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Chapter One■

I know this is diffi cult, but as you stand at the threshold of your 

real estate career, I’d like you to project yourself seven or ten years 

into the future, and from that vantage point look back at what you 

will have learned from being in this business. If you’ve been in the 

business awhile, think back on who you were at the start and what 

you expected.

I’d like you to imagine yourself a successful veteran: You’ve done 

hundreds of deals, your career already is over the early bumps and 

bruises, and you’re steaming ahead quite nicely now. In fact, you 

are such a success that your supervising broker has asked you to 

spare a few minutes to make a few quick remarks to the latest class 

of new licensees. The title of your remarks: “I wish I had known 

then what I know now.” 

If you can imagine yourself in that position, what do you think 

you’d tell those new licensees? What warning signs would you post? 

I suspect you would end up offering them a mix of practical and 

philosophical insights. I suspect you would present them with a list 

that would go something like this: 

 1. I wish I had realized that the real estate business found me; 

I only thought I found it. Who I was and what I was doing 

In Conclusion…

I wish I knew now what I will know then

00_21Broker_BOOK.indb   100_21Broker_BOOK.indb   1 3/21/07   9:17:19 AM3/21/07   9:17:19 AM

SAMPLE



2 21 THINGS I WISH MY BROKER HAD TOLD ME

before I got into real estate were completely irrelevant to 

the success I could become.

 2. I wish I had known what to do those fi rst days in the offi ce 

when everybody else looked so busy and I felt so out of 

place. I wish I had known how I could work my way into the 

mainstream quicker.

 3. I wish I had known the difference between being an “inde-

pendent contractor” and being “free to do whatever I 

wanted.” I didn’t understand the need for discipline and 

standards.

 4. I wish I had known earlier what kind of business skills I 

needed—what kind of salesmanship worked and what 

didn’t. I wish I had known how to move aggressively toward 

my fi rst transaction.

 5. I wish I had known how much money I would need to stock-

pile before I got into the business and how long it would be 

before I got my fi rst commission check. I wish I had known 

how much money I would be spending to get my business 

going.

 6. I wish I had known from the very beginning that I needed to 

market me every bit as much as I marketed my company and 

my listings. I could have secured my career much earlier.

 7. I wish I had understood from the beginning that my col-

leagues could be both good friends and tough competitors, 

and that no one owns the business—not them, and not me.

 8. I wish I had realized sooner that I needed a niche to call my 

own, and that if I couldn’t fi nd one, I could create one if I 

just looked around a bit.

 9. I wish I had been realistic about the kind of strain my spouse 

and children would be under if I did the things I felt it 

would take to become successful. I wish I had remembered 

that I needed to take time out for them.

 10. I wish I hadn’t been so frustrated when my own friends and 

family would deal with someone other than me. It was as 

much my fault as theirs. 

 11. I wish I had learned the tricks of the trade earlier and 

hadn’t been so naïve as to believe competitors wouldn’t 

undermine me if they found the opportunity to do it.
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 1 / IN CONCLUSION… 3

 12. I wish I had realized sooner that the general public had 

such a low estimation of me and my profession, but that I 

could turn that to my advantage.

 13. I wish I had fi gured out sooner that I needed to continue to 

support my community and that, in ways that were unimagi-

nable, my community would in turn support me.

 14. I wish I had paid attention earlier to those initials on other 

agents’ business cards and understood the value of those 

designations.

 15. I wish I had fi gured out earlier my relationship to the deal 

killers—the lawyers and home inspectors—and understood 

they were just trying to do their jobs.

 16. I wish I had known that the real estate business was not 

fi xed in concrete and there were many ways to do business 

and many ways to make money. I wish I had understood ear-

lier that imagination, ingenuity, and hard work were more 

important elements in my success than family background 

or formal education.

 17. I wish I had fi gured out earlier what a good sales coach could 

mean to my career, my income, my lifestyle, and my life.

 18. I wish I had a better perspective on what technology could 

do for me, as well as what it couldn’t do for me.

 19. I wish I had realized earlier the importance of developing 

high-quality work habits and realized that I could destroy my 

own career far more quickly than my competitors could.

 20. I wish I had consistently understood the importance of 

allowing people to make their own choices in fi nding 

a place to live and that my assumptions were completely 

irrelevant. 

 21. I wish I had celebrated the fact that everything in real estate 

is changing and that every day presented both a challenge 

and an opportunity to stay ahead of the industry.

I know this may seem like an unusual way to start. It’s a little like 

blurting out the punch line before you tell the joke. But these are 

the ideas we’re going to deal with over the next couple hundred 

pages and it’s important to see them up front.
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4 21 THINGS I WISH MY BROKER HAD TOLD ME

Yes, there are 21 of them. But there could as easily have been 

30 or 50, or 7 or 10. It’s hard to know what’s going to be relevant 

in your career, especially since you’re just starting out. The best 

thing about a new career is that it is full of possibilities and empty 

of regrets.

The worst thing about a new career is that nagging feeling that 

you probably have unrealistic expectations about the business, and 

about your ability to be a success in it. Don’t worry, you’re in good 

company. You are in good company if you succeed because you 

can make a very nice living from real estate. And if you appear to 

fail, you’re in good company there, too. The industry itself believes 

that nine out of every ten real estate licensees are basically just 

muddling through. Somewhere between 15 and 25 percent of peo-

ple with real estate licenses leave the business every year, unable 

to make enough money to sustain themselves. About 10 percent of 

the people in the industry are making a nice living. 

Can you be among the 10 percent? Of course.

Will it be hard to do? 

In this book, we’ll fi nd out what people who’ve gotten there 

have to say about that.

No matter how long you stay in the business, whether a few days, 

a few years, or the rest of your life, you are going to meet some very 

nice people, and a few very strange ones—many of whom will be 

your colleagues and clients.

Now go to work.

…And Another Thing

If you’re reading this while you’re in school or about to take 

the license exam, take a moment to write down a few goals, such 

as “List fi ve houses in the next 12 months” or “Earn $35,000 in 

my fi rst full year.” Then, set higher goals for your second year in 

business and your third. Now take the piece of paper and put it in 

a drawer somewhere and forget about it. If you’re already practic-

ing, try to remember what you would have written on that piece of 

paper.

■
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