Winning the War with Passion
Winning in real estate sales means that you must be doing the "right things" all the time.  Thirty years ago, I quickly learned that everyone and everything wants a piece of you.  One seller has an empty brochure box, and another person needs the closing date re-negotiated.  The termite guy lost the key, and an agent just can't seem to get the door open.  The new agent down the hall wants to tell you the meaning of life, and your daughter doesn't understand what you mean when you say, "Daddy's busy."
The minute I planned the perfect, client-pleasing, profit-producing work week then the old fires that I have held back work themselves up on the priority list and start eliminating my ability to get the "important stuff" done – important stuff like lead generation.  I had to evaluate my low priority emergencies and develop standard solutions. 
The seller is now responsible to fill the brochure box.   Our listing checklist requires that the termite guy belong to the board and have a lockbox key for access.   The coop agent is asked to reschedule their showing, and I put a "do not disturb" sign on my office when I am prospecting. 
With my passion to win the war, I have taken the steps to work when I'm at work!  This action plan is my is my top priority during working hours so I have it set up just like a war room - walls of lists and goals that are always being monitored. 
Force yourself to write down the outcome and watch your action plan appear!  Look at your action plan every working day and I promise great things will happen!  Your passion for the real estate business will be renewed, and the interruptions that keep you from your task will disappear.  Imagine you are fighting a war.  Your financial independence and quality of life literally hang in the balance.  As you watch your "troops" advance on their goals, your adrenaline takes over and guides you to complete victory.  This plan is just a few "white boards" away…. 
To set up your war room, all you need are some computer monitors or wall space at your office and home.  I prefer white boards on the walls to computer monitor screen savers because they are “in my face” all day long. 
The first board that I start out includes my goals and what they do for me.  It might look something like this: 
	2007 
	Details 
	I feel ... 

	Hummer
	$74,000/$15,000 down 
	Cool 

	Pre-Paid College
	$24,000 cash 
	Secure 

	Rental Property down payment
	$15,000 +

 Commission 
	My estate

 building 

	Gym at 6am five days a week
	Priceless 
	Energized 

	Two days off per week
	Priceless 
	Refreshed 

	Fund SEP/IRA
	$25,000 
	Secure 

	Website/new computer/color laser 


	$6,000 
	Efficient 

	Piano lessons
	$4,000 
	Proud 


This board or computer screen saver is something that I recommend to be left at home.  Your family can hold you accountable, not envious agents in the next cubical. 
My next board is my time-blocker.  It sets my priorities for me, keeps me on track, warns potential interrupters that now is not their time, and reminds me what must be caught up, if some "fire" comes in and takes over a time spot.  This time-blocker board just might be the secret to most top producers' income - including mine. (Click to download/print PDF file)
My last board keeps track of the numbers so that I never drift into mediocrity.  Whenever a lull in any of these important numbers is experienced -- then I double my passion in that area.  Here is what the last board in my war room looks like: (Click to download/print PDF file). 
As you can see, having your business systems staring you in the face will make you pay attention to what is important - winning the "war" with passion!  For twenty years, agents from all over North America made the trip to my office in Long Beach, California to take pictures of my ever-changing war room.  This idea will be responsible for keeping you on track with your goals of lead generation, while providing consistency of service to your clients.  It tells others you are serious; it forces you to work when you are at work. Now that you know the outcome, it can all be done with passion! 
Walter Sanford was one of the top real estate agents in North America for nearly thirty years, and now, he is one of the most requested speakers, trainers, and coaches.  He has authored twelve systems and books on checklists, pro-active lead generation, affiliate lead generation, plus others mentioned in this article.  You can hire Walter or buy his products by visiting his website for more details at www.waltersanford.com, by calling 815-929-9258, or emailing Walter at walter@waltersanford.com.
