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PRAISE FOR HARRIS RULES









“Tim and Julie carry an important message: Improve the habits and behavior of real estate agents, so they can better serve their customers. Cheers to that.”


—Brad Inman, publisher at Inman Medi


“There are very few books I would recommend to a real estate salesperson—or any salesperson—but Harris Rules is one of them. The book is loaded with practical, proven processes that, if followed, will enhance your success.”


—Chris Heller, former CEO of Keller Williams


“Tim and Julie have transformed the way I look at my business! I will never limit my beliefs and now only focus my attention on being of service to others!”


—Hernan Sias, “The Real Estate Bro,” cohost of the Business Bros podcast, and realtor/agent with SiasFirst


“Succinct, practical, to the point, and immediately applicable . . . all the coaching platforms from Tim and Julie Harris will get you jump-started in your real estate career and keep you on the road to true success!”


—Gersha Porter, associate broker, Porter Premier Homes of eXp Realty


“There is so much ‘fluff’ in the real estate industry and Tim and Julie Harris are absolutely the real deal. If a real estate agent just stops looking for the ‘easy’ button and follows their proven system, their business will be sustainable, profitable, and they’ll be far above their competitors.”


—Lindsey Iskierka, real estate agent, First Team Real Estate


“Harris Rules is a MUST for all agents, new and seasoned. Simple, practical, and tactical approaches to being the best in your industry! I encourage anyone who wants real estate to be their career and not a ‘hobby’ to get Harris Rules and get ready! Hands down, best real estate book out there!”


—Kelly Stephenson, affiliate broker, eXp Realty Tennessee


“If you want a no nonsense, tell it like it is, meat and potatoes, tactical, and practical way to grow your business, you HAVE to read this book. Tim and Julie have proven systems, combined with real life experiences . . . this is a must-read for any real estate professional!”


—Darren McGillvrey, realtor, Elite Realty


“Tim and Julie Harris are no-fluff, cut-to-the-chase mentors and coaches for agents brand new to very experienced. Harris Rules is a must-read for anyone who is to succeed in real estate. Their real-time rules will make a difference in your practice and set you apart. The sooner you read the fast-moving, easy-to-read book, Harris Rules, the sooner you will break away from the pack and excel.”


—Margaret Reynolds, vice president of brokerage for Elite Pacific Properties


“As a high-level producing agent, when I joined Tim and Julie Harris’s coaching program, their no-nonsense, no-excuses, ‘just get back to the basics and turn off the rest’ training was just what I needed to cut through the fluff that is constantly being sold to us today. Thank you, Tim and Julie, for helping me get back on the path to huge success.”


—Tabitha Kontur, broker and owner at Superior Realty Group, Inc.


“Tim and Julie’s training has helped organize and focus my business on the tasks to take it to the next level—and it certainly works.”


—Paola Lazo, realtor, Fairfax Realty Premier


“Tim and Julie Harris are leading the industry by example by practicing what they preach: Do what you don’t want to do, when you don’t want to do, at the highest level—something every sales professional should adopt.”


—Josh Reef, realtor at Douglas Elliman Real Estate


“Tim and Julie’s vast knowledge and commitment to coaching continuously provides our firm with a clear blueprint to success while being of service to our clients. Thanks for helping us strive for excellence!”


—Nikkia Hill, real estate agent at Atlanta’s Absolute Realty


“This book is for people who love to dive into success of businesses permanently.”


—Dilcia Margarini, real estate agent, Weichert Realtors Integrity Group


“Tim and Julie are coaches of high caliber; their coaching methods are fresh and relevant in today’s real estate market.”


—Delia Santasieri, real estate agent, Coldwell Banker Green-Mills & Associates


“Starting real estate at midlife can be overwhelming . . . Tim and Julie Harris provide the road map for your success! Thank goodness I found the first printing of Harris Rules. There are plenty of theory real estate books out there. Harris Rules tells you EXACTLY what to do and emphasizes doing it, when you need to do it at the highest level possible. Yes, sounds cliché, but don’t pass this one up! Who says old dogs can’t learn new tricks?”


—Joanna Fritz, Wisconsin real estate agent and private coaching client


“After being fifteen years in real estate, Tim and Julie just know the right words to say. Seems their intuition is just perfect.”


—Gary Mitchell, realtor, Keller Williams Realty
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To all of you who think you are alone, know that you are not.


To all of you who are looking for truth, you have found it.


To all of you who are finally ready to be truly rich and free, keep reading.


To all of you who are driven at your core to be of service to others, this book is for you.


To all of you who are ready to have the shortest path to the top, this is it.


And, perhaps most important, this book is for those of you who are ready to accept that ever-increasing success comes from Always Doing What You Don’t Want to Do When You Don’t Want to Do It at the Highest Level.









Before enlightenment, chop wood, carry water . . . After enlightenment, chop wood, carry water.


—Zen proverb









INTRODUCTION


Why are we writing this book? Because we know, firsthand, how frustrating it can be to establish a career in the field of real estate. Being a real estate professional is neither as easy nor as glamorous as it is frequently portrayed by some television shows. Having said that, we can also say that for those who are willing to put forth the necessary effort to meet challenges head-on and are willing to commit the necessary time, a career in real estate can be personally satisfying and lucrative. It is frequently said that there is no substitute for hard work, and we’re not here to disagree with that. Experience is a great teacher, but it’s our aim to help you avoid mistakes and provide you with an organizational system. The Rules in this book are established to guide you throughout your real estate career, alleviate much of the stress of not knowing what to do or how to do it, and ground you in a proven methodology.


We want to share a simple story that always pops to mind when we’re speaking with various agents and brokers: When we were freshly licensed and just beginning our careers in real estate, we didn’t even know what we didn’t know—about anything. We had just started with Re/Max because it looked like a good location and, more important, it was near our tiny starter home. This was in the days prior to the internet, and our broker sat us down and gave us a Re/Max catalog of stuff to buy. The questions were: Where should we start? What should we invest in? How should we market ourselves? How should we generate leads? What should we do to follow up? These questions and a thousand others were on our mind. We thumbed through this huge catalog of stuff we were supposed to be spending money on with no real idea how to make choices, just as today agents are attacked morning, noon, and night with email and text offers promising to be the best thing ever for their business.


Where does business come from? Everyone wants to believe there’s an easy button, a silver bullet, or some secret. If I just do this, everything will be great. We believe in teaching the multispoke model, which we’ll get into in the book. Our view is that there’s not just one solution; you must be doing several different things. There’s not a specific and obvious direction—whether you’re a new agent, a grizzled veteran, or you’re getting back to the business—and we want to address that and help every agent and broker who is ready to listen. This book is designed to give you specific, proven rules of engagement that you can count on to serve you well in your pursuit of your real estate funded goals and dreams.


In the beginning, generating leads was job number one. Then as we progressed, and as our skills developed, there arose a second question: What should we do next? Everywhere you look, someone is telling you something different: “Follow me.” “Follow this system.” “Follow that plan.” “Invest in this online lead generation.” We felt we were being pulled in many different directions at once. Lots of try this and try that, versus follow these rules and you win.


Through our coaching experience, we hear every day that this continues to be a problem. “What do I do? I have no direction. I have no business plan.” There is a huge lack of leadership and direction in this industry to help you not only be successful, but also to have longevity while maintaining a fulfilling lifestyle.


In our first full year in real estate, we sold over one hundred homes and were fortunate to continue that record for the ensuing decade. During that period, we noticed that the questions that concerned us initially had changed. Now the focus was how to keep our income—how to not spend every dollar so we could continue to increase our income. Questions arose—like whether to have a team and if so, should it be big or small? Or should we have no team at all? Later still, the question was whether to choose to go upmarket. If you’ve figured out how many listings you need—your “magic number”—how do you decide what you’re going to go after? Should you go after more expensive inventory? Should you change markets? Should you move? The questions change as you become more experienced. This book is here to clarify some very specific rules of engagement, which will serve agents well in navigating their way to success, whether you just got your license yesterday, or you’re looking at an exit plan, or you’re somewhere in between.


We called this book Harris Rules because we figured out these rules along our career and through many hundreds of thousands of coaching calls. If you have specific rules to follow and an exact plan, it’s going to get you from point A to point B faster, with less stress and fewer questions and confusion along the road. Questions in real estate cost time and money. We’re here to lay the groundwork, and to give you real-world, practical, ethical, authentic leadership in an industry that often has either no leadership or leadership with ulterior motives. This is the greatest opportunity for a motivated person to make a difference in the lives of others, through providing great service, as well as creating personal wealth, which results from doing great work. If you’re not yet making all the money that you need to make in this practice, it’s usually due to one simple fact: You haven’t figured out how to help enough people, at a high enough level, with enough consistency, to create that wealth so that you can then continue to contribute.


This book offers specific rules to address those issues. We’re going to cover mindset, which is how you need to think about the business. Then we’ll cover an action plan, which is what you need to do not just to make money, but to have longevity and to create the life of your dreams. Next, we’ll cover how to decide to scale the business and how to continue to monetize it. We’re going to start from the beginning, because if the mindset isn’t there, then the rest doesn’t matter. Mindset is how you need to think, the action plan is what you need to do, and scaling is how to monetize.









PROLOGUE









THE WORLD IS YOUR OYSTER . . . IF YOU MAKE IT SO!


Why is real estate the world’s greatest opportunity to build wealth? Many people assume that the wealthiest people are famous actors and politicians, or people who were born with wealth. In fact, the wealthiest people in the world, almost without exception, have been, and still are, salespeople. Why is that? Sales allows the highest level of freedom with the fewest obstacles compared to other fields of practice.


Let’s examine this further. First, there’s little to no barrier to entry. There’s no experience necessary. You are not prohibited from getting into real estate unless you’re a felon, and there is no requirement to work for somebody for twenty years as an apprentice before you get your real estate license. That’s a blessing and a curse, as many of you know.


There’s no investment other than the cost of a license, which usually ranges from $800 to $1,500. There is no knowledge required except the four required classes to earn your real estate license. What you need to know can be gained using our “Earn While You Learn” mantra. In fact, one can obtain a real estate license without ever having owned a home.


In the field of real estate, there’s no income cap. Nobody’s going to tell you that you can’t make any more for this job, or that to get the next pay raise you must get an additional degree or relocate to a place where you don’t want to live. You can make as much or as little as you desire in real estate.


Also, there’s no geographic requirement to your job. You can live anywhere in the world and make great income in real estate due to the portability of your skills. Yes, you must get licensed somewhere else if you move, and you need to learn their local principles and practices, but that isn’t terribly time-consuming.


Unlike some other sales jobs, you are not required to purchase the inventory. This was kind of a big revelation for us. Consider a car dealer. A car dealer has to develop a floor plan and obtain a certain line of credit for a certain number of cars. They have a time restriction for keeping vehicles in the showroom before they need to turn that inventory over. They’re invested in their inventory. That’s not so in real estate.


A grocer’s inventory has expiration dates. Although real estate listings can expire—and you can lose out to a competitor who then can list that property—they don’t actually expire like bad bananas.


And there’s no space required. If you have to accommodate car inventory, you have to keep them somewhere, which means you’re leasing property. You’ve got to store your stuff someplace. In real estate, overhead is minimal and hardly any space is required. You just need a place to hang your license.


Another positive factor of real estate sales is that the business is skill based and isn’t determined by influence, social or economic status, or other factors. You really can climb the ladder at your own pace, as long as you have reasonable skill, which is what we’re here to help provide. Success in real estate is merit based, and that’s a huge blessing.


Your skills are portable to other price ranges, areas, and even services. Sales training applies to many types of sales; it isn’t limited to real estate. We have successfully coached people in the area of car sales and car wash chains—we’ve even coached people in the behavioral health area. It’s all based on the same basic skill set.


The opportunities, even under the real estate umbrella, are multiple. In addition to real estate sales you can also be a broker, or work in development as a builder, or you can represent builders. You can be a property manager. You can be a flipper. You can work in mortgages, title, or transaction coordination. Real estate is not just one job. In fact, some of the most successful agents work several of these categories. They’re in sales, but they’re also doing some flips, and they manage some property for themselves and other people. This point and our next point is really where the rubber meets the road in our earlier definition of wealth!


An appreciable quality of the real estate business is that it can be easily passed along to future generations. Many of our coaching clients have the specific intent of passing along their business and/or rental property holdings to their offspring, to their partners, or to a member of their team. Additionally, overhead is minimal, as long as you manage it correctly. You can make millions by spending thousands or less. You don’t have to spend everything that you make, despite what some people around you may be doing.


Unlike doctors and attorneys, who must carry expensive malpractice insurance, real estate professionals have minimum insurance requirements, typically carried by you or your broker (errors and omissions insurance). Licensing requirements are comparatively minimal considering the money to be made. Even continuing education requirements are not as demanding as they are in many other professions.


Recognize that the field of real estate is the greatest opportunity in the world for the best wealth-building strategy for yourself, for your family, and for creating the life of your dreams.









WHO WE ARE


Many of you wonder about your colleagues. Here are some interesting stats right from our very own National Association of Realtors.


        •     65 percent of Realtors are licensed as sales agents, 22 percent hold broker licenses, and 15 percent hold broker associate licenses.


        •     The typical Realtor is a fifty-three-year-old white female who attended college and is a homeowner.


        •     The median real estate experience of all Realtors is ten years.


        •     The median tenure at the present firm of all Realtors is four years.


        •     Most Realtors worked forty hours per week in 2016.


        •     The median gross income of Realtors was $42,500 in 2016, an increase from $39,200 in 2015.


        •     Formal education of Realtors:


               [image: ]     Some college: 31 percent


               [image: ]     Bachelor’s degree: 31 percent


               [image: ]     Graduate degree and above: 13 percent


               [image: ]     Associate degree: 12 percent


               [image: ]     Some graduate school: 6 percent


               [image: ]     High school graduate: 7 percent


        •     Realtor affiliation with firms:


               [image: ]     Independent contractor: 86 percent


               [image: ]     Employee: 5 percent
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RULE #1









I’M A DOER. I DO THINGS NOW. I GET THINGS DONE.


Motivation is the linchpin of a successful career in real estate. The first aspect of motivation consists of mindset, so let’s define it. Mindset is a fixed mental attitude or disposition that predetermines a person’s responses to and interpretations of situations. It also can simply be an inclination or a habit. Let’s get a greater understanding of motivation.


Motivation is simply what drives you to achieve the things that are important to you. Daniel Goleman, author of several books on emotional intelligence, has identified four elements that make up motivation: personal drive to achieve; the desire to improve or to meet certain standards and then to commit to personal or organizational goals; initiative, which he defines as “readiness to act on opportunities”; and optimism, the ability to keep going and pursue goals in the face of setbacks.


Motivation affects your mindset and your attitude on an hourly, if not minute-by-minute, basis. Your actions are based on your level of motivation, or possibly your lack thereof. We hear during coaching calls time and time again that no one is highly motivated 100 percent of the time. It’s a myth that you’re either motivated or you’re not; that’s just not true. You may be super motivated at certain times of day or days of the week. Other times, you might not feel like getting out of bed. That’s the human condition. It’s reality, but it’s also something that you can absolutely modify and manipulate. There’s nothing wrong with you if you don’t feel motivated all the time about everything. There may be something wrong with you if you don’t recognize the control you have to choose how motivated you feel in different situations.


The rule however, must be to control your mindset. Accept that this is not possible 100 percent of the time, but also accept that without the attempt to control your own mindset, something or someone else will always direct you how to feel and think, and may easily be able to manipulate you.


Here’s a mindset action step: Make the decision to understand your personal motivation and to take control of it. An example of your amazing, but possibly underutilized, ability to control your motivation, not to mention your efficiency, is how you feel right before a vacation. In the time prior to taking a vacation, you’re super organized. You edit the things on your to-do list to only the most necessary. You’re awesome at managing your time and getting things done. It’s almost miraculous how efficient you become.


David Allen, one of my favorite authors, writes in Getting Things Done: The Art of Stress-Free Productivity, “Most people feel best about their work the week before their vacation, but it’s not because of the vacation itself. What do you do the last week, and as a coach I would say even the last day, before you leave on a big trip? Well, what do you do? You clean up. You close up. You clarify. You renegotiate all your agreements with yourself and others. I suggest that you do this weekly instead of yearly.”


As coaches, we suggest that it behooves you to look at this daily, even hourly. What would happen if you treated each workday as if you had that plane to catch for your vacation? What would that do to your motivation? The next time you’re having trouble getting motivated and moving, repeat our mantra: “I’m a doer. I do things now. I get things done!” Your procrastination and getting-ready-to-get-started issues will melt away after you say that affirmation twenty-five times each morning. Go ahead . . . try it!


By using the affirmation or mantra, “I’m a doer, I do things now, I get things done,” you are re-creating the “before vacation” mindset where you don’t even have to say that to yourself, you just “get things done!” Using the affirmation daily simply resets your mindset to one of action versus one of procrastinating and suffering from the “getting ready to get started” doldrums that hold you back from the income you deserve!


Next, we want to look at internal versus external motivations. This is a huge “aha!” moment for most of our coaching clients, and one of the fundamental differences between agents who “get it” and get to the next level, versus agents who struggle from check to check, from deal to deal, or the more advanced version of this, from batches of deals to batches of deals.


Let’s examine internal versus external motivation. Have you wondered why somehow you can always make your car payment, your mobile phone payment, especially in real estate, and your house or rent payment? All of those things somehow get paid. Maybe even via automatic draft. Each of those payments is an example of external motivation. Something bad happens to you if you don’t comply with that obligation. Your cell gets turned off if you don’t pay your Verizon bill, for example. Cell phone companies don’t mess around, and you knew the deal when you signed their contract. That’s external motivation. Their rule is, “If you pay, you stay; if you don’t, you won’t.” It’s pretty simple.


Conversely, why is it that things like building up your nest egg so that you have at least a year of reserves, losing that twenty pounds, buying two new rental properties, or traveling to Paris just keep getting put off? Why does one procrastinate on those types of activities? Those things are a lot more exciting than paying your cell phone bill, wouldn’t you agree?


It’s because they require internal motivation, which, curiously, is weaker than external motivation. When nothing immediate happens to you, and there is no immediate negative consequence if you don’t do something, it becomes much easier to procrastinate. Thus, you need Rule #1 to keep a motivated mindset. Control your procrastination thoughts to control the laziness. Set into motion the actions necessary to achieve the things you currently claim are important, yet keep getting put off. Act as if they’re as important as paying your water bill on time.


After years of coaching agents and other businesspeople, one thing we’ve learned is that you must bridge the motivation gap in your thinking. You must learn to take your personal, internal motivation as seriously as if it were the external kind. This is a mindset leap. It’s also a sign of mental, emotional, and financial maturity. Not making the leap is an act of ego, of resistance to structure, discipline, and accountability.


Though this applies to all nonexternal goals, the easiest and most salient example is to look at your finances. Here’s a fact: The difference between top producers and everyone else is that top producers take their personal goals as seriously as they take their external obligations. In our organization, you’re a top producer if you have well-thought-out, specific goals, and you’re meeting or exceeding them, or at least working hard to get there. That’s a top producer to us. The difference between those top producers and everyone else is quite specific.


They are in better control of their mindset.


It’s a fact that top agents always know two numbers off the top of their head. The first number is how much they need to live on—to pay their bills, keep the lights on, clothe their children. The second is the amount of income necessary to meet the needs of leading the life of their dreams. Most people, when put on the spot and asked, “How much money would it take for you to lead the life of your dreams?” will say, “Millions.” Or they’ll say, “At least a million more.” That’s if they have an answer at all. Many of them don’t. Many of them just say, “I need to do more. I need to be doing better.” Those are not real answers. “More” and “better” are not concrete numbers. Harris Rules require that you know those two numbers at all times.


Because top producers follow the rule of controlling one’s mindset, they know the exact amount of money it takes to “run themselves” (i.e., to cover their basic overhead), and they know that any day that they haven’t gone above and beyond that number is a day that they’re falling behind. You can figure out your overhead—the number to “run you”—simply by dividing the figure it takes to meet your basic needs for a typical month by thirty. If it costs you $5,000 each month to pay your mortgage, utilities, mobile phone, car, insurances, and groceries, it takes $166 per day, every day, just for you to exist. You need a place to live, you need to eat, you drive your car, and you use electricity. Any day you’re not putting at least $166 (hopefully a lot more!) in the kitty, you’re falling behind!


The difference between where you are now and where you need to be to feel a significant improvement in lifestyle—including paying off debt, buying an awesome house, building up huge reserves, and having the freedom to travel—is less than you think. We know that for most agents, based on our countless coaching calls and years of experience, the difference is really about a 3:1 ratio. In other words, to make that leap in lifestyle, you need to earn about three times what you’re currently averaging in monthly commissions—consistently, month in and month out.


The freedom comes from knowing these numbers so that you can then act to do something about it. Not knowing keeps you simply paying your bills on time and fantasizing about what could be if you just did “more”—a nebulous endeavor. Or more commonly, you convince yourself that your lifestyle won’t change unless you make at least a million dollars more, which is probably not even necessary.


Since this section is all about finding and understanding your motivation, it bears mentioning that most folks initially feel de-motivated when they start thinking about these specific financial questions. This is due to fear of the unknown. Once you’re on the other side of the math problems, becoming financially aware, you will actually feel a surge of motivation! It’s a great feeling to precisely define what your goal actually is, versus guessing. You’ll have a sense of relief, mental clarity, and a defined path ahead once you go through the process. Knowing the goal is in and of itself motivating!


In our observation, a typical agent must make about $5,000 per month to meet his or her financial obligations. You can adjust that for the size of your family. We have coaching clients who have eight kids all in private schools. Obviously, their costs are going to be more. Also, adjustments may be made for differences in marketplace. If you’re making $5,000 per month and you live in Manhattan, well, you’re below the poverty line. But let’s just use this as an easy example: Most agents must make about $5,000 per month to meet their basic financial obligations.


That same agent could pay off his debt, save a nice nest egg, take two or three amazing, paid-in-cash vacations a year, and upgrade his house, car, and wardrobe for about $15,000 per month. Again, here’s a secondary leap of faith: You’ve got to do this month in and month out.


Let’s do some math.


KNOW YOUR NUMBERS, PART ONE









Use the following Know Your Numbers formula to determine what you really need to earn to achieve your personal, business, family, and financial goals this year!














	REQUIRED YEARLY INCOME







	A. Monthly personal overhead:


	$







	B. Monthly business overhead:


	$







	
C. Monthly fun:


(This is the money necessary for you to accomplish all of your “fun” goals this year. If you skip this category, you won’t have any fun! If it’s not planned for, it doesn’t happen.)



	$







	
D. Monthly taxes:


(Add A, B, and C, then take 25 percent of the total as a general rule of thumb. Some people pay more, some less, but 25 percent will allow you to prepare for taxes.)



	$







	
E. Monthly savings:


(All real estate agents say, “I want to save more.” Decide how much more. A good amount to start with is at least ninety days of personal and business savings. If you already have that, work on having one year of reserves saved.)



	$







	A + B + C + D + E = Required income to earn per month:


	$







	
My outside income is:


(Outside income is non-real estate income, including spouse’s income, investment income, etc. It’s okay if you don’t have any outside income. Many agents don’t. But if you do have money coming in from somewhere else and it’s predictable income, you need to account for it.)



	$







	Required income minus outside income:


	$







	What I must earn each month:


	$







	
Multiply by twelve for what I must earn each year:


(This is your required yearly income for personal, business, savings, taxes, and fun. You will need this figure later, when you use the Income and Unit Calculator, which shows you how you’re going to accomplish this income.)



	$








KNOW YOUR NUMBERS, PART TWO









You have a daily cost of living simply because you’re breathing, eating, driving, and using electricity. That’s just to exist, not to get ahead.














	COSTS OF LIVING







	Monthly rent or mortgage:


	$







	Car payment(s):


	$







	Health insurance:


	$







	Auto insurance:


	$







	Monthly grocery bill:


	$







	Credit card minimum payments:


	$







	Student loans:


	$







	Monthly utilities (gas, electric, water, etc.):


	$







	Mobile phone:


	$







	Cable/internet:


	$







	Other:


	$







	Total:


	$








Divide total by thirty days = $____ = daily burn rate each month.


In other words, it takes $____ per day to “run you” (and your family) each month.


KNOW YOUR NUMBERS, PART THREE





















	DEALS AND COMMISSION







	
The amount of my average net commission is:


(Net commission is what you keep after all broker splits, any processing fees, etc. Take the amount you must earn per month and divide that by your average net commission. If you’re not sure, ask your broker if he or she tracks this for you. If you’re a new agent, find out the average sale price in your area and use the average net commission based on that price. This will reveal the number of transactions necessary to cover your personal, business, savings, fun, and tax requirements each month.)



	$







	
Number of deals I must make each year:


(Amount needed per month divided by my average net commission = deals needed monthly × 12 = deals necessary yearly.)



	 







	Current average number of deals per month:


	 








Circle your answer:


This does/does not cover personal, business, savings, taxes, and fun.


I am/am not satisfied with continuing to earn at this level.









 


After completing the Know Your Numbers exercises, you know how much you must earn monthly and how many deals are required for you to produce what’s necessary to have the lifestyle of your dreams. Don’t worry if it’s more or less than you thought. Keep working through this business plan so you will have the confidence and the know-how required to create your Real Estate Treasure—the amount required to achieve your personal overhead, business overhead, savings, and fun objectives, and also to pay your taxes.


After we complete the math from these sections, we conclude with one thought: freedom. That’s why you got into real estate. Freedom, in this respect, does have a number attached to it. It’s your new monthly commitment. You must think of it in the same way you did your old core monthly overhead and make the mental leap to embrace the new reality. You will implement the things necessary to get to the next level.


In fact, your subconscious mind is already at work putting this all together. We can guarantee that in the next twenty minutes, you will write down two or three leads that you had previously forgotten because of the new higher focus and changed mindset you now have. You’ll find that your ability to, as Tim says, “Do what you don’t want to do when you don’t want to do it” at the highest level comes to you more easily and more frequently.


It’s time to start thinking about your fantasy number, which will motivate you to take all of your goals (we’ll cover goal setting in the next section) as seriously as you take your cell phone bill, your mortgage or rent payment, and your car payment—those things that would have a serious, negative effect on you if you didn’t pay them. You’ve got to take what you want to do as seriously as what you have to do.


The practical application requires first accurately completing the Know Your Numbers exercises; and second, memorizing your core financial-commitment number—the amount you need to keep the lights on—and your new, fantasy financial-commitment number. Be sure to express this in monthly income figures. You can come back to this after you work on the next section, which will help you polish those goals. Finally, compare your current average net commissions and units versus what it will take for you to achieve your next level.


Often we see an agent who has figured out how to average three transactions per month, providing her with enough to live, but not enough to live her fantasy lifestyle. She makes her mortgage, pays her bills, and keeps the lights on. Typically, she will need to bump up her transactions per month from the usual average of three to maybe four or five to achieve a significant difference in lifestyle and goals. Not ten more, as many would assume.


HOMEWORK: EXAMINE YOUR MOTIVATION . . . BE INTROSPECTIVE!









What does freedom mean to me and my family?


When I have been the most motivated in the past, it was because I:


Three people I know who are more motivated than I am are: What makes them tick?


What can I implement today to manage my motivation ebbs and flows?


What works for me?


What do I need to stop doing?


What do I need to start doing?


What will it take for me to consistently do what I don’t want to do when I don’t want to do it, and do it at the highest level?


What or who do I need to get help from to get serious about it?









JULIE’S STORY: FINDING HER PASSION


I used to feel like I couldn’t find the motivation to be great at real estate because by training I am a classical musician—an utterly unrelated profession. Music was my passion. Real estate never felt natural. I wasn’t a born salesperson.


That changed when I went to a Howard Brinton event in 1997 and attended a “Superstar Talent Show.” I thought it would be a joke. A superstar talent show for Realtors? Really? What could Realtors possibly have to offer in the way of talent? That was my arrogant, classical musician ego speaking.


I was amazed to see incredible talent acts that were in no way remotely related to real estate. Russell Shaw did a sidesplitting standup comedy act. Gary Ubaldini sang and accompanied himself on guitar. He was crazy talented. You never would have guessed it, but both Russ and Gary were, and still are, extremely successful Realtors.


At that point, on that day, I realized that I didn’t have to have passion for real estate. I recognized that I could find passion for the freedom that real estate could afford me. I’ve had many coaching calls with agents like you who feel the same way. You’re artists. You’re musicians. You’re talented in sports. You have other passions. Real estate has just been paying your bills, but you’ve become stuck there.


At this point in my life, I’ve played on a soundtrack and performed with the Pacific Symphony. I consider that I have been successful in music. Now, I would say my success has at least partially been due to real estate. I’ve met friends in music who were dependent upon music to make only an OK living. They lost their passion for it. I get to have my cake and eat it, too.


Eventually, I realized that there was a cost to that freedom, the freedom to pursue what my passion is. That cost was identified by a specific income that paid our overhead, kept taxes caught up, socked money into savings, and accounted for travel and fun items. Only then did the pursuit of my passion become more fun. The pressure to make money in music was gone, thus the ability to make money in real estate was unleashed. This was the price tag for my personal freedom.


How do you apply these points to your life? Motivation comes from answering the question of why you’re in this business. As coaches, we hear lots of answers: You’re in real estate so you can be your own boss; manage your own time; not have an income cap; live wherever you want to; be accountable to only yourself; earn more money; pay for your kids’ or grandkids’ education; pay off debt; get a better house, car, boat, vacation home; finally have some savings; and shorten the path to retirement. Some of you answered this question with: recover from the recession, which caused me to sell all of my rentals; rebuild wealth after the Great Recession or other wealth-crushing events like health issues or divorce; buy some rental properties; do some flips.


Guess what? It all boils down to one simple word: freedom. All these things are true, but at the end of the day, it’s freedom.
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