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"We are well on our way to 
achieving predictability and 
sustainability, all with much 

less stress and wear and 
tear on our people. We owe 

all of this to our 
collaboration with Mark 

Noble and his installation of 
Market Force into Graham 

Mortgage." 
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HOW GRAHAM MORTGAGE IS ACHIEVING GROWTH,

SUSTAINABILITY, AND SANITY 

FROM SALES (2ND CHAIR) TO OWNER + CEO (1ST CHAIR) 

In 2013, I was presented with the opportunity to own an existing legacy real estate finance 
company. This would be my second opportunity to have an ownership position in a company. 
My first was as a junior partner, COO and second chair sales. I was very excited about my 
second ownership experience, but I was also a bit reluctant. 
 
My first experience in business ownership (1.0) was very successful. We sold the company after 
6 years of pouring ourselves into it and I was exhausted but made some good money, having 
thought that making money was what I had to do to be successful. When presented with the 
new opportunity (2.0) in 2013, my reluctance came from the fact that I know what my own 
tendencies were relative to managing stress. As a loan officer in 1.0, I was only responsible for 
generating revenue, which is something I am very good at. Now that I was going into the 
manager chair, I would have more support than before, but I saw this as the last stop in my 
career, spending it as a CEO and sole shareholder. I began to feel the pressure to "get it right." 
 
In 1.0, I saw myself as the answer man, the problem solver, "the fixer." After my Market Force 
training, it was easy to see that 1.0 had absolutely no processes, no real structure, no way to 
deal with breakdowns that avoided wasted time, and no idea of how each professional reacts 
under pressure, which are all key skills for managing staff and maximizing client relationships. 
 
I would classify the 1.0 company as transactional by today's terms: a fee-for-service company 
that survived by finding and closing deals. Our guiding principles were to treat our employees as 
complementary partners, respect our clients, and live the business through 24/7 immersion and 
participation. It was a high-stress environment that wore me out. No real structure and no real 
processes to deal with problems meant we were surviving with just intuition, hustle, and a lot of 
firefighting. 
 
As I moved into 2.0, my thought was not to form a company differently than 1.0, but to manage 
stress better by applying my now 15 years of gained wisdom since the sale of 1.0. I wanted to do 
this not through any formal business principles, but by being better equipped to handle stress 
personally. 2.0 launched itself and was immediately successful, but the lack of form, structure, 
and processes was going to catch up to me without some help and a plan. The way I look at it 
now is that I did not need to re-form, but to form for the first time. 

By: Dean Castelhano 



ENTER MARKET FORCE AND MARK NOBLE 

In the course of my new responsibilities, I came to join an organization called Dallas Roundtable, 
an 18-year-old business development group that protects verticals as a method of creating 
opportunity for its members. Many of those members are stakeholders and clients. Mark Noble 
is a fellow Roundtable member, and he and I share a history in the commercial real estate 
world. We also both have a desire to learn and help others learn together. 
 
As Mark and I became acquainted, I knew our association would grow into a friendship that was 
foundational for me and my company's future. Here’s a quote from the Noble Force website 
that struck me: 
 
"We are passionate about enriching both individuals and companies that are ready to 
bring high energy and success into their work. We bring clarity and intention through 
proprietary systems that have been used by some of today's highest performing 
businesses around the world." 
 
I knew I had passion and energy and that we, as a company, were high performing. However, it 
always had come at a high cost in that it was exhausting and unsustainable. I would run on the 
fuel of success (peaks) and the failures (valleys). 
 
What I needed was clarity and a clear intention around our modes of operation. We had 
no real common language or common approach for interacting with customers, vendors, and 
investors. Market Force brought that to us. It has switched decision making from being 
sometimes fearful, emotional, and energy draining to a sober, structured, and efficient process. 

THE MARKET FORCE JOURNEY  

In 2015, I kicked-off my Market Force journey through a one-on-one program with Mark called 
the Noble Force Professional Development Program. It includes going through a portion of 
Market Force learning each week combined with a number of coaching frameworks that begin 
with mindset, which is about determining if our beliefs support the results we aspire to. The 
Market Force profiling tool accurately portrayed me as an "Influence" and my learning around 
that gave me a clear lane in which to operate and build my self-awareness while providing me 
with a comprehensive strategy to gain more prosperity. 



In 2017, Mark Noble trained our entire team in Market Force Foundations and he continues to 
work with our team to ensure the proper utilization of our Market Force tools. As the team 
learned Market Force, I learned how best to interact with each of my team members. This 
knowledge allowed for differences to exist and be celebrated without judgment or the need to 
settle scores or seek revenge. Most of all, it provided our team with a system for good decision 
making around new ideas and problem-solving. 
 
Embedded in the Market Force training is a system for conscious functional decision making, 
which plays out in the following order: Idea, Socialize, Structure and Execution, Analyze Results. I 
personally have a lot of ideas and I like to get my way. The day to day implementation of ideas 
through the Market Force lens has made the execution of ideas a lot less stressful and has 
allowed my staff to contribute solutions at a very high level. This method has helped our team 
"have ownership" in how things are done, has developed our culture further, and has gotten 
everyone playing at a higher level. 
 
My natural instinctive manner would normally be to push back on structure, process, and 
procedure. Market Force has helped me overcome that tendency to the point that we have 
hired an Operations Director. The results have been meaningful. His presence in the company 
has a name, which we call "Adamization." It is the setting up of systems and 
procedures, coupled with a data collection and cataloging process, that is used to promote a 
predictable and sustainable infrastructure inside an industry that has been a transactional 
and a personality-driven enterprise for many, many years. 
 
One way I love to describe new skills and capabilities is with the term "new muscle". We now 
have new muscle in our marketing process developed with the aid and assistance of Mark 
Noble. Our Operations Director runs a weekly strategic planning meeting where our specific 
marketing and sales process is discussed and the results are memorialized in real time into our 
business plan. We have identified our Target Market, our Products that solve the primary issues 
for that target market, our Brand Identity Plan and our Channels to Market. Around these, we 
have developed our specific prospect list, our brand messaging, our interview questions, our 
communication mediums, our forensic survey process after the sale, and our marketing 
materials. We are in real time refining our messaging as we develop this sales model. The 
meetings are formal in structure and all participants come away with assignments and 
commitments for the next meeting, which leads us to building our prospect list in an organic 
manner. 
 
In conclusion, Market Force has given us a lane to run in that is very powerful and keeps us on 
the most productive path. We are well on our way to achieving predictability and sustainability, 
all with much less stress and wear and tear on our people. We owe all of this to our 
collaboration with Mark Noble and his installation of Market Force into the Graham Mortgage 
Enterprise." 
 



FINANCE 

DEVELOPMENT 

Mark has spent the last 25+ years in business as a top performing commercial real estate 

broker and the founder of three successful brokerage and property management 

companies. Mark was most recently the Managing Partner and national Board of Director 

at Colliers International.  

 

After selling his interest in Colliers, Mark turned his focus to how he could best accelerate 

his passion for enriching others, which led to his certification in the Market Force 

technology and his development of the Noble Force Professional Development Program. 

His sole mission through The Noble Force is to give leaders and sales teams the highest 

possible probability of success through driving revenue and company growth. 

 

His passion for installing individuals and companies with the ability to build strategic 

relationships and grow their business has led him to work for some of the world's largest 

companies. He is ready to bring everything he's learned to you through The Noble Force. 

He won't let go until you grow.  

MARK NOBLE IS A LEADING SPEAKER, TRAINER AND 

ENTREPRENEUR 

MEET MARK NOBLE 



" C O M I N G  

T O G E T H E R  I S  A  

B E G I N N I N G .  

 

K E E P I N G  

T O G E T H E R  I S  

P R O G R E S S .  

 

W O R K I N G  

T O G E T H E R  I S  

S U C C E S S . "  

- H E N R Y  F O R D  



AVA I LAB I L I TY  IN  20 19   I S  L IM ITED  -  

REQUEST  A  CONSULTAT ION  TODAY    

GET  

STARTED  

TODAY  

MARK@THENOBLEFORCE .COM  
 
 


