
Chapter 10    Commandment #6: Keep Score 
 
“If winning isn’t everything, why do they keep score…” - Vince Lombardi 

 

“Money was never a big motivation for me, except as a way to keep score.” - Donald Trump 
 

“If you don’t keep score, how do you know if you’re winning?” - Bart Vickrey Real Estate Jedi 
 

I’m a big sports fan as you have probably already figured out by now, by the many sports 
references I’ve made in this book.  What I have noticed in all of the sports that I watch is, they 
always keep score which is good because that’s how I know who is winning and who has won.  
Wait, hold on, I take that first part back, they don’t always keep score.   
 
My son is 7 years old and is now in his 2nd year of hand pitched baseball (as opposed to t-ball).  
I still distinctly remember his first game last year.  I show up to the game, only to find out that 
they had started a half hour earlier than what the schedule said.  So I ask my wife, “what’s the 
score?”  She shrugs and says, “I have no idea, there’s no scoreboard!”  At the end of the 
inning, the coach is approaching the dugout… “hey coach, what’s the score?”  He replies, “we 
don’t keep score until next year.”  What?  No score!  How do they know who won? 
 
I think the organizers of the league are missing a fundamental point of life and athletics.  When 
I look back on the team sports that I played, the lessons are invaluable.  Teamwork, discipline, 
practice, habits, celebrating success (winning), and graciously handling failure (losing).  I know 
they say, it’s not whether you win or lose, it’s how you played the game.  But that’s not 
true.  We don’t celebrate the losing Super Bowl team, we don’t send the losing quarterback to 
Disneyland! 
 
Now before you tense up and get the wrong idea.  This isn’t about winning at all costs.  This 
isn’t about greed and stepping on people to get what you want.  This is about getting the most 
out of your potential, getting the most out of your opportunities.  This is about building a 
business that serves you and your family.  This is about fighting, scratching, and clawing for 
Freedom and Happiness… the Good Life!  The best way to get there, and to know you got 
there, is to keep score!   
 
To a certain degree, you already keep score, we are just going to enhance it a bit.  You already 
know how much money you made last year.  You already know how many homes you 
sold.  You already keep score.  Now, you are going to keep a more detailed score.  You are 
going to keep score of more things.  You are always going to know the score.  You will know, at 
all times, where you stand in your business… and with your goals… and with your pursuit. 
 
You are now going to track, measure, tweak, and keep score of everything.  And the #1 reason 
why, the overwhelmingly impactful and completely fundamental reason why, because people 
play differently when they are keeping score!  You must know the score at all times, so you can 
tell whether or not you are winning! 
 
Let’s look at the global view of this.  We work in a business that involves a lot of chaos.  Chaos 
will drain the life right out of you.  You get pushed and pulled in every direction.  You have 
clients vying for your attention.  You get phone calls at 3 o’clock, asking if you can drop 
everything and show a house at 4 o’clock.  You have an upset spouse when you’re late for 



dinner, disappointed kids when you miss a ball game.  All these things happen when you work 
exclusively in chaos, when you work exclusively in chaos, you never feel like you’re winning.  
You are stressed, demoralized, burned out, and frustrated… all the time. 
 
You know you should be working more “In Focus”... building a real business, implementing lead 
generation campaigns, creating systems to run your business, and hiring people to run the 
systems, but you are held captive by chaos! 
 
When you develop the Mindset of keeping score, keeping score of everything, you will become 
more engaged, when you become more engaged you will make time to work in focus.  You will 
be excited to work more in focus.  As you work more in focus, your business WILL 
improve.  Your time WILL be better managed.  Your stress levels WILL be reduced.  You WILL 
gain control! 
 
When your business improves and your stress reduces… you beat down the path to the Good 
Life.  By keeping score of everything (tracking, testing, measuring, and tweaking), you know at 
all times if you are winning! 
 
I want you to track your time: create a schedule that builds in time for prospecting and focus 
time… and you must stick to the schedule. 
 
I want you to track your prospecting:  

 the # of calls you make, how many people you speak to,  
 # of hand-written notes,  
 # of people added to your database,  
 # of appointments,  
 # of offers written,  
 # of offers accepted,  
 # of deals closed… everything! 

 
I want you to track your business statistics and averages:  

 your average commission per transaction,  
 average sales price,  
 average # of days on market for your sold listings,  
 percentage of list price to sales price. 

 
I want you to track your marketing:  

 types of ads run, 
 dollars spent per ad, 
 # of ads run 
 leads generated per ad 
 # of calls produced 
 # of appointments generated 
 conversion rate from appointment to client 
 and most importantly, Return on Investment 

 
Return on Investment: how much did you spend on each marketing campaign… and how much 
profit did each one produce. 



 
 
At the end of 2010, I implemented and deployed a direct mail marketing campaign for expired 
listings.  The campaign consisted of 13 straight weeks of mailings to the homes of the expired 
listings that I had targeted. A series of 12 postcards and 1 sales letter, all designed to get a 
response.  I, of course, started tracking everything right from the start.  How much I was 
spending on materials like the postcards themselves, paper for sales letters, ink and toner from 
the copier, postage, and man hours for my staff to do all of the work involved. 
 

 We used The RedX to pull expired listings out of the MLS. 
 One of my assistants flagged the expireds from the list that fit the predetermined 

criteria, such as price ranges and location. 
 Those flagged listings were then entered from the RedX to Top Producer (the CRM 

software that we use). 
 Inside Top Producer we had built out the entire follow up plan. 
 The targeted listings were then auto assigned the follow up program 
 Each day when my assistant turned on her computer and logged into TP, she knew who 

to mail to, and which mailing to send. 
 We track how many sent each day and postage used, as well as the cost of the 

programs involved! 
 
We spent a lot of upfront time building and designing the foundation of this particular 
marketing system.  So now it was built, implemented, and deployed and guess what?  It did 
absolutely nothing!  It did nothing at all for the first 4 or 5 weeks.  I was devastated, because I 
knew this system would work.  I was going to dominate the expired listing market!  And I 
expected it to work from day one!  But we stuck with it!  Finally, we got a call, and then 
another, and another.  I started going on listing appointments.  I started getting listings.  The 
listings began to sell.  It was happening! 
 
Then about six months into it my wife says, “we need to look at the company 
financials.”  Stacey and I try to meet at least every quarter to look at our personal and business 
financials.  When we met she had the expired marketing expenses highlighted.  The first thing 
out of her mouth was, “we really have to take a look at our marketing expenses, especially this 
expired program you’ve been running!” 
 
Stacey was upset because within the first 6 months of running the campaign, we had spent 
over $7,000 on it.  But of course, I was equipped with a rebuttal, and more importantly - my 
tracking sheets.   I showed her how many calls we’re received, how many listing appointments 
I’d gone on, how many listings were taken, how many have sold, and most importantly… how 
much money we had put in the bank because of the program.   
 
Six months into the expired marketing campaign, we had spent $7,000.  And we had collected 
$24,000 in commissions!  A 3.5 to 1 return on investment.  For every $1 we were spending, we 
were getting back $3.50.  You should have seen the relief and then the excitement in her eyes.  
We finished the first full year at just over $12,000 in expenses, and $87,000 in commissions 
earned… as a direct result of that one campaign.  Nearly a 7 to 1 return on investment! 
 
So please follow Commandment #6 and Keep Score… keep score of everything!   


