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Portrait of a Sales Genius

By Richard Israel

Portrait of a Sales Genius by Richard Israel

Ralph Roberts wasn't born being the best at what he does. In fact you'll read that he was pretty
hopeless at other businesses. The key was that he found something he had a passion for, turned it into
a dream and didn't mind working harder than anyone else he knew.

Ralph Roberts manages to sell 600 houses a year! In 1995 Time Magazine named him `America's top
realtor.' Ralph is so good that real estate agents from around the country pay for the opportunity to
`shadow' him so they can learn about the methods he uses.

Born in 1956, he got a job as a teenager cutting a neighbor's lawn for $10 a time, while all the neighbor
hood kids were charging $5−because he convinced the neighbor he would do a better job. As a recent
high school graduate in 1975, the Warren, Michigan dynamo took $900 and invested it in a
three−bedroom house. `I moved in and rented out all three bedrooms to different people,' said Ralph,
author of Walk Like A Giant, Sell Like A Madman. `I lived in the hallway.'

Over the next 15 years, Ralph lived in 23 houses, selling each one at a profit and moving on to the next
opportunity. Although Ralph seems to have been born with a knack for selling, he wasn't born knowing
how to succeed. He claims that he was the class clown at school and could have been voted the `most
likely not to succeed.' In fact, he failed at several business ventures before he discovered his gift for
selling real estate. Despite the heartache they caused, Ralph says he's grateful for the failures, which
preceded his success because each one taught him valuable lessons that brought him closer to realize
his dreams.

`To be successful you must surround yourself with successful people' says Ralph who runs his real
estate sales business with the help of a secretary, two listing agents, two buying agents and one
closing coordinator.

Ralph believes that setting goals, writing them down with specifics about how you want to achieve
them and visualizing them are absolutely essential for success. One of his goals is to pay $1 million a
year in taxes. Another is to do $1million a month in business with a particular investor group he works
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with. To symbolize this goal he often passes out fake $1 million notes to those investors.

Twice a year, Ralph's key staff comes to his house for a workday during which they storyboard the
area in which they work. They set goals, brain storm and put good ideas down in an `idea of the week'
book. Employees are encouraged to write ideas in the book whenever they occur, even if the timing
isn't quite right yet for implementation. Ralph and his department heads look through the book
regularly. Often they find a good idea that they had forgotten about and realize that now is the time to
implement it.

The book is also used to `educate' new employees. `When we hire someone we have them read the
book and buy into the concept,' Ralph notes. `If they don't we don't want them working for us because
we only want people with us who share our vision.'

Although Ralph is a Sales Genius, he's not infallible, so he encourages his key people to give him
feedback `They have to be able to tell the truth for your success to be long lasting,' he explains. `You
can't hire people to give you advice and then ignore it.' He admits that some of the feedback
occasionally wounds his ego and that his initial response is often `I can't believe I said that!' but after
the initial sting he considers what has been said and makes changes if he feels they are justified.

One such situation involved changing Ralph's strict policy that business attire should be worn at all
times. One of his managers suggested establishing a casual day to help office morale. Ralph finally
gave in after agreeing a dress code he was comfortable with, and everybody was happy.

Being truthful has helped Ralph's business succeed, he says `There's no shame in making an honest
error of judgment, but dishonesty will hurt you in the long run. The only way to be successful is to tell it
to people like it really is: here's the problem and here's the solution and only suggest solutions in their
best interest, even if it means you makes less money or none at all.'

Ralph set himself high standards in being an expert: `I make sure that I know more than anyone else.
This starts by surrounding myself with knowledgeable people, going to professional meetings and
reading all the time.' Ralph scans newspapers and magazines for articles of interest, highlights the
salient points, rips them out and reads or rereads them later. He considers himself to be a `speed
scanner'. Recently, before being interviewed about foreclosure - a topic he knows extremely well - he
nevertheless had an assistant research the subject for the latest information. Being less than the very
best simply won't do in Ralph's book!

Another source of information for Ralph is his advisory board. Four times a year he meets with six
friends and acquaintances from different lines of work. He tells them what he has done and what he
plans to do and they give him feedback. One valuable outcome was persuading Ralph to put a
monetary value on his time so he could use it more wisely. He also gets together twice a year with a
group of agents who all make a $1 million year or more in commission to discuss the same sort of
topics.

Because he only sleeps three or four hours a night Ralph has mastered `power−napping'. He closes his
eyes for 15−20 minutes, visualizing whatever situation he is involved in and his brain works on
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problems and ideas, such as going to high school football games and throwing his business cards up
in the air the first time the crowd jumps out of their seats. `I don't have brainstorming days, I have a
brainstorming life', he says.

Adapted from: Tony Buzan & Richard Israel, Sales Genius, (2000), pp. 3−9.

Richard Israel: President of Inner Modeling Inc, sales training consultants to corporations on four
continents.Visit http://www.Richardisrael.net

Portrait Painting

By Grace Palce

As an oil painter, there will come a time that you will be asked to create a portrait. Or perhaps, you
have always wanted to be known as a portraitist. There are many reasons why portraits are painted,
most of which pertains to the sitter, the person whose portrait you will paint. The sitter would probably
want to establish a public image and you, as the artist, would do well to emphasize the status, looks,
and personality.

A portrait is also meant to explore the qualities of the sitter that normally would not show in his or her
day to day activities. And a portrait is made to have a souvenir of a loved one, who is either absent or
dead.

There is no correct way to do a portrait. And there is no fool−proof technique that will assure the painter
to produce a likeness to the sitter. There are, however, several things to keep in mind when painting a
portrait.

Most portraitists feel comfortable in putting oil to canvass after they have done several sketches of the
sitter. Drawing the sketches will help you understand the things you see and how to translate them into
two−dimensional lines.

Sometimes, you will find easy strokes and sometimes you will discover that finding that right line is
difficult. Nevertheless, when you move the final canvass, remember to use chalks for broad sketches
and use pencils for detailed sketches.

Normally, two thirds of the canvass is the maximum limit that the subject may cover. But you must not
make your subject too small that there would be many wide spaces you would be hard−pressed to fill
in.

Make sure that the source of light will fall on the sitter's face in such a way that light and shadows
bestow strength and solidity to the face. As much as possible, avoid drawing the full face. Instead,
focus on the expressive details, such as the eye folds and the mouth.

Similar to other oil paintings, you must paint the shadows first, in order to establish a broad structure.
The nose is the ideal spot to begin. Shadows should have similar colors with the background. In areas
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where a shadow and light meet, include a touch of color. If you believe that the face lacks structure,
deepen the shadows. To bring cheeks and chin forward, paint in warm colors.

While you give attention to the background, you must also remember that the backgrounds should not
be more prominent than the subject. Use relatively neutral hues.

Grace Palce is writing articles for direct portrait, a very fast and easy painting from photo service

Specializing in portrait painting

This Free E−Book has been brought to you by Natural−Aging.com.

 100% Effective Natural Hormone Treatment
 Menopause, Andropause And Other Hormone Imbalances

Impair Healthy Healing In People Over The Age Of 30!

Portrait of a Sales Genius

4

http://www.natural-aging.com
http://www.natural-aging.com
http://www.natural-aging.com
http://www.natural-aging.com

