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ENJOY THIS EPISODE: To say the least Laura is an incredible story.
But you will have to listen to get all the details. Here’s a tease Laura
by her own hard work and research was able to lose 70 lbs. The story
why and how is much more powerful. Meet Laura Kaye

- What If Everything You’ve Ever Been
Told About Selling Real Estate is Wrong
- Wauwatosa Advice Givers Podcast
Meet Laura and Nate

ENJOY THIS EPISODE: Meet Nate turning a Valentines gift from
his wife into his career. Nate has true passion for brewing beer.
Persistence paid off. Now working as a brewmaster as the founders of
Milwaukee built this great city. You want to get started in making your
first batch of beer make sure to listen to Nate. He is going to tell you
what you need to know to make your 1st batch.

If you have friends, neighbors or family members who, like you, are a savvy homeowner who is concerned about how to
maximize the value of your investment, who you think would appreciate The Rob Kochanski Letter, I’d be happy to make
that happen...and, have it come as a gift from you. Here’s how it works: Simply shoot me an email
(Rob@TosaFreeBook4Charity.com) with your name and the name and address of the person whom would enjoy this
newsletter. I’ll include a note explaining that it is totally free because you arranged for a free subscription.

Featured Real Estate Columnist – Rob Kochanski

LESSONS OF ROCKY APPLIED TO REAL ESTATE
He Sold His Dog, Butkus, for Food Money… When He
Bought Him Back 6 Months Later, He Was a Millionaire
At 30-years-old, Sylvester Stallone was a typical, struggling actor.
By night, he sold tickets at the Baronet movie theater, where he
was fired for “scalping.” During the day, he worked at the
Central Park Zoo – cleaning out the lions’ cages.
In 1976, when finally made it to Hollywood, he only had
$106 in the bank. His wife, Sacha, was pregnant. And he was so
desperate for cash, he had to sell his “best friend,” a mastiff
named Butkus – for $50.
To make matters worse, the rent was past-due on their roachinfested apartment. But what happened next was incredible.
No one wanted to hire Stallone as an actor. So, he decided to
write his own ticket. He’d rise at 6:00 a.m. Bic pen and notebook
in hand. All day long, he worked on a screenplay. And each night
his wife, Sasha would type it up.
In just 3-1/2 days – the first draft was complete.
And it was good. Damn good.
Hollywood movie studios showed immediate interest. One
producer even offered $265,000 for the rights – but wanted Burt
Reynolds to play the leading role. Stallone refused to settle. No
leading role? No deal.
Finally – his patience paid off. Sly struck a bargain that gave
him the starring role in his movie and a 10% stake in its box
office receipts.
The rest, as they say, is history.
The movie? I’m sure you heard of it. It was called “Rocky” –
and it was a huge hit, grossing $225 million worldwide. It even
won an Academy Award.
Stallone’s 10% stake in the film turned out to be worth over
$22 million. But to me – what’s most impressive is not the
money – the award – or the fact he was able to buy his dog
back. It’s the lesson behind the script.
Stallone is living proof you should never settle for less than
you deserve.
Unfortunately – far too many people make this mistake. In
my corner of the world – the real estate market – they settle for
less, over and over again.
Ninety-nine percent of homeowners say they want
‘maximum profit’ when it comes time to sell. But so, few, unlike
Stallone, are willing to do the “work that it takes” to achieve that
goal. Weeks to months of prep. Scientific staging… Property
Stories… Investing in value… Etc.
Worse? They follow the marching orders of real estate agents
who behave as the pied piper, screeching “Faster, and for More
Money.” Which is possible, yes, but not without doing the added
work of proper preparation. End result, they end up selling for
much less than they could.
And collectively, if you look across the homeowners in any
medium-to-large-neighborhood, they leave millions of dollars
on the table. Home-seller profits that could be theirs if
they just followed a documented approach to ensure their home
would perform to standard.

Truth is, 99% of desperate and struggling actors, unlike Stallone, would
have sold their screenplay for $265,000 and settled for a mere credit or
non-starring role. Stallone though, he leveraged that bold move into a
$22 million payday, and more important? A career that has now spanned
four decades—earning him hundreds of millions.
Choosing to settle vs. pursuing what you deserve, really, isn’t a decision
about profit at all. It’s a decision of Smart, investment-minded vs. Stupid,
instant-gratification minded. Our clients, thankfully, staunchly avoid the
latter.
----------------------------------------------------------------------------------------------

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 Home
Solutions Realty LLC and a local entrepreneur as well. For a
free copy of his book visit: www.TosaFreeBook4Charity.com

What If? – EVERYTHING You’ve Ever Been Told
About Selling Real Estate
(Especially by a Real Estate Agent)

....is WRONG?
Could Warren Buffett’s Investment Philosophy—
Applied to Selling Real Estate—Put an Extra $30,000
In Your Pocket?
FREE BOOK reveals the “The Value Driven Approach
to Sell Real Estate,” a gift courtesy of the author,
Rob Kochanski, for readers of the Rob Kochanski’s Report
and his past clients.
For your free, complimentary copy visit:
www.TosaFreeBook4Charity.com
Author’s note:
I have been doing a lot of work recently, on what I think is a very interesting idea, if you are looking to extract
more profit from the sale of your home.
In short, I have seen the traditional real estate approach disappoint (and frustrate) many homeowners. This is
why I've taken to studying the World's greatest investor, Warren Buffet, and his investment philosophy, to
develop a unique approach to selling our clients homes. We've discovered, by treating your home as an
investment, like a business with a "stock"-price, and by taking a Value-Driven Approach oppose to the pricedriven approach taken by most homeowners, there is a unique way to extract
up to $30,000 or more of additional profit from any home on the market.
WHO SHOULD REQUEST A FREE COPY OF THIS BOOK? 1—Homeowners who, in general, distrust real
estate agents to tell them the truth. (In chapter one, I talk about the importance of eliminating Real Estate
Greed, and why it’s absolutely necessary to do so before applying the “Warren Buffett Approach to Sell
Real Estate” to the sale of your home.) 2—Homeowners thinking of selling in 3-6 months. (To fully extract
maximum profit, should you decide the Warren Buffett Approach is right for you, you will be instructed with a
60 – 90 day preparation plan, that must be completed prior to putting your home on the market. So, requesting
your copy now, in advance to making any final decisions, gives you plenty of time to read the book, then plan
accordingly dependent on your ideal timeline.) 3—If you have a close friend or a family member who you
know is thinking of selling their home, and believe they would find value in this book, you may request a copy
and pass it along. They, undoubtedly, will thank you And finally, 4—If you dislike and find “sales pitches”
and “listing presentations” given by real estate agents to be obnoxious and annoying, also, you should
request a free copy of this book.
All the details about the “The Value Driven Approach to Sell Real Estate” can be found INSIDE THE BOOK. If
you like what you read, it makes sense to you, and you wish to meet with me or someone on my team
regarding the possibility of becoming a client, so we may apply this approach to the sale of your home—then,
together, we can navigate those waters. But rest assured, there will never be any listing presentation or a sales
pitch of any kind. You will understand why we operate different than every other real estate agent in
Wauwatosa, after you read this book. You will also understand how (and why) this approach has led to
superior results for our clients. 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, and please include your
best mailing address to ensure delivery via USPS Priority Mail in 1-2 business days.

