

		What You Need Going into the Interview

		The more prepared you are and the better you feel about your appearance and preparation, the smoother the interview will go. Guaranteed. Remember, an interview is an opportunity. Take full advantage of it. Be prepared with a résumé, a sharp appearance, and questions and answers.

		Prepare a Killer Résumé

		For the interview you must have a résumé. The résumé should be short and to the point; one page is best. The broker or manager is going to weigh your attitude, desire, and appearance much heavier than your experience—she can always teach someone with the right qualities to be a good salesperson. If you are struggling with your résumé, your local public library and bookstores have many books that can help you with that challenge.

		Look Good, Feel Good

		You have only one opportunity to make a first impression. For an interview, professional attire is a must. Real estate agents pride themselves on being some of the best-dressed professionals in the world. If you go to a real estate seminar or convention, you will think all the attendees make a million dollars a year because they dress like it. Make sure to look the part of a successful person. You want the broker or manager to be able to envision you as a successful real estate agent for his company.

		Whether you are a man or a woman, proper dress is a suit. A conservative suit in navy or black is ideal. There have been numerous studies about the power and authority that are conveyed by a well-dressed man or woman in a navy suit and a white shirt. For years, IBM had a saying that you could wear any color suit and shirt you wanted as long as the suit was blue and the shirt was white. They believed in creating a powerful presence. Your appearance will play a part in the outcome of your interview. That may not seem fair, but it is reality. Dress for success!

		
			Make sure to look the part of a successful person. You want the broker or manager to be able to envision you as a successful real estate agent for his company.

		

		
			So You Want to Be a Real Estate Agent

			People want to become real estate agents for many reasons, some good, some bad. I will share my reasons with you: I wanted to make a mid–six figure income and achieve financial independence at an early age. I wanted my income to be tied directly to my effort. I did not want a cap on my earning potential. I was clearly motivated by money. What motivates you? Is it money, serving others, helping people, flexible work hours, controlling your destiny? These are all valid reasons for becoming a real estate agent. It’s imperative that you know your reasons before you enter the door for the interview!

		

		Prepare Answers to the Broker’s Questions

		Before your first interview, prepare to answer a number of questions about why you want to become a real estate agent. Many people go into real estate as a last resort or because they lost their job or think they can make a lot of money easily. The broker wants to find out what your reasons are.

		There is no one right reason for wanting to become a real estate agent. The key is to figure out why you want to be one and prepare to explain to your interviewer why this is a good reason and how it will benefit the company. If your explanation is solid and clearly the result of a positive and aggressive attitude, you have just taken a major step toward getting the job you desire.

		In addition, you must prepare for other questions the interviewer may throw your way, including

		
				
				Have you ever been in sales? (Even selling Girl Scout cookies is sales.)

				

				
				How do you expect to generate business?

				

				
				Are you focused on helping people? Why?

				

				
				Are you interested in investing in real estate?

				

				
				Are you prepared to work hard?

				

				
				Do you work better with a team or as an individual out on your own?

				

		

		These are all questions a good broker will ask if she is looking for your commitment and desire to succeed.

		There is one other question you may hear. It’s one I use even today on every interview I conduct: “Why should I hire you?” This one question will often turn the strongest people into Jell-O. It is the key question in the sales process, no matter what you are selling. Every prospect or client will be thinking that question as you do your presentation. If your broker asks you this, your answer will reveal whether you have the confidence to be successful. If you have the ability to articulate your skills to others easily and effectively, you will achieve success.

		Prepare Your Questions for the Broker

		You must also be prepared with your own questions for the broker or manager. You are trying to determine the value of the services the company will provide you in the long run and the level of support and training it will provide for you as a new agent. Here are some of the questions you will want to ask:

		What Is Your Training Program for New Agents?

		This area is key when comparing companies. Many do not provide the training necessary to set up a new agent for success. Some companies still use the old-school method: “Here’s your desk and here’s your phone, go get ’em!” This type of focus will not prepare you for the challenge you are about to face.

		However, many companies do provide sales training throughout your career. As a new agent you want as much training as possible, as soon as possible. Make sure to pin down the broker or manager on how often and how soon the training classes take place and where they are held, as well as any costs that are associated with the training.

		Often companies will train new agents in contracts and law, but spend very little time in sales skills and time management. In essence, you are going to open your own new business, and the number one reason for failure in new businesses is lack of sales. Whether you are in real estate a year from now or not will depend on your volume of sales, or the lack thereof. The more training you have in sales skills, scripts, dialogues, prospecting, and lead follow-up techniques, the more success you will have. Make sure your new broker has solid training available in the key disciplines of sales.

		
			As a new agent you want as much training as possible, as soon as possible.

		

		How Many New Agents Do You Train Annually?

		This will tell you the level of experience the company has with new agents. Be leery of the company that gives you the “no one else but you, so we can give you our full attention” bit. You don’t want to be surrounded by “top gun” agents who offer little in assistance. I believe that going through training with others is a positive experience. You will have some comrades and role-play partners to learn from and grow with through the learning curve. Ask about their success rate. How many agents are still there one year later? If they have a high wash-out rate, be careful.

		Ask to speak to some newer agents who have gone through the training program. Talk with an agent who has sold real estate for a year. Spend a few minutes with someone who is only six months into the business. You need to get a clear picture of how prepared for battle you will be after you leave the training program.

		What Does It Cost Me to Hang My License with You?

		Are there any annual or monthly fees that I pay as the agent? Often real estate board fees are charged or multiple listing service fees are assessed monthly. Multiple listing service fees can also be assessed by the properties you place with the service. These are called input fees. Who pays those fees?

		In addition, all real estate companies have errors and omission insurance, often referred to as E&O insurance. This insurance protects the agent and company if an error is made in representation or service that causes harm to the buyer or seller. I have seen E&O insurance charged on an annual basis, monthly basis, or even per transaction basis.

		Also find out who pays for business cards, real estate signs, letterhead, thank-you cards, postage, lockboxes, and advertisements. These are just some of the costs you will incur to begin your real estate sales career.

		
			Find out who pays for business cards, real estate signs, letterhead, thank-you cards, postage, lockboxes, and advertisements.

		

		How Will You Help Me Generate Business?

		Some companies will give you houses to hold open and even run an advertisement for you. Ask if they have floor time. Floor time is the rotation of agents to answer phone calls that come from advertisements and signs. How often will you get floor time? What do you need to do before you are eligible for floor time? These are all key questions. As a new agent, you will be better served by going with a company that gives you floor time. It will give you an opportunity to convert prospects into clients.

		Do You Have Regular Office Meetings?

		Your goal is to be around agents who are doing well and to learn from them when you can. Find out how often meetings occur and what they entail. Does the company provide training in the office meeting or is it just a general office meeting? You will learn from any such office meetings, but obviously the more geared they are toward teaching and sharing information, the more you will learn.

		Do You Have a Formal Company Orientation Process?

		This will tell you how organized the company is. Orientation will help you understand who does what in the firm, what procedures you need to follow, and where everything you need is located.

		
			How available are others for questions? You will have a tremendous number of questions early on in your career.

		

		When I Have a Problem or Question Whom Do I Go To?

		How available are others for questions? You will have a tremendous number of questions early on in your career. You will need someone who is available to help you make the right choices quickly. Make sure there will often be someone available to help and answer any key questions you may have in a timely fashion.

		Where Is the New Agent’s Workspace?

		There can be vast differences among companies in regard to the workspace they give different agents. Most companies put new agents and lower-producing agents in the “bullpen.” The bullpen is a group of cubicles usually at the center of the office. There is less privacy and more interruptions in this work environment. Rarely will a new agent get the private office we all covet. Carefully assess the bullpen area or the area where you may be assigned to sit. Can you work in that environment?

		What Computer Software and Hardware Do You Provide for Agents to Use?

		One of the mainstays of all agents’ business is their database. It’s where they keep everyone they know and have done business with and all of their leads for future business. Since this database is so critical to success, many companies provide a computer and database software for their new agents. For you to build a solid long-term business you must be able to use a computer database well. Money does not grow on trees—it grows in databases.

		Will You Put an Announcement in the Paper and Pay for Announcement Cards If I Join Your Firm?

		It’s imperative that you notify everyone you can think of about your new career. Often the company will assist you in this process. You might even ask how soon they usually do that!

		What’s the Commission Split?

		This is the final and biggest question. A commission split is how much you receive of the commission on a sale and how much the company keeps. For a new agent a typical commission split will be around 50 percent for the agent and 50 percent for the broker. Now, that may seem like a lot for the company, but remember that it is doing all the training and providing ongoing support and assistance. It is also, in most cases, providing a desk, a phone, and advertising leads through floor time. The company is making a substantial investment in you. It needs to turn a profit or there will be no company for you to work at!

		Make sure to ask if there are any other fees associated with commission. There could be a franchise fee in the range of 5 to 6 percent before the commission split is calculated. You could be paying a transaction fee of $150 to $500 to the company for help with your paperwork. Make sure you get an accurate disclosure of all the costs so you can make the best decision.

		The Art of Asking Questions

		The last thing to remember is that whoever asks the questions controls the interview or sales presentation. The art of asking questions is the key to success in sales. Many people believe that great salespeople are fast-talking or exceptionally skilled at keeping dialogue going. True master salespersons ask questions to achieve the desired result. They are wonderful at probing for needs, values, and problems and attaching their solution to those needs, values, and problems.

		During the interview, you may be fortunate enough to be sitting across from a broker or manager who is a great salesperson. A skilled broker or manager is going to ask you questions to determine if you are the right match for his company. Your job is to turn the tables and ask questions to learn about his company so you can be better informed to make your decision.

		This is your first sale and maybe the most important one in your career. Make sure to invest the time in preparation and in evaluating companies before the interview. Practice and plan your questions well and conduct yourself in the interview as a sales professional by dressing the part and controlling the dialogue with thoughtful and relevant questions.

		If you have interviews with multiple companies, and we hope you will, ideally they will occur within the span of a couple of days. This way you can keep your questions and impressions fresh in your mind and evaluate the different companies while you still remember them well.

		DECISION TIME

		After completing the interview process and talking with a few rookie agents in each firm, you are ready to complete your evaluation and make a decision. Always set yourself up to be the one who decides where you are going to work. There are several things you can do to come up with a conclusive decision about a company.

		Rank Each Area of Importance

		On a scale of 1 to 10, rate the service each company provides new agents in these key areas:

		
				
				training

				

				
				office environment

				

				
				other agents

				

				
				broker/manager

				

				
				advertising

				

				
				reputation

				

				
				market share

				

		

		Weight Your Decision in Favor of Training

		Each of these is a key category, with a bit of extra weight on the training area. For a new agent, training can often make the difference between success and failure. I would even go so far as to recommend selecting a company that might have deficiencies in other categories, but is head and shoulders above the others in training. A good training program for new agents involves more than just contracts—it must be focused on prospecting, quality, lead follow-up, the sellers’ listing presentation, the buyers’ interview, objection handling, and closing techniques. These are the skills of an outstanding salesperson.

		Consider Ongoing Training

		Be careful to evaluate not only the training a new agent receives, but also the ongoing training the company provides. Are there opportunities for classes, workshops, or even coaching that allow you to continually improve your skills? What form does this training take? Is it in seminars only? Does the company offer workshops where you’ll have time to practice and rehearse what you are learning? Is there a role-playing time for new agents and maybe even role-play partners that we work with regularly?

		Does the company offer coaching? Very few companies do. Coaching from an experienced professional who has walked the ground you want to travel is invaluable. To have a coach who will hold you accountable for performing the activities that will lead you to success can dramatically shorten and flatten the learning curve. A true coaching program will give you personal attention instead of only a group experience of seminars and workshops. It should be structured and regular in nature, either weekly or twice monthly. It should focus on helping you acquire the sales skills needed to succeed. Your coach should have been a successful agent and have used what she is teaching you. A number of times I have watched agents with passion, desire, commitment, and the right coach to guide them become top agents in the company. Find out more about coaching in chapter 6.

		Training and Money

		In sales the money you earn is poor if you are simply an average-skilled salesperson. The money you earn improves to average when you are a good salesperson. The income you earn is good when you are a great salesperson. Finally, the money you earn is amazing when you are an outstanding salesperson. The biggest increase in pay is between a great salesperson and an outstanding salesperson. It can mean the difference between earning $100,000 to $200,000 a year for a great salesperson and $500,000 to $1,000,000 a year for an outstanding salesperson. Having coached a lot of agents in the outstanding category, I can tell you that there is a dramatic difference between those outstanding salespeople and the national average income the National Association of Realtors reports for real estate agents, which is $36,700 per year. That’s why I say evaluate the training more heavily than the other categories. Your training will determine how high you can go and the income you can achieve in real estate sales.

		It’s Your Decision

		There are many choices in life you have to make. Selecting the right company to start your career ranks only behind whom you marry. If you apply these steps and ask questions, you will select the right company for you and be on your way to a great career in real estate.

	
		CHAPTER 2
GETTING OFF TO THE RIGHT START

		You have found the right company and your excitement level is at an all-time high. You are entering a new phase in your life: the phase of self-management, self-discovery, and self-motivation to achieve your goals and dreams. Unlike in most other careers, what happens in your real estate career depends totally on you. You are the one who controls the outcome and your destiny. That first day you feel like Leonardo DiCaprio on the bow of the Titanic with the wind in your face, screaming, “I am the king of the world!” You are master of all you can see; however, just as in the movie Titanic, there are icebergs out there that can end this wonderful new voyage you are on.

		This chapter is focused on getting your new adventure off to that start you desire, from your first day, your first week, your first month on the job. What has happened before you get to this point is not as important as what is going to happen from now on. The first step is to forget your past failures. You are staring at a blank slate—you and only you will decide what you are going to write on the slate. Robert Schuller, the famous minister, said, “If it’s to be, it’s up to me.” That is your new mantra. You have ability and talent, and when you mix them with passion and white-hot desire, miraculous things will happen in your career. You are the determining factor of success.

		GET READY FOR A NEW KIND OF EXAM

		The first few days of your career will probably be spent in classroom training. When I entered real estate, I had been out of school for many years. I was certainly out of practice in taking notes and organizing thoughts on a lecture for use at a later date. As a new agent, your first few days, and even your first month, are going to be full of cramming for an exam. This exam is different from the one you took to get your license; it’s open book and out in the field. It’s not necessarily on paper, but it is about action and results. Your ability to learn and practice the material can make or break your first year in the business. The more time you invest outside of the classroom setting, the quicker your first commission check will come.

		Seek Help from the Office Staff

		Your first day is going to be filled with just learning where everything is in the office: where all the forms are kept, where the supplies are stored. One great resource to connect with is the administrative staff. Seek to create an alliance with the support staff at the office. Set yourself apart from the other agents by treating the staff with true respect. If the administrative staff has experience, they can be a wonderful resource. They are, after all, the eyes and ears of the real estate company. They can help you avoid embarrassing situations and they know the procedures that need to be followed. Many will even pitch in to help when you really need it, even if it’s not part of their job. Don’t neglect to recognize their value. Reaching out for help is just one step in making your new job a positive experience and successful from day one.

		
			Be There to Pick Up the Keys

			Most companies, IBM for example, require your presence at work at a specific time. In your company, You, Inc., time is far more valuable to your success than it would be if you worked for IBM. The job you have at You, Inc., carries with it the keys to financial independence. Make sure you show up to pick up the keys. Those keys to financial independence are given out early, before most agents arrive in the office. Make sure you are there. Most of the other agents thought I was crazy to go to work so early and even made fun of my work schedule, hours, and commitment. They were not laughing anymore when, in my third year, I sold more than 80 properties and became the number one agent in the office. Decide on a time that you will start your workday and don’t deviate. A large part of success is showing up regularly.

		

		Start Early

		Your first day is when you must begin to set the tone for your career. If there’s one secret that all top real estate agents have, it’s that they consider their career a real job, with real, regular hours. Because you have control of your time and keep your own schedule, it is very easy to be undisciplined. There were very few mornings in my whole sales career when I was not in the office by seven. I started this habit from day one of my career and it is still with me today.

		Believe in Yourself

		The best of the best in life believe in themselves. Michael Jordan believed to his core that he was the best. His belief and sheer will to win created his enormous success. I read recently about a survey in which professional golfers were asked, “If you had one putt to win a major championship, whom would you pick to putt it?” Almost all of them chose Jack Nicklaus. Why? Because he was the best at the time and had the ability to will the ball into the hole.

		You must believe you are the best agent for the job. When your confidence goes up, your competence goes up at the same time. Program your mind through affirmations that you are the best. Each day remind yourself, “I am a great salesperson; I am the best agent someone can hire to do the job; I provide exceptional service to my clients.” You must drive your belief deep within yourself. It truly is the secret weapon for all peak performers. Work to improve your belief in yourself. We all came from the same Creator, who didn’t create any junk. You have it inside you to be exceptional. The secret edge is belief. As Dr. Norman Vincent Peale states:

		
			Believe in yourself! Have faith in your abilities. Without a humble but reasonable confidence in your own powers, you cannot be successful or happy.… Formulate and stamp indelibly on your mind a mental picture of yourself succeeding. Hold the picture tenaciously; never permit it to fade. Your mind will seek to develop the picture.

		

		
			You must drive your belief deep within yourself. It truly is the secret weapon for all peak performers.

		

		UNDERSTAND THE GAME YOU ARE PLAYING

		Peak performers understand the game they are playing and how to score and win. The game of real estate is about skills, knowledge, and time—these are the three things you are really selling. The better you are at controlling them, the more revenue you can generate and the more time you will have for the other areas of your life.

		
			Perseverance + Belief + Desire = Success

			When you add belief to the desire that you already possess and sprinkle in perseverance, the results are magical. A friend of mine, Froy Candelairo, who sells homes in the Los Angeles area, is a perfect example that all who persevere and have a desire can have success in real estate. Froy came to the United States many years ago by hanging on to the underside of a train. He and a friend were trying to get to the United States, the land of opportunity, from Mexico. They rode for hours, clinging

			
		

		
		
			
		

		ACQUIRE A WINNING MIND-SET

		
		Record and Replay the Tape

		
		Focus and Stay Positive

		
		
			
		

		PICK YOUR COMPANIONS CAREFULLY

		
		Avoid the Coffeepot and Donut Bunch

		
		Steer Clear of Negative Thinkers

		
		
			
		

		
			
			
		

		Invite a Top Agent to Lunch

		
		
		Identify People You Want to Be With

		
		Share Your Knowledge and Skills

		
		
			
			
			
		

		HOW YOUR FIRST DAYS WILL GO

		
		Learn to Use Listing Contracts and Sales Contracts

		
		
		
		
		
			
			
					
					
					

					
					
					

					
					
					

					
					
					

			

			
		

		Sales Scripts and Dialogues

		
		
		
		
			
			
			
			
		

		
		
		
			
		

		
		
		
			
			
			
					
					
					

					
					
					

					
					
					

					
					
					

					
					
					

			

		

		
		
		Computer Training

		
		
		
		
		
		
		
		
		
		
			
		

		
		
		GET ORGANIZED

		
		Take Control of Your Time

		
		
			
		

		
		
		
		
		
		
		
			
		

		
		
		Organize Your Prospecting
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