
HBS-RESOURCES.COM

As I explained the typical 
environment of my CRE 
clients to a non-CRE friend 
over lunch, he raised his 
eyebrows.  

“You mean that they have to 
go out every day and find a 
project to work on?”  

I nodded, and added, “That’s 
why we often hear the 
phrase ‘you eat what you kill.’  
Not only that,”  I continued, 

“but the deal cycle is very long.  Commissioned 
salespeople often have to wait months to collect 
the fees they’ve earned.  They have to navigate 
lots of twists and turns.  They get paid only after 
everything goes right.  And then they have to get 
up and do it again the next day.”

“Wow!  These guys are gladiators!  Why do they do it?”

Good question.  Why do we do it?  The money can 
be good.  The activity level can be nearly frenetic, 
which is addictive to some of us.  My sense, though, 
is that many brokers love the chase.  The best 
brokers have become good at the chase.  They are 
gladiators – they are mentally strong, they prepare 
well and they persist.

How can we learn from the gladiators?

Mental acuity – A gladiator is keenly focused on 
executing the task directly in front of him.  He stays 
calm under pressure.  He’s efficient.  He is aware of 
the changing conditions around him. 

Effective preparation – A gladiator must train for 
his time in the arena.  He has specialized skills.  He 
works with a team.  He maintains a daily schedule 
that enables him to perform at his peak.

Persistence – A gladiator is gritty.  He hangs tough.  
He accepts setbacks as challenges, not fatal blows. 
He remains confident and lives to fight another day.

I looked outside the restaurant and saw a statue of 
a gladiator in the garden.  I laughed.  “I see where 
you got your inspiration,” I said. 

“Nailed me.  But look how ready this guy is.  Look 
how he gazes upward – almost defiantly.  Look at 
that chiseled body.  This guy would be a great broker!”

I think he would.  

“THESE GUYS ARE GLADIATORS!”
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HBS Resources is a coaching and consulting firm that helps individuals and companies find their lighthouse. The lighthouse de-
fines your intentions – what are we trying to accomplish?  What is the overarching goal that drives our actions?  If I can assist you, 
please call me at 407-701-6650. 

Not sure if you are ready for coaching? Check out the simple 10-question assessment at hbs-resources.com/coach

Be sure to order Blaine’s 
book, Thrive. In it, he shares 
proven strategies to accelerate 
your commercial real estate 
brokerage career.
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