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Introduction




STUDY THE SCIENCE OF ART AND THE ART OF SCIENCE.


—LEONARDO DA VINCI





The seed for this book was planted when I read Michael J. Gelb’s How to Think like Leonardo da Vinci: Seven Steps to Genius Every Day. I became interested in the life and wisdom of da Vinci when I discovered that we have the same Enneagram (a system for understanding your unique personality, discussed later in the book).


According to Gelb’s analysis, da Vinci’s genius was fueled by seven overarching principles (what I would call systems of thinking) that he applied rigorously throughout his life, resulting in possibly the greatest portfolio of human achievement in the history of mankind.


A masterful polymath, da Vinci partnered with like-minded masters, including Lorenzo de’ Medici (a renowned statesman and patron of the arts) and many other talented leaders of the Renaissance period of history that spanned the fourteenth and fifteenth centuries. The collective feats of da Vinci and his collaborators and peers during the Renaissance forever changed our understanding of the world and of our own human potential.


Gelb summed it up beautifully: “Leonardo da Vinci serves as a global archetype of human potential, giving us intimations of what we ourselves may be capable of doing.”1


I couldn’t agree more, and this book was created in the same spirit: Every human has the potential for greatness—for contributing more to the world than we ever dreamed possible, and for my fellow Realtors, this opportunity has never been more true. We operate in an industry characterized by virtually no limitations at a time when advances in technology have democratized systems: complex, interdependent tools and processes that anyone can harness to build wealth and leave a legacy if they just know how.


Most agents enter real estate seeking an opportunity to capitalize on their entrepreneurial spirit in an industry with limitless income potential, helping others achieve their own dreams and goals along the way. For many, the promise of freedom, money, and fun quickly becomes a lot harder than we realized.


Real estate is a roller coaster. When you’re starting out, you’re motivated and excited to work your leads. You’re cruising along, wearing all the different hats (dealing with escrows and inspections), and eventually, you reach a high point where you’re cashing your closing checks and feeling great. But then you start heading back down the hill because you haven’t been working on your business, and you realize you’re lagging behind and having to play catch-up.


To make matters worse, most of us are riding a roller coaster with wobbly scaffolding or rickety wheels that just don’t roll correctly. I get it, because I’ve been there. Believe it or not, we’ve all been there—even (and maybe especially!) the best in the business.


This book is designed to reinvigorate you and reinforce the feeling you had when you were first drawn to real estate. My promise is to prove that your success can be as big as you want it to be—by unlocking your Sphere of Creative Genius and unleashing the art of systems in your real estate business to create the life you always dreamed of living.


Here’s how I know.


I started my career as an investor and Realtor in 2003 and quickly became the top real estate agent in my office the first year. At the time of this publication, I lead one of the top real estate teams in the nation, selling $200 million in annual volume. Real estate is one of the most emotional industries in the world, and I’ve been fortunate to work in Phoenix, arguably the most competitive market in the nation.2 But my journey wasn’t an easy one.


As an active investor and team leader, I manage my own team of fifty agents and support staff and an expanding network of over four hundred agents and team leaders. I continue to work directly with buyers, sellers, and other investors, and I also collaborate with masterminds from around the world, which gives me the opportunity to be in the same room with leaders much smarter than me who constantly challenge me to stretch my limits.


Most importantly, I recently launched my own real estate coaching business and have truly enjoyed coaching agents across the nation, and this is the real reason I am writing this book: I see agents at every point of entry, and helping them see past their blind spots has given me a unique vantage point within the industry.


I might meet a veteran agent with twenty years in the business, every year chugging along but without the right systems in place, and they come to me because they’re willing to admit they’re stuck. Or I’ll meet an engineer who’s been really smart their whole life but who’s only been in the real estate business for a few years; maybe they’ve already scaled but can’t figure out why their growth isn’t keeping pace.


Others come to me not knowing whether to take the leap into hiring more people because they’ve been burned so badly when they initiated growth in the past. And, of course, I have brand-new agents showing up on my doorstep who have no clue what they signed up for and are still deciding whether they want to jump into the opportunity feet first.


If you fit into one of these categories, or some combination of the above, and you feel like you’re failing or otherwise losing the passion you had when you first signed up for what you thought would be the exciting world of real estate, then this book is for you.


This book will teach you how to use systems consistently and effectively. Chances are, you never received proper training along the way, and that’s not your fault. It’s the fault of the messaging you received (or didn’t receive), the coaching (or lack thereof ), or the licensing school that took your money but didn’t really do enough to prepare you for the real world.


The people who pull the levers in the real estate industry don’t add value to the Realtor experience. Good team leaders have a much greater impact on the success of agents in our industry today, and that is why teams have taken massive market share. Most brokerages simply don’t have the knowledge or the vested interest that team leaders do.


Having learned these lessons the hard way, I’m going to teach you to evaluate where you are right now so you can determine where you want to go, how to move in that direction (including why you want success and how to think even bigger!), and finally what systems can help you achieve all of these goals.


Think of this book itself as a system—a guide for your mind, body, and spirit.


Everything is a system: Politics is a system for ensuring the business of society gets done; yoga is a system for stretching and relaxing your body and mind; a spreadsheet is a system for tracking and planning your finances. Real estate is a system for helping homeowners solve their biggest problem: buying or selling what is, in most cases, the biggest investment in their lifetime.


Systems can apply to every aspect of your life. These are tools that work for you, and not the other way around. You’ll be amazed by your progress once you set up the framework for approaching your toolbox and find the tools best suited for your goals.


To put it another way, if systems are the tools you use, then the art of systems is how you use these tools to get around yourself. I call it an art because everyone’s different, but it’s essentially a philosophy. Embracing the art of systems is a lifestyle decision.


The systems you choose for yourself—along with the way the systems play out in your life—will depend on your Sphere of Creative Genius. When you are insanely skilled in one area of your work life and you’re passionate about it, you can learn to master that area of your life in order to cultivate a competitive advantage. Meanwhile, you can structure systems in the other areas where you don’t excel—areas that, for whatever reason, feel like a drag on your energy throughout the day. When you actively sharpen your skills to increase your competitive advantage and simultaneously place limits on the energy vampires that drain you, the sky’s the limit.


I know it’s true, because I’ve been where you are, and I’ve seen the power of systems transform my life, both personally and professionally, achieving success beyond my wildest dreams in every bucket of my life. The best part: now that I’ve mastered systems, I consider myself an artist—the original Renaissance Real Estate Agent, if you will. I no longer fear the unknown, because my systems are my security. With the art of systems, I can solve any problem that comes my way.


That’s why the book starts with my story.


This book is absolutely about you, but I guarantee you’re going to find parallels. You’re going to see things that I got through that you can get through too. You will see things that I’ve achieved that I didn’t think I could ever achieve that you can achieve too—and maybe faster and with greater ease than I did.


You don’t have to wait for a midlife crisis like I did. You can avoid many of the challenges and failures I went through. If you’re fresh on the scene, more power to you: it’s never too early to set yourself up for success. If you’re feeling ashamed because you’re a veteran in the industry, and you’re wondering why your head is still spinning, have no fear. It’s never too late to shift gears. This book will show you how.


The greatest hindrances to success are your Limiting Beliefs. We all have them. Maybe you’re aware of them, and maybe you’re not. Maybe you used to believe in yourself, but you’re hitting challenges that you can’t seem to move past, and you’re starting to lose confidence. Maybe you thought you believed in yourself, but lately, you’re feeling insecure. Remember, this is a natural—and maybe necessary—part of the process of being an entrepreneur.


I think Jeff Bezos summed up this feeling quite well when he said, “If you’re going to do anything new or innovative, you have to be willing to be misunderstood. If you cannot afford to be misunderstood, then for goodness’ sake, don’t do anything new or innovative.”


You may be feeling misunderstood, misplaced, or even mistaken about real estate as a viable career choice altogether. Stick with me to the end of this book, and I promise you won’t feel this way. I encourage you to take your time as you read and be sure to download the suggested action items available on my website, where you will find an abundance of resources. It may take you several weeks or even months to fully digest the lessons imparted here, but I promise it will be worthwhile.


So, read on, stay curious, and think big! We’re going to achieve amazing things together, and I can’t wait to hear about it. Every step you take in the direction of your wildest dreams is worth it.


Warm regards,




Jennifer Wehner


THE ORIGINAL RENAISSANCE REAL ESTATE AGENT (SCOTTSDALE, 2022)
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PART 1: WHERE


[image: imgline.jpg]


Understanding Where We Are in the Context of the Modern Renaissance


[image: imgpart.jpg]





[image: imgpage.jpg]




 


CHAPTER 1


Where Are We?


What Realtors Can Learn from the Medieval Renaissance as We Navigate Modern Times




ALL OUR KNOWLEDGE HAS ITS ORIGINS IN OUR PERCEPTIONS.


—LEONARDO DA VINCI





In 1456, there were fewer than sixty copies of Gutenberg’s Bible in Europe. By 1500, there were more than fifteen million printed books in circulation.


How did this happen?


The greatest crisis in human history happened the century prior when the Black Death decimated half of the world’s population. This led to the end of feudalism, a shift in power away from the elite, and an unprecedented wave of creativity, art, and innovation.


This movement represented an awakening later known as the Renaissance, which empowered anyone who chose to embrace a mindset of abundance. All of a sudden, people had freedom of thought and could realize dreams they’d never imagined before. Anyone could learn a skill, build a business, live with purpose, and capitalize on their unique talents, leaving a legacy for future generations.


The Renaissance was the “rebirth” of a hope that had been repressed for over a thousand years.


Fast-forward to today.


The world is repositioning for a “new normal” as we recover from the disruptive effects of COVID-19, the growth of AI and technology, the expansion of Wall Street growing their market share in real estate, and the ever-changing consumer.


We’re already well into the information age, where consumers are watching a billion hours of video content on YouTube every single day—a number that’s only growing.3 This mirrors the expansion of human thought and communication that occurred after the Black Death, and it’s hard to deny the similarities between the conditions that led to the Renaissance then and now.


The world is on the cusp of a rapidly evolving movement of free thought and creativity.


Importantly, Realtors are on the cusp of a real estate renaissance that will separate the wheat (innovative leaders) from the chaff (dinosaur agents). We have a choice: evolve with the industry and reinvent ourselves, or cling to the old ways of doing business and slowly die.


Defining the Challenges


Let’s be clear on the challenges facing real estate agents today.


The global pandemic wasn’t the first sign Realtors knew they were in trouble. Most real estate agents have been operating in environments that are thirty years behind the rest of the world; many agents are relying on outdated customer relationship management software (CRMs) and expensive office space that—let’s face it—is itself in jeopardy. As a result, we’re not offering competitive value in the market.


Meanwhile, hedge funds and other power brokers are quickly snatching up real estate at an unprecedented rate. We’re not talking about mere market fluctuations. The industry itself is transforming due to shifting wealth and interstate relocations with various states experiencing population booms and busts. In some states, the construction industry can’t build homes fast enough to keep up with the population. In others, Realtors are being forced into defensive positions to make up for their losses.


Plus, the consumers themselves are changing because we are programmed by the online world to live by our phones. It’s not enough to show homes, open doors, and make offers. That’s no longer our value proposition today. Consumers want answers twenty-four hours a day, seven days a week. Ten years ago, a customer might leave a voicemail. Today, if they don’t get a response to their text in two minutes, they’re moving on to the next agent.


The challenge of the modern-day agent is to earn our commission. We have to provide enhanced value for the changing consumer, and we can—through collaboration, curiosity, and creativity.


Historically speaking, agents and brokerages have not offered the level of value that justifies their commission, but consumers were willing to pay it anyway because the only alternative they had was to purchase a “For Sale by Owner” sign and hope for the best.


Now, technology is advancing so rapidly that customers can cut hefty Realtor commissions out of the transaction altogether. Sellers are calling companies like Opendoor and Offerpad, because they do a lot of marketing, and they’re competing against each other to make offers to sellers fast without the need for Realtors at all. These companies are hell bent on cutting agents out of the transaction entirely.


Long gone are the days of the agent serving as the sole gatekeeper to viewing homes. Consumers already have access—pretty much anytime and anywhere they want. In the eyes of the industry, you’re a nuisance at best. This makes you a target for manipulation—a cash cow—that brokers are positioned to milk to the last drop.


It’s a safe bet that the shifts going on currently will result in a virtual cleansing of the Realtor pool, either by self-selection or by market forces and industry reorganization. The last time we had a crisis, the industry itself wasn’t changing. This time, we are seeing both the market and the industry shifting at record pace, and we are nearing the breaking point.


Realtors are at risk of becoming obsolete unless we change course meaningfully—and soon. But there’s hope when we shift to the Renaissance Real Estate Agent mindset. We start by changing our very perception of the value proposition we offer to clients.


Focus on the Client Experience


If you think you’re a high-end salesperson, you’re wrong. If all that was needed was some drone footage, fancy camerawork, and a little buzz on YouTube, a house would sell itself. Modern real estate is a lot more complicated and yet a lot simpler at the same time: you have to stand out, and you have to understand what makes you stand out.


If you’re selling anything, you are selling your vision—first to yourself and your family, and then to your clients and your team. Your vision doesn’t begin with the houses you sell; it begins with you. It starts when you start believing in you. If you believe you can manage your clients’ problems and solve them better than other agents can, then you can and will sell.


There is one pivotal deliverable that hedge funds and technology companies don’t offer: an obsession with the client experience. If you’re able to offer more value to your customer throughout the transaction than the distant corporations who are trying to undercut your role, you’re on the path to building a lasting business and creating raving fans for life.


If you go hard and love on your clients in the best way you know how, that’s leaning into your Sphere of Creative Genius, which we’ll discuss later on. It doesn’t matter whether you have three clients or three hundred; it’s critical that you determine which services you offer that you (1) love to do and (2) excel in providing. For everything else that you don’t love to do, there are systems you can implement and people you can leverage in order to automate all the necessary steps to complete the transaction at a high level and stay ahead of the competition.


The Renaissance Real Estate Agent treats every client (whether they’re of the luxury set or a more modest sort) with the red-carpet treatment: If you want to earn your commission, you have to show your clients the Ritz Carlton level of appreciation.


From there, your goal as an agent is simply to stay in touch with your database so you can continue to educate and show appreciation with a servant’s heart. When you take the attitude that it’s a pleasure to serve, your database of seventy-five people will grow to a thousand before you know it. That’s how you build and maintain a business in real estate over the long haul.


Approaching your business with a servant’s heart applies to any industry. When I had my son in 2010, I was really broke. At the time, Chick-fil-A offered a special treat for their customers: they gave every single mom an entire meal for a family of six—all for free. Taking advantage of that meant a lot for us at the time, and it showed me the power of giving.


Clients will keep coming back to you because they know that not only are you a great agent, but you also lead with a servant’s heart and give back to the community.


When you approach your clients with a servant’s heart, the money follows. It justifies your value and reinforces the value you place on the client. Nobody wants to be treated like they’re a number; we’ve all been to businesses where we’ve been treated that way. The role of the Renaissance Real Estate Agent is to roll out the red carpet and make every client feel like a VIP. Even if it’s their very first home in a low price range, make them feel special, because they will never forget that.


As you learn to lean into your Sphere of Creative Genius, you—and every agent—will discover you have a special skill to offer. One of my buyer agents, Rebecca, is particularly skilled in handiwork. Whatever a house might need in the final stages of being shown, she’s prepared to handle it. She goes the extra mile, and she’s gotten referral after referral after referral for rolling out the red carpet for her clients. She puts her clients first, and she is rewarded tenfold.


Meet Your Clients Where They Are


If you’re going to be rolling out the red carpet for your clients, you have to meet them where they are, and the number one place your clients convene is online.


The way we communicate is shifting, just as it did for the men and women of the original Renaissance. When you embrace radical methods of communicating, you free your thoughts and ideas, and you free yourself from misconceptions.
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