
Crutches.

Your Fast-Track to Success.

Part I

I got my real estate license a cou-

ple months after graduating college 

and began work 

immediately under 

the tutelage of a bro-

ker in Whittier, 

California, August of 

1975 (last century).

My first challenge 

as a novice was the 

defining of my goals 

and ambitions.

Not knowing 
better, I put a hand 
drawn chart on the 
wall next to my desk 
titled Listings Ob-
tained numbered 1 to 
24 (I was thinking 
two a month) for all 
to see and posted a 
defined hour-by-hour 
daily activities worksheet made up 
of various targets for door knocking 
certain hours of the day followed by 
calling on expired listings by phone 
from 6:00 to 9:00 at night.

I also began working on a detailed 
hand-drawn multipage listing pre-
sentation using stencils and rulers to 
layout and draw headlines.

One morning at my desk, working 

earnestly on these things, the broker 

walked to the front of my desk, 

stood silently before me watching 

and after a while, shaking his head, 

said “Crutches” in a disparaging 

tone. I said questioningly, “What?,” 

in like fashion.

He told me everything I was 

doing was a waste of time and 

unneeded to be successful in real 

estate. He said a listing portfolio 

just meant I didn't have the confi-

dence or competence to say the 

things to a seller they needed to hear 

to list with me. He said charts and 

plans and daily schedules and such 

are just a waste of time and nothing 

more than crutches to mask incom-

petency.

Upon hearing the word “Crutches” 

I flashed back to when I was a Junior 

in high school and broke a small 

bone in my left ankle, wrestling, and 

had to go to school afterward for 

about eight weeks, ankle in cast, 

ambling on crutches.

I couldn't get from here to there or 
class to class without them. I intu-
ited that he was wrong and decided 

to ignore his admon-
ishment completely.

Turns out there's 

something to this 

“Crutches” thing, 

but in an opposite 

way to my broker's 

admonishment.

Using my crutches, 
I started listing one 
to two houses a 
week, proudly 
posted on my 
Listings Obtained 
chart, and selling 
about a third of the 
listings gained 
myself; and, in only 
five months' time, 
by Christmas, was 

able to climb to 3rd in transactions 
completed among 2300 agents on 
the Whittier Board of Realtors: 
brokers and agents that had a whole 
year on my five months to compete 
for a top producer spot.

Enough said about that, except 
that I took the DRE's Broker Exam 
about that time, passed, got my 
Broker's License and opened my 
own company.

See You at The Top.

There's an old saying in sales, “If 
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Much better if being
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You may do a few trans-

actions a year if that’s
 what you want.  
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you fail to keep records you rob 

yourself of success." Simple, but true 

(in my experience), but records of 

what and why!

The idea underscoring this is that 

if you were to create a chart titled 

Listings Taken and stick it onto a 

wall beside your desk, that the chart 

itself would stimulate an inborn 

Impulse to Completion Mechanism 

in mind that your mind would be 

stimulated by to, not only postulate 

resolutions for filling it out, but 

strategies and tactics for completing 

it that have a power to quash rebel-

lion-oriented procras-

tinating stimuli of 

something called the 

Counterfield of 

Resistance (Part II of 

this article).

To prove this out 

and experience

it yourself, I invite 

you to participate in 

the creation and com-

pleting of my all-time 

favorite listing and 

sales stimulating 

crutch: the attached 

“See You at The Top”

marketing card.

To get started, print 
the following double-
sided card layouts on heavy-stock 
and bisect (cut) the four-up 4.25” x 
5.5" cards as shown for your use in-
field at a rate of one card a week. 

Sidebar / Make sure you specify on 

your printer's PDF Print Spec to print 

“As Is” or at “100%” and not “Fit to 

Printable Area” or some such spec that 

will skew the output.

Carry each week's card with you 

every day and think about it, the 

work, every time you see it. Never 

leave without it even on a day you 

are not working and see what hap-

pens. You soon will be talking real 

estate with lots of people without 

having to push yourself to do it.

Every Stop Counts / In real 

estate, particularly the high-end, 

your income will be determined by 

the number of doors you visit 

whether anyone is home or not: 

visit a lot of doors, make a lot of 

money, and the reverse.

It may seem tedious or wasteful of 

your time to stop at a home where 

no one is home or answers even if 

home, but this will fade; keep going 

back and you will eventually have an 

opportunity to speak with the 

owner even if on the front lawn 

while tending their garden, or you'll 

find that your phone will just start 

ringing from cards left.

Sidebar from The Power of One / A 
seller will decide to list with a particu-
lar agent for many reasons and the 
reasons differ from seller to seller, but 
among the reasons common to all sellers 
are (1) They list with an agent they 
know (2) They list with an agent they 
like (3) They list with an agent that 
shows they want the work and (4) They 

list with an agent whose narrative 
(stories about their program) makes the 
most sense. It all starts with Item #1.

Start a card now, dated from the 

most recent Monday, to keep a 

record of doors visited to talk real 

estate. 

The instructions on the card are all 

you need to get started and to com-

plete the card. Keep all cards you 

start week-to-week in orderly fash-

ion as you do this month-to-month 

and year-to-year. I'm looking for-

ward to your someday showing me 

a box holding, 

maybe, 135 cards 

while a guest on 

your yacht cruising 

the coast of 

California, or pool-

side back of your 

custom home sip-

ping wine (I had 

this experience with 

an associate that 

used this card exten-

sively).

Your first cards may 

only have a check or 

two on them, really, 

but then they will 

increase to five-to-

ten, then maybe 

twenty to twenty-

five, and so on and so forth. 

The first time you check all fifty 

boxes will prove-out the Impulse to 

Completion theory, and the first 

listing gained from this activity will 

prove-out the whole thing.

I created this card early in my 

career and have used it off and on 

for many years, decades, actually 

and have always found success stim-

ulated by the “Go to” action it calls 

for and realized by each mark. Real 

Estate, after all, is a go-to business 

and not a come-to business.

The Work of Real Estate

Relationship building activities are the work of real estate. All 

else follow (1) Listing (2) Selling (3) Escrow (4) Financing (5) Closing 
Activities and (6) Trips to Europe.

From the Power of One: The Top Job in Real Estate / A seller 
will decide to list with a particular agent for many reasons and the 
reasons differ from seller to seller, but among the reasons common 
to all sellers are (1) They list with an agent they know (2) They list with 
an agent they like (3) They list with an agent that shows they want the 
work and (4) They list with an agent whose narrative (stories about 
their program) makes the most sense. 

First contact, follow-up, and talking real estate by sharing bits 
and pieces of our program when visiting are the paths to 
accomplishing these things.

Relationship Building Activities are
The Work of Real Estate



I also have found that fluctuating 

on a weekly basis between 50% and 

70% effectiveness, just hitting 100% 

once in a while, if ever, leads to get-

ting more listings than I can handle.

There's a Friendly Smile and a 

Waiting Seller Behind Every 

Door.

Just say, Hi.

Part II

The Counterfield of 

Resistance.

It is widely suggested in religion, 

philosophy, and psychology that 

every significant want, goal, ambi-

tion or act of self-dominion - Like 

Working up a Log of Activities to 

Carry Out to Get to Where You Want 

to Go – or anything like that sets up 

a Counterfield of Resistance in mind 

that counteracts each want, goal, 

ambition or act of self-dominion 

with must do activities that exterior-

ize as procrastination.

I must do “this” first, then “that,” 

is the logic employed by the 

Counterfield of Resistance to win 

the day.

Logic, of course, is intellection 

imbued with a magnitude of force 

capable of overwhelming mere 

emotion-laden wants, goals, and 

ambitions.

So, then, what gets done?

In answer to this, relatively little to 

nothing, sometimes weeks, months, 

and years on end, yet in mind we 

feel successful. “I'll get to it,” sug-

gesting a plan of action, is stimulat-

ing all by itself and can supplant 

ever doing the real thing.

Sidebar / Procrastination (of secular 

intonation) and rebellion (of religious 

intonation) are maybe synonyms for the 

same thing: resistance to authority, 

whether self-imposed by means of goals 

and ambitions, or by God on mankind 

whatever the religion.

In closing, as said in Part I, the 
idea underscoring this whole article 
is that if you were to create a chart 
titled Listings Taken and stick it 
onto a wall beside your desk, that 
the chart itself would stimulate the 
inborn Impulse to Completion 
Mechanism in mind that your mind 
would be stimulated by to, not only 
postulate resolutions for filling it 
out, but strategies and tactics for 
completing it that have a power to 
quash the inborn rebellion-oriented 
procrastinating stimuli of the 
Counterfield of Resistance.

Get out the stencils and rulers
and get to work or, well, just print 
out the following cards and start 
counting doors.

Best wishes.

Al Lewis
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The Work of Real Estate

Relationship building activities are the work of real estate. All else 

follow (1) Listing (2) Selling (3) Escrow (4) Financing (5) Closing 
Activities and (6) Trips to Europe.

From the Power of One: The Top Job in Real Estate / A seller 
will decide to list with a particular agent for many reasons and the 
reasons differ from seller to seller, but among the reasons common to 
all sellers are (1) They list with an agent they know (2) They list with an 
agent they like (3) They list with an agent that shows they want the 
work and (4) They list with an agent whose narrative (stories about 
their program) makes the most sense. 

First contact, follow-up, and talking real estate by sharing bits and 
pieces of our program when visiting are the paths to accomplishing 
these things.
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