Brokers:  Control = Time Starvation….Empowerment = Time Management and Capacity.
Whether a man is burdened by power or enjoys power; whether he is trapped by responsibility or made free by it; whether he is moved by other people and outer forces or moves them—this is the essence of leadership.








-Theodore White
As you reflect on your current operation, what do you think is the one thing getting in the way of growth?  Dig deep and really think about it….. Now, I don’t say this to attack or demean, but to support in your self-discovery.  It’s you.  That’s right, you, the leader is typically the lid or cap on the organization.

In an earlier article, we established that time was truly unmanageable.  You can only manage yourself, not time.  So, let’s dig a little deeper into managing you. First of all, I will be up front and admit that at times I am unmanageable.  Are there times and or places that you are unmanageable?

Let’s look at the most critical area that we must manage, our fear.  We overlook fear and like to label it as control, but control is simply a product of fear.  If you could manage your fear, would it bear fair to assume that you could be less controlling, more empowering, and increase your capacity?  I sure think so.

As a leader, you are responsible for the empowerment and inspiration of others to deliver a result.  What are the areas that cause you to CONTROL?

1. No one can do it as good as I do it.
2. I’m going to do it my way because that’s the way I’ve always done it.

3. Emotional attachment to the outcome.
4. No one will put the time into it that I will.

5. If I don’t do it for someone, they won’t see value in our relationship.

Does some of this sound familiar?  Control is an interesting dynamic in that the things you try to control the most, actually have the greatest control over you.  

For example:  You have great concerns about legal issues with contracts and transactions in your office.  You review every contract and constantly warn your agents about all the problems and concerns of a real estate transaction.  You have your agents so worried to write any kind of contract that you have disabled them to a point that they won’t even write a contract until you talk to them about every detail.  Yep, you’re the self appointed “Deal Doctor”.  You resuscitate transactions and have become the self-appointed transactional CPR expert.

This is just an example of some of the many areas that you try to control.  In the above example, you are stifling sales by creating a needy and disabled environment of sales people that are afraid of getting sued every time they write a contract.  What other areas are you controlling?

You are ultimately the “cap” on your operation.  The only way that you will raise the “lid” is to let go of some of the responsibilities you are carrying around.  Empower and grow the people around you.

So what action do you need to take?  Redesign and commitment are the 2 critical pieces.  Take a look at what you think you are controlling, but in truth, has control over you.  Take a look at the percentage of time you spend on non revenue producing activities vs. revenue producing activities.  Recognize that value to your agents is not through solving their problems, but by empowering them to discover their answers on their own.  Finally, realize that recruiting more agents to the office is your #1 priority and will contribute to the success of your existing agents and the office.  

The last pieces to the puzzles are planning and discipline.  Once you have recognized the activities and behaviors that are monopolizing your time and not contributing to the result, design a plan of action and specific schedule that will create greater focus, momentum, results, and inspiration for you.

The Kicker:  Stick to the Plan.
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