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In this week’s issue:
1. Words From The President
2. How to Prospect Expired Listings
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1) WORDS FROM THE PRESIDENT - Dirk Zeller

Attitude is everything. Well, almost everything. It is the main ingredient in the
CAP System that | reveal to you today in my article. The simple fact of the
matter is, without the right attitude, it doesn’t matter how much of the other two
secret ingredients you have.

You may have heard before that your altitude (or the degree to which you attain
success) is determined by your attitude. It's ABSOLUTELY TRUE. You see,
attitude is closely linked to your thinking, your beliefs, and your expectations.

Your attitude is THE determining factor for your behavior, which directly affects
your performance. And, if you change your performance, you WILL change your
life. The change you experience can be for the better or worse. You get to
decide which one by what attitude you decide to have.

| believe Teddy Roosevelt said it well when he said:

“Far better it is to dare mighty things, to win glorious triumphs, even though
checkered by failure, than to rank with those poor spirits who neither enjoy much
in that grey twilight, that knows neither victory or defeat.” — Theodore Roosevelt

Read that paragraph again. You'll learn Teddy’s secret to success: ATTITUDE!
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So, are YOU going to dare mighty things today? Have you experienced glorious
triumphs lately? Or do you feel you are in the ranks of those poor spirits who
neither experience victory or defeat?

Do you want to learn more on how you can experience victory as a Real Estate
Agent? Invest 6 minutes in yourself and read “How To Prospect Expired
Listings Like A Real Estate Champion”.

To YOUR Achievement Of Excellence In Life,

Dirk Zeller
CEO
Real Estate Champions
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Bend, OR - “Shy Buyer's Agent Coaxes Guru Into Surrendering Three Top-
Secret Tools for Lead Mastery, Listing Presentations, and Buyer
Conversions.”

TO GRAB YOUR COPY OF THE FREE BONUS TOOLS:
Copy and paste (or Click) the following link in your browser and hit enter.

http://myoptinpage.com/?pid=432832
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2) HOW TO PROSPECT EXPIRED LISTINGS LIKE A REAL
ESTATE CHAMPION

Prospecting expired listings can be the core of anyone’s business in the real
estate field. You can create a system that will give you repeatable results for
your effort. Let’s look at these three very positive characteristics in prospecting
expired listings.

They are easy to find: Expired listings come up everyday, so you will
always have a handful that you can work with on a daily basis. They provide
a steady stream of new leads to contact for listing appointments. There are
also usually a few very heavy days each month. You will need to set your
schedule to take advantage of these heavy days. The end of the month is
one of the heaviest times for expired listings; up to 25% of the expired listings
for the month may occur in just one or two days.
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They want to sell: Expired listings were on the market at one time, unlike
many other types of clients you will contact. The owners had a plan laid out
to sell and move. Unfortunately, their plan did not work out, but, in most
cases, they wish it had. There will be some expireds that were listed by
clients who are now tired of the process, but the majority of them still want to
sell.

The bulk of them are looking for an Agent: If the prospect still has the
desire to sell, as most do, then they are searching for a new Agent. They are
looking for someone who can solve their previous problem. Most do not know
why their home did not sell, but they are frustrated with their previous Agent
and sometimes all Agents. They will rarely return to their previous Agent.

The successful way to work expired listings is the CAP system:

Consistency
Attitude
Persistence

The first part is consistency: You must consistently work expired listings.
For you to achieve a large return on your time invested, you must work
diligently for a minimum of four weeks straight. Expired listings cannot be
started and stopped without losing momentum. There is a rhythm and a flow
to them. They must be a daily discipline that you work on. If you prospect
them for two weeks, then take a week off, you are back to zero. | did not
prospect weekends, but | did diligently call Monday through Friday.

Your leads must build, and your follow-up must grow. When you get down
the road 30 plus days, you will begin to receive calls for listing appointments
from your work earlier in the month as well as your appointments from new
expireds. You must work to create a pipeline of expired listing clients.

The second part is attitude: Your attitude plays a crucial role in your
success working with expired listings. You need to convey to the seller an
attitude of compassion and problem solving. They are not just looking for
someone to pound a sign in the ground; they are looking for someone to get
their home sold; they are looking for someone to solve their problem. They
can get even more resentful due to the high volume of Agents that may call
them.

Many expireds feel that everyone else is the problem, when it is actually them
and their price. When it comes to expired listings, price is the problem 90% of
the time. You have to read the people you are meeting with regarding their
home. Too many Agents who work with expired listings hit their prospective
clients with a ball peen hammer between the eyes when it comes to the price.
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That will work with some and will fail miserably with others. You must be able
to adjust your delivery.

You need to read the prospective clients, and, most importantly, you need to
exude an attitude of caring and compassion for their situation, while
conveying confidence in your ability to get the job done. Sometimes, the only
way to get the price down is to convince them you care, and it pains you that
they have to sell for less, but there is no other way. It is like the doctor who
tells his patient she has cancer. He does not like it, but he has to do it, so he
can cure her.

The last, and at times most critical, is persistence: Your persistence or
ability to stick with it can have the most positive results of all. Many expired
listings do not set appointments right away with Agents. Sellers will wait a
week or two, maybe even a month. The number of calls they receive about
their home drops dramatically as the weeks tick by. Do not be one of the
Agents who drop off unless the sellers have low motivation or are
unreasonable. Be one of the ones left standing at the end of a week or two.

Be persistent in your calling. Call them a few times a week. All you are doing
is trying to set an appointment. You are not doing a listing appointment over
the phone; just close for an appointment. That is what the call is for. You just
want to be one of the three or four they interview. If you keep that as your
goal, you will get plenty of salable listings.

Focus on the CAP system daily. Work both today’s expired listings, and the ones
you gathered in the past. Effectively follow-up with your hot leads daily.
Remember consistency, attitude, and persistence are the keys to prospecting
expired listings.

For related articles, go to:
http://www.realestatechampions.com/realestatetraining articles

Are you looking for impact in your next training event? The insights that Dirk
shares through Coaches Corner™ can transform your next training event into a
business altering experience. Don’t miss making your next training event
focused, impactful and implementation oriented. If you would like Dirk to come
speak to your company, board or association, send an email to:
mailto:seminars@realestatechampions.com Please include your Name,
Company, Date and Location of the event. We will send you information on how
to book Dirk for your next event.
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If you have any questions or challenges that you would like answered, submit
them to: mailto:info@realestatechampions.com

If you are falling short of where you want to be both personally or professionally,
we can help. We have coached hundreds of Agents to incredible comebacks
and improvements of their business and life. To find out more about our
coaching program, click on the following to send us an email:
mailto:info@realestatechampions.com
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If you have a comment you would like to share please email us at
info@realestatechampions.com. We appreciate hearing how our newsletter is
impacting your careers and lives!
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INVITE A FRIEND TO RECEIVE THE COACHES CORNER™!!

If you have friends and colleagues who would enjoy the Coaches Corner™
please forward it and invite them to subscribe. IT'S FREE. We appreciate your
help since your recommendation is how we grow.
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Real Estate Champions is committed to partner with you to create abundance in
your business and life.

Copyright © 2005 Real Estate Champions

Copyright notice: COACHES CORNER™ may be copied and retransmitted by
electronic mail, and individual copies of a particular COACHES CORNER™ E-
mail transcript may be printed, provided that such copying, re-transmission,
printing, or other use is not for profit or other commercial purpose. However,
COACHES CORNER™ may NOT be reproduced in any form on the World Wide
Web or in broadcast media, print media or other media without express written
permission. Please contact us at Real Estate Champions 1-877-RECHMPN
(732-4676) to submit a request.
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