
Chapter 2   Creating a Real Estate PHENOM 

 

At the end of last year I went to lunch with a local mortgage broker.  I, like you, am inundated 
with mortgage brokers and lenders trying to get my business.  This particular lender I’ve known 
for a number of years.  But I’ve never directly sent him any business.  He was after me for 
weeks and weeks before I finally agreed to have lunch.  And only because what I did know 
about him is that he is a good guy, and does a good job, and I appreciated his tenacity in 
pursuing a meeting. 
 
When I told him that I was going to sell more than 200 homes and only go on a couple of 
appointments myself, and work no evenings, no weekends, and no Fridays... he just stared at 
me.  He stared at me in disbelief.  He didn’t know what to say.  After several seconds of silence 
he finally said “you’ve got to be f-ing kidding me!”  His language was more R rated but I will 
keep it PG-13 so that I do not offend you. 
 
I went on to explain some of the concepts, systems, and strategies that I use to make the 
unthinkable possible.  I also explained to him that I would likely not be sending him any 
business, at least anytime soon because I already have an excellent lender that I recommend.  
But I did share with him how he can double his business while working half the hours that he 
currently worked.  I explained the importance of differentiation in his marketing message.  How 
most all mortgage brokers and lenders do absolutely nothing to differentiate themselves from 
the crowd. 
 
The idea this lender should have and all of you should have is to deliver a marketing message 
that differentiates from the competition.  Not a bait and switch, not false advertising.  But 
advertising that gets people’s attention.  Gets people to stop in their tracks and take 
notice.  Stop in their tracks and ask “how do you do that?” 
 
You, like a lot of agents, are already excellent when you get face-to-face with the prospect.  But 
you, like most agents, probably don’t have enough opportunities to get face-to-face.  You can 
be the best baseball player in the league… but if you do not get at bats… you cannot impact the 
games.  You need more at bats. 
 
This lender I met with needs more at bats.  Whether or not he takes my advice and implements 
a strategy and builds systems to deliver more at bats is up to him, just as it is up to you.  You 
can lead a horse to water but you can’t make him drink. 
 
In building a business that works for you… a business that provides you with the lifestyle you 
deserve comes down to your ability to implement strategies and systems. 
 
I can give you the best ideas in the world… but if you do nothing with them you will change 
nothing.  
 
"The difference between mediocre and meteoric is Implementation.” 
 
Ok Bart, this all sounds great but you’ve given me nothing to apply. 
 



You say this because the salesperson and the secretary in you is only interested in tactics.  And 
I will give you tactics.  But please, please, please keep your eye on the big picture.  Keep your 
eye on the strategies.  Keep your eye on the systems that facilitate the strategies.  Tactics are 
easy.   
 
Here are some things to think about. 
 
First and foremost, you must realize that you are not in the real estate business.  You are in the 
lead generation business.  You can be an expert in real estate law.  You can be an expert 
with the contracts.  You can even be an expert at negotiation, but if you have no prospects, no 
clients, no leads… you have no contracts to fill out.  You have no negotiations to apply your 
expertise. 
 
Always think lead generation.  Not tactical lead generation.  Strategic lead generation.  Building 
lead generation systems that produce proven and repeatable results. 
 
Most all agents are tactical.  They think in order to make more sales, to make more money… I 
must make more calls, hold more open houses, knock on more doors.  And all of that works but 
it is tactical thinking, not strategic thinking. 
 
There are 4 things the successful real estate agent should be doing. 
 
1.  Meeting with buyers, sellers, and SOI 
2.  Marketing to buyers, sellers, and SOI 
3.  Calling buyers, sellers, and SOI 
4.  Other 
 
Successful agents stay in numbers 1 through 3, while delegating everything that occurs in 
number 4.  If you reach this level you will be in the top 5% of all licensed real estate agents in 
the country.  That’s not where I want you to be.  I want you to be in the top one half of the top 
1% of real estate agents.  This level is the Phenom. 
 
The Phenom builds systems and trains people to handle numbers 1, 2, 3, AND 4.  The Phenom 
builds a business that works so they don’t have to.  This next statement will shock you but it 
must be said. 
 

Your Business is a Huge Waste of Time! 
 
Your business is a huge waste of time.  I’ll say it again...  Your business is a huge waste of 
time. 
 
Now before you light this book on fire and curse my name... hear me out.  Remember in life #1 
is Happiness and #1a is Freedom. 
 
How can you possibly be free if you are working 6 or 7 days a week?  50, 60 ,70 hours a week 
in your business.  For what?  Money.  Money for what?  Things?  Give me a break!  Now don’t 
get me wrong money is important.  Money provides choices and opportunities.  It does not 



provide freedom if it steals your freedom to create it!  Money does not provide happiness… we 
all know that. 
 
When I started making a substantial amount of money.  I did what most people do.  I spent a 
substantial amount of money.  I would routinely have $15,000 monthly American Express bills. 
And for what?  Stuff?  I had a BMW, a Corvette convertible, and a vacation home in Bonita 
Springs, Florida… all that stuff. 
 
But one day… again… I said there’s got to be a better way.    
 
Stacey, my bride, and I sat down one day… to answer a simple question… where did it all go?  I 
know we made over $500,000 dollars last year… where the hell did it all go? 
 
So we sold the BMW, we sold the Corvette that I rarely drove, we sold the condo in Florida that 
we only used 2 or 3 weeks a year.  We set stronger priorities in our life.  We started investing 
and saving our money, buying apartment buildings and retail buildings instead of Coach purses 
and Rolex watches. 
 
We haven’t had a car payment in 8 years!  We don’t have credit card debt and we have built 
passive incomes that exceed our monthly bills. 
 
 

Nice things don’t have us 
 
We have nice things.  But nice things don’t have us.  We have a 4200 sq foot home on 40 
acres.  We go on multiple vacations each and every year. 
 
We get incredible joy out of spending money on experiences, like vacations, over spending 
money on things. 
 
At the end of the day it always comes down to family and friends.  My kids are 15, 12, and 7… 
and I already have sad feelings about how I will feel when they move out.   
 
So, I want to take full advantage of my time with them while I have time with them.  They will 
at some point, much sooner than we’d like to believe, leave the house and build their own lives 
and families… and Stacey and I will no longer be the center of their universe. 
 
I built a business to provide ME with the lifestyle I wanted. 
 
Stacey and I now meet once a quarter to look over our financials.  To make sure we are saving, 
investing, and spending money on the things that are in alignment with our lifestyle plan. 
 

Your Life is Your Work 
 
Your business is a huge waste of time because your business is not your life.  Your work is not 
your life.  Your life is your work.  Your business is only a distraction from your life. 
 



We only go around one time.  And it’s a quick ride… and then it’s over.  Don’t waste it.  Don’t 
have regrets while lying on your death-bed… Regrets that you didn’t spend enough time with 
your kids.  Regrets that you didn’t spend enough time with your spouse.  Regrets that you 
didn’t spend enough time with either… that they deserved… that you deserved. 
 
Life is precious.  And it is yours.  Mold it to make you happy.  Mold it to give you freedom. 
 
Next we will get right into the “10 Commandments of Real Estate Sales Success” that you 
must implement into your business immediately.  And by implementing these Commandments 
into systems within your business you can double your business in 12 months or less. 
 
We will also lay out the exact corporate structure you will utilize to build your lifestyle business. 
 
Along with the 4 essential “must haves” for the CEO of the Real Estate Phenom Lifestyle 
Business Model.  We will go into each skillset, mindset, and characteristic. 
 
We will describe and analyze the 3 personalities that exist in each and every real estate 
agent.  And how and why we utilize the personality that is most important… the least… and 
how we will correct that immediately. 
 
And once we do that, our business will double with half the effort.  Twice the money with half 
the hours.  By the end of this book, you will have a complete blueprint to building your lifestyle 
business.  A business that serves you to the fullest. 
 
You will have in your possession what I call the “10 Commandments to Real Estate Sales 
Success.” 
 
As you read through this book you will take away life changing ideas and revelations.  You will 
learn more about lead generation than you can possibly imagine… ideas that once 
implemented, will lead to a life of abundance. 
 
You will be given systems that once applied to your business will cut your work hours in 
half.  And at the very end of the book… I will give you The Keys to the Castle… The Secret! 
 
I will give you the One incredibly overwhelming idea… that when executed will create for you a 
life of unimaginable freedom, happiness, riches, and fulfillment.  The One thing that when 
delivered into your conscious thought and practical application… will have you and your 
business unrecognizable to your friends, family members, and real estate colleagues! 
 
It will leave them wondering, “how the hell did he do that!” 
 
Is there one, single secret to success in real estate sales - of such overriding importance that, if 
concentrated upon exclusively, will literally change a person’s entire life experience and results? 
 
The answer is YES, an overwhelming and triumphant YES! 
 
I believe that I have identified the one, single sole “secret to success” in the real estate 
business!  A secret that is universally shared and relied upon, above all other success secrets, 



by all extraordinarily successful agents.  It is my contention that any person who discovers, 
accepts, comes to understand, and gives priority, paramount importance to this one Secret - 
can and will quickly create unbelievable breakthroughs in his or her life and business! 
 
My goal for you is very simple: Dramatically increase your bottom line, profitability - while 
simultaneously Decreasing the number of hours worked each week! 
 
To put it simply… Work Less - Make More!      
 
Take action Right NOW!  It is in your moments of decision that your destiny is shaped!!! 
 
If you have questions or comments at any time, call or email me!  219-531-1111 and my email 
is bart@bartsellshouses.com  
 
Now before we get into the specific Commandments of the book, I want to share with you the 
basis of real estate and business success. 
 
I call them the 4 Pillars of Success. 
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