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			Dedication

			I dedicate this book to you and all the people who want to make a difference and progress in their professional life — whatever their job may be.

			Regardless of your profession, we are always selling something — a good idea, our thoughts, things we have learned that we want to teach… Life is like that — it always compels us toward greater heights. And if you are here, it is because you want to reach the top in all areas of your life.

			All of my efforts in preparing this material were for you, dear reader, and my greatest wish is to see you go further.
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			Foreword

			By Elisa Rosenthal

			The first time I learned that a real estate agent’s real name was not the one she displayed on her business card, I confess I was startled. Why would someone not use their real name in their profession? I asked my boss at the time why this was so. I was still new to the commercial area of real estate when he explained to me the real reason: the client must learn the name of the brokerage professional who serves him or her and, for this reason, there cannot be duplicate names. Hence the need to use a “nom de guerre” or a nickname that many professionals in this area adopt when they join a particular company. 

			Recently, I heard a fascinating account from one of the students in the “Capacita Program,” a program that I conceived and was launched in March 2020 by the Instituto Mulheres do Imobiliário (Women in Real Estate Institute), during one of the cruelest months of the pandemic. 

			The goal of this program is to offer scholarships in TTI (Técnico em Transações Imobiliárias/Technician in Real Estate Transactions) for women without financial resources impacted by the crisis. It also offers additional training and a support group. The “Mulheres do Imobiliário” group was created in 2019. Since March 2022, through the Institute, it has been creating strategies for gender equity and the elevation of female leadership in this sector. 

			This program student said that during her internship process at a traditional real estate developer in São Paulo, she needed to adopt an alias in the salesroom, since her real name was already being used by another professional. 

			From the options they offered, she chose a name that aroused emotions and attitudes, until then unknown to her, which powerfully developed her sales side. This name created a persona that was utterly unknown in her previous profession as a photographer. It is as if the name adopted in the salesroom awakened an alter ego, an “other me”—a dormant personality. 

			That person, Sophia Martins, is today an icon in the real estate industry for her competence in conveying her potential and results inside and outside of the social networks. 

			By assuming her persona that brings the qualities of her early childhood learning, and adopting a responsibility that shines through in her way of communicating and leading, Sophia leads us in this book through the path to be followed to stand out in sales. 

			Nowadays it is almost impossible to think about the evolution of sales techniques without including digital platforms and social networks. In this scenario, some traits, naturally more present in women, are vital for the success of a good sales strategy — traits such as empathy, creativity, inclusion, trust, and vulnerability. 

			The skills I mentioned above can be better understood by understanding the map of the polarity of forces, one of the tools in the Shakti Leadership model. (This model is the basis of my training, which proposes a balance between the feminine and masculine forces in business.) 

			When I discuss the importance of the exercise of conscious leadership and balance, especially in times of change, I like very much the summary reproduced by this theory. We are not talking about a feminine energy that only exists in women, we are talking about abilities that need to be rescued in a holistic way, in all of us, regardless of our gender.  

			We can understand that to maintain the balance of power between our masculine and feminine characteristics is to know what our gifts are and how to use them to neutralize our gaps. 

			To make a good sale, it is necessary to understand what pain needs to be addressed in this process of empathy and connection with those at the other end. This sensitivity is one of the characteristics that stands out in Sophia Martins, both on and off of social media. 

			In a market still dominated by men, Sophia demonstrates her leadership and experience in sales conscientiously. This makes her a go-to expert on the subjects of leadership, sales, and team management in the real estate sector. 

			Without a doubt, we have a lot to learn from her vision. And we can all be inspired by her success story! 

			

	

[image: ]

			Elisa Rosenthal

			• Founder, president and director of the Women in Real Estate Institute. 

			• Ambassador for IBREP school and Conecta Imobi Influencer for SAP. LinkedIn Top Voices, TEDx Speaker. 
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			• Columnist for HSM Management, Conecta Imobi Mundo Zumm and Exame Invest. 

			• Creator and host of the podcast Female Biases. 
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			Introduction

			Some time ago I co-authored a book with 14 other women. We talked about our stories, experiences and specialties in this business, and I gave the following introduction: 

			For you who know both my personal and professional life, you know that I have always been focused on the following: goals met, plans fulfilled, and objectives reached. That’s because meeting challenges has always been something that revitalizes me.

			I was an early bloomer. You could say that I got ahead of myself with my studies, and this — in a way —was wonderful. I started reading very young. I even started using the word “precocious” as a child, because the people who followed my studies were always using it. I ended up relating my condition to this word once I realized that I did everything much earlier than the other children. 

			My parents are great examples in my life. My father is an amazing executive chef — one of those who dazzles you with his cooking skills. And, of course, he has incredible management skills. I learned a lot from him. As for my mother, I really believe that she was my best learning model both as a professional and as a strong-willed woman —always a warrior. And although they didn’t have a lot of money, they nurtured me in a stable home, providing me with the best education possible. 

			I remember very well that, when I was a child, my parents had to move to Brasília, because my father accepted a new job there. I was placed in a very strict Catholic school. I used to disrupt the class because I already knew everything that was being taught. I even had to take several tests to find out  which grade I was going to end up in.

			Many things happened before I became an adult —changes, adventures, and great family challenges due to my mother’s health.

			Afterwards, I got married. I trained for three degrees, as well as various other courses. This was very appropriate, because I have an eternal passion for learning. I then decided to return to São Paulo for new challenges, and also to be close to my mother, who was receiving special care related to her health. At that time, I lived in Porto Alegre and had an important position in the city. So going back to São Paulo made me think about new businesses and new strategies.

			Then I received an invitation to do a structuring on Real Estate Law. I realized that this was an intriguing area and one in which a lot of money is generated. At the time, I learned that it was the fifth most income-generating field in the world, and I found the business to be quite alluring.  

			Although it was something new for me, I had already gotten my CRECI (a Brazilian Real Estate License) to negotiate some personal properties and to take care of my investments. So, in a way, I already had my eye on this industry and thought it would be invigorating to risk myself in a new project.

			I looked for a company that had a culture close to mine — ideology, values, organization and criteria. I think it is crucial when we enter a new field, to look for places that suit us — a place that is “like us.” This increases exponentially the chances of development and growth within the company.

			At that time, we still didn’t talk about “House” (exclusivity of the construction company), so it was an incredible opportunity to structure a business independently, in a way that would make you “the face of the company” to your clients. At that time, I think some people thought I wouldn’t stay due to the fact that I was new to the market and very young. That’s an additional challenge that I see in this market for women. But I took it as an opportunity to look at the business in a different way — to learn different things. Today, I schedule my agenda based on what I learned back then, because I didn’t have any help in the beginning. Due to this lack of assistance, I was able to do it my way —which, for me, was extremely positive!

			People who work with me usually say that I am a workaholic. And really, I don’t see work as a burden. I like and take pleasure in helping people. One of my characteristics that I consider important is that I have always been a very determined person. My real fuel is to challenge myself and to prove that, even in the midst of difficulties, there is a solution.  And I will look for it until I find it! I always see in the most difficult situations an opportunity for personal and professional growth, because everything depends on our perspective and how we react to each situation.

		

	
		
			What does it mean to be a salesperson?

			CHAPTER  01 

			Let’s start off with the million dollar question: what is the millionaire’s career? 

			What attributes, skills and even behaviors show that you are truly a salesperson? What does it take to show people that you have the gift of selling? How much of a salesperson are you? How can you influence the world around you? What legacy do you want to leave? 

			Do you really believe that being in a sales career will make you wealthy? How much do you think your freedom to sell and make as much money as you want costs you? Do you want the power to sell and make money to be in your hands — or in the hands of a company that decides for you? 

			These are simple, yet profound questions for self-analysis. It is important that you truly see yourself as a salesperson to work in this field, because, as in any other profession, there are challenges. And you, if you have a drop of salesmanship in your veins, will face each of these challenges head on. 

			Every time I look at my sales staff, I know one thing for certain: if it weren’t for them, our organization could do nothing. We wouldn’t be able to grow or to reach our demanding goals. Any successful company knows that its sales force is the secret of success.  

			When I talk about the sales force, I am talking about those who propose to negotiate consequential sales. Those who visit their clients, taking with them relevant information. Those who sell ideas, sell opportunities — those who sell all the intangibles.  

			For you who work in sales and are interested in the history of this great profession, let me give you something to think about. 

			It is known that the sales profession is not the oldest in the world. (The oldest, identified through research at Harvard, was the cook.) But the sales profession appeared in full force in England at the time of the Industrial Revolution. The independent craftsmen who produced their goods ended up being responsible for trading these goods. At that time, there were also peddlers — the people who bought agricultural products in the rural areas and sold them in the city, or bought things in the city and sold them in the country. Either way, the profession of sales has always been vital. And, let’s face it — selling is an art. Selling is for the strong! 

			I remember my first sale to a friend. I had gotten my real estate license and she asked me to help her buy her property. This just shows that there is always a friend who needs what you are selling. However, many times, because of the closeness of the friendship and in order not to risk embarrassment, we end up not offering our services.  

			But I assure you that selling is all about trust. And when someone needs to buy something, the first person that comes to mind is someone close to them. 

			So before talking about tips, strategies, and sales, I want to talk a little about THEM: the customers. They are the ones who give us the opportunity to show our skills; the ones who teach us every day to be more resilient. I am sure that you, reader, learn a lot with every sale. Sometimes we learn even more when the sale falls through… 
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