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Pur pose  &  Impac t

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 charities. 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 indirectly, this book will 
generate $500 in new donations every month, for one great cause after another.

REQUEST YOUR FREE BOOK at: www.TosaFreeBook>Charity.com 
or call DED-EGH-DI>J and ask for Rob, or email your request to 
Rob@TosaFreeBook>Charity.com.
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It’s More Than Just An Orchid Right?

It’s alive Wauwatosa Advice Givers podcast. New interviews on iTunes

W A N T E D !  
Seeking out the area’s Brightest Minds, Business owners, Entrepreneurs and Community 

Leaders

To be Interviewed on The Podcast
Go To

ScheduleMyPodcast.com

WAUWATOSA ADVICE GIVERS
PODCAST

THE VALUE DRIVEN APPROACH 
TO SELL REAL ESTATE
Did you receive your FREE copy?
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Featured Real Estate Columnist – 

It’s More Than Just An Orchid Right?
I remember it like it was yesterday… not really it was 
three years ago. Lupita my wife walks in the house 
with an orchid.

I asked Lupita, what are you doing with the orchid? I 
have one already.

Little did I know this was her new project. I have been 
growing orchid flowers steady every year for the past 
five or so years. Every year without fail i would get 
new flowers.

This particular orchid came from her mother’s house 
and has not grown flowers in years. Lupita was 
determined to grow flowers whatever it takes.

If you are like most you buy an orchid from the store 
they look great when you bring it home beautiful 
colors and shapes. What most don’t know that these 
plants are somewhat hard to 
grow flowers on regular basis 
year after year. Lupita was 
determined she would have 
flowers.

Year one no flowers…

Year two no flowers…

Year three, do I see something? Is that a root? Is that a 
flower stem? We come back a week later to take 
another look. It’s not a root.

Lupita sees a flower stem coming from the top of the 
plant. Hooray!! You would have thought she just 
found out she was having a kid. The look on her face 
was a look of pride. Smiles from ear to ear. I even 
think she did a little dance. This was just the 
beginning.

If you thought a sloth was slow moving this orchid 
was taking it’s sweet time.

Everyday Lupita is checking on her orchid looking for 
new growth. It takes time, and more time. It does not 
matter

Three months pass. 

 Is that a flower bud I see!

And then it happens… I greet Lupita as she enters the door 
coming home from work. I take 
her directly over to see what all 
her hard work has produced. 
One of the most beautiful 
orchid flowers I have ever seen. 
Even more beautiful was the 
look on Lupita’s face, the look 
of pride and accomplishment.

Over the past three years Lupita 
has believe it or not created a 
relationship with this orchid. 
Without her attention and 
caring there would be no 
flowers. 

Much like Lupita and the orchid we all have relationships in 
our lives. To make sure that our relationships survive and 
grow into something beautiful we must provide the attention 
and care each relationship deserves.

Our team treats each client with the same approach as Lupita 
does with her orchid and me. We give each client the attention 
and care they deserve. Our goal is to build long lasting 
relationship with our clients that produce many flowers over 
time. 

Just like the orchid needs the proper attention, watering, 
nurturing and sun. Our relationships deserve the same or we 
will not get flowers or worse yet weeds.

Anyone can go buy an orchid and enjoy the flowers from the 
store for a short period of time. But it takes time and attention 
to grow long meaningful relationships and flowers year after 
year.

I consider myself to be a very lucky man to have Lupita in my 
life.

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 
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Featured Real Estate Columnist – Rob Kochanski

The Integrity Of Discounting
In the name of increasing sales and selling product, is 
it ethical or moral to have one client pay $3,000 
more, for the same product or service, than another 

This discussion is likely to ruffle some feathers, as the sanctity of  
sales and discounts are what drive many customers’ buying decisions. 
After all, if  you can save $100 on a TV during a Black Friday sale, or 
get two packs of  socks for the price of  one, why not right? 
     And in a retail setting where these sales are well advertised and 
the dates for the promotional period are established, meaning 
everyone knows the game, the argument of  ethics becomes less of  a 
concern. But what about the situation that routinely takes place in 
different service industries, for example, real estate. 
     I have witnessed it too many times to count. The real estate agent, 
and, maybe he’s a good guy. But he meets with Client A on Monday, 
he sits down in their home, explains his services, then quotes to the 
homeowner a fee to sell their home. Maybe it’s 6%. Then, just hours 
later, he sits down with Client B, presents the same spiel, the same set 
of  services, but this time quotes to the homeowner a fee of  5%. 
     I ask you, what’s wrong with this picture? What changed in the 
few hours between when he met with Client A vs. when he met with 
Client B? 
      If  both homes are, assuming, in the $300K range, does it seem 
right that Client A is asked to pay $3,000 more for the same set of  
services than Client B?
     If  I were Client B, I would be pissed. Especially given the fact 
that Client A, just hours before me was given a $3,000 discount that I 
did not receive, nor was I offered. Did I miss the advertised sale 
somewhere? Did I overlook the dates for the promotional period to 
save three thousand bucks? 
     As a parent, it is universally known that if  you favor one child 
over the other, you will be setting yourself  up for disaster, and yet, in 
the business world, in industries like mine, real estate, I see it 
everyday. Agents giving preferential treatment, or discounts on 
service-fees to one client and not another, because by discounting his 
services, he believes he’s more likely to win that client’s business.
     Sorry, but I simply can’t get onboard with that. 
     I read an article the other day on the business Tuft & Needle—a 
mattress company out of  Arizona. The title of  that article, “The 
hidden costs of  discounting.” Long story short, this was the position 
of  the company’s founders. 
     “Last week, our marketing team gathered for its weekly meeting. 
Among the topics of  discussion were designs for new billboards, 
potential partnerships with radio hosts and plans outlining new 
initiatives beginning in 2016. What the team didn’t discuss; was what 
discounts or special prices we might offer on Cyber Monday.

 

At Tuft & Needle, we’ve decided against having a promotion on Cyber 
Monday. In fact, we don’t discount any day of  the year. In the mattress 
industry there are sales almost every day of  the week, especially around 
the holidays. “Lowest Prices of  the Season Sale” or “Black Friday Door-
busters,” you’ve seen them all… Most mattress retailers report an 
outsized amount of  sales occurring during these promotional periods.
     Before I explain why we’ve decided against it, let’s dive deep into 
what promotions and discounts really are.
     How discounts work: 
     The idea behind a discount on the surface is rather simple. 
Something that previously cost $500 is now on sale for $400. The 
consumer has saved $100 over what they would have paid. Promotions 
exist to create a perception that customers are saving money.
     Why do companies charge different prices to different customers? 
It’s based on the idea that the customer that paid $400 wouldn’t have 
purchased if  they had to pay $500. This is all based on the theory that a 
customer who thinks they are getting a deal is more likely to buy.”
     The founders continue, “Fairness: Tuft & Needle was started when 
our co-founders shared a similar, but awful experience. They were 
pressured into overpaying for a mattress they weren’t excited about. A 
lot of  that pressure was due to the “over-whelming discounts” that 
were available.
     From this experience, a decision was made to offer fair and 
transparent pricing. We decided that the best pricing strategy was 
actually rather simple: Every customer should pay the same price for 
the same products.
     When customers pay different prices for the same product, one 
group of  people is subsidizing the discounts for another.
     At T&N, if  we were to offer discounts, it would be for the sole 
purpose of  increasing sales. For the record, we’d love to increase sales. 
But adhering to the core values of  our brand takes the highest priority.”
      From reading those paragraphs, there were three convictions that 
resonated with me. Fairness. Transparency. And this statement, “The core 
values of  our brand takes the highest priority.” If  one doesn’t share these 
beliefs, how could they possibly have integrity?   

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  
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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

Wauwatosa Advice Givers Podcast
Listen at TosaAdviceGivers.com or iTunes

Featured Guest

Episode #1 Tips On How To Make Sure Your Garden Stays Beautiful All Summer
When you want to have yard that you do not want to leave. Let me introduce you to Holly Steffen. I have seen Holly design and create 
some of the most beautiful gardens I have ever seen.

Holly is passionate about her work, about her clients and staff
Holly gardens are truly enchanted

Holly works hard for her clients she goes above and beyond

Holly’s Story

Holly’s Enchanted Gardens was founded in 2016 by Holly Steffen, who is active in daily operations. Holly is a true landscape design artist, 
and has made a career out of her passion in life. We seek to establish long-lasting relationships with our clients, staff and business partners. 
We feel honored that the majority of our business has resulted from word-of-mouth referrals. Holly can be reached at 414-708-8909

Episode #2 Live Positively with Ami's Umbrella
Eight Ways to Jump Start Your Happiness
Ami’s book is a must read.  
Even through her own struggles, Ami Ahuja has never lost the ability to remain optimistic and increase the 
positivity in her life. She now wants to share 8 of her most impactful tips to help others jump-start their own 
happiness. Ami uses the acronym UMBRELLA to teach key insights, from Understanding and Managing to 
Learning and Attracting. And, while Ami continually strives to reach new goals and new heights personally and 
professionally, one vision remains a constant for her: empower others to achieve their own dreams in life. Live 
Positively with Ami’s Umbrella – 8 Easy Ways to Jump-Start Your Happiness provides guidance to do just that. 
Ami’s book is available on Amazon.com


