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			Introduction

		

		
			Do you limit yourself?

			I used to.

			But I have learned how to break out of my self-imposed limits. And I’ve taught many people how to free themselves from what’s been holding them back.

			As a result of overcoming how they self-sabotage, many of the realtors I work with have become more successful in their careers, happier in their lives and, in many cases, have become financially independent.

			Getting past your self-limiting beliefs is not some guarded secret. There’s a method to expand your thinking and your point of view, and I will share it with you in these pages.

			It’s a matter of identifying negative patterns within yourself, where you engage in demeaning self-talk, where you hold yourself back because you actually fear success, subconsciously. You’ll find out what holds you back, and why. Also, you will learn how to think big about where you see yourself in the years ahead.

			Unfortunately, many people don’t know how to identify and change their negative patterns. Neither do they have a strategy for envisioning a future where they succeed.

			In this book, you will get the steps to master both of those, because I have discovered how to put these sets of steps together, and how to teach them to you.

			Before I could build up my own business in real estate and coaching, I had to discover what was slowing me down in my career. I had to figure out why I sometimes didn’t do as well as I hoped. I needed to discover why some deals didn’t come together as I anticipated they would. I needed to figure out why I wasn’t further along than I wanted to be. I worked with a coach, who helped me find my weak spots. I looked within and saw how some of my family experiences growing up affected my view of myself, and stifled my own potential.

			I also discovered methods to organize my day so that I could work more efficiently. I created processes to ensure that I didn’t miss out on important sales opportunities. I also learned how to develop my friendships with clients in a way that they also helped my business, and vice versa. I found out that if you can cultivate clients in a certain way, and you treat them as friends, they very often become friends, and your work becomes so much more enjoyable, as do your prospect referrals.

			Most important, perhaps, I learned to think big.

			With this book, you will move through creating goals for your future self. Not small goals, but grand ones that will mean you will need a much higher income than your current one. This is one of your goals: to earn more. 

			You will also learn tools and approaches for improving your frame of mind as a realtor, and methods and tips on how you can go efficiently and effectively about your workday.

			Ultimately, you will learn to believe in yourself!

			This is essential to success in all areas of life. Too many of us have lost that belief. We get distracted. We become downhearted. We belittle our own talents. We play the victim. But you are not a victim, which is why you are reading this book. You want to succeed, and this book will help you do just that. Not just as a realtor, but in living your life, generally.

			You are worth it!

			You can and will do much more than you had ever 
thought possible.

			You will recognize where you have been stuck in your business, and even in your life, because you have been limiting yourself, and you have been unwilling to go out of your comfort zone and try new things. My hope is that this book is the beginning of the end of the hold that those 
long-held, self-limiting beliefs have had on you.

			You have a great future ahead of you.

			So turn the page, and we’ll begin this exciting journey together, starting right now!

		

		
			What’s Holding You Back Is… You

		

		
			You are holding yourself back.

			I’ve seen it so often, I know it’s real, no exceptions.

			Many people, even those who are already pretty successful, can find it hard to push past their own resistance to further success. They simply don’t realize they are their own biggest obstacle.

			First, I’m going to tell you about someone who realized he was underestimating himself, and who became much more successful after visualizing a more positive future.

			Then I’ll provide you with a process for beginning to break out of that negative, self-inflicted holding pattern.

			We all have limiting beliefs.

			Those who are living paycheck to paycheck are often the ones who hold themselves back the most. You can understand this mindset with salespeople, since many of them think, “How in the world can I make enough sales to pay my bills next month?” Their mindset is focused on how they can get by. They rarely focus on how they can excel and thrive.

			Even some agents I know who make $300,000 to $400,000 a year are holding themselves back in different categories. They make good money, but greater success eludes them.

			They ask themselves: Is this worth my time if I’m just going to mess it up? Or if I’m going to be uncomfortable doing it? Why would I bother when I’m already making plenty of money?

			I’m going to help you overcome the paycheck-to-paycheck mindset and achieve true financial independence. Or, if you’re in the second category, I’m going to show you why you should bother, and why it doesn’t matter how much money you make, and help you achieve an even-higher level of success.

			Inconsistent Networking

			I met Owen about five years into his real-estate career. He was making decent money, but despite earning over $100,000 the previous year (quite a bit of money at the time), he was still struggling and almost lost his home about six months before I started working with him.

			So Owen hired me to help him improve his business earnings. We started out by doing a detailed analysis of how he was currently making his money.

			He had been working very aggressively with investors who wanted to flip homes. Owen would meet new investors at investment seminars, and he would actively search the multiple listings service for good home-flipping opportunities. On the side, he would work his sphere of influence a little bit, but he was very scattered and inconsistent in doing so. 

			On a scale of 1 to 100, Owen was only at 15 in his time working his sphere of influence.

			The interesting thing was that, although Owen spun his wheels for 50-70 hours a week trying to find investment properties and new investors, and only about 10 hours a week on sphere of influence, his income breakdown was about 50-50: 50% came from his sphere of influence and 50% from his investors. The solution seemed obvious to me — I told Owen he needed to spend more time on his sphere of influence. He needed to invite previous clients over for dinner, host movie events, and — here’s the important, new part — make daily invites to friends and family.

			This was easier said than done. Early on in his career, Owen had to force himself to become good at working with investors because that was the only opportunity presenting itself. Because of this forced growth in that specific area, he became very proficient at it and was comfortable working with investors. Owen would meet someone and quickly direct the conversation to real estate investing. He began educating them and getting them excited about investing in real estate. He was very good at this.

			But the idea of calling friends and family (his Sphere of Influence or SOI) and simply shooting the breeze was too open-ended for him. Owen did not know where to direct the conversation, or how to move a conversation forward when it stalled. He didn’t even know how to start a conversation with friends and family.

			He asked me, “What in the world am I going to talk about? I can’t just call them up and wait for them to talk.” So, as a starting point, Owen and I created a strategy for him to hold multiple client events every year, and he would simply invite friends and family to each event. At these events, he wouldn’t have to hold long conversations with family or friends. His conversations with them would happen organically, starting when people arrived. Owen used an extremely basic script such as, “Thank you for coming. It’s great to see you,” as people filed past him.

			Later, he would talk with family and friends about other people at the event, recounting the interesting things they were saying that they wanted in real estate, as well as the good real estate decisions they were making. This stimulated their curiosity, and they just naturally began asking questions about those clients and bingo! There he was, talking lots of real estate with family and friends, which eventually led to several sales — mission accomplished!

			I also introduced Owen to the Money List (will explain later). I began to categorize his contacts in a way that helped him know whom to contact, and when. I also gave him a list of things to talk about with contacts, as well as some sales clincher techniques.

			It took longer than I would have liked to get started on it, but eventually Owen got going on the phone. He was shocked to find that with a little bit of encouragement people would talk about themselves throughout an entire conversation. And much to Owen’s surprise, they would also ask him about himself. The conversation easily flowed toward real estate without being forced. Over the next couple of years, Owen’s time distribution switched to about 20 hours a week dealing with investors and 30 hours a week working his Sphere of Influence. Now he is working 20 to 30 hours less per month than he used to, and his income went from about $95,000 to $365,000 a year. Owen thanks me profusely for his progress and success every time we meet. 

			Today, five years later, Owen is completely work-optional and making well over $500,000 per year. If he chose to, he could stop working today and live a comfortable life on his investment properties and referral-based income, which he could hand off to his team for additional income. 

			For Owen, it was simple, and it only took expanding his comfort level in one category. 

			You’re thinking: Will Owen’s success work for me?

			Well, what if you expand your business in several categories where you currently feel uncomfortable, where you’ve seen other realtors succeed?

			How to Move Beyond What’s Holding You Back

			Like most of us, you have people you look up to, or perhaps just people whose success you envy. Pick a specific person you admire or envy. Observe their business. Look specifically for things they’re doing that you would never do or have not tried. It’s quite probable those people achieved the success you wish you had by doing that uncomfortable thing you haven’t done yet. They could even use a business plan similar to yours, but they have a different mindset, more confidence, longer workdays, right?

			So, what’s holding you back?

			What’s preventing you from getting to where they are?

			It may not be one specific thing they are doing. There are many different pathways to success. But it is likely something you are not doing.

			What’s limiting you? Think of successful realtors in your office or industry who have taken a different road to success. For example, some might specialize in purchasing leads or knocking on doors, while you have built your business through working your SOI (Sphere of Influence) and picking up leads from open houses and client calls.

			Using these people’s examples, write down a list of things you have never used as a tool to gain new clients in real estate. Examples could be:

			
					door-knocking

					cold-calling

					farming

					For Sale by Owner calls

					expired calls

					purchasing leads

					working with referral groups, such as BNI

			

			These are all examples of things that somebody may have never tried out or succeeded with, yet they are making a living working with their Sphere of Influence and getting leads and referrals through their current listings.

			Once you have compiled this list, take the top two things on the list, even if they seem like something you would not enjoy, or that you cringe at the thought of doing. Put some time into researching how those techniques have been used by others, write down your own plan for executing them, practice them for an hour or so before you begin using them, and then dedicate at least an hour a day to trying them out for a week or longer.

			The reason you are doing this is not necessarily to substantially increase your income, although that can happen if you dedicate yourself to it. The best results will come because you’re stepping out of your comfort zone and not because you are trying something new. It will come because of the effort and planning you put into something you didn’t think you would be good at or didn’t want to do.

			Hopefully, you will now see you have been stuck in your business because you have been limiting yourself and, like most people, you have been unwilling to get out of your comfort zone, get out of the rut you’ve fallen into, and try new things to increase your income.

			Conclusion

			Up to now, you have likely found at least some level of success by working specific techniques and systems to generate leads. Whether or not this has brought you a steady, acceptable income, you may be stuck in a rut if you are not truly exceeding your goals and expanding every year. In order to reach the next level in your career, you must try something new. If you can fully commit to doing things uncomfortable and difficult for you, you’ll be able to reach new heights in your career.

			You may find this difficult to do. That is why in the following chapters we’ll explore how you look at yourself, and why the way you look at yourself has caused you to put self-limiting beliefs and obstacles in your own path.
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			Overcoming Your Limiting Beliefs

		

		
			In this chapter, we will help you believe in yourself, which is essential to expanding your limits and realizing your true potential. You can learn to push yourself so you can move ahead — it doesn’t take more than one strong action to have enormous results.

			Here’s a story about an agent who learned how to push himself out of his comfort zone and succeeded tremendously. Then we’ll discuss a few steps to thinking bigger.

			Breaking into New Markets

			A real estate agent named Bill was trying to break into a new market after moving to a new place an hour away from his old city. He was feeling frustrated. His self-limiting belief was that this new market was too hard to break into because he didn’t have any contacts there.

			As a result, for several years Bill actually traveled daily for an hour each way to his old market area to knock on doors and work with past clients. Bill would even cold-call there in his old market rather than in his new one. Bill believed this was justified because he had succeeded there and was making a good living, earning $250,000 a year. The downside was spending a lot of time driving and missing out on life and opportunity where he had moved to.

			Finally, he came in and sat down with a coach. His coach had been trying for the longest time to get him to try something new. The town he had moved to, La Jolla, was a hard market to break into. Tiring of his daily commute, finally, he said to the coach, “I’m ready to try something new.”

			His coach asked him about his hobbies and what he liked to do in his off hours. Bill was confused about this question, but he discussed how much he enjoyed sports. As he was talking, his coach searched online for opportunities with local schools. “Here we go,” she said to him. “I’d like you to go coach the high school football team. There’s an opening for an assistant coach.”

			Bill was a little taken aback by the idea and asked why. “How do I have time to coach a silly high school football team if my whole purpose is to work harder on real estate, not picking up new hobbies that will waste my time?” His coach asked him to trust her and explained this would be an opportunity to get to know families in the area and to get people to know him. “La Jolla is about who you know,” she said, “not about how many doors you knock on.”

			He agreed to coach the team. Over the next several months, he and his business coach started putting together a plan to use this opportunity to break into the local La Jolla real estate market.

			Among the ideas they came up with was sending out a monthly letter to all the parents of the players. He made it fun, with items such as comparing football to life, and how someone’s son could use his football experiences somewhere else. The letter carried life lessons, home tips, and each one included a picture of Bill with the players on the football team.

			At least once a year, Bill would hold a party celebrating the team’s success. He would always make it a nice catered affair, sponsored by his real estate company. Steadily, Bill built strong relationships with many of the parents and, as was appropriate, began more personal interactions, such as taking some couples to dinner, along with their son or sons, of course. Eventually, Bill started selling to all the parents of the kids on the team. Football teams are pretty big, so he started adding thirty to forty more people into his database every year. His opportunities expanded even more wildly as the players grew up and started buying houses of their own, in La Jolla and nearby.

			Eventually, Bill became one of the top-selling agents in La Jolla. He is now making over $1 million a year.

			After initially resisting his coach’s suggestions of trying something new and doing something he was uncomfortable with, all it took was Bill fully embracing that one new idea to propel his career to new heights. This is the power of having a little bit of courage and stepping into something you are uncomfortable with.

			Three Levels of Success

			Through the years, I’ve identified three levels of success in real estate. Bill was in the second level.

			I’ve observed that most agents will get to one of these levels fairly naturally through their skill level or their work ethic. But once they settle into a level and become comfortable in it, then it becomes extremely hard for them to advance to the next level.

			Below, I will take you through these levels, and then I will give you some to-do list items to help you break through and start working your way toward the next level.

			Success Level 1

			On this level, people accomplish almost nothing. But they have sold enough houses to hang on working as realtors, even if it does not make sense for them to continue in real estate work.

			Over the course of my career, I’ve even coached some at this level out of the industry. At the end of the day, they were unwilling to make the necessary changes to earn more than a bare bones living in real estate. When their income was based on sales, they were so limited they could not even get themselves to do a full day’s work. For this reason, I advised them to get a 9-to-5 job.

			Don’t let this discourage you. I have helped many agents at this level get to a higher level within their agency. I just want to impress upon you the importance of breaking out of Level 1 right now. Level 1 agents are part of the 80% who end up quitting within the first several years of their real estate career.

			Tips 

			Here are some tips to help you become part of the 20% that stays in real estate and advances:

			Get focused NOW. If you are selling fewer than six houses a year, or a house every other month, stop what you are doing right now. Aside from essential tasks required of you by your current clients, spend the next several days working with a mentor or your broker and compare your daily activities with those of the successful agents in your office. This includes not only what time you start work in the morning, but what time you wake up, when you arrive at the office, what your activities are at the office, when you go home, and what you do once you are home.

			You may not always have the ability to completely replicate these successful agents, especially if you have responsibilities within your home that prevent you from getting to work as early as they do. But there’s one thing I’ve found when you are determined to have success — you can always find time to generate better results, even if you have to change your environment.

			For example, early on in my career, my wife had many health issues. As I grew frustrated trying to fight my way out of Level, I discovered that successful agents in my office started work at 8 a.m. and would leave ten, eleven, or twelve hours later. Meanwhile, I was sitting on my couch at home at 10 a.m. with kids climbing over me while my wife was suffering in bed from her illness. I had a victim mentality. I would do a little bit of cleaning around the house, read a few real estate articles, and then spend hours on Facebook “cultivating relationships.”

			When I was finally able to recognize my victim mentality, I began to build my business through reaching out via text messages to my Sphere of Influence and making cold calls while hiding in my pantry at home. I’ll never forget pressing the “mute” button in-between every sentence I spoke so that people were less likely to hear my kids in the background. The really interesting thing was that on some of those cold calls, doing this would humanize me. Rather than being called by somebody sitting in a cubicle, they had me laughing and apologizing for my crazy kids. “Sorry, I’m working from home today,” or, “My wife is sick and I’m working from home, sorry.” All of a sudden I was not just a salesperson, but a human being with a family like theirs, and my kids were driving me nuts just like theirs did.

			I could go on about the little tricks I did to sneak work in here and there, such as waking up three hours earlier than normal once in a while. But you get the point. I had to start replicating the hours and activities of my successful colleagues, and to do that I had to stop making excuses and get creative. You can do this, too.

			Now that you’ve found a way to start being more effective and hopefully get a few more hours of focused work in every day, you’ll find in the following chapters the importance of tracking numbers. Make sure you read those chapters quickly and start implementing the techniques to stay productive and focused during the hours you are working.

			Get an accountability partner. Your broker, or a hired mentor, is a great resource as you try to make this big shift in your career. Make sure they know that you want them to be aggressive with you. You don’t need to hear from them that you are trying your best, or that you’ll do better next week. You need someone asking you if you hit your numbers and, if you did not, to ask you why. Sometimes it’s good to have two accountability partners, perhaps another person who is trying to break out of Level 1, as well. You can keep each other motivated throughout the day, and then you can check in with a mentor every morning or evening to report your progress.

			Success Level 2

			Level 2, the next Level of Success, is made up of people who live month-to-month on a paycheck and survive by instinct. They are so laser-focused on the minimum amount of money they need to make to survive that they either barely reach it every month, or, when they reach it, they stop pushing in the following month and lose momentum.

			Level 2 has a wider range of real estate agents than Level 1. Some Level 2 agents run out of money at the end of each commission cycle and are desperately waiting for their next check to be cut. But some are doing a bit better and perhaps putting away a little bit of money each month. In either of these cases, neither one is going to retire within the next 30 years. And both are probably frustrated about how tightly they need to budget their money, or how often they need to postpone vacations.

			If you’ve recently thought some of these phrases, it’s an indicator that you are in this category:

			
					“As soon as I get my next closing, I’ll be able to _____________ (fill in the blank);”


					“We can go on that vacation this summer if I can close on a couple more houses before the end of April;”

					“I can’t believe that deal just cancelled; how am I going to cover my mortgage now?”

			

			Or perhaps you have promised your spouse that as soon as things pick up they will be able to buy that furniture they’ve always wanted. If any of these sound like something you have said recently, here are some tips to start breaking out:

			
					Immediately stop thinking about how much money you need to make to pay your bills. The reason you are frustrated today is because that’s all you ever do. Making a goal based on this or even just having this number in your mind naturally limits your success to that number. It’s time to create a new goal.


					Take all of your monthly expenses you are currently thinking about and add them up, including mortgage, car payments, utilities, etc. Now add to that list a weekly date night at the most expensive restaurant in your area. Perhaps it is $200 a week. Also add to that list enough to save up for several extremely fun vacations for a year. This could be an additional $2,000 or $3,000 a month. Also add enough that you are saving and contributing to your mutual funds or investment properties, at a rate that is extremely pleasing to you, and add enough that you’re saving up for those luxury items you always wanted, and add enough so that you’re saving for a rainy day. Is there anything else you wish you had money to put away for every month? A new car? Add that in as well. If you are like most people, your monthly budget probably just tripled. This is the new number you will have in your mind while you are setting goals, while you are “trying to earn enough to get by.”



					Use the techniques in the following chapters to track your goals and to make sure you are holding yourself accountable. This will be covered in more detail later, but it’s probably good at this point to create a vision board so that you can start focusing on positive things, rather than the totally negative influence of worrying about just paying your bills each month.

			

			Success Level 3. 

			People who are in the third level of success have self-limiting beliefs of a different sort, and what may seem like a “luxury problem” to people in the first two levels.

			Realtors who are making $350,000 a year might still have limiting beliefs that prevent them from fully enjoying life. For instance, they might shrivel up if you ask them to speak on stage. They are successful in many ways, but hold back in others. Public speaking is not the only example. Some of them are afraid to be mentors or teachers, or scared of public recognition, or any number of other fears.

			If you are in this category of making several hundred thousand dollars a year, you may not even realize that you are stuck. Some of the key indicators of this are if you find yourself restless or unsatisfied on a daily basis with your work activities. Obviously, money is not as much of an issue for you as it is for the struggling realtors in your office. But for some reason you do not feel totally happy with your situation. Perhaps you are looking forward to when you can stop being a realtor, or you are growing tired of the process. At this point, you are ready to advance beyond Level 3.

			It is not necessarily about money, but about fulfillment, and truly enjoying your career. It’s worth noting, however, that as you break out beyond this level, you may very well make much more money than you are currently making.

			
					It’s time to think bigger. A friend of mine who struggled through the first two levels for years and years finally reached Level 3, and he became infuriated with his wife one evening as they were sitting in front of the fire in their brand new 700,000 square foot home. She asked him, “So, what are you going to do with yourself now?” He was angry and frustrated because he felt that he had finally ‘made it.’ But his wife knew better. So in that spirit, ask yourself that same question: What are you going to do with yourself now? What is important to you, now that you have plenty of money and perhaps even work fewer hours per day and per month than you ever have before? Take a few minutes to think about what you want to do in-between retirement and death.


					Hopefully, your answer was not, “Sitting on the beach and watching the ocean for twelve hours a day.” If you are going to achieve a higher level of exciting success, you need to have a bigger reason why to do it. Do some brainstorming about some real change you could help create in the world. Is there a charitable cause or something else that inspires you? Would creating work opportunities for others bring you joy? 



					In upcoming chapters, we will help you discover your big ‘What-Why,’ but now is a good time to start thinking this way. If you could double or triple your income, would you be willing to make a few changes, or perhaps what if you could create a work life that you were actually excited to wake up in the morning to get to?

			

			If you’re in Success Level 1 – those who accomplish almost nothing in real estate sales and merely hang on to their realtor jobs – you have to start writing down your reactions and decision-making process. At an almost rudimentary level throughout the day, when you react to something, write it down. If you wake up late, what is your thought? If you’re getting ready for work, what’s your thought? What if someone says they are not interested in buying what you’re selling, what’s your immediate thought? If you’re not having any success, it’s because of your mindset. When something bad happens, write it down. You don’t realize how negative you are unless it’s written down, and you see it.

			Some people I’ve worked with who’ve done this have been shocked at how negative they are.

			The next step is to keep writing your reactions down, but do the opposite of your negatives: If you receive a call saying the caller isn’t interested, instead of saying to yourself, “It’s going to be a bad day,” instead of writing something like, “This is why I never get ahead,” write instead, “Because of situations like this, I’m going to work especially hard to get ahead. I won’t worry about situations like this. I’ll just work even harder to get ahead.”

			If you’re in Success Level 2 – those who live month-to-month on a paycheck and survive mainly by instinct – you need to start challenging yourself.
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