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Free Bonus 
 

Here’s the Free Bonus you Got With this Book.  

 

You not only will learn how to avoid the top 

16 mistakes, you’ll also get access to my 4 
Part Coaching Video Primer.  

 

Get my Free 4 Part Video Coaching Primer at: 

http://www.REISuccessCoaching.com/jumpstart 

 

  

http://www.reisuccessacademy.com/
http://www.reisuccesscoaching.com/jumpstart


Value: $99.99 

© This information is intended for your eyes only. You may not copy, forward, or post any of the information in this document 

in any format. If you would like to use this document you can ask for permissions or if you are looking for Joint Venture 

opportunities contact Zack Childress, www.REISuccessAcademy.com  

 

 

Not Having a Plan 

 

The fastest ǁaǇ to get fƌoŵ poiŶt ͞A͟  to poiŶt ͞B͟ is to haǀe a plaŶ.  The 
fastest way to earn one million dollars or more in real estate investing is to 

haǀe a plaŶ. You’ǀe got to plaŶ Ǉouƌ ŵaƌketiŶg, plaŶ Ǉouƌ puƌĐhasiŶg, plaŶ 
Ǉouƌ ƌeŶoǀatioŶ ǁoƌk, aŶd plaŶ Ǉouƌ ƌesale, plaŶ, plaŶ, plaŶ…. 
 

The fastest ǁaǇ to go ďƌoke…the fastest ǁaǇ to lose a lot of ŵoŶeǇ…the 
fastest way to be forced out of the investing business is not to plan.  Many 

successful investors found themselves working very hard in their investing 

business for a year or two or even three, but not really getting anywhere.  It 

was only after they started sitting down once a day to plan their activities 

did they start making real progress in their investing business. 

 

Plan your real estate investing with the same philosophy.  To get from 

where you are now to one million dollars, you have to plan to perform 

certain activities and meet certain milestones (buoys) to connect the dots, 

to get to your goal. 

 

Without your goal constantly in mind, you will drift aimlessly and 

unprofitably, like a sailboat without a rudder, until you begin to plan 

properly. 

 

After you start planning consistently, you will realize that any time your 

ďusiŶess staƌts gettiŶg ĐhaotiĐ; Ǉou’ll pause aŶd ƌealize that Ǉou’ǀe gotteŶ 
away from your planning.  The fastest way to get order back into your 

business is to begin planning again.  

 

If your business or life is chaotic now, start planning.  When you begin the 

plaŶŶiŶg pƌoĐess, Ǉou ǁoŶ’t suddeŶlǇ ǁake up toŵoƌƌoǁ aŶd staƌt 
planning every day for the rest of your life.  (If you could, you would 
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become an awesome money-making machine.)  but alas, we are all human 

and we begin by planning a little, reaping the rewards, getting away from it, 

ďeĐoŵiŶg ĐhaotiĐ agaiŶ, theŶ goiŶg ďaĐk aŶd plaŶŶiŶg a little ŵoƌe.  It’s just 
human nature. 

 

Not Requiring Written Repair Bids Every Time 

 

Almost all problems with a contractor or his performance can be traced 

ďaĐk to the faĐt that iŶǀestoƌ didŶ’t haǀe a ǁƌitteŶ ƌepaiƌ ďid sigŶed ďǇ the 
contractor. 

 

This is what happens: You reward a job to a contractor and when he gets on 

site and begins the work, you realize that it is not what you had expected.  

After you talk with the contractor, you realize that it is exactly what he 

expected, though.  A written repair bid eliminates any confusion because 

the bid states what the contractor will do, and what materials he will use.  

You then both know what you hired the contractor to do. 

 

Without a written bid, sometimes there is also confusion on the price.  The 

ĐoŶtƌaĐtoƌ ͞foƌgets͟ ǁhat the agƌeed-upon price was, and needs help 

remembering because the figure that he now thinks is correct is higher than 

his original bid price! 

 

This is why you should always have a contract signed after you award a 

ĐoŶtƌaĐtoƌ a ďid.  WithiŶ that ĐoŶtƌaĐt ǁill ďe the ͞“Đope of Woƌk͟ 
addeŶduŵ.  The ͞“Đope of Woƌk͟ addeŶduŵ speĐifies ǁhat ǁoƌk ǁill ďe 
performed, and what materials will be used.  This information is taken 

directly from the written bid sheet.  The contract will also specify the total 

dollar amount of the contract.  Your contract should also include a Clean Up 

clause, Damage clause, specify who is responsible for getting the permits, a 

Late Performance clause, and a Payment Disbursement addendum, among 

other clauses and addendums. 
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Another reason to get repair bids in writing is so that you can compare this 

ĐoŶtƌaĐtoƌ’s ďid ǁith the otheƌ ďids that Ǉou haǀe ƌeĐeiǀed fƌoŵ otheƌ 
ĐoŶtƌaĐtoƌs, to ŵake suƌe that Ǉou aƌe ĐoŵpaƌiŶg ͞apples to apples͟.  
 If one contractor is lower but has omitted from the bid a couple of items 

that Ŷeed to ďe Đoŵpleted, theŶ ŵaǇďe he isŶ’t loǁeƌ afteƌ all. 
 

Always get your repair bid in writing and save yourself a big headache.   

 

Not Screening Tenants for Eviction Risk 

 

ALWAYS sĐƌeeŶ Ǉouƌ teŶaŶts.  It’s ĐƌuĐial to Ǉouƌ suƌǀiǀal as a laŶdloƌd: 
The laŶdloƌd ǁho doesŶ’t sĐƌeeŶ his teŶaŶts…. 
…is the oŶe ǁho gets the ǁoƌst teŶaŶts… 

…ďeĐause the ǁoƌst teŶaŶts ĐaŶ’t get aŶ apaƌtŵeŶt fƌoŵ aŶǇoŶe else… 

…ďeĐause eǀeƌǇoŶe else does a ďaĐkground check! 

 

“uƌe, theƌe aƌeŶ’t too ŵaŶǇ people out theƌe ǁith peƌfeĐt Đƌedit, ďut 
peƌfeĐt Đƌedit isŶ’t the ĐoŶĐeƌŶ.  Youƌ pƌiŵaƌǇ ĐoŶĐeƌŶ is ǁhetheƌ oƌ Ŷot 
they have been evicted.  If they have been evicted once, they know how to 

play the eviction game and will do it again.  Your biggest cost as a landlord 

is tuƌŶoǀeƌ.  EǀeƌǇ tiŵe Ǉou tuƌŶ a uŶit oǀeƌ, Ǉou usuallǇ lose a ŵoŶth’s ƌeŶt 
plus the maintenance or repair cost to get the unit back into shape.  If you 

have to evict a tenant, the process could take up to six months, depending 

on which state you live in! It takes longer to evict in most northern states 

than it does in southern states. 

 

Whetheƌ it’s oŶ ŵoŶth oƌ siǆ ŵoŶths…that’s Ǉouƌ Đash floǁ!  OŶĐe goŶe, 
it’s goŶe.  “uƌe Ǉou’ll pƌoďaďlǇ ďe aǁaƌded that amount when you go 

through eviction court, but trust me – you will almost certainly never 

collect it. 

 

Be Smart: Do an eviction background check on all of your prospective 

teŶaŶts.  It’s easǇ if Ǉou use ŶatioŶal TeŶaŶt Netǁoƌk.  It’s a ŶatioŶǁide 

http://www.reisuccessacademy.com/


Value: $99.99 

© This information is intended for your eyes only. You may not copy, forward, or post any of the information in this document 

in any format. If you would like to use this document you can ask for permissions or if you are looking for Joint Venture 

opportunities contact Zack Childress, www.REISuccessAcademy.com  

 

service that provides background checks for landlords.  An eviction check 

will cost between $10-ϮϬ ;a Đƌedit aŶd ĐƌiŵiŶal ĐheĐk Đost ŵoƌeͿ.  But doŶ’t 
you pay it!  Have the prospective tenant give you an application fee at the 

time they apply for the apartment.  This will cover your cost; if you set the 

application fee higher than the cost of the background check, you can even 

make a little money, too! 

 

Paying for Construction Cost Before 100% Completion 

 

You’ll ŵake this ŵistake aŶd Ǉou’ll sooŶ ǁish Ǉou hadŶ’t.  paying for a 

construction job before it is 100% complete gives the contractor no 

iŶĐeŶtiǀe to ƌetuƌŶ to fiŶish the joď.  You’ll get fƌustƌated aŶd aŶgƌǇ as Ǉou 
waste your time chasing a contractor who is spending his time trying to 

finish jobs that he hasŶ’t gotteŶ paid foƌ Ǉet.  EǀeŶ if he has the ďest 
intentions, in his mind when he is paid, the job is done.  There is no pain in 

not showing up again, and he now focused on his next payday.  Never make 

that last payment until the job is 100% complete, no matter how many 

promises he makes about coming back; no matter how small the task is 

that is left; no matter how much he needs the money now!  If you do, 

assume that you will have to finish the job yourself, or pay someone to. 

 

Allowing your Real Estate Business to Run your Life 

 

We all get so wrapped up in the thrill of real estate investing (once you 

staƌt ďuǇiŶg, selliŶg aŶd ĐashiŶg those ďig ĐheĐks Ǉou ǁill kŶoǁ ǁhat I’ŵ 
talking about), that it begins to become all-encompassing.  We have cell 

phones and pageƌs so ǁe doŶ’t ŵiss a Đall.  WheŶ the phoŶe ƌiŶgs at ouƌ 
home office we go running like a bat out of hell from the dinner table 

because this could be the Next Big Deal. 

 

Once these systems and checklists are in place, you will know what needs 

to be done in any situation.  You will look at the checklist daily, to review 

what has been accomplished and what still needs to be done. 
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You should have checklists for every aspect of your business.  Here are 

some key checklists: 

 Property Evaluation: Buying right, market analysis, property analysis  

 Property Inspection: Estimating repairs, formula worksheets, room-

by-room analysis 

 Contractor Management: Bid process, contracts, and agreements 

 Renovation Management: Cash flow, required activities, scheduling, 

and contractor management 

 Tenant Management: Application process, move-in process, leases 

and contracts 

These aƌe just a feǁ of the ŵaŶǇ ĐheĐklists aŶd sǇsteŵs that Ǉou’ll Ŷeed to 
create and use on a day-to-daǇ ďasis.  TheŶ Ǉou’ll be running your business 

and your business will not be running you. 

One of the benefits of systems and checklists is that – as you grow your 

business and hire people to work for you – Ǉou’ll tƌaiŶ theŵ ďǇ teaĐhiŶg 
them how to use the checklists and systems.  You will train them to 

complete the tasks associated with each system and checklist.  You will 

supervise them by revising the systems and checklists that they are working 

on. 

This is the fastest way to grow your business. 

To get help on systemizing youƌ ďusiŶess, ƌead MiĐhael Geƌďeƌ’s ďook, The 
E-MǇth.  It’s a gƌeat ďook that ǁill teaĐh Ǉou hoǁ to look at Ǉouƌ ďusiŶess iŶ 
its pƌopeƌ peƌspeĐtiǀe.  If Ǉou doŶ’t ǁaŶt to Đƌeate all of those sǇsteŵs aŶd 
checklists yourself, find someone who already has a successful real estate 

investing business and find out what they are using.  The sooner you 

systemize, the sooner you will be free to make choices based on what you 

want to do, instead of what your business needs you to do. 
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Over-Improving a Property to Flip or Rent 

We can all renovate a house and have it come out looking like the a castle, 

but that will not put the most profit in our pockets.  You should put out a 

ƋualitǇ pƌoduĐt aŶd do Ǉouƌ ƌepaiƌs pƌopeƌlǇ.  You shouldŶ’t Đut ĐoƌŶeƌs oƌ 
hide defects in a house.  At the saŵe tiŵe, if Ǉou’ƌe ƌeŶoǀatiŶg a $75,ϬϬϬ 
house, you do not want to install marble floors, Corian counters, and 

replace the exterior siding with clapboards. 

You want to do the repairs that will give you the biggest return for the 

money.  If you’ƌe ƌepaiƌiŶg a ƌeŶtal uŶit, Ǉou should use ŵateƌials that ǁill 
last.  Plastic commercial tile floors for the kitchen and baths are better than 

the ϭϮ͟ ǆ ϭϮ͟  stiĐk-ons; commercial-grade carpet and countertops are 

desigŶed to hide Đuts aŶd diƌt.  If Ǉou’re renovating a house for resale, you 

want to focus on the kitchen and baths.  Spend all of your extra rehab 

money in these rooms, because these are the rooms that will sell your 

house.  They should be bright, clean and shiny. 

Bring the house back to a like-new condition without making everything 

Ŷeǁ.  It’s aŵaziŶg hoǁ a little paiŶt aŶd ĐleaŶiŶg ĐaŶ ĐhaŶge the 
appearance of a house or an apartment.  When planning your repairs, 

ƌepaiƌ aŶǇthiŶg that is ďƌokeŶ oƌ outdated, ďut doŶ’t go aƌouŶd the house 
installiŶg all Ŷeǁ ĐaďiŶets aŶd ĐouŶteƌs if Ǉou doŶ’t Ŷeed theŵ. 

Remember, make it nice and put out a quality product, but at the same 

time keep in mind that you are not going to live there.  The people who buy 

the house are most likely going to make changes, anyway. 

Running Out of Cash 

PiĐtuƌe this: You’ǀe ďought aŶd sold Ǉouƌ fiƌst house, aŶd ŵade a ŶiĐe 
pƌofit.  You’ƌe iŶ the ŵiddle of Ǉouƌ seĐoŶd ƌehaď, aŶd Ǉou’ƌe puƌĐhasiŶg 
your third deal.  Your marketing is paying off as the fourth deal comes 

around; it proŵises eǀeŶ ŵoƌe pƌofits thaŶ the fiƌst thƌee.  But Ŷoǁ Ǉou’ǀe 
got a problem – Ǉou’ǀe ƌuŶ out of Đash!  You ĐaŶ’t ďuǇ that fouƌth deal, oƌ 
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any other good deal that comes down the line, until you rehab and sell the 

second and third houses. 

This is the old Cash CƌuŶĐh, aŶd doŶ’t let it happeŶ to Ǉou.  You should ďe 
putting down as small a down payment as possible when you purchase 

Ǉouƌ iŶǀestŵeŶt pƌopeƌties.  You ǁaŶt to use leǀeƌage ;otheƌ people’s 
money) to your advantage, and accumulate as much property as you can, 

ǁhile usiŶg as ŵuĐh of otheƌ people’s ŵoŶeǇ as possiďle. 

How do you do it?  Establish a relationship with a hard-money lender as 

sooŶ as possiďle.  “uƌe the ŵoŶeǇ Đosts Ǉou ŵoƌe.  But Ǉou’ll faĐtoƌ the 
costs into the deal when you make your offer, so your profit is still where 

you want it to be. 

Hard-money lenders have an endless flow of cash that they will be happy to 

leŶd Ǉou, as loŶg as Ǉou ďƌiŶg theŵ deals that ŵake seŶse.  TheǇ doŶ’t Đaƌe 
about your credit history; they care about the numbers and the quality of 

the deal. 

A hard-money lender will lend you up to 65% of the after-repaired value of 

the pƌopeƌtǇ.  If Ǉou’ƌe ŶegotiatiŶg the ƌight tǇpes of deals, this should ďe 
all the money you need to purchase the house and do the repairs.  If your 

numbers are not working out, peƌhaps Ǉou’ƌe foĐusiŶg oŶ the ǁƌoŶg tǇpe 
of sellers. 

Reŵeŵďeƌ, Ǉou should oŶlǇ ďe foĐusiŶg oŶ ŵotiǀated selleƌs…people ǁho 
for one reason or another must sell their property in a short period of time.  

Develop effective methods to have these sellers consistently contact you, 

aŶd Ǉou’ƌe oŶ Ǉouƌ ǁaǇ to ďeĐoŵiŶg ǁealthǇ. 

Forgetting About Asset Protection 

You spent all those hours studying books and tapes, sifting through 

countless numbers of potential sellers, and inspecting type of house 

iŵagiŶaďle.  Thƌough Ǉouƌ oǁŶ peƌsisteŶĐe Ǉou’ǀe put deal upoŶ deal 
together, and built a substantial portfolio of properties, not to mention a 
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sizeable bank account – only to have some idiot sue you for something 

stupid and take it all away from you! 

You should learn about asset protection just as diligently as you learn about 

real estate investing.  You must not hold any assets in your name.  whether 

it ďe ƌeal estate, ďaŶk aĐĐouŶts, autoŵoďiles, ďoats, ďusiŶesses…This 
should be your goal: If an attorney does an asset search with your name in 

it, he should Đoŵe aǁaǇ thiŶkiŶg Ǉou’ƌe a deadďeat. 

Each of your properties should be purchased in a trust or corporation.  Your 

bank accounts should also be in trusts.  Your home, automobile, 

ďoats…should all be hidden in asset protection devices.  Speak with an 

asset protection attorney to find out which asset protection vehicles you 

should be in. 

You’ǀe ǁoƌked too haƌd foƌ Ǉouƌself aŶd Ǉouƌ faŵilǇ, to haǀe soŵe idiot 
come along and remove even one dime for your pockets. 

Over-Analyzing a Property 

Haǀe Ǉou looked at ϭϬ oƌ ϮϬ ďuildiŶgs, ďut just ĐaŶ’t deĐide ǁhiĐh oŶe 
would be the best deal? Or have you sat looking at the numbers, changing 

this and changing that, to cover every possible scenario that this 

investment might take?  Maybe you keep running the numbers to make 

suƌe that Ǉou’ƌe Ŷot ŵissiŶg aŶǇthiŶg.  This is Đalled AŶalǇsis PaƌalǇsis.  The 
ƌeal ƌeasoŶ Ǉou’ƌe Ŷot ďuǇiŶg is feaƌ.  FiŶd a ǁaǇ to get oǀeƌ the feaƌ!  Re-

ƌead Mistake #ϭ : ͞WaitiŶg Too LoŶg to “taƌt Real Estate IŶǀestiŶg͟, aŶd 
move forward. 

The only way to know if your analysis is correct is to purchase the property, 

do the rehab, and either keep it in your portfolio or resell it.  Then and only 

then can you compare your initial estimate with aĐtual Đosts.  Of Đouƌse, I’ŵ 
assuming that you have had some training and that your analysis is based 

on proven formulas.  
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Now you have a yardstick to measure by.  Now you have one property 

under your belt and now you have some experience playing the best of all 

games – ƌeal estate iŶǀestiŶg.  The feaƌ is goŶe aŶd Ǉou’ƌe ƌeadǇ to ĐoŶƋueƌ 
the world. 

The ǁoƌld is Ǉouƌs to take, ďut theǇ’ƌe Ŷot giǀiŶg it aǁaǇ! Got get Ǉouƌ 
share. 

Underinsuring Property 

AlǁaǇs pƌopeƌlǇ iŶsuƌe Ǉouƌ pƌopeƌties aŶd doŶ’t plaǇ games with your 

insurance.  Your insurance is there to protect you against bad things 

happening to you and your property. 

“oŵe iŶǀestoƌs tƌǇ to get aǁaǇ ǁith gettiŶg aŶ oĐĐupied hoŵeoǁŶeƌ’s 
poliĐǇ ǁhile theǇ aƌe ƌehaďďiŶg a pƌopeƌtǇ.  A hoŵeoǁŶeƌ’s poliĐǇ ǁill only 

pay a claim if you can prove that someone was living in the property at the 

time of the claim.  If you have a fire or some other claim on the property, 

the first thing the insurance adjuster looks for is a bed, blankets, cleaning 

supplies in the shoǁeƌ, aŶd food iŶ the fƌidge.  If he doesŶ’t fiŶd these 
thiŶgs…Gaŵe Oǀeƌ – the claim does not get paid. 

A policy on a vacant dwelling costs a few hundred dollars more than a 

hoŵeoǁŶeƌ’s poliĐǇ, ďut it is ǁell ǁoƌth it. 

Get the proper insurance coverage for your properties, and if you have a 

claim, get a Public Adjuster. 

Ignoring Cash Flow 

Happiness is positive cash flow.  Whether it comes from the money left 

over when you pay all your expenses from your rental properties, or at the 

eŶd of a ƌehaď aŶd Ǉou’ƌe under budget.  When you start to deviate, find 

out what the problem is, then compensate somewhere else and put 

yourself back on course. 
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Many  investors have gone to a closing and gotten a check for $30-40,000, 

only to find out that after he tallied up the rehab cost, only $1,000-5,000 of 

that money was his.  If he had watched his cash flow throughout the job, he 

would have kept a much larger chunk of that money in his pocket. 

When holding properties in your portfolio, once your property stops cash 

flowing, Ǉou ŵust fiŶd the pƌoďleŵ iŵŵediatelǇ aŶd ƌeĐtifǇ it.  If Ǉou doŶ’t, 
Ǉou’ll eŶd up ĐoŵiŶg out the poĐket to keep that ďuildiŶg afloat.  CaŶ Ǉou 
imagine paying for your tenants to live in your building! 

A careful eye on the cash flow will put more money in your pocket, give 

you more money to purchase other properties, and will allow you to 

become wealthier, faster. 

Only Looking at Properties When There is a Problem 

A lot of landlords only go to their properties when there is a problem.  The 

trouble is, by the time the problem arises, you usually have many more 

problems to deal with – along with the problem that originally brought you 

to the property. 

You should haǀe a ŵaiŶteŶaŶĐe plaŶ iŶ plaĐe so Ǉou’ƌe iŶ  Ǉouƌ pƌopeƌtǇ at 
least once every six months.  When you get a new tenant, you should 

inspect their unit within the first two months.  You want to make sure that 

the tenants are treating the property with respect.  You want to point out 

any damage that they may have caused, and tell them that you will be 

sending your maintenance man over to fix it, and how much it will cost 

them. 

Do this at the beginning and it will set the tone for your relationship with 

the teŶaŶt theŶ eǀeƌǇ siǆ ŵoŶths oƌ so, Ǉou’ll ǁaŶt to aŶotheƌ iŶspeĐtioŶ.  
You can either schedule it or surprise them.  I like to surprise them; then I 

know exactly how they are living. 

You’ll ǁaŶt to ĐheĐk the pluŵďiŶg iŶside the uŶits aŶd iŶ the ďaseŵeŶt foƌ 
water leaks.  The most common profit-losing problem is a toilet that will 
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not stop running, or a dripping sink.  In no time you could be faced with 

large water bills. 

Make sure tenants are not throwing trash all over the yard, or leaving 

unregistered cars on your lot.  Once trash starts piling up, it attracts more 

trash.  Pretty soon your property is the neighborhood junkyard. 

Periodic inspections will save you money and tenant turnover.  Then when 

problems arise, they will not be big ones. 

Missing Out on Special Grants, Loan Programs, and Tax Incentives 

Many cities and towns give investors incentives to rehab properties in 

certain parts of the city.  This is usually done through revitalization 

programs.  There are certain parts of a city that are targeted with federal, 

state and/or local funds.  This money if often give out as low-interest loans 

to investors that are willing to rehab these properties. 

There are also municipal, state and federal loan programs offering low-

interest loans.  Forgivable debt may be available for investors looking to do 

work on rundown properties in rundown parts of a city. 

There are tax incentives available from time to time at the municipal, state 

and federal law.  The incentives are designed to attract investors into a city 

that is in decline, to help it turn the corner in its economic development. 

Sometimes a city is allotted a certain number of funds for rundown areas.  

In order to get funding for the next year, they must spend the funds they 

have this year, so the city may be more than willing to give the money out. 

You will find out about these programs by calling the office of economic 

development in the state, city, or town you are interested in.  If they do not 

have an office of economic development, talk with the office of whoever is 

iŶ Đhaƌge of the goǀeƌŶŵeŶt, ǁhetheƌ it ďe the ŵaǇoƌ’s offiĐe, offiĐe of the 
seleĐtŵaŶ, goǀeƌŶoƌ…. 

The ŵoŶeǇ is theƌe; doŶ’t ŵiss out! 
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Inability to Sell a Rehab Property or to Rent a Rental Property 

Theƌe’s ŶothiŶg ǁoƌse thaŶ doiŶg a gƌeat joď oŶ a ƌehaď oƌ ŵakiŶg aŶ 
apartment spit shine, and not being able to sell or rent it with your entire 

profit sitting in the building or in a vacant apartment, you must develop the 

skills to ƌesell a pƌopeƌtǇ oƌ uŶit.  You’ǀe leaƌŶed the skill of fiŶdiŶg 
ŵotiǀated selleƌs, aŶd Ǉou’ǀe leaƌŶed the skill of ƌehaďďiŶg a pƌopeƌtǇ.  
Perhaps the most impoƌtaŶt skill is the aďilitǇ to ƌesell….ďeĐause that’s 
when you get paid. 

Your marketing should start the day your purchase the property.  Go to the 

Ŷeighďoƌs aŶd tell theŵ that Ǉou aƌe fiǆiŶg up the pƌopeƌtǇ, aŶd Ǉou’d like 
them to choose their next neighbors.  Have them give you a call with the 

names of any friends, relatives, or coworkers that might be interested in 

buying. 

Next, put a sign up that the property is for sale.  Sure, it might not be ready 

yet and some people will not be able to see through the rehab to see what 

it will look like when it is completed.  But some people will be able to see 

the end result through the clutter, and will be happy to put the house 

under contract. 

If Ǉou’ƌe afƌaid to shoǁ aŶ uŶfiŶished house to a ďuǇeƌ ďeĐause Ǉou doŶ’t 
thiŶk the ďuǇeƌ ǁill ďuǇ, doŶ’t ǁoƌƌǇ aďout it.  BǇ the tiŵe Ǉou fiŶish the 
house, the buyer who might have bought it will have bought something 

else, and so you would have lost them anyway.  Show that house as soon as 

possible! 

Send postcards to other properties that are like yours.  State the benefits 

of living in your building.  Many people will move just for the sake of 

change.  Because they are already living a similar building, you know they 

will like yours. 

Put an ad in the paper and hold an open house.  Be creative and start 

early.  Empty buildings and empty apartments cost money! 
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Not Thinking of Tenants as Potential Buyers 

Who else is a better candidate to own your property than the people who 

have been living in it and taking care of it already? 

Youƌ selliŶg eǆpeŶses ǁill ďe ŵiŶiŵized, siŶĐe Ǉou ǁoŶ’t haǀe to do aŶǇ 
advertising, open houses, showings, or hiring of real estate agents. 

MaǇďe Ǉou’ll ǁaŶt to iŶstitute a lease ǁith optioŶ to puƌĐhase.  You ĐaŶ 
take a small amount of rent and put it toward the down payment.  They will 

take better care of the property, and you will be guaranteed to get your 

ƌeŶt oŶ tiŵe.  That’s ďeĐause iŶ Ǉouƌ optioŶ agƌeeŵeŶt, Ǉou ǁill state that 
if the ƌeŶt is Ŷot paid oŶ tiŵe, the optioŶ is Ŷot ǀalid.  If Ǉou’ƌe saǀǀǇ, Ǉou’ll 
also get a non-refundable option fee.  There are many good courses and 

books that will teach you how to do lease options.  Educate yourself. 

If you do a lease option, make sure you have a lease agreement and an 

option agreement.  Doing this will protect you from a tenant bringing you 

to housing court because you would not return their security deposit, 

which was actually their option fee.  Many a tenant has won this complaint 

because the lease agreement and the option agreement were contained 

within the same document. 

Whether you have a lease option agreement or just a good tenant, sell 

your building to your tenants whenever possible, and pocket all of the extra 

cash! 

Renting to Relatives 

Want to ruin a good relationship?  Rent to a relative.  Not only will they 

take liberties with your property, but – just like when you become friends 

with your tenants – you tend to let your rules slide a little. 

If you thought it was going to be hard to raise the rent on a friend, try 

raising it on a relative.  You’ll ďe the talk aƌouŶd the ThaŶksgiǀiŶg taďle.  
You’ll ďeĐoŵe the “Đƌooge of the faŵilǇ. 
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TheŶ tƌǇ to eǀiĐt a ƌelatiǀe, aŶd justifǇ it to the ƌest of the faŵilǇ.  ͞WealthǇ 
ƌeal estate iŶǀestoƌ uŶĐle eǀiĐts pooƌ ĐousiŶ ǁho ĐaŶ’t affoƌd the shiƌt oŶ 
his ďaĐk͟.  You’ƌe iŶ a Ŷo-ǁiŶ situatioŶ.  You’ƌe ďetteƌ off ďitiŶg the ďullet 
up front, and tell them that your policy is not to rent to relatives.   That 

way, no one gets in, and their feelings are hurt fur just a little bit, and just 

for a few days.  If you let them in, you could be hurt for a much, much 

longer time. 

 

There are plenty of good tenants out there.  Relatives are the worst! 

 

Thanks,  

 

Zack Childress 

Get my Free 4 Part Video Coaching Primer at: 

http://www.REISuccessCoaching.com/jumpstart 

 

 

 

 

 

 

 

  

http://www.reisuccessacademy.com/
http://www.reisuccesscoaching.com/jumpstart


Value: $99.99 

© This information is intended for your eyes only. You may not copy, forward, or post any of the information in this document 

in any format. If you would like to use this document you can ask for permissions or if you are looking for Joint Venture 

opportunities contact Zack Childress, www.REISuccessAcademy.com  

 

WHAT IS A MENTOR? 

 

Someone that has heard what you have not. 

Someone that has seen what you have not. 

Someone who knows what you do not. 

 

“Your success depends on your willingness to 
be mentored by a person that cares about 

your future and success in life” 

 

You will seldom improve your situation if you 

have nobody to copy but yourself! 

 

If you see someone doing something you 

currently cannot do, they simply know 

something you don't know! Pick up a book or 

Get a MENTOR!!!!!!!!! 

 

Get my Free 4 Part Video Coaching Primer at: 

http://www.REISuccessCoaching.com/jumpstart 
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