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In this week’s issue: 

1. Words From The President  
2. Creating Referrals 

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

1) Words from the President – Dirk Zeller 
 
The quality of your business is contained in the quality of your prospecting.  I am sorry I said 
the “P” word.  The more I coach and train Agents, the more I realize there is one thing that 
separates the top producers who are profitable from the rest.  The key word here is profitable.  
Anyone can bring in business through marketing; the difference is the consistency of their 
prospecting.  These Agents make the conscious decision that they are going to get this 
prospecting done daily.  They do not go home until they complete the most important task for 
the day. 
 
With the changes in the marketplace nationally, you cannot afford to neglect your 
prospecting. You will need to, at a minimum, call your past clients and sphere daily.  Here is 
the real truth . . . it’s not that hard.  We make it more difficult mentally than it is.  All it takes is 
a little discipline and determination to daily achieve success. 
 
I could give you examples of many of our clients who have put this into practice.  They began 
contacting 5 past clients a day and, with the right approach, have increased their income by 
100K.  Some have even increased their income 200K or more.  Why would you let 5 little 
contacts a day stop you from earning another $100,000 next year?  In the end, that makes 
little sense. 
 
We elevate the fear of rejection and decrease the feeling of success and self-worth. We 
make rejection too big and painful, which. in effect, makes the reward of success too small.  
What would you do with an extra $100,000 next year?  What trip would you take?  What new 
house would you buy?  What investments would you make?  For most Agents, their life would 
be transformed. 
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The only thing that is stopping you right now is you.  You are stopping your success because 
of the fear of rejection.  In the end, rejection isn’t final or fatal.  Don’t treat it that way.  It is 
merely a part of the game we play.  
 
 
To Your Success, 
 
Dirk Zeller 
CEO 
Real Estate Champions 
 
************************************************************** 
< - Press Release - > 
 
Bend, OR - "Dummies® Book Completed and Submitted To 
Publisher Wiley" 
 
Dirk Zeller, one of only a couple of authors in the Real Estate 
Industry chosen by Wiley to write a Dummies® Book, has recently 
completed the only success oriented title.  Success As A Real  
Estate Agent For Dummies® is due to hit the shelves nationwide 
June 30th, 2006.  High demand is predicted, and the publisher 
has ordered 50,000 copies for the first run. 
 
TO RESERVE YOUR COPY TODAY GO TO: 
 
http://www.realestatechampions.com/direct/detail.asp?product_id=5075 
 
************************************************************** 
< - FREE Agent Tools - > 
 
Bend, OR - "Veteran & Rookie Agents Corner Dirk Zeller At  
Tele-Seminar - He Surrenders His Best 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=606685 
 
**NEW**Bonus Tools Include 7 Audio Lessons 
and 5 Audio Coaching Sessions Delivered By E-mail. 
************************************************************** 
 

 
 
 
 

http://www.realestatechampions.com/direct/detail.asp?product_id=5075
http://MyOptInPage.com/?pid=606685
DanM
TO RESERVE YOUR COPY

DanM
GRAB YOUR COPY

DanM
7 Audio Lessons

DanM
5 Audio Coaching Sessions



R:\Articles and Library\Coaches Corner\04-25-06 (Issue 257).doc 

2) Creating Referrals 
 
We all want an office in which the phone rings continually with offers of referral business.  
Does having this type of office sound like a dream?  It doesn’t need to be such a far-fetched 
reality, though it requires diligent work with clients.  There are a few key steps to creating a 
great referral business.   
 
The first step is to provide a high level of service in the first place.  If the service is not 
exceptional, no referrals will be forth coming.  One of the crucial factors in customer 
satisfaction is communication.  When our client feels we have communicated with them 
clearly and regularly, their level of satisfaction goes up.  Clients can overlook other errors at 
times, but lack of communication is rarely forgiven. 
 
Another factor is to select the right person initially.  There are people we can do business with 
who will never be satisfied.  These people genuinely distrust everyone and everything.  They 
are looking for problems that do not even exist.  For example, I sold a listing I had obtained 
after another Agent’s listing contract had expired.  I went out, listed the home, and my buyers' 
Agent sold it within 30 days at full price.  We had a long escrow period, and it closed on time.  
The seller received 19 days of free rent back.  It was a perfect deal for her!  The day before 
closing, the seller called me because she thought I had not earned my commission.  She said 
I had not done enough ads or open houses.  The key was she never was going to be happy.  
I made a mistake when I selected her as a client.  I was paid well, but referrals are not forth 
coming from her.  The truth is I would not want them because, more than likely, most of her 
friends are just like her since people tend to enjoy spending time with other who are similar to 
themselves.  I am not interested in having clients similar to her because they will never be 
satisfied. 
 
Another step toward obtaining referrals is to ask for them.  There is no substitute for actually 
prospecting for referrals.  Picking up the phone and communicating with your past clients is 
crucial.  If you send out pieces of mail, you will get a 3% to 5% return.  If you make phone 
calls to all the people who received the mailing, you will get a 12% to 15% return.  That is an 
extra 9% to 10% return from the same piece of mail.  Who would not like to do another ten 
transactions from the same mailing?  If your average commission check is $3,000, you will 
earn an extra $30,000 from the same piece of mail just by making a few extra calls. 
 
Most Agents mail, mail, mail; but they never pick up the phone to make the call.  If you want 
to do a better job, you can track the effectiveness of your mailings by calling your clients.  
You can also get feedback on what kind of information would be helpful to them.  Your clients 
want to hear from you.  If you provide quality service, they also want to help you be 
successful.  If you did a good job for them, they will want you to do a good job for their 
friends. 
 
Do not forget to ask your current clients.  The people you are currently working with can be 
your best referral sources.  They are telling everyone they meet that they are either buying or 
selling.  Their whole conversations revolve around their current activity in real estate.  You 
want to hit them early on when their excitement is high.  Do not wait; get the referral now.  
Your sellers are going to be on a high the first few weeks on the market.  They may never 
again be so high on you.  Enlist them into your referral army to find new clients.  Convince 
them that finding new clients will help you sell their home because it will.  If you have more 
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signs, you will get more calls.  More calls mean more leads, more leads equal more buyers, 
and having more buyers will give you a better chance to sell their home.  Send them out to do 
reconnaissance in the bushes to find you buyers and sellers.  They will be more apt to do this 
in the first few weeks of your listing than at any other time. 
 
Your buyers are excited and talking to everyone about the home they want, especially if they 
are a first time home buyer.  Do not miss the chance to tap into all their other friends who are 
first time home buyers.  If they tell you about a few friends and one of them buys, you will get 
the others to follow quickly.  They do not want to be left out or the last of their group to buy. 
 
Lastly, understand you must consistently contact your past clients in order to achieve 
success in referrals.  Creating a program that helps keep you in constant contact with your 
past clients will yield the best results.  You will receive a good 80% of your referrals from 20% 
of your past clients.  You will have a small force of specialists who will do the bulk of the 
reconnaissance work.  Reward them and praise them for their efforts.  You will need to create 
a program to contact these people more frequently.  The more you keep in front of these 
people, the more business they will create for you.  You will need to contact these people at 
least monthly.  To achieve the greatest results, you personally must make the calls or the visit 
in person. 
 
Make sure to effectively track who is sending you the business.  You need to know which 
people to spend the most time, energy, effort, and dollars on.  You might be surprised who is 
your leading salesperson in the field.  By tracking, you can accurately reward the “top 
producer” of referrals.  You could even have a contest and create a recognition reward for the 
most valuable past client, a MVPC award.  People love recognition from others.  If done right, 
you could create a feeding frenzy of past client referrals. 
 
Personal contact is the key.  You need to personally call your client base with regularity.  Do 
not miss the opportunity to increase the level of your referrals by 10% with a few calls.  
Calling past clients also might make your day, because they will often say how thankful they 
are for your good service.  
 
 
************************************************************** 
 
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 e-mail 
to:  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.    
 
************************************************************** 
 

http://www.RealEstateChampions.com/RealEstateTraining_Articles
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If you have any questions or challenges that you would like answered, submit them to:  
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 e-mail: Info@RealEstateChampions.com 
 
************************************************************** 
 
If you have a comment you would like to share please e-mail 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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