


Robert Pitts: Working at Full Potential

l-con n'. Somebody or something widely and uncritically adrnired,

especially sornebody or something syrnbolizing a movement or field
of activity.

The icon: Robert Pitts, Broker/Owner of Ladera Estates Realty Co.

and Robert Pitts REALTORS'. The movement: alterins the
perception of real estate agents.

A 22-yeat veteran of the real estate industry, Robert is a study in
contradictions. For instance, he will gladly tell you that he emba'ked
on a real estate career because of the eaming potential. This is not the

typical co{unent one would expect to hear from a real estate agent.

But, then, Robert is far from typical.

"One day in college, my economics instructor said the highest-paid
person graduating that year would be an engineering major, eaming

$24,000 a year. And I wasn't an engineering major," said Robert.
"That was a turning point for rne. I stayed in college, but mentally I
left that day. I had aspirations of success and financial security."

Robert already had an entrepreneurial spirit and was the owner of a

gardening company, which helped him pay for college. But a

conversation that took place with a potential customer changed the
course of his career.

"I was negotiating with a client about a landscaping job, and he told
rne he liked rny negotiating skills," he said. "He was a real estate

broker and wanted me to work for hirn. So, I got rny license within
three months and joined his company.

"I was afi'aid my first two months in real estate, because I felt so

much pressure to succeed," he added. "My daughter was on the way
and my father was getting older. I wanted to show him I could rnake

something of myself."

Robert quickly realized he had made the right choice. The first year in
the business he becarne the number one salesperson in the company and

the region. His second year, he won nulnelous awards, including Top
Listing and Top Selling Agent, Most Transactions Closed and The

Centudon Award, and finished 17th in the country in closed sales out of
over 65,000 agents in the CENTURY 2l systern. This while performing
sales rnanagel duties.

But despite the instantaneous success, Robert fbund lulfilhnent in
other ways. He found that his passion for real estate, and specifically
his desire to truly help people achieve their goals, far surpassed the
potential for linancial garn.

"The money that could be made in real estate was a large part of the

reason I got in, but what I love about it now is helping people," he said.

Added client Randy Butler: "My parents lived in the Los Angeles

area, and when my father passed away, we had to sell the family
home and move my mom close to where I live. We were irnpressed

with Robert's rnanner, and how he plarured to sell the home, so we
chose to work with him. It was a very positive experience, and one

that is still paying off. We got a call from him recently because he

became inforrned about a second trust deed my father had loaned

someone in the '90's that had been defaulted on. The property had a

lien against it because of this unpaid loan, and he called us so we
could clear it up and retrieve these funds. This would have just been
money lost for us if it weren't for Robert's awaleness and diligence.
He's gone out of his way to be so helpful to us and has given us great

advice on transactions that had nothing to do with him. He's a very
busy man, but he gives generously of his time and stays in touch with
his clients, even when there is no personal gain for him. He just
wants to help people, and that is really special."

That something extra Robert provides is in line with the type of
person he is, and his kind, considerate nature is often what attracts



clients to him and keeps them coming back after a transaction has

been completed.

"In addition to being an excellent agent, Robert is just a wonderful,
honest, caring person," said client Paul Purchard, Jr., who is himself
a real estate broker, practicing in Lake Tahoe. "My parents had been
in the same house for 45 years, and we were looking for someone
who was able to handle the transaction, also make it a positive
experience. He did a wonderful job. My parents were very happy.
Anything that needed to be done, he stepped up. His service went
over and above what we expected. I'ra in the business, so I see a lot
of brokers, and I know I can learn a few things from Robert."

With his expertise and experience, Robert is able to impart his
knowledge on everyone he comes into contact with, and he's happy
to share what he knows.

"If you work hard in real estate, you can make a very good living,"
he said. "But if that's why you're doing it, you're missing the point.
The joy is so much greater than the money."

Robert expedences thatjoy every time he is able to help a client sell
a home, as an expefi listing specialist.

"My motto is, 'Focus on one thing and do it well,'" said Roberl. "My one
focus is listings. Many agents take every bit ofbusiness they can get, and
often don't hesitate to spread themselves thin if it
means potentially getting more business. I believe
you have to be more selective, and that the secret

to success is specialization. I am very confident in
rny abilities to cornplete a task. I get up everyday

without concems of where my business is coming
from. After 22 yews, I know that refenals will
continue to come and clients will retum when they

are ready to list or buy more property."

Concentrating primarily on listings allows
Robert to give his sellers his undivided attention.

'Throughout rny career I have taken, on average, ten

listings per month," he said. '"The most I have ever

taken in one month is 36 listings. I'm an advocate

for my sellers, and I have used my negotiation skills
and my desire to achieve a profitable sale for them

to develop a niche. Although my focus is on listings,

my clients, as well as my pee$, are very confident
that if I'm on the listing or selling side, rny
experience and professional approach will get the

transaction closed."

In order to maintain his exceltrence for sellers
without denying buyers great representation,
Roberl. has a team of three talented buyer's
assistants, part of his wonderfrrl team of six.

"They are excellent at fulfilling our buyers'needs, wants and dreams,
which allows me to keep my focus on doing a great job for my
sellers. Yet, on occasions, there are some buyers who insist on my
representation, and I enjoy doing so," he said.

The current structure of the company is a true reflection of Robert's
business ideals, but it took some doing to get it perfect.

"Just like every other kid who grew up and wanted to own his own
company, I didn't realize the responsibilify that holds," he said. "I had
as many as 60 agents working for me at one time, but it nrrned out that
having a large company based on volume wasn't what I wanted; I
wanted it to be based on quality work. Having a smaller, more intimate
company allows me to provide the kind of service I want. The great
team of professionals I have-rny wonderful listing assistant,
transaction coordinator, buyer's assistants, personal assistant, and
escrow ofhcer-allows me to do that.

Every member of Robert's team is "extremely talented," he said.
"They each bring their own talents to the table, which makes the team
complete. They are behind the scenes making it happen, and I am
quite sure I wouldn't be where I am today without them."

High on their list of great qualities is the same unwavering
commitment to customer service that Robert employs.



"Making A Difference!"

Robert Pitts

Office: (510) 915-6500

Direct Line: (510) 115-51SS,

email: Rpitts9600@aol.com,

website: RobertPittsHomes.com

"We are known for our unparalleled customer service, which is our number one

priority," he said. "Nothing is more important to me. We are always trying to
come up with even better ways to meet the needs and exceed the expectations of
our clients."

Robert does that with distinctive, time-tested marketing techniqttes that place

great lbcus on the properlies he is selling.

"Selling a propefty depends upon great marketing, and my leading-edge maketing
strategies ensure timely and profltable sales," he said. "I advertise on local TV, send

out mass mailers, create and print professional full-color flyers and brochures in-
house, which elirninates the need to wait for outsourced printing, and have created

a newsletter that has become very popular. I actually have people call rne to ask if
they can advertise in the monthly newsletter, and clients that let me know if they

did not receive theirs."

But the most important matketing tool Robert utilizes is the Internet, through his

intensely comprehensive and well informed website.

'A1l of my marketing materials direct people to my website," he said. "I hold

seminars for REAIIORST, title companies and lenders, and I'm always advising

thern that the website is an agent's calling card today. Potential clients visit our

website and see how much great inforrnation we have provided, which makes it
easy for them to ascertain why my team and I are considered one of L.A. and the

Westside's premier brokers and experts in residential real estate sales. The web is

not a thing of future; it's now. It's surprising to me how many agents aren't focused

on their Internet presence. I teach agents that if they don't maintain a great website,

they are doing themselves a disservice. Potential clients want to know more about

you without having to call you."

Robert.would certainly know. His career has been built and sustained on a series

of great ideas, and even better follow-through. Over the last 22 years, he has

managed to build a multi-million dollar real estate

business while creati-ng personal wealth for himself and

his family-his loving wife, three daughters, 4nd 4 ss1-
through real estate investments. He is the ultimate real

estate icon, a down-to-Earth, well-loved person, and a
respected professional for whom real estate success is

better measu{ed in terms of personal, and customer

satisfaction, than in numbers. He symbolizes a movement
alright-a movement toward real estate expertise that

puts the needs of the client front and center. *


