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Coming Back From the Moon to Wrestle a Bengal 
Tiger

We all feel challenges in our lives. These challenges 
can manifest themselves at work, at home, with our 
health, in our spiritual life. These challenges are 
often accompanied by discouragement. 
Discouragement can often happen when we survey 
the difficulties that lay before us. We can de-

motivate ourselves because of the gap between the 
reality of where we are and the vision of where we want 
to be.

The first thing that usually happens when we find ourselves in 
that place of challenge and discouragement is that we don’t 
think clearly or rationally. We are often in such a frenzied or 
frustrated state that we lose all objectivity. This loss of 
objectivity causes the evaporation of clarity. Often, we will not 
do what would be wise, which is to seek counsel from a 
trusted advisor. We usually do the opposite, which is to run 
and hide.

The second thing we do is to separate ourselves from 
strengthening relationships. We create a distance between the 
outside world and ourselves. It’s like we go and hide in a cave 
hoping that things will change. Make sure you stand your 
ground with the people who can strengthen you. Stand 
your ground with your friends, your spouse, and your children. 
If you have a coach, call him/her immediately to help you 

- [ Training Spotlight ] - 
 

Objection Handling 
Mastery  

 

 
Includes: 12 
CDs, almost 

200 Scripts & 
tools for $505...

$297 
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 Coming Up
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• The Champion Agent's 
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• If Business is War - 
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move through the challenge and to help hold you accountable 
to the actions that need to be taken. Most people tend to want 
to be alone, and that is the worst thing they can do. 

This discouragement can often happen in the backwash of a 
great victory. Sometimes our most vulnerable moments 
come after a great victory. We can be vulnerable after a great 
victory at work or at home. We have set a record pace for the 
first six months. We have earned more money in six months 
than we did all last year, and then we hit the wall of 
vulnerability. But now we find ourselves in the backwash of a 
great victory. The great victory only becomes a memory. We 
have not prepared for this moment, so there is not a counter-
assault planned. The energy and emotions we invested to take 
the hill are spent, and now we are beginning to slide 
backward. This backwash can happen in any area of our lives. 
We could have made great strides with our spouse. We have 
achieved a mountain top experience in our relationship, and 
then the backwash hits. You think, “We should be ready for 
anything,” but then find that you are not. NASA realized this 
challenge with the astronauts when they came back from the 
moon. They would have this beyond mountain top experience 
of personal achievement and then would slide into the abyss of 
depression. How do you top going to the moon?

The third condition most of us feel, as we face challenges in 
our lives, is that we become physically exhausted and 
emotionally spent after we have struggled to reach the 
pinnacle. As we stretch and strain to achieve greatness, we 
deplete the tanks of our physical energy and emotional 
energy.

The only way to fill them to full again is extended rest and 
refreshment. If you are pushing empty in both tanks, it will 
take more than a weekend to complete the re-charge.

There is a Greek saying “You will break the bow if you keep it 
always bent.” Some of us live under constant stress and 
tension. The bow never gets unstrung and relaxed. Are you 
putting yourself under relentless pressure? We will all 
break under that level of pressure. We must give ourselves 
time for rest and refreshment. Each person has his/her 
individual need level for rest and refreshment. I will often tell 
our clients that it’s essential to learn your “rhythms of work.” 
Your “rhythms of work” are how long and how hard you can 
work before burnout hits. When discouragement and 
frustration overcome you, and you just want to crawl into a 
ball, that is a sure sign that your tanks are too low. We all 
need to know our “rhythms of work.”

General 

 
 Quality Training

Get Dirk Zeller’s 
Award Winning Books 
and Download Real 
Estate Champions PDF 
Ebooks!

Success As 
A Real 
Estate 
Agent For 
Dummies® 
Dummies 
Now In-Stock! 
Here First! 

 
 
by Dirk Zeller 
 

Your 1st 
Year in 
Real 
Estate: 
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. 
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We must also realize that the physical tank will fill up much 
quicker than the emotional tank. When our emotional tank 
gets low, it takes longer to fill up again because the filling 
valve is smaller and slower. However, our body can recharge 
rather quickly with rest. A solid, restful weekend will usually 
refill your physical tank. Our emotions and our mind take 
much longer to recharge. A person might need a week or 
longer to feel emotionally rested and re-centered in his 
or her life. 

Be sure to protect your emotional tank. Don’t let anyone else 
control the level of this tank. We often will let our clients take 
control of these values. If we turn over the value controls, we 
are in for a train wreck.

Lastly, don’t get lost in self-pity. Self-pity can cause you to 
cultivate a victim mentality. It can say to you that you can’t do 
any better. Self-pity will lie to you about everything. It will lie 
that your skills and abilities are not good enough even after 
your big victory. Self-pity is a pathetic emotion. It is an 
emotion that will drain your emotional tank rather than fill it. 
Self-pity is like being face-to-face with a Bengal Tiger. 
That tiger desires to claw us to shreds. Self-pity wants to get 
into your mind and do major damage. 

Make sure that you stop the challenges and discouragement at 
your front gate. Don’t separate yourself from your trusted 
advisors. If you don’t have some trusted advisors, seek them 
out. If you seek; you will find. Prepare for the backwash after 
the victories. It happens to all of us. We have all been blessed 
with more gifts and talent than we use. Our calling in life is to 
use them all daily. 
 
To your Success, 

 
Dirk Zeller 
CEO 
Real Estate Champions

P.S. Just a reminder that I am conducting our group coaching 
sessions for probably the last time and that there are 5 spots 
for Level 1 and only 2 spots for Level 2 available. If 
you've ever thought about investing in coaching, now is the 
right time to do so and group coaching is THE most affordable 
opportunity. See the end of this newsletter for more 
information.

 

 
 More Real Estate 

Training Books

 Later this Year

• Champion Agent’s 
Buyer Interview - August

 More Quality Training

Streaming Audio is a 
great, easy way to learn 
on the go.

7 Smart Ways to 
Explode Your 

Production: Out smart, 
out last and out performe 
your competition.

How to Increase 
Your Income by 

$100K: Dirk exposes 
secrets of these Top 
Producers.

Double, Double: 
Learn the skills and 

techniques to double your 
hourly rate within 6 
months.

 More Streaming Audio

 
 Partner Services
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When Most Salespeople Quit

The reason that agents who pursue expireds and FSBOs 
are so effective in securing listings is because most 
agents either don’t attempt to compete, or, if they do, 
they compete on a haphazard basis, usually quitting long 
before the sale is made. 

If you’re going to succeed in sales, you have to get used to 
hearing the word “no” more often than you hear the word 
“yes.”

If prospects always said yes, real estate agents wouldn’t be 
salespeople; we would be called order takers. We would just 
take someone’s order, confirm its accuracy, and fulfill it as if 
we were working the counter at the local McDonald’s, with no 
selling involved.

Beyond that, if prospects always said yes, our income or 
payment for services would plummet. One of the reasons a 
real estate agent should and does get paid well is that 
they are compensated for dealing with prospect 
rejection and finding solutions – often when a ready 
answer seems illusive or not readily available. 

Study after study has confirmed that most salespeople quit 
long before the sale occurs because they can’t take the answer 
“no.” 

• 44% of salespeople quit trying the first time the 
prospect tells them no. At the first point of resistance, 
nearly half of all salespeople quit trying to win the sale and 
earn a commission.

• 22% of salespeople quit the second time the prospect 
says “no.” That means that two - thirds of salespeople 
eliminate their chance of a paycheck after two small 
roadblocks.

• 14% of salespeople quit after the prospect says “no” 
for the third time.

• 12% of salespeople quite and go home after a fourth 
“no.”

Imagine! 92% of salespeople bail out after four attempts to 
acquire the order, the opportunity, and the sale. That means 

 
Read Dirk's Featured 
Articles in Realty 
Success. 
Please visit 
RealtorLibrary.Com to 
request a free online 
issue. Contact 
RealtySuccess at 
888.529.5842 to learn 
about current specials on 
printed subscriptions. 

RealEstateChampions.com 
is Hosted by Web Merchant 
Services 
 
Response Hotline Service 
available through 24/7 Call 
Capture
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that only 8% of all salespeople continue after the fourth 
rejection.

Here’s the amazing number: The studies further prove that 
more than 60% of all sales are completed after the 
prospect has said no at least four times. Maybe the 
prospects said no due to the terms and condition, maybe they 
needed more information clarification, maybe their schedules 
didn’t allow for the purchase, or maybe the timing was just 
plain lousy. In any case, the end result, 92% percent of 
salespeople were missing in action by the time the seller was 
ready to say “yes.” That means that 8% of the salespeople 
control 60% of the business, simply because they are there 
to ask for the order when the buyer is ready to issue approval.

Need more help qualifying and closing prospects? Click Here or 
See Below

If you're tired of wasting time with wishy-washy buyers maybe it's 
time you learn the...

"Champion Agent's Buyer Interview" 

 
 

Tele-Seminar -  
 
 

Thursday, August 24th 
10:00am PT • 11:00am MT • 12:00noon 

CT • 1:00pm ET 
 

Run Time: 90 min, including LIVE Q&A 
with Dirk Zeller  

 
Seating is limited to only 250. Reserve 

your place NOW while we still have room. 

“We are already putting into action a number of the ideas we 
learned from the seminar. In my three years in the upper-end 
real estate industry, my sales have doubled each year. 
 
Last year, my transactions totaled $13 mil. Utilizing Dirk's system, 
we anticipate (and are counting on!) an increase of at least 50% 
this year over last year. 
 
Thank you in advance for your part in our success!”
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– Elaine Bierstock, Lyon Real Estate, Sacramento, CA 
 
 

 Get More Information Now!

 

Objections Are Opportunities

We all want our prospective home buyers to just "roll over." 
Even a neophyte Agent finds it easy to make this type of sale. 
An unskilled salesperson fears hearing objections, but a great 
salesperson views objections as opportunities.

When you get an objection from buyers or sellers, make sure 
that you hear clearly what they are saying. If you interpret 
the objection wrong, the answer you give, no matter how 
eloquent, will not be sufficient to overcome their area of 
concern. 

Let me give you a few techniques I have used to turn 
objections into dollars. I pause to make sure I clearly 
understood, and then repeat what they said or ask them to 
explain further. This technique will do a few things for me. 
First, I can confirm what their objection was to ensure I 
understood it properly. Second, it enables me to be well 
prepared when I respond. I bought myself a few seconds while 
my brain prepared my answer. I was able to respond in a 
powerful, well-planned manner. Third, I avoid the big mistake 
of trying to answer the objection before the buyer or seller 
gets the objections completely out of his mouth – as if 
stopping the buyer or seller from stating the objection 
completely will stop the objection, and it will go away. The 
objection is legitimate to that person, no matter how ridiculous 
it may sound. He feels it is legitimate, so it is legitimate. 
Interrupting can cause the seller or buyer to become irritated 
with you. It may not matter how well you handle the objection 
if you interrupt him.

Your mental approach to an objection will determine 
your success or failure. Most Agents dread hearing an 
objection, but most objections result from one of two 
situations. One is the seller or buyer has legitimate concerns 
regarding the property and/or your skills to sell his home. The 
other occurrence of objections is because your presentation 
was not good enough. You did not convey the confidence that 
you are the person for the seller to hire for the sale of his 
home. You did not make a convincing enough presentation for 
the buyer to purchase the home you showed him. The clients’ 
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desire to work with you is a natural ending to a good 
presentation. If the presentation is weak, the objections will 
flow like a river. There are really only about forty possible 
objections in the selling process of real estate. The 
question is why haven’t you learned them all? If you wrote 
them all down and practiced them for half an hour a day for 
the next six months, you would know them automatically. You 
would be prepared for any situation in selling. You would then 
have the confidence to say, “Bring them on; I am ready for 
them.” There are about ten to fifteen that are the most 
common objections that will stop unprepared Agents in 
their tracks 90% of the time. How difficult would it be to 
learn just those ten in the next 30 to 60 days?

The problem is we do not regularly practice countering 
objections in real estate. The Dallas Cowboys spend four to 
six hours a day practicing football. The players and coaches 
spend a couple more hours a day reviewing film and studying 
their play books during a two month span in spring training, 
and then they play four practice games in pre-season to 
prepare for the real NFL season. Next, the players and coaches 
spend a few hours a day practicing and watching films, five or 
six days a week to prepare for one 60-minute game. They will 
spend forty to fifty more times practicing and preparing for the 
game than actually playing the game. How skilled in sales 
would you be if you adopted that regiment? How about if 
you practiced even one hour a day on your skills at 
overcoming objections? You would become an unstoppable 
real estate sales person.

The second observation regarding objections is they truly are 
an opportunity to get a signed contract. When a buyer or 
seller gives you an objection, he is presenting you with an 
opportunity to close. He is basically saying, “I like this, but 
there is one factor I do not like.” The buyer might say, “If the 
home you are showing me had a larger patio, it would be right 
for me.” All you have to do is get him a larger patio, and you 
have made a sale. You must put your problem-solver hat on. 
If you solve his problem, then you get the opportunity 
to ask him to buy. The client can say, “Yes”, or give you 
another objection. If he gives you another objection, you get 
another opportunity to solve the problem and ask him to buy. 
This procedure may continue for a few objections. Do not give 
up; you are getting closer to a sale. As long as you are able to 
continue to solve his problem, the client will buy. Remember, 
you are the problem solver.

Too many Agents adopt the position of a deer looking in the 
headlights when an objection comes their way. These Agents 
have a negative mental attitude towards objections. They view 
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objections as a big wall between them and the sale – a wall so 
tall they cannot see a way around, over, under, or through.

Join the ranks of the highly-skilled and highly-paid 
professional REALTORS®. Change your mental approach to 
objections. Implement a practice program. All it takes is a 
daily commitment to practice for at least 30 minutes. Commit 
today; you will not believe the results 60 days from now. 
 
 
For related articles, go to: 
http://www.realestatechampions.com/realestatetraining_articles/ 

 

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 in 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. 

Together we can discover the best and fastest way to put 
you in the "Successful Agent" category together.
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Dirk Zeller 

 
My NEW Book 

Available 
July!

Performance Accountability 
Coaching - Level I

Become A Constant 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 5 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!

Reserve your place NOW while we still 
have room. Only 2 spots left!

 
 Newsletter PDF Archive
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July!

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. 

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

• July 18th 
• July 11th 
• July 5th 
• June 27th 
• June 20th 
• June 13th 
• June 6th 
• May 31st 
• May 23rd 
• May 16th 
• May 9th 
• May 2nd  
• April 26th 
• April 19th

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

Thanks for reading!

Real Estate Training & Coaching

Coaches Corner™ - Tips, Tools, News and Articles for Real Estate Professionals
      ©2006 Real Estate Champions, Inc

file:///R|/Users%20Files/Tyler%20Lee/CC/725/ccnewsletterWEB725.htm (10 of 10)7/31/2006 4:58:38 PM

mailto:info@realestatechampions.com?subject=I'd like to join Dirk for PAC 1 - Registration Information Request
mailto:rec@dirkzellertraining.com?subject=CC Unsubscribe
http://www.realestatechampions.com/pdfs/ccissue269.pdf
http://www.realestatechampions.com/pdfs/ccissue268.pdf
http://www.realestatechampions.com/pdfs/ccissue267.pdf
http://www.realestatechampions.com/pdfs/ccissue266.pdf
http://www.realestatechampions.com/pdfs/ccissue265.pdf
http://www.realestatechampions.com/pdfs/ccissue264.pdf
http://www.realestatechampions.com/pdfs/ccissue263.pdf
http://www.realestatechampions.com/pdfs/ccissue262.pdf
http://www.realestatechampions.com/pdfs/ccissue261.pdf
http://www.realestatechampions.com/pdfs/ccissue260.pdf
http://www.realestatechampions.com/pdfs/ccissue259.pdf
http://www.realestatechampions.com/pdfs/ccissue258.pdf
http://www.realestatechampions.com/pdfs/ccissue257.pdf
http://www.realestatechampions.com/pdfs/ccissue256.pdf

	Local Disk
	Real Estate Champions


