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			To every female out there waiting for the right moment to make a move . . . the time is now.

			YOU HAVE A LOT OF MOTHERFUCKERS TO PROVE WRONG.
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				Introduction

			

			Have you ever felt like you had no control of a situation, because you were so scared of someone sitting across from you? Or felt paralyzed by the idea of what might happen if you say or do what you really feel? Fear is such a bitch, and totally to blame when this happens. As you know, it can be both commanding and terrifying, and it’s normally brought on (for me, at least) by stepping into rooms that I’ve never been in before. They’re full of huge personality types that seem impossible to get a handle on. My life as one of the top real estate brokers in Los Angeles is full of fast-talking, out-of-control egos that think they know more than I do. They’re the kind of personalities that will do anything to get exactly what they want when they want it and have no problem trying to steamroll or undercut me while they’re at it.

			Maybe I attract more crazy than most, but in the last three seasons starring as the first female agent on Million Dollar Listing Los Angeles, it’s clear that using quick wit and fearless responses to constantly challenge the (mostly) men around me has resonated, especially with other women. I’m known for being both tough and totally vulnerable, and for using a “no bullshit” attitude wrapped in some humor to get exactly what I want. I’m never anything other than 100 percent myself, which comes through as much in the show as it does in my daily life. Knowing which part of my personality to bring to every situation—the feminine side, the sincere one, the humor, the straightforward questions—gives me a lot to work with in figuring out how to own each room and each personality that I’m faced with.

			If you’re thinking that having “total control” of both yourself and the situations you find yourself in seems pretty far off right now, don’t worry. Yes, the people you’re dealing with seem scary, but they’re actually more predictable than you think, and in this book I’ll teach you to figure them out. All of them. You’ll learn how to push back on their power plays and when to stand up for yourself, even when you’re scared (especially when you’re scared). Look, when fear is running the show, you get totally wrapped up in your head. That’s when you start missing all the most important cues that will help you with any dominating dude, power-hungry person, or childish antic you’re dealing with.

			I’ve been there. I’ve missed all the signals and then some. I didn’t always have the backbone that I have today, the one that lets me run any room I’m in. Not even close. I once had a client who took me on a level-ten goose chase by acting like he was going to buy a very, very expensive home. I let this go on for years because I was too scared to call him on his lies. He was a fast-talking, good-looking, ultrarich (or so I thought) client who would use all these random facts and knowledge to try to outsmart me. I let my gut instincts about this guy being a total fraud get clouded by my doubt, and I ended up wasting hours and hours of my time on someone I knew was probably full of crap all along. There were so many red flags, like how I could find absolutely zero info about him, but he talked a huge game and tried to prove me wrong at every turn. He pulled out every stop to try to keep me from course-correcting the situation, like sending me screenshots of his bank summaries, showing the $362.9 million in his bank account as “proof of funds”—you can’t make this shit up. They were obviously doctored, but I let him get to me. It took one too many situations where he was in the hospital “getting cancer treatment” right when the deal was supposed to go hard for me to start calling him on his shit. Listening to fear instead of myself resulted in so much of my time wasted, all my attention going to one single client and thus not building my pipeline of business, and more frustration than I could handle. If I had trusted myself a little more, I could have figured out the situation years earlier, before it totally blew up.

			If you get thrown off course by big egos and intimidation, or if you get freaked out by high-stakes situations, it doesn’t mean you’re not competent or that you’re doing something wrong. It just means you need a few reliable steps to demystify the actions of women like me, finding success through confidently controlling rooms in our own way. You’ll find your own authentic way of taking control, too. This book is full of small changes you can make (and plenty of ridiculous stories from me) that will put you in control, not fear.

			Once you start putting my advice into practice, you’ll stop feeling “less than” the successful people around you. You won’t be scared of those who try to kick you off your pedestal. (Because when you’re a badass female, they’ll try. Let’s not forget that this world tells women every single day that they need to feel differently than they do. If you’re killing it, they tell you that you’re “too consumed by your job.” If you’re doubting, they tell you to get your shit together. You certainly aren’t encouraged to be fearless by all the “change yourself” messages that you have to hear every single day.) Instead, you’ll be able to use all the qualities that make you unique, and confidently bring them into each and every situation you’re in. I’ll let you in on all my secrets—from how I prepare for every single meeting (I mean Every. Single. One.) to the types of humor I think work best in every situation and how to try them and, most important, the personalities to look out for in every room and what to do with them.

			Hopefully, this book will be a (gentle) kick in the butt to get your shit together and quit living with fear like it’s your favorite handbag. It might live in your closet, because we all have fear, we all struggle with it, and fear is a normal thing, but it doesn’t mean you need to take it with you to every crucial situation that you find yourself in. It doesn’t go. What does is the most powerful version of yourself, every time. That’s what you’ll discover on the other side of implementing my strategies. Your most powerful, unencumbered-by-fear self.

		

	
		
			
				
					Chapter 1

				

				KNOW YOUR ROOM

			

		

	
		
			
			A cigar bar and TVs. During a crucial development meeting, which is an early phase of planning a construction project that I’ll eventually list on the market, I could not get my client (the seller) off the topic of a damn cigar bar and how each room needed multiple televisions. I mean, are we opening a sports bar or building a spec house? You get a guy in a room who likes to build pretty things, and he wants to build the house for himself instead of building it for who the $70 million buyer actually is. I know that buyer, and let me tell ya . . . they’re not looking for a damn cigar bar. This property was not going to sell without architectural plans approved, which is why I had worked my ass off to get all of the right people into this meeting. I had to keep the team moving forward if I wanted to ever get paid and avoid wasting the time of everyone there.

			My cigar-obsessed client also happened to be a big producer in Hollywood. He had bought this huge piece of land in Malibu, all fourteen acres of it, in Serra Retreat, a gated premiere community in the heart of the area. He had bought it twenty-five years ago for significantly less, but home values had since shot through the roof. Some of the biggest sales lately had been in Malibu, so he saw dollar signs. They had already listed it once as a $23 million piece of dirt, and it wasn’t selling. Honestly, it didn’t look like it was going to ever get built by anyone—a seller or a buyer. This piece of land had a long history of litigation. Its topography was complicated. It was on a hillside. There had been several challenges with building on it—not unusual for Malibu. All of this was a turnoff to most buyers. There were no architectural plans attached, just a big, empty piece of land in Malibu that no one wanted to buy. If we could get the property listed with architectural plans submitted and approved by the Coastal Commission and then the city, it had a chance of selling at a much bigger number with RTI (ready-to-issue) permits. It was a long shot, but I had to get this client to wrap his head around going with a notable architect, which arguably would be expensive, and I had to get him focused on something he had just been sitting on for years. This piece of dirt was going to continue to just be a piece of dirt, unless I pushed the client to invest his money and time ASAP. The codes were going to change in Malibu and become even more restrictive than they already were. This was his last chance to take this land and turn it into something incredible.

			Like his cigar-bar obsession, this guy was a total hoot. He was as fun as he was frenetic. Always in bright colors and golf attire (legit, lime green and canary yellow were among his favorite colors), he’d show up to the site excited to discuss progress and ideas. And maybe given that I was wearing red pumps to the same place, I shouldn’t comment. Anyway, I really liked this guy—he was creative . . . inventive . . . smart. But he was about one more comment away from completely derailing our meeting and our ability to move this project forward.

			So here I was with six people in my conference room trying to get on the same page about the architectural plans. I’d got both of the architects and their assistant. I had my client and his right-hand guy who managed the day-to-day. And I’d got an expediter from the city of Malibu to help walk us through this complicated process. There were millions on the line here for each of us.

			When the architects presented their renderings of the property, explaining exactly how everything would be laid out, my client started asking highly specific questions . . . a lot of them. I was examining it from a bird’s-eye view and thinking about space and light and integrity, and he was knee-deep in detail. This was one of our first meetings and he wanted to get into pizza-oven locations. He wanted that door to be two inches wider. At one point he got up from the table, speaking with his back to us while looking at the plans up close on the television. The architects had presented us with several options (five, to be exact), and they were hoping to narrow it down to two. But we were not getting anywhere because my client was now building his own home and moving into it next year with his wife and kids and having pizza night.

			I knew this guy was a powerful personality and insanely creative. Anyone who googled his name could have figured that out based on how interesting and comedic his movies are. If I ignored that fact, we could have spent all day in the weeds, talking about details and never walking out of the meeting with the decisions needed in order to move forward. But because I knew exactly who was in the room, I had the answer about what to do next.

			Here were my options at the time:

			
				A) I could piss off this star producer by getting annoyed, showing my agitation, and asserting that we needed to proceed my way in order to get it done.

				B) I could follow his lead, get into the weeds of his on-spec choices, and lose my other teams (and my own sanity) entirely.

				Obviously, neither of these would result in the outcome I wanted. So I needed to go with the next option, the correct one:

				C) I had to find a way to make him feel heard, keep him focused, remind him that there’s a reason I’m the expert on what sells, and channel his frenetic energy without offending him . . . so we could move forward.

			

			Option C required a bit of finesse. I decided to get up and stand at the front of the room, so that I was standing with him; it put us on an equal physical playing field and commanded presence. I matched his excitement about how much possibility there was for this house—it’s important for creatives (or anyone, for that matter, but creatives especially) to feel their ideas are being seen and appreciated—and then I asked whether his ultimate goal was to develop the property to sell for the highest possible price. He agreed. Sometimes you have to step back and remind everyone of the ultimate outcome. You’ll make people feel like you’re on their side, while managing to take back control of a conversation that’s going off the rails. I explained to him that, as per our mutual goal, I had a better strategy for using his square footage. I gave him my two or three reasons why—all related to making him money, his biggest concern. Ultimately, I got him to incorporate a bar into the cigar room, so that it became a multifunctional space with the type of amenities that I know his target buyer is looking for today. Right there, I stopped his unproductive tangent. I reminded him why I was selling this property.

			You could practically feel the collective sigh from everyone else in the room who needed this thing decided so we could go forward. It wasn’t easy to navigate these personalities or this situation. But I got the outcome we needed, and it didn’t require rocket science. It’s not all god-given intuition, either. You can prepare for these difficult encounters by practicing my tried-and-true tactics. No matter who you have on your hands, though, you’ll always get a meeting back on track by first making someone feel heard and then guiding them back to the bigger goal. Or you can ask them a clarifying question about what their objective is. It’ll work every time.

			FIGURE OUT WHO YOU’RE WITH

			You likely spend a lot of time googling a date before you go out with them. It’s such a simple thing. You can use Google to figure out where your date went to school and where they’re working now (and if they’ve been arrested). Maybe you’ll check Instagram and see if they’re actually single. It’s common sense. The FBI really should hire more women, because most of the girls in my office practically know their date’s Social Security number before they go to dinner with them. We all do it, because it’s worth doing the research when something important to you is on the line. I don’t care if it’s an interview, a big pitch, or a casual business meeting—more knowledge will always be more power.

			You cannot expect to have the confidence to command a situation without fear, if you cannot make a genuine connection. That’s where it all starts. If you know as much as humanly possibly about another individual, making a real connection becomes easier.

			When I go into a meeting with someone new, I go deep. I find out everything, so that when I’m going into the room, I know where his head space might be and I have that background. So when he feeds me little hints during a meeting, I’m already correlating those to something I read or found out about him. Maybe his stock tanked, or maybe he’s moving up in the world. If he got a promotion, I’ll congratulate him. I’ll look like I know who he is, what he does for a living, and what his needs are. That’s very valuable.

			If you don’t take the time to go deep on the people you’re meeting with, you not only miss the opportunity for connection but you risk getting caught off guard. Last year I got a call from a guy named Ron, who said he had a property for us to look at, and I agreed to meet him there. I had two pieces of information: his full name and the address of this property. That’s it. Now, I could have walked in there blind, met this guy, asked a bunch of questions, and gone from there. But thank god I didn’t.

			When I googled him, I figured out all sorts of shit.

			
				No. 1: He had a lending business and his broker’s license.

				No. 2: He had a few other developments.

				No. 3: This property he was listing was owned by him and someone in his family.

			

			Data point number one—that he was a broker not listing his own property—meant he was smart enough to know not to do this himself. This guy was clearly no idiot. But it also meant that I needed to be ready to negotiate some sort of referral fee. Normally in this business, you fight for full commission. But data point number two told me that if he did ask me to negotiate my fee, I could ask him to give me business with his other developments.

			I was right. He asked for a referral fee on this property he owned with his aunt, he promised me additional business, and we put together a really good listing because of it. There was a solid connection that has gone beyond this one listing, because I knew enough before that first meeting to create a situation that worked for both of us. Had I not gone deep on this guy, I would have potentially made a desperate choice in a moment of competitiveness to give him a referral fee and not ask for anything in return. I wouldn’t have known my trade-offs. You never want to be put on the spot or blindsided—that’s a major hit to take when all it would have required was ten minutes of stalking.

			The internet can tell us a lot about the people we’re working with and meeting. But not every important meeting is with someone you’ve never met before. On that Serra Retreat property in Malibu (the cigar guy), I had had plenty of meetings with all of these people before. But unless I had consciously taken the time to assess each person, why they were there, what their intended outcome was, and what made them tick, I probably wouldn’t have taken the action that I did in that meeting that almost went left.

			When you’re doing your homework, here are a few items to consider that’ll help you in the moment:

			
					
					Their personality type: You’ll find out most of this in person (and I’ll break down a few of the common ones I see and how to treat them later on in this chapter). But any particular strengths or weaknesses you can find out ahead of time will be useful. Knowing someone’s personality type will help you make a more meaningful connection in the room. For example, if you know they’re a dominant personality type, you can use questions to guide them to the area of conversation you’d like to arrive at, instead of talking over them, which will never work with a dominant personality. Or if they’re passive, you’ll need to speak up more and potentially even cheerlead them toward your common goal.

				

					
					Their work: What is their business? How long have they been doing it? What’s happening in their career? Knowing someone’s work will spotlight how their brain works day in and day out. For example, if they’re in sales, you should be prepared that they’re likely going to be challenging to negotiate with. Or if they’re in marketing, you’ll know the part of the process they’ll care the most about (like images of the house, for example).

				

					
					Their passions: What are they actually passionate about? Are they involved in anything outside of work? You can use this information to establish common ground and have something to talk about that will put them at immediate ease.

				

					
					Their perspective: You can tell a lot about the lens someone sees the world through by paying attention to what they post on social media. You can often tell their views on core issues, and their view of themselves. For example, if they have many well-curated photos of themselves and clearly put a lot of effort into their social, you can tell they love being the center of attention, and you know to play to their ego. If there’s a one-off grainy picture of their pet, they probably care less if you follow them or love their photos. You can use this info to your advantage by deciding whether to flatter and charm, or not. It’ll help you better manage the room.

				

					
					Their personal life: Do they have kids? How many? Who are their friends? Are they single? You’ll want to appeal to them from whatever place they’re in—perhaps making comments about what you know of the kid’s school, or about how hard dating can be these days. It establishes easy conversation.

				

			

			Every nugget you can possibly get . . . get it. Whatever that is, it’ll help you. Take the time to do the research on whoever is going to be in your room. Then take the time to memorize your research. I don’t care if you have to freaking write it on your hand. Know it. That way, when you sit across from them, you’ll better understand how to approach the situation coming at you and make a better connection.

			PLEASE, LISTEN MORE

			Most meetings don’t go how I planned them. Some do, but rarely. Especially with people I’ve never met before. And while I could tell any of these people what makes me a badass and why someone should list their house with me over my competition, I don’t do that initially. If I really want to win a deal or win over my clients, I go into meetings looking for the same few pieces of information. I’ve done the preparation that I outlined before, so I better understand who the person across from me is. Now I need to be in the moment, listening for where they’re at.

			I need to know:

			
					
					What are they into it for? As in, how much have they spent on their home already? Sometimes I’ll get stories of being ripped off, or contractors who went overboard, which tells me this person is looking to make up a deficit.

				

					
					How emotionally connected are they to what they’re selling? I don’t ask this explicitly, of course, but I get to it by asking the history of the house. The answer is normally indicated by how much they talk about the time and effort that went into designing it, or some other emotional response about the memories they have made there.

				

			

			I’m listening for this information. I’m also listening to what type of personality I have on my hands and if I need to watch out for it. I spend at least ten to fifteen minutes sussing out the situation, figuring out what kind of mood they’re in, and getting them to deliver more and more information. Here are a few types of moods I’m paying attention for, because they affect how I go about the situation:

			
				Agitated: It’s easy to tell someone when someone is having a difficult day if you’re looking for the signs. Their energy seems strained, everything you say is problematic, they look down at their notes, and they don’t seem to be really connecting. Note that it’s easy to blame yourself for these foul moods, but nine times out of ten, invisible external factors are to blame. And if someone is downright angry (which is a more intense version of agitated), you can still use these tactics. When someone is in this type of mood, try not to focus on the difficult parts of the conversation. Punt those topics to a different day, and focus on things that are easy to decide on.

				Excited: When someone is in an overzealous or frenetic mood, I usually respond by matching their excitement. Otherwise, you might come across as overly guarded or judgmental. People tend to want to be in the same mood as those around them. Try to see whatever positivity they’re seeing, and they’ll feel like you’re totally on the same page.

				Apathetic: That’s a fucking mood. These people aren’t invested in you or the project. So you have to work to get them to care, without coming across as desperate. It’s a balancing act for sure. You have to continuously follow up and stay on top of them with communication and information, but you’ve got to keep it tight. It’s the only way to shift them from not caring to giving a fuck, without making them feel like you’re overwhelming. You can also look for connection elsewhere—as in, outside of the topic you’re there to discuss. Finding commonality anywhere can be a major asset for dealing with apathetic people.

			

			This is the type of information that you’ll need to make a real

			
			
			
			
			Five Questions You Have to Get Answered

			
					
					
				

					
					
				

					
					
				

					
					
				

					
					
				

			

			
			
			
			THE BIG PERSONALITIES CHEAT SHEET

			
			
			The Powerful Type

			
			
			
			The Distracted One

			
			
			The Insane Creative

			
			
			The True Collaborator

			
			
			
			
			IT’S OKAY TO BE A CHAMELEON
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