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Words from the President 

To be successful in life, we must focus on the 
things that limit our performance. For all of us 
there are a handful of things that block us from 
achieving a high level of performance.  

In the end, if we really look at them, one will leap out. 
There is usually one that stands head and shoulders 
above the rest. I would identify this one thing as the 
"limiting step". 

The reason I call it that is because, until you step over it, 
your life will be limited. You will not be able to progress to 
the level of abundance that you desire. You will often 
struggle to hit the peak performance level consistently. 
You will have flashes of brilliance at times and even 
consistency of growth for periods. But to really fulfill your 
full potential will be impossible.  

This does not mean you won’t have a wonderful life and 
business without its removal. It just means that you won’t 
be able to play at the level that God created you for.  

So here is your action plan. Ask one to two trusted friends 
or advisors (make sure they really know you and care 
about you) the following question:  

"What one thing about me do you see as the biggest 
obstacle to my success?" Meaning, if I changed this one 
thing about myself I would literally be astounded by the 
rapid progress I would make toward achieving my dream.  

Once you get the answer, then create a simple plan to 
overcome that big obstacle or limiting step once and for 
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all. Start implementing the plan the moment you have 
created it. Check your progress weekly.  

We have to remove the limiting step to have a no-limit 
life. For the many of you who are our clients, ask your 
coach what your limiting step might be. They will help you 
identify the limiting step and create the plan.    

 
To your Success, 

 
Dirk Zeller 
CEO 
Real Estate Champions 

P.S. If you haven’t already checked out our Conquering 
REALTOR® Sales Call Reluctance® tele-seminar, I ask 
that you please investigate it further below. It WILL 
make the difference between Success and Failure for 
many of the agents that attend. 

 
 

 
New Coaching Programs (Very Affordable) 

”Your Once In A Lifetime Opportunity 
To Be Coached By 

The Dummies Book® Author!” 

Imagine the bragging rights you'll have: You'll be coached 
by the Dummies Book® author on a small team (only a 

few) of some of the best agents in the country. This 
solution is also our most affordable solution (you'll 

probably spend more on gas a month).  

There are two group coaching programs to choose from: 

1) PAC Level 1 designed to help New or Struggling 
Agents to get to "Consistent Producer" status (30 

transactions per year) in 3 months.  

2) PAC level 2 is for the already "Consistent Producers" 
who want to reach the next level, "Top Producer" (40-60 

transactions per year). 

Please consider joining me and get more information on 
these programs by clicking your choice below and sending 

me an email.  
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Together we can discover the best and fastest way to put you
in the "Successful Agent" category together. 

 
 

Dirk Zeller 

 
My NEW Book 

Available 
July! 

Performance Accountability 
Coaching - Level I 

Become A Constent Producer 
(30 Transactions/yr) 

Wednesdays, Beginning July 12th
 

 
Run Time: LIVE coaching with Dirk 
Zeller for one hour, every week. 
 
Four groups [7:00am · 8:15am (Sold 
Out) · 9:30am · 10:45am (Pacific 
Time)] with seating limited to only 12 
per group.  

 Register Now and secure your 
spot, while we still have room. Only 
36 spots left! 

Dirk Zeller 

 
My NEW Book 

Available 

Performance Accountability 
Coaching - Level II 

Become A Top Producer 
(40-60 Transactions/yr) 

Mondays, Beginning July 17th
 

 
Run Time: LIVE coaching with Dirk 
Zeller for one hour, every other week 
 
Two groups [1:00pm or 3:45pm 
(Pacific Time)] with seating limited to 
only 5 per group.  
 

 Get more information NOW on 
how to secure your spot! 
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Checking Your Prospect’s "DNA" 

Based on your qualifying efforts, determine the likelihood that
your prospect will convert into a good client for your business
by conducting a DNA analysis. This involves measuring the 
prospect’s level of desire, need to take action, and ability and
authority to make a purchase or selling decision. 

D for Desire 
Desire or motivation is the strongest indicator of a successful 
business outcome. A prospect’s burning desire can overcome 
all other deficiencies, including a lack of financial capacity or 
purchase ability. 

The summer before my junior year in college, I painted 
houses to earn money for my tuition, books, and room and 
board. When I started work on the last house of the summer,
I learned that the owner was selling a 1976 BMW 2002. I 
wanted that car, even though buying it would take all my 
summer earnings and college savings. My parents tried to 
counsel me away from this foolish idea. My ability to buy was 
limited due to money, but my desire was greater than my 
lack of ability. I ended up borrowing the money for the car 
and still covered my college costs. This creative ingenuity 
didn’t please my parents at all. Looking back, it wasn’t one of 
the smarter decisions I have made in the last 25 years. But it
did teach me a lesson about the power of desire or 
motivation to compensate for all other shortcomings.  

Let me give you one caution: Desire is not the same as 
interest. Anyone can have interest. Interest doesn’t reflect 
intent, and it doesn’t indicate a high probability of action. If a 
prospect says, "I have an interest in selling,” probe deeper to
see if there is real desire to sell, or just interest. 

I have found that many "interested” shoppers are looking for 
something that doesn’t exist. Truly, I’ve heard interested 
prospects say, basically, "If you can get me $50,000 above 
market value for my house, and you can find one I can buy at

July! Reserve your place NOW while we 
still have room. Only 10 spots left! 

 



$75,000 below market value, I’ll list my home with you.” 

Get real! The truth is, if I could find a property for 
$75,000 below market I wouldn’t sell it to him; I’d buy it 
myself, and so should you!  

N for Need 
A need is a specific and identifiable problem that your 
service can help a prospect overcome.  

Many prospects’ needs stem from lifestyle changes that 
prompt environment changes. A family expecting another 
child needs a larger home. Empty nesters tired of yard 
work and home upkeep want to move to a maintenance-
free condo. A divorce requires one household to become 
two households, forcing a home sale and several 
purchases in the aftermath. The need to buy or sell based 
on environmental changes such as these prompt the 
majority of real estate transactions each year. 

One of the reasons I worked expired listings was because 
the owners’ level of need was so apparent. After sitting 
with an unsold home for months or longer, the sellers’ 
need to find an agent who could solve the problem was 
pretty clear. My job was merely to convince them that, by 
working with me, their problem would be solved; that I 
would deliver a different and positive outcome. 

A for Ability and Authority 
Clients need both ability and authority to conduct a real 
estate transaction.  

Ability relates to the financial capacity of your prospects. 
Do they have the financial wherewithal to sell their 
current home and buy the one of their dreams? Do they 
have enough equity in their current home? If not, can 
they borrow a larger sum to buy the one they want, or do 
they have access to additional funds to achieve their goal? 

Authority means the prospect has the power to make the 
decision; to say yes or no to the deal. Find out: Are you 
working with the ultimate decision-maker or decision-
makers, or is someone else also involved? Will the 
prospects decide autonomously, or will they seek the 
guidance or advice of others as they make their decision?  

I think agents make a huge mistake when they make 
listing presentations without both spouses or significant 
others in attendance. Whether or not both names are on 
the title matters little. In our family, we own properties 
that show only my wife’s name on the title, and others 
that show only mine. This is purely an estate-planning 
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move on our part. If we decided to sell, I guarantee that 
our input would be equal in decisions about pricing and 
who should represent our interest in the sale. 

By using this DNA analysis of measuring one’s level of 
desire, needs, and ability and authority you will have an 
accurate basis for determining the probability of your 
prospect converting to a good client for your business.  

 

PRESS RELEASE – FOR IMMEDIATE RELEASE 

BEND, OR - "Realty Success Magazine secures Dirk 
Zeller as contributing author to deliver time-tested 
and proven success strategies to the Real Estate 
Industry” 

 

RealtySuccess Magazine will show you how to 
increase your income and sell more homes with 

articles by experts like Dirk Zeller, Zig Ziglar, Tom 
Hopkins, Brian Tracy, Michael York, Chris Alford 

and more. Please email 
edits@realtysuccessonline.com to request a free 

online issue. Contact RealtySuccess at 
866.529.5842 to learn about current specials on 

printed subscriptions. 

 
  

The 20/50/30 Rule 

We have all been exposed to the 80/20 rule. This rule 
states that 80% of our results come from 20% of our 
labor, or 80% of our income will come from 20% of our 
clients. When this rule is learned and applied, it is a 
powerful tool towards success. 

There is another rule, which I have applied with great 
results throughout my sales career. It is more powerful 
but less known than the 80/20 rule. It is the 20/50/30 
rule. Let’s take an in depth look at this rule. 

In the 20/50/30 rule, the 20% is made up of the people 



who will do business with you easily. These 20% are 
people with whom you have already built trust and 
rapport. They have belief and faith that what you say is 
true. They believe that you are skilled at what you do, 
and they would be pleased to work with you. They often 
treat other professionals in other fields with respect, as 
well. These types of clients and prospects are like gold. 
This 20% is a pleasure to do business with. They can 
come from any source such as open houses or by 
prospecting. They could also be a past client or referral.  

The next group is the 50% of people who are on the 
fence. This group, upon receiving a solid presentation and 
systematic approach, moves towards your side of the 
fence. But it takes sufficient data and reasoning to get 
them to commit to buying or selling a home. This group, 
after careful evaluation of the data, will make a decision 
based on how it will benefit them. Having a benefit-based 
listing presentation is crucial to landing this type of 
prospect. This group is where the majority of your 
prospects will reside. You just need to apply solid sales 
skills, and these prospects will become like the "golden" 
20%.  

The final group, which is the group that 30% of people fall 
into, is the most dangerous group. This group demands 
tremendous amounts of energy and time to convince 
them to join your side of the fence. This 30% is highly 
demanding and often has limited respect for the services 
provided by others. Even with a solid service 
presentation, they often demand more from a sales 
person than the other two groups do.  

During my career, once I determined an individual was in 
this 30%, I would throw the lead away because the 
conversion ratio of this group is very low. A large amount 
of time can be invested on people in this 30%, which will 
equal low payoff and high frustration. I am not sure if this 
group can be satisfied even if everything goes perfectly. 
My advice is run away from prospects and clients in this 
group, fast!! 

We, as sales people, cannot help everyone. Why not just 
focus on the easy 20%, the 20% that is truly in your 
corner rooting for you? Then move to the 50%, which 
takes a little selling of yourself and the benefits of 
working with you. These categories will provide more 
income and less frustration. You will have a more 
enjoyable experience providing your service to these two 
groups than the 30% group. 

Next time you speak with a prospect or client there are 



three questions to ask yourself. The first question is which 
category are they in? Next ask how can I move them into 
the 20% if they are not already in it? And finally, how 
much effort and energy will my team and I invest in 
moving them to the 20%? Once you have asked those 
questions, determine what the odds are that they will 
convert. Is the effort worth the reward? By asking these 
questions you will be applying the 20/50/30 rule 
effectively. Your efficiency and income will increase in 
your business. 

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. 

 

Realtor® is a Registered Trademark of National Association of Realtors, Inc.

 

Sales Call Reluctance®is a Registered Trademark of BSRP, Inc.  

To Unsubscribe, simply reply to this email with the words 
"CC Unsubscribe" in the subject line.
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