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Chapter 1     The Dreaming Room 
 

Today I am going to challenge you.  Today I am going to say things that might be hard for you 
to believe.  Today I am going to make a point, a point that you have likely thought of many 
times in your career, a thought that you have likely had over and over and over again in your 
mind as you work hard at selling real estate. 
 
The point and the thought is that “there’s got to be a better way.”  There has got to be a better 
way for me to do this.  I have a better way.  A way better way.  A way that may be hard for 
you to believe… at first.  If you apply what you are about to read to your business… I can make 
you a guarantee... 
 
I can guarantee you… that if you apply my strategies to your business, you will do twice the 
business with half the effort.  Twice the money in only half the hours worked.  Not wishful 
thinking.  Not show ponies and unicorns.  Certain.  Guaranteed.  2 times… half the time. 
 
Twice the business in half the effort. Twice the money with half the hours.  
Certain.  Guaranteed. 
 
You will likely need to read this book a couple of times for it to truly sink in. 
 
I’m here to talk about a revolution.  A revolution in the way you think about selling real 
estate.  A revolution in the way you think about the operation of your real estate business.  I 
hope that you do think of what you do as a business.  But I am highly certain that almost 
everyone reading this does not have a business.  You have a job.  A job that relies on you.  A 
job that relies on you is not a business. 
 
I will be sharing with you exactly how to build a business.  A business that operates without you 
working directly in it.  We are talking about a revolution. 
 
Many of you will not get it.  Many of you will not believe it.  Many of you will roll your eyes… 
close this book… grunt… and throw this in the trash.  You will continue to operate as you do 
today.  As you did in the past.  Never changing.  Never understanding, or even imagining that 
there is a better way. 
 
For the rest of you… you will need to use your imagination.  You will need to let go of the 
present and forget the past… and envision the future of your real estate business.  A business 
that will operate efficiently and very profitably without you working in the business. 
 
We are talking about a revolution. 
 
The exciting news is that every single person reading this has the capability of doing what I am 
going to describe to you today.  Every single one of you has the ability to take a leap into the 



unknown, into the future… to the degree, and only to the degree, to which you are willing to let 
go of the past. 
 
See, the average real estate agent wears many hats… as you already know.  The average agent 
operates as Secretary, Salesperson, and Owner.  Most spend the majority their time as 
Secretary and Salesperson… and very little, if any, as Owner.  Today you must think only as the 
Owner, the CEO, the Entrepreneur.  All of you have the CEO, the Owner, the Entrepreneur 
inside of you.  But you rarely let this person up for any air. 
 
You spend your time creating flyers, delivering flyers, copying keys, measuring rooms, putting 
in listings, checking tax records, taking pictures, preparing net sheets, ordering title work, 
installing lock boxes, setting up showings, giving feedback, delivering earnest money, and some 
of you even make prospecting calls. 
 
This is what the average agent does every day.  It’s called working in your business, and if you 
want to make more money you just work more hours… doing more in your business.  The 
Secretary and the Salesperson loves working in your business, but not the CEO, not the Owner, 
not the Entrepreneur.  The CEO wants to work ON the business.  The CEO wants to talk 
strategy, not tactics.  The CEO wants to build systems not make flyers. 
 
Now, I’m no genius.  I’m nobody special.  I’m just somebody that continued to say to myself… 
there’s got to be a better way. 
 
As I mentioned before, everyone that is reading this book has the capability of building a 
business.  A business that will act as a business.  If your business relies on you to produce 
leads, to convert leads, to process sales… and cannot effectively do it without you… you do not 
have a business at all.  You simply own a job.  The unfortunate thing is that there is a huge 
gap between what people can do and what people will do. 
 
Most people will never see this opportunity, most agents will never read this book, even if they 
are in possession of it.  The reason most people will never see this opportunity is because they 
are too busy working for a living. 
 
They are too busy doing it, doing it, doing it.  Working, working, working.  Never taking the 
time to seek the better way.  Never allowing themselves to see the forest through the trees.  All 
they see are the trees and they are armed only with a hand axe.  Chopping, chopping, 
chopping…never even stopping to sharpen the axe.  Never realizing that there are chainsaws 
available.  Never realizing that there are woodsman available armed with chainsaws to cut 
down the trees for them. 
 
But you are different.  You have the CEO inside of you.  You are fully prepared to let the CEO 
up for some much needed air.  Once the CEO is unleashed, you will never hide him again.  You 
will never limit his input again.  You must understand that you are in the best small business 
opportunity in the world, real estate sales.  Yes, I believe it to be true.  It is truly the best small 
business opportunity in the world.  But it must be a business. 
 
Keep in mind that most small businesses don’t work… the people that own them do. 
 



In Indiana, my state… you only need 90 hours of classroom time to get your license.  90 
hours!  You can obtain a license to print money in only 90 hours! 
 
My doctor went to school for over 8 years, followed by years of residency… and I know I make 
more money than him.  Probably twice as much money. 
 
But this isn’t about money, we all know that.  There is no shame in being broke.  The shame is 
in staying broke.  If you read, believe, and apply what I’m about to tell you… you will never 
have to worry about money again.  This is not some late night get rich quick infomercial.  This 
is simply creating a business out of what you already do. 
 

Money is not everything.  Happiness is. 
 
Happiness is #1.  And freedom is #1a.  Having a business that works so you don’t have to, 
leads to freedom.  Freedom, my friend, is a critical element of happiness. 
 
I believe there are 3 simple attributes that you must possess to be a real estate phenom.  
Three simple attributes necessary to live the Real Estate Good Life. 
 
#1 is reasonable intelligence: you cannot be a moron if you are to be a highly successful 
real estate agent.  Although a lot of you may argue that point if you are thinking of the agents 
in your marketplace, lol. 
 
So, you cannot be a moron but you also cannot be the ultra-intelligent engineer-type.  This type 
of person typically lacks people skills, is mostly unable to be responsible for their own business, 
and has a high tendency to overthink most decisions. 
 
#2 is connect-ability: the genuine ability to build rapport with people.  The biggest 
advantage you can have over other agents is connect-ability. 
 
I preach to my team on a regular basis that the very first thing you do on any appointment, 
especially the listing appointment, is build rapport.  Sometimes that happens in the first 5 
minutes… sometimes it takes an hour.  Whatever it is, you continue to work on rapport before 
you ever discuss price. 
 
Once you realize that rapport is 100 times more effective than your actual listing presentation… 
the faster you will get to phenom level. 
 
I like the word Phenom, by the way.  Definition, Phenom: a person who is outstandingly 
talented or admired.  Why not be a real estate phenom, just saying! 
 
For those who lack connect-ability… a phenom can hire others to build rapport for them. 
 
#3 is the most crucial and certainly most elusive.  It is Desire.  You must possess the 
unadulterated Desire to improve your position in life otherwise you will always fall short and 
likely fail.  But I know YOU have this quality… you have a burning desire to be your best. 
 



Give me anyone off the streets that possess these 3 attributes and I will have them at $100,000 
a year and higher within 3 years… and at a quarter million a year income in five years… 
Guaranteed.  And if they’re really going for it full throttle… they will make a million dollars and 
more in their first five years.  
 
These poor kids that spend 4 years in college… make it out with a degree and $85,000 in 
student loan debt… and then are serving coffee at Starbucks.  If only they knew.  If only their 
parents knew. 
 
This blueprint, these concepts, can be applied to any small business, to any sales 
profession.  Instead of going to Starbucks to serve coffee… these kids could sell cars, 
mattresses, insurance, timeshares, home security systems, whatever… it doesn’t matter… these 
systems work.  They are designed to work so you don’t have to.  God forbid that a college 
graduate go into sales, sales is not highly regarded.  It is not looked upon as prestigious but 
nothing happens anywhere, in the world, with anything until something is sold.  An idea, a 
concept, a methodology.  A house, a car, a university.  It is all sold.  Sales is involved in 
everything.  It makes the world go round. 
 
When I hear people talk about the lack of jobs, or that there are no good paying jobs out 
there.  I cringe.  Walk into any car dealership and tell them you will work without a 
draw.  Commission only… they will all hire you on the spot.  Walk into any real estate brokerage 
and ask them if they are hiring new agents.  They will all say yes.  Walk into any mattress 
store, water softener outlet, insurance company, investment company… they will all hire you.  
The reason nobody ever thinks of these things is that the paycheck in the sales business is 
completely dependent upon the Results. 
 
What?  How can that be?  You can’t expect people to be responsible for producing results can 
you? 
 
Don’t we need to pay people for their time regardless of the result?  Shouldn’t we give them 
raises based on how long they’ve been on the job and not based on their production or results?  
It seems un-American to expect people to earn their pay.  It seems un-American to base pay on 
production, efficiency, profitability, sales, results… doesn’t it?  Or is that exactly what makes 
America so great?  The fact that you can create your own destiny based on your ability to 
produce results. 
 
There is no shame in Not being the #1 real estate agent in the world.  The shame is in Not 
being the best real estate agent You can be.  Let me remind you of something I said earlier.  
Real estate sales is the greatest small business opportunity in the world.  You don’t even have 
to own the brokerage office in order to run a highly successful and profitable lifestyle business. 
 
It is probably most beneficial if you do not own the real estate office.  You build your business, 
your team… within somebody else’s brokerage office.  Ask the typical Broker how much money 
they are making by owning the brokerage…There’s a reason they’re called Brokers! 
 
That is what I want to help you build.  A lifestyle business is a business that enhances your 
lifestyle.  Not a business that becomes your life.  Two times the profit with half the work.  Too 



often in this country people define themselves by what they do.  I’m a teacher, I’m a lawyer, 
I’m a real estate agent.  What you do should not be what you are. 
 
I chuckle when agents brag about how many hours they are working, or how they only slept 4 
hours last night because they were working on this or worried about that.  I want people to 
brag about how little they worked last week.  I want people to brag about how many vacations 
they took with their family last year.  Not how many days in a row they worked! 
 
Last year my team sold over 200 homes, I only went on three appointments, and worked less 
than 20 hours per week.  I worked no evenings, no weekends, and no Fridays.  My family and I 
took 6 weeks of vacation, my bride and I took 12 weeks of vacation total. 
 
This is my lifestyle business and I am just scratching the surface of what is possible!! 
 
With so much free time and no stress or fear of where the next deal was coming from I was 
able to think more about strategy, more about systems, more about the next level.  In doing 
so, I have come up with, and began to implement a real estate lead generation system that 
adds to, and completely compliments all the other lead generation systems in my business.  The 
program is a no-brainer for the demographic being offered the membership and a no-brainer 
for the advertisers who pay a monthly fee for the privilege to be involved.  Because it’s adding 
clients to their businesses… and I do all the marketing for them.  I’ve built a system to attract 
the members, a system to attract the advertisers, and I’ve built a system to deliver the 
marketing.  I then have people trained to run the systems. 
 
This one idea alone when added to your current business will take you to Phenom level! 
 
I want you to go from agent, to owner, to phenom.  It is all dependent on your ability to 
dream, your ability to believe that the unthinkable is possible. 
 

 
 

 

 


