
Book One 
 
Welcome to the Real Estate Good Life book series. 
 
In this series, you will be given the tools to completely transform your life. If you apply 
the philosophies shared within this book series - You Will Be Unrecognizable In Three 
Years Or Less. 
 
In order to follow the strategies delivered in this book you will need a real estate license. 
Real estate is The Greatest Small Business Opportunity In The World!  
 
Living the Real Estate Good Life requires a passion for being the best you that you can 
possibly be.  
 
Living the Real Estate Good Life requires living by a code. Living by a set of guiding 
philosophies that become the bedrock in your everyday existence. 
 
The goal of this book series is simple: Help 100+ Real Estate Agents Build A Financial 
Moat. 
 
A financial moat is defined as debt and financial freedom. Debt freedom is simple: 
No debt. Financial freedom is defined in the Good Life as: having more semi-passive 
income each month than personal living expenses. 
 
In the Real Estate Good Life: Freedom is Everything. The first step to freedom, is 
financial freedom. 
 
My hope is for you to once and for all reach deep into your soul and become the person 
you are capable of becoming. Once and for all my hope is for you to pursue your 
personal greatness. Greatness defined only by you. 
 
We live in a world of a growing mass of people. A mediocre mass of people. Do not 
allow for one more second your existence inside this group I call the mediocre masses. 
Look around, most people have given up. They’ve given up on their hopes and they’ve 
given up on their dreams.  
 
They’re fat. 
They’re broke. 
And, they’re unhappy. 



Each will die with a lifetime of regret. DO NOT ALLOW THIS TO BE YOU!!! 
 
You hopefully already have a real estate sales license. If not, put down the book and 
sign up for classes immediately. With a license in real estate sales you completely 
control your own destiny. This is a powerful position. To live the Good Life we must 
always be positioning ourselves for power and control. Power and control over the most 
important person to you in this world… YOU. 
 
In this book series you will learn how to go from zero to six figures in three years or less. 
In this book series you will learn to eliminate debt from your life in five years or less. 
In this book series you will learn to establish financial freedom in seven years or less. 
 
In this book series you will also ride shotgun as - before your very eyes - I achieve the 
completion of my financial moat. Currently I am personally debt-free. Meaning, I have 
no credit card debt, no car loans, no student loan debt, and no home mortgage. 
 
I do, however, have a lot of investment debt. Currently that debt total is $1,263,000! I 
owe $1,067,000 on the apartment building that I own. And I owe another $196,000 on 
an investment credit line. 
 
Currently my NET (the only number that ever matters) monthly passive income from 
investment properties is at $8,000. 
 
My average monthly personal expenses for this year (so far) are $12,756. That’s a huge 
number for a regular guy with no personal debt. That number represents what I call a 
Modestly Glamorous Lifestyle.  
 
The format of this book series will be unconventional. It will be written essentially in 
real-time. It will be written by a guy who did not pay much attention in English class and 
does not for one second claim to be a “writer”. 
 
The information shared will be authentic, actual, unembellished, intimate, and 
vulnerable. It will not be easy to share the REAL information, the real thoughts, and the 
real opinions. Why? Because we are programmed at a very young age to shut up, mind 
our business, do what we’re told, and never question the system. 
 
Well, look where that’s gotten us. Fat, broke, and unhappy. Today we change for the 
better. Today we change for the best. In order for me to be the best I can be, I must 
pursue my greatness. In pursuing greatness, one thing is always certain - the comfort 



zone must be left behind. So as I share intimate details of my financial history, my family 
history, all the mistakes I’ve made and the failures I’ve endured - the comfort zone will 
be blown to pieces. 
 
On an ongoing basis I will be sharing my exact monthly expenses with you. I will be 
sharing my income with you, both semi-passive and active. I will be sharing the plans 
for creating multiple streams of income. And the behind the curtain look at what it takes 
to build such streams of income. 
 
This book series will also include the real-time transformation of real estate agents from 
around the country and the world. As these agents build their financial moats, as they 
go from broke to rich, from new agent to dominate agent, from zero dollars to six figures 
and then seven figures - you will be with them every step of the way. 
 
All books are written after the fact. I thought it would be the ultimate accomplishment 
and accountability tool to make incredible proclamations and then achieve them in 
real-time. 
 
So not only will you first hand witness the construction and completion of my financial 
moat. You will also stand witness to many many other real estate agents as they jump 
to the Good Life and pursue greatness and freedom. 
 
You are about to witness an unprecedented and amazingly prolific delivery of 
life-changing content - right before your very eyes!  
 
Please do me a favor and join the Good Life. 
Please do yourself a favor and join the Good Life. 
Please do your family a favor and join the Good Life. 
Please do humanity a favor and join the Good Life. 
 
There is already a plethora of content currently at your disposal from the Real Estate 
Good Life.  
 
Listen to the podcast on Stitcher or iTunes: Real Estate Good Life  
 
Visit realestategoodlife.com for tons of life and business changing free materials.  
 
Please enjoy Book One! 
 



The Format: 
 
The Real Estate Good Life book series will be delivered unconventionally. The book 
series will be written as a series of journal entries, articles, quotes, book notes, long 
form and also short form philosophies.  
 
The books will be easy reads. The goal will be 10,000 to 15,000 words per book.  
Important points will be bold for easy reading and highlighting. I find many books beat 
the dead horse. Many many more words than necessary to make a point. This book 
series will attempt to avoid that. However, philosophies will be repeated over and 
over again.  
 
Your input will be greatly appreciated. Especially your praise. I am human after all. Pat 
me on the back and tell me how great I am - that’s mostly what we’re all after isn’t it? 
 
I’m not going to lie to you or attempt to blow sunshine up your skirt. I’m writing these 
books for me. Sure, I truly do - with all of my heart - want to help at least 100 real estate 
agents build their financial moats. But I want to do that for me! I want to do that so it 
makes ME feel good about myself. It’s like when I donate to charity. The donation has 
two levels of feel good. The first level makes ME feel good for doing something good. 
The second level makes ME feel good for doing something good for others. 
 
Do you see what I’m doing there? It’s called being transparent. Being vulnerable. Being 
honest as I can possibly be with you and with me. It’s not easy and it’s certainly not 
politically correct to admit that donating to charity is more about me than those I donate 
to or for. But it does make ME feel good to be honest with you. 
 
I’m laughing as I write this by the way. Not because I’m joking but because it really does 
sound funny when you tell these kinds of truths. 
 
So the book series will be jumping around like an ADHD child on speed. There will be 
journal entries about my day to day life. There will be articles about health and fitness. 
Thoughts about death. Interesting ideologies about organized religion, politics, and 
racism. Along with tons and tons of pure real estate agent gold.  
 
I’m known as the Real Estate Jedi. A mostly self-created moniker but there is a true 
backstory to it. An agent on my team years ago was having trouble with a client. I told 
him exactly what to say to the client. I told exactly what the client will say back. What to 
say next, and so on. The agent called me later that evening exploding with excitement. 



 
He said, “I can’t believe it! The conversation went exactly how you said it would! Like 
word for word! I did what you told me… and guess what?” 
 
“What?” 
 
“It worked! You’re like a real estate jedi or something!” 
 
Now a great story to tell would be to say the moniker of Real Estate Jedi caught on and 
spread throughout my team and then throughout the real estate community. But it really 
didn’t. I took it from there - and started calling myself the real estate jedi. So much so 
that my team had a bobblehead created for me as the Real Estate Jedi. 
 
*Insert picture here* 
 
Origin Story. 
 
I’ll spare you the details of my origin story in this section of the book. But I will be visiting 
stories from my past often. Stories make up our lives. The good stories and the bad 
stories. If you’d like to hear detailed stories from my childhood and the beginning of my 
real estate career, check out the first book I published titled (unbelievably): Real 
Estate Good Life: How I Sold 250 Homes Last Year Working No Evenings, No 
Weekends, and No Fridays. The book is available on Amazon and was first published 
on February 21, 2016.  
 
The short version of my origin story is as follows: 
 
Born on April 9th 1971. Yes, getting old. Although I do have a goal to live to 110 years 
old. Which isn’t even true. The actual goal is to live forever. But I tell people 110 so they 
don’t freak out hearing I want to live forever. More on that later. 
 
Parents divorced when I was young. Maybe around eight years old when the divorce 
was finalized. But the marriage was long over before then. I have basically zero 
memories of my father living in the house with us.  
 
I do have many memories of good ole dad coming over drunk.  
 
I do have a clear memory of my dad taking me to Bud’s Bar in Lake Station Indiana with 
his stripper girlfriend once. We sat around a table with two other couples and they all 



tried to smoke me out of the bar. It was a Saturday, late morning by the way. I ended up 
crying my eyes out because of the smoke and really because of the shame. All my 
friends were back in the neighborhood having a blast and I was sitting in a bar with a 
gaggle of losers wasting my precious youth.  
 
I will say this, as much as I would’ve done almost anything to have a real dad. I never 
held any of his shortcoming, mistakes, or misgivings against him. He was still my dad. 
And I loved him as such all the way up until the day he died alone in his trailer on April 
11th, 2016. 
 
My childhood, aside from it being broken, was amazing! Growing up in the 70’s and 80’s 
was like winning the childhood lottery. We just had a much better time as kids compared 
to the kids of today. If you reading this and you grew up in the 70’s and 80’s please 
reach out to me and share your stories with me about your childhood. Send them to 
bart@bartsellshouses.com. 
 
I have an older brother, Larry. He’s 4.5 years my senior. In our neighborhood growing 
up we also had four or five other sets of brothers in similar age categories. It was 
amazing! There were about eight of us that hung out and played sports together all the 
time. Wiffle ball, football, basketball, tennis ball, hardball, 500, pickle, and anything else 
we could think of.  
 
Two days after my high school graduation open house - my mother and step-father sat 
me down to tell me they were divorcing. Mother and I moved across town to my aunt’s 
double wide trailer.  
 
The living room couch was my bed that summer. Each night when I went to couch, I’d 
stare up at the sparkly popcorn ceiling and vow to one day live the Good Life. I 
promised myself that no matter what I would be successful. And at that age, being 
successful only meant one thing - Being rich! 
 
I dropped out of college. 
 
I worked for 4.5 years at UPS. Moving quickly through the ranks I was made the 
youngest supervisor in the state of Indiana at the time. And then I quit. All my friends 
and family members of course thought I was crazy.  
 
Crazy to me was working my whole life doing something I didn’t want to do. Doing 
something I didn’t want to do - only for the money. That was crazy. The decision sounds 
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a lot more inspirational when I tell the story now. Like, against all odds and reason I 
vacated the good to pursue the great. It wasn’t exactly like that then. But that makes for 
a better story now. 
 
I wallowed around in mopishness for awhile. Went back to college at the local commuter 
college. Got a job as a personal trainer at the Fitness Barn. And then I met a girl. 
 
That girl changed everything! 
 
Although I didn’t know it at first. We were friends for several months before we ever 
went on a date. Whenever she was at the gym working out she was like a magnet. I 
was drawn to her. And not out of the usual young guy hormone attraction. No seriously, 
I liked her as a friend. She was very easy to talk to.  
 
Our first date was November 28th 1997. 
 
We were engaged in late January 1998. 
 
We were married on August 22nd, 1998. 
 
We had our first child on August 5th, 1999. 
 
And we celebrated our 20th wedding anniversary a couple of weeks ago. Here’s a link 
to the anniversary video I made for Stacey on our 19th anniversary. It will help you get 
to know us: https://youtu.be/mX59y_0KEUc 
 
On July 28th 1998 I got my real estate license. 
 
On January 7th 2000, I informed my broker I was leaving his company to join the #1 
Century 21 office across town. My broker’s name was Frank. 
 
Frank got up from behind his desk and walked over to me. He extended his meaty paw 
and shook my hand, looked me dead in the eyes and said, “Bart you won’t make it six 
months at that company.” 
 
Thanks Frank! 
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At first this comment scared the bajeezus out of me! And then it motivated me. The 
comment created a nice chip ready for residence on my shoulder. I’ve utilized that chip 
many times over the past twenty years. 
 
In 2004, I left that Century 21 office to join Remax. 
 
In January of 2008, I left Remax to open Bart Vickrey & Company Real Estate. 
 
Over the past ten years, my team and I have sold more homes in Northwest Indiana 
than any other real estate team in the world!  
 
There! You’re up to date on my origin story. Now what’s your story? I want to hear about 
it. I want to write about it. I want to help you build your financial moat. Email me right 
now at bart@bartsellshouses.com. Tell me your story and if you are interested in 
building the moat. 
 
Being a real estate agent sucks. 
 
My business model is fairly unique. I work as little as possible inside the business. 
Meaning, I rarely if ever go on buyer or seller appointments. I focus on my team and my 
team focuses on the client. 
 
As I stated in the beginning of the book: 
 
The real estate sales business is the greatest small business opportunity in the world. 
 
The flip side of that is, the job of real estate agent sucks! 
 
Yeah, I know I’m not supposed to talk like that. I’m supposed to tell you that being a real 
estate agent is amazing. I’m supposed to tell you that I have a passion for buyers and 
sellers. And that I love love love being a real estate agent. 
 
If I told you those things - I’d be lying. 
 
The job of being a real estate agent sucks. And there is nobody that can convince me 
otherwise. Sure, there are clients that I have loved working with. But in general working 
with people, their money, their emotions, and the single biggest financial investment of 
their life… all on THEIR time and according to their schedule - SUCKS!  
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“Umm, Bart… what exactly did you get me into? You told me to get a real estate 
license. Now I have one! So what gives?” 
 
Again, let me repeat the statement. The business of real estate sales is great. The job 
of real estate agent sucks. Simple. 
 
What I will show you in the Good Life is exactly how to build a business as a real estate 
agent. You can find all you’ll ever need at www.realestategoodlife.com. Most of which is 
free!  
 
Our time together over this book series will cover a lot of bases.  
 
Through the real estate sales business you will reach the Good Life.  
 
You will build a impenetrable financial moat around you and your family. 
 
You will get you mind right. 
You will get your business right. 
You will get your life right. 
You will get your money right. 
 
You will travel the three required steps to reach the Good Life: 
 
Sacrifice - Leverage - Freedom 
 
You will develop a six figure income in three years or less.  
You will be debt-free in five years or less. 
You will be financially free in seven years or less. 
 
*Here’s where I give you the legal disclaimer that all regular mediocre people are 
required to read. Results may vary. Results are only typical if you DO THE WORK! 
Results only happen by implementing the blueprint learned and available at 
www.realestategoodlife.com. Day-dreaming and fantasizing are not enough. You must 
trust the process and do the work.* 
 
I’ll be repeating similar disclaimers as we move along together. Why? Because there is 
a huge gap between what between can do - and what people will do.  
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Good Life Principles 
 
Recently I read a great book by Ray Dalio titled Principles. Ray is a billionaire investor. 
He lives his life and runs his businesses by a set of principles. 
 
In the Good Life we must do the same. 
 
Remember, this book series is being written in real-time. Things can and will change 
over time. The philosophy will become more clear. The ideologies will shape and 
harden. The principles may get added to or may get subtracted from - this list. 
 
Here is my first crack at the Real Estate Good Life Principles: 
 
Freedom is Everything. 
 
While most all humans zombie through life shackled to voluntary slavery. We do the 
opposite. We work for ourselves. We are self-sufficient. We need nothing from nobody. 
We do what we want - when we want - with whom we want.  
 
We are in focused pursuit of personal greatness. 
 
Inside each of us is greatness. Greatness defined only by us. We can only fulfill this 
greatness through acknowledging its existence and in its pursuit.  
 
Life-Time is more important than money.  
 
In life, we are born and then we die. In between is time. Life-Time. That time is finite. 
Money is infinite. First we trade time for money. And then, we trade money for time. 
 
Without Health: freedom, time, and money means very little. 
 
Our goal is to live a long, active, cognitive, and healthy life. We eat right most of the 
time. We exercise regularly. We drink in moderation. 
 
Cashflow is King! 
 
Building passive and semi-passive income streams in excess of our living expenses is a 
requirement for freedom and the good life. 
 



We become and then live debt-free. 
 
In our country it is now acceptable to zombie through life a slave to the creditor. In the 
Good Life we vanquish debt and live free from debt’s whip relentlessly thrashing at our 
backs. 
 
We have nice things but nice things do not have us. 
 
We do not buy material objects exclusively to impress others. Look around at all the 
baloney going on in the life of the average American adult. Driving fancy cars, wearing 
expensive watches and clothing, and living paycheck to paycheck or worse. Not us. 
 
We work daily to silence the noise. 
 
The noise in our heads (the Monster), the noise of the media, the noise from our critics - 
all must be silenced. 
 
We learn from every mistake. 
 
In order to learn from mistakes we must be willing to make mistakes. In order to make 
mistakes we must be attempting something new, extraordinary, or risky. We step out of 
our comfort zones and try. We fall down seven times and get up eight. 
 
Self-awareness is our super-power. 
 
There is nothing more real than self-awareness. Most lack it, uncomfortably so. We 
possess it. Looking in the mirror - directly into our own eyes - we recognize that 
anything is possible. 
 
In life we can have Anything we want - but we cannot have everything. 
 
We understand this concept and it drives us towards our goals. We can six pack abs but 
we cannot have donuts every day. We can become debt-free but we cannot spend 
more money than we have - aka credit. 
 
We are constantly moving towards our goals. 
 
Every single day we are doing something in direct alignment with achieving one of our 
Good Life goals. Eyes, attention, focus on the prize. 



 
We understand that our potential nearly limitless. 
 
If someone can do it. We can do it. If someone can live debt-free - we can live debt-free. 
If someone can create financial freedom - we can create financial freedom. If someone 
can live the Good Life. We can and will live the Good Life. 
 
We play the long game with money, success, happiness, love, and karma. 
 
Consistency over time wins every time. We are not interested in get rich quick schemes. 
We are not interested in being a one hit wonder. We are not interested in one night 
stands and scandalous love affairs. We are faithful, loyal, and trustworthy. We do the 
right thing - even when no one is looking. 
 
It is not us versus the world. It is us versus us. 
 
Pointing fingers at people and circumstances is an easy path to excuses. The only real 
fight we have is with ourselves. Recognizing and then vanquishing the “Monster” is 
required. This is not a one-time event. This is a daily event.  
 
We work to galvanize our autonomy. 
 
Autonomy: freedom from outside influence. Autonomy is required for the Good Life. 
 
We recognize that happiness is not a destination. 
 
Happiness is not a destination where arrival allows for celebration. Happiness is a 
choice that must be made each and every day. Understanding that happiness is not a 
constant is empowering. 
 
The Journey is the destination. 
 
There are two young fish swimming along and they happen to meet an older fish 
swimming the other direction. The older fish nods and says, “Morning, boys. How’s the 
water?” 
 
The young fish say hello and continue swimming. Soon after, one young fish looks at 
the other and asks, “What the heck is water?” 
 



This is water. The journey is water. Life is water.  
 
Hard Now Easy Later. 
 
We do the hard now so that later it is easy. We do now what others will not so that later 
we can live like others cannot. Abs or donuts? 
 
What is the best way to live? 
 
Socrates asked this question of everyone he met back in ancient Greece. We ask this 
question to ourselves, every day. 
 
Get Rich First. 
 
We get rich first. We do not look rich first. 
 
We attack our addictions. 
 
We are all addicted to something that is making success harder to come by. We 
recognize this fact and attack. Whatever the addiction we work to curb or eliminate. 
Booze, attention, food, lust, porn, tobacco, caffeine, rage, Zillow (just making sure 
you’re paying attention), television, fantasy football, and so on. Curb or eliminate. 
 
We are building a financial moat. 
 
We are writing the blueprints, measuring the job site, acquiring the equipment, and 
getting to work NOW on our financial moat. The moat will be constructed around us and 
our family. Achieving the financial moat requires debt and financial freedom.  
 
 
The Four Foundations 
 

1. Getting your mind right. 
2. Getting your life right. 
3. Getting your business right. 
4. Getting your money right. 

 
1. Getting your mind right.  



In order to achieve success, financial freedom, and live the good life - we MUST get our 
minds right.  
 
As we journey along together you’ll hear me say the word Mindset over and over and 
over again. The reason is simple, because our mindset is the key to everything. 
 
Developing, improving, and controlling our mindset allows for anything to be possible. 
For instance, when I made the decision to being the abs back. Mindset hard everything 
to do with every step required in achieving the goal. 
 
I’m a 47 year old financially sound white guy living in the midwest. Everything about that 
sentence screams fat or at least chubby. Look around, almost every adult lumbering the 
earth in this country is fat.  
 
Why? 
 
Mindset. That’s why. People allow for their emotions and desire to essentially run every 
aspect of their lives. Eating donuts provides for instant mouth pleasure. A fat person 
cannot control the addiction to food and instant mouth gratification. 
 
Why? 
 
Mindset. You’ve heard the statement, “Mind over matter.” Same applies to anything and 
everything in your life. The good, the bad, and the ugly. It’s all mindset. 
 
When I talk to struggling agents about their business. It’s all the same conversations. 
No consistency. No hard work. No game plan. No routine. No positive habits.  
 
Why? 
 
They have not yet engaged the philosophy of developing and then controlling their 
mindset. They have yet to engage Good Life Principle 15: It’s Not Us Versus the 
World. It’s Us Versus Us. 
 
Understanding, and then developing, and then controlling your mindset will allow for you 
to achieve ANYTHING is life. 
 
Getting your mind right is both a wide and deep topic. We will be discussing it over and 
over again inside the Good Life. 



 
 
 
2. Getting your life right. 
 
A constant in the Good Life is about getting better every day. As stated is Good Life 
Principle 20: What is the Best Way to Live? 
 
Answering this question has many directions. One of which is simple, not easy, but 
simple. And that is to seek daily improvement in your life. If you smoke two packs of 
cigarettes a day. Your life isn’t right. Moving towards a better life can be a simple as 
cutting down to 1.5 packs of cigarettes a day, and then one, and then a half, and then 
vanquished. Or you can do what I did in June of 2014 and quit cold turkey. I didn’t 
smoke but I chewed tobacco. A good ole pinch of Skoal between my cheek and gum for 
29 years. Until I got my life right.  
 
Getting your life right is not an all or nothing concept. This is a daily journey that begins 
with one simple step. And there are many directions to place that step. If you are fat and 
out of shape, working out is a simple fix. Not an easy fix - a simple fix. This doesn’t 
mean you finally moan off of your couch, lumber outside, and run five miles. When you 
haven’t run more than to the refrigerator and back in over a decade. No. Getting up and 
walking down to the stop sign and back is a step in the right direction. It’s a step 
towards getting your life right. 
 
Just as in Getting Your Mind Right is a big topic, so is Getting Your Life Right. We will 
be touching on it in every single book in this series. 
 
3. Getting your business right.  
 
This one is probably the entire reason you’re reading this book right now. And I get that. 
But let me assure you, this is the easiest of the four foundations. 
 
Let me put it this way. Agents always seem to be chasing tactics. Like, leads for 
instance. Leads, leads, leads - generate more and more leads. And yes, this is a vital 
component of getting your business right. However, NOT generating leads can easily be 
stangeled off by your inability to get your mind right. You may already be generating 
enough leads but you have a lead conversion problem - which can easily be another 
area cured by getting your mind right. Do you see where I’m going with this? 
 



Getting your business right for me is easy. Because once you understand the guidelines 
that I will lay out for you in the Real Estate Good Life - you’ll immediately be able to get 
your business right. You will also be able to move to any area of the country and build a 
brand new real estate sales business from scratch is you so desired. 
 
In each book of this series we will touch on exact strategies and tactics for getting your 
business right. You can also get a head start at any time by visiting 
www.realestategoodlife.com and grabbing all of the free marketing tools and programs 
available on the website. 
 
Keep reading, because very soon in this book we’ll get to work on your business. 
 
4. Getting your money right. 
 
Money makes the world go around. Money feeds starving children. Money solves 
problems. Money allows for freedom. Money is required in order to live the Good Life. 
 
If you winced at any of the above statements we have a lot of work to do. Money issues 
both consciously and subconsciously are typical in the average person. We were raised 
on the dumb side of money. 
 
Inside the Good Life we will breakdown all the walls you’ve put up around money. If you 
do not have money, that problem is about to end forever. 
 
Remember Good Life Principles 21 and 23: 
 
Get Rich First and Building a Financial Moat. 
 
These two ideologies will be at work at all times until the moat has been delivered its 
last protective alligator.  
 
In getting your money right, we will delve into the psychology of money that you’ve likely 
never considered. Concepts that are not talked about in school or at the dinner table - or 
anywhere for that matter. 
 
There is a very specific reason that Kim Kardashian makes tens of millions of dollars a 
year, while the school teacher only makes tens of thousand of dollars a year. Don’t think 
for a second that it’s not fair. It’s very fair! And once you unlock the concept in your life - 
You WIll Get Your Money Right!  
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How To Build Your Business From Zero To Six Figures To One Million 
Dollars A Year. 
 
Today with start with your business.  One thing I will stress over and over again will be 
the vital importance of building and utilizing your database.  I will use both terms, 
database and sphere of influence. 
 
In simple terms, your database is a list of everyone you know, everyone you’ve done 
business with, and eventually when we get into the strategic building of your database… 
the list will also include people you don’t know yet… but you want to know. 
 
There are two lists that you will continuously build in your business.  That is the 
database and the email list.  Both of which will then need to blanketed with a consistent 
for of communication.  For my team I’ve named this Proper Communication. 
 
The database is the foundation of your business.  Whether you want to build a crack 
shed or a shiny skyscraper of a business… it all is supported by the foundation of the 
database. 
 
As we add and stack lead generation campaigns and systems into your business, like 
expired mailings, open houses, hotlines, Facebook ads, whatever… none of them will 
ever be as important as the database. 
 
Here’s what I mean by that.  In my business we generate between 150 and 200 internet 
leads per month.  The conversion rate of these leads are 1.8%. 
 
The conversion rate of your database when proper communication is applied will be 
between 10 and 15 percent. 
 
It doesn’t take a math genius or an abacus to figure out the difference of importance 
and impact to your business. 
 
I know you’ve probably heard enough of my stories already.  However, I want to share 
this story because it directly involves today’s topic. 
 
On November 16th 2013, my Bride Stacey and I sat down on an overstuffed leather 
sofa on the second floor of the Gaylord Texan Resort in Dallas Texas. 



 
The time was 8:35 am and we had just eaten breakfast. At breakfast we made a big 
decision. 
 
Our decision was to skip the 4th and final day of the real estate conference we were 
attending. 
 
No, we hadn’t decided to play hooky in order to slide down the frozen 
slide at the Chinese Ice Sculpture exhibit.  And it wasn’t to saunter over to the Glass 
Cactus Nightclub for some day drinking... no, we decided to spend the entire day 
organizing, recategorizing, and weeding my database.  
 
I know, exciting! 
 
After a couple of failed attempts to log onto the resorts wifi, I was able to wrangle the 
password from one of the event staff.  
 
We made a successful internet connection and logged into Top Producer, the CRM 
program that we’ve used for many years. 
 
During the three days of the real estate conference that we did attende there were 
several really good speakers like Jairek Robbins (Tony’s son) and Darren Hardy the 
CEO of Success Magazine. But on the real estate side of things there wasn’t a whole lot 
of new takeaways for us at this particular event. 
 
We did however have several very successful strategy sessions together over meals 
and cocktails. In those sessions we walked away with three very important objectives 
that we wanted to implement right away for the business. 
 
1. Clean up the database. 
2. Implement and deploy a printed monthly newsletter. 
3. Design a plan for ongoing proper communication to the database. 
 
Now here’s the thing, I got my license in July of 1998, and started practicing full-time in 
January of 2000. It was now November of 2013 and I had yet to implement a plan for 
proper communication for my database. 
 
Up until that moment my communication plan consisted of a monthly canned generic 
letter from Brian Buffini, and a yearly refrigerator calendar. And sure, on a rare occasion 



I would even call a handful of people from the database.  Nothing authentic. Nothing 
consistent. 
 
So we start digging into Top Producer with three things in mind. 
 
1. Delete all of the excess contacts that cluttered the hell out of the database. All the old 
internet leads, hotlines leads, dead people, etc. So that we are only left with past clients, 
current clients, people we know, vendors, current leads, and real estate agents. 
 
2. Retag everyone that makes it past the first cut. Because at this point we had way too 
many similar and redundant tags. We wanted congruence. Our new tags would be HUG 
(we got this term from the book Hug Your Customers), Client A, B, and C, SOI A, B, and 
C, Vendor A, B, and C, and Agent. 
 
3. Determine if anyone in the database had sold their home with another agent since 
being entered into the database. 
 
Here’s a real quick definition of the A,B,C’s (it’s easy as 1,2,3... as simple as doe ray 
me...man, I miss Michael Jackson!): 
 
A. People that would definitely do business with you and refer you. 
B. People you think will do business with you and refer you. 
C. You don’t know if these people will do business with you or refer you, but you’re 
gonna find out. 
 
The database reboot ended up taking three full days. And I mean three, full, days! I 
didn’t take calls or let my team interrupt me at all during the database cleanse. 
 
Now, I know deep in my gut that I was not doing a good job communicating with my 
database, but I couldn’t have possibly imagined what I found by going through it person 
by person. 
 
To my horrific surprise, we counted 37 people from the database that had sold their 
home with another agent!  These were past clients and sphere of influence that made 
up the tally of 37. 
 
We didn’t even count in the number of unconverted leads. We can’t even begin to tally 
the number of buy side deals we missed out on from those 37 sellers, selling. I would 
imagine at least 60% of them purchased another home in my marketplace. 



 
Let’s do the quick math on these 37 listing deals I missed out on. My average 
commission check is right around $5,000. 
 
37 x $5,000 = $185,000!!!!!!! $185,000 I missed out on sadly by not doing what can be 
done very easily! Unearthing this unfortunate lost treasure reiterated our desperate 
need for a better system for the database communication. 
 
After the database was power-washed and reorganized, we began to outline our proper 
communication plan. 
 
Here’s what we came up with: 
 
● Authentic and honest printed, monthly newsletter (strategically crafted to deepen the 
relationship, provide third party endorsements, and promote referrals).  Allowing for a 
one to many marketing strategy. 
 
● Greeting cards: New Year’s, Spring, 4th of July, Thanksgiving, and Birthday (a well 
crafted message was written for each card and the entire process was uploaded in 
SendOutCards.com, which is now handled automatically) 
 
● Year End Refrigerator Calendar which are big enough to write notes and 
appointments on. We use MagnetStreet.com for the calendars. 
 
We also outlined a calling schedule based on A, B, and C. A’s called every other month. 
B’s every quarter, and C’s twice yearly. I haven’t made a single call yet. I know it’s 
crazy, a real estate agent that doesn’t like to make phone calls, but I want to be as open 
and honest with you as possible.  
 
Making phone calls all the time just isn’t something I want to do. 
 
When I finally started to run my business like a business in 2010 things changed 
dramatically. 
 
Then, at the end of 2012 when I wanted to focus more on helping my team by operating 
as CEO, things changed again for the better. 
 
In 2013, I sold 151 homes working no evenings, no weekends, and no Fridays! But, I 
knew there was so much more we could do if we properly communicated with the 



database. So, after implementing the communication plan, Stacey and I masterminded 
during our wine and steak soaked strategy sessions at the Gaylord Texan resort in 
Dallas, Texas......our business jumped from 151 homes sold in 2013 to 206 in 2014. 
While still working the same schedule of no evenings, no weekends and no Fridays… 
and not making a single cold call or even and outbound call to my database, if I’m being 
embarrassingly honest with you. 
 
My business model is a bit different than most. My company is just me and my team, 
that’s it. 
 
We focus on selling homes and creating great customer experiences. I spend zero time 
on recruiting agents to my team. 
 
So my little team and I end 2014 with 206 homes sold, $1,008,000 in commissions with 
nearly $700,000 of it coming from the database/soi. 
 
To make a long story longer, I strolled into 2015 with only three strategic objectives: 
 
1. Hire Vyral marketing to add another layer of proper communication to my database 
marketing with twice monthly market update videos. 
 
2. Add continuously to my email list. 
 
3. Add strategically to my newsletter mailing list. 
 
That’s it! those are the only changes. 
 
In the past three years, we’ve sold over one thousand homes, grossed over five million 
dollars in commissions with 3.5 million of that total coming directly from the database.  
 
I cannot emphasize enough the importance of building and communicating with your 
database. 
 
With a conversion rate of greater than 10%, the database has to be the top priority in 
your business from today on. 
 
And what I mean by a 10% conversion rate is simple.  If you have 100 people in your 
database that you communicate with on a regular basis, you can expect a minimum of 
ten transactions from the database. 



 
Those ten transactions will be direct deals and referrals.  Now if you are to begin today 
strategically and systematically building and then communicating with your database, 
the math gets real exciting real fast!  
 
200 people in the database: predictable 20 sales. 
300: 30 
400: 40. 
 
Here’s where it gets even more exciting.  As you are consistent and intentional and 
even psychological with the communication to the database, the conversion rate goes 
up.  
 
Our database conversion rate is currently at 14%.  Now do the math in your business… 
if you can imagine one thousand people in your database and a 14% conversion rate. 
That’s 140 reliable transactions. 
 
And I know that working the database sounds old school.  But it is your best school right 
now.  In fact, now more than ever! 
 
As the foreign enemies build their war ships and attack our shores, the database is your 
best line of defense, followed very quickly by financial freedom. 
 
We have to get our business right and our money right… right now!  Not tomorrow! 
Now! 
 
I’m telling you guys… our business is about to change forever and we’ll be on the short 
side of the straw. 
 
The business side of the Good Life is fairly simple: 
 
Build a list. 
Add to the list. 
Communicate with the list. 
 
Building and communicating with a growing database creates a moat around your 
business. If your business relies heavily on one specific lead source that you are not in 
direct control over - you need to immediately rethink your strategy. 
 



For instance, I know agents that are generating 50% plus of their business from Zillow. 
Mistake! 
 
What happens when Zillow decides to operate as a broker and cuts off all the agents 
and keeps the leads to themselves? If you have a Zillow dependent business model, 
you are dead man walking. 
 
I know agents with prospecting dependent business models. FSBO’s and expired - 
calling, calling, calling, repeat, repeat, repeat. What happens if the Do Not Call List ever 
grows real teeth? What happens when landlines are a thing of the past? These agents 
are dead man walking.  
 
Now I’m not saying you shouldn’t leverage Zillow, FSBO’s, and expired listings - you 
absolutely should. But first and continuously you must be building your own business 
through a list. A database that you control. 
 
Next. 
 
 
3 Simple Steps To Now And Later Money  
 
Now I want to share a simple three step process for producing immediate results and 
setting the stage for a consistent habit of proper communication. 
 
I will share this information with you by reading an email I sent out to the list of agents 
that have opted in from around the country and Canada.  The list includes a little over a 
thousand agents or so. 
 
You can get on this list by simply opting in at realestategoodlife.com - after you 
subscribe to this podcast, give a five star review, and a positive comment.  You will then 
also gain access to mountains of amazing material that will help you improve your 
business stating today.  Visit realestategoodlife.com right now. 
 
I sent an email to this list outlining a plan for proper communication to the database. 
 
I received an email back and it read: 
 



Hi Bart! 

I’m loving the emails! 

New agent in Georgia having trouble drumming up business. Don’t have money for 
Zillow yet. 

What advice do you have for new agents? 

This is how I responded back: 

Take a few hours and brainstorm. Write down the name of everyone that you know or 
think you know. Do not discriminate! 

Do not leave Aunt Betty off of your list because she’s lived in the same house for forty 
seven years. Everyone must be on the list! 

Now enter each and every one of them into your CRM system. If you don’t have a CRM 
system, get one! In the meantime use an Excel spreadsheet or Google doc. 

Call everyone on the list. Not text. Not email. Call. 

“Hi Billy, it’s Bart Vickrey calling! How are you?” 

“Great Bart, haven’t heard from you since elementary school. What do you want?” 

“Billy I’m calling all my favorite people with exciting news! I’ve started my own business 
as a real estate broker, and was wondering if it’d be okay if I sent you a couple of my 
business cards?” 

“Yeah sure.” 

“Great! I really appreciate it. I don’t have your mailing address in front of me (If indeed 
you do not have it) what’s the best address for mail?” 

“123 Banana Street.” 

“Alright, thank you very much. If you ever need anything just let me know.” 

You want to get people off the phone as quickly as possible on your end. If you call 
someone you haven’t spoke with in years and start yakking their ears off, they’ll never 
answer the phone again! 

If however, the person on the other line engages you in conversation, go with it. People 
will talk to you, and almost everyone is interested in real estate. 



As you work through the calls, take notes. If Aunt Betty tells you she just got a new 
puppy named Fluffy, write that down. If Billy tells you that his wife was just sentenced to 
life in prison, write it down. 

After each calling session, record your notes into the CRM system. Notes for each 
contact that you had a conversation with. Never leave a contact’s screen without 
scheduling the next task or communication. 

 

For instance, you are going to pull up Billy in the CRM system, type in all the notes you 
took from the conversation, and then you’re going to schedule the next task with a date 
attached. In this case, your next task is to hand write a note to Billy. 

The note will say something like this, “Hi Billy, it was great speaking with you on 
Tuesday. As promised, here are a few of my business cards. If you ever need anything 
please let me know! Have a fantastic day!” 

You will then make a note in Billy’s contact record that you wrote the note, mailed it, and 
then you’ll schedule the next task or communication. In this case it will be a follow up 
call two weeks later that goes something like this: 

“Hi Billy, I just wanted to follow up to make sure you received the business cards I 
mailed out to you?” 

“Yes I got them, thanks!” 

“Awesome! If you ever need anything, don’t hesitate! Have a great day!” 

Again, get off the phone as quickly as possible or follow the lead of Billy. If he wants to 
talk, talk. 

Here’s what I know… you cannot go through this exercise and not get business. Activity 
creates activity. 

Building your business with the strong foundation of your database is THE ONLY way to 
properly build it! Everything else is icing on the cake. 

You will benefit tremendously from creating a plan for consistent communication to your 
database. 

Calls, notes, emails, texts, newsletters, videos, birthday cards, holiday cards, calendars, 
etc. Create your plan and stick to it! 



Do not take for granted anyone’s business. You must make sure to program into 
everyone’s mind that you are in the real estate business. This can only be accomplished 
with consistent communication. 

In response to this email that I entitled Database 101, I received a number of positive 
comments from agents. 

Here’s one of them: 

Hey Bart, 

  

How are you?  Haven't spoken in a while... Do you have a recommendation on a CRM?  

  

Any input is welcome...  

 

Best Regards, 

Aaron Roberts 

Aaron is a broker at Tri-Coastal Realty in Los Angeles California.  If you ever have a 
referral for Los Angeles please send them to Aaron. 

Of course I do.  The best CRM system is the CRM system that you actually utilize. 

We use Top Producer and it does what we need it to do.  The reason is works so well in 
our business is that we actually use it. 

If you already have a CRM system but think the grass is greener on the other side, think 
again.  Start utilizing your CRM on a consistent basis and it will work just fine. 

 

Here’s another email received in response: 

Hello Bart, 
  
I just wanted to thank you for the last email you sent me. Most of my new agents in the 
office have been having difficulty getting started in the business. Your Data base 101 
was just what I need to pass on to my new agents. Again, thank you. 
  
Joe Kameese / REALTOR 
Littleton Realty Group 
478 Torry St., STE. 6A 
Brockton, MA 02301 

 



No sir, thank you! 

With all of the latest and greatest software systems, technologies, and gadgets out 
there… sometimes the most basic resources are at your fingertips at all times.  

The people you know and the phone you carry everywhere with you. 

You’ll never hear me stop harping on the database. Imploring you to begin building the 
moat around your business. You cannot build a moat around your business without a 
growing, properly communicated with, and predictable lead generating database. 

Build the List 

Grow the List 

Communicate with the List. 

Next. 

  

From The Journal 
In each book of the series I will be sharing with you direct entries from my personal 
journal. 

I strongly recommend and encourage you to begin journaling. My consistent journaling 
began in June 2014. This practice has changed my life. Completely.  

This sounds like a overblown statement, but it is not. Don’t believe me, just try it. I 
promise the act and practice of consistent journaling will positively impact your life. 

Make writing a journal a practice in your life and you will thank me profusely.  Your 
family will thank you profusely.  Go out and buy some nice journals to begin recording 
your thoughts, feelings, ideas, musings, and blessings. 
 
Make writing in your journal a regular habit.  Start with just 5 minutes a day, two days a 
week.  Once the habit is instilled you will want to write more and more. 
 
If you want to become successful, wealthy, healthy, influential, and leave a priceless 
legacy to your family… start a journal today! 
 
Hear something interesting, important, valuable, have a great idea… write it down. 
Record your thoughts, your strategies, your goals, your vision, record it all! 
 



Make it a powerful habit in your life.  And please do this one little thing at the end of 
each writing session… write down what you are thankful for.  Make note of the 
blessings you have in your life… each and every time you finish a writing session in 
your journal. 
 
And now, unedited excerpts from my personal journal: 
 
Saturday August 25th 
Vanquish 1524 
NB 2 
 
This morning’s weigh-in was 3.6 pounds heavier than last Friday morning before the trip 
to Michigan. Not too bad. In my head, the goal was to come back with under a 4 pound 
weight gain. Mission accomplished. Funny how 3.6 pounds feels like a lot. 
 
This morning I caught up on all the journaling from the trip. Stace and I went to Walmart 
for groceries and also picked up a printer for Mads. 
 
As I’ve said a hundred times… there’s no place like home. 
 
Today’s mission will be to lose one pound of the weight that I’ve gained. Late breakfast 
was three scrambled eggs with onion, three pieces of bacon, and ¾ of one half of the 
second blueberry muffin from The Seven Grills restaurant.  
 
Madison is in the middle of Rush week at college. She has been visiting Sorority houses 
for the past couple of days. Last night was until eleven pm. Today she has Rush all day 
and then again tomorrow. She will narrow her favorites down to thirteen today and then 
visit those thirteen tomorrow.  
 
REGL Update: 17 Members! 
 
Sunday August 26th 
Vanquish 1525 
NB 3 
 
Very productive day. Production of five REGL emails. Quality work. Although I am over 
the monthly allowable email limit for Infusionsoft. Now the charge will be $0.002 per 
email for the rest of the month. I need to weed the list soon. Not sure how they are 
factoring the emails sent. The open rate has only been around 10-11% these days. 



Email providers like Google are getting harder and harder to breakthrough, leaving the 
emails in the Junk, Spam, or Ads folder. 
 
The podcast is over 1,000 downloads for the month. Pace is set for an all-time high. 
Last month was an all-time high of 1,097. August is at 1,089 as of this morning. With 
four days remaining in the month a new record will be set. 
 
Larry’s fantasy league draft was today at 2:30 pm. Here is my team, in order of how 
they were drafted: 
 
1. (6) David Johnson (Ari - RB)  
2. (15) Dalvin Cook (Min - RB)  
3. (26) A.J. Green (Cin - WR)  
4. (35) Doug Baldwin (Sea - WR)  
5. (46) Allen Robinson II (Chi - WR)  
6. (55) Jimmy Graham (GB - TE)  
7. (66) Kirk Cousins (Min - QB)  
8. (75) Michael Crabtree (Bal - WR)  
9. (86) Carlos Hyde (Cle - RB)  
10. (95) Devin Funchess (Car - WR)  
11. (106) Chris Carson (Sea - RB)  
12. (115) Cooper Kupp (LAR - WR)  
13. (126) Peyton Barber (TB - RB)  
14. (135) Derek Carr (Oak - QB)  
15. (146) Latavius Murray (Min - RB)  
16. (155) New Orleans (NO - DEF)  
17. (166) Mason Crosby (GB - K) 
 
Monday August 27th 
Vanquish 1526 
NB 4 
 
I’m down 2.7 pounds since Saturday morning. Quickly on my way back into the weight 
category of when we left for Michigan. The diet wasn’t perfect yesterday. 
 
Breakfast: 3 egg muffins, 3 pieces of bacon, 1 rice cake with peanut butter. 
Lunch: salmon with brown basmati rice and a Kit Kat bar. 
Dinner: salad with broccoli, cauliflower, peppers, cucumber, tomatoes, green olives, and 
grilled chicken. 



Snack: chocolate truffle and a couple ounces of salted caramel fudge (both from 
Mackinac). 
 
Today the diet will be clean as a whistle. 
 
Stacey spent the early morning convincing Deuce that he had to go to school today. He 
has a cold. Yesterday he went to Harper’s birthday celebration at Six Flags in Illinois. It 
was a long day of exhausting fun. Today is he paying the price. We’re not letting him off 
the hook. And besides, Deuce has the first baseball game of the fall season tonight. 
 
Stace will pick Maya up early from school and they will travel down to see Mads at 
Purdue. Mads wants her bike and homemade chicken and noodles. Her mother and 
sister also need to see her. Mads has a special air about her. She’s a special girl in a 
way that is difficult to describe. 
 
I’ll be attending Deuce’s baseball game alone tonight. Hopefully he feels better by the 
time her gets home from school. 
 
Idea: what if I start the Real Estate Good Life book series. A monthly or bi-monthly book 
series about the real estate sales business, my life, and my pursuit of freedom, 
autonomy, debt freedom, and financial freedom.  
 
I can share my financial details, goals for passive income sources, podcast and 
newsletter growth, monthly personal expenses, rental income, eXp revenue, book sales, 
with the ultimate goal of paying off Stoney Meadows by September 15th, 2022. 
 
What if your life was flashing before your eyes? 
What if life was really short - and you knew it? 
What if big goals were accomplished? And you accomplished them in real-time while 
sharing every step of the process as it occured? 
What if you created both a journal and how-to guide simultaneously? Would anybody 
read it? 
 
People will read it.  
 
Tuesday August 28th 
Vanquish 1527 
NB 5 
 



First and foremost, Happy 16th Birthday to my little angel Maya. The little girls with the 
big curls is becoming all grown up. So much so that she even got her ears pierced on 
Sunday while out birthday shopping with her mother. 
 
Maya came downstairs to show me and made a typical Maya comment, “Look, I got my 
ears pierced… I guess I’m a women now.” 
 
Maya has a very particular sense of humor. She can be very funny when she wants to 
be. I just wish she wanted to be funny more often. Maya has been showing us her 
teenage hormones for the past year or so. Couple that with a little middle child 
syndrome and you have my current 16 year old daughter. 
 
All I wish for her is what I wish for all of my children. Happiness and freedom. And since 
happiness is not a destination, I guess I mostly wish them freedom. 
 
Today was a victory on the scale! All-time low weigh-in for the year. Incredible 
accomplishment considering that we just got back from vacation on Friday late 
afternoon.  
 
I’m still feeling a little off from yesterday’s migraine headache. Haven’t had one of those 
in quite a while. Have only now had three of those in my entire lifetime. Hopefully it will 
another five to ten years until the next one. 
 
Yesterday’s migraine started with the scare of a stroke. I was texting Stacey from the 
home office as I attempted to clean it up and organize the piles of material collected. In 
the middle of the text my vision went wacky! I couldn’t see all the letters on the iPhone 
as my fingers attempted to create words. A very weird and scary scenario. I figured right 
away it was probably the beginning of a migraine, but the mind likes to take us down the 
rabbit hole of doom and gloom doesn’t it? 
 
The migraine progressed from there. Getting worse and worse until I finally had to lie 
down in bed in the darkness. Luckily, or maybe luckily isn’t the right word, Deuce came 
home from school still sick. His first words were, “I don’t think I should play baseball 
tonight.” 
 
Today was to be his first game of the fall baseball season. I found out from the coach if 
he’d have enough guys without Deuce and he said he would. So I let the coach know 
that Deuce was sick and would not be at the game. This was a relief because I was 



worried about having to drive down to Kouts and back for the game. What if I lost vision 
and crashed the GRFM?  
 
By this time Stacey and Maya were down at Purdue dropping off Madison’s bike and 
visiting with the oldest Vickrey child. So I was on my own. Deuce had to do his 
homework without my help. I had to get into bed and let this thing pass. 
 
At 6:30 I got out of bed and checked on the boy. He finally got around to his homework 
and was finishing up. I made him a grilled cheese for dinner and then returned to the 
home office to continue the clean up. The worst part of the migraine had passed but I 
was still feeling a little off. 
 
And as mentioned, I’m still feeling a little off. It’s probably Deuce’s cold trying to invade 
my healthy fortress. Stacey’s not feeling 100% either. I’ll keep you posted. I haven’t 
been sick in years and don’t plan on succumbing now. 
 
Wednesday August 29 
Vanquish 1528 
NB 6 
 
Today I had a meeting with Nardo Builders at 3 pm. This meeting is part of an ongoing 
every other Wednesday meeting I’ve been having with Nardo and Kathy from Easton 
Park. Today’s meeting is probably the fourth or fifth in a series. 
 
We started with the usual small talk and then moved into our updates. Jack leads the 
meeting for the most part and likes to jump around from subject to subject. He tried to 
wrap the meeting up a couple of times but then tossed out another subject for us to 
babble about. 
 
Finally, at a little after 4 pm he asked Kathy about the train situation. The train situation 
is this - Easton Park has railroad tracks that run right after the end of the north property 
boundary line. The train runs multiple times a day and night. Each time blowing the loud 
train whistle as the fast moving hunks of steel roll by the neighborhood. The reason, of 
course, is that there is a crossing right outside and to the north of Easton Park. 
 
Kathy is trying to get the proper political authorities to do something about the problem. 
 
Here’s where things got interesting for me. I’m sitting there not caring one second for 
what they were talking about. I was having a bit of an out of body experience. Watching 



as Jack drew a diagram of the railroad crossing out on a scrap piece of paper. Kathy 
added some touches to the diagram and the four of us stared at it as they babbled on 
about a solution. 
 
Finally, I had had enough. I stood up closed my notebook and said, “I gotta roll!” 
 
This movement and statement ended the train trance they were all under. Each looking 
up as I made a swift exit through the office door and down the hallway. I could hear the 
goodbyes from Jack, Kathy, and Nick as I watched my kneed bounce up and down 
during the descent on the staircase. 
 
The reason I write about this particular otherwise meaningless moment in my life - is 
simple. And very important. This was a moment of my life. A moment in my life. A 
moment among many, too many, whereby time was evaporating before my very eyes. 
 
Time, as in Life-Time. Once life. A finite amount of time.  
 
This particular topic will be a subject of discussion as an ongoing thread as we continue 
together. Nearly all of our time is wasted. A bold statement. A true statement. For 
instance, the meeting I had with the builder and developer seems like an obvious 
meeting that would take place. However, I know we’re going to sell the same amount of 
homes with or without the meetings. All of us involved are good at what we do and our 
efforts will be the same with or without the meetings. But meetings seem like a sensible, 
production, momentum building thing to do. When most times they are not. Meetings for 
meeting sake are mostly wasted time.  
 
Consider the fact that it takes me twenty minutes just to get to the meeting. That’s a 
total of forty minutes of driving. The meetings always start with meaningless small talk. 
That’s another ten minutes. And then there is about fifteen minutes of quality 
conversation attached to another thirty to forty-five minutes of nearly useless chatter. 
Nearly two hours chewed up for fifteen minutes of quality time. We could easily 
accomplish this in a video chat whereby we have a strict protocol for discussion. Stick to 
the productive talking points and eliminate all the rest. Just saying. 
 
And the reason I’m just saying is rooted in a theme I’m working on. A philosophy that I 
want to live by. A philosophy that I’m currently frightened to death to begin implementing 
into my life. 
 



Here is the philosophy, written out without preparation. So as I work on this, the 
verbiage in the philosophy will become concise. Philosophy to Live By: Only Spend 
Time Doing What You Want To Do Or Is Meaningful Towards Being Able to Do 
What You Want To Do.  
Tomorrow I will continue with this philosophy. What I want to be able to show you in real 
time is a nearly unthinkable transformation in my life, rooted in this philosophy. This 
philosophy is steeped in the philosophy of Freedom. 
 
Freedom: Doing What You Want - When You Want - With Whom You Want. 
 
This, of course, is not the only definition of freedom that we subscribe to at the Good 
Life. But you get the point. 
 
Deuce had a baseball game tonight. They won 21-0. Deuce walked twice, was hit by a 
pitch, stole one base, and scored two runs. 
 
Thursday August 30th 
Vanquish 1529 
NB 7 
 
Yesterday I touched upon the idea of doing what you want, when you want, with whom 
you want. This is an important topic to dive into when pursuing Freedom and the Good 
Life. 
 
We’ve been programmed from birth to follow the direction of others, do things 
prescribed by others, and ultimately creating a life dependent on the booty smooching 
of others… aka a job. 
 
We must have jobs to pay for the debt we were also programmed into. Another topic for 
another day. Let me at least attempt to stay on point. 
 
The story I touched on yesterday was based around a meeting attended at the request 
of my biggest real estate client. This client is both a builder and a developer. Having him 
as a client has produced hundreds and hundreds of transaction in my business over the 
course of the fifteen years that he’s been my client. If I were to do the math, the gross 
dollar amount generated from this relationship has to be approaching a million 
buckaroos. And because of this I feel beholden to the requests and even the occasional 
whims of this client.  
 



I don’t want to feel this way. I don’t want to feel this way about anyone or anything. 
Sure, I want to keep this client for the rest of his career (he just turned 62). But I want 
him to “need” me more than I need him. 
 
I don’t want to attend meetings just for meetings sake. The relationship that we’ve had 
over the years has evolved nicely. He’s learned to trust me, alot. In doing so, the 
meeting frequency dropped off a cliff for the past several years. Only recently has it 
ramped up again. In direct correlation with this new development that he is building in 
now. For the first time in many years, my client is building in a neighborhood not 
developed directly by him. The developer of this new neighborhood is a very very 
successful businessman. To me it seems as though my client is trying very hard to 
impress this businessman/developer. Not sure why. He is by far the best thing going for 
the developer in this new development. 
 
These “marketing” meetings we’ve been having every other week for the past two and 
half months include the developer’s right hand woman. Having these meetings with this 
right hand woman seem to be part of my clients plan to impress the developer. Maybe 
I’m going too far down a psychological rabbit hole here and need to get more to my 
point. But I want to make these books for you in real-time thoughts. 
 
Having Freedom as part of pursuing and living Good Life - must limit the amount of 
neediness one had for another. 
 
My neediness for my client is based solely on one thing - money. If I finish the financial 
moat that is currently being constructed around me and my family… my position of 
neediness changes. It changes dramatically. 
 
One of the major reasons for publishing books based directly on my innermost is to 
finally define what Financial Moat means to me. On our recent vacation through 
Michigan, Stacey and I had several conversations about our lives. Whenever we 
discuss our lives we discuss our financial lives in the majority of those conversations. 
Money is important. Very important. That statement runs counter to what you’ve been 
led to believe, but believe me - if you think money isn’t important - try going without it. 
 
During the financial portions of our recent conversations, Stacey and I talked about 
paying off all of our debt. I mean all of it! We’re currently without personal debt. 
 
No Credit Card Debt 
No Car loans 



No Student Loans 
No home mortgage 
 
Having no personal debt is an incredible feeling. I feeling I promise you’ll feel if and 
when you begin to implement the Real Estate Good Life blueprint into your life. 
 
We are personally debt free, but we are very much in debt. Currently we owe a total of: 
 
$1,263,000  
 
We have a mortgage on our apartment building of $1,067,000. And we have a balance 
on our investment credit line of $196,000. 
 
That’s a lot of debt for people that consider themselves debt free!  
 
I got so excited during our trip that I made an unbelievable goal. A nearly impossible 
goal. A mountain sized goal. I made the goal to be completely and I do mean 
completely debt free by December 31st, 2023. That’s just over five years from now. 
 
In paying off the apartment building mortgage and the investment line of credit we will 
free up $857.50 per month from the credit line and right around $7,000 monthly in 
apartment loan payments. That’s a total of $7,857.50 added monthly to our 
semi-passive income. 
 
Using the abacus in my head, and not adding a single other investment property to the 
mix - we will be at around $17,000 a month in NET semi-passive income once the 
business debt is completely eliminated. This figure does not include any other source 
than rental properties. I will be sharing the details of all other passive, semi-passive, and 
active income sources as we move along together. 
 
Currently our monthly living expenses are: 
 
$12,756 per month. 
 
Yeah I know! How in the world can they be so high when you have no personal debt 
and no mortgage payment?!  
 
I’ll tell you why. We live a modestly glamorous lifestyle.  
 



And we’re not going to change. At least, not anytime soon. In fact, the average will likely 
go up with Madison at college.  We’re down big time from last year though. Our average 
monthly living expenses in 2017 were $17,803. We’ve trimmed a bunch of dough off the 
top. So if we’re earning $17,000 plus in semi-passive income and our modestly 
glamorous lifestyle is costing around $13,000 a month. And we have no debt 
whatsoever… that my friend is the definition of a Financial Moat.  
 
Another term would be FU Money. And you know what the F.U. stands for! 
 
I wanted to get more into the correlation between freedom and neediness. But I guess 
I’ll pick up on that topic tomorrow. 
 
Four awesome calls today with Good Life members: 
 
Ryan McClure from Ohio 
Tom Miller from Iowa 
Steven Luethje from California 
Scott Armstrong from Indiana 
 
Going forward I will be breaking down these calls with you. I’m going to try to be as 
honest in my approach as possible with each of the Good Life members. It will not be 
easy. Being honest with someone is much more difficult that we believe it to be. 
 
Friday Aug 31st 
Vanquish 1530 
NB 8 
 
Maybe at some point I’ll make my point about the meeting I had on Wednesday with my 
biggest client. At the end of that meeting, my client (the builder) and the representative 
from the new development are discussing a railroad crossing near the new 
neighborhood. 
 
The thought crossed my mind, “You’ll be dead soon!”  
 
Once that reality forcing thought popped up I closed my notebook, stood up 
immediately, and exited the room. “Gotta run!” I said in my wake. 
 
How much longer was that dead end conversation going to last? Who knows. Not me. I 
bolted. This is a new philosophy I’m trying to develop within my life. 



 
Less Neediness = More Freedom  
 
The only reason I’m at this meeting in the first place is because of my neediness. My 
fear. My obligation to my neediness, my fear, and ultimately my client’s wishes. He 
wants me there. He pays me commissions to sell his dozens and dozens of homes 
each year. I apply those commissions to my construction project. 
 
The construction project I’m referring to is my Financial Moat. 
 
I’m building a financial moat around me and my family. This moat includes debt and 
financial freedom. I’m not there yet. The moat is not yet complete. Therefore neediness 
still exists. As long as neediness exists - I’m not truly Free.  
 
You’ll hear me say it over and over again in our time together. The Good Life is steeped 
in many principles.  
 
The Pursuit of Personal Greatness. 
Freedom 
Etc (we’ll be adding many layers to this as we go.) 
 
When discussing Freedom, the first step to freedom is financial freedom. We cannot 
have complete financial freedom if we must smooch the booty for the dough ray me. 
Meaning, we cannot have neediness to others in order to get our money. I still have 
neediness to my biggest client. Not even necessarily out of direct financial reality. 
Mostly out of fear of losing the stream of money that already exists with this client. 
Therefore, I AM NOT FREE! 
 
One of our many missions together in the Good Life is to eliminate our neediness to 
money. And even deeper, eliminate our neediness to the people between us and the 
money.  
 
Tonight Stacey and I enjoyed two episodes of season two of The Ozarks. Maya had two 
friends spend the night, Mackenzie and Julia. Deuce had his buddy Aiden spend the 
night. Madison spent another night on the campus of Purdue University. Because that’s 
where she lives now. 
 
See you next month! 



Something interesting to note from the journal. On Monday August 27th I first had the 
idea for this book series. I began writing this book yesterday Saturday September 1st. 
With plans to finish the book, today Sunday September 2nd. 

This is not typical for our standard operating procedure of the regular human being.  

We do not normally execute on big idea in less than a week. 

We do not normally write an entire book in two days. 

We do not normally set big amazing goals - and then actually and intentionally pursue 
those goals. 

What if we weren’t normal. Then what? 

If you’re reading this book - you’re not normal. 

If you’re this far into reading this book - you really aren’t normal! Did you know that only 
5% of all books purchased are actually completed. Meaning, read from start to finish - 
completed. 

Most people live up to about 5% of their capacity. Of their potential. Of their ability. Of 
their greatness. 

We are different. We are not normal. We are special. We don’t just say it. We prove it. 

 

Now onto something very special: 

In 2016 I published my first and only (until now) book: Real Estate Good Life - How I 
Sold 250 Homes Last Year Working No Evenings, No Weekends, and No Fridays. 

In September of 2016 I wrote a second book: Real Estate Phenom. 

The “Monster” has prevented my from the book ever since. So I want to share the book 
with you over the course of the next several books in this series, I will be including 
chapters from the never published before book: Real Estate Phenom. 

One of the many many many reasons for writing this book series is to share with you my 
journey to greatness. I have greatness inside just like you do. I struggle with pursuing 
this greatness just like you do. Reading almost any book on personal development 
almost always leaves me yearning for a missing piece of the story. And that is, the 
REAL story.  

For instance, I just read the book Relentless by Tim Grover. A pretty good book. Starts 
out great and then kinda beats a dead horse. Tim is the former personal trainer of 
Michael Jordan, Kobe Bryant, and Dwyane Wade. I’m not discounting his greatness or 



his level of expertise at all. But in reading the book, Tim does what almost every 
self-help and personal development author does… writes his story as if he’s somehow 
super-human. 

You and I know this isn’t true about anyone. We are all alike in many ways. 
Extraordinary people accomplish extraordinary things. That’s why I read these types of 
books and will always read these types of books. 

What I would love to read more of is the real story behind the story. The fear. The 
doubt. The struggle. The demons. The Monsters. All of it. Everything. 

My hope and plan for you in this book series is to share in real-time my pursuit of 
personal greatness. What I will also share in this journey is the struggle and the fight to 
vanquish the Monster. In vanquishing the Monster, all things are possible. So my story 
will include many more failures than successes. Many more tears than cheers. Much 
more blood than champagne. 

The story I tell is real. 

 

With that said, here are the first four chapter of the book I failed to publish: 

 

Real Estate Phenom: The Evolution of Danny Darwin - From Broke Joke To 
SuperStar Real Estate Agent.  

Real Estate Phenom: The Book 
 
The annoying drive-through headset chirped in my ear, “Welcome to Starbucks, how 
may I help you?”  “Yes, I’ll have a Venti hot non-fat latte with caramel drizzle and a 
Grande iced, sugar free, vanilla latte with soy milk.” 
 
Danny punched in the order and scribbled with a black Sharpie to indicate the goofy 
drink orders to fellow Barista and friend, Carter. 
 
He eyeballed the clock.  Two more hours of this crap and I’m off for the weekend! 
Danny thought to himself.  He was spaced off thinking about his date tonight with 
Jessica, when he came to. 
 
Danny pushed open the drive-through window and waited patiently.  The customer in 
the car was in what appeared to be an animated conversation on her toaster sized cell 



phone.  The tinted windows of her white Mercedes C450 were rolled up tight.  The glare 
from her obnoxious platinum wedding ring and diamond encrusted Rolex was causing 
Danny’s right eye to twitch. 
 
C’mon lady, he thought to himself.  I don’t have all day!  Well I guess I do have all day, 
every day.  All day to waste my life at this crappy job.  All day to wonder why the hell I 
spent five years at Purdue!  I’ve got an accounting degree for cripes sake!  And I’m not 
doing any accounting! 
 
Well maybe I am.  I’m a counting how many more hours until I blow this popsicle stand! 
I’m a counting how much longer this rich bitch is gonna ignore me before I heave a stale 
blueberry scone at her f-ing window! 
 
The tinted glass lowers, “Sorry bout that honey, I was on an important business call,” 
she said.  “No problem,” he lies.  “What kinda business?”  He quizzes.  “I’m a real estate 
broker sweetie.  I help people buy and sell houses.” 
 
I know what a real estate broker is lady, I know I look dumb in this apron and silly hat… 
but give me some credit.  Danny thinks to himself. 
 
“That’ll be $17.82 please.”  She hands him her American Express and he swiftly swipes 
it through the machine.  “You wanna receipt?”  
 
“Sure!  We just talked real estate, so I can write these coffee’s off on my taxes now!” 
She laughs. 
 
Danny hands over the caffeinated concoctions along with the receipt.  She drives off. 
 
“Who’s your new friend?”  Asks Carter.  
 
“Whatever dude, I was just making small talk.  She had a sweet ride, a huge ring, and a 
bedazzled Rolex.  Husband’s probly a doctor or something.” 
 
“Why you say that,”  Carter continues.  



 
“Cuz she’s a Realater, can’t be that much dough in selling houses.”  
 
“My Auntie in Georgia’s a real estate agent, and she does pretty well.”  
 
“Whatever man.  My Dad says that Realater’s are nothing more than trained monkeys. 
All they do is show you some homes and then charge you a bunch of money.”  Danny 
moaned.  
 
“Ha, maybe it’s time for you to consider a career change homey!  Although I know you 
love slanging black crack to all these soccer mom’s!” 
 
Five o’clock arrives and Danny clocks out with excitement!  He jumps into his precious 
two year old Mustang and fires up some Eminem.  
 
Squealing into the driveway, Danny sees his 17 year old sister Madeline and a handful 
of her dopey friends.  Three boys two girls.  They all stop talking as soon as Danny 
slides out of his car, and instantly start fumbling and staring at their phones. 
 
“Hey Mads, is Mom home?” 
 
“Yeah, she’s inside making dinner.” 
 
“What’s up Tobey?”  He nods towards Madeline’s boyfriend.  Tobey nods back without a 
word.  What’s wrong with kids these days?  They don’t know how to communicate, 
Danny says to himself, and what kinda name is Tobey? 
 
Inside Danny’s mom, Debbie is making dinner.  Debbie is 50 years old, stands 5 foot 4, 
and she’s slim, around 120 pounds.  Her raven hair shines from a fresh dye job from a 
couple days ago.  She’s attractive, as are the whole family. 
 
“You eating with us Danny?”  
 



“No Ma, I gotta date with Jessica.  Going to dinner and then meeting some friends at 
Northside.”  
 
Northside is a popular watering hole where the younger crowd and some of the 
die-hards hangout. 
 
“What’s going on this weekend?  You working?”  
 
“Nah, I switched swifts around so I could have the weekend off.” 
 
“Does that mean you’ll have less hours?  You’ve got bills to pay honey.”  
 
You don’t need to start nagging me again today.  He thought.  All I hear from you is, 
“When you gonna get a better job?  Why aren’t you using your degree?  Blah, blah 
blah… he mumbled under his breath to his bedroom. 
 
So what, it’s a little messy.  Whose room isn’t?  The ten by ten room is the same one 
he’s slept in since he was four.  He still has a Brett Favre poster on the wall from Super 
Bowl XXXI.  
 
He opens his closet and picks out this evening’s attire.  Jeans and gray t-shirt with the 
Batman logo emblazoned across the front.  Time for a quick shower. 
 
In the shower Danny’s minds races wildly. 
 
Batman is by far the greatest superhero!  He thinks.  Not sure why others don’t get it! 
I’m mean c’mon, Superman is an alien from another planet.  He can shoot fire out of his 
eyes, he can fly, and he’s more powerful than a locomotive.  Spidey was bitten by a 
radioactive arachnid!  He can shoot webs out of his wrist and has super awesome 
spidey senses.  Hulk is a science experiment gone awry, and he’s obviously on 
steroids!  
 



But ole Batman, he’s just a really cool rich dude that Decided to be a superhero.  He got 
really good at jiu jitsu or something, became a legendary detective, and invented some 
kick-ass tools and weapons.  
 
“I love Batman!”  He says in a low Christian Bale modulated voice. 
 
Chapter 2: Gwen Kingsley 
 
Gwen whipped her Mercedes out of the Starbucks drive-through and headed hastily to 
her meeting.  She was running behind as usual. 
 
He was a hottie, she thought to herself about Danny.  Couldn’t help but hit on me, she 
smiled to herself. 
 
Gwen made her way through the entrance of the brand new subdivision Shady Acres. 
Her meeting was with her long-time Builder client, Larry. 
 
Larry was 54 years old, with salt and pepper hair, always tanned skin, and whitestripped 
enhanced pearly chompers.  For a builder Larry was always put together.  His sharp 
clothes were a stark contrast in the field to his sub contractor’s dirty denim and torn 
t-shirts. 
 
He didn’t swing a hammer, but he ran an efficient crew. 
 
Larry and Gwen have carried on a multi-year love affair, but this meeting was strictly 
business.  Their relationship was mutually respected.  Both understood the terms. 
Cheating and humping, nothing more.  Each had long-time marriages and older kids. 
And reputations to protect. 
 
The business side of their relationship was strictly business.  Builder and agent. 
 
“Hey babe, here’s your drink,” she began. 
 
“Soy milk?”  He quizzed. 



 
“Of course sweetie.” 
 
“I want you to see the new backsplash,” he said. 
 
They made their way from the laundry room around the corner and into the open 
kitchen.  The cabinets were a classic cherry with black glaze on vintage raised panels. 
Slabs of black granite gave the counters a vast mystery.  The freshly installed 
backsplash added depth to the already luxurious kitchen. 
 
“I love it!”  She exclaimed. 
 
“Thought ya would.  Now when ya gonna sell it?” 
 
“Soon as you get this pigsty cleaned up!”  She countered. 
 
“The cleaning crew will be here first thing in the morning.  The house will be ready for 
Sunday’s open house.” 
 
“Great, I’ve got a quarter page ad in the Times all set to go.  We’ve got it on Craigslist 
and Facebook, and the MLS.  Should be a good turnout.”  She said. 
 
“I know the Queen won’t be holding it open, so who ya sending out?”  He asked. 
 
“Casey Everdeen.”  Only the best for you. 
 
“Ooh I like her!”  He smiled. 
 
“Careful now, you don’t like it when I get jealous!  And she’s too young for you anyway.” 
 
He took a long draw from his iced coffee and gave her a wink.  Gwen isn’t the agent she 
used to be, but the side benefits make it a nice deal, He thought.  Plus he likes her. 
Despite her neediness, occasional arrogance, and quick temper… they’ve made a good 
team. 



 
“I’ll let Casey know the house will be ready,” she said. 
 
“Great, get this thing sold!  We’ve got too many homes done and not enough under 
contract.” 
 
“I know, I know… I’m working on it sweetie.” 
 
“What’s going on tonight?”  He asked 
 
“Just dinner with Thomas at The Silver Spoon.  Then catching up on some Dancing 
With the Stars.  How bout you?” 
 
“I gotta hand to Thomas he’s a better man than me.  How the hell can you you guys 
watch that garbage?”  He joked. 
 
“It’s fun.  Thomas likes to see people screw up, and like to see the outfits the girls are 
wearing.” 
 
“Well, have fun.  I’m playing cards with the boys and Sara’s having some friends over 
for Bunko.” 
 
“Oh like that sounds like a blast… how lame.”  She quipped.  “I’ll call you on Sunday.” 
 
“Sounds good, yeah let me know how the open house goes.  I’m getting antsy with all 
these specs done.” 
 
Gwen drove off without a second of remorse for the long standing charade she 
portrayed.  Thomas and Sara had no idea.  And for the most part, it’s been right under 
their noses.  The two couples have golfed together, gone to dinner countless times, and 
even vacationed together once. 
 
She looked at her watch, it was 5:15.  Her dinner with hubby Thomas isn’t until 6pm. 
Still time to stop by the office, she thought.  



 
Her office was located on the north side of town.  In a newly built strip center that 
featured an Allstate agent, sandwich shop, nail salon, and a temp staffing agency. 
 
The place was a palace, as every Queen deserves.  Upon entering the open office on 
the left hand side is the reception desk.  The white lacquered structure is futuristic with 
horizontal strips carved into it.  Behind is a huge smoke glass partition with Kingsly 
Realty Glitz etched into it.  Along the far wall in front of the reception desk is the waiting 
area.  A love seat sized sofa flanked by two tufted leather wingback chairs sit all in 
white. 
 
To the right of the receptionist is a hallway leading into the cubicles.  Gwen’s agents 
enjoy two rows of tiny cubes while she struts back to her palace.  The other agents have 
nicknamed Gwen’s office the Palace.  Aside from the conference room, it’s the only 
other actual office that enjoys a closed door. 
 
The Palace is a huge rectangular corner office, which looks out the backside of the strip 
center towards the beautiful nature preserve it abuts.  The floors are marble, the artwork 
ornate, there is literally a chandelier hanging from the high ceiling.  Gwen feels right at 
home in opulence. 
 
Where is everybody?  Oh, of course… it’s Friday after five… God forbid someone work 
hard other than me!  She thinks arrogantly to herself. 
 
Her first call is to Jane.  Jane is a local agent.  A real sweetheart.  Jane sells around 
fifteen homes a year.  And that suits her just fine. 
 
“Jane, it’s Gwen Kingsley.” 
“Oh hi Gwen, how are you?” 
Really small talk and niceties?  I don’t have time for this nonsense.  Let’s get to the 
point.  
 
“Uh, I’m just fine Jane.  Have you heard anything yet?” 
“No, I haven’t had a chance to present the offer yet.”  Jane replied. 



What the hell, I sent you that offer over an hour ago!  What’s the hold up? 
 
“Well when do you plan on presenting it.  My clients need an answer.”  Gwen continued. 
 
“To be honest with you Gwen, I was going to wait until tomorrow.  My seller, Mike and 
Betty were going to see their granddaughters play tonight.  I didn’t want to bug them.” 
Jane said. 
 
Nobody has any sense of urgency in this business.  No wonder I outsell these idiots! 
 
“Jane you should probably go over there right now and present that offer!  My buyers 
are interested in a couple other homes, ya know!  I’d hate for them to change their 
minds about yours!” 
 
“And when you gonna leave that mom and pop shop and come over here and sell some 
serious real estate?”  Gwen continued. 
 
Uh, when hell freezes over!  Jane thought. 
 
“Let me see what I can do Gwen, and get back to you.  And you know I’m happy over 
here with Frank, but thanks for the offer”  
 
“Ok, sweetie take care!  Call me as soon as you know something!” 
 
Gotta get this deal done!  Don’t wanna spend another second with these buyers and 
their snot nosed brats!  Gwen thought. 
 
Time for quick selfie.  Post it to Facebook.  With the caption Making it Rain!  
 
Oh look I’ve got three likes already.  Larry the builder commented, “Looking good girl! 
You better be selling one of my houses!”  Gwen quickly Likes his comment. 
 
Well look at that another picture of London and his family having fun together.  What an 
jerk.  Always showing off with his family.  Seems like he’s never working.  His team 



makes all of his sales for him.  That’s the only reason his numbers always come in so 
high.  He couldn’t hold a candle to me one on one. 
 
And there’s Susie my old assistant.  A picture with her new baby!  How sweet, not! 
Gag.  Is that all you have time for now is pictures with the big headed brat!  And lose 
some of the weight already.  I mean, it’s been like two months since you’ve had that 
baby! 
 
Ok another quick call. 
 
“Casey it’s Gwen Kingsley.” 
 
No shit.  Why do insist on using you last name in every greeting on every call.  It’s 
annoying already.  Casey thinks. 
 
“Oh hi Gwen.  What’s up?” 
 
“I need you to hold Larry’s new model open on Sunday.”  She says. 
 
“Sunday… I was planning on going to church with family on Sunday.” 
 
“Well I need you to do the open house.”  Gwen continues. 
 
“I’ve missed church the past two Sundays because of open houses.” 
 
“Oh well, welcome to real estate sweatie!” 
 
She always says that too… Welcome to real estate… shut the hell up.  If I didn’t need 
every dime of my lousy paychecks from you, I’d tell you off right now.  Casey thought. 
 
Casey was a sweet twenty four year old.  She worked for Gwen as a licensed assistant 
with hopes of becoming an agent.  Gwen sold Casey’s mom’s house a couple of years 
ago.  That’s how it all started.  Casey’s been putting up with her crap ever since. 
 



“Ok Gwen, I’ll be there.  Is Larry going to be there again?  He kinda creeps me out.” 
 
“How does he creep you out?”  Gwen offers a little defensive. 
 
“I don’t know maybe it’s just the way he looks at me.  Makes me uncomfortable.  And he 
says a lot of things that have sexual overtones to them.” 
 
“I’m sure he’s just joking around.  Larry’s a great guy.”  Gwen rebuts. 
 
They get off the phone and Gwen peers at her diamond encrusted Datejust 
Pearlmaster.  “The prettiest watch Rolex makes”, was her request to Thomas five years 
ago.  She always gets her way.  
 
Oh no she whispered, the watch showed 6:15 and The Silver Spoon restaurant was on 
the other side of town. 
 
Running late be right there, she quickly texted Thomas. 
 
Thomas Kingsley sat alone at the corner table next to the window.  Gwen’s favorite 
table.  Right next to the window so she could gawk at passerbyers and make fun of their 
weight, looks, or clothes… and a lot of times all of the above. 
 
Thomas sipped a beer and nibbled on fresh Italian bread and perfectly seasoned olive 
oil.  He had something on his mind and was determined to confront Gwen tonight. 
 
Weighing heavily on him, is the same ole thing.  Money.  Gwen as usual is spending too 
much and they need to once and for all get a grip on things.  It’s never an easy 
conversation with Gwen.  She still thinks they’re back in 2005.  Back when she didn’t 
have all the bills that come with being an owner.  And she sold a helluva lot more 
houses back then. 
 
That was when Thomas was still working full-time at the engineering firm, making good 
money.  They spent way too much back then too, but at least they had plenty coming in 
to cover it up.  Now things are different.  After a brief retirement, Thomas went out and 



got another job because the cash flow was making him nervous.  The old firm wouldn’t 
hire him back.  He had been replaced by a younger much less expensive kid right out of 
college.  So Thomas worked for a local beer distributor as a controller. 
 
His phone chirped.  Running late be right there, it read.  He exhaled deliberately and 
slowly shook his head.  Nothing new.  Always late. 
 
Chapter 3: London Kincaid 
 
“Why are you doing this”  Scott said. 
 
“Why am I doing what?”  London answered. 
 
“Why are you sharing all of your business secrets with us.  We’re your competitors after 
all.  Is this some ploy to try and recruit us to your company?”  He smiled. 
 
“No, I’m not trying to recruit any of you.  As I said in the emails I’ve been sending out to 
get you here.”  London offered. 
 
“It just doesn’t make sense to me.  Not that I’m complaining, I’m excited about it.  But it 
just seems a little odd that one of the top agents in the market would take the time to 
share his secrets.”  Scott continued. 
 
“He’s not one of the top agents, he is the top agent!  For like the last several years, right 
London?”  Gina added. 
 
“Thanks Gina, I’m glad you noticed.”  London replied a little embarrassed. 
 
“I’m here because it’s never been done before.  In our marketplace here in Northwest 
Indiana, there has never been a mastermind group consisting of agents from a bunch of 
different companies.”  He started. 
 



“I’m also here for selfish reasons.  I’ve been in this business for over 17 years and not 
one time has anyone ever come up to me and said, London you’ve changed my life! 
That has never happened.  And for some reason I need it to.  I have this deep down 
long standing burning desire to completely change somebody’s life,” he said. 
 
“Hopefully for the better!”  He joked.  
 
There was a chuckled response from his audience of fellow agents.  Each of them 
looked more relaxed and at ease now. 
 
In the room was eighteen real estate agents from various parts and various offices in 
Northwest Indiana.  There were brand new agents, a few seasoned vets, and a couple 
top producers. 
 
Two things surprised London about the group.  First, that there weren’t more in 
attendance.  And second that a couple top producers actually showed up! 
 
He could probably wrap his mind around the low number of agents in attendance.  After 
all, this is a first.  And just like the agents that did show up, they were all a little skeptical 
of London’s intent. 
 
“I’m here to share everything that I do in my business.  Not from an egotistical 
standpoint.  Like you’ve got to it this way.  I’m sharing everything with you because I 
believe in abundance.  I come from an abundance mindset that allows me to give freely 
and openly, knowing that it will come back to me ten fold.”  He said. 
 
“I didn’t always feel this way.  When I was just starting to make some real progress in 
my business and sell a lot of homes, my mindset was different.  I viewed other agents 
as the enemy.  My mission was to stomp over everyone on my way to the top.  I didn’t 
know any better.  It was what I had convinced myself was necessary to get to the top.” 
He continued. 
 



“I was cocky.  Kind of a know it all.  I talked about other agents behind their backs.  All 
that mattered was making dough baby!  When you come from being broke like I was, 
you really have no idea what it’s all about.  When you’re broke, all you can think of is 
getting out of broke!” 
 
“As I started to make a lot of money.  I did what most all other people do, I started to 
spend a lot of money.  Jennifer and I bought a big house in Valparaiso, then a condo in 
Naples Florida, I had a BMW and a Corvette… we were living la vida loca!”  
 
“The problem was not only weren’t we saving any of our hard earned money… but the 
stuff wasn’t ever enough.  The more we bought, the more we wanted to buy.  After the 
initial euphoria of a purchase, it would wear off.  The happiness meter would blip a tick 
up, and then quickly retreat from once it came.” 
 
“It took many years of wasting dough and acting rich for us to realize our mistakes. 
Once we realized that stuff had no discernable link to happiness… then we started to 
make some strides in saving and building wealth.  We started to invest in rentals, flips, 
and eventually apartment buildings.  Instead of fancy cars, Coach purses, and Rolex 
watches.” 
 
“We sold the condo, sold the Vette, and the BMW.  I went out and paid cash for a used 
Jeep Grand Cherokee.  We paid off all of our credit card debt.  And vowed to never 
again carry another cent of credit card debt.  And from that point on, we’d always pay 
cash and buy used, cars.” 
 
“However my mistakes still continued.  Not with finances necessarily, but other areas of 
my life.  I was still working way too much.  I would get in obsessed like work modes 
where I would think that nobody on my team could do it as well as I could so I’d try to do 
it all myself!” 
 
“My communication with Jennifer suffered.  Jennifer viewed it as me losing interest in 
her.  So she started to close off.  I felt her closing off as disrespect for all of the hard 
work that I was doing for her and the family.  It’s why I did work so hard after all.  To 



provide the Good Life for my wife and kids, and to never be broke again!  I was willing to 
do everything necessary.” 
 
“I’d tell Jennifer I’d be home for dinner at 6.  And I’d show up at 7.  Hey let’s go to dinner 
Friday night, I’d say… and then I’d be too tired, or in a mood because of a real estate 
deal, and we wouldn’t go.  Jennifer continued to withdraw, and I continued to resent it.” 
 
“Until one night before bed.  Jennifer leaned over with tears in her eyes and ask, 
“Should we get a divorce?”  I was speechless.”  He said still obviously feeling the 
original emotion. 
 
You could have heard a pin drop.  Every agent was captivated.  Not only by the story, 
but by the heartfelt honesty.  
 
Here is the top agent in all of Northwest Indiana pouring his heart out.  Confessing all of 
his sins, sharing all of his mistakes. 
 
“That one question, asked by my bride Jennifer shook me to my foundation.  It 
completely changed my life from that day forward.  And here I am before you today to 
tell you everything.” 
 
“I’m still a broken man mind you.  I still can be a better husband.  I still can be a better 
father.  Definitely can be a better friend.  And without any question, can be a better 
agent.  That’s why I’m here.  To grow, to learn, to get better, and to share with you all of 
it.  I’ve made far more mistakes than I’ve done things right.  My hope is to defend you 
from harm and maybe help prevent the same mistakes.”  He said. 
 
Wow this is stirring, Gina thought.  This guy is nothing like I’d expected.  
 
“Now that I’ve made a fool outta myself,” he laughed, “I like to offer a couple of 
overviews of what we’ll look to cover in this group.” 
 



“I’ve got some bold statements to share with you.  Hear me out.  And pretend just for a 
moment that what I’m about to say is absolutely true, ok?”  He asked. 
 
Everyone nodded. 
 
“My true belief is that I can take anyone off the street and assist them in building a six 
figure career in three years or less.”  He said excitedly. 
 
“However, there are three simple prerequisites that the person must possess. 

1. Reasonable intelligence. 
2. Connectability. 
3. Desire. 

 
Now let’s quickly address each one.”  He continued. 
 
“First, reasonable intelligence.  You cannot be a moron and expect to become a top 
producing agent.”  He smiled.  Everyone laughed. 
 
“Yeah just look at Pat!”  Bill joked about a fellow agent in the room. 
 
“But with that, it’s also my belief that super intelligent engineer types, don’t have much 
of a chance at super success in this business either.  These types, tend to overanalyze 
and overthink things.  And their not always great with people.”  London offered. 
 
“Number two, connectability.  Not sure if that’s a word or not.  But here’s my definition: 
the genuine ability to build rapport with people.  I tell my agents all the time that one of 
the biggest secrets to real estate success, is rapport.” 
 
“In fact, when I walk into a listing appointment I’m not there to steamroll the prospective 
client.  Hey sign right here and I’m out as fast as possible.  No way!  I’m trying first and 
foremost to establish rapport.  And I’ll take as long as necessary to do it!  Because once 
you’ve got it, that immediately changes the dynamics of the relationship, right?”  He 
asked rhetorically. 



 
“I like people.  I’m genuinely interested in them.  So it has always been a secret weapon 
of mine, to build rapport that is.  I didn’t even realize it until I heard real estate coach Jay 
Klinder say it one time at a conference.  He said that he would first try to establish 
rapport.  And it hit me, hey!  That’s what I do!” 
 
“Now number three is the tricky one.  Desire.  You need a burning desire from within.  A 
deep down feeling of complete certainty that you want to live a successful life.  Because 
as you guys know, real estate sales is not for the faint of heart!”  He went on. 
 
“Ok, so that’s a bold statement.  So now for the bombshell!  If you are willing to believe. 
If you are willing to surrender to the process.  If you are willing to let go of your 
subconscious limiting belief anchors you’re holding onto.  If you’re willing act urgently 
while simultaneously practicing patience… then I’ve got an absolute life changing 
statement to make!”  He exclaimed. 
 
London slowly twisted the cap off of the water bottle and took a long swig.  It seemed 
almost intentionally slow. 
 
“Really, you’re gonna keep us in suspense like this!”  Bill laughed.  
 
He put the cap back on the bottle.  He slowly looked back up. 
 
“If you’re willing to follow the step by step process I have in store for you… you’ll make 
an extra one million dollars in the next five years or less!”  He yelled. 
 
“Hell yeah, I’m in!”  Derek said. 
“Me too!”  Yelled Christina. 
 
“I’m sorry I got a little excited and probably made that bold statement a little too early in 
our relationship.  I was going to wait and share it in meeting number five, but you guys 
got me all excited.  It may sound like late-night infomercial get rich quick kinda stuff.  But 
I promise you it’s not.  It’s all proven and fundamental stuff.  And the best part is, you 



don’t have to stop or change anything you’re doing now.  This stuff is all ancillary and 
complementary.  Stuff that you should already be doing, but you’re likely not.”  He 
offered. 
 
London held a smile and went from person to person with inquisitive eye contact.  Yep, 
looks like a legitimate room of believers, he thought.  
 
“Next meeting we will discuss The Four Pillars of Success and we’ll look at a list of the 
only four things that you should be doing in your business.  Real eye opening stuff!” 
 
London ended the meeting and shook people’s hands as they left.  
 
In the hallway Bill stopped to chat with Gina. 
 
“What do you think?”  Bill asked. 
“I don’t know!  That wasn’t what I expected at all.  He was so open and genuine about 
everything.  I’m kinda excited!”  She said. 
 
“Yeah, I liked his story.  But he’s got to be up to something.  Who in their right mind is 
going to take up their valuable time, sharing secrets with agents in their own market. 
Agents from other companies no less,” he said excitedly. 
 
“Haha, settle down Bill, you’re always getting yourself all worked up!”  Gina laughed. 
 
Chapter 4: London and Jennifer 
 
“That was a great meeting honey, good job!”  Jennifer exclaimed. 
 
“Do you really think so, or are you just saying it cuz you love me?”  London replied. 
 
“You always do this babe, you second guess yourself.  You did a great job.  And I’m 
saying it because… You Did a Great Job!” 
 



“Thanks honey.  It was really fun.  I was super nervous before I starting talking, and 
then instantly all the nerves melted away.  And it didn’t hurt having you by my side. 
You’re my olive skinned safety blanket!”  London gushed. 
 
They made their way onto Route 30 heading east towards Valparaiso. 
 
“I’m starving!  Let’s get something to eat,” London said. 
 
“I’ve got nice salads with chicken breast for us back at the office,” Jennifer quickly 
replied. 
 
“We should celebrate, I’m thinking juicy olive burgers at the Industrial Revolution!  It was 
my first official public speaking event.  You should indulge me!” 
 
“You’re always such a bad influence!  How am I supposed to lose any weight if you 
keep forcing me to eat fattening food?”  She laughed. 
 
London felt ecstatic.  He did it!  He finally pulled off what he’d been thinking about for 
years.  A local mastermind group made up of agents from several different companies… 
it had never been done in this market.  Now it had.  He felt very proud. 
 
The idea had been on his mind for at least five years.  The only thing that held him 
back, was him.  His own limiting beliefs.  It’s funny because on the surface London is a 
gregarious high achiever, who exudes confidence.  But deep down inside he fights his 
fears and lack of confidence daily. 
 
After lunch they both decided to just head home and call it a day.  It was only 2:35 but 
the kids get off the bus at 3:00pm. 
 
“You sure you don’t want to drop me off at home and head back to the office?”  Jennifer 
asked. 
 



“No, I’m caught up on everything and the team has it all under control.  Plus it’s fun to 
able to be home every now and again right when the kids get home.” 
 
The big yellow kids taxi pulled up and the door swung open.  Out sprang the three kids. 
Miranda, Mia, and Drake.  15, 12, and 6 years old respectively. 
 
“What are you doing here Dad?”  Miranda asked. 
 
“Hey can’t I be here when you guys get off the bus every once in awhile?”  London 
smiled. 
 
“Yeah, it’s awesome… but also weird,” she replied. 
 
Out of all of the kids Miranda remembers it the most.  The nights and weekends when 
Dad wasn’t home.  Always working.  And when he was home, he was on the phone. 
When he wasn’t on the phone, he was stressed.  Continuously concerned for his clients. 
Worried a deal might fall apart.  Having clients calling him at all hours of the day and 
night. 
 
Miranda remembers it all.  She would have dinner with Mom.  Mia would sit in her 
highchair and throw a fit about the food Mom was serving.  Dad’s plate would always 
have to be covered and put in the fridge.  Then after dinner they’d get grossed out by 
Fear Factor or sing along out of tune to American Idol. 
 
A lot of times Dad wouldn’t get home until long after the girls were put to bed. 
 
At dinnertime they all sat together and laughed and talked.  
 
“No machines!”  London chirped. 
“We know Dad!”  They all said in unison. 
 



London and Jennifer had to enforce a “no machine” rule at the dinner table.  No phones 
for anyone, and no iPad for Drake.  It was like pulling teeth for awhile.  Now it seemed 
they all enjoyed the peaceful uninterrupted time together. 
 
“Ok Dad, would you rather eat a grasshopper or lick Mom’s eyeball?”  Mia asked. 
 
“Gross!”  Jennifer yelled! 
 
“Yuck, both sound horrible!”  London laughed. 
 
“Hey, what’s wrong with my eyeball, probably as sweet as the rest of me!”  
 
They had a great meal together coupled with a bunch of laughter. 
 
At 7:30 London walked Drake up to his room after supervising the brushing of his teeth. 
 
“Which book tonight son?” 
 
“I dunno, let me look,” little Drake replied. 
 
“How bout this one?”  London held up Cat in the Hat. 
 
“You always pick Dr. Suess Daaaad!”  Drake laughed and rolled his eyes. 
 
“Well which one then?” 
 
“This one!”  Drake held up Happy Haunting Amelia Bedelia. 
 
Oh no, not that one!  London thought to himself. 
 
He finished the book, kissed Drake goodnight and then headed all the way down to the 
finished basement.  Jennifer was enthralled in one of her cooking shows.  London rolled 



his eyes, but secretly he loved it!  He loved it because Jennifer was a great cook, and 
these silly shows gave her idea after idea of new dishes to wow the family with. 
 
“How’d it go?”  She asked. 
 
“Great.” 
 
“Which book?” 
 
“Amelia Bedelia,” he said with a smirk. 
 
“Oh no, I’m so sorry honey!  He’s been obsessed with that book.” 
 
“Yeah, but it’s fine.  As I was walking down the stairs I started to get a little choked up 
thinking about Drake and the girls.  It won’t be long and Drake will not be asking us to 
read him a book.  And he’ll be putting himself to bed like the girls do.  And then Miranda 
will be off to college, then Mia, and then Drake!  It’s all happening so fast!” 
 
“You’re such a freak!”  Jennifer countered. 
 
“Wow, you’re so understanding,” he laughed. 
 
“Drake is only six years old!  We got a long way yet with these kids mister.  So just relax 
and enjoy the moment.  Especially this moment!  Now what do you want to watch?” 
 
“How bout The Big Bang Theory?  That or Homeland, we’ve got two episodes to catch 
up on.”  London answered. 
 
“Homeland, and then one episode of Big Bang.  I don’t like going straight to bed after 
the thrillers.” 
 
The next morning London’s eyes popped open at 6am.  Jennifer was already out of bed 
as usual.  London hadn’t used an alarm clock in years.  Over the years he converted 



himself from night-owl to early bird.  Simply because the mornings for anyone are far 
more productive and constructive than late nights. 
 
“Morning honey bunny!”  He said as he kissed and hugged Jennifer. 
 
He sits in the same corner of the couch in the living room every morning.  His view is 
enough to see partially up the stairs so that he can greet the kids as they lumber down 
from a night’s slumber.  And he has a direct view through the breakfast nook into the 
open kitchen, so he can smile and stare at his bride as she goes about her morning 
routine. 
 
London opens his computer, logs into Google Docs and opens the Document named 
The Journey, and begins banging away at the keys. 
 
He writes in The Journey almost everyday for five or ten minutes.  Sometimes longer if 
he has something awesome to report.  This document is his journal.  The journal 
contains his thoughts, feelings, ideas, anecdotes, and his most favorite… the stories. 
The stories of the day to day happenings of his life. 
 
At first the journaling was difficult.  He didn’t know what to say.  He would overthink and 
edit too much.  Then as he wrote more and more, it became fun.  It became therapeutic. 
Now it’s been close to two years of writing in the journal.  When he reads old passages 
it’s amazing how quickly the writing brings him right back to that moment, that event in 
his life.  
 
He’s tempted to check email, but he refrains.  The gnaw of it is still there.  Old habits die 
hard.  He used to check email the second he got up and then would be immediately 
affected by somebody else’s agenda, demands, or negative emotions.  Now he has 
established a new routine of not checking emails until he gets into the office around 
10:30 or eleven. 
 
Emails were one of his many negative addictions for many years.  Checking them 
whenever the machine beeped.  When he got his new iPhone almost two years ago 



now, he didn’t even link his email to it.  Other agents think he’s crazy.  But it’s helped 
London dramatically in becoming more efficient, and even better, more present. 
Jennifer would always feel second rate when the phone would buzz with a call or chirp 
with an email, and London would instinctually turn his attention to the phone.  Almost 
like a shock collar or a Pavlovian dog.  
 
After a few minutes of journaling London grabbed a book from the coffee table.  He’s in 
the middle of reading Essentialism by Greg McKeown.  What a great book he thinks to 
himself.  A book about doing less.  How timely. 
 
The kids start ambling down the stairs and into their morning routines.  Breakfast, 
backpacks filled, teeth brushed, waiting for the bus. 
 
All three kids ride the same bus to the small school in Morgan Township.  
 
As they all wait for the bus to arrive, London goes into his morning chant… 
 
“Do what you can, Do the best you can.  Do what you can, Do the best you can!”  He 
sways side to side as he chants.  He kinda looks like Drew Brees in the middle of his 
team before a game, getting them all fired up. 
 
“Why do you do that everyday, Dad?”  Asks Drake. 
“Because the message applies everyday.”  London retorts. 
“What evs…”  Mia rolls her eyes. 
 
“Look guys, the message is simple.  Do what you can, which is something even you 
monkeyheads can do.  And while you’re doing it, why not go ahead and do the best you 
can!” 
 
“One day you’ll thank me for all these incredible life changing words of wisdom,” he 
laughs. 
 



The bus drives away and London heads for the garage with Jennifer in tow.  Time for a 
trip to the gym for a quick workout.  
 
“So what’s up today?”  Jennifer asks. 
 
“I’m gonna read for a few more minutes, try to meditate for 10, shower, and then head 
over to the office to see what’s happening,” London replies. 
 
“Same ole same ole, huh?  How’s the meditating going by the way?” 
 
“It’s hard as hell!  My monkey mind darts all over the place.  But the key is to just relax 
and bring it back to concentrating on nothing.  There are moments when it actually 
happens.  And I think I’m getting better at it.  Kinda sounds funny, I know.  I’m getting 
better at thinking about nothing, but I swear to you I really do feel better after… and 
throughout the day.” 
 
“Maybe one day I’ll try it,” Jennifer chuckles. 
 
“The sooner the better honey bunny, you seem to be getting crazier and crazier by the 
day!  Meditation will help!”  He jokes.  
 
This concludes this book’s excerpt from Real Estate Phenom. 
 
Stay tuned for Book Two in the Real Estate Good Life book series.  
 
Moving on to the final section of Book One. 
 
 

Joining the Good Life 
 
You get so caught up in the emotion of the outer world, other people, what are they 
doing, what do they think of me? Do they like me, are they impressed? 
 



We get so caught up in the outer world and the outer value - that we forget about the 
inner world and the inner value. The rapture that is associated with being alive… is what 
it is all about. 
 
That is the name of the game. You, my friend, have to once and for all figure out what 
makes you feel alive. And if and when you realize that the game you are actually 
playing is only a game of mindset, of brain chemistry - and that nothing else matters - 
there’s no objective truth, there’s no one path to glory, there’s no one life for you to live. 
 
There’s only subjective truth. The thing inside of you. That gut instinct. That voice - that 
whispers to you. You’ve got to learn to trust that - you’ve got to learn to trust it by 
building it up - by confirming - and re-confirming.  
 
You’ve got to learn to trust it by taking action - and taking notice - and paying attention - 
and gut checking yourself… is that me? 
 
Is that who I want to be? 
Or is that somebody else? 
Is that social media? 
Is that the outside world? 
Is that my parents voice - my teachers voice… is that someone else’s voice trying to 
speak through me? 
 
As Harley Davidson said, “When writing the story of your life… don’t let anyone else 
hold the pen!” 
 
So right now, ask yourself - who’s writing your story? 
 
Is it you? 
Or is it make believe? Or an outside force?  
Are you really listening to the one true voice in your head. 
Not the noise in your head. Not the monster in your head.  
The one true voice… the only voice you need follow. 
 
The voice inside of you that begs you to follow your dreams. 
The voice that demands you pursue your greatness. 
The voice, that when you listen, gives you the chills - when describing the life that is 
possible for you. 
 



Or are you trying to live the life that somebody else wants for you? 
 
Or the life that has been created by default, by zombie mode, by not taking risks, by not 
stepping outside of your comfort zone?  
 
Which life are you living? 
 
Remember as you answer that question - what William James said, 
 
“Act as if what you do matters… because it does.” 
 
Even if for nobody else. Every step you take. Every thought you have. Everything you 
fantasize about. Everything that you dream about. The things that you want. The hopes 
that you have. They matter.  
 
They matter to you, because they tell you who you are, they tell you who you are trying 
to become, and ultimately those things that monopolize your mind will become you. 
 
So if somebody else is holding the pen. 
 
If somebody else is forcing you to write something that doesn’t make you feel alive. That 
is a life lost. And that is how you die - before you ever had a chance to live. 
 
Wow… please wrap your mind and your emotions around these words. This one life is 
all we have. No more sitting on the sidelines. Together we rise. Together we pursue 
greatness. Together we choose the Good Life. 
 
Ok, so if your face isn’t covered with goosebumps and your heart isn’t filled with 
electricity… I apologize. I’ve failed you. Or maybe, just maybe.. You’ve failed yourself. 
 
Now we move on in the episode, in the podcast - to an important topic. 
 
I’m getting more and more agents asking me if I will coach them. Today, as we stand, 
here on September 2nd - the answer is no. Hahahaha. 
The answer is no for a very simple reason. Time is my most valuable asset. My time, 
like your time, is finite. When it’s over it’s over. 
 



I want to help as many agents as I possibly can help. Over the course of dabbling in the 
agent coaching business, I’ve recognized a fatal flaw. The flaw is that most agents just 
don’t have what it takes to be successful. 
 
And maybe it’s not even that. They probably do have what it takes. What they lack I 
guess is the fire. They lack the desire. They pussyfoot around without any type of 
commitment or discipline… and then shrug their shoulders wondering why their life 
sucks. 
 
I’m here to tell them, I know exactly why your life sucks. You lack passion. You lack 
pursuit. You lack progress. You like consistency. And you lack discipline. 
 
WIth all of that said, I don’t want to waste time attempting to coach an agent that is not 
yet coachable. 
 
So, I’ve built a system. A system to coach agents to success. A system to deliver you to 
six figures or doubling your current business in three years or less. A system to allow for 
you to become and to live debt-free in five years. A system to catapult you to financial 
freedom in seven years or less. 
 
If you want to peak at this system, if you want to take this system for a test drive - go to 
realestategoodlife.com and click on the tab Good Life Access. 
 
For a very limited time, I am opening the doors, pulling back the curtain, and allowing 
agents to test drive my entire business model. A business model that allows for my 
schedule to include No Evenings, No Weekends, and No Fridays. 
 
A business model that built for me a business that works... so I don’t have to. 
 
You can check it all out for a very limited time for only 59 bucks. Try it out for only 59 
dollar billz ya all. If you like stay with, have unlimited access for 59 a month.  
 
In life, you can have anything that you want. But you cannot have everything you 
want. 
 
During this time of year, a lot of agents aren’t paying attention. I want to reward you for 
paying attention with a very special offer. 
 
Over the course of the next two weeks, I will be offering all of the following for one low 



monthly investment of $59. You can cancel at any time. 
 
Reasons come first, answers come second. 
 
If you have compelling enough reasons for creating the life you deserve – The Good 
Life – then, my friend – I have the answers. 
 
You will have access to every real estate agent product I’ve ever created. You will have 
access to everything currently utilized inside of my lifestyle business. A business that 
produced 1,239 home sales in the past five year – with me working a schedule of No 
Evenings, No Weekends, and No Fridays. 
 
Once the two weeks are up – Or, I’ve reached 25 agents making the investment in 
themselves – the offer will be off the table and paused indefinitely. The pause will be 
required so that I can then get each agent on the phone individually in order to design a 
business plan for their Freedom. 
 
Here is what’s included in The Good Life Monthly : 
 
Full and complete access to The Business Building Blueprint. The blueprint includes 
every single marketing campaign, drip campaign, follow up sequence, script, tracking 
sheet, checklist, Buyer representation agreement, Easy Exit Seller Guarantee, 89 Day 
Guaranteed Sale program, the Instant Sale program (designed to combat Zillow Offers 
and Open Door), the FREE Craigslist program (costs nothing to implement), and on and 
on and on. 
 
You’ll get my new Shock & Awe Listing Lead Magnet. This direct mail and video 
campaign was launched last year and earned my an extra $254,322 (but who’s 
counting?) to the bottom line of the business – without requiring a single COLD CALL. 
And you know I hate COLD CALLS! 
 
Includes The Good Life Project: a step by step – color by numbers process for earning 
six figures or doubling your income (whichever is greater) in three years or less. A 
foolproof plan for becoming debt-free in five years or less. And a complete 100% 
money backed guarantee for creating financial freedom in seven years or less. 
Newsletter Marketing System: in 2014 we began mailing a printed monthly newsletter 
to 500 hundred of our friends, family members, and past clients. Our business grew 
from 115 homes sales, to 151, 206, 268, and then 470! The list is well over 2,000 
people now, which directly contributed to our $2,200,000 in commissions earned last 



year! 
 
You will get the step by step process I used to design and implement the newsletter. 
Along with the strategic breakthrough that allows for local businesses to pay for every 
dime of my cost associated with the monthly mailing. 
This entire process can begin with the simple implementation of a super low cost 
e-newsletter. 
 
You’ll have access to the template I use (just copy and paste) and copies of dozens of 
the newsletters we’ve sent out. Feel free to copy every article and idea if you’d like. 
Please do not continue scrolling until you stop for a second and consider what the 
concept is for you and your business. The entire plan is always the same: 
 
Build the list! 
 
You continuously build a list. Continuously. Over and over. 
You then communicate with this list consistently. 
You design marketing campaigns and programs to leverage the concept of One to 
Many marketing. Once you have copied the One to Many concepts from my material – 
Your life and business will NEVER be the same. 
You’ll also get: 
 
Audio Extravaganza: You will also receive over 20 hours of jam-packed, content filled, 
step by step instructions, on exactly how I built my business, run my business, and 
details on the systems that operate my business. Keep in mind: If you ARE your 
business – 
you DON’T have a business. 
 
Book Notes: I am an avid reader of books. It is my opinion that books have been more 
responsible for my success than I have been! In The Good Life Monthly, you will have 
access to dozens of my book notes from the greatest business and personal 
development books of all time. 
 
Niche Affinity Groups: this idea alone is worth 100 TIMES your investment! I promise 
you! 
Take any group you can think of, such as: 
● School Teachers 
● Law Enforcement 
● Firefighters 



● Military 
● Church Members 
● Retirees 
● Union Members 
Take any group you can think of… apply this concept… and WALLAH! You become the 
Go-To real estate agent in each and every group you want to benefit. 
 
One on One Business Breakthrough call! 
In the program, you will receive a complete Business Assessment. After completing the 
assessment questionnaire, we will get on the phone together and develop a full proof 
plan for reaching your business goals. The call will be recorded and sent to you for 
future listening. 
 
The 10 Commandments of Real Estate Sales Success 
 
A copy of my book “The 10 Commandments of Real Estate Sales Success”… this book 
is awesome and you’ll absolutely love it! This book is the culmination of the over 20+ 
years I’ve spent in this business and the more than $150,000 I’ve spent on personal 
development, coaching, seminars, conferences, you name it. I’ve boiled down exactly 
what you can do right now in your business and your life to get the Exact desired results 
you are striving for! 
 
The 10 Commandments of Real Estate Lead Generation 
A copy of “The 10 Commandments of Real Estate Lead Generation”… if you have a 
lead problem in your business… this will absolutely solve it! A step by step guide to 
install each and every one of the 10 Lead Generation Pillars I use day today in my real 
estate business! At the end of the day… we are all in the lead generation business… 
this 
book will completely revolutionize the way you think about lead generation. 
 
The 10 Commandments of Money Mastery 
A copy of “The 10 Commandments of Money Mastery”. A breakdown of all the mistakes 
I’ve made with money over the years and what I’ve learned from them. This process has 
taken me from Dead-Broke to knocking on the door of complete Financial Freedom. My 
plan for you is simple: Debt-Free and Financial Freedom in seven years or less. 
Scripts: for SOI, Expireds, FSBO’s, Buyers, and of course Sellers. 
Knowing what to say, how to say, and when to say it… can be the difference between 
mediocre and meteoric in your business and in your bank account! You will get the 
exact scripts and dialogues we use on a day to day basis in our business. 



 
Checklists 
Checklists for each and every one of the 10 Pillars of Lead Generation. You will have all 
10 Pillars up and running within one year… the key to that… easy to follow and 
implement Checklists! 
 
Income Freedom Formula 
The Income Freedom Formula… this will give you the exact formula for earning the 
income you desire… based on the size of your SOI and the # of other lead generation 
pillars you have in place… you will know precisely how many people you will need to 
contact each and every day… in order to reach your goals. 
 
Listing Presentation 
The exact Listing Presentation that my team uses to “get” 87% of the listing 
appointments they go on! Along with the Market Domination Pre-List Packet that goes 
out to all “potential” listing appointments… and set appointments that create the tone 
and pre-sell us to the prospect. These are pre-built tools for your arsenal! 
 
VIP Buyer Presentation 
 
You will get our VIP Buyer Presentation (exclusive buyer agreement)… this one 3 page 
document will change your life forever! Your buyer prospects will be falling all over 
themselves to sign it… and once they do, the buyer will be locked in and loyal to you as 
their agent… and they will be over the moon excited to be represented by you, the real 
estate Expert! 
 
If you’ve made it this far in the sales letter portion of this podcast, you really have no 
choice but to make the investment. You only have one life. And that one life is short. 
 
If you care for yourself and your family, you’ll get results. If you care enough for yourself 
and your family, you’ll get incredible results! 
 
Success is the study of the obvious. If you find someone that is successful, you study 
them and you study what they do, obviously. 

GET STARTED NOW: Gain INSTANT ACCESS at www.realestategoodlife.com click on 
the tab Good Life Access. 
 
Thanks for reading Book One in the multi-book series Real Estate Good Life.  



 
Please listen to and subscribe to the podcast Real Estate Good Life. You can find the 
podcast on iTunes, Stitcher, www.realestategoodlife.com, and anywhere podcasts are 
typically found. Please rate, review, email me a question at bart@bartsellshouses.com, 
share with a friend. 
 
Thank you so much for investing your time into reading this entire book. You are now in 
the 5% Club. Inside the 5% Club is where all the magic happens.  
 
Look for Real Estate Good Life: Book Two very soon! 
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