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Purpose & Impact
February Article THE IMPATIENT SALESMAN vs. NICOLA TESLA

WAUWATOSA ADVICE GIVERS
PODCAST
So close, I can almost hear it. Wauwatosa Advice Givers podcast. Working out a
few logistics. Looking to launch mid March. I have amazing guest. Stay tuned!
WANTED! Seeking out the area’s Brightest Minds, Business owners, Entrepreneurs and
Community Leaders
To be Interviewed on The Podcast
Go To
ScheduleMyPodcast.com

THE VALUE DRIVEN APPROACH
TO SELL REAL ESTATE
Hi Rob, Zaun here I will be donating the book to my nephew who is just starting out in real estate
investing and I will be donating $50 to the St. Jude Children's Hospital fund thanks for the book.
Bob Oettinger
Rob am giving $50 bucks to Rescue Mission Farther plue in your name.

Purpose
To level the playing field. The only protection you have against Real Estate
Greed is to know how to “play the game” equally as well, if not better than those
guilty of breaking the rules. And no, not every real estate agent breaks the rules,
but enough do, that the term “real estate agent” leaves a bitter taste in most
people’s mouth.

Impact
To raise money for charites. I wrote it to help people. Not to make money by
selling it. Besides. Do the math. If I can give away just 100 books a month, and
if each person donates just $5 to a charity of their choice, then indiecrtly, this
book will generate $500 in new donations every month, for one great cause after
another.

REQUEST YOUR FREE BOOK at: www.TosaFreeBook4Charity.com
or call 262-617-2043 and ask for Rob, or email your request to
Rob@TosaFreeBook4Charity.com.
Always More @ RobKochanski.com

Featured Real Estate Columnist – Rob Kochanski

THE IMPATIENT SALESMAN vs.NICOLA TESLA
Hurried. Pressured. Rushed. These are terms that
homeowners use when describing “real estate agents,” but –
might there be a better approach?
Tesla, no doubt, was one of the greatest minds to ever live or grace the
earth. His contributions to human history, in many ways, is beyond
measure. Thomas Edison often gets credit, because he was more of a
showman, P.T. Barnumesque, whereas Tesla was the quiet but brilliant
brain.
Of course you might ask, “What does this have to do with real
estate?” This is, after all, a real estate column, where I frequently
pontificate about the happenings, both good and bad, from within the
industry.
Well, consider.
In his autobiography, Tesla describes how he worked:
“My method is different. I do not rush into actual work. When I get
an idea I start at once building it up in my imagination. I change the
construction. Make improvements and operate the device in my mind.
It is absolutely immaterial to me whether I run my turbine in thought
or test it in my shop. I even note if it is out of balance. There is no
difference whatsoever, the results are the same. In this way I am able to
rapidly develop and perfect a conception without touching anything.”
As I read this, I realized how opposite this is to how most real estate
agents work on behalf of their clients. And since you know the
common perception about agents, their negative reputation, often
deservingly so, I won’t bother to recap what is already known. But how
they operate, in direct opposition of Tesla, is precisely why that
negative stereotype is often strengthened.
Just think about it.
And this applies to other professions too, especially those where a
commission is at stake. To understand why this happens, you have to
look at the motive. “When does a commission-based salesperson want
his commission?” Exactly right! As soon as possible. Immediately. If
possible, yesterday. Which means, anything that delays that sales
process, too often, is deemed to be the “enemy” that stands between
them and their commission check.
And yes, that includes proper preparation, prior to putting a home
on the market. You heard Tesla, “My method is different,” referring to
other inventors, “I do not rush into actual work.” Which is precisely
what made Tesla so effective, he took the time to devise the plan. None
of that, “Two steps forward, one step backwards.” Which is what I see
all the time, as part of the real estate process. Homeowners get all
excited, because something good happens, but then a step was skipped,
so that excitement turns to frustration.
It’d be like Tesla forgetting to balance his turbine. It starts. It
functions. But because the balance is off, soon, that smallest of
vibration, destroys the bearings causing a total end-game failure.
You have to ask, if pre-game and prep weren’t important, why
would NFL teams like the Patriots, Bill Billichick and his staff, spend
hundreds of hours in the film room, prior to Super Bowl 51– reviewing
every play, every player, every detail, on both

offense and defense of the Atlanta Falcons, dissecting the opposing team, from
every possible angle, to evaluate every possible strength and find every weakness?
And yet, that is precisely how most “real estate agents,” those in my
profession, tackle of the home sale process of their clients—totally, without
strategic thought or much prep, rushing to market as soon as they can pressure
their client/convince you to pull that trigger.
My advice. Pay attention to the process of Nicola Tesla, “My method is
different. I do not rush into actual work,” and choose to do the necessary
diligence (and prep) to guarantee a positive outcome, with no out-of-balancebearings.
For all of our clients, we use a Documented Approach. This is something we,
like Tesla, like Billichick, as prep, to best serve our clients, have spent hundreds
of hours to perfect.
---------------------------------------------------------------------------------------------Rob Kochanski is the author of ‘The Value-Driven Approach: A practical
guide to protect yourself from REAL ESTATE GREED & bank and
extra $30,000 by THINKING like the great Warren Buffett.’ He is a
licensed agent with Premier Point Realty and a local entrepreneur as well.
For a free copy of his book visit: www.TosaFreeBook4Charity.com

Always More @ RobKochanski.com

Featured Real Estate Columnist – Rob Kochanski

REAL ESTATE MAXIMUM PROFITS

The Aggregation of Marginal Gains: How “The Value-Driven Approach To Sell
Real Estate” Creates Max ProXit For Homesellers!
I read an incredible article the other day about Tour de France cyclist
coach, Dave Brailsford.
From the article, “In 2010, Dave Brailsford faced a tough job. No
British cyclist had ever won the Tour de France, but as the new General
Manager and Performance Director for Team Sky (Great Britain’s
professional cycling team), Brailsford was asked to change that.
His approach was simple.
Brailsford believed in a concept that he referred to as the
“aggregation of marginal gains.” He explained it as “the 1 percent
margin for improvement in everything you do.” His belief was that if
you improved every area related to cycling by just 1 percent, then
those small gains would add up to remarkable improvement.
They started by optimizing the things you might expect: the
nutrition of riders, their weekly training program, the ergonomics of
the bike seat, and the weight of the tires.
But Brailsford and his team didn’t stop there. They searched for 1
percent improvements in tiny areas that were overlooked by almost
everyone else: discovering the pillow that offered the best sleep and
taking it with them to hotels, testing for the most effective type of
massage gel, and teaching riders the best way to wash their hands to
avoid infection. They searched for 1 percent improvements
everywhere.
Brailsford believed that if they could successfully execute this
strategy, then Team Sky would be in a position to win the Tour de
France in five years’ time.
He was wrong. They won it in three years.
In 2012, Team Sky rider Sir Bradley Wiggins became the first
British cyclist to win the Tour de France. That same year, Brailsford
coached the British cycling team at the 2012 Olympic Games and
dominated the competition by winning 70 percent of the gold
medals available.
In 2013, Team Sky repeated their feat by winning the Tour de
France again, this time with rider Chris Froome. Many have referred
to the British cycling feats in the Olympics and the Tour de France over
the past 10 years as the most successful run in modern cycling
history.”
The article then asks, “What can we learn from Brailsford’s
approach?”
The answer is obvious, isn’t it? The coach’s concept, “The
aggregation of marginal gains.” As the author points out, “It’s easy
to overestimate the importance of one defining moment and
underestimate the value of making better decisions on a daily basis.”
And, also states, “Almost every habit that you have—good or bad
—is the result of many small decisions over time. And yet, how
easily we forget this when we want to make a change. So often we
convince ourselves that change is only meaningful if there is some
large, visible outcome associated with it. Whether it is losing weight,
building a business, traveling the world or any

other goal, we often put pressure on ourselves to make some earthshattering improvement that everyone will talk about.
Meanwhile, improving by just 1% isn’t notable (and sometimes it
isn’t even noticeable). But it can be just as meaningful, especially in the
long run.”
After all, isn’t that how Warren Buffett became one of the world’s
richest people? Not overnight. But through the power of compound
interest. Small regular improvement. Aggregated together.
Compounded over time.
Again, it didn’t happen overnight. But that “Value-Driven
Approach,” as Warren Buffett is a value-driven investor, is what turned
Buffett’s portfolio from 3 shares of Cities Service, an oil service
company, at the ripe age of 11—into, 75 years later, a personal fortune
of $72.5 billion. Or, purely for effect, to truly understand the size of
that number: 72,500 million.
Well, when selling real estate. The path to maximum profit, no
different than winning the Tour de France or engineering a massive
portfolio, isn’t done with one epic, noticeable decision. It is, instead, the
aggregation of many small decisions that serve to eliminate
fundamental mistakes.
Take a look at the chart below:

Now imagine the negative impact of just a 5% decline in decisionmaking effectiveness over the course of 100 decisions. At first, it’s not
noticeable. But quickly, those inferior decisions begin to compound,
derailing the entire train. The opposite is true for highly-effective
decisions. They too, over the course of 100 decisions, quickly
compound to lead to a result that maximizes profits.
This is why, when it comes to our approach to sell real estate, we
documented it, to be sure we consistently made more effective
decisions. End result? Happy clients. Higher profits.
Rob Kochanski is the author of ‘The Value-Driven Approach:
A practical guide to protect yourself from REAL ESTATE
GREED & bank and extra $30,000 by THINKING like
the great Warren Buffett.’ He is a licensed agent with Premier
Point Realty and a local entrepreneur as well. For a free copy of
his book visit: www.TosaFreeBook4Charity.com

Always More @ RobKochanski.com

2017 IS GOING TO BE A GREAT YEAR
IMPACT CLUB — COMMUNITY— PHILANTHROPY — BUSINESS LEADER — NO B.S REALTOR

Wauwatosa Advice Givers started as an idea. It’s founder, Rob Kochanski, and host of
the Wauwatosa Advice Givers Podcast, as a business owner himself, had an interest in meeting
other smart business owners and fascinating entrepreneurs. When he started to
reach out to these people and started talking to them, he realized others needed
to hear their stories too. These were experts in their respective fields, smart
and intelligent, not to mention, many had discovered unique ways to impact
the lives of their customers, clients and patients. So he asked, “Why not share
these stories? Why not Interview these people? Create a Podcast? Why not
create a site where they could be posted and listened to?” With that, the
concept of Wauwatosa Advice Givers was born.

WANTED! Seeking out the area’s Brightest Minds, Business owners, Entrepreneurs and Community Leaders
To be Interviewed on The Podcast
Go To
ScheduleMyPodcast.com

Doing GOOD Things
With your help and donations we were
able to donate over $250 of school
supplies to
Kluge Elementary School
Milwaukee
Thank you for your support

Rob Kochanski – Author & Creator
An entrepreneur and relentless innovator of the real estate industry, Rob Kochanski is the creator of the Value
Driven Approach To Sell Real Estate, author of the infamous report, “Frauds, Lies, Cheats & Unethical Scams,” he
also founded Wauwatosa’s First Responder Program, and is a licensed agent with Premier Point Realty, Rob has
been called “provocative and entertaining,” but also “ a committed philanthropist” for his mission to raise/donate
over $10,000 to local and First Responders-related charities each year. Rob also, supports many great national
charities each year too, such as: St Jude’s Children’s Hospital, Wounded Warrior Project, Professional Fire Fighters
of Wisconsin, Operation First Response, MADD among others. Rob is a leader in the Wauwatosa business
community as well, and co-founder of ENG (Entrepreneurs Networking Group) Wauwatosa Chapter – and
exclusive group of business owners, sales professionals and entrepreneurs, focused on three core pillars of impact:
Philanthropy, Business, and Growth!

Always More @ RobKochanski.com

