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Words from the President 

We must keep our tools for success clearly 
focused and in front of us daily. When we 
don’t have our objectives clearly focused, 
the trials that come will sometimes 
overwhelm us. They will often cause us to 

stumble and quit before we obtain our objective. 
Don’t allow yourself to be side tracked by adversity. 

Let me share this story with you. Florence Chadwick 
wanted to be the first woman to swim the English 
Channel. For years she trained and disciplined herself to 
keep going long after her body needed rest. When the big 
day arrived to challenge the channel, things went well 
until she neared the coast of England, where heavy fog 
and cold, rough waters impeded her progress. Not 
realizing she was within a few hundred yards of the shore, 
she became completely exhausted and quit swimming. 
Think about it…she quit a few hundred yards from her 
goal after swimming miles! She was heartbroken when 
she found out how close she was to accomplishing her 
goal. She was quoted by reporters saying, “I’m not 
offering excuses, but I think I would have made it if I 
would have been able to see my goal.” 

She tried again after she developed a mental image of 
England and the coastline. She memorized every feature 
of the distant landscape and held it firmly and clearly in 
her mind. Again she was hindered by fog, frigid water, 
and high turbulent seas, but this time she accomplished 
her objective. The reason she was able to accomplish it 
was because she never lost sight of it. It was in her 
mind’s eye the whole way across. 

Amazing things can and do happen when we keep our 
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objective in sight. Don’t lose sight of yours. Even losing 
sight for one day could cost many of you thousands of 
dollars in lost revenue for your business. 

 
To your Success, 

 
Dirk Zeller 
CEO 
Real Estate Champions  

    P.S. Check below on how you can get your FREE copy 
of our Bonus Tools Kit, 7 Audio Training Lessons on how 
to use them, and 5 Audio Coaching Calls. I promise that 
you won’t regret investing the time. 

 
  

Press Releases 

"Leads Are Your Lifeblood" 

Tele-Seminar - May 18th 
 
Run Time: 90 min, including 
LIVE Q&A with Dirk Zeller 
Seating is límíted to only 250. 
Reserve your place NOW 
while we still have room. 
 
Want to spark new life into 
your Real Estate Business? 

- Lead Systems For All 22 Lead Types!  
 
"100% Customer Satisfaction, No-Hassle, Or 
It's FREE - 365 Day Guarantee"  

 Reserve Your Seat Now! 

 
 

FREE Training 

"Veteran & Rookie Agents Corner Dirk Zeller At 
Tele-Seminar - He Surrenders His Best Tools For 
Lead Mastery, Listing Presentations, and Buyer 

 Later this Year 

 More Quality Training 

Making the Transition from Total 
Novice to Successful 
Professional 
by Dirk Zeller 

Jump Start Your 
Production: The key to 

success and having a 
strategically strong year. 

Blueprint for Success: 
Reach peak performance in 

your life. 

Successful Selling in 
Tough Times and Tough 

Markets: Skills, mindsets 
and concepts that allow you 
to close sales even in 
difficult circumstances. 
 

 More Real Estate 
Training Books 

Tele-Seminars 

 Conquering Sales 
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 How to Get More 
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Streaming Audio is a 
great, easy way to learn 
on the go. 
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Production: Out smart, out 
last and out performe your 
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How to Increase Your 
Income by $100K: Dirk 

exposes secrets of these 
Top Producers. 

Double, Double: Learn 
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double your hourly rate 
within 6 months. 



Conversions" 

Bend, Oregon - "47 Real 
Estate Agents At A Recent 
Tele-Seminar Coaxed Dirk 
Zeller To Reveal 14 Pages 
Of Free Tools - He Backs 
Up His Claim With 7 
Follow-up Audio Lessons 
& 5 Audio Coaching 
Sessions And Makes Them 

Available" 
 
GRAB YOUR COPY TODAY: No Cost. 

Get My Bonus Tools Kit Now!  

 
 

Keys to Representing a Seller 

Sellers have plenty of reasons to be emotional 
during the final negotiation. They are undergoing 
change, making huge decisions, and dealing with a 
transaction that probably involves a major, if not 
the most important, investment they own. Your role 
in this environment, and the key to your success, is 
twofold: Be prepared and protect the seller at every 
step along the way.  

Be Prepared 

By carefully preparing before you present a buyer’s offer 
to your clients, you can shorten the meeting, craft a 
better counter offer, keep seller emotions in check, and 
focus your clients on the next important steps. Follow this 
advice: 

· First and foremost, remain calm no matter how high or 
low the offer starts. 

· Go through the buyer’s offer carefully and note any key 
issues that need addressing.  

· Flag any contract points that merit your seller’s 
attention, so you can easily reference them during the 
meeting. If you’re faxing the document, also summarize 
the key points on the fax cover sheet. This way your 
seller won’t dig through every line of the contract. That’s 
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your job! 

· If your meeting will take place by phone rather than in 
person, fax the offer to the seller within minutes of your 
conversation. If your phone conference is set for 2pm 
have the documents faxed sometime between 1:30 - 
1:45pm. You don’t want the sellers to spend a few hours 
brooding if the price is low, and you certainly don’t want 
them to call you with questions, concerns, and panic 
attacks half a dozen times prior to the scheduled phone 
conference. 

Protect the Sellers at All Times 

The worst thing that can happen to a seller is to have the 
transaction fall apart a few days before closing. By then 
they are emotionally invested in another property. 
They’ve already made plans to move. They’re excited 
about the future. And then, wham, everything falls apart 
and everyone – you and they – lose market time, 
marketing momentum, and a considerable investment of 
time and money. 

In the aftermath of this kind of disastrous situation I’ve 
had the chance to look at the contracts that were written. 
I’ve seen examples that make me cringe, where the 
Agent didn’t protect the client, and all parties paid dearly 
for the mistake in the end.  

Even the most thorough approach will result in a broken 
deal once in a while. By taking these precautions you can 
keep disasters to a bare minimum: 

· Require prospective buyers to deposit enough earnest 
money to secure your client’s position. Set the earnest 
money high enough to make it difficult for the buyer to 
purchase another home if they walk from the deal once all 
contingent conditions are satisfied. You may be thinking 
that this advice conflicts with your objective to achieve a 
win/win outcome. In fact, it simply requires buyers to 
uphold their end of the deal or sacrifice their deposit. 
Remember, you are representing the sellers, and 
protecting your client’s interest is your fiduciary duty. 

· Not many buyers will walk from a deal when an amount 
like $5,000 at a minimum is at stake. Yet many agents 
allow initial deposits as low as $1,000 or $2,000 to 
squeak by. The rationale is that the buyers won’t have the 
cash available to make a higher deposit, but if the buyers 
need $15,000 to close in 30 days, depositing $5,000 
upfront won’t kill them.  
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· If necessary, consider accepting part of the deposit in 
the form of a short-term note. Only do this if there is no 
other way to increase the earnest money. If available 
cash really is a buyer issue, at least get a few thousand 
dollars deposited immediately and make arrangements to 
receive the balance within a few weeks, securing the 
latter portion with a note. Never secure the initial earnest 
money with a note for more than 24 hours. If you accept 
a note for the additional earnest money, be sure it’s 
redeemed within a stipulated short period of time. 

· Do not accept notes redeemable at closing. If the closing 
never happens, your seller will never be able to redeem 
the note. It becomes a worthless piece of paper, since the 
transaction never closed and technically the note never 
came due. Even legal action won’t fix this Agent mishap. 

· Another area of caution is the financing. Require the 
buyer to provide proof of loan approval with no 
conditions. You want proof-positive that the buyer can 
and will perform within two weeks of acceptance of the 
offer. Lending institutions are notorious for writing loan 
approval letters with conditions or weasel clauses that 
protect both the institution and the buyers. Make it clear 
on the counter offer that no contingencies or conditions 
will be acceptable after two weeks. 

The prevailing rule in seller protection is to tighten the 
language every step of the way. Remember at all times 
that your job is to protect and secure the interests of your 
client, the seller. The broader the language you allow, the 
greater the number of interpretable clauses – familiarly 
known as weasel clauses – make it into the transaction, 
each one endangering the level of security you can 
provide your client. 

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

Help Your Friends 

If you have friends and colleagues who would enjoy the 
Coaches Corner™ please forward it and invite them to 
subscribe. 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. 

Real Estate Champions, Inc 
132 Crowell Way 
Suite 200 
Bend, Oregon 
97702 
USA  
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