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Sometimes that means not merely copying how agents did
things in the past.

My observation is that agents who cannot use computers
waste much time and money relying on others to do simple
tasks such as retrieve and answer email. The most efficient
real estate agents have enough computer skills that they can
get what they need quickly.

I have a friend who is one of the top producing agents in
the U.S. He has been in the business almost 2 decades. When
he started, using a computer wasn’t important. He never
learned to use computers at all. So, he can’t retrieve his own
email. To compensate, he has five assistants who do his work,
including printing his email. I believe he wastes money having
someone read, print, and show him his email. Not only that,
he then must tell that assistant how to respond.

I have seen his frustration level escalate when he couldn’t
explain to an assistant exactly what he wanted from the
computer—because he didn’t have any basic understanding
and skill. For example, wouldn’t it be faster and better if he
could do simple email correspondence?

3. Business Planning and Organizational Skills: Today,
developing checklists and systems for effective business
management is important. The business has become too
complex for an agent to “wing it.” As a new agent, I had no
checklists to follow. So, I didn’t know what to do when I sold
a home. I didn’t know I was supposed to remove the key box,
call the listing office, or place a sold sign on the property. Boy,
did I get nasty messages from my manager and the other office!
After that, I started developing checklists and systems for every
set of processes I did.

Today, successful agents use these operational guides for
every conceivable activity set. Then, they can delegate many
of these responsibilities to assistants. In addition, successful
agents run their businesses through their business plans. Do
you have experience in organizing and completing operations
that require 20 to 30 steps? Do you have the ability to organize
multiple tasks? Do you know how to write and implement a
business plan? You either need these skills or you must take
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classes and buy programs to create a successful business plan,
and the operational checklists that allow you to go faster,
perform better, avoid mistakes, and delegate support activities
to someone else.

You’re thinking, “I’m a new agent. I don’t need those things.”
That’s true. You don’t need them unless you want to compete
with successful agents, provide exceptional customer
satisfaction, and build a career faster!

A Top Producer’s Behaviors
I am always curious about success. Why do some people make a
success of something, while others, seemingly as talented, fail? I’ve
concluded that it’s not about their credentials, or what they are, it
is about what they do. Studying the behaviors of multimillion-dollar-
producing salespeople makes it possible to draw a profile of a top
producer. A University of Illinois study found that top producers...

■ Were self-starters and had high energy

■ Worked more days, evenings, and weekends than average
producers

■ Were intensely task-oriented

■ Took part in relatively little social conversation on the job

■ Completed more face-to-face contacts

■ Had high standards for prospects (qualified them stringently
before they would put buyers in the car or go to listing
presentations)

■ Had high client candor (frankly told them the truth, even if
the client didn’t want to hear it)

■ Needed recognition more than security

One of the best resources for new agents to learn and model
the successful behaviors of top producers is the iSucceed service
(www.isucceed.com). Weekly conference calls with top producers,
plus free systems and processes, are among the resources available.

Good News for New Agents: Researchers have found that
experience beyond 1 year was a nonsignificant factor to high
productivity. This means it is possible to build a dynamic career in
real estate quickly if you demonstrate the behaviors listed here.
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