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EIGHTEEN THOUGHTS, WORDS AND PHRASES 
TO KICKOFF YOUR YEAR 

Transcription from 2016 

And good morning, and thanks for listening to this, what I hope will 
be a very, very important, short message for you as you start the New Year. 
We know that, of course, each year we get excited, we get motivated, we get 
enthused about the things we’re going to do. And here we are now, the first 
week in December and we’re making all of our plans for making 2016 the best 
we can possibly make it. 

So what I’ve done is I took the time to scribble, write out, whatever 
you want to call it, a series of thoughts that I’ve been working on for a couple 
months for my coaching clients. And what I wanted to send them was a series 
of thoughts and phrases to kick off 2016, to make it a great year, to make it 
their best year ever because, I believe, that for each of us that are listening 
today whether you’re a customer, a prospect, or somebody that just wants to 
find out what the heck Mike Ferry’s all about, or somebody that doesn’t like 
Mike Ferry and can’t wait to listen and then delete this, I believe these ideas 
can help you become more productive, whatever your phase of Real Estate 
may be, and, of course, make an even better living for yourself that you want. 

If we start with the obvious question that I’m assuming you want more 
production, you want more income, and you’re willing to change some of 
your behaviors to make that happen, then I think that this particular program 
is good. Would you agree that you have to change your behaviors to improve 
your production? Key question, I think it’s one that all of us would say yes 
to. So what I’m going to do is go through eighteen thoughts that I wrote from 
my coaching class. We invite all of you to listen just as if you’re a Coaching 
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Client of my company, whether you’re receiving this from somebody else or 
you’re downloading it from our website or you’re getting a copy of a copy of 
a cop ... Here’s eighteen thoughts to make 2016 what I believe should be your 
best year ever. 

Here’s number one: Selling is 50% mindset, 50% skills, and 50% 
actions and activities. Now I know what you’re going to say, “Mike, that’s 
150% and we know that a whole, a complete, is always going to be 100% so 
why would you have this at 150%?” Well I have to share with you a story. 
Many years ago I got invited to do a seminar for a group in Las Vegas and this 
group was having a convention and this group was called “The Dozen.” And 
this was a very, very highly respected group of top, top, top independent Real 
Estate Brokers throughout North America. And I was honored and thrilled 
to go speak to them and I thought, “Well, the group’s called “The Dozen,” 
there will be, then, of course, 12 Brokers there.” And I show up and about an 
hour before I meet with the person that hired me and I said, “How big of an 
audience will we have?” And he said, “You’ll have about 90 people.” And I 
said, “Wow. Do they bring a lot of guests?” He said, “No.” “Do they have a 
lot of their staff?” He said, “A few of their staff.” I said, “Well, how many 
members do you have?” He said, “We have about 40.” I said, “I thought your 
group was called The Dozen?” He said, “Yeah, it is but we’re not sure why.” 
And of course, I thought to myself, “Here is a group, here’s an organization, 
that doesn’t need a speaker like myself, they need an accountant to figure out 
exactly what they’re doing.” 

Yes, I need an accountant to figure out how does 50, 50, and 50 come 
up to a 100% complete. Well, listen carefully. I believe very strongly that 
listing and selling Real Estate, being a good Loan Officer, representing your 
Title insurance company at the highest level, being a strong salesperson in 
the home warranty field, I believe that it is 50% mindset, or that constant 
conversation with yourself, “Can I do this? Can I make it happen? And can 
I do it time and time again?” I believe it’s 50% skills. “Do I know how to do 
this? Do I have the skills? Do I know how to manage my time and prospect 
and do the lead follow-up? Do the prequalifying, make strong presentations, 
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handle objections, close, negotiate. Do I know how to do this?” And 50% 
actions and activities. “Okay, do I go to work every day doing those things 
that I have to do?”  

I shared with a group in Las Vegas a few days ago, that I was invited to 
speak before, and it was great because it was fifty percent mortgage people 
and 50% Real Estate Agents. And it was a fun group because when you mix 
these two together you get a very dynamic group of people ‘cause they’re all 
doing something to assist each other in selling. And I said to this group what’s 
interesting is we all talk about the fact that we have to take action. So then 
I gave this example. A Real Estate Agent, don’t get mad, could be you, sells 
three properties a year. And then I said to myself, okay, you work January, 
February, March, April, May, June, July, August, September, November, 
December. With holidays and vacations, you’re probably going to work 11 
months. That’s 44 to 45 weeks. You’re going to work 40 to 50 hours a week. 
You’re going to work 160 to 200 hours per month. You’re going to work 
2,200 to twenty-four hundred hours. How in the world can you say that you 
can only do two to three to four transactions in a year? And then I smiled and 
said to this audience if you’re going to do four transactions in a year do them 
in January. Get them over with. Get on with your life. Don’t spread them 
out over the course of 12 months. Don’t frustrate yourself. Don’t include 
yourself in that stressful situation. You gotta take action every day. What 
are you doing today? Whatever day it is in December, January, February 
when you’re listening to this recording, what are you doing today? To get a 
listing, a sale, get a loan, okay, get a title order, sell another home inspection, 
sell another home warranty. So number one, selling is 50% mindset, 50% 
skills, 50% action.  

But then we want to add two, three, and four to this list of 18. Number 
two, of course, is the word attitude, ties into mindset quite a bit. You 
and I would agree with that. Attitude. You know, really net-net, bottom line, 
attitude is nothing more than how you perceive, how you see, how you feel 
about something or somebody. You’re driving down the street and somebody 
cuts in front of you. What is your attitude at that moment? You call a prospect 
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and they tell you that they’ve listed with somebody else. What is your attitude 
at that moment? Attitudes are generally positive or negative. It is very, 
very difficult, very hard, and most people can never maintain an attitude of 
nonresponse. We respond to everything. And our attitude is how we respond. 
We can respond positive. We can respond negative. There’s no neutral in an 
attitude situation. The question is are you controlling your attitude? Are you 
controlling those thoughts that are going into your head? Back to mindset. 
Are you controlling the attitude to the degree that you can move forward and 
have 2016 be a great year?  

Word number three is the word approach. If I’m going to have a 
strong mindset, skills, actions, activities and attitude, I have to always be 
working on my approach. And my approach is every aspect of what I do. Is 
my hair groomed? Okay, are my nails clean? Are my shoes shined? Is my attire 
professional? Am I’m walking-in in a goofy outfit with a hat on backwards to 
take a listing? Doesn’t even make sense. The approach is the smile on your 
face. Your energy, your enthusiasm. The firmness of your handshake. Your 
approach is the strength of what you say, the questions you ask, and how you 
behave. Why? Because as much as we don’t want to admit it, our approach is 
what they’re evaluating and judging most of the time. Is your approach, on a 
scale from one to ten, ten being professional ... a two, a five, a seven? So now 
I have attitude as number two, approach as number three, number four for 
your 2016 18 thoughts and phrases is the word expectations. 

What kind of expectations do you have? Do you walk in on a listing 
expecting to get the contract signed? Do you call on a Real Estate office 
expecting them to respond to the fact that you are a strong, effective, 
professional representative? What are your expectations? You see, they meet 
with you ‘cause they think you’re good or they want you to demonstrate why 
you’re good. Are your expectations that you won’t get a contract signed? To 
prove what your expectations are look at your closing ratios. Are you closing 
four out of 10 listing presentations? That means you’re going in with low 
expectations. Following the trending we offer, you can close seven to eight of 
those ten presentations, a whole different level of participation in Real Estate. 
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So these particular thoughts really do go together with number five, six, seven, 
eight, and nine.

And five, six, seven, eight, and nine are little bit more general. A little 
hard to identify but I think you’ll catch on. Number five on our list is the 
words goal setting or purpose. Hey, it’s that time of year. Got to set a goal. 
What is your production goal? I’ve asked all of our Coaching Clients to take 
a 3x5 card, write one, two, three on the left side. Next to number one, “How 
many deals are they going to close in 2016?” Number two, look how simple 
this is, “How many listings will they take?” And number three, “How much 
money will they earn?” Keep that card in your pocket, your purse, in your 
wallet, on the mirror, in your office, in, you know, put one on your desk, 
tape one to your mirror, at home put it on your refrigerator, give one to your 
manager, give one to your spouse, have your kids carry it around because the 
only thing you want to do is focus on those three numbers ‘cause those three 
numbers build a strong purpose for you. 

Which takes us to number six on our list which is the word energy. 
You and I know it takes a lot of energy to do your job at a high level. I believe, 
listen carefully, it takes just as much energy to sell four homes a year as it 
does to sell forty because you’re gonna have a lot of negative energy which 
is draining. You have to avoid talking to people, avoid calling your leads, you 
have to purposefully go out and screw up on listing presentations. You have 
to make a fool of yourself when you’re showing property to do four deals in 
a year. It takes a lot of energy. Turn that energy into positive energy. And that 
energy you need to go out and list and sell, take loans, do all the things we’ve 
talked about at a high level, which ties into word number seven which is the 
word enthusiasm.   

I cannot stress enough the following. You take an agent that has high, 
high levels of enthusiasm that only has basic, or even maybe low skills, 
they’re going to do deals all the time. You take an agent that has medium to 
high skills and no enthusiasm, they got a tough time doing deals. But you take 
an agent that has high levels of enthusiasm and really good skills, they are 
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going to be a Top Producer in every city, every province, every county, every 
state in North America every single time. What is your level of enthusiasm? 
Now, sometimes, we have people we meet that don’t have a lot of enthusiasm 
naturally. It’s okay. Sometimes you have to fake enthusiasm. That’s okay 
because a great Real Estate Agent, etcetera, to a certain degree is a great actor. 
You’re putting on a performance when you are out presenting and doing your 
job. Great actors have to muster up the enthusiasm to do their job at a high 
level all the time.  

Which brings us to word number eight on our list of 18 and that is 
the word discipline. Do you have the day-to-day discipline to achieve the 
goal that you’ve written on the 3x5 card? I want to do 42 deals, Mike, in 
2016. I need to take 35 to 40 listings to make it happen. I’m gonna make some 
place around 250 thousand if I do it. Alright, do you have the discipline to 
day in and day out do those sales activities that create this kind of business? 
Those sales activities revolve around, don’t get mad, prospecting, lead 
follow-up, managing your time, that’s an activity. Obviously, prequalifying, 
going on Listing Presentations, showing presentations with Buyers, handling 
objections, closing the sale, negotiating contracts, and then, the hardest part 
of the process, starting over again every day. Do you have the discipline, that 
when you’ve had a great day and got a contract signed to get up and do it 
again the next day? Do you the discipline on the day that you got rejected at 
the highest level and didn’t get the listing, and get up and do it the next day? 
That’s the discipline that’s required. 

Which brings us to word number nine on our list which is the word 
hard work, or I should say the words hard work. Because accomplishing 
anything at a high level, and I don’t care what it is, is hard work. You gotta 
put in the energy, the enthusiasm, the effort. You have to have the attitude, 
approach, expectations. You’ve got to understand the importance of mindset, 
skills, actions, activities. See, all these are like the spokes on a bicycle. If 
the spokes on the bicycle are in place, you can ride that bike smoothly down 
the street. Take three or four spokes out, it gets a little wobbly. Take half 
the spokes out, you fall off the bike every single time. It does take hard 
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work. I’ve had some very nice things said about me over my 40 year career 
and one of them was said last year where a guy introduced me by saying, 
“Mike Ferry is the hardest working guy in the Real Estate industry.” Well, 
that’s a wonderful compliment but is probably a bunch of nonsense ‘cause I 
know so many great Brokers and Managers and leaders and agents and loan 
representatives and branch managers for various companies. I know so many 
title representatives. I know so many people that are selling home warranties 
that are just enormously hardworking people and guess what happens? They 
get the results they want. 

So then we have to throw in, on top of these nine, numbers ten, eleven, 
and twelve. Number ten being our ability to deal with and handle rejection 
each and every day when we are out on the street doing our job. And I’m 
not talking about the rejection of prospecting. Yes, we’re going to get rejected 
when we prospect. I’m talking about the day-to-day rejection that comes from 
simple things like lead follow-up or the fact that you’re going ahead and doing 
your prequalifying and they won’t answer all the questions that you’re asking. 
Or the rejection you get when you show a property and they tell you, “We 
can’t stand this house. What’s the matter with you?” Or the rejection you get 
when you try to close and you can’t get a signature. We have to learn to deal 
with rejection. How do you learn to deal with rejection? Go get rejected a lot, 
go get rejected a lot. Go get rejected 10, 15, 20 times a day for the next couple 
weeks, believe me, you’ll get used to rejection.  

Which brings us to word number eleven which is the word 
acceptance. I’ve always used this example in working with a Real Estate 
audience. An agent goes out and knocks on a door, “Hi my name is Mike. I’m 
in Real Estate. Do you want to sell your home?” And they go, “No!” and slam 
the door. We go to the second door, “My name is Mike. I’m in Real Estate. Do 
you want to sell your home?” “No!” and they slam the door. We go to the third 
door, “My name is Mike. I’m in Real Estate. Do you want to sell your home?” 
And they say, “Yes.” And our response is, “You’ve got to be kidding.” And we 
go to the fourth door. See, too often, we can’t accept the fact that if we do our 
job a certain way for a long period of time we’re going to win. Every one of 
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you is going to win in 2016 if you take these 18 words, thoughts, and phrases 
and make them part of your sales life. You’re going to win. The question is are 
you going to accept the fact that you can win? 

Which brings us to word number 12 because word number 12 is a 
big part of the sales process and that’s the word embarrassment. We all 
work hard not to be embarrassed. And the truth is we all embarrass ourselves 
on a regular basis. We say something stupid, you know, we do something dumb 
and what we forget is everybody does it all the time. You know, we walk up 
to somebody that we’ve known for years and we suddenly can’t remember 
their name. “Hi baha-buh-baha-buh-haba.” Or all of sudden, we’re introducing 
ourselves to a Seller and we’re taken off guard and we forget our own name. Or 
we call a Buyer or Seller by the wrong name. These are embarrassing moments. 
Guys and gals, listen to me, everybody has embarrassing moments. Quit taking 
those things individually and personally, or as I tell audiences all the time, 
G-O-I. Get over it and get over it fast. But the truth is rejection, acceptance, and 
embarrassment can really be reduced a lot by point number 13.  

Point number 13 is we have to accept the fact that if we’re ever 
going to be a great salesperson, a great communicator, we have to accept 
the fact we have to use canned, C-A-N-N-E-D, canned presentations 
in our business and in our career. I know what you’re saying right now, 
“Everything you’ve said so far makes a lot of sense, Mike, but I hate this point 
number 13. I am not going to use a canned presentation.” Now stop. I don’t 
want you to think. Alright, every time you show property to a Buyer, you 
pretty much say the same thing. That’s the canned presentation. Every time 
you go on a Listing Presentation, you pretty much say the same thing. That is 
a canned presentation. Every time you walk into a loan office to meet people, 
you say the same thing. It’s a canned presentation. How about this thought? 
It’s time to get some new stuff in your can. Your can is not working as well as 
you would like it to work. Kick the can out. Build a new can. 

Anybody that is professional has a detailed planned or canned 
presentation. If you and I have ever worked together in a seminar, I’ve never 
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walked on the stage without having notes in my hand. Why? Because it’s 
a canned presentation and I just simply follow the notes. I tell Real Estate 
Agents every single day, walk into the house with your script in your hand and 
show the script to the Seller, “I’ve written down all these important questions 
for you, would you mind if I asked them now?” They’re going to say yes every 
time. Read the questions to the Seller, it’s a canned presentation. The pilot 
flies the plane, believe me, with a checklist, canned presentation. The doctor 
is doing surgery, believe me, it’s a canned presentation. Everybody does it but 
salespeople. And you know what’s great?  A great salesperson in Real Estate, in 
the mortgage industry, etcetera, is going to make more than a professional pilot, 
more than a professional doctor, more than a professional attorney because 
your earning potential is unlimited when you know what to say.  

Which, then, really leads me to the following. If we look at points 14, 
15, 16, 17, and 18, and we understand them and we study ‘em and we make 
them part of who we are, 2016 will be the best year of your entire life. So let’s 
look at point 15 ... maintain, you’re gonna love it, a sense of humor. Again, 
if we’ve ever had a chance to work together in the past, I don’t tell a lot of 
jokes but the audience laughs a lot. I don’t care if they’re laughing at me, with 
me, at each other, that sense of humor relieves a lot of the stress that we feel. 
Great salespeople, in any profession, deal with a lot of stress. The fastest way 
to reduce stress is laughter. Laughter is the best medicine. They’ve actually 
written a book with that title. It was written back in the 50s. But see, what 
we have to understand is if we maintain a sense of humor then the rejection 
doesn’t bother us as much. The embarrassment doesn’t bother us as much. It’s 
easier to be enthusiastic and have a good attitude and have expectations when 
you have a sense of humor. Practice smiling, because guess what? A smile 
brings them to you, a frown pushes them away.  

Number fifteen is developing our communication skills. We have to 
work at that every day. I will tell you now that I’ve been doing this type of 
work for 40 years in the real estate industry. And I will tell you as of today 
as I record this I have hit a new peak, a new level of what I would say are 
good communication skills, but tomorrow I expect it to be better. In 2016 
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in June, I expect it to be better. 2016 July Superstar Retreat, I expect it to 
be better because we’re always working on developing our communication 
skills. Why? Because we’re the people, communication, and image business. 
That’s the business we’re in and don’t let anybody tell you differently. We’re 
in the people-communication-image business. If we’re not willing to talk to 
people, interact with people, that’s why when people get mad at me because 
I’m so critical of social media I get you to understand that, watch, you’re 
really not going to take a lot of listings through Facebook. You’re not going 
to get a lot of listings by texting and tweeting. That’s not going to bring you 
the business. Oh yeah, you can get a deal from these kinds of things but real 
business comes from the communication you have with people on a regular 
basis. But the image that we present is critical therefore upgrade, upgrade, 
upgrade your image, which brings us to point 16.  

And I’m glad some of you are saying, “Oh gosh, thankfully there’s only 
18 points. This thing is almost done.” Well, point 16 for 2016, accept the fact 
that you can make a lot of money. If you do all these things, mindset, skills, 
actions, attitude, approach, expectations, goal setting, energy, enthusiasm, 
discipline, hard work, rejection, acceptance, embarrassment, using canned 
presentations, maintaining a sense of humor, developing communication skills, 
guess what? You’re going to make a lot of money. Unless you’re absolutely, 
100% into beating yourself up and beating up your prospect and clients, you’re 
going to make a lot of money if you do the kinds of things we’re discussing 
today. How do I know that? Because I’ve had 40 years of helping Real Estate 
people and mortgage people and title people and obviously every other aspect 
of our industry succeed at a high level because basic fundamentals always 
make a difference. The question is, “Do you want to make a lot more money?” 
Everybody says yes until they look at what they have to do to make a lot more 
money, which takes us right to point 17, which is, we have to at some point 
commit to thinking a little bit bigger than we’ve thought in the past. 

We’ve got to learn to think big. Why? Because if you’re getting the same 
results you’ve always had, it tells us that you’re complacent in the thinking 
that you have. Complacency, in my opinion, is what stops most of us from 
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making a lot of money, doing a lot of deals, getting a lot of loans, having a lot 
of title orders, selling a lot of what we’re trying to sell. You wanna sell more? 
Guess what? Start thinking bigger in terms of what you can do. Read the 
books that expose your mind to things and people that have done outstanding 
things. All of my life I’ve been reading books about people that succeed at 
high levels. It makes me think that I can do the same. Is there somebody 
bigger, better, stronger, faster, richer than you and I? Yes. Would you like to 
become bigger, better, stronger, faster, and richer than we are? Yes. Then we 
have to think bigger than we think today. Learning to think big is a learned 
process. It’s not something you’re born with, you learn to think big, and that 
can be done through point number 18.  

Oh my gosh, thankfully, here we are almost 25 minutes into this 
recording and we’re on point 18, which is we have to, each day, work to 
expand the versatility that we have in our day-to-day work. We have to 
develop more versatility. We have to understand that versatility is the breaking 
point between high levels of success and mediocrity, which most people 
unfortunately have to experience. Versatility, the ability to adapt to a variety 
of people in a variety of situations in a variety of ways. Do you adapt quickly 
or are you so closed into those little things that you do and those little things 
that you say that you’re not open minded to do anything different. Fastest way 
to develop versatility is to be open minded. Second fastest way to develop 
versatility is quit having to be right all the time. Third way to develop high 
versatility is leave your ego outside when you go to work every day. There’s 
50 things you can do to develop versatility but what I want to stress to you is 
it’s very hard to develop good skills and maintain a sense of humor, make a lot 
of money and think big without versatility.  

Well, my goal was to within 20 to 25 minutes give you 18 thoughts, 
words, and phrases to kick off 2016 and according to my little meter here 
we’re just at 26 minutes so I’m pretty close to on time. So if you’re listening 
to this before the holiday season, as politically incorrect as I always am, I hope 
you and your family have a Merry Christmas, I hope you have a fun, exciting 
New Year, and if you’re listening to this in January, February, March, I hope 
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you had a great one and let’s make this the best year of your life. And if we, 
at the Mike Ferry Organization, can help you make that happen please call 
and say hello. My e-mail is Mike.Ferry@MikeFerry.com ... send me a note, 
update me, tell me how you’re doing. Let’s make it the greatest year of your 
life. Thanks for listening, thanks for participating, thanks for allowing me to 
share these thoughts. Talk to you soon.


