Bob Bohlen’s
Life Lessons

It’s All In Your Head

· I have to like working with someone, think that I can help them, believe they will appreciate it, and that they will remember it.
· Associate with people who are better at what you do than you are.
· If you encounter a problem with closing a transaction, look in the mirror, all too often you will find the problem.
· Goals have to be in writing or you won’t achieve them.
· Ego gets in the way of progress and success more often than you can imagine.
· You need a minimum standard for everything you do, listings, sales, face to faces, investments, your health, physical fitness, and your life.
· What you are doing should be fun everyday; if it isn’t, do something else.
· We are all here on earth to learn lessons; challenges are opportunities for us to learn.
· Just tell the truth and you won’t have to worry about remembering what you told someone about something.
· The definition of insanity is doing the same thing over and over again and expecting a different result.
· Life and business are all mental.
· The minute you are satisfied with where you are, you aren’t there anymore.
· We learn and grow from our mistakes not our successes.
· The smarter and harder you work the luckier you will be.
· Anything you can imagine or visualize you can accomplish.
· Knowing what you don’t know is better than thinking you know a lot!
· Ask yourself often, “What am I supposed to learn from this experience?”
· You are never too old to learn.
· If you are not stretching both your mind and body they are shrinking.
· Generally the simpler something is, the better it is.
· Work from abundance not scarcity.
· Without a goal or a dream you will go nowhere.
· If you love doing something the money will follow.
· Rich people believe “I create my life.” Poor people believe “Life happens to me.”
· Minds are like parachutes – they only function when open.
· The number one reason most people don’t get what they want is that they don’t know what they want.
· The hardest and most difficult distance we travel is the 5” between our ears. 
· Energy flows where your attention goes.
The Fundamental System 
· Always be into curiosity, never into judgment.
· Always just ask questions, and you will never get into trouble.
· Invest your energy where it will be appreciated and rewarded.
· Eliminate all the negativity from your life whether it be associates, employees, or significant others.
· If you don’t have a written business plan you don’t have a business.
· Having an ideal day and an ideal week is the best way to maximize time management and increase productivity.
· The world is divided into two primary groups, sales people and operations people.
· Everything you do should be done with a system.
· Consider and define challenges as opportunities.
· In the real estate brokerage business, there are no magic pills – prospecting, face to face appointments, asking questions, dealing with objections, and closing are the keys to success. They are all hard work and require development of the skills. But it’s easy!
· Most agents spend way too much money on marketing and advertising. If they would only prospect, the business would come and their bottom line would be substantially better.
· There is no better investment than in more education.
· Start everyday from zero.
· UPOD – under promise over deliver.
· Don’t editorialize, it will get you into trouble every time.
· Knowledge is power.
· You can’t qualify a prospect too much before meeting them.
· People never forget how you make them feel.
· The ten most powerful two letter words in the English language: IF IT IS TO BE, IT IS UP TO ME.
· Perseverance is not a long race; it is many short races, one after another.
· You can make more friends in a month by being interested in them than ten years by trying to get them interested in you.
· An apology is the superglue to life. It can repair just about anything.
· You can either complain that rose bushes have thorns – or rejoice that thorn bushes have roses.
The System…..Using It
· ABC- Always Be in Control – Always Be Closing.
· PLNS – Prospect, List, Negotiate, Sell.
· It always takes longer than you think, no matter how long you think it will take.
· You can only control the output by controlling your input.
· A weekly top prospect list is crucial to your business success.
· We are in the service business, our goal must be to provide great service and make a profit.
· Track any lead that comes in, cost it and quit doing anything that isn’t profitable by a 4 to 1 ratio.
· If you price a property right, it will sell quickly with little or no advertising.
· Perfection equals procrastination.
· If more than 25% of your business is repeat and referral you aren’t growing your business enough.
· Start each week with 25-30 cards in your jacket or purse, hand them out to everyone you meet and ask: “Who do you know that is interested in buying or selling some real estate?” One out of ten will yield a result.
· Mind blowing customer service is the wave of the future in real estate.
· Selling a property is all about price, price, price, and price.
· The more detached you get from the outcome generally the more attached it gets to you.
· Always be early, never late.
· Our real estate customers and clients only want 4 things from us:
a. Time

b. Knowledge

c. Negotiating Skills

d. Attention to their needs (Customer Service)

· 90% of the people won’t proceed until you have closed them 7 times.
· P3 – Prospect, Prospect, Prospect.
· Q3 – Question, Question, Question.
· C3 – Close, Close, Close.
· Good luck is the result of preparation, planning, and seizing the opportunity.
· When dealing with an irate:

a. Fix the person

b. Fix the problem

c. Fix the system

· Lots of advertising or marketing will never get an overpriced property sold.
· Start your listing or selling process with the end in mind.
· The more you give the more you get back.
· Anticipation is always greater than realization.
· If you want to be the part, act and dress the part.
· Trying times are not the time to stop trying.
· Too many sales people don’t ask for the Business

· People only care about WIIFM – What’s In It For Me

Accountability
· Daily accountability – is the single biggest step towards increasing and improving productivity and results.
Coaching
· Pass out 3 to 5 compliments each day that come from your heart.
· The best leadership is by example.
· An investment with no partners is always better than one with partners.
· The teacher always learns more than the students.
· You take people as far as they want to go, not as far as you want them to go.
· See opportunity in difficulty instead of difficulty in opportunity.
· Surround yourself with art, it provides an environment and energy that fosters creativity.
· If you don’t expect much from your friends and associates you won’t be disappointed.
· Change what you can change and accept the rest.
· Knowing what you don’t know is better than thinking you know a lot.
· Your life’s job at this level is to be a coach to others.
· Many times the people you do the most for appreciate it the least.
· Live in the future not in the past, use the lessons you have learned to grow.
· Don’t spend your time with low producers; you are not in the business of uplifting the downtrodden.
· If people don’t have something passionate to work for, they won’t work.
· If it is not YES it is always NO!
· Coaching is forever.
· The significant problems we face cannot be solved at the same level of thinking we were at when we created them.
Changing Behavior
· The process for change is:

a. Awareness

b. Decision

c. Commitment
· As you grow you will become a tall poppy, most around you won’t. Don’t worry or feel guilty about leaving them behind.
· The paradox of change:

The best time to do it is when it seems least necessary.
· Helping someone change their behavior is really difficult, but possible. Again the process is awareness, decision, and commitment.
· Welcome change, don’t fight it.
· The minute you are satisfied with where you are, you aren’t there anymore.
· Significant rewards and non rewards work every time if they are really meaningful to the student. 
Hiring And Getting Results From Your Associates Or Employees
· The most important thing you can do as a leader is to hire the right people.
· The number one reason people are unhappy at work is that they do not know what is expected of them.
· Select people, don’t hire them.
· Success is a journey not a destination.
· Managing people
a. Set expectations

b. Hold them accountable

c. Give them feedback regularly
· Always hire the best person for the task, and then figure out how to pay them.
· Consider and define challenges as opportunities.
· Adding team members is just like getting listings, it is a never ending job and potential candidates are everywhere, if you just look!
· It takes a lifetime to become good at managing ourselves.
· Always Caliper prospective associates and employees- our numbers are:
32 interviews = 4 calipers = 2 hires = 1 that makes it 5 years or more.
· Your next employee is always better than the last one because you know how to manage the next one better.
· Past customers and clients make great team members.
· Ask yourself often, “What am I supposed to learn from this experience?”
· A cluttered desk creates a cluttered mind.
· Compensation is generally 5th on employees work agenda.
Delegation
· Delegate everything that is not dollar productive.
· If you can find someone that will do something at a 1/4 or 1/5 of your hourly rate, hire them and give them the task.
· Always ask employees to bring you their problem with 2 or 3 solutions so you can help select the best solution.
· If you don’t have a personal assistant, you are one.
Being a Leader
· A real leader spends time fixing the problem instead of finding who to blame.
· Poor effort gets you poor results, excellent effort gets you good results, outstanding effort gets you great results.
· ABC – Always Be in Control – Always Be Closing.
· People who are changers really are:
a. Leaders

b. Proactive not reactive

c. Don’t hold on to the way we used to do it

· All employees want leadership.

· Building great teams requires high energy team work. 

· COFA – Crying out for Attention, a common request from Top Producers.

