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************************************************************ 
 
In this week’s issue: 

1. Words From The President  
2. Challenges for Sales Professionals 

 
************************************************************ 
 

1) Words from the President – Dirk Zeller 
 
The phrase “Agent in Demand” sounds like a preferable thing to be.  I’d like to 
suggest to you that a Champion Agent is an Agent in Command, not in Demand.   
 
Though it may seem to be a play on words, it really can mean the difference 
between your success and your failure.  I will go over this in detail in today’s 
article. 
 
Despite your intentions today when you went over your to-do list (either in your 
mind, in a planner, or in a notebook), you may be experiencing some challenges 
to your time control that you are not aware of.  Sound familiar? 
 
The information in today’s article is so important to your success that I’d like to 
suggest that you print this article and save it for a time when you can have 11 
minutes of UNDISTRACTED time to read it.  If you can make the time right now, 
do so.  Please make sure that it is undistracted time, though.  
 
If you are ready now, follow these steps: 1) Print This Email 2) Close The Door 
To Your Office (or isolate yourself any way you can) 3) Read The Email & Article 
4) DECIDE How You Are Going To Limit The Distractions That Affect You 5) 
Take Action On Your Decisions 6) Start Taking Steps Toward Your Success! 
 
Do you have a plan for your distractions? Who is on your INSTANT Access List? 
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To YOUR Achievement of Excellence in Life, 
 
Dirk Zeller 
CEO 
Real Estate Champions 
 
*********************************************************************** 
 
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 
 
*********************************************************************** 
 
COMPANY NEWS: Don Cunningham To Join The Real Estate Champions 
Team.  “I am excited about Don joining our team again.  Don is one of the 
nation’s foremost experts on REALTOR® personality profiling and assessment.  
As he was before, he will be a great asset to our team, and I look forward to 
working with him again.” ~ Dirk Zeller 
 
*********************************************************************** 
 
 

2) Challenges for Sales Professionals 
 
The most significant challenge for sales professionals is their time control. How a 
sales professional uses their time determines income. The sales professionals in 
the top 10% of their industry control, use, and invest their time more wisely and 
effectively than the lower performing sales people.  
 
The Champion Performers are more effective with their time blocking schedule 
than lower performers. The concept of time blocking is not new. Most of us have 
been exposed to it but have yet to master it. Through years of study and 
coaching sales professionals, I have observed some common challenges that 
most sales people experience when trying to master their time blocking schedule. 
 

1) Over access problems:  The proper screening of calls by an effective 
gatekeeper can save hours weekly. Too often, issues, problems, and 
challenges that could be handled by another penetrate the walls and enter 
our world. These problems could be minor or major in nature, but granting 
unfiltered access creates large amounts of lost time for many sales 
people. 
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There should be a limit in terms of time and people who have access to 
you. Successful people have a short list of people who have unfiltered 
access to them. They do not deviate from this short list of people. These 
people on the short list can interrupt the schedule any hour of the day 
based on their importance. 
 
My short list includes my wife, my father, my attorney, and a few key 
associates. The people on the short list are often extremely important to 
your personal life. There are very few clients that find their way on truly 
successful people’s short lists. 
 
There should be times in your schedule when you are uninterrupted. The 
biggest error that sales people make is getting sucked into the interruption 
game. They have limited structure for their time, so access to them 
becomes easy. Access should be granted, not taken. You are the 
controller of access. 
 

2) Location Issues: The nature of your physical office can effect production 
dramatically. It can effect drastically how you use your time. 
 
There are two issues in regard to location for real estate Agents and 
teams: 
 
1) The size of the practice versus size of the space of your work 

environment. 
 
2) Your personal office must be private. 
 

These two areas often are detrimental to production increases. If you 
don’t have enough square footage for yourself and your staff, your 
production is stunted. 
 
I had a client a handful of years ago who did 150 transactions with her 
and three associates out of 150 square feet of office space. They were 
tripping over each other. They were constantly searching to find things 
they needed in their office. It was amazing they did the production they 
did out of the limited space they had. 
 
When they increased their space to 500 square feet a dramatic 
production increase happened for them. They had the discipline, talent, 
and skill to increase production. Their physical space limited the 
growth opportunities. The issue of space is essential for a growing 
business.  
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The other critical issue is private space for the Champion Agent. There 
are too many focused activities in a day for the Champion Agent to be 
in the bullpen of activity. If your staff surrounds you, you’re in the 
wrong place. 
 
A Champion Agent needs their own private office away from 
distractions and staff.  The only way to control their planning and 
prospecting environment is to make them exclusive to you. 
 
The one way to prospect consistently, and with focus, is to have a 
private office environment. If you have the buzz of the staff, inbound 
phone calls, problems, and challenges, even a Champion Agent will be 
tempted to engage in helping. The tendency is for us to jump back into 
the issues of servicing at the expense of our new business creation. 

 
3) Appointment Issues:  Successful professionals operate on an 

appointment-only basis. Your doctor, dentist, or attorney operates based 
on appointments that you set with them. Too many agents are willing to 
meet at all hours of the day and night. The Champion Agent creates 
appointment slots and drives prospects into those slots. The goal is 
efficient and effective use of your time; to see production with every 
minute you invest in your career. 
 
Studies have shown that 80% of your prospects will meet with you in your 
schedule. The reason they don’t is because we don’t want them to. We 
allow them to dictate appointment times. We juggle our schedule to reflect 
their needs. We then justify that because we are in a “service oriented” 
business. We feel that being available to them is equal to service. 
Operating as a professional on an appointment-only basis is more 
valuable than running your business on a referral-only basis. 

 
4) Excessive Distractions:  We are the most interrupted and distracted 

professionals on the face of the planet. We experience distractions from 
phone calls. These phone calls, for most Agents, come on their office, 
home, and cell phones. Most Agents never get away from the distractions 
of the phone. We have the distractions of e-mail. More often than not the 
e-mail is not a lead. It’s the fastest offer for Viagra or another unsolicited 
e-mail. If it is a lead, the conclusion ratio of Internet leads is less than 1%. 
Why give in to a 1% conclusion ratio if you are engaged in productive 
activities currently. Other Agents can be a distraction, as well. They can 
interrupt your rhythm and flow. They can also tempt you to join their coffee 
and donut group. 
 
There are two effective techniques to use to control distractions. The first 
is to plan for them. If you want to socialize with other agents, then plan a 
set time to do that. Block the time in your schedule in terms of the exact 



R:\Articles and Library\Coaches Corner\Past Coaches Corner and Index\2006\03-01-06 (Issue 249).doc 

day and time. It’s acceptable to socialize, provided it’s of short duration 
and you have planned for it. 
 
The second is creating a list of people who are granted instant access. 
Have your assistant memorize the list. If you don’t have an assistant, then 
work with your receptionist. Have her memorize and know who is granted 
unfiltered access. If you create a list larger than five people, then trim it 
down. The list should be five people or less. My list consists of my wife, 
my attorney, a financial advisor, and my sales manager. Any one else 
could get filtered out and scheduled for a call later in the day. Who is on 
your list? 

 
The real secret to highly productive people is they accomplish more of high value 
with their time. They control their time rather than letting it control them. They 
minimize the distractions they face daily. 

 
Lastly, they position themselves, through appointments, to be Agents in 
command. We all have a choice to be an Agent on demand. This is being at 
people’s beck and call all hours of the day and night. The other option is an 
Agent in command, where you dictate, control, and create your business and 
clients. That is the Champion Agent approach! 
 
 
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.    
 
========================================== 
 
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 
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coaching program, click on the following to send us an email: 
mailto:info@realestatechampions.com 
 
****************************************** 
 
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! 
 
****************************************** 
 
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. 
 
****************************************** 
 
Real Estate Champions is committed to partner with you to create abundance in 
your business and life. 
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