


My journey continues to be interesting. As a Real Estate Investor, there is never a dull 
moment. Who knew it would be filled with new learning experiences and that I’d literally 
never stop learning? But I hear that keeps the brain firing far into our later years, so I’m 
not complaining!

Yes, even today I keep learning and earning. That’s the name of the game for any 
successful entrepreneur. We can never stop learning. There’s always something more to 
learn. That’s what keeps things exciting!

Maybe you share my love of learning. You downloaded this e-book, right? That’s a good 
indicator of your success. You are giving me the chance to share some knowledge with 
you about investing in multi-family properties. Awesome! I happen to invest in large 
apartment buildings, so you know it’s a topic near and dear to my heart. I tend to invest in 
distress (a.k.a., distressed properties) so I can provide solutions to problems and make a 
difference in people’s lives. Heck, my activities have been known to change whole zip 
codes! That’s what I want you to strive to achieve, too. There is no greater feeling than 
knowing what you do has a positive impact on others. 

Did I immediately jump into the largest apartment building deal I could find? Um, no. On 
the contrary. I started just like you… with interest in single-family homes first and then to 
4-, 8- and 12-unit multi-family properties. The shift is a no-brainer when you think of the 
less problematic monthly cashflow you can create with 8 doors under one roof vs. 8 
separate doors spread across 8 separate locations. 

Don’t get me wrong. I’m not knocking investing in single-family homes. That is a great 
place to start because it’s a great learning ground as you move toward being the best 
Real Estate Investor you can be. 

You can take what you’ve learned as a landlord in single-family homes and apply it to 
multi-family dwellings and then on to larger apartment buildings and even apartment 
complexes. The latter crosses into commercial property deals, which means the value is 
based on the financial performance of that large asset (and there are all sorts of factors 
that go into that sort of valuation). 
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We won’t go too in-depth with the very large complexes YET. But I promise you will be 
seeing an e-book on commercial property investing soon enough! I’m now doing large 
commercial deal other than apartment complexes, and I can tell you that it is truly exciting. 
Ah, but that’s a conversation best saved for the next e-book. ;-)

For now, sit back, get comfortable and get ready to learn a few things about investing in 
multi-family properties that you may never have heard before. Twelve things to be exact. I 
guess you can call this your Multi-Family 12-Step Program. I’m glad you downloaded the 
e-book. I want you to get a lot out of it. 

I even slipped in a couple of cool Real Estate Investor “ninja secrets” people keep asking 
me for. See if you can spot them. 

To your continued success,

J. Massey
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There’s a reason you’re reading this e-book. You’ve been thinking about getting into 
investing in multi-family properties. You have questions, like what are the benefits of 
investing in multi-family dwellings? Plenty. I assure you. Cashflow is only one. And it’s the 
most obvious. 

Recently I gathered some of the top questions I hear from individuals who are new to this 
investment strategy. Others come from those a little more seasoned. I like that. It’s fun to 
mix it up a bit! Their questions prompted me to write this book. Following are just a few 
that I address. 

• How and where do you find the right properties?
• How do you calculate the value of a property?
• How do you know what to offer on a property? 
• Is there a way to calculate your cashflow after expenses and your monthly debt 

service?
• How do you determine rents? 
• Do comps in the area matter?
• How do you filter out bad property managers?
• What do you do once the initial terms are met with your investors?
• Are there tricks to pushing the value of the property up?
• How do you find funding for these larger deals?

I could go on and on and on. If you’ve ever tuned into my weekly online Q & A with J on 
Tuesdays at 4 p.m., PST, on www.cashflowdiary.TV you also know the questions never 
end. The show has grown very popular. I do my best to answer as many questions as I 
can in real time, but some of the answers have to come via email. 

The bottom line is that this e-book gives me a way to answer the basic questions enough 
to give you an understanding of what it takes to jump into investing in multi-family 
dwellings and, yes, even large apartment buildings with lots of doors. 

The concepts around investing in a 4-unit condo complex or 12-unit apartment building 
are really the same as those around a 72-door apartment building. But there are more 
intricacies with the latter and more opportunity to create even greater cashflow. Again, 
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that is more in the commercial property realm, and I will only go so far in discussing those 
intricacies herein. I just can’t go into as much depth as I’d like. That’s another e-book.  

For this e-book let’s stick to the smaller multi-family dwellings, which is an excellent place 
for you to begin investing now in the multi-family property sector. 

I’ve given you space to write notes in each step of this e-book. Jot your questions down 
and log in next Tuesday at 4 p.m., PST, on my live Q & A with J online show on 
www.cashflowdiary.TV. 

I only have an hour each week, but I always cover a lot of ground. Come prepared to ask 
your questions in the chat room or email them to me ahead of time at 
info@cashflowdiary.com.
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Not long ago I asked some of my Q & A with J viewers and clients who are learning 
different Real Estate investment strategies for their most burning questions about 
investing in multi-family properties. While some lead to cool blog pieces, because the 
answers were far too involved for a quick overview-type answer, following are the best of 
the best questions that I could answer quickly. Maybe these are your questions, too. 

*** $$ ***

How do I source the Properties?

Look for problems… not properties! I’m talking about properties that show signs of fire 
and/or flood damage, mold, broken windows, overgrowth, graffiti, properties with code-
enforcement issues and the like. A way to find properties right now is to go to a site like 
LoopNet and look for the broker with the most properties. Ask him/her if the broker has 
any that are open to seller financing and those properties that might have problems you 
can solve. There are many places online where you can find seller-finance properties for 
sale in the multi-family sector. 

In short, the same strategies you would use to find single-family properties (SFH) you can 
use to find multi-family properties. Look through your local tax deeds and probate 
properties, too. At the end of this e-book you will find a short list of resources and tools. 
Use them.

*** $$ ***

Are there any “ninja secrets” to Force and Phase Equity?

There aren’t any true “ninja secrets.” Just as with SFHs, there are things you can do to 
FORCE the appreciation by adding value TO THE TENANT that will add value to the 
property by keeping the tenant happier. You don’t want a lot of tenant turnover in your 
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multi-family properties. You want them to stay for as long as possible. That keeps your 
overall costs down. One thing you might do to reach that goal is to begin a rewards 
program of some sort for your tenants. Like a membership program where if they stay for 
XX number of months or years, they get XX in return. Consider your market and the type 
of tenant. That will help you determine the rewards. 

As for the PHASED appreciation, there are lots of things you can do in multi-family 
properties that you can’t do in SFHs. For example, what can you add to the property that 
will increase the quality of life for the tenants and add streams of cashflow to your 
business? Can you add a great laundry room with well-maintained machines and have 
plenty of lighting to keep it safer? Can you add a business or two to the property that 
would be in alignment with the needs of the tenants, like a daycare, small grocery center 
or even a hair salon? Can you add a cell phone tower, provide cable for free to the 
tenants, cover their utilities or add other amenities you know they’ll need?

Once again, you are looking for problems to solve. Once tenants of competing apartment 
buildings know you have these amenities that make their life easier, wouldn’t you think 
maybe they’d want to move to your property?

*** $$ ***

What is the smallest Multi-Family or investment building a NEW investor 
should start with. What is the Largest? 

For the new investor in this sector, he/she should start with no larger than a building with 
8 to 12 units. Learn to manage the process before getting into larger and larger deals. 

*** $$ ***

You've used a Gross Rent Multiplier (GRM) of 2.0 for your analysis of 
multifamily Wal-Mart buildings in a Wal-Mart market. How might one 
determine what GRM to use for different properties in different markets?

Simply, research the different properties and markets in the last cycle in the area in which 
you are looking. Compare the gross income that you think you can earn against what you 
know about the other properties in those markets. Here’s where you come back to 
understanding your Investor Identity and what properties you want to invest in.
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How can I earn money on cell phone tower leases?

This is not a simple lease agreement. There are several factors and not for the new 
investor to tackle. However, the short answer is that after the guaranteed portion of the 
lease has been fulfilled you move to a month-to-month arrangement. That’s the right time 
to sell the income stream. Otherwise, you can actually lose money. 

*** $$ ***

In general, what are the major differences in the regulations governing owning 
in renting 2- to 4-plex vs. the larger multi-family property?

The varying regulations have nothing to do with the number of units; rather it is the market 
and where the property is located that dictates the regulations. For example, in some Wal-
Mart-type properties you can get a government grant to cover all or part of the funding. 
However, you won’t be able to find that grant for higher-end properties. Some states offer 
more benefits than others and have friendlier regulations. It is up to you to determine your 
Investor Identity first and then learn about the regulations available to you in that market 
and the areas in which you are interested in investing.

*** $$ ***

When do I do a 1031 Exchange on a smaller multi-family to larger apartment 
buildings?

This is an advanced topic not right for the new investor in multi-family properties. 
However, a short answer is that the 1031 Exchange may not be the right strategy ever. 
You may instead look at the depreciation of that property. Traditionally, the 1031 
Exchange strategy can be used when you have really low returns on your equity in the 
property… far lower than you want it to be. Again, take a deeper look at the depreciation 
in your property. It’s a safe bet that you are overlooking factors that can bring you amazing 
tax benefits. That’s a conversation best had with your CPA.

*** $$ ***

How do I structure a deal in multi-family? Do I use an LLC or what sort of 
corporation?

The short answer is that you would form an LLC if you plan to hold the property long term. 
However, talk to your legal staff (attorney) to determine the best structure for your specific 
goals. 
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In your analysis of maximum investment, what are all the factors you would 
use to determine your maximum offer?

The way you determine the value of a multi-family dwelling is very similar to the criteria you 
would use to determine the value a single-family home. When you get into the much 
larger multi-family properties you enter into the commercial property arena, which has 
different factors, which take more than a quick answer here to explain. 

In short, for larger properties you would use a formula involving the annual gross schedule 
income multiplied by the gross multiplier (at least X2) and factor in the upfront costs and 
other factors to reach the top offer. Ideally that number you end up with using the formula 
will be ZERO. Then you know what to offer. 

*** $$ ***

Can crowdfunding be used to purchase apartment buildings?

The very short answer to this question in YES. However, you need to be aware of the 
SEC regulations around this type of funding. At the end of the day, crowdfunding is just 
another form of raising private capital for your deals, and is considered as a form of 
currency. But before you jump into any crowdfunding pool, be sure to chat with your local 
SEC attorney to make sure you’re doing things right. You don’t want this strategy to come 
back to bite you later.

*** $$ ***

Are there strategies for investing in multi-family vacation properties?

This is more in the commercial investment property area, but the short answer is that just 
like any other type of property, you can buy, take over, build, flip or whatever you want to 
do. Likely with the very large vacation properties you will have partners in your deals. 
Maybe you will develop such properties. You can become a syndicator. Anything is 
possible, but nothing this big is possible to achieve alone. You need a team and investors.

*** $$ ***

Is there a good Property Manager Interview Questionnaire anywhere that I can 
use to qualify property managers?

Ahem… You need to read a book that actually gives you excellent questions to ask 
potential property managers when you are determining their value as additions to your 
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team. It is Cash Flow Diary: 10 Steps to Creating Wealth in ANY Economy! Page 207 is 
where that list begins.

*** $$ ***

If you fund a multi-family deal with private money and pay interest only, what 
would you intend to do after year 5 or 8 when payoff is due, given that interest 
will most likely be higher? Refinance with amortization? Get another interest 
only loan? Sell? 

This is a very involved question. In the larger properties you will be working with an 
attorney and CFO to get deals done and to manage the terms. You will come to decisions 
with these individuals. The short answer is that you might refinance. However, your main 
focus should have been in forcing and phasing appreciation in the property long before 
that fifth or eighth year rolls around. This is especially true if it is an interest-only loan 
situation. Again, we go back to your Investor Identity. That determines everything from 
whom you serve to how the deal breaks down. You truly have to understand your play 
when structuring terms. That’s why it’s best to start with the smaller multi-family 
properties before working your way up to more than 12 doors. 

*** $$ ***

Should I use an underwriting spreadsheet to calculate insurance on multi-
family properties? For example, what price per door should I use for yearly 
contract services, marketing, payroll, property taxes, insurance when 
underwriting? Is there an underwriting spreadsheet template I could find?

You don’t need an underwriting spreadsheet… if there is such a thing. Using price-per-
door is not the best idea. Look more at price per square foot. Investing in and providing 
coverage for multi-family properties is not a one-size-fits-all approach. You have to always 
look at the operating expenses and work out from there. Shoot for the lowest expenses 
possible and get the total operating expenses to no more than 40%. Basing anything on 
the number of doors will get you in trouble. Some doors aren’t representative of actual 
units of property! 
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The first thing you as a Real Estate Investor have to understand is whom you will serve. I 
don’t care if that’s in single-family or multi-family housing, the properties you invest in 
better be in alignment with who you are as an investor. That determines your Investor 
Identity. I equate this to being a Wal-Mart, Target or Nordstrom neighborhood/property. 
With each comes different expectations of your renters. What the Wal-Mart person 
expects from you as the landlord is completely different from what the Nordstrom person 
expects. 

You now have to align your mindset to being the multi-family property owner. It’s different 
from being the owner of a set of single-family homes. In both cases you have tenants, but 
keeping them happy looks different. 

Align your mindset to serving your tenants. Remember the reason to become an investor? 
It is not to make bunches of money, though you certainly can do that, but rather to serve 
people. In multi-family properties you get to serve many more individuals and families. 

You also need to understand that owning multi-family properties most definitely is a 
business. You are in the BUSINESS of investing in these properties and you have to treat 
it as such. That means knowing how to structure that business. Is it an LLC, S Corp or C 
Corp? Do you need to do that and why? You’ll need a good attorney to help you draft 
contracts and a CFO or accountant to help you manage the expenses and income. 
Believe me… you do not want to handle these things on your own. There is great 
profitability and sanity in building a good team!

Understand How the P.A.Q. Works.
Another mindset issue you have to understand is found in the Cash Flow Quadrant™ 
regarding where you can take or give away the benefits. Some will benefit you most to 
keep and some will benefit both you and the investor to give away. 

Because this is only a short book, I cannot get into this deeply, but if you are not aware of 
the P.A.Q., there are four quadrants: 1) Appreciation, 2) Depreciation, 3) Amortization and 

ALIGN YOUR MINDSET 
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4) Cash Flow. Income is derived from each of these quadrants, but not always in the form 
of cash. 

You will want to keep as much of Quadrants 1 and 4 possible. Investors are often more 
interested in receiving benefits in Quadrants 2 and 3. Quadrant 2 has to do with 
depreciation of the property over time for maximum tax benefits. Quadrant 3 has more to 
do with steady payouts month after month. This quadrant is great for those with retirement 
accounts. You must understand how to use the P.A.Q. fluently so you can explain the 
deals to your investors. This is especially true with the larger multi-family properties!

Wins and Losses can be Great.
The wins and losses can be huge when you invest in multi-family properties. The most 
obvious win is in the income you can earn in the form of cashflow. If you get good at 
tenant-retention strategies, you can have a steady stream of money coming in month after 
month. If you go into your deals fully understanding the expenses and actual income 
potential, even better. 

To keep it simple, if you have a 12-
unit complex perfect for families on a 
bus route with a little laundry room on 
site and day care nearby that means 
you have the potential of earning 
$200+ per door per month. That’s 
cashflow after your expenses if you do the math correctly. Consider that for a minute. 
That’s $2400 per month in cashflow. Work the deal right and the cashflow can be 
greater. (NOTE: These are just random numbers. The actual cashflow per door may be 
higher.)

On the be-careful side of the fence, you have to calculate expenses upfront very well. This 
is not a situation where you’ll gather costs of repair based on the prices at Lowe’s or 
Home Depot. No way. You’re going to find a good contractor and work with him to keep 
the prices down. This goes back to understanding your market and tenant well. There are 
ways to keep costs down, especially in Wal-Mart properties. Not so much in Nordstrom 
properties!

Your losses can be great if you don’t get clear on ACTUAL expenses and ways to reduce 
them. That’s why taking the right training is critical. You want to learn from someone who 
has made mistakes so you can avoid them. For example, I don’t want you to go through 
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the $800K mistake I made. While it was an invaluable learning experience, I don’t want 
anyone to learn the way I did in how to avoid such losses.
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What is your Investor Identity? Without going into great detail, it is what type of Real 
Estate Investor you are determined by the types of properties you invest in. I equate your 
Investor Identity as one of three types:

•  Wal-Mart

•  Target

•  Nordstrom

If you’ve ever been to any of these large department stores, you know that there are three 
uniquely different experiences you will have as a shopper when you visit each. Wal-Mart is 
a no-frills kind of experience. You get low prices and lots of basic items you need in 
everyday life. 

Target offers a little higher shopping experience and while it may carry many of the same 
types of items the brands may be a little more costly. It’s a midline shopping experience. 

Nordstrom shoppers will tell you that you can find top-shelf customer care in “Nordy’s” 
and that you are their number-one concern. Making you happy with the smallest of 
requests is what they do. If they don’t have something in stock they will order it for you 
and get it delivered to your home promptly. 

Wal-Mart Market Secrets.
If your Investor Identity runs along the Wal-Mart frame of mind, you are going to invest in 
distressed properties and in neighborhoods that have lots of problems to fix. That’s what I 
like! That’s why I do deals in Memphis. There are plenty of Wal-Mart-type properties in 
Memphis. Truth is… there are plenty of these distressed properties in every big city. 

Be warned. If you have a Wal-Mart Investor Identity you may have to deal with some pretty 
crazy things as the landlord. It won’t be a matter of someone’s garage door not working; it 
may be more like the garage door has been stolen! Or maybe there will be a fire that hits 
the news. This is an experience that either you already understand, are willing to learn or 
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want to avoid, because you can’t handle the issues that may come up. I like working in 
distressed neighborhoods. I can make a real impact and change a few lives by being 
there. 

The Target Market and Nordstrom Mindsets.
As a Target-type Investor, you are going to invest in a little higher type of property. You 
won’t face nearly the types of issues you will when dealing in distressed properties. You 
will find plenty of problems in the Target neighborhood that you can solve, however, but 
you have to be clear on the type of customer (tenant) you are serving. 

Conversely, as a Nordstrom-type Investor Identity, you are transacting in high-dollar 
properties. The cashflow likely won’t be as great, because it will take more money for your 
deals. You better be fantastic at customer relations in dealing with your customers (the 
tenants). If their garage door won’t open, it’s likely because they forgot to change the 
battery on the handheld opener, but you won’t tell them that. You will send someone “right 
over” to fix the problem. If that means changing out a battery, so be it. You have to be 
willing to pay the $60+ to a technician to get out there immediately and fix the garage 
door issue. 

10 Factors in Determining Your Investor Identity…
There is more to determining your Investor Identity than deciding whether you’re a Wal-
Mart, Target or Nordstrom investor type. In fact, there are 10 factors you need to 
consider:

1. Your profile – For example, does your life experience lend itself to being a Wal-Mart, 
Target or Nordstrom investor? (Do you understand one market more than another? 
There are reasons for that. But that doesn’t mean you cannot cross to another market. 
You must, however, determine which market you are most comfortable with based on 
what you know about yourself.)

2.  Financial target – Here’s where you need to get friendly with the terms Profit-and- 
Loss Statement and Balance Sheet. Where are you now and where do you want to 
be, and how will investing in multi-family properties help you get there?

3.  Risk tolerance – Are you conservative in your approach to investing or more 
aggressive? What is your tolerance for risk, because larger properties bring more 
risks? It is a fact of life as a Real Estate Investor.
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4.  Asset class – What are you looking to invest in more? Smaller properties or larger 
campuses? 

5.  Time horizon – How fast do you want to earn strong streams of cashflow? Is your 
time frame short or long? Buy-and-hold, which is primarily where you find yourself as 
a multi-family property investor, is a long-term strategy. 

6.  Asset demographic – What if properties were in a “war zone” or really distressed 
area? The price of ownership comes with some potentially uncomfortable issues you 
will have to deal with in distressed areas where there is a lot of cashflow to be 
earned. Are you ready to deal with issues or would you prefer a different experience? 
A different demographic?

7.  Return of time – Are you going to handle a lot of aspects of property ownership or 
are you going to hire professionals? You can take on some of the work if you are 
qualified, but is that the best use of your time? This factors in to your Investor Identity.

8.  Asset contiguity – Do you want all your properties to be similar, no matter where 
they are located? Will you stick with two-bedroom units, and do you know the 
market? This applies to international properties, too. Know your market and whom you 
serve. 

9.  Asset sourcing – Who will find properties for you? You can find them, and you can 
have others help you. In the end you want lots and lots of referrals. Figure out how 
you’ll get leads and referrals. This is a cornerstone of your business. What it has to do 
with your Investor Identity is that you will have to convey your identity to others at 
networking events and on the street so you can be in the constant sourcing mode in 
the correct market. 

10.  Partners – Do you want partners in your deals or do you want to go it alone? 
Chances are that the larger the property the greater the chance for partners. Do you 
know how to manage that deal structure?

15



NOTES



You may have heard that you need to use the comps in the area where you’re interested 
in investing. I don’t do much of that until I’m running expenses. Then comps help to a 
degree. But I don’t gather comps before making an offer. I don’t care what the building 
down the street is going for, and I don’t really care what the seller is asking for the 
property I’m interested in owning. I offer what I think the property is worth. 

I often offer far less, because it’s only an offer, which means it’s my invitation to the seller 
to chat with me about the property.  

I use math and equations to arrive at my offers. You can find a number of them on 
investopedia.com, a site I used to educate myself on terminology when I first entered Real 
Estate Investing. It’s a good training ground if you like to read, research and run numbers.  

You need to have a good understanding of 
what different abbreviations mean, too. The 
following are those you will see most often in 
different formulas that help you decide what a 
property is worth TO YOU.

ROI (Return on investment) – Simply, ROI is the cash divided by the cash invested as 
measured over a 12-month period of time.  

TROI (Total Return on Investment) – Investopedia defines explains it clearly. “Total 
return accounts for two categories of return: income and capital appreciation. Income 
includes interest paid by fixed-income investments, distributions or dividends. Capital 
appreciation represents the change in the market price of an asset.”

CROI (Cash Return on Investment) – This is simply a measure of cash. You are 
measuring the cash return on the cash invested.

DSCR (Debt Service Coverage Ratio) – This is the earnings before interest and 
income taxes divided by interest expense plus the quantity of principle repayments divided 
by one minus the tax rate. You need to know this because you want to know how the debt 
service (mortgage payments) will affect your cashflow. 

UNDERSTAND THE MATH
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Rent-to-Price Ratio – Also known as “rent-to-value” ratio, this helps you determine 
whether a property would offer good cashflow as a rental property. You arrive at this 
number by dividing the sale price by the total annual rent. The average housing ratio is 
around 16, so anything higher tips you off to the property overpriced. As an investor, you 
will want your R/P number to be as low as you can get it. 

ROE (Return on Equity) – Indicator of how profitable your asset will be. You arrive at 
the answer by dividing the net income for the past 12 months by the equity in the 
property.  

Cap Rate (Capitalization Rate) – This refers to how much money you’re paying to 
create the income stream in your property (it is normally used for calculations in larger 
apartment buildings). Say you pay $100K for a property and the Net Operating Income is 
$60K. This determines your cap rate. It is how much you’ll spend to create the cashflow 
in your property.

Offers and Comps…

A $100K property that is generating $10K in income per year (also known as a “10 Cap”) 
is considered typical, but you are not typical, which means you won’t be looking for 
properties that compare with others in the neighborhood. You are going to make offers 
based on your Investor Identity and what you’ve discovered about the property during 
your due diligence. You want your properties to perform even better than the comparable 
properties if at all possible. 

You want to start your offer low. No matter what the offer, it’s just an invitation for a 
conversation. It gets the ball rolling between you and the seller. You can offer a dollar if 
you want. I’ve done that and it works! At the very least it’s a great invitation for a 
conversation. 

You don’t need to have comps in the area to make your offer either, but you must 
understand where you are looking. You need to understand how to find the properties you 
have identified as those you want. You also need to understand how to measure the 
potential profitability of the properties. What’s it going to take to make the properties 
attractive to the type of tenants you want? (Go back to STEP TWO that talks about your 
Investor Identity.)
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When investing in multi-family properties, there’s a lot to manage. The more you can 
systemize and automate the different tasks the better. You will make your investor life 
easier by learning to use tools available to you. 

When I first started out as a Real Estate Investor, I wasn’t exactly organized and I didn’t 
know about systems and software. I had to learn that as I progressed. 

Let Me Cut the Learning Curve for You. 
Whether you keep tabs of your activities and contacts in Excel spreadsheets or you have 
something fancier, use some sort of software. Don’t leave it to paper, pen and file folders. 

I present deals via software, I calculate all sorts of formulas to help me arrive at my offers 
and structure my deals via software and my team 
automates tasks. 

We use www.RealEstateTools.com frequently. I love this 
site. There’s so much to use as an investor that make life 
easier with this software that I can’t rave about it enough! 
I highly recommend that you get to know it and use it. 

We use the same steps in deal after deal most of the time. That said, sometimes not every 
step is necessary. Fortunately I have a terrific CFO who manages the finances of my Real 
Estate Investing business. (She is a massive asset to my team!)

Keep It SIMPLE!
You want to know the secret to my team’s success in our investment properties? We 
keep things simple – because simple is usable – and we communicate often. 

We have weekly meetings to go over the big picture and we have follow-up calls after 
every external group conversation we have with investors, vendors and referral sources. 
That way there is no confusion. 

SYSTEMIZE AND 
AUTOMATE

STEP FOUR
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Each of us knows and understands what needs to be done. No software can get this part 
done. Simple, straightforward communication is the only way. 

In fact, communication is part of our systems and should be a part of yours!
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If you are wholesaling single-family properties, you can do things on your own for quite 
some time and be fine. It’s always best to have a team if you are going to do a lot of 
transactions, however, because just as in any business you will have lots of things to 
manage. Why manage them on your own? Why not reduce your stress?

When you are investing in multi-family properties, you must have a team. There is too 
much to do to expect to be able to do it alone. Even if you can take on part of the rehab 
process, that’s not all you have to deal with. You’ll need a team for the construction and 
rehab. This is not a situation where you’ll want to spend a bunch of time making repairs 
and additions/changes to the properties necessary to make them clean, safe and 
affordable so they will attract tenants. You need to move more quickly. Delays equate to 
money lost. 

Hire the Right Construction Team.
Regarding the construction team, be sure the workers understand multi-family properties. 
That’s a different animal than single-family home construction issues. There are 
regulations you as the landlord must adhere to in multi-family that your construction 
people should also understand. Interview them carefully. 

You also need a good property manager or management team, depending on the size of 
the building. NEVER have a single point of failure, particularly here, because if the 
property manager you hire doesn’t perform well, you need to be able to move to the next 
manager on your list. This rule actually applies to anyone you bring onto your team(s). 

Your Team Needs to Know How to Handle Emergencies.
Emergency responders are imperative to have on your team. By that I mean no matter 
their role, each person must be able to manage in a crisis and make good decisions. You 
won’t be able to be present to handle every emergency, but those you hire to handle the 
different aspects of the property sure better be able to be there and manage appropriately 
with little intervention on your part. 

ESTABLISH YOUR TEAM

STEP F IVE
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Whether that means a broken pipe or overflowing toilet to a fire or the roof blowing off 
your property, you need a competent team in place to respond to that emergency 
accordingly. That reduces your stress tremendously!

You also need someone to handle the taxes, contracts and expenses/payouts. That in 
order is a tax professional, a contracts attorney and a great CFO (like I have – I just adore 
my CFO, because she saves me money and helps me make good financial decisions). 

Solidify Your Best Team.
Once you gather your team of professionals and they have proven their competence, you 
can breathe a little easier. The next step is to make them come together as a cohesive 
team that is working toward a singular goal. 

In my world I have two core teams. One is for the investment side and the other is for the 
marketing side. Both teams work well together and there is crossover in certain areas. 
There is a high level of excellent communication between all members. We have weekly 
meetings on both sides to make sure we are on the same page in everything we do. 

For the sake of this e-book, I will concentrate on the team you need strictly for the 
investment side of life. These people will help you find and fix properties. 

I already covered the basic team members you need for rehabbing and managing the 
properties, but what about the people you need to help you find and acquire properties? 

Without going into great depth, you need Realtors, a great title company, inspectors you 
can trust and a local property tax-knowledgeable CPA! 

The Realtors (and brokers) can tell you all about the areas you have determined you want 
to invest in and about properties available where the sellers are open to seller-financing. 
There are plenty of other ways to find these properties, but the Realtors can answer lots 
of your questions. 

As for the other professionals I just named, they are helpful in determining the true value 
and hidden problems in a property. The tax professional can alert you to any issues with 
property taxes and help you minimize them.
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Time to dig out your Sherlock Holmes hat, pipe and spy glass. Before you get into deal 
negotiations, you have to decide if the property is right for your Investor Identity. That 
requires lots of questions… the right questions… asked the right way. 

Be Your Best Due Diligence Detective!
You have to do your homework. Look for clues. Just as you’ve heard “location, location, 
location” in Real Estate, as an investor you now have to start thinking “due diligence, due 
diligence, due diligence.”

Do you know the right questions to ask about a 
property or what you’re looking for in a property in 
the first place? The long and short of it is that you 
aren’t looking for properties at all. You’re looking for 
problems that you can solve. 

Let’s say you spot a few problems that you can solve. They might be indicated by 
boarded-up windows, the remnants of fire damage or lots of grass and weed overgrowth. 
Maybe you were at a Real Estate Investing networking event and heard about these 
problems. Either way, you need to figure out what it will take to bring the property up to 
snuff so it will produce steady cashflow in your market.

Ask yourself what you might add to the property that would make it even more attractive 
to tenants and investors who will fund your deal. That’s called forcing and phasing 
appreciation by adding to the value of the property. That’s where I get really excited!

In Step Nine, we go further into things you can do to force and phase appreciation. It is 
the longest part of this e-book, because it’s a very important concept to grasp. But don’t 
skip ahead. Keep reading. 

ASK THE RIGHT 
QUESTIONS

STEP S IX
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Be a P.I.G. and Student of Questions.
Right now, let’s concentrate on due diligence and asking great questions. You have to 
become a P.I.G. (Professional Information Gatherer) and a student of questions. To help 
you determine the value of a property, you have to learn the square footage, the age of the 
property, what’s happening in the neighborhood and what is going to happen in the 
future, exactly what type of property damage has occurred and why, and if there are other 
improvements required that aren’t as obvious. You won’t ask, “How is the roof?” You will 
phrase it better, such as, “When was the roof replaced last?” 

Who are you asking? 
In a perfect world, you’re asking the seller. However, you may be talking to property 
managers, Realtors, brokers and people in the neighborhood before you have a chat with 
the seller. You’re getting to the whole story on the property and why it’s up for sale. 

If the property fits your criteria, you can make an offer. Don’t get nervous. It’s just an 
invitation to have a conversation with the seller. It’s not scary; it’s necessary. 

You want to discover the pain behind why the seller of the multi-family property is 
motivated to sell. You have to get to the bottom of the seller’s reasons. You do it without 
being pushy. You do it by asking great questions. There are a number of them. 

To help you, I have created a Due Diligence Checklist that you can download from 
www.LearnInvestingNow.com.
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Investing in and managing a property with 4 to 12 units is different from investing and 
managing a property with 30 to 100 units. When you get into investing in and managing 
much larger apartment complexes, you are in a completely different territory. You better 
have an excellent team in place. 

Regardless of the size, there are considerations, such as allowing the right type of tenants 
to rent from you, safety issues and how you can keep your properties safer, and how to 
turn smaller spaces into larger, more usable spaces that will attract tenants. 

Two-Bedroom vs. One-Bedroom Units…
While I know plenty of investors who own multi-family dwellings and apartment buildings 
that feature one-bedroom units, that is not my Investor Identity. I like two-bedroom and 
three-bedroom units, because that means families as tenants. 

If I have a couple of one-bedroom units, I think about what I can make of that space. Can I 
perhaps knock a wall down and create a killer two-bedroom unit? Can I use the space to 
put in a nice and well-lit laundry room with pay machines? Can I convert that to some sort 
of a business I can lease out? The possibilities aren’t endless, but there are plenty of 
them.

The one-bedroom units attract a more transient type of tenant, and I don’t want to deal 
with the turnover. If my Investor Identity was to rent to students near a university or 
veterans who need a simple, one-bedroom place to call home, I’d feel differently. I know 
investors who are in that space and love it. They reap the rewards because they 
understand the market. 

I’d much prefer finding good tenants (usually families) for my two- and three-bedroom 
units, and keeping them happy so they will stay for years and years in my properties. 

Keeping tenants happy is something you need to focus on whether you’re the landlord in 
a single-family home, 8 single-family homes or 20 8-unit buildings. 

CONSIDER THE SIZE OF 
THE PROPERTY

STEP SEVEN
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Tenants Are Your Customers. Keep Them Smiling.
I mention a couple of times in this e-book that you need to keep tenants happy. That 
could be as simple as sending birthday cards or anniversary cards to celebrate the day 
they became your tenant. However, it’s going to take more than that. 

When I say size matters, it’s not the building I am actually talking about. It’s the space in a 
dwelling and how it can be utilized. When 
you invest in a property, even if it’s a 
smaller 4-plex, take a look at what you can 
do to make the space better, more livable. 
Are there low-cost amenities you can add? 
Maybe a better laundry room? Maybe throw 
in appliances? 

You know how you can get to the solutions when you’re not even sure what your tenants 
want? Ask them. Talk to them. Get to know them. Be involved enough to show you 
actually care that their experience as your tenant is important to you. It’s amazing what you 
will learn if only you dare to ask. 

Also, be responsive to their requests. It doesn’t matter which market, part of your Investor 
Identity needs to be that of someone who can respond to issues tenants are having. That 
said, investing in multi-family properties isn’t just about attracting tenants and fixing toilets 
to keep the renters happy. 

Maintain Grounds and Keeping Tenants Safe.
The larger the multi-family property the more maintenance you will have. And the more 
grounds you will have to upkeep. Do it. Find a great maintenance and yard work team. 
Have them inspect the grounds thoroughly and frequently.

I’m known for my tree removal in my properties. A lot of times the trees are growing into or 
falling into my buildings. They are gone! Overgrowth is removed immediately. Safety 
issues are addressed quickly. 

Every neighborhood experiences crime and vandalism, but in my market there tends to be 
a higher percentage. I have to do things to make my properties unattractive to potential 
criminal elements. You should think that way, too. 
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Some things you can do to improve the safety of your properties are simple. Others 
require a bit more strategy and teamwork. Here are a handful of things you can do:

•  Pay attention to what goes on in your properties and in the neighborhoods

•  Screen tenants really, really well

•  Install better locks

•  Install good outdoor lighting and security flood lighting

•  Hire a security guard and/or team

•  Install video cameras in potentially problem areas

•  Create a safety information sheet for tenants (or have them sign a contract that they 
understand the rules of safety you have set in place, and have your attorney look at it 
before you use it)

These tactics will help you in your customer (tenant) retention because your properties 
will be more attractive to them than other properties in the area that don’t offer such 
safety precautions and upkeep. It’s the little things that matter… the human touch… and 
keep tenants in place. Tenant turnover is your enemy.
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When investing in property, take note of the neighborhood and the people who live and 
work there. You are building their community… not yours. For example, by solving 
problems in a property so that it becomes a clean, safe, affordable place for your tenants 
to reside you are serving the whole neighborhood. You might be changing lives. 

Here’s what I mean. 
I invested in an apartment building in Memphis that had fire damage. There was also a 
school in the neighborhood, which meant that when we rehabbed the property some of 
the students got to stay in that school. That’s actually a big deal because that school 
ended up earning an award for being a top school in the nation! 

President Obama visited the school to deliver the award. That’s pretty cool. 

If I can help a few more children stay in a decent school through my efforts as a Real 
Estate Investor whose mission it is to provide clean, safe, affordable housing the way I 
figure it I’m doing well. 

Solve Problems; Serve the People.
I’m serving others, which is what you need to do, too. 

Remember, you aren’t looking for properties you are looking for problems to solve so you 
can serve more people. 

It’s not fantasy when I tell you that as an investor you can impact entire zip codes. That’s a 
fact. I work with city leaders to help them solve their problems, which are turning 
dilapidated multi-family properties into something good that will attract families back to 
those neighborhoods. 

In our efforts we also end up chasing crime out of the areas in which we invest. We make 
it rather unappealing to even try to cause trouble. What happens next is neat. Businesses 

UNDERSTAND THAT YOU 
SERVE OTHERS

STEP E IGHT
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spring up, schools get repaired because they get more funding because they have more 
students, and income-producing activities return to the people and the city. 

Don’t believe me? 
Take a look at some of my properties and how we (my team and I) rehabbed them to 
improve the quality of life for the tenants and brought life back to the neighborhood. We 
are even adding businesses on the campuses of the larger properties that will solve all 
sorts of problems for the tenants, give business owners an almost-guaranteed income 
and add to the cashflow coffers in my business. That’s called a win-win all around!

NOTES

33



Once you understand your Investor Identity you will know the type of properties in which 
you will invest. Next you have to ask yourself “What's my play?” 

Are you going to buy and hold onto properties? That’s the traditional play when investing 
in multi-family properties. Wholesaling and fix-n-flipping is usually reserved for single-
family homes and duplexes (though that’s a multi-family property). However, that’s not to 
say you can’t do the same with multi-family properties of any size. Do your research and 
make the decisions. 

For me, I buy and hold apartment buildings because I seek to provide as much clean, 
safe, affordable housing as I can for as many people as I can. 

I want to take as many tax benefits possible and earn as much cashflow as I can month 
after month. This brings me back to ways I can add value to my properties through 
Appreciation Strategies. There are five ways a property appreciates:

•  Found

•  Forced

•  Phased

•  Inflated

•  Passive

Appreciation Strategies
Of the five types of appreciation, you have control of the first three. The other two either 
happen or they don’t and depend on a variety of factors. I won’t go into those factors at 
this time. I’ll focus on those types of appreciation that you can control. 

There are lots of things you can do to push up the appreciation of your properties. (I told 
you I’d get to this.)

Found – Just as with single-family homes, you can find properties in the multi-family 
sector that are undervalued for their market. Either they are way undervalued because 

UNDERSTAND YOUR PLAY

STEP NINE
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other investors don’t see the potential you do, which is really good for you, or they are 
undervalued enough to tip you off that there is an underlying problem that the seller no 
longer wishes to deal with, or maybe he/she just needs to sell the property quickly for a 
variety of personal and/or financial issues. You won’t know till you have the initial 
conversation and make an offer.

Forced – In single-family properties you can doll the property up to force the 
appreciation. You do some minor rehab work if you need and flip that house quickly. Or 
hold onto it to receive cashflow every month from a tenant. In multi-family properties, it’s 
usually not that simple. However, there are things you can do to force the appreciation by 
adding value to the tenants that will add value to the property. Keep the tenant happy and 
your cashflow will stream continuously. You don’t want a lot of tenant turnover in your 
multi-family properties. You want them to stay for as long as possible, which keeps your 
costs down. Consider implementing a rewards program for your tenants. If they stay for 
two years, they get something cool in return. Consider your market and the type of tenant 
to determine the rewards. (Do they like to work out at a local gym? Do they like to bowl at 
lanes nearby? Do they need help with utilities? These are called CLUES.)

Phased – Get creative and serve the customer fully. What I mean by that is to think 
about things that serve your tenants that also create extra streams of cashflow for you. 
Plus, these things would add value to your property, which pushes the appreciation up. 
Things I’ve done over a period of time, which I have PHASED in, include:

•  Adding a cell phone tower – Cell providers are always looking for places to put their 
towers. Why not on your building?

•  Adding a billboard – If you don’t know how much businesses will pay to have their 
message on a big billboard, you really need to research the topic. You might be 
surprised. Also, I can use the billboard to push my own message about my properties. 
For example, displaying in a big way the amenities included in my buildings. There are 
different ways to use billboards!

•  Grass service – Keeping lawns and common grounds looking good may matter more 
to your tenants than you think. The appearance of your property matters a lot when it 
comes to pushing the appreciation up. I take out trees and add amenities to the 
grounds. I replace pools with less costly yet similarly enjoyable to my tenants. Maybe it’s 
a playground. Maybe it’s a day care center. Maybe it’s just a nice BBQ area with a 
couple of tables. Put your thinking cap on and figure it out. What would your tenants 
like? Could any of the additions create a new stream of cashflow?
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•  Laundry room – If your tenants don’t have cars like a lot of mine don’t, that means 
your multi-family property is likely (or should be) on a bus route. Good. But think from 
your tenants’ perspective. It’s great that you can get to work without a car, but what 
about laundry day? If you have a space – like maybe a one-bedroom unit that won’t stay 
consistently rented anyway – why not create a nice, well-lit laundry room? Would that 
over time give you back the money it takes to put one in? Are there ways you can get a 
bulk number of machines at a discount? You bet. This creates a cool amenity for the 
tenants and a new stream of cashflow to you. 

•  Mail service, cable and utilities – I put these in one category to make a point. What 
is it that your tenants need that either they can’t afford on their own or may have trouble 
getting to without a vehicle? For example, mail service may sound strange, but it’s an 
added benefit if your management office can handle special mail services for the 
tenants. You will determine what that looks like. As for cable and utilities, why not add 
cable for free to your tenants who might not normally be able to afford it? You can strike 
a deal with the local cable company. They want your business. Same goes for the 
utilities companies. On the tenant side, you can include utilities in their rent. On the side 
of the utilities companies, you may be able to get a corporate or volume discount. It 
doesn’t hurt to ask, and I assure you it’s possible. 

Three Other Plays…
Appreciation is a play you want to use as much as humanly possible in all your deals. 
However, there are three other plays (also known as quadrants in my Profit Analysis 
Quadrant™) that you can use in your deals to create financial benefits and cashflow. 
These are Depreciation, Amortization and Cash Flow. I will only touch on these plays in 
this e-book. 

Depreciation Strategies
You can take depreciation on your residential investment properties for 27.5 years. On 
commercial properties you get a few more years to depreciate them, which means tax 
savings to you and/or your investors who fund your deals. Many of the investors I work 
with who fund my deals want the depreciation. They want things they can write off on 
their taxes because they don’t have enough to offset their income. To talk about 
depreciation of all the components of your property, you need to understand true costs. 

You should also chat with a tax professional to be sure of all your options and just how 
much you can take in depreciation and how that works. I’m not saying that you will be the 
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one to handle your taxes and you shouldn’t be unless you are a tax professional. But you 
do need to understand how things work, and you do need to know the true costs of 
things like door knobs, flooring, countertops, etc., and how the depreciation is calculated 
over time. There are all sorts of ways to save money on building materials, and plenty of 
deductions you can take (that depreciate over time). 

Amortization Strategies
As in a home loan, payment terms are amortized over time. You agree to pay the mortgage 
holder (the bank) interest over a period of time. Let’s say 30 years. Let’s also say that you 
are paying 3% on your loan over that 30 years. A big chunk of your monthly payment goes 
to interest. There are interest-only loans, too. In fact, there are different ways the contract 
between you and the bank can be drafted. The same is true of how you work with 
investors who fund your deals. 

This is the quadrant that interests people with retirement accounts. They might only be 
getting 1.5% or maybe as high as 4%, but unless it’s a self-directed IRA, it’s a sure bet 
that there’s a broker involved who also gets a percentage. That’s why investing in Real 
Estate is a whole lot better. You can offer higher returns in the Amortization Quadrant. 

Amortization strategies can fill a small e-book on its own, so I’m just touching on it here. If 
you have questions, feel free to tune in to my weekly live Q & A with J show on 
www.cashflowdiary.TV at 4 p.m. PST Tuesdays!

Cash Flow Strategies
The reason you are investing in Real Estate is to build your streams of cashflow. Multi-
family dwellings give you more cashflow under one roof than single-family homes will. 
Multi-family properties can also be a little easier to manage. 

Say you have 12 single-family homes that you have rented out around different states or 
cities, and you have one 12-unit apartment building. 

•  Which is easier to manage? 

•  How many property managers do you have for the houses? 

•  How many for the one apartment building? 

•  What types of problems can you face with the houses? 

•  What types with the apartment building? 
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•  Where can you earn more monthly income? 

Now you understand why I have more apartment buildings than I do single-family homes. 
However, I still own one of the first houses I ever invested in, and it pays me to this day. I 
will keep it. 

Regarding other cashflow strategies, refer back to the Phased Appreciation section. I 
cannot stress enough the importance of forcing and phasing appreciation in your 
properties.
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I am asked frequently how to write offers on multi-family properties. What’s funny is that 
people I’ve worked with who invest in single-family properties and who routinely make 
offers on them are asking me about writing offers on multi-family. 

Writing an offer is the same for any property. The numbers may be quite different, but you 
find the seller, make sure that is the person who has the right to make the decision and 
actually sell the property, and you write the offer. It is only an invitation to have a 
conversation!

In one group presentation I was at the front of the audience talking about finding multi-
family properties. I was sharing my “ninja secrets” on how to look at the news and other 
sources to find clues. I was also talking about writing offers… as low as a dollar. 

Someone in the group challenged me to find a 
property right then and there out of the 
newspaper and to call to make an offer. I like a 
challenge, so I spotted a property and called 
the number listed for it. In all honesty, I didn’t 
expect for the seller to take my call or to 
counter my very low-ball offer. What happened next proves my point that the offer, no 
matter how low, is only an invitation for further conversation. It’s not a scary process. It is 
just a process. 

Long story short, this is how I ended up with my 72-unit apartment building in Memphis. 
The seller didn’t accept my first offer, but he came in surprisingly low with a counter, 
which made me go a little lower. In short time we had a deal. I would own a large multi-
family property. 

You Made the Offer. Now What?
My next step was to go out and find the money for the deal. Notice that I didn’t let not 
having the funding in place stop me from making and offer and talking to the seller? 

In this case I made a deal on a property I hadn’t seen and I hadn’t asked my team to look 
at for me. But I had enough information that I gathered from the newspaper, from the 

WRITE OFFERS

STEP TEN
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broker and from the seller that I knew I’d gotten a good property. I would be able to serve 
a lot of tenants in my market. 

It is a property in my chosen market… Wal-Mart territory! It’s a market I understand fully 
and can serve well. 

As in any type of transaction, your verbal agreement with the seller is exactly what you tell 
your attorney to draft as the contract. The terms are repeated with the seller on the phone. 
The papers will be sent to the seller for signature. When you begin making payments to 
the seller (because this is seller financing in part or in full) depends on the terms the seller 
and you agree to. This part is not complicated. 

The long and short of it is to get out there and write offers. Write lots of offers. But be 
clear in your market and the types of properties you want first. 

Be prepared to have lots of conversations, too. Not just with sellers, but also with 
investors who will fund your deals and people in the neighborhood who live around the 
properties. 

As a Real Estate Investor you will learn how to communicate with other people. You will 
learn to listen and be sincere in what you say and in your actions. You will act with 
integrity. You will be effective in your many interactions with other humans.
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When it comes to negotiating terms, how do you know what to offer, how to structure the 
deal and what is up for negotiation in the first place? 

The secret here is to focus on the terms you want. Whatever that looks like, ask for it. 
Literally everything is up for negotiation!

•  What items does the seller have that you find valuable? 

•  Are there things you want thrown into the deal? 

•  Machinery you can use? 

•  Additional structures? 

•  Existing laundry facility with decent machines? 

•  People he uses to help him manage the property? 

This is where you have to be the Due Diligence Detective once again. Ask great questions 
and learn what the seller has that you want. 

Negotiate Property Management.
Management of the property is an area of negotiation to consider. You might not want to 
bring a new team on if the current team is good. If so, negotiate that into your deal.  

If the management team isn’t so hot you’ll need to find a new one, and you’ll be 
negotiating terms with the new property manager(s). But before you get to that point, you 
have to ask lots of questions to make sure they know how to manage your type of 
property. 

Negotiate Vendor Relationships (and Contracts).
Vendor relationships can be negotiated. Either the seller already has the relationships you 
need with trustworthy, cost-effective services, which you can negotiate into your deal, or 
you will be negotiating terms with all the different services providers:

NEGOTIATE TERMS

STEP ELEVEN
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•  Trash, water and sewer – Sometimes these services are bundled and sometimes 
they aren’t, but these are absolute necessities to your tenants. Can you make a deal for 
discounted services?

•  Electricity and other utilities – You can bundle these services and ask for corporate 
or volume discounts. 

•  Government services – Do you know the various types of government services that 
will benefit you as the landlord and property owner? You need to do a little detective 
work. Figure it out. Talk to the city. Talk to the seller. Talk to people in the neighborhood. 
You could miss out on tremendous benefits if you don’t do your homework.
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Whether the property is a duplex, set of duplexes, 4- or 8-unit building or the largest 
apartment building with a lots of doors, you will be raising money to finance your deals. 
There are a number of ways to accomplish the funding. 

Private Capital
What I’m really good at is Raising Private Capital. It’s also something I truly enjoy. The 
process is fun for me. It involves communication and lots of conversations. I get to use my 
Profit Analysis Quadrant™ to explain the benefits to investors, too!

Private capital comes from different sources. While some investors have literal piles of 
cash sitting in a savings account somewhere or under the mattress at home, or they can 
write a check at the table, more often the money is sitting in retirement accounts. That’s 
great. If the accounts are Self-Directed IRAs… all the better! 

You have to know how to get the investors’ 
money into the Self-Directed IRA. You need to 
understand the steps so you can help the 
investors through the process. It is not 
complicated, and you can actually manage 
some of it yourself. 

The challenge is when the investor has been working with a retirement account broker 
agent for years. That agent is about to lose his easy bread and butter. He’s likely going to 
tell your investor not to move his money. In most retirement accounts, it’s not the investor 
who earns the money. 

Let’s say I approach you about investing in my deals and you have been working with a 
broker agent for 10 years. You tell me you’re earning 4% on your money in that account, 
whatever that account happens to be. All I can say is no, you’re not. You might be earning 
2% while your broker agent is earning 2% (on YOUR money). Is that truly enough to retire 
on down the road? No. Likely not. 

Now let’s say you move your money to a Self-Directed IRA. YOU direct your account and 
the investments made through that account. I can give you a true 4% on your investment 

FUND YOUR DEALS
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You need to understand the 
steps so you can help the 

investors through the process.



that goes right back into the account. Or better yet I can give you 6% or even 8% return. 
Suddenly you understand the benefits of working with me. 

You need to understand how to explain the benefits, and that’s where using my P.A.Q. 
comes in mighty handy!

Seller Financing
Yes, you can find seller financing in the multi-family sector. Most often that will be for the 
smaller units, but believe me when I say it’s possible to work even the largest of deals 
with sellers of the largest buildings, too. That depends on who’s selling and WHY!

If it’s the city that wants to sell properties to someone like me who has an interest in 
providing clean, safe, affordable housing to the people in their county, it’s a safe bet 
they’re going to help you get there. That can mean extremely attractive terms and tax 
advantages. That’s why I like Memphis so much for the large apartment buildings in which 
I invest. 

Financial Institutions
Some Real Estate Investors I know work within the banking system. That means they have 
built relationships with bankers and the good people at credit unions. It also means these 
investors probably have a pretty good credit score. 

While I don’t fund my deals through banks, it is a way for you to try if you qualify. Be 
aware that you will cap out at some point. A financial institution will only loan you so much 
before they put their hand up and tell you “no more.” 

Crowdfunding
This has become a new buzz word in the world of Real Estate Investing because the rules 
have changed (in 2014) making it possible to seek funding more publicly. There are sites 
established for this specific purpose. With each there are different rules and different 
sizes of deals allowable. Some have a high investment requirement while others don’t. 

What are your goals? What is your market? What types of properties will you be investing 
in? Are they going to be smaller multi-family, which have appeal to investors because they 
have less management issues than the larger buildings? Or are you looking at larger 
commercial properties (a.k.a., large apartment buildings and complexes)? 
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You need to have a chat with your local SEC attorney before getting into crowdfunding 
for your properties. You don’t want to do things wrong or get into any hot water. It’s best 
to understand the regulations that apply to your market and property type before you head 
into crowdfunding. It may not be as easy as posting your goals and attracting investors. 

Government Grants
While the process can be long and complicated, there are government grants that you 
can access to fund your deals. There are reasons for that, and you have to qualify. 

If you have skills in finding grants and getting through all the paperwork and rules, go for 
it. Why not? 

If you don’t have the skills, I have good news. There are people for that! In my team, I’m 
fortunate to have a fantastic CFO who understands the paperwork and how to answer all 
the questions just right in the forms. Because of her abilities in this area, we have found 
funding and perks through grants. 

Do your research. Find someone to help you through the process. Expect it to take a long 
time to get through the process. Don’t have high expectations that you will qualify. Even 
getting to NO in this case takes plenty of time. But think if you can get to the YES! All I 
can say is that would be awesome.
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There are crowdfunding sites specifically 
for Real Estate Investing.
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You can find duplexes, 4-, 8- and 12-plexes and apartment buildings anywhere. As a 
P.I.G. (Professional Information Gatherer) you will see opportunities everywhere, and you’ll 
ask lots of great questions to get to the sellers and those with the authority to sell 
properties to you. 

You will get good at making offers and negotiating great terms. You will learn how to raise 
private capital and how to use the Profit Analysis Quadrant™ to explain the benefits 
across the four quadrants. To get you started on your new path, here are a few good tools 
and resources you can use. 

MULTI-FAMILY TOOLS AND 
RESOURCES
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Tools to help you get the numbers done

www.RealEstateTools.com

www.SugarSync.com

www.rentOmeter.com

Crowdfunding Sites

www.RealtyMogul.com

www.FundRise.com

www.ACrowdFundingRealEstate.com

www.RealtyShares.com

www.collaperty.com

www.CrowdStreet.com

Property Sites

www.Craigslist.org

www.LoopNet.com

www.CityFeet.com

www.GlobeSt.com

www.Foreclosure.com

www.MeetUP.com

www.Bid4Assets.com

www.eBay.com

http://www.RealEstateTools.com
http://www.RealEstateTools.com
http://www.SugarSync.com
http://www.SugarSync.com
http://www.rentOmeter.com
http://www.rentOmeter.com
http://www.RealtyMogul.com
http://www.RealtyMogul.com
http://www.FundRise.com
http://www.FundRise.com
http://www.ACrowdFundingRealEstate.com
http://www.ACrowdFundingRealEstate.com
http://www.RealtyShares.com
http://www.RealtyShares.com
http://www.collaperty.com
http://www.collaperty.com
http://www.CrowdStreet.com
http://www.CrowdStreet.com
http://www.Craigslist.org
http://www.Craigslist.org
http://www.LoopNet.com
http://www.LoopNet.com
http://www.CityFeet.com
http://www.CityFeet.com
http://www.GlobeSt.com
http://www.GlobeSt.com
http://www.Foreclosure.com
http://www.Foreclosure.com
http://www.MeetUP.com
http://www.MeetUP.com
http://www.Bid4Assets.com
http://www.Bid4Assets.com
http://www.eBay.com
http://www.eBay.com


Here’s a cool article I found on the top 10 Real Estate crowdfunding sites. Please note 
that each has different criteria. Please consult with you SEC attorney before taking this 
path.

http://www.crowdcrux.com/top-real-estate-crowdfunding-websites/

HERE’S TO YOUR SUCCESS AS AN INVESTOR USING 

THE MULTI-FAMILY DWELLINGS STRATEGY!
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If you have tools you would like to share that you 
use and love, let me know. Shoot me an email to 
info@cashflowdiary.com. We can add to this list 
for other readers! 

http://www.crowdcrux.com/top-real-estate-crowdfunding-websites/
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