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Words From the President

Thanks for joining me today on the journey toward 
your success as a Real Estate Agent.

Before we get into this week's "Golden Nuggets of Real Estate 
Wisdom", I want to give you a little encouragement.

Whether you are up, down, or in-between this year be 
encouraged that no matter where you are today you can 
change the direction of your life with the choices you make.

By reading this newsletter, for example, you made, what I think 
to be , a wise choice to read the entire newsletter. It'll only 
take 10 minutes or so and could make a difference for you.

It covers two of my favorites topics (Prospecting & Daily 
Disciplines), each of which could give you an idea or trigger a 
different action that may lead to a change of direction for your 
life.

So, congratulations to you on making the right choice and 
investing a little time in yourself and your career. You could be 
reading the (most often depressing) newspaper after all.

To your achievement of success in Real Estate, 

- [ Last Chance! ] - 
 

Foreclosure Mastery  

 

 
Includes: 5 

newly recorded 
audio CD's, 1 

CD-ROM 
Workbook, 1 

Month 
Subscription to 
RealtyTrac®'s 
Property Alert, 

and more... 
All for $497...

$297 

 
I Want to Learn 

More

 Coming Up
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Real Estate Champions

 
Dirk Zeller 
CEO 
Real Estate Champions, Inc

P.S. The last chance to get Foreclosure Mastery™ for the 
introductory price ends on Friday; there's more info here. 
 

 

Shattering the Myths about Prospecting - 
Forever!

You’ve heard at least some of the reasons Agents use in order 
to avoid adopting sound prospecting techniques. “My market is 
different” or “You don’t understand how we do things here in 
Mayberry” are among the many. Truth is there are 
techniques that work in every market area, everywhere 
in the world, at any point in time. So, bury the myths, 
starting with the ones that follow.

There is a “Magic Pill”… 

Real estate success is built on a series of fundamentals.  One of 
those fundamentals is prospecting.  

There are plenty of people working to sell Agents on some 
“magic pill” they can take to avoid the fundamental need to 
prospect. They are greeted by a willing market, since many 
agents secretly want and hope for a prospecting-free 
existence.  We secretly hope those guys on the late night 
infomercials are right that we can buy a home for no money 
down at below market prices, or we can eat whatever we want 
and not have to work out and still lose weight and have a 
sculpted body.

Dream on. There is no magic mailing program, calendar, 
magnet, marketing piece, or website that will make up for 
the fundamental need to pick up the phone and start 
prospecting for new clients.

An Approach Too Good to be True… 

Agents are quick to share with you how they got where they 
are today – passionately describing their techniques, people 
who helped them, or products that made the difference.

Tele-Seminars 
• Getting the Listing on 
the First Appointment 

November

Champion Performer 
Series 

• The Truth about a 
Champion Agent's 

Business 

 
 Quality Training

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

The 
Champion 
Real 
Estate 
Agent 
Now In-
Stock! 
Here First! 
 
by Dirk 
Zeller

 
 

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 
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Real Estate Champions

While a few of these Agents can tell you the cause and effect 
link between their actions or techniques and their sales and 
revenue, better than 95% truly have no idea or can’t 
quantify their success for you.

Your job is to pull the curtain back.  In the movie The Wizard of 
Oz, Dorothy, the tin man, the scarecrow, and the lion were all 
mesmerized and scared of the great and powerful Oz.  It took a 
dog, Toto, to reveal that Oz was a little man pulling levers and 
using a sound system to produce the semblance of greatness 
and power.

In the future, when someone approaches you with great and 
powerful business-generating techniques, pull back the curtain 
with these questions.

●     How many transactions does this technique 
generate for you annually? 

●     How much time do you need to invest personally to set 
this up and maintain it?

●     What does it cost you to use this marketing service 
to generate leads?

●     What is the conversion ratio on this technique?

●     What percentage of your business comes from this 
activity?

●     How many buyers did you get from this approach?

●     How many sellers did you get?

●     What is your net profit from this activity after all your 
costs are subtracted?

●     Have you included the value of your time in that 
equation?

Most people (whether they are other Agents, your broker, other 
trainers, or sales gurus) couldn’t answer most of these 
questions.  However, they are all positive that what they are 
advocating is the “cat’s meow” for you and your business.

I recently received a marketing piece from an Agent touting his 
approaches to business.  He had sold 60 homes in his third year 
in the business – a very respectable number. Based on his 
personal success, he was promoting his lead-generation model 
as better than prospecting because he did 60 deals and 

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

 Later this Year

• Getting the Listing on 
the 1st Appointment - 
October

 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.
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generated over 1,200 leads a month.  The average agent 
would be frothing at the mouth to achieve those 
numbers.

I immediately grabbed my calculator and did the math. He 
generates over 14,400 leads a year, which means his 60 
transactions represent a lead-conversion rate of .004167 – 
less than ½ of 1%.  Put differently, he has converted only 
one person out of 240 leads that were generated through his so-
called “prospecting technique”.

There are only two logical conclusions that one can come to:  
The leads he is generating are marginal at best, or he is really 
poor at securing face-to-face meetings and subsequent deals.  I 
will leave you to draw your own conclusion.   
 
If it seems too good to be true, it probably is too good to 
be true.

Top Producers Don’t Prospect… 

This myth is based on some truth. Many top-performing Agents 
don’t prospect once they have “made it” as Agents. But you’ll 
be hard-pressed to find top producers who got where they are 
without prospecting at earlier stages in their careers. And you’ll 
be even harder-pressed to find top producers who can weather 
the swings and changes of the marketplace without going back 
into prospecting mode at least on an occasional basis.

To become a top producer, you must prospect.  And to remain 
at the top of your game, you must continue to prospect.  Don’t 
quit prospecting . . . ever!  

As you become more and more successful at real estate sales, 
you may even do more prospecting – in part because 
prospecting becomes more natural and easier than ever.  As 
you acquire name recognition and market presence, the 
people you contact are increasingly honored and 
pleasantly surprised to receive your calls. They know that 
you are busy and successful, and they respond not only with 
their own business but with many referrals, as well.

My Clients and Friends don’t want to be Bothered… 

Agents who use this excuse are focusing almost exclusively on 
the canvassing or referral portion of the call, rather than on the 
connection the call allows with a long-established associate. 

Wouldn’t you be delighted to get a call from your 
accountant, doctor, dentist, or insurance agent asking how you 

Double, Double: 
Learn the skills and 

techniques to double your 
hourly rate within 6 
months.

 More Streaming Audio

 
 Partner Services

 
Read Dirk's Featured 
Articles in Realty 
Success. 
Please visit 
RealtorLibrary.Com to 
request a free online 
issue. Contact 
RealtySuccess at 
866.529.5842 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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and your family are, thanking your for your business, and 
seeing if there is anything they could do for you?

I bet you can count on one hand the amount of times in the last 
20 years you have received a call like that.  If you did, you 
would probably be stunned and appreciative. Your sphere, past 
clients, and other associates would feel the exact same way.

Every time I work with a new client, I hear the same excuse: 
They don’t want to bother anyone.  Then they make calls for a 
week, and when I talk with them again, they always say the 
same thing: “I was amazed how easy it was.  My clients were 
really happy to talk with me. I couldn’t get them off the phone. 
It was great to catch up.” 

For more information on how you can gain Prospecting 
Success ... Click Here

"What would it be worth to you to have access to my playbook  
chalked full of my most advanced real estate tactics?" 

The Champion Real Estate Agent - 
Book

Now on the Shelves

A proven plan for peak sales 
performance—and a better life!

In The Champion Real Estate 
Agent, renowned sales trainer Dirk 
Zeller shows you how to 
dramatically boost sales and achieve 
all your professional goals. But 

there’s much more to being a champion agent than just 
selling. Zeller’s proven program not only turns you into 
a top sales performer, it gives you all the tools to build 
your real estate business and guaranteed to create a 
secure and prosperous future for yourself.

Full of insider tips, expert advice, and real-world 
examples from Zeller’s many years as a champion 
agent and trainer, this comprehensive career guide 
presents a complete system for managing your 
business and time—so you can earn more money and 
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enjoy more of life. 

Don’t just get into the real estate game; become an all-
star when you learn how to:

• Supercharge your sales and commissions 
• Use Zeller’s unique referral strategy to turn effort into 
income 
• Develop trust and credibility with customers 
• Design a custom business plan that fits your life and 
goals 
• Generate multiple streams of income 

Reserve Your Copy Today and grab your 
$168 worth of bonuses 

 
Click Here to Get My Personal Tour Through 

the Book!

 

Disciplines of a Champion - Your Success Plan

Start each day focused on the daily success of your business.  
You want to begin each day by reviewing your business plan.  
Focus in on the daily activities that will lead you to the 
successful result you have set forth in your plan. Long-term 
success is built on top of achieving daily performance standards 
– for weeks and months at a time.  If your business plan is not 
broken down to the daily activities or daily performance 
standards, you should take the time to do so now.  I call these 
daily activities “The Disciplines of a Champion”.  We each have 
activities that, if left undone daily, will cause our business to 
suffer.

Some of the Disciplines of a Champion could be: 

●     Prospecting for a specific time period daily
●     Doing lead follow-up
●     Contacting a certain number of past clients
●     Spending time in personal development
●     Practicing scripts and dialogs

The Disciplines of a Champion are quantifiable and 
trackable.  They are a specific amount of time or a specific 
number that must be achieved.  To have power, the disciplines 
must set the time frame or the quality.  It is too easy for us to 
opt out and not accomplish our goals without concrete 
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parameters.

Next, you need to evaluate whether you are ahead or behind 
for this week.  Then create the strategy to catch up if you are 
behind or focus on maintaining the current strategy and 
direction that has kept you on plan or ahead.  Too often, we 
know we are behind and let it go for too long without a 
change.  You must react and change quickly to catch up.  
We often do not raise the level of our intensity or increase our 
work output until it is too late.  If you get too far behind and 
are spending tremendous amounts of time inflicting wounds on 
yourself, change the plan.

ALWAYS have a Plan B.  There is no embarrassment to working 
a Plan B. Often Plan B is the better plan because you can invest 
the mistakes you made in Plan A.  Edison tried over 10,000 
different elements in his light bulb before one worked.  What 
would have happened had he stopped after Plan A?

Zero in on your area of success.  People are paid very well 
on the few things they do very well.  That is one of the best 
things about the field of selling real estate.  There are so many 
ways to earn an outstanding income.  Do what you do very 
well.  We coach our clients to develop three to four areas of 
specialization in the real estate field and work to project their 
skills in these areas.  Do not be a generalist in a specialized 
world.  The jack-of-all-trades is also the master of none.  You 
are highly skilled in a few specific areas of real estate sales.  If 
you have only one or two areas, you need to begin to learn and 
add another area or two to give you balance.  The 
possibilities are truly endless when you become a specialist.  
Here are some ideas of specialization:

●     Expired Listings                                  
●     Out of Area Owners
●     FSBO’s                                              
●     Relocation
●     Tenant Occupied Properties      
●     REO Bank Owned
●     Multiplexes                                        
●     New Construction
●     Investment Property                     
●     Empty Nesters
●     1st Time Home Buyers                        
●     Prospect Divorce Attorneys
●     Foreclosures

There is an endless supply of opportunities to become the 
recognized expert in your area in a few categories.  I could 
list three pages of categories, but you get the idea.
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Your success in your real estate career must be built from the 
ground up.  Pour a solid foundation of daily disciplined goals 
and activities.  These daily disciplines, or Disciplines of a 
Champion, will set you on the path to success in your career.  
Review and analyze your progress daily.  Do not be afraid to 
adopt a Plan B if needed.  Create a few areas of specialty.  
Decide what you enjoy doing and do well.  Then zero in and 
take dead aim for the target of being the recognized 
expert in your area. 

For more help growing your business, consider carving out a 
niche for yourself in Foreclosures by clicking here... 

 
 

 
Dirk Zeller 

 
My NEW Book  
In Stores Now! 

For more information on how we can 
grow your business together through 

coaching, fill out the form below: 

 

Full Name: 

Phone #:  -  - 

E-Mail:

 

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.

 
 Newsletter PDF Archive

• November 22nd 
• November 16th 
• November 9th 
• November 3rd 
• October 26th 
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• October 12th 
• October 5th 
• September 28th 
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• September 14th 
• September 5th 
• August 31st 
• August 24th 
• August 17th 
• August 8th 
• August 1st
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REALTOR® is a Registered Trademark of National Association of Realtors, Inc. 
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
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