
Session 1: Portrait of a Real Estate Champion

Four Levels of Creativity

1. Unconscious Incompetence

2. Conscious Incompetence

3. Conscious Competence

4. Unconscious Competence

Portrait of a Professional Real Estate Salesperson

1. Most of them have something to ____________ to somebody.

2. These people have an overwhelming ___________________.

3. The top person gives excellent ___________________.

4. They pay fast attention to _______________.

5. They are highly ________________________.

a. Number of Listings Monthly 

b. Number of Listings Sold 

c. Number of Sales 

d. Monthly Gross Earnings

Regardless of the price range for the property, the buying and selling motivations 
are basically the same.
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Four Areas to Keep in Balance

1. Financial

2. Emotional

3. Physical

4. Spiritual

How to Be a Better Salesperson

1. Don’t be pushy, become _____________.

2. Be extremely _____________________.

3. Work on having _________________ __________________.

4. Pride in __________________.

5. They have to __________ and _____________ us first.

6. Fall in love with the word ________.

Ten Steps to Professionalism

Step #1: Start with Your Attitude. Are you a professional? If so, why not let everyone
know it. If not, maybe that’s why you’re not as successful as you would like to be.

Step #2: Personal Appearance. Are you really satisfied with your appearance?
Grooming is important, good clothing is a must, and how about your health? Shape up
your body, and it will shape up your attitude.

Step #3: Business Appearance. Your customers and clients relate financial success
with competence. Does your car communicate financial success?

Step #4: Organization. Customers relate being organized to being competent.
Organization is recognized as being on time, having a neat desk, being ready with the
answers, and diligent follow-up. All these things tell your people that you are a person
worthy of their confidence and the confidence of their friends.

Step #5: Talk Like a Pro. Avoid shop talk; ask questions; choose your words carefully;
plan your presentation from the prospect’s point of view.

Step #6: Stay In Tune. Ours is a changing profession. The suede shoe boys are gone;
the less competent are disappearing; people demand excellence from their brokers and
salespeople, and reward that excellence with referral after referral. Devote a regular part
of your week to learning new skills and sharpening existing ones.
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Step #7: Respect Your Fellow Salespeople 
They have the same problems as you do. They deserve the same credit and recognition
when successful, the same help and encouragement when faltering. Everyone wins
when the team gets stronger.

Step #8: Remember Your Family and Friends 
They want a high quality relationship, too. Plan time for family and social needs. This 
will assure you their understanding and support when business takes you away
evenings and weekends.

Step #9: See The People 
There are literally thousands of people in your area who need and deserve professional
services. If you don’t take it to them, they may be shortchanged.

Step #10: Integrity Keeps You There 
Almost every day an opportunity to take unfair advantage of someone arises. A 
professional knows that a dissatisfied customer today will cost him several possible
transactions in the future. A professional knows how important selling with the facts 
is. Stretching the truth, omitting information and avoiding present problems by stalling 
or blaming someone else is for the bush leaguer. Sell with the facts, and you only have
to sell them once, and when someone asks what you do for a living your reply will be:
I am a professional real estate salesperson.

Steps in the Learning Process

1. Impact — Consciously hearing, reading, writing or saying the techniques.

2. Repetition — The Mother of Learning. For the average human being, it takes
_____ times to have a good repetition where the techniques become a part of you.

3. Utilization — Utilizing the techniques properly.

4. Internalization — The techniques become a natural part of you.

5. Reinforcement — You go back to basics _______________.

What We Are Really Here to Learn 

S. P. R.

P. D. R.

One way to judge a person is the way they treat someone who can do nothing for them.


